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PREFACE
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I.
INTRODUCTION

The National Advisory Council on the Employment of Women (NACEW), is an 

advisory body to the Minister of Employment. In August 1991 NACEW first discussed undertaking an original piece of research as a Suffrage Centennial year project. In choosing to focus on women and self employment the Council recognised two factors. Firstly, that over the last decade there has been a significant increase in the proportion of the female labour force who are self employed. Secondly, that there was a paucity of information available about this form of women's employment.

A research proposal was then developed in conjunction with the Labour Market Analysis Unit of the Department of Labour and the Ministry of Women's Affairs. This preliminary work raised a number of important questions such as:

.
Is the rising incidence of female self employment a positive development for women?

.
What do self employed women consider to be the advantages and disadvantages of working for themselves?

.
To what degree are women actively choosing self employment rather than viewing it as their only employment option?

The first stage of this project was to identify the information which was available from existing literature and data sources. Additional insights and material were obtained from interviews with self employed women themselves. This research examined women's reasons for becoming self employed and their actual experiences of self employment. It mapped out the movement of women into self employment and some of the consequences of this trend.

The Council was particularly interested in the extent to which self employment was a positive option for specific groups of women. For instance:
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Are Maori and Pacific Islands women as likely to be self employed as others?
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Do significant numbers of unemployed women become self employed?
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Is there a difference in the conditions under which self employed women from various ethnic groups work?

The knowledge gained through this research will enhance the Council's ability to advise the Minister of Employment. In particular, it will improve the quality of NACEW's advice regarding future government policy on self employment and enterprise assistance. The report will also be of interest to bank managers, business advisors and consultants including providers of government-funded services.  

The report is in five sections. Section II, which follows this introduction, reviews recent New Zealand and international literature. Section III gives a statistical overview of trends in women's self employment in New Zealand in recent years.  The fieldwork findings are discussed in Section IV while Section V draws together common themes in a conclusion.

II.
LITERATURE REVIEW

2.1
Definitions of Self Employment

Definitions of self employment vary from country to country and research project to research project. The definition adopted by the Department of Statistics in its Census and Household Labour Force Surveys includes those in paid work who:

(a)
employ others as well as themselves;

(b)
work on their "own account", employing no one else.

When counting the self employed, some countries include sole traders, people in partnership situations and shareholders in limited liability companies as well as those who take over family businesses or purchase existing businesses. The New Zealand statistics do not include owner-managers among the self employed as under income-tax legislation they are classified as employees of their company. However they share many of the characteristics of the self employed and usually consider themselves as self employed. 

In a study of women entrepreneurs in New Zealand, Judi Campbell1 defined a woman entrepreneur as: "The female head of a business who takes an active role in the decision-making, risk-taking and day-to-day management of a business in which she has majority ownership". Since the women interviewed for this report include  women in equal partnership situations as well as shareholders in business with others, Campbell's definition has been adapted as follows: 

"A woman who considers herself self employed and takes an active role in decision-making, risk-taking and day-to-day management in a business in which she has equal or majority ownership."

2.2
The Growth in Self employment

The growth in women's self employment in New Zealand appears to be characteristic of many OECD countries.  The rate of growth for women entering self employment in the United Kingdom increased by 70% between 1981 and 1987.  Women now make up a quarter of their self employed population (16% of all full-time, but more than 70% of all part-time self employed).  In Finland and Sweden, over 25% of all owner-managers are women, while in Germany and the United States almost 40% of new businesses are initiated by women.2
In 12 of 20 OECD countries, including New Zealand, self employment expanded faster between 1979 and 1990 than other, non-agricultural employment, although the bulk of new businesses were small and had no employees.3  The 1992 OECD report, Employment Outlook, shows that of the self employed, more women than men work part-time and that the median earnings for the self employed (particularly women) are lower than for salary and wage earners. However, the distribution of the incomes of the self employed is more polarised than that of salary and wage earners with a higher proportion at both low and high income levels. Data in Section III indicates that New Zealand is similar to other countries in this respect. 

Although the present study does not include interviews with self employed women in traditionally high-earning occupations such as lawyers and accountants, recent research by Gatfield and Gray4 shows that women lawyers at least, consistently earn less than male lawyers in similar situations. They also have to wait longer for a partnership and are more likely to go into sole practice because of a perceived lack of partnership prospects.

2.3
Why the Growth in Self employment

The OECD report cited above indicates that over recent years there has been an increasing tendency to contract out business services, particularly financing, insurance, real estate and other business services. Increased franchising is another development as is the growth of specialised, small-scale enterprises using new technology. While favourable market conditions may result in people being `pulled' into self employment, less favourable conditions may `push' some people into trying self employment. 

In her study Small Business is Big Business, Lesley Haines5 attributes the growth in self employment in New Zealand to long-term factors such as technological change and (associated) structural change in the economy. In addition, the recession of the mid to late 80s has added further impetus as people have started business in response to unemployment or redundancy. An increase in the number of two-income families has also made it possible for one partner to contemplate establishing a business.  

2.4
Characteristics of Self employed Women

According to the OECD report, the self employed tend to be older, on average, than those in employment, although this is less true for women than for men. 

Drawing on her New Zealand and United States research, Welsh (1988)6 found that self employed women who employ others were most likely to be the first-born, an only child, or the eldest daughter; were likely to have had parents who were in business; and tended to have been educated in the `school of hard knocks'.  They were less likely to be married than their non-employer peers. 

In a small study of participants in courses run by a Small Business Agency, Deborah Battell7 found that people with pre-school children and older married women were less likely than others to become self employed.  Those setting up in self employment were most likely to have been wage and salary earners before they began their business venture. The next biggest group came from outside the workforce, with the unemployed making up the smallest group. 

Te Ohu Whakatupu have documented the strong growth in the number of Maori women who are self employed (either on their own account or as employers). However, Maori women in business are more likely than other business people to be disadvantaged in their business activities due to their younger age, lower educational  level, low earning power, lack of home ownership (for loan collateral) and high domestic and voluntary work responsibilities. (Maori in business are twice as likely as non-Maori to do 10 or more hours of voluntary work per week).8
Self employment also appears to be slightly higher among people with disabilities. A recent survey in the United Kingdom9 discovered that 14% of people with disabilities were self employed compared to 12% of the workforce as a whole. There is no reason to believe the situation is any different in New Zealand. Self employment may be particularly important for women with disabilities because it offers flexibility in the place, hours and actual methods of performing work. It can also be a means of avoiding employer prejudice. There is currently no New Zealand data available on self employment amongst women with disabilities.

2.5
Why Women Are in Self employment

Previous research has identified there are some differences between the reasons women and men give for entering self employment.  Women are more likely to mention personal/domestic commitments, career development frustrations, achievement and independence needs and/or lack of choice.  The latter may be especially true for migrant women.10  In Battell's study, women were more likely than men to want to maintain a balance between work and home. Men appeared more motivated by a desire to earn greater amounts of money and to `be their own boss'. 

These reasons are similar to those reported in Bevan's 1988 study in the United Kingdom11.   In this work both women and men who became self employed placed a strong emphasis on the ideology of self employment, notably the attraction of being independent and being one's own boss.  Other imoprtant reasons given for entering self employment were a perceived unlikliehood of finding wage and salary employment, and the opprtunity to earn more money.  In Bevan's study, relatively few gave `negative' reasons for becoming self employed, such as the desire to escape from a large company.  Between one fifth and a third were reluctant entrants to self employment but the majority had made a positive choice. 

In another British study, Carter and Cannon12 identified five groups of women entrepreneurs:

1)
Young achievement-oriented women who view proprietorship as a long-term career;

2)
Young women who have `drifted' into self employment;

3)
Older high achievement-oriented women who move into business ownership to satisfy career ambitions;

4)
Women returning to paid economic activity;

5)
Women for whom self employment is a traditional way of life.

The achievement-oriented groups tended towards non-traditional or new business sectors while those who `drifted' into self employment tended to be in sectors where barriers to entry (in terms of finance and technical knowledge) were perceived to be low. The traditionalists did not have high expectations of success and growth. They were more likely to reach a `comfort level' of prosperity and remain at that level. Those returning to economic activity were most likely to begin self employment as a part-time activity.

2.6
Barriers to Self Employment for Women

A number of studies have found that lack of business knowledge and training as well as discrimination and prejudice (particularly in obtaining finance) affect women's ability to start up and succeed in business.  Due to these barriers, women tend to stay in traditional female sectors where technical and financial barriers to business entry are low and managerial proficiency is not thought to be an essential prerequisite to success.13 

A New Zealand report of interviews with women setting up in business (Gray 1993)14 and Battell's 1988 study noted above, found that barriers mentioned by women included:

*
lack of start-up capital

*
lack of business skills

*
lack of confidence

*
having conflicting priorities

*
lack of experience in the chosen industry

*
lack of information

*
lack of credibility

*
lack of resources

*
personal circumstances

Battell notes that all but two of the barriers mentioned by participants in her study were experienced by women in America and Europe. The two additional barriers highlighted in her work were:

*
a perception that the economic environment was unstable, and

*
aroha - the expectation among Maori that things and services will be given rather than sold which can be an impediment to business.

Several reports prepared by Te Ohu Whakatupu (Ministry of Women's Affairs) have considered the situation of Maori women in business. One by Simpson and Raumati15 surveyed a number of Maori women in business and noted that most came from tribes in economically depressed regions that lacked employment opportunities. This may have contributed to the push for Maori women to create their own businesses. However, the report also noted that `Maori women have difficulty obtaining finance because they may be unaware of the procedures for obtaining finance or the attitudes of lending institutions may hinder their progress when seeking finance.' The report also refers to problems Maori women have in gaining confidence in business, because they lack both experience and contacts within the business community. Locating information is also a problem for some Maori women.

A second report on Maori women and banking16 notes that with the growth of business opportunities among Maori businesswomen, and the lack of financing through traditional Maori lending areas, the market for lending institutions in this area needs to grow. The report suggests it would benefit both lenders and borrowers if a more positive approach was taken by both Maori and non-Maori lenders to gender and ethnic banking.

A number of Australian studies17 have found that locating suitable premises was an important issue for some women. Others wanted business information and support, preferably available locally and after business hours.  Some suggested a mentor arrangement. The women in Gray's study had similar needs.

In a 1990 New Zealand study, Boswell and Brown18 found that alienation was a problem for the unemployed who wished to become self employed. With little collateral, they had difficulty raising money from traditional financiers. They also had difficulty in finding out about, doing the paperwork for, and actually obtaining funding from government assistance schemes.  Boswell and Brown also noted insufficient availability of venture capital. 

While women's own lack of experience and skills can be a barrier, so are the attitudes of some of the people and institutions with which they deal.  A 1991 study by Michael Fay and Lesley Williams19 showed that New Zealand banks were less likely to lend `start-up finance' to women than men. Women were seen as having less equity/security in an identical situation to men. The authors concluded that "different and tougher criteria are used to evaluate the performance and potential of a woman as opposed to a man...she has to be better to be equal".

In a second study by the same researchers, 200 branches of four major New Zealand trading banks were sent loan applications identical in all respects except for the gender and education level of applicants. Loan officers were asked whether or not they would approve loan finance for the proposed business purchase and to indicate factors that contributed to their decision.

In the situation where both sexes had a high education level, they were equally likely to obtain a loan, but education was a more important factor in loan officers' decisions for the female applicants than for the males. In the scenario where applicants of both sexes had low education, the female applicant was less likely to obtain a loan than the male applicant, indicating an element of gender bias on the part of lending officers. 

2.7
Choosing a Business

According to Davidson and Cooper's 1992 study of women managers 20, entrepreneurs tend to set up in business in an area in which they have had some previous experience or knowledge.

Certainly the New Zealand pattern appears to be similar to that found in the United Kingdom where the distribution of the employed population is largely repeated among the self employed, with women being concentrated in the retail and service sectors. In the United Kingdom, women in agriculture tend to be older, less-educated and have the lowest average revenue of all self employed people, but these characteristics are not necessarily matched in New Zealand.

2.8
Sources of Help

In the Western Australian HUB Report (1988)21, women who owned businesses reported that accountants were the most helpful professional source while immediate family, friends, colleagues and business associates were the most helpful personal sources. The majority of women did not use any government sources of assistance. Almost half the women (45%) reported that they would like to share resources with another business.

2.9
Aspirations

The literature suggests that women tend to have different expectations of business than men. Traditionally, the model of a successful entrepreneurial activity assumes growth and striving towards continuing expansion. However, significant numbers of women may choose to have a small and stable business which leaves room for other roles in their lives.22This means that statistics which relate the success of a business to  an increase in the number of employees should be viewed with caution.

2.10
Outcomes

In 1984 White23 found that 47% of ventures established by women in New Zealand survived beyond the first four years compared with 25% for men.

In a British study, women who were successful often adopted deliberate strategies for dealing with problems, including training, professionalisation and networking.24  Another study showed that those who had not been in paid work one year before setting up in business had more difficulties and a higher failure rate than those who had previously been employees. Survivors were more likely to have a family network to support them. 25
An earlier British study26 which included women who had ceased trading found that a noticeable difference between these women and those who remained in self employment was lack of recent employment or previous business or management experience. 

A 1992 OECD report27 shows that roughly equal numbers of those who leave self employment become wage or salary earners or leave the labour market altogether (for instance through retirement).  Some become unemployed. A recent New Zealand study28 shows that in the labour force as a whole, women are twice as likely as men to exit the labour force when leaving employment and that they are more likely to do this than to become unemployed. There is also evidence of considerable movement within the self employment category for both women and men. For example, in New Zealand over a quarter period in 1991, one in six of the self employed with employees ceased being employers while one in nine took on staff.

2.11
Conclusion

The literature draws attention to an increase in self employment among women world-wide. It is also suggests that some women have a different approach to self employment than men and that they face a variety of barriers in their attempts to become established. Despite these barriers, many women do become established in business and survive as well as their male counterparts.

III. 
A STATISTICAL OVERVIEW    

3.1
The Statistical Data

This statistical overview summarises trends in women's self employment in New Zealand since 1986. It compares some of the experiences of women in self employment with both women wage and salary earners and men in self employment. The information also enables us to compare recent New Zealand experience with that found in prior New Zealand and overseas research. 

The data used in the statistical overview comes from the Department of Statistics 1986 and 1991 Census of Population and Dwellings, the Household Labour Force Survey (June and September quarters 1990 and 1992) and the 1989-1992 Business Demography Database. Unless otherwise stated, any references below to 1986 and 1991 data refer to the Census of Population and Dwellings. Other references are explicitly stated.

Definitions used in the analysis are included as Appendix I which also details a number of qualifications which should be borne in mind when considering the results. 

The definition of self employment used in this section of the report is that adopted by the Department of Statistics:

Self employment includes people who declare themselves as "self employed but not employing others" or as "employers of others in own business".  People who declare themselves as "unpaid workers in a family business" are not included.

The main points are highlighted in the text and summarised at the end of the section.
3.2
Rates of Growth

The number of self employed women grew by 11.3% between 1986 and 1991.

