Access to finance for women entrepreneurs
in South Africa: challenges and opportunities
Access to finance in South Africa is not equal across all groups. Race and gender remain
important variables in the lack of access, and black African women are at the bottom of
the pile. This fact sheet evaluates the challenges and opportunities to government and
financial institutions in addressing this key issue.

Black women
are the largest

outh Africa’s constitutional and legislative framework is progressive and highlights the
importance of gender equality. The Broad-Based Black Economic Empowerment Act
promotes “increasing the extent to which black women own and manage existing and new
enterprises, and increasing their access to economic activities, infrastructure and skills
training”. The Act further notes that “to comply with the equality provision of the constitution,
a code of good practice and targets therein specified may distinguish between black men and
black women”.

self-employed group

Despite this, the Financial Sector Charter only specifies gender targets for staffing – and
these are controversially low – and is silent on gender equality in terms of financial services
outreach, enterprise development and in procurement finance. Most financial institutions work
on an assumption that BEE strategy will automatically benefit women. This isn’t happening and
black women in particular could remain marginalised if adequate measures are not taken to
redress this.

service this

S

An abundance of resources in both the private and public sectors is not matched by an
understanding of women's enterprises, and attempts to accommodate this growing and
potentially rewarding market are insufficient. Women in business face a number of barriers and
prejudice remains an issue, as illustrated by the fact that women have better credit repayment
records than men, yet still find it harder to raise finance than their male counterparts.
Obstacles to access
■ Financial literacy: poor understanding of financial terminology and lack of awareness of
bank and microfinance services are an obstacle. A lack of understanding of credit
processes and the role of credit bureaus also places women at a disadvantage.
■

Attitudes of banks: only one out of South Africa’s four major banks is contemplating a
specific programme to increase its share of women-owned enterprises.

■

BEE code targets: codes and industry charters do not have sufficient targets for women’s
financial services outreach or business activity.

■

Lack of awareness of development finance: despite the resources available from private
and public development finance institutions, few women in business know about the
different institutions, their products or how to access them.

■

Lack of financial confidence: overall women have less financial confidence than men.

■

Lack of appropriate products: bank services and products, including savings products are
often unaffordable, and the emphasis on collateralised and asset based lending disqualifies
most women from accessing business loans.
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of the population,
and institutions
that act now to
market will reap
the benefit in
the future

The information in this brochure is
taken from a study commissioned by
the International Finance Corporation’s
Gender Entrepreneurship Markets
(GEM) programme on behalf of the
Gender and Women’s Economic
Empowerment Unit of the Department
of Trade and Industry (dti), and
undertaken in collaboration with
FinMark Trust. Data for the study was
drawn from the FinScopeTM 2005
Survey, the 2004 General Household
Survey, the Labour Force Survey
2005, focus group discussions with
business women, and interviews with
financial and other institutions. The
research was conducted by Sharda
Naidoo, Anne Hilton and Illana Melzer
of Eighty20. The study will inform dti’s
strategy on women’s economic
empowerment.
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Graph 1 – Unemployment (official definition) by gender – adults 16 – 64
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Women make up 52% of the population in South Africa. Despite having a higher rate of participation in the labour force than
white women – 73% against 59% – black women have the lowest level of formal employment rates. They also have the lowest
level of earnings.
■ Women are less likely to be employed and they earn less than men (see graph 1): 70% of male workers earn more than
R1 000 a month compared to 53% of female workers (see graph 2).
■ Black women are the largest self employed group of the population, with the vast majority however still running informal
businesses (see graph 3). There are approximately 1 009 114 black women working for themselves, compared to 833 704
black men and 119,671 white women.
■ While women running businesses mostly run micro enterprises, employing four or less people, women are also moving up the
business ladder, away from the traditional hawking of goods and services to other business opportunities such as franchising,
furniture manufacturing, printing, travel agencies and property development.
Graph 2 – Monthly income of all self-employment – adults 15+
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Graph 3 – Self-employment percentage of each race/gender segment – adults 20+
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Financial landscape – black women remain on the edge
Black women are a huge potential market for financial institutions. Only 38% of black
women are formally banked against 44% of black men and 94% and 91% respectively of
white men and women (see graph 4).
Graph 4 – Financial strands by race and gender – adults 18+
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compared with

■ While 88% of banked white women are able to reach their bank within 10 minutes, the
corresponding percentage for banked black women is only 22%.
■ 42% of black women are financially excluded – they have no financial products at all
(see graphs 5 & graph 6 overleaf). This compares to only 5% of white women who have
no financial products at all.
■ The remaining 20% of black women use informal products such as stokvels, savings
clubs, burial societies and informal sources of credit or have other formal products
such as insurance and retail credit.

91% of
white women

Graph 5 – Financial products usage – adults 18+
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Graph 6 – Transaction banking products/channels usage by race and gender – adults 18+
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Financial institutions – are they reaching women?
Out of 170 women surveyed in four provinces, only 7 were familiar with the offerings for SME finance from development finance
institutions in their provinces. This reflects inadequate marketing to this target market, and limited use of networks such as
business women’s organisations and trade organisations for outreach.
Some of the development finance institutions report reaching their targets on financing women’s business (see graph 7). Their
strategies are, however, mainly based on an assumption of gender neutrality, and even more could be achieved by a concerted
effort to analyse and exploit the strengths of this particular market.
Graph 7 – Women’s portfolios in some development financial institutions
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Of the main commercial banks, only two have clear strategies to target the women’s
market, and of these only one is targeting women in the small and medium enterprise
(SME) sector. Banks’ management information systems (MIS) do not yet seem equipped
to break down the market segments and gender disaggregated data is not yet readily
available.
Microfinance is often cited as a resource for women’s economic empowerment. However,
despite the growing number of self-employed women in South Africa, only two sustainable
microenterprise lenders exist, Marang Financial Services and the Small Enterprise
Foundation, which together serve about 56,000 micro entrepreneurs. Rural areas remain
underserviced, further disadvantaging those already neglected by the first-tier banks.
Urgent investment and expansion in this sector is required, and financing should be
accompanied by impact assessments, particularly about the type of skills development
that could encourage sustainable growth beyond micro-enterprise.
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Business development support – how much real support?
Entrepreneurs who lack collateral – most black entrepreneurs and women – could boost their
chances of accessing and paying back finance if they had the right business development support,
in the form of training, focused advice and mentoring as this could also be a risk-mitigation
mechanism for the financier.
Yet few institutions recognise that women can benefit from enterprise support, and as a result
the needs of emerging small businesses at different stages of development are largely not met.
Business development services at SME level that were interviewed for this study reflect a malefemale ratio of 70/30 – a reflection that women are far from being sufficiently supported in their
entrepreneurial ventures despite being the majority of entrepreneurs in the country.
Micro entrepreneurs, of which most are women, need support for business registration and to
develop technical, financial and business management skills so they can grow their businesses
and enhance employment opportunities.

Credit referencing; women are better payers yet have less access to credit

Lack of a
co-ordinated

Credit bureaus have been criticised in South Africa and are seen to have further disempowered
black South Africans who have been listed for minor failures due to their economic
precariousness.

credit vetting

Women interviewed showed high levels of awareness of managing credit responsibly, as borne
out in graph 8.

works against

system
women’s ability

Graph 8 – Bureau activity – men vs. women
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So why aren’t these trends working in favour of women’s access to credit? Cultural attitudes and
negative stereotyping are the most likely culprit. In the microfinance sector women are renowned
for being better payers than men – yet the credit histories from this sector are not available to
the wider banking sector. This emphasises the need for co-ordinated credit vetting mechanisms
that can pool histories from all tiers and types of institutions.
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Black Economic Empowerment (BEE) and preferential procurement
Despite the BEE Act being clear on the need for women to be equal beneficiaries of black
economic empowerment, the prevailing opinion among women surveyed, including some of
the large women’s investment groups that have done well, is that BEE is mainly a men’s
game, with women treated as minor partners, or add-ons. This is beginning to change,
with women being increasingly recognised as smart partners who add value for those
smart enough to choose to work with them.
Corruption, old boys’ networks, patronising procurement officials, difficult-to-come-by
performance guarantees, a lack of working capital and, especially, the lack of measurable
targets, are cited as reasons women lag in accessing preferential procurement
opportunities. Out of 10 institutions surveyed, only 2 included a gender breakdown on BEE
procurement spending, and statistics that were reported for women only ranged between
2% and 5%.
The study highlights the need for a more deliberate and integrated strategy focusing on
women in business. Since women are the largest group of entrepreneurs in the country,
gender-focused business strategies must inform all BEE and financial access measures.
Institutions which act now to better understand and service this large, growing segment
of South Africa’s business population will reap the benefit in the future.

RECOMMENDATIONS

The prevailing
opinion among

POLICY FRAMEWORKS

women is that

■

BEE is mainly a
men’s game,

The Financial Sector Charter, other industry charters and BEE codes should be
reviewed to include gender-specific financing outreach and procurement targets
as well as definitions of women-owned business. This will help to ensure and
monitor equal access for women to business opportunities.

with women
treated as
minor partners,
or add-ons

FINANCIAL INSTITUTIONS
■

A national directory of business financiers should be regularly updated, published
and widely disseminated in order to better inform entrepreneurs of services
available in the market.

■

Financing institutions should disaggregate their portfolios and targets and put in
place strategies that help them to better understand and serve the women’s
market.

■

Financial institutions need to pay more attention to understanding the
opportunities in the emerging markets and to having loan staff who understand
the challenges of women in business.

■

A comprehensive capacity-building strategy and service for the microfinance
sector is needed to meets the needs of the many self-employed women in South
Africa, and to enable them to grow their skills and businesses beyond microenterprise.
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BUSINESS DEVELOPMENT SERVICES
■

The 70/30 male/female ratio of BDS providers interviewed indicates that women
need more access to business development services; such services should
include more women mentors and advisors.

■

Non-financial support should be structured so that it facilitates access to finance
for entrepreneurs and enables business growth at the same time.

■

BDS should be designed to meet the different requirements of micro and SME
businesses at various levels of growth.

Black men and
women reflect a
home loan usage
of only 2%,
compared to a

CREDIT REFERENCING

rate of 26% for

■

Women’s better repayment records should translate into improved access to
credit.

■

Co-ordinated credit vetting should be promoted between different levels of
financial institutions, including microfinance institutions. Alternate mechanisms
of determining creditworthiness should also be explored to reduce dependence on
traditional forums of assessment.

■

■

The impact of Community of Property marriage on women’s own credit records
should be studied. Credit bureaus should begin to better disaggregate credit
information in order to differentiate between personal, business and contractual
causes.
Credit referencing should be demystified to make the public more aware of how
to positively manage their records.

white women
and 32% for white
men; this has
a clear differential
impact on the
ability of men and
women in different
groups to access
security-backed

BEE FINANCING
■
■

Women need to recognised as an asset in themselves and not as a token or
afterthought in BEE deals. The benefits of women BEE companies as shareholders
and managers of companies should be better documented and highlighted.
Industry and financial institutions should put in place gender-specific procurement
and enterprise development targets, with aligned and realistic financing
mechanisms. Implementation of these should be properly monitored.
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finance

The Department of Trade and Industry (the dti) is committed
to addressing the issues of gender equity and economic
growth as part of its business mandate. The department
believes that gender equity is an economic issue that is
critical in fast-tracking South Africa's economic growth. Since 1998, the dti has been
running a gender programme targeting women, with both an internal and external focus.
Informed by national and international instruments aimed at advancing gender equity, the
Gender and Women’s Empowerment Unit (GWE) is housed within the Enterprise and
Industry Development Division of the dti.
ENTERPRISE INDUSTRY
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The available
products are often
unaffordable and so
many women
continue to favour
informal
networks

The International Finance Corporation’s (IFC) mission is to
promote sustainable private sector investment in developing
and transition countries, helping to reduce poverty and
improve people's lives. IFC finances private sector investments in the developing world,
mobilises capital in the international financial markets, helps clients improve social and
environmental sustainability, and provides technical assistance and advice to governments
and businesses. Since its founding in 1956, through to 2005, IFC has committed more
than $49 billion of its own funds and arranged $24 billion in syndications for 3 319
companies in 140 developing countries.
Recognising that gender inequality inhibits business women from fully participating in
private sector development, IFC launched the Gender Entrepreneurship Markets (GEM)
programme in December 2004. The programme aims to mainstream gender into the IFC's
work in key areas, while helping to better leverage the untapped potential of women as well
as men in emerging markets.

FinMark Trust is an independent trust, established in March
2002 with initial funding from the UK's Department for
International Development. Its mission is summarised in its
slogan "Making financial markets work for the poor". In practice this means promoting and
supporting institutional and organisational development which will increase access to
financial services by the unbanked and underbanked of Africa.
FinScope is a nationally representative study of consumers’ perceptions on financial
services and issues, which creates insight into how consumers source their income and
manage their financial lives.
Contact details
Department of Trade and Industry
Enterprise and Industry Development Division EIDD
Gender and Women's Empowerment Unit
Private Bag X84 Pretoria 0001
Tel: 012 394 1602
Fax: 012 394 2602
Mmabatho@thedti.gov.za
www.thedti.gov.za

International Finance Corporation
Gender Entrepreneurship Markets (GEM)
PO Box 41283 Craighall 2024
Tel: 011 731 3000
Fax: 011 268 0074
Email: nafrica@ifc.org
www.ifc.org/gem
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Finmark Trust
PO Box 61674 Marshalltown 2107
Tel: 011 315 9197
Fax: 011 645 6896
Email: info@finmark.org.za
www.finmark.org.za

INTERNATIONAL FINANCE CORPORATION
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T

t is my personal and professional belief that facilitating equitable and easy access
to finance is key for us to unlock the entrepreneurial potential amongst South African
women. Fortunately, this view was well supported by women all over the country who
actively participated in our consultation drive as part of developing the draft National
Strategic Framework on Gender and Women’s Economic Empowerment. Historically,
the financial markets have always been gender blind, thus becoming the major obstacle
for women to start, grow and strengthen their enterprises. As noted in the Financial
Sector Services Charter, the financial sector is characterised by low levels of participation,
meaningful ownership, control, management, as well as low levels of skilled positions
occupied by black women.

Part of creating a favourable environment for growing
women’s entrepreneurship in South Africa, it is required
of us to come up with empirical factual research on how
the financial markets have been engaging with women
in the new South Africa. We also wanted to establish more
facts as to how both these financial markets, together with
our economic policies, have brought about the desired
impacts in as far as transforming our economy is concerned.
Through this study, we now have a clear picture with
Malibongwe!
Ms Elizabeth Thabethe: MP
Deputy Minister of Trade and Industry

answers on how and what it is that needs to be done by
the government in partnership with the private sector to
be able to ensure that women are enabled to be fully
represented whilst actively participating in our economy.
I trust that all you readers will find it useful and that
you will work together with us in your own way in making
the South African financial markets more supportive to
women entrepreneurs. Our economy needs both its men
and women to grow.

he diagnostic study on Access to Finance for Women Entrepreneurs in South Africa
was undertaken at the request of the Gender and Women’s Empowerment Unit
of the Department of Trade and Industry of South Africa. The Department of Trade and
Industry has played a leading role in asserting the centrality of Black Economic
Empowerment in transforming the racially divided economy of South Africa and
eradicating the legacy of apartheid.
There is a realisation, however, that, while race has
historically been the primary driver of economic disparities
in South Africa, other forms of discrimination also prevent
certain groups from accessing economic freedom and
opportunity. Women, who represent 52% of the South
African population, still suffer from historical and cultural
prejudice in accessing opportunities, for a number of
reasons that are outlined in this study. While access to
financial services continues to be largely racially defined
in South Africa, the gender gap between men and women
does exist, and is likely to grow if special efforts are not
undertaken to address the underlying issues now.
The mandate of the International Finance Corporation
(IFC) is to promote and support private sector development
in developing countries. Support to the financial sector
is central to the IFC’s strategy, given the primordial role
played by financial markets in any economy, be it emerging
or established. The IFC established the Gender
Entrepreneurship Markets (GEM) programme in December
2004 in order to mainstream gender in its key priorities.
It is our honour for GEM to have been able to produce
this initial study on behalf of the Department of Trade
and Industry, and we trust that its findings will be a catalyst
for continual work on this theme in South Africa.
Finmark Trust generously co-funded the analysis of
data from their Finscope Household Survey 2005, with

International Finance Corporation
Johannesburg 2006

Ilana Melzer of Eighty 20 being responsible for the
breakdown of this data as well as that of the 2004 Labour
Force Survey. Our appreciation goes to Anne Marie
Chidzero who enabled Finmark’s participation in and
support of the project. Ms Sharda Naidoo and Ms Anne
Hilton, independent consultants in the sectors of access
to finance, business development and gender, conducted
primary and secondary research for the other chapters of
the report and ran focus groups in several provinces of
the country. From the IFC, Natalie Africa, GEM’s Africa
co-ordinator, was responsible for management and final
editing of the overall report, with support from Jozefina
Cutura. The study was funded by the GEM unit, headed
by Amanda Ellis.
We would like to extend our appreciation to the various
respondents who agreed to be surveyed and interviewed
for this study. These include political and regulatory
authorities, financial institutions, business development
service providers and credit bureaus. Most of all, we thank
the women entrepreneurs, their associations and institutions
who availed of their client base, time and experience to
share their challenges, hopes and successes. We trust that
the information shared in this study will contribute towards
creating a business environment that supports you in your
efforts to transform and grow the South African economy.
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Executive Summary

S

ocio-economic transformation in South Africa will continue to be top priority,
given the lasting legacy of apartheid on the economic structure and control
mechanisms of the economy. Post-apartheid South Africa has entrenched not only racial
equality, but has also put in place broad measures to ensure gender equality and nondiscrimination on the basis of sex.

