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7.1 Women and BEE

7.1.1 Perceptions of BEE and Gender
Gender continues to be a terrain of struggle for

women even as South Africa embarks on a broad
programme for Black Economic Empowerment.  Although
there are now BEE Charters in most industry sectors,
emphasis is largely placed on employment equity issues
within corporations and companies when it comes to
gender issues. Staffing and management issues are key
to skills acquisition and transformation of mentalities
within institutions. However, ownership and procurement
targets are central in determining who effectively obtains
access to business opportunities, finance and economic
participation in the long run. These areas are generally
gender-neutral and consequently result in women
continuing to play a marginal role to men.

The following sentiments appeared in an article from
the Financial Mail in 2004, and remain valid today:
• Though the black economic empowerment (BEE)

charters make special mention of women in terms of
employment, targets are particularly low and there is
no differentiation from black men at ownership level.

• The financial services charter, for example, targets only
4% of executive management for black women and
makes no mention of ownership targets for black women.

• Government tenders also specify that companies must
have some women empowerment, but the percentage
specified is generally small.

• Few women's companies are the lead partners in big
empowerment deals; they more often piggyback on
male-dominated companies.

• As black economic empowerment gathers momentum,
women are beginning to delve deep to find the
reasons they are being largely excluded from the
transformation of corporate SA.

• The BEE Act is largely silent on women's
empowerment and simply defines the beneficiaries
of the law as black people. The black shareholding
elite is generally seen as a “bull show”.

• Another stumbling block for women is the no-
concession ethic, which holds: “do not expect any
concessions because you're a woman”. The implication
is that a dual focus on race and gender dilutes the
focus of affirmative action and black empowerment.
In interviews with two of the leading women-owned
investment companies, many of these issues were
articulated as part of their own experiences.
Company 1 was established in the late 1990s, but, a

company director noted, it has only been in the past two
years that they have really been taken seriously in the
market. The director indicated that at first people were
just not interested and that they were operating in a very
unwelcoming environment. Some of her insights included:
• Women as part of a deal have to work much harder

to get the recognition.
• Women also end up doing the “lion's share of the

work” whilst the men “do the lunches” – this has
been a real experience for them and other women.

• They did, however, say that this does get noticed
because their value-addition has been “so patently
obvious” that it can't be ignored and that this has
worked in their favour in the long run, so “has been
worth the effort”.

lack Economic Empowerment (BEE) represents the principal framework for

economic transformation in South Africa. BEE is enshrined in an Act of Government

(2003) and both the state and the private sector have stated their commitment to ensuring

that the legacy of apartheid is reversed through positive action in favour of historically

disadvantaged persons in South Africa. The financial sector has committed itself to

financing empowerment in its various forms, and this chapter seeks to ascertain whether

this commitment is being interpreted to favour women as well as men.
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• The men in consortiums tended to have the attitude
of “let us take you under our wing” and that this has
only changed now that they have established
themselves, have become deal initiators themselves
and have been recognised as core components of
BEE deals.

• In their experience, women tend to be very focused
on what they want to achieve and tend to be more
cautious, whilst men often have a tendency to “fly
by the seat of their pants” and take chances.

• When they had assisted women in so called non-
traditional sectors, such as architecture, such women
found it very hard to break in and really had to prove
themselves. “They literally have to build a building
to get noticed.”

• There is a tendency in broad based BEE to view
women's participation as a group effort, that for some
reason we “need an army of women” to participate.

• That in their experience, for procurement to offer
real opportunities for transformation, SME development
needs to be integrated into the mix.
After a number of years in the investment business,

the group has developed themselves as a brand name
and are now being taken seriously in deal flows, are
being offered opportunities and are not only considered
as “an add-on” in deals. This happened after many years
of very hard work and really having to prove themselves.
The challenge for women is to get to this position. In
the last two years they have led BEE deals and are
recognised as a core element of BEE deals now.

Company 2 was started in the 1990s with seed capital
gained from friends and family buying into the initial
concept. This was done because the women involved
felt that they needed to be willing to take risk on their
own account in order to be taken seriously by financiers.
They emphasised the need for women to be willing to
share the risk if they want to be successful, and that this
strategy has worked for them. They initially had no
collateral but people bought into their vision. They
believe that they earned credibility from the beginning
because they were serious about being in business and
set the ground rules right from the start in terms of parity

in deal negotiations. It was not all easy though, and:
• In the beginning they were operating in a very

chauvinistic, male dominant business environment
that was not used to working with women.

• There was a lot of scepticism about whether as
women they even knew anything about business
(this despite the fact that these women had substantial
and relevant professional experience).

• Men questioned whether this “was going to be a real
business” – the assumption being that women operate
in the micro market.

• When they wanted to venture into financial services,
men assumed that they mean micro finance and this
even created discord with the men they dealt with.
Their competency was questioned and they were
seen as competing in an industry that men felt was
their preserve. This actually led to male business
associates trying to get an interdict to prevent them
from setting up a financial services company and led
to a “parting of the ways”.

• In the beginning they were seen as a necessary add
on after deals were sealed – in other words, we have
5% required for women – do you want it? The
tendency was to “throw women together” without
considering them in the setting up phase of the deals.
They have resisted this approach and have insisted
on being part of a deal all the way through.
The primary sources of funding raised by this firm

was through share options bought by other women “from
all walks of life” who had faith in the firm’s vision. For
the balance of the company’s capital requirements, private
placements were made with other institutions. Ring-
fenced funding was also raised from private equity funds,
banks and asset management companies.

