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Abstract 

The purpose of this study was to explore entrepreneurial finance challenges and how 

female entrepreneurs can overcome them. It identified the demand-side and supply-side 

challenges facing female entrepreneurs in Fiji‘s small and medium enterprises in 

accessing bank finance and ascertained how the challenges can be overcome. An 

extended 5M framework (money, market, management, motherhood, and individual 

characteristics meso/macro-environment) was used to explore the challenges. This study 

is a departure from previous studies that tended to compare female entrepreneurs with 

male entrepreneurs. The study also explored the effectiveness of government grants and 

credit schemes in assisting female entrepreneurs to access finance and the contentious 

issue of whether corporate finance theories (Pecking Order Theory and Life-cycle 

Theory) apply in entrepreneurial situations. 

The literature review shows that the majority of studies on female entrepreneurs were 

undertaken in developed countries. Studies on female entrepreneurs in Fiji are limited. 

In a broader context, the review of the literature showed that the assessment of the 

effectiveness of the government‘s grants and credit schemes was seriously lacking. The 

tests on the application of Pecking Order Theory in entrepreneurial situations had mixed 

results. Questions are being raised about whether the Life-cycle Theory needs to be re-

conceptualized for application in entrepreneurial situations. 

A combination of post-positivist and constructivist paradigms allowed the researcher to 

use mixed methods research for this study in three stages: first, qualitative interviews 

with six bank officers; second, a quantitative survey of 24 female entrepreneurs; and 

third, qualitative interviews with 30 female entrepreneurs. The interviews with bank 

officers provided the researcher with the opportunity to obtain a balanced picture of the 

challenges and what can be done to ensure female entrepreneurs greater access to bank 

finance. 

Data analysis showed, among other factors, lack of collateral and information 

asymmetry, were the major demand-side challenges of Fijian female entrepreneurs. On 

the supply-side, complex procedures, high-interest rates, sex stereotyping by the banks, 

and the ineffectively administered government credit schemes were found to be 

challenges to accessing finance.  



xvii 

 

Findings show that female entrepreneurs can overcome the challenges through 

education and training, building an asset base, and maintaining good relationships with 

the banks. While Fijian female entrepreneurs can overcome most of the demand-side 

challenges, it is not so easy for them alone to overcome all supply-side challenges. They 

need the support of the banks and the government. The findings also show that Pecking 

Order Theory and Life-cycle Theory do not apply to the financing practices of Fijian 

female entrepreneurs. This study advances the literature on female entrepreneurship and 

entrepreneurial finance by proposing an extended 5M framework, providing a 

framework for overcoming challenges of access to bank finance, and extending the 

literature on the application of traditional corporate finance theories in entrepreneurial 

situations, in the context of developing countries.  

 The study has implications for promoting female entrepreneurship in Fiji, which 

includes enabling support from the government and the banks through designing 

female-specific products and the removal of any sex stereotyping from society. Female 

entrepreneurs should expand their businesses as much as possible, upgrade their 

financial skills or hire accountants, and build a good reputation. The findings of this 

study open up other areas of research, especially about female entrepreneurs‘ access to 

other sources of entrepreneurial finance. They will also be of value to national 

policymakers and relevant stakeholders in enhancing the role of women in national 

development. 
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Chapter 1: Introduction 

Governments all over the world are being encouraged by international conventions, 

Sustainable Development Goals (SDGs), and the World Bank amongst others to allow 

women equal access and control over economic resources. A recent survey by the 

World Bank (Clement, 2018) of 189 countries shows that 65 countries have made legal 

reforms to increase women‘s economic opportunities. Twenty-eight countries have 

made it easier for women to get government jobs and 24 countries have lifted 

restrictions on women getting credit (Clement, 2018). The survey also shows that the 

most progress made on women‘s legal rights since 2016 has been in the Democratic 

Republic of Congo, Kenya, Tanzania, Zambia, and Iraq. Such rights include married 

women taking on jobs, opening bank accounts, and registering businesses without 

having a male partner‘s approval or signature. 

However, female entrepreneurs in many countries still face numerous challenges in 

accessing economic resources. Since the 1980s, access to entrepreneurial finance 

continues to be the single biggest obstacle facing female entrepreneurs trying to grow 

their businesses in developing and least developed countries (Edwards 2012; Goyal & 

Yadav, 2014; Hisrich & Brush, 1984; Jamali, 2009; Leitch et al., 2018).   

This thesis explores the challenges of accessing entrepreneurial finance, particularly 

bank finance, and how female entrepreneurs can overcome them in Fiji, a developing 

country in the South Pacific. The thesis also explores the effectiveness of the 

government‘s financial assistance programs (policies, grants, and credit schemes) in 

assisting female entrepreneurs to gain access to finance.  

This chapter discusses the background to the research and examines the research 

problem and motivations, research aim, research objectives, and research questions. The 

chapter also provides an overview of the theories used as assumptions and the research 

methodology used. Some keywords used in this thesis are defined and explained. The 

chapter ends with an outline of the thesis and some concluding remarks. 

1.1 Background to the research 

As highlighted by Brush et al. (2009, p. 9), women-owned businesses ―are amongst the 

fastest growing entrepreneurships in the world‖. Earlier, Brush et al. (2006) pointed out 

that female entrepreneurs make invaluable contributions to innovation, employment 
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creation, and prosperity in all economies. Despite these contributions, women‘s 

subordination continues to affect economic development in many developing 

economies. Women do not have equal economic rights and access to resources (United 

Nations Economic Commission for Europe [UNECE], 2009). Female entrepreneurs do 

not feature significantly in the economic development of many countries, (UNECE, 

2009); International Finance Corporation [IFC], 2010), including Fiji (Cutura, 2008). 

Instead of promoting women in business (WIB), women are restricted from full 

participation in economic development. For instance, a survey of 189 countries by the 

World Bank found that ―167 countries have at least one law on the books that restrict 

women‘s economic opportunity‖ (Clement, 2018, p. 2).  

In many developing countries, at least 2% growth in Gross Domestic Product (GDP) is 

sacrificed because their policies restrict women‘s full involvement in the economy 

(UNECE, 2009, p. 6). Their GDP calculations do not include estimates of contributions 

of unpaid care and household work done by women. Child-rearing, carrying for the sick 

or elderly, preparing meals, and housework continue to be the responsibility of women 

in the household. Therefore, women‘s actual economic contribution to the economy is 

grossly undervalued (Narsey, 2007). Around 50% of Fiji‘s population comprises 

women who make a valuable contribution to economic growth. Yet, they remain an 

under-utilised human resource (Cutura, 2008).  

The first and most challenging issue facing all entrepreneurial firms is accessing 

external finance for growth (Denis, 2004). Access to finance depends on whether 

finance is for lifestyle firms or entrepreneurial ventures (Coleman, 2004b; Ang, 1991). 

According to Petty and Bygrave (1993), lifestyle firms have no intention of growing. 

Sohl (1999) also describes lifestyle businesses as those with a very low or non-existent 

growth rate. The objectives of lifestyle firms may be independence, self-actualisation, 

self-employment, or employment of family members. On the other hand, 

entrepreneurial ventures start small with rapid growth and profit as their primary 

objectives. 

In essence, both types of ventures face similar problems, which include access to 

finance. Still, the difference is in the timeliness and the quantum of funds required. 

Lifestyle firms require modest funding, while entrepreneurial ventures often require 

substantial amounts for business survival and growth. Generally, an entrepreneurial 

venture‘s financing refers to the entire entrepreneurial life-cycle, as shown in Table 1.1.  
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Table 1.1 Financing challenges of female entrepreneurs at each financing stage   

Entrepreneurial life-

cycle stages and 

financing stages 

Major sources of 

entrepreneurial finance used 

by entrepreneurs in general 

Sources of entrepreneurial finance 

used by female entrepreneurs and 

challenges 

Research & 

Development 

Stage/Concept Financing 

Personal savings and assets: 

family and friends and 

financial bootstrapping  

Not much is known about how female 

entrepreneurs progress during this stage 

Start-Up Stage/Seed 

Financing 

Personal savings and assets: 

family and friends, business 

angels, venture capitalists, 

crowdfunding, and 

government special assistance 

programs 

Personal savings, personal credit cards, 

family and friends, and governments‘ 

special assistance programs   

Venture capital, business angel funding, 

and crowdfunding are not available in 

developing countries 

Survival Stage/First 

Round Financing 

Business operations, venture 

capitalists, trade credit, 

government special assistance 

programs, and commercial 

banks 

Business operations, trade credit, and 

government special assistance programs, 

commercial banks to some extent 

Rapid Growth Stage/ 

Growth financing 

Business operations, trade 

credit, venture capitalists, and 

commercial banks 

Business operations, trade credit, and 

commercial banks  

Maturity/Exit Stage Sufficient retained earnings 

for the founder and the 

investors 

Additional funds, if needed, 

can be raised through initial 

public offerings 

Beyond the reach of female 

entrepreneurs, especially in developing 

countries 

(Source: Churchill & Lewis, 1983; Eggers et al., 1994; Leach & Melicher, 2011)  

While access to external finance for growth is a challenge to all entrepreneurs, female 

entrepreneurs face additional challenges, particularly in developing countries (Edwards, 

2012). Leitch et al. (2018) revisited financing issues facing female entrepreneurs, 

pointing out that women in developing countries continue to meet the same challenges 

they faced a decade ago. Over and above these challenges, they face social and 

structural inequalities, which greatly hinder their entrepreneurial finance access.  

1.2 Research problem and motivations 

The challenges facing female entrepreneurs in accessing entrepreneurial finance can be 

better explained by an entrepreneurial growth model, as shown in Table 1.1. The 

entrepreneurial growth models (Churchill & Lewis, 1983; Eggers et al., 1994; Leach & 

Melicher, 2011) generally show the different growth stages during a business‘s life 

cycle and the various sources of finance available at each stage for an entrepreneur. The 
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third column in Table 1.1 is added by the researcher to explain how female 

entrepreneurs face challenges at each stage of their businesses‘ life cycle. Apart from 

explaining the challenges facing female entrepreneurs, the growth model presented here 

introduces the environment of entrepreneurial finance and pinpoints the focus of this 

thesis. This thesis focuses on the survival and growth stages of female entrepreneurship, 

their use of bank finance, and the government‘s special assistance programs (grants and 

credit schemes). These are the only external funding options available and used by 

female entrepreneurs in Fiji.  

1.2.1 Entrepreneurial growth model  

The following sections briefly describe the financing stages of the growth model, the 

sources of finance used by entrepreneurs in general, the sources of finance used by 

female entrepreneurs, and their challenges. 

a) Development stage/concept financing stage 

During the concept financing stage (Table 1.1), the entrepreneur develops and endorses 

a business concept. The primary financing sources consist of the entrepreneur‘s savings 

or assets (Leach & Melicher, 2011) or loans from friends and family members. There is 

hardly any literature on how female entrepreneurs finance their concept stage or their 

processes before starting their businesses (Valencia, 2007). Kariv (2013) found that 

women initially face social and cultural barriers and personal weaknesses (lack of 

education, experience, and work-home conflict) in the pre-venture stage. Studies (Carter 

& Van Auken, 2006; Freear et al., 1994) show that entrepreneurs could not provide all 

the finance needed at this stage from personal savings.   

Financial bootstrapping then becomes an essential source of finance. Van Auken and 

Neeley (1996, p. 236) describe bootstrapping as ―any activity which enables 

entrepreneurs to obtain resources (mostly, but not exclusively, financial resources) at a 

lower cost or even for free‖. Winborg and Landström (2001), on the other hand, give 

examples of bootstrapping as delaying payments, minimising accounts receivables, and 

minimising investment. Other examples include private owner finance, sharing 

resources with other businesses, and government subsidies and grants. 

Table 1.1 shows that the only bootstrapping technique used during the concept 

financing stage is private owner finance. Whereas family and friends are other capital 
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providers during the concept financing stage, they are secondary finance sources (Leach 

& Melicher, 2011). Financing from family and friends is preferred because it is cheaper 

than external capital providers, with no interest charged on the amount borrowed. 

However, Lee and Persson (2016) argue that if the investment is risky and all the family 

investment is lost, family members have no protection. Eddleston (2018) found that 

female entrepreneurs face more significant challenges in securing finance from family 

and friends than their male counterparts. This challenge for female entrepreneurs is 

discussed in detail in Section 3.6.1. 

b) Start-up stage/seed financing 

During this stage, new ventures begin to generate revenues and enter the relevant 

market. Financial management becomes critical. According to Srinivasan et al. (1994), 

start-up activities for female entrepreneurs are the cause of a lower rate of survival and 

growth. In a longitudinal study of budding male and female entrepreneurs in 

Scandinavia, Alos and Ljunggren (1998) found that at the start-up stage, female 

entrepreneurs prepared fewer business plans and did not elaborate on them, and took 

time in presenting their plans to finance providers. 

Moreover, female entrepreneurs had a more significant and earlier need for external 

capital because they started their businesses with small capital using their personal 

funds (Alos & Ljunggren, 1998). Female entrepreneurs hired employees to a lesser 

extent than male entrepreneurs, and also took more time between initiation of activities. 

Alos et al. (2006), from their study of funding gaps for women-owned compared with 

men-owned new businesses in Norway, found that female entrepreneurs have lower 

early growth. Because of lower growth during the start-up stages, they obtain 

significantly less financial capital for their businesses than their male counterparts. 

Studies have also shown that female entrepreneurs tend to use personal credit cards 

during the start-up stage (Constantinidis et al., 2006) instead of a bank loan. They do 

this even though a credit card is usually more expensive than a bank loan (Coleman, 

2000). If personal sources and finance from family and friends are not sufficient, the 

new venture must seek external equity providers, business angels, and venture 

capitalists. Business angels are ―high net worth individuals that invest their funds in a 

small set of companies‖ (Denis, 2004, p. 307).  
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Wong (2002) provides a more robust definition of business angels. He found angel 

investments usually are smaller, engrossed in newer companies, and occur at an earlier 

stage in the venture‘s development. Angel investors generally provide seed capital, that 

is, capital required by companies at a very early stage of their development (Fenn et al., 

1997). Many new ventures would not survive and progress to subsequent stages without 

angel funding. 

Venture capital funds, on the other hand, ―refer to limited partnerships in which 

managing partners invest on behalf of limited partners‖ (Denis, 2004, p. 304). Venture 

capitalists are attracted to high-growth firms that involve high risk but offer the 

possibility of large profits, for example, technology-based businesses (Sohl, 1999). 

Venture capitalists provide capital to ventures and actively participate in managing, 

monitoring, and networking to reduce the risk of losing the total capital invested. 

Edwards (2012) argues that women find equity financing (venture capital and angel 

finance) more challenging than other finance sources. Brush et al. (2001) and Brush et 

al. (2004) argue that women are willing to obtain angel and venture capital funding. 

However, they cannot do so because of the myth that women are unwilling to own high-

growth ventures. Further, they do not have the required financial knowledge or 

networks to start high-growth businesses. Marlow and Patton (2005) and Coleman 

(2002) take an extreme view. They argue it is not easy for women to get any external 

funding for whatever reason. Marlow and Patton base their argument on the concept that 

female entrepreneurs are disadvantaged by their gender. They evaluated their argument 

by doing a theoretical analysis of gender using the example of formal and informal 

business funding sources. 

An emerging source of seed finance is crowdfunding, fundraising via online platforms, 

such as Kickstarter. Crowdfunding is a way of collecting capital from many people, 

including family, friends, customers, and individual investors. Entrepreneurs pool their 

funds to support a particular entrepreneurial project through a designated platform and 

make open calls to sell their shares on the internet (Ahlers et al., 2015). Business plans, 

market research, and collateral are not required. Above all, the entrepreneur does not 

have to take the business idea to banks, angel investors, and venture capitalists for 

funding. Through one platform, the entrepreneur can make the business opportunity 

known to many interested people. For these reasons, compared to traditional bank 
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finance, women on the Kickstarter platform have greater success than men in funding 

their projects (Cooper, 2018). 

Despite the increasing popularity of this emerging source of finance, it is not readily 

available in all countries because of the home country‘s regulatory requirements. 

Therefore, many countries restrict this type of funding. Indeed, Fiji has only recently 

drafted crowdfunding legislation, which is yet to be approved by the government 

(Reserve Bank of Fiji, 2017). 

Government assistance programs are an essential source of funding for those unable to 

obtain funds from capital markets. Funding provided is usually one of two types: non-

repayable grants and venture capital. Governments provide equity capital and support 

new ventures through tax incentives, credit schemes, accelerators, and incubators, to 

name a few.  

c) Survival stage/first-round financing 

New firms enter the survival stage from the start-up stage. Firms utilise cash faster than 

they accumulate cash. Such firms turn to business angels, venture capitalists, and the 

government venture capital at the start-up stage to make up for the deficit in funding. 

Studies have shown that women-owned firms are more likely to fail during this stage 

(Brush & Hisrich, 1991; Kalleberg & Leicht, 1991; Srinivasan et al., 1994). 

Trade credit is another bootstrapping technique used as a source of finance during the 

survival stage. Entrepreneurs use their interactions with their suppliers and customers to 

fund their businesses. They can request their customers to make payments in advance 

and, at the same time, delay payment to their creditors. In this way, entrepreneurs will 

have the flexibility to use the maximum trade credit period (Mitter & Kraus, 2011). 

Female entrepreneurs often use trade credit, government grants, and personal finance as 

funding sources during the survival stage. They do not generally source external debt 

(Constantindis et al., 2006).  

d) Rapid growth stage/second-round financing 

Female entrepreneurs can resort to commercial banks for loans as a source of finance 

during this second stage. However, they face many difficulties securing external 

finance, particularly bank finance. Female-owned entrepreneurial firms are generally 

smaller than those owned by males because they start with little capital (Edwards, 
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2012). They cannot provide the collateral required by the banks (Constantinidis et al., 

2006). They are also not as profitable, particularly in the early stages, and lack tangible 

assets to provide as collateral. Banks assess the entrepreneur‘s ability or willingness to 

provide personal collateral and guarantees when evaluating loan requests, and would not 

risk lending to unprofitable firms or firms that cannot provide security.  

Female entrepreneurs find themselves further disadvantaged when banks invariably 

make funding decisions based on the entrepreneur‘s qualifications (Orhan, 2001). The 

banks take into account qualities that are often lacking in female entrepreneurs, such as 

aggressiveness, assertiveness, risk-taking propensity, and self-confidence (Costantinidis 

et al., 2006). Banks also consider the management team‘s qualities in terms of relevant 

education and experience, reputation and industry contacts, and history of prior 

entrepreneurial successes. In addition to these challenges, women also face challenges 

caused by social and structural inequalities that trickle down to bank officials.  

This current research was motivated by several factors. First, despite female 

entrepreneurs‘ enormous economic contributions, they remain under-explored and 

inadequately covered in the academic literature (Kariv, 2013). Edwards (2012) pointed 

out that most studies on female entrepreneurs are in developed countries with very few 

in developing countries. For instance, there is a shortage of empirical studies on female 

entrepreneurs‘ access to finance in Fiji. It is not surprising that only one study (Pang & 

Nair, 1994) had a small section on female entrepreneurs‘ access to finance in Fiji. Pang 

and Nair (1994) investigated the profile, vision, financing patterns, and motivation of 43 

successful female entrepreneurs in Fiji in the formal sector.  

The more recent studies on women entrepreneurs in Fiji have been on a range of areas, 

albeit not directly related to female entrepreneurs‘ access to finance. Lim & Envick, 

(2013) examined the impact of gender and culture on the entrepreneurial orientation of 

female students. McKinnon et al. (2016) focussed on measuring gender equality and 

economic empowerment in household and care work. Since a significant number of 

indigenous women are engaged in tourism-related work, Movono and Dahles (2017) 

studied the empowerment of indigenous women through tourism, and Singh-Peterson 

and Iranacolaivalu (2018) explored marketing issues facing rural women involved in 

subsistence farming. 
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Second, in addition to the lack of Fijian studies, no attempt has been made to undertake 

a systematic study to explore the challenges facing female entrepreneurs in accessing 

entrepreneurial finance. This study sought to provide a deeper understanding of the 

issues involved in women‘s access to entrepreneurial finance. It investigated the impact 

of macro factors, such as government policies, culture/society, financial institutions, and 

individual characteristics on female entrepreneurs‘ access to entrepreneurial finance. 

Third, the field of entrepreneurial finance is in the adolescent stage. Findings from the 

South Pacific‘s emerging economies will give new dimensions to theory development in 

the area in line with Hussain et al. (2015), in Research Handbook on Entrepreneurial 

Finance. So far, empirical studies on the application of corporate finance theories in 

entrepreneurial situations have been carried out mostly in developed countries. As such, 

theory development is based only on the findings of developed countries. For instance, 

the Life-cycle Theory of financing (Berger & Udell, 1998; Walker, 1989) assumes that 

different types of finance are appropriate for different stages of firm development. For 

instance, during the earliest stages of firm development, funding comes from the 

entrepreneur's savings or family and friends.  Business angels and venture capitalists 

provide funds as the firm grows. Bank finance becomes an option when the firm 

achieves profitability and stability. When the firm has achieved substantial growth and 

profitability, it can raise finance by issuing shares to the public.  

The Life-cycle Theory does not apply to entrepreneurs in developing countries because 

they do not have access to all sources of finance. Therefore, they cannot use different 

finance sources during the different stages of their business life. The researcher suggests 

that theory development should take into account the situations in developing countries. 

Hussain et al. (2015) had earlier questioned whether we can distinguish genuinely 

unique aspects of entrepreneurial finance in SMEs in emerging economies. Therefore, 

the authors also call for more focused empirical research in emerging economies by 

adopting a contextualised, less Western-centric lens to approach the phenomena. 

Fourth, there is abundant literature on challenges facing female entrepreneurs in 

accessing bank finance in developed countries (Coleman, 2002; Edwards, 2012; Jamali, 

2009; Leitch et al., 2018; Marlow & Patton, 2005). There is, however, no or very little 

research on how female entrepreneurs have overcome the challenges and have expanded 

their businesses with bank finance. This study tries to fill that gap. Given the challenges 

faced by female entrepreneurs in accessing bank finance in Fiji, they must overcome 
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those challenges. Few female entrepreneurs in Fiji have overcome those challenges and 

are successfully utilising bank finance for growth. Those entrepreneurs who have been 

unsuccessful should learn from the experiences of those who have been successful.  

Fifth, when capital markets fail, governments in most developing countries step in with 

policies, grants, and credit schemes to support female entrepreneurs‘ participation in 

business (Raihan, 2007). Towards this end, the Fiji Government has undertaken several 

measures to mainstream women in Fiji‘s economic development through its Women‘s 

Plan of Action 2010‒2019 and Gender Policy, launched in 2014. However, the 

government‘s efforts to assist WIB have been limited and restricted to microfinance.  

The Ministry of Women, Children, and Poverty Alleviation in Fiji implements the 

government‘s policy of increasing microfinance. There has, therefore, been an increase 

in the number of women receiving microfinance loans. However, there still is a big gap 

in financing female entrepreneurs at the small and medium enterprise (SME) level. 

These are the businesses that have more potential for job creation. Cutura (2008, p. 4) 

refers to these female entrepreneurs as the ―missing middle‖. Strengthening women‘s 

access to finance at the SME level in Fiji was highly recommended by AusAID (Cutura, 

2008). However, as noted earlier, the trend of increasing female entrepreneurs‘ access to 

microfinance has continued till today. A review of the literature shows that the issue 

with government grants and credit schemes is that they are not evaluated for their 

effectiveness (Raihan, 2007). Therefore, this study hopes to fill this gap. 

Finally, the researcher believes that this study is timely due to the recent Financial 

Inclusion Global Initiatives. These initiatives support and accelerate the country‘s 

implementation-led reform actions to meet national inclusion targets and, ultimately, the 

universal goals by 2020 (World Bank, 2019c). The programs initiated worldwide will 

assist individuals and businesses in accessing a wide range of relevant financial services 

that are responsibly and sustainably provided by financial institutions. The Reserve 

Bank of Fiji National Demand-Side Survey of financial products and services in Fiji in 

2014 identifies areas for further research. One of the areas is the financial needs and 

barriers to access for women. 

Based on the challenges facing female entrepreneurs in accessing entrepreneurial 

finance as discussed above, this study aims to explore entrepreneurial finance 
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challenges facing female entrepreneurs at the SME level in Fiji and how those 

challenges can be overcome 

1.3 Research objectives and research questions 

The main objectives of the research are investigating the challenges facing female 

entrepreneurs in accessing bank finance and developing a framework to show how those 

challenges can be overcome. Section 1.2 highlighted some challenges facing Fijian 

female entrepreneurs in accessing bank finance. A more thorough investigation of all 

the challenges is needed. These objectives were investigated through Research 

Questions 1, 2, and 3 (see below).  

Given that there are quite a few sources of finance for female entrepreneurs (see Table 

1.1), it is impossible to deal with all of them in this thesis. However, as Cosh et al. 

(2009) suggest, there is a need for more research that examines multiple sources 

simultaneously to see how different finance sources interact. On the same note, 

Hanssens et al. (2015) add that studying various sources and how they react will open 

important avenues for future research. We can better understand how different sources 

of finance combined can support or harm entrepreneurial ventures. Therefore, this study 

investigated how bank finance and the government‘s credit scheme combined can assist 

entrepreneurs in accessing finance through Research Question 4. 

A further objective of the study is to contribute to theory development in the field of 

entrepreneurial finance. So far, there have been mixed results for the application of the 

Pecking Order Theory in entrepreneurial situations. There are also issues regarding the 

application of the Life-cycle Theory in entrepreneurial situations (Bellavitis et al., 

2017). This study will explore the application of these two theories by examining the 

financing practices of female entrepreneurs over their businesses‘ life-cycle and 

interpreting the findings in terms of these two theories through Research Question 5.  

To achieve the objectives of the study, the following research questions were 

formulated: 

1. What are the main demand-side and supply-side challenges facing SME female 

entrepreneurs in accessing bank finance in Fiji? 

2. What individual (personal) and organisational characteristics of female 

entrepreneurs can assist them to overcome demand-side challenges of access to bank 

finance in Fiji? 
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3. How can female entrepreneurs overcome supply-side challenges of access to bank 

finance in Fiji? 

4. How effective are the government‘s policies, grants, and credit schemes from the 

perspective of SME female entrepreneurs in assisting them to get access to bank 

finance in Fiji? 

5. Do the financing practices of Fijian female entrepreneurs over their businesses‘ life-

cycle show application of Pecking Order Theory and Life-cycle Theory? 

1.4 Theoretical overview  

The underlying theories to support this research are discussed briefly here and covered 

in detail in Chapter 3. The first body of theory is a theoretical model to study female 

entrepreneurs, the 5M framework (Brush et al., 2009). The 5M framework represents 

money, market, management, motherhood, and meso/macro environment. With some 

modifications, the researcher adopted the 5M framework in this study.  

Scholars worldwide use the 5M framework to study female entrepreneurship. Niang 

(2019) examined the participation of women in social entrepreneurship through a case 

study undertaken in the Urban Micro-Business Centre of Centurion University, 

Bhubaneshwar city, Odisha state of India. The case study reported on the participation 

of women in social entrepreneurship. It identified the experiences and outcomes of their 

involvement and social entrepreneurship‘s influence on the women using the 5M 

framework. Niang (2019, p. 1) said, ―The use of this framework is suitable in a South 

Asian context where enormous social norms for women have been practised for 

centuries‖.  

Rubin (2011) used the 5M framework to structure her research. She was able to fit the 

findings presented into the five dimensions of the 5M framework. Her study aimed to 

highlight male-biased assumptions and gender blindness in the practices of 

entrepreneurship and to explore women‘s own perceptions of identity and gender in 

Tanzania. Similarly, Amaechi (2016) explored barriers to female entrepreneurs in 

Enugu State in Nigeria as part of her PhD study. The 5M conceptual framework 

provided the theoretical lens for this investigation 

The 5M framework describes how various factors affecting female entrepreneurship are 

related to each other. These factors are money, market, management, motherhood 

(family/household), and the meso/macro environment. Missing from the 5M framework 
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is the individual characteristics (including personality traits) of an entrepreneur, a micro 

factor according to Kuratko and Hodgetts (2004), which affects access to finance 

(Constantinidis et al, 2006; Orhan, 2001). The researcher has, therefore, added 

individual characteristics to the 5M framework. The extended 5M framework is in 

Section 3.2 in Figure 3.4 of this thesis. The study also uses the Personality Trait Theory 

of Echctner (1995) to determine which characteristics can be developed in Fijian female 

entrepreneurs. Traits such as innovation, creativity, and propensity to take risks are 

inherent in the entrepreneur. Other characteristics, such as managerial, financial, and 

business skills, can be acquired through education and training.  

The second body of theory is on entrepreneurial finance, an emerging field. In the past, 

finance scholars viewed entrepreneurial finance as entirely different from corporate 

finance; they argued that corporate finance theories are not applicable in entrepreneurial 

situations. More recently, they have recognised that entrepreneurial situations have the 

same two fundamental problems: agency problems and information asymmetries 

(Denis, 2004) that form the basis of the theories. Therefore, Agency Theory and 

Information Asymmetry Theory apply in entrepreneurial situations. There is also a 

consensus that Trade-off Theory is relevant in the discussion of an entrepreneur‘s 

funding choices concerning external debt finance, and Financial Intermediation Theory 

in making contractual agreements with debt providers.  

There are some finance theories, such as Pecking Order Theory, Life-cycle Theory, and 

Capital Structure Theory, that have emerged due to agency problems and information 

asymmetries. These theories  are being tested in entrepreneurial situations to assess their 

applicability. The findings show that Capital Structure Theory does not fit 

entrepreneurial situations (Coleman, 2004b). The Pecking Order Theory has had mixed 

results. The straightforwardness of the traditional Life-cycle Theory (that is, starting 

with founder/family/friends followed by business angels, venture capitalists, debt 

finance, and external equity in that order) is questioned. The reason is the emergence of 

new sources of finance available for entrepreneurs. Therefore, this study examined 

female entrepreneurs‘ financing practices in Fiji over their businesses‘ life-cycle. In this 

way, the researcher explored (not tested) as a first step the extent to which Pecking 

Order Theory and Life-cycle Theory principles were applied.  
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1.5 Research methodology  

This study‘s research approach combined constructivist and post-positivist paradigms, 

making mixed methods research possible. Mixed methods research helps draw a more 

comprehensive picture of female entrepreneurship (Brush et al., 2009). Section 4.2 

justifies the use of mixed methods research. Mixed methods design includes a 

quantitative and qualitative phase in the overall research study conducted sequentially 

or concurrently. Still, the findings must integrate at some point (Johnson & 

Onwuegbuzie, 2004). Four critical decisions were necessary for selecting a mixed 

methods design: the sequence of quantitative and qualitative data collection; the priority 

given to the method; when to integrate the qualitative and quantitative data and 

findings; and whether there will be an overall theoretical perspective in the study 

(Creswell, 2003). The researcher conducted the qualitative and qualitative phases 

sequentially and integrated the findings at the analysis and interpretation stages.  

The methodology was in three stages: the first stage was a qualitative study, followed 

by a quantitative study in the second stage, and the third stage was again qualitative. 

Stage 1 was exploratory research, which included qualitative interviews with bank 

officers. Stage 2 was an online survey using SurveyMonkey to collect information on 

female entrepreneurs‘ demographic and business characteristics, and experiences in 

accessing finance. Stage 3 was qualitative interviews with female entrepreneurs. 

The quantitative and qualitative methods were complementary, given the nature of the 

research questions. However, a higher weighting or priority was given to the qualitative 

method because: 

Qualitative methods can be used to uncover and understand what lies 

behind any phenomenon about which little is yet known. It can be used to 

gain novel and fresh slants on things about which quite a bit is already 

known. Also, qualitative methods can give the intricate details of 

phenomena (Strauss & Corbin, 1990, p. 19).  

The researcher conducted a review of documents simultaneously at each stage during 

the three stages. A review of documents is an examination of texts that exist 

independently of the researcher, allowing individual researchers to construct reality and 

contribute to subsequent views (Cortazzi, 2002). This explanation is relevant to the 

current study considering the constructivist approach adopted and the nature of the 

research questions. Cortazzi (2002) adds that a review of documents involves focusing 
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on communicating, interpreting, and evaluating communication and considering 

information not disclosed. 

The researcher analysed the qualitative data obtained from interviews with female 

entrepreneurs and bank officers using the constant comparative method (Maykut & 

Morehouse, 1994) and content analysis (Haggarty, 1996).  The content analysis helped 

quantify and analyse words, themes, or concepts present in the qualitative data. 

Quantitative data, such as demographic and business characteristics, and responses to 

experiences in accessing entrepreneurial finance, were interpreted in excel format by 

Survey Monkey software.  The researcher used this quantitative information as an input 

in the follow-up qualitative interviews with the female entrepreneurs to ascertain their 

access to bank finance. 

1.6 Definitions of keywords  

Some keywords in this thesis are defined and explained here because they have different 

meanings in different contexts or they apply to Fiji only. 

Female Entrepreneurs: Fijian female entrepreneurs are those, who are born or living 

in Fiji, who use their practical creativity to combine resources and opportunities in new 

ways by formally registering their businesses via business registration, having some 

ownership in the business, and have been in operation for longer than a year. This 

definition applies to Fijian female entrepreneurs of all races, living and operating their 

businesses in Fiji, regardless of where they were born. The development of this 

definition is explained in detail in Section 2. 4 of this thesis. 

Small Enterprise: A small enterprise in Fiji is defined as an enterprise employing 

between 6 and 20 employees and having total assets or turnover between FJ$30 000 to 

FJ$100,000 (Reserve Bank of Fiji, 2013, p.1) 

Medium Enterprise: A medium enterprise is defined as an enterprise employing 

between 21 and 49 employees and having total assets or turnover between FJ$100,000 

and FJ$500,000 (Reserve Bank of Fiji, 2013, p.1)  

Demand-side Challenges: These are challenges emanating directly from the firm side, 

pointing mainly to the firm‘s and owner‘s characteristics, which inhibit access to 

external finance (Abel, 2016). 
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Supply-side Challenges: These are challenges emanating or encountered from the 

supply-side, that is, financial institutions that inhibit access to external finance (Abel, 

2016). 

Regulatory challenges: These are challenges emanating from government regulations 

in a country that inhibits external finance access (Abel, 2016).  

Kere Kere: Rao (2004, p.185) defines kere kere ―as a Fijian word, which means to 

incur indebtedness predicated on the notion of reciprocity." Under this borrowing 

system, the borrowers are not expected to repay the money but get into an obligation, 

and they can be asked to pay a larger sum later on to the lenders. Further explanation of 

the term ‗kere kere‘ is on page 22 of this thesis. 

i-Taukei: They are Indigenous Fijians. They were in Fiji before the arrival of the white 

settlers. 

Indo-Fijians: They are the descendants of the indentured labourers brought to Fiji from  

India in 1879.  

Rotumans: They are indigenous inhabitants of Rotuma, a small island group forming a 

part of the Republic of Fiji. 

Part-Europeans: They are the descendants of the first white settlers and i-

Taukei women, who intermarried and established kinship ties over time. 

1.7 Outline of the thesis  

The thesis encompasses seven chapters. Each chapter has an introduction and a 

conclusion. Chapter 1 is the introductory chapter that describes the background to the 

research problem, the research objectives, and the research questions. It provides an 

overview of the theories supporting the study. It also justifies the study and the research 

methodology used and provides an outline of the thesis.  

Chapter 2 describes the context of the study; the Fijian setting. It provides an overview 

of the physical, political, economic, cultural, and business environment and their impact 

on Fijian female entrepreneurs. It then discusses the SME environment and constraints 

to SME finance in Fiji, followed by a discussion of the development and the 

impediments to female entrepreneurship in Fiji. It discusses the issues around defining 
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an entrepreneur and adopts a definition of a Fijian female entrepreneur. Finally, it 

discusses the little research undertaken on female entrepreneurship in Fiji.  

Chapter 3 first examines theoretical models developed to study female entrepreneurship. 

The researcher selected the 5M framework for this study with some modifications. The 

framework shows all the factors (micro, meso, and macro) affecting female 

entrepreneurs in a Venn diagram showing their interdependence. It also shows factors 

affecting money (finance). A theoretical framework for the study is developed based on 

the 5M framework. The chapter then reviews research on female entrepreneurship 

followed by a discussion on theoretical issues and research on entrepreneurial finance. 

This review is followed by the literature on challenges facing female entrepreneurs in 

accessing bank finance. This is followed by research on female entrepreneurs‘ access to 

entrepreneurial finance in Fiji to identify research gaps and formulate the research 

questions.  

Chapter 4 discusses the research methodology for the study. It outlines the research 

approach and the methods adopted. It explains why mixed methods research is 

appropriate and outlines its design. Further, it describes the technique of sample 

selection of respondents and the design of interview protocols. It also describes data 

collection methods, the conduct of the qualitative interviews, and protocols for data 

analysis. This chapter ends with a discussion on issues of reliability, validity, and ethics.  

Chapter 5 presents the main findings of the research. The quantitative data from the 

survey were analysed using basic statistics. The qualitative data collected from 

interviews with bank officers and female entrepreneurs were analysed using the 

constant comparative method and content analysis. The final analysis combines the 

results from the qualitative and quantitative analysis into one composite finding.  

Chapter 6 discusses the results of the data analysis presented in Chapter 5 in the context 

of the extant literature. It synthesises the results of the analysis and concludes about the 

research objectives and the research questions. It also discusses the implications of the 

findings for female entrepreneurs, banks, and government policy on female 

entrepreneurship specifically focused on the Fiji situation.  

Chapter 7 summarises the thesis and discusses its contributions to literature, policy, and 

practice. It also discusses the study‘s critical limitations, noting it is virtually impossible 

to capture everything in a field as comprehensive as this. Consequently, the research 
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makes several suggestions for further research in the field of female entrepreneurship 

and access to entrepreneurial finance. 

1.8 Conclusion 

There is a growing interest in encouraging participation in WIB activities. However, 

despite best efforts, women continue to face difficulties in achieving greater heights. 

One of the biggest problems they face is their access to finance. Several studies have 

examined the challenges female entrepreneurs face in developed countries. Very little 

research has been undertaken on female entrepreneurs and their access to finance in the 

South Pacific Island Countries and Fiji.  

This study aims to fill the gap in our understanding of the challenges facing female 

entrepreneurs in accessing bank finance and how they can overcome those challenges. 

The various theories used to examine female entrepreneurs‘ access to finance are 

discussed. The study uses mixed methods research based on the use of a combination of 

post-positivist and constructivist paradigms.  

The next chapter will provide a brief background and the context of the study of Fijian 

female entrepreneurs. 
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Chapter 2: Female Entrepreneurship in Fiji 

This chapter provides the context of the study. It begins by giving an overview of the 

geographical, economic, political, and cultural environment, which will help the reader 

understand the constraints faced by female entrepreneurs in Fiji. It then describes the 

changing business environment, the SME sector, and SME finance in Fiji. Next, it 

discusses the definition of Fijian female entrepreneurs and the development of female 

entrepreneurship in Fiji. The current situation regarding impediments to female 

entrepreneurship in Fiji as outlined by a World Bank report (Cutura, 2008), provides a 

good understanding of the challenges facing female entrepreneurs. The chapter 

considers this report and other research done in Fiji on female entrepreneurs. The 

chapter ends with some concluding remarks. 

2.1 Overview of the physical, economic, political, and cultural 

environment in Fiji 

Fiji is a small archipelagic island developing country located 3,000 kilometres northeast 

of Australia and 2,000 kilometres north of New Zealand. There are around 330 islands, 

of which 100 are inhabited in 18,300 square kilometres (7,056 square miles). A map 

showing Fiji‘s position with other Pacific Island Countries is presented in Figure 2.1, 

reflecting its strategic location.  

 

Figure 2.1 Map of Fiji and other Pacific Island Countries  

(Source: World Bank, 2019b) 
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According to Fiji‘s Bureau of Statistics (2018), Fiji‘s population was 884,887 people, 

based on the 2017 census results. Fiji is a multi-ethnic country comprising i-Taukei 

(Indigenous Fijians); Indo-Fijians (descendants of the indentured labourers brought to 

Fiji from India); part-Europeans (descendants of first white settlers married to i-Taukei 

women); Chinese; and other Pacific Islanders. Because Fiji is a small island nation, it 

has limited land area, small domestic markets, and small client bases. Remoteness and 

isolation are the leading causes of high transport costs in accessing distant alternative 

markets  

Fiji is one of the most developed island nations in the South Pacific region. However, 

more than 31% of the population lives in poverty according to the World Bank (2018). 

The main commercial activities are on the two major islands of Fiji, Viti Levu, and 

Vanua Levu. Tourism is the most important sector of the economy and accounts for 

more than 25% of GDP. Sugar and textile exports remain important sources of revenue. 

However, they have fallen from prominence as Fiji is unable to compete globally. Other 

significant activities are gold mining, fishing, and timber production. The manufacture 

of garments, footwear, tobacco, beauty products, beverages (including mineral water), 

and wood-based industries, contribute significantly to Fiji‘s economic growth. Its 

tropical climate and accessibility to the Australian and New Zealand markets are Fiji‘s 

main competitive advantages. Fiji has a reasonably well-developed infrastructure, and 

international connectivity is on par with developed countries.  

Fijian female entrepreneurs, in general, have struggled with the impacts of a series of 

military coups. Fiji has had several coups, starting with the first in 1987, which resulted 

in the overthrow of the democratically elected Fiji Labor Party Government. The second 

coup was in 2000, and the third was in 2006. The coups have had profound effects on 

the economy, particularly on women employed in the tourism sector and women-owned 

businesses, due to the significant decline in tourist numbers according to a report by the 

World Bank (Cutura, 2008). Some female entrepreneurs faced bankruptcy and had to 

close their businesses. Other female entrepreneurs were taken in for questioning because 

of their involvement in politics. According to the report, women were also emotionally 

affected by these unpleasant experiences brought about by the political developments.   

Studies around the world have shown that there are sex differences in emotion (Schmitt, 

2015). There is evidence to show that the greatest differences in emotions are in 

negative emotions (Brody & Hall, 2008; McLean & Anderson, 2009). Studies (Bradley 
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et al., 2001; Chentsova-Dutton & Tsai, 2007; Grossman & Wood, 1993) have shown 

that women react more negatively to unpleasant experiences than men. For instance, 

Gomez et al. (2013) showed slides of mutilated bodies, physical violence, and dead 

animals in an experimental setting to both men and women of ages 20-81 years. Women 

showed more significant adverse reactions to such slides than men. The more significant 

adverse reaction also lasts longer in women than men (Gard & Kring, 2007). These sex 

differences continued among both young and old in China and Germany (Gong et al., 

2018) 

From 2004 to 2009, the average annual economic growth in Fiji in real terms was less 

than 1% (Asian Development Bank Outlook, 2010). After the 2006 coup, there was low 

investor confidence, and Fiji lost international donors and aid agencies‘ assistance. As 

can be seen from Figure 2.2 below, the economy began to improve in 2010. However, 

severe flooding in 2012 damaged crops and infrastructure and cost 5.35% of GDP 

(Asian Development Bank Outlook, 2010). Fiji recovered quickly from the damage in 

2013 when the economic growth increased significantly to 4.7% (see Figure 2.2). 

 

Figure 2.2 Fiji Gross Domestic Product annual growth rates 

(Source: Tradingeconomics. com, 2019) 

There was some stability after the general election in 2014, and the growth rate rose to 

5.5%. Since 2015, the growth rate has fluctuated. The GDP growth forecast for 2019 for 

Fiji was 3.3% (Asian Development Bank, 2018). Figure 2.2 shows that Fiji‘s GDP 

growth rate had fallen to 1% by 2019. During the last decade, however, Fiji has had two 

general elections and the elected government has provided much-needed stability. 

However, there is still a need to put in place safety nets to protect the women business 

owners who are most vulnerable to external and internal shocks.  
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A recent World Bank (2018) report highlights Pacific Island countries‘ plight regarding 

climate change. The report asserts that they are some of the most defenseless in the 

world to the effects of climate change and natural disasters. Natural disasters, such as 

floods, earthquakes, and cyclones, have not left any stones unturned in the region. Fiji 

experienced two very devastating hurricanes and flooding in 2016 and 2017. These 

events had profound effects on the economy, its people, and its entrepreneurial culture 

in 2018 and 2019. Such events are particularly intolerable for female entrepreneurs who 

abandon their businesses and focus on their families and their basic needs. 

A key aspect of culture that acts as a significant deterrent to female entrepreneurs‘ 

access to finance in Fiji is that all women, regardless of their ethnic background, cannot 

inherit customary land. The son inherits customary land in Fiji from his father. Land 

leases are in the male‘s name as the head of the household or as registered farmers or 

business proprietors. Given the strong cultural rights to land, acquiring land either for 

personal or business use is hugely problematic for Fijian women. Lack of land rights 

contributes to women‘s poor access to finance.  

Another aspect of culture that can affect Indigenous Fijian female entrepreneurs‘ access 

to finance is the ‗kere kere‟ system in Fiji, the custom of sharing things with fellow 

Fijians. The implication of this is that ―one man should not be richer than another‖ 

(Deane, 1921, p. 123). Rao (2004, p.185) defines ‗kere kere‟ as ―a Fijian word, which 

means to incur indebtedness predicated on the notion of reciprocity.‖ Under this system 

of borrowing, the borrowers are not expected to repay the money but they get into an 

obligation and they can be asked to pay a larger sum later on to the lenders. 

According to Farrelly and Vudiniabola (2013, p.1), ‗kere kere‘ has been blamed for 

stunting the economic development of indigenous Fijians. It has often been reduced to 

‗‗begging,‘‘ used with terms such ‗‗corruption and dependency.‘‘  The way they are 

imagined has a significant bearing on indigenous Fijian business discourse and practices 

and indigenous Fijian identity. The authors call for an integrated approach to Fijian 

business, which acknowledges ‗kere kere‘ as a potentially positive element in 

indigenous Fijian entrepreneurship. The authors are critical of how ‗kere kere‘ is often 

reduced to a simple request and either denial or assent. In reality, there are several 

phases and levels of ‗kere kere‘. The outcome at each stage and level is highly 

dependent on the context. For some indigenous Fijians, ‗kere kere‘ is still an essential 
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element of all economic activity. While ‗kere kere‘ is still a core element in Fijian life, it 

may also be vital in contemporary rural business management. 

In Indigenous societies throughout the world, business and economic 

activities are embedded in cultural and social aspects, creating unique 

styles of entrepreneurship, which are often community-oriented, and with 

diverse livelihood outcomes (Cahn, 2008, p. 1).   

Saffu (2003) explored the relevance and applicability of Western entrepreneurs‘ 

characteristics to Indigenous entrepreneurs by doing case studies of five South Pacific 

countries, including Fiji. He found that culture accounted for the differences between 

the Pacific Island entrepreneurs‘ characteristics and that found in the Western literature. 

Saffu (2003) concludes that if women of any ethnicity in the South Pacific want to be 

successful entrepreneurs, they must be like male entrepreneurs.  

Theoretical arguments for the relationship between cultural characteristics and 

entrepreneurship have existed for decades, but only recently has this relationship been 

the subject of empirical scrutiny. Hofstede‘s (1980a) study did not specify the 

relationship between culture and entrepreneurial activity as such, but his four culture 

dimensions (individualism, uncertainty avoidance, power distance, and masculinity) are 

used widely by researchers in identifying critical aspects of culture related to the 

potential for entrepreneurial behaviour. For instance, Hayton et al. (2002, p. 34), after 

analysing several articles on culture and entrepreneurship concluded:  

In general, researchers have hypothesized that entrepreneurship is 

facilitated by cultures that are high in individualism, low in uncertainty 

avoidance, low in power-distance, and high in masculinity. Ceteris 

paribus, the greater the cultural distance from this ideal type, the lower 

the average individual and aggregate levels of entrepreneurship. 

Hofstede (1980a) identified individualism as an aspect of culture related to the potential 

for entrepreneurial behaviour, that is, entrepreneurship prevails in individualistic 

societies. Collectivist societies do not promote entrepreneurship. Saffu (2003) disagrees 

with Hofstede (1980a) because his study showed that South Pacific Island countries' 

collectivist culture facilitates entrepreneurship. 

In another study on culture, Rao (2004) investigated why Indigenous Fijians were less 

entrepreneurial than other ethnic groups in Fiji. He found that culture was one of the 

factors responsible for the lack of Indigenous Fijians‘ participation in entrepreneurial 

activities. Collectivism and associated behaviour impeded Indigenous Fijian 
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entrepreneurship. However, they showed more success in collectivism, similar to what 

Saffu (2003) found. While materialism and capitalism‘s values hindered 

entrepreneurship among the Fijians, it had the opposite effect on other races. Indigenous 

Fijians had the same level of entrepreneurial disposition but were unsuccessful due to 

their culture.  

Rao (2004) also found that those Indigenous women who were able to balance culture 

with business demands were successful entrepreneurs. For instance, some very 

successful female entrepreneurs in Fiji use traditional/cultural methods of production. 

They employ rural men and women to maintain the share and care aspect of the culture. 

This thesis discusses various other Fijian female entrepreneurs‘ business practices in 

detail in Section 5.3.2. Unlike some developing countries in the Middle East and Asia, 

there are no restrictions on women‘s mobility and participation in any type of economic 

activity. Furthermore, there is no segregation between males and females during any 

social event. Women are now more educated and represented in all facets of 

employment (Narsey, 2007). However, despite the awareness-raising campaigns and 

education, women are not being taken seriously as businesswomen or managers of 

companies (Cutura, 2008). 

2.2 Business environment in Fiji 

Table 2.1 shows World Bank‘s Doing Business 2010, 2017, and 2019 rankings.  

Table 2.1 Fiji: Doing Business 2010, 2017, and 2019 rankings  

Doing Business Indicators 2010 2017 2019 

Overall ease of doing business 54 97 102 

Starting a business 104 159 163 

Dealing with construction permit 58 101 102 

Getting electricity 31 82 97 

Registering property 43 55 57 

Getting credit 43 157 165 

Property investors 41 106 97 

Paying taxes 81 110 101 

Trading across borders 116 75 79 

Enforcing contracts 65 86 101 

Closing a business 122 122 98 

(Source:  Doing Business, 2016; International Finance Corporation, 2010, p.1; World Bank, 2019a) 



25 

 

 

Table 2.1 ranks countries according to how easy or difficult it is for entrepreneurs to 

start and operate businesses in a country. The more regulated a country is, the more 

difficult it is to do business in that country. The ranking considers regulations in eleven 

areas: starting a business, dealing with construction permits, getting electricity, 

registering property, getting credit, paying taxes, trading across borders, enforcing 

contracts, and closing a business. Table 2.1 shows that Fiji has become a more difficult 

country to start a business and get credit. In 2010 Fiji was ranked 54
th

 country for ease 

of doing business (International Finance Corporation, 2010, p.1). In 2017 Fiji became 

the 97
th

 country for ease of doing business (Doing Business, 2016), and in 2019 Fiji was 

ranked 102
nd

 country for ease of doing business (World Bank, 2019a). Over the years, 

Fiji has become a more difficult country for doing business 

Fiji‘s decline in ease of doing business has triggered several changes. Effective from the 

beginning of 2020, the ministry responsible for commerce rolled out a faster and 

simpler procedure for applying for a Fiji business license. Applicants must submit only 

three documents with the application form, including a copy of business registration, tax 

identification number, and license application form. Municipal councils and district 

offices will process business applications within 48 hours. 

Table 2.2 gives a breakdown of the types of business ownership in Fiji. 

Table 2.2 Characteristics of business types in Fiji   

Criteria Micro-

enterprises 

Small enterprises Medium 

enterprises 

Large 

enterprises 

Sector Formal/Informal Formal Formal Formal 

Ownership Registered as a 

sole 

proprietorship 

Registered as sole 

proprietorship or 

partnership 

Registered as sole 

proprietorship or 

partnership or private 

companies 

Registered 

private/limited 

liability 

companies 

Number of 

Employees 

Less than five 

employees 

Between 6 and 20 

employees 

21‒50 employees Manager/directo

rs plus 50 or 

more employees 

Total Assets 

or Turnover 

Not exceeding 

FJ$30,000 

Between FJ$30 000 

and FJ$100 000 

Between FJ$100,000 

and FJ$500,000 

Exceeding 

FJ$500,000 

(Source: National Centre for Small Medium Enterprises Development, 2002, p. 4; Reserve Bank of Fiji, 

2013, p. 1) 
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The women-owned businesses in Fiji constitute two separate streams. The first stream 

represents women with low income and with few employment prospects running 

microbusinesses in the informal sector. They are engaged in the production of 

handicrafts, agricultural products, and household items as well as fulfilling their primary 

role of looking after the family and carrying out household responsibilities. They sell 

their produce for cash income to supplement their family incomes. However, they do 

not get appropriately accounted for in economic development (Pang & Nair, 1994, p. 

595). 

The second stream is the formal sector, where women operate SMEs, private companies 

or limited liability companies. According to Chida (2011), female entrepreneurs in the 

formal sector have greater access to legal protection and access to financial services 

than female entrepreneurs in the informal sector. Those women who operate SMEs in 

the formal sector are the ―missing middle‖ according to the World Bank report (Cutura, 

2008, p. 4) in terms of access to finance. Those who operate microbusinesses get 

microfinance and business support from the government, and those who operate larger 

businesses either use their retained earnings or borrow money.  

The definitions of various types of businesses vary from country to country. The only 

commonality is the use of employee numbers, the value of assets, the value of sales, and 

the size of capital. The IFC (2010, p. 63) uses a classification that is based entirely on 

employee numbers as follows: ―micro (1‒4 employees); very small (5‒9 employees); 

small (10‒49 employees); and medium (50‒250 employees)‖. The National Centre for 

Small Medium Enterprise Development (NCSMED) defines a micro-enterprise as an 

enterprise with total assets or turnover not exceeding FJ$30,000 and that has less than 

five employees (NCSMED, 2002). The definitions of the respective enterprises are as 

follows:  

A small enterprise has a turnover or total assets between FJ$30,000 and 

FJ$100 000 and employs between 6 to 20 employees. A medium 

enterprise has a turnover or total assets between FJ$100,000 and 

FJ$500,000 and employs between 21 to 50 employees. (Reserve Bank of 

Fiji, 2013, p. 1) 

2.2.1 The small and medium enterprise sector in Fiji 

According to Prasad and Singh (2013), Fiji‘s SME sector is making a significant 

contribution to Fiji‘s GDP. However, it is very much in the initial stages. In 2014, total 
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registered businesses in Fiji were 12,760 out of which 4,198 (32.9%) were SMEs, 

contributing to 13% of real GDP (Rokoua, 2014, p. 3). While there is no recent data on 

SMEs‘ contribution to real GDP, the recent statements by government officials suggest 

that the trend is continuing upwards. According to the Director of the National Training 

and Productivity Centre:  

SMEs in Fiji provide 60% of employment and account for 12% of GDP.  

The Ministry of Industry, Trade, and Tourism (MITT) is the government agency 

responsible for SME support and development in Fiji. Since 2002, the ministry has 

delegated this responsibility to its NCSMED set up under the Small and Micro-

Enterprise Act, 2002. Within this legal framework, the NCSMED is the authority to 

develop, encourage development, and promote SMEs‘ inherent capacities and 

capabilities in generating income through employment creation, reducing poverty, and 

improving livelihoods.  

The NCSMED has been operating since 2002. There does not seem to have been any 

thorough review undertaken to determine whether this entity is still relevant and meets 

the needs of SMEs. Having said this, the only study that has surfaced is one by the 

Reserve Bank of Fiji (Rokoua, 2014). In its report, the Reserve Bank of Fiji highlights 

the following challenges: 

 There is a lack of national policy on SME development, criteria, and machinery for 

implementation of national policy. Each government ministry has its own policies 

and programs for its SMEs.  

 There is a lack of robust data on SMEs and impact assessment framework to 

determine their contribution to GDP, trade and employment creation, distribution 

by sector, location, gender, funding sources, and application requirements. 

 There is a need for a central agency and supervisory body to work with all SME 

sector stakeholders: the Reserve Bank of Fiji, the government and NCSMED, the 

financial sector, donor agencies, and private sector organisations.   

 There is a lack of awareness of SME finance and training opportunities. 

 Financial institutions depend on supporting services such as capacity building and 

mentorship, proof of demand for products, and credit information on applicants. 