Women have used political gains well over the last
twelve years, with 43% of the national cabinet and 37%
of our parliamentarians being female. Women have also
firmly and steadily begun to also extend their advantage
in the economic sphere by running and managing SMEs
and even large investment consortia.
With women representing 52% of the South African
population, government and private sector institutions
should take into account gender considerations if they
intend to be genuinely representative and effective.
The Labour Force Survey for 2005 reveals that black
women are in fact the largest single self-employed segment
of the population1; a fact that is not reflected in the current
industry targets for business activity.
It is recognised that gender neutral economic strategies
generally do not adequately empower women – given
that the playing field for economic opportunity is rarely
even in any society. Race continues to be the main driver
for equal participation in the South African economy,
but the research presented in this study also reveals a
definite gender gap in status and therefore access.
Financial services are central to economic development
and to the growth and sustainability of enterprise. To be
truly accessible and demand-driven, they, like other sectors,
need to integrate both race and gender-focused considerations.
The Gender and Economic Empowerment Unit of
the Department of Trade and Industry therefore requested
the IFC to undertake a diagnostic study to determine the
extent to which financial service providers in the country
were sufficiently aware of the challenges facing women
entrepreneurs in South Africa. The study was to examine
in particular the potential for Black Economic
Empowerment strategies to adequately service the needs
of the emerging black female entrepreneurs and to make
recommendations in this regard. The terms of reference
for this study were therefore to:
• Understand the constraints and opportunities in

1
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See table overleaf.

EXECUTIVE SUMMARY

•

•

•

•

accessing finance as perceived and experienced by
women entrepreneurs;
Review existing data that may assess gaps in the
market for provision of capital and other financial
services to women compared to men, at all stages of
business development;
Review existing programmes and funds that provide
access to financing for SMMEs in South Africa, to
determine the extent to which they are reaching
women entrepreneurs. This would include programmes
offered by financial institutions, public sector schemes,
and public-private partnerships;
Assess the status of business development support
and other ancillary services in as far as they support
women to grow their businesses and access finance;
Provide recommendations about the state of access
to finance for women entrepreneurs in South Africa,
identify where gaps in access exist, and what
programmes or services could be considered to
address these gaps in a sustainable manner.

The areas of study were: Customer Survey; the Macro
Framework; Financial Institutions; Business Development
Support; Credit Referencing and BEE Financing. Research
was undertaken through primary and secondary means.
Material from the annual Finmark Trust surveys and the
national Labour Force Survey was disaggregated and
analysed; interviews and focus groups were run across
the country with women entrepreneurs, financial
institutions, business development support institutions
and other relevant stakeholders.
The study represents the first time that an integrated
analysis of financial access factors across gender lines
has been undertaken in South Africa.
The key findings and recommendations of the
diagnostic study across the main study areas are
summarised below.

WHO IS THE CUSTOMER?
Data surveys show that, while race is still a primary driver of financial access in South Africa, a gender gap also
exists which cuts across the races. The combination of race and gender disparities work largely, however, to the
detriment of black women who register the lowest levels of income and of formal access to economic opportunity
and financial services.
Despite having a higher rate of participation in the labour force than white women: 73% against 59%, black
women – at only 14% of the formally employed – have the lowest level of formal employment rates. This is
contrasted with 43% for white men, 34% for white women and 21% for black men. Black women also have the
lowest level of earnings.
Largely because of their relative exclusion from formal employment, as well as the higher level of female-headed
households, black women represent the largest segment of self-employed across race and gender groups.
While available data sources need to be better aligned on this point, it illustrates the tremendous business
and growth opportunity represented by black women as self-employed adults in the South African economy. This
opportunity should be better translated in policy documents and industry strategies and targets for black business.
The direct correlation between poverty, waged employment and use of financial services implies that, without
growth in economic opportunity, use of financial services will remain limited to a few – to the long-term detriment
of the financial sector and the economy as a whole. Black women currently represent the smallest segment of
“formally banked” in the population2 at only 38% – against 44% for black males and 94% and 91% respectively
for white males and females. They also have the lowest usage of most financial products, from retail store accounts
to life insurance, medical insurance, short-term insurance and loans. The only exception is savings clubs, where
they register the highest usage even though the figure, at 9%, is still low in absolute terms.
Physical access is a barrier to usage, even when customers are banked, and is largely race-driven. The survey
indicates that in 2005 88% of banked white women were able to reach their bank within 10 minutes, while the
corresponding percentage for banked black women is only 22%.
Another telling figure reveals that, where 2% of black men and women had home loans in 2005, the figure is
26% and 32% for white women and men respectively. This has a direct impact on black entrepreneurs’ ability to
raise collateralised credit for business use and requires creative solutions from financial institutions.

NUMBER OF SELF-EMPLOYED ADULTS
(BROAD DEFINITION, 18+) BY RACE AND GENDER
Black
Women 1,009,114
Men
833,704

White

Coloured

Indian/Asian

119,671
281,712

21,535
45,093

10,354
69,918

Source:Labour Force Survey 2005

POLICY FRAMEWORK – GOOD BUT NO TARGETS FOR
WOMEN IN BUSINESS
South Africa’s constitutional and legislative framework
is progressive and highlights the importance of gender
equality. The study reviews the legislative and institutional
provisions that have been put in place to promote SME
development since 1994 as a means to grow the economy

2

and employment. These provisions are, on the whole,
sound and progressive.
The Broad-Based BEE Act of 2003 specifies the
importance of “increasing the extent to which black
women own and manage existing and new enterprises,
and increasing their access to economic activities,
infrastructure and skills training” (Para 2d). The Act
further notes that “in order to comply with the equality
provision of the constitution, a code of good practice
and targets therein specified may distinguish between
black men and black women” (Para 9.4.).
Despite these provisions in the Act, the Financial
Sector Charter of 2003 only specifies gender targets
(which are extremely low) in staffing. It is totally silent
on gender equality in enterprise development or in
procurement finance. The Codes of Good Practice for

In other words have a bank account in a formal banking institution.
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preferential procurement and enterprise development
that came out in 2005 similarly do not distinguish between
black men and black women at all, despite the Act’s
provision that they may do so in order to comply with
the equality provision of the constitution.
Consequently, most financial institutions work on an
assumption that BEE strategy will automatically benefit
women. In reality, this is not the case and could lead to
a marginalisation of black women if adequate measures
are not taken soon.
The study therefore recommends that the BEE Codes
and Industry charters be urgently reviewed in order to
provide more specific targets for women’s business
activity. The Codes and charters would also need to
provide uniform standards to define women-owned
business, since different institutions currently use different
definitions to measure a women-owned business. This
can obviously influence their results substantially and
not give a standard picture to the public or the customer
on who is meeting what targets.

FINANCIAL INSTITUTIONS – ARE THEY REACHING
BLACK WOMEN?
Out of 170 women surveyed across four provinces,
only 7 were familiar with the development finance
institutions in their provinces. This reflects a paucity of

6
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marketing by these institutions to this target market, and
of limited use of networks such as businesswomen’s
organisations, trade organisations, local structures and
public media.
Some of the development finance institutions report
reaching good targets with regard to financing women’s
business, as shown below. Their strategies are still largely
based, however, on an assumption of gender neutrality,
and it is certain that even more opportunities could be
exploited with a focused attempt to analyse and the
strengths of this particular market. The other very
obvious weakness is that there is no uniform
standard amongst institutions for defining a
women-owned enterprise – the definition can
vary between 20-51% plus women’s shareholding!
• 51% for IDC’s franchising unit portfolio
in 2005
• 49% of Khula’s disbursements in
2004-2005
• 33% of NEF’s 2005 disbursements
• 23% target exceeded in Business
Partners in 2005 – new target
of 33% in 2006
Of the big four commercial
banks here, only two have
started implementing clear

BUSINESS DEVELOPMENT SUPPORT – HOW MUCH
REAL SUPPORT?
Business development support services such as
training, advisory services, mentoring, etc., are not
adequately integrated with access to finance strategies
to serve as real risk mitigation support. Entrepreneurs
who lack collateral – i.e. most black entrepreneurs and
women – can boost their chances of accessing and paying
back finance if they have the right business development
support, in the form of training, focused advice and
mentoring.
Yet very few institutions successfully integrate financial
and non-financial mechanisms in close proximity to each
other. Consequently, the needs of emerging small
businesses at different stages of development are not
adequately met.
Business development services at SME level surveyed
for this study reflect a male/female usage ratio of 70/30
– a reflection that women are far from being sufficiently
supported in their entrepreneurial ventures, despite
evidence pointing to their being the majority of selfemployed entrepreneurs.
Besides skills related to the management of their
businesses, new skills development and obtaining market

opportunities, micro entrepreneurs require support with
business registration, which could help open up new
opportunities to them. The study also recommends that
training on how to negotiate with financial institutions
should be an integral part of all business development
support, since financial services are central to the life of
any business owner.

CREDIT REFERENCING – WOMEN ARE BETTER PAYERS
YET GET LESS CREDIT
Credit bureaus are criticised in South Africa and are
seen to have further disempowered black South Africans
who have been listed for minor failures due to economic
precariousness, which was a characteristic of the apartheid
economy.
Figures from one of the largest credit bureaus reveal
a considerable difference in the percentage of women
and men listed.

BUREAU ACTIVITY – MEN VS. WOMEN
100
85%
Percentage (%)

strategies to target the women’s market, and of these only
one is seriously targeting the women’s SME sector. Most
banks’ MIS systems do not yet seem to be adequately
equipped for real market segmentation and gender
disaggregated data on portfolios was not readily available.
Availability of loan staff who can communicate in
local languages is an urgent necessity, since lack of
language skills are a serious impediment to confidence
building for small entrepreneurs, particularly in rural
areas. Having staff who are aware of how to communicate
with women customers without appearing discriminatory
is also crucial; one of the big four banks is aware of this
and has integrated gender-aware staff training into their
strategy towards banking women.
Micro finance for its part is often seen as a resource
for women’s economic empowerment. However, despite
the large and growing number of self-employed women
in South Africa, only two sustainable micro enterprise
lenders exist: Marang Financial Services and Small
Enterprise Foundation, which together serve some 56,000
clients. Rural areas are still very under-serviced; therefore
further disadvantaging those already neglected by the
first-tier banks. The study recommends urgent investment
and expansion in this sector and financing needs to
be accompanied by real gender impact analysis. Such
analysis needs to focus particularly on the type of
skills development that could encourage sustainable
growth of business beyond micro enterprise level.

80
64%

61%

55%
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Despite the fact that much fewer women appear to
get listed than men, the trends do not work in favour of
women’s greater access to credit from institutions. It was
not possible to obtain causes of listings from the credit
bureaus, which would help to distinguish business from
personal reasons, or marriage from own causations. This
would better serve the needs of the customers and
credit providers.
The study found that community of property marriages
sometimes have a considerably negative impact on women’s
ability to access credit and build sound credit histories in
their own names. Further research and public awareness
is required on this subject so that women and men are
better educated on their responsibilities in this regard.
In the micro enterprise sector women are renowned
for being better payers than men – yet the credit histories
from this sector are not always available to the wider
banking sector. This emphasises the need for co-ordinated
credit vetting mechanisms that can pool histories from
all tiers of institutions and for wide use of the National
Loan Register by all qualifying institutions, including
micro finance institutions.
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BEE AND PREFERENTIAL PROCUREMENT
Despite the BEE Act being clear, as shown above, on the need for women to be equal beneficiaries of BEE business
activity, the prevailing opinion amongst women surveyed, including some of the large women’s investment groups
that have done well, is that BEE is largely a boys’ game, with women treated as minor partners, or “add-ons”. This
is slowly beginning to change, with women being increasingly recognised as smart partners who add tangible value
to the business table.
Yet women surveyed for the study cite corruption, boys’ networks, patronising procurement officials, difficult
to come by performance guarantees, lack of working capital and, especially, the lack of measurable targets in the
charters or codes, as some of the reasons why they lag far behind in terms of accessing preferential procurement
opportunities. Out of 10 institutions surveyed for this report, only two included a gender breakdown in their reporting
on HDSA procurement spending and statistics reported for women were between 2-5%!
Being true to the spirit of the BEE Act will necessitate reviewing some of the current policy measures in place,
notably the Industry Charters and Codes of Good Practice, and proposing more specific targets and definitions to
ensure that women obtain equal access to business opportunities. This is a key recommendation that will ensure
an alignment of approach across both industry sectors and financial institutions.

INSUFFICIENT DATA
Finally, in compiling the study, it was noted that there
is still too little information on SMMEs in South Africa,
their location, sectors, economic contribution, and
challenges. This needs to be urgently rectified by regular,
independent publications and surveys on SMMEs in the
country.

RECOMMENDATIONS
The study affirms that a great deal has been done in
the 12 years since 1994 to have a more participative and
democratic economy. However, given the huge deficit
that existed in terms of economic access prior to 1994,
there are still considerable challenges ahead. It is only
be pinpointing the missing gaps and acknowledging the
role that all stakeholders must play in transforming the
country that progress will be made. Responsibility lies
with private actors as well as with the state. The state
has tried to ensure that institutions and individuals buy
into an agenda that is inclusive and non-discriminatory.
This is necessary, not only to be true to the promise of
equality that is enshrined in the country’s constitution,
but because the economic success of the country depends
on it.
The racial discrimination represented by the apartheid
system and which permeated the educational, employment
and private business sectors, has had a severely negative
impact on the country’s economic reality. Race and
gender discrimination combined meant that black women
had the least access to opportunity of all groups.
This study reveals that there are still a substantive
number of missing gaps to ensuring their access. The
recommendations listed below map out a demand
driven strategy towards equalising access for women
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entrepreneurs in a conscious and integrated manner.
The study provided a number of recommendations
with responsibilities for both the public and private sector
in the areas studied. A summary thereof is provided below:
1. POLICY FRAMEWORKS

• The Charters and Codes should urgently be reviewed
to include targets and definitions of women’s
business that enable equal access for women to
business opportunities.
2. FINANCIAL INSTITUTIONS

• A regularly updated and national directory of business
financiers should be published and widely disseminated
to enable SSMEs to know what services are available
on the market.
• Financing institutions should gender disaggregate
their portfolios and targets and put in place strategies
to better understand and take advantage of
opportunities in the women’s market.
• Financial institutions should have loan staff that
understand the opportunities in the emerging markets
and who can communicate with customers in gendersensitive ways and in languages they understand.
• A comprehensive review and capacity building strategy
for the micro enterprise lending sector is needed to
service the many self-employed women in South
Africa, and to enable them to grow their skills and
businesses beyond micro enterprise.
3. BUSINESS DEVELOPMENT SERVICES

• The 70/30 male/female ratio of institutions surveyed
indicates that women need to have more access to
business development services; such services should
be more gender focused and also include more female
mentors and advisors.

• Financial and non-financial support should be better
integrated in terms of purpose and application so
that business development support can provide the
risk mitigation required by financiers. All business
development courses should involve training on
financial negotiation skills for entrepreneurs.
• Business development support should be facilitated
for micro entrepreneurs as part of micro enterprise
specific business development.
4. CREDIT REFERENCING

• Women’s better re-payment records should translate
into improved access to credit, which is currently not
the case.
• Co-ordinated credit vetting is required across different
levels of financial institutions for credit referencing
purposes. Alternate mechanisms of determining credit
worthiness should also be explored and utilised.
• The impact of Community of Property marriage on
women’s own credit records should be studied; credit
bureaus should begin to better disaggregate causation

of listings between personal, business and contractual
causes.
• Credit referencing mechanisms should be demystified
so that the public can be made more aware of how
to positively manage their records.
5. BEE FINANCING

• Women should be recognised as an asset in themselves
and not as a token or afterthought in BEE deals: the
positive impact of female BEE companies as
shareholders and managers of companies should be
better documented and highlighted.
• Gender-specific targets for preferential procurement
and enterprise development should be included in
new and revised industry charters and codes; current
preferential procurement processes are often perceived
as male-biased and un-transparent.
• Co-ordinated mechanisms between industry and financial
institutions are needed to better manage security and
performance risk issues for emerging entrepreneurs.
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1. Introduction

W

omen in South Africa represent 52% of the population, and have used political
gains enshrined in the Constitution well over the last twelve years. 43% of the

country’s cabinet ministers and 37% of our parliamentarians are female. The country
has one of the few female Deputy Presidents in the continent. While women have also
begun to extend their advantage in the economic sphere by running and managing
SMEs and even large investment consortia; their businesses are mostly concentrated
at the micro enterprise level and tend to be in uncompetitive, over-traded sectors. Yet
the proceeds from women’s enterprises, especially those owned by poor women, are
used directly for food security in the home, healthcare for children and education.
Income directed to or channelled through women thus holds positive consequences
for society as a whole, as a number of development institutions such as the World Bank
Group and the Institute for Agricultural Development have documented.