The company believes that the playing field has since
changed, given the advent of Charters and Codes of
Good Practice, and that there is now more access to
funding for women. The company underlined though
that women “must have a viable business and a bankable
deal”. To be a serious player in BEE deals you have to
be operational – passive investment does not generate
the desired results, and leads to dilution of value.
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One of the issues raised in terms of new comers
(women) into the market, is that they rely too much on
what the financial institutions tell them, and do not
interrogate or negotiate sufficiently on their own deals.
Women need to take far more control than what they
are currently doing.

7.1.2 A Brief Description of some
Women-led BEE Investment Groups

WOMEN'S INVESTMENT PORTFOLIO HOLDINGS (WIPHOLD)
WIPHOLD was initially set up in 1994 by a group of

four black women with R500,000 worth of seed capital
put together whilst they continued to hold down positions
in companies. In 1997 the company made history by
becoming the first women-led investment company to
list on the Johannesburg Stock Exchange, raising more
than R500 million from initial shareholders and institutions.
WIPHOLD has since grown and built up a track record
as a successful and professional investor across various
industries such as financial services, telecommunications,
leisure and gaming, manufacturing, consumer goods and
services.

WIPHOLD’s successes include:
• It actively participates in the companies it invests in,

delivering both financial services and transformation
expertise; and

• Its de-listing in 2003 in order to buy out minority
shareholders, including institutional investors; this
resulted in some 60% of its shareholding back in the
hands of women;

• Through WIPHOLD NGO Trust, the company has
over 300,000 indirect beneficiaries, to which as at
December 2003 the WIPHOLD Investment Trust had
distributed R46m;

• Its 2005 acquisition in Old Mutual Group, beating
numerous other BEE groups to become the Group’s
BEE partner.
Due to its large capital and asset base, WIPHOLD is

able to raise local and international financing for its
acquisitions – generally, as in the Old Mutual deal – on
the back of expected dividends generated from the
underlying investments. Performance agreements further
link them as BEE partners to annual targets within the
larger company, with such agreements providing regular
income in terms of working capital requirements.

WOMEN’S DEVELOPMENT BANK (WDB)
INVESTMENT HOLDINGS
WDB Investment Holdings (Pty) Ltd (WDBIH) started
operating as the investment arm of the WDB Trust in
1997. Since its first BEE deal in 1999, when it
participated in the successful bid by Uthingo
Managements to become the national lottery operator,
WDBIH has continued to expand and diversify its portfolio,
with its latest acquisitions in 2005 including acquisitions
in First Rand Group, and in the healthcare services
provider, Discovery Holdings. In 2005, the WDBIH had
repatriated over R30 million to the WDB Trust as a result
of dividends emanating from its investments.

WDBIH’s strategy for financing its acquisitions is to
look for 100% funded deals in which dividend flow
finances their acquisitions via the vendor, or in which
financial institutions take equity rather than debt, so
that their own assets are not encumbered. They indicated
that while some banks and DFIs have been positive about
working with them, this is not a general response across
the board.

NOZALA INVESTMENTS (PTY) LTD
Nozala Investments (Pty) Ltd (Nozala) is another of

the larger, high profile women's investment companies
which was established in 1996 to facilitate and further
the empowerment of women in general and black women,
in particular (through the activities of Nozala Trust).
Nozala's interests are diversified and include Kumba
Resources, Exel Petroleum, the Fedics Group, Medi-clinic
Corporation, Tsogo Sun, the Education Investment
Corporation (Educor), the Second National Fixed Line
Operator (Nexus) and the proposed Uhambo Oil Limited
Company involving Sasol, Engen and BEE partners, who
will establish a new company called Tshwarisano Pty Ltd.

7.1.3 Impact of Women in BEE Deals
“The beauty of many women’s groups is that they attempt
to empower the individual with financial aid and provide
women with basic business skills.”
(Nozala website)
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These short summaries illustrate how women-based
entities are making inroads into large deals and acquisitions
and transforming the face of corporate South Africa. Most
of the time, however, the level of acquisition is modest
with women often being part of, rather than the leader
in a transaction, although this is changing for some of
the well-established groups, as illustrated above.

Despite the success of these larger women's groupings,
boardrooms in which deals are struck, and the composition
of the financial services sector are still very male dominated
and work largely on the basis of networks and high
profile connections. Funding for BEE acquisitions is
generally a combination of vendor and/or third party
financing, and women’s groups led by highly skilled,
professional women, have shown that they are able to
structure deals and use their experience in this regard
to assist other women and BEE-led companies to access
funding and economic opportunity.

One of the common features of these women led
investment firms is their very commitment to broad based
empowerment, their emphasis on sharing profits on the
ground and making a difference. The use of performance
agreements also means that the firms are in a position
to positively influence transformation activities in the
companies in which they acquire stakes, such as in
procurement, in staffing, and in enterprise development.
Their best practice in this regard deserves to be better
researched and documented.

7.2 Preferential Procurement as a 
Source of Business Empowerment
for Women

7.2.1 No Procurement Targets for Women
Procurement has been targeted as an important aspect

of economic empowerment in the SA context, particularly
for reaching out to the critical mass of SMEs that are
needed to grow and transform the economy. Many
corporate and government institutions have developed
targeted or diversity based procurement polices. In the
private sector, the allocation of procurement opportunities
is based on charters, or as a commitment to promoting
redistribution, e.g. in government.

This strategy creates procurement opportunities for

business sectors previously under represented in the
supply chain, such as black business and women. The
primary focus of the charters tends to be for black
businesses in general, with a smaller allocation to women.