The last five years show a remarkable increase in self employment for women. Between 1986 and 1991, the number of self employed women grew by 11.3% from 63,405 to 70,572, while the number of women who are wage and salary earners fell by 2.9%, from 529,515 to 513,917. Over this time the number of self employed men grew by 1.8% from 193,608 to 197,085.  The number of men who were wage and salary earners fell by 15.4%, from 687,975 to 581,976.

Women are less likely to be self employed than men.

Even so, women are still considerably less likely to be self employed than men. In 1991, 10.4% of women in the labour force were self employed compared with 22.3% of men.

3.3
Characteristics of Self employed Women

3.3.1

Age

Most self employed women are in their middle years - one third are aged 35 - 44.
Overall one third of women in self employment are aged between 35 and 44.  It should be noted that many of these women will have begun self employment at a younger age. The age distribution also varies according to ethnicity. For example, the age distribution of New Zealand and Other European women peaks at the 40 - 44 year age group, while the modal
 age for self employed Maori, Chinese and Indian women is 35 - 39 years and for Pacific Islands women, 30 -34 years (1991 Census).

3.3.2

Ethnic Differences

Rates of self employment amongst women from different ethnic backgrounds vary. 

Over the five years from 1986 to 1991, self employment amongst women changed at different rates for different ethnic groups.

Chinese, Indian and Pakeha
 women who are in employment are much more likely to be self employed than either Maori or Pacific Islands women, as is shown in Graph 1
.  There are also other ethnic groups will high rates of female self employment, as is evident from the self employment rate of both the "Other' and 'Non-Specified' categories.  In many cases, whilst the self employment rate is high, the actual number of women involved is probably quite small.  
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As could be expected, given that they make up a much higher proportion of the population, the largest number of self employed women are Pakeha.  Graph 2 shows the distribution of self employment amongst Pakeha and non-Pakeha women
.  Graph 3 provides a breakdown of the 'Non-Pakeha' category and therefore shows the number of self employed Chinese, Indian, Maori and Pacific Islands women in both 1986 and 1991.  Graph 4 summarises changes in the number of self employed women within each of the ethnic groups, over this period.  
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Between 1986 and 1991 the number of self employed Pakeha women increased from 58,518 to 64,152 (a rise of 8.8%). As the number of Pakeha women in employment fell by 0.3% during this time, the self employment rate amongst Pakeha women in employment increased by 10.7%. There was no difference in the self employment rates of NZ European and Other European women within this group.  

In 1986, 23.5% of Chinese, 21% of Indian and 11.2% of Pakeha women in employment were self employed. In 1991, the figures for Chinese and Indian women had fallen to 21.6% and 18.9% respectively, while the percentage of Pakeha women in self employment had risen to 12.4%. 

While the self employment rate for Chinese and Indian women fell, the actual numbers of Chinese and Indian women in self employment increased between 1986 and 1991.  For Chinese women the increase was from 1,065 to 1,578 (48.2%) while the numbers of Indian women increased from 552 to 861 (56%).  These increases largely reflect the fact that the numbers of adult Chinese and Indian women in New Zealand approximately doubled between 1986 and 1991 (an increase of 92.1% and 101.8% respectively).
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Maori women are relatively less likely to be self employed. In 1986, 3.9% of Maori women in employment were self employed. By 1991, that figure had increased to 5.4%. Over that period the number of self employed Maori women grew from 2,193 to 2,661, an increase of 21%. This growth occurred at a time when the total number of Maori women in employment actually fell by 12.4%. As a result, the proportion of employed Maori women in self employment grew by 38.5%

In 1986, 2.6% of Pacific Islands women gainfully employed
 in the workforce were self employed.  By 1991, that figure had increased to 3.2%.  Over that period, there was a 21% increase in the actual number of Pacific Islands women who were self employed.  

3.3.3

Education

Self employed women are less likely to have a tertiary qualification than self employed men.
In considering the proportions of women in employment with tertiary qualifications, it is important to note that these do not necessarily equate to skills. Unfortunately there is no information available on the distribution of skills amongst the labour force.

In 1991, 40.9% of self employed women had a tertiary qualification, compared with 50.2% of self employed men. 

The percentage of self employed women with tertiary qualifications varies between ethnic groups. 

Other European women have the highest rate of tertiary qualification at 54.4%, followed by self employed N.Z. European women (40.8%), Pacific Islands women (33.3%) and Maori women (30.8%). Rates for Indian and Chinese women are 28.2% and 26.1% respectively.

Interestingly among wage and salary earners, Chinese women have the highest rate of tertiary qualifications (54.7%) while the rate for Indian women wage and salary earners is 50.8%.  This suggests that tertiary qualified women from these groups prefer to work for wages and salaries.

3.3.4

Family Circumstances

Self employed women with dependent children are more likely to have a youngest child under five than women wage and salary earners

Self employed women with dependent children are more likely to have a youngest child under five than women wage and salary earners - 36.5% compared to 25%. This indicates that some women with dependent children may see self employment as a way of balancing work and family commitments, especially given that 40% of women in self employment work from home (see below).

It is difficult to establish the family circumstances of women in employment. However, keeping in mind that the majority of women in paid work are wage and salary earners, 1986 and 1991 Census data suggests that women in couple relationships are more likely to be self employed than those who are not in couple relationships. Similarly, amongst women in paid work those who have children are more likely to be self employed than those with no children (13.9% compared to 10.1%).

3.4
Occupations and Industries

The available data enables us to look first at industries in which self employed women work, then at occupational groups, which often go across industries.

3.4.1

Self employment by Industry 

Self employed women are found in many of the same industries as self employed men. However, women are more likely to be in the textile industry and less likely to be in construction, fishing and forestry.
Graphs 5 and 6 show the industry distribution of self employed women and men in 1986 and 1991 respectively.  The text which follows highlights the industries where self employed women worked in 1991 (both relative to self employed men and women wage and salary earners), describes both the ethnic and rural distribution of this work and summarises any changes between 1986 and 1991.  
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1=Agriculture, Hunting, Forestry & Fishing   2=Mining & Quarrying   3=Manufacturing   4=Electricity, Gas & Water   5=Building & Construction   6=Wholesale & Retail Trade & Restaurants & Hotels   7=Transport, Storage & Communication   8=Financing,Insurance, Real Estate & Business Services   9=Community, Social & Personal Services   10=Not Adequately Defined
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Agriculture, retail trade, real estate and business services were the top three industry categories for the self employed, both male and female, at the 1991 Census. Together they accounted for 54% of female self employment and 47% of male self employment. 
Women are more likely than men to be self employed in the textiles industry group. In 1991 they accounted for 59.5% of the self employed in this group but only 26.4% of the total self employed across all industry groups.  

In all other industry groups, men who were self employed outnumbered women. This gender imbalance was most pronounced in the forestry and logging, fishing, mining and construction industry groups where 90% or more of the self employed were male.

Between 1986 and 1991, the largest numerical increases in the number of self employed women were in the finance, insurance, real estate and business industry and the community, social and personal services.  
These rose by 2985 and 2004 respectively.  Over this period, the percentage of self employed women who worked in the finance, insurance, real estate and business industry rose significantly from 6% to 10%.  The numbers of self employed women in building and construction, agriculture, transport, storage and communication also increased.  The actual rises were 1110, 756 and 453 respectively.  

The two recorded decreases in the number of self employed women were in manufacturing, and the wholesale/retail trade, restaurants and hotels industry.  
These fell by 294 and 255 respectively.  Between 1986 and 1991, the proportion of self employed women in the retail trade, restaurants and hotel industry fell from 32% to 28%.  

There are some industries where there are large numbers of both self employed women and female wage and salary earners.  

In 1991 these were the retail trade, restaurants and hotels, and real estate and business services.  Female wage and salary earners were much less likely to be employed in agriculture and much more likely to be employed in community, social and personal services.  

In rural areas, 70.1% of self employed women were working in the agriculture and hunting industry.  

Employment patterns in this industry changed little between 1986 and 1991.  A significant number of rural self employed women were found in only two other industries.  In rural areas, 7.8% of self employed women worked in the retail trade and 3.9% in restaurants and hotels.  The actual number of rural self employed women working in these two industries fell between 1986 and 1991.

However, there was a 4.2% overall growth in female self employment in rural areas over this period.  The biggest numerical increases in self employment of rural women were in the real estate and business services, social and related community services, and recreational and cultural services industry groups.  By 1991, these industries accounted for 2.2%, 2.3% and 1.6% of self employment for rural women.

The six ethnic groups studied show different patterns of self employment by industry.  

In 1991, women of NZ European, Other European and Maori ethnicity were concentrated in agriculture, wholesale and retail trade and personal and community services. However, self employed NZ European women were more concentrated in agriculture (30.3%) than Other European women or Maori women (both 19.2%). In 1991, 22.4% of Other European women were employed in personal and community services compared to 16.8% of NZ European women.

Almost a quarter of self employed Pacific Islands women (23.8%) were working in manufacturing industries. 

Self employed Chinese and Indian women are highly concentrated in wholesale and retail trade.  In 1991, this industry group accounted for 66.4% of Chinese women's and 77.7% of Indian women's self employment compared with 25% - 30% for other groups.

Whilst between 1986 and 1991, female self employment increased for each of the ethnic groups this increase was not evenly spread across all industries. 

For Pakeha women, self employment fell in the manufacturing and retail trade, restaurant and hotel industries.  However, rising self employment in other industry group more than offset these declines.  Self employment for Pacific Islands women fell in manufacturing, whilst for Chinese women the only decrease was in agriculture.  The numbers of self employed Maori women in both of these industries fell.  Self employment for Indian women rose in all industry divisions.  

3.4.2

Self employment by Occupation 

In 1991, self employed women, like self employed men, were most numerous in the agricultural workers
 and corporate managers occupational groups.  

Graphs 7 and 8 show the occupational distribution of self employed women and men in 1986 and 1991 respectively
.  
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1=Professional, Technical and Related Workers   2= Administrative and Managerial Workers   3=Clerical and Related Workers   4=Sales Workers   5=Service Workers   6=Agricultural, Animal Husbandry and Forestry Workers   7=Production and Related Workers, Transport Equipment Operators and Labourers   8= Not Adequately Defined
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Few self employed men are office clerks although this is an important occupation for self employed women (and for female wage and salary earners).  In 1991, there were 109,740 female office clerks who were wage and salary earners (21.4% of all female wage and salary earners) and 6,633 self employed female office clerks (9.4% of self employed women).  In contrast, few women are building trades workers but this occupational group includes 14.7% of self employed men.

Between 1986 and 1991, the largest numerical increases in female self employment were amongst clerical workers and professional and technical workers.  
These rose by 2,679 and 2,295 respectively.  As a result, the proportion of self employed women who were clerical workers, or professional and technical workers each rose by 2% (both increased from 10% to 12%).  Overall increases were also recorded in administrative and managerial workers, service and agricultural workers.  Female self employment fell amongst sales and production workers, with the latter group accounting for the largest fall of 339  

Self employed women are found in similar occupations to wage and salary earning women, but there are some differences.  

Self employed women are much more likely to be in agricultural occupations.  Teaching ranks high on the list of occupations for female wage and salary earners but few self employed women are teachers. Similarly, few self employed women are customer service clerks although this is an important occupation amongst female wage and salary earners. 

Between 1986 and 1991, the largest numerical increases in self employment for rural women were amongst clerical supervisors and agriculture and husbandry workers.  

Growth was evident across a wide range of occupations, offsetting falls within a few occupational groups such as farmers, and working proprietors in the wholesale/retail trade and catering/lodging services.  

While self employed women from all ethnic groups are found in each of the seven major occupation groups, there are some differences between them.

Self employed Pakeha women were most concentrated in agricultural occupations (28.1%) and in sales (18.3%).  Within this group, self employed Other European women were more concentrated in the professional, technical and clerical group than NZ European women, at 18.9% and 11.8% respectively. The higher concentration of NZ European women in agricultural work may largely reflect their greater degree of farm ownership. 

The sales group employs 20.2% of self employed Maori women, while 16.6% are engaged in agricultural occupations; 11.8% are engaged in production occupations compared with 6.4% of self employed Pakeha women.  

Pacific Islands self employed women are most concentrated in production occupations, which in 1991 accounted for 27.2% of their self employment.

In 1991, self employed Chinese women were concentrated in the sales and service workers groups.  Sales occupations accounted for 26.4% of their self employment and service occupations for 38.3%.  Indian women were very heavily concentrated in the sales group which accounted for 66% of self employed Indian women in 1991.

3.5
Women as Employers

Self employed women are almost as likely to be employers as self employed men. The likelihood of self employed women employing others varies depending on their ethnic background.

In 1991, 38.9% of self employed women were employers compared with 41% of self employed men.
For all but one ethnic group, the likelihood of self employed women employing others was similar. Self employed Pacific Islands women were most likely to employ others - 44% did so, compared with 42% of Chinese self employed women, 40% of NZ European, 39% of Maori and 34% of Other European self employed women. The figure for Indian self employed women was much lower at 24%. There has been very little change in this pattern over the last five years. 

The size of firms run by women remained much the same between 1989 and 1991. The great majority had fewer than five employees.

In 1989 92.9% of firms run by female proprietors had five or fewer employees; in 1991 the comparable figure was 93.1%. In 1989 4.6% of firms with female proprietors had 6 - 9 employees compared with 4.5% in 1991. Only 2.5% had ten or more employees in 1989, with 2.3% having that number in 1991.

Between 1989 and 1991, the number of employees working for businesses run by women averaged 1.4, while the corresponding figure for businesses run by men was 2.3 and in businesses run by both male and female proprietors, 2.4. 

Female employers are more likely than male employers to employ women. 

In 1991, women made up about 40% of the total labour force but 74% of people working for businesses run by women. The proportion of women working for businesses with all male proprietors was significantly lower than for businesses run by women at 39.9%;  while the proportion of women working for firms run by both men and women was 45.9%.

3.6
Survival Rates

There is little difference in the survival rates of men's and women's businesses.
The survival rates of different firms can be judged by considering the details of all firms that existed in 1989. Of these businesses, 74.6% of those run by women survived through to 1992 (i.e. for three years or more) compared with 70.8% of businesses run by men. 

Of businesses starting up in 1989-90, 82.8% of those run by women and 85.7% of those run by men survived their first year. The survival rate for two years was 68.2% for businesses with women proprietors and 71.4% for businesses owned by men. 

3.7
Location of Work

3.7.1

Region

As a high proportion of self employed work in agriculture, regions with a larger rural base tend to have higher rates of both female and male self employment.
  in 1991, rates of women's self employment were highest in Taranaki, Waikato and Wellington.  

Between 1986 and 1991, female self employment increased in all regions except Gisborne, where it remained constant. 
The Auckland and Canterbury regions recorded the highest numerical increases in female self employment (2,208 and 1,188 respectively), but the Nelson-Marlborough region showed the highest percentage growth rate (30.8%).  Percentage growth in female self employment was also above average in Otago, Canterbury, Wellington, Auckland and the Bay of Plenty.  The actual percentage growth rates for each of these regions were 17.9%, 17.5%, 15.5%, 13.5% and 12.4% respectively.  