3

Recent research conducted by the World Bank Group
has demonstrated that countries that fail to address gender
inequalities are losing out on economic growth. Addressing
barriers in education, formal sector employment and
productive enterprise could result in annual GDP increases
of between 2-3% in certain African countries in which
this research has been undertaken.4
A range of mechanisms seek to promote the
advancement of previously disadvantaged South Africans.
In accordance with the Constitution, gender is included
in all general provisions, in addition to specific provisions
to promote equality. A number of institutions have been
established to skill people, notably the Sector Education
and Training Authorities (SETAs) and small business
support agencies. Laws have also been passed to promote
equality, including the Employment Equity Act, BEE
legislation and an Act establishing the Commission on
Gender Equality, which aims to monitor public and
private bodies and institutions to ensure gender equality

3

4

in all spheres. Despite the commendable range of
legislative provisions and new institutions, considerable
effort is still required on many fronts to build a society
where black and white, men and women have equal access
and enjoyment of economic benefits.
The lesson on building equality is as true for women
in business as it is in other spheres of South African life.
Those women who do have the growth potential to
traverse the journey towards small, medium and large
enterprises, may not have the resources required. These
include both financial services and business development
support. While there have been considerable resources
allocated for these purposes, measurable impact has yet
to be observed. Development policies and agencies
proliferate at national, provincial and local level, but a
systematic matching of policy and implementation is still
a challenge.
This study, conducted in partnership by the IFC and
the South African Department for Trade and Industry

In one example, household survey data from South Africa utilised to determine governmental pension policy demonstrated that expenditures by grandmothers
do more to increase family welfare, and particularly the welfare of grandchildren, than do expenditures by grandfathers. While grandmothers will spend a
higher share on clothes, food and schooling, grandfathers will spend more on own-goods consumption, such as alcohol or cigarettes. Cited in Nicholas Stern,
Engendering Development, World Bank Group 2001.
World Bank/IFC Gender and Growth Assessments: Uganda (2005) and Kenya (2006).
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(dti), assesses the environment for access to financing
for women in business in South Africa, all along the size
and growth continuum. The specific objectives of this
project are to:
• Understand the constraints and opportunities as
perceived and experienced by women entrepreneurs;
• Review existing data that may assess gaps in the
market for provision of capital and other financial
services to women compared to men, at all stages of
business development;
• Review existing programmes and funds that provide
access to financing for SMMEs in South Africa, to
determine the extent to which they are reaching
women entrepreneurs. This would include programmes
offered by financial institutions, public sector schemes,
and public-private partnerships;
• Assess the status of business development support

1.1

and other ancillary services in as far as they support
women to grow their businesses and access finance;
• Provide recommendations about the state of access
to finance for women entrepreneurs in South Africa,
identify where gaps in access exist, and what
programmes or services could be considered to address
these gaps in a sustainable manner.
The recommendations presented in Chapter 8 of the
study provide a template for further action around the
building of women’s business in South Africa and the
role of the various stakeholders. Key to success will be
a gender review of policy frameworks, such as the
Financial Charter and the Codes of Good Practice, and
for institutions to begin to disaggregate their portfolios
and market strategies by gender, to ensure that targets
and measurement go hand in hand.

Methodology and Assumptions

The information gathered for the study included both primary and secondary sources. Our findings, however, are
based as far as possible on primary information gathered from institutions in financial services, business development
services, companies and credit bureaus, and women entrepreneurs themselves.
For the purposes of this study, we used the dti criteria that define a micro enterprise as one that employs four
or less, a small enterprise as one that employs five to fifty and a medium sized business as one that employs fiftyone to two hundred. Access to finance, for the purpose of this study, signifies the ability for women in business,
to be able to access savings and insurance products, all sorts of debt products (loans, overdrafts, credit cards,
leasing, factoring, trade finance, project finance, etc.) as well as equity financing, venture capital financing, etc.,
that can be used to grow their businesses.
Studies on small businesses have become a rarity in the country over the last five to six years. The publication
of an annual State of Small Business Report has not occurred for the last three years. Data on the incidence of
women (and others) in business is not consistently gathered, tracked or published. The section which analyses
data from the FinScope and Labour Force Survey shows irreconcilable discrepancies between certain available
data. One of the few agencies which has produced some work in the area is the SME committee of the Financial
Sector Charter Council. Given the high expectations from the small business sector in terms of employment creation
and promoting national equity, production of accurate and regularly tracked data is essential. The effectiveness
of the abundant investments of the state and donor agencies will not be known without accurate data and tracking
of progress. These deficiencies should therefore be corrected.

INTRODUCTION
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2. Customer Analysis

2.1

Analysis of Survey Data

S

ection 1 of this chapter provides an analysis of data across gender and racial lines,
reflecting the extent of poverty, formal and informal employment and business
activity. We then present and discuss women’s use of financial services and their preferences.
The primary data source for this analysis is the FinScopeTM 2005 survey. This survey
of 3,885 respondents is the most comprehensive survey of financial services usage in
South Africa. While it surveys the South African market as a whole, it focuses in particular
on low-income consumers.
5

Analysis of the data indicates that socio-economic
conditions and access to financial services in South Africa
are still largely race-driven. However, specific areas of
enquiry also reflect a definite gender gap. The presence
of this gap, in access to formal employment, for example,
is in turn a driver for other issues related to economic
opportunity and financial access.
SOCIO-ECONOMIC CHARACTERISTICS OF
SOUTH AFRICAN WOMEN
• There are just over 15 million (m) women aged 18
or more in South Africa, compared to around 14m
men of the same age.
• 77% or 11.5m of all women are black, 11% white,
9% coloured and 3% Indian or Asian.
• More than half of South African women (56%) live
in 3 provinces: Gauteng (22%), KwaZulu-Natal (20%)
and the Eastern Cape (14%).
• 40% of women (18+) live in villages, 28% live in cities
and (32%) in towns. While the distribution for men
is broadly the same, a racial breakdown reveals that
only 2% of white women live in villages, compared
to 50% of black women.
• According to the 2004 General Household Survey
(GHS), 64% of male-headed households live in urban
areas compared to 51% of female-headed households.
• 57% of all black women are aged between 18 and

5

•

•

•

•

•

35, while less than a quarter of white women are
aged between 18 and 35.
As shown in Table 1 below, black men and women
are more likely to experience poverty than other
races. A third of all black women are unable to meet
their basic food needs, while one-fifth lack access to
basic services such as clean water.
Hunger among black adults is most pronounced in
rural areas, indicating that subsistence farming
opportunities are limited or inadequate and that other
sources of income are required to sustain households
who live in these areas.
Living standards are highest for those living in towns.
Crime within the home appears to have the biggest
impact on the lives of urban women – over half say
they feel unsafe in their homes often or sometimes.
51% of black women, on average, have gone without
cash income. The heaviest burden is borne by black
women in villages where 63% have gone without
cash income. The income generating potential of
such women is thus highly constrained.
As with location, there are noticeable differences in
living standards between female-headed households
and male-headed households. According to the General
Household Survey, households in rural areas headed
by black females are noticeably more likely
to experience hunger than other households.

As with all survey-based data, care should be taken when interpreting findings. Respondents’ answers reflect their perceptions – this may not always be an
accurate reflection of reality. In addition, respondents may not always answer questions truthfully, particularly if they believe they could be compromised
by doing so. FinScopeTM focuses primarily on the financial status of the individual and the household rather than that of the enterprise. In the case of small
(single-person), survivalist enterprises, the welfare of the household is tightly integrated with that of the enterprise and owners frequently do not distinguish
between their (household) needs and the needs of the enterprise. Given that the data indicates that the vast majority of women’s businesses are such enterprises,
the personal sentiments reflected in the survey are likely to be a reflection of the sentiments of actual or potential enterprise owners.
FinScopeTM data used in this report is from the 2005 survey. Data from the Labour Force Survey (September 2005) is also used to provide a more nuanced
view of the extent and nature of economic activities undertaken by women, while data from the 2004 General Household Survey is used to provide additional
data on the characteristics of female-headed households. Unless otherwise indicated, all data provided in this analysis is from these sources.

12

CUSTOMER ANALYSIS

TABLE 1: EXPERIENCE OF POVERTY IN SOUTH AFRICA BY RACE AND GENDER (18+):
PERCENTAGE OF RESPONDENTS WHO HAVE OFTEN OR SOMETIMES:
Black
Women

White
Women

Coloured
Women

Indian/Asian
Women

Black
Men

White
Men

Coloured
Men

Indian/Asian
Men

Gone without
cash income

54%

10%

27%

17%

54%

4%

26%

23%

Felt unsafe from
crime in your home

38%

31%

28%

40%

34%

21%

19%

43%

Gone without
medicine or
medical treatment

37%

7%

18%

10%

41%

6%

20%

5%

Gone without enough
food to eat

33%

1%

17%

2%

30%

6%

11%

9%

Gone without
electricity in your home
(not power cuts)

33%

3%

9%

1%

37%

3%

9%

17%

Gone without fuel to
heat your home or
cook food

26%

2%

8%

0%

28%

2%

5%

0%

Gone without clean
water to drink and cook

20%

1%

3%

0%

26%

3%

2%

6%

Gone without shelter

3%

0%

0%

0%

2%

1%

0%

0%

Source: FinScopeTM

CHART 1: UNEMPLOYMENT 7 BY GENDER: ADULTS AGED 16-64
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7

Official definition.
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2.1.2 Participation of Women in the Economy
Various surveys highlight the significant gender gap
that exists with regard to economic activity. According
to the Labour Force Survey, formal unemployment among
women is persistently and noticeably higher than formal
unemployment among men. This is illustrated in Chart
1 on the previous page.
Black women are significantly more likely than women
of other races to participate in the labour force (73%
6

compared to 59% for white women). However, both
formal and informal employment opportunities are scarce.
More than half the black women (56%) in the labour
force are thus unemployed and looking for work.
White men are most likely to generate income in the
formal sector (either as employees or as self-employed).
Only 14% of black women over 18 who are actively
employed, or an equivalent of 1.47m, are employed full-time
in the formal sector, compared to 43% of white men (.5m).

TABLE 2: EMPLOYMENT: ALL ADULTS (18+)
Black
Women

White
Women

Coloured
Women

Indian/Asian
Women

Black
Men

White
Men

Coloured
Men

Indian/Asian
Men

Unemployed - looking
for a job

41%

5%

21%

10%

28%

3%

23%

7%

You work full-time formal sector

14%

34%

19%

25%

21%

43%

29%

38%

Pensioner/Retired

11%

25%

23%

19%

10%

28%

17%

25%

You are a student/learner

10%

1%

1%

2%

13%

5%

7%

7%

You are a housewife/
househusband

5%

16%

16%

26%

0%

0%

0%

1%

You work part-time formal sector

5%

6%

4%

2%

4%

3%

4%

9%

You work full-time informal sector

3%

3%

6%

0%

7%

4%

7%

2%

You work part-time informal sector

3%

1%

2%

0%

7%

2%

3%

0%

Self-employed informal sector, e.g.
sidewalk trader,
casual labour

3%

2%

1%

6%

5%

0%

1%

4%

Unemployed - not
looking for a job

3%

3%

5%

5%

3%

1%

3%

2%

Other

2%

2%

3%

3%

2%

1%

3%

0%

Self-employed formal sector, e.g. own
formal business

2%

6%

1%

2%

2%

13%

4%

9%

Percentage economically
active (estimated)

73%

59%

56%

48%

76%

70%

75%

70%

Unemployment rate

56%

9%

38%

20%

37%

4%

31%

10%

Self-employed as
percentage of employed

16%

14%

7%

20%

16%

20%

9%

20%

Source: FinScopeTM

6

Including FinScopeTM and the Labour Force Survey.
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This has major strategic implications in terms of the
potential for self-employed women to access credit,
business development support and thus be harnessed as
a catalyst for meaningful economic growth in the country.

A comparison between FinScope and data from the
Labour Force Survey highlights the difficulties with respect
to identifying self-employment or entrepreneurial activity
using survey data. The Finscope data indicates that selfemployment is relatively uncommon across all race/gender
segments: only 5% of black women over 18 indicate that
they are self-employed in the formal and informal sectors,
compared to 7% of black men and 13% of white men.
The LFS, however, contains various questions that
provide a wider indication of entrepreneurial activity.8
While FinScope finds a total of around 600,000 black
women (18+) who are self-employed, according to the
LFS’ wider definition, over one million employed black
women (18+) are involved in self-directed economic
activity9. In this definition, according to the LFS, selfemployment accounts for the highest share of employment
for black women of all the race/gender segments. Inclusive
of small-scale agricultural activity, 28% of employed black
women are self-employed, compared to 16% of black
men, 13% of white women, 24% of white men and 25%
of Asian men.

TABLE 3: NUMBER OF SELF-EMPLOYED ADULTS
(BROAD DEFINITION, 18+) BY RACE AND GENDER
Black
Women 1,009,114
Men
833,704

White

Coloured

Indian/Asian

119,671
281,712

21,535
45,093

10,354
69,918

Source: LFS 2005

As is shown below, the vast majority of self-employed
black women work in the informal sector:
Monthly and hourly wages for black entrepreneurs
are very low. Almost 90% of self-employed black women
earn R1 500 per month or less, compared to 6% of selfemployed white men. Over one-third of self-employed
black women earn R200 or less per month.

CHART 2: SELF-EMPLOYMENT PERCENTAGE OF EACH RACE/GENDER SEGMENT – ADULTS 20+
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Source: LFS 2005

CHART 3: MONTHLY INCOME OF ALL SELF-EMPLOYMENT – ADULTS 15+
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Source: LFS 2005

8

For example: Question 2.3: “In the last seven days, did …… do any of the following activities, even for only one hour? … a) Run or do any kind of business,
big or small, for himself/herself or with one or more partners?”, Question 4.14 “Is the business or enterprise where .. works …. (option) 8 = Self-employed”
and Question 4.3 “In ….’s main work was he/she … option) 3 = Working on his/her own or on a small household farm/plot or collecting natural products
from the forest or sea? … (option) 4 = Working on his/her own or with a partner, in any type of business (including commercial farms)?

9

This includes those who work on their own or with a partner in any type of business as well as those involved in small-scale agriculture.
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2.1.3 Financial Service Usage and Preference Patterns
Discussions regarding the financial product or service needs of small businesses tend to focus on credit products.
While this focus may reflect policymakers’ concerns reflected in provision of wholesale credit only for enterprise
development, it ignores the fact that even small-scale and necessity-driven entrepreneurs, like other business
owners, have a spectrum of needs. As with personal financial needs, the financial needs of a business may be
served by any or all of the basic financial product categories, namely: transaction banking, savings, credit and
insurance, irrespective of the age, size and type of business. And of course the service needs of businesses change
with growth and are dependent on the sector and specialisation of the business.
The Financial Access Strand provides a useful high-level summary of financial product usage. It segments the
market into three broad segments. The first segment comprises those who are financially captured. These adults have
products offered by formally regulated institutions (adults in this segment may also have informal financial products).
The financially captured segment is divided into those who are formally banked10 or have retail credit. The next
segment, termed the development frontier, comprises those who do not have formal products but do have informal
products. Informal products include stokvels or savings clubs, burial societies and informal sources of credit. The
last segment is the financially excluded segment. Adults in this segment have no financial products, formal
or informal.
According to FinScopeTM 2005, 55% of South African adults are financially captured, while 8% lie in the
development frontier. 37% of South African adults have no financial products at all. The financial strands for black
and white males and females are presented below.

CHART 4: FINANCIAL STRANDS: BY RACE AND GENDER (ADULTS 18+)

White female

91%

4% 5%
2%

White male

94%

Black female

38%

Black male

9%

44%

0%

20%

Formal - Banked

11%

6%

40%

Formal - Other

4%

42%

8%

42%

60%

Development Frontier

80%

100%

Financially Excluded

Source: FinScopeTM 2005
(Note: In this chart, Black denotes black African only)

10

An individual who is banked has any bank savings or transaction product, including a bank account (savings or transaction), an Mzansi account, an ATM
card, etc. and those who are not banked, but who have other formal financial products such as insurance.
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The data shows that, while there is no difference
between the percentage of black men and women that
are financially excluded, there is a noticeable difference
between these segments in their level of usage of banking
products. As shown above, 38% of black women
respondents are banked compared to 44% of black men,
and over 90% of white men and women.
For most non-banking products, the differences in
usage between race/gender segments are stark. Black
women are least likely to have most products – a notable
exception being savings club membership, which, although
relatively high for black women, is still low in absolute
terms. Black women are also more likely than black men
to have funeral cover.
FinScopeTM includes detailed usage data on specific
products. Findings are summarised below for each product
category (transaction bank accounts, savings products,
insurance and credit):
• A bank account is the most commonly used financial
product across all race/gender segments. Aside from
Post Bank accounts and Mzansi11 accounts, which
have limited usage, black women are least likely to
have any form of bank account.
• After basic banking products (used by 27% of black
women), stokvels are the second most commonly

used savings mechanism by black women. Usage of
contractual savings products by black men and women
is insignificant.
• Membership of burial societies (8%) is the most
common form of insurance used by black women.
• While a relatively high proportion of adults have retail
credit (24% is the national average with 17% for black
women), reported usage of other unsecured credit is
strikingly low. At 0.05%, loans from micro-lenders are
possibly under-reported by a factor of over ten if one
compares survey data with industry data.