A representative of one of the big four banks
interviewed, felt very strongly that the particular bank
was not masking enough effort to promote black or
women owned businesses in their supply chain and that
as an element of the Charter process, very little progress
was being made.

Codes of Good Practice (Black Economic
Empowerment Codes of Good Practice) have recently
been introduced to further refine the empowerment
agenda of government. This strategy revises previous
documents on black economic empowerment and broad
based BEE and the codes have been introduced to close
some of the gaps inherent in previous sets of guidelines.
The codes are aiming to create a broader base for
empowerment and to promote the participation, not only
of large equity asset transfers by a few individuals, but
also to promote other forms of business empowerment.
One of the elements of the codes is to reduce the practice
of “fronting” to achieve empowerment status.

If one reads the codes however, the emphasis is on
“black” and the issue of women, the youth, the disabled,
are subsumed as a subset of race. This has the effect of
gender being lost in the predominantly male (white and
black) business sector and may undermine the “meaningful
participation” that is intended.

If one reads the codes, then the reference to black
economic empowerment is referred to throughout, the
assumption seeming to be that women will benefit
automatically if this is the overall target. History and the
past 10 years show us that there are very wide gaps
between intention and reality when it comes to
transformation. In terms of the codes, if companies fulfil
their empowerment targets primarily with men, they can
still achieve sufficient status to do business. It should
also be noted that in the same way that it has proven
possible for white-owned companies to “front” black
shareholders in order to obtain business contracts, male-
owned businesses can easily “front” women shareholders
for purposes of appearing to include women owners.
Without proper definitions in the charters and codes this
problem will not be resolved.



WOMEN’S VIEWS ON PROCUREMENT AND BEE FROM THE FOCUS GROUPS
Women interviewed during the focus group discussions, largely felt that targeted procurement was not working
for them. Their comments included the following:
• I have registered on every data base and have never got any business.
• Tenders are too difficult to try to secure, and the process of tendering is very difficult to understand, due to a

serious lack of information and communication about the tender process and availability of business prospects
• We usually get the small deals and basic work, such as painting.
• We don't bother because only people with connections get tenders (this is a very widely held assumption in

the market).
• The compliance requirements are very high and costly, e.g. health and safety regulations. This keeps them out

of procurement opportunities.
• The tender departments were very male-orientated, and often not sensitive to the needs of women vendors.

Local governments were cited as being particularly patronising in their attitudes.
• Performance guarantees are very hard for them to provide (the exception seems to be once the business is

well established).
• When women won tenders, they often had difficulty raising the bridging finance or working capital; banks take

to long to approve applications and the funds can't be accessed in time to meet the contract – the same applies
to raising performance guarantees.

• Women in rural areas indicated how difficult it is to find out about tenders; generally there was concern about
how to access information about tender opportunities.

• Women in construction felt that the Construction Industry Development Board (CIDB) hindered rather than
promoted their interests – they said it was too time-consuming and complicated. They felt that the fact that
they have to be registered with the CIDB was a problem, because of the very slow response time from the CIDB.
This was holding them up in the sourcing of contracts.

Up to now, the codes have therefore not been
completely true to the spirit of the original BEE Act of
2003, which indicated that “in order to promote the
achievement of equality of women”, the Codes “may
distinguish between black men and black women”. It is
a serious setback for women in business that requires
urgent review by the government authorities.

Overall, it is optimistic to assume that the Charters or
codes will significantly impact on the economic
empowerment of women in the absence of interventions
around addressing gender specific barriers for women in
the business and financial environment, and in the absence
of sound definitions, monitoring and evaluation mechanisms.

The issue of performance guarantees has been a
problem for emerging business. The procurement entities
often require that a vendor provide a cash guarantee
against non-performance. New business often cannot
afford this. In addition, they often require working capital
in addition to the guarantee. The acquisition of both
simultaneously is usually impossible. This means that

securing contracts does not always translate into being
able to fulfil the contract. The lack of will on behalf of
procurement entities to reduce the guarantee requirements,
and the lack of willingness of banks to lend on the
back of contracts, has left a large gap in the targeted
procurement scenario.

7.2.3 Enhancing Procurement Financing
Banks and procurement authorities can collaborate

and agree to share risk, in order to support the preferential
procurement initiative. This will require a commitment
on both sides of the process and a commitment to an
integrated model of lending, which also acknowledges
that skills transfer is an important risk mitigator both for
the procurement authority and financial institutions.

The three banks which were interviewed for this
study were not able to offer any statistics on the number
of women who had received finance for contract backed
business. It was also difficult to ascertain a concerted
commitment to providing a specialised product to support
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BEE/gender supplier transformation. The following
responses were given by representatives from these banks:
Bank 1: “We do finance contract backed deals but these

are absorbed into our SME book and so we
can't report on this as a specific part of the
overall portfolio.”

Bank 2: “We are still designing our processes but have
not had any women as clients as yet.”

Bank 3: “We do not have a specific product for
entrepreneurs needing finance for procurement
contracts, but we have other products to develop
SMEs and they would use one of these.” This
bank also mentioned that they can also provide
mentors to support these businesses once they
have a loan.

Some ways in which procurement entities and financial
institutions could work together to unlock capital for
procurement diversity and women could include:
• Parties can negotiate risk-sharing arrangements with

the procuring entity by using vendor selection
processes which address both the performance and
financial risk.

• Banks and procurement entities could set up joint
management arrangements to share information about
the contractual and financial performance of SMEs
and introduce timeous interventions for same as an
additional risk mitigation tool.

• A performance guarantee fund could be set up to
absorb risk on behalf of entities who have not been
able to achieve a liquidity position, which can offer
cash cover to procurement authorities.