Growth in male self employment was less positive over the same period.  Nine of the fourteen regions recorded a fall in male self employment.  
However, the Auckland and Wellington regions both recorded significant numerical increases in male self employment.  In the Auckland region, male self employment increased by 4,884 between 1986 and 1991.  In Wellington, there was an increase of 1,584.  Only Auckland, Wellington and Nelson-Marlborough had growth rates above average.  These were 9.7%, 8.8% and 2.3% respectively.  

3.7.2

Working from Home

Self employed women are more likely to work from home than self employed men. 
In 1991, 40% of self employed women worked from home compared to 22% of self employed men. In both cases these figures were lower than in 1986 when 45% of self employed women and 26% of self employed men worked from home.

3.8
Hours Worked

The proportions of full-time and part-time workers amongst self employed women are similar to those amongst female wage and salary earners.  

Nearly seventy per cent (69.8%) of female wage and salary earners worked full-time in 1991 compared to 66.4% of self employed women.

Self employed men are far more likely to work full-time than self employed women.

In 1991, 91.4% of men worked full-time compared with 66.4% of women.

Variations in the hours women work is greater for women in self employment than for women wage and salary earners. 

In 1991, 18.6% of self employed women worked 60 or more hours per week compared to 2.8% of women on wages and salaries (and 30.7% of self employed men). At the other end of the scale, in 1991, 16.1% of self employed women worked 1-14 hours per week compared to 12.3% of female wage and salary earners (and 3.2% of self employed men).

There are also some differences in hours worked among ethnic groups. 

In 1991, 83.3% of Chinese women and 82.6% of Indian women who were self employed worked full-time.  Indian women worked the longest hours, with 41.1% working 60 hours or more per week compared to 31.2% of Chinese women.

Maori women, Other European and NZ European women worked fewer hours on average with approximately a third of each group working part-time in 1991. 

A higher percentage of Pacific Islands women worked 30-59 hours per week and a lower percentage worked 60 or more hours per week than any other ethnic group studied.  The percentage working part-time (32.7%) was similar to the percentages of European women and Maori women working part-time.

3.9
Income

Data from the 1991 Census shows a broad spread across the income groups for self employed women, and for wage and salary-earning women.

In the 1991 Census, the modal
 income group for self employed women from all ethnic groups was $10,001 -$15,000 while for women on wages or salaries it was $15,001 - $20,000. The modal income group for men was double that at $30,001 - $40,000. 

The median
 income group for both self employed women and women on wages or salaries was $15,001 - $20,000. However, at $10,001 - $15,000, the median income of Pacific Islands women was lower than the median income for other ethnic groups. For self employed men the median income group was $25,001 - $30,000. 

For each major occupational group, the median income for self employed women was lower than for self employed men.

This suggests that occupational distribution alone does not account for the difference between the incomes of self employed women and men.

At the upper income levels, in 1991 11.2% of self employed women earned $40,001 or more compared to 4.6% of women on wages or salaries and 24.4% of self employed men.  However, similar proportions of self employed women and female wage and salary earners had incomes of $20,000 or less (55.9%).  Only 34% of self employed men were in these low income groups. 

Between 1986 and 1991, the number of self employed women who recorded a nil income or loss rose from 774 to 1476. The percentage of self employed women in this category also rose from 1.2% to 2.1%.

The number of self employed men recording a nil income or loss dropped between 1986 and 1991 from 5,829 to 5,094. The percentage of self employed men in this category also fell (from 3% to 2.6%) but still exceeds the percentage of self employed women recording a nil income or loss.

Proportionately more self employed Maori, Pacific Islands and Indian women earned $20000 or less than Pakeha or Chinese women.  

In 1991, 62.5% of Maori, 67.3% of Pacific Islands women and 62% of Indian women earned $20,000 or less compared with 57.4% of Other European and 55.3% of NZ European women.  For Chinese women, the percentages earning $20,000 or less was 57.1%.

There are some difficulties in comparing the incomes of self employed women and female wage and salary earners.  The numbers of self employed women are very low compared to the numbers of women on wages or salaries and comparisons are further complicated by the differences in hours worked by the two groups of women and by self employed men.

Without taking into account the number of hours worked, it is not possible to say that self employed women reap higher financial rewards than women on wages and salaries. They may be working far longer hours to earn their incomes. Similarly, self employed men may be working longer hours than women to earn their higher incomes.  It would also be useful to know whether the skills held by these groups are comparable.  

The incomes themselves must also be approached with caution. The incomes of self employed women and men will be overstated if they contain an element of retained earnings that will be ploughed back into the business at a future date instead of being drawn for personal financial gain. There may also be an element of understatement if personal financial benefit is derived from the use of business assets. Business incomes are also subject to far greater fluctuation than wage or salary incomes, so that over a longer term, there is the potential for greater (and lesser) reward than might be realised in any one year. A single year `snapshot' view is not necessarily a fair reflection of the longer term income position of self employed women (or men) relative to women on wages and salaries.

3.10
Unpaid Relatives in Family Business

Indian and Chinese women are more likely than those in other ethnic groups to describe themselves as unpaid relatives working in a family business. 

In 1991, 3.9% of Indian women and 3.6% of Chinese women described themselves this way. Comparable figures were 2.3% for NZ European women, 2.2% for Other European women, 1.8% for NZ Maori women and 0.7% for Pacific Islands women. Between 1986 and 1991 there was very little change in the level of women describing themselves as unpaid relatives. 

It must be noted that those groups with the highest proportions of self employment (that is, Chinese and Indian women) were also slightly more likely tohad slightly higher levels of working as unpaid relatives.)

3.11
Access to Collateral

Homes are often used as collateral for business loans. Rates of home-ownership among self employed women vary by ethnic group.
Amongst self employed women in 1991, the ethnic groups with the highest rates of home ownership in 1991 were Chinese (84.9%); NZ European (84.7%) and Other European (83.5%); 71.6% of self employed Maori women owned a home with or without a mortgage compared to 68.5% for Indian women and 65.2% of Pacific Islands women.

Rates of home ownership amongst self employed Maori, Pacific Islands and Indian

women are increasing.  Between 1986 and 1991, home ownership rose 42% among self employed Indian women, 39.6% among self employed Chinese women, 29% among self employed Pacific Islands women and 28% among self employed Maori women.  

3.12
Movement in and Out of Self employment

The majority of information in this section draws on transition probabilities
 calculated from the Household Labour Force Survey.  The data limitations of these statistics mean they can only provide an indication of relative movements in and out of self employment.  

The proportion of women coming to self employment from unemployment is very low.

Unemployed women are less likely to investigate self employment as an option than unemployed men. The Household Labour Force Survey data for 1992 shows that 3% of men and 1% of women who were unemployed
 in June 1992 had moved into self employment by the September quarter, while only 1% of men and women not in the labour force had done so. These small percentages suggest that self employment cannot be seen as a major solution to unemployment. 

Men were also more likely than women to investigate self employment as a work option.  Between December 1985 and December 1992, an average of 5.2% of unemployed men said they had investigated self employment as a job search method compared with 2.5% of unemployed women. 

Women who leave self employment are likely to exit the labour force altogether rather than become unemployed.

As noted in Section II above, women generally are more likely than men to leave the labour force altogether when exiting from any form of employment, so the pattern described below is not necessarily peculiar to self employed women.

Figures for 1990 show that 74% of women who were self employed in the June quarter were still self employed in the September quarter.  None moved into unemployment, 8% moved out of the labour force and 18% moved into other employment. Men were more likely to remain self employed between the two quarters - 88% did so. Of the remaining 12% of males, 9% moved into other forms of employment, 2% moved out of the labour force and 1% became unemployed. Thus, women who were self employed in June 1990, were more likely than their male counterparts to be out of the labour force or in other forms of employment by September 1990. 

Data comparing June 1992 to September 1992 tells a similar story. Most self employed men (86%) remained in self employment as did most self employed women (79%). Self employed women were more likely than self employed men to move out of the labour force (7% compared with 2%) and more likely than self employed men to move out of self employment into other forms of employment (13% compared with 9%). The probabilities of either self employed men or self employed women moving into unemployment was again very low at 0.02% and 0.01%. 

Based on these quarterly figures, it appears that the likelihood that self employed women or men will move into unemployment is very low at around 0.02% and 0.01% respectively.

3.13
Conclusion

The statistical overview shows that as a group, women in self employment are quite distinct from both self employed men and female wage and salary earners.  There are also clear differences between self employed women.  For instance, women's ethnic backgrounds clearly shape their experiences of self employment.  The main points drawn from the statistics are summarised below.

Features of women's self employment:

*  The number of self employed women grew by 11.3% between 1986 and 1991. 

*  Most self employed women are in their middle years - one third are aged between 35 and 44.  Self employed women with dependent children are more likely to have a youngest child under five than women wage and salary earners.

*  Between 1986 and 1991, the largest increases in the number of self employed women were in the finance, insurance, real estate and business industry, and the community, social and personal services.  

*   The size of firms run by women remained much the same between 1989 and 1991. The great majority had fewer than five employees.

*   Data from the 1991 Census shows a broad spread across the income groups for self employed women, and for wage and salary-earning women.

*   The proportion of women coming to self employment from unemployment is very low. On the other hand, there is some evidence that women who leave self employment are likely to exit the labour force altogether rather than become unemployed.

Differences between ethnic groups:

*  Chinese, Indian and Pakeha women who are employed are much more likely to be self employed than either Maori or Pacific Islands women.  Between 1986 and 1991, the number of self employed women grew within each of the ethnic groups studied.  For Maori and Pacific Islands women in particular, self employment became an increasingly significant form of employment because total employment for these two groups fell considerably. 

*  Indian and Chinese women are more likely than women in other ethnic groups to describe themselves as unpaid relatives working in a family business.  

*  Women from different ethnic backgrounds tend to be clustered in different industry and occupational groups.  In 1991, Pakeha and Maori women were concentrated in agriculture, wholesale and retail trades, and personal and community services.  Almost a quarter of self employed Pacific Islands women were working in manufacturing industries.  Self employed Chinese and Indian women were highly concentrated in wholesale and retail trading.  

*   The percentage of self employed women with tertiary qualifications varies significantly between ethnic groups. 

*   In 1991, proportionately more self employed Maori, Pacific Islands and Indian women were in the low income groups than Pakeha or Chinese women. 

*   Indian and Chinese women are more likely than those in other ethnic groups to describe themselves as unpaid relatives working in a family business. 

*   The likelihood of self employed women employing others varies depending on the women's ethnic groups.  In 1991, self employed Indian women were significantly less likely to be employers.  
*   There are also some differences in hours worked among ethnic groups.  In 1991, self employed Indian, and then Chinese women, were most likely to work 60 hours or more per week.  

*   Rates of home-ownership among self employed women vary by ethnic group.  In 1991, Chinese and Pakeha self employed women had the highest rates of home ownership, with significantly lower rates for Maori, Indian and Pacific Islands women.  

Comparisons with men:

*   Between 1986 and 1991, women's self employment grew by 11.3% while men's grew by 1.8%.  However, women are still less likely to be self employed than men.

*  Self employed women are found in many of the same industries as self employed men. However, women are over-represented in the textile industry and under-represented in construction, fishing and forestry.

*  Agriculture, retail trade, real estate and business services were the top three industry categories for the self employed, both male and female, at the 1991 Census. Together they accounted for 54% of female self employment and 47% of male self employment. 
*   Self employed women are less likely to have a tertiary qualification than self employed men.  

*   Self employed women are more likely than male employers to employ women and to work from home, and are almost as likely to employ others.  

*   Between 1986 and 1991, female self employment increased in all regions except Gisborne, where it remained constant.  Over this period, 9 of the 14 regions recorded a fall in male self employment.  

*   For each major occupational group, the median income for self employed women is lower than for self employed men.

*  Businesses run by women are equally as likely to survive as those run by men.

IV.
THE INTERVIEWS

4.1
WHO WE TALKED TO        

The case studies were designed to complement and supplement the picture of New Zealand women's self employment provided by the available statistical data. Because of the lack of an appropriate data source, it was not possible to obtain a systematic sample of women in business or one that would mirror the proportional distribution of self employment among New Zealand women.  Also, because of the small sample size (48), it was not appropriate to attempt to present the women as a `representative sample'. Instead, women were chosen to reflect the diversity of backgrounds and experiences of self employed women using a matrix of seven variables:


Business category


Age


Life cycle stage


Business structure


Employer status


Length of time in business


Whether or not received assistance with start-up

Forty-eight interviews were completed, 29 with Pakeha women, 10 with Maori women, eight with Pacific Islands women and one with a Chinese woman. Six women who have recently left self employment were included in this sample.

The women were chosen from six locations:


Wellington/Porirua


Rotorua


Tokoroa


Southland


Golden Bay


Wairarapa

These areas were chosen because they included a large urban area, provincial, small town and rural options. 

The women's names were obtained through various business networks and registers, personal contacts and publications. 

4.1.1  The Women and Their Work

Business category

The interviews covered women in a wide variety of occupations. Sometimes it was difficult to classify women into one category -for example, in two cases, women artists use their art commercially - they have been classified as manufacturers because this is their source of income. In other circumstances they would be considered artists. Two women manufacture clothing which they also sell. Because their business is primarily manufacturing, they have been included in that category.

Agriculture includes six women - three horticulturalists, two animal breeders and a farm worker;

Sales includes 11 women in shops selling clothes, food, antiques, lingerie, flowers, and general goods;

Professional includes eight women involved in counselling, publishing, physiotherapy, landscape design, art, research/ consulting, computer services, providing training;

Manufacturing (and Building and Construction) includes eight women making clothing, educational resources, carpentry;

Service includes 13 women providing food, running a motel, hairdressing salons, a beauty parlour, a gym, a fitness centre, an employment agency and a taxi service;

Clerical includes two women providing typing and secretarial services.

Age of Women

The table below shows women's ages at the time of interview - nearly three-quarters of the women in the sample were in their 30s and 40s.





Age of Women





20 - 29


 
 4





30 - 49



35





50 - 59



 7





60 + 


 

 2





Total




48

Life Cycle Stage

Life cycle stage was measured by the age of the youngest child at the time of interview. Fourteen of the 48 women had no children and a quarter had adult children. The remainder, almost half, had dependent children.

Business Structure

The great majority of women were either sole traders or in partnerships. Most of the latter were in partnership with their husband but in two cases, two women had gone into partnership together. Another woman was the senior partner in a partnership with a married couple while two other women had partnerships with men who were not family members.    

Two of the five companies were family businesses and one was a company in which the main proprietor owned 99 shares and her accountant one. This company was established to meet a legal requirement for training providers. The other two companies included non-family members.

Employer of Others

Half the women had no employees, others employed some staff part-time and others on a casual basis. Only eight employed staff full-time. More detail is given in Section 4.4.





Number of Employees*





Nil


24





1 - 5


21 





6 - 10


 2





10+


 1





Total


48





*Inc. casual and outworkers 

Length of Time in Business

Almost three-quarters (34) of the women interviewed had been in business less than five years, 11 had been in business five to ten years and only three had been in business more than 10 years.