The above are all examples of challenges emanating from government regulations, 

inhibiting SME access to external finance. Such challenges are regulatory challenges 
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(Abel, 2016). Above all, female SME entrepreneurs must have business acumen. They 

must have a track record (credit bureau reporting), market access, and be aware of the 

available financing and training opportunities.  

2.2.2 Financing constraints of small and medium enterprises in Fiji 

SMEs are heterogeneous entities. Their capital needs depend upon the model of 

foundation and stage of development of an SME (Mitter & Kraus, 2011). The 

foundation model refers to whether the business is created by imitating an existing 

concept or by creating a new product or service. The stage of development refers to 

start-up, survival, growth, and maturity.   

One of the major problems faced by the micro, small and medium enterprises (MSMEs) 

in South Pacific Island countries is a lack of finance to advance business growth (Naidu 

& Chand, 2012a). Financing problems are the biggest problem for MSMEs in the retail 

and the manufacturing sector (Naidu & Chand, 2012b). Academics and policymakers 

have discussed the scarcity of bank financing by SMEs for decades. Many factors have 

been identified through empirical studies that constitute constraints by SMEs to access 

bank finance. In 2017 the Fiji Export Council (FEC) found that the primary deterrent in 

developing SMEs was the lack of loans and credit loans from the banks. The FEC 

(2017) identifies seven obstacles that it believes deter financial institutions from lending 

to SMEs in Fiji: 

 lack of security for loans 

 lack of proper financial records 

 unfeasible business ideas and plans 

 insufficient financial literacy 

 high business cost 

 misuse of funds 

 over-commitment 
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Whilst accounting knowledge was well developed in Fiji by the year 2016 (Sharma & 

Samkin, 2020), SMEs were still constrained by a lack of financial records, unfeasible 

business ideas and plans, and poor financial literacy (FEC, 2017). The FEC concludes 

that:  

While financing is almost always a challenge for SMEs, the difficulties are 

often the lack of collateral, property rights, regulations, laws, and customs 

(FEC, 2017). 

2.2.3 Bank lending to small and medium enterprises 

Banks are an essential source of lending for SMEs in Fiji. Their decision to lend to 

SMEs depends on the enterprise‘s future earnings or current situation, and past 

performance. Banks use the following two approaches to lending (Berry et al., 1993):  

 Going concern approach: Banks look at future earnings as evidence of a 

business‘s ability to repay loans. The banks consider that this approach can be too 

costly to administer, requiring a good knowledge of the business and its 

profitability over a period in the future. It requires regular monitoring of the 

financial performance of the businesses.  

 Gone concern approach: In another approach, banks consider mostly past 

performance, the current situation of the business rather than projections of future 

earnings. They use past performance as a basis for deciding on appropriate security 

for their lending. 

The banks in Fiji use both going concern and gone concern approaches to lending. The 

recent report by the Reserve Bank of Fiji (Rokoua, 2014, p. 9) claims that commercial 

bank lending to SMEs has increased considerably since 2010. The average annual 

growth rate in lending to SMEs from 2010 to 2014 has been around 11%. Total 

borrowing from financial institutions (commercial banks and non-bank institutions) to 

SMEs in 2014 was FJ$514m, representing 11% of the banking sector‘s total outstanding 

loans.  

2.3 Development of female entrepreneurship in Fiji 

Female entrepreneurship picked up pace in Fiji from the mid-1980s. According to Pang 

and Nair (1994), 32% of the female entrepreneurs had been operating for less than three 

years, while 13% had been operating for three to six years, and 32% for six to 10 years. 

Since 74% of the businesses had been operating for less than 10 years in 1994, these 
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businesses must have started around 1984. Table 2.3 shows that by 2003, more women 

were sole proprietors (52%) as opposed to 34% in 1994, with 34% owners of private 

limited liability companies as opposed to 19% in 2003. 

Table 2.3 Business structures and female ownership in 1994 and 2003 in Fiji 

Business structure in Fiji  Female (%) 1994 Female (%) 2003 Change (%) 

Sole proprietorship 39 52 +13 

Private limited companies 19 34 +15 

Partnership 42 12 ˗30 

Joint venture 0 0 0 

Other 0 2 +2 

(Source: Cutura 2008, p. 3; Pang & Nair, 1994, p. 599) 

However, partnerships declined from 42% in 1994 to 12% in 2003, implying that 

women depended less on their spouses for getting into business ventures. Despite the 

positive developments, only 19% of all registered businesses in Fiji were under 

women‘s names in 2003 (IFC, 2003, p. 3). There is no recent data available on female 

entrepreneurs‘ business structures in Fiji; it seems the same trend has continued.  

The majority, 45% of the female entrepreneurs, were involved in service businesses, 

36% in retailing, and 19% in manufacturing (Pang & Nair, 1994). By 2003, female 

entrepreneurs were still over-represented in hotels and private education sectors. 

Chapter 5 further discusses the current representation of female entrepreneurs in 

different industry sectors. 

2.4 Definition of a Fijian female entrepreneur 

The study of entrepreneurship must first begin with a clear definition of an entrepreneur 

(Low & MacMillan, 1988). Low and MacMillan (1988) further state that failure to 

define the term entrepreneur can lead to misleading conclusions and spurious results. 

Economists, psychologists, sociologists, management scholars, and other social science 

researchers have defined entrepreneurs from their perspectives. As a result, there are 

numerous definitions of an entrepreneur with no consensus on any definition (Hitt et al., 

2001; Shane & Venkataraman, 2000).  

There is also no agreement on the definition of a female entrepreneur. Among the 

comprehensive gender-specific definitions identified, one that forms the basis of many 
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definitions is that of Moore and Buttner (1997). The authors defined a female 

entrepreneur in the USA (p. 13) as follows:   

A woman entrepreneur is defined as a woman who has started a business, 

is actively involved in managing it, owns at least 50 percent of it, and has 

been in operation for a year or longer. 

Farr-Wharton and Brunetto (2009, p. 15), in their study of Australian female 

entrepreneurs, modified the above definition as follows: 

Female entrepreneurs are defined as those who use their knowledge and 

resources to develop or create new business opportunities, who are 

actively involved in managing their businesses, own at least 50 percent of 

the business, and have been in operation for longer than a year.  

Anwar and Rashid (2012, p. 6) extended the above definition to include home-based 

entrepreneurs concerning Pakistani women entrepreneurs as:   

Female entrepreneurs are defined as those who use their knowledge and 

resources to develop or create new business opportunities - whether this is 

informally in a home environment without formally registering their 

businesses or formally via business registration, hiring office premises, 

etc. who are actively involved in managing their businesses, are 

responsible in some way for the day-to-day running of the business and 

have been in operation for longer than a year.  

In the last two definitions, the authors share four critical points. First, female 

entrepreneurs use their knowledge and resources to create new business opportunities, 

referred to as innovation by Baumol (1993). Second, entrepreneurs create new business 

opportunities, referred to as opportunity identification by Kirzner (1985) and Shane 

(2003). An entrepreneur first identifies a gap in the market that other people do not see. 

Then they capitalise on that opportunity by creating a unique venture. Opportunity 

identification and innovativeness are essential characteristics of all entrepreneurs.  

Third, female entrepreneurs must be involved actively in managing their businesses. 

Fourth, female entrepreneurs must have been in operation for longer than a year. Anwar 

and Rashid (2012) did not include business owners in their definition. 

No definition was identified for a Fijian female entrepreneur except for one by Hailey 

(1988, p. 41), who defined an Indigenous Fijian entrepreneur as:  

A person who shows practical creativity, combining resources and 

opportunities in new ways to benefit the individual, the family, and the 

community 
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Hailey (1988) considered innovation and opportunity identification as characteristics of 

entrepreneurs in Fiji. However, 'to benefit the community‘, applies only to the 

Indigenous Fijians. Therefore, this definition cannot be used for female entrepreneurs of 

all ethnic groups in Fiji. 

Based on all the above definitions, Fijian female entrepreneurs, regardless of their race, 

are defined as: 

Fijian female entrepreneurs are those, who are born or living in Fiji,  who use 

their practical creativity to combine resources and opportunities in new ways by 

formally registering their businesses via business registration, who are actively 

involved in managing their businesses, have some ownership in the business, 

and have been in operation for longer than a year.  

This definition is relevant to the study of Fijian female entrepreneurs in the formal 

sector. Most female-owned businesses in Fiji are family-owned so the percentage of 

ownership can be less than 50%. Also, some of the most outstanding entrepreneurs in 

Fiji are in the age category 64- 85 years, and they have grown-up children who are also 

part owners. Therefore, having some ownership is sufficient to qualify to be an 

entrepreneur in Fiji. The definition also implies that entrepreneurs must produce unique 

or new products or use new ways to make goods and services. This study did not 

include micro-businesses, lifestyle businesses (described in Chapter 1), and budding 

businesses (less than one-year-old). In keeping with the provisions of Fiji's 2013 

Constitution, which strongly discourages all forms of racial profiling, this study did not 

consider ethnicity and indigeneity issues. 

2.5 Constraints facing Fijian female entrepreneurs in Fiji 

The World Bank and AusAid study team (Cutura, 2008) identified the following 

constraints faced by female entrepreneurs in Fiji:  

 Government legislation and policies on women‘s equal rights in economic 

development and access to resources are not put into practice. 

 Government financial sector policies and schemes to assist female entrepreneurs are 

restricted to microfinance only.  

 There is a lack of access to finance, legal services, and employment. 

 Politics, culture, and society impact on female entrepreneurs. 

 Business knowledge and networking of female entrepreneurs are lacking. 

 There is inadequate information and telecommunications infrastructure.  
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 Financial institutions discriminate against women in granting loans. 

 Female entrepreneurs are not targeted by international development programs.  

 There is a lack of gender-disaggregated data on female entrepreneurs. 

The Fijian Government has taken steps to deal with the constraints highlighted in the 

Cutura (2008) report, in partnership with stakeholders and international agencies. An 

examination of the above limitations in the current situation is essential to understand 

the challenges facing female entrepreneurs in Fiji. The constraints discussed next are 

government policies, programs and training, support systems and networking, 

international development programs, and financial institutions.  

2.5.1 Government policies on female entrepreneurs in Fiji 

The Fijian Government, realising the importance of female entrepreneurship in boosting 

the economy, developed a strategic development plan in 2006. The Strategic 

Development Plan 2008–2011 provided a legislative framework to ―enable women to 

participate fully in the country‘s socio-economic development‖ (Ministry of Finance 

and National Planning, 2006, pp. 27‒29). The government assigned its Ministry for 

Women, Social Welfare, and Housing to implement and monitor the first Women‘s Plan 

of Action (WPA) from 1999 to 2008 (WPA 1999‒2008).  

One of the key objectives of the WPA 1999‒2008 was to review laws that are 

disadvantageous to women and allocate additional resources to develop women‘s micro-

enterprises. The WPA also called upon lending institutions to review their lending 

policies regarding disadvantaged women who did not access traditional funding sources. 

Lending institutions were encouraged to stop collateral requirements. However, because 

of political developments since late 2006 and the overthrow of the democratically 

elected government, the implementation of the WPA stalled.  

Following an in-depth review of progress in 2009, the government developed WPA 

2010‒2019 (Ministry of Social Welfare and Poverty Alleviation, 2009), taking into 

account Fiji‘s international obligations under the World WPA. WPA 2010‒2019 

identifies broad directions for action by the government and stakeholders in five broad 

areas: equal employment and livelihood, equal participation in decision-making, 

eradicating violence against women and children, access to essential services, and 

women and law. The WPA 2010‒2019 focuses on reviewing legislation to make it more 

gender-sensitive. The new legislation must comply with the requirements of the 
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Committee on the Elimination of Discrimination against Women, Millennium 

Development Goals, and other regional and international commitments. The WPA 

2010‒2019 must ensure access to justice and legal service to all women in rural and 

remote areas. The WPA 2010‒2019 also emphasises the government‘s need to provide 

increased access to financial services and support for micro-financing schemes and 

projects. The government will undertake a review of progress in implementing the WPA 

towards the end of 2021. At this time, the government will also develop another WPA 

for implementation over the next five years. There is, at this stage, anecdotal evidence 

to suggest that there is progress on all fronts. However, there is still a long way to go to 

achieve the World WPA goals in their entirety, barring unforeseen circumstances. 

2.5.2 Programs and training 

In 2009, the Pacific Financial Inclusion Programme and the Reserve Bank of Fiji co-

hosted a National Microfinance Workshop. Following its recommendation, the National 

Financial Inclusion Taskforce (NFIT) was established to monitor Fiji‘s financial 

strategies through a coordinated national effort. There are four working groups in NFIT: 

financial literacy, inclusive products and services, inclusive insurance, and statistics. 

These workgroups and the NFIT work under the leadership and guidance of the Reserve 

Bank of Fiji. Further, in 2010 all commercial banks in Fiji were required by the Reserve 

Bank of Fiji to open a microfinance unit to allow small and microbusinesses to link to 

commercial banks and graduate from informal to formal. A recurring theme for several 

financial inclusion activities has been uplifting women through financial literacy 

training and empowering those living with disabilities.  

In March 2014, the government launched a comprehensive national gender policy to 

promote gender equity, equality, social justice, and sustainable development. The policy 

encompasses relevant provisions in the 2013 Constitution of Fiji and various 

international conventions ratified by Fiji. Given the importance of entrepreneurship to 

women, there was a need for some clear policy guidelines. The policy makes specific 

reference to encouraging the participation of WIB enterprises. However, there is also no 

particular mechanism to monitor implementation. The government wanted to consider 

specific policies for adoption in selected sectors and include gender issues in all sectors 

of the economy. It has been five years since the launching of this policy, but to date, 

there has not been any evaluation of its effectiveness.  
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Efforts to assist WIB have been limited and restricted to microfinance in the previous 

and current WPA. The focus is on women at the micro-enterprise level in the informal 

sector and less on larger businesses owned by women with significant job-creation 

potential. The misguided perception of female entrepreneurs is the root cause of the 

problem as it creates a mindset that women are incapable of handling big businesses. 

Furthermore, the real problem is that government policies on women have never been 

monitored and evaluated. The same has been the case with the government‘s assistance 

programs described below.  

Micro and Small Business Grant (MSBG): The government provided a minimum of 

FJ$1,000 through its various ministries and commercial banks to individuals to start 

their businesses or to improve their existing businesses further. It is unclear how many 

takers were current business owners and how many were starters. However, according 

to the Minister for Trade and Commerce statement, by June 2018 the government had 

invested FJ$20m. The MSBG had assisted 20,102 micro-entrepreneurs around the 

country (speech by the Minister for Trade and Commerce, Navua, Fiji on June 7, 2018). 

The majority of those who received the grant were female entrepreneurs or would-be 

entrepreneurs. 

The government also provides microloans plus business training to small business 

owners through the Fiji Development Bank, MITT, South Pacific Business 

Development, Fiji Council of Social Services, and Ministry of Women, Children, and 

Poverty Alleviation. Additionally, the government uses the Northern Development 

Program to promote the growth of businesses in the Northern Division. The Northern 

Division of Fiji has remained relatively unexplored because of its distance from 

business centres on the main island of Viti Levu. The choice of Fiji Council of Social 

Services and Ministry of Women and Poverty Alleviation for business training is 

because of their extensive network and presence throughout the country. 

SME Credit Guarantee Scheme (SMECGS): The Fijian Government introduced this 

scheme in 2016 by putting FJ$4m in Fiji‘s major commercial banks for onward lending 

to SMEs under banks‘ terms and conditions. If any borrower defaults in payment, the 

government will pay 50% of the outstanding balance, but only up to FJ$50,000. This 

government‘s main objective for the guaranteed scheme was to share the risks and 

encourage banks not to be too protective and to lend to businesses, which might seem 

risky. The Reserve Bank of Fiji manages the scheme to assist the government in 
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promoting Fiji‘s local business industry, especially SMEs. The other 50% of the 

defaulted loan is to be borne by the lending institutions. The concept is a good one and 

is open to female entrepreneurs as well. However, there is little support for the scheme 

because lending institutions are not prepared to take the risk on behalf of the defaulting 

borrowers. The scheme, therefore, is highly under-utilised as lending institutions 

continue to give it lukewarm support (FEC, 2017). It seems this facility is not working, 

and perhaps feedback from female entrepreneurs may provide more useful insights.  

Young Entrepreneurs Scheme (YES): The Fijian Government started this scheme in 

2019. YES provides grants to young Fijian entrepreneurs (men and women) aged 18‒40 

years to implement innovative and profitable projects. Banks were unwilling to fund 

start-up costs for young people who had bright ideas but no funds. The requirements to 

get selected are as follows: the applicant has to be a Fijian citizen, must be within the 

stipulated age group, and must have a unique and implementable business idea. The 

scheme is managed by the Ministry of Trade and Commerce, which provides maximum 

funding of FJ$30,000 in full funding, partial funding, and equity for loans.  

Some additional criteria apply. The applicant‘s venture should support the economic 

empowerment of women. They should have at least a tertiary qualification with some 

basic business training. Further support in this area includes training and mentorship 

provided by the ministry if required to enable young entrepreneurs to utilise the funding 

effectively. In its infancy stage, only one female entrepreneur has been the recipient of 

this scheme (Prasad, 2018). As time progresses, more female entrepreneurs will 

hopefully be able to benefit from this scheme. At this stage, it is too early to determine 

the success or failure of YES.  

Cutura (2008) highlighted a lack of business training as a constraint facing female 

entrepreneurs in Fiji. The government‘s microfinance institutions in Fiji run training 

programs providing essential business and finance skills for women. However, they 

focus primarily on the small to micro-enterprise sectors. For instance, the NCSMED key 

activities focus on providing training in starting a business and advisory services. They 

focus on ensuring financial assistance is available to businesses where needed and 

setting up business incubators to assist businesses with office space, phone contact, and 

networking. The incubator in Suva provides such services to businesses in the Southern 

Division of Fiji.  
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In contrast, the centre in Rakiraki caters to businesses in the Western Division. 

NCSMED‘s Northern Development Program covers Northern and Eastern Divisions. 

The services thus provided are available in all areas of economic activity and are not 

gender-based. However, the only specific focus on female entrepreneurs is growing 

orchids with technical support, training, and market access provided by an entity known 

as South Sea Orchids in the Western Division. 

Fiji Enterprise Engine (FEE): In 2019, the government set up a business accelerator, 

called FEE, at the Fiji Commerce and Employers Federation in partnership with the 

government through the MITT, ILO, and the Australian Government through the 

Market Development Facility. An accelerator is different from an incubator because it 

has a set program, unlike an incubator. The FEE runs a nine-month program from 

March to December and provides training in writing business plans, strategic plans, 

human resource management, and marketing strategies. It is open to young 

entrepreneurs, and female entrepreneurs, at the cost of FJ$3,000. 

2.5.3 Support systems and networking 

Other than government support, there are support systems and networking opportunities 

for female entrepreneurs. There are two local women‘s support organisations in Fiji: 

Women Entrepreneurs and Business Council (WEBC), and WIB Limited. The WEBC 

was established in 2016 and is one of the nine councils under the Fiji Commerce and 

Employers Federation. The WEBC‘s goal is to help women start their businesses and to 

ensure they survive and grow. The WEBC is for all female entrepreneurs, whether 

established or emerging. To assist female entrepreneurs, WEBC holds a three-hour help 

desk session daily to answer any queries that entrepreneurs have regarding their 

businesses.  

WIB Limited is a company limited by guarantee and not by having a share capital. It 

promotes the participation of women by organising networking lunches and cocktails. It 

has increased its reach to women on the western side of Viti Levu. It has also expanded 

its services to mentoring, business training, and managerial training. However, WIB 

depends on sponsors for its revenue; Westpac Banking Corporation, Fiji, is the primary 

sponsor. 

At the regional level, several organisations are working towards encouraging women‘s 

involvement in business. Pacific Island Private Sector Organisation (PIPSO) is one such 
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organisation that has a critical role in this area in the South Pacific region. Since its 

establishment in 2007, PIPSO has directed its attention to the development of female 

entrepreneurs, convening the first Pacific Islands WIB conference in 2014. Since then 

PIPSO has been meeting annually to consider, among other matters, opportunities for 

female entrepreneurs and how the 14 member countries of the South Pacific Forum can 

assist it. 

PIPSO is now the premier private sector representative body in the South Pacific region. 

It works with several other regional organisations in the Pacific and donor agencies to 

enhance its member countries‘ capacity and capability. PIPSO provides advice, training, 

mentoring, technical support, and funding in implementing programs and projects 

towards increasing women‘s involvement in businesses. An integral part of its activity 

is the convening of annual conferences for female entrepreneurs in Fiji, where it has its 

headquarters.  

Cutura (2008) pointed out that international development programs assist with other 

gender issues but fail to target WIB in Fiji. Such issues include laws and legislation 

affecting women, sexual harassment, violence against women, and the family law act. 

As noted above, the situation has since changed. Because of pressure from taxpayers 

and the Fijian Government, donor countries are now focusing on providing more 

assistance to female entrepreneurs and WIB. This shift in development assistance is 

welcome as Fiji is a beneficiary of several international development assistance 

programs on a bilateral as well as a multilateral basis. These programs are all geared 

towards improving the Fijian people‘s quality of life through financial and technical aid, 

training in business and management, and advice on growing business. The European 

Union (EU), AusAID, Asian Development Bank, and IFC have set up their offices in 

Fiji, closer to the people. 

2.5.4 Financial institutions 

The IFC‘s (2003) SME survey did not show finance access as a significant problem for 

business owners. However, women who were interviewed by AusAID in 2007 

highlighted access to finance as a critical problem that did not allow them to expand 

their businesses. According to Cutura (2008), female entrepreneurs, regardless of 

whether they are of local or foreign nationalities, faced challenges when dealing with 

bank officials in Fiji. Some said bank officers had asked them to bring male guarantors 
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when applying for loans, while others said they had difficulties opening bank accounts 

without their husbands, and were not taken seriously as customers. According to Cutura 

(2008, p. 4) ―sex-disaggregated information on women‘s access to bank loans is 

lacking, as is the lack of collateral‖. Despite the numerous changes, there still is no sex-

disaggregated data on female entrepreneurs‘ access to finance, or even a directory on 

female entrepreneurs in Fiji. 

Fiji now has six commercial banks. The six commercial banks are described briefly in 

Table 2.4.  

Table 2.4 Commercial Banks in Fiji in 2020 

Description of bank               Description of services provided 

Australia New Zealand 

(ANZ) Banking Group 

Limited. the foreign bank 

established in1880 

43% market share; offers full banking services, including retail and 

business accounts, and rural and mobile banking. Provides customer 

education through ANZ Money Minded Program and Financial Literacy 

Program. 

Westpac Banking 

Corporation, a foreign 

(Australian) bank 

established in 1901 

40% market share; offers full banking services. Has an extensive 

network of in-store banking, ATMs, and EFTPOS. Services are widely 

available to rural and customers in remote areas through in-store 

banking. Offers mobile banking and runs financial education workshops 

yearly and is the only bank in Fiji with a women‘s market team and a 

female manager.   

Bank of South Pacific 

(BSP), a foreign bank 

established in 2006  

The largest retail network through its agent, Post Fiji; has ATM and 

EFTPOS terminals in almost all parts of Fiji; it also provides an online 

internet banking facility.  

Bank of Baroda, a foreign 

(Indian) bank established 

in1961 

Indian multinational bank; operates only in major towns and cities in 

Fiji with head office in Suva. The training centre in Suva provides 

training to its staff to keep abreast of new challenges and technological 

advancements. 

Bred Bank, a French bank 

started in Suva in November 

2012 

A subsidiary of Compagnie Financiere de la Bred is based only in Suva. 

Provides all banking services, housing loans, and specialised services 

for senior citizens. 

Home Finance Company 

(HFC) Bank, established in 

2014 

100% locally owned; operates six branches in Fiji Provides a range of 

deposit and lending products with ATM network across Fiji, internet 

banking, and mobile banking facilities. 

(Source: https://www.westpac.com.fj/;https://www.anz.com/fiji/en/business/;http://www.bsp.com.fj/: 

https://www.bred.com.fj/; http://www.hfc.com.fj/)  

There are five foreign-owned and one domestic, compared to four commercial banks in 

2008. The six banks have 71 branches, four agencies, and 100 agent banking centres 

(Reserve Bank of Fiji, 2013). With more banks, there can be more competition among 
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banks. The six commercial banks (Table 2.4) are under license from the Reserve Bank 

of Fiji.  

The Reserve Bank of Fiji regulates the Fijian monetary and banking system; it manages 

the issue of notes and currencies, oversees exchange controls, and is the banker of last 

resort to the government. Westpac Banking Corporation, ANZ Banking Group Ltd, and 

Bank of Baroda have a long history of providing banking services in Fiji. Through their 

parent companies based in Australia, New Zealand, and India, they have kept pace with 

new developments in the banking industry. All types of banking services available 

overseas are also available in Fiji. However, there is room for improvement in the area 

of investment banking. The public, businesses large or small, and the government can 

be advised where and how to invest their funds. 

Generally, Fiji‘s banking sector is well developed. However, the banks‘ services solely 

target the business sector, government, and the urban population, leaving behind a 

significant number of people living in rural areas. Towards meeting this recognised gap, 

banks have organised financial literacy working groups and established rural banking 

facilities to introduce more people to the formal banking sector. However, there is still a 

lot more that needs attention. Many people are not well-versed in the formal financial 

system reported by the Reserve Bank of Fiji (2015) in its study on the suitability of 

banks‘ financial services and products in Fiji. 

The Reserve Bank of Fiji (2015) study of 2,000 households was the first of its kind and 

provided significant insights into Fiji‘s banking sector. The results are worth noting. 

The survey showed that 60% of the households surveyed had bank accounts, 4% had 

access to formal financial services (microfinance, credit unions, insurance, and finance 

companies), 9% had access to informal services (savings clubs, money lenders, shop 

credits, and hire purchase), and 27% had no access to financial services.  

Further, the survey showed that Fiji had not achieved gender parity in accessing 

financial resources (Reserve Bank of Fiji, 2015). A higher proportion (68%) of men had 

bank accounts compared to 52% of women, similar to upper-middle-income countries. 

According to the World Bank (2015) on average, 74% of males had accounts with 

financial institutions compared to 67% of females. The Reserve Bank of Fiji survey 

(2015, p. 14) shows that there has been a significant decline in the proportion of women 
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having bank accounts; 14% had an account previously but no longer have one, 

compared to only 9% of men who had accounts before but no longer have an account. 

Credit financial institutions have a valuable purpose in the Fijian economy. They 

undertake investments and provide employment and income for the Fijian people. There 

are at present four such institutions licensed by the Reserve Bank of Fiji to provide 

SME finance under the government‘s credit scheme:  

 Credit Corporation Fiji Limited 

 Merchant Finance and Investment Company Limited  

 Kontiki Finance Limited 

 Fiji Development Bank. 

While all four institutions are involved in lending, it is the Fiji Development Bank that 

is responsible for providing loans to SMEs. The Fiji Development Bank was established 

as an independent statutory body in 1967 and is the only development bank in Fiji. 

While there have been changes in its lending policy from time to time, its main business 

of lending to the agriculture sector has not altered much. The Fiji Development Bank 

Act, 1966, requires it to assist and encourage natural resources and other enterprises and 

industries in Fiji.  

2.6 Research on female entrepreneurship in Fiji 

In the context of the research on entrepreneurship, Gartner (1989) stressed that 

entrepreneurship researchers cannot make significant contributions to the field unless 

they know what researchers have already contributed. He added that research must 

connect to the previous work done in the field because that background knowledge can 

sharpen ideas and lead to new insights through focused studies. Therefore, this section 

will look at research done in Fiji on female entrepreneurship.  

Only three studies specifically on female entrepreneurship in Fiji were identified by this 

research. The earliest study (Pang & Nair, 1994) investigated the profile, vision, and 

motivation of successful female entrepreneurs in Fiji‘s formal sector. Another study 

(Cutura, 2008) reported on factors inhibiting female entrepreneurship in Fiji. The most 

recent study (Naidu & Chand, 2017) was on the impact of national culture and gender 

inequality on the success of women entrepreneurs in micro, small and medium 

enterprises. Naidu and Chand (2017) found that gender inequality is a significant barrier 
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to women‘s success. The authors also found that national culture is positively related to 

the barriers faced by women entrepreneurs.  

Pang and Nair (1994) investigated the profile, vision, motivation, and financing 

practices of 43 successful female entrepreneurs in Fiji‘s formal sector through a survey 

followed by interviews. Table 2.5 shows the motives and reasons for starting a business. 

Table 2.5 Motives/reasons for starting a business in Fiji 

Reasons  Rank 

To pursue own interest 1 

To supplement the family income 2 

The satisfaction of being your own boss 3 

To secure social prestige  4 

Husband‘s (or family) interest support 5 

Does not affect family life 6 

To employ others 7 

Insufficient educational qualifications to seek a job 8 

By accident or by circumstances beyond the control 9 

(Source: Pang & Nair, 1994, p. 562) 

The highest-ranking reason for starting a business was to pursue their interest, followed 

by supplementing the family income, the satisfaction of being their own boss, securing 

social prestige, and supporting their husband‘s or family‘s interest (Table 2.5). Pang and 

Nair‘s (1994) study supports the findings from developed countries such as France 

(Orhan, 2001) and the United States of America (Kepler & Shane, 2007) where the 

foremost reason for the start-up was to do with personal satisfaction. The Fijian female 

entrepreneurs gave two key reasons for starting the business ‒ to supplement the family 

income and to protect the husband‘s or family‘s interest ‒ that reflect Fijian culture. 

Living with extended family, taking care of one another, and the husband‘s primary role 

as head of the household is the hallmark of Fijian culture.  

As shown in Table 2.6, Fijian female entrepreneurs rated self-confidence as their 

number one quality. They rated originality, task-result-oriented, people-oriented, future-

oriented, risk-taker, being female, intuition, interdependence, and sympathy for the 

unemployed as other characteristics. 
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Table 2.6 Personality traits of female entrepreneurs in Fiji 

Description Weighted score Rank 

Self-confidence 268 1 

Originality 251 2 

Task-result-oriented 223 3 

People-oriented  205 4 

Future-oriented 223 5 

Risk-taker 167 6 

Being a female 112 7 

Intuition 101 8 

Interdependence 98 9 

Sympathy for the unemployed  93 10 

(Source: Pang & Nair (1994, p. 605)  

Self-confidence, originality, task-result orientation, future orientation, and people-

orientation are characteristics generally accepted in male entrepreneurs (East-West 

Centre, 1977). More importantly, the traits found in Fiji‘s female entrepreneurs 

resemble the trait profile described by McClelland (1961). McClelland noted high 

motivation for achievement in entrepreneurs and described an entrepreneur‘s trait 

profile as independence, leadership, originality, people-oriented, task/result-oriented, 

and future-oriented. Interdependence, sympathy for the unemployed, and being a female 

were not important entrepreneurial traits in this study.  

As far as financing is concerned, Pang and Nair‘s (1994) study showed that 74% of 

female entrepreneurs in the sample used their own savings with other means to provide 

the initial capital to start their businesses (Table 2.7). The reason for not applying for 

external finance was that they did not know how to approach banks for financial help 

(Pang & Nair, 1994). There have been significant changes (increased education and 

awareness), which might be worth exploring. 
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Table 2.7 Financing practices of female entrepreneurs in Fiji in 1994 

Description Percentage 

Own savings and loans from commercial banks 32.5 

Own savings 19.5 

Own savings plus loans from friends and relatives 13.0 

Inherited and loans from financial institutions  13.0 

Inherited and own savings 10.0 

Own savings and shareholders 6.0 

Loans from friends and relatives 3.0 

(Source: Pang & Nair, 1994, p. 609) 

Further, Pang and Nair (1994) noted that the majority (71%) of female entrepreneurs in 

the sample did not face discrimination for being a woman. This finding indicates that 

these women in the survey understood and worked effectively in the male-dominated 

business environment. They were aware of their competencies and demonstrated 

confidence in their businesses. However, there were a few female entrepreneurs (29%) 

who faced some types of discrimination; 19% said they lacked support from family 

members, 19% said their bankers discriminated against them, and 29% said they were 

discriminated against by their suppliers of goods. Those entrepreneurs who reported 

being discriminated against were very young, operating a business for less than three 

years, and were on the borderline between success and failure. According to Pang and 

Nair (1994), the feeling of discrimination was an attitudinal problem. The researchers 

should have undertaken a further investigation to conclude their study. This category of 

entrepreneurs is most vulnerable and needs financial assistance to survive. 

IFC (2010) with the support of AusAID, New Zealand‘s International Aid and 

Development Agency, and the Japan International Cooperation Agency, conducted case 

studies of 30 successful female entrepreneurs from around the Pacific. The study 

included entrepreneurs working in the informal sector to the founders of large 

businesses. The IFC study included three very well-known female entrepreneurs from 

Fiji. The entrepreneurs shared their stories, their successes, and the hurdles they 

overcame. They all started from humble beginnings without much money and support 

from banks and the government. Their unique business creation and hard work have 

taken them to where they are today. As role models, these female entrepreneurs have 

shown the way for other aspiring female entrepreneurs from around the Pacific (IFC, 
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2010). These three Fijian female entrepreneurs are part of the survey and qualitative 

interviews for the current study; therefore, their findings are discussed later in the thesis.  

Other studies have been in general on entrepreneurship in Fiji or the South Pacific 

Island Countries. For instance, Hailey (1985), in his study of Indigenous Fijian 

businesses, found that males dominated small businesses. A large number started their 

businesses after gaining experience from employment elsewhere. This trend shows 

fewer Indigenous female business owners in the 1980s, and they had less experience 

than their male counterparts. A study by Yusuf (1995) investigated critical success 

factors that South Pacific entrepreneurs perceived as necessary for the successful 

operation of small businesses in the region. The study included a random sample of 220 

entrepreneurs (180 males and 40 females) from Papua New Guinea, Vanuatu, Western 

Samoa, Marshall Islands, and Fiji. Yusuf asked the respondents to identify and rank 

factors critical for small business success.  

The critical factors were perceived to be proper management, access to financing, 

personal qualities (self-confidence, charisma, perseverance, local reputation, and 

trustworthiness), adequate government support, level of education and training, prior 

experience in business, political affiliation, overseas exposure, and marketing factors in 

order from the highest to the lowest. The results showed that the two most critical 

factors for business success were proper management and government support.  

In 2003, the IFC–Pacific Enterprise Development Facility (2003) surveyed 301 Fijian 

SMEs, of which only 19% were under women‘s names. Females were over-represented 

(78%) in the hotels and private education sectors. Businesses owned by women were 

newer and smaller than their male counterparts. They were more likely to be sole 

traders, not limited liability companies. Women-owned businesses were under-

represented in firms with Indo-Fijian ownership. Women-owned businesses were less 

likely to export, and they were microbusinesses. Based on its findings, the IFC (2003) 

suggested further research to identify the special needs of women in microbusinesses; 

and assist these firms at a very early (or vulnerable) stage during their life cycle. 

2.7 Conclusion 

This chapter provided the study‘s context by explaining the adverse impact of natural 

disasters, political, economic, cultural, and business environments on female 

entrepreneurs. It also discussed the SME environment and financial constraints of the 
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SMEs in Fiji before going on to discuss the definition of Fijian female entrepreneurs 

and the development of female entrepreneurship in Fiji. As highlighted by the World 

Bank (Cutura, 2008), the two main constraints female entrepreneurs face are ineffective 

government policies and programs, and access to bank finance. 

The research findings from 1985 to 2017 show that Fijian female entrepreneurs believe 

they have personality traits similar to conventional or male entrepreneurs. They put self-

confidence as their number one personality trait and risk-taking as their sixth trait 

among 10, more inclined towards risk-averseness. The characteristics of the businesses 

were described as being businesses owned by young female entrepreneurs, small 

(mainly micro-businesses), overrepresented in the hotel and service sectors, and with 

more sole traders than private limited liability companies. In addition, female 

entrepreneurs had less business experience than male entrepreneurs, only 19% of the 

registered businesses were under women‘s names, and there were fewer Indo-Fijian 

female business owners than Indigenous businesswomen.  

As far as male ownership was concerned, there were more Indo-Fijian business owners 

than Indigenous business owners. Collectivist culture facilitates entrepreneurship in Fiji, 

as explained in Section 2.2. Those women who want to be successful entrepreneurs 

have to be like their male counterparts, implying male dominance in Fijian society. 

Additionally, it is considered that female entrepreneurs should be able to balance 

business and family demands with cultural demands. It was found that national culture 

is positively related to gender inequality, which is a significant barrier to the success of 

women in micro, small, and medium enterprises.  

The government restricts its policies on women to microfinance only. Access to bank 

finance was found to be the greatest obstacle to female entrepreneurs for business 

growth. The only challenge to accessing bank finance from the female entrepreneurs‘ 

perspective was gender discrimination by bank officials.  

Due to the limited research on female entrepreneurs and challenges to accessing finance 

in Fiji, the literature review extends to countries outside of Fiji in Chapter 3.  
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Chapter 3: Literature Review 

This chapter reviews the literature on female entrepreneurship, entrepreneurial finance,  

and female entrepreneurs' access to bank finance. Figure 3.1 shows the structure of the 

literature review.  

 

 
3.1 Theoretical models of FE                                                                   3.5 Theoretical issues in EF 
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                    Figure 3.1 Structure of the literature review 

First, Section 3.1 examines the theoretical models formulated by researchers to 

understand female entrepreneurship. Based on the 5M gender-aware framework, a 

preliminary theoretical framework of factors affecting female entrepreneurs‘ access to 

finance was developed and discussed in Section 3.2. Section 3.3 discusses the theories 

supporting that theoretical framework. Section 3.4 presents an analysis of the research 

on female entrepreneurship. Section 3.5 focuses on theoretical issues in entrepreneurial 

finance, followed by a discussion of the research on entrepreneurial finance in Section 

3.6. Section 3.7 reviews research on female entrepreneurs‘ access to bank finance. 

Section 3.8 identifies research gaps in bank finance, government funding (grants and 

credit schemes, and application of finance theories and formulates research questions. 

Section 3.9 concludes the chapter. 
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3.1 Theoretical models of female entrepreneurship 

Several models of entrepreneurship provide theoretical frameworks to study 

entrepreneurship in general, such as those developed by Hannan and Freeman (1977), 

Martin (1984), Wortman (1987), Keats and Bracker (1988), Bull and Willard (1993), 

Krueger and Brazeal (1994), and Timmons (1994). These models focus on why 

entrepreneurs start a business. Kuratko and Hodgetts (2004) in their model, grouped all 

factors leading to entrepreneurship as micro and macro factors. Micro factors include 

personality traits, market opportunity identification, and strategic management. Micro 

factors are internal or specific to the entrepreneurs and they can control or adjust the 

outcomes of any influence on those.   Macro factors, on the hand,  are those external 

factors over which entrepreneurs have no control. These factors include the socio-

political environment, displacement (economic, political, and social), and financial 

capital. 

With the increase in women-owned businesses, there was a need to develop new models 

to study female entrepreneurship. Among the developments was modifying the 3M 

(money, market, and management) model to the 5M framework by Brush, et al. (2009) 

and the construction of a developing country‘s model by Anwar and Rashid (2012). The 

researcher examined the 5M and Anwar and Rashid frameworks to assess their 

suitability for adoption in this study. Figure 3.2 shows the 5M framework.  

 

Figure 3.2 Female entrepreneurship 5M framework 
(Source: Brush et al., 2009, p. 13) 
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Money, market, and management are the three building blocks of the 3M model. This 

model is based on the premise that an entrepreneur must have money to start a business 

(Penrose, 1959). The entrepreneur must also be able to manage human and 

organisational capital (Aldrich, 1999), and must identify a market opportunity (Kirzner, 

1985; Schumpeter, 1934; Shane, 2003). Indeed, most relevant to any business‘s 

foundation are money, market, and management (Bates et al., 2007).  

Brush et al. (2009) added a fourth M to the 3M model to represent female 

entrepreneurs‘ household and family context, using M‘HER to stand for motherhood 

because of its importance to female entrepreneurs. Households and families have a more 

significant impact on female entrepreneurs than on men (Jennings & McDougald, 

2007). Brush et al. (2009) stated that households and their relationships are essential for 

understanding female entrepreneurship. They further add that we should use household 

and family as a unit of analysis rather than the individual entrepreneur.  

Aldrich and Cliff (2003) also emphasise the value of household and family in 

contributing to female entrepreneurship. They explain how when family structure 

changes, family members‘ responsibilities, and relationships influence opportunity 

identification, leading to the decision to start a new business and obtain financial 

resources. They suggest that ―researchers need to include family dimensions in their 

conceptualising and modeling, their sampling and analysing and their interpretations 

and implications‖ (p. 574). While family and the household are essential in 

understanding female entrepreneurship, this thesis argues that individual characteristics, 

including personality traits, should also be used. Chapter 1 highlighted the importance 

of the personal qualities of female entrepreneurs concerning access to finance. Section 

3.2 discusses this aspect further.  

The fifth M represents the meso/macro environment. The meso environment includes 

the intermediate structures and institutions between the macro and micro levels (Brush 

et al., 2009), such as financial institutions, professional networks, and business 

associations. On the other hand, the macro environment includes culture, society, 

government policies, support services, and the economic environment. It is important to 

note that there are overlapping boundaries and interdependencies in the 5M framework 

amongst factors affecting female entrepreneurship, as shown in the Venn diagram 

presented in Figure 3.2.  
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All three circles inside Figure 3.2 are surrounded by the meso/macro environments, 

illustrating their influence on the four Ms ‒ money, market opportunities, management, 

and motherhood ‒ which is in the centre to show the important role women play in the 

family. It also highlights the fact that we cannot eliminate gender as a process from 

business creation. The meso/macro environment (culture, society, government policies, 

economic environment, support services, and financial institutions) impacts female 

entrepreneurship in various ways.  

Some cultures have unequal gender relationships, which hinder women‘s access to land 

and control over their resources in many ways (Brohman, 1996, p. 344). In such 

cultures, women‘s land rights are still limited and insecure. As noted earlier in Section 

2.1, all women in Fiji, regardless of their ethnic background, cannot inherit the land. 

Acquiring land either for personal or business use is very problematic for Fijian women. 

These constraints are described as ―women intensive constraints‖ by Kanter (2002, p. 

136). Kantor asserts that both men and women with low economic power are affected 

by these constraints, but women are affected more because of unequal gender 

relationships.  

There are also ―women exclusive constraints‖ that affect women through macro 

structures framing gender roles and responsibilities within society (Kantor, 2002, p. 

136). Female entrepreneurs by themselves have no, or little, control over such 

constraints, and limited means of directly changing them (Brush et al. 2009, p. 12). For 

instance, some cultures constrain women from seeking work outside their homes. The 

pressure to run a household, look after children and care for the husband and family, 

limit women‘s mobility.  

In addition to a supportive culture and society, governments have a leading role in 

promoting female entrepreneurship. They can implement policies and strategies that 

provide female entrepreneurs with the right environment to participate actively in 

profitable ventures. Following this belief, governments have put in place policy 

measures to assist female entrepreneurs to achieve their goals. While this is true for 

most governments, there are a few government policies and regulations that, instead of 

promoting, restrict women‘s full participation in economic development (UNECE, 

2009, p. 6). 
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Fogel et al. (2006) argue that the economic environment also plays a vital role in 

facilitating a person‘s prospects in choosing a career as an entrepreneur. They add that 

many factors determine this environment, including the government‘s rules and 

regulations, quality of government, accessibility of education, and people‘s primary 

culture. Together with an economic climate facilitating entrepreneurship, female 

entrepreneurs also need support. The support for female entrepreneurs can be 

operational, financial, and emotional (Anna et al., 2000). Anna et al. (2000) describe 

operational support as the support provided in the form of advice and or expertise, 

emotional support as the encouragement provided to the participants by others, and 

financial support as the importance of others‘ financial resources.     

Another model of female entrepreneurship is presented in Figure 3.3. 

 

Figure 3.3 Model showing factors affecting female entrepreneurship 

(Source: Anwar & Rashid, 2012) 
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The model outlined in Figure 3.3 was developed specifically for female 

entrepreneurship in developing countries by Anwar and Rashid (2012). It does not only 

give importance to the family but also to individual characteristics, such as motivation 

and the personal attributes of entrepreneurs. The model includes international 

development programs, which play an essential role in developing countries. It also 

clearly shows the constraints facing female entrepreneurs without classifying them into 

meso/macro factors and showing interdependencies among factors like the 5M 

framework (see Figure 3.2). Access to finance is a constraint, but Figure 3.3 does not 

show the factors affecting it. Therefore, the 5M gender-aware framework is considered 

to be more suitable for this study. Brush et al. (2010) empirically tested part of the 5M 

framework with data from the 2009 Global Entrepreneurship Monitor for 54 countries. 

They focused on the effects of motherhood/family embeddedness on perceptions of 

opportunity and business aspirations of male and female entrepreneurs. They found 

significant differences between male and female entrepreneurs.  

3.2 The theoretical framework of female entrepreneurs’ access to 

finance  

A significant advantage of the 5M framework is that it clearly shows the position of 

money (finance) and the factors that can influence its access. As previously shown in 

the Venn diagram in Figure 3.2, money is affected by M‘HER (household and family), 

market, management, and the meso/macro environment. The only drawback with the 

5M framework is that it does not include entrepreneurs‘ individual characteristics. For 

instance, the 5M framework does not include personality traits that affect access to 

finance (Constantinidis et al. 2006; Orhan, 2001) as noted in Chapter 1. Instead, it gives 

importance to household and family represented by the symbol M‘HER. Therefore, the 

individual characteristic is added to market opportunity and management in the 

extended 5M framework in Figure 3.4. Money (access to finance) appears in another 

outside circle to show how different factors affect it in the framework.  

In the extended 5M framework (Figure 3.4), individual characteristics (personality traits 

and skills), management, and market opportunity are put together because they are 

micro factors according to the Kuratko and Hodgetts (2004) model of entrepreneurship, 

as mentioned in Section 3.1.  Further, although Brush et al. (2009, p. 13) do not use the 

term ―micro‖ in their framework, the authors do say that the meso factors are between 

the macro factors and the micro factors. Therefore, the micro factors already in the 5M 
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framework were management, money, and market opportunity. Motherhood (M‘HER), 

representing family and household remains in the centre because of its importance to 

female entrepreneurs. Meso factors include financial institutions, capital markets, 

networks, and support systems. Macro factors include culture and society, government 

policies, and support services as highlighted earlier in this Section.3.1. 

 

Figure 3.4  Extended  5M framework showing factors affecting access to finance 

(Source: Brush et al., 2009) 

3.3 Theoretical overview 

As noted in Chapter 1, Section 1.4, Information Asymmetry Theory, Agency Theory, 

Trade-off Theory, and Personality Trait Theory are relevant to this research. However, 

the Pecking Order Theory and Life-cycle Theory are still being tested for their 

applicability in entrepreneurial situations. Section 3.6 further discusses these theories.   

Researchers can use theory as an assumption, mechanism, construct, or boundary 

condition in theoretical models based on Bacharach‘s (1989) four primary components 

of any theory. Assumptions are that theoretical conditions are considered to be accurate 

or taken for granted. A theory used as an assumption is an underlying element of 

theoretical reasoning. According to Bacharach (p. 510), mechanisms are plausible 
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channels of influence, allowing the theoretician to engage in ―predicting beyond 

chance‖; how causal effects flow from independent to dependent variables.   

On the other hand, a construct exists conceptually but ―cannot be observed directly‖ 

Bacharach (1989, p. 498). In such situations, a theory is used in the formulation of a 

research question or a proposition. A theory can also act as a boundary condition 

(Bacharach, 1989). The concept often assumes the role of a moderator within a 

theoretical model. For instance, if the level of information asymmetry changes, the 

behaviours of focal actors also change. This study used Information Asymmetry 

Theory, Agency Theory, Trade-off Theory, and Trait Theory as assumptions. These 

theories are detailed below. 

Information Asymmetry Theory, as used in entrepreneurial finance, alludes to the 

problem of incomplete information between borrowers (entrepreneurs) and providers of 

capital (lenders) (Berger & Udell, 1998). Not having full information can result in 

distortion and an imbalance of power between entrepreneurs and capital providers. The 

problem can be more severe for smaller, privately-owned entrepreneurial firms. They 

are not usually required to make their financial statements or results publicly available. 

Providers of capital make do with whatever information they have and decide whether 

they will provide funding. However, they do so often at a higher interest rate and under 

a strict collateral requirement. They can, in a worst-case scenario, deny the loan 

outright.   

As used in entrepreneurial finance, Agency Theory is concerned with contractual 

relationships between the lender and the borrower. The borrower is the principal, and 

the lender is the agent. The underlying assumption of this theory is that the interests of 

both the agent and the principal conflict. Both are motivated by their self-interest. The 

agent may make decisions that are against the interest of the principal. This situation 

gives rise to agency problems. These problems are aggravated by the presence of 

information asymmetry between the agent and the principal. Agency problems include 

adverse selection and moral hazards. Adverse selection is the problem of selecting 

agents that are ill-suited. In contrast, moral hazard is the problem of selecting agents 

that misappropriate resources. Misappropriation can be in many forms, including free 

riding, doing less work, and excessive extras. 
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There is also a consensus that the Trade-off Theory can help explain the funding choices 

of an entrepreneur concerning external debt finance. Trade-off Theory considers the 

trade-off between the costs associated with over-gearing, financial distress, and 

bankruptcy, and the increased tax shield effect of interest payable. This theory 

postulates that a venture‘s tax burden reduces by taking on more debt in the business. 

However, taking on more debt increases the risk of over-gearing, can cause financial 

distress, and result in bankruptcy. Entrepreneurs choose finance sources based on a 

trade-off between increased tax shield and increased bankruptcy costs (Fama & French, 

2002; Hackbarth et al., 2007). 

Personality Trait Theory states that a responsible gene or an inborn trait in a person‘s 

personality naturally makes them enterprising. According to Coon (2004) personality 

traits or inherent qualities are permanent qualities that an individual displays in most 

situations. They are identified through the characteristics associated with the 

entrepreneur. ―The characteristics give us a clue or an understanding of these traits or 

inborn potentials‖, Simpeh (2011, p. 1).  

There are many characteristics associated with entrepreneurs. Entrepreneurs are 

opportunity seekers (Kirzner, 1973). They are highly creative and innovative (Drucker, 

1985; Schumpeter, 1934). They are risk-takers (Knight, 1921), and show a high level of 

management skills and business know-how. They are optimistic, emotionally resilient, 

and have mental energy. They are hard workers, show intense commitment and 

perseverance, thrive on a competitive desire to excel and win, tend to be dissatisfied 

with the status quo, and desire improvement. Entrepreneurs are also transformational, 

lifelong learners, and use failure as a tool and springboard. They also believe that they 

can personally make a difference, are individuals of integrity, and, above all, visionary. 

Researchers have also devised many lists of traits that entrepreneurs are born with. 

Collins and Moore (1970) studied 150 entrepreneurs. They conclude that they are tough, 

pragmatic people who are driven by the need for independence and achievement and 

seldom submit to authority. Bird (1992) describes entrepreneurs as mercurial and prone 

to insights. They brainstorm, are perceptive, ingenious and resourceful, cunning, 

opportunistic, creative, and unsentimental. McClelland (1961) describes the trait profile 

of an entrepreneur as including independence, leadership, originality, people-oriented, 

task/result-oriented, and future-oriented. The issue is whether entrepreneurs are born 

with these traits, or acquire the qualities through training and experience. 
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While Shaver (1995) and Goleman (1996) argue we could teach entrepreneurial skills to 

potential and existing entrepreneurs, Echctner (1995) argues that entrepreneurship 

involves a mixture of inherent traits and skills acquired through education and training. 

Echctner states that entrepreneurship consists of a combination of creativity and 

innovation, risk-taking, and managerial and business skills acquired through education 

and training. To date, there is no consensus on any one entrepreneurial trait profile. 

However, attributes, such as risk-taking, innovativeness, and opportunity identification, 

have been recurring themes in the entrepreneurship literature. This study adopted 

Echctner‘s view that entrepreneurs are born with personality traits (creativity, 

innovativeness, and risk-taking). Entrepreneurs can develop managerial and business 

skills through education and training. 

3.4 Research on female entrepreneurship  

This section details the research on female entrepreneurship in terms of the individual, 

the organisation, and the environment dimension, based on the dimensions suggested by 

Gartner (1985) in his model and used by Valencia (2007) to analyse research on female 

entrepreneurs from 1900 to 2004.   

3.4.1 Individual Dimension 

Just as most early research on males was on personality traits and individual 

characteristics (Collins & Moore, 1964; McClelland, 1961), the vast majority of earlier 

research on female entrepreneurs focused on those characteristics (Hisrich & O‘Brien, 

1981; Schwartz, 1976). Earlier studies did not show any significant differences between 

the psychological characteristics of male and female entrepreneurs (Catley & Hamilton, 

1998; Masters & Meier, 1988; Schwartz, 1976; Sexton & Bowman-Upton, 1986). 

However, regarding social skills, women stated they had better skills in dealing with 

people. Hisrich et al. (1996) and Hisrich et al. (1997) found that women rated 

themselves higher than men in terms of capacity for dealing with people. Women 

considered entrepreneurship more positively than men (Kamau et al., 1999).  

Women also believed good relationships with employees, clients, and other 

professionals are essential for business success and growth (Fagenson & Marcus, 1991). 

The researcher shares Baron and Markman‘s (2003) view that women should perform 

better with these qualities than their male counterparts in their businesses. The 

researcher believes that female entrepreneurs with good social skills should not have 
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problems dealing with bank officials. Later studies by Sexton and Bowman-Upton 

(1990), Scott, (1986), and Hisrich and Brush, (1984) began to show differences, rating 

female entrepreneurs lower than male entrepreneurs in risk-taking propensity, 

motivation, self-confidence, and level of education. Research on these characteristics is 

discussed in detail in Section 3.7 as they affect access to bank finance.   

3.4.2 Organisation dimension 

The areas researched at the organisation level include business characteristics of female 

entrepreneurs (ownership, size, industry sector, growth), and female entrepreneurs‘ 

management strategies, financing practices, and performance measurement in 

comparison to male entrepreneurs (Valencia, 2007). Again, female entrepreneurs are 

portrayed as having deficits, requiring training to compete with male entrepreneurs, who 

see business success in terms of profit, growth, and size. Research on the areas of the 

organisation dimension is also discussed in detail in Section 3.5.1 as it affects access to 

bank finance. 

Because female entrepreneurs‘ characteristics and organisational characteristics have 

been compared with those of male entrepreneurs, research on female entrepreneurs has 

been criticised by many feminist-oriented researchers. For instance, Brush (1992), a 

renowned researcher in the field of female entrepreneurship, criticised the research done 

on female entrepreneurs for using the same research tools drawn from studies based on 

the experiences and characteristics of male entrepreneurs. Brush added that such 

research may have excluded some important experiences of female entrepreneurs. Other 

critiques of the literature have suggested that the studies that compare male and female 

entrepreneurship may emphasise masculine performance indicators and downplay the 

contribution of female-owned businesses.  

3.4.3 Environment dimension 

According to Valencia (2007), the areas of research on female entrepreneurship in the 

environment dimension include the impact of culture, family support, society, 

government policies and support systems, social networks, and access to finance. 

Research on each of these areas is briefly described here. 
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Culture 

As noted in Section 2.1, the link between culture and entrepreneurship has not been 

established despite several empirical studies that have been conducted to scrutinise this 

relationship. Jones (2000) argues that cultural variables can explain entrepreneurial 

behaviour, but the structural environment may influence cultural values. Jones adds that 

entrepreneurial behaviour can deal with environmental constraints, such as economic or 

social displacement, while Aramand and Terhune (2010) argue that culture‘s role in 

entrepreneurship is still an understudied and under-researched part of the 

entrepreneurship literature.  

This assertion might be correct; however, some studies on culture and entrepreneurship 

reveal important findings. For instance, Hofstede‘s (1980a) study tested the relationship 

between culture dimensions and psychological traits associated with entrepreneurial 

potential on a sample of over 1,800 responses to a survey of third- and fourth-year 

students at universities in nine countries. This study supports the proposition that some 

cultures are more conducive to entrepreneurship than others. Culture, it appears, may 

condition potential for entrepreneurship, generating differences across national and 

regional boundaries. Supportive national culture will increase the entrepreneurial 

potential of a country.   