2.1.4 The Financial Summary Measure
TM

FinScope also incorporates the Financial Summary
Measure (FSM), a composite statistic representing overall
levels of financial sophistication, including usage of financial
products or services, physical proximity to providers,
awareness issues and various other attitudinal statements
regarding financial services as well as life in general. Those
in lower FSM tiers (one to three) are typically un-banked,
and have no or little access to amenities and financial
services. FSM tiers six to eight represents income earners
of between R2-6,000 or up, all are formally banked, and
from FSM 8 have university degrees.
According to FinScopeTM, almost 70% of black women

CHART 5: FINANCIAL PRODUCTS USAGE – ADULTS 18+
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The “Mzansi” (meaning South African) accounts were introduced by the large banks and the Post Office in South Africa during 2004, in response to their
commitment in the Financial Sector Charter towards increasing the reach of basic transactional services to low income earners in the country.
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are in FSM tiers one to three, while only 7% are in tiers
six to eight. In contrast, 77% of white men and 60% of
white women are in FSM tiers six to eight. This illustrates
the direct correlation between poverty and use of
financial services.

the way the product is distributed or serviced (for example,
reliance on employer-related distribution mechanisms
limits access to those who have a formal job). Access
barriers may also arise because of various demand-side
factors such as low levels of awareness of the product
and/or its potential benefits, limited ability to physically
access the product or a distrust of providers or various
sales or service channels.

2.1.5 Access Barriers
The data reveals that while there are some clear
differences across gender, race is still the more powerful
discriminator of patterns of usage of financial services.
This is not surprising in the South African context.
However, it raises a critical question for policymakers:
will the gender gap in usage of and access to financial
services become more noticeable as racial imbalances
are rectified? To answer this question, survey data can
be used to identify some potential access barriers that
might impact on women specifically.
As a first step it is important to distinguish between
access and usage. Some people may have access to a
product and may choose not to use it. It is therefore
critical to assess whether those who do not have or use
a product or service do so out of choice, or because
various factors constrain their ability to do so. Such
factors may arise because of stringent client qualifying
criteria or minimum payment or premium amounts, or

Given that usage of a bank account is often a
prerequisite for access to other services, this area will be
investigated in some detail. Other access barriers include:
- Employment status
- Income levels
- Awareness of financial issues
- Proximity to financial providers
- Attitudes to technology
- Lack of appropriate and affordable products and services

• USAGE OF BANK ACCOUNTS
A bank account provides lenders with historic data
to verify income and assess the capacity to repay
loans. It also enables providers to collect premiums
or instalments.
As noted above, only 38% of black women aged 18
or more are banked (compared to over 90% for white

CHART 6: FSM BY RACE AND GENDER (18+)
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28%

33%

Black women
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28%

60%
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35%
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Source: FinScopeTM

24%

37%
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women). The most frequently cited reasons for not
having a bank account are “I don’t have a job”; “I
don’t have a regular income”; or “I don’t have money
to save”. These factors are particularly noticeable for
black men and women, while white men are more
likely to indicate that their banking status is a matter
of choice.
In part, differences in employment patters should
explain differences in banking status. As noted
earlier, there is a noticeable gender gap in this
regard. According to FinScopeTM 2005, 41% of black
women over 18 are formally unemployed compared
to 28% of black men, 5% of white women and 3%
of white men.
The data highlights that while black women are the
most likely race/gender segment to be unemployed,
they are nevertheless more likely than black men to
have a source of money. Only 10% of black women
indicate they have no source of income compared
to 15% of black men. This appears principally to be
because of high reliance on support from family or
friends and child grants rather than economic activity.
Some 58% of black women receive income from
family members or child grants. Thus, while
employment patterns appear to place black women
at a disadvantage, women are more likely than men
to have an income source and therefore a need for
a mechanism to store and transfer value. This partly
explains why within the group of unemployed, black
(21%) and coloured (18%) women are more likely to
be banked than men (16% and 10% respectively).

• AMBIGUOUS ATTITUDES TO BANKS
TM

FinScope also examines the reasons why one would
have a bank account. For those who are unbanked,
the means to facilitate savings is critical. Safety comes
a relatively distant second. Interestingly enough,
factors relating to facilitating access to other products,
such as insurance and credit, are perceived to be
relatively unimportant by those who are unbanked.
Also, relatively few black women link banking status
with the ability to access credit – they apparently

discount the information value of having a bank account.
Other attitudinal statements relating to banks may also
be of interest. Almost half of black men and women
regard banks as unnecessary (“You can easily live your
life without having a bank account”). Interestingly,
white men and women are more likely than black men
and women to view banks as exploitative.

• LOW LEVELS OF AWARENESS
Awareness of financial terminology is also a significant
potential access barrier. In this regard, gender/race
differences are noteworthy, particularly with respect
to terminology relating to credit products (e.g. bad
debt, interest rate payable and term of loan). Across
all race and gender segments, there is a relatively
high understanding of basic financial terminology
such as savings, ATMs, stokvels and burial societies,
although, awareness of product-specific terms such
as interest, transaction banking, technology or
insurance, is low.
That familiarity with the term ‘Ombudsman’ scored
very low, particularly for black men (5%) and women
(3%) is a concern – this implies that potential financial
services customers may not know that they have
recourse should providers fail to deliver.

• LACK OF FINANCIAL CONFIDENCE
TM

Other data from FinScope provides an indication
of the levels of financial confidence that women have.
Overall, women appear to have lower levels of
financial confidence than men. They are least likely
to agree with the statement “you know quite a bit
about money and finances” and more inclined to ask
family or friends for advice than men. Generally,
women are less likely to play the role of advisor than
male counterparts (“People often ask your advice on
financial matters”). While 70% of black women trust
their own experience rather than the advice of others,
only 40% say they know quite a bit about money.
This may indicate that there is limited trust of, or
access to, those who have financial expertise.
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• LIMITED PHYSICAL ACCESS
Physical proximity is another potential barrier to
access. While a relatively small percentage of those
who are unbanked cite proximity as a barrier, the
data indicates that less than 30% of black men and
women live close to a bank. Post offices, while more
accessible than banks, are near to only half the black
population. Physical access is therefore a significant
access barrier that impacts on both men and women.
Within the banked population, there are noticeable
differences in physical accessibility across race groups.
88% of banked white women are able to reach their
bank within 10 minutes, while the corresponding
percentage for banked black women is only 22%.
This raises the transaction costs associated with
banking (costs and time spent travelling to the bank).

• TECHNOLOGY
Attitudes to technology are also commonly thought
to limit access to products and services that are
technology-intensive. Almost one quarter of black
women indicate that they find it difficult to use the
technology associated with banks’ products and
services, compared to 19% of black men, 9% of white
women, and 10% of white men. 58% of black women
indicate that they are prepared to use technology

20
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compare to 75% of white women and 80% of white
men. However, other statements might indicate that
black women would be as happy to use technology
as face-to-face channels. In fact, other evidence on
usage of technology-intensive solutions, such as SMSbased services, indicates that where the service is
clearly of benefit and where there is access to the
channel, customers are able to master the skills required.
Age is a primary driver of attitudes to technology.
Around 70% of women younger than 40 would
be prepared to use technology, compared to
52% for women aged 40-64 and 34% for those
aged 65 or older.
• APPROPRIATE AND AFFORDABLE PRODUCTS:
CREDIT VS. SAVINGS
Broadly, the data indicates that there
is a strong aversion to credit across
race/gender segments, although
black men and women appear to
be less credit-averse than other
segments. No indication is
provided as to whether this
refers to both consumer credit
and enterprise finance.
As noted above, that

reported usage of unsecured lines of credit is so low,
is perhaps the strongest indicator of attitudes to credit–
it is seen as so undesirable that respondents do not
tell the truth about taking out loans.
In contrast, attitudes to savings are generally positive.
However, as shown below, relatively few respondents
are able to save regularly despite having an
appreciation of the benefits of savings.
For both those who are banked and those who are
unbanked, the most commonly cited benefit of having
a bank account is to save (63% of respondents cite this
reason). However, given the current pricing structure
and interest rates offered on most bank accounts, smallscale savings activities are currently not well facilitated
by banks. In addition, as noted earlier, relatively high
minimum monthly contributions place most contractual
savings products out of the reach of the average black
woman in South Africa. For those who want to save but
only have the means to save low amounts (perhaps
infrequently), informal mechanisms appear to be the
only option available.

2.1.6 Conclusions
TM

The FinScope and the LFS data demonstrate the
importance of historical racial policies on poverty,
employment and income levels of South Africans. These
policies have resulted in self-employment becoming an
important means to generate an income, particularly for
black women. While BEE policies aim to increase formalsector employment opportunities for women, selfemployment will continue to play a critical role in enabling
women to participate in economic activity particularly
for women in rural areas who have less access to formal
education. However, the data also shows that most self-

employed women generate very limited earnings from
their activities.
Low earnings levels are a significant barrier to access
to financial services as available products are often
unaffordable. Given that women tend to earn less than
men, affordability constraints are likely to have a more
significant impact on women than on men. In addition,
the focus on employer-based distribution channels makes
many contractual savings products inaccessible for those
men and women who are self-employed. Given that selfemployment is more significant for women, these biases
have a more noticeable impact on women.
The data also shows that women need access to a
range of financial products and that, while the emphasis
on credit is understandable, access to other basic products,
particularly savings products, should be given due attention.
Women are also disadvantaged by their lower levels
of financial literacy and awareness. Given limited exposure
to financial material via mass media channels, product
providers who seek to educate potential customers will
need to find other, more direct methods of reaching
women. Physical access is a further barrier that impacts
both black men and women.
While access barriers are significant, the opportunity
for financial services companies who can provide
affordable, appropriate and accessible products to meet
the needs of self-employed women is significant. The
Mzansi accounts are still new, but would warrant a
thorough assessment after several years to be able to
verify whether they have made inroads in servicing and
benefiting this segment of the population. The sheer size
of this market12, and its potential to alter the status of
household income and security, warrants the attention
of policy makers and product providers.

TABLE 4: ATTITUDES TO SAVINGS: PERCENTAGE AGREE (18+)
Black
Women

White
Women

Coloured
Women

Indian/Asian
Women

Black
Men

White
Men

Coloured
Men

Indian/Asian
Men

If you save and invest
regularly, eventually
the small amounts
will add up and you
will be secure

61%

86%

67%

72%

64%

89%

70%

70%

You try to save regularly

35%

74%

39%

50%

40%

73%

35%

55%

You go without
basic things so that
you can save

25%

27%

27%

28%

29%

34%

20%

28%

Source: FinScopeTM
12

Notwithstanding that current figures are still in dispute due to inadequate research.
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2.2.

Women’s Needs As Articulated In
Focus Group Discussions

INTRODUCTION
This section complements the analysis of the customer
survey in part 2.1, by recording the awareness, experiences
and views of women in business on access to finance.
The discussions focused on development finance
institutions, commercial banks and micro finance, as
collected during focus group discussions in 5 centres
around the country.13

2.2.2 Women’s Awareness of
Development Finance
State-sponsored development finance institutions
should, in principle, be one of the first ports of calls for
business owners who do not already have established
borrowing records with commercial financial institutions,
and particularly for previously disadvantaged groups in
South Africa, for whom such institutions have adopted
specific targets and products. However, despite the
significant resources available from development finance
institutions, very few, if any women in business are
aware of the institutions, their products or how to access
them. In our sample, only 7 out of the total 172 women
respondents were aware of the development finance
institutions in their province. Three had applied for loans
and had been refused. In the entire sample, only two
women had enjoyed support from a provincial
development financier. One had obtained a loan and a
second had received business planning support. A few
women had heard of Khula Enterprise Finance, but were
not sure what the institution did or offered. A further
two had applied to another provincial financier for a
loan and were still waiting to hear about their application
after several months had passed.
While it appears that women are benefiting from the
new procurement procedures and gearing to take
advantage of the opportunities coming their way, they
often have enormous difficulty in securing the bridging

A CONTRACT BUT NO CONTRACT FINANCE!
One business owner had received a loan from the
provincial financier and had been paying it back for the
last three years without default. Recently she won a
tender to supply R7m of the goods she manufactures to
another provincial government. With a tender of this
magnitude she needed R1.5m in bridging finance.
Neither her original lender nor her own commercial bank
was able to process the bridging loan in time for her to
deliver under the tender.
While there are not many women with businesses as
sophisticated as hers, there were many who had similar
negative experiences when winning tenders.
finance to enable them to deliver on time. Contract
finance appears either to be in short supply in South
Africa or financiers are unable to process the facilities
in time for businesses to deliver under their contracts to
buyers.14 In other cases, businesswomen spoke of having
to endure huge delays waiting for the government
department or agency to pay, despite procurement
policies designed to ensure that small businesses do not
have to wait longer than 30 days.

2.2.3 Women’s Awareness and Attitudes
towards Banks
There are considerable opportunities for bankers and
women in business to enhance their interaction, as
reflected by comments below from women customers
who bemoaned:
1. The lack of clarity in terms of access to credit and
other bank services.
2. The lack of consistent relations and recognition in
their bank, despite positive banking records and
business track records.
3. The exorbitant fees, relative to a service culture that
is still not sufficiently client focused.

13

Businesswomen were identified through two businesswomen’s networks, vis. South African Women’s Entrepreneurs Network (SAWEN)
and Business Women’s Association of South Africa (BWASA), as well as via one of the leading Micro Finance Institutions which invited members of their
client base to the focus group discussions on our behalf. The researchers reached 172 women through this process, and attempted to
ensure that urban and rural women and women operating small, medium and micro enterprises were represented in the sample. The
working definition for small, medium and micro enterprises related to the number of employees per company, i.e. four or fewer employees was considered
micro, five to 50 is small, 51 to 200 was medium, and 201 and more were large ones. The Tables in Annex 2 show the distribution of women across the sample
used in the study. As is reflective of the reality in South Africa, micro enterprise dominated the sample.

14

See more on this topic in Chapter 7 on BEE Financing.
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NO PREMIUM FOR LOYALTY OR TRACK RECORD
In one case a woman indicated that she had
R500,000.00 in cash as well as personal assets for
collateral to start a new business. She had completed
an MBA, had been highly successful in the corporate
sphere, and enjoyed the status of being a platinum
client of her bank. Her application for a R100,000
loan to help manage the cash flow in her new business
was turned down after a month’s wait. The woman
also had to endure the humiliation of being asked
by a banker about whether she didn’t have a husband,
father or brother who could sign surety!
Ultimately, she used her relatively high levels of
personal credit to manage her cash flow requirements,
something which is common amongst new and even
established business owners, due to the difficulties
in raising business finance.

On balance, advice and information received by
clients was uneven and inconsistent across banks
and branches of the same bank. This results in
confusion for clients, who are not always assertive
enough to request that clear and consistent information
be provided, or that a manager or senior staff speak
to them.
POLITICS AND BANKING?
In one case cited during the focus group discussions,
a woman who had a famous surname and a husband
who was an MEC (member of the provincial
government’s executive committee) opened a business
bank account for her new business, and qualified
immediately for a R30,000.00 revolving credit. Three
months later when her husband was no longer an
MEC, the revolving credit was no longer available!
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The issue of liberal limits of personal credit and high
levels of conservatism in business credit is a common
scenario among women in business. It is, however, an
anomaly that banks do not take some aspects of personal
banking history into account when assessing credit
applications. While on the one hand, existence of a credit
judgment or black listing on the part of a business owner
can jeopardise the chances of obtaining a business loan,
a positive personal record does not correlate in the same
way towards obtaining business credit.15
Consequently, there were a number of cases where
women were using credit cards for bridging finance, which
is a much more expensive and unsustainable method.
The issue of pricing for banking cuts across gender
and types of accounts and is a definite obstacle to business
growth. Efficient, cost effective financial services seem
to be a broad challenge in South Africa, which can impact
heavily on small, cash-based businesses and international
best practice in this regard needs to be brought into
South Africa.
Generally, women in business think of banks as their
primary financial facility and source of finance to manage
and grow their businesses. While some positive stories
were obtained from the discussions, by and large, bankers
need to improve public communication about credit criteria.
The issue of client loyalty and track records is also
key for women’s banking. Women value relationships
and would prefer to have consistency, confidence-building
and recognition for progress being made. While banks
claim to have scoring methods, these do not seem to be

15

See more on this in Chapter 6 on Credit Referencing Issues.
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frequently or consistently applied to their clients.
A number of professional and business women informed
us of banking relations that are twenty, thirty and more
years, yet were not taken into account for services other
than basic transaction-related loyalty programmes.
Another issue, which needs to be flagged for financial
institutions, is that very little start-up financing or equity
capital for innovative businesses makes its way to women.
A BEE start-up fund in one of the major banks, for
example, in which equity financing is the primary
funding mechanism, only had a 5% female client base
after 2 years in operation.