Assistance in Starting Up

Only five women had had any government assistance when starting up in business. However, as discussed in more detail in Section 4.3 below, a number had enquired about assistance or received assistance subsequently.

4.2
WOMEN STILL IN SELF EMPLOYMENT

This section describes the personal characteristics of the 42 women who were still in self employment. It also considers their previous experience and the reasons why they became self employed.

4.2.1
Age 

According to the statistics, most self employed women are in their middle years, with a third aged between 35 and 44. In this study, the majority of the women interviewed (28) were in their 30s or 40s at the time of the interview with only six being aged 50 or over.  However, several had set up their businesses when they were in their 20s or 30s. For example, one in five women (8) started her business when she was in her 20s, while only six set up when they were aged 50 or over.





Age at Establishment of Business





20s


 
 8







30 - 49


28





50 - 59
 

 4





60+



 2





Total


42

4.2.2
Ethnicity

Twenty-five (60%) of the women still in business were Pakeha, nine were Maori, seven were Pacific Islands women and one was a Chinese Malay.

The sample included one woman with a disability who had taken up self employment after an unsuccessful search for a job.

4.2.3   Family Circumstances

Almost two-thirds of the women (27) were married or living with their partner; ten were single while five were divorced. 

Thirteen women, almost a third of the total, had no children when they first set up in business while ten women had only adult children. Thus, at the time of setting up, over half the women interviewed had no children for whom they were directly responsible on a daily basis. One subsequently had four children and continued with her business.

Of those who did have dependent children, eight set up their businesses while their children were preschoolers; six had primary school age children while five had children at secondary school. Two of those with preschoolers said that at the beginning their childcare costs were greater than their income.

The main difference between Maori, Pacific Islands and Pakeha women was that six out of the seven Pacific Islands women were married, with only one being single and none being divorced. In comparison, four out of nine Maori women and 16 out of 25 Pakeha women were married; two Maori women and three Pakeha were divorced while three Maori and six Pakeha women were single.

4.2.4
Education 

Half the women - 20 out of 42 - either had no post school qualifications or had attended only short courses since leaving school. One in five had a degree or diploma; six had nursing or teaching qualifications (two in addition to a degree), while ten had a polytechnic or trade qualification.

Pakeha women had the highest proportion of women with a degree or diploma while similar proportions of Maori and Pakeha women had a Polytechnic or trade qualification. The Chinese Malay woman interviewed trained professionally as a dressmaker before coming to New Zealand.

Only one Pacific Islands woman had a tertiary qualification. She and one other had also completed short, specialist courses. 

Although 21 women had a qualification of some kind, only a third were using their original training in their business. 

Two women had deliberately retrained. One woman with an MA in Linguistics retrained as a carpenter:


" My first experience of being self employed was of teaching English as a second language and I really enjoyed the feeling of being directly accountable, so when I set out to do my apprenticeship it was with the aim of becoming self employed."

A librarian became a landscape designer - "I commuted from Wellington for two years to complete it". 

Other women had done short courses in accounting and business, animal science and horticulture to help them in their businesses.

Ten women were in businesses quite unrelated to their training - a former nurse was running a cafe, another ex-nurse was a cattle breeder while a third was running a training and consultancy service.  A former teacher was running a motel while another had become an artist and craftsperson. A former dental nurse ran a knitwear design business; an agricultural scientist was making clothing; a laboratory technician grew and sold plants; a youth worker was involved in farming and fibre production and a supervising typist was selling lingerie.

A number of these women had given up their original career when they married and chose to change direction when they set up their business. This was particularly the case for women who married farmers who often chose businesses suited to their situation and locality. K., for example, runs a homestay business:


"We live in an isolated area, there were no other opportunities and the house was suitable - and I wanted to do something for myself. The children had left home and I could see a long life stretching ahead of me."

Many women who had changed direction were self-taught in their new area of work. E., for example, completed a sewing apprenticeship when she was young. She now runs a florist shop:


"I used to do floristry as a hobby. I was asked by the owners of the local garden shop to do some floristry work in the shop. About a year later, the owners decided to sell and offered me the shop so I bought it. I was scared but I loved the work so much I decided to try."

M. worked for the government when she left school. She now runs a gallery part-time.


"When I had the kids I taught myself spinning and weaving. (Later) I bought an old house and started to move into art. I converted the two front rooms into an art gallery."

4.2.5
Work Prior to Self employment

Twenty-six of the 42 women had an income from a salary, wages or other work source immediately before setting up in business, including five who were in partnership with their husband on the family farm. 

Sixteen were not in employment at the time they set up in business - eight were receiving the unemployment benefit; one was on the Domestic Purposes Benefit while six were at home with children with no independent income. One woman was out of work following a business collapse. 

Pakeha women were much more likely than Maori or Pacific Islands women to be at home with children or on a benefit at the time they set up in business - 13 out of 27 were in this situation compared with two out of seven Maori women and one out of seven Pacific Islands women. 

As noted above, many of the women had a wide range of work experience before they set up in business. However, only 11 had direct experience in business. The five women who had been involved in family farm partnerships had different degrees of responsibility for the farm's business aspects. Six other women had had some experience of self employment - one as a language teacher, one making cane baskets to order, another in a family clothing firm, a fourth in a family dairy, a fifth in a family bottle and scrap metal business and the sixth in a variety of businesses, including a cakeshop and a guesthouse. 

4.2.6
Why They Became Self employed

The women became self employed for a variety of reasons. The main ones were: to create a job for themselves, to be independent, to be able to work in their own way and to use their skills. Balancing family and work responsibilities was another consideration.

Not surprisingly, women who had been on a benefit were most likely to say they wanted to make a job for themselves. D. qualified in horticulture and worked in that field for a number of years before travelling overseas where she managed restaurants, worked in a French cosmetics company in marketing and quality control and taught in a secondary school. When she returned she set up a clothing manufacturing business:


"I came to Wellington from up north and couldn't get a job. I was unemployed for four months. I'd always made my own gym gear and thought there was something in it. I decided to just do it I had nothing to lose and I wanted to save my sanity."

B. had been on a benefit for five years:


"The children were coming up to seven and it was just at the time when they were saying that the DPB would only be available till children were seven. It was also at the time when the Postbanks were closing and the Post Offices were reorganising. The local agency was up for sale - it was a chance to get off the benefit and be self-supporting."

One woman with six children was making resources for schools. She said:


"My husband had been on the dole for four years. We were going nowhere, no hope. I had had one year on a Restart scheme making resources for schools. At the end of that I didn't want to go back to how we were before."

One woman with a disability had tried hard to find a job when her contract expired. She has now set up a secretarial business:


"I had registered at Workbridge and tried for a year to get a job. I thought I would never get a job and we needed the money."

Other women who were out of the paid workforce looked for something for themselves:  


"I was post-natally depressed. I'd always worked and then I had a child. We were isolated in a rural area, although I did have a car so I was better off than some. I missed the social contact."


"My youngest child was getting older and I thought it was time to do something for myself. I didn't want to be so available to everyone."

Women on farms made an effort to make work that suited their situation and location while giving them independence. One had established a knitwear design business:


"I wanted to have something after the kids went to boarding school and it needed to be based on the farm which is high country and five miles from the post box."

A peony grower commented:


I wanted something home-based and peonies are ideal for where we live. The picking season is short - between October and Christmas - and fits well with tailing and lambing which happen in the two months beforehand."

A desire to balance work and family responsibilities influenced the choices of a number of women. Z. had a one-year old child when she first went into business:


"I wanted more flexibility with a child, I wanted to be more in charge of my life and more creative."

S. was working as a relief teacher and gave up paid work so that she could work from home:


"I thought my second son was at risk. I thought I was losing him and getting out of touch, so I made a conscious decision to work from home to keep an eye on him and keep the family together."

A Chinese Malay woman with six young children, worked for pay but found she did not have enough time to look after the children. When the opportunity to have her own business came up (initially based at home), she took it as a way to look after the children and still make money. 

Women who chose to leave paid employment to set up in business generally did so because they were tired of working for someone else in a job they had ceased to enjoy. They wanted to be able to work in their own way. One Pacific Islands woman has set up a training consultancy:


"I was sick of coming up against brick walls and not being in control of my own destiny. It was an act of self-determination, taking responsibility for myself."

Another had bought a takeaway/ice cream parlour:


"I was a supervisor at a sewing factory for 16 years. I'd had enough of being bossed around. I wanted to work for myself. When my husband was made redundant I was able to set up the business - otherwise the money would have been swallowed up in fa'asamoa and fa'lavelave."

A Pakeha woman who had spent 30 years as a nurse had become unhappy with her situation. She said the Employment Contracts Act had reduced conditions and the work was becoming increasingly stressful. She had always wanted to run a teashop but never took the thought seriously.


"The opportunity came up and the time was right - my mother had died, my son was an adult and I was on my own."

Only one woman, a hairdresser, had always planned to be self employed. She took on a second job to save up to buy her business; a second had always been in business of some kind with other family members. 

4.3
GETTING STARTED

This section looks at how the women's businesses were started, describes the support or assistance they received, the difficulties they encountered and the strengths they brought to their new businesses.

4.3.1
Deciding On a Business

Only 10 of the 42 women bought an existing business; 32 began their business from scratch, although one bought the rights to an existing system while another bought a taxi licence in order to begin. Twenty-seven began their business alone; 15 had one or more partners. In ten cases these were family members, in five they were not.

Most women chose their business because they had an interest in the area or because they were trained and had experience in that particular field. A few saw an unmet need as an opportunity and three chose from businesses which were for sale.

A Pacific Islands woman had set up a cleaning business after considering several options:


"I wanted to set up a business so I went to the lawyer for advice about what type of business I should look at. He suggested a taxi or a shop. I thought if I had a shop the children would bring their friends in and eat away at the profits and if I had a taxi I would need to have someone else to drive it for me and that person could cheat me. So I decided on the cleaning business because I knew all about that and had lots of experience in it."

A Maori woman had set up a lingerie business after taking early retirement from the government.


"I had been looking for a petticoat to go with an emerald green dress and was brassed off that I couldn't find one in my size that wasn't white, black or flesh coloured.  I resented not being able to get coloured or pretty underwear in large sizes. I decided that fat women had just as much right to have nice underwear as `skinny minnies' so I set up a large size lingerie shop."

Another Maori woman had made books and resources for the local school and kohanga both on her own initiative and through a Restart programme. She thought:


"That's what I wanted to do. I could see the demand and that my stuff was sellable."

A Pakeha woman's craft business began as a hobby - when she had her first child she was lonely and isolated in a small town. A friend gave her a spinning wheel and she became hooked, but it is only in the last four years that she has turned her hobby into a business. Another woman could not find a job that would use her accounting degree so she bought a seven-day take-away and dairy.


"I wanted a challenge. I always liked hard work, I could see the potential and my boyfriend has a farm in the area."

J. decided on her cattle breeding business for a number of reasons:


"I have had a long interest in livestock and being based on a farm was an ideal start. It gave me an independent interest, I had access to land, I was accessible to the children and I was able to do other farm work."

Y. set herself up as an independent farmworker. She wanted to be able to work on farms but to be more independent, to protect herself from being "ripped off", to have  more control over her working environment, to select the farmers whom she worked with and to work with multiple farmers rather than just one.

4.3.2
The Financial Aspects

Nineteen of the 42 women set up their business  without borrowing. The amount of capital they had to invest ranged from $180 to around $30,000. Some women were able to use existing assets in setting up their business, thus reducing their costs. For example, two women on farms were able to set up their horticultural and cattle breeding businesses using farm land, while a professional woman had most of the tools of her trade:


"We put in $3,000 each. We already had a lot of equipment, books etc from studying. We didn't have to borrow."

Another professional woman worked from home and needed no equity to begin and a knitwear designer who put a small amount of cash into her business was able to use existing premises with no charge for rent, electricity or telephone. 

Some women managed on very little:


"I took all my holiday pay and opened up a business account. I bought a fridge freezer and started up the business on the remaining $500. I never borrowed anything."

Others sold existing businesses, used retirement or redundancy money or saved money specifically to finance their ventures. For example, two women went into partnership in an antique business. One had saved money for the stock by catering for functions, the other had cleaned houses. 


"It would have been easier to have had more capital but we didn't borrow from the bank. We didn't even try - we knew the bank wouldn't give us any money."

The Chinese Malay woman bought a business with her savings and although the stock was low she chose to build it up out of her earnings rather than borrow. As she sold garments, she used the money to buy more fabric. 

Some of the women who began with limited equity and no borrowing, subsequently received help from other sources, particularly family, who provided labour, equipment or other services. Very few had gone on to borrow money although one woman who began her business with $180 now has an $18,000 loan from the family farm because the business has expanded. 

Ten women had borrowed from a bank. Of this group, five were in a partnership or company and five were sole traders. A number of women described problems with the bank and some chose to borrow elsewhere. Two younger women who were sole traders had to have their loans guaranteed by their families. One borrowed $5000:


"The loan had to be guaranteed by my father. The bank insisted on property as a security - I found them rigid, conservative and male-oriented. I went to see them recently to let them know I was moving into wholesaling so there could be cashflow problems - I wasn't asking for money - and the bank manager said that maybe I should consider staying home and just doing my work as a hobby. I have a turnover of nearly $200,000 and employ four people."

Another older woman bought an existing business. Her house and some shares provided the bulk of the equity, but when she went to the bank for the rest, the bank manager was obstructive and unhelpful. She changed banks and received her loan without difficulty.

Again some women started small and borrowed more later. One woman began with a $1,000 loan from the bank; two years later she borrowed $15,000 without difficulty.

One couple who had to borrow from the bank had no problems:


"We had a huge overdraft and it was when interest rates were at their peak. The bank was really good about the loan, they were happy to give money away."

Others found the banks less helpful. Two Maori women in partnership who approached a bank for a loan commented:


"We found it hard to establish our credibility at banks. The first thing the bank manager asked was whether J. had asked her husband for money."

Ten women borrowed money from family or friends in amounts ranging from $200 to $30,000. Most loans were in the region of $10 - $15,000. One woman borrowed $10,000 from her mother.


"I had a very good accountant. He made my mother a sleeping partner in the business. As long as the business was running at a loss it was tax deductible for her. As soon as I started making money he crossed her off the partnership."

Another borrowed $10,000 from a friend which she paid back with interest.


"It was very difficult to get money from the bank. I was young and a woman and my parents couldn't help."

One woman borrowed $200 and put it into promotion:


"I had no equity. I borrowed $200 from my sister to put an ad. in the paper. I had no stock but I got 100 orders in the first week."

Three Maori women described their frustrations in applying for assistance.


"I went to MANA but didn't like or fit their criteria, for example, having to take on trainees. I got the run around from all the organisations I went to, including the Department of Maori Affairs - I just kept getting referred on to someone else. And when I first went to the bank, one of the things they said was why didn't I go to my Maori organisations!"