• Procurement authorities can agree to reduce guarantee
requirements to free up bridging finance options as
a commitment to sharing the risk.

• Procurement principals can revise their contract
timetables to better suit the approval processes of
banks for example by concluding the awarding process
earlier.

• Banks nevertheless need to understand the urgency
of funding applications based on contractual obligations
and to fast-track these decisions timeously.

• Portfolio guarantee arrangements could be put into
place to speed up the process of granting funding
by banks.
One of the ways that companies can express their

commitment to women in procurement is to publicly
acknowledge the value of procurement contracts that
they have awarded to women owned businesses, and

for financial institutions to report on the number of loans
which have been approved to support preferential
procurement deals both on the basis of BEE and gender.
This is, however, not happening to any acceptable extent.
A review of procurement reporting from a range of public
and private companies revealed that the majority only
report on the BEE spend and do not include a gender
breakdown. In some cases up to seven phone calls were
made, including within a major state-owned enterprise,
to try to determine the gender split in these BEE contracts,
without success. Given the government’s stated imperative
to promote Broad Based BEE, and to empower women
equally to men in this process, this information should
be readily available and everyone in the supply chain
management role should know this. If gender were on
the agenda as an integrated item in all of the institutions’
planning and reporting, then staff would be better able
to deal with such enquiries. Clearly this is not happening.

Research was done on examples of the way BEE is
reported and evaluated by companies both within the
financial services sector and other entities. The apparent
tendency is to report on BEE without acknowledging
women as an important targeted group in their own right
in this regard. There is clearly a historical and cultural
bias, which is supposedly gender-neutral, but which in
fact demonstrates an absence of consciousness of the
potential of women-owned business with regard to
empowerment targets.

A survey of BEE Procurement Reporting by 10
institutions cutting across sectors revealed that only two
actually reported on the amount of their procurement
spending reaching black women. Of these, percentages
identified were very small: between 2-5% of the overall
BEE procurement spend only. One of the banks contacted
said that “they would have to have an enormous MIS
system to report on gender in their procurement
department and that this was a long way off.” Given that
banks now need to adjust their MIS systems to be able
to report on Codes-based BEE procurement, including
gender breakdowns, should be a logical step that is
better done sooner than later.

Even organisations set up to accredit and or monitor
BEE implementation were not able to offer any gender
statistics on BEE transactions and procurement. This is
very worrying and needs urgent attention. Until gender
becomes an integrated and upfront dimension of
empowerment, women will remain the “add-on” or “nice
to have if we have to” element in the empowerment game.
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7.3 Key Conclusions on BEE Financing
• While a number of women-led investment groups and

companies have been able to take advantage of the
new dispensation and define a place for women in the
BEE arena, an uphill battle remains for black
entrepreneurs in general, and black women in particular.
The failure of the Codes and the Financial Sector Charter
to sufficiently specify targets for financing women’s
business should be rectified. An effort to define women-
owned businesses also needs to be done, in the same
manner in which this has been done for BEE companies.

• For BEE deals and for targeted procurement to benefit
women, there needs to be far more than an add-on
statistical approach to quotas for women owned or
empowered businesses; and women need to be
recognised as reliable and smart partners in their own
right, not just as add-on to male-led deals.

• Banks need to make a more concerted effort to
develop products which take account of the difficulties
encountered by SMEs that require empowerment
funding or that are seeking to deliver on awarded

contracts. They, and the government, should also

study examples of successful preferential procurement

support initiatives in other countries such as those

implemented by the Small Business Administration

in the USA, which successfully ran a risk-sharing

funding programme to promote minority and women-

led SMEs to deliver under procurement contracts.

• The recent launch by Business Partners of its

Empowerment Fund to assist SMEs to buy into white-

owned companies is innovative, given the emphasis

thus far from financing institutions on larger corporate

empowerment deals. The Business Partners Fund

intends to have an inclusive approach towards women53

and emphasises the operational track record and skills

of the individual concerned, rather than their assets

or their connections.

• Financial institutions and procurement principles need

to actively acknowledge the case for empowering

women, to internalise the motivation and strategy to

do so, and to report on gender as a matter of course.

53 Women were cited by a Business Partners executive as being “their best entrepreneurs”.
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The recommendations of the study appear in the matrix below.

ACCESS TO FINANCE FOR WOMEN ENTREPRENEURS: KEY RECOMMENDATIONS

Key Issues Recommendations Responsible Parties

1. Macro framework

The Charters and BEE Codes of Good Charters and Codes should be reviewed Department of Trade and Industry
Practice do not provide sufficient gender to include targets to encourage women’s Department of Finance
specific targets for financing procurement access to business opportunities as well Financial sector
and enterprise development. as definitions of women-owned Industry sectors

businesses. The dti has recommended
initial targets of 30% in this regard.

2. Offerings from Financial Institutions

A directory of financiers containing A regularly updated and national Department of Trade and Industry or
contact details, products and qualifying directory of business financiers should Department of Finance
criteria is needed since entrepreneurs be regularly published and widely
are unaware of opportunities that exist disseminated.
in the market.

Bank records are not centralised and Centralised records and co-ordinated Department of Finance
customers have to repeatedly prove credit vetting are required. Financial sector
credit worthiness when going from one
institution to another.

Insufficient experience sharing by Use of regular forums to promote more Financial sector
financial institutions to strategise co-operation and lesson sharing amongst
around best practice or challenges Financial Institutions.
within industry.