2.2.4 Financial Needs of Women
in Informal Enterprise
Women operating informal micro
enterprises are an important category in the
country, as shown in section 2.1, since
such activity is often the shield against
the ravages of unemployment in the
absence of social benefits. While in
the past there was more dependence
on remittances from male members
of the family, this custom has
dwindled over the past two
decades, resulting in more and
more women turning to selfemployment as a means of
generating income. The rate
of growth of female-headed

households in South Africa has also continued to grow
due to geographical and social fragmentation of families
and communities. In many instances, women who have
had professional experience in the formal sector are turning
to self-employment and bringing skills they learnt in larger
companies to the running of their micro enterprises.
Just like their counterparts in other developing
countries, women running micro enterprises are often
the primary source of food security, healthcare for children
and education, all critical social development needs.
For the study, the women surveyed had access to
loan facilities through the micro finance institution which
allowed the researchers to speak to their clients.16
Where women do have access to services, they value
these very highly. The group guarantee mechanism form
of lending does however place entrepreneurs under
enormous pressure. Many micro finance clients felt that
good clients should graduate to individual loans once
they had proven their repayment ability. This is a critical
issue, which has been highlighted in other countries in
Africa such as Kenya, which has a large micro finance
sector but a “missing middle” of female entrepreneurs
at growth level. It requires research and piloting of
alternative mechanisms within both MFIs and commercial
banks, and also requires facilitation of registration and
formalisation of micro enterprises.
The women also found that MFIs’ rigid policies around
loan size hindered their business growth. The issue of
not having access to loans larger than R10,000 is a concern
which could imply that many businesses are being stifled.
Generally speaking, there is an issue around the fact
that the product range available for micro enterpreneurs
in South Africa is very limited. As an example:
- MFIs generally offer credit periods of only up to 46 months.
- Since MFIs do not take savings, savings options for
micro entrepreneurs are limited to banks that are
willing to take their accounts and Post Office services
which do not appear to have clear conditions for
group and individual accounts.
- Transaction fees are prohibitive at most institutions,
an issue which is currently the subject of a commission
of enquiry in South Africa.
The net result is that poor women often run many
accounts and use multiple facilities at considerable cost
to gain access to the range of services they require. Thus,
they will borrow from an MFI, save at a bank and/or
post office and/or stokvel as well as a burial societies
and possibly also consider funeral insurance, which can
be expensive, to top up the burial society contribution.
The impact of HIV/AIDS has meant that women sometimes
16

have to belong to more than one burial society in order
to ensure that they would have the means, when necessary,
to cover funeral-related expenses such as cows, coffins,
undertakers, etc. Formal funeral insurance at R150 per
month was deemed beyond their means.
There is thus an opportunity for financiers to provide
more affordable products that can meet the needs of women
and the considerable number of growth-oriented micro
enterprises which could provide good, reliable business
on a large scale. Ensuring that there are local service
consultants who can serve clients in their preferred language
will help financiers to tap into this market effectively.

2.2.5 Recommendations Based on Focus
Group Discussions
The perception from women business owners who
are forced to operate in a challenging environment is
that there is not sufficient information reaching them,
nor enough clarity on criteria for accessing services.
Coordination between financial service providers is key,
to permit fluidity in access to services along the size and
growth continuum of enterprises. Our key recommendations
are thus as follows:
• A directory of financiers with contact details, products
and qualifying criteria should be published on a regular
basis and made widely available for use by entrepreneurs.
• Development financiers need to embark on a national
marketing campaign to better publicise their existence
and products.
• Given that South Africa is still a society in construction
with new business models to learn and perfect, banks
and development financiers should attempt to share
lessons learnt and explore opportunities for co-operation.
• While scoring is widely used in loan applications
with commercial banks, it has broader applications
in relationship building and this should be recognised.
• Closer attention to relationships, keeping records and
sharing records of clients across financial institutions
needs to take place to allow fluidity of access to
services for clients.
• Micro-financiers also need to take cognisance of this,
and facilitate the graduation of individual clients from
group loan mechanisms to individual and larger loans.
• One-stop shops should be established, possibly by
state-sponsored agencies, to assist micro entrepreneurs
to register businesses.
• There is a need for bankers and other institutions to
have local service consultants who can serve clients in
their preferred language, so that language barriers do
not become an obstacle to sound business opportunity.

This is not nationally representative, given that micro enterprise finance is in short supply and unevenly distributed.
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3. The Macro Framework

3.1

Introduction
he aim of this section is to cover the broad policy and institutional framework
in place to support business development and development of the financial sector
converging towards issues affecting access to finance for women. In the first part we
review the policies that have been instated in support of small, medium and micro
enterprise development in South Africa since the advent of democracy in 1994. We
then examine the institutional infrastructure that was inherited and new institutions that
were created post-1994, and the legislation that regulates the financial sector and
promotes financial sector development.

T

As can be expected, the small business sector was
regarded as the great hope for increasing and redistributing
wealth among the previously disadvantaged people of
South Africa in the post-1994 era. The White Paper
outlining policies to promote the growth and development
of SMMEs was promulgated as early as March 1995, a
mere eleven months after the first democratic elections
in April 1994. Such speed in instating a policy framework
needed to be matched with institutions and programmes
to support the development of the sector.
In general, South Africa has comprehensive policies
and a broad set of institutions to match. While there are
constitutional provisions to promote women, this has
not been concretely translated in the way of specific
MSME policy support for women. Policy and programmes
need to be driven by an understanding of needs in terms
of size of enterprises, race and gender of the owner,
sector or industry in which the enterprise operates. South
Africa has a suitably prudent set of regulations for the
financial sector. The publication of the Dedicated Banks
and Co-operative Banks Bills17 are to be hailed though
they need to be assessed in relation to progress in the
private sector and the progress of micro finance NGOs
towards achieving bank status. While a few private
retailers moving into savings and credit may promote
competition thereby providing more efficient services
for consumers, the development finance needs of
enterprises are still not being sufficiently served.
The private sector has instated the Financial Sector
Charter of 2003 to promote lending, access and BEE in
the sector. The key areas where targets for change are
set are for broader ownership, appointment of black
people in management, procurement from black owned
(or parts thereof) enterprises and lending to black owned

17
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SMEs. However, the only targets that specifically mention
women are in the areas of appointments to management
in banks, and these are rather modest. This does not
bode well for women owned enterprises that need SME
finance and for women’s inclusion in ownership, enterprise
development and procurement by banks.

3.2

The White Paper on National
Strategy for the Development and
Promotion of Small Business in
South Africa and Related Outcomes

3.2.1 The Objectives of the White Paper
The promotion of enterprise development has been
a clear priority of the democratic government since it
assumed power in 1994. In March 1995 the White Paper
on the promotion of small businesses in South Africa
was promulgated in parliament. The White Paper has
formed the basis for government-inspired SME
development ever since.
The primary objective of the White Paper was to
create an enabling environment for small businesses
within the context of a modernising economy and
increasing international competition, and to:
• Facilitate greater equalisation of income, wealth and
economic opportunities;
• Create long-term jobs;
• Stimulate economic growth;
• Strengthen the cohesion between small enterprises;
• Level the playing fields between bigger and small business.
Commencing with an analysis of the neglect and the
needs created by the past, the programmatic goals of
the strategy articulated in the paper are to:

•
•
•
•
•

Improve access to finance;
Expand access to business information and advice;
Strengthen access to training;
Improve business infrastructure;
Improve access to markets and public procurement
for Small, Medium and Micro Enterprises (SMMEs); and
• Expand the capacity of business organisations to
support member SMMEs.
The strategy differentiates SMMEs based on the
constraints they face, placing particular emphasis on
addressing those constraints faced by SMMEs initiated,
owned and controlled by previously disadvantaged black
South Africans – with particular reference to women,
including those in remote rural areas, the disabled, elderly
people and youth. It is recognised that the historical
patterns imposed by apartheid led to the majority of
South African women being forced to remain in rural
and homeland areas, dependent on family remittances.
As these dwindled due to urban unemployment in the
1980s, informal entrepreneurial activity by women began
to rise, as is illustrated in Chapter 2 of this study.
The strategy acknowledges that the problems faced
by SMMEs differ according to their level of development,
and that strategies designed would need to address the
needs of each category or sector, coupled with restructuring
of the institutional framework for small business support
to reflect institutional diversity. There is also a need for
plans to implement policy at the provincial level while
also promoting co-operation and coordination at all levels.
There is broad acknowledgement in the Paper of the
need to increase access to finance in general, in particular
for women and other disadvantaged groups. One
mechanism mentioned was to address this by strengthening
the link between small enterprises and financial institutions.
Tax incentives are also suggested to help overcome the
gender bias against women owned enterprises. Special
attention is given to the planning of infrastructure to
address the needs of women entrepreneurs, i.e. a flexible
approach towards home-based enterprises, provision of
crèche facilities, etc.
The White Paper provides for the creation of the
National Small Business Council, a multi-layered national
consultative forum to work with the dti on designing a
framework for small business support. Although the
NSBC was created, it was somewhat short-lived and had
closed its doors by 1997. The provision for a national
consultative body remains a policy provision, although
there have not been any known attempts to resurrect or
recreate one since the demise of the initial structures.

In addition to the NSBC, the White Paper provided
for a broader infrastructure, the flagship of which was to
be the Small Business Development Agency (SBDA). This
agency, which was intended to be independent though
closely linked to the dti, was tasked with a range of
functions with concomitant divisions to address these.
One of the most important of the institutional provisions
was the Local Service Centre (LSC) programme. Based
on international experience, which had shown the need
for proximity to enterprise activity, the White Paper
provided for a national network of local centres. The LSC
programme was to be a key vehicle for programme
distribution and was intended to be a fairly dense national
grid. While information and advice are mentioned among
other services that LSCs were designed to provide, their
overall function can be characterised as catalysts for
integration of small enterprises into the mainstream of
local economies. To some extent this thinking was a
precursor to later policy, which provided for the role of
local government in local economic development.
Another important provision in the White Paper was
recognition of the importance of evaluation of services
and information for and about the small business sector.
The dti was to take responsibility for the evaluation of
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services provided to the SMME sector. “At the end of
each financial year the dti will conduct a detailed
evaluation of 20% of the organisations who receive
support from the public sector.
The organisations will be randomly selected. The
evaluation will be conducted by the dti itself or by an
appointed agency.”18 The dti was to share the responsibility
with the SBDA for generating accurate and regularly
updated profiles of the sector.
In retrospect, the White Paper was a well thought
out, informed document albeit ambitious in the light of
available capacity to implement its provisions. If the
provisions for targeted assistance to women and other
marginalised groups had even been met half way, we
would have been a considerable way ahead than we are
at present. In fact, too many of the White Paper’s
provisions have not been implemented, to the detriment
of the SME sector, including women.

3.2.2 The National Small Business
Act, 1996
Following from the provisions of the White Paper,
the National Small Business Act was passed in 1996,
legitimising the creation of implementing agencies such
as Ntsika Enterprise Promotion Agency and the now
defunct National Small Business Council (NSBC), to play

18

The White Paper, page 26.
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a facilitative role in the provision of non-financial services
and to represent and promote the interests of small
business respectively.

3.2.3 Ntsika Enterprise Promotion Agency
As enacted above, Ntsika Enterprise Promotion Agency
was created in 1996 to provide business development
services to SMMEs in the country. Ntsika operated through
five major divisions:
• The Local Business Service Centre Programme
(LBSCs)
• Targeted Assistance for Women, Youth, the
Disabled and Rural People
• Entrepreneurial Education
• Public and Private Sector Procurement, and
• Research and Innovation
Ntsika was unfortunately dogged by
a series of leadership crises from its early
years as a result of which programme
implementation suffered. There were,
however, a number of LBSCs around
the country which were accredited.
Of these, about 50 still survive
and do make attempts at
providing services. Further
causes of Ntsika’s lack of

effectiveness are ascribed within the market to:
• Programmes not being demand driven (i.e. not informed
by the needs of businesses);
• No prioritisation of programmes across sectors leading
to a lack of focus;
• No separation of programmes across the wide ranging
small, medium and micro enterprise spectrum; and
• No attention to choices of products offered to businesses.
Ntsika was absorbed into SEDA (see below) following
the repeal of the provisions for its existence in the
National Small Business Amendment Act of 2004.

3.2.4 National Small Business Amendment
Act, 2004 (NSBAA)
The National Small Business Amendment Act was
passed in 2004 to amend the National Small Business
Act of 1996. The amendment repeals all provisions
pertaining to Ntsika Enterprise Promotion Agency. The
Act also provides for the establishment of a new agency
while providing for the incorporation of Ntsika Enterprise
Promotion Agency, the National Manufacturing Advisory
Centre (NAMAC) and any other designated institution

into the new agency – the Small Enterprise Development
Agency (SEDA).
According to the amendment, SEDA’s role is to:
• Design and implement a standard development
support programme;
• Promote a service delivery network that increases the
contribution of small enterprises to the South African
economy; and
• Strengthen the capacity of
(a) Service providers to support small enterprise; and
(b) Small enterprises to compete successfully
domestically and internationally.
(NSBAA, 2004).
Among the other broad functions, provided for by
this amendment, SEDA’s role is to facilitate an environment
conducive for small enterprise development by designing
and implementing programmes that allow enterprises to
access non-financial resources, capacity building services,
products and services and access to international and
national markets. SEDA should also provide advice and
information and facilitate and co-ordinate research relating
to small enterprise support programmes.

3.2.5 Small Enterprise Development Agency – SEDA
Following the introduction of the National Small Business Amendment Act in 2004, all the national government
services and agencies previously providing non-financial support to SMMEs have now been incorporated into a
newly formed Small Enterprise Development Agency (SEDA), with the intention of consolidating all disparate
business support programmes offered to enterprises through government agencies. SEDA has committed to deliver
a set of streamlined programmes for the benefit of the enterprise sector, which we identified as a total of twenty
programme areas.19 This is an ambitious agenda and one intended to overcome the shortcomings of past efforts.
Two key tenets of the new approach is the establishment of a network of 240 SEDA centres around the country
and a focus on micro and small enterprises. From the national office down, there will be nine provincial offices,
cascading to 54 branches followed by the 240 centres. In addition, there is a new focus on micro and small
enterprise through which smaller enterprises will receive 80% of the agency’s support and 20% will be devoted
to medium or enterprises on the larger end of small.
A further innovation is the establishment of an IDP and LED (Local Economic Development) programme. Each
local metro is obliged to have an Integrated Development Plan (IDP) to develop the local economy. Most LED
strategies are focused on infrastructure development and the new SEDA programme is designed to link the LED
strategies to dominant or high potential sectors in the local economy. Currently programmes are being developed
with 8 district councils.
The resources to implement SEDA’s programmes have also increased. Whereas the MACs and Ntsika had a
joint budget of R130m annually, SEDA has started at R750m per annum.
Senior managers at SEDA acknowledge that the single biggest challenge for the agency is to build capacity
on the ground. This implies capacitating agencies across a wide spectrum. On the one hand the planned business
centre network staff will need to be trained with accredited courses and at the other end, district council officials
will need to be trained in understanding and stimulating sectoral development. Given that courses still need to
be developed at many levels, a major set of challenges indeed.
SEDA’s offices were established in the last quarter of 2005 and a few offices have been opened in some of
the provinces. The time span has been too short for any reports or evaluations.
19

These include services such as information packages, export training, tender advice, sector development programmes, franchise information, small enterprise
and human development and network development programmes.
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3.2.6 Khula Enterprise Finance
While the White Paper made provision for a single national agency to provide financial and business support
services to SMMEs, in practice two agencies were established. We have described the fate of Ntsika and its
incorporation into SEDA. Khula Enterprise Finance was established in 1996 as part of the dti’s efforts to increase
access to finance for SMMEs as provided for in the White Paper. The product range offered by Khula has evolved
since its inception to include the following:

PRODUCT RANGE: KHULA ENTERPRISE FINANCE
Product Category

Range of Products in Category

Credit Guarantee Schemes

Individual Guarantees
Institutional Guarantees
Portfolio Guarantees

Loans

Loans to Retail Financiers
Khula Equity Fund
Khula Start
Land Reform Empowerment Facility

Joint Venture Funds

Anglo-Khula Mining Funds
Khula-Shoprite
Enablis-Khula Fund

Thuso Mentorship Programme

The intention of this range of financial options is to
ensure availability of finance for enterprises across the
spectrum, hence guarantees for businesses that do not
qualify for bank loans, loans to retail financial
intermediaries who would on-lend to very small and
micro enterprises, and the Khula Start programme to
build enterprise lending in rural areas. Clearly the Joint
Venture Funds and special mechanisms, such as the Land
Reform Empowerment Facility, are intended to finance
higher value ventures.
While the Khula Annual Report 2005 reported a 40%
increase in the value of disbursements to small and
medium enterprises (SMEs) for the year, which totalled
R280 million, this has not been the case in earlier years.
The number of beneficiaries increased by 21% to 110,000
during the same period. This performance is set against
the backdrop of a four-year period, which saw a flattening
in the level of disbursements driven primarily by a
stagnation of its Credit Guarantee product due primarily
to weak uptake by retail finance institutions who found
managing the scheme cumbersome and bureaucratic.20
A more active business development approach by the
management and an improved SME lending environment
20
21
22

Mentorship to Clients with Bank Loans and a Guarantee
from Khula

have contributed to higher performance with disbursements
under the credit guarantee scheme increasing by 30% in
value to R130 million for the year.
Although Khula’s substantial increase in provision of
guarantees is good news, we have to consider the benefits
of this for women entrepreneurs in the country. The
Khula Annual Report (2005) reports a disbursement rate
for its Guarantee scheme of 49% to women-owned
businesses in 2005, which is commendable. Motsa (2004)
showed that Khula was disbursing to 22 Micro Credit
Outlets (MCOs), which served 16,000 black female clients
in 2001. By 2002-3 the number of MCOs had, however,
been reduced to 17. As the MCOs show relatively small
client bases,21 we can safely assume little progress towards
sustainability and also assume limited outreach. The
number of retail lenders had reduced from 32 in 1996
to 11 by April 2004.22 This implies that in micro finance,
where the majority of borrowers are female, women may
not have fared as well.
With the advent of the SAMAF (South African Micro
finance Apex Fund), Khula will no longer focus on the
markets serviced by the MFIs and MCOs. This has now
become the role of the Apex fund. This separation should

Absa Bank has used the Khula scheme more extensively than any of the other commercial banks.
See in Chapter 4 in the Institutional Survey, Micro Finance institutions.
Motsa, (2004).
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promote specialisation in micro and small enterprise
finance, products and institutions on the one hand and
in small and medium enterprise finance on the other.
Spreading accountability should also simplify the dti’s
role of monitoring progress.
It would appear that the transition from Khula to
SAMAF has not been executed to completion as yet.
SAMAF has received its funding though its systems are
not in place as yet. Khula’s systems are thus being used
for transfers and repayments from MFIs. This appears to
be a short-term technical arrangement and the decisions
and formal linkages are between SAMAF and the MCOs
and MFIs.