One woman who obtained a loan through the Maori Women's Welfare League had investigated various other government schemes such as SCOPE and MANA when she first set up but found the application process too time-consuming and a waste of time.  Another agreed with this view and added:


"I was brought up to believe that you don't borrow. If you ever needed anything, you should go to your family. I had a real block to borrowing. I was also aware of an attitude that many Pakeha think that Maori are really bad with money so I didn't want to borrow off Pakeha and be in debt to them. It was a big deal to ask for help. I felt I had to do it all myself. I have since learned that there are a lot of people who want to help."

Two Pacific Islands women had approached the Pacific Islands Employment Development Trust (PIEDT) for help. Neither received an adequate response.


"I went to the PIEDT conference where the Trust said that anyone needing help should call them. I called because I wanted to know more about the business. Nobody returned my call but they did send me a lot of pamphlets asking me to pay money to join the Trust."

While some women would have preferred to start with more money, others were reluctant to get into debt at all, or if they did have to borrow, were determined to keep their commitments small. 

4.3.3
Personal Support

The support of family and friends was critical for women from all ethnic groups and was greatly appreciated. Husbands, partners, mothers, fathers, sisters, brothers and the wider family were all acknowledged for the practical, moral and financial support they offered. Typical comments included:


"The family has been very supportive. My husband is very strong on business and pushes me along. He's a good business support and advisor."


"My mother was a great help. She helped with free labour when I was getting started - she had worked in a dairy before - and she believed in me. My father has been good too, and my partner."


"I have been totally supported by my family. There has been financial support from the farm, and practical support from my husband who does more and more of the home-based things, like cooking the evening meal, and they give me moral support."

Two Maori women described the practical and moral support they received from their families:


"They are always there when I need them. My cousin gave me a car - I hadn't thought about needing a car to go around delivering those sandwiches! The family introduced me to useful contacts, like a principal whose school kitchen I initially used to make the sandwiches."


"My father worked in the office for the first year. My mother is a Maori language consultant so I often check manuscripts with her. My son cleans the office. My children and my nieces and nephews painted the building. I pay them all but it's not as much as if I had to hire outside people."

Some women, particularly those who were single, relied on friends for support.


"I've cultivated friends who are in business. I belong to an investment group. We're all self employed and we go round each other's businesses and look at them from the outside. It gives a new perspective and mutual support. We can talk about our feelings and fears, our sense of personal success and failure. We're very open to sharing."

Three women said their friends or family were ambivalent about their ventures. One woman was still quite apologetic about being in business because some of her friends and family were against the idea. 

4.3.4
Other Assistance

Relatively few women had received assistance from formal sources such as accountants, lawyers or advisory groups or from the government. None had approached the Business Development Boards for advice or funding.

Accountants were not seen as obstructive, neither were they much help to many women. While most businesses had their end of year accounts completed by accountants, only a handful of women went to an accountant for business advice when setting their businesses up. Those who did had mixed experiences. The most satisfied tended to be women who had an established relationship with an accountant through a previous or existing business, or who were well-informed when they went for advice. 

Women on farms usually used the farm accountant when setting up their businesses and learned some of the pitfalls to avoid. One such woman had an "excellent accountant" who advocated on her behalf with stock firms who are "notoriously conservative and often do not appreciate the practical role which women are increasingly playing in farming". 

Two of the Pacific Islands women had used an accountant and both were dissatisfied with the experience. In one instance, the accountant "gave the business six months before it folded" - it is still going two years later. In the other, the accountant mismanaged the business GST payments, leaving a debt which is still being repaid. 

The two Maori women who had used an accountant were both satisfied with the advice they received. 

The Chinese Malay woman speaks little English and getting advice has been a major problem for her. When she first set up a friend helped her with basic information and she has now found a Malaysian woman accountant who speaks Cantonese. However, she still finds it difficult to deal with other institutions or with suppliers.

Nine Pakeha women used accountants - six were happy with the advice and service they received; three were not. Expense was a problem for S.:


"Nothing was free. I did that for two years (used an accountant) then decided to go to other people in business and get advice from them."

Another thought her accountant did not know enough about her business to be helpful.

Six women had had dealings with lawyers and all but one were satisfied with the service they received. 

Ten women had sought help from other sources. Four of the five Pakeha women who approached local Development Councils or Enterprise Boards were most appreciative of the help they received.


"I went to the Kapiti Coast Promotion Council and the man there was very helpful. He took me to Tokomaru where the people had done something similar and it was a similar-sized place."


"I went to the South Wairarapa Enterprise Board - they were very enthusiastic and didn't laugh at me. It was their idea to have a poster -they were very supportive."


"I applied to the Regional Development Council for a grant and got $2,000 for advertising."

The one who was less satisfied found the advice she was given too theoretical; she preferred to talk to people actually in business, rather than to theorists.  

One woman had been turned down under the SCOPE scheme while another was given a suspensory loan by the Department of Social Welfare.


"The horrible thing was that DSW wouldn't issue a cheque to me - all my creditors had to send their accounts to the DSW."

While some women agreed that they did not want to borrow, most did not investigate government assistance because they did not think they were eligible, did not feel they needed the help or did not know what was available. 

However, five women, four Pakeha and one Maori, did receive the Enterprise Assistance Allowance which they greatly appreciated, although one commented that when the Allowance ceased it took her some time to adjust to the lack of a regular income. One woman who tried to get an Enterprise Allowance found she was not entitled to it. 


"I had been unemployed for three months but I hadn't been on a benefit so I wasn't eligible. I thought that technicality was silly."

The NZES wage subsidy scheme enabled one woman to employ a receptionist and she was preparing a proposal for the Business Development Board.

Thus, it appears that many women set up in business with little formal advice or professional help.

4.3.5
Strengths in Setting Up

Women saw their knowledge, experience and skills as their main strength. They recognised informal skills as well as skills acquired through formal training -  skills in cleaning, dishwashing, cooking, communication and organisation all received a mention alongside skills in carpentry, typing, hairdressing, dressmaking and project management.

Some women were able to transfer skills from one setting to another. Four women turned artistic hobbies into businesses while others used their home skills to run a homestay business and a knitwear design business.  F. had been a nurse and ran a resthome. She now runs a cafe. Her experience of running the resthome kitchen and being responsible for menus, diet management and buying helped her make the transition.

Others, like G. had gained useful experience in their previous jobs:


"The owner of my last salon trained me in doing the books - the PAYE, the GST, and paying the wages and the bills. And we had a good cross-section of clientele, that helped too."

E. moved from an office job to running and a shop:


"My background in administration was useful. I was able to be very organised and I was used to dealing with books and supplies."

N. worked as a dressmaker before taking over the business:


The previous owner taught me a lot about the business, how much fabric to buy, what mark-up to put on and things like that."

Some women used their skills in collaboration with others. R. was in partnership with her husband in a horticultural business.


"It's a really good partnership. We're responsible for different parts. I do the growing and G. does all the books and office management. He's very good at data bases while I've got a good eye for the detailed fine work."

While practical skills received most mention, confidence and determination were also important. Some gained confidence from their skills, others described themselves as confident, outgoing, determined people.


"I'm confident and capable, a good ideas person, but I need someone else to dot the i's and cross the t's."


"I had confidence because I had enough skills and training and I had done lots of different kinds of work when tempting."


"My strengths were guts and the courage to go where I'd never gone before. I gave up a cushy job and a regular pay cheque to go to a situation where I didn't even know if I was going to be able to eat. Really scary."

Contacts, networks and personal support were also important in giving women confidence in business.


"You need to have the right personality to be self employed. I'm an ideas person, an innovator and a risktaker but I need a stable support team running the show. I pick staff to fit in with the team concept."


"One of my strengths was my network. It was good for jobs. I made a list of everyone I knew who owned a house and did a maildrop. I eventually got jobs and now I get them by word of mouth. Being older and more mature was another strength."

Q. was in partnership with another woman and described their confidence in each other as a strength. "We always talk in terms of `we' not `I'."

Two women drew strength from being well-established in their local community and were able to build up their clientele through community contacts. 

4.3.6
Difficulties Encountered

Practical difficulties hindered many women as did lack of knowledge and lack of confidence. There appeared to be no difference between the ethnic groups in the  kinds of difficulties experienced, although the Chinese Malay woman was unique in having language as her main barrier to success.

Practical difficulties included raising money, finding premises and getting equipment.

Eight women referred to difficulties to do with money. Three had changed banks after having unsatisfactory experiences with their first bank, another was simply dissatisfied:


"In general I have found banks unhelpful, they are either behind the times or slick and yuppy and irrelevant."

Two women said they began with too little money:


 "We were always wondering how we could afford the next lot of T-shirts." 

Others worried whether or not their business was viable:


"It was scary going into it, it still is scary. No worries except financial ones - what if I can't make a living out of it?"

Four women had difficulty finding premises or obtaining equipment. One company refused to sell a woman a photocopier on hire purchase because she was a woman going into business on her own. They thought this was too risky a prospect and offered to do her photocopying for her at a discount, an offer that was quite impractical. She rang the opposition firm who delivered the photocopier the next day.

Six women said not knowing what to do was a difficulty. Some did not have all the technical skills required for their business, others did not know enough about the business aspects. One woman grew plants:


"The difficulties were knowing what to do, the techniques of growing. It took quite a few years to get the varieties right. Seed is relatively cheap but it is highly hybridised so it is important to get good seed."

Another knew her job well but had difficulty learning the accounting aspects of business:


"It was scary learning the accounts. I went to an accountant who was very straight and very approachable. He showed me how to do everything including the GST and the PAYE and a cashbook. That's one thing that's a hassle. It makes a five-day business a six-day one."


"Lack of knowledge about running a business was a difficulty. The bookwork for Inland Revenue got me down in the first year - that was the worst thing."

Getting appropriate information was a problem for some women, particularly those in more isolated areas. One rural woman commented:


"There was nobody to ask what to do and I couldn't get information from shops about prices or products. I felt very isolated and on my own."

Lack of confidence or nervousness affected six women as they set out on their new ventures.  Typical comments were:


"The hardest thing was sheer fright. I didn't feel confident in myself. I didn't feel able to ring up others and ask how they managed. I thought they'd say, `Who do you think you are?'"


"Setting up a business is like jumping off a cliff. I had no idea what was going to happen. It was a real gamble."

Five women said they found marketing and promotion difficult. Some did not know where or how to promote themselves, others found the process uncomfortable.


"The hardest thing is marketing. It costs 10% of your income. It's hard too because as professionals you don't expect to sell yourself. You're not tuned into that."


"I'm not good at marketing. I need someone to give me marketing ideas and offer direction and support but to give me autonomy in what I do."

Other difficulties women faced included their own guilt at working while they had dependent children, poor health, prejudice on the part of others and language difficulties.  A Pacific Islands woman picked a name for her business that would not identify it as being Pacific-Islands owned.


"The reason I picked that name is because it's hard for Pacific Islands people to get a job because of their colour, so I picked a name that would make people think this belongs to Pakeha people. When we have a job, people ask `who owns this business?' I never say it's me."

While L. appreciates the opportunities that have opened up for her, she feels a mixture of guilt and responsibility about not always being home for her 14 year-old daughter, although she senses that everything is fine at home and in fact her absence may even have improved her husband and daughter's relationship with each other.  Another woman is involved in what is perceived to be a man's business. Depending on how she is feeling, she finds other people's attitudes either tedious or amusing.  Two women said they had experienced health problems when setting up in business - health issues are discussed further in Section 4.5.

4.4
BUSINESS DETAILS  

This section looks first at the nature of women's businesses and the market in which they operate, then at their business structure, including finance, staffing and premises. 

4.4.1
The Business Context

The women provided a range of products and services, often in a competitive market. This section considers each occupational group in turn and describes how the women manage competition through providing a good service or a specialised product and by establishing a niche market. Very few of the women interviewed exported their products although some were considering this option.

(a)
Professional

Eight women offered professional services ranging from training, counselling and physiotherapy to publishing, landscape design and art. The women had been in business from one to six years. Three were competing in a difficult market. Z. had not had much success in making inroads on the competition:


"It's a very competitive market. Lots of people who aren't qualified advertise themselves as landscape designers and the public don't know the difference. And there's very little commercial work around at the moment."

Others had developed a niche for themselves to reduce the effects of competition:


"No one else in the area is doing this kind of work and I don't usually need to advertise."


"We specialise in Maori publishing and have established a niche so it's not as competitive as it might be. There is a huge demand and need for Maori books. No other Maori group is doing reports etc for government departments."


"There are other training providers but we are unique - we concentrate on sewing and handcrafts but we can offer the full range. We have a very good success rate."

One woman exported her product. She had sought help from Tradenz but found them `unapproachable'.

(b)
Clerical

Two women provided secretarial services in a highly competitive environment. One has been in business only six months, the other for four years.  Both began their businesses at home but found that to be competitive they had to rent offices in town, adding to their expenses but increasing their visibility. Both have had to work hard to become known.

(c)
Sales

Six women operated a variety of sales businesses - one sold clothing, another sold fabrics and machines. Others sold antiques, flowers, arts and crafts (from a postal agency) and general items through a dairy. Because the clothing market is competitive, women recognised it is important to establish a niche:


"The bank advised me to stock smaller sizes because of the greater market. I've decided this is a mistake and I'm going back to just having large sizes. Fat women feel intimidated buying clothes with thin people around so I'm just going to cater for larger women now."

The floristry and antique and food markets are also competitive and women concentrated on providing a good service and a quality product. While the agency business was not so competitive, B. still made sure she offered a good range of services:


"It's a postal agency and an arts and crafts shop. I've added new features - the railway ticket office closed so now I sell rail tickets and tickets for Newmans. There's no banking facility here so some locals set up a Credit Union which I run. I also take in advertising for the local papers and do power board accounts. I bought in stock that I like as well as what people ask for. A backpackers opened here recently so I got some souvenirs for the summer traffic. I also provide space for the local library  - it's non-profit, run by volunteers."

(d)
Service

The services provided by 13 women included hairdressing and beauty services, food and catering, homestay and motel services, cleaning, taxi and computer services, a fitness centre and an employment agency.

Nine of the women had been in business between one and four years - of these, six had been operating less than two years; three women had been operating five to seven years and one had been in business for 15 years. 

Nearly all the women operated in competitive markets and had to work hard to keep their clientele. They did this by providing a good service with lots of small extras. For example, the motel proprietor supplied each unit with homemade biscuits and jam to welcome travellers; a proprietor of a takeaways shop in a Pacific Islands community offered traditional Pacific Islands food - doughnuts, pani popo, chop suey and curry -as well as fish and chips. 

A woman with a computer consultancy business sold computer software and hardware and acted as an agent for a range of different computer products. She also provided training and ongoing support in using computers. The business works with schools and children with learning difficulties, with farmers and other businesses. U. operates with a philosophy of putting a `smile into computers' for her customers.  She works hard to keep at the `front edge of the market' and says `you can never read enough to keep on top'. 

Some women, like the taxi driver, had little control over their market and found it difficult to increase or maintain their market share; the taxi driver was one of the few women considering giving up her business.

(e)
Manufacturing

Five women in the manufacturing group were making clothes; one was making Maori books, games and resources for schools; the seventh was a carpenter.  All but one had been in business between three and four years. One was a relatively new entrant, having been in business only 18 months. 