Foss et al. (2019) argue that culture profoundly impacts female entrepreneurs. For 

instance, studies have shown that women in the Middle East, Africa, and some Asian 

countries cannot own a business because of cultural and societal norms (Roomi, 2013). 

Women cannot do anything they aspire to do apart from being a mother and a wife. As 

mentioned earlier, some cultures do not allow women to own land. Later sections will 

show that these cultural constraints have serious impacts on female entrepreneurs‘ 

access to bank finance               

Family support 

Huq and Richardson (1997) found that family support is crucial in the business set-up 

stage, in their empirical study exploring the issues surrounding the aspirations of a 

woman to set up her own business in Bangladesh. The findings showed family support 

is a critical factor. Glas and Petrin (1998) also found family support was an important 

variable involved in the entrepreneurial career choices of women entrepreneurs in 

Slovenia. Similarly, Shabbir and Di Gregorio (1996) did a study in Pakistan exploring 
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how women interpret structural factors that influence the process of a business start-up; 

and the women expressed that for them internal resources are essential when starting a 

business, for example, qualifications, experience, and family support.  

Social attitudes  

Studies on family support outlined above confirm the view that social attitudes of 

families towards WIB have a positive impact on women‘s aspirations for business 

creation (Huq & Richardson, 1997; Glas & Petrin, 1998; Shabbir & Di Gregorio, 1996). 

However, social attitudes can also have negative impacts on women‘s aspirations 

towards business creation if they are perceived as being housekeepers or housemakers 

(Itani et al., 2011), being submissive and subservient to their male counterparts (Dzisi, 

2008), and the only ones to look after the children. Such perceptions, together with large 

family sizes and a joint family system, increase women‘s responsibilities (Tambunan, 

2009). Because of all these additional responsibilities, women have less time for 

entrepreneurial activities (IFC, 2011).   

Additionally, Goheer and Penksa (2007) found that females‘ mobility and their 

participation in self-employment were strongly discouraged in Pakistan. Females in 

Pakistan were generally protected. It became a matter of loss of family reputation when 

women went out to work. However, the situation is changing in Pakistan. According to 

Zeb (2018), the latest trend is that Pakistani women are entering the job market.  They 

are trying hard to get income-oriented jobs. They also want to become independent and 

get status like males. 

In many male-dominated societies, women who start a business are severely 

discouraged from growing their ventures. According to the IFC (2011), women traders 

in agricultural products in the Solomon Islands, Uganda, Morocco, and Vietnam do not 

reinvest their earnings to grow their businesses. They do not reinvest because their male 

partners control their income. 

Government policies and support systems  

Research has shown that there is a need for effective government planning and 

strategies to promote and encourage females who are, or want to be, entrepreneurs (De 

Bruin et al., 2007). Consequently, governments worldwide are putting efforts into 

encouraging female entrepreneurship. However, realities are different despite efforts by 
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the government. Hisrich et al. (1997) found that women in the USA perceive 

government regulations more unfavourably than men.   

Singh and Belwal‘s (2008) study of female entrepreneurs in Ethiopia showed that 

female entrepreneurs did not get support from the government, particularly during the 

registration stage. Government support schemes have not filtered down to the grassroots 

people in many developing countries. In Pakistan, the majority of female entrepreneurs 

are unaware of the schemes the government has designed to promote female 

entrepreneurship, according to Itani et al. (2011). The situation in Pakistan is still the 

same (Zeb, 2018).  However, this situation is not the same for all women. Farr-Wharton 

and Brunetto (2009), in referring to Australian female entrepreneurs, claim that those 

who are well informed and keep abreast of the support programs can develop links. 

They can use this opportunity efficiently to grow their businesses. 

Social networking 

The Global Entrepreneurship Monitor‘s 2004 study on female entrepreneurship found 

mentoring and network support are crucial in boosting women‘s attitudes concerning 

leadership and new venture creation (Minniti et al., 2005). The literature shows that 

women and men create different types of networks (Aldrich, 1989), with women‘s 

networks being characterised by more informal associations with same-gender 

members. This research area has been under-researched and no firm conclusions can yet 

be drawn. The one issue that has drawn consensus, however, is that women are more 

likely to have networks composed entirely of other women, while men are more likely 

to have networks composed entirely of other men. 

Access to finance 

Access to finance is the most researched area in the environment dimension with 

substantial literature on the relationship between gender and access to bank finance 

(Harrison & Mason, 2007). The authors add further that, despite the many studies done 

on gender and access to finance, no definite conclusions can be reached. Recently, 

research on female entrepreneurs‘ access to finance has been extended to other sources 

of finance, such as venture capital and business angels. Research on female 

entrepreneurs‘ access to entrepreneurial finance, as the immediate discipline, is 

discussed in detail in Section 3.7.  
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Valencia (2007) found that overall, little research has been done in the environment 

dimension, particularly on the macro factors such as government policies, culture and 

society, and family and household. In this respect, Brush et al. (2009) suggest that future 

research should give less attention to the characteristics of female entrepreneurs and 

greater emphasis on the entrepreneurial process, which includes the household and 

macro/meso environmental contexts to show their impact on entrepreneurship. Edwards 

(2012) notes that most research on female entrepreneurship has been completed in 

developed countries. He adds that future researchers should focus on developing 

countries.   

Over the past decade, researchers have taken into consideration the criticisms of 

previous researchers, particularly, those of Brush et al. (2009), by focusing on the 

impact of meso/macro (environmental) factors on female entrepreneurs. There has also 

been a growing body of research in developing countries with studies addressing the 

main challenges facing female entrepreneurs. De Vita et al. (2014), through a literature 

review, found that women play a pivotal role in the economic growth of developing and 

less developed countries. However, religion, social segregation, and access to networks 

remain challenges in such countries. Caputo et al. (2016) examined the support provided 

to female entrepreneurs in their business start-ups by 28 institutions in Jordon. The 

authors discussed the implications of the initiatives dedicated to female entrepreneurs. 

Mehtap et al. (2017) found that there are socio-cultural barriers in the Arab world that 

discourage young women from engaging in entrepreneurial activities. The authors also 

found that a supportive education system can act as a catalyst to encourage young 

women to engage in entrepreneurial activities, despite the socio-cultural barriers. 

The most recent studies have investigated some new research areas. Nair (2020) used 

prior studies to develop a conceptual framework to show how women entrepreneurship, 

innovation, and stakeholder engagement can be linked for the benefit of women 

entrepreneurs and the stakeholders. Poggesi et al. (2020) explored 32 published 

management research papers to explain why there is a lack of women entrepreneurship 

in STEM (Science, Technology, Engineering, and Mathematics) fields. Rashid and 

Ratten (2020) conducted a literature review on women's entrepreneurship in emerging 

economies and found that each region has its own social and cultural challenges 

affecting women entrepreneurs in different aspects. They added further that the 

subtleties of developing countries are very different from those of developed countries.  
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Rosca et al. (2020) analysed how women entrepreneurs engage in social 

entrepreneurship in uncertain environments. They employed a multiple case study 

approach using four firms from two emerging markets; India and Colombia. They 

highlight the specific challenges women entrepreneurs face in the emerging market 

context and how they still enhance socio-economic development. Vracheva and Stoynev 

(2020) used panel data from 89 countries from the Global Entrepreneurship Monitor 

survey to explore the contradiction that gender equality increases the entrepreneurship 

gender gap. The authors explored this contradiction with female entrepreneurs‘ 

economic and political participation in the context of business regulation efficiency. The 

results suggest that equality in economic participation narrows and political 

participation widens the entrepreneurship gender gap, but a country‘s business 

regulation efficiency moderates relationships negatively. A study by Seck et al. (2020) 

on gender discrimination in access to credit in Senegal, shows that gender 

discrimination is a recurring theme in the study of female entrepreneurship.  

Deng et al (2021) conducted a bibliometric analysis via science mapping of publications 

on female entrepreneurship from 1975 to 2018. They found that it is still developed 

countries such as the USA and England that are taking the research on female 

entrepreneurs forward. They also found that the hot topics for research include 

financing sources, the embeddedness nature of female entrepreneurship, and the impact 

of environmental factors on female entrepreneurship. 

3.5 Theoretical issues in entrepreneurial finance  

Landström (2005), while focusing on the roots of entrepreneurship and small business 

research, discussed some early thoughts about entrepreneurship and how it was 

introduced into economics literature. The author also discussed how entrepreneurship 

and small business research gradually moved from economic discipline to research in 

behavioural science and more recently to management science. Entrepreneurship and 

entrepreneurial finance were considered a trade instead of an academic field of study 

until the 1980s (Landström, 2005). The reason behind this thinking was that those who 

could not go to college started a new business.  

In the 1980s, research recognised the overall importance of entrepreneurship and began 

to study new ventures widely. Increased interest in new ventures may have increased 

global competition and technological innovation, giving smaller ventures an advantage 

over bigger businesses. Studies on entrepreneurial finance began to gain momentum 
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around the 1990s (Denis, 2004). There is strong evidence that entrepreneurial finance is 

a fast-growing research field (Paréa et al., 2009).  

The main issue in the study of entrepreneurial finance is that the literature is highly 

segmented (Cumming & Vismara, 2017). Cumming and Vismara (2017) examined the 

situation and suggest ways of addressing segmented literature. Segmentation is due to 

the many different sources of entrepreneurial finance as shown in Table 1.1 in Chapter 

1, for instance, internal informal finance, bank finance, and equity finance. According to 

Bellavitis et al. (2017), this segmentation of the literature has impeded understanding of 

how the various sources of funding interact. Research segmentation is also by the type 

of available data, whether the data are about a cross-section of the population or 

longitudinal based on data collected over time. Type of data also refers to information 

by region or on a national scale. 

Moreover, segmentation is by the field of study, management, finance, and economics. 

Studies in management and entrepreneurial finance have different expectations and 

apply various theories to explain the situations. According to Burchardt et al. (2016), 

finance scholars use Agency Theory to study entrepreneurial situations. Economists 

relate their studies to Transaction Cost Economics Theory (Wright et al. 2005). 

Management scholars relate their studies to Resource-based Theory (Bellavitis et al., 

2016). Segmentation is also by country, and most studies are in the USA (Cumming & 

Vismara, 2017). The study by Cumming and Vismara (2017) provides directions for 

future research, which can assist in de-segmenting research on entrepreneurial finance. 

As noted in Chapter 1, three corporate finance theories, Information Asymmetry 

Theory, Agency Theory, and Trade-off Theory apply in entrepreneurial situations. 

Those theories were discussed in Section 3.3. However, as far as theory development in 

entrepreneurial finance is concerned, some corporate finance theories do not fit 

entrepreneurial situations perfectly. We must modify them to test their applicability to 

entrepreneurial conditions (Coleman, 2002). Theories tested are predominantly those 

that have emerged from Information Asymmetry Theory and Agency Theory. They are 

Pecking Order Theory, Capital Structure Theory, and Life-cycle Theory, as discussed in 

the following paragraphs. 

Pecking Order Theory (Myers, 1984) postulates that there is a funding hierarchy or 

pecking order followed by an entrepreneur. That is, there is a ranking of preferred 
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finance sources starting with the most readily available and cheapest finance source,  the 

internal informal source (own savings, funding from family and friends, and bootstrap 

finance).  An entrepreneur will seek external finance when all internal informal sources 

are exhausted. The order of the preferred sources of finance is as follows. An 

entrepreneur tends to prefer internal sources of funding over debt finance. In turn, debt 

finance is preferred over external mezzanine finance, which contains both debt and 

external equity elements. The least preferred funding source is external equity (Fama & 

French, 2002; Hackbarth, et al., 2007).  

Capital Structure Theory asserts that firms can select a target capital structure, a mix of 

debt and equity, which can reduce capital cost (Modigliani & Miller, 1958). The theory 

has several assumptions. First, it assumes that firms can acquire any amount of debt and 

equity at any time. The assumption is not valid for entrepreneurial firms because they 

do not have access to all debt and equity markets that are publicly available. These firms 

manage with whatever they can afford at a point in time. The theory also assumes that 

there is no information asymmetry between the firm and the providers of capital. 

Entrepreneurial firms suffer from the problem of information asymmetry, as mentioned 

earlier. For the above reasons, the Capital Structure Theory does not apply to 

entrepreneurial firms, according to Coleman (2004b). 

The traditional Life-cycle Theory (Figure 3.6) postulates that entrepreneurial firms go 

through a life cycle: conceptual stage, start-up stage survival, rapid growth stage, and 

maturity stage (Churchill & Lewis, 1983; Eggers, et al., 1994; Leach & Melicher, 

2011). More importantly, the type of capital at each stage varies depending on the stage 

of the firm‘s development (Berger & Udell, 1998; Walker, 1989). During the early 

stages, funding usually comes from the entrepreneur‘s personal assets, savings, and 

borrowing from family and friends. The entrepreneur does not often have a saleable 

product, fixed customers, or steady income flows. As the firm begins to generate 

income, business angels and venture capitalists may show an interest. At this stage, 

bank loans may become a possibility as the firm achieves profitability and gains 

financial stability. Finally, with more profitability and growth, the company may offer 

shares to the public to raise capital. 
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Figure 3.5 Life-cycle Theory of finance 

(Source: Researcher) 

These staged requirements (Figure 3.6) for finance are not as straightforward as it 

seems. Bellavitis et al. (2017) argue that with the emergence of new sources for 

funding, the financing cycle will not start with the 3Fs (founder, family, and friends), 

followed by business angels, venture capitalists, debt finance, and external equity 

finance as shown in Figure 3.6. Entrepreneurs have options to use different sources at 

different stages. Therefore, options need consideration, and the theory needs to be re-

conceptualised to consider the changes (Bellavitis et al., 2017). 

3.6 Empirical research on entrepreneurs’ access to entrepreneurial 

finance 

Areas of entrepreneurial finance, researchers, and their findings are summarised and 

presented either as research in general or research on female entrepreneurs in Table 3.1. 

The findings are discussed in further detail in the following sections, highlighting the 

research gaps. Research interest in female entrepreneurs‘ access to venture capital and 

angel finance did not gain momentum until the beginning of the 21st century.  

External Equity financing 

offering shares to public (IPO) 

External Debt Finance: bank 

Loans, commercial credit, credit 

cards, debt suppliers 

External Equity: venture 

capital 

External Equity: business 

angels 

Internal Informal Sources: 

own savings, friends and family, 

informal lenders, bootstrapping 
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Table 3.1 Summary of research on entrepreneurial finance  

Areas of entrepreneurial 

finance  

Research in general: Researchers 

and their findings 

Research on  female 

entrepreneurs: Researchers 

and their findings 

Section 3.6.1 ‒ internal 

informal sources 

bootstrapping, funding 

from family and friends 

Funding from family members – can be 

a risky investment for the family 

members (Lee & Persson, 2016). 

Successful exploitation  of social 

capital is  important in bootstrapping 

(Peiris et al., 2015) 

Female entrepreneurs face 

sex-stereotyping by family 

when seeking funding from 

family and friends  

(Eddleston, 2018). 

Social capital is crucial in 

bootstrapping (Carter et al., 

2003) 

Section 3.6.2 ‒ venture 

capital 

 

Section 3.6.3 ‒ 

crowdfunding  

 

 

 

Section 3.6.4 ‒ business 

angels  

 

 

 

 

Venture capital most researched area 

but more research is required (Nguyen 

et al., 2021) 

Crowdfunding second most researched 

area (Nguyen et al, 2021).  Various 

issues were investigated during the past 

decade.  

 

The lack of research on business angels 

is due to the data problem (Cumming et 

al.,  2019a). Impact of heterogeneity of 

angel investors‘ personalities 

(Bammens & Collewaert, 2014: 

Collewaert &  Manigart,  2016 

There is a gender gap in the 

flow of venture capital to 

women-owned businesses in 

the US (Brush et al., 2018; 

Greene et al., 2001).  

 Graduate education is crucial 

in accessing equity finance 

(Carter et al., 2003)  

Women are more successful 

than men in crowdfunding 

(Bapna & Ganco, 2021; 

PricewaterhouseCoopers, 

2017). Gender bias in 

crowdfunding (Andrieu et al., 

2021). 

 Lack of research on women 

as angel investors (Harrison & 

Mason, 2007) 

Section 3.6.5 ‒ Bank 

finance 

Bank finance is a neglected area in 

entrepreneurial finance research 

(Bellavitis et al, 2017;  Nguyen et al., 

2021).  

Research on female 

entrepreneurs‘ access to bank 

finance is covered in detail in 

Section 3.7 of this thesis.  

Section 3.6.6 Government 

policies, venture capital, 

and microfinance 

Credit union lending is low in the UK 

due to the risk involved (Talbot et al., 

2015).  A gap for innovative SMEs in 

government-supported venture capital 

funds in China (Li, 2015). 

Microfinance can contribute to firm 

growth (Subalova et al., 2015). 

Microloans can reduce 

financial poverty but not that 

much human poverty for low-

income women and their 

households (Hussain et al., 

2015)  

Section 3.6.7 Government 

assistance programs: 

policies,  grants,  and 

credit schemes 

  

Credit schemes not meeting objectives, 

need to be evaluated (Camino and 

Cardone, 1999, Cowling & Mitchell 

2003, OECD, 2017). Credit schemes 

did not meet objectives in Malaysia  

(Boocock & Shariff (2005). Grants 

increase access to bank finance 

(Dvouletý, et al., 2021: Lins, 2016) 

Grants designed specifically 

for women had a positive 

effect on getting bank loans 

and increasing employment. 

In the short run, grants 

increased sales  

(Srhoj et al. (,2019 ). 

Section 3.6.8  

Applications of corporate 

finance theories in 

entrepreneurial situations 

Pecking Order Theory applies (Frid 

2009; Paul et al. 2007). Pecking Order 

does not apply (Sharma & Gounder, 

2012).  Mixed results call for further 

research.  No study on the application 

of Life-cycle Theory was identified. 

No research was identified on 

the application of finance 

theories to female 

entrepreneurs‘ financing 

practices. 
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3.6.1 Research on internal informal sources of finance 

Table 3.1 shows that the research on internal informal sources of finance has been 

limited to financial bootstrapping and funding from family and friends. Peiris et al. 

(2015) conducted case studies of six Indigenous Sri Lankan tea exporters to investigate 

the underlying factors that led to the successful exploitation of external social capital to 

access bootstrap resources. The authors provide useful insights into how the tea 

exporters have used their social capital to acquire bootstrap resources. 

In another study, Lee and Persson (2016) studied the challenges of financing from 

family members. They argue that committing family funds to a risky investment 

outweighs familial transfers in low-consumption states. It weakens limited liability, 

which means family members are liable for any liabilities incurred. They add further 

that the very characteristics that generate intra-family insurance thus reduce family 

finance to a poor source of risk capital. Their findings suggest that third-party 

intermediation and semi-formalisation may be vital for promoting risky investment in 

contexts where contracts must bind social ties to overcome capital constraints.  

Carter et al. (2003) studied the influence of human, social, and financial capital on the 

likelihood of 235 USA businesswomen using bootstrapping techniques. They found that 

social capital (interpersonal relationships, shared values, identity, trust, and collective 

understanding) influenced bootstrapping. Social capital is, therefore, crucial during 

bootstrapping. Social capital arises through working together and achieving more than 

working as separate individuals (Sharma & Frost, 2020). 

In a recent study, Eddleston (2018) investigated whether family and close friends held 

women to a standard similar to the banks‘ standards when seeking finance. The study 

involved 162 companies led by women who had received US$39,218 on average and 90 

companies led by men who had collectively received an average of US$681,917 in bank 

loans. Women received US$16,000 from family and friends, whereas men received 

US$8,581 from family and friends. Women had to demonstrate quite a few exceptional 

commitments to get their requests for financial assistance approved. The research 

findings showed that women received more jumbo loans from family and close friends 

than their male counterparts. However, they (women) were required to demonstrate a 

high personal commitment to their businesses. 

Eddleston (2018, para. 5) added that: 
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While a woman‟s nurturing nature often inspires affection among loved 

ones and makes them more likely to open their wallets, it also can make it 

hard for them to imagine the woman as an entrepreneur in a forceful and 

entrepreneurial role. 

While family and close friends are willing to support female entrepreneurs financially, 

they must prove their business‘s quality and commitment to their business. Female 

entrepreneurs must meet this requirement if they wish to borrow substantial amounts of 

money. Male entrepreneurs did not require as high standards as women. Therefore, 

there does seem to be a gender bias from family and close friends. Their gender 

becomes an issue when they find themselves in situations where they must rely on 

immediate family and friends for financial support. 

Eddleston (2018) found that gender bias is deeply rooted in how we perceive WIB and 

society. These perceptions persist despite the progress they have made in the business 

world. Eddleston (2018, para. 7) adds, ―due to gender stereotypes, relatives are less 

likely to see a female entrepreneur‘s work as anything more than a hobby and not 

exactly a good investment, hence, the more rigorous standards‖.  

Table 3.1 shows that only two studies (Carter et al., 2010; Eddleston, 2018) were on 

internal informal sources of finance concerning female entrepreneurs. According to 

Bellavitis (2017), researchers have paid limited attention to research on informal 

internal sources of finance during the past decades, mainly financial bootstrapping. 

There is a need for more studies to be undertaken in this area. It is beyond this study‘s 

scope to carry out a detailed study on any of the internal informal sources of finance. 

Instead, the current study investigated the sources of finance used by the female 

entrepreneurs to start, operate, and grow their businesses and the difficulties accessing 

those financial sources. Hopefully, this study will pave the way for further studies on 

informal internal sources of finance used by female entrepreneurs.       

3.6.2 Research on venture capital 

Nguyen et al. (2021), by employing a bibliometric analysis of 6,902 articles from 1970 

to 2019 provided an overview of the research in entrepreneurial finance. They found 

that research on venture capital has dominated the entrepreneurial finance literature to 

date. Bellavitis et al. (2017) also found that entrepreneurial finance literature was 

dominated by research on venture capital. This finding is not surprising since venture 

capital has been used in the development of start-up firms in Western countries since the 
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1970s. According to Nguyen et al. (2021), there have been intensive research activities 

exploring the relationship between venture capital and entrepreneurial firms‘ 

performance. Other recent research in this domain includes the relationship between 

venture capital and the innovation ability of new firms (Gu & Qian 2019; Santos & Qin 

2019), and the role of venture capital financing in China (Cheng et al. 2019). 

According to Carter et al. (2003) ―understanding of female entrepreneurs and their 

access to equity financing is at a very early stage‖ (p. 23). However, there is little 

evidence to suggest that things have changed for the better since 2003. Studies on 

women‘s access to venture capital and angel capital have remained restricted to studies 

conducted only in the USA and the UK. According to Greene et al. (2001), studies on 

women have focused mainly on psychological dimensions, business characteristics, and 

business performance. The intersection of gender and venture capital is mostly 

unexamined. Studies on venture capital to investigate equity fund flows, investor 

criteria, and the investor‒investee relationship‘s nature are lacking. However, studies 

regarding venture capital point to the gender gap in female entrepreneurs‘ receiving 

financial capital.  

An exploratory study by Greene et al. (2001) found that the flow of venture capital 

investment to women-led businesses remained small. Greene and colleagues had used 

longitudinal data to determine capital investment by proportion, stage, industry, and 

gender. Their descriptive statistics and analysis of findings suggest several hypotheses 

to explain the existence of the gender gap. Similarly, Brush et al. (2018) used a database 

comprising all venture capital-funded firms in the USA to compare funding in those 

firms led by men and women across the stage, section, state, region, and outcomes. 

They found that women have made progress in attracting venture capital, but there is 

still a significant gender gap.  

In another study, Carter et al. (2003) surveyed 235 American businesswomen to 

determine the influence of human, social, and financial capital on the likelihood of 

seeking equity financing. They found that graduate education significantly influenced 

the use of outside equity funding. Social capital did not have any effect. They also 

found that network diversity positively related to funding sources. 

Table 3.1 shows a few studies on female entrepreneurs in equity financing conducted in 

the UK and the USA. Edwards (2012) recommended further research on the supply-side 
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of the equity industry to determine whether there are factors that affect the supply of 

venture capital to female entrepreneurs. Although there is a gap in research on venture 

capital and business angels), it is not possible to do a study on it in Fiji. The reason is 

that angel financing is not available in Fiji, and it is too early to study the government-

sponsored venture capital YES program, which started in 2019. 

3.6.3 Research on crowdfunding 

Crowdfunding is the second most researched topic after venture capital in 

entrepreneurial finance, but there is room for more research  (Nguyen et al., 2021). It 

has emerged as an important contributor to the field of entrepreneurial finance, although 

research on it started in 2010 (Cumming & Groh, 2018). Researchers have investigated 

various issues relating to crowdfunding during the past decade. For instance, Vismara 

(2016) compared regulation around the world and how it impacts the development of 

markets. The author also investigated the impact of retaining equity and social capital 

on the success of the project to be funded. Miller et al. (2019) compared the motivations 

of business angels and equity crowd funders in the start-up of a biopharma company in 

New Zealand. Foster (2019) investigated the roles of strong and weak social network 

ties in attracting backers to crowdfunding campaigns. Cumming et al (2019b) 

investigated investors‘ choice between cash and voting rights in crowdfunding. 

Studies on female entrepreneurs have investigated whether there is gender bias in the 

context of crowdfunding.  According to PricewaterhouseCoopers [PWC]((2017), 

females are more successful on crowdfunding platforms than males: the success rate for 

women is 24% and for men, it is 13%. Bapna and Ganco (2021) set up a field 

experiment to test whether investors respond differently to male founders than to female 

founders in the context of equity crowdfunding. The findings showed that male 

investors were as likely to be interested in ventures founded by females as those 

founded by males. The authors suggest that the gender gaps found in traditional equity 

funding may be restored through crowdfunding. 

On the other hand, Andrieu et al. (2021) found that investors‘ decisions on 

crowdfunding platforms are gender-biased. The authors found that companies with at 

least one woman in the top management were less likely to be funded. The results are 

based on data from four French emerging equity crowdfunding (ECF) platforms through 

which entrepreneurs raise early-stage funding from investors. The findings suggest that 
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crowdfunding does not ease the difficulties that women face in raising startup capital. 

Although there have been mixed results in the context of crowdfunding for female 

entrepreneurs, it is not possible to research it as it is not available in Fiji. 

3.6.4 Research on Business angels 

Generally, research on business angel financing is limited, due to the problems of 

collecting data (Cumming et al., 2019a). Since business angels are private investors, 

they are not required to provide information about their investments to the public. 

According to Cumming et al. (2019a), most research to date is based on the comparison 

between angel investments with non-angel investments. Bammens and Collewaert 

(2014) and Collewaert and Manigart (2016) with their innovative ways of collecting 

data have brought a new dimension to angel finance research. Their research allows new 

questions to be answered relating to the heterogeneity of angel investors‘ personalities 

or behaviour and investment outcomes. Similarly, Bonini et al. (2019) investigated how 

differences in angel behaviour impact the economic performance of portfolio 

companies. The authors found that angel-backed companies performed better and had 

higher chances of survival but the extent of angels‘ presence in the firm had a negative 

effect.  

As far as women's business angel financing is concerned, Harrison and Mason (2007) 

examined women‘s role in the UK‘s business angel market. They think the angel market 

is more important than the formal venture market in terms of both the number of 

ventures supported and total capital flows. Still, there is a lack of research on the role of 

women as angel investors. Their detailed analysis of business angels in the UK 

concluded that active women investors in the market differ only in limited respects from 

their male counterparts. Although there is a gap in research on business angel finance, it 

is not possible to do a study on it in Fiji. The reason is that angel financing is not 

available in Fiji, 

3.6.5 Research on bank finance 

Despite the emergence of new sources of entrepreneurial finance, bank finance 

continues to be an essential source of funding for entrepreneurs, as indicated by the 

following cases. Robb and Robson (2014) found that new entrepreneurs relied heavily 

on external debt, including bank finance. Cassar (2004) found that 43.5% of Australian 
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entrepreneurs had resorted to bank finance to start a business. Zarutskie (2006) found 

that 57.9% of all new firms in the USA used outside debt. Further, a comprehensive 

nationwide study by Huyghebaert and Van de Gucht (2007) in Belgium found that 

business start-ups had 44. 8% of their total debt as bank debt.  

Despite being an important source of finance for entrepreneurs,  bank finance in the 

field of entrepreneurial finance has been underresearched according to Bellavitis et al. 

(2017). In a special issue of Venture Capital, Volume 19, Issue 1-2: Embracing 

Entrepreneurial Funding Innovations, Bellavitis et al. (2017) suggest that the limited 

attention paid to traditional debt (bank) finance offers opportunities to explore, from 

different points of view and theoretical perspectives, the challenges that entrepreneurs 

face. Therefore, this study will explore the challenges facing female entrepreneurs in 

accessing bank finance in Fiji.  Female entrepreneurs' access to bank finance has been 

investigated in the field of female entrepreneurship but no conclusions have been 

reached on the challenges (Harrison & Mason, 2007; Leitech et al., 2018). This study 

will review the literature on female entrepreneurs' access to bank finance in Section 3.7. 

3.6.6 Research on government policies and venture capital funds, and 

microfinance 

Recently, some interest has been shown by researchers in government policies. For 

instance, Talbot et al. (2015) investigated recent policy proposals in the UK to utilise 

credit unions as a new source of finance for entrepreneurial new ventures. The authors 

undertook qualitative interviews with Chief Executive Officers (CEOs) of credit unions. 

Talbot et al. offer some reasons for the low levels of credit union lending to SMEs, with 

the risk being the main one.  

Similarly, Baldock and North (2015) investigated the finance gap for innovative SMEs 

and the role of UK government venture capital funds. They found that the gap in equity 

finance may stunt innovative SMEs‘ growth. They suggest that while the government 

can contribute to filling the gap, over-engineering should be avoided. They conclude 

that exits should be planned for, and timely follow-on funding should be factored in so 

that optimal growth and exit can be achieved. 

Another study was on government-supported venture capital funds in China. Li (2015) 

utilised interviews, case studies, and documentary evidence reviews to investigate 

government-supported Venture Capital Guiding Funds in China. He provided 
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fascinating evidence on the contextual drivers for public venture capital in China 

(primarily associated with a finance gap), the design of such publicly backed venture 

capital interventions, and their overall impact.  

Other studies were on microfinance. For instance, Subalova et al. (2015) investigated 

how microfinance contributes to firm growth in Kazakhstan, drawing upon interview 

evidence from both key stakeholders from microfinance institutions (MFIs) and 

entrepreneurs/SMEs who used MFI funding. They found differential capital structures, 

evaluative criteria, and customer bases (in other words, investees in terms of the 

characteristics of entrepreneurs, for example, the level of income, that they invest in) 

and offer unique theoretical and empirical contextualisation by focusing upon this 

distinctive Central Asian emerging economy and the important role of MFIs in driving 

growth. 

Similarly, Hussain et al. (2015) studied how microloans can reduce both financial and 

human poverty for low-income women and their wider households in the context of 

Punjab, Pakistan. They utilised a binary logistic model to analyse their quantitative 

survey data. Hussain et al. (2015) found that financial poverty is, indeed, alleviated by 

microloans (especially where spouses act jointly as household heads) but the impact on 

human poverty was much more tenuous and limited. For instance, human poverty was 

considerably more likely to be reduced for larger rather than smaller families. 

3.6.7  Research on government grants and credit schemes 

The studies on loan guarantee schemes have been mainly in developed countries 

(Boocock & Shariff, 2005). Camino and Cardone (1999) conducted a study to examine 

the role of loan guarantee schemes association in the EU. Another study was a micro-

level study of loan guarantee schemes in the UK (Cowling & Mitchell, 2003). Meyer 

and Nagarajan (1997) raised questions regarding the absence of evaluating credit 

schemes in developing countries. Boocock and Shariff (2005) tried filling that gap by 

reviewing the credit scheme‘s effectiveness known as the New Principal Guarantee 

Scheme sponsored by the Credit Guarantee Corporation (CGC) in its objectives of 

financial sustainability, financial additionality, and economic additionality in Malaysia.  

The three concepts are possible objectives of the evaluations (OECD, 2013). Financial 

additionality refers to increased credit flows or reduction of costs to SMEs. In 
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comparison, economic additionality refers to the use of the funds for economic and 

social benefits, such as increased employment, sales, and production (Chittenden & 

Wildgust, 1999; Lerner, 2002). Financial sustainability refers to the scheme‘s ability to 

cover operations and default (OECD, 2017). The scheme‘s net cost should not put the 

financial resources of the provider of the fund under undue strain. In other words, the 

scheme must be sustainable (Levitsky, 1993).  

Boocock and Shariff‘s (2005) findings provide sufficient evidence to demonstrate that 

Malaysia‘s CGC did not meet all of its objectives. The results show that CGCs are 

achieving access to debt finance; that is, they are getting credit or reducing costs. For 

economic additionality, the results were mixed. There was some evidence of an increase 

in employment, mixed evidence for improved performance, and a lack of evidence of 

positive effects on production.         

The OECD (2017) examined how 23 OECD and EU countries evaluate the 

effectiveness of publicly held credit guarantee schemes for SMEs. The OECD (2017) 

study showed that 19 out of the 23 studies evaluated financial additionality. Thirteen 

studies evaluated economic additionalities. Only three studies evaluated financial 

sustainability. Thus, the majority of studies focused on the question of how policy 

intervention affects intermediate outcomes (OECD, 2017). The 13 studies focusing on 

economic additionality put more emphasis on benefits as opposed to costs. Eight studies 

evaluated economic and financial additionality. Out of the eight, two studies evaluated 

financial sustainability and additionality. One study evaluated financial sustainability 

and economic additionality while only one assessed all three objectives. The study 

found that ―not all countries evaluate the performance of their programs, and when they 

do, they often focus only on financial and not economic additionality. The issue of 

financial sustainability is ―typically, neglected‖ (OECD, 2017, p. 5).   

Okura (2008) studied firms‘  financial statements and access to grants in China. The 

study showed that businesses applying for government grants prepare and submit 

detailed financial reports, using advanced accounting reporting. Those businesses that 

were entitled to receive government assistance had access to the services of accountants 

and lawyers. Such services enabled enterprises to get access to government grants. An 

empirical study by Lins (2016) showed that the receipt of a government grant acts as a 

quality certificate and increases the likelihood of new ventures raising bank debt 
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because the quality certificate helps in overcoming a lot of information asymmetry 

problems.  

However, government agencies must use a very high standard of the selection process 

and the measurement of credibility (Lins, 2016); it is important to stress that the effect 

of subsidy receipt might only function if the governmental program fulfils the 

conditions of selectivity and credibility. Therefore, government agencies should ensure 

high standards in the selection process to obtain a sizeable direct return to the public 

investment and support the indirect value of the subsidy receipt. 

One of the studies that evaluated the effect of small business development grants 

explicitly designed for female entrepreneurs in the EU countries was Srhoj et al. (2019). 

They compared firms subsidised by grants with a controlled group after five years. The 

findings showed that the grants had increased the chances of survival of firms owned by 

young and mature entrepreneurs. The grant also had a positive effect on getting bank 

loans and increasing employment. In the short run, grants increased sales, increased 

prices of its products, and increased efficiency in the production processes. The findings 

showed no increase in fixed assets, implying the grant may not have been large enough 

to purchase any additional assets.  

A similar study was conducted by Dvouletý et al. (2021). They reviewed studies 

investigating SME public grants‘ effect on firm performance in member countries of the 

EU. They reviewed 30 studies covering 13 countries published from 2000 onwards. The 

findings showed that the grants increased the survival of firms, increased employment, 

and fixed assets. Grants also increased sales with mixed results for labour productivity 

and efficiency in production processes. The researchers point out significant differences 

in analysis, size, age, region, industry, and quantum of support through the grant. 

According to the OECD (2017), the problem with guarantee schemes is the inefficient 

allocation of resources. Governments give loans to firms that already have access to 

regular finance. Storey (1999) points out that governments do not usually evaluate 

different support schemes before embarking on new support programs. Therefore, it is 

challenging to know if prescribed policies meet the objectives that the government had 

set out to achieve. Monitoring the effectiveness of support schemes is essential.  

Raihan (2007) found no indicator to measure the effectiveness, outreach, and impact of 

various credit facilities provided by public institutions in developing countries. Raihan 
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adds that such an evaluation can make government support more effective, resulting in a 

more significant impact on the targeted beneficiary groups.   

3.6.8 Exploring the application of corporate finance theories in entrepreneurial 

situations 

Empirical studies on the application of Pecking Order Theory to entrepreneurial finance 

have had mixed results. For instance, Demirbaş and Demirbaş (2015) undertook an 

extensive literature review to examine SMEs‘ capital structure in Turkey. In so doing, 

they found that, in line with studies in more developed country contexts, Turkish SMEs 

also adopt the pecking order of internal or family/friends' sources of finance before 

seeking external funding.  

Paul et al. (2007) conducted in-depth interviews with 20 Scotland-based entrepreneurs 

to explore the application of the Pecking Order Theory in start-up firms‘ financing 

preferences. The result showed that entrepreneurs in start-ups used their savings first. 

This finding is consistent with the Pecking Order Theory. However, when external 

finance was needed, most entrepreneurs preferred to use external equity instead of debt 

(bank) finance. As such, this finding is inconsistent with the Pecking Order Theory. 

Paul et al. (2007) concluded that bridged pecking order was applied to start-up firms‘ 

financing preferences.  

Similarly, Frid (2009) investigated whether entrepreneurs follow a pecking order of 

financing in business start-ups in the USA. This study investigated the types of financial 

resources acquired over time by 817 nascent entrepreneurs in creating a new venture. 

The entrepreneurs were interviewed during their nascent stages at the intervals of 12, 

24, and 36 months after the initial interviews. The finding showed that entrepreneurs do 

follow the Pecking Order Theory when financing start-ups. 

Sharma and Gounder (2012), while investigating constraints facing small and micro 

enterprises (MSEs) in Fiji, found that the financing patterns of the owners were 

contrary to the claims of the Pecking Order Theory. Their findings showed that 50% of 

the surveyed enterprises had a bank loan and bank finance was the second most 

important source for operations and growth after owners‘ capital. 

The Frid (2009) study stopped just before entrepreneurs would have started looking for 

external finance. Using their finances during nascent stages is obvious, as it is a cheaper 

and readily available source of finance. As such, the conclusion that the pecking order is 
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applied during nascent stages is not something new. In contrast, Paul et al. (2007) found 

that entrepreneurs followed bridged pecking order. During the start-ups, entrepreneurs 

used their savings but moved to external equity without using bank finance. Sharma and 

Gounder (2012) found that the financing practices of Fijian MSEs were not consistent 

with the Pecking Order Theory. The mixed results for the Pecking Order Theory call for 

more studies to refine the conclusions further.   

3.7 Research on female entrepreneurs’ access to bank finance 

Most research on access to bank finance is on challenges generally classified as 

demand-side and supply-side challenges. Demand-side challenges emanate directly 

from the firm‘s side, pointing mostly to the firm‘s and owner‘s characteristics, which 

inhibit external finance access (Abel, 2016). On the other hand, supply-side challenges 

emanate or are encountered from the suppliers‘ side (financial institutions, government), 

which inhibit access to external finance (Abel, 2016).  

3.7.1 Demand-side challenges 

Based on the theoretical framework (see Figure 3.4), the first set of challenges discussed 

are those posed by the individual characteristics that draw upon Trait Theory. Studies 

have shown that risk-averseness is one of the critical challenges that adversely affect 

female entrepreneurs‘ access to bank finance (Constantinidis et al., 2006; Orhan, 2001). 

However, not all female entrepreneurs are risk-averse. Sexton and Bowman-Upton 

(1990) found that female entrepreneurs scored lower on risk propensity tests than male 

entrepreneurs; however, female entrepreneurs were still higher risk-takers than the 

general public. Similarly, the study by Mordi et al. (2010) reveals that female 

entrepreneurs who are ready and willing to take risks are open to challenges. They put 

in their best effort in achieving their goals.  

However, because female entrepreneurs prefer slower growth (Cliff, 1998) and prefer to 

rely mostly on personal savings rather than debt, they are said to be risk-averse (Brush, 

1997; Kepler & Shane, 2007; Orhan, 2001; Verhuel, 2005). Brush (1997) argues that 

because female entrepreneurs must cope with their businesses‘ demands and family 

responsibilities, they do not want to go into debt. If they do, they request smaller 

amounts. Nevertheless, some female entrepreneurs are growth-oriented and are prepared 

to take risks (Mordi et al., 2010). They are also influential leaders who utilise a wide 

range of financing sources (Gundry & Welsch, 2001). 
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There are other individual characteristics, other than risk-averseness, which pose 

challenges to female entrepreneurs in accessing bank finance. A summary of empirical 

research on the individual characteristics posing challenges appears in Table 3.2. 
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Table 3.2 Empirical research on key characteristics of female entrepreneurs  

Authors Entrepreneurs’ 

characteristics 

posing challenges  

Summary of findings and suggestions 

for overcoming challenges 

Brush (1997), Kepler and Shane (2007, 

Masters and Meier (1988), Mordi et al. 

(2010), Orhan (2001), Sexton and 

Bowman-Upton (1990), Verhuel (2005). 

Risk-averseness 

 

Studies have shown that not all women 

are risk-averse; some are also risk-

takers  

Hisrich and Brush (1984), Kirkwood 

(2009); Orhan (2001), Sonfield et al. 

(2001).   

Lack of self-

confidence leads 

to the inability to 

talk to bankers 

Women should learn to talk to bankers 

(Hisrich, 1989) 

Amit and Muller. (1994),Caputo and 

Dolinsky (1998), Constantindis et al. 

(2006), Cooper and Goby (1999), De 

Maritino (2003), Kepler and Shane 

(2007) Kourilsky and Walstad (1998), , 

Liunggren and Kolverid (1996), Orhan 

(2001. 

Motivation  ‗Push‘ and ‗pull‘ motivations 

Males and females had the same 

motivations; differences were noted in 

the late 1980s 

 Boden and Nucci (2000), Coleman 

(2004a),Dolinsky et al. (1993), Fisher et 

al. (1993), Halkias, et al. (2011), Hisrich 

and Brush (1986), , Miniti et al. (2005). 

Women have 

lower levels of 

education in 

developing 

countries  

Continuing education to compensate for 

the educational gap (Hisrich, 1989) 

 Carter et al. (1997), Fischer et al. 

(1993),  Lerner et al. (1997). 

Less managerial, 

financial, and 

industrial 

experience than 

men 

Continuing education to compensate for 

experience gaps and use of outside 

experts (Hisrich, 1989) 

Greene et al. (2001), Orhan (2001), 

Verheul and Thurick (2001). 

Lack of financial 

skills 

Gain more education in financial areas: 

working with money, banking 

requirements, and loan procedures 

(Hisrich, 1989)  

Boden and Nucci (2000, Brush (1992), 

Carter et al. (1997), Fischer et al. (1993), 

Lerner et al. (1997), Mahot (1997).  

Lack of 

management 

skills 

Develop management skills through 

continuing education (Hisrich, 1989) 

Aldrich (1989),  Fatoki and Smit (2011) 

Olomi et al. (2008), Raihan (2007). 

Lack of 

knowledge of 

funding sources 

Need to have a better understanding of 

what financial institutions are there to 

provide 

(Raihan, 2007) 

Raihan (2007), Welter (2004).  Lack of 

networking  

Establish strong support of family and 

friends (Hisrich, 1989)      

Glas and Petrin (1998), Hisrich (1989), 

Huq and Richardson  (1997),  Itani et al. 

(2011), Shabbir and Di Gregorio (1996)  

Family and 

household 

responsibilities 

Women should assess their family 

needs before getting into the business 

(Hisrich, 1989) 
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Table 3.2 shows that lack of self-confidence is another characteristic of female 

entrepreneurs, which affects the entrepreneurial success and access to finance. Hisrich 

and Brush (1984) found lack of self-confidence to be the biggest obstacle to female 

entrepreneurs‘ success in a longitudinal study (from 1981 to 1987) at the national level 

carried out in the USA. Kirkwood (2009), in her study of 25 male and 25 female 

entrepreneurs in New Zealand, found that female entrepreneurs did not feel confident 

regarding themselves as entrepreneurs. They exhibited a more significant lack of self-

confidence in their abilities as entrepreneurs when compared to men. Kirkwood 

concludes that the lack of self-confidence continues to constrain women and affect their 

ability to access finance, limiting their growth aspirations. However, in the case of some 

female entrepreneurs, self-confidence in business grew over time. In contrast, Sonfield 

et al. (2001) found that female entrepreneurs were generally less confident than male 

entrepreneurs in decision-making.  

Because female entrepreneurs lack self-confidence, they can also not communicate 

effectively with bank officials (Hisrich & Brush, 1984; Orhan, 2001). Orhan (2001) 

concluded from her study in France that communication problems result from 

intercultural bias. Male bankers tend to consider a female entrepreneur as a woman first 

rather than a business person. Hisrich and Brush (1984) went further, recommending 

that female entrepreneurs learn to talk to bankers by participating in confidence-

building workshops and seeking assistance from women who have already been 

successful in business.  

Motivation is the most explored psychological characteristic in female entrepreneurship. 

Researchers have examined what motivates a female entrepreneur to create a business. 

Early research did not find any differences in motivation between males and females 

(Hisrich & O‘Brien, 1981; Schwartz, 1976). However, Scott (1986), building on the 

work of Hisrich and Brush (1984), reports gender differences in female entrepreneurs‘ 

responses to reasons for starting a business. Some authors and institutions have 

classified motivation as opportunity pull and necessity push: 

Pull motivated entrepreneurs identify opportunities and come up with new 

ventures. Push motivated entrepreneurs are those who are dissatisfied 

with their current position, for reasons not related to their entrepreneurial 

characteristics which push them to start a venture. (Amit & Muller, 1994). 

Kourilsky and Walstad (1998) and De Martino and Barbato (2003) identify push and 

pull factors that motivate women to become entrepreneurs. In this context, push factors 
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included dissatisfaction with the job, independence (Ljunggren & Kolvereid, 1996; 

Orhan, 2001), and family commitments (Caputo & Dolinsky, 1998). The pull factors 

included self-esteem (Cooper & Goby, 1999), family and lifestyle motivators, and social 

prestige. Women placed less value on social status and power when compared to men 

(Orhan, 2001) and on earning revenue (Kepler & Shane, 2007). The pull motivations of 

an entrepreneur affect access to finance, according to Constantindis et al. (2006). 

Studies by Dolinsky et al. (1993) and Fischer et al. (1993) report differences in levels of 

education and professional experience as having an essential role in venture creation 

success and survival. Similarly, Hisrich and Brush (1988) found that the level of 

education has a positive impact on initial entry and future business performance. In 

another study, Hisrich and Brush (1993) found a strong relationship between an 

experience (industry and managerial) and successful performance. Shabbir and Di 

Gregorio (1996), and Catley and Hamilton (1998) believe the professional experience 

was a critical factor in helping women start a business and to continue to improve their 

business performance.  

Studies in the USA (Boden & Nucci, 2000; Hisrich & Brush, 1986) show that female 

entrepreneurs have lower education levels than male entrepreneurs. The situation in the 

USA today may not be the same as it was in those years. Therefore, it is not surprising 

that Hisrich and Brush had in 1986 alerted to the need to conduct training and 

workshops. They requested authorities to put in place mechanisms to educate female 

entrepreneurs about financing and business start-up processes. During this period, two 

other studies (Dolinsky et al., 1993; Fisher et al., 1993) conducted in Canada and the 

USA did not find pertinent differences in male and female entrepreneurs‘ education 

levels.  

However, studies continued to show that female entrepreneurs in developing countries 

had lower education levels than their male counterparts. In their study of female 

entrepreneurs in low-income countries, Global Entrepreneurship Monitor, 2004, Minniti 

et al. (2005) showed that female entrepreneurs had not completed secondary education. 

Around the same period, a Nigerian study showed that the lack of education was the 

root cause that created fear of business failure among female entrepreneurs (Halkias et 

al., 2011). A low level of education is a specific barrier to financing, according to a 

study undertaken by Constantinidis et al. (2006). 
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Several empirical studies (Boden & Nucci, 2000; Brush, 1992; Carter et al., 1997; 

Fischer et al., 1993; Lerner et al., 1997) reveal that female entrepreneurs had less 

experience than male entrepreneurs in managing employees. Moreover, female 

entrepreneurs have not had sufficient experience working in the business they were 

heading and had no experience setting up new businesses. Work experience affects 

financial competencies more than educational qualifications (Kepler & Shane, 2007). 

Despite the rapid rate of increase in education levels among women, there still exists a 

gap in management skills (Mahot, 1997). This situation holds for women in developed 

countries in Europe in particular, where women have levels of education that are 

equivalent to or even higher than men. However, women often lack financial and 

management skills (Orhan, 2001). Lack of managerial competencies is one of the 

significant factors influencing low access to finance for SMEs in South Africa (Fatoki 

& Smit, 2011). 

Female entrepreneurs are more likely to have less financial management experience 

(Orhan, 2001; Verheul & Thurick, 2001) caused by societal factors, such as family 

history, race, ethnicity, economic status, social/ ethnic customs, and social/ ethnic 

taboos amongst others. The combined effect of these factors is a denial of access to the 

training of female entrepreneurs. Further, the resultant lack of financial skills does not 

allow female entrepreneurs to prepare accurate financial statements and business plans 

following banks‘ requirements. The outcome is the denial of a bank loan. Hisrich and 

Brush (1986) suggest that women should strive to acquire better education in 

commercial areas and learn more about their financial needs. They should familiarise 

themselves with working with money, banking requirements, and procedures for 

obtaining bank loans. 

Often female entrepreneurs are not aware of where they can access loans. They are also 

uninformed or not advised of the options available to them, and what costs and risks are 

associated with various borrowing options (Raihan, 2007). Raihan (2007) adds that the 

inherent lack of knowledge generates reluctance in entrepreneurs seeking loans from 

banks. The study by Olomi et al. (2008) showed that a lack of understanding of 

available financial services is responsible for the low access to finance to female 

entrepreneurs. Raihan suggests that women need to better understand financial 

institutions and the processes put in place through which they can access loans.  
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The lack of knowledge of funding sources results from a lack of networking (Carter et 

al., 2003; Greene et al., 2001). The literature on networking among female 

entrepreneurs is relatively weak (Raihan, 2007). Aldrich (1989) and Welter (2004) draw 

attention to gender-related gaps in networking among female entrepreneurs. They found 

that female entrepreneurs did not have adequate opportunities to meet. Networking 

organisations were scarce. The only networking they did was with women co-workers 

and family members. They did not add value to their businesses. 

Invariably, women‘s networks, in this case, included work, family, and social life and 

were more likely to use other women merely as an information source (Aldrich, 1989). 

Furthermore, female entrepreneurs spend less time networking due to family 

responsibilities, denying them essential information concerning finance acquisition 

(Raihan, 2007). It is not surprising that networking was one of the major factors 

responsible for low access to finances by SMEs in South Africa (Fatoki & Smit, 2011). 

Hisrich (1989), in his longitudinal study conducted in the USA from 1981 to 1987, 

showed that female entrepreneurs spend less time networking with other entrepreneurs 

and stakeholders, mainly due to family responsibilities. Spending more time on family 

responsibilities deprives women of access to valuable information and contacts that can 

be beneficial to their businesses. Hisrich suggests that female entrepreneurs should 

assess their family needs before getting into the business. 

Studies on family support confirm that families‘ positive social attitudes toward WIB 

positively impact women‘s aspirations for business creation (Glas & Petrin, 1998; Huq 

& Richardson, 1997; Shabbir & Di Gregorio, 1996). However, social attitudes can also 

have negative impacts on women‘s aspirations towards business creation by being 

housekeepers or housemakers (Itani et al. 2011), being obedient and accommodating to 

their male counterparts (Dzisi, 2008), and being the only ones to look after the children. 

Such perceptions, together with large family sizes and a joint family system (Tambunan, 

2009), increase women‘s responsibilities. As a result of these additional responsibilities, 

women have less time for entrepreneurial activities (IFC, 2011).   

The support of husbands can be an essential source of moral and financial support for 

women entering a business. However, studies conducted by the ILO (2003) and Jamali 

(2009) show that husbands in developing countries do not play an active role in carrying 
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out household responsibilities. They are not cooperative with their female counterparts 

and do not consider women entering into business as a positive move.  

In summary, two key points emerge from the above review of the individual 

characteristics of female entrepreneurs. First, female entrepreneurs were compared with 

male entrepreneurs, using profiles developed for male entrepreneurs. Second, research 

on female entrepreneurs‘ characteristics was mostly in developed countries such as 

France, the USA, Canada, and New Zealand.  

Table 3.3 provides a summary and brief explanation of organisational characteristics 

that pose demand-side challenges to female entrepreneurs‘ access to finance.  
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Table 3.3 Empirical research on organisational characteristics 

Authors Business 

characteristics posing 

challenges 

Suggestions for overcoming 

challenges 

Bigsten (2003), Fatoki and Smith 

(2011), IFC (2011), OECD (2011), 

Raihan (2007), Yitayal (2004). 

Lack of collateral Providing women with collateral-free 

banking, accepting other valuables 

such as gold jewelry as security, 

changes to land ownership for women 

to acquire land to use it as collateral 

(IFC, 2011)  

Berger and Udell (1985), Bigesten 

(2003),  Fatoki and Smith (2011), 

Osano and Languitone (2016), 

Petersen and Rajan (1994), Yitayal 

(2004).  

Information 

asymmetry 

Developing financial systems more 

adapted to the local context (Osano & 

Languitone, 2016). Maintaining long-

term relationships with banks (Berger 

& Udell 1995; Petersen & Rajan, 

1994), incorporation (Storey, 1994)  

Rosa and Hamilton (1994). Ownership: sole 

traders (small capital) 

Forming limited companies (Shalier, 

1999) 

Fisher et al. (1993), Hisrich and 

Brush (1987), Longstreth et al. 

(1987), Robinson (2003), Srinivasan 

et al. (1994), Sexton and Robinson 

(1989), Watson (2002), Watson and 

Robinson (2003). 

Women do not 

consider profit as a 

measure of 

performance 

Using financial measures of 

performance (Perera & Baker, 2007)  

Cooper and Goby (1999), Eriksson 

et al. (2009), Hokknanen  et al. 

(1998), Pang and Nair (1994).  

Preference for personal 

finance and loans from 

family and friends or 

non-debt finance 

Women should learn about different 

sources of finance and change their 

preferences (Eriksson et al., 2009)  

Cooper and Goby (1999, Cliff 

(1998), Constantindis et al. (2006), 

Evans and Leighton (1989), Gundry 

and Welsch (2001), Hisrich and 

Brush (1984, Minniti et al. (2005), 

Rosa and Hamilton (1994).  

Small size; preference 

for slower growth 

strategies, small start-

up capital: Do not 

appeal to banks 

resulting in high 

interest for small 

amounts 

Women-owned businesses should 

expand in size as much as possible 

(Yesseleva-Pionka, 2016)  

Hisrich (1989), Robb and Wolken 

(2003. 

Lack of track record Develop a credible track record by 

obtaining technical and management 

knowledge (Hisrich, 1989) 

Table 3.3 also provides an overview of how female entrepreneurs can overcome those 

challenges. Furthermore, it shows that key characteristics that pose challenges include 

lack of collateral, information asymmetry, ownership, measurement of performance, 

financing practices, lack of track record, and characteristics of women-owned 

businesses (small, young, riskier, low growth, found in the retail and service sector).  
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According to Gitman (2003), collateral is security for debt payment. It can be any asset 

up to 100% or more than the debt‘s value, committed by borrowers to lenders. The 

collateral provided as security by the borrower‘s lender should recover the amount 

borrowed in case of default. Raihan (2007), Bigsten (2003), Yitayal (2004), and Fatoki 

and Smit (2011) reported that the majority of SME owners who are reluctant to seek 

bank credit complain about excessive collateral requirements. This requirement is a 

significant challenge for female entrepreneurs who desire to access bank loans. The 

banks need security in land titles or mortgages over buildings, security papers, deposit 

and insurance certificates, and any property exclusively owned by the borrowers.   

In the Middle East and North Africa region, lack of sufficient collateral requirements is 

the leading cause of failure to access bank finance (Organisation for Economic Co-

operation and Development [OECD], 2011). Women in many countries cannot enter 

into contractual arrangements with banks or other parties under their names because of 

constitutional and legal provisions. For the same reasons, they cannot control property 

within marriage or access a fair share of assets upon getting a divorce. The law prohibits 

them from inheriting any property (IFC, 2011). Some banks‘ acceptable practices have 

not been replicated, such as collateral-free banking introduced and implemented by the 

First Women Bank in Pakistan. Other countries can emulate the practice of accepting 

gold jewelry as security for loans as in Sri Lanka. Changes to the law to allow women to 

acquire land and use it as collateral in Uganda (IFC 2011) are other examples that can 

be emulated by other countries.  