Mainstream BEE business financing Financial institutions should Financial sector
reflects a male bias with less capital going disaggregate their portfolios and targets
into female owned business and no targets and put in place strategies to serve the
set in the Financial Sector Charter. women’s market. Equity financing should

be included in these strategies.

Women’s businesses that are graduating Financial institutions need to have loan Financial sector
from micro enterprise and are approaching staff that understand this growth market
banks need to be able to be served in and can communicate with customers
a responsive manner by banks. in order to take advantage of the

 opportunities in this market.

Lack of evaluation of the gender impact The gender impact of micro finance Financial sector
of microfinance programmes and programmes should be studied and
insufficient resources for appropriate results acted upon to ensure that
financial and non-financial support to the microfinance actually empowers women
sector and its customers. and helps them to elevate and sustain

their businesses. Such studies should
inform new investment and capacity
building in the micro finance sector.

3. Business Development Services

The 70/30 ratio of use of BDS surveyed More women should be recruited into Business development
reflects an insufficiency of gender focused service providers; experienced and retired support providers
BDS andmentorship; there is also a need women executives should be identified Businesswomen’s organisations
for more female providers and review of and harnessed for use as mentors.
international best practice.
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Key Issues Recommendations Responsible Parties

Insufficient integration of financial Financial institutions should work hand Financial institutions
and non-financial support, for pre- in hand with business development Business development
and post loan requirements. support providers to ensure risk support providers

mitigation so that more customers
can access and pay back credit.

Business development support for Specific training for MSMEs at Business organisations, including
micro and SMEs should be differentiated different stages of growth should be businesswomen’s organisations
and well targeted. designed and widely implemented. Provincial and local authorities

Business development
support providers

Skills for negotiating and accessing All Business Development support Business organisations, including
finance are sorely needed by programmes should ensure that courses businesswomen’s organisations
entrepreneurs. Language and teach entrepreneurs how to negotiate Business development
confidence are often hindrances to this. financing with financiers. support providers

4. Credit Referencing

Women’s credit records should translate Positive payment records from women Financial sector
into improved access to credit. or other customers should influence

the lending practice of financial
institutions, not negative stereotyping.

Records that women build in the Co-ordinated credit vetting is required; Financial sector
micro finance sector or through other use of the national loan register Department of Finance
means are not available in the and other payment mechanisms
larger credit pool. should be enabled.

Community of Property marriages have The impact of Community of Property Department of Finance
an impact on credit records of partners – marriages on women (and men) needs Credit bureaus
often to the detriment of women who to be studied in order to ensure that
are less likely to have entered into credit good credit management and treatment
agreements yet suffer the can still be ensured for either partner –
consequences of negative records. international good practice, such as

the USA Equal Credit Opportunity
Act, could be reviewed.
Credit bureaus should also disaggregate
their client information more, in order
to be able to cite precise cause of listing.

Ignorance of how to positively influence More public information and awareness Credit bureaus
and access credit records. raising on credit history management is Department of Finance

needed so that customers, particularly Department of Trade and Industry
women, who perceive banks to be
discriminatory, are aware of how to
positively manage their credit
behaviour and records.

5. BEE Financing

Women’s participation in BEE deals Women should be recognised as an asset Industry
are often seen as an “add-on” in themselves and not a token BEE companies
to male-led deals. to be added on as an afterthought BEE rating companies

to male-dominated BEE deals.
The positive impact of female BEE
companies should be documented
and highlighted.



80 RECOMMENDATIONS

Key Issues Recommendations Responsible Parties

Gender targets for procurement Industry charters, BEE codes and Department of Trade and Industry
and enterprise development in BEE are company procurement targets should Industry sectors
not sufficient, and thus companies do be reviewed to ensure greater Individual companies
not gender disaggregate or set substantive representivity of the South African
targets for women-owned companies. population. Proper definitions of women-

owned businesses should also be set and
included in the codes so that there
is a uniform understanding across
sectors and institutions.

Preferential procurement procedures Companies, including state-owned Procuring companies
are often seen as untransparent, enterprises, need to ensure that
male-biased and nepotistic. they have transparent and fair

mechanisms to award and monitor
procurement procedures. Positive
records in this regard should be
highlighted so that good practice
is shared with the public.

Financing of preferential procurement Co-ordinated mechanisms to finance Department of Trade and Industry
often places unrealistic demands preferential procurement and manage Financial institutions
on SMEs, making it impossible risks related to performance and Industry
for them to realise contracts. security need to be identified

and implemented.

6. Cross-cutting

Insufficient information on SMMEs A biennial survey of the state of SMMEs, Private business organisations
in South Africa. both qualitative and quantitative, Department of Trade and Industry

should be published and identify
continuing challenges and bottlenecks
across race and gender lines.
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List of Women in Focus Group Discussions

CAPE TOWN: 1-4 FEBRUARY 2006

Name & Surname Business Telephone Fax / Cell Email Attendance

Lineo Ledwaba Matsha Gem Stones 082 706 4584 021 555-2613 lineo@iafrica.com Yes

Anne Thomson Kilpatrick Thomson 021 418-7240 / 021 418-7251 ktianne@netactive.co.za Yes
International 083 228 3919

Lynne Bisogno Odyssey Metropolitan 082 041 9401 021 917-3487 ubisogno@odysseylife.co.za Yes

Lithabe Ntloko C-enza Cleaning 021 683-4095 021 683-8510 lntloko@e-enza.co.za Yes

Fareida Rinquest C-enza Cleaning 021 683-4095 021 683-8510 frinquest@c-enza.co.za Yes

Barbara Court African Sources (AMBICO) 083 383 0174 866727075 ambico@iafrica.com Yes