The clothing business is highly competitive and the women dealt with this by having unique designs and seeking to establish a niche market. One made felt garments, another designed and made swimwear and aerobic gear, a third designed knitwear, the fourth, with her partner, produced original designs for T-shirts, murals and other products while the fifth was in the most competitive situation making women's fashion clothes. Three operated in the tourist market, with two sending products overseas on a small scale. The others sold most of their products locally:


"I have a niche here doing made to measure clothes and I've recently moved into wholesaling. I wanted to get bigger so I supply retail stores now. To do that I have to compete with big factories so I have to be tight on prices and good on design.  There is little room for profit but I'm getting more efficient. I'm not exporting yet but I'm looking at doing that. I'm thinking about Japan. I tried Tradenz but they were useless. They were going to charge me $500 and they don't even know my business. I'll probably go myself."

Carpentry is also a competitive business but as in the other occupational groups A. has dealt with that by establishing a niche market for herself:


"I work a lot for women and older people. I do a lot of renovations. The work mostly comes by word of mouth. I don't often compete with others by putting in tenders. They take too much time. I tend to negotiate with people."

(f)
Agriculture

Six women were active in the agricultural area as flower growers, a farm worker, a cattle breeder and a supplier of specialist fibres through a farm park.  Three have been in business less than five years while three were well-established, having been operating for 10, 18 and 20 years. 

Four of the women were either currently exporting or planned to do so. All were or would be operating in competitive markets. The two who marketed locally did not face strong competition. A number of women discussed the tension between competition and co-operation. C., for example, is establishing a peony-growing business and has been operating for just over a year. She says that the area is competitive in the sense that producing high quality blooms is the key to success, but there is also a high degree of co-operation among growers. The NZ Peony Growers Group is very supportive, helpful and informative. This seems to be partly because peony growing and exporting is a fledgling industry and partly because the Growers Group recognises that the industry is only as strong as its weakest link. The cattle breeder, who has been in business for 20 years, commented:


"At the moment New Zealand is leading and we are trying to stay ahead in New Zealand and in Australia. There is an ongoing tension between competition and co-operation in the business, but I think it is important to co-operate with others so we can develop the breed."

Another woman, who sold plants locally, commented that the popularity of the plants had grown with the number of suppliers, so demand and supply were well matched.

4.4.2
Business Structure

On the surface, business structures appeared to be quite straightforward - 23 women operated as sole traders; 15 were in partnerships - 10 with their husbands, two with other women, two with other men and one with a married couple - and four women operated their businesses as companies. However, these figures obscured some more complex arrangements. For example, P's business is structured as a partnership between P. and her husband. The partnership also owns her husband's business. P. runs her own business while her husband runs his. Other husbands and wives ran their businesses independently without the partnership link. A number of women in partnerships with their husbands ran their businesses as part of a farm partnership, although they took primary responsibility for their own component, in one case operating with a separate GST number.

Very few women had changed the structure of their business since it was established. One had been a sole trader but as a training provider, had to become a company to satisfy registration requirements. Another changed from a partnership to a company to protect the firm's name.

One woman in a partnership had altered the proportions of ownership. When the partnership began, she had a 50% share and the two other partners, a husband and wife, a 25% share each. Once she was in a position to become more active in the business and the others chose to become less active, she increased her share to 75% to ensure she had a liveable income.

Another woman who had been operating as a sole trader merged her business with the farm partnership.

Some women were considering changes in structure, in one case for tax reasons, in another to give her business more credibility:


"I'm a sole trader but I'm about to become a company. I'll get someone in the family or a friend to be the other shareholder. The business is becoming more diverse and it will provide more protection for me and more recognition of my status. A company has more credibility."

4.4.3
Personal Income

The business was the sole source of family income for 24 women. This included 14 of the 23 women operating as sole traders, five women in partnerships and four women in companies. All the Pacific Islands women relied on their businesses for their income, as did five of the nine Maori women and 12 of the 25 Pakeha women.  

Those with other sources of income included 13 women whose husbands were also working, although in one case the woman's business provided most of the family income. One woman had a part-time job to supplement her income; another's husband was on ACC. 

Three women received income from a benefit at the time of the survey and one had done so at various times in the past, indicating the tenuous nature of self employment for some women. 

-
One whose business was seasonal, relied on the summer tourist trade. Because she cannot get the benefit while running a business, she virtually gives up her business in the winter and begins again in the summer, supplementing her income with other work. 

-
Another is in the early stages of setting up a business that will take several years to make a return. She sees the unpaid time spent now as a long-term investment that will enable her to be independent of the state in the future. In the meantime she cannot survive without her benefit income.  

-
A third has set up a fitness centre in a small rural town in response to a perceived need for some local women to have greater self-esteem, which she thought might be achieved through greater fitness. She sees the centre as a community service, it has never made any money and she anticipates that the local Maori Committee may take over ownership and run it as some form of community trust.

Y. has been self employed since 1975 but in 1983 was diagnosed as having ME. Since the late 1980s she has been on a sickness benefit when her illness overwhelmed her and prevented her from being self employed, but she has continued to be self employed when she can. 

4.4.4
Annual Turnover 

The annual turnover of businesses is a guide to their size but a guide only, depending as it does on the nature of the business, the length of time it has been operating, the number of employees and the aspirations of the owner - some women were consciously building up their businesses; others were comfortable with operating on a small scale. 

Fourteen women did not specify their annual turnover, either because they did not know what the turnover was, or because they did not want to disclose this information. Some said their partners or accountants did the books and knew these details. One, in a part-time business, described her turnover as minimal.  

The turnover in other businesses ranged from $10,000 - $15,000 to $500,000. In many cases, women drew little or no income from the business, preferring to re-invest in plant and stock or being committed to expenses for staff and materials. As might be expected, those with a higher annual turnover were more likely to have employees and more likely to have the business as their sole source of income.

4.4.4
Employees

Half the women interviewed employed no staff and 11 employed staff full-time. Fifteen employed part-time staff while eight employed casual staff. Women in the agricultural sector were least likely to employ staff while those in the service and professional groups were more likely to employ full-time staff. The employment pattern is described in more detail below.

(a)
Four of the seven professional women employed staff. One employed both full-time and part-time staff, another employed a woman full-time to assist her in running training courses while a third employed one woman full-time, another part-time plus contract staff as needed. All employed only women staff, one commenting that she had employed men in the past and found them difficult because they wanted to take over and had difficulty working with or to a woman. 

(b)
One of the two women offering secretarial services had recently employed a woman part-time.

(c)
In the sales sector, two women employed one other woman on a part-time basis while the third employed six people, four women and two men, all part-time.

(d)
Seven of the 13 women in service occupations employed staff. One woman in the food business employed eight staff - seven full-time and one part-time. While she employed equal numbers of men and women, she did comment that men were "not very lateral and were less able to cope with doing several tasks at once or to think ahead." Another, also in the food business, employed six women on a casual basis. Both hairdressers employed staff and the computing services business had three staff, one woman and two men.

(e)
Five of the seven women in the manufacturing group employed staff, with one employing two women full-time, one part-time and two on a casual basis. Another employed 45 - 50 women as outworkers and a third employed one woman part-time and others as casual workers. One business employed two men part-time to help with laminating and glueing products. 

(f)
Only one of the six women engaged in agriculture or horticulture employed other staff. This included a family member plus casual staff.

2.4.5
Premises

Twenty-two women operated from rented premises and some found this a financial burden. One woman was committed to finding nearly $2500 a month in rent and paying the wages of two staff before she earned any income for herself or to replace stock. Twenty women were based in properties they owned or in whose ownership they shared. This latter group included 5 women who operated from family farms, a woman who lived in the motel complex she ran, another whose restaurant was in the same building as her home, one whose company had bought the building from which they operated and another whose home was attached to the shop she operated.

Altogether, 20 women were running their businesses from their home or from premises attached to their homes. 

4.5
BEING SELF EMPLOYED

4.5.1
Why Do It?

Very few women interviewed were in business primarily for the money, although the business was the primary source of income for half the 48 women interviewed.  Women were much more likely to say they were in business because they enjoyed the independence and freedom of working for themselves. They also liked the challenge of establishing something new, the ability to use and expand on their knowledge and skills and, in some cases, to be able to fit their work around family and community commitments. 


"It wasn't so much the income but the desire to be my own boss. I wanted to have a challenge and make something of my own."


"Income was my lowest priority. The priorities were: building on and keeping up my skills; mental stimulation because I don't like being at home, it was lonely; and keeping up my self-esteem."


"Income wasn't the prime motivating factor. It was more important to have an interest of my own which could use my training, that I could do from home and that fitted in with other activities on the farm."

A Maori woman who set up a business which now employs eight staff commented:


"If you saw my books you'd know I wasn't here for the money! The knowledge and experience gained are far more important. I do want to be rich, not for the sake of being rich but because it gives you choices. It's just a tool."

Another Maori woman runs a shop with the help of her husband:


"You're supposed to be in business to make money. Any other business person would think I'm cracked because I'm not making any money. It has given us something to do. It's good for both of us. It would be nice to have a bit of money but flash cars don't mean much to me. The business is my love. There are lovely people round here. I feel proud about my work, especially when I get good feedback from customers."

Balancing income and independence was important for several women, including G. whose business is her sole source of income:


"Having enough income was one priority. I didn't want to earn megabucks but I did want to be financially independent. A hairdresser's wages are $8.25 an hour and I wanted more than that."

The poor wages in trades also influenced A's decision to be self employed:


"The main value was being independent, being in control, calling the shots. Money was a consideration in that being a wage worker in carpentry is not a good wicket. I got really pissed off watching the boss's lifestyle. Now if the income's not there it's because I haven't generated it. The relationship with clients is great and I'm good at it, it's one of my strengths."

While some of the Pacific Islands women felt that income was important, others emphasised other aspects of their work:


"Income is the number one thing in our lives as far as survival goes."


"What is important is the service and the quality of workmanship and how you treat them (the clients)."

And the Chinese Malay woman was working long hours so that when her children grew up she would be able to afford to send them to university.

4.5.2
Income

The amount of income women drew from their businesses depended not only on the kind of business they were in and their skills as businesswomen, but also on the length of time they had been in business (setting up costs are usually higher in the early stages), their aspirations and their personal circumstances.

Thirty-six of the women reported their income. 

(a)
Twenty-two women drew less than $10,000 a year and of this group seven drew no income at all. All seven had other sources of income. The low-income group of women were in all occupational groups.

One, a professional woman, has a small child and chose to work part-time to maintain her skills and for the mental stimulation. She illustrates very well the juggling act many women engage in when balancing work and family responsibilities. Last year Z's childcare costs were higher than her income and she was planning to give up her city office and begin working from home which would save rent; her childcare costs will also be reduced when her son goes to school but it will be harder to arrange after school care and school holiday care when she needs them.

S. is a manufacturer who chose self employment so that she could be more available to her family. She works from home and income was never important.


"I needed to cover advertising and running costs but I don't worry about paying myself. I just take what I need for things like clothes and travel."

Like S. and Z., L. has a husband in employment so that her income is secondary in the family. Nevertheless, she contributes the modest income from her retail business to the family purse. She too used to pay more for childcare than she earned but that situation has now changed. 

I. provides clerical services and has only been in business a short time. She is not yet able to draw an income from her business and services on the Enterprise Allowance. On the other hand, P. has been in business four years and until this year has ploughed most of the income back into the business, depending for an income on her husband's business. This year she has drawn $200 - $300 per month.

Two Maori women have been in business for 18 months and their income has increased from $145 per week to $200 per week. They use the money to live on and supplement their income with other work. They would also like to increase their income.


"We love the work. It's ours, our space. We would like to earn more and employ others but we can't at the moment. Our goal for this year is to turn over more and pay ourselves a nice salary."

Another was in the same situation, with a woman and her husband/partner drawing $300 per week between them.


"It's pretty much the same as the dole. We just take out enough to live on. We would like more money but it's the freedom over our lives, and choices about what to do. Now there is hope and that has made a big difference. We hope that the business will get bigger and life will be more comfortable."

A woman taxi driver said her income had dropped by half since deregulation and she now draws only $90 per week. 

(b)
Five women drew between $10,000 and $20,000 per year from their businesses. 

One, a single woman who has been in a manufacturing business for three years, usually draws between $1,000 and $1,200 a month from her business but often ploughs the money back in. Although she was on the unemployment benefit when she first set up, earning money was not the most important factor. She was more interested in being her own boss and being able to be creative.

A Maori woman in a professional business drew $450 - $500 per week on average. She came to self employment from a salaried position.


"I'm earning about the same now as before but without the pressure of having two jobs. I need the money to keep the household ticking over but don't have material aspirations. Finances aren't the priority."

(c)
Four women drew between $20,000 and $30,000 a year from their businesses.

B. is a solo parent who depends for her income on her retail/agency business. She has built her income up over the years. O. also depends on her retail business for her income as does T., a hairdresser, whose income is limited to some extent by the number of clients she can handle. She commented, "It will never be big money because the salon won't grow much, but it suits me."

(d)
Five women drew more than $30,000 per year from their businesses.

All but one in this group were sole traders and all relied on their business for their personal income. They were all in different occupational groups. One, providing secretarial services, relies on her business for income. What she earns is comparable to what she used to earn as a "temp. worker" but she finds it more satisfying to be self employed. 

4.5.3
Hours Worked

As with income, hours of work are to some extent determined by the age of the business - whether or not it is in the setting up stage or well-established - as well as the type of business and its clientele.

The majority of the women interviewed worked long hours in their businesses - 29 out of 42 worked full-time, including all the Pacific Islands women and the Chinese Malay woman; six worked part-time (i.e up to 30 hours per week); while seven said their hours varied depending on the workload or their own preferences.

Many of those who worked full-time said they worked 10 to 12 hours a day, sometimes six days a week. D. has a manufacturing business and works because she enjoys it and is building up the business:


"I work from 7am to 6pm or later five days a week. I teach night classes two nights a week plus I do 10 to 15 hours in the weekend. I really enjoy the life - I'm a workaholic."                                      

Others worked long hours because of the nature of their business. V. runs a motel and is on call even when the office is closed. She starts her day at 6 am and closes the office at 8 pm. - "If you look at the hours I work, including being on call, I'd probably be lucky to make a dollar an hour!"

A. is a carpenter.


"I work about 34 chargeable hours per week although I actually work between 50 and 60. It's wonderful work, I love it. That's why I'm not shooting myself in the foot over the hours. It's not as flexible as you might imagine. To get the chargeable hours you have to work five days a week and in daylight. People don't like it if you don't turn up."

O. runs a seven day a week dairy/takeaways and works from 5.30 am to 6.30 pm with every second weekend off. She said the job suited her while she is young. E. has a florist shop and gets up at 4 am on market days. She works nine hours a day on average and more if there are weddings or funerals, sometimes working right through the night.

Women in service industries tended to work long hours. A woman in a cleaning business worked in the office from 9 am to 2 pm then cleaned from 3.30 pm to 1 am. A taxi driver starts work at 4 am then has a long break later in the morning. U. runs a computer business and works 80 hours a week on average. The actual hours depend on client demand and J. is constantly trying to get the right balance between home and work.