3.2.7 South African Micro Finance Apex
Fund (SAMAF)
Wholesaling funds for micro finance has now become
the role of SAMAF, which seeks to increase access to

micro credit services and participation of the very poor,
particularly women in rural areas, thus hoping to reduce
the level of household poverty. This represents a significant
break from previous policy provisions. The use of micro
finance as a tool for poverty reduction is a relatively new
advent in South Africa. As we will see below, special
products have been designated for the purpose in SAMAF.
According to its Operating Framework, SAMAF will
work through partner organisations by providing them
with funds for on-lending to the poor and institutional
capacity building. Consequently, the current portfolio of
Khula micro credit outlets will be transferred to SAMAF
and forms the initial foundation for this new initiative. To
date, it is still unclear when the funds from SAMAF will be
forthcoming to assist micro credit organisations to continue
to provide micro finance to the rural poor communities.
The inception document of the Apex outlines its
objective as focused on increasing the capacity of the
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poor to access finance as well as to commence the
mobilisation of savings. “It is estimated that by the year
2007, the growth in micro credit and savings mobilisation
as well as the incomes of the poor clients will increase
by at least 10% compared to the situation before project
implementation.”23 This it will achieve by providing the
economically active poor with access to credit and savings
at affordable interest rates (between 1 and 2.5 percent
below prime) for various loan products. The introduction
of savings as a product is an innovation, desirable yet
still untested in micro finance in South Africa. It is often
through savings that poor households build assets and
safety nets which enable them to reduce risk.
As an intermediary working through partner
organisations (MCOs and MFIs), the Apex will provide
financial services to their target markets through:
(a) The Poverty Alleviation Fund – allowing MFIs to onlend to very poor households at a maximum effective
interest rate not exceeding 65% per annum, and
b) Micro Credit Fund aimed at economically active
clients, with a maximum effective interest rate charge
to clients at no more than 99% per annum.
Although SAMAF will favour no particular lending
approach, both individual and group lending methods
will be accommodated in order to encourage product
innovation based on the needs of the clients. The focus
will be on building MFIs in areas not currently covered.
Poverty targeting tools will be enforced for MFIs advancing
credit through the Poverty Alleviation Fund to ensure
that such funds are focused on those who may not access
funding elsewhere.
The Apex has also undertaken to provide capacity
building to partner organisations. Its capacity building
grants will be offered at four levels:
• Institutional – covering the costs of equipment and
development of policies and procedures;
• Human resources – covering the board and staff
development costs;
• Client development – supporting development of
client businesses and increasing their access to markets;
• Pioneer grants – covering costs of new product
development and market testing.
In its criteria for selecting partner organisations, the
Apex will use internationally accepted benchmarks. There
is a concern, however, about the scarcity of efficient
MFIs in South Africa. As in the case of Khula, the
expectation of the Apex is that MFIs will be registered
with governance structures and offices before they make
funding applications. This appears to overlook the issue
of where non-profit organisations are likely to source
23
24

Operating Framework, SAMAF, 2004.
Notably Gonzales-Vega (1998), Pennel (1999) and Levy (2000).
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funds for establishment. The trend in South Africa is for
donor groups to avoid funding programmes where major
state supported programmes exist.
In the case of new MFIs, as mentioned above, their
proposals will be assessed by the Apex and they will be
provided with capacity support and funds to on-lend
provided no other MFI operates in the locality where
they plan to practise.
The founding documents of the Apex show the
awareness of the necessity for systems and processes
within MFIs and itself. There is also acknowledgement of
the need for an enabling regulatory environment. Against
this background two key issues arise. Firstly, is a second
apex the answer to resolve the problems facing South
Africa’s shrinking micro enterprise finance sector? Secondly,
the question of an appropriate regulatory environment
for growing access to finance needs to be addressed.
Prior to the advent of democracy in South Africa,
apexes were considered sound channels for funding to
micro financiers. A group of influential international
agencies held discussions and policy workshops to
persuade the government-in-waiting to adopt this policy
option. This was premised on the efficiency of all donors
and government operating via a single source and the
ability to set and maintain common standards for the
receipt of grant and loan funds. By the late 1990s,
however, a number of studies were conducted24 showing
that in fact, apexes did not meet the high expectations
of donors.
The research found that the micro finance sector needs
to be fairly well developed for apexes to function better.
Secondly all the research found that concentration of funds
(especially if part or all of it is from government) can lend
itself to political interference which does not bode well
for setting or maintaining high performance standards.
A key related point, which has probably been the case
in South Africa, is that concentration of funds can become
a barrier to innovation, which is a critical factor in building
the required diversity of products in the sector. GonzalezVega also points out that the existence of a single funder
can build complacency in the MFIs by simplifying reporting
requirements and not building the capacity to deal with
and learn about different reporting requirements.
Another issue, which arises in more than one of the
studies, is the need for high levels of competence and
understanding of micro finance best practices in the
Apex. If the Apex does not have the required capacity
levels and systems and controls, the domino effects of
this can be highly detrimental for the entire sector in a
country. A further question which is related is whether

a single institution can be effective as a lender and
capacity builder, i.e. the roles implied in being a lender
and capacity building do conflict at some levels. While
both functions are necessary, we do have ask whether
it is appropriate to house them in the same institution.
The roles also require different areas of specialisation.
A further issue relates to the ultimate goal of micro
finance (in addition to serving the poor), which is the
integration of MFIs into the formal financial sector and
thereby into money markets. The presence of an apex
may not create the requisite skills, thereby hindering
MFIs from entering money markets, constraining the
integration of MFIs into the formal financial sector.
These are but a few of an array of factors which the
new and old apexes in South Africa will have to bear
in mind to avoid the pitfalls of past experiences here
and elsewhere.
There are some thinkers who believe that the ideal
form of financial intermediation is to take savings and
then use this as capital to on-lend. With the exception
of small private groups, the requirement in South Africa
is to become a registered bank to take savings from the
public. Given the fragility of most poor households and
the potential for systemic risk, mobilisation of savings
is a privilege which should not be handed out too freely.
Yet the poor need access to efficient and safe savings
facilities. The new apex SAMAF has recognised this and
does promote savings as a product. There are, however,
questions about how this will be regulated. The regulation
of financial institutions will be discussed futher on.

3.3

Other State-funded Development
Finance Institutions

In addition to Khula Enterprise Finance and SAMAF,
there is a range of other development finance institutions
funded by the South African government and from which
women entrepreneurs may seek development finance.
Some of these are funded by the national government
and there are a number of provincial development finance
corporations. These are mentioned briefly below, with
an analysis of some of their offerings and relevance to
women entrepreneurs provided in the following chapter:

3.3.1 Industrial Development
Corporation (IDC)
The IDC is one of the oldest DFIs in the country,
having been established in 1940 to promote economic
growth and industrial development. With this long history
it is now self-funded, having total assets in excess of R37
billion. The corporation has the mandate to extend its

services beyond the borders of South Africa into the rest
of the continent.
The immediate objectives of the corporation are to
create employment, develop black SMEs and to accelerate
BEE. The strategies to realise its objectives are by provision
of risk capital, promotion of entrepreneurship within the
diverse African environment and establishing local and
global involvement in its projects.

3.3.2 National Empowerment Fund (NEF)
This fund was established in 1998 to facilitate and
promote equality and transformation. Its mission is to
be a catalyst of broad based BEE in South Africa. It
offers a range of products and services from loans called
the Generator for start-up businesses, to an Accelerator
for growing established businesses, and a Transformer
to change ownership and control. There are also funds
for rural and community development, capital markets,
and strategic projects.

3.3.3 Umsobomvu Youth Fund (UYF)
UYF was established by the Department of Labour
in 2001 to promote job creation and skills development
among young South Africans between the ages of 18
and 35. Its strategy is built around four areas:
• Design and creation of job creation through enterprise
development;
• Outsourcing the implementation of these programmes
to service providers;
• Supporting existing youth initiatives;
• Supporting capacity building for service providers.
The Fund works on voucher programmes through a
range of service providers around the country, enabling
young people to write business plans and gain access
to further resources for their businesses. UYF also provides
a range of loans through intermediaries and is a lender
itself.

3.3.4 Provincial Development Corporations
This group of institutions has a mixed history. Some
of them have their roots in homeland development
corporations, which were established to promote economic
development in the homelands under apartheid. Examples
of such agencies which have since transformed to promote
the policies of the post-1994 government are Ithala,
Limdev, Mpumalanga Economic Empowerment
Corporation and the Eastern Cape Development
Corporation (ECDC).
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In other cases, provincial governments have established
entirely new agencies, such as the Gauteng government
which has established the Gauteng Economic Development
Agency (GEDA) and the Gauteng Enterprise Propeller
(GEP).
The range of products provided by the provincial
development corporations is fairly extensive and they
sometimes provide business and infrastructure finance.
Ithala lends for building, plant and equipment, working
capital, agriculture, micro finance and for co-operatives.
One innovation, which seems to have been done only
by Ithala is the establishment of a network of savings
banks through rural KwaZulu-Natal. This creates a source
of capital as well serving the needs of small savers. This
is somewhat unusual, as most of the others focus on
business lending.

3.4

Regulation of the Financial Sector

South Africa has two layers of regulation with respect
to the financial sector. The first, or lower, layer regulates
credit transactions in the private sector and among
development finance institutions. This layer is overseen
by the Department of Trade and Industry. The next layer
is the regulation of banks, which is effected by the
Reserve Bank of South Africa. Other types of financial
institutions, which include insurers, intermediaries,
retirement funds, friendly societies, unit trust schemes,
management companies and financial markets, are
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regulated by the Financial Services Board. As these issues
do not impact directly on financial services for women
in business, they will not be discussed here.
We commence our review of financial sector regulation
with the Usury Act and its exemptions.

3.4.1 The Usury Act, 1968 and the Usury
Act Exemption notice, 1999
Prior to 1994, the Usury Act exemption was enacted
to enable cost recovery among lenders to increase
access to credit to the lower end of the micro credit
market. The exemption on interest rates applied
to loans of R6,000 or less. This meant that lenders
who offered credit up to R6,000 could charge
an interest rate which would enable them
to recover costs and be profitable. However,
this did not result in the anticipated
increase or access to funds for the
advancement of the poor, but in the
boom of a money lending industry,
which overwhelmingly provides
short-term consumption credit in
an unregulated and sometimes
reckless manner.
To address the concurrent
goals of providing credit for
economic advancement and
protecting the consumer, the

Department of Trade and Industry introduced a regulatory
framework for the micro lending industry. In 1999, the
government approved the proposals to increase the
Usury Act ceiling and introduced regulation of the industry.
Regulation would increase consumer protection from
unscrupulous money lenders and at the same time
increase access to finance to the ‘unbanked’ by creating
an enabling environment for the financial sector to extend
services to this market segment.
The exemption notice provided for the loan limit to
be increased to R10,000, basic rules for money lenders
and organisations wishing to operate within the Exemption
notice, an initial interest rate cap and the creation of the
Micro Finance Regulatory Council (MFRC).
Under the provision of the Usury Act Exemption
notice, micro-lenders, including development finance
institutions, may be exempted and allowed to charge
more than the maximum interest rates stipulated by the
Usury Act provided they adhere to the following conditions:
• They are registered with the MFRC and comply with
the Exemption Notice to the Usury Act, which governs
the affairs of micro-lenders.
• Lenders are not allowed to structure a loan or loans
in such a way that a borrower is lent more than
R10,000 so that the lender can charge interest rates
higher than the Usury Act maximums.
• The repayment period does not exceed 36 months.
• The loan agreement is made and confirmed in writing
and contains all the terms and conditions under which
the loan is granted.
• Borrowers must be given a copy of the loan agreement.
The initial cap on interest rates was challenged in
court and had to be removed. The purpose of the MFRC
is therefore, to supervise the operations of those institutions
lending under its unrestricted interest rate window in
order to enable more effective consumer protection.
Micro lenders who wish to avail themselves of the benefits
of the Usury Act Exemption, are required to register with
the MFRC and are expected to comply with the rules as
set out by the MFRC and the Exemption Notice.
One of the outcomes of the advent of the MFRC is
dissatisfaction with the levels of protection offered to
consumers of credit. In order to bring a range of other
providers of credit into the ambit of a regulator, the
National Credit Act was introduced.
The recent passing of the National Credit Act (see
below) involved the removal of the Usury Act and its
exemption. The Credit Act provides for a transitional phasing
in of its provisions such as the re-registration of lenders.

25

3.4.2 The National Credit Act, 2005
The National Credit Act (NCA) seeks to promote and
advance the social and economic welfare of South Africans,
promote a fair, transparent and competitive credit market,
and a sustainable credit industry.25
The NCA replaces the current disparate credit laws for
different personal credit markets such as micro lending,
retail and hire purchases. It is aimed at eliminating unfair
and deceptive lending practices by making provisions for
disbursement of credit, which encompasses debt relief
mechanisms, standard marketing disclosure practices,
regulation of credit reporting and consumer credit education.
The Act applies to all credit agreements other than an
insurance policy or lease of real estate property, and includes
credit facilities, credit transactions, and credit guarantees.
The Act also makes provision for the creation of the
National Consumer Credit Council (NCCC), chaired by the
Minister of Finance, with executive members in all provinces.
The Council is responsible for policy, legislation and
regulation – setting out norms and standards for the industry.
Registration with the independent National Credit
Regulator will become mandatory for anyone wishing
to provide credit facilities and debt counselling. The
regulator will also be responsible for creating public
awareness through consumer credit education
programmes, as well as conducting research and
development of the consumer credit industry. A national
register of credit agreements, which will become the
single national register of all outstanding credit agreements
based on information provided by lenders, will also be
established under the auspices of the Regulator. Lenders
are also required to update the register on termination
or satisfaction of a credit agreement with the borrower.
Credit agreements will be regulated in provincial and
national spheres.
The establishment of the Consumer Tribunal is also
provided for in the Act. The Tribunal will adjudicate on
issues relating to the contravention of this act.
The Act makes no specific reference to women or
small, micro and medium enterprises. All the provisions
of this Act apply to credit agreements as explained above,
and give powers to the Minister to establish or determine
maximums for rates and fees for different categories of
credit agreements. Although the Act deals extensively
with access to the fair provision of consumer credit; due
to the fungibility of money, the provisions of this Act
may play a part in ensuring that women are informed
about their rights, that they get a fair deal and it may

NCA, 2005.
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open channels for women entrepreneurs to access the
much needed financial resources for their enterprises.

3.4.3 The Banks Act, 1990 and the Banks
Act Amendment, 2002
The Banks Act regulates institutions taking deposits
from the public and provides for the rules governing
their operation and supervision thereof.
The Banks Act Amendment, 2002 made provisions
to abolish gender insensitive provisions that continued
to regard women as contractual minors, and among other
provisions, afford the Registrar certain powers to
adequately address breaches and to increase the fines
and penalties provided for non-compliance and
contraventions of the Act.

3.4.4 The Dedicated Banks Bill, 2004
The introduction of the Dedicated Banks Bill came
about following the NEDLAC agreements during the
Financial Sector Summit in 2002. In a bid to implement
these agreements, and in relation to providing access to
basic financial services, a policy paper on the Dedicated
Banks Bill was produced, giving effect to the publication
of the Dedicated Banks Bill in 2004. The object of the
Bill is to make provision for the creation of Dedicated
Banks (also known as third-tier banks) to provide savings
and loans and other related services to the public in
areas where such services have not been readily available.
The Bill makes it possible for companies who wish
to enter the banking system as Savings or Savings and
Loans Banks to obtain a licence to do so. The Bill creates
the opportunity for companies such as large retail outlets
and existing banks to expand basic banking services. By
lowering the entry requirements currently prescribed
under the Banks Act of 1990, the Act seeks to provide
an environment for the financial sector to increase the
scale and outreach of financial services provided to a
broader community. It is still too early to assess the
success of the Act in multiplying access of financial
services to unbanked populations.
Regulation and procedures of conducting business
as a Dedicated Bank is similar to that of banks as provided
for by the Banks Act. No one may acquire more than 15
percent of the total shares of a Dedicated Bank unless
with permission from the Registrar, taking into
consideration the interests of the public.
With respect to conversion, only a savings bank may
convert to a savings and loans bank, and not the other
26

Co-operative Banks Bill: Memorandum of the Objects, 2004.
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way round as this would imply a failing bank, which
should not be allowed in the banking system as any
kind of bank (Dedicated Banks Bill: Memorandum of
Objectives, 2004).