Information asymmetry is one of the most critical factors that constitute a key constraint 

for SMEs to access bank finance (Bigsten, 2003; Fatoki & Smit, 2011; Yitayal, 2004). 

Information asymmetry happens when one party to a transaction holds more 

information than the other party. In the context of bank lending, the borrower has more 

details on the business than the banker. While information asymmetry will always be 

asymmetry, this asymmetry is more pronounced in bank lending to female 

entrepreneurs. The seriousness of information asymmetries between bankers and 

entrepreneurs is the main stumbling block to SME financing in general, and especially 

in Sub-Saharan Africa, as pointed out by Osano and Languitone (2016).  

Developing financial systems that are more suited to local needs can ameliorate 

problems with asymmetry (Osano & Languitone, 2016). Another way to deal with 

asymmetric information is to establish an ongoing relationship with the banks. In their 
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study of small firms, Petersen and Rajan (1994) found firms that borrowed from a 

smaller number of banks gained from lower interest rates and got more finance from the 

banks. Similarly, Berger and Udell (1995) found that having a longer banking 

relationship can compel the bank to charge lower interest on loans. Also, banks are less 

likely to ask for collateral. 

Fatoki and Smit (2011) found that small businesses, generally women-owned 

businesses, are less transparent, creating information asymmetry. Incorporating or 

forming a public company can also help overcome information asymmetry problems 

(Storey, 1994). Public companies are more transparent than other forms of businesses. 

Therefore, it is not surprising that the bank‘s lending decision favours public 

companies; they see greater business credibility (Shailer, 1999).  

As shown in Table 3.3, female entrepreneurs are mainly sole traders who tend to seek 

assistance from their domestic partners and family to support them in their businesses. 

Rosa and Hamilton (1994) found that venture ownership differences between male and 

female entrepreneurs were not significant. The only difference noted was that women 

business owners tended to rely on their spouses and relatives to somehow contribute to 

the business.  

Business performance is the most reviewed topic in the organisation dimension. 

However, there still is no consensus on whether female and male entrepreneurs have 

similar performance ratings. Watson (2002) and Watson and Robinson (2003) found the 

same performance rating in women-owned and men-owned businesses, while Fisher et 

al. (1993), Srinivasan et al. (1994), and Sexton and Robinson (1989) argue that women-

owned organisations have lower performance than those owned by men. Researchers 

need to know what successful performance means to female entrepreneurs. Brush 

(1992, p. 17), found female entrepreneurs: 

Conceive their business as a cooperative network of relationships rather 

than primarily as a separate profit-making entity and success for them 

meant finding harmony within their relationships with others. 

To get access to debt finance, female entrepreneurs should focus on financial 

performance (Perera & Baker, 2007) measured by profit. However, Novaczek et al. 

(2006), in their study of the contribution of women entrepreneurs to the local economy 

in Fiji, argued that for small island nations, the performance of doing business should 
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not be measured by profit only. The performance should be measured in terms of 

sustainability as well. 

The financing practices of female entrepreneurs are significantly different from male 

entrepreneurs (Coleman, 2002; Constantinidis et al., 2006). Constantinidis et al. (2006) 

and Coleman (2002) have shown that women invest fewer personal resources in their 

businesses. They put less personal finance into their businesses, and are reluctant to 

seek external finance. Moreover, female entrepreneurs prefer to use their own sources of 

finance and not depend on external debt. Eriksson et al. (2009) found that women in 

Finnish SMEs were more likely to use their own equity rather than seek external sources 

of finance. They suggest this is due to their satisfaction in using their personal funds.  

Characteristics of women-owned businesses, as shown in Figure 3. 6, pose specific 

challenges in accessing bank finance. 

 

 

 

 

 

 

 

 

 

 

 

Figure 3.6 Differences between men and women-owned businesses in obtaining bank credit  

(Source: Edwards, 2012) 

Studies conducted in the USA to examine some fundamental characteristics of women-

owned businesses show that they were usually smaller (Evans & Leighton, 1989). 

Additionally, the owners were relatively new in business and concentrated in traditional 

female-oriented industries like retail, hospitality, and services (Evans & Leighten, 1989; 

Hisrich & O‘Brien, 1982; Holmquest & Sundin, 1988). They were at high risk and had 

low growth potential (Edwards, 2012). A recent study in Australia states that the 
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incorporation of the business also matters (Yesseleva-Pionka, 2016). After 

incorporation, the company has better chances of getting a loan. 

Sexton and Bowman-Upton (1990) examined why female entrepreneurs were choosing 

retail and service sectors. They concluded that these businesses were less capital 

demanding than businesses in the manufacturing and transport industries. Moreover, 

female entrepreneurs did not have sufficiently large sums of money to start their 

businesses. They were holding low-level positions and getting low pay in their previous 

jobs. Therefore, the women preferred to take up businesses dealing with sales and 

administration, where they already had some previous experience and exposure (Hisrich 

& Brush, 1984).   

In addition to opting for service-related businesses, female entrepreneurs prefer to be in 

businesses with slow growth. They believe fast-growth strategies are associated with 

high risks (Cliff, 1998). Female entrepreneurs who choose growth-oriented businesses 

have very distinctive characteristics and outlooks. Their organisational structure is 

team-based, they are influential leaders, and they utilise several finance sources to grow 

their businesses (Gundry & Welsh, 2001). 

Banks prefer to lend to more substantial businesses that inadvertently are male-owned 

(Coleman, 1998; Fabuwale et al., 1995; Hokkanen et al., 1998). They like to lend to 

more significant businesses because the cost of administration and servicing small loans 

is high, as Raihan (2007) points out. Women-owned businesses are small because 

women often start their businesses with smaller amounts of capital, and because of 

disrupted working careers when starting a new business (Raihan, 2007). Moreover, their 

meagre personal savings do not permit female entrepreneurs to start in a big way, a 

common situation in many Asia Pacific and African countries (Raihan, 2007, p. 33).  

Banks are often reluctant to lend to these sectors (Raihan, 2007) because they are low in 

growth and are not profitable. External fund providers prefer to fund technology-

intensive manufacturing businesses. These are generally growth-oriented and cost-

effective so that they can repay their loans. Women are involved in manufacturing 

businesses only to some extent. They are mainly in slow growth and less 

technologically intensive ventures, which are usually not very profitable. 

Keeping proper records is essential for businesses seeking loans from banks. Banks 

often rely on a track record in reviewing loan applications (Raihan, 2007). Therefore, 
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female entrepreneurs need to establish a credible and relevant track record by 

undertaking training on record keeping or seeking assistance from knowledgeable 

people in this area (Hisrich, 1989).  

In summary, the points that emerge from the above review of organisational 

characteristics are similar to those that emerged from the review of the characteristics of 

female entrepreneurs. First, female-owned businesses were compared with male-owned 

businesses. Second, research on female-owned businesses‘ characteristics was mostly in 

developed countries such as France, the USA, Canada, and New Zealand.  

3.7.2 Supply-side challenges: banks  

The policies and practices of financial institutions impact women‘s access to finance in 

various ways (Bigsten, 2003; Yitayal, 2004). When designing their policies and 

practices, commercial banks are usually aware of the high risks associated with lending 

to SMEs and, in particular, businesses owned by female entrepreneurs. Various studies 

(Bigsten, 2003; World Bank, 2003; Yitayal, 2004) confirm that SMEs and women-

owned businesses are considered high-risk borrowers. The perception of high risk gives 

rise to a hike in interest rates and further compounds the high uneconomic cost of 

processing, administration, and servicing small loans. The credit risk-assessment 

process is the same for small and large loans. Leffileur (2009) suggests promoting 

guaranteed funds that allow sharing risks and reducing perceived risks by banks.  

Since banks wish to minimise their costs, they do not want to extend credit to women. 

They are also reluctant to offer women-owned businesses preferential interest rates to 

help them compete in the capital market (Raihan, 2007). There is strong evidence to 

show that high-interest rates discourage most small businesses from applying for bank 

finance (Diagne & Zeller, 2002; Foltz, 2004). This somewhat unfavourable trend can be 

arrested by increasing competition in the banking industry to lower borrowing costs 

(Anzoategui & Rocha, 2010). 

Banks have not made much effort to design specific lending packages to suit female 

entrepreneurs‘ particular circumstances (Raihan, 2007; UNECE, 2009). Raihan (2007) 

adds that the research and development of financial institutions tend to ignore this 

specific group of untapped clientele, which results in a small number of products 

available for female entrepreneurs. Moreover, banks are not fully aware of the nature of 

business concepts and the financing needs of women-owned businesses. Consequently, 
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they cannot deal with the real needs of female entrepreneurs innovatively (Raihan, 

2007; UNECE, 2009).  

Banks‘ practices and procedures for lending to female entrepreneurs can be almost 

overwhelming, very complex, and lengthy (Raihan, 2007). In a survey of SMEs in 

Bangladesh, Raihan (2007) found that women business owners, on average, had to 

make 15 visits to the bank for a straightforward loan, three visits to a moneylender, 2.5 

times to an associate, and 2.25 times to relatives and friends (Raihan, 2007, p. 28). 

During visits to the banks, borrowers fill out a long list of exceedingly complex 

documents without explanatory notes or bank staff guidance.  

There are also no follow-ups on borrowers who had been unsuccessful in their loan 

applications. Research suggests that women in developing countries do not only want 

credit; they also wish to be advised and counseled (Morrall, 1993). This requirement 

applies to women in developed countries as well. As Read (1994) points out in his study 

of female entrepreneurs in the United Kingdom (UK), there were no differences 

between women and men in the use of banking facilities. Also, there were no 

differences in their attitudes towards bank charges and experiences in dealing with 

banks. However, female entrepreneurs used the bank as a source of funds, and as a 

source of sound advice on financing their businesses. 

Having looked at financial factors, this review next considers the impact of non-

financial factors such as sex stereotyping and discrimination. Studies by Buttner and 

Rosen (1988) support the existence of stereotypes. Their study of bank loan officers 

found that women are perceived to be less entrepreneurial than men. However, this 

stereotyping did not significantly influence the lenders‘ decisions. Moreover, Raihan‘s 

(2007) research shows that banks believe female entrepreneurs lack innovative business 

ideas because they are women. Based on this preconceived view, banks are quick to 

refuse to lend to female entrepreneurs, sometimes even without looking at the proposals 

seriously.  

Raihan (2007) and UNECE (2009) argue that financial institutions may not have the 

skills necessary to evaluate innovative business ideas. Because banks have not 

developed any benchmarks for such creative ideas, they have no basis for credit 

assessment (Constantindis et al., 2006). Furthermore, bankers perceive female 

entrepreneurs cannot be innovative (Raihan, 2007). Female entrepreneurs find it 
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challenging to counter society‘s negative beliefs about women (Hisrich & O‘Brien, 

1981), which trickles down to bank officials. Also, because of cultural barriers, banks 

are often not too interested in lending to female entrepreneurs and, therefore, do not 

make that extra effort to reach out to women (IFC, 2010). 

Most debate on female entrepreneurs‘ access to bank finance relates to gender 

discrimination. Studies so far on gender discrimination have had mixed results. For 

instance, Buttner and Rosen‘s (1992) study of Slovenian SMEs showed that gender is 

not an issue. Banks are most concerned about lending to high-risk ventures and ventures 

with a low rate of return. When banks denied loans to male applicants, it was quite 

acceptable to conclude banks denied loans because of a lack of a feasible business plan 

or because of high risk. However, when banks refused loans for female applicants, it 

was relatively easy to conclude that banks rejected the loan because of discrimination. 

On the other hand, Fay and Williams (1993) conclude that there is gender 

discrimination. They carried out two experiments in New Zealand using a Goldberg-

type procedure to determine if women are unfairly discriminated against when applying 

for bank loans to start a business. They carefully constructed two scenarios of an 

application for loan finance to purchase a commercial business. They mailed the 

applications to loan officers of major trading bank branches. They asked the loan 

officers whether or not they would approve a loan. The loan officers were also asked to 

specify the factors they considered in their decisions. Except for sex and education, the 

scenarios were identical in all respects.  

Significant differences in response to the female and male applicants were noticed in 

both experiments. In Experiment I, both applicants had the same university education 

and were equally likely to obtain a loan. However, for the female applicant, education 

was considered a more critical factor than for the males. In Experiment II, both 

applicants had high school education and were equally unlikely to obtain a loan. 

However, the female applicant was less likely to get a loan than the male applicant. 

Based on the findings, the researchers concluded that women can experience gender 

discrimination when seeking start-up capital from banks (Fay & Williams, 1993).  

No evidence of discrimination against women based on gender was found in the UK 

(Read, 1994) or in the USA (Coleman, 1998; Fabowale et al., 1995; Hokkanen et al., 

1998). Women were not treated unfavourably compared to male entrepreneurs in terms 
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of access to capital and credit terms, that is, the quantum of loan, interest rate, or interest 

margin. These researchers added that if there was discrimination, it was on the quantum 

of the loan. Banks preferred to lend to larger businesses.  

Orhan (2001) examined bank security requirements for loans and found that the only 

blatant discrimination against women in France was more stringent collateral 

requirements. The study conducted by Watson et al. (2009) in Western Australia did not 

show any discrimination based on gender. Demand-side issues such as risk-taking and 

the desire to maintain control played an essential role in determining the balance 

between debt and equity in women-owned SMEs. The researchers used a sample size of 

123 respondents, which is relatively small considering Western Australia‘s population. 

Therefore, the inferences made about Australian SMEs cannot be relied upon. 

Further, a study by Eriksson et al. (2009) in Finland found no gender-related differences 

in the use of bank debt in Finnish SMEs. This finding, they say, depended on the 

context of the study. Finland is a country with a long history of treating women equally 

in all economic and bank-based capital markets. Similarly, Seck et al. (2020) 

investigated if female entrepreneurs in Senegal are discriminated against in the credit 

market. They found that there was no such thing as gender-based discrimination and 

that females benefit from credit and reap equal returns from the funds. 

In summary, supply-side challenges posed by the banks include banks‘ perception of 

women-owned businesses as risky. Banks charge high-interest rates to women-owned 

businesses. They lack tailored products for women-owned businesses and lack a clear 

understanding of the business concepts of women-owned businesses. Banks have 

complex procedures for getting bank finance, lack support for unsuccessful applicants, 

and indulge in sex-stereotyping and discrimination. Banks can overcome the perception 

of high risk by promoting sustainable guarantee funds. High-interest rates charged to 

women-owned businesses by the banks can be overcome by competition in the financial 

sector.   

3.7.3 Supply-side challenges: macro factors  

The research findings on macro factors: culture and society, government policies, 

regulations, and support services, are discussed in this section. As noted earlier, some 

cultures restrict womens‘ mobility. Restrictions on women‘s mobility are barriers to 

financial access (UNECE, 2009, p. 4). In some other cultures, women do not have the 



94 

 

right to own a business (Roomi, 2013) or land. The lack of land rights becomes a 

problem when women apply for bank loans because they cannot provide land as 

security. 

Moreover, government policies and regulations can significantly impact female 

entrepreneurs, as Birkland (2001) states. The IFC (2011) adds that a lack of government 

regulation of the environment is a fundamental challenge that governments need to 

address (Olomi et al., 2008). Governments must also act where there is a lack of credit 

reference bureaus and interactions between lenders and borrowers. The enactment of 

legislation to regulate the business environment is a responsibility the government 

cannot forget. Weaknesses in the legal systems impede female entrepreneurs‘ access to 

finance in many developing countries (Beck, 2007; Fatoki & Smit, 2011). It is not 

surprising that women in the USA perceive government regulations more unfavourably 

than men (Hisrich et al., 1997). 

3.7.4 Summary of demand-side and supply-side  

The review of the literature shows that female entrepreneurs face many demand-side 

challenges in accessing bank finance. Female entrepreneurs are risk-averse. They lack 

self-confidence, due to which they are unable to communicate with bank officers. They 

have low education, lack business experience, lack management skills, and financial 

skills, and do not participate in networking. They lack knowledge of funding sources; 

therefore, they do not receive any government and other funding. Female entrepreneurs 

lack collateral and do not have a track record. The information provided to the banks is 

often incomplete or not what banks need to assess their application for loans. Female 

entrepreneurship is small, has low growth, in the retail and services sectors, and has 

little start-up capital.  

The supply-side challenges include perceptions about high risk, the high interest 

charged, complex procedures of getting finance, lack of support to unsuccessful 

applicants, lack of products tailored for women-owned businesses, inadequate 

knowledge and capacity of financial institutions, sex-stereotyping, and discrimination. 

At the macro level, the challenges are culture and society, government policies, 

regulations, and support services. Table 3.3 contains a listing of the key challenge. 
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Table 3.4 Summary of demand-side and supply-side challenges  

Demand-side challenges at the 

individual level 

Demand-side challenges at 

the organisation level 

Supply-side challenges 

1. Weak personal profiles of 

female entrepreneurs (Orhan, 

2001; Raihan, 2007) 

2. Lack of self-confidence 

(Hisrich & Brush, 1984; 

Kirkwood, 2009) 

3. Inability to talk to bankers 

(Hisrich, 1987; Orhan, 2001) 

4. Risk-averseness (Brush, 

1997; Cliff, 1998; Kepler & 

Shane, 2007; Orhan, 2001; 

Verhuel, 2005)  

5. Low level of education 

(Boden & Nucci, 2000; Goyal 

&Yadav, 2014; Hisrich  & 

Brush, 1986; Miniti et al., 2005)  

6. Lack of business experience 

(Boden & Nucci, 2000; Brush, 

1992; Carter et al. 1997; Fischer 

et al., 1993; Learner et al., 

1997) 

7. Lack of management skills 

(Mahot, 1997) 

8. Lack of financial skills 

(Orhan, 2001; Mahot 1997; 

Verheul & Thurick, 2001)  

9. Lack of networking (Aldrich, 

1989; Fatoki & Smit, 2011; 

Raihan (2007; Renzulli et al., 

1999; Welter, 2004)    

10. Lack of knowledge of 

funding sources Raihan  (2007) 

11.Impacts of family and 

household (Dzisi, 2008; Glas & 

Petrin, 1998; Hisrich, 1989; 

Huq & Richardson, 1997; ILO, 

2003; Itani et al., 2011; Jamali, 

2009; Shabbir & Di Gregorio, 

1996; Tabunan, 2009)  

1. Characteristics of 

businesses not appealing to 

banks: small, young, found 

in the service and retail 

sector, low growth, small 

start-up capital. (Coleman, 

1998; Edwards, 2012; Evans 

& Leighten, 1989; Fabowale 

et al., 1995; Hokkanen et al., 

1998; Holmquest & Sundin, 

1988; Raihan, 2007)  

2. Lack of collateral 

(Bigsten, 2003; Fatoki & 

Smit, 2011; Raihan 2007; 

UNECE, 2009; Yitayal, 

2004) 

3. Lack of track record 

(Raihan, 2007) 

4. Information asymmetry 

(Bigsten, 2003; Fatoki & 

Smit, 2011; Osano & 

Languitone, 2016; World 

Bank, 2003; Yitayal, 2004) 

5. Preference for non-debt 

financing of female 

entrepreneurs (Cooper & 

Goby, 1999; Hokknanen et 

al., 1998; Pang & Nair, 

1994) 

6. Measure of performance 

(Fisher et al., 1993, Hisrich 

& Brush, 1987; Longstreth, 

et al., 1987; Novaczek et al., 

2006; Sexton & Robinson, 

1989; Srinivasan, et al., 

1994, Watson, 2002; 

Watson & Robinson, 2003) 

 

Meso Level 

1. Practices and policies of commercial 

banks (Bigsten, 2003; Yitayal, 2004)  

2. Perception of high risks (Bigsten, 

2003; Raihan, 2007; World Bank, 

2003; Yitayal, 2004)    

3. High interest rates (Anzoategui & 

Rocha, 2010; Diagne & Zeller, 2002; 

Foltz, 2004; Raihan, 2007)  

4. The complex procedure of getting 

finance (Raihan, 2007) 

5. Lack of support to unsuccessful 

applicants by the banks (Morrall, 1993)  

6. Rigidity in financial product design 

(Raihan, 2007) 

7. Inadequate knowledge and capacity 

of financial Institutions (Raihan, 2007; 

UNECE, 2009; World Bank, 2003) 

8. Sex-stereotyping (Buttner & Rosen, 

1988) 

9. Discrimination by banks (Eriksson et 

al., 2009; Fay & Williams, 1993. 

Orhan, 2001; Read, 1994; Watson, et 

al., 2009)  

 

Macro Level 

1. Culture and society (Roomi, 2013; 

UNECE, 2009) 

 2. Government policies, regulations, 

and support services (Beck, 2007; Farr-

Wharton & Brunetto, 2009; Fatoki & 

Smit, 2004; IFC, 2011; Raihan, 2007) 
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3.7.5 Theoretical Framework of access to bank finance  

 Based on the literature review conducted in Sections 3.7.1 to 3.7.3, a revised theoretical 

framework of access to bank finance is presented in Figure 3.7.                                                                                                                                     

 

Figure 3.5 Revised theoretical framework showing factors affecting access to bank finance 

 

According to the framework, entrepreneurs must overcome demand-side and supply-

side challenges to get access to bank finance. The demand-side challenges are caused by 

micro factors (individual and business characteristics). The supply-side challenges are 

caused by meso factors (financial institutions, networks, support systems) and macro 

factors (culture, society, and government policies).  

Government policies, grants, and schemes are included in the framework because they 

can help entrepreneurs overcome some of the challenges of bank finance. Studies 

(Dvouletý et al., 2021; Srhoj et al., 2019) have shown that government grants have a 

positive effect on getting bank loans. Yesseleva-Pionka (2016) found that financial 

assistance from the government was significantly related to the ability of SMEs to 

obtain bank finance in Australia. These empirical studies were explained in detail in 

Section 3.6. 6. 
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3.8 Female entrepreneurs’ access to entrepreneurial finance in Fiji: 

Research gaps and research questions 

The last column in Table 3.1 identifies research gaps in the literature on entrepreneurial 

finance. Although more research is required in venture capital, crowdfunding, and 

business angel finance,   it is not possible to research them because they are not 

available in Fiji. As highlighted in Section 3.6.7 the research gaps exist in bank finance, 

government assistance programs, and the application of traditional finance theories in 

entrepreneurial situations. These are the areas that will be researched in the Fiji context. 

This section formulates research questions based on research gaps in these areas. The 

first three questions are on bank finance, the fourth question is on the effectiveness of 

the government's grant and credit schemes in accessing bank finance, and the fifth and 

last question is on financing practices of Fijian female entrepreneurs. 

3.8.1 Bank finance  

The literature review in Section 3. 7 shows that whilst there is a lot of literature (Boden 

& Nucci, 2000; Carter et al., 1997; Constantinidis et al., 2006; Green et al., 2001; 

Kirkwood, 2009; Orhan, 2001; Raihan, 2009)  on the challenges facing female 

entrepreneurs in accessing bank finance in developed countries such as the USA, UK, 

Australia, France, and New Zealand, there is a shortage of information on the challenges 

in developing countries, particularly in island countries in the South Pacific. Moreover, 

finance scholars (Harrison & Mason, 2007; Leitch et al., 2018) claim that there still has 

not been much progress in theoretical development or understanding of the challenges 

women face. Thus, there is a need to better understand the challenges facing female 

entrepreneurs in accessing bank finance. There is an even greater need to understand the 

challenges facing female entrepreneurs in accessing bank finance in developing 

countries like Fiji. 

As highlighted in the literature review, there has never been a systematic study 

conducted in Fiji on female entrepreneurs‘ challenges in accessing bank finance. Pang 

and Nair (1994) investigated the profile, vision, and motivation of successful female 

entrepreneurs in Fiji‘s formal sector. Cutura (2008) investigated factors inhibiting 

female entrepreneurship in Fiji. Naidu and Chand (2017) investigated the impact of 

national culture and gender inequality on the success of women entrepreneurs in micro, 

small and medium enterprises. Naidu and Chand found that gender inequality is a 
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significant barrier to women‘s success and that national culture is positively related to 

the barriers faced by women entrepreneurs.  

A small part of the two earliest studies (Cutura, 2008; Pang Nair, 1994) was on the 

financing practices of female entrepreneurs and their access to finance.  Both these 

studies interviewed a handful of female entrepreneurs. Furthermore, none of the studies 

interviewed bank officers to get their perspective on the challenges affecting female 

entrepreneurs Therefore, a more detailed study is required on demand-side and supply-

side challenges of accessing bank finance from the perspective of bank officers as well. 

This research aims to identify specific demand-side and supply-side challenges by 

interviewing both bank officers and female entrepreneurs to get a balanced picture of 

the situation. Thus, Research Question 1 is as follows: 

Research Question 1: What are the main demand-side and supply-side challenges 

facing SME female entrepreneurs in accessing bank finance in Fiji? 

Despite facing challenges in accessing bank finance, some SME female entrepreneurs 

have overcome challenges and successfully access bank finance. Very few female 

entrepreneurs in Fiji have converted their challenges into success factors and 

successfully used bank finance to grow their businesses. No empirical study identified 

in the literature shows how women entrepreneurs have overcome the challenges. 

Because of this shortcoming, this study will investigate how women have overcome the 

demand-side challenges through Research Question 2: 

Research Question 2: Which individual (personal) and organisational characteristics 

of female entrepreneurs can assist them to overcome demand-side challenges of access 

to bank finance in Fiji? 

They are two types of supply-side challenges: financial and non-financial. As noted 

earlier, financial challenges relate to interest rates charged by banks, perception of high 

risks by banks, and banks' lack of products designed for women-owned businesses. 

Non-financial challenges include intercultural bias by bank officers and sex 

stereotyping. Overcoming those challenges is not easy, yet only some female 

entrepreneurs have been successful. Therefore, to be successful, female entrepreneurs 

must have taken steps to overcome the challenges of intercultural bias and sex-

stereotyping posed by the banks in Fiji. This is the basis for question Research Question 

3: 
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Research Question 3: How can female entrepreneurs overcome the supply-side 

challenges of access to bank finance in Fiji? 

3.8.2 Governments assistance programs (policies, grants, and credit schemes)   

Meyer and Nagarajan (1997) raised questions regarding the absence of evaluating credit 

schemes in developing countries. Yet, the studies (Camino & Cardon, 1999; Cowling & 

Mitchell, 2003; OECD, 2017) on loan guarantee schemes have been mainly in 

developed countries (23 OECD and EU countries and the UK). Only one study 

identified for developing countries was that of Boocock and Shariff (2005), who 

reviewed a credit scheme‘s effectiveness in achieving its objectives in Malaysia.  

Similarly, all studies that evaluated the effectiveness of public grants were conducted in 

developed countries. For instance, an empirical study by Lins (2016) in Germany 

showed that the receipt of a government grant acts as a quality certificate and increases 

the likelihood of new ventures getting access to a bank loan.  Skinjaric et al. (2019) and 

Dvouletý et al. (2021)  evaluated the effect of small business development grants on 

firm performance in member countries of the EU. To overcome the shortcoming of the 

lack of studies in developing countries, a study on the effectiveness of credit schemes 

and public grants will be carried out in Fiji. 

The Fijian Government‘s MSBG, SMECGS, and YES were discussed earlier. The 

Fijian Government has spent vast amounts of money to fund its MSBG, but to date, no 

assessment has been conducted to assess its effectiveness. Under the SMECGS scheme, 

the government guarantees to pay 50% of the principal amount unpaid on defaulted 

SME loans up to a limit of FJ$50,000 per business. Despite the guarantee, the scheme 

continues to be underutilised (FEC, 2017). The effectiveness of governments grants and 

credit schemes has never been evaluated in Fiji. Thus, Research Question 4 is 

formulated as follows: 

Research Question 4: How effective are the government‟s policies, grants, and credit 

schemes from the perspective of SME female entrepreneurs in assisting them to get 

access to finance in Fiji. 

3.8.3 Financing practices of Fijian female entrepreneurs  

Financing practices of Fijian female entrepreneurs were conducted more than 20 years 

ago by Pang and Nair (1994). An examination of female entrepreneurs‘ financing 
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practices and preferences over their businesses‘ life cycle will show the sources of 

entrepreneurial finance available and used by them during the different stages of their 

business development. The findings can also be interpreted in terms of the Life-cycle 

Theory and Pecking Order Theory to show if female entrepreneurs follow the two 

theories in their financing practices.  

Empirical studies discussed in Section 3.6.8 on the application of the Pecking Order 

Theory in entrepreneurial situations have shown mixed results (Demirbaş & Demirbaş, 

2015; Frid, 2009; Paul et al., 2007; Sharma & Gounder, 2012 ).  No empirical studies on 

the application of Life-cycle Theory were identified. However, issues have been raised 

by Bellavitis et al. (2017) about whether there is a need to re-conceptualise the theory. 

Therefore, Research Question 5 is formulated as follows:  

Research Question 5: Do the financing practices of Fijian female entrepreneurs over 

their businesses‟ life-cycle show application of Pecking Order Theory and Life-cycle 

Theory? 

3.9 Conclusion 

This chapter first reviewed the literature on female entrepreneurship. It examined the 

5M gender-aware framework by Brush et al. (2009) and Anwar and Rashid‘s (2011) 

model, to evaluate their suitability for the study of female entrepreneurs‘ access to 

finance in Fiji. Each model has its shortcomings, but the 5M gender-aware framework 

had the edge over Anwar and Rashid‘s model. 5M stands for money, market, 

management, motherhood (household and family), and meso/macro environment. To 

these 5Ms the researcher added individual characteristics as an additional factor 

affecting female entrepreneurs‘ access to bank finance.  

The chapter then reviewed the literature on female entrepreneurship. The review shows 

that most studies were in developed countries such as France, the USA, the UK, 

Canada, and New Zealand. The earlier studies compared the characteristics of female 

entrepreneurs and their businesses with those of male entrepreneurs. This was followed 

by research on entrepreneurs‘ access to bank finance, particularly demand-side and 

supply-side challenges facing female entrepreneurs. In terms of demand-side challenges 

at the individual level, the review shows that female entrepreneurs lack self-confidence. 

They are unable to talk to bankers and have a generally lower level of education and 
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experience. They lack financial and management skills, lack networking skills, and lack 

knowledge about funding sources. 

In terms of demand-side challenges at the organizational level, the overall picture that 

emerges from studies shows that women‘s business start-ups are smaller than men‘s. 

Women‘s businesses are undercapitalised, and women are less likely to resort to debt 

finance. Moreover, women are younger and are operating in areas where the growth 

potential is not readily available. These issues are most pronounced in developing 

countries. They face further hurdles due to lack of collateral, lack of a track record, 

information asymmetry, and profit interpretation.  

The review of supply-side challenges shows that banks perceive women-owned 

businesses as risky. The interest banks charge women-owned businesses is usually 

higher than for other types of lending. Banks lack tailored products for women-owned 

businesses. They lack knowledge of the business concepts of women-owned businesses. 

Female entrepreneurs believe bank procedures for getting bank finance are complicated. 

Banks do not provide any additional support to unsuccessful applicants, and they 

continue to adopt sex stereotyping. 

Despite the studies mentioned above, the literature review on entrepreneurial finance 

showed that bank finance was a neglected area, requiring more research. There has not 

been much progress in either theoretical development or understanding of the 

challenges women continue to face in accessing bank finance. Therefore, this study will 

explore challenges facing female entrepreneurs in accessing bank finance in Fiji through 

Research Question 1. There is not much empirical literature on how female 

entrepreneurs have overcome the challenges.  Therefore this study goes a step further to 

investigate how female entrepreneurs have overcome the demand-side and the supply-

side challenges of access to bank finance through Research Questions 2 and 3.  

The review also showed that assessing the effectiveness of the government‘s grants and 

credit schemes was an area that lacked research. Therefore, Research Question 4 

explores the effectiveness of Government grants and credit schemes by interviewing 

female entrepreneurs and reviewing documentary evidence.  

The review of theoretical issues in entrepreneurial finance showed that some corporate 

finance theories need further studies to confirm their applicability in entrepreneurial 

situations. The studies so far show mixed results for the Pecking Order Theory. There 



102 

 

were no tests identified on the application of Life-cycle Theory, but questions are raised 

as to whether it needs to be re-conceptualised in the light of the new sources of finance 

available now for entrepreneurs. This study, therefore, will examine the financing 

practices of Fijian female entrepreneurs and interpret the findings in terms of the two 

theories through Research Question 5. Chapter 4 will describe the methodology used in 

this study to collect data on the research questions outlined in this chapter. 
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Chapter 4: Research Approach and Methods 

Researchers (Brush et al., 2009; Henry et al, 2016; Hurley, 1999) have identified two 

main issues with the methodology used to study female entrepreneurs. First, researchers 

have compared female entrepreneurs with male entrepreneurs in their studies. Second, 

researchers have predominantly used the positivist paradigm to study female 

entrepreneurs. Section 4.1 will discuss methodological issues raised by researchers who 

have reviewed the methodology used to study female entrepreneurs. The chapter will 

then outline the research methodology used in this study to investigate the research 

questions: 

1. What are the main demand-side and supply-side challenges facing SME female 

entrepreneurs in accessing bank finance in Fiji? 

2. What individual (personal) and organisational characteristics of female 

entrepreneurs can assist them to overcome demand-side challenges of access to bank 

finance in Fiji? 

3. How can female entrepreneurs overcome the supply-side challenges of access to 

bank finance in Fiji? 

4. How effective are the government‘s policies, grants, and credit schemes from SME 

female entrepreneurs‘ perspective in assisting them to access bank finance in Fiji? 

5. Do the financing practices of Fijian female entrepreneurs over their businesses‘ life-

cycle show application of Pecking Order Theory and Life-cycle Theory? 

Section 4.2 provides an overview of the paradigms and methodologies that are relevant 

to this study. It then goes on to justify why mixed method research is most appropriate 

for this study. Section 4.3 discusses the research design. Section 4.4 discusses the data 

gathering procedure, which includes sampling and techniques for data collection. In 

Section 4.5, the development of the questionnaire is discussed, followed by a discussion 

of data analysis in Section 4.6. Important issues relating to the reliability and validity of 

the research methods adopted are then discussed in Section 4.7. Section 4.8 discusses 

some ethical issues that may arise from this approach. The chapter ends with a 

conclusion in Section 4.9.  
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4.1 Methodological issues in the study of female 
entrepreneurs 

The first issue identified in the methodology used to study female entrepreneurs relates 

to comparing female entrepreneurs to male entrepreneurs. Hurley (1999) argues that 

previous research on female entrepreneurs used the same tools devised and tested on 

male samples. In doing so, researchers may have missed the essential attributes of 

female entrepreneurs. Brush et al. (2009) argue that gender should be used as a lens to 

study female entrepreneurs and not to compare them with males. Henry et al. (2016) 

noted that many field studies concentrate on comparing male and female 

entrepreneurs. They provide insufficient information on industry, sectors, or the 

sampling method. Therefore, comparing female and male entrepreneurs is not the focus 

of this study.  

The second methodological issue relates to the dominance of the positivist paradigm in 

the study of female entrepreneurs. Yadav and Unni (2016) argue that the positivist 

paradigm has dominated previous research, and there is a need to embrace innovative 

methods to build explanations using the constructivist approach. They added that in-

depth qualitative approaches can investigate life histories and ethnographies, and 

conduct case studies or discourse analysis. Brush et al. (2009, p. 16) suggest a 

combination of the positivist and the constructivist paradigms ―would provide a more 

comprehensive picture of women‘s entrepreneurship‖. They share their methodological 

concerns about the dominance of the positivist approach to studying female 

entrepreneurs. Brush et al. (2009, p. 16) also strongly recommend using a mixed 

methods approach to study female entrepreneurs based on their 5M gender-aware 

framework.  

There are also issues with the research methods used to study female entrepreneurs. 

With the dominance of the positivist paradigm in studies of female entrepreneurs, the 

most common research method has been the survey. Surveys have been used to study 

female entrepreneurs‘ psychological characteristics (Fisher et al., 1993; Gundry & 

Welsch, 2001; Masters & Meier, 1988; Sexton & Bowman, 1986). Surveys have also 

been used to study the education level and work experience of female entrepreneurs 

(Boden & Nucci, 2000; Brush, 1992; De Martino & Barbato, 2003; Dolinsky et al., 

1993) and gender and finance (Eriksson et al., 2009; Read, 1994; Watson et al., 2009). 

The researchers used statistical techniques and multivariate data analysis to analyse the 
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data using gender as a variable. They used multivariate models to explain their results. 

Generally, data analysis results showed no gender-related differences in psychological 

characteristics and access to finance.  

Susman and Evered (1978) caution against using surveys when working with humans. 

They say values intrude and treating people as objects ignore their abilities to reflect on 

problems and situations. Similarly, Guba and Lincoln (1994) argue that human 

behaviour cannot be treated like physical objects. Behaviour cannot be understood 

without reference to the meaning and purpose of human activities. Survey research is 

almost always conducted to provide a quantitative picture of individuals when, in fact, 

qualitative data can provide richer insight into human behaviour. Based on the 

arguments of Susman and Evered (1978) and Guba and Lincoln (1994), the results of 

previous studies mentioned above failing to show any gender-related differences in 

psychological characteristics and access to finance could be because female 

entrepreneurs could not reflect on their problems and situations in surveys.  

The quality of survey-based research can be assessed against the criteria set out for an 

inquiry in the positivist and post-positivist paradigm (Guba & Lincoln, 1994, p. 114). 

The appropriate criteria are the conventional benchmarks of rigour. They are reliability, 

external validity, internal validity, and construct validity. Surveys employ standardised 

approaches to collect information from sampling units to make inferences about the 

population. The questions are similar; researchers often use the same questionnaires to 

validate and replicate findings. Therefore, it is possible to obtain high reliability of 

responses in surveys. However, giving the same questionnaires to male and female 

entrepreneurs has been questioned recently. A review of research papers from 1983 to 

2015 by Foss, et al. (2019) shows that the entrepreneurship field has been male-

dominated. The authors argue that the research process, including the assumptions, 

problem formulations, research questions, methods, and interpretation of results 

subordinated women from the start.  

Surveys can have external validity, but the sample has to be reasonably large. Only then 

can statistical means be used with a high degree of confidence on the state of affairs in 

the population (Robson, 1993, p. 49). The conclusion that no supply-side finance gaps 

existed within the Australian SME sector by Watson et al. (2009) was based on a 

sample of 123 entrepreneurs. Such a small sample cannot be used to generalise that 

there is no finance gap in Australian SMEs or even in Western Australian SMEs. 
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Additionally, external validity can be high if no dissimilarity exists between the 

respondents in the sample and the general population to which the findings will be 

generalised. Masters and Meier (1988) studied students‘ risk-taking propensity and 

generalised the findings to female entrepreneurs. There was dissimilarity between the 

sample (students) and the general population (female entrepreneurs). Findings were 

generalised, causing the external validity to be low.  

The internal validity of a survey can vary from a low to medium level (Birnberg et al., 

1990, p. 41). Causal relationships can be tested if the researcher has a causal model in 

mind. However, the researcher has much more difficulty manipulating a particular 

sequence of variables to establish a causal relationship, as was the case with the models 

used by Eriksson et al. (2009) to investigate the impact of gender on the usage of 

different funding sources in a sample of SMEs in Finland.    

The construct validity of surveys can vary from low to high, depending on how well the 

researcher designs the questions and response scales comprising the survey 

questionnaire. However, confidence in the overall picture is dependent on the quality of 

the individual responses and whether they carry real meaning. It is not possible to assess 

construct validity in a survey if questionnaires are not available. 

Furthermore, the setting in a survey usually affects the generalisation of results. For 

example, studies conducted in Finland (Erikisson et al., 2009) and in the UK (Read, 

1994) showed no gender discrimination in finance access. These are developed 

countries; there may not be gender discrimination because of the gender system and 

strict anti-discriminatory laws. These studies‘ results cannot be generalised to 

developing countries yet to implement elaborate statutes and policies on gender equality 

and sensitivity. 

Another research method used in the positivist paradigm to study female entrepreneurs‘ 

access to finance is experiments. Experiments are common in scientific testing. In 

experimental research, the researcher must keep control of the research environment and 

measure the effects of the controlled change accurately. When the subject of the 

research is a human, the researcher will have serious difficulty controlling the 

environment because of the many dependent, independent, and control variables. As 

such, there is a threat to internal validity (Campbell & Stanley, 1963). Internal validity 

hinges on the likelihood that any changes in the dependent variable can only be caused 
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by the manipulated independent variable and not some other variable. The greater the 

control over the variables, the greater is the internal validity.   

Two studies that used the experimental design on female entrepreneurs are that of Fay 

and Williams (1993) and an investigation combined with a qualitative methodology by 

Carter et al. (2007). The experimental design principles were prominent in both studies, 

even though one combined its approach with other methods. In the first study, Fay and 

Williams carried out two experiments. They tested the belief that women are unfairly 

discriminated against when seeking a loan to establish a business venture. Carefully 

constructed scenarios of an application for loan finance to purchase a commercial 

enterprise were mailed to major trading banks‘ loan officers. The scenarios were 

identical in all respects except for the sex and education level of applicants. Loan 

officers were asked whether they would approve loan finance for the proposed business 

purchase and to indicate factors contributing to their decisions. In this experiment, the 

applications were identical, but the loan officers were humans, and as such, they cannot 

be identical in experience and knowledge of the credit policy. Therefore, internal 

validity ranged from low to medium. 

In the second study, Carter et al. (2007) repeated the experiment undertaken by Fay and 

Williams (1993). They included officers recruited on the same day who were expected 

to have similar organisational knowledge and experience. The officers were those who 

volunteered to participate in the experiment, but there were still differences. The 

differences were between individual officers, causing the internal validity to be low.  

There was not much threat to the findings‘ external validity in these experiments since 

the loan officers in both cases were bank officers. There was no dissimilarity between 

the sample and the general population to which the findings would be generalised. 

Furthermore, there were no reactive effects of the experimental setting in Fay and 

Williams‘ (1993) experiment. This is because bank officers participating in the 

experiment did not know that they were participating, so they did not react differently. 

In other words, there was no Hawthorne effect (Veal, 2005, p. 190). This kind of 

experiment was, however, unethical as it was without the consent of the participants.   

Further, in experiments, humans are treated as objects and animals. Veal (2005, p. 28) 

points out that there is much less scope for experimentation in research involving 

humans as subjects than with inanimate objects or animals. Therefore, it is not 
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surprising that experimental research has always been, and remains, comparatively rare 

in business research.   

Compared to a survey and an experiment, a case study is an empirical inquiry that 

investigates a contemporary phenomenon within its real-life context and relies on 

multiple sources of evidence, with data needing to converge in a triangulating fashion 

(Veal, 2005, p. 170). The use of various data and types of analysis can be the key 

feature of the case study method. It can utilise both qualitative and quantitative data 

(Stake, 1995). However, case studies have often been criticised for lacking scientific 

rigour (Yin, 2009, p. 14). The advocates of the method have devised ways of getting 

around this problem by adopting the methodology described in the next two paragraphs. 

As far as case studies‘ research design is concerned, research questions and propositions 

must be stated. Propositions must reflect critical theoretical issues and indicate the use 

of theories; research questions must be of the ‗how‘ and ‗why‘ type. The unit of analysis 

must be defined (Yin, 2009, p. 27). There must be evidence of appropriate measures 

used, triangulation of evidence, review of the draft report by key informants, and 

maintenance of the chain of evidence (Yin, 2009, p. 40). There should be a case study 

protocol and the development of a case study database so that the study can be 

replicated to ensure reliability (Yin, 2009, p. 45). Data analysis must be completed, and 

the analysis technique explained.  

Furthermore, to achieve internal validity in case studies, rival explanations must be 

considered, and cases must be compared (Yin, 2009, p. 43). Conclusions must be 

grounded in evidence, and findings must make a theoretical contribution (Eisenhardt, 

1989, p. 538). To achieve external validity, single cases must build or extend the theory, 

and multiple cases should follow replication logic (Yin, 2009, p. 44). Finally, case 

studies must follow standards for academic research and should be suitable for 

publication in a high-quality journal. 

Case studies of female entrepreneurs in most journals describe success stories of female 

entrepreneurs. They do not follow the guidelines given in the literature about 

methodology. Most articles do not describe methodology at all, and no attempt is made 

to analyse data. The reports are in a storytelling format and use little or no theory. One 

such case study is by Frodey and Naidu (2008) about a female entrepreneur in Fiji in the 

Journal of Business Case Studies.   
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According to Perren and Ram (2004), more research on female entrepreneurship is now 

being conducted within an interpretive or constructivist paradigm. Qualitative 

approaches are becoming more widely used. Qualitative interviews are an integral part 

of the constructivist paradigm. This is because not every problem facing female 

entrepreneurs can be included in a survey questionnaire. For instance, self-confidence 

does not appear as a problem women experience because it is missing from the 

questionnaire (Kirkwood, 2009) and can be investigated by interviewing.  

Notwithstanding the positives of interviews, there are still several issues about 

interviews as a research method to study female entrepreneurs. For instance, both males 

and females were asked to assess their own level of self-confidence by Kirkwood 

(2009). Self-confidence cannot be measured by interviewing participants. For example, 

males can be reluctant to say they have low self-confidence even if that is so, because of 

gender issues (Fontana & Frey, 1994).   

Kirkwood (2009, p. 128) says there is a high level of female entrepreneurship in New 

Zealand. Yet, the sample included only 25 female and 25 male entrepreneurs. The 

sample size was too small to draw a broad conclusion that female entrepreneurs lack 

self-confidence. To properly conclude on the level of self-confidence, the sample size 

should have been larger. Moreover, the sample should have been appropriately selected 

to allow for a good balance in terms of the age of the participants. It is noted that female 

entrepreneurs were younger on average than the male sample, and that may have been 

the cause of their lower level of confidence. 

The issues related to paradigms and research methods used to study female 

entrepreneurs explain the choice of the method for this study. This study uses a 

combination of post-positivist and constructivist paradigms, which made the mixed 

methods research approach possible. The research methods used in this study include an 

online survey and qualitative interviews. The use of paradigms is further justified in the 

following section. 

4.2 Justification for the paradigm and methodology 

A paradigm is a worldview, a set of philosophical beliefs that guides 

research action or an investigation. (Guba & Lincoln, 1994, p. 15) 

Academics (Burrell & Morgan, 1979; Cavana, et al., 2000; Guba & Lincoln, 1994; 

Morgan, 2007; Veal, 2005) have developed different paradigms as shown in Table 4.1. 
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Table 4.1 Researchers and their classifications of paradigms 

Researchers Classifications 

Cavana et al. (2000) and Veal (2005) Positivist, interpretivist, and critical research  

Burrell and Morgan (1979) Functionalist, radical structuralist, radical 

humanist, and interpretive 

Guba and Lincoln (1994) Positivist, post-positivist, critical theory, and 

constructivist 

Morgan (2007)   Positivist, interpretivist, subtle realist, critical and 

feminist 

  

The classification adopted in this study is that of Guba and Lincoln (1994). The 

constructivist paradigm incorporates a post-positivist paradigm, being the dominant 

paradigm of the study.  

A paradigm framework comprises three levels of philosophical beliefs:        

 Ontology, the first level, deals with ―the assumptions we make to believe that 

something makes sense or is real, or the very nature or essence of the social 

phenomenon being investigated‖ (Scotland, 2012, p. 23). 

 Epistemology, the second level, refers to ―what counts as knowledge within the 

world – its nature, and forms and how it can be acquired, and how it can be 

communicated to other human beings‖. (Cooksey & McDonald, 2011, p. 46). 

 Methodology, the third level, refers to ―the research design, methods, approaches, 

and procedures used in an investigation planned to find out something‖ (Keeves, 

1997, p. 16).  

This study uses a combination of post-positivist and constructivist paradigms. 

Therefore, it is essential to discuss the differences in their ontologies, epistemologies, 

and methodologies.  

Ontology: Post-positivist ontology argues that ―there is a reality, but it can never be 

fully understood, only approximated‖ (Denzin & Lincoln, 2000, p.13). Constructivist 

ontology presumes reality is socially constructed and as such the social world is 

subjective, and there are multiple realities. 

Epistemology: Post-positivism accepts that reality is objective, but not entirely 

knowable, and research findings represent tendencies that are probably correct. In 

contrast, constructivism assumes reality is subjective. Conclusions are created from 
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social actions. The researcher is required to understand the meaning of social activity 

(Bryman & Bell, 2007). 

Methodology: If reality is objective, but not entirely knowable, and research findings 

represent tendencies that are probably true (as in the case of post-positivism), then both 

quantitative and qualitative methodologies can be used. Alternatively, if the personal 

subjective quality in experiencing the world is stressed, then a qualitative approach is 

used. The research methods used would be participant observation or in-depth 

interviews to allow insights into an individual‘s inner world and focus more on 

qualitative aspects. Other qualitative methods include focus group discussions and 

analysis of texts, a process referred to as hermeneutics (Veal, 2005, p. 134). 

Constructivists use hermeneutics. 

Hermeneutics focuses on understanding, interpreting, exploring, and 

clarifying the hidden meaning of texts or any other written or oral event. 

Primarily, hermeneutics deals with how researchers make sense of what is 

said or written in a particular moment in time and place. (Bleicher, 1980, 

p. 17)  

Apart from hermeneutics, constructivists also use dialectics methodology. In essence, 

this approach involves finding the truth through discussion and logical argument, taking 

into account ideas and views that are directly opposed to each other.  

In the context of the qualitative and quantitative methodologies discussed above, the 

three main differences between the two methods will now be discussed. The qualitative 

method emphasises words and their meanings. A qualitative methodology is an 

inductive approach to the generation of theories. The methodology focuses on ways in 

which people view their situation, in essence, experience, and knowledge. The 

quantitative method incorporates scientific principles and procedures requiring the 

collection and analysis of quantitative data. The data are analysed using a deductive 

approach to test and confirm theories.  

Guba and Lincoln (1990) emphasise the differences in the paradigms‘ ontologies, 

epistemologies, and methodologies mentioned above, and have even gone to the extent 

of stating that accommodation between paradigms is impossible. Howe (1998) merely 

cautions against mixing paradigms. On a positive note, Sieber (1973) suggests the 

approaches used together can create a distinctive research design and an amalgamation 

of questions to be investigated. A combination of the constructive/interpretive paradigm 
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with the positivist paradigm will allow researchers to use the mixed methods approach 

in their studies. Johnson and Onwuegbuzie (2004, p. 17) define the mixed methods 

approach as: 

A class of research where the Researcher mixes or combines quantitative 

and qualitative research techniques, methods, approaches, concepts or 

language into a single study. 

As mentioned earlier, Brush et al. (2009. p. 16) strongly recommend using a mixed 

methods approach to study female entrepreneurs, sharing their methodological concerns 

about the dominance of the positivist approach. This positivist approach was evident 

from collecting quantitative data and statistical data analysis in several journal articles 

they reviewed. Brush et al. (2009, p. 16) explain that, 

by using mixed methods, a more comprehensive picture of women‟s 

entrepreneurship, including how the process of entrepreneurship might be 

constrained by the two additional Ms, that is, the social and institutional 

context. 

Brush et al. (2009, p. 17) argue that research approaches have so far failed to take into 

account the societal aspects of women‘s entrepreneurship. They add that, 

in the context of women‟s entrepreneurship, both the societal and 

scholarly dimensions are crucial, and the use of mixed methods would be 

conducive to the cognizance of these two dimensions.  

According to Carter et al. (2007), researchers have been using various combinations of 

the mixed methods approach to explore highly intricate issues facing female 

entrepreneurship. Further, Miles and Huberman (1994) support using the mixed 

methods approach in their three stages of the study. They start with a semi-structured 

interview, followed by a questionnaire survey, and, finally, investigate the issues further 

in a second quantitative study. 

The mixed methods approach has several advantages. Many types of data can be 

collected using various approaches. The use of multiple approaches will enable cross-

checking of the data and building upon the strong and the weak points of the qualitative 

and quantitative approaches to data collection and analysis. Moreover, mixed methods 

can provide a broader and more robust knowledge and understanding of the issue than a 

single approach. It can assist in mutually validating findings of both qualitative and 

quantitative methods (Flick, 2002). Green et al. (1989) argue the mixed methods 
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approach allows for ―triangulation, complementarity, development, initiation, and 

expansion.‖ 

Triangulation allows the researcher ―to map out, or explain more fully, the richness and 

complexity of human behaviour by studying it from more than one standpoint‖ (Cohen 

& Manion, 1986, p. 254). In the same vein, Altrichter et al. (1996, p. 117) believe 

triangulation ―gives a more detailed and balanced picture of the situation‖. Further, 

O‘Donoghue and Punch (2003, p. 78) believe that triangulation is a ―method of cross-

checking data from multiple sources to search for regularities in the research data‖. 

The definitions above show that triangulation facilitates data validation through cross-

verification from more than two sources. Triangulation is not only about validation, but 

also about deepening and widening one‘s understanding of a phenomenon. Patton 

(1990) contends that using multiple methods or data sources in qualitative 

research develops a comprehensive understanding of phenomena under investigation. It 

is an ―effective method for capturing and fixing social phenomena to realize a more 

accurate analysis and explanation,‖ Cox and Hassard (2005, p. 111). It must be noted 

that the triangulation approach can be applied to both qualitative and quantitative 

research studies. 

There are four types of triangulation (Denzin, 2006). They are data triangulation, which 

involves the use of multiple data sources in a single study; investigator triangulation, 

involving the use of multiple researchers to study a particular phenomenon; theory 

triangulation, using more than one theoretical scheme to interpret a phenomenon; and 

methodological triangulation, using more than one method to gather data, for example, 

combining qualitative interviews with online surveys. Methodological triangulation is 

the most common form of triangulation (Bryman, 2004). The types of triangulation used 

in this thesis include using more than one method to collect data and using multiple data 

sources. Both quantitative and qualitative methods were used to collect data from 

female entrepreneurs and bank officers. Data sources included a review of government 

and bank policy documents relating to female entrepreneurs‘ access to finance; an 

online survey; and qualitative interviews.  

In the mixed methods approach, two methods of data collection can complement each 

other. The data collected using one method can be verified with the data collected using 

another method (Krivokapic-Skoko & O‘Neill, 2010). Moreover, the mixed methods 

https://en.wikipedia.org/wiki/Human_behavior
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approach allows for development; that is, using results from one method as input into 

another method. It also allows for initiation to look for contradictions in data to gain a 

new perspective or discover a paradox. Lastly, mixed methods design allows 

for expansion, whereby the researcher can extend the coverage and the depth of inquiry 

by having multiple components. 

For the reasons outlined above, the researcher used the mixed method approach to study 

female entrepreneurs‘ access to entrepreneurial finance. It is expected that the mixed 

methods approach will provide a fuller and complete picture of the research issue. The 

next section outlines the research design. 

4.3 Research design 

There are two major mixed methods research designs, according to Johnson and 

Onwuegbuzie (2004). The first is the mixed model design, which involves mixing 

qualitative and quantitative approaches within and across the stages of the research 

process. The second is the mixed method design, which includes a quantitative and 

qualitative phase in a comprehensive research study. To do proper justice to the method, 

we can conduct the two phases sequentially or concurrently. Still, the findings must be 

mixed or integrated at some point, at a minimum, during the interpretation of the results 

(Johnson & Onwuegbuzie, 2004).  

The matrix in Figure 4.1 shows the mixed method designs in four cells; ‗qual‘ stands for 

qualitative and ‗quan‘ stands for quantitative. Capital letters denote high priority or 

weight, and lower case letters indicate lower priority or weight.  

Status Concurrent Sequential 

Equal Status QUAL + QUAN 
QUAL  QUAN 

QUAN  QUAL 

Dominant Status 
QUAL + quan 

QUAN + qual 

QUAL  quan 

Qual  QUAN 

QUAN  qual 

Quan  QUAL 

Figure 4.1 Mixed methods design matrix 

(Source: Johnson and Onwuegbuzie, 2004, p. 22) 
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In this research, the qualitative and the quantitative phases were conducted sequentially 

in three stages.  

Stage 1 was exploratory research, which included qualitative interviews with bank 

officers. The aim was to identify challenges facing female entrepreneurs in accessing 

bank finance. The researcher did not have a clear idea of Fiji‘s challenges (Bryman & 

Bell, 2007; Zikmund, 2000). Interview questions were developed from data from the 

literature review on challenges facing female entrepreneurs in accessing bank finance.  