Three women said they now worked shorter hours than when setting up their businesses.

The six women who worked part-time did so from choice - three were offering professional services; two were manufacturers, one with six children aged from five to 13; the sixth was in a partnership with another woman in a retail business. Both had children and they shared shop duties between them.                   

Seven women said their hours of work varied, sometimes because of the nature of the business, sometimes because of variations in demand and at other times from choice. K. for example, works long hours when she has homestay guests; C's hours depend on the demands of her planting schedule; M's business is dependent on the tourist trade which is more active in summer, whereas another woman's work hours depend on her state of health.

4.5.4
Health and Quality of Life

Despite their long hours of work and the demands of running a business, women were generally very enthusiastic about their quality of life, using terms like "idyllic", "wonderful", "amazing" and "fantastic."  Women contemplating leaving self employment (and those who had left self employment) were more likely to stress the disadvantages of self-employmwnt. 

On the positive side, women like L. said they were much happier since going into business. She felt mentally stimulated and her family had noticed the change. So content were they, that several women who had reached a point where they had to decide whether or not to increase the size and scale of their businesses decided not to:


"We no longer work such long hours, we take it at our own pace. There are busy spells then we relax, it's lovely following the rhythm of the seasons. We recently had to decide whether to build another shade house or stay the same size. The new one would have meant employing someone so we decided to stay the same."

Even some of those working long hours were positive about their quality of life. C. says she usually works 18 hours a day:


"It's pretty good, I have a beautiful home and the highest quality of friends ever. It's definitely better than before self employment. I don't have as much money but the quality is better. Before I belonged to a system, it suppressed my spirit and it was soul-destroying.  The gains seemed so small for the amount of work we did. Now I see the gains. It has taught me a lot about responsibility - I have to front up."

And E.'s interest in other areas had increased:


"I have learnt to do a lot of things and am interested in more things. At home I was just interested in the garden and sewing. Now I go to meetings at school and on the marae and I listen to other things going on. And I listen to what's going on in government - I never used to be interested."

Those who described their lives in less than glowing terms were trying to balance work and family commitments:


"My life is stressed, mostly because of juggling work and childcare."

B. who runs a six-day a week agency/retail store had problems with her health last year, with several bouts of flu.


"It's easy to get run down and you need to look after yourself. I've made the transition from mother to breadwinner. I find it hard now to go to school things during the day but I try to get to evening dos. The kids are always saying, `Where's Mum?' but they like coming into the shop too to see how the business works."

Two women worried about money while another thought her standard of living had dropped:


"I came here for the lifestyle and it's a neat place to live but financially it's really hard being away from the markets. It's confusing having to sell things that only rich people can afford and there's no support from other businesses. It's just survival."

A Pacific Islands woman who works a 10-hour day described her quality of life as average and her health as poor. Poor health inhibited a number of women to the point where one had spent periods of time on the Sickness Benefit. Another was considering giving up self employment:


"I might have to give up driving. I get sick quite a lot and when I don't drive there's no income. I'm looking round for other businesses - maybe in Pacific Islands food."

4.5.5
Skills and Courses

Although almost all women said their skills had increased through being in self employment, only 17 had been on, or regularly went on courses to increase their skills. None said they went into business with the aim of increasing their opportunities on the job market in the future.

Two women were doing accounting courses to improve their skills. Nine out of the 17 women had been on Small Business courses of some kind and most found them useful:


"It helped me get rid of my fear of "figures and accounts" and gave me much more confidence in my own competence as well as some specific skills."

However, some women said the courses were not specific enough for their needs.:


"They don't cover a lot of really basic things about the traditions of business e.g paying bills at the end of the month and getting credit instead of discounts."

Women commented that the cost of courses could be a deterrent and few could spare the time to attend. This was especially true for those living away from main centres. One noted that it cost her $600 to travel to Auckland, her course cost $700 and she attended three times a year to keep up to date. 

Some had considered evening courses but the thought of studying on top of running their businesses was too much. Informal discussions or regular meetings with other women in business were preferred and some had arranged this for themselves.

4.5.6
Likes and Dislikes

Independence - being your own boss with the freedom to make your own decisions -was the main attraction for women in business. They also liked the flexibility, the challenge of creating a business and the satisfaction of providing a good service.


"I enjoy getting letters from people who like the flowers. I'm doing what I like doing - I'd do it anyway, even if it wasn't my source of income. The flexibility and independence are great."


"I don't like the paperwork, otherwise it's good. The best thing is the security, knowing it's yours. And you forget what a lot of nice people there are out there."


"The best thing is feeling that I'm in charge. I liked having children but I finally proved to myself that I'm more than someone's wife or mother. If you work really hard you get the rewards."


"I like the freedom of self employment, being able to go away for family commitments like tangi. We are the decision-makers about our futures. We meet really interesting people all the time. You can make your mark and get some standing in the community. We enjoy working with each other - you have to be in business with the right person."

Ten women said there was nothing they disliked about being self employed. Others disliked being tied down, working long hours, feelings of isolation and dealing with difficult customers or staff.  The paperwork also put women off - many commented on the time this took and the complexities of forms for tax and other returns; others worried about their families.


"It's difficult having a business when the children are sick. I panic every morning from 7 - 9 getting the kids off to school and creche. I'm always late and puffing and tense. I never switch off the kids when I'm at work but my husband does. Maybe it's a difference between women and men."


"I don't like being tied down. If I want to get out into the garden I get messy, someone comes and I have to go in and clean up. It can be very frustrating. I also miss having conversations with other women but I've joined clubs to get over that. It can be very isolated."


"My main dislike is dealing with staff. I had to fire someone once and couldn't sleep the whole night before. I also sometimes have to deal with difficult people. A drunk came in the other night, that was horrible."


"One problem is that there's no one to talk to about business things. I ring a friend in the North Island who's in the trade and that helps. It has been tough on my own. If I did it again I'd probably go bigger so I could employ staff and have more time off or go much smaller and only work two or three days a week."

Maori and Pacific Islands women faced some particular difficulties:


"I was at a meeting with the bank manager once and on the form in front of him I saw they had written "Maori woman". It just leaped out at me and my whole body and soul just sank.  There's also a lack of role models for Maori women - I never knew there were so many Maori businesswomen. Somehow the information and the role models didn't get passed on."

Two Pacific Islands women commented that because they were in business, the Pacific Islands community assumed they must have lots of money. This was in accord with a finding in the literature that things and services will be given rather than sold which can be an impediment to business. 

Despite the problems, all but one woman planned to stay in self employment, either in their current or a different business. Some had set a time limit for their present venture, after which they would review progress but only one woman, a taxi driver with poor health, was looking to give up her situation and even she was considering self employment in another area.

The positive view women held of self employment is summed up by M. who set up her business with a woman partner as a way of getting off the unemployment benefit. They have been in business for 18 months and supplement their income with extra work:


"We have committed ourselves to five years in this business. After that, who knows? But we will never work for anyone else again. If you can do it for yourself, why work for someone else?"

4.6
WOMEN WHO HAVE LEFT SELF EMPLOYMENT

4.6.1
Background Details

Six women interviewed had previously been self employed but were not in business at the time of the interview. Their personal backgrounds were as varied as those of women still in self employment.

-
One woman was in her 20s, one in her 30s and the remainder in their 40s.

-
Four were Pakeha, one Maori and one a Pacific Islands woman.  

-
Two had no post-school qualifications, one was a teacher, one had a Polytechnic qualification and two a degree or diploma. 

-
Three were married, two were single and one was divorced.

-
At the time they set up in business one woman had no children; two had children aged 7 and 9 while three had children aged between 10 and 12.

-
At the time of interview, the women's children were aged between 12 and 21.

-
Previous occupations included seasonal work, teaching, running a restaurant, being a researcher and childcare work. 

-
Four women were on a salary or wages immediately before setting up in self employment, one was `on and off the benefit' and the sixth had taken a year off from teaching and was not in paid work.

The women became self employed for a variety of reasons including choice, frustration and chance: one saw an opportunity for a clothing shop in her area, another who had spent time on an unemployment benefit wanted to become independent. A desire for independence and self-fulfilment prompted a third woman to set up her business while a fourth was "sick of working for other people". With the support of her family, she set herself the goal of working for herself until the family had a mortgage-free house. Another woman became self employed by chance. When she completed her degree she was offered a vacation job as a research officer. Realising she wanted to be more actively involved and not spend her time in an office, she took up the opportunity of contract work when it was offered.  The sixth woman was pushed into self employment:


"I never had any intention of owning a business. I had taken a year out from teaching and during that year my father-in-law died. He owned a general store which had been in the family for over 50 years. The family decided to take over the store and because I wasn't working at the time I got the job of manageress."

4.6.2
Getting Started

Two women bought an existing business; three set up on their own from scratch while the sixth set up in business with a male partner. 

MA. decided on her dressmaking business because it was something she was able to manage while pregnant and raising children. Two chose their business to suit their skills and interests. PA. set up a fitness centre:


"In 1983 my health was bad and I knew I had to do something about it. I became interested in health, fitness and eating and I've done a number of courses relating to health and fitness."

Three chose retails outlets, two because they believed a shop offered an opportunity to make money and one because the family already had the business.

Five women did not have to borrow to set up their businesses although one bought a computer and filing cabinet which reduced her savings significantly at the time. The sixth, who bought a seven-day dairy and takeaways, sold the family house to do this and borrowed money from the bank. Her husband took joint responsibility for the loan.

Family contacts were important:


"I couldn't have done it without the family. My husband is an accountant so he helped me with the accounts. He did the GST and I did the rest."

One woman found professional colleagues were helpful in making contacts but only one of the women sought professional advice relating to setting up in business. It was not a satisfactory experience:


"Accountants think they are God but they are not the most useful people in practice."

None received government assistance when setting up although two women in retail businesses subsequently employed staff using Department of Labour work schemes. The women either did not know what was available or did not think they would be eligible. 

The difficulties experienced by these women when setting up were similar to those experienced by women still in business, including lack of knowledge and confidence:


"Confidence was lacking because I was working from home and it was my first time in business in my own right. I found my negotiating and interpersonal skills hard - and my accountant and lawyer treated it as pin money."

The strengths women brought to their businesses included skills, knowledge and experience from previous employment, again a similar list to those still in employment. One woman had previously worked for wholesale and retail companies in Australia and this experience stood her in good stead when she set up her shop; another was in partnership with family members who had previously run the store. 

4.6.3
Business Details

The women were in a range of business areas - three ran shops, one selling clothing and the other two selling general goods, including in one case, takeaways. One woman designed clothing, specialising in bridal wear, one ran a fitness centre and the sixth was a research consultant.

Four operated as sole traders; one began in business with a male partner then restructured the business to operate as a sole trader. The sixth was in a family company with three male and three female shareholders. 

Two women, both single, had depended entirely on their business for their income; three other women drew their sole income from their business but because their husbands were working, the family had access to other income. All three used their income in part for themselves and in part for the family. The sixth saved her business income so the family could buy a house mortgage-free, while her husband's income kept the family going. 

Three women worked from a shop, two from home and one from a rented gym.

Three women employed no staff; the dressmaker and designer employed three women full-time, while the two women in general stores both employed staff - one employed three women, two full-time and one part-time; the other employed her children plus five casual staff, all women.

4.6.4
Experience of Self employment

Most of the women enjoyed their time in self employment and acquired a range of skills. Their experience since leaving has been equally varied. In her brief time in business, KA. gained a greater insight into accounting practices for small businesses. Her health has now improved and she plans to use her skills in other businesses in future.

The two women in seven day businesses both described the pleasure of getting to know a regular clientele, but did not like the relentless pressure of work. One commented:


"As you get older you can't do those hours - five and a half years was the longest anyone had done in that dairy. It was worth it and I enjoyed it but I wouldn't go back to doing that."

4.6.5
Reasons for Leaving Self employment

Two women were in business less than two years and four for between five and seven years. 

One closed her business because of poor health; another because her mother became sick and subsequently died. Both these women plan to become self employed again in the future and one has already set up a business structure. The other sells Nutrimetics products, cleans at the local college, picks flowers for export and is about to start learning how to grade and pack moss for export while she plans for the future.

A woman in a seven-day business had achieved her savings goal and was persuaded by the family to sell. She now drives a delivery van for a freight company:


"My quality of life has improved 200%. I miss the money but the change is worth it. I wouldn't go back to doing that - I'd go back to doing something my husband and I can do together, like a motor camp."

Another, also in a seven-day business, became exhausted:


"I got worn out. I left it slowly by starting relief teaching again. When I decided to go back teaching full-time, none of the other partners was willing to take over so we decided to lease out the business."

Uncertainty about contracts was the main reason VA. left self employment. When one contract fell through she could not face the search for work. The offer of a permanent job was tempting and she took it. She is still in paid employment and greatly enjoys her work. The sixth chose to go back to salaried work to pursue a career but is not optimistic about achieving this.

4.6.6
Experience Since Leaving - Where to Now

PA. ran a fitness centre before and plans to do so again. She has already begun setting it up and teaches fitness as part of an Access course as well as a night class. She recently did an eight-week "Be Your Own Boss" at the Pacific Islands Resource Centre in preparation for her new venture and has received a substantial grant from Pacific Islands Employment Development Trust to help her.

Another thought her hours had probably increased since she stopped managing the family business, but at least this is by choice. In the shop there was no choice about the hours. Because she enjoys teaching more than being in the shop she is more willing to put the hours in. Her income has increased and she plans to stay in teaching. 

The former consultant also works longer hours and has more responsibility but in return she has paid sick leave and holidays and conferences are paid for. She has no regrets about giving up self employment but would do it again if she was working in a team with the right people. In the meantime, as long as she feels she has an opportunity to make a difference, she will continue in paid employment.

The fourth woman is less satisfied with her change to being an employee. The management skills she learned in business are not recognised by the company she currently works for and she has had to start again at the bottom of the ladder. She is looking for other outlets for her creativity.

The fifth woman enjoyed her time in self employment but not the long hours. She is an employee for a freight company but has maintained a considerable amount of autonomy in her working life, and sees it as a way of keeping some of the best attributes of self employment.

One woman has a number of part-time jobs and casual work and will continue with these while she considers returning to self employment.

In summary, it appears that poor health, tiredness, job insecurity and a change in aspirations influenced these six women's work choices, but their experiences were not enough to put them off self employment per se. In other circumstances, some at least are likely to take up that option again, better equipped than they were for their earlier experience.

4.7
Conclusion

In drawing conclusions from the findings of the field work, caution must be taken. Such a small sample of the self employed women in New Zealand cannot be used to test the findings of the statistical data or of the literature review. However there were some findings which were sufficiently consistent to at least bear mention in this report as indicators of issues that need to be addressed.

V.
DISCUSSION AND CONCLUSIONS

5.1
Women in Business

While women in self employment share many characteristics with women salary and wage earners and with self employed men, they constitute a unique group with a distinct approach to business.

5.1.1
Comparisons Between Self employed Women and Men

Women are less likely than men to be self employed. Many of those who do become self employed work in the same occupations and industries as men. However, women tend to operate on a smaller scale than men, which in part explains why they have on average, a lower income from business. Although women are equally as likely as men to employ others, they are much more likely to have fewer employees - rarely more than five - and to work from home. Men's businesses tend to grow faster than women's (measured by number of employees), although women's businesses are just as likely to survive. 