3.4.5 The Co-operative Banks Bill 2004
The need to reform the financial services sector in
South Africa to ensure broader access to basic financial
services formed the basis for the introduction of the Cooperatives Bank Bill.
The Act makes provision for the establishment of cooperative banks and for the regulation and development
of existing community banks, by fostering an enabling
environment for co-operative banks to be integrated into
the formal banking system either as Savings or Savings
and Loans Co-operative Banks. Licensing will afford
depositors with Co-operative Banks the same level of
safety and protection as enjoyed by depositors with
formal commercial banks. Under licence, Savings Cooperatives may provide deposit taking and transactional
services, while Savings and Loans Co-operatives may
also advance secured and unsecured loans, transmission
and other financial services on discretion of government.
The rights granted under both types of licences also
include investments in securities issued by virtue of the
provisions of section 66 of the Public Finance Management
Act, 1999, in which securities qualify as eligible collateral
for purposes of the Reserve Bank’s re-financing facilities.26
Any person may become a member of a co-operative
bank, and it is a legal requirement that co-operatives
keep a detailed register of its members.
To allow for progression and extension of financial
service provision, upon application to the Registrar, the
Bill provides for a co-operative to convert into a higher
level of institution that provides more services to members,
allowing for savings and loans co-operatives to convert
into Mutual Banks.
To promote and develop co-operative banks, the Bill
provides for the creation of an independent institution
– South African Co-operatives Bank Support Organisation
– to assist co-operatives with licensing, training of staff,
assist in the management of business, serve as the
accounting officer and promote the creation and
development of new co-operative banks.
Under the Bill, co-operatives may only receive their
licence of operation if they:
• Have the endorsement of the Support Organisation;
• Have access to financial resources;
• Have the technical ability to conduct the business of
a co-operative bank;

• Will conduct their business in accordance with cooperative principles as contemplated under the Cooperatives Act;
• Are not in contravention of any relevant provision of
this Act.
Exemptions to any provisions of this law may be made
by the Minister, where and when he considers such
exemption to be necessary for the interest of the public.
The subsequent provision of financial services by
these co-operative banks will assist the banking industry
and the nation with improving access to financial
services for a broader market (Co-operative Banks Bill:
Memorandum of the Objects, 2004).

3.5

The Financial Sector Charter

The financial sector in any country is analogous to
the bloodstream in the human body. Just as all major

transactions in the human body are transported through
the blood stream, so too are all economic transactions
enacted through the financial sector. A financial sector
which is broad-based and responsive to the needs of the
majority is key to increasing inclusivity and extending
the boundaries of economic development. Women’s role
in poverty reduction has come to the fore internationally,
with micro finance institutions having proven that not
only are poor women better payers, but also that women’s
income goes further towards promoting food security,
access to health services and education for children.
The endemic nature of the financial system is
recognised in the Financial Sector Charter, a laudable
and voluntary, though expedient set of commitments
towards BEE by the established industry bodies in the
financial sector. The Charter acknowledges that challenges
facing the financial sector include, amongst others:
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• Its domination by a few institutions;
• Limited black participation, “especially women” at
the level of ownership, control, management and
high-level skilled positions;
• Inadequate responses to increasing demand for
financial services;
• Increasing credit to black entrepreneurs;
• Current low savings levels cannot support the
requirements for growth or personal security;
• Current savings are not being used for targeted
investments of key national importance;
• Circulation of substantial funds outside the sector
through informal financial and business activities;
• Limited support for black owned firms in the financial
sector by government and the private sector.
The application of the Charter focuses on the
promotion of BEE through improved procurement targets
that focus on enabling black owned SMEs to benefit
from targeted procurement, improving the level of black
women representation at all executive levels, promote
enterprise development through joint ventures, debt
financing, and equity investments in BEE companies and
generally improve the level of assistance to BEE accredited
companies, empowerment financing, ownership and
control, and corporate social investment.
The Charter also commits the sector to increasing
effective access to affordable retail financial services
using appropriate physical and electronic infrastructure
for the target population. The sector further commits to
eliminate discrimination in the provision of financial
services and to support the establishment of third-tier
community based financial organisations or alternative
financial institutions.
The obvious weaknesses of the Charter are that:
- Targets for SME financing are not published in the
charter and there is absolutely no breakdown by
gender for procurement financing or enterprise
development;
- The gender targets of the Charter for bank staff are
extremely modest, at 4% for black women at senior
management, 10% of black women at middle management
level and 15% at junior management level.
The target for SME lending is that, ostensibly, all
banks will jointly increase the volume of loans by
R5 billion. This figure is split equitably across banks,
using market share as demarcation. Time frames for
meeting Charter targets have been set from January 2004
to December 2014, with two reporting dates set for 2008
and 2014.
While the charter itself and the targets do set parameters
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for progress, the ability of banks to meet them depends
on factors which may be outside their control. They can
take responsibility for internal and staff targets, though
the targets for business lending are likely to need other
mechanisms to support the process. These would include
business support as well as guarantee mechanisms in
the absence of collateral.

3.6

Conclusions on the Macro Framework

• South Africa has instated extensive and detailed policy
frameworks to promote greater equity in the business
environment and to promote the transformation and
growth of the MSME sector.
• There is a broad array and a wide network of
development finance institutions to provide funds for
on-lending to enterprises. These development finance
institutions are geared to offer (wholesale) products
for small, medium and micro enterprises mostly.
• Those national development finance institutions that
offer finance to individual enterprises seem to have
a limited infrastructure with a single or few offices,
e.g. NEF, UYF and IDC. This only really makes them
available to the relatively few enterprise owners that
have the resources to make the contact and pursue
them.
• Another critical area of concern with respect to the
distribution of development finance is that much more
seems to be available for enterprises at the sophisticated
end of small, medium and large than for the less
skilled micro and small. The products of SAMAF and
the individual loan portfolio of Khula seem to be
among the few offerings for less skilled business
owners. Given the deficiencies created by history, this
could exacerbate inequalities in the country.
• One of the areas of concern is that policy does not
seem to consider the ratios of businesses falling into
different size categories. That the majority of enterprises,
both black and women-owned, are micro in size with
needs that differ from those of small and medium
enterprises is not given much if any attention in the
policies or institutional designs. It is the policy of
SEDA to offer 80% of their services to micro and small
business and the remaining 20% to small and medium
enterprises. This distinction does not seem to be
qualified by any understanding of what the different
needs are, nor is it replicated by any other institution.
• Following from the above, there does not seem to
be much if any differentiation of types of support for
different size or sectoral categories of enterprises. In
the case of provincial development corporations,

there could be room for specialisation and value
chain analysis for specific sectors with competitive
advantage. For example, rural-based enterprises run
by women in KwaZulu-Natal, the Eastern Cape and
Limpopo would benefit enormously from such value
chain assessment and specialisation.
• Despite the strength of policies on procurement,
and the potential for women and black owned
enterprise to win tenders, there is inadequate parallel
support from business development and development
finance institutions. This warrants serious attention
given the key role of procurement in effecting
economic transformation.
• South Africa has a suitably prudent set of regulations
for the financial sector. The promulgation of the
Dedicated Banks and Co-operative Banks Acts are to
be hailed though they need to be assessed in relation
to progress in the private sector and the progress of
NGOs towards achieving bank status. While a few

private retailers moving into savings and credit may
promote competition thereby providing more efficient
services for consumers, we need to consider whether
the development finance needs of enterprises are
also likely be served.
• The private sector has taken the lead and instated
the financial sector charter to promote lending, access
and BEE in the sector. The key areas in which targets
for change are set, are for broader ownership,
appointment of black people in management,
procurement from black owned (or parts thereof)
enterprises and lending to black owned SMEs.
However, the only targets that specifically mention
women are in the areas of managerial appointments
to banks, and as mentioned above, these are extremely
modest. This implies that gender concerns are
subsumed within the totality of targets, and may not
get sufficient attention and inclusion in the SME
support strategies of financial institutions.
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4. Institutional Survey

T

his section reviews offerings by mainstream financial institutions, development
finance institutions and micro finance institutions. Our aim is to ascertain the range
of mechanisms available for women in business and the strategic and human resource
capacity of the institutions to address the needs of the market. This section is based on
qualitative and quantitative information gathered from 16 financial institutions, of which
5 mainstream banks, 6 DFIs, 1 second-tier institution, and 4 micro finance institutions.
27

4.1

Mainstream Banks

MECHANISMS, CAPACITY AND STRATEGIES TO REACH THE
WOMEN’S MARKET
The aim here is to consider available mechanisms to
attract and service the special needs of differentiated
market groups. In the post-1994 era, all major banks
have attempted to capture three broad-based segments
of the emerging market, vis. SMEs, BEE actors and the
small savers market, i.e. wage earners who mainly use
transaction facilities. The advent of charter policies by
the government prompted the banks (and other financial
institutions) to voluntarily draw up the Financial Sector
Charter in 2003.28
The four major South African banks29 dominate 84%
of the banking sector in South Africa. Two30 indicated
that they have seen specific value in the market of
women-owned enterprises. Interestingly, both have very
different strategies to understanding, linking with and
supporting the women-owned business client. FNB has
decided to target the women’s market through creating
women-friendly relationship managers who would be
broadly available for women in business. This layer of
staffing would create “a comfortable, confidential, learning
environment for women”.
Research by Absa found that women did not
necessarily need or want different or “special” products,
but rather that they wanted to have sound relationships
in their bank and that they required product knowledge.
Their strategy is designed to work through networks and
provide product knowledge and share information with
women in business. They have also supported the growth
of women’s businesses through sponsorship of a training
programme for women in business, which was offered
27
28
29
30

The list of institutions surveyed appears as Annex 3.
See in Chapter 3.
Standard Bank, Absa Bank, First Rand Group and Nedbank.
First National Bank and Absa.

40

INSTITUTIONAL SURVEY

at centres in different parts of the country.
Teba Bank has a network linked to mines, mining
towns and rural towns and found it relatively easy to
capture women clients even without a gender-specific
strategy. Their products are competitively priced to attract
this group and Teba is one of the few, if not the only
bank, to create a loan product for micro entrepreneurs,
most of whom are women.
While major banks have tried to cater for group
accounts for stokvels, these are not viewed positively by
women operating micro enterprises, who view these as
a poor substitute for individual savings accounts, for which
they do not always qualify if not permanently employed.
While the Mzansi account should deal with this constraint,
information on these options still needs to be more widely
disseminated, particularly to rural populations.
In general, all banks have staff trained in disseminating
the range of products available for the SME and the BEE
markets, and banks need to ensure that staff are
consistently available in branches and telephonically to
explain products in a clear and transparent manner to
the public.
Both of the two major banks that have women’s
market strategies also found that due to less experience
with running businesses, women want continuing learning
opportunities. They have also established that women
are diligent and committed when taking business support
training courses.
In offering training, both banks contracted external
specialists for the purpose. Banks (and other financial
institutions) that do want to capture growing small
business markets need to offer continuing learning
opportunities through linkages with experts/mentors, or
training programmes.

4.2

Development Finance
Institutions (DfIs)

As we noted earlier, South Africa is endowed with a
wide range of development finance institutions that offer
products for the full spectrum of enterprises.
Interviews were conducted with six government
sponsored DFIs, vis. Khula Enterprise Finance, the Industrial
Development Corporation (IDC), South African Micro
Finance Apex (SAMAF), Umsobomvu Youth Fund (UYF),
National Empowerment Fund (NEF), Business Partners31
and the Gauteng Enterprise Propeller (GEP). Five of these
operate on a national scale and two operate at provincial
level – four are direct lenders to the public, two wholesale
funds to retail institutions and one is both a direct lender
and wholesaler.

MECHANISMS, CAPACITY AND STRATEGIES TO REACH
THE WOMEN’S MARKET
Overall, the 6 agencies interviewed were established
to promote SMME development, create sustainable jobs
and promote BEE. They use a similar range of instruments,
i.e. direct loans, guarantees and wholesale funds. Two
of the six agencies offered an equity product or
preference shares in the businesses supported.
Three of the institutions offered finance for micro to
small enterprises, while all six offered finance for small,
medium and large enterprises. As is fitting, none of these
institutions require high levels of collateral. The two that
offer guarantees do require that entrepreneurs should
commit 10-20% of the funds required, as an illustration
that the entrepreneur can manage the funds they are
receiving. A third lender does not necessarily require
collateral, but they do “require material to your means”,
i.e. some form of commitment from the entrepreneur.
High on the list of all lenders is technical capacity to
conduct the business and the potential to grow the
management capacity of the owner/operator. Franchising
is a popular product for DFIs as well as banks, since
the business risk is largely carried by the franchisor
company with a tested track record. One of the DFIs
reflected a portfolio of 51% female participation in their

31

32
33
34

overall franchising book.32 Many of the businesses they
financed were in the food and retail sector, but there
were also retail services in the motor industry, in the
petroleum sector and in real estate.
While there is a major policy thrust which favours
BEE procurement opportunities, there does not seem to
be adequate parallel financial support to build on this,
as is illustrated elsewhere in the study.33 Clearly, more
co-ordinated strategies need to be developed to support
women and men who are able to proactively take
advantage of such opportunities.
One of the financing options, factoring does not seem
to be used widely in South Africa. Factoring occurs
through a factoring company buying a seller’s accounts
receivable. The seller (the SME) receives immediate cash,
at a percentage less than the value of the accounts
receivable and the factoring company takes over the risk
of the debtor. The advantage for the SME is that there
is no loan to be repaid or further liability and their risk
is transferred to the factoring company. The risk for the
factoring company is that of the accounts receivable.34
While this is a relatively simple transaction technology,
it needs to be further tested in South Africa. One of the
issues which will need attention here is payment schedules
of government departments. Many women in business
informed us that government is a slow payer and this
could be a key deterrent for factoring companies.
DFIs have realised that there is a need for safe savings
and sound returns to investment. As savings are essential
for asset building, availability of good facilities is integral
to development. With this in mind, SAMAF has placed
savings on its agenda and the NEF is planning to launch
an investment product.
A key aspect of capacity is the network and distribution
of the products across the geographic areas that the
institution is mandated to serve. Three of the national
agencies, UYF, SAMAF and NEF, only operate through
a single national office. SAMAF, being a (relatively new)
wholesaler lends through a number of micro finance
institutions around the country and UYF has partnerships
with four micro finance institutions and two other linkages

Business Partners is not a solely government-owned structure. However, since it specialises in SME finance, it was included in the study under this section.
The share structure of Business Partners is: 20% held by Khula Enterprise Finance, 10% held by an Employee Share Trust and the remainder by diverse private
sector institutions of which the major banks.
The IDC.
Notably in Chapter 7 on BEE Financing.
More information on factoring and a range of other mechanisms is available in Genesis Analytics (August 2005): RSA: Study on Risk Sharing and Risk Mitigation
Best Practices in the SME Sector.
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with a bank and Business Partners. The NEF has relaunched itself in the last six months. As Khula’s guarantee
product operates through banks, this product does not
require an extensive infrastructure. Khula’s mentorship
programme operates on a national scale, although it may
not be as easily available in rural as in urban areas.
The other institutions all have offices through the
regions they serve. Business Partners has 22 offices
throughout the country. IDC has four regional offices in
Cape Town, Durban, East London and in the Northern
Cape, and is in the process of extending its network
through chambers of commerce around the country. GEP
has five offices spread through Gauteng. Ithala has 45
branches through which savings are mobilised across
KwaZulu-Natal. Loans and business advice from Ithala
are offered through 11 mega-offices in the province.
Despite these networks, development finance is still not
perceived as being widely available, as was expressed
during the focus groups. The most critical need is at the
level of micro finance, which is very poorly distributed
throughout the country.

CAPACITY
Development finance requires a set of specialised
skills that can measure risks, and design and manage
products differently from mainstream banks. The human
resource capacity of DFIs would be reflected in their
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performance. Overall, as would be expected in South
Africa, the levels of capacity are very uneven. The key
issue though is whether the capacity constraint is being
recognised and dealt with. Another critical issue is that
there has to be institutional capacity to assess projects,
measure risk, make astute lending and investment
decisions that have to work alongside business
development, capacity building and mentorship skills
for entrepreneurs. The skill requirements of successful
investment in emerging markets are thus complex
and demanding.
On the whole, the capacity of DFIs appears
to match their age and stage of development.
While Khula had great capacity constraints
in its early years, this appears to have
improved with its guarantee product since
the last financial year. In contrast, the
more newly established institutions have
considerable capacity constraints,
which could hinder their ability
to adequately serve their target
markets. More established
institutions such as Business
Partners, Ithala and the IDC
seem to have built the capacity
they require over the years.