Franchesca Abrahams B & B 021 954-3272 021 954-3272 franabrahams@webmail.com Yes

Tania Andrews Custom Graphics 021 447-6695 021 447-6694 mwandk@mweb.co.za Yes

Cheryl Miller Magnetic Badges 021 552-7043 021 552-7636 cheryl@badgemags.com Yes

Lydia Strauss MPD Forum 076 722 0327 Yes

Colleen Horswell Gerarts ECD 021 393-1065 021 393-1682 Yes

Anthea Boltman Busy Bee 021 393-1065 021 393-1682 Yes

Veronica Sikle 3 Bears 021 393-1065 021 393-1682 Yes

Nolusapho Slawatsha 082 483 9524 Yes

Melanie Davids Arts Academy 073 589 8441 078 220 3708 kidzcanms@webmail.co.za Yes

Hazel Davids KCMS Productions 083 695 2121 haizy@webmail.co.za Yes

Rabia Albertus MHA Building 084 516 6138 firozak@cricket.co.za Yes

Ntombizodwa Nocanda Juzizo Events 021 694-3986 021 371-1518 yozozo1@yahoo.com Yes

Joy Joorst U Can 2 Baking School 021 408-4404 joy.joorst@shell.com Yes

Wendy van Rooy CAWE cc 021 904-1308 021 902-1923 wendy.cawe@absamail.co.za Yes

O. Najjar Concerned Womens 082 973 0124 021 706-8158 Yes

  Organisation

Nomsa Kekana UCT Univ. Cape Town 082 660 1758 021 650-4003 kekanan@bremner.uct.ac.za Yes

Nombulelo Kwetane Buremba Events Mgt Co 073 185 5522 021 481-4660 sbulic@ananzi.co.za Yes

Rehana Pearce Weeping Willow 083 321 3692 021 797-9417 weepingwillow@netralink.com Yes

Ragiema Delcarne Zingo 112 cc 073 194 2177 021 703-5551 Yes

Zainoe Suleman WE Management Consultants 021 685-5587 021 686-7206 zainoe@xsinet.co.za Yes

Sabiera Hanslo S & R Constructions 021 701-7723 Yes

Shaheeda Jenkins HS Potters 021 393-4424 / Yes

073 677 3838

Shaheeda Mohamed Vibrant Building Services cc 082 950 3293 021 691-8586 elitebs@absamail.co.za yes

Lucinda Sauls Conquest Maint. Services cc 082 890 7821 021 696-4910 conquest1@telkomsa.net Yes

Thozama Tongo TNT Plumbing Construction 083 316 4301 ttongo@webmail.co.za Yes

K. Najjar Hijaab Clothing 082 973 0124 021 706-8158 Yes

Dawn Julies Dawns Catering 072 773 0071 021 887-8225 Rowena@bolanddm@co.za Yes

PIETERMARITZBURG: 15 FEBRUARY 2006

Name & Surname Business Telephone Fax / Cell Email Attendance

Karen Vally Old Mutual 082 898 3885 kvally@oldmutualpfa.com Yes

Anita Kruger Old Mutual 072 672 1858 akruger@oldmutualpfa.com Yes

Melanie Veness Wedding Shoes 082 373 3204 director@pmbtourism.co.za Yes

Zandile Shangase Owethu Holdings 076 155 7778 owethu@mweb.co.za Yes

Maria Zondi Zumnandi Women 082 789 3349 Yes
Construction
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Name & Surname Business Telephone Fax / Cell Email Attendance

Gugu Mdletshe Smangele 072 739 1450 Yes

Fikile Ximba Zaminjabulo Investments 084 353 4432 Yes

Dulcie Zondi Thatheni Women 084 430 9599 033 345-7378 Yes

Irene Gangerdine Salli Construction 082 233 9733 sallicon@webmail.co.za Yes

Naomi Gangerdine Emihle Construction 083 327 5130 no_mezi@yahoo.co.za Yes

Ntozoe Khwela Still be registered 083 720 2973 ntozoekhwela@webmail.co.za Yes

Thembisile Magwaza Mabhoko Zan Enterprises 073 880 1009 Yes

Victoria Ngwenya East of Eden cc 072 601 3238 Yes

Gugu Khuzwayo N/A Yes

Makho Salon 072 946 2421 Yes

Sindy Mathonsi Thine Nene 083 663 3830 Yes

Makie Kortjass Akhanani Training Centre 082 934 2621 kortjassm@ukzn.ac.za Yes

Nonhlanhla Mthiyane Akhanani Training Centre 082 510 5573 mthiyanen@ukzn.ac.za Yes

Nozipho Mchunu Old Mutual 082 544 7300 nmchunu@oldmutualpfa.com Yes

Nokulunga Sithole Luluby Boardroom Creation 073 208 0916 lungasithole@webmail.com Yes

Sibongile Zondi Samukeliswe 082 582 5621 Yes

DURBAN: 16-17 FEBRUARY 2006

Name & Surname Business Telephone Fax / Cell Email Attendance

Paula Dwyer KZN Time Mgt. Services 031 261-2611 / padwyer@wol.co.za Yes
082 567 2037

Sharon Jones Old Mutual 031 205-4068 / sajones@oldmutualpfa.com Yes
083 440 2835

Saeeda Desai Old Mutual 031 302-5040 / sdesai@oldmutualpfa.com Yes
083 299 4699

Archana Nagasar Old Mutual 031 250-4109 / anagasar@oldmutualpfa.com Yes
083 712 9407

Xoliswa Gumede Old Mutual 031 902-2306 / xgumede@oldmutualpfa.com Yes
 072 223 5437