Although unemployment does encourage some women to investigate self employment as a means of creating work, the numbers coming from unemployment to self employment are low, and this avenue is more likely to be investigated by men than women.

Here and overseas, women and men are most likely to come to self employment from wage or salary earning, although a number of women outside the labour force choose self employment as a way to balance work and family commitments. Certainly women are more likely than men to leave the labour force when they give up self employment, reflecting women's more intermittent involvement in the workforce.

5.1.2
Comparisons Between Self employed Women and Women in Paid Employment

The comparisons between women in self employment and women on wages and salaries are less clear cut than between self employed women and men.

With some exceptions, self employed women and women on wages and salaries can be found in similar occupations and industries. The two groups are equally likely to work full-time, although self employed women tend to work longer hours than their wage and salary-earning counterparts. The complexities of business make it difficult to compare the incomes of the two groups, with the incomes of self employed women being influenced by the length of time they have been in business, their choices about reinvestment and their ability to charge expenses to the business.

While there is general agreement that self employment is more prevalent among older women, there is less consensus about whether or not self employed women are more likely to be in couple relationships and have children than wage and salary earners. The statistics tend to support this view while some of the research reports do not. However, it seems quite evident that some women enter self employment as a way of balancing work and family responsibilities and that having a family encourages some women to consider self employment as a practical work option.

5.1.3
Ethnic Variations Among Self employed Women

Self employed women are not a homogeneous group, with variations by ethnicity being particularly important. For example, although self employment among Maori women has increased,  Maori women are still far less likely to be self employed than Pakeha women. Self employed Maori women also tend to be younger than their Pakeha counterparts and are less likely to hold a tertiary qualification. While self employed Maori and Pakeha women have a similar range of incomes and work similar hours, Maori woman are less likely to own their own home (which they may use as collateral for finance) and may have more demands on them from their community.

Pacific Islands women have a particularly low level of self employment. Those who are self employed tend to be young, with few qualifications and little collateral (in the form of their own home). They are clustered in the manufacturing industries and production work and are more likely to be found in the lower income groups.

In contrast, Chinese and Indian women have particularly high levels of self employment, with an especial concentration in the wholesale and retail trades and in sales and service occupations. Self employed Chinese and Indian women tend to be young, with fewer qualifications than their wage and salary earning counterparts. They work long hours and their incomes spread across the full range as is the case for women from other ethnic groups.

The Pakeha/European group has moderate levels of self employment. Self employed Pakeha women tend to be older and better qualified than those in other ethnic groups and more likely to own their own home. A high proportion of self employed New Zealand European women work in agriculture, while those from other European backgrounds are more often found in professional, technical and clerical occupations.

5.2
Women's Experience of Self employment

The women interviewed in this report do not necessarily represent the experiences of all women in self employment and cannot be cited in support of statistics. They are more useful in considering the points made in the literature review above and in suggesting new avenues for exploration.

5.2.1
Setting Up In Business

The family circumstances of the women interviewed in this study suggest that women at all stages of the life cycle set up in business but seek to adapt their businesses to suit their situation. For example, women with preschool children are more likely to work from home or to work part-time. Certainly the statistics and literature support the view that some women become self employed as a way of balancing their work and family commitments. Programmes aimed at women need to take this factor into account so that services offered are appropriate.

A number of the women entering self employment were relatively young. Very few used established sources of help, often through lack of awareness or lack of confidence but also because they thought the agencies and programmes would have nothing to offer them. It would be useful if lending agencies, helping professionals such as accountants and business support programmes recognised that young women may need programmes targeted specifically for them.

It was interesting to note that women's education levels or areas of training were not necessarily related to their current area of self employment. This was more likely to be influenced by family circumstances, personal interest and opportunity. A number of women took the opportunity to change direction when setting up in business. This  included women who had previously been in paid employment as well as women out of the work force or on a benefit.  Even though they were entering a new field, few women made a point of retraining in their new area of interest. Most preferred to learn on the job, attending short courses when they were available or when time permitted. Time and cost were deterrents which prevented some women attending courses, others said there were no relevant courses available or could see no need to retrain.

As in British studies, the women interviewed placed a high value on the ideology of self employment - being independent and being their `own boss' - as well as on flexibility, challenge and job satisfaction. Women who were unemployed or on a Domestic Purposes Benefit at the time they set up in self employment placed a higher value than others on earning money, but even this group stressed the importance of independence and creative satisfaction. Dissatisfaction with their present work situation did prompt some women to take up the challenge of self employment and the shift to self employment was often prompted by opportunity or some particular event like restructuring, redundancy or the availability of a suitable business. 

The five groups of women entrepreneurs identified by Carter and Cannon in Section II above do not match the women interviewed for this study particularly well. While there were women in all five groups - achievement-oriented young and older women, young woman who has drifted into self employment, older women returning to economic activity and women for whom self employment is a traditional way of life -there were also women, particularly older women, who sought self employment as a lifestyle. They wanted an alternative to the pressures of paid employment and sought balance rather than achievement in their lives.

5.2.2
Getting Established

All the barriers to self employment identified in the literature review were mentioned by women in this study. These included lack of start-up capital, lack of confidence, business skills and experience in the chosen area, having conflicting priorities and insufficient information or resources. The women worked hard to overcome these hurdles, making the best of their assets and being prepared to learn as they went. 

Few borrowed money from banks in order to begin their businesses. Several were sceptical of their chances of being granted a loan and chose to do without rather than risk being turned down. Some borrowed from family and friends but others developed their businesses by reinvestment, preferring to grow slowly with minimal debt rather than grow quickly with greater commitments.

While some women did not want to borrow, others did not have sufficient collateral to raise large loans, which means that their businesses will inevitably grow more slowly through being under-capitalised. It would be interesting to know what the women would have done if they had a wider range of choices in this area.

Relatively few women sought formal advice about their businesses either and those who did had mixed experiences - some accountants were helpful; others were not. Local Development Councils or Enterprise Boards were appreciated by the women who consulted them and most had satisfying experiences on Small Business courses, especially those run specifically for women. However, the amount and nature of the support available through these sources varies from region to region and depends very much on the philosophy and commitment of local bodies. The overall impression was of women managing on their wits with the help of friends and family rather than using formal structures. This does suggest that there is scope for the provision of user-friendly services for women. 

Similarly, very few women had received government assistance, for example through the Business Development Boards. The main sources of government assistance were the Enterprise Allowance which women used for themselves or an employment scheme to hire staff. Maori and Pacific Islands women who approached Maori and Pacific Islands organisations for assistance generally found the experience frustrating. Most women were unaware of what help was available or where to go to make enquiries; those who did make enquiries found the paperwork daunting while others in this and other studies suggested it would be helpful to have more women advisors. A similar situation exists in Australia, indicating that information needs to be more clearly targeted or more widely available.

The lack of contact with existing organisations suggests there is scope for providing a place or avenue for women to discuss their ideas at a much earlier and less formal stage, so that they can explore options in a sympathetic and supportive environment.

5.2.3
Business Details

Most of the women interviewed operated as sole traders or in partnerships, usually with their husbands, again emphasising the relatively small scale of most women's operations. Even the companies were small, family businesses although half the women relied on their businesses for their family income. Many women operated on small scale from choice as women sought to balance their other commitments with work, others did so from necessity as the businesses were too small or too new to generate an income. The long-term and marginal nature of some businesses was underlined by the fact that three women were receiving a benefit while their businesses became established.

Women in all areas were affected by changes in the economy both locally and nationally - some in rural areas were dependent on seasonal trade, others were in areas affected by redundancies and restructuring which had an impact on their business. Deregulation had made taxi driving a less viable option than under licensing and almost all women had to deal with competition by becoming `smarter' operators, finding a niche for themselves and their products. Not surprisingly, marketing was a major concern and several women wanted help with this aspect of their business, either on an individual basis or through co-operation with other businesses or some local organisations.  Marketing and managing the paperwork are problems for many people in small businesses and finding ways of promoting or sharing imaginative ideas for managing these aspects would be useful.

Women in the manufacturing and service sectors were most likely to employ staff, partly because of the nature of their businesses - seven-day a week businesses need staff to run - and partly because women in these two areas were most interested in expansion. An interest in expansion was generally associated with a growing interest in management as opposed to hands-on production. Some women were interested in this aspect of business, others were not. The problem for the women who did not employ other staff was that they had to carry out all aspects of the work themselves. Inevitably some found they were stronger in some aspects than others, with marketing and bookwork being most often mentioned as a problem. Given women's preference for small scale operations, it may be useful to think creatively about how to support such women in the diverse aspects of business.

5.2.4
Being Self employed

Despite their relatively low incomes and the long hours many women worked, most greatly enjoyed being self employed and would not like to return to paid employment as employees. Most of those who had left self employment felt similarly and would return to self employment given appropriate circumstances.  The characteristics of this group were similar to those of women currently in self employment. Their stories reflect the extent to which women feel able to move in and out of self employment depending on their health, family circumstances and opportunities. This movement is aided by being in a small scale business, with few or no employees and only modest commitments.

5.2.5
Differences Between Groups

Even in the small sample interviewed there were differences between ethnic groups. 

The Maori group was not dissimilar to the Pakeha group in terms of occupational group or work experience. This group appreciated the support of family and friends but some either anticipated or experienced prejudice from lending institutions. They had a strong community focus with their work, with a number producing Maori products for Maori people or incorporating Maori features in their work.

All but one of the Pacific Islands group were married. Few had tertiary qualifications and all but one was in paid work before setting up in business (as opposed to being at home with children). All the Pacific Islands women relied solely on their businesses for income. Most of this group often worked long hours for relatively little monetary reward. They were very much involved in their own communities and in some cases, because they were in business, their communities expected them to give more money or goods than would be expected of others who were not in business. This tendency was also noted by some Maori women.

Rural women faced particular problems, especially those selling locally. Markets are small and vulnerable, transport is expensive and opportunities for growth are limited. Those selling beyond their local area or dependent on visitors for their clientele had difficulties with promotion. Some women found it hard to get information and practical support, while other businesses, especially in horticulture have a long lead in time. On the other hand, living in the country had some positive aspects for women. Some were able to use existing resources without cost - for homestay businesses, flower growing, cattle-breeding, as a base for knitwear design or fibre development.

The number of formerly unemployed women interviewed for this study was small but it was obvious that they were quite different to those interviewed by Boswell and Brown in their 1990 study. The women in this study were relatively well qualified - two had university degrees - and either had relevant experience or sufficient confidence and determination to embark on a business venture.

With such a large grouping of women in the 30 - 49 year age bracket it is not possible to make comparisons between older and younger women. `Success' is a relative term. Most of the women interviewed did not view success in the traditional male way of income received or numbers of staff employed. 

5.2.7
Conclusion

This report reviews women's involvement in self employment and identifies some interesting aspects of their approach to business, including an appreciation of the values of freedom, flexibility and independence, a desire for a balanced life and a lack of interest for the most part, in becoming a large corporation.  However, women were still interested in providing quality products and excellent service and valued the personal contacts they made through business.

Because many operated on a small scale, with little or no debt, and only modest investment in premises or equipment, they found it easy to move in and out of business. The counter side to this, was that many operated on such a small scale that their potential for growth was limited.

Few had an appreciation of the complexities of business, at least when they began and even fewer knew where to go for help. With only modest resources they could not afford to pay for expensive consultations and preferred informal, personal discussions with others in a similar situation. A service which meets these needs would be appreciated. 

Women are making a growing contribution to business development in New Zealand.  Attention to their particular needs by service providers, Government and others would be beneficial both to these women and to the wider economy.  Women are innovative and resourceful.  Their enterprise is too important to ignore.  
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�  "Modal" means the most common or frequent number or group


�  The ethnic groups analysed in this section are Maori, Pacific Islands, Chinese, Indian, Other European, Other Ethnicities and NZ European only.  In 1986 no distinction was made between NZ European and Other European.  As a result, the term 'Pakeha' has been used to encompass all those whose stated ethnicity is solely NZ European or Other European.  Where the 1991 data shows distinct differences in the experiences of these two groups, they have been noted in the text.  Where more than one ethnicity is stated, the hierarchy follows the order used in this footnote.  For instance, someone who is both Chinese and Indian would be coded as Chinese.  





�  The term Pakeha includes both Other European and NZ European only.  See previous note.  





�  Each of the following self employment rates are calculated as:


the number of self employed women (within any particular ethnic group) as a percentage of the number of women of that ethnicity who are gainfully employed in either the full-time or part-time labour force.  


�  The distinctions between Pakeha and non-Pakeha have been used in Graphs 2 and 3 because the number of self employed women who are Pakeha is so much larger than the equivalent numbers for any of the other specified ethnic groups.  As a result, whenever attempts were made to incorporate all ethnic groups on the same graph, low numbers in each of the non-Pakeha groups meant they were barely visible.  Viewed together, Graphs 2 and 3 should give a clearer picture of the distribution of female self employment across various ethnic groups.  





�  "Gainfully employed in the labour force" refers to persons employed in the labour force either full-time or part-time, but excludes those persons who are unemployed and seeking work.


�  This occupational group also includes fisheries workers, but they constitute only 0.2% of female and 1% of male self-employment.


�  The text which follows highlights the occupations where self employed women worked in 1991 (both relative to self employed men and women wage and salary earners), describes both the ethnic and rural distribution of this work and summarises any changes between 1986 and 1991.  





�  The data for the remainder of this section and for Section 3.6 is drawn from the Department of Statistics Business Demography Database.


�  The figures are calculated only from those firms which existed in two consecutive years and therefore exclude all firms that survived for less than one year.  The latter firms are likely to be at the smaller end of the size scale. Thus the table above may underestimate the number of small firms existing at any one time. 





�  Regional self employment rates were calculated as the number of self employed women (or men) in a region as a percentage of the total female (or male) labour force in that region.  





�  Income is defined as the total income, including income support, before tax that a person aged 15 years or over received from all sources for the financial year ending 31 March. 





It was not possible using the data provided to calculate what women or men earned "on average". Instead, percentages and cumulative percentages of men or women in each income group were calculated, and the modal and median income groups identified. 


�  The modal income group is the group which includes the highest number of women.





�  "Median" refers to the middle group or value


�    Transition probabilities measure the likelihood that a person who is self-employed in one quarter will be self-employed (or in other employment/ unemployed/ not in the labour force) one quarter later. The probabilities mentioned cover two periods: June 1990/September 1990 and June 1992/September 1992 and are calculated from the Department of Statistics Household Labour Force Survey.  





The likelihood of female self employment for each age group can be measured by calculating age-specific self employment rates   The number of self employed in each age group has been divided by the number of women in the female labour force for the age group and multiplied by 100.


�  The HLFS definition of unemployment is as follows: All persons in the working-age population who during their reference week were  without a paid job, were available for work and: 


(a)	had actively sought work in the past four weeks ending with the reference week, or


(b)	had a new job to start within four weeks. 
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