Stage 2 was an online survey to collect information on female entrepreneurs‘ socio-

demographic characteristics, business characteristics, and experiences in accessing 

finance as an input for qualitative interviews and to identify those who were bank 

customers and who could be interviewed later. The survey also provided some answers 

to Research Questions 1, 4, and 5. An online survey was used to include female 

entrepreneurs from different parts of Fiji and speed up data collection. 

Stage 3 was qualitative interviews with those women who have been successful or 

unsuccessful in accessing bank finance. These interviews allowed the collection of more 

productive and detailed data. Because the qualitative phases were of higher priority or 

weight than the quantitative phase, the design was ‗QUAL  quan  QUAL‘, 

consistent with the constructivist paradigm as the dominant paradigm in this research.  

4.4 Data gathering procedure 

Data gathering involved sampling and data collection techniques. The sampling 

technique used was purposive. Data were collected through qualitative interviews, an 

online survey, and a review of documents.    

4.4.1 Sampling technique 

The sampling technique used for both the qualitative and the quantitative studies was 

purposive. In purposive sampling, particular settings, persons, or events are selected 

deliberately to provide valuable information that cannot be derived from other choices 

(Maxwell, 1996). Furthermore, the logic and power of purposeful sampling lie in 

selecting information-rich cases for study in depth (Patton, 1990). Information-rich 

cases are those from which one can learn a great deal about issues of central importance 

to the purpose of the research.  
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Furthermore, purposive sampling can increase the likelihood that variability common in 

any social phenomenon will be presented in the data. Random sampling tries to achieve 

variation through random selection and large sample size (Maykut & Morehouse, 1994). 

Random sampling remains a big challenge for any online research effort (Andrews et 

al., 2003). Statistical random sampling may not provide the information the researcher 

wants. When respondents are picked randomly, there is a possibility that all those 

selected may not be the appropriate respondents. This proposition suggests that random 

sampling should be limited to a sampling frame to avoid the wrong people taking part in 

the survey. For instance, if the study is about entrepreneurs, the sample frame should 

comprise only entrepreneurs. Therefore, if a random sample is taken from the sample 

frame, the respondents will be entrepreneurs only. We can use a smaller sample because 

the research‘s objective is to investigate a social phenomenon and not prove or disprove 

any hypothesis. 

The essence of purposive sampling is the gathering of rich information from diverse 

sources. Thus, prospective respondents from various sources were identified who could 

provide relevant information on the issues relating to the research question. The first 

group of respondents was bank officers. Initially, the chief executive officers (CEOs) of 

two major commercial banks (A and B) and a non-commercial bank in Fiji (C) were 

requested to participate in the interviews. Later, the invitation was extended to four 

more commercial banks to be part of the study. This was done because from 2010 the 

Reserve Bank of Fiji required all banks in Fiji to open up microfinance units that had 

women as the majority of their customers. Unfortunately, there was no response from 

these four banks, so they were omitted from the study. 

The CEO of Bank B and the general manager of Bank A agreed to have initial 

interviews with the researcher. The purpose of these interviews was twofold. First, to 

provide the information sheet, brief the CEOs about the study, and obtain their approval 

for interviews with the appropriate managers. Second, the purpose was to collect some 

general information about their female customers. After the initial interviews, the CEOs 

then selected relevant managers and officers to participate in the interviews. The CEO 

of Bank C welcomed the researcher‘s request and appointed a senior manager to assist 

the researcher with the research. The senior manager of Bank C appointed a senior 

relationships and sales officer for an interview. Despite several emails and reminders, 

there was no feedback from the senior relationships and sales officer of Bank C. After 
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approaching the senior manager again, the researcher persuaded the designated staff to 

agree to give an interview. As shown in Table 4.2, a total of six interviewees; three from 

Bank A, two from Bank B, and one from Bank C took part in the interviews. 

Interviewee A2 from Bank B was also the chairperson of WEBC and interviewee B1 

was the chairperson of the YES program.  

Table 4.2 Bank interviewees by position  

Interviewees  Bank  Position 

1. (A1) Bank A General manager 

2. (A2) Bank A Senior Manager Microfinance and Women‘s Market 

3. (A3) Bank A Manager SMEs 

4. (B1)  Bank B Chief executive officer 

5. (B2) Bank B National Manager Small Business 

6. (C1) Bank C Senior Relationships and Sales Officer SME 

To comply with confidentiality and anonymity, the researcher withheld the trading 

names of the banks and identified them as Bank A, Bank B, and Bank C. Incidentally, 

these were the only banks mentioned by female entrepreneurs in the survey and 

interviews regarding their experiences. 

The second group of respondents was female entrepreneurs. The issue was who to 

contact for inclusion in the survey. Data available with the Registrar of Companies 

contains names and addresses of companies listed with the registrar, but no breakdown 

of business ownership by gender. Furthermore, none of the banks was willing to give 

the names of female entrepreneurs who were their customers or were unsuccessful in 

getting loans. However, during interviews, each of the three banks did mention at least 

two good female customers who, in their view, were very successful entrepreneurs. One 

bank provided details of a newspaper article on two of its excellent women customers. 

These female entrepreneurs were thanked publicly by the bank. Those six female 

entrepreneurs agreed to take part in the study.  

On the other hand, obtaining a sampling frame for the survey was difficult since there 

was no database containing female entrepreneurs in Fiji. Efforts made to collect names 

and further details of female entrepreneurs from the Registrar of Companies for the 
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online survey were unsuccessful. The Registrar of Companies sounded helpful and 

promising when he was contacted by phone to provide information. However, he 

delegated the task to his staff. They offered a list of 48 organisations with details and 

the word ‗women‘ in their names. They turned out to be registered women‘s clubs and 

not women-owned businesses. 

The next attempt at constructing a database was to approach WIB Limited. As 

mentioned earlier, it is an organisation that has awarded female entrepreneurs annually 

since 2008 for their business excellence. That attempt, too, was unsuccessful in the first 

instance. However, WIB allowed the researcher to personally approach female 

entrepreneurs whenever the group met for its planned activities and functions, such as 

the WIB Awards Night. The researcher was able to meet a lot of businesswomen. Some 

winners of the awards gave their business cards. Five confirmed that they would happily 

participate in the study. Subsequently, the researcher hand-delivered a consent form and 

information sheets (See Appendix 1) to 40 female entrepreneurs. The overall response 

was poor; only one agreed to participate in the study. 

An option then adopted by the researcher was to become a member of WIB Ltd. WIB 

helped the researcher in getting a list of 106 women with their details. Unfortunately, 34 

on the list were not businesswomen; they were managers and sales representatives of 

various organisations. The other 72 had only their name, name of their business, title, 

and postal address. The researcher managed to get the email addresses of 14 

entrepreneurs from their business cards, and the phone numbers of the remaining 58 

women from the internet and the telephone directory. However, when called, the 

responses were not encouraging as organisations did not want to give the business 

owner‘s email address.  

This process led to the availability of email addresses for only 14 female entrepreneurs. 

The researcher posted information sheets (Appendix 7) to 32 female entrepreneurs from 

the WIB list to increase the number of participants. They were requested to indicate by 

saying ‗yes‘ or ‗no‘ through email if they wanted to participate or not. Only one 

responded, saying ‗yes.‘ The researcher then approached the WEBC for female 

entrepreneurs‘ names and email addresses. WEBC, as mentioned earlier, is another 

organisation, established in 2016, which supports female entrepreneurs in Fiji. The 

WEBC submitted a list of 31 names of female entrepreneurs, but only 24 with email 

addresses. As a consequence, the email list increased to 39.  
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Finally, international agencies supporting women in Fiji and PIPSO provided the names 

and email addresses of 50 businesswomen. The list contained names and addresses of 

women who had attended PIPSO‘s conferences in 2014 and 2015. On the PIPSO list, 

seven female entrepreneurs were also on the WIB list and already included in the 

sample frame. The number of female entrepreneurs rose to 82. The 82 women who 

made up the sample frame were mostly from the two main larger islands of the Fiji 

group.  

Only one entrepreneur returned a completed consent form. Given the reluctance to 

complete consent forms, the researcher decided to send an information sheet 

(Appendix 6) to the remaining respondents, requiring them to confirm participation 

through email to indicate a ‗Yes‘ or ‗No.‘ The researcher sent reminders to all female 

entrepreneurs. However, despite the reminders, only 30 female entrepreneurs replied 

‗Yes‘ and agreed to participate in the survey. Surprisingly, there was no ‗No,‘ which 

may mean some did not see the email at all. We sent an online survey questionnaire to 

all 30 female entrepreneurs. Twenty-eight female entrepreneurs responded to the 

questionnaires but only 24 were selected to take part in the survey. Out of the 24 female 

entrepreneurs who took part in the survey, 20 were selected to take part in the follow-up 

interviews. The researcher approached an additional 25 female entrepreneurs, out of 

those 10 qualified for the interview, making the total 30. These additional women were 

identified using the snowballing technique. A sample size of 30 for qualitative 

interviews was deemed sufficient as explained below. 

Some well-known social scientists have answered the question: How many interviews 

are enough in qualitative studies? For instance,   social scientists (Clarke & Braun, 

2013; Fugard & Potts, 2014; Guest, Bunce, & Johnson, 2006; Ragin & Becker, 1992) 

have recommended minimum sample size of at least 12 is required to reach data 

saturation in qualitative studies. Saturation is when the researcher continues to sample 

relevant cases until no new theoretical insights are being collected from data (Bryman, 

2012). Adler and Adler (2011) suggest that students should target a sample between 12 

and 60, with 30 as the mean. They add further that targeting a sample of loosely around 

30 will give the advantage of moving beyond a very small number of people without 

going through the problem of endless data gathering. Therefore, a sample size of 36 in 

this study was deemed adequate for planning and structuring interviews, conducting and 
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transcribing the interview data, and generating quotes. Furthermore, the sample size was 

sufficient for the types of research questions in the study. 

Table 4.3 shows the socio-demographic details of the women entrepreneurs who took 

part in the study. Twenty-four female entrepreneurs who took part in the survey are 

indicated by a ‗√‘ in the survey column. The socio-demographic details of the survey 

participants are analysed in Section 5.1. Thirty female entrepreneurs who took part in 

the interview are indicated by a  ‗√‘ in the interview column. The socio-demographic 

details of the additional women entrepreneurs (E24 – E34), who took part in the 

interview are analysed in Section 5.3.   
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Table 4.3 Socio-demographic details of the participants in the study 

E  Owner/Business Type Age/MS Edu YiB Stage 2  

Survey 

Stage 3 

Interview 

E1  Owner/Chain of spas  55-64/M Dip over 20 √ √ 

E2  >50%/Hardware shops 35-44/M Dip 1-5 √ √ 

E3  <50%/chain of bakeries 75-84/D Doc over 20 √ √ 

E4  Owner/Hair Salon 35-44/M Dip 11-20 √ √ 

E5  Owner/Gravel Supplier 25-34/M Deg 1-5 √ √ 

E6  Owner/Bakeries 45-54/D Sec 6-10 √ √ 

E7  Owner/Flee Market 55-64/M Ma 1-5 √ x 

E8  Owner/Hair Salon 45-54/M Dip 1-5 √ √ 

E9 F  Owner/Timber Yard 35-44/M Sec 6-10 √ √ 

E10  Owner Publishing 35-44/M Dip 6-10 √ √ 

E11  Owner/Online Clothing 35-44/S Dip 1-5 √ √ 

E12P  Owner/Nursery 45-54/M Sec 11-20 √ x 

E13  >50%/Clothing Stores 65-74/M Ma 11-20 √ √ 

E14  Owner/Plumbing 55-64/M Deg 1- 5 √ √ 

E15  Owner/Fijian doll manufacturing 65-74/M Mas over 20  √ √ 

E16  Owner/Pest Control services 35-44/M Dip 11-20 √ √ 

E17  >50%/Business Consultancy  45-54/D Ma 6-10 √ √ 

E18  <50%/online clothing 25-34/S Sec 6-10 √ √ 

E19  < 50%/Beauty Therapy   25-34/M Deg over 20 √ √ 

E20  Owner/Pharmacy 55-64/M Deg 11-20 √ √ 

E21   Owner/Law Firm 65-74/M Deg 6-10 √ √ 

E22  >50%/Hot Glass manufacturing  45-54/D Deg 11-20 √ x 

E23  >50% /catering business 35-44/M Dip 1-5 √ x 

E24  >50%/Beauty product making  65-74/S Dip over 20 √ √ 

E25  Owner/Transport Co 75-84/W Sec over 20  x √ 

E26    <50%/IT consultancy   18-24/S Deg 1 -5 x √ 

E27  Owner/Garment Factory 35-44/M Dip 6-10 x √ 

E28  Owner/Jewelry Making 35-44/M Dip 1-5 x √ 

E29  Owner/Pottery making 35-44/D Dip 1-5 x √ 

E30  Owner/Handy craft 35-44/M Dip 6-10 x √ 

E31  Owner/Construction Co 75-84/W Sec over 20 x √ 

E32  Owner/Online catering  18-24/S Deg 1-5 x √ 

E33  Owner/Hotel  45-54/M Dip over 20 x √ 

E34  Owner/Herbal medicine 45-54/ D Dip 6-10 x √ 

Total  34   24 30 

Key: MS = marital status; YiB = years in business; E = Entrepreneur; M = Married; D = Divorced; S = 

Single; W = Widow; Edu = Education; Sec = Secondary; Dip = Diploma; Deg = Degree; Ma = Masters; 

Doc = Doctorate; √ = took part; x  did not take part 
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4.4.2 Data collection 

This study collected data through a review of documents, qualitative interviews, and an 

online survey. Table 4.4 summarises the data collection methods used for each research 

question. The following sections describe the three methods of data collection used in 

this study. The researcher reviewed several documents to answer Research Question 4 

relating to government grants and credit schemes. These included strategic plans and 

government ministries and Reserve Bank of Fiji reports, media releases, and 

government policy papers. According to Birley and Moreland (1998), the information 

and characteristics of the materials are essential. 

Table 4.4 Research questions and data collection method 

OBJECTIVES METHOD 

Research Question 1  

Identifying demand-side and supply-side 

challenges of accessing bank finance 

Qualitative interviews with bank officers 

and female entrepreneurs and a survey of 

female entrepreneurs 

Research Question 2 

Overcoming demand-side challenges of access 

to bank finance  

Qualitative interviews with bank officers 

and qualitative interviews with female 

entrepreneurs 

Research Question 3 

Overcoming supply-side challenges of access to 

bank finance 

Qualitative interviews with female 

entrepreneurs 

Research Question 4  

Exploring the effectiveness of government 

grants, schemes, and policies  

Document analysis,  qualitative interviews 

with female entrepreneurs, and survey of 

female entrepreneurs 

Research Question 5 

Examining financing practices of female 

entrepreneurs and interpreting findings in terms 

of Pecking Order Theory and Life-cycle Theory  

Survey of female entrepreneurs and 

qualitative interviews with female 

entrepreneurs  

 

The origin of the documents, their credibility, and their objectivity were considered. 

Further, the researcher looked at the materials‘ representational nature before deciding 

to include them in the review. These criteria were particularly helpful when reviewing 

media releases, publications by the relevant organisations, and media reports. 

Qualitative interviews are particularly valuable when used in conjunction with other 

research methods (Patton, 1990; Wragg, 2002). The documentary analysis does not 

always contain sufficient detail to allow the researcher to arrive at valid and accurate 

conclusions. Survey data, on the other hand, are constrained by providing general 
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information about a large population. For these reasons, the use of qualitative interviews 

was fundamental to address the research questions. 

Furthermore, qualitative interviews are an integral part of the constructivist paradigm. 

Perren and Ram (2004) suggest that the most recent research on entrepreneurship is 

conducted within the interpretive/constructive paradigm using qualitative approaches. It 

is impossible to include all problems facing female entrepreneurs in a survey 

questionnaire (Kirkwood, 2009). Therefore, interviews are extremely valuable in 

gaining a deeper understanding of the real issues by virtually entering into the female 

entrepreneurs‘ experiences. In essence, therefore, interacting with the interviewee by 

asking probing questions is an added benefit of the interview. The researcher adopted 

this approach in this study, asking female entrepreneurs about their experiences with the 

banks and their experiences as entrepreneurs. 

The researcher conducted hour-long interviews at the female entrepreneurs‘ business 

premises during the times and dates specified by them and convenient to the 

entrepreneurs. The interviews were semi-structured to facilitate consistency across 

interviews but to not restrict interviewees from responding freely. They would, at the 

same time, present new insights arising out of our conversations. The use of semi-

structured interviews and some pre-formulated questions kept the interviewee focused 

on the topic. This approach also allowed the interviewer to add essential insights as they 

arose during the interviews. The semi-structured interview is one of the most commonly 

used interview techniques in business and management. The interview protocol for 

female entrepreneurs is in Appendix 8.  

The purpose of the interviews with bank officials was to gather as much information as 

possible on the challenges facing female entrepreneurs from the banks‘ perspective. In 

all, six interviews were conducted, two with the CEOs of the commercial banks and 

four with senior bank managers. The researcher conducted the interviews over two 

months, from May to July 2014. In the information sheet sent to the banks regarding the 

interviews, the researcher pointed out that the information requested from them would 

be in confidence. The researcher would not reveal the identity of the bank staff to any 

other person or authority. Banks selected for the study were required to complete a 

consent form agreeing to participate in the survey as attached with the information sheet 

in Appendix 5. None of the banks completed consent forms, but confirmed through 

emails the appointment times and implied consent.  
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The interview questions were sent to the interviewees before the meeting. First, this was 

to obtain clearance from the bank‘s corporate office and enable the bank‘s management 

to identify senior managers who would be the most appropriate to participate in the 

interviews. The interviews conducted were on dates and at times most convenient to 

bank management, decided following a series of exchanges of emails and negotiations 

with the bank management team. Interviews the researcher conducted were at the bank 

premises to save travel time for the bank officers and the interviewer‘s convenience. No 

interviews were tape-recorded or notes taken without the consent of the bank officers. 

At the earliest opportunity, the researcher compiled detailed notes of the meetings to 

ensure the discussions‘ accuracy and, where necessary, seek further clarification from 

the interviewees. At the same time, matters were still fresh in their mind. Each bank 

carried a specific name: Bank A, Bank B, and Bank C to maintain anonymity. Appendix 

6 contains interview protocols for the banks. 

The study also utilised a survey to collect information on female entrepreneurs‘ 

opinions and experiences accessing business finance in Fiji. The survey questionnaire is 

the most popular data collection method among the various survey methods, but the 

researcher must ensure the survey is managed efficiently and effectively. One method 

for administrating the survey questionnaire is using postal mail, which has the 

advantage of lower cost and higher flexibility compared to surveying in person. An 

additional benefit is that interviewer bias can, to a great extent, be eliminated. The 

disadvantages include a high non-response rate and a slow response rate (Cooper & 

Schindler, 2003). Mail delivery in Fiji is somewhat unreliable. On the whole, the 

disadvantages of using postal surveys far outweigh the advantages. For this reason, the 

researcher decided not to opt for a mail survey. 

Another method could have been the use of telephone interviews for the questionnaire. 

Telephone interviews have the advantage of speed and access to a broad cross-section 

of the population with access to telephonic devices. However, telephone charges are 

higher than traveling costs for personal interviews in Fiji. Additionally, business 

owners, particularly women, do not provide any information on the phone. Their 

secretaries would not give any details about the owners. For these reasons, a telephone 

interview was not considered appropriate for collecting information. 

Also, because the next stage was qualitative interviews with female entrepreneurs, 

questionnaires were ruled out for the surveys. An electronic survey was the best option 
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as female entrepreneurs have access to the internet and the questionnaire‘s link could be 

sent to their email addresses. Generally, online surveys are inexpensive and allow 

speedy distribution of surveys compared to postal surveys (Yun & Trumbo, 2000). Still, 

the use of a web-based survey prevailed over email for the reasons explained below.  

Web-based surveys provide more design options than email surveys. They allow more 

control over their respondents and prevent them from manipulating the surveys for their 

purposes (Andrews et al., 2003). They prevent respondents from making multiple 

submissions, save the responses as executed, and control when and how they are 

displayed. Web-based surveys provide automatic feedback upon completion, provide 

for the use of animation, sound, and graphics, and do not require a great deal of 

knowledge of survey software.  

There are further advantages of using web-based surveys. Web-based surveys can verify 

and store survey responses automatically. With email surveys, responses submitted 

directly in an email message or attached as a word-processed document must be 

transferred and entered manually into storage. However, web-based surveys are more 

complicated to design and difficult to implement than email surveys but are still 

superior to email surveys in many aspects (Andrews et al., 2003). The authors add that 

email used together with offline media is a handy tool for inviting individuals to 

participate in web-based surveys.  

Dillman (2000) and Preece et al. (2002) noted that the format of web-based and email 

surveys can accommodate fundamental principles of a paper questionnaire design. They 

can assist in the development of question scales and multiple choice answers from 

qualitative exploratory interview data. They can eliminate question bias through proper 

wording and clear, unambiguous, and concise text. Other features of the paper design 

include rating definitions and examples. According to Preece et al., (2002) and Witmer 

et al., (1999), paper designs also allow for rating scale formats, such as Likert-type, 

semantic differential scales, nominal scales, and sets of demographic items. For this 

particular study, a paper questionnaire was developed and later translated into web 

format.  

It was for the above reasons a web-based survey was used for this research to collect 

data. The researcher used email contacts to request female entrepreneurs to participate 

in this study. As mentioned above, web-based surveys are more challenging to design 
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and implement than email surveys. However, with the advent of new software and 

internet technology, these limitations no longer pose unsurmountable issues (McCoy & 

Marks, 2001; Smith, 1997). Developments in new software applications have mitigated 

many problems relating to the construction and management of web-based surveys. 

One such development is the widely used SurveyMonkey to conduct online surveys 

with its new features that make the collection and analysis of data exceptionally simple. 

The software allows the researcher to ask any number of questions per survey. There is 

an option to choose from 31 or 51 survey templates, and any type of questions can be 

asked: close-ended, open-ended, and descriptive. The latest versions allow the 

researcher to customise the software to suit their own needs. SurveyMonkey not only 

collects the data but also analyses the data it collects. 

The disadvantage of web-based surveys is that the response rate can be low, as shown in 

Figure 4.2.  

 

Figure 4.2 Average response rate based on the survey method 

(Source: Lindermann, 2018, https://surveyanyplace.com/average-survey response-ra) 

If this trend continues, there is a danger that researchers might not use electronic 

surveys anymore, as projected by Couper, et al. (1998) and Schafer and Dillman 

(1998). A recent study conducted by Lindermann (2018) shows response rates for the 

various research methods commonly deployed by researchers. The results are in Figure 

4.2 above. The highest response rate is for in-person surveys (57%), and the lowest is 

https://surveyanyplace.com/average-survey
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for in-app surveys (13%). The response rate for online surveys, as revealed by the above 

study, is 29%.   

The response rate for the online survey conducted in this study was 34%. The sample 

frame was 82, and there were 28 responses. This rate is somewhat better than the 

average 29% recorded in Lindermann‘s (2018) study for online surveys (see Figure 4.2). 

An effort was made to offer a reasonable sum of money as a cash incentive to increase 

the response rate, but this did not work.  

There are various reasons for the low response rate in online surveys. According to 

Kehoe and Pitkow (1997), the low response is because of some preconceived views 

about themselves or more likely because of issues of privacy and confidentiality 

(Couper, 2000). Further, a low response rate in web-based surveys can be attributed to 

technical difficulties, as stated by Couper (2000). Sometimes, the study‘s purpose is not 

well understood by a segment of the people studied, causing them to stay away from the 

study (Kehoe & Pitkow, 1997). They were not able to inspect the survey document 

before completing it. The request for personal data and how completion is encouraged 

through reminders are a few other reasons for a low response rate (Cho & LaRose, 

1999; Sheehan, 2001; Witmer et al., 1999). These are real issues to consider. However, 

in the end, if a potential respondent decides not to participate, there is little that we can 

do to persuade the respondent to be part of the survey. 

Tuten et al. (1999) provide a further breakdown of respondents in several categories. 

Complete responders are those who answer all the questions. Unit responders do not 

participate in the study, and item non-responders answer some questions but drop out 

before completing the entire questionnaire. Other categories include those who view the 

questionnaire but do not answer questions. Others see some questions but do not answer 

all the questions. Some answered some questions but dropped out before completing 

them.  

There were 18 complete responders, two unit-responders, and eight item-non-

responders, based on Tuten et al.‘s (1999) classification. Eight item non-responders 

completed the questionnaire only up to the first few questions dealing with demographic 

and business characteristics but stopped at more fundamental questions dealing with 

access to finance. It seems issues of privacy and confidentiality, as stated by Couper 

(2000) were the main reasons for respondents not to be very forthcoming regarding their 
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response to finance matters. They seemed to think that the researcher was digging too 

deeply into their issues. 

4.5 Questionnaire development 

The questionnaire development followed three steps, as explained below. The aim was 

not to make the questionnaire lengthy; lengthy questionnaires intimidate Fiji 

respondents and are ultimately counterproductive (Rao, 2004). This finding is not 

necessarily true. Sheehan (2001) pointed out that shorter questionnaires do not produce 

notably higher response rates than long questionnaires. In this study, there were 32 

questions altogether, each requiring less than a minute to answer. All in all, it would 

have taken the interviewees 20 to 25 minutes to answer all the questions. 

The questionnaire development followed a structured approach starting from question 

content to wording to response format to structure and layout (Cooper & Schindler, 

2003). Some questions were taken from two pre-existing questionnaires but modified to 

suit female entrepreneurs in Fiji. One pre-existing questionnaire on which we based our 

questions is the Entrepreneurial Profile Questionnaire.  

Another pre-existing questionnaire from which the researcher formulated questions was 

by the Newcastle Business School of Northumbria University (Harvey et al., 2012). 

This questionnaire was developed to conduct a survey on SME access to finance in the 

northeast of England. In particular, this questionnaire investigated the challenges facing 

SMEs in accessing bank finance. The researcher sought the approval of the Newcastle 

Business School project team before adopting some questions from their questionnaire.  

Both questionnaires mentioned above were for use in Western countries. The 

Entrepreneurial Profile Questionnaire, in particular, is internationally recognised and is 

used in various cultural settings in Europe. As such, several questions had to be 

modified to suit the cultural context in Fiji. Some authors have warned against using 

questionnaires specifically developed for Western countries for use in developing 

countries. Matsumoto (1994) states that researchers assume that questionnaires measure 

the same concepts, the same items to be tested, and sub-factor groupings. If the 

assumptions are incorrect, then obviously, the findings will be questionable. 

The questionnaire developed for this study is in three parts: A, B, and C, and is attached 

as Appendix 3. The purpose of the study and instructions for answering the questions 
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are in the introduction to the survey questionnaire. Also included is a section on 

confidentiality and agreement to consent to the study. 

Section A was on demographic factors and business characteristics of female 

entrepreneurs requested via several questions specifically related to the enterprise‘s 

demographic profile and business characteristics. Request for personal data is placed 

right at the beginning of the questionnaire, not just because it is the right thing to do, but 

it is also a reflection of the researcher‘s honesty. It gives the respondent the added 

confidence to reciprocate honestly. In the same vein, putting personal data at the end 

may surprise the respondent. It can create unnecessary anxiety and suspicion and force 

the respondent to drop out of the survey (Andrews et al., 2003). Data thus collected in 

Section A helped provide necessary information regarding the educational background, 

qualifications, and experience of entrepreneurs, and background information about their 

enterprises.  

Section B: was about the sources of finance used by female entrepreneurs for starting 

and operating their businesses and preferred source of finance for operating their 

businesses.  

Section C was on growth-orientedness, financing for growth, seeking support, on 

finance sought during the last two years, and the preferred funding source for growth 

and difficulties encountered. Lastly, the researcher requested the respondent to give her 

opinions on business finance in Fiji, the effectiveness of government support schemes, 

entrepreneurship training, and support from banks.  

Survey piloting was in three stages. Stage 1 consisted of examining the questionnaire by 

two prominent female entrepreneurs who have had some research experience. They 

were used mainly to check if there was anything sensitive or confidential that 

respondents would not want to reveal. The two very qualified and broad-minded 

entrepreneurs did not think the questions asked were sensitive or probed confidential 

issues of companies. Stage 2 was a review by two knowledgeable university colleagues 

to ensure question completeness, efficiency, and format appropriateness, followed by 

retrospective interviews. According to Dillman (2000), this process evaluates the 

cognitive and motivational qualities of the survey. This process also helped with 

wording understandability, interpretation consistency, logical sequencing, and overall 

impression of the study‘s look and feel. Stage 3 was one last check using people who 
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had no connection with the survey. The aim was to catch any typos and errors that may 

have inadvertently crept in during the previous revision process. 

Subject privacy and confidentiality of respondents in an online survey are of grave 

concern to researchers and respondents. Online researchers must avoid violating 

legislation that is in place to protect the privacy and confidentiality of respondents. 

These violations are more frequent in online surveys than in conventional survey 

methods. They are also more severely punishable by law in online surveys than in the 

latter (Cho & LaRose, 1999). When researchers fail to safeguard the privacy and 

confidentiality of the data, the reliability of data cannot be assured. 

Several steps were taken in this study to build a trusting, continuing relationship with 

the respondents. These included: 

 the use of Charles Sturt University letterhead on the information sheet, consent 

form, and questionnaire 

 providing the respondents with background information about the researcher, the 

purpose of the study, and why they were selected as respondents 

 providing respondents with the opportunity to voluntarily give their consent in 

writing to participate in the survey 

 providing respondents with contact details of the Chairperson of Charles Sturt 

University Ethics in Human Research Committee in case they had any concerns 

regarding ethical issues relating to the survey 

 assuring the respondents that the use of web pages would not in any way reveal the 

identity of the respondent to any third party 

 providing the respondents with the opportunity to freely respond to the questions by 

saying ‗rather not say,‘ if they felt the issue was either personal or confidential 

 assuring in writing that their response to the questionnaire would not disclose their 

identity to any third party and survey results would be presented in an aggregate 

form 

 providing the third party guarantee from the researcher‘s principal supervisor that 

the research had the approval of the relevant authorities, and should any respondent 

have any queries, they can submit them to the supervisor. 
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The attached Appendix 1 contains the information sheet and consent form sent out to 

the respondents via email. Also attached is Appendix 7, which includes the information 

sheet sent to respondents by post. 

4.6 Data analysis 

Onwuegbuzie and Teddlie (2003) suggest a seven-stage conceptualisation of mixed 

methods data analysis process: data reduction, data display, data transformation, data 

correlation, data consolidation, data comparison, and data integration. This data analysis 

process was not used in this study because the quantitative and qualitative phases were 

carried out as two separate phases. Therefore, data were initially analysed separately for 

each step. However, the researcher put all the data together when interpreting the 

findings, as suggested by Johnson and Onwuegbuzie (2004).  

For qualitative data analysis, transcripts were coded according to the theme and were 

analysed using the constant comparative method. In this method, a researcher organises 

information into ‗units of meaning‘, simultaneously comparing before synthesising into 

a conclusion. A new unit of meaning was compared with other units of meaning and 

subsequently grouped into categories and then coded. A new unit of meaning that had 

no comparison formed a new category. Figure 4.3 shows the steps involved in the 

constant comparative method. 

 

 

 

                                          

 

                                

 

 

 

Figure 4.3 The constant comparative method 

 

(Source: Maykut & Morehouse, 1994, p. 135) 

Inductive category coding and simultaneous comparing of units 

of meaning and across categories 

Refinements of categories 

Explorations of relationships and patterns across categories 

Integration of data yielding an understanding of people and 

settings being studied 
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In this method, there is room for continuous refinement of data. Initial categories can be 

changed, merged, or erased, leading to new categories and the discovery of new 

relationships. 

Qualitative interview data were also analysed using content analysis, a valuable tool for 

analysing data collected from interviews (Yin, 2003). Content analysis is ―the longest 

established text analysis method among the empirical methods of social investigation‖ 

(Titscher & Jenner, 2000, p. 55). It is ―essentially a coding operation transforming raw 

data into a standardized form‖ (Babbie, 2001, p. 309).  Some words (such as self-

confidence, risk averseness, assertiveness, sex stereotyping, and discrimination), 

concepts, and themes from the qualitative interviews with female entrepreneurs and 

bank officers were quantified and then analyzed.  Most importantly, content analysis of 

a qualitative study allows the incorporation of quantitative steps in the data analysis, as 

explained in the next paragraph. 

For instance, bank officers were asked to indicate if they thought a lack of self-

onfidence and inability to talk to bankers were challenges for Fijian female 

entrepreneurs. If there were three bank officers and only one said, "Yes",   the challenge 

is given a percentage of  33% (1/3 x 100). If two bank officers said,  ―Yes‖, the 

percentage will be 66% (2/3 x 100); and all the three bank officers said, ―Yes‖,  the 

percentage will be  100% (3/3 x 100). After the percentage was calculated for each of 

the challenges, the strength of each challenge was decided using a key that gave a 

percentage range for weak, moderate, and strong support. Similarly, the researcher 

converted all the qualitative interview data quantitatively and expressed them in 

percentages before analyzing them.  

Qualitative content analysis maintains the advantages of classic quantitative content 

analysis, and as such, also includes quantitative steps in the analysis. An important 

feature of content analysis is that it applies to qualitative and quantitative data (Gillham, 

2000). This unique content analysis feature can be very useful in studies involving 

qualitative and quantitative data, as was the case in this study. In this study, qualitative 

and quantitative data sets were systematically integrated during the interpretation part of 

the analysis.  

Another feature of content analysis is its ability to deal with complexity (Kohlbacher,  
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2006). As such, content analysis can be instrumental in qualitative study research by 

helping to understand complex social phenomena. Qualitative content analysis analyses 

data in a step-by-step process, taking an all-inclusive and thorough approach. The step-

by-step procedure filters out the main points of the investigation and thus, reduces 

complexity. Generalisations can be made from the analysed data concerning the 

categories of interest to the researcher. For instance, generalisations were made about 

particular challenges based on their strength (in percentage): whether they were 

significant or minor challenges to female entrepreneurs' access to finance in this study. 

Content analysis also enables theory-guided analysis. Primary data collected through 

research can be compared and complemented with secondary data collected from 

literature, as was the case in this study. The content analysis allowed the findings to be 

compared with existing theories in the case of finance theories: Pecking Order  Theory 

and Life-cycle Theory. It also allowed findings to be compared to past studies on female 

entrepreneurship  

The researcher analysed quantitative data using descriptive statistics. The 

SurveyMonkey software supported the data analysis. The researcher conducted a 

multiple response analysis of several questions. For instance, Questions 13 and 14 of the 

survey asked entrepreneurs to indicate the extent to which they utilised the given 

sources of finance for starting and operating their businesses. The entrepreneurs 

responded using a Likert-type scale from 1‒5 where 1 = not at all, 2 = small extent, 3 = 

sometimes, 4 = often, 5 = very often.   

4.7 Reliability and validity 

The quality of the mixed methods approach evolves from at least three perspectives: 

using validity and reliability standards of the quantitative and qualitative approach, an 

integrative framework of Tashakkori and Teddlie (2003), the Quantitative Legitimation 

Model (Onwuegbuzie & Teddlie, 2003); and the Qualitative Legitimation Model 

(Onwuegbuzie & Johnson, 2006). In mixed methods research, validity is legitimation, 

and assessing it will always be incomplete according to Onwuegbuzie and Johnson 

(2006, p. 48). Therefore, legitimation models were not used in this study to assess 

validity. The criteria used in this study were reliability and validity standards of 

quantitative and qualitative research. However, some researchers have reservations 

regarding the application of reliability and validity of qualitative research. 
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Researchers, such as Cohen, et al. (2000) and Denzin and Lincoln (1998), have 

reservations regarding applying reliability and validity to qualitative research. They 

believe enhancing one of these constructs requires a reduction in the other. For instance, 

an unstructured and more flexible interview will enhance validity, but at the same time, 

reduce reliability or consistency of approach. Furthermore, Bell (1984) argues that if a 

measure is not reliable, it cannot be valid. Table 4.5 shows a new set of criteria  

Table 4.5 Proposed criteria for qualitative research 

Quantitative research Qualitative research 

Internal validity Trustworthiness criteria of credibility 

External validity Transferability 

Objectivity test Conformability  

Reliability test Dependability 

(Source: Guba & Lincoln, 1994, p. 11) 

proposed by Guba and Lincoln (1994). 

Reliability is the extent to which research findings would be the same if the research 

were to be repeated later or with a different sample of subjects (Veal, 2005). It enhances 

the use of highly structured research instruments. Such an instrument should have 

conceptualised constructs, the use of multiple indicators, and the execution of pilot tests 

(Lindgreen, 2001). In this study, the questionnaire survey employed standardised 

approaches to collect information from female entrepreneurs. Other researchers can use 

the same questionnaires to validate and replicate findings. The questionnaire was pilot 

tested; therefore, it is possible to obtain high reliability of response. 

However, establishing reliability in qualitative interviews requires much care. The 

researcher prepared two different sets of interview protocols for the female 

entrepreneurs and the other bank officers. Interview protocols for bank officers and 

female entrepreneurs are in Appendices 6 and 10, respectively. Since interviews were 

semi-structured, the researcher ensured the results were reliable and not compromised 

due to variations within each interview. The researcher made a conscious effort to 

ensure that the interviews remained conversational, and consistency was maintained in 

the format and content of questions detailed in the interview protocol. 
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Researcher bias in qualitative studies also affects the reliability of a study. This issue 

was addressed in three ways. First, an independent researcher was utilised to code some 

of the interview transcripts using the same coding scheme as the researcher. We then 

compared the two sets of analyses to find out the level of inter-coder agreement. Any 

disparities needed reconciling through a third data interpreter. Second, the researcher 

made field notes to supplement the interviews. Third, the interviews were tape-recorded 

to ensure reliability and the interviews were transcribed to allow analysis at a later 

stage.  

Validity is ―the degree to which a measure accurately represents what it is supposed 

to‖ (Hair et al., 2010, p. 7). The internal validity of an inquiry can be determined ―by 

assessing whether changes in the dependent variable were caused by changes in the 

independent variables‖ (Birnberg et al., 1990, p. 38). Internal validity ―is a concern only 

for studies investigating causal relationships‖ (Lindgreen, 2001, p. 80). On the other 

hand, external validity refers to the degree to which a research study‘s findings can be 

generalised to different settings and situations. To be able to generalise, there has to be 

construct validity. Construct validity refers to whether a particular operational definition 

of a construct is indeed a valid measure of it (Birnberg et al., 1990, p. 39).  

We cannot make valid inferences if our constructs are poor and weakly 

manipulated. Surveys can achieve high external validity, but the sample size has to be 

reasonably large: ―only then statistical means can be used with a high degree of 

confidence as to the state of affairs in the population‖ (Robson, 1993, p. 49).  

Validity in a qualitative study is difficult to establish. This study addressed validity in 

three ways: using convergent interviews and native categories, selecting quotes and 

contrary cases, and tabulations. Native categories are those that the participants use 

themselves rather than the interviewer interpreting their answers (Kirkwood, 2009). 

Data reduction is a necessary yet challenging task, and several direct quotes were 

selected to illustrate participants‘ views. Qualitative data were tabulated in most cases to 

address validity, as Silverman (2000) suggests. 

4.8 Ethical considerations 

Ethics refers to the attendant moral issues implicit within research (Cohen et al., 2000). 

The study of phenomena and organisations or individuals associated with such events 

gives rise to social obligations regarding those involved or affected by the research. 
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Various steps were incorporated in the study to address obligations and ensure the study 

promotes openness and voluntarism (Rees, 1991), professionalism, privacy, and 

confidentiality (Burgess, 1984).  

As a first step, the researcher submitted an ethics application to the Charles Sturt 

University Faculty of Business, Ethics in Human Research Committee to obtain 

approval for the proposed study. Once approval was received (Appendix 2), potential 

participants were contacted to participate in the online survey. Individuals were 

presented with a written overview of the project. They could review the relevant details 

and seek clarification on any issues before agreeing to participate. Participants were 

requested to give consent through email. 

Once consent was obtained, the questionnaires were distributed. Later, interviews were 

arranged and conducted with those who had agreed to give an interview. The researcher 

sought permission to record interviews and forwarded the transcripts to participants 

after the interview for their review and approval. A conscious effort was made to 

maintain open and professional communication throughout the research. The researcher 

updated the participants on various developments where appropriate. The findings do 

not have adverse implications on those involved directly or indirectly. 

4.9 Conclusion  

In this study, the researcher used a combination of post-positivist and constructivist 

paradigms. A review of the various paradigms shows that the constructivist paradigm is 

gaining much popularity over other paradigms. Such a paradigm is especially suited to 

female entrepreneurship studies and made it possible for the researcher to use mixed 

methods research. In this way, the researcher could use the best of both quantitative and 

qualitative approaches.  

The researcher collected data through an online survey, a review of documents, and 

qualitative interviews with bank officials and female entrepreneurs. The survey 

questionnaire was developed by incorporating questions from two pre-existing 

questionnaires. From the survey sample, female entrepreneurs were selected who had 

successfully borrowed from commercial banks as well as those who had been 

unsuccessful in in-depth qualitative interviews. Qualitative data were analysed using a 

constant comparative method and content analysis, while survey data were analysed 

using descriptive statistics. 
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Reliability and validity are essential to any research. The researcher kept these two 

aspects in mind when deciding on sample size, quality of data, and potential for the 

study to be generalised for a bigger group or when used for replication. There were no 

issues with the quantitative data in terms of reliability and validity, meaningfully 

replicating, and generalising. However, the qualitative part of the study required much 

care. The researcher addressed validity in three ways: using convergent interviews and 

native categories, selecting quotes and contrary cases, and tabulations. Reliability was 

ensured using inter-coder agreement, field notes, and tape recording of all interviews. 

At all times, the researcher exercised considerable care to ensure the high ethical 

standards set by the Charles Sturt University guidelines were maintained. 
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Chapter 5: Research Findings 

This chapter presents the findings of this research. As pointed out in Chapter 4, this 

study was conducted in three stages. Stage 1 consisted of qualitative interviews with six 

bank officers. Stage 2 was an online survey to collect data from a purposive sample of 

24 female entrepreneurs. Stage 3 comprised qualitative interviews with 30 female 

entrepreneurs. Chapter 6 will discuss and interpret the findings in the context of the 

extant literature.  

Data analysis of Stages 1, 2, and 3 are presented separately in Sections 5.1, 5.2, and 5.3, 

respectively, highlighting the research questions investigated in each stage. According 

to Brown (1996), structuring the data analysis around the research questions or issues 

ensures students do not tell the reader how beautiful the data are. Perry (1998) added 

further that data analysis must solve the research problem by answering each research 

issue or question in turn. The results for each of the five research questions are 

summarised in table form in Section 5.4 by comparing the key insights obtained for 

each one in Stages 1, 2, and 3. Section 5.5 concludes the chapter.  

5.1 Stage 1: Analysis of bank interview data  

This section presents an analysis of data collected through interviews with the bank 

officers. The researcher asked the bank officers to indicate their support or lack of 

support for a given list of demand-side and supply-side challenges facing unsuccessful 

female applicants to answer Research Question one. The bank officers were also asked 

to explain how female entrepreneurs can overcome demand-side and supply-side 

challenges to answer Research Questions 2 and 3. Table 5.1 summarises the responses 

received from the bank officers (A2, B2, and C1), showing the perceived strength of 

support for each of the challenges. The challenges are divided into demand-side and 

supply-side in Column 1. The three bank officers indicated their preferences for the 

challenges by ticking ‗√‘ for support or an ‗x‘ for no support, as presented in Columns 

2, 3, and 4. Column 5 shows the strength of their support with values given in 

percentage form, based on the number of ticks in Columns 2, 3, and 4. For instance, if 

there is one tick for a challenge, the percentage is 33% (1/3 x 100); if there are two 

ticks, the percentage is 66% (2/3 x 100); and if there are three ticks, the percentage is 

100% (3/3 x 100). The key findings for each challenge follow.  
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Table 5.1 Perceptions of bank officials on demand-side and supply-side challenges 

Challenges A2 B2 C1 Strength of support (%) 

Demand-side challenges     

Characteristics of female entrepreneurs     

i. Lack of self-confidence & inability to 

talk to bankers 

× × √ Weak (33%) 

ii. Risk-averseness √ √ √ Strong (100%) 

iii. Low levels of education  × × √ Weak (33%) 

iv. Lack of training and business 

experience 

√ √ √ Strong (100%) 

v. Lack of financial skills √ √ √ Strong (100%) 

vi. Lack of management skills        √ √ √ Strong (100%) 

vii. Lack of networking  √ × √ Moderate (67%) 

viii. Lack of knowledge of funding sources √ × √ Moderate (67%) 

ix. Lack of collateral √ √ √ Strong (100%) 

x. Financing preferences of 

entrepreneurs 

x √ × Weak (33%) 

xi. Characteristics of women-owned 

businesses 

x x √ Weak (33 %) 

xii. Lack of a track record √ √ √ Strong (100%) 

xiii. Information asymmetry √ √ √ Strong (100%) 

Supply-side challenges      

i. Perception of high risk × × × Ns (0%) 

ii. High-interest rates × × × Ns (0%) 

iii. Discrimination by banks × × × Ns (0%) 

iv. Inadequate knowledge and capacity 

to understand innovative business 

concepts 

× × × Ns (0%) 

v. Lack of products tailored for 

women-owned businesses 

x x x Ns (0%) 

vi. The complicated procedure of 

getting finance 

× × × Ns (0%) 

vii. Lack of support to unsuccessful 

women applicants 

× × × Ns (0%) 

viii. Sex-stereotyping × × √ Weak (33%) 

Key: Abbreviations used to indicate the strength of support are as follows: Strong = Strong support (70‒

100%), Moderate = Moderate support (50‒69%), Weak = Weak support (1‒49%), Ns = no support (0%) 
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As shown in Table 5.1, the bank officials included in this research weakly supported a 

lack of self-confidence and an inability to talk to bankers as challenges. Only C1 said 

that female entrepreneurs lacked self-confidence and were unable to talk to bankers.  

When asked how female entrepreneurs can overcome those challenges, C1 suggested 

that ―female entrepreneurs should come to the bank with male partners to do the talking 

for them‖. This finding reflects a cultural or societal problem discussed in the next 

chapter, which discusses the findings.  

All the bank officials interviewed in this study strongly supported (100%) risk-

averseness as a challenge. Fijian bankers‘ strong support for this challenge emanated 

from the small percentage of women who applied for bank finance compared to their 

male counterparts. According to respondents A2, B2, and C1, the percentage of female 

entrepreneurs who apply for bank finance is relatively small, ranging from 15 to 20%.  

Respondents A2, B2, and C1 affirmed a lower level of education as a challenge, albeit 

weakly. However, the bank officers strongly supported a lack of training and business 

experience as a challenge facing Fijian female entrepreneurs. Respondents A2 and B2 

suggested that female entrepreneurs attend the financial literacy and business training 

banks and tertiary institutions provide. However, respondent C1 had a different 

perspective, saying that female entrepreneurs might have an education but no business 

experience, suggesting they form partnerships with their male counterparts. This 

different thinking by C1 from other suggestions given above is discussed in Chapter 6. 

All the bank officials included in this study strongly identified (100%) a lack of 

financial skills as a challenge. Fijian bank officials said that most female business 

owners could not prepare business plans and proposals due to a lack of financial skills, 

and are unable to prepare accurate financial statements. Therefore, owners' financial 

position and equity position are not known. The Information Asymmetry Theory 

explains this constraint.  

Respondents A2, B2, and C1 reinforced a lack of management skills as a challenge. 

Banks have their ways of assessing management skills. For instance, Bank A assesses 

businesses‘ management capacity by considering adverse comments from competitors, 

suppliers, or customers. Bank B determines the stability of management, ownership, and 

succession planning by looking at local newspapers for excessive turnover of key 

management, employees, the resignation of professional advisors, and change in 
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ownership. Additionally, banks look at strategic plans and the organisation‘s human 

resource policies.  

Respondents A2 and B2 also identified a lack of networking as a challenge facing 

female entrepreneurs. The bank officials suggested that female entrepreneurs attend 

networking sessions organised by them and overseas embassies based in Fiji. They were 

quick to add that female entrepreneurs lack knowledge of funding sources due to a lack 

of networking. They further added that female entrepreneurs do not know about banks‘ 

and other institutions‘ requirements. As a result, they apply for finance that is unsuitable 

for their businesses.  

Lack of collateral to provide security for loans was strongly (100%) considered a 

challenge by all the bank officials, who suggested that businesses build up their asset 

base, improve cash flows, or apply for unsecured loans. They added that the interest 

charged is based on the type of security provided by the entrepreneur and not on gender.   

The bank officials did not consider the financing preferences of female entrepreneurs as 

a significant challenge. Bank officials A1 and C1 felt that female entrepreneurs prefer to 

use bank finance, but they cannot meet the requirements of the banks. Characteristics of 

women-owned businesses as a challenge was also not considered significant by the bank 

officials. To bank officers, size, sector, legal structure, and age of the business were not 

so important; they were interested in the ability of the business to repay the loan or 

serviceability. 

All the bank officials strongly supported the lack of a track record as a challenge. 

Respondent A2 said:  

Track records that show continual urgent requests for excesses or 

dissatisfaction with treatment by other lenders pose challenges.   

Similarly, all the bank officials strongly supported information asymmetry (incomplete 

information) as a significant challenge. Respondent A2 said:  

The problem of information asymmetry arises when banks do not have the 

business owners‟ authorisation to talk to their accountants or other 

professional advisors. Owners are reluctant to provide management 

information and proper financial statements.  
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On the supply-side, the bank officers did not support high-risk perception and their 

charging of high-interest rates as a challenge. They said that their interest rate depends 

on the businesses‘ risk and not on the gender of the borrower.  

Discrimination by the banks also had no support from any of the banks as a challenge. 

Concerning discrimination, A2 said:  

I am surprised to learn that women feel discriminated against by our male 

bank officers. Women should report to the bank immediately any 

discrimination by male officers.  

The banks also did not consider their inadequate knowledge and capacity to understand 

innovative business concepts of female entrepreneurs an issue. They claimed that they 

understand and know the proposals provided by female entrepreneurs and can deal with 

their requests.  

The lack of products tailored for women-owned businesses was not supported (0%) as a 

challenge by the bank officials. Yet none of the banks said they had any exclusive 

products to suit women customers. A foreign bank in its home country has unique 

products for women customers, but its local branches in Fiji are unaware that banks can 

design unique products for female entrepreneurs. A2, a bank official in a foreign bank 

branch, was surprised why we asked whether the bank had any unique products for 

female entrepreneurs, saying that ―someone else had asked this question‖. In contrast, 

Respondent B2 said, ―our products are not gender-based but equality of access to all 

types/levels of clients based on business criteria‖.  

The complicated procedure of getting finance was also not supported by any bank 

official as a challenge. This comment made by respondent B2 shows that banks do not 

believe their procedures are complex: 

Our bank has an independent credit management team to look after the 

needs of SME clients. Over the years, we have introduced flexible and 

straightforward application forms to suit the SME business and provided 

accompanying notes on the documents required by the bank.  

The bank officials disagreed that they lacked in the provision of support to unsuccessful 

women applicants. They believe they are providing more than sufficient support to 

unsuccessful applicants. For instance, Respondent B2 said that their bank conducts 

financial literacy classes at the bank free of charge and that most of the participants are 
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women. However, it is a known fact that these women are mainly owners of 

microbusinesses and not SME owners.  

Apart from providing financial literacy to potential clients, some banks also said they 

sponsor programs and functions for female entrepreneurs in Fiji. For instance, Bank A 

is the primary sponsor of the prestigious WIB Awards Night held annually since 2008 

and hosts networking cocktails and lunches for businesswomen in Fiji from time to 

time. Bank B also provides financial literacy to unsuccessful applicants through agents 

such as the Fiji Women‘s Crisis Centre and Social Services Centre. Respondent B2 

added:  

We are the only bank that provides a support program through Market 

Development Fund (AusAID oriented) for applications that are declined 

but have merit  

and further said:  

The bank has a dedicated Corporate Social Responsibility team that 

supports women through the bank‟s Money Minded and Financial 

Literacy programs. They are providing this service at their own cost and 

some through the Ministry of Women. Apart from these, banks at their 

costs support women through all product partner presentations, global 

presentations, and other SME-related mentoring sessions. 

Bank C is also expecting to do something special for female entrepreneurs:  

The bank will be awarding SME Woman Entrepreneur of the Year for the 

first time during its annual Small Business Awards night in the future. 

(C1) 

So far, Bank C has been awarding outstanding sole traders or partnerships that have 

shown consistent or growing sales in their small businesses.  

Respondents A2 and B2 did not support sex-stereotyping as a challenge. It could be that 

they are foreign banks from developed countries where the perception of women in 

society is good. C1 used words such as ‗prejudice‘ and ‗mindset about women‘ that give 

the impression that Fijian society‘s perception of female entrepreneurs remains a 

challenge in accessing bank finance. C1 had earlier suggested that female entrepreneurs 

form partnerships with male counterparts and come to the bank with male partners who 

would talk for them.  

Bank officials were also asked to indicate the most important factors they considered in 

their lending decisions to women-owned SMEs. The findings showed that collateral, 
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complete business information, the character of the owner/manager, management skills 

(human resources and financial), and serviceability (ability to repay) were the most 

important factors. When questioned about why the character of the owner/ manager was 

important, bank officials said that they wanted to lend to someone who could be trusted 

and with whom they could develop long-term relationships. 

In summary, the findings show that bank officials consider lack of collateral, risk-

averseness, lack of financial skills, lack of management skills, lack of track records, and 

information asymmetry as significant challenges facing female entrepreneurs in 

accessing bank finance. They indicated that they consider collateral, complete business 

information, the character of the manager/owner, management skills, and serviceability 

when assessing finance applications. They also suggested that female entrepreneurs 

should develop their business and financial skills through literacy training offered by the 

banks and other institutions in Fiji. They do not think female entrepreneurs lack self-

confidence, are unable to talk to bankers, and have low levels of education, but rather 

female entrepreneurs lack business experience. One officer suggested that female 

entrepreneurs should form partnerships with male partners to overcome the problem. 

Banks also did not support any supply-side challenges, implying that banks do not pose 

any challenges to female entrepreneurs.    

5.2 Stage 2: Analysis of online survey data 

An online survey was conducted for two main reasons: first, to collect information from 

female entrepreneurs on their experiences in accessing entrepreneurial finance to go as 

an input in the follow-up qualitative interviews; and second, to in identify female 

entrepreneurs who could participate in a follow-up interviews regarding access to bank 

finance. As noted in Chapter 3, a total of 24 female entrepreneurs participated in the 

survey. All 24 had completed Section A (Appendix 3) fully, which required data on 

female entrepreneurs‘ socio-demographic details and business characteristics.  

Since one of the reasons for conducting the questionnaire survey was to collect 

information from female entrepreneurs on their experiences in accessing entrepreneurial 

finance,  it was considered necessary to make use of every response. Therefore, partially 

completed questionnaires were included in the analysis where valid data beyond 

demographic information had been included. The findings are presented in a structured 

manner according to the sequence of the questions in the questionnaire survey 
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(Appendix 3). The demographic characteristics of the 24 female entrepreneurs are 

analysed in the following sections.  

5.2.1 Demographics 

Age categories of female entrepreneurs 

Figure 5.1 shows no entrepreneur in the survey sample aged 18‒24 years, with only 

12% (3 out of 24) aged 25‒34 years. A large proportion (88%, 21 out of 24) of the 

respondents is aged 35 years or above, with the majority (29%, 7 out of 24) aged 35‒44 

years. Just 21% (5 out of 24) are aged 45‒54 years, 17% are 55‒54 years, another 17% 

are aged 65‒74 years, and 4% (one out of 24) are 75‒84 years. 

 

Figure 5.1 Age categories of Fijian female entrepreneurs 
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Level of education  

 

Figure 5.2 Education levels of Fijian female entrepreneurs  

All the female entrepreneurs included in the sample have at least secondary school or 

higher education levels (Figure 5.2). This result is not surprising as education in Fiji is 

compulsory up to the secondary level. Additionally, the majority (38%, 9 out of 24) 

have at least a diploma level qualification; 25% (six out of 24) have a bachelor‘s degree; 

17% (four out of 24) have a master‘s degree, and 4% (one out of 24) has a Doctor of 

Business Administration degree.  