Phaka Nkabinde Isivivane Sethu 083 538 2702 Yes

Thandiwe Cele 083 338 0110 Yes

Sebenzile Ngwane Sebe's Apron & Public 083 338 0110 Yes
Phones

Nokukhanya Myeza Ukukhanya Okuhle 083 530 3110 Yes

Thembi Ngobese Fashion Dagin 083 503 5248 Yes

Nokuphilis Khumalo Hairdressing Salon 072 546 7383 Yes

Nokuzula Dlangalala Ikwanda Logistics 031 301-0100 / Yes
082 209 0119

Nondumiso Mvelase Amanda Transport Service 073 238 4795 Yes

Zandile Nodola Ikwanda Logistics 031 301-0100 zola6@webmail.co.za Yes

Nthabiseng Mabula Cebolenkosi Co 031 400-3845 nthabi1965@webmail.co.za Yes

Nomalanga Gwala Nomalanga Enterprises 076 539 2312 Yes

Sibongile Shezi 083 338 0110 Yes

Nonhlanhla Lioness 073 152 6673 Yes

Linda Ntuli Personal Finance Advisor 031 250-4066 lnutli@oldmutualpfa.com Yes

Sharleigh Wilken Old Mutual 082 364 2295 swilken@oldmutualpfa.com Yes

Thandi Ngwane Old Mutual 083 799 4321 tngwane2@oldmutualpfa.com Yes

Nonhlanhla Mfeka Umqombothi HR 073 381 5701 thajano@yahoo.com Yes
Development

Peace Mhlongo Womens Revelation 083 210 5969 Yes

Patience Mathibela Revelation Upholstery 072 154 7827 Yes
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Name & Surname Business Telephone Fax / Cell Email Attendance

Gabisile Mlotshwa 072 843 9709 Yes

Octavia Nxele Njomes Consultants & General 083 207 4912 Yes

Nonhlanhla Khumalo Vutha Club 031 704-6052 Yes

Thandiwe Cele Ithubalethu 082 226 6186 Yes

Nomagugu Njoko Bhekokhule 073 133 3607 Yes

Zodwa Nisa Bhekokhule 083 994 4834 Yes

Zanele Jaca Retailer 073 068 6838 Yes

Fikile Khawula Retailer 073 170 0380 Yes

Tholakele Mkhize Service Provider 072 101 6611 Yes

Lindeni Mkhize Dressmaker 073 759 0970 Yes

Ntombifuthi Zuke Tuck Shop 076 346 3271 Yes

Joyce Khumalo Dressmaker N/A Yes

Buyiswa Ndzungu Tuck Shop 073 446 5011 Yes

Florence Mthungetwa Retailer N/A Yes

Dons Madondo Retailer 076 418 2485 Yes

Patience Mdlangathi Retailer N/A Yes

Thembisa Kheswa Dressmaker 073 446 5510 Yes

Nompumelelo Mathebe Dressmaker 031 704-5955 Yes

Dudu Chonco Retailer 031 704-6046 Yes

Nozipho Mbambo Landscaping 083 435 6078 Yes

Khonzile Mncube Landscaping 083 494 1334 Yes

Phumzile Duma Dressmaker/Retailer 083 689 9044 Yes

Zodwa Msomi Retailer 072 669 0381 Yes

Felicity Maseko Administrator 073 466 3441 Yes

POLOKWANE: 25-26 FEBRUARY 2006
Name & Surname Business Telephone Fax / Cell Email Attendance

Lindah Tsakani Mhlongo Rixile Tyres Enterprise 015 303-0280 073 713 9683 ltmhlongo@telkomsa.co.za Yes

Lurie Anne Campbell Old Mutual 082 468 4753 lcampbell@oldmutualpfa.com Yes

Nerina Fourie Old Mutual 084 220 1469 fourien@oldmutualpfa.co. Yes

Divya George Old Mutual 073 663 2221 dgeorge@oldmutualpfa.com Yes

Daphney Eddilesh Trad. Ent. 015 223-1950 072 589 7570 Yes

Dorah Hlokoa Power Distinction 082 075 7588 Yes

Gladys Nethengwe Tshamutengu Gentrade 072 189 8352 015 962 6265 Yes

Thandi Francina Tshusa Francina Business Ent. 076 259 5068 Yes

Maleka Ruth Chauke Chao's Food Corner 072 242 9687 015 297-1588 Yes

Shilela Malatjie Denkirk Metal Industry 015 223-0333 082 499 4502 malo2@telkomsa.net Yes

Mathipe Modipodi Phasha Phashcomm 015 622-0025 083 631 0961 modipodi@phashcom.co.za Yes

Nancy Letsoalo Maphiri Bus Ent. 015 297-4072 082 699 0448 maphirib.e.@absamail.co.za Yes

Me Lizzy Machethe Maitemolatelo Bus Ent. 082 863 0626 015 296-4708 machethe@telkomsa.net Yes

Junior Banoyi Kanjo Bus Ent. 015 223-7912 083 278 1936 Yes

Petra Mphahlele Petra Opticals 015 291-1304 082 773 0274 Yes

Ntombizodwa J. Majola Two Figs 008 cc 014 763-1939 083 459 2862 Yes

Oniea Mothapo Selling Duvets & Pay Phone 082 664 8701 Yes

Magrietto Letsoalo Flower Pots 073 434 5596 Yes

Maria Mamabolo Tailoring 082 472 3252 Yes

Everlyn Mashele Old Clothes & Catering 082 731 5315 Yes
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Name & Surname Business Telephone Fax / Cell Email Attendance