Marital status   

Figure 5.3 shows the marital status of the Fijian female entrepreneurs. The majority 

(71%, 17 out of 24) were married, 13% (three out of 24) were single, and 16% (four out 

of 24) were divorced. Married women in Fiji have a lot of family responsibilities. The 

same is true for divorced and single women who have to look after their children.  
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Figure 5.3 Marital status of Fijian female entrepreneurs  

Multi-ethnicity of female entrepreneurs 

The sample comprised female entrepreneurs of various ethnic backgrounds. Out of 24 

female entrepreneurs, 10 were Indo-Fijians, three Indigenous Fijians (i-Taukei), eight 

Europeans or Australians, and three Chinese, part Chinese or Pacific Islanders. 

Business characteristics 

This section outlines the female entrepreneurs‘ business characteristics. Characteristics 

such as ownership in the business, how the business was created, business sectors, 

business structures, and the period in business are described here. 

Business ownership    

Figure 5.4 shows that the majority (58%, 14 out of 24) are owners, and 29% (7 out of 

24) have more than 50% ownership. Only 13% (three out of 24) had less than 50% 

ownership. Entrepreneurs with less than 50% ownership started their businesses with 

innovative ideas more than 20 years ago. They are still the most outstanding 

entrepreneurs in Fiji. Now the ownership of the business is divided among their adult 
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Figure 5.4 Business ownership of Fijian female entrepreneurs 

Business creation 

 

Figure 5.5 Business creation  
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the sole owners. The majority of Fijian female entrepreneurs in the sample are 

innovative, creating unique types of businesses. 

Some entrepreneurs were involved in unique businesses, such as glass blowing and 

beauty care products for international markets. One entrepreneur was engaged in the 

production of three brands of face and body products. After featuring in the Emmy and 

Golden Globes gift baskets, these products have become a hit with Hollywood names 

such as the well-known celebrity Tom Cruise (IFC, 2010).  

Business sector 

 

Figure 5.6 Business Sectors of female entrepreneurs 

Figure 5. 6 shows that 30% (seven out of 24) were in the professional services sector, 

while 25% (6 out of 24) were in distribution and the wholesale and retail sectors, and 
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provided by the Fijian female entrepreneurs included pest control services, hairdressing, 

beauty consultations, legal services, publishing, plumbing, pharmaceutical services, and 

business consultations. One entrepreneur is the owner of a construction company. 

Another is the owner of a bus company. Two others are distributors of sand, gravel, and 

timber. Previously these types of businesses were mainly owned by men. 
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Business structures 

Figure 5.7 shows the business structures of Fijian female entrepreneurs. There were 

63% (15 out of 24) private companies, 33% (eight out of 24) sole traders, 4% (one out 

of 24) partnerships. Female entrepreneurs owned no public company. 

 

Figure 5.7 Business structures  
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Figure 5.8 shows that out of 24 respondents: seven (29%) had been in business for 

between one and five years, 12 (50%) for six to 20 years, and five (21%) for over 20 

years. All entrepreneurs in the sample had been in business for more than one year. 

Number of employees 

Female entrepreneurs were asked to think about the past 12 months and indicate how 

many staff worked in the business: 33% had between 6 and 10 employees; 38% had 

between 11 and 20 employees, and 29% had over 20 employees. There was no micro-

business (a business having less than five employees) in the sample.  

5.2.2 Financing practices of Fijian female entrepreneurs  

Female entrepreneurs‘ financing practices were examined through Questions 13 and 14 

of the survey (Appendix 3) to get an overview of sources of entrepreneurial finance 

available and used by Fijian female entrepreneurs. Respondents were asked to indicate 

if they had used the listed finance sources for starting and operating their businesses on 

a scale from 1‒5. In this scale, 1 = not at all, 2 = small extent, 3 = sometimes, 4 = often, 

5 = very often. The responses to Question 13 are illustrated graphically in Figure 5.9, 

which shows finance sources used for starting a business. 

 

Figure 5.9 Sources of finance utilised to start a business 

Key: FF = Family and friends; CB = commercial banks; FDB = Fiji Development Bank; FC = 
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Figure 5.9 shows that the sources of finance used by female entrepreneurs for business 

start-ups in descending order are own savings, followed by own savings plus a loan 

from commercial banks, followed by own savings plus loans from friends and family, 

followed by partner‘s contribution, suppliers‘ credit, and a loan from the Fiji 

Development Bank, loans from finance companies and credit unions, micro-finance 

from other institutions, micro-finance from commercial banks and share capital in case 

of private companies. 

The majority of female entrepreneurs used a cheaper finance source (own savings) to 

start their businesses (Figure 5.9). However, many entrepreneurs used their own savings 

plus loans from commercial banks for business start-ups. These entrepreneurs used 

more expensive funds before seeking cheaper funds from family and friends and a 

partner‘s contribution. A partner‘s contribution is the fourth most used source of 

finance. Partners‘ contribution refers to husbands in the case of Fijian female 

entrepreneurs. The responses to Question 14 are illustrated graphically in Figure 5.10. 

 

Figure 5.10 Sources of finance used for operating the business 

Key: FF = Family and friends; CB = commercial banks; FDB = Fiji Development Bank; FC = Finance 

companies; OI = Other institutions 
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delayed payments, minimised investments,  government grants, and sharing resources 

with other businesses). After their own savings and cash dealings (bootstrapping), own 

savings plus loans from commercial banks are the third most used finance source, by 

female entrepreneurs for operating their businesses. Microfinance from commercial 

banks, microfinance from other institutions, and share capital are the least used sources 

of finance for business operations by female entrepreneurs. 

After indicating which source of finance they used for start-up and operating their 

businesses, we further asked the respondents which sources they preferred most and 

why. Twenty-two respondents answered this question and gave insights into their 

preferred sources. Table 5.2 shows the responses together with the reasons the 

entrepreneurs gave for selecting these sources. The most preferred source of finance for 

operating the business, as shown in Table 5.2, was own savings. 

Table 5.2 Most preferred source of finance for operating business 

Source of finance and proportions of all 

responses 

Underlying reasons 

Own savings (72% ‒ 16 out of 22 

respondents) 

No hidden charges, avoid loan and interest payment, no 

need to fill tedious application forms, limited reporting 

requirements 

Credit cards, lease finance, and commercial 

loans (14% ‒ 3 out of 22 respondents) 

Easily accessible 

Credit Corporation (5% ‒ 1 out of 22 

respondents) 

Commercial bank‘s requirements are too extreme 

Partner (5% ‒ 1 respondent) Always accessible 

A loan from Fiji Development Bank (5% ‒ 

1 respondent) 

Lower interest rate than commercial banks 

Table 5.3 shows the responses for the second most preferred source of finance.  

Table 5.3 Second most preferred source of finance 

Source of finance and proportions of all responses Underlying reasons 

Bank Loan (44% ‒ 8 respondents) The business was growing, and a larger loan 

amount was needed 

Supplier's credit (17% ‒ 3 respondents)  

Personal savings (17% ‒ 3 respondents) No interest payment 

A loan from husband/parents (11% ‒ 2 respondents) Could rely on them 

A loan from family and friends (11% ‒ 2 

respondents) 

Flexible, easy to pay back without interest 

payment 
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The findings show that the most preferred finance source for the operating business was 

the owner‘s own savings (Table 5.2). After the owners had exhausted their own savings, 

they resorted to a bank loan which was their second most preferred finance source for 

operating their business. This financing practice implies that most female entrepreneurs 

first choose the cheapest option, such as their own savings. However, their second most 

preferred finance source is loans from commercial banks rather than cheaper sources 

such as funding from family and friends and partners‘ contributions. These findings will 

be confirmed during qualitative interviews with female entrepreneurs in Section 5.3. 

5.2.3 Financing business growth 

It was necessary to find out if the Fijian female entrepreneurs were growth-oriented. If 

so, they would use different finance sources (Gundry & Welsh, 2001). The researcher 

asked respondents to select several growth options they expected to adopt over the next 

two to five years (Q17, Appendix 3). Further, the researcher asked respondents to 

indicate their preference on a five-point Likert-type scale, from strongly disagree to 

agree strongly. Respondents were given a further option to say whether they neither 

agreed nor disagreed with the option. Figure 5.11 presents the findings. 

 

Figure 5.11 Growth intentions of female entrepreneurs 

Key: s = service; c = channels; = promotion; s = systems; e = employees; o = operation; oa = operating 

activities 
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The choices ranged from adding a new product or service, selling to a new market, and 

expanding advertising to promotion. On the physical expansion side, the researcher 

asked the respondents whether they had plans to add operating space and acquire new 

equipment. Two other options given to the respondents included maintaining the 

business at the current level, or selling or closing the business.   

In descending order from most likely to least, the likely growth intentions were 

expanding advertising and promotion, upgrading computer systems, adding a new 

product or service, and seeking professional advice. Some entrepreneurs were also 

thinking of replacing existing equipment, acquiring new equipment, adding operating 

space, expanding distribution channels, computerising current operations, adding 

specialised employees, and researching new markets. Others were contemplating 

developing current services, selling to new markets, redesigning operating methods, 

expanding the scope of operating activities, redesigning the layout, offsite training of 

employees, maintaining the business at the current level, and selling, transferring, or 

closing their businesses.   

Figure 5.11 shows that upgrading the computer system was one of the top priorities, 

implying that female entrepreneurs want to use more information technology in their 

business operations. Seeking professional advice was also one of the top priorities; 

female entrepreneurs in Fiji want to employ experts. Most of the respondents were 

growth-oriented. A small proportion wanted to maintain the business at current levels 

(not growth-oriented). A small percentage was likely to sell, transfer, or close their 

stores; this is a matter of concern that requires investigation and remedial action. 

The female entrepreneurs were subsequently asked for more details about their planned 

growth through questions 18–20 (Appendix 3). The researcher asked whether they 

expected to fund their business growth with internal, both internal and external, or 

external finance only. Table 5.4 shows that most (78%) expected to use internal funding 

for small expansions and external finance for significant developments. A lower 

proportion (17%) expected any plans of expansion to be self-funded. An even smaller 

percentage (5%) expects all future expansions to be funded by external finance only. 

The findings show that female entrepreneurs rely more on internal sources of funding 

for growth.  
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Table 5.4 Finance for growth-oriented entrepreneurs 

Internal finance (own finance) only  17% (3 out of 18) 

External finance only  5% (1 out of 18) 

Both internal and external finance  78% (14 out of 18) 

Total                                              100% (18) 

(Source: Survey data) 

When asked about receiving external support to help obtain finance for growth through 

survey question 21 (Appendix 3), only 37% (6) answered, ‗Yes‘. The majority (63%) 

were not seeking external support (Figure 5.12).  

. 

 

Figure 5.12 Fijian female entrepreneurs seeking external support 

The respondents were asked further through survey question 22 to indicate the sources 

of support assisting them in obtaining finance. Eight respondents answered this 

question. The only external support used by these few respondents was that of banks.  

5.2.4 Recent experiences of female entrepreneurs in raising capital in Fiji 

This section presents female entrepreneurs‘ financing experiences over the past two 

years and the difficulties encountered. The researcher asked the respondents (survey 
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of 19 have tried to get funding more than once, while four (21%) out of 19 did not 

attempt to obtain financing.  

 

Figure 5.13 Attempts to obtain capital during the past two years  

When asked what type of finance they were trying to obtain (survey question 24), 16 

respondents answered the question. Table 5.5 shows the eight finance sources 

respondents had sought during the past two years.  

Table 5.5 Sources of finance sought during the past two years 

Type of finance Responses 

Bank loan 14 (88%) 

Bank overdraft 7 (44%) 

Leasing or hire purchase 5 (31%) 

Own savings 4 (25%) 

Company credit card 3 (19%) 
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Government Grant 2 (13%) 

Mortgage 1 (6%) 

 

The majority (88%) were trying to obtain a bank loan. Bank overdraft was the second 
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(6%). These Fijian female entrepreneurs did not seek external equity (business angel 

finance, venture capital, and crowdfunding). As noted in Chapter 1, crowdfunding and 

business angel financing are still not available in Fiji. Female entrepreneurs in Fiji are 

disadvantaged by the lack of these important sources of external equity.  

The entrepreneurs were then asked for their preferred source of finance for growth 

through survey question 25. A majority (86%, 12 out of 14) of those who responded 

said their preferred source of finance was bank loans, 1% (1 out of 14) said own 

savings, and 1% (1 out of 14) said government grants.  

Respondents were asked if they faced any difficulties obtaining the source of finance 

they preferred through survey question 26. Figure 5.14 presents the findings. Half 

(50%) of the female entrepreneurs reported that they faced difficulties obtaining the 

finance they were seeking. Among those who encountered problems, 6% (1 out of 16) 

were unable to get any finance; 19% (3 out of 16) obtained some, but not all of the 

finance required; 25% (4 out of 16) were able to get all the finance but with some 

difficulties. The remaining 44% (7 out of 16) did not face any difficulties, and 6% (one 

out of 16) preferred not to say anything. It was not clear from the survey when there was 

no difficulty. This issue was clarified during the qualitative interviews.  

 

Figure 5.14 Difficulties in obtaining the preferred source of finance 
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Female entrepreneurs, wholly or partly unsuccessful in obtaining finance, were asked to 

describe their experience through survey question 27, with the responses presented in 

Figure 5.15.  

 

Figure 5.15 Experiences of being unsuccessful in obtaining finance 

The findings show that 25% (2 out of 8) began the process but were put off early on; 
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The application for government-sponsored credit was discouraged. 

All the reasons mentioned by the female entrepreneurs referred to supply-side 

challenges. The difficulties may have been encountered due to the banks‘ actions, or the 

entrepreneurs did not want to reveal the demand-side reasons. Interviews with both the 

banks and female entrepreneurs can provide better explanations of the challenges. 

The entrepreneurs were then asked if they managed to obtain finance from another 

source through survey question 29. Figure 5.16 shows the findings.  

 

 

Figure 5.16 Obtaining finance from another source 

It is interesting to note that 65% (11 out of 17) were able to get finance from another 

source and only 35% (6 out of 17) were not able to do that. Those who were able to 

secure finance from another source were asked to indicate where they got finance from 

through survey question 30. The responses included: credit unions, finance companies, 

friends, and husbands. 

 

Those, who said ‗no‘ in Q29, were asked to describe the impact of not getting any 
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of 11) had to defer plans but eventually went ahead with them; 27% (3 out of 11) had no 

impact; 9% (1 out of 11) preferred not to say, and no one said they had to close their 

business.     
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Figure 5.17 Impact of unsuccessful fundraising over the past two years  
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The findings in Table 5.6 show that a majority (63%) agree that the range of financial 

products for business has improved in Fiji. Only 21% do not know which finance 

providers are suitable for them. Regarding bank finance, a large majority (89%) agree 

that the relationship between the banks and the business owner is a significant factor in 

getting bank finance. A majority (89%) are also confident that they know what different 

funders require from them, and they come to know about them through networking. 

Only 42% agree that there is a change in the policy or the attitudes of lenders towards 

their type of business. This response implies that lenders have not changed their 

attitudes towards the kinds of businesses run by female entrepreneurs. 

serious
financial

difficulties

had to put
plans on

hold

had to defer
plans but

eventually
went ahead
with them

no impact had to close
down

business

prefer not
to say

0.00%

5.00%

10.00%

15.00%

20.00%

25.00%

30.00%

Responses



162 

 

Table 5.6 Responses to question 32 

Survey question 32 Agree (%) Strongly Agree 

(%) 

a. The range of different financial products for business has improved 

in recent years in Fiji 

42 21 

b. Of all the different types of finance providers, I do not know which 

is most suitable for my business 

16 5 

c. The relationship between a business owner and the bank is very 

important to be successful in obtaining bank finance 

42 47 

d. I am confident that I know what different funders require from me 

when I apply for finance 

61 28 

e. I come to know about different funders through networking 61 16 

f. There has been a change in the policy or attitudes of lenders to my 

type of business 

42 0 

g. I am optimistic about the future financial needs of my business 50 22 

h. I would like future support or training to develop my skills in 

obtaining finance 

39 17 

i. Financial literacy training available for women entrepreneurs is 

sufficient for growth and expansion 

26 5 

j. Government‘s Financial Sector Policies support SME women 

entrepreneurs‘ access to bank finance 

42 0 

k. Initiatives taken by the banks to assist SME female entrepreneurs in 

accessing bank finance are very helpful 

37 0 

l. Banks provide products tailored to meet the needs of SME women 

entrepreneurs 

33 0 

Regarding future needs, it was pleasing to note that 72% were optimistic about meeting 

the future financial needs of their businesses, and aware of the funding opportunities 

available. However, 56% would like further support or training to develop their skills in 

obtaining finance. A small proportion (31) agreed that financial literacy training 

available for women entrepreneurs is sufficient for growth and expansion. 

Regarding the government‘s financial sector policies, less than half (42) agreed that they 

support SME women entrepreneurs‘ access to bank finance. Also, a small proportion 

(37%) agreed that initiatives taken by the banks to assist SME female entrepreneurs in 

accessing bank finance are very helpful. Additionally, only 33% agreed that banks 

provide products tailored to meet the needs of SME women entrepreneurs. 

In summary, the findings show that most Fijian female entrepreneurs included in the 

survey were in their mid-thirties or above, and had at least a secondary school 

education, with the majority having either a diploma or a degree. Women-owned 
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enterprises were primarily found in the professional services sector, manufacturing 

sector, and wholesale and retail sectors. The experiences of female entrepreneurs in 

raising capital over the past two years showed that bank finance (bank loans and bank 

overdraft) was the most sought finance source. Most difficulties encountered were also 

related to bank finance. Own savings was the most preferred finance source for business 

start-ups, operations, and growth, followed by bank finance. Funding from family and 

friends was one of the least sought sources of finance. The findings confirmed that 

business angel finance, venture capital, and crowdfunding are not available options for 

Fijian female entrepreneurs, as noted in Chapter 1. According to female entrepreneurs, 

governments‘ policies and initiatives taken by the banks to assist SME women 

entrepreneurs are not helpful.  

5.3 Stage 3: Analysis of female entrepreneurs’ interview data   

As noted in Chapter 4, 30 female entrepreneurs were interviewed using semi-structured 

interviews. Twenty of the 30 entrepreneurs were also participants in the online survey, 

as shown in Table 4.3. In the interview sample, the majority were aged 35‒44 years, but 

two female entrepreneurs were aged 18‒24 years, unlike the survey sample. Also, the 

interview sample consisted of a more balanced ethnic composition than that of the 

survey sample, with 10 Indo-Fijians, 10 i-Taukei, six European or Part-European, and 

four Part-Chinese entrepreneurs. All the entrepreneurs in the interview samples have 

been in business for longer than one year, and they all have some ownership (100%, or 

greater than 50%, or less than 50%) in the business. The interviews were conducted in 

English as all the entrepreneurs were very fluent in English. The interview protocol is in 

Appendix 8. Appendix 9 contains some of the responses to the interview questions.   

In this section, the findings are presented in a structured manner according to the 

sequence of the sections in the interview protocol (Appendix 8), representing the five 

research questions (RQs) as follows: RQ1: Challenges of accessing bank finance; RQ2: 

Overcoming demand-side challenges; RQ3: Overcoming supply-side challenges; RQ4: 

Effectiveness of government grants and credit schemes; and RQ5: Financing practices 

of Fijian female entrepreneurs. 

5.3.1 Challenges of accessing bank finance 

This section provides the findings for Research Question 1 from the perspective of 

female entrepreneurs. The challenges of accessing bank finance were investigated from 
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two perspectives. First, from the perspective of the female entrepreneurs who were 

unsuccessful in obtaining bank finance the first time but were later successful. Second, 

from the standpoint of those female entrepreneurs who did not apply for bank finance. 

In Appendix 9, results for interview questions one and two show that 24 entrepreneurs 

were unsuccessful the first time they applied for bank finance. Out of those 24, 20 were 

successful later on, and four never applied again. There were another six who had never 

applied for bank finance. There were also another four entrepreneurs who were always 

successful in obtaining bank finance.  

Table 5.7 contains an analysis of data on challenges from qualitative interviews with 20 

female entrepreneurs who were unsuccessful the first time they had applied. Each 

female entrepreneur gave more than one reason explaining why she was unsuccessful in 

obtaining bank finance the first time she had applied. Table 5.7 contains the result. 

Table 5.7 Why female entrepreneurs were unsuccessful in obtaining bank finance 

Reasons given by unsuccessful applicants  

 

Percentage of 

respondents 

Lack of collateral     75 

Information asymmetry (poor financial statements, poor business plans, 

and proposals, lack of track records) 

65  

Low level of training and business experience 65  

Sex-stereotyping   55   

Lack of management skills 55  

Lack of banks‘ understanding of innovative business concepts   50  

Type of business (banker‘s disinterest in my type of business)   40  

Did not want to take risk 40 

Discrimination  25  

Lack of support given to unsuccessful applicants by the banks  20  

Lack of self-confidence and inability to talk to bankers  0 

A lower level of education than men 0 

The majority (75%) of the respondents said they were unsuccessful because of a lack of 

collateral. During the interviews, a majority of female entrepreneurs reported that since 

they do not own land and other assets, they did not have anything else to provide as 

collateral. One very successful entrepreneur (E6), a high school dropout, had to give her 

life insurance certificate as collateral. She said:  
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There were no tangible securities like a building or land, so they took my 

life insurance policy. (E6: the owner of two large bakeries in the capital 

city)  

Female entrepreneurs also reported that they had been facing difficulties with providing 

assets as collateral because of the frequent cyclones in island nations like Fiji. Female 

entrepreneurs said that floodwaters damaged or washed away assets during cyclones, 

including those provided as collateral to banks, and building up assets again becomes a 

costly affair.  

Additionally, poor financial statements, proposals, plans, and lack of track records were 

the major reasons why loans were declined for 65% of female entrepreneurs. Those 

(65%) who had poor financial statements and proposals said that it was due to their low 

level of training and business experience. They felt all training programs currently 

provided needed significant improvements. For instance, financial literacy training 

should be accredited to give it the credibility it deserves.  

Provide financial literacy workshops with accreditation. (E32: owner of 

online catering business)  

Provide training and familiarity with processes for accessing funds-

positive discrimination towards women. (E2: the owner of a hardware 

business) 

E15 responded strongly about the government‘s failure to encourage women‘s business 

expansion: 

There is a lot of training for start-up businesses and new businesses but no 

training to encourage enterprises to grow. There is also no training to 

mentor enterprises to expand and take them to higher productivity levels 

or maintain the business. There is an urgent need for training in new IT 

products. We can manage our activities more effectively. I am referring to 

businesses with an annual turnover of 300k to 500k. How do we take the 

business to the next level and sustain it without crumbling under pressure? 

(E15: manufacturer of Fijian dolls and children‟s clothing)  

More than half (55%) of the unsuccessful entrepreneurs believed they were 

unsuccessful because of sex stereotyping. For instance, sex stereotyping was explained 

by E9 as follows: 

Yes. I did experience a cultural problem, which was quite disappointing. I 

didn‟t like doing business with the bank. It was probably his culture of 

how they view women. I felt he valued me and my business unfairly or 

misunderstood a customer‟s needs. He would invite me last minute to bank 
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functions, to which I refused to go because it seemed like I was a gap-filler 

for those who can‟t attend. (E9: supplier of timber) 

Another prominent entrepreneur (E3), who has won many awards, felt she did not get 

her loan approved the first time because of her ethnic background and culture. She 

believes banks also did not understand her business concept of in-house baking. 

I believe the bank turned me down because I was a woman and an ethnic 

Fijian. As a race, we had hardly any success stories, the only narrative of 

too much „„kere kere.‟‟ But education and experience have changed this. 

Initially, when I first went to Bank C, they turned me down as in-house 

baking was a new concept. Bank C did not understand the idea of baking 

and selling on premises that were clean and attractive to the senses ‒eyes, 

nose, and salivary glands. (E3: the owner of a chain of bakeries in Fiji 

and franchises in the Pacific)  

A local bank denied this entrepreneur a bank loan for the reasons given above. Still, she 

managed to get one from a foreign bank based in Fiji, which she thinks understood her 

business and business concept. E3 added:   

The foreign bank was happy with the concept as my family and I had 

brought the idea from Australia to Fiji. It took five years from the time we 

started the project until the first shop opened. 

According to an IFC report (2010, p. 52), to start the business, E3 had used 25% of her 

own money and 75% loan equity from a foreign bank. She repaid that loan of FJ$75,000 

within three months. Two points arise here. First, because women are risk-averse, they 

repay their loans fast. Second, some banks do not understand and support the innovative 

business ideas of female entrepreneurs.  

The company established three outlets per year and had established 30 

outlets from 1981 to 1991. I went back to Bank C to take advantage of the 

Affirmative Action Policy, developed to help indigenous Fijians to go into 

business. The bank witnessed the success and growth of this business and 

gave me the loan. (E3: owner chain of bakeries in Fiji and franchises in 

the Pacific) 

Today, this entrepreneur has branches all over Fiji and employs around 600 staff, of 

which 60% are women. The exciting thing is that after seeing her success, the local 

bank later gave her a loan.  

More than half (55%) also said they were unsuccessful because of their poor 

management skills. Less than half (40%) of the entrepreneurs said they were 

unsuccessful because of the type of business they operated. Banks denied one very 
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successful hairdresser (E4) because of the kind of business she was running. She has 

now diversified into a cafe business, clothing boutiques, and a tailoring business. She 

said:  

Banks did not have much faith in a hairdressing business being able to 

repay debts. Previously hairdressing businesses were unsuccessful, so they 

put me in the same box. I believe the difference in treatment was more to 

do with my job description and qualifications than being a woman, which 

is a hairstylist. They did not see me as a business person. So I would send 

my husband to do all the talking at the bank. He is an academic, and it 

didn‟t matter that I earned more than him. The bankers assumed he was 

the one who sustained my business. (E4: the owner of hair salon, cafe, and 

clothing boutique)  

The banks‘ lack of understanding of business concepts was a challenge for 50% of the 

unsuccessful entrepreneurs. Female entrepreneurs‘ least supported challenges were 

discrimination (25%), lack of support given to unsuccessful applicants (20%), lower 

level of education than men (0%), lack of self-confidence, and inability to talk to 

bankers (0%). These findings are further discussed in Chapter 6.  

Table 5.8 shows that of the six female entrepreneurs who did not apply for bank 

finance, the majority (67%) preferred to use their own money. The same entrepreneurs 

(67%) also did not want to risk repaying loans and high-interest rates. The responses of 

those who did not apply are presented in Table 2 of Appendix 9. The final result is in 

Table 5.8. 

Table 5.8 Reasons for not applying for bank finance 

Reasons given by those who did not apply for 

a bank loan  

Percentage of 

respondents 

No need, enough personal money 67 

Risk of paying loan and interest 67 

High-interest rates 67 

Lack of knowledge of funding sources and 

networking  

 

33 

Left trying for a loan, the procedure was too 

complicated and time-consuming 

33 

Fear of denial 33 

This proposition supports the banks‘ view that women are risk-averse; that is why they 

do not apply for bank finance.  
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Less than half (33%) of those who did not apply for bank finance said they did not ask 

for loans because they did not know anything about funding sources. Another reason 

given by the same 33% of entrepreneurs who did not apply for bank finance was 

complicated and time-consuming procedures. The Fijian female entrepreneurs 

experienced difficulties with procedures, as evidenced by the following responses. 

Respondent E26 felt that there were a lot of procedures to be followed: 

Yes, the bank should give a chance to women and encourage them not only 

giving plenty of procedures. (E26: owner of IT business) 

Another reason given by the same 33% was fear of denial. They gave reasons such as 

lack of education and training, lack of collateral to provide security and/or they could 

not find any guarantor, lack of financial skills, and poor business performance to 

support their choice. 

Those, who did not apply after having some unpleasant experiences, expressed their 

frustrations.  E18 felt that banks did not have any empathy for women customers; that is 

why they asked them to go to the bank several times. E18 said:  

Banks should help women entrepreneurs without giving too much hassle 

and should have empathy for them. As women, we run business and the 

home leaving us with less time for extra runs. (E18: owner online clothing 

business)  

One particular commercial bank in Fiji kept changing the loan requirements whenever 

this woman customer visited the bank. E21 said: 

The bank had a lack of staff in the Loans Section. Probably that is why the 

loan process took more than three months to process. Every time you go 

and ask, they will come up with a new requirement. It was frustrating as 

they should tell us upfront what all is needed and stopped wasting the 

client‟s time. However, we tried a finance company, and we got the loan. 

(E21: owner law firm) 

In summary, the main demand-side challenges facing Fijian female entrepreneurs from 

the perspective of female entrepreneurs include risk-averseness, lack of financial skills, 

lack of management skills, lack of collateral, information asymmetry, and lack of 

training and business experience. Risk-averseness is a challenge for those few female 

entrepreneurs who do not apply for bank finance. Lack of self-confidence, lower level 

of education, and type of business are not significant challenges facing Fijian female 

entrepreneurs. Lack of networking and lack of knowledge of funding sources are also 

not significant challenges. 
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Fijian female entrepreneurs‘ main supply-side challenges include high-interest rates 

charged by the banks, perception of women as high-risk borrowers, and sex 

stereotyping. Other supply-side challenges include the lack of capacity and knowledge 

of banks to understand innovative business concepts of female entrepreneurs, the lack of 

tailored products for women-owned businesses, and complex applications procedures. 

According to both female entrepreneurs and bank officers, discrimination and lack of 

support are not significant challenges. 

5.3.2 Overcoming demand-side challenges 

This section provides the findings for Research Question 2. First, the researcher asked 

all 24 successful female entrepreneurs about the individual characteristics that led to 

their success in accessing bank finance through question four of the interview protocol 

(Appendix 8). The individual characteristics as success factors are presented in 

Figure 5.18.  

 

Figure 5.18 Success factors at the individual level  

Key: Strong support (70‒100%), moderate support (50‒69%), weak support (1‒49%), no support (0%) 

The purpose was to determine if the challenges (see Tables 5.1 and 5.7) eventually 
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0.00%

10.00%

20.00%

30.00%

40.00%

50.00%

60.00%

70.00%

80.00%

Responses



170 

 

taking propensity (70%), and financial skills (58%) and networking skills (58%) had 

moderate support. Other individual characteristics identified as success factors and 

moderately supported by the female entrepreneurs include balancing business demands 

with family and culture (58%), empathy for employees (55%), faith in God (55%), and 

popularity (50%).  

The researcher then asked about the organisational characteristics that lead to success in 

accessing bank finance to answer Research Question 2 through interview question five 

(Appendix 8). Figure 5.19 shows the success factors at the organisational level. 

 

Figure 5.19 Success factors at the organisational level  

Key: Strong support (70‒100%), Moderate support (50‒69%), Weak support (1‒49%), no support (0%). 

At the organisation level, 92% felt they were successful because they could prepare 

good proposals and plans. Since only 58% of female entrepreneurs thought they were 

successful because of financial skills (Figure 5.19), they must have hired experts to 

prepare good proposals and plans. Having a good asset base had strong support (83%), 

followed by making good profits (75%) and having good cash flows (75%). These 

factors proved the creditworthiness of businesses to the banks. That is, female 

entrepreneurs can make timely repayments with good profits and cash flows. In case of 

default, banks can claim their assets to recover the amount of the debts.    
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Other factors that had strong support at the organisation level were being transparent 

(67%), fulfilling the bank‘s information requirements (70%), and maintaining a good 

relationship with banks (80%). All these factors helped to overcome the information 

asymmetry problem. Surprisingly, having a long-term relationship with banks had weak 

support (36%). During the interviews, some female entrepreneurs spoke highly of their 

husband‘s financial and moral support. It is not surprising that the husband‘s support 

was strongly supported (75%) as a success factor.  

Female entrepreneurs moderately supported (57%) sustainable practices as their success 

factor in accessing bank finance. They said that the banks supported popular people 

because of what they do for the environment and people‘s well-being. They added that 

banks also want to show that they are fulfilling their corporate social responsibilities. 

Entrepreneurs were then asked to describe their actions. The actions of some of these 

female entrepreneurs are described in the following paragraphs. 

E24 is the owner of a successful tropical bath and body care company located in Suva 

city. She is engaged in increasing income and the empowerment of women in rural 

areas. The village communities provide raw materials such as cold compressed coconut 

oil, natural papers used in packaging, masi (bark cloth), coconut sinnet, and woven 

baskets. Packaging paper prepared manually provides incomes and jobs for an 

additional 500 villagers. The paper project is run almost entirely by women; many of 

them are widows and single parents. They see these jobs as a source of income and as a 

source of enhanced self-confidence and self-improvement. Communities in the village 

have used their incomes to purchase water tanks, pay for school fees, provide a better-

balanced diet, and help strengthen the family‘s health. The company has provided the 

villagers with desks and chairs for their community library and funded scholarships for 

village children.  

E3 is the owner of a chain of bakeries in Fiji. The entrepreneur is committed to 

improving people‘s health by providing healthy bread. Simultaneously, she uses 

technology that protects the environment, using bio-degradable plastics for packaging 

food. The entrepreneur employs over 500 workers, of which around 60% are women. 

Being awarded the Employer of Women‘s Choice for Women at the premier WIB 

Awards in Fiji is not a mean feat, but she achieved it. She started her business from 

humble beginnings.  
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E1 owns several spas in Fiji‘s internationally recognised resorts and is the only operator 

of two beauty therapy training institutions in the South Pacific. She teaches local girls to 

build self-confidence. In her own words, she says girls should ―look into the eyes of the 

customer‖. They should be assertive if necessary and must know how to initiate 

meaningful conversations with the customers. This entrepreneur is very particular about 

efficiency and getting things done on time. She also promotes sex education and family 

planning to her young student workers during training. Preservers of traditional culture 

may not appreciate these teachings and outspoken behaviours. However, these 

behaviours are now part and parcel of the emerging trends in customer service and 

international standards.  

The thesis will focus on how female entrepreneurs overcame and turned personal 

weaknesses into success factors to answer Research Question 2. Female entrepreneurs 

were asked to explain how they overcame and turned their personal weaknesses into 

success factors through interview question four (Appendix 8). Female entrepreneurs, 

who were always successful in accessing bank finance, were also interviewed.  

5.3.3 Overcoming challenges related to personal characteristics 

As highlighted in the literature review, the personal characteristics which posed 

challenges in accessing bank finance include lack of self-confidence; lack of 

management skills; risk-averseness; and lack of financial skills. During the interviews, 

entrepreneurs outlined how they overcame those challenges or how other entrepreneurs 

can do that. For instance, to gain self-confidence, entrepreneurs must be financially 

literate and must have good management skills. They must also use their education and 

qualifications to convince bankers to listen to them. For instance, an award-winning 

entrepreneur, who has been successful all the time in accessing bank finance, had this to 

say:  

Get financially literate and sound. Take up a course to study basic 

financials. You must practice good business skills, management, and 

procedures. Have a good track record. All these should give you the 

confidence to deal with bankers. (E13: owner of many large clothing 

businesses) 

Another entrepreneur who did not have a degree said:  

If you are a professional with a high level of qualification, pull that all out, 

and don‟t be shy to wave it around. That is what usually gets the respect 
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and bankers‟ confidence in you to get them to listen. (E4: owner of a hair 

salon) 

Another entrepreneur (a former bank officer) advised those who fear talking to bank 

officers:  

Don't be afraid to ask questions on how to access funds. A loan officer's 

job is to explain funding options to customers. (E14: owner of plumbing 

business) 

To overcome risk-averseness, female entrepreneurs should take up risks, as suggested 

by E1:  

My advice to female entrepreneurs is to be strong and courageous to take 

risks and start up a business as hard work and struggle with complete 

dedication will one day pay back and make you successful in business. 

One should be bold and have a lot of confidence and courage to take on 

challenges. (E1: award-winning entrepreneur and owner of a chain of 

spas in Fiji) 

Female entrepreneurs can overcome a lack of management skills by doing their 

homework. They can do this by working on their strategic business plan and an exit 

strategy if they are not achieving their anticipated objectives. Female entrepreneurs 

must look after their human resources. They must retain a good quality management 

team. They must also develop training programs and do everything required by putting 

together human resource policies, encouraging productivity, and improving efficiency.  

The suggestions of the entrepreneurs are as follows:    

E16 suggested: 

Do your homework with a strategic business plan and exit strategy plus 

cash flow. Prepare your business plan, set your vision and mission, and 

work towards it to achieve them. (E16: pest control service provider)  

Another entrepreneur said she does up-skilling and training of managers in-house and 

has retained her management team for as long as 18 years:  

Up-skilling and training are done in-house. I have retained my 

management team for eight years‒18 years and have strategic HR 

policies. (E24: beauty products manufacturer) 

Most female entrepreneurs believe good plans and proposals are essential for gaining 

access to finance (Figure 5.19). However, only 58% of the entrepreneurs said their 



174 

 

success factor was their financial skills (Figure 5.18). In that respect, E19 and E25 had 

this to say:  

Have all financials been updated? (E19: Beauty consultant) 

I used self-taught financial skills plus the hiring of financial controllers. 

(E25: transport company owner) 

Developing financial management skills is vital for female entrepreneurs. Entrepreneurs 

should take up courses to study basic financials, so they understand what their 

accountants are doing. To prepare good plans and proposals or to fill out application 

forms, they can use the services of qualified accountants or experts. 

5.3.4 Overcoming challenges related to organisational characteristics 

This thesis will now look at how demand-side challenges can be overcome at the 

organisational level. Lack of collateral, one of the significant challenges, was overcome 

by building a good asset base (property, land) before approaching commercial banks for 

loans. The Fijian entrepreneurs built up their asset bases with funding from family and 

friends or some financial institutions that charge lower interest rates on loans. E33, who 

was able to provide assets as collateral for her bank loan, said: 

I build up my asset base with low-interest loans from credit corporations. 

(E33: hotel owner)  

E1 was denied a bank loan because she did not have enough assets to provide as 

collateral. She borrowed money from friends to build up her assets and was eventually 

given the loan. She said she borrowed from friends because she did not have to pay any 

interest.  

According to one respondent, female entrepreneurs should borrow from family or 

friends to slowly build up their businesses.  

For those with less to no formal qualifications but big dreams, it‟s better 

to borrow from friends. Build up your business slowly to show a good 

track record of cash flow, and then take that to the bank to borrow more if 

you want to grow and expand. (E10: owner publishing business) 

It was encouraging to note that banks are approaching female entrepreneurs to provide 

loans, particularly the new ones. Two entrepreneurs reported that banks are willing to 

provide a loan worth more than their assets after seeing their cash flows and profits. 
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Therefore, female entrepreneurs should also show the banks that they can make profits 

and make repayments on a timely basis, as suggested by this entrepreneur:  

I had to show them I could be trusted with their money and follow their 

core values of timely debt payments as per plan. I repaid my entire bank 

loan in one month. (E17: business consultant) 

Female entrepreneurs can make profits by saving. A popular Fijian businesswoman 

said:  

I have been a guarantor for loans for many budding female entrepreneurs, 

but they cannot make profits. My advice is: If you earn FJ$10 in a day, 

save FJ$2. (E25: transport company owner) 

To overcome the information asymmetry problem, female entrepreneurs were 

transparent and allowed banks to access any information they needed. They maintained 

a good relationship with banks. Maintaining a good relationship with banks was 

strongly supported (80%) as a success factor (Figure 5.19) during interviews and by a 

significant majority (89%) of survey respondents (Table 5.6).   

There was a consensus that female entrepreneurs should respect bank officers even if 

they disagree. For instance, one entrepreneur said:  

Always show respect even if you disagree with them and say it 

respectfully. (E31: owner construction company) 

In summary, the findings on how female entrepreneurs can overcome the main demand-

side challenges at the individual and organisational levels. It was evident from the 

interviews with female entrepreneurs that self-confidence and ability to talk to bankers 

depended on several other factors. They are education, business experience, 

management skills, and financial skills. To develop management skills, female 

entrepreneurs should have a strategic business plan and exit strategy, and have human 

resource policies. Developing financial management skills is vital for female 

entrepreneurs. Entrepreneurs should take up courses to study basic financials, so they 

understand what their accountants are doing. To prepare good plans and proposals or to 

fill out application forms, they can use the services of qualified accountants or experts. 

At the organisation level, lack of assets to provide as collateral is a serious challenge 

identified by female entrepreneurs. Female entrepreneurs must build a good asset base 

to overcome this problem, as strongly supported by respondents in this study. 

Entrepreneurs should build up their assets with funding initially from family and friends 
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or low-interest loans from sources where collateral requirements are not too demanding. 

Female entrepreneurs who own small businesses of high risk can overcome this 

challenge by borrowing from friends or family to build up their businesses slowly. 

When they show a good record of cash flows, they should approach the banks to acquire 

more funds to grow and expand their businesses. Above all, entrepreneurs must 

demonstrate to the banks that they can make profits and will be able to service their 

loans.  

Further, to overcome information asymmetry, entrepreneurs should be transparent in 

dealings with all matters relating to their businesses. Most importantly, they must allow 

banks ready and timely access to any information they require to determine eligibility 

for further assistance. They should fulfil the bank‘s information requirements and 

maintain good relationships with banks. Female entrepreneurs interviewed strongly 

supported (80%) the need to maintain good relationships with the banks as a critical 

success factor (Figure 5.19). A large majority of female entrepreneurs (89%) surveyed 

echoed the same sentiments. There is, therefore, no doubt that maintaining a good 

relationship is indeed a critical success factor in accessing funding from banks. 

5.3.5 Overcoming supply-side challenges 

This section provides findings for Research Question 3 through question six of the 

interview protocol (Appendix 8). The entrepreneurs were asked how they avoided being 

charged high-interest rates and being perceived as high-risk borrowers. Female 

entrepreneurs overcame some of these financial challenges, such as the perception of 

high risk, high-interest rates, and lack of collateral, by proving their creditworthiness to 

banks in several ways. These included: showing a positive record of cash flows, having 

good profits, having a good asset base to provide security in default, or providing a 

guarantor for payments. Additionally, they showed the banks that they could make 

repayments on a timely basis, as suggested by one of the respondents: 

I had to go through the process of showing them I could be trusted with 

their money and follow their core values of timely repayments for the debts 

as per the plan. (E11: owner of online clothing business).  

Regarding the challenges of high-interest rates, one female entrepreneur said:  

Female entrepreneurs should shop around for the best interest rate. There 

were days of loyalty, but the corporate world is now about competition. 
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Compete for the best rates, best service, and interest. (E8: owner of a hair 

salon) 

Non-financial challenges posed by the banks resulted from the impact of culture and 

society. These challenges included inter-cultural bias, discrimination, and sex 

stereotyping. 

The researcher then asked female entrepreneurs if, by being women, they experienced 

any cultural or societal problem (discrimination, sex-stereotyping) when dealing with 

male bank officials through interview question seven. If they answered ‗Yes‘, they had 

to explain the problem and how they dealt with it.  

More than half (55%) of the female entrepreneurs experienced sex-stereotyping 

problems while dealing with bank officers (Table 5.7). However, only 25% felt the bank 

officials discriminated against them. The female entrepreneurs reported that they had to 

challenge gender stereotypes and overcome societal expectations in getting access to 

bank finance because traditional social norms characterise banks in Fiji. They added 

that because female entrepreneurs are less competitive, aggressive, and harsh, the whole 

society feels that they do not have the necessary skills to lead a successful business. The 

majority of successful Fijian female entrepreneurs believe that remaining true to 

themselves and finding their own voice are the keys to rising above society‘s 

preconceived expectations. They should have confidence in who they are; they are there 

because of their hard work and perseverance, but the point is that they are there. They 

should not conform to a man‘s idea of what a leader looks like. 

An entrepreneur who sensed some inter-cultural bias proved her abilities in running a 

business, making profits, and making timely repayments, said:  

In the first instance, I felt the male officer had less confidence in me 

because I was a woman and would not be able to pay back the loan as 

required. I made extra effort to show the bank that I have enough 

confidence and ability to run a business, make a profit, and pay back the 

loan on time as required by the banks. (E20: pharmacy owner) 

An entrepreneur who was a former bank officer and had always been successful in 

accessing bank finance had this to say: 

I did not look at the male officer as a male but rather as a bank officer. I 

do not allow males to intimidate me when dealing with business or 

personally. I think many times, I‟m more intimidating to them with my 

skills, confidence, and proven record. Incidentally, all my bank managers 
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or relationship managers over the last 27 years have been males. I have 

managed to say NO to some financing products they wish to sell us as it 

would not have been a prudent business decision. (E13: owner of large 

clothing business) 

In summary, the most critical supply-side challenges are high-interest rates and the 

perception of the increased risk to the business. These are formidable, but they can be 

overcome provided female entrepreneurs make an effort to prove their creditworthiness 

to the banks. Female entrepreneurs should also maintain good cash flows, make profits, 

and maintain good relationships with the banks. Female entrepreneurs can also shop 

around for the best rates since more banks are now competing in Fiji. All they need to 

do is to have good cash flow; banks will come to them. However, they have to challenge 

gender stereotypes and overcome societal expectations to secure bank finance. Fijian 

female entrepreneurs feel they do not have to be like men to be successful leaders.    

5.3.6 Effectiveness of government grants and credit schemes 

This section provides the findings for Research Question 4. The researcher asked the 

female entrepreneurs whether they were aware of the government‘s FJ$1,000 grants for 

small businesses‘ growth and expansion. It was clear from a majority (90%) of the 

respondents that they were not interested in this scheme as the FJ$1,000 allocation per 

person was too small. In their view, this was a grossly inadequate sum of money to 

grow a business or sustain it. They wanted the government to give special grants to 

SME women entrepreneurs. One of the respondents said:  

Make special grants to SME women. The current FJ$1,000 for SMEs is 

not sufficient for growth and expansion. (E26: owner IT business)  

Additionally, just because the FJ$1,000 was given as handouts before the general 

elections in Fiji, some female entrepreneurs were suspicious that the grant was given for 

political reasons. Consequently, they did not apply for the grants. 

As far as the government-sponsored SMECGS is concerned, 50% of the female 

entrepreneurs interviewed said they did not know anything about the scheme. They 

blamed the bank for not explaining to them about the credit scheme as an option when 

they approached the bank for loans. On this note, one respondent said: 

More awareness programs should be conducted through TV channels and 

newspapers about funding available, particularly for rural women, to take 

advantage of the opportunities. (E27: garment factory owner) 
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Other respondents suggested that the government should intervene and encourage banks 

to give loans to women who manage their finances well and repay their loans on time; 

give tax concessions to SME entrepreneurs, and have a special credit scheme for SME 

women entrepreneurs. Some of the responses are as follows: 

Encourage banks to provide more loans to SME women, who are 

successful in managing their finances and loans. (E28: owner jewelry 

making business) 

Give tax concessions, to encourage more women entrepreneurs to grow 

their businesses. (E30: handicraft shop owner) 

Provide special credit schemes for SME women entrepreneurs. (E34: 

herbal medicine business owner)   

Female entrepreneurs want the government to make its credit schemes and training 

programs more beneficial to them. However, they do not wish to see government 

interference in the running of their businesses. They want the government to improve 

infrastructure and legislation to protect the public and leave the private sector to 

innovate and contribute towards economic growth. One of the oldest and a very 

successful ethnic Fijian entrepreneurs, who is also a politician, said:  

Yes, government to stay out of business and let the women entrepreneurs 

grow from their market bases with their entrepreneurial innovations to 

grow the industry, economy, and the middle class. The government must 

improve infrastructure and legislate to protect the public and let the 

private sector do what they do best-innovate, which sustains growth 

nationally and trade globally. (E3: owner chain of bakeries in Fiji and 

franchises in the Pacific) 

The FEC (2017) echoed similar sentiments as those expressed by the respondents. The 

council thinks the government credit scheme is not working as planned. The scheme is 

grossly under-utilised because banks continued to ignore this initiative by the 

government. The FEC stated that many of its SME members found a lack of loans and 

credit from banks as the primary deterrent in developing their businesses. The report by 

the FEC identified several obstacles, as noted in Chapter 2. 

In summary, female entrepreneurs do not perceive the government‘s policies, grants, 

and credit schemes as beneficial to their needs and aspirations. They suggested the 

government should offer special grants or assist SME women in securing loans. The 

grant of FJ$1,000 is insufficient for growth and expansion. The government should 

provide financial literacy and training to SME women on how to access funds. There 
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should be an increase in awareness of funding programs through TV programs and 

social media. The government should provide improved infrastructure and legislation to 

protect the public and allow the private sector to innovate and contribute to economic 

growth. 

5.3.7 Financing practices of female entrepreneurs  

This section presents the findings for Research Question 5 through questions eight, 

nine, and 10 of the interview protocol (Appendix 8). A majority (95%) used their own 

savings to start their businesses, which was also their preferred source of finance. Own 

savings plus loans from commercial banks were used for expansion and growth. Bank 

finance was the second most preferred finance source for most (90%) female 

entrepreneurs.  The findings are discussed in terms of the Pecking Order Theory and the 

Life-cycle Theory in Section 6.5 of Chapter 6, which discusses the results.  

When questioned why a loan from family and friends was not a preferred source over 

more expensive bank finance (question 10, Appendix 8), the respondents pointed to the 

following issues. According to a majority (70%)  of Fijian female entrepreneurs, not 

taking loans from family and friends was a way of avoiding misunderstanding and 

relationship damage.  The remaining 20 percent of the entrepreneurs reported that if 

they borrow from the family, they do not have to pay interest and repay the loan 

immediately. However, the family can come back and demand their money back when 

it suits them but not when suitable for the business.   They further added that the family 

can come back later to borrow an even more significant sum for which repayment is not 

expected.  The remaining  10 percent of the entrepreneurs, did not want to lose control 

of the business. They feared family and friends may also want to get more involved in 

the ownership, which may not be appropriate. For these reasons,  Fijian female 

entrepreneurs preferred to borrow from banks 

5.4 Overall summary of findings 

A summary of findings for each research question and the type of analysis is presented 

in Table 5.9. The findings are discussed and interpreted in terms of the extant literature 

in the next chapter 
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Table 5.9 Summary of findings of data analysis 

Questions TYPE OF 

ANALYSIS 

FINDINGS 

Research Question 1  

What are the main 

demand-side and supply-

side challenges facing 

female entrepreneurs in 

accessing bank finance 

in Fiji? 

Qualitative 

interviews with bank 

officers and female 

entrepreneurs and a 

survey of female 

entrepreneurs 

Banks pointed only at the weaknesses in personal and 

organisational characteristics of female entrepreneurs 

as posing challenges and did not think they posed any 

challenges. Interviews with female entrepreneurs 

pointed to high-interest rates charged by the banks, 

perception of women as high-risk borrowers, and sex 

stereotyping in addition to their personal and 

organisational characteristics as their main 

challenges. Survey results pointed mainly at supply-

side challenges (posed by the banks). 

Research Question 2 

What individual 

(personal) and 

organisational 

characteristics of female 

entrepreneurs can assist 

them in overcoming 

demand-side challenges 

of access to bank finance 

in Fiji? 

Qualitative 

interviews with bank 

officers and female 

entrepreneurs 

Women should acquire financial and management 

skills through education and training or hire 

accountants. They should build up their asset base 

with low-interest loans. They should be transparent in 

their dealings with the banks and maintain a good 

(not long-term) relationship. Two banks suggested 

the need for financial literacy and networking; one 

bank suggested that female entrepreneurs form 

partnerships with male partners and come to the bank 

with their male partners to overcome their problems. 

Research Question 3 

How can female 

entrepreneurs overcome 

the supply-side 

challenges of access to 

bank finance in Fiji? 

Qualitative 

interviews with 

female entrepreneurs 

and bank officers 

By overcoming demand-side challenges, 

entrepreneurs can overcome the challenges of being 

perceived as high-risk borrowers and charged high-

interest rates by the banks. Entrepreneurs cannot 

overcome cultural and societal problems on their 

own; they need the support of the banks, the 

government, and society. Two banks suggested that 

entrepreneurs should apply for unsecured loans and 

report any discrimination experienced.   

Research Question 4  

How effective are the 

government‘s policies, 

grants, and credit 

schemes from SME 

female entrepreneurs‘ 

perspectives in assisting 

them to access finance in 

Fiji? 

Document analysis 

and qualitative 

interviews with 

female entrepreneurs 

Interviews and surveys with female entrepreneurs 

show that the government‘s policies, grants, and 

credit schemes are ineffective in accessing finance. 

This finding is supported by a review of documents 

and points to the banks as the main culprit. 

Research Question 5 

Do the financing 

practices of female 

entrepreneurs over their 

businesses‘ life-cycle 

show application of 

Pecking Order Theory 

and Life-cycle Theory? 

 

Survey of female 

entrepreneurs and 

qualitative interviews 

with female 

entrepreneurs 

Survey and interview results show that the most 

preferred source for starting, operating, and growing 

the business was own savings. The second most 

preferred source was expensive bank finance in each 

case. Funding from friends and family was one of the 

least preferred finance sources. The financing 

practices of female entrepreneurs do not show the 

application of the Pecking Order Theory and the 

Life-cycle Theory. 



182 

 

 

5.5 Conclusion 

Most Fijian female entrepreneurs included in this study were in their mid-thirties or 

older, had previous experience working in various other fields before starting their 

businesses, had at least a secondary school education (with the majority having either 

diploma or a degree), and had a relatively good command of the English language. 

Women-owned enterprises were primarily found in the professional services sector, 

manufacturing sector, and wholesale and retail sectors.  

The findings for each research question were summarised in Table 5.9. The results for 

Research Question 1, both from female entrepreneurs‘ and banks‘ perspectives, show 

that the main demand-side challenges facing female entrepreneurs in accessing bank 

finance include lack of training and business experience, lack of financial skills, and 

lack of management skills. Further, female entrepreneurs lacked collateral, and a track 

record, and there was information asymmetry. Lack of networking, type of business, 

and lack of knowledge of funding sources were not significant challenges. Both the 

female entrepreneurs and the banks did not consider lack of self-confidence and 

education level as significant challenges.  

The main supply-side challenges from the female entrepreneurs‘ perspective include the 

banks‘ perception of women-owned businesses as high risk, high-interest rates charged 

to female entrepreneurs, and sex stereotyping. Other challenges include complicated and 

time-consuming procedures, lack of exclusive products to suit women customers, and 

lack of bank support for female entrepreneurs‘ innovative business concepts. Bank 

officials did not consider any of these as challenges.  

The findings for Research Question 2 show that female entrepreneurs, who were 

successful in securing bank finance, could turn their challenges into success factors 

through education, business training, being in business for a long time, hiring experts, 

and learning from mistakes. Female entrepreneurs proved their creditworthiness to the 

banks by preparing good business plans and proposals, having good profits and cash 

flows, and building suitable asset bases using cheap sources of finance. They 

successfully accessed finance by maintaining a good relationship with the banks rather 

than maintaining long-term relationships. Successful female entrepreneurs could 

balance business demands with family life and culture, and empathise with their 

employees and customers.  
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The findings for Research Question 3 show that by overcoming the demand-side 

challenges of lack of collateral and information asymmetry, female entrepreneurs 

overcame the supply-side challenges of the perception of high risk and high-interest 

rates charged by the banks. To overcome other supply-side challenges (lack of exclusive 

products to suit women customers, lack of bank support for innovative projects, and 

sex-stereotyping), female entrepreneurs need the support of banks and the government. 

The findings for Research Question 4 showed that Fijian Government policies, grants, 

and credit schemes are ineffective from female entrepreneurs‘ perspectives in assisting 

them in accessing finance for the following reasons. The financial sector policies target 

microbusinesses and not SME businesses. Government plans for female entrepreneurs 

are on paper only; they are not implemented in its national policies and programs. 

Government grants, due to the small amounts, are not very useful to SME female 

entrepreneurs. Moreover, many of the respondents did not know anything about the 

government-sponsored SMECGS, which could finance their businesses. The SMECGS 

scheme is grossly under-utilised because financial institutions, especially the banks, 

continue to ignore this government initiative. The next chapter will discuss these 

findings 

The findings for Research Question 5 show that Fijian female entrepreneurs first opted 

for the cheapest option, such as their own savings for starting, operating, and growing 

businesses. Their second option was bank finance in each case. Funding from family 

and friends is one of the least preferred finance sources due to cultural reasons. Business 

angel financing, venture capital, and crowdfunding are not options available for Fijian 

female entrepreneurs. The Pecking Order Theory and the Life-cycle Theory do not 

apply to the financing practices of Fijian female entrepreneurs. The findings are 

discussed and interpreted in the context of the extant literature in the next chapter. 
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Chapter 6: Discussion and Implications 

This chapter discusses the main findings of the study in the context of the extant 

literature. It discusses how the results fit relative to the existing body of knowledge and 

posits possible explanations for the deviations. Additionally, this chapter discusses the 

implications of the study on banks, female entrepreneurs, and government 

policymakers.  

Section 6.1 discusses the findings on the challenges facing Fijian female entrepreneurs 

in accessing bank finance. Sections 6.2 and 6.3 discuss the findings of how female 

entrepreneurs have overcome the demand-side and supply-side challenges of accessing 

bank finance respectively. Section 6.4 discusses the findings on the effectiveness of 

government policies, grants, and credit schemes in assisting female entrepreneurs in 

accessing bank finance. Findings on Fijian female entrepreneurs‘ financing practices 

over the life-cycle of their businesses are discussed in Section 6.5. Section 6.6 discusses 

the characteristics specific to Fijian female entrepreneurs that have helped them 

successfully access bank finance. Section 6.7 discusses the practical implications of the 

study based on the conclusions derived in Sections 6.1 to 6.6 and concerning the 

implications for female entrepreneurs, banks, and government policies. The chapter 

ends with some concluding remarks in Section 6.8. 

6.1 Challenges of accessing bank finance in Fiji 

This section‘s discussion relates to Research Question 1 which identified demand-side 

and supply-side challenges of access to bank finance in Fiji. As noted earlier, demand-

side challenges emanate from individual characteristics of the entrepreneurs and 

organisational characteristics. Supply-side challenges emanate from the suppliers of 

finance. This study made an effort to solicit both the banks‘ and female entrepreneurs‘ 

views regarding bank finance access. The researcher asked bank officers for their views 

about what they thought were the key issues hindering female entrepreneurs‘ access to 

bank finance. The task was not easy, as bank officers were defensive of the banks‘ 

position. However, the results obtained do provide a more robust answer to the 

questions the study addressed. 

The findings on the individual characteristics of female entrepreneurs are generally 

consistent with the literature on this subject. Previous studies have shown that female 
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entrepreneurs lack self-confidence (Hisrich, 1984; Kirkwood, 2009; Sonfield et al., 

2001). They are unable to talk to bankers (Orhan, 2001), have lower levels of education 

than men (Boden & Nucci, 2000; Hisrich & Brush, 1986), and lack business experience. 

Further, female entrepreneurs lack financial and management skills (Mahot, 1997; 

Orhan, 2001), and they lack networking skills (Raihan, 2007). Female entrepreneurs are 

risk-averse (Bowman-Upton, 1990; Brush, 1997; Cliff, 1998; Kepler & Shane, 2007; 

Orhan, 2001; Verhuel, 2005) and lack knowledge about funding sources. (see Table 3.3 

for a summary of the challenges).   

This study‘s key findings on challenges at an individual level confirm extant literature 

expectations except for lack of self-confidence and level of education. These two 

aspects disconfirm the expectations derived from the literature. The findings show that 

Fijian female entrepreneurs and bank officials do not consider lack of self-confidence 

and lower education level as challenges. This study also shows that Fijian female 

entrepreneurs strongly rated their self-confidence as their success factor as shown in 

Figure 5.18. This finding also confirms Pang and Nair‘s (1994) study. Fijian female 

entrepreneurs put self-confidence as their number one quality (Table 2.6) among 10 

designated entrepreneurial qualities.  

To understand the anomalies found above, the study looked at Fijian female 

entrepreneurs‘ status in the sample. The majority (71%) of the female entrepreneurs had 

been in business for a significantly long time (see Figure 5. 8). They had inadvertently 

gained self-confidence over time, as found by Kirkwood (2009). Most female 

entrepreneurs were relatively mature in age, 35 years or above (See Figure 5.1). Some 

had previous work experience where they were involved in communicating with people 

daily at all levels. It is noteworthy that three of the female entrepreneurs in the sample 

were former bank officers. Apart from five entrepreneurs, all had a diploma or a degree 

(See Figure 5.2). Because of the high level of female entrepreneurs‘ education, 

education level did not pose a challenge for the banks and female entrepreneurs.   

At the organisational level, consistent with the literature, the majority of Fijian female 

entrepreneurs believe their access to finance is adversely affected by the lack of 

collateral, the lack of a track record, and asymmetry in the information they provide to 

the banks. To a lesser extent, they are affected by the characteristics of their businesses. 

These findings are consistent with the views of the banks as well. The anomalies exist 
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concerning Fijian female entrepreneurs‘ business structures, business sectors of female 

entrepreneurs, and Fijian female entrepreneurs‘ performance.  

The results show that more female entrepreneurs in Fiji are now in charge of their 

businesses as sole traders and private companies rather than partnerships. Only one 

partnership was included in this study (see Figure 5.8). The female entrepreneurs‘ 

business structure is quite different from what it was in 1994 and 2003 (see Table 2.4). 

From partnerships, they became sole traders and private companies. They no longer rely 

on their husbands or family members as business partners, as was the case between 

1993 and 2003. The changeover has been relatively gradual. As a percentage of female 

entrepreneurship, the partnership was 42% in 1994, 12% in 2003 (Table 2.4), and 4% in 

2019 (Figure 5.7 ). This declining trend implies that Fijian female entrepreneurs are 

now more independent in their businesses‘ decision-making and financing. Elements of 

self-confidence accompany this independence. 

Therefore, the C1 bank officer‘s comment discussed in the previous chapter suggesting 

that women should form partnerships is mostly unwarranted. Moreover, this comment 

would not be welcome by many in Fiji who hold strong views about equality of the 

genders as enshrined in Fiji‘s 2013 Constitution, which demands nothing less. It 

prohibits all forms of gender-based discrimination. The perception that female 

entrepreneurs cannot succeed on their own accord is misplaced. There is no reason to 

believe that the trend described above is not continuing. If it were not, then there would 

have been more partnerships included in this study.  

Studies have shown that women-owned businesses are concentrated in traditional 

female-oriented industries like retail, hospitality, and services (Evans & Lighten, 1989; 

Hisrich & O‘Brien, 1982; Holmquest & Sundin, 1988; Orhan, 2001). Sexton and 

Bowman-Upton (1990) conclude that women choose these industries because they are 

less capital demanding than those in the manufacturing and transport industries. This 

study shows that the Fijian female entrepreneurship is in professional services, 

wholesale and retail, and manufacturing businesses (Figure 5.6). Additionally, they are 

also running successful businesses that are usually run by male entrepreneurs, as noted 

in Section 5.2.1. To some extent, this finding supports Saffu‘s (2003) findings on 

Pacific Island female entrepreneurs. They must do things like their male counterparts if 

they want to be successful. 
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According to the literature (Constantinidis et al. 2006), female entrepreneurs do not see 

profit as a measure of performance, affecting their access to bank finance. For instance, 

female entrepreneurs use non-financial measures, such as personal achievement, rather 

than economic achievement (profit) as an indicator of successful performance 

(Valencia, 2007). Similarly, Brush (1992) found those female entrepreneurs conceived 

their businesses as a cooperative network of relationships rather than primarily as 

separate profit-making entities, and success for them meant finding harmony within 

their relationships with others.  

This study shows that Fijian female entrepreneurs do not measure performance as a 

cooperative network of relationships. They measure performance primarily as a separate 

profit-making entity, and success for them does not mean finding harmony within their 

relationships with others, as Brush suggests (1992). Fijian female entrepreneurs strongly 

supported profit-making as their success factor in accessing bank finance (see Figure 

5.19). One very prominent entrepreneur quite emphatically said that if an entrepreneur 

earns FJ$10 in a day, she should save at least FJ$2 from this earning after all her 

business expenses. Fijian female entrepreneurs‘ attitudes defy the Fijian 

traditional/cultural belief of sharing and caring for others in the community. 

The profit-making attitude of Fijian female entrepreneurs also defies the traditional 

belief of the motive for doing business. Saffu (2003), in his case study of Pacific island 

countries, found that the motive for doing business was not to make a profit but to fulfil 

social obligations. The motives of the entrepreneurs were deeply rooted in their 

relationships with the local community and culture. Fijian female entrepreneurs have 

also fulfilled their social responsibilities to the community with their profit-making 

motives through their sustainable business practices, as mentioned in Chapter 5. They 

employ and empower rural women and men. They use traditional methods of making 

products and provide resources for the community‘s education and health. This study 

confirms the findings of the studies undertaken by Rao (2004) and Saffu (2003) that to 

be successful female entrepreneurs have to balance the demands of business with the 

demands of culture. 

This study also confirms the relationship between culture and access to female 

entrepreneurs‘ finance, consistent with the 5M framework, although the link between 

culture and entrepreneurship is yet to be established as mentioned earlier. The 5M 

framework includes culture and society as macro factors that impact female 
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entrepreneurs‘ access to finance. Those Fijian female entrepreneurs who do not indulge 

in networking said it was due to family responsibilities. Due to the lack of networking, 

they are not aware of funding sources and credit schemes.   

Another aspect of culture that impacts female entrepreneurs‘ access to finance is that the 

Fijian female entrepreneurs do not inherit communally owned land. As such, they 

cannot use the land as collateral. Fijian female entrepreneurs also have to deal with 

negative views about their role in society. They must face up to intercultural biases and 

sex stereotyping by bank officials. They must overcome intercultural biases and sex-

stereotyping by the local banks in Fiji to access bank finance.    

This study also shows how the effects of climate change indirectly affect access to 

finance. During cyclones, which have become more frequent due to climate change, the 

protection of assets is imperative. Natural disasters pose significant challenges to female 

entrepreneurs in their access to finance in island nations, such as Fiji. Most of the time 

assets provided as collateral are washed away or damaged. Without assets, it is 

challenging to generate cash flows and make profits of interest to the banks. If female 

entrepreneurs need more finance to build up their assets, they cannot return to the banks 

and friends and family. Their friends and family would be in the same situation. 

Therefore, it may not be worth asking them for financial assistance.  

Regarding supply-side challenges of bank finance, the study found that banks in Fiji do 

not consider supply-side challenges as issues. They do not believe their policies and 

practices hamper female entrepreneurs‘ access to finance. This finding is inconsistent 

with the literature, as mentioned in Chapter 5. Banks denied that they are real 

bottlenecks to female entrepreneurs getting access to bank finance. They denied 

charging high-interest rates. Their procedures were complicated, and they lacked 

financial products tailored to meet women-owned businesses‘ needs. Bank officers 

interviewed denied they did not have the knowledge and the capacity to understand 

business concepts of women-owned businesses, and practised sex-stereotyping.  

However, we must pause to ask whether they are saying this because of their lack of 

awareness of female entrepreneurs‘ issues or are just being defensive. The issues facing 

female entrepreneurs in accessing bank finance in Fiji have never been reported to the 

banks or given importance in public forums. Therefore, this researcher is more inclined 

to think that the banks are not aware of female entrepreneurs‘ issues. 
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6.2 Overcoming demand-side challenges 

This section‘s discussion relates to Research Question 2. Research Question 2 deals 

with how Fijian female entrepreneurs have overcome the demand-side challenges 

(challenges caused by individual and organisational characteristics) of getting access to 

bank finance. Who else was better positioned to answer this question other than the 

female entrepreneurs and the bank officers?  

At the individual level, female entrepreneurs tried to overcome demand-side challenges 

through their own initiatives, given the fact that they were well educated, mature, and 

had self-confidence. They were able to educate themselves and bring themselves up to 

speed with bank policy changes and practices and borrowings requirements. It was also 

apparent from the interviews that they were able to tackle further challenges by 

developing their management, financial, and technical skills. In this way, they were able 

to gain greater self-confidence and talk to the bankers with a lot more courage and 

understanding of bank requirements.  

This study shows that once female entrepreneurs secured the banks‘ trust, they were 

better positioned to figure out the rest as they went. They were able to overcome the 

fear and anxiety and saddle up the rest. They accepted that it was only human to fail, 

and vulnerability was not a weakness; they had to be brave to be recognised. They 

learned from their mistakes. By doing all these things, Fijian female entrepreneurs have 

empirically proved what is in theory. 

This study showed that female entrepreneurs can gain enhanced knowledge of funding 

sources by networking and personal contacts. Networking enabled them to bundle up 

their courage and talk to bankers with confidence. Overcoming risk-averseness may not 

be easy for female entrepreneurs. Echctner‘s (1995) Personality Trait Theory states that 

risk-taking is a personality trait of entrepreneurs. Entrepreneurs are born with this trait, 

and it cannot be developed like management and financial skills. It was not surprising to 

note that Fijian female entrepreneurs strongly felt risk-taking is a success factor. This 

finding confirms the study by Mordi et al. (2010) that some female entrepreneurs are 

risk-takers or risk-averseness goes away as entrepreneurs start making profits.  

The suggestion by bank officer C1 of the local bank for female entrepreneurs to come to 

the bank with a male partner was not taken well by the female entrepreneurs. From C1‘s 

response, it seems that the local bank‘s culture has not changed much since 2008. At 
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that time, Fijian female entrepreneurs reported that they were requested to come to the 

bank with male partners (Cutura, 2008). 

Orhan (2001), in her study of French female entrepreneurs, concludes that one of the 

sources of communication problems relates to intercultural bias. Bankers (mostly men) 

tend to consider female entrepreneurs as women first, rather than as persons. There is 

evidence of intercultural bias in many developing countries where females must come to 

banks with male partners to talk and sign documents (UNECE, 2009). If the client is a 

female entrepreneur, why is it necessary for her to be accompanied by her male partner 

when seeking bank finance? 

Overcoming challenges at the organisational level requires female entrepreneurs who 

lack collateral to build a good asset base. Fijian female entrepreneurs built their asset 

base by borrowing funds from friends or institutions that charge lower interest rates. 

This finding is something new to the literature; building an asset base with cheaper 

funds before seeking bank finance for larger loans. The literature (IFC, 2011) shows 

that collateral-free banking, long-term relationship with banks, and putting valuable 

items such as gold as security are ways of overcoming a collateral problem. Fijian 

female entrepreneurs proved their creditworthiness to bankers as small businesses 

owners by showing good cash flows, profits, and commitment to timely repayments. 

This action by entrepreneurs changed the banks‘ perception of women-owned 

enterprises as being risky and charging a higher interest rate to protect the loans.  

The findings show that overcoming challenges relating to information asymmetry 

requires female entrepreneurs to be transparent to the banks. They must fulfil the bank‘s 

information requirements, submit proper proposals and plans to provide appropriate 

financial statements, and, most importantly, maintain a good relationship with the 

banks. Keeping a good relationship with banks helps overcome the information 

asymmetry problem, which persuades banks to reduce interest rates. Otherwise, due to 

insufficient information, banks are forced to accept higher risks and thereby charge 

higher interest rates.  

One way to overcome the information asymmetry problem presented in the literature is 

to maintain a long-term relationship with the banks (Berger & Udell, 1995; Petersen & 

Rajan, 1994). However, most Fijian entrepreneurs said maintaining a good relationship 

rather than maintaining a long-term relationship was a success factor. The reason given 
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by female entrepreneurs was that they did not want to continue borrowing again and 

again from the same bank for a long time. They would borrow from a bank that would 

give the best interest rate when a loan was needed. Therefore, they maintain good 

relationships with all the banks rather than maintaining a long-term relationship with 

any particular bank. Fijian entrepreneurs rely on retained earnings for expansion and 

growth. They resort to borrowing only when a substantial sum of money was required. 

This finding is typical of female entrepreneurs who prefer non-debt finance for 

expansion (Contantinids et al., 2006). 

6.3 Overcoming supply-side challenges  

This section‘s discussion relates to Research Question 3, which looked at how female 

entrepreneurs can overcome supply-side challenges. As mentioned in the previous 

section, there are some supply-side challenges that female entrepreneurs can manage 

and resolve themselves by overcoming some demand-side challenges. They are a 

perception of high risk and the high-interest rates charged by banks. Female 

entrepreneurs overcame these challenges by building a good asset base by borrowing 

from institutions that set lower interest rates and proved their ability to service their 

debts.  

Female entrepreneurs find it difficult to address banks‘ lack of knowledge and 

appreciation of female entrepreneurs‘ innovative business ideas. As mentioned in this 

study, a local bank (Bank C) did not accept E3‘s idea of starting in-house baking. E3 

capitalised on her idea, and she is now one of the most successful entrepreneurs in Fiji. 

It took the banks quite some time to appreciate the potential of in-house baking as a 

profitable business. As a result, E3 has become one of the best clients for the bank.  

Despite significant communication improvements, both the banks and female 

entrepreneurs are not aware that specially tailored lending programs or products can 

exist for female entrepreneurs. That is probably why female entrepreneurs did not report 

having difficulties with the unavailability of lending programs tailored to specifically 

women-owned businesses. The onus is on our banks to follow international best 

practices. The banks should examine the feasibility of introducing collateral-free 

lending to female entrepreneurs as is being done by the First Women‘s Bank in 

Pakistan; providing information, training, and mentoring at the international level by the 

Royal Bank of Canada, Bank of Ireland, and Centura Bank of the USA (OECD, 2004).  
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This study showed that only 33% of Fijian entrepreneurs sought external support in 

seeking bank finance and dealing with complicated procedures for obtaining bank loans. 

Those who sought external help were those who could afford the costs of hiring expert 

services. Those who could not afford the services could have still used the banks‘ free 

services or professional bodies. Even though banks provide free advice, female 

entrepreneurs did not go back to bank officers for advice because of their earlier 

unpleasant experiences. They will return for assistance not only for credit but also for 

general advice if banks change their attitudes. They must treat female entrepreneurs 

with respect and dignity, and in the same way as they treat their male counterparts. 

Female entrepreneurs reported that they had to challenge gender stereotypes and 

overcome societal expectations in getting access to bank finance. Traditional social 

norms characterise banks in Fiji. Female entrepreneurs are less competitive, aggressive, 

and harsh. Therefore, they do not have the necessary skills to lead a successful business 

and cannot negotiate with bank officers. In this regard, Saffu (2003) concludes in his 

study that female entrepreneurs in the South Pacific must behave like male 

entrepreneurs if they want to be successful. They may feel as though they need to adopt 

a stereotypically male attitude towards business. That is, they should be competitive, 

aggressive, and harsh.  

However, Fijian female entrepreneurs think otherwise. The majority of successful Fijian 

female entrepreneurs believe that remaining true to themselves and finding their own 

voice are the keys to rising above society‘s preconceived expectations. They should 

have confidence in who they are; they are there because of their hard work and 

perseverance, but the point is that they are there. They should not conform to a man‘s 

idea of what a leader looks like. This view of Fijian female entrepreneurs is not 

consistent with the traditional norms and the findings of Saffu (2003). The high level of 

education, maturity, long periods in business, and Fijian female entrepreneurs‘ self-

confidence may be the reasons for their thinking. 

Fijian female entrepreneurs also reported that the banks discriminated against them 

because of their gender and ethnicity. However, they ignored that and continued to 

upgrade their qualifications and business skills while maintaining good relationships. 

This finding is consistent with the literature that states that high-level education and a 

good relationship with the banks can help overcome their feelings of discrimination 

(Coleman, 1998; Fay & Williams, 1993). Researchers (Contantinidis et al., 2006; Pang 
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& Nair) say that discrimination is an attitudinal problem of female entrepreneurs. 

However, female entrepreneurs continue to report incidences of gender discrimination.   

6.4 Effectiveness of government policies, grants, and schemes   

This section discusses the findings of Research Question 4, which assessed the 

effectiveness of government policies, grants, and credit schemes in assisting female 

entrepreneurs in accessing finance. The survey results for Question 32 j (Table 5.6) 

showed that less than half (44 percent) of female entrepreneurs felt that the 

government‘s financial sector policies support their access to bank finance. This 

response rate implies 56 percent of female entrepreneurs do not consider the 

government‘s financial sector policies as being supportive. Generally, there are not 

many studies done on this subject, making it difficult to take a definite stand on this 

issue. The only research which came to hand is the study conducted by Hisrich et al. 

(1997), which concludes women generally perceive government policies as 

unfavourably. Thus, the Fiji findings reinforce this conclusion.  

Regarding the government‘s grant, female entrepreneurs felt FJ$1,000 funding to SMEs 

was grossly insufficient to start or grow their businesses Additionally, just because the 

FJ$1,000 was given as handouts before the general elections in Fiji, some female 

entrepreneurs were suspicious that the grant was given for political reasons. 

Consequently, they did not apply for the grant. This finding is consistent with Chell and 

Baines (2000). They argue that entrepreneurs can often be suspicious of grants and 

schemes promoted by governments. The literature (Dvouletý et al., 2021; Lins, 2016; 

Srhoj et al., 2019) has shown that grants increase bank loans, turnover, productivity, and 

employment. The grants must meet the OECD‘s financial additionality and economic 

additionality objectives (OECD, 2013). This Fijian Grant scheme did not meet any of 

these objectives from the perspective of female entrepreneurs.  

As far as the government-sponsored SMECGS is concerned, it is evident from the 

findings that one of the reasons for the credit scheme‘s ineffectiveness is female 

entrepreneurs‘  lack of knowledge of the scheme. This revelation is surprising, but the 

response is consistent with the literature that states that women are not aware of the 

government programs to assist them (Singh & Belwal, 2008). There is also a lack of 

monitoring and evaluation of the scheme by the government. This finding is consistent 

with the literature, that monitoring and evaluation are not conducted by the fund 

providers in developing countries (Raihan, 2007). The banks are not supporting the 
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scheme because they must bear some of the risks in case of defaults by the 

entrepreneurs. 

The findings also provide some answers to the issue raised by Hanssens et al. (2015) 

about the impact of combining two sources of finance on ventures. It is clear that in this 

study, government funding combined with bank finance does not benefit entrepreneurs. 

In this case, it seems that banks do not support the government‘s SME credit scheme 

6.5 Financing practices of Fijian female entrepreneurs 

This section‘s discussion relates to the findings of Research Question 5, which 

examined Fijian female entrepreneurs‘ financing practices and financing preferences 

during their business life-cycle. The findings show that Fijian female entrepreneurs use 

several funding sources during the various stages of their business development. These 

include internal informal sources such as own savings, funding from partners or 

husbands, family and friends, and bootstrapping. They also use government grants, debt 

finance (funding from credit unions, commercial banks, development banks, and 

finance companies), and equity finance (in the case of private companies). Female 

entrepreneurs did not use crowdfunding, business angel finance, and venture capital 

because these important sources of finance are not available in Fiji. As noted earlier, 

government-sponsored venture capital through the Yes program was introduced in Fiji 

in 2019.  

The Pecking Order Theory (Myers, 1984) postulates that an entrepreneur prefers to use 

cheaper internal informal sources of finance before seeking expensive external finance. 

In this study,  a majority (72%)  of Fijian female entrepreneurs reported that their most 

preferred finance source was their own savings to start and operate their businesses. The 

survey data presented in Figure 5.9 in Chapter 5 confirms their preference by showing 

that own saving was the most used finance source for business start-ups. According to 

female entrepreneurs, own savings was the most used source of finance because it is 

cheaper than debt finance. However, it could also be because female entrepreneurs have 

a positive attitude towards their savings (Eriksson, 2009) or prefer non-debt finance 

(Constantinidis et al., 2006).  

The second most preferred finance source for business start-ups and operations was a 

loan from commercial banks  (Table  5.3). One of the least preferred sources of finance 

was loans from family and friends. The majority of female entrepreneurs have used 

more expensive bank finance than loans from family and friends, which is a cheaper 
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source. The finding that Fijian female entrepreneurs have relied more on the bank than 

family and friends for funding their business start-ups is inconsistent with the Pecking 

Order Theory of financing. This finding is also inconsistent with the literature 

(Constantinidis et al., 2006), which says female entrepreneurs prefer non-debt finance 

over debt finance for funding their businesses. This finding, however, is consistent with 

Sharma and Gounder (2012), who found that the financing patterns of the owners of 

small and micro enterprises in Fiji were contrary to the claims of the Pecking Order 

Theory. Their findings showed that 50% of the surveyed enterprises had a bank loan, 

and bank finance was the second most important source for operations and growth after 

owners' capital. 

According to Fijian female entrepreneurs, not taking loans from family and friends was 

a way of avoiding misunderstanding and relationship damage.  Also, if the entrepreneur 

borrows from the family, she does not have to pay interest and repay the loan 

immediately. However, the family can come back and demand their money back when 

it suits them but not when suitable for the business.  Additionally, the family can come 

back later to borrow an even more significant sum for which repayment is not expected.  

Family and friends may also want to get more involved in the ownership, which may 

not be appropriate. For these reasons,  Fijian female entrepreneurs preferred to borrow 

from banks. The findings on challenges are inconsistent with Eddleston (2018),  who 

found sex stereotyping as a challenge for borrowing from family.    

To avoid all the problems mentioned above, Fijian female entrepreneurs have depended 

more on their husbands for financial help. Figure 5.9 shows that the partner‘s 

contribution was an important financial source for business start-ups. This study shows 

that husbands have been very supportive of their wives. The female entrepreneurs 

reported that they felt more comfortable borrowing from their husbands than from 

family and friends. This finding is inconsistent with the literature. For instance, studies 

(ILO, 2003; Raihan, 2007)  have shown that husbands are not very supportive of their 

wives‘ businesses. 

The Life-cycle Theory of financing as postulated by Berger and  Udell (1998)  and  

Walker (1989)  (starting with the founder, family, and friends, followed by business 

angels, venture capitalists, debt finance, and external equity in that order) did not apply 

to the financing practices of Fijian female entrepreneurs.  Figure 5.9 shows that some 

entrepreneurs started their businesses with bank finance instead of seeking funding from 
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family and friends as discussed above.  Although Fijian female entrepreneurs prefer to 

borrow from a bank than from family and friends, the reason for their financing pattern 

has more to do with the availability of different sources of finance.  As noted earlier,  

crowdfunding and business angels are not found in Fiji, and Government-sponsored 

venture capital was unavailable until 2019. It can be concluded that the Life-cycle 

theory of financing was not followed in Fiji due to the lack of funding sources such as 

business angels and venture capital. 

6.6 Unique characteristics of Fijian female entrepreneurs  

The study shows that Fijian female entrepreneurs possess some characteristics that are 

unique to them. They are different from those identified in previous studies. For 

instance, more than half of the entrepreneurs said they were successful because they 

could balance business demands with family and cultural demands. As noted earlier, 

they did not want to borrow money from family, although borrowing is part of the 

culture.  

Another personal characteristic confirmed as a success factor by this study is popularity. 

Half of the female entrepreneurs said they were successful because of their popularity or 

reputation. Their popularity was because of their awards or their husband‘s reputation 

whose businesses they had inherited. This finding is consistent with Yusuf (1995), who 

found popularity as a success factor for small business owners in the South Pacific. 

Additionally, a unique individual characteristic leading to Fijian female entrepreneurs‘ 

business success was empathy for customers.  Empathy for customers was a unique 

characteristic of female entrepreneurs due to their nurturing nature (Eddleston, 2018). 

Further, faith in God was supported by female entrepreneurs as a success factor. This 

finding is consistent with the study done in Saudi Arabia. Entrepreneurs believe that a 

good Muslim can be a successful entrepreneur (Kayed, 2006). However, having faith in 

God is not one of the characteristics of a successful entrepreneur presented in the 

literature.   

Moral and financial support from the husband was an influential success factor for the 

Fijian female entrepreneurs. This finding is inconsistent with studies done in developing 

countries, such as Pakistan and the Republic of Saudi Arabia, where husbands do not 

support their wives (ILO, 2003; Jamali, 2009). 
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6.7 A framework for overcoming  challenges of access to bank 

finance 

Research Objective 1 identified demand-side and supply-side challenges. Research 

objectives  2 and 3 investigated how female entrepreneurs can overcome demand-side 

and supply-side challenges. Figure 6.1 summarises how female entrepreneurs can 

overcome the demand-side and supply-side challenges of access to bank finance. 
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Figure                     6.1 Framework for overcoming challenges 
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The demand-side challenges at the individual level include lack of self-confidence, lack 

of management skills, lack of financial skills, lack of networking, lack of knowledge 

about funding sources, and risk-averseness. Female entrepreneurs should acquire skills 

through education and training and gain knowledge about funding sources through 

networking. Knowledge and skills will give self-confidence and the ability to talk to 

bankers. bankers which in turn helps in overcoming inter-cultural bias by the banks. 

The demand-side challenges at the organisational level include lack of collateral; 

characteristics of women-owned businesses; information asymmetry: poor financial 

statements, plans, and proposals, and no track record. These challenges can be 

overcome by borrowing from friends & family, and credit unions to build a good asset 

base; having good cash flows plus profit; maintaining good relationships with the banks, 

and hiring experts to prepare financial statements, plans & proposals. All these will 

change the banks‘ perception of high risk and thus lower the interest rate charged.  

Therefore, by overcoming demand-side challenges, female entrepreneurs can overcome 

some supply-side challenges. 

The supply-side challenges posed by the banks include lack of know-how; lack of 

tailored products for WOBs; complex procedures; sex stereotyping; and intercultural 

bias. These challenges are beyond the female entrepreneurs‘ realm, as they fall within 

the banks‘ responsibility. Banks can endeavour to design tailored products for women-

owned businesses and provide mentoring to unsuccessful applicants. They can increase 

their understanding of women-owned businesses and avoid sex-stereotyping and 

intercultural bias when dealing with female entrepreneurs. They can also increase the 

number of female staff to deal specifically with female entrepreneurs.  

Female entrepreneurs reported that Government‘s policies and programs are ineffective 

in assisting them to secure finance, particularly, bank finance. Government should 

evaluate its policies, grants, and credit schemes to help female entrepreneurs more 

effectively. It should provide training and regulate banks to provide collateral-free 

loans. The research question‘s overall conclusion is that Fijian female entrepreneurs can 

overcome most of the demand-side challenges of bank finance and government funding 

by themselves. However, for supply-side challenges, they need support from the banks 

and the government. 
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6.8 Practical implications of the study  

This section presents the implications of the study for female entrepreneurs, banks, and 

the government. 

6.8.1 Implications for female entrepreneurs in Fiji 

The interviews with bank officials showed that collateral, the character of the 

manager/owner, complete information, and serviceability are the most important factors 

when deciding to lend to female entrepreneurs at the SME level. Therefore, female 

entrepreneurs should focus on these factors to get bank loans. It does not mean these 

factors will improve the business‘s performance, or those female entrepreneurs will 

repay the loan.  

Bank officials and female entrepreneurs highlighted a lack of capital as a significant 

challenge in securing bank finance. In the absence of collateral-free banking in Fiji and 

no change in land rights, the female entrepreneurs‘ option is to expand their business as 

much as possible. It may mean increasing the asset base by using some cheaper finance 

sources (credit unions, development banks), as reported during the interviews by some 

Fijian female entrepreneurs. The bank loan is dependent mainly on the assets of the 

organisation. These assets are generally the accounts receivables, inventories, 

machinery and equipment, real estate, and other tangible assets. 

Banks consider the owner/manager‘s character in their lending decision to see if a long-

term relationship can be developed with the borrower. Therefore, female entrepreneurs 

should avoid any adverse publicity about them in the media. In a small place like Fiji, 

news spreads fast because people generally know one another. Instead, female 

entrepreneurs can increase their popularity by appearing on TV and talking about their 

businesses. They can also make themselves popular by taking part in the Small Business 

Awards, SME awards, and WIB awards. Female entrepreneurs reported that popularity 

was one of their success factors in getting access to bank finance. 

Banks require complete financial and business information to avoid information 

asymmetry problems. Therefore, female entrepreneurs should hire experts to prepare 

financial statements, proposals, and plans if they lack financial competence. They 

should allow banks access to their business information whenever requested by the 

banks and keep them fully informed of business performance. Further, the entrepreneurs 



200 

 

should forewarn the banks of any developments likely to adversely affect the business 

in the future. Banks should also know if the entrepreneurs will have any difficulty 

repaying loans due to adverse developments. Not keeping the banks abreast of changes 

would be to the detriment of the entrepreneurs. Likely, their bankers will not assist them 

when they need more support with their business financing.   

Serviceability refers to the ability of female entrepreneurs to repay their debts. As 

owners of small businesses, female entrepreneurs need to prove their creditworthiness to 

bankers by showing good cash flows, profits, and commitment to timely repayments. It 

is a matter of building trust with banks and concentrating on improving their businesses‘ 

performance. Banks in Fiji recognise the importance of women clients, as explained 

below. 

Bank B thanked two famous female entrepreneurs in a local newspaper for doing 

business with them. Three female entrepreneurs reported that bank managers of three 

banks approached them to take loans from their banks. One of the banks was willing to 

give a loan twice the amount of assets in the business. At the same time, the majority of 

female entrepreneurs think banks do not deliberately discourage women clients. 

Therefore, female entrepreneurs should approach the banks for loans with a positive 

attitude. If they are not successful the first time, they should learn from their mistakes 

and try again. They can also approach another bank if possible.  

6.8.2 Implications for the banks  

One of the supply-side challenges facing female entrepreneurs was the banks‘ 

perception that female entrepreneurs are of higher risk because they are smaller and lack 

collateral. Because of that perception, banks charge higher interest rates to female 

entrepreneurs. Banks must change their perception of women-led enterprises. According 

to an IFC report (2010, p. 52), to start the business, E3 had used 25% of her own money 

and 75% loan equity from a foreign bank. She repaid that loan of FJ$75,000 within 

three months. Banks should take advantage of female entrepreneurs‘ risk-averseness as 

pointed out by Raihan (2007). Those who are unwilling to take the risk are always quick 

to clear their debts and do not overstate the amount of loan needed. A study conducted 

by Raihan (2007) shows that female entrepreneurs are more reliable than their male 

counterparts in paying their loans to banks in developing countries. 
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Female entrepreneurs have reported intercultural bias and sex-stereotyping when 

dealing with male local bank officials. Banks should consider employing more women 

who can fully understand female entrepreneurs‘ needs and requirements. Furthermore, 

banks must invest in training their staff on how to interact with female entrepreneurs. 

Banks should also consider recruiting and training their female managers to deal more 

effectively with female entrepreneurs. Studies have shown that women remain 

emotionally disturbed for a long time after experiencing unpleasant experiences. 

Therefore, bank officials should be polite and pleasant to female customers. That would 

allow female entrepreneurs greater access and increase their confidence in dealing with 

banks.  

In addition to the above, female entrepreneurs represent a group not presently 

adequately catered for by the banks. This study‘s findings showed that only 15‒20% of 

banks‘ customers are female entrepreneurs. In the future, banks can consider 

introducing loyalty bonuses and stepping up campaigns to attract female entrepreneurs 

for their benefit. Implementing such initiatives will create new opportunities: banks can 

diversify their financial portfolio and fulfil their corporate social responsibility. 

Fijian female entrepreneurs reported that they had to approach banks many times for 

loan approval. They also complained about delays in loan approvals. On the other hand, 

banks complain there are often long delays in loan processing. Women cannot or are 

unwilling to visit the branch to finalise the loan documents. It seems the onus is on the 

banks to find a solution to this problem. They might wish to consider visiting their 

clients at home and making greater use of branchless banking channels without 

compromising costs. 

All the banks strongly agreed that they do not have any exclusive products designed for 

female entrepreneurs. The response is somewhat surprising given that banks are quite 

actively involved in sponsoring major women in Fiji‘s business activities. They can start 

with devising products suited to Fijian female entrepreneurs‘ requirements and consider 

lowering collateral and document requirements. They can think about simplifying 

complex processes and financial systems and exempt women from providing tangible 

assets as collateral. Instead, they can consider the cash flows and repayment abilities of 

female entrepreneurs.  
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6.8.3 Implications for government policies  

The government of a nation must nurture entrepreneurship through its distributive and 

regulatory policies (Skoko et al., 2010). For instance, governments can channel their 

efforts to develop entrepreneurship among the low segments of their society. They can 

also provide incentives in tax reductions, wavering fees for setting up a new business 

and encouraging entrepreneurship. Moreover, governments can change individuals‘ 

capabilities and preferences through financial support schemes or the development of 

the venture capital market, information provision, and entrepreneurship aspects in the 

educational system. 

The Fijian Government should target its effort to develop entrepreneurship among 

female entrepreneurs. The study found female entrepreneurs to be growth-oriented and, 

as such, they can contribute to sustainable economic growth (Lingelbach et al., 2005). 

However, female entrepreneurs face significant challenges in accessing entrepreneurial 

finance to grow their businesses. The government must take heed of the hurdles female 

entrepreneurs face in accessing finance. Based on the analysis of the comments made by 

the bank officials and female entrepreneurs and the findings of this study, the policy 

recommendations are in the areas discussed next.  

Education and training 

The government‘s role in promoting the education and training of female entrepreneurs 

is hugely important. A survey of literature and findings from this study identify 

education and training as essential prerequisites to business creation, success, and 

continued sustainability. Echtner (1995) holds that female entrepreneurs could acquire 

management skills, financial skills, and specific behaviours through education and 

training. Entrepreneurship education is a lifelong process. Therefore, the government 

should instil entrepreneurship skills in all its citizens, regardless of gender, at all levels 

of education. It is also important to instil awareness in all students‘ minds that women 

can be entrepreneurs. This education is essential as female entrepreneurs face sex-

stereotyping by males as well as family and friends. Training should focus on managing 

a business at a higher level, managing finance, and equipping people with the technical 

skills of running a business with help and guidance from business mentors. Female 

entrepreneurs wish to see the government providing financial literacy and training on 

how to access funds.  
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Government assistance programs 

This study‘s findings show that the microloan of FJ$1,000 was insufficient to expand 

and grow female entrepreneurship. The government should also consider offering stage-

based loans that provide money to businesses based on the stage of development instead 

of giving out FJ$1,000 as a handout. The majority of respondents in this study do not 

think this grant is producing the desired results. The handouts offered on the verge of 

the general elections in Fiji made women suspicious of the government‘s real intention. 

Instead of using the money for investment purposes, recipients quickly spent the money 

buying consumables for their families.   

The SMECGS is not encouraged by banks and is also unaffordable due to stringent 

collateral requirements. In that respect, the government should re-evaluate all its credit 

schemes to determine whether they fulfil the objectives they sought to achieve. It should 

do away with those who do not produce results but are lingering in the government‘s 

budget. The review should also consider adequate mechanisms to monitor 

implementation to take remedial action if the schemes get derailed.  

In the same vein, the government should also consider developing a particular 

SMECGS for SME female entrepreneurs. The Reserve Bank of Fiji should monitor this 

scheme closely. Encouraging the development of targeted financial tools for women by 

the banks should also be on the agenda. This study‘s findings point out the dire need for 

the banks to develop products specially tailored to female entrepreneurs‘ needs. The 

introduction of specialised financial institutions for female entrepreneurs in Fiji, like the 

First Women Bank of Pakistan (IFC, 2006, Raihan, 2007), is also recommended. 

Provision of information 

Lack of knowledge of funding sources is a significant reason for not applying for grants 

and credit schemes (Singh & Belwal, 2008). Other than the publicity given during the 

National Budget address, there is very little public awareness of the programs and how 

people can benefit. Overcoming information imperfections calls for urgent attention by 

the media, including social media, to propagate relevant information in a simplified 

manner. 
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Introduction of new sources of entrepreneurial finance  

This study showed that most female entrepreneurs (Figure 5.14) used their savings to 

start their businesses. Also, the majority of female entrepreneurs used their savings to 

operate their businesses. From the entrepreneurs‘ point of view, this preference might be 

well and truly justified. It also reflects the weak capital market in Fiji. This study 

stresses the need for government policy intervention to encourage more venture 

capitalists to operate in Fiji (Storey, 1994). Having private venture capitalists operating 

in Fiji will help develop Fiji‘s growing capital market.  

The government drafted the legislation on crowdfunding in 2017 (Reserve Bank of Fiji, 

2017). The Fijian Government should speed up establishing crowdfunding because 

female entrepreneurs can more easily access finance through crowdfunding than 

through accessing bank finance. Additionally, the collateral problems, preparation of 

business plans, and insecurity can all be avoided by female entrepreneurs.  

Establishing a credit bureau 

The lack of a proper track record was one of the significant challenges facing SME 

female entrepreneurs accessing bank finance. Banks also have the same problem as they 

cannot assess female entrepreneurs‘ credit history when seeking bank finance. Towards 

this end, the government can consider setting up an entity such as Dun & Bradstreet or 

using its services to access companies‘ commercial credit and business information 

reports. Alternatively, the government can set up an entity similar to the Fiji Credit 

Bureau (currently not functioning) with proper legal and administrative authority and 

credibility.  

Policies on women  

This study noted that there is a WPA 2010‒2019 in place. The five critical areas 

identified in the plan are essential to improving the welfare of women in Fiji. The 

government should make every effort to ensure the plan‘s programs and projects are 

fully implemented. Perhaps the next WPA should more specifically address SME 

female entrepreneurs‘ access to finance, critical to their role as entrepreneurs.   
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6.9 Conclusion 

This chapter discussed the study‘s main findings in the context of the extant literature 

presented in Chapter 5. It discussed further how the results fit relative to the existing 

body of knowledge and possible explanations for deviations from literature.  

This study‘s key findings on challenges at the individual level confirm extant literature 

expectations except for lack of self-confidence and education level. Because of their 

high level of education, maturity, and vast business experience, female entrepreneurs 

feel self-confident. At the organisational level, both female entrepreneurs and banks 

think access to finance is adversely affected by the lack of collateral, the absence of a 

track record, characteristics of women-owned businesses, and asymmetry in the 

information they provide to the banks. These findings are consistent with the literature. 

The anomalies that exist concern Fijian female entrepreneurs‘ business structures, the 

business sectors operated by female entrepreneurs, and Fijian female entrepreneurs‘ 

performance.  

Fijian female entrepreneurs can overcome most of the demand-side challenges and a 

few supply-side challenges of bank finance through education, business training, 

financial literacy, networking, and more knowledge of the funding sources. The supply-

side challenges that female entrepreneurs cannot overcome are related to the practices 

and policies of financial institutions. Since the Fijian Government regulates financial 

institutions‘ practices and offers credit to entrepreneurs, female entrepreneurs also 

require its support in overcoming bank finance challenges. As far as government grants 

and credit schemes are concerned, it is up to the government to make its assistance 

programs more effective in assisting female entrepreneurs. 

Female entrepreneurs‘ financing practices indicate that crowdfunding, business angel 

finance, and venture capital are not available in Fiji. The most preferred source of 

finance is their own savings. The second most preferred source of finance is loans from 

commercial banks, and the third most preferred source of finance is funding from family 

and friends. As such, the Pecking Order Theory of financing applies only to some extent 

in female entrepreneurs‘ financing practices. The traditional Life-cycle Theory needs to 

be re-conceptualised because of the lack of availability of different finance sources 

during different development stages of the business. 
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Based on the above findings, the conclusion reached about the research question is that 

Fijian female entrepreneurs can overcome most of the demand-side challenges of bank 

finance and government funding, but for supply-side challenges, they need support from 

the banks and government 

This study has implications for policy and practice for female entrepreneurs, banks, 

government, and researchers. Female entrepreneurs must build a good asset base before 

approaching banks. They must provide complete financial reports to banks, portray a 

good character in public, build trust with banks, and approach banks positively. Banks 

must design products for women-owned businesses, understand female entrepreneurs‘ 

business concepts, and make their procedures simple. They should remove sex-

stereotyping and intercultural bias when dealing with female entrepreneurs. They should 

exempt women from providing tangible assets as collateral. Instead, banks can consider 

the cash flows and repayment abilities of female entrepreneurs. The government of the 

day must make its education system, policies on women, training programs, and credit 

schemes more effective in assisting female entrepreneurs. It should also introduce new 

sources of entrepreneurial finance and a credit bureau in Fiji.  

The following chapter will discuss the conclusion of the whole research study. 
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Chapter 7: Conclusion 

This study explored the challenges facing female entrepreneurs in accessing 

entrepreneurial finance in Fiji and established how those challenges can be overcome. 

The literature review showed little research on women entrepreneurs‘ access to 

entrepreneurial finance in developing countries, and even less in Fiji and the South 

Pacific Island countries. The majority of studies on female entrepreneurs‘ access to 

entrepreneurial finance focused on North America, Canada, Europe, Australia, and New 

Zealand, compared to a small number of studies conducted in North Africa, the Middle 

East, and South-East Asia. A review of articles on female entrepreneurs‘ access to 

finance by Edwards (2012) shows that only 6% of all the studies were in developing 

countries.  

First, this study identified the challenges facing Fijian female entrepreneurs in accessing 

bank finance. It then examined how female entrepreneurs who were successful in 

accessing bank finance overcame those challenges. The researcher used a re-

conceptualised 5M framework (money, market, management, motherhood plus 

individual characteristics, and meso/macro environment) to explore the challenges. The 

Information Asymmetry Theory, the Agency Theory of Entrepreneurial Finance, and 

the Personality Traits Theory of Entrepreneurship provided the underlying elements of 

the theoretical reasoning in this study. 

Since governments are a significant source of entrepreneurial finance in many 

developing countries, including Fiji, this study explored the effectiveness of the Fijian 

Government‘s policies, grants, and credit schemes targeted at SMEs to help female 

entrepreneurs secure finance. Further, this thesis explored the contentious issue of 

whether corporate finance theories (Pecking Order Theory and Life-cycle Theory) apply 

in entrepreneurial situations.  

Section 7.1 provides the background to the research problem, summarises the literature 

review, and explains the mixed methods research methodology used in this study. The 

findings and the implications of the survey of female entrepreneurs, banks and the 

government are revisited in Section 7.2. Section 7.3 outlines the contributions made by 

the research to literature, policy, and practice. While the study has provided a deeper 

understanding of the issues involved and the challenges facing female entrepreneurs, the 
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study has its limitations. The researcher points out those limitations in Section 7.4 and 

discusses areas for further research in Section 7.5. Section 7.6 concludes the chapter.  

7.1 Background 

There is growing interest in encouraging women‘s participation in economic activities 

by allowing them to have equal access and control over economic resources. A recent 

survey by the World Bank (Clement, 2018) shows that out of 189 countries, 65 have 

made legal reforms to increase women‘s economic opportunities. The survey also 

showed that 28 countries have made it easy for women to get government jobs, and 24 

countries have lifted restrictions on women getting credit. Since 2016, the most progress 

on women‘s legal rights has been made in the Democratic Republic of Congo, Kenya, 

Tanzania, Zambia, and Iraq. Such rights include married women taking jobs, opening 

bank accounts, and registering businesses without having their male partners‘ approval 

or signature (Clement, 2018).   

However, despite their best efforts, female entrepreneurs face difficulties in 

participating in business activities equally with their male counterparts. Female 

entrepreneurs, particularly in developing countries, face numerous challenges at the 

different stages of their business development in achieving greater access to 

entrepreneurial finance, particularly from the limited external sources available to them. 

Similar to many other developing countries, the only external sources of finance 

available for Fijian female entrepreneurs are bank finance, and government grants and 

credit schemes. Fijian Government-sponsored venture capital started in 2019 and is very 

much in its adolescent stage. Business angels do not exist in Fiji, and crowdfunding 

legislation is yet to be approved by the government. 

Furthermore, the Fijian Government‘s financial sector policies target women‘s micro-

businesses for funding. SMEs (including partnerships and private companies) are left 

out as larger companies use their retained earnings or borrow from banks for business 

growth. Against this background, this thesis investigated the challenges facing Fijian 

female SMEs in accessing bank finance and how they can overcome those challenges. 

The thesis also explored the effectiveness of the Fijian Government‘s grants and credit 

schemes in assisting female entrepreneurs. 

Female entrepreneurship picked up pace in Fiji from the mid-1980s and has continued 

to gather momentum despite constraints and setbacks. It has been adversely affected by 
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frequent cyclones, a series of political coups, fluctuating economic growth, traditional 

cultural and social norms, and the increasing difficulties in doing business in Fiji. 

According to the World Bank (2019a), the overall ranking for the ease of doing business 

in Fiji went down from 39 in 2008 to 54 in 2010 and then to as low as 102 in 2019. As 

such, the business environment has become more challenging for entrepreneurs. 

However, female entrepreneurs are more affected by adverse conditions in the business 

environment according to the IFC (2011). Female entrepreneurs were also emotionally 

affected by cyclones and political coups (Cutura, 2008). This is not surprising as studies 

(Bradley et al., 2001; Chentsova-Dutton & Tsai, 2007; Grossman & Wood, 1993) have 

shown that females are emotionally more affected by unpleasant experiences than their 

male counterparts. Therefore, the challenges facing female entrepreneurs in accessing 

bank finance may be far more significant than what might appear to be the case. This 

uniqueness calls for extra care and flexibility when considering any assistance to female 

entrepreneurs. 

Except for the study by Pang and Nair (1994) and the AusAid study reported by the 

World Bank (Cutura, 2008), there is no recent study on female entrepreneurs in Fiji. 

Pang and Nair studied the profiles, vision, and motivation of successful female 

entrepreneurs in Fiji. Access to bank finance was only a small part of this study. The 

study concluded there was no gender discrimination by the banks. Generally, those 

findings seem to be now very much out of date, conducted more than two decades ago. 

On the other hand, the AusAID study reported by the World Bank (Cutura, 2008) 

highlighted government legislation and policies on women‘s equal rights in economic 

development and access to resources not put into practice, and gender discrimination by 

bank officials when dealing with women entrepreneurs as some of the major constraints 

facing female entrepreneurs. This, too, was a somewhat limited study about female 

entrepreneurs‘ access to finance, and over time some of the study‘s findings might not 

be valid anymore. Due to the little research on female entrepreneurs‘ access to bank 

finance in Fiji, the researcher extended the review to include countries beyond Fiji. 

In a global context, most studies (Buttner & Rosen, 1992; Eriksson et al., 2009; 

Fabowale et al., 1995; Fay & Williams, 1993; Orhan, 2001; Read, 1994; Watson et al., 

2009) on access to finance were on challenges facing females in accessing bank finance 

in developed countries (USA, UK, France, Finland, Australia, and New Zealand) from 

the perspective of gender discrimination. A few studies have been conducted by 
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institutions (IFC, 2011) in the Middle East and North Africa region, and South Asia on 

challenges facing female entrepreneurs in accessing finance. These studies show that 

there are specific individual and organisational (business) characteristics of female 

entrepreneurs that pose demand-side challenges. There are also supply-side challenges 

caused by finance suppliers (banks and public funders). The individual characteristics 

causing demand-side challenges are discussed below. 

Studies (Halkias et al., 2011; Minniti et al., 2005) on individual characteristics of female 

entrepreneurs show that women entrepreneurs, particularly in developing countries such 

as Pakistan and Nigeria, have lower education levels than men, which is a specific 

challenge to financing (Constantinidis et al., 2006). Women are also more likely to have 

lower managerial and financial (entrepreneurial) competence than men (Greene et al., 

2001; Orhan, 2001; Verheul & Thurick, 2001) due to their former job status, where they 

have had less financial and managerial experience (Boden & Nucci, 2000). This 

situation holds for women in developed countries in Europe, particularly where women 

have levels of education that are equivalent to or higher than men (Mahot, 1997).  

Due to a lack of financial competence, women entrepreneurs are usually unable to 

prepare proper business plans and financial statements (Orhan, 2001), leading to an 

information asymmetry problem. Women entrepreneurs cannot negotiate with bankers 

on financial matters due to a lack of financial competence and knowledge of finance 

sources. As a result, bankers usually reject women entrepreneurs‘ loan applications 

(Fabowale et al., 1995). Raihan (2007) thought a lack of knowledge about funding 

sources could be linked to women entrepreneurs‘ lack of networking. Due to a lack of 

financial competence and knowledge of finance sources, female entrepreneurs lack self-

confidence when dealing with bank officials (Kirkwood, 2009) and in decision-making 

(Sonfield et al., 2001).  

Some authors (Orhan, 2001; Constantinidis et al., 2006) suggest that women 

entrepreneurs lack entrepreneurial qualities such as assertiveness, competitiveness, 

aggressiveness, and self-confidence. These are the qualities (entrepreneurial profile) that 

banks consider when deciding on loan applications. Linked to the entrepreneurial profile 

is the risk-averseness of female entrepreneurs. Because female entrepreneurs prefer to 

rely on their personal savings than going into debt, they are said to be risk-averse (Cliff, 

1998; Contantinidis et al., 2006). Brush (1997) argues that because of a deeper sense of 

family responsibilities, American female entrepreneurs tend to avoid debt and are thus 
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risk-averse. However, a study of 274 Nigerian women entrepreneurs (Mordi et al., 

2010) shows that women are generally confident and resourceful. They enjoy taking up 

the challenges in their entrepreneurial endeavours. Their difficulties relate to their 

family commitments, gaining acceptance in society as business women, and accessing 

business networks. 

Studies (Conatantinidis et al., 2006; Raihan, 2007) on organisational characteristics 

show that women-owned firms do not have personal assets or sufficient personal 

contribution to start a business or provide collateral. Boden and Nucci (2000) believe 

this may be due to female entrepreneurs‘ former low-paid jobs. Not having sufficient 

personal assets can be a significant challenge for financing business start-ups. 

Furthermore, female-owned firms are generally younger than those of their male 

counterparts. They are more likely to operate within the retail and service sectors where 

the growth potential is not readily available (Evans & Lighten, 1989; Hisrich & 

O‘Brien, 1982; Holmquest & Sundin, 1988). Banks are reluctant to give loans to such 

firms (Raihan, 2007). Female entrepreneurs also tend to face further hurdles due to a 

poor credit history (Robb & Wolken, 2002) and how they measure performance. They 

do not consider making a profit to measure performance or success (Brush, 1992). 

Instead, female entrepreneurs conceive their business as a network of relationships. 

They view success as finding harmony within their relationships (Brush, 1992, p. 17). 

The literature review on supply-side challenges caused by the banks and the public 

funders showed that banks perceive women-owned businesses as risky. As a result, the 

interest banks charge women-owned businesses is usually higher than for other types of 

lending. Additionally, banks lack tailored products for women-owned businesses and 

knowledge of their business concepts. Female entrepreneurs find application procedures 

for getting bank finance complicated. Further, bank officers continue to adopt sex 

stereotyping when dealing with female entrepreneurs. 

Although access to bank finance has been one of the most-researched topics in female 

entrepreneurship, the literature review in the field of entrepreneurial finance showed 

that bank finance was a neglected area, requiring more research (Bellavitis et al., 2017). 

Finance scholars (Leitch et al., 2018) argue that there has not been much progress in 

either theoretical development or understanding of the challenges women continue to 

face in accessing bank finance. Bellavitis et al. (2017) suggest that the limited attention 
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paid to bank finance offers opportunities to explore the challenges entrepreneurs face 

from various points of view and theoretical perspectives. 

There is also limited empirical literature on how female entrepreneurs can overcome the 

challenges. Researchers and institutions (Hisrich, 1989; Raihan, 2007; UNECE, 2009) 

recommend how women entrepreneurs can overcome the challenges. However, beyond 

the recommendations, there is no empirical basis to establish how the challenges can be 

overcome. These studies are essential for all countries that wish to see a significant 

portion of their populations have equal funding access. There has not been any serious 

attempt to undertake a systemic study to explore challenges facing female entrepreneurs 

in accessing bank finance in Fiji. Therefore, this study is the first to explore the 

challenges and venture a step further to determine how women entrepreneurs can 

overcome the perceived challenges of bank finance access. 

The entrepreneurial finance literature also acknowledges the limited research on women 

entrepreneurs‘ access to other entrepreneurial finance sources (venture capital, angel 

finance, government funding, and internal and informal funding) and a lack of research 

on various sources of entrepreneurial finance in a single study (Cosh et al., 2009). It is 

impossible to conduct such a comprehensive study in Fiji because some of the finance 

sources are still not available. Therefore, this study explored the effectiveness of the 

government‘s grants and credit schemes. Since these credit schemes are offered through 

the banks in Fiji, this study also addressed the issue raised by Hanssens et al. (2015) 

about how various entrepreneurial finance sources combined will harm or support 

ventures. 

The literature review on entrepreneurial finance also showed that corporate finance 

theories are being tested for their applicability in entrepreneurial situations (Demirbaş & 

Demirbaş, 2017; Frid, 2009; Paul et al., 2007). The tests so far show mixed results for 

the Pecking Order Theory. Some studies show that Pecking Order Theory applies in 

entrepreneurial situations, while others show that it does not. There were no tests 

identified on the application of Life-cycle Theory. However, questions are raised by 

Bellavitis et al. (2017) about whether the theory needs to be re-conceptualised in the 

light of new sources of finance available for entrepreneurs.  