Lina Molele Clothing Business Yes

Merrium Mangombe Selling Chicken & Clothes 072 719 2065 Yes

Rahab Tshweu Comforters, Blankets & 076 818 2587 Yes
Cosmetics

Rosina Swafo Fruit & Vegetable 076 524 0645 Yes

Dorothy Hine Fruit & Vegetable 076 524 0645 Yes

Lydia Mothapo Makumo Sewing & Knitting 072 318 5535 Yes

Gloria Mojapela Bags & Clothes 082 967 4576 Yes

Sarah Hlakola Lavita Sewing & Tailoring Yes

Dorcus Rakoma Maokaneng Liquor Rest 082 368 8035 Yes

Christinah Boy Soft Goods 082 772 5914 Yes

Maureen Moklasedi Jewellery, Bags, Clothes 078 234 4099 Yes

Grace Mashiane Tuck Shop 072 767 0495 Yes

Catherine Mamabolo Sewing 072 471 5215 Yes

Anna Kanyane Lavita Products 082 067 4456 Yes

Cecilia Tshweni Beer & Cooldrink 072 606 4918 Yes

Julia Thaba Sewing Yes

Dolly Molokwane Tuck Shop 083 725 2404 Yes

Sabina Majopelo Clothes & Sweets Yes

Weleminah Maleka Old Clothes & Sewing Yes

Alice Kgwahla Eggs, Chicken, Meat 083 965 6434 Yes

Calvinia Mphahlele Sewing & Swiss Guard 073 642 2326 Yes
Herb Prod

POLOKWANE: 25-26 FEBRUARY 2006

Name & Surname Business Telephone Fax / Cell Email Attendance

Morongwe Malebye DDMS 082 573 4911 angelmor@ananzi.co.za Yes

Agnes Sekele 083 303 0286 agnes_mot@yahoo.com Yes

Machaka Smith 073 637 6810 Yes

Zandile Saki Ingcambu Holdings 073 591 1629 zsaki@multichoice.co.za Yes

Violet Sithole 082 690 4824 Yes

Sissy Nematswerani Dhauma Investments 083 260 7651 sissy@telkomsa.net Yes

Judith Kedijang Bakomoso IT Services 082 561 3015 tked@worldonline.co.za Yes

Maureen Mothiba Global Bees Invest. 083 246 3739 maureenzizi@telkomsa.net Yes

Jan Beeton Independent ETD 011 783-5891 084 603 5594 ifuture@bomo.co.za Yes

Anthea van der Pluym Rib & Chip rib&chips@mailbox.co.za Yes

Colleen Larsen Power In Partnership 084 353 9865 colleen@powerinpartnership.co.za Yes

Dr JM Dannerup 011 888-1110 083 256 1818 jmd@dannerup.com Yes

Ditshedi Mabe Ditshedi Cater Hire 082 585 9002 lisedi@mweb.co.za Yes

Jun Cassie Tenacity Publishers 011 640-6722 Yes

Tshidi Molefe 011 932-6151 083 732 2737 info@busisiwetours.co.za Yes

Busi Hlubi IM Contracts Manager 011 800-4672 082 608 1122 busi.hlubi-choeu@eskom.co.za Yes

Lindi Dlamini Middle Passage 072 995 6883 vuy65@yahoo.co.uk Yes

Sonia Moremoholo Lapeng Classic Creations 082 724 3090 info@lapeng.com Yes



Gauteng Polok. Pmb Cape T Dbn Total %

Micro 21 26 17 12 31 107 62

Small 15 11 8 13 11 58 34

Medium 3 3 6 4

Large 1 1

Total 36 37 28 29 42 172 100
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Annex 2 and 3

2.1 Sectors and Locations of Sample of Businesswomen Interviewed

Place Sectors Ages of Business

Durban 12 Textile Manufacturing 1 year or > 4
9 Retail 1-5 years 23
1 Construction 5 years and > 15
20 Services

Cape Town 7 Construction 1 year or > 4
4 Catering
2 Printing 1-5 years 13
12 Education, Training and Other Services
1 Courier 5 years and > 12
1 Mining
2 Retail

Pietermaritzburg 6 Textile Manufacturing 1 year or > 11
5 Construction 1-5 years 8
6 Services and Training 5 years and > 9
11 Retail

Polokwane and Chuenespoort 8 Textile Manufacturing 1 year or > 8
3 Other Manufacturing 1-5 years 12
5 Construction 5 years and > 17
2 Services
19 Retail

Gauteng – Johannesburg and 2 Textile Manufacturing 1 year or > 8
Vereeniging 2 Furniture Manufacturing 1-5 years 11

17 Services and Professional 5 years and > 17
15 Retail

2.2 Size Range in the Sample

Gauteng Polok. Pmb Cape T Dbn Total %

1 year or > 8 8 11 4 4 35 20

1-5 years 11 12 8 13 23 67 39

5 years and > 17 17 9 12 15 70 41

2.3 Business Age Profile of the Sample

Mainstream Banks TEBA Bank, First National Bank, ABSA Bank, Standard
Bank, Nedbank

Development Finance Institutions SAMAF, Khula Enterprise Finance, Industrial Development 
Corporation, Umsobomvu Youth Fund, National Empowerment
Fund, Gauteng Enterprise Propeller

Second-Tier Institutions Business Partners

Micro Finance Institutions Marang Financial Services, Small Enterprise Foundation,
New Business Finance, Beehive Enterprise Finance

Annex 3

CHARACTERISTICS OF BUSINESSES INTERVIEWED

Annex 2

FINANCIAL INSTITUTIONS INTERVIEWED