This study focused on five fundamental objectives based on the research gaps identified 

in the literature review discussed above. Research Objective 1 identified demand-side 
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and supply-side challenges facing female entrepreneurs in accessing bank finance in 

Fiji. As pointed out earlier, no systematic study has ever been carried out in Fiji on this 

particular subject. Research Objective 2 identified individual and organisational 

characteristics of female entrepreneurs that can help them overcome the demand-side 

challenges of access to bank finance in Fiji. Research Objective 3 established how 

female entrepreneurs can overcome supply-side challenges of access to bank finance. 

Research Objective 4 explored the effectiveness of the government‘s policies, and 

grants and credit schemes from female entrepreneurs‘ perspective in assisting them to 

access finance, Research Objective 5 examined the financing practices of female 

entrepreneurs over their business‘ life-cycle.  

The research design used to collect data on the research objectives was a combination of 

post-positivist and constructivist paradigms. A combination of paradigms made it 

possible for the researcher to use a mixed methods approach. In this way, the researcher 

made use of the best of both quantitative and qualitative approaches. Besides, the mixed 

methods research to study female entrepreneurs is strongly recommended by the leading 

academics in female entrepreneurship (Brush et al., 2009).  

Getting a purposive sample of Fijian female entrepreneurs was the most challenging 

part of the research process. There is no register of female entrepreneurs in Fiji. 

Therefore, the researcher had to resort to lists of women entrepreneurs kept by national 

and regional women‘s organisations in Fiji. The records were out of date and 

incomplete, without email addresses or phone contacts. It took quite some time, but the 

researcher managed to obtain the correct email addresses of 82 female entrepreneurs, 

who made up the sample frame. From this number, the researcher selected 30 female 

entrepreneurs for interviews and an online survey using the usable SurveyMonkey 

questionnaires. Fortunately, the online survey response rate was 32.4% (28 out of 82), 

higher than the average rate of 29.0% for online surveys in general (Linderman, 2018).  

As a deviation from the norm, the researcher conducted qualitative interviews with six 

bank officers and 30 female entrepreneurs to get the views of both on the challenges of 

accessing bank finance in Fiji. The researcher interviewed 30 Fijian female 

entrepreneurs about their experiences in obtaining bank finance. Those who were 

successful were asked how they overcame the challenges, and those who were 

unsuccessful were asked why they were unsuccessful. To get a clearer and balanced 

view of the challenges, a sample of six bank officers from Fiji‘s three major banks were 
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asked what they thought were the reasons female entrepreneurs were unsuccessful in 

obtaining bank finance. Generally, bank management and staff were cooperative in their 

responses and supportive of the study. They went out of their way to provide additional 

information in writing following their interviews and sent brochures regarding their 

lending policies. At all times, the researcher took great care to ensure high ethical 

standards under the guidelines used by Charles Sturt University.  

The researcher kept reliability and validity in mind when deciding on sample size, 

quality of data, and potential for the study to be generalised for a bigger group or when 

used for replication. There were no reliability issues with quantitative data collection. 

The same questionnaires were given to all respondents. Moreover, other researchers can 

use the same questionnaire to validate and replicate the findings. However, the 

qualitative part of the study required much care. Validity was addressed in three ways: 

using convergent interviews and native categories, selecting quotes and contrary cases, 

and use of tabulations. Reliability was addressed using inter-coder agreement, field 

notes, and tape recording of interviews. The researcher analysed the qualitative data 

using the constant comparative method and content analysis, and quantitative data using 

descriptive statistics.   

7.2 Key findings and implications 

Findings on demand-side challenges facing female entrepreneurs (Research Objective 

1) at the individual level showed that Fijian entrepreneurs who were unsuccessful in 

accessing bank finance lacked entrepreneurial competence (financial, management, and 

business skills). Additionally, their networking opportunities were minimal, and 

consequently, they had little knowledge of funding sources. The findings also showed a 

lack of self-confidence and low education level were not challenges from the 

perspective of bank officers and female entrepreneurs, in contrast to the literature 

review findings. 

This anomaly can be explained by the fact that most female entrepreneurs had been in 

business for a significantly long time. By being in business for a long time, they had 

inadvertently gained self-confidence over time (Kirkwood, 2009). Also, the majority of 

women entrepreneurs were aged 35 years or over. Some even had previous work 

experience to gain communication skills and confidence. Three of the female 

entrepreneurs in the sample were former bank officers. Additionally, the majority of 
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entrepreneurs had a high level of education: a diploma or a degree from a tertiary 

institution. 

The findings on demand-side challenges in accessing bank finance at the organisation 

level (Research Objective 1) confirm the extant literature. The results showed that 

female entrepreneurs lacked collateral (Raihan, 2007), a serious obstacle to obtaining 

finance. Consistent with the literature findings, Fijian female entrepreneurs accept they 

are victims of information asymmetry, which was another serious obstacle to obtaining 

finance. The information they provided to the banks did not fulfil bank requirements. 

They also believed they were denied bank loans and lacked a track record because of 

the type of business they were running.   

There were anomalies regarding Fijian female entrepreneurs' business structures, 

business sectors, and performance measures. The business structure results show that 

more female entrepreneurs in Fiji are now in charge of their businesses as sole traders 

and private companies rather than partnerships. Only one partnership was included in 

this study. The only data available on female business structures go back to 2003. In this 

study, female entrepreneurs' business structures were quite different from those in 1994 

and 2003. From partnerships, they became sole traders and private companies. It seems 

that female entrepreneurs no longer rely on their husbands or family members as 

business partners, as was the case between 1993 and 2003. Elements of self-confidence 

accompanying this independence were also evident. 

This study showed that Fijian female entrepreneurship concentrates on professional 

services, wholesale and retail, and manufacturing businesses. This finding contradicts 

the studies (Evans & Lighten, 1989; Hisrich & O'Brien, 1982; Holmquest & Sundin, 

1988; Orhan, 2001), which show that women-owned businesses are in traditional 

female-oriented industries: retail, hospitality, and services.  

 Additionally, they are running successful businesses, generally run by male 

entrepreneurs, as noted in Section 5.2. To some extent, this finding supports Saffu's 

(2003) findings on Pacific Island female entrepreneurs. They must do things like their 

male counterparts if they want to be successful. 

Inconsistent with the literature, this study showed that Fijian female entrepreneurs do 

not measure performance as a cooperative network of relationships. They measure 

performance primarily as a separate profit-making entity, and success for them does not 
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mean finding harmony within their relationships with others, as Brush suggests (1992). 

Fijian female entrepreneurs strongly supported profit-making as their success factor in 

accessing bank finance (see Figure 5.13). Fijian female entrepreneurs' attitude defies the 

Fijian traditional/cultural belief of sharing and caring for others in the community. 

The profit-making attitude of Fijian female entrepreneurs also defies the traditional 

belief of motive for doing business. Saffu (2003), in his case study of Pacific island 

countries, found that the reason for doing business was not to make a profit but to fulfil 

their social obligations. The entrepreneurs' motives were deeply rooted in their 

relationships with the local community and culture. Fijian female entrepreneurs have 

also fulfilled their social responsibilities to the community with their profit-making 

motives through their sustainable business practices of employing rural men and 

women, using traditional production methods, empowering women economically, 

protecting the environment, and caring about the health the wellbeing of the people. 

The findings on supply-side challenges facing female entrepreneurs in accessing bank 

finance (Research Objective 1) are consistent with the literature review findings. Fijian 

female entrepreneurs strongly believe banks in Fiji charge them high-interest rates as a 

matter of course because they are women. They think banks have a false perception of 

women as high-risk borrowers. They noted banks had not done anything creative to 

develop unique products for women-owned businesses. While Banks understand female 

entrepreneurs are different from male entrepreneurs, they have not designed other 

products. Complicated finance application procedures are another real challenge for 

women entrepreneurs in Fiji. Inadequate knowledge and the capacity of banks to 

understand women's innovative business concepts are other challenges.  

Fijian female entrepreneurs also reported facing non-financial challenges such as sex-

stereotyping and intercultural bias by local bank officers. This practice was also evident 

when a local bank officer suggested that women talk to banks with male partners. 

Alternatively, they can form partnerships with male partners if they lack confidence. It 

was surprising that the banks did not think they posed any challenges to female 

entrepreneurs. Either the banks are defensive or unaware of issues facing female 

entrepreneurs.  

Culture and society are factors noted in the literature (Foss et al., 2019; Roomi, 2013) to 

impact female entrepreneurs. These factors significantly impact female entrepreneurs in 
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Fiji and other Pacific island countries. Additionally, natural disasters pose significant 

challenges to female entrepreneurs in their access to finance in island nations, such as 

Fiji. Fiji is prone to natural disasters, posing considerable challenges to all Fijians, but 

because of the various roles women have in society, natural disasters affect women 

entrepreneurs more than their male counterparts. The findings on how Fijian female 

entrepreneurs can overcome demand-side challenges of accessing bank finance were 

ascertained in  Research Objective 2. This study showed that Fijian female 

entrepreneurs could overcome the main demand-side challenges of access to bank 

finance, such as lack of financial management and business skills.  

They can overcome those challenges through business education and management 

training courses offered in Fiji's tertiary training institutions. Fijian entrepreneurs built 

asset bases by borrowing from cheaper sources before requesting larger sums from 

commercial banks to overcome the lack of collateral. This approach is not consistent 

with literature that suggests that banks should provide collateral-free loans or accept 

other valuables in place of cash (IFC, 2011).  

Fijian female entrepreneurs also do not consider information asymmetry as an 

insurmountable problem. The entrepreneurs overcame information asymmetry problems 

by maintaining a good relationship with banks rather than maintaining ongoing 

relationships, as Petersen and Rajan (1994) found in their study on maintaining long-

term relationships (Berger & Udell, 1995). This inconsistency with the literature is 

because the Fijian female entrepreneurs believe that by maintaining a good relationship 

with all the banks, they can go back to any bank that gives favourable interest rates 

when a loan is needed.   

The findings on how female entrepreneurs can overcome supply-side challenges 

(Research Objective 3) showed that by overcoming the demand-side challenges of 

information asymmetry and lack of collateral, female entrepreneurs can overcome the 

supply-side challenges. In doing so, they can dissipate banks' perception of female 

entrepreneurship as high-risk borrowers and banks charging high-interest rates. 

However, female entrepreneurs cannot overcome other supply-side challenges alone and 

need support from the banks and the Government.   

Regarding applying corporate finance theories to entrepreneurial finance (Research 

Objective 4), the findings show that the Pecking Order Theory is pertinent in 
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entrepreneurial situations to some extent. According to the Pecking Order Theory, an 

entrepreneur must exhaust all cheaper financing sources, such as own savings, loans 

from family and friends, and bootstrapping, before seeking expensive external sources, 

such as equity and bank finance. It was found that Fijian female entrepreneurs' most 

preferred source for starting their businesses was their own savings, a cheap source. 

However, the second most preferred finance source for the business start-up was own 

savings plus loans from commercial banks, which is more expensive than own savings 

plus funding from family and friends, the third most preferred finance source. Other 

cheaper sources preferred in descending order are the partner's contribution, suppliers' 

credit, borrowing from friends and family, and a loan from the development bank. 

Similarly, for business operation, own savings was preferred the most, followed by, in 

descending order, personal savings plus loans from commercial banks, bootstrapping 

(cash dealings with supplier's credit), delaying payments, and minimising investments). 

Strict adherence to the Pecking Order Theory requires entrepreneurs to resort to their 

own savings first, followed by family or friends, partner's contribution, bootstrapping, a 

loan from a development bank, and then to bank finance as a last resort. This study 

showed that Fijian female entrepreneurs resorted to their own savings and own savings 

plus bank finance before turning to all other cheaper finance sources. Therefore, the 

Pecking Order Theory is only partly consistent with Fijian female entrepreneurs' 

financing behaviour. 

The finding that Fijian female entrepreneurs have not relied too much on family and 

friends for funding their businesses can be explained. It is a way of avoiding family 

obligations. If the entrepreneur borrows from the family in Fijian culture, she does not 

have to repay it. Still, the family can come back later to borrow an even more significant 

sum for which repayment is not expected. This finding is not consistent with the 

literature (Eddleston, 2018), which says that female entrepreneurs face sex-stereotyping 

by family members, which discourages them from borrowing money. However, female 

entrepreneurs have depended on their husbands for financial help. This study showed 

that husbands have been very supportive of their wives. The wives felt more 

comfortable borrowing from their husbands than from family and friends.  

Similarly, the Life-cycle Theory's financing pattern was not followed in Fijian female 

entrepreneurs' financing practices. The main reason for this inconsistency with the 

theory is the non-availability of external equity such as business angel financing, 
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venture capital, and crowdfunding in Fiji. The unavailability of these critical sources of 

external equity is a significant setback for Fijian female entrepreneurs.  

It was found that the Fijian Government's policies, grants, and credit schemes were 

ineffective from the perspective of female entrepreneurs in assisting them to access 

finance (Research Objective 5). Female entrepreneurs felt that the amount given as 

grants was too small. The timing of it just before the elections made them feel 

suspicious. This finding is consistent with Chell and Baines (2000), who argue that 

entrepreneurs can often be wary of grants and schemes promoted by governments. 

Surprisingly, the majority were unaware of the SMECGS. This finding is consistent 

with the literature that women are not aware of the government programs to assist them 

(Singh & Belwal, 2008). The scheme is grossly under-utilised because financial 

institutions, especially the banks, continue to ignore this government initiative. 

In summary, the overall findings of this study are as follows. As far as bank finance is 

concerned, Fijian female entrepreneurs can overcome many demand-side challenges 

through education, business training, and learning from mistakes. By overcoming the 

demand-side challenges of bank finance, they also overcome some supply-side 

challenges, such as the perception of high risk and high-interest rates charged by the 

banks. However, they require banks to design tailored products, understand their 

business concepts, and avoid sex-stereotyping. As far as government funding through 

grants and credit schemes is concerned, it is not effective from the female entrepreneurs' 

perspectives in assisting them in accessing finance. External equity finance, such as 

business angel financing and crowdfunding, are not readily available for entrepreneurs 

in Fiji. Government-sponsored venture capital, introduced in Fiji in 2019, is in its 

adolescent stage, with only one female entrepreneur being a recipient of the money so 

far. Fijian female entrepreneurs do not prefer funding from family and friends due to 

cultural problems. The Pecking Order Theory applies partly, but the Life-cycle Theory 

needs to be reconceptualised, considering the lack of critical external equity sources of 

finance in developing countries.  

The researcher has outlined several implications for female entrepreneurs, the 

Government, and banks based on the findings.  Female entrepreneurs should upgrade 

their skills and knowledge through networking, education, and training, proving their 

creditworthiness by being transparent and maintaining good relationships with the 

banks, building suitable asset bases, having good cash flows, and having a good 
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reputation. The study draws the banks' attention to designing unique products for female 

entrepreneurs and understanding their business concepts. They should simplify their 

application procedures and remove sex-stereotyping and intercultural bias when dealing 

with female entrepreneurs. National policy planners can use this data bank and findings 

to review their credit schemes and government grant policies. Further, the Government 

should make its education system, policies on women, and training programs more 

effective in assisting Fijian female entrepreneurs. It should also introduce new 

entrepreneurial finance sources (business angels, crowdfunding) and establish a credit 

bureau to help banks and female entrepreneurs.  

7.3 Contributions made by the study 

This study makes contributions to literature and theory, policy, and practice. These are 

discussed in the following sections.  

7.3.1 Contributions to literature and theory 

This study contributes empirically to female entrepreneurship by proposing an extended 

5M framework and a framework for overcoming challenges of access to bank finance, 

which are original contributions to the female entrepreneurship literature. These 

frameworks will help understand female entrepreneurs‘ challenges in accessing finance 

and how they can be overcome. 

The extended 5M framework is represented in Figure 3.4 in the thesis. It advances the 

original 5M Framework by acknowledging the importance of an entrepreneur's 

individual characteristics (personality traits and skills). The study found that personality 

traits (risk-averseness)  and specific skills, such as management skills, financial skills, 

and business skills affect female entrepreneurs' access to finance.  The original 

framework did not emphasise the individual characteristics that affect access to finance. 

Instead, it emphasized family and household represented by motherhood (M'THER). 

The extended 5M Framework gives importance to all  5 Ms (Money, Market, 

Management, Motherhood, and  Meso/Macro factors)  plus individual characteristics of 

an entrepreneur,  making the original framework more suitable for studying factors 

affecting female entrepreneurs access to bank finance than the original one. 

This study also advances the literature on demand-side challenges and supply-side 

challenges facing female entrepreneurs in accessing bank finance. Demand-side 
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challenges  emanate from individual characteristics of female entrepreneurs and supply-

side challenges originate from the suppliers of finance. The challenges can be at the 

individual level, organisational level, or environmental level as presented in Table  3.4.  

Regarding challenges at the individual level, most of the findings, such as lack of 

financial skills, lack of management skills, risk averseness, and lack of knowledge of 

funding sources,  confirm the extant literature except for a lack of self-confidence and 

level of education.  Fijian female entrepreneurs had strongly (75%) recommended self-

confidence as their success factor in Figure (5.18). This finding also confirms Pang and 

Nair‘s (1994) study, where Fijian female entrepreneurs had put self-confidence as their 

number one quality (Table 2.6 )    

As far as challenges at the organizational level are concerned, most of the findings 

confirm extant literature except for anomalies regarding business structures,  business 

sectors, and measures of performance. Inconsistent with the literature, Fijian female 

entrepreneurs have changed from a partnership to sole traders or private companies; and 

are found in manufacturing and businesses which are generally run by men. Also,  

Fijian female entrepreneurs measure their performance by their profits and not by 

finding harmony within their relationships with others, as suggested by the literature.  

Culture and society are the environmental factors noted in the literature to have an 

impact on female entrepreneurs but not to the extent they do in Fiji and other Pacific 

island countries. This study shows that they play a very important role in female 

entrepreneurs' access to finance.  Culture affects networking, training of female 

entrepreneurs, and property ownership by women Negative views about women by 

society lead to intercultural bias and sex stereotyping Female entrepreneurs must 

overcome intercultural bias and sex stereotyping by banks in Fiji to get access to bank 

finance. Another environmental factor affecting female entrepreneurs‘  access to finance 

in island nations, such as Fiji, is natural disasters. During cyclones, which have become 

more frequent due to climate change, it is difficult for female entrepreneurs to protect 

assets provided as collateral.  

Whilst there is a lot of literature (Boden & Nucci, 2000; Carter et al., 1997; 

Constantinidis et al., 2006; Green et al., 2001; Kirkwood, 2009; Orhan, 2001; Raihan, 

2009)  on the challenges facing female, there has been no empirical study on how 

female entrepreneurs can overcome challenges. Only a few recommendations are made 

by academics, researchers, and institutions (Hisrich 1986; 1989; Raihan, 2007; UNECE, 
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2009) regarding how female entrepreneurs can overcome some challenges. Based on the 

empirical findings, a framework (Figure 6.1) for overcoming the challenges of 

accessing bank finance is developed in this thesis.  This framework is an original 

contribution to the literature on how female entrepreneurs can overcome challenges. 

This study has identified several success factors in accessing bank finance at the 

individual and organizational levels empirically by interviewing female entrepreneurs. 

Success factors at the individual level are self-confidence, ability to talk to bankers, 

risk-taking, financial skills, management skills, networking skills, ability to balance 

family and business demands, empathy for employees and customers, popularity, and 

faith in God. At the organisational level, success factors include being transparent, the 

ability to prepare good proposals and plans, fulfilling the bank‘s information 

requirements, maintaining good relationships with banks, building a good asset base by 

using some cheaper source of finance, making a good profit, having good cash flows, 

financial and moral support of the husband, and sustainable business practices.    

Two unique individual characteristics found in female entrepreneurs as success factors 

are empathy for customers and having faith in God. Having faith in God was also 

supported by 50% of female entrepreneurs as a success factor. This finding is consistent 

with the study by Kayed (2006). It is not, however, one of a successful entrepreneur‘s 

characteristics in the literature. Moral and financial support from the husband was a 

dominant success factor for the Fijian female entrepreneurs. This finding is inconsistent 

with studies undertaken in developing countries where husbands are not supportive of 

their wives (ILO, 2003; Jamali, 2009). 

The study also confirmed some individual characteristics specific to Fijian female 

entrepreneurs and leading to access to finance. For instance, successful female 

entrepreneurs were able to balance business demands with family and cultural demands. 

This finding is consistent with Rao‘s (2004) study on culture and entrepreneurship in 

Fiji‘s small tourism business sector. Those female entrepreneurs who were able to 

balance culture with business demands were successful. Another individual 

characteristic confirmed as a success factor by this study is popularity, measured by the 

number of connections an entrepreneur has with other entrepreneurs and influential 

people. Half of the female entrepreneurs (50%) said they were successful because of 

their popularity. This finding is consistent with Yusuf‘s (1995) finding. His study shows 
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that popularity was one of the critical success factors for small businesses in the South 

Pacific. 

This study also contributes to the literature and theory in the field of entrepreneurial 

finance. First, the findings increase our understanding of the challenges of accessing 

bank finance in the context of Fiji, an island nation. As noted earlier, bank finance is a 

neglected area in the entrepreneurial finance field (Bellavitis et al., 2017), requiring 

more research and understanding of the challenges of accessing bank finance (Leitech et 

al., 2018). 

Second, the findings of this study provide us with an understanding of the additional 

three challenges of borrowing from family and friends not discussed in the literature. 

First Fijian female entrepreneurs felt borrowing from friends and family could cause 

misunderstanding and relationship damage. Second, the family will demand their money 

back when it suits them but not your business.  Third, family and friends may also want 

to get more involved in the ownership, which may not be appropriate. These findings 

add to the challenges found by the following authors. Eddleston (2018) found sex 

stereotyping as a challenge for borrowing from family. Lee and Persson (2016) found 

that if the investment is risky and all the family investment is lost, family members have 

no protection 

Third, this study extends the literature (Coleman, 2004b; Bellavitis, et al., 2017) on 

applying traditional corporate finance theories such as Pecking Order Theory and Life-

cycle Theory in entrepreneurial situations, the results of which have been inconclusive 

so far.  The previous tests for applying Pecking Order Theory in entrepreneurial 

situations have produced mixed results. For instance, Demirbaş and Demirbaş (2015), 

Frid (2009), and Paul et al. (2007)  found that Pecking Order Theory applies to 

entrepreneurs‘ financing practices. Sharma and Gounder (2012), while investigating 

constraints facing small and micro enterprises (MSEs) in Fiji, found that the financing 

patterns of the owners were contrary to the claims of the Pecking Order Theory. This 

study confirms the Sharma and Gounder (2012) study, which concluded that the 

Pecking Order Theory does not apply in entrepreneurial situations in Fiji. 

The study also extends the literature on the application of traditional Life-cycle Theory 

(Bellavitis et al., 2017) in entrepreneurial situations. The findings confirm the view of 

Bellavitis et al. (2017)  that traditional Life-cycle Theory needs to be re-conceptualised,  
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but not because of the emergence of new sources of finance (for example, 

crowdfunding, incubator, and accelerator), as put forward by the authors. This study 

suggests that the  Life-cycle Theory needs to be re-conceptualised for its relevance to 

developing countries where all sources of entrepreneurial finance are not available. 

 Finally, the findings provide some literature on the issue raised by Hanssens et al. 

(2015) about the impact of combining two sources of entrepreneurial finance on 

ventures‘ access to finance. Hanssens et al. (2015) suggested that studying various 

sources of entrepreneurial finance and how they react will open important avenues for 

future research. The authors added that we can better understand how different sources 

of finance combined can support or harm entrepreneurial ventures. Therefore, this study 

investigated how bank finance and the Government's credit scheme combined can assist 

entrepreneurs in accessing finance. It was found that Government funding combined 

with bank finance does not benefit female entrepreneurs. In this case, the banks did not 

support the Government's  SME credit scheme.  

The thesis also makes methodological contributions to the study of female 

entrepreneurship. One of the methodological contributions of this study is the use of a 

three-stage mixed methods research design, emphasizing the qualitative method, an 

approach not used before to study female entrepreneurs. Stage one was qualitative 

interviews with bank officers; stage two was an online survey of female entrepreneurs, 

and stage three was qualitative interviews with female entrepreneurs in the Fijian 

context. The context itself is a contribution because there has been no study of female 

entrepreneurs using the mixed method in Fiji. This pioneering study has paved the way 

for other researchers to use the same approach for data collection. However, it also 

warns future researchers of the pitfalls of conducting online surveys. There are 

insurmountable problems in getting up-to-date registers of female entrepreneurs in Fiji. 

The online survey and the qualitative interviews have helped the researcher significantly 

in getting the required information to understand the challenges facing female 

entrepreneurs' access to bank finance.   

Another methodological contribution of this study is the use of mixed methods research, 

which is relatively new and low in female entrepreneurship, and a method 

recommended by several academics and researchers as described here. Noting previous 

studies on female entrepreneurs mainly in the positivist paradigm and using quantitative 
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data collection and analysis methods, Brush et al. (2009) called for mixed methods 

research to get a more comprehensive picture of female entrepreneurship.  

However, the trend for large-scale quantitative surveys with male-female comparisons 

and dominance of a single methodological approach to studying female entrepreneurs 

continued, according to Henry et al. (2013). They critically reviewed the 

methodological approaches adopted over 30 years (1982-2012) of gender and 

entrepreneurship literature research. Henry and Marlow (2014) also found that the 

research methods to study female entrepreneurs had not changed, despite the efforts to 

embed the research on female entrepreneurs in conceptual frameworks that 

acknowledge the gendered nature of entrepreneurship.  

Tomos et al. (2015) critically evaluated research methods used by researchers on 

women entrepreneurs from 1949 to 2014 by reviewing 200 articles from high-ranked 

journals. The authors found that twenty- one articles used mixed methods, but only two 

studies (Fielden et al., 2003; Roomi, Harrison, & Beaumont-Kerridge, 2009) focused on 

research on women entrepreneurship. Based on the findings, Tomos et al. (2015) 

confirmed the demand for mixed methods research in women's entrepreneurship. Yadav 

and  Unni (2016) also called for more mixed-methods research to study female 

entrepreneurs.   

7.3.2 Contributions to policy and practice 

The thesis makes contributions to policy and practice by assessing the effectiveness of 

the Fijian Government‘s grant and credit schemes for the first time. The findings show 

that most female entrepreneurs are not aware of the credit scheme, and some do not find 

the scheme very useful. Several implications for the government are presented in 

Section 6.7.3, which can help review and improve the existing schemes to help SME 

female entrepreneurs. Second, female entrepreneurs can use the framework developed 

in Figure 6.2 to learn about the various challenges and overcome them. 

Third, banks seem to be unaware of many issues facing female entrepreneurs and what 

is being done internationally to assist their finance access. The banks in Fiji were 

interested in the findings as this was the first such study in which banks were involved. 

The results and implications will be disseminated to the banks. The researcher hopes 

that banks will take appropriate actions to assist women entrepreneurs in accessing bank 

finance. 
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Finally, this study‘s findings can help other South Pacific Nations develop appropriate 

policies and programs for improving female entrepreneurs‘ access to finance in their 

countries. 

7.4 Limitations of the study 

First, there were very few unsuccessful entrepreneurs (those who were denied bank 

loans initially) in the sample. It was challenging to locate unsuccessful ones as banks 

were not willing to disclose their names. Fortuitously, among those in the successful 

sample, the majority were unsuccessful the first time they had applied for bank finance. 

As such, insights into challenges to accessing finance from the perspective of female 

entrepreneurs were possible. 

Second, only three out of six commercial banks in Fiji were interviewed because they 

were the ones who responded to the request for interviews. However, those three are the 

largest and oldest banks in Fiji, two foreign-owned and one locally owned. They were 

also the ones referred to by the female entrepreneurs in the interviews. 

Third, the sample size of 24 from the online survey was very small. Not much can be 

done if respondents do not want to respond. However, response rates in an online survey 

are expected to be lower than those of email and postal response rates. A response rate 

of 32% for this survey is higher than the average response rate for all online studies, 

which is 29% (Linderman, 2018). All 24 respondents met the definition of a female 

entrepreneur adopted for this study. Out of the 24 respondents, 20 were included in the 

study for the interviews.  

To make the sample bigger for the qualitative interviews, another 10 entrepreneurs were 

included in the sample. Having 30 female entrepreneurs and six bank officers for the 

interviews was higher than the minimum number of 12, as suggested by Adler and 

Adler (2011). Furthermore, having 30 female entrepreneurs in a small country like Fiji 

may not be surprising. Research suggests that only 10‒15% of the general population 

(Bolton & Thomson, 2013) can be entrepreneurs.  

Fourth, the lack of an up-to-date and reliable database is a real issue facing researchers 

contemplating women entrepreneurs‘ studies. This type of data should be compiled by 

the Registrar of Companies and the Bureau of Statistics and made available upon 
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request under contract with relevant confidentiality clauses and strict penalties for this 

clause‘s breaches.  

Fifth, research culture is not very much appreciated by people in Fiji, as Rao (2004) 

points out. Rao reports that he traveled long distances to discover that some business 

managers‘ appointments for interviews had been canceled. In this study, female 

entrepreneurs did not want to give any information regarding their businesses‘ 

financing. They felt that the researcher was digging too much into their personal matters 

or was from the Tax Department. 

There may have been some researcher bias in the interviews with women entrepreneurs. 

The researcher is a woman. The questions asked during the interviews were open-ended. 

This allowed the interviewees to respond freely and not say what the interviewer wanted 

to hear. The researcher requested general questions first before moving into more 

sensitive questions. The questions were kept simple, and care was taken not to use 

words that could introduce bias. 

7.5 Further research 

The results showed that Fijian female entrepreneurs use bootstrapping to finance their 

business operations. Since there is limited research on female entrepreneurs‘ access to 

informal internal sources of finance, future studies can be on bootstrapping and 

borrowing from family and friends. The research questions could include: What are the 

challenges facing female entrepreneurs in utilising bootstrapping? What are the 

challenges facing female entrepreneurs in using funds from family and friends? 

It was impossible to do a detailed study, including government officials‘ views on 

challenges facing female entrepreneurs and how those challenges can be overcome 

Future studies can interview policymakers at different levels to get a better 

understanding of how female entrepreneurs can be assisted.  

Another area for further research is assessing the effectiveness of government grants 

and credit schemes to support SMEs in accessing bank finance. It was found that the 

commercial banks do not encourage SMEs to take out loans under the SMECGS, and 

the government has already spent millions of dollars as grants. An evaluation of such 

initiatives would make government support more effective, with more impact on SMEs.  
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More research is needed on testing the application of corporate finance theories in 

entrepreneurial situations. Future research can consider longitudinal studies that employ 

a larger sample to ensure greater accuracy in developing entrepreneurial finance theory.    

7.6 Concluding remarks 

This study examined Fijian female entrepreneurs‘ challenges in accessing 

entrepreneurial finance. It also examined how they can overcome the challenges. The 

findings on bank finance showed that there were critical demand-side and supply-side 

challenges. Dealing with one or the other in isolation is not the answer. Banks must 

examine their lending policies and change their attitudes about female borrowers who 

will comprise a significant proportion of their clients in the future. With the change 

brought about thoughtfully, both female entrepreneurs and banks stand to gain and 

prosper. The government needs to pay serious attention to implementing specific 

policies and programs to assist Fijian female entrepreneurs to deal with the challenges. 

Female entrepreneurs must not rely entirely on the government. They should support 

one another and be more open and forthcoming in disclosing information about their 

businesses to get assistance.   
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Appendix 1: Information Sheet and Consent Form for 
Female Entrepreneurs 

 

                                                                                                             SCHOOL OF MANAGEMENT AND MARKETING 

                                                                                                              Panorama Avenue 

                                                                                                              BATHURST NSW   2795  

                                                                                                             Tel:  +61 2 6338 4277  

                                                                         Fax: +61 2 6338 4769  

                                                                                                                         Email: mgt-mkt_subjects@csu.edu.au 

 

                                               Information Sheet                                                                                                                                                                                                                                          

A Study of Female Entrepreneurs‘ Access to Finance in Fiji 

I would like to invite you to participate in a study designed to examine female 

entrepreneurship in Fiji.  I am particularly interested in finding out about your 

experiences in accessing finance for your business. The study aims to explore the 

challenges facing women entrepreneurs in accessing bank finance in Fiji. 

This study is undertaken as part of a PhD degree by Nirmala Singh through Charles 

Sturt University, Australia under the supervision of Dr. Branka Krivokapic-Skoko, 

Professor of that university. 

You have been invited to participate because you are in a position to provide a valuable 

contribution to this study.  Your experiences and opinions will improve the richness and 

the quality of the information in this research.   

The insights provided by this work have the potential to contribute constructively to 

policy and program development to enhance female entrepreneurship in Fiji. Women 

entrepreneurs can contribute a lot towards business growth, job and wealth creation, and 

ultimately a better quality of life for all in Fiji. 

If you agree to participate in the study, please reply to this email saying that you ‗agree 

to participate‘. Once your consent is received, you will be asked to complete an online 

survey questionnaire. The survey aims to collect information on challenges facing 

female entrepreneurs in Fiji in accessing finance. It will take about 20 to 25 minutes to 
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complete the survey questionnaire. Your consent to participate in the survey would be 

greatly appreciated.   

I would also gladly appreciate your involvement in the second stage of this study which 

involves an interview on bank financing- if you have used bank finance to operate or to 

grow your business. The interview will take about half an hour, and the questions will 

be sent to you in advance. The interview will be conducted at a time and venue 

convenient to you. If you agree to participate in the interview, you will be asked to 

insert your email in the box provided on the survey questionnaire. 

Anonymity 

Please note that your responses will be anonymous. Moreover, the data will be reported 

in an aggregated form, assuring anonymity.  

Confidentiality 

The information that you will be asked to provide is not sensitive and will not be used in 

a manner that allows individual identification. Only the researcher will have access to 

collect data which will be stored securely for five years, after which the data will be 

destroyed and any computer files deleted. 

Further information about this study can be obtained by contacting either the researcher 

Nirmala Singh on 9329988 or by email singh_n@usp.ac.fj or her principal supervisor 

Dr Branka Krivokapic-Skoko by email at bkrivokapic@csu.edu.au. 

The study has been approved by Charles Sturt University Faculty of Business Ethics in 

Human Research Committee. If you have any concerns or reservations about the ethical 

conduct of this project, you may contact the committee through the appropriate 

Executive Officer: 

Associate Professor   Ramudu Bhanugopan 

Sub Dean Graduate Studies 

Faculty of Business 

Charles Sturt University 

Bathurst NSW 2795 

 

 

mailto:singh_n@usp.ac.fj
mailto:bkrivokapic@csu.edu.au
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Australia 

School Secretary:  Phone: (+61) 263384232 

 

If you are interested you will be able to obtain information about the final results of the 

study later by contacting the researcher at the email address or phone number provided 

above. 

Thank you for participating in this study. 

 

Yours Sincerely                                                                   

                                                                                   

Associate Prof. Branka Krivokapic -Skoko                        Nirmala Singh 

Supervisor                                                                           PhD Candidate 

Senior Lecturer                                                                    School of Accounting and                    

                                                                                             Finance 

 Faculty of Business                                                            University of the South  

                                                                                             Pacific, Suva, Fiji 

Charles Sturt University                                                       3385580 (home)                                                                                                                                                    

                                                                                              323 2546 (office)    
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Appendix 4: Information Sheet and Consent Form for 

Banks 

                                                  

                      

                                                                                                                                    SCHOOL OF MANAGEMENT AND              

                                                                                                                                     MARKETING 

                                                                                                                                             Panorama Avenue 

                                                                                                                                             BATHURST NSW   2795  

                                                                                                                                             Tel:  +61 2 6338 4277  

                                                                                                                                             Fax: +61 2 6338 4769  

                                                                                                                                             Email 

                                                                                                                                             mgt-mkt_subjects@csu.edu.au 

Dear Sir 

 

                                              Information Sheet     

                                                                                                                                                                                                                                                 

A Study of Female Entrepreneurs‘ Access to Finance in Fiji 

I would like to invite your Bank to participate in a research project designed to examine 

female entrepreneurs‘ access to bank finance in Fiji.  The purpose of this element of the 

research is to explore the challenges faced by the banks in giving credit to female 

entrepreneurs and any initiatives taken by the bank to assist women business owners.  

The approach will include an interview with a senior manager at the premises of the 

Bank. The interview questions will be sent in advance and I expect the interviews to last 

for 1 to 1 ½ hour. 

This study is undertaken as part of a PhD degree by Nirmala Singh of the University of 

the South Pacific through Charles Sturt University, Australia under the supervision of 

Associate Professor, Branka Krivokapic-Skoko, of that university. 

Your bank has been invited to participate because you are in a position to provide a 

valuable contribution to this study.  Your experiences and opinions will improve the 

richness and the quality of the information in this research.   
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The insights provided by this work have the potential to contribute constructively to 

policy and program development to enhance female entrepreneurship in Fiji. Women 

entrepreneurs can contribute a lot towards business growth, job and wealth creation, and 

ultimately a better quality of life for all in Fiji. 

If you agree to participate in the study, please confirm through email. Your participation 

will be greatly appreciated.   

Anonymity 

Please note that your responses will be anonymous. Moreover, the data will be reported 

in an aggregated form, assuring anonymity.  

Confidentiality 

 The information that you will be asked to provide is not sensitive and will not be used 

in a manner that allows individual identification. Only the researcher will have the 

access to collected data which will be stored securely either electronically on a 

computer or in a hard copy version in a locked drawer for three years, after which the 

data will be destroyed and any computer files deleted. Since the questions are sent in 

advance, you can leave out ones that you do not want to answer. 

Participation is entirely voluntary and you can withdraw at any time before completing 

your participation.   

The interviews will be audio-taped to have an accurate record of the interviews, 

however, this depends on your approval.  

Further information about this study can be obtained by contacting either the researcher 

Nirmala Singh on 9329988 or by email singh_n@usp.ac.fj or her principal supervisor 

Dr. Branka Krivokapic by email at bkrivokapic@csu.edu.au. 

The study has been approved by Charles Sturt University Faculty of Business Ethics in 

Human Research Committee. If you have any concerns or reservations about the ethical 

conduct of this project, you may contact the committee through the appropriate 

Executive Officer: 

Dr Ramudu Bhanugopan 

Faculty of Business 

mailto:singh_n@usp.ac.fj
mailto:bkrivokapic@csu.edu.au
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Charles Sturt University 

Bathurst NSW 2795 

Australia 

School Secretary:  Phone: +61263384232 

 

If you are interested you will be able to obtain information about the final results of the 

study later by contacting the researcher at the email address or phone number provided 

above. 

Thank you for participating in this study. 

 

Yours Sincerely                                                                   

                                                                                            

A/Prof. Branka Krivokapic -Skoko                                    Nirmala Singh 

Supervisor                                                                          PhD Candidate 

Associate Professor                                                             School of Accounting and 

Finance 

Faculty of Business                                                             University of the South 

Pacific, Suva, Fiji 

Charles Sturt University                                                                                                                                                                                                           

 +61 263384428                                                                    323 2546 (office)    

                                                                                              9329988 (mobile) 
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                                                                                               SCHOOL OF MANAGEMENT AND                   

                                                                                                                                            MARKETING 

                                                                                                                                            Panorama Avenue 

                                                                                                                                           BATHURST NSW   2795  

                                                                                                                                           Tel:  +61 2 6338 4277  

                                                                                                                                           Fax: +61 2 6338 4769  

                                                                                                                                           Email 

                                                                                                                                          mgt-mkt_subjects@csu.edu.au 

CONSENT FORM FOR BANK INTERVIEWS 

Research project: A Study of Female Entrepreneurs‘ Access to Finance in Fiji 

Researcher: Nirmala Singh (doctorate student) School of Accounting and Finance 

University of the South Pacific, Suva, Fiji. Phone 323 2546 (office),   9329988 

(mobile), email: singh_n@usp.ac.fj 

Supervisor: Dr. Branka Krivokapic-Skoko, Associate Professor School of Business, 

Faculty of Business, Charles Sturt University Bathurst, NSW 2795.   Ph: +612 

63384428. Email: bkrivokapic@csu.edu.au 

I certify that I am voluntarily giving my consent to participate in this research. I 

understand that I am free to withdraw my participation in the research at any time and 

that if I do, I will not be subjected to any penalty or discriminatory treatment. 

The purpose of the research has been explained to me, and I have understood the 

information sheet given to me. Additionally, I have been allowed to ask questions about 

the research and received satisfactory answers. 

I understand that any information or personal details gathered in the course of this 

research about my organization are confidential and that neither the name of my 

organization nor any other identifying information will be used or published without my 

written permission.  

I understand that interviews will be audiotaped or notes will be taken upon my approval. 

I understand that if I have any complaints or concerns about this research, I can contact:  
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Dr. Ramudu Bhanugopan 

Executive Officer 

School of Business 

Faculty of Business Charles Sturt University 

Bathurst NSW 2795  Australia 

School Secretary:  Phone: +61263384232 

 

Name: ______________________________________ 

 

Position/Title: __________________________________ 

 

Bank:  __________________________________ 

 

Location:       _____________________________________ 

 

Signature       -------------------------------------- Date:------------------------      
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Appendix 5: Interview Protocols for Banks  

 

                                                      Interview Protocols for Banks 

Name of the Interviewee ________________________________________________ 

Name of bank                    _________________________________________________ 

Q1 On average, approximately how many female entrepreneurs (businesswomen) 
at the SME level apply for funding annually? Approximately what percentage is 
this compared to their male counterparts?   

  

  

  

Q2 Has the lending to women entrepreneurs increased or decreased or did not 
change during the 5 years 

  

  

Q3 Approximately, what percentage of women entrepreneurs get their loans 
approved? 

  

  

Q4. What are the products available to the following business structures?  

 

Business Type Assets Regular Bank Finance 

Smallest 
Micro 

Few tangible assets  
 
 
 

Micro Not exceeding  
FD$30 000 
 

 
 
 
 

Small Between  
FD$30 000 and 
 FD$ $100 000 

 
 
 
 

Medium Between FD $100 
000 and FD$500 000 

 
 

 

Q5 Do you have any products specifically designed for women entrepreneurs?  
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Q6 Why are women entrepreneurs unsuccessful in getting loans at the SME 
level? 

        a. Lack of business knowledge/skills            b. Lack of self-confidence 

        b.  Size of business small                                c. Low profits 

        d.  No collateral (security)                              e. Poor credit history/lack of  
                                                                                       records  

        f.   Lack of business plan/proposal                g. Any other, please explain 
below 

  

  

  

Q7 What do you do with the rejected applications? Do you provide any 
assistance to unsuccessful applicants in any way? Please explain 

  

  

  

Q8 How do you compare repayment times of male and female entrepreneurs? 

  

  

Q9 Can you please describe the credit decision-making process for SME lending? 

  

Q10  What factors are most important in your decision in lending to WO SMEs? 

Q11  What is your opinion on the claim that male loan officers intimidate female 
entrepreneurs? 

  

Q12 How many loan officers does the bank have and how many of them are 
females? 

  

Q13 Do you have any programs initiated by your bank for women entrepreneurs? 

  

Q14 Has the government’s initiative (Credit Scheme) in any way influenced the 
bank’s funding proposal? Please   Explain. How do you support the scheme? 

  

Q15 What is your distinctive advantage to encouraging women entrepreneurs to 
bank with you? 

  

Q16 What is your opinion concerning the future of women entrepreneur's access 
to finance?  

 

    Thank You 
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Appendix 6: Revised Information Sheet for Female 

Entrepreneurs 

 

SCHOOL OF MANAGEMENT AND MARKETING 

Panorama Avenue 

BATHURST NSW   2795  

Tel:  +61 2 6338 4277  

Fax: +61 2 6338 4769  

Email 

mgt-mkt_subjects@csu.edu.au 

                                                                        

Dear                                            

                                                                                                                                                                                                                                           

You have been invited to participate in a study designed to examine female 

entrepreneurship in Fiji because you are in a position to provide valuable information.  

This study is undertaken as part of a PhD degree by me through Charles Sturt 

University, Australia, under the supervision of Dr. Branka Krivokapic-Skoko, Associate 

Professor of that university. 

I am particularly interested in finding out about your experiences in accessing finance 

for your business. Your experiences and opinions will improve the richness and the 

quality of the information in this study.   

The insights provided by this work have the potential to contribute constructively to 

policy and program development to enhance female entrepreneurship in Fiji. Women 

entrepreneurs can contribute a lot towards business growth, job and wealth creation, and 

ultimately a better quality of life for all in Fiji. 

Anonymity 

Please note that your responses will be anonymous. Moreover, the data will be reported 

in an aggregated form, assuring anonymity.  
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Confidentiality 

The information that you will be asked to provide is not sensitive and will not be used in 

a manner that allows individual identification. Only the researcher will have access to 

collect data which will be stored securely for five years, after which the data will be 

destroyed and any computer files deleted. 

If you agree to participate in the study, all that is required from you at this stage is a 

"Yes" or "No" and please email this to me. Once your consent is received, you will be 

asked to complete an online survey. The survey aims to collect information on 

challenges facing female entrepreneurs in Fiji in accessing finance. It will take about 20 

to 25 minutes to complete the survey questionnaire.  

I would also gladly appreciate your involvement in the second stage of this study which 

involves an interview on bank financing- if you have used bank finance to operate or to 

grow your business. The interview will take about half an hour, and the questions will 

be sent to you in advance. The interview will be conducted at a time and venue 

convenient to you. If you agree to participate in the interview, you will be asked to 

insert your email in the box provided on the survey questionnaire. 

The study has been approved by Charles Sturt University Faculty of Business Ethics in 

Human Research Committee. I will strictly abide by all relevant Code of Ethics and 

Confidentiality requirements, and I assure you the information collected will solely be 

for academic purposes.  

 

Associate Professor   Ramudu Bhanugopan 

Sub Dean Graduate Studies 

Faculty of Business 

Charles Sturt University 

Bathurst NSW 2795 

Australia 

School Secretary:  Phone: (+61) 263384232 
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If you are interested, you will be able to obtain information about the final results of the 

study by later contacting the researcher at the email address or phone number provided 

above. 

Thank you for your response. 

Further information about this study can be obtained by contacting either the researcher 

Nirmala Singh on 9329988 or by email singh_n@usp.ac.fj or her principal supervisor 

Professor Branka Krivokapic by email at bkrivokapic@csu.edu.au. 

Your consent to participate in the study would be greatly appreciated.  I look forward to 

hearing from you soon. 

Yours Sincerely                                                                   

                                                                                            

Associate Prof. Branka Krivokapic -Skoko                         Nirmala Singh (BA, MBA)  

Supervisor                                                                            PhD Candidate 

                                                                                             Lecturer School of    

                                                                                            Accounting and Finance 

Faculty of Business                                                             University of the South  

                                                                                             Pacific, Suva, Fiji 

Charles Sturt University                                                      3385580 (home)                                                                                                                                                    

                                                                                             323 2546 (office)    

                                                                                             9329988 (mobile) 

                                               

  

mailto:singh_n@usp.ac.fj
mailto:bkrivokapic@csu.edu.au
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Appendix 7: Types of Government Intervention 

Table 1: Types of Government Intervention and Related Policies  

Types of 

Government 

Intervention  

Policies 

Type 1 Policies on the demand side of entrepreneurship, 

influence the number and type of entrepreneurial 

opportunities, e.g. deregulation policy and 

privatization  

Type 2 Policies on the supply side of entrepreneurship, 

influence the number and type of potential 

entrepreneurs. e.g. Immigration policy, Regional 

Development policy.  

Type 3 Policies aimed at influencing the availability of 

resources, skills, and knowledge of individuals. These 

policies generally deal with the input factors of 

entrepreneurship, i.e. finance and information 

Type 4  Policies aimed at influencing the preferences of 

individuals, i.e., values and attitudes 

Type 5 
Policies (directly) are aimed at the decision-making 

process of individuals. This type of government 

intervention directly influences the risk-reward profile 

of entrepreneurship. 

(Source: Verheulet al.,, 2002) 

 

Type one policies help to create demand for entrepreneurship whereas others enable 

small firms to make use of the room that is created by market demand.  Policies 

stimulating technological developments and income policy belong to the first category 
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of policies, whereas competition policy and establishment legislation pertain to the 

latter category of policies. Technological advancements create opportunities for 

entrepreneurial ventures through new ideas or new application processes.  

 

These advancements can be stimulated by the government through (subsidizing) 

expenditures on R&D. Income policy can create opportunities for entrepreneurship 

through higher wealth or income disparity, inducing demand for tailor-made products 

and services and thereby stimulating demand for entrepreneurship. Competition policy 

improves the accessibility of markets by reducing the market power of large firms and 

lowering barriers to entry for small businesses. Moreover, establishment legislation 

tends to negatively influence access to markets through the implementation of business 

licensing requirements. 

 

Type Two policies involve government intervention to affect the pool or supply of 

potential entrepreneurs at the aggregate level. These policies can take the form of 

influencing the characteristics of the number of people within the population. Policies 

that pertain to "type 2" intervention include immigration policy and regional 

development policy (dealing with (sub)- urbanization processes), influencing the 

composition and the dispersion of the population, respectively. Moreover, the fiscal 

treatment of families with children, including family allowances or child benefits, may 

influence the age composition of the population. 

 

Type Five policies deal with macro-economic policies, such as taxation, influencing 

business earnings, social security arrangements, influencing the willingness of people to 

give up their present state of(un)employment to become an entrepreneur, and labour 

market legislation regarding hiring and firing, bankruptcy policy, thereby determining 

the flexibility of the business and the attractiveness to start or continue a business 
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Appendix 8: Interview Protocols for Female 

Entrepreneurs 

 Please indicate if you took part in the survey. Yes/No  

 

 Part A    (For entrepreneurs who said ‘No’ (did not take part in the survey) 

 

Please answer the following questions on your socio-demographic details (1 to 12 of the 

survey questionnaire)  

 

Part B  (For all entrepreneurs) 

 

Bank Finance 

 

Q1. How many times did you apply for bank finance?  

a.  Once only____________________________________________________________________ 

b.  More than once________________________________________________________________ 

c.  Never_______________________________________________________________________ 

   

Please explain your choice. If you have never applied, your next question is No.8 

 

Q2 Did you have any difficulties in obtaining bank finance?  

       Yes, Unable to obtain any finance for the first time 

__________________________________________ 

       Yes - obtained all the finance but with some  

       difficulties_______________________________________  

       No difficulties_______________________________________________________________ 

  

Challenges to bank finance 

 

Q3 If you were unable to obtain bank finance for the first time, what were the reasons?  

     Personal  

     Organizational 

     Bank 

     Any other reason   

     

Please explain your reasons.  

 

Success factors in overcoming demand-side challenges 

 

Q4.  In your opinion, what personal qualities of yours have helped you to be successful 

in obtaining bank finance? Explain 

______________________________________________________  

 

Q5. Which business (organizational) characteristics helped you to be successful in 

obtaining bank finance? Explain 

i. Business had a long-term relationship with the bank 

________________________________ 

ii. Built good asset base to provide as 

collateral______________________________________  
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iii. Business was capable of being profitable in future 

_________________________________ 

iv. Business had good cash 

flows_________________________________________________ 

  v. Maintained   good relationship with banks 

_______________________________________ 

 vi. Other reasons 

____________________________________________________________ 

 

Overcoming supply-side challenges 

 

Q6. How did you avoid being charged a high-interest rate?  

 

Q7.  Being a woman, did you experience any cultural or societal problems 

(discrimination, sex-stereotyping) when dealing with the male bank officials? Yes/No  

If Yes, explain the problem. 

 

How did you deal with the problem? Please explain 

 

Financing Practices 

 

Q8. How did you finance your business start-up? Was that your preferred finance 

source? 

Q9. How did you finance your business growth/ expansion? Was that your preferred 

finance source? 

Q10. Survey results show that funding from family and friends has been s one of the 

least preferred sources of finance even though it is a cheaper source. Can you please 

explain? 

 

Effectiveness of government grants and credit schemes 

 

Q11.  Do you know about the government funding (grants or schemes) in place to assist 

SME women entrepreneurs? 

 

Q12. Have you ever received any government grant or credit?  Explain what it was. 

 

Q13. What do you think of the government grants and the credit schemes for SMEs in 

Fiji? 

 

Q14. Finally, do you have any other comments or suggestions concerning what can be 

done by the government and the banks to improve access to finance for SME women 

entrepreneurs in Fiji?  

 
 

Thank you so much for your time  
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A. Initial interview with an entrepreneur 

          Interview Questionnaire  

1. How did you finance your business when you first started? 

Ans. Own savings of $50 000. Was this savings from your previous salon in 

Sydney? 

 

2. When you wanted to buy equipment to expand, you applied for a loan at the 

Bank of Hawaii.  

  

Bank of Hawaii denied the application.  Was it that you did not have an asset 

base or any other reason.  Can you please explain why you were denied?  

 

3. How did you expand then? 

Ans. You borrowed from people that you knew, the advantage you did not have 

to pay interest. Who were these people, did you get the amount that you needed? 

Did you encounter any problems with this loan?    

 

                                                                                                         

4. You said Fiji Development bank was helpful.  When did you go to FDB and in 

what way did you find them helpful?  

 

                                                                                                       

5. You approached BSP when it was new.  The bank needed a customer like you 

and you needed finance.  BSP was prepared to give more than the value of the 

assets. Why? 

 

                                                                                                         

6. Do you need to borrow from banks anymore? 

Ans. No, because I can finance from cash flows from my 4 businesses. 

                                                                                                           

7.  Are you thinking of equity financing (offering shares to the public) in the 

future?  

Ans. Maybe, one of my product businesses.  

                                                                                                        

8. Did you have financial skills?  

Ans. No, I learned it. Every month I check my expenses with the budget and 

control cash flows.  Controlling cash flow is very important. When,  where, and 

from whom did you learn financial skills?. 

                                                                                                             

9.  How did you get to market?  Ans. Through the internet. 

                                                                                                           

10. What has led to your success?  Ans. Your employees believed in yourself, being 

transparent.  

 

                                                                                                         

11. Were you able to complete application forms by yourself for a bank loan?  If No, 

why? Did you get any help? 
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12. Do you have any comments about the requirements on the application forms? 

 

13. How do you cope with severe flooding in Nadir? 

 

14. You have the passion and have adjusted very well to the local culture.  However, 

coming from a different culture, did you experience any problems with savings 

or being a woman?  

 

15. Did any government policy or regulation affect your business that you think 

needs to be changed? You mentioned the extension of paid maternity leave from 

one month to four months. Anything related to doing business? 

 

16. What do you think banks should do to support women entrepreneurs in Fiji?  

 

 

  Thank you so much for your time. 
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Appendix 9: Interview Responses of Female 

Entrepreneurs 

Qualitative interview responses 

 

Q1.         a. Once only - 4 (were unsuccessful the first time and never applied again)                       

               b. More than once - 16                               

               c. Never -  6  (Refer to Table 1) 

Table 1  The experiences of the respondents with bank finance 

 Unsuccessful the  first 

time but successful later 

Never Applied for bank 

finance 

Always  successful  

1 E1 E26 E13 

2 E2 E27 E14 

3 E3 E28 E24 

4 E4 E29 E25 

5 E5 E30  

6 E6 E34  

7 E7   

8 E8   

9 E9   

10 E10   

11 E11   

12 E12 (never applied again)   

13 E15   

14 E16   

15 E17   

16 E18 (never applied again)   

17 E21 (never applied again   

18 E23 (never applied again   

19 E32   

20 E33   

21 E19   

22 E20   

23 E22   

24 E31   
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Q2. Unable to obtain any finance for the first time – 24 

      Obtained all the finance the second time but with some difficulties - 20 

      No difficulties –4(Refer to Table 1) 

 

Table 2  Reasons for not applying for bank finance 

 

 Never Applied for bank 

finance 

Reasons 

1 E26 enough own savings; who is going to pay 

such a high-interest rate? 

2 E27 have my retained earnings; banks give us 1% 

interest on our savings but lend to us at more 

than 10% interest rate.  

3 E28 have enough savings; no need to pay the high-

interest rate 

4 E29 borrowed from my parents with no interest 

charges 

5 E30 Do not know how to approach banks, no 

financial knowledge; the application will be 

unsuccessful 

6 E34 gave up because of a complicated procedure, 

no collateral to provide security; the 

application will be denied. 

 

 

 

 