Business Partners has developed a varied portfolio across
its lending, business support and property products for
small and medium enterprises. IDC has the financial
assessment, lending and investment capacity, though it
is still building its capacity to provide the technical
assistance required in some BEE transactions.
Given the substantive role and extensive availability
of development finance in the country, training
programmes in the field appear to be rather poorly
distributed. While there are a number of Public and
Development Management Programmes at university
business schools in the country, there appears to be just
one programme in development finance and a very new
centre for micro finance. While the Bank Seta does have
a micro finance skills programme, this does not seem to
have reached into or impacted significantly in the micro
enterprise finance area.
Many of the DFIs provide mentorship and/or training
to the businesses they finance. In fact, this has become
a necessary precondition for lending to the SME sector,
in the private and public sector. Despite the substantial
need for the services of mentors and trainers, there are
no coherent programmes for training and quality standards
for mentors. This also raises questions about the existence
of accredited training programmes and training for the
SME sector.

In general, we could say that the sector is not
sufficiently well skilled to face the challenges it has to
meet. While the state has invested considerable resources
at institutional level, it is surprising that there are no
coherent attempts at promoting learning and building
more effective staffing in development finance institutions.
One of the areas in which the lack of capacity shows,
is the marked absence of client and market research
among development finance institutions. In the private
sector the two banks that seek to increase their share of
women-owned enterprises have conducted basic research
and devised strategies to increase their portfolio in this
area. There is very little evidence of development finance
institutions in the country that conduct client surveys to
understand needs, preference and ability and design
products to fit market abilities and preferences.
A further area that could be better developed is
research and development (R and D), which ideally,
could be jointly or individually managed by DFIs, with
pilots run in new product development, such as factoring
or leasing, where there are groups of clustered enterprises.
Innovative risk management strategies for various market
segments could also be tested with peer learning promoted
across institutions and provinces. Such joint learning
could considerably enhance the effectiveness of institutions
in a more efficient manner than is current practice.

STRATEGIES FOR WOMEN IN BUSINESS
One of the strengths of the South African constitution is its promise of equality for all. Attention to building gender
balance in society and the economy is integral to this promise. Due to this, the inclusion of women is common
to all policy provisions. The group of development finance institutions surveyed for this study thus have to ensure
that they serve women in enterprise development processes and many have targets for women clients, which they
have to meet and report. Lacking, however, are gender-specific strategies that underpin the meeting of these
targets, and are reflected in market research and staff awareness.
For the NEF, a business has to have 40% female shareholding to qualify for its BEE funding. Umsobomvu
Youth Fund has decided that 66% of all its funding should go to women entrepreneurs. UYF has also expanded
its focus to include women of all ages in addition to youth, i.e. people up to 35 years old. Khula reports a very
good disbursement rate of 49% in 2004-5 to women owned and women-managed businesses.35 The IDC does not
have specific targets to meet, though the business units are rewarded for increasing the portfolio of women clients.
Business Partners has a target of 33% for financing of women-owned businesses in the current financial year.
UYF and Business Partners claimed that they have no difficulty meeting their targets. In the case of UYF,
however, they found it easier working in urban than in rural areas. This would seem to suggest that there is sound
business potential among young women in urban areas and that women who have the technical skill and management
potential (Business Partners clients, for example) are not in short supply.

35

Khula Annual Report 2005.
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Notwithstanding targets being met by DFIs, there was
not much evidence of special attention being paid to
women as a development category. Khula indicates that
its strategic focus up to 2008 will include an increased
targeting of financial assistance to women. However, most
of the agencies interviewed suggested that there were no
differences between men and women and that gender
neutral strategy was adequate. Only two of the agencies
were able to state some of the constraints that arise in
attempting to support women-owned business. Both
stated that women tend to enter sectors with low entry
barriers, high levels of competition and they sometimes
lack entrepreneurial skills. Too often women start
businesses in traditional “women-orientated” areas such
as food, textiles, cleaning. Even better educated women

are likely to go for “women”-type businesses such as
public relations, event organisation, hiring and recruitment.
There are very few women who go into manufacturing,
construction and other less competitive or higher margin
businesses, even though this is beginning to change.
In another case, the agency stated that women seem to
have a lower propensity for going to scale with their
businesses. In two other cases, the agencies articulated
their difficulties of working in rural areas. The skill level
among women in businesses also hinders investment in
rural areas. Women operating micro enterprises proliferate
in previous homeland areas. And many of these are older
women, poorly educated under previous apartheid systems.
The table below shows some of the shares of women’s
finance across a sample of development finance institutions.

TABLE 5: WOMEN’S PORTFOLIOS ACROSS A SAMPLE OF SOUTH AFRICAN DEVELOPMENT FINANCE INSTITUTIONS
Institution

Period

Products

Khula Enterprise

2004-2005

Business Partners

2004-2005

Toatal Dispursed

Women’s Target

Women’s Portfolio

Small Business R849m
Loans
Guarantees to
banks

R323 – loans
R175.6m
guarantees

33% target

49% or
R154.4m
disbursement
reported in
Annual Report
of 2005

Loans, Equity,
Business
Support to SMEs

R660.5m

23 % target
(33% set for
2006)

R154.4m

National Empowerment 2004-2005
Fund

Loans and
Investment
in BEE,
Start-Ups,
Strategic
Projects, etc

R2bn

R277m

40%
shareholding
required to be
recognised as
a women’s
business

31% invested
in women,
or R85.87m

IDC

Industrial Risk
Capital

R37bn

R13.8bn
(approved)

None – rewards
for increasing
portfolio

R2.35bn had
20% or more
women
shareholders;
51% women’s
businesses in
franchising unit

Loans, Equity,
Preference
Shares

R70m – micro
R445m – SME

R30m
R240m

66%
66%

R19.8m
R158.4m

R460.1m

n/a

R11.7m

July 2000 –
March 2005

Umsobomvu Youth
Fund
Ithala
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Total Portfolio

April 2005 –
February 2006
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Building, plant
and equipment,
working capital,
micro finance

While the table above reveals some positive meeting
of targets, the lack of clear standards means that even
the definition of a women-owned business varies from
one institution to another. It could range from 20%
women’s shareholding to 51% plus shareholding: for
policy targets to be really met, a uniform definition will
need to be agreed upon by the authorities, industry and
the rating institutions.
All the DFIs interviewed felt that they would value
support to increase their portfolio of women in business.
Generally there was not enough understanding about
the specific challenges that women face and four
institutions conceded that they needed capacity building
to better understand and gear their products and support
programmes for women in business. Other ideas which

36

emerged, are:
• In the micro finance area, SAMAF stated that they
needed to convert most MFIs from being supplydriven to being demand-driven;
• More than one DFI felt that more profitable
opportunities for women in business should be
explored, such as increasing access to markets;
• One of the DFIs suggested that a matchmaking service
for BEE deals would be a sound source of support
for women in business;36
• As growing co-operatives appears to be a recent
policy option that is being proposed, some DFIs have
suggested that they need support on structuring and
growing co-operatives. It is not clear, however, what
types of co-operatives are being considered.

Business Partners has in fact just launched an Empowerment Fund of which women will form a key target market. Matchmaking will be one of the services
offered by the Fund, which will offer empowerment financing for SMEs of R1-5 million per transaction.
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4.3

Micro Finance Institutions

In contrast to the variety of uses for the development finance discussed in the preceding section, micro finance
refers specifically to savings and credit for the poor. In the South African context, however, taking savings is restricted
to licensed banks or groups with a common bond (e.g. stokvels). To obtain information for this category of institutions,
interviews were held with the two largest micro finance institutions (MFIs), vis. Marang Financial Services and the
Small Enterprise Foundation (SEF), and a questionnaire was circulated to smaller MFIs which are also known as
micro credit organisations (MCOs) which were set up in the 1990s to receive financing from Khula.37

MECHANISMS, CAPACITY AND STRATEGIES TO REACH
THE WOMEN’S MARKET
The predominant product among micro financiers in
South Africa is the group loan, provided to between five
and eight borrowers who in turn provide a group
guarantee for repayment of the loan. In accordance with
the provisions of the Usury Act Exemption of 1999, loans
in this category usually go up to R10,000.00. The
Exemption allows lenders to charge interest rates beyond
the limits of the Usury Act. Loans are usually repaid over
four or six months. Disbursements and repayments are
mostly done through bank accounts to avoid risky cash
handling. Clients of some MFIs are encouraged to save
in groups or individually.
In the case of Marang and SEF, there has been
consideration accorded to diversifying their product
range, notably by offering individual loans. This would
require an adaptation of and investment in internal
operational systems. On an international scale, micro
finance institutions usually offer credit and savings only
while micro-insurance is a relatively recent advent.
The table overleaf summarises some key pieces of
data about the MFIs that were willing to provide them
for this study.
The outreach among the MFIs above shows
considerable differences in the field. Some of the MCOs
(e.g. Akanani) have been disbursing since 1998 and still
have rather limited outreach. In contrast Marang, which
has been operational since 2000 has reached 26,000
active clients and is now nearly sustainable, i.e. profits
from loans cover the current operational expenses.38
Marang also has strong and independent leadership and
37

38
39

governance, both essential factors in building robust
organisations. This performance, along with that of Small
Enterprise Foundation (SEF) illustrates that sound
performance is attainable in the South African context,
provided there is a focus on leadership, goals and
standards at the outset and throughout all levels of
the operations.
The MCOs were mostly started within existing NGOs
that responded to interest from Khula. While some of
the MCOs have shown promise, they appear to lack the
leadership which will take them beyond dependence on
a single funder and on standard products that are not
demand-driven. As the table above demonstrates, MCOs
suffer from inefficiencies (high operational expenses)
that risk being passed on to the client, and therefore
thwarting the poverty reduction intention.
While there was a fairly enthusiastic start to on-lend
to small and micro enterprises in the post-1994 era, the
distribution and numbers of lenders has declined fairly
rapidly over the last eleven years. There were 32 lenders
when the first MFIs received loans from the national
wholesaler in 1996, but subsequent to the first widespread
collapse of MFIs that took place in 1999-2000, there were
only 11 in April 2004.39
Furthermore, micro finance services are unevenly
distributed across the country. In its 2005 annual report,
Khula reported that KwaZulu-Natal, Gauteng and the
Western Cape received the most assistance because of
their easier access to developed infrastructure. At the
same time, micro finance leaders such as SEF, WDB MF
and Marang who lend to micro enterprises run by poor
women are focusing on Limpopo, Mpumalanga, KwaZulu-

Women’s Development Banking’s Micro Finance is a specifically woman-focused micro lending operation, but it was not possible for the purposes of this
study to obtain more detailed information from them on their portfolio. Women’s Development Banking (WDB) runs a micro finance operation (WDB MF)
that was established in 1992 specifically targeting poor rural women. The operation currently has four branches in Limpopo and Mpumalanga provinces.
WDB MF’s clients receive loans from R300 up to R10,000 with those receiving larger loans being assigned business mentors and substantive business skills
training for the purpose of supporting enterprise development.
Marang started out in 2000 with the advantage of having taken over the staff, systems and infrastructure of the Get Ahead Foundation, which had been liquidated.
The collapse has been attributed largely to weak governance, poor information management, mismanagement and fraud. (Motsa, 2004). An article in the
newsletter of the Micro Enterprise Alliance claimed that the causes went deeper and cited institutional capacity, unmanageable pace of growth, supply driven
products, poor controls and systems as the prime causes for the collapses. (Naidoo, 2000)
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TABLE 6: SUMMARY OF DATA FROM SELECTED MFIs IN SOUTH AFRICA
Institution

Areas and % of Clients

Clients

Products

Annual Budget

Marang Financial
Services

Gauteng
Limpopo
Eastern Cape
KwaZulu-Natal
Mpumalanga

11
18
21
20
30

26,000

Group loan Pilots in –
educational and
individual loans

R18m–R100m lent
per annum

Small Enterprise
Foundation

Limpopo
Mpumalanga

95
5

30,000

Group loans - poor
and extreme poor

R20m

Akanani

Limpopo

100

900

Group loans

R802,000

Siyakhula Micro
Business

Mpumalanga

100

1,250

Ncedisizwe Micro
Credit

KwaZulu-Natal

100

842

Group loans

R1.5m

Makwande Business
Finance

Mpumalanga

100

800

Group loans

R1.2m

Isivivane Sethu

KwaZulu-Natal

100

1,997

Group Loans

R1.5m – loan fund
R460,000
Operational expenses

Natal and the Eastern Cape. The implications are that
the sparsely populated provinces such as the Free State,
Northern Cape and North West have poor funding sources
for both small and micro enterprises.40
With the advent of the SAMAF, Khula will no longer
focus on the markets serviced by their micro credit
organisations. SAMAF, which seeks to increase access
and participation of the very poor, particularly women
in rural areas, to micro credit services will work through
partner organisations by providing them with funds for
on-lending to the poor and institutional capacity building.
Sustainability is regarded as the benchmark to measure
performance of micro finance institutions and has been
very elusive in South Africa. The two leaders in micro
enterprise financing, Marang and SEF have, however,
shown the potential to achieve sustainability in South
Africa. Their key financial indicators are reflected in the
tables in Annex 5.
While the two leaders have shown that significant
performance is possible in South Africa, this does not
appear to be leading towards increasing outreach on a
national scale or the necessary product development to
meet client needs.

40

R1m–R600,000
Loan fund

CAPACITY
The constraints reflected above are primarily caused
by insufficient skills and knowledge about micro finance
in the institutions and applies to the majority of MFIs,
as well as the two wholesalers that work with the lenders.
It was, furthermore, articulated by insiders from these
institutions during the interviews.
As shown in the data from Marang and SEF, it takes
some years before an MFI becomes fully sustainable and
is able to support its own training needs. Considerable
training and investment in staff capacity is required if
MFIs are to achieve their performance goals. As MFIs
work with the poor and often work with low budgets,
they are unable to afford the high salary levels required
by the skilled and well educated. MFIs thus have to
invest in extensive training if they are to be constantly
growing and innovating.
Despite attempts by one of the micro enterprise
networks where standards were set, courses were
developed and accredited with the SA Qualifications
Authority, the capacitating of MFIs in South Africa has

Overall, Khula is reported as having disbursed a total of R106.3 million through its RFI network and R15 million through the micro credit outlets (MCOs) in 2005.
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not received the attention it requires.
One of the startling facets of this situation is that
micro finance is probably the area of development with
more technical resources and documented knowledge
available than any other. Most international agencies
have substantial resources which can be downloaded
from their websites.

SUPPORT NEEDS OF MICRO FINANCE INSTITUTIONS
The majority of clients of MFIs are women. This holds
true for South Africa and for most other countries where
attempts at developing micro finance are being made.
This, however, does not mean that MFIs work from a
strong understanding of the needs of women. There has
been a strong drive from international agencies such as
MicroSave and their sponsors to encourage MFIs to listen
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to their clients and develop demand-driven products.
Adopting such performance-orientated methods, as good
as it may be for the clients and their micro financiers,
does need support from donors and financiers of micro
finance. There could still be considerable knowledge
development of the tools and methods of market research
and product development required in micro finance in
South Africa.
Clearly there is considerable need for micro enterprise
finance in South Africa, as is illustrated by the household
data provided in Chapter 2 of this study. Poor
households depend heavily on the income from
these enterprises. Competent and stable MFIs
are therefore necessary to support their growth
and cash flow needs. Such services are
essential for enabling the poor to graduate

to higher levels of enterprise development.
There are two levels of support needed to develop
micro finance in South Africa. At the first level, we need
comprehensive training and technical assistance for staff,
management and board members of MFIs together with
a relevant classification, pricing and monitoring mechanism
for such training programmes. The second level of support
that is required is to enable the sustainable MFIs to
manage the complex transition to higher levels of formality,
following which they require considerable injections of
capital and expertise for formalisation and expansion.
Even those MFIs that have achieved near sustainability,
such as SEF and Marang, require further support for their
next growth phase.

4.4

The Impact of HIV/AIDS on
Financial Institutions

Due to the specificities of their client base, emphasis
on the impact of HIV/AIDS has principally focused on
micro finance institutions. Efforts to establish sector-wide
policies for Africa have recently been undertaken – led
by the Africap Fund and partners such as the IFC41 –
while large micro finance institutions in South Africa,
such as Marang and SEF, have HIV policies and
programmes.
Marang is able to track deaths in its client base and
HIVOS, a Dutch Humanist Foundation, covers loan losses
incurred due to death. SEF covers such losses from a
small fund constituted through client fees, and in
partnership with a rural community institution called
RADAR42 which is studying the structural issues of poverty
and gender inequality and their resultant impact on
HIV/AIDS awareness. Marang’s loan loss rate between
2001-2005 is as follows:
01

02

03

04

05

Loan loss rate incl. death 0.16% 0.53% 1%
1% 2.2%
Loan loss rate excl. death 0% 0.28% 0.50% 0.41% 1.5%

The figures reveal that while the loss rates have
increased, the impact of death has not yet been alarming.
The principal business and institutional issues that

41
42

need to be considered by financial institutions in tackling
the impact of HIV/AIDs, are:
• Succession planning and multi-skilling so that
absenteeism can be covered by other staff;
• Comprehensive risk management – which needs to
cover wellness programmes, education and
counselling, adequate medical and insurance cover
for staff, regular and safe testing facilities;
• Appropriate products for clients (especially savings
and insurance), staff skills training and loan (and
other) loss provisions.
The centrality of poverty and gender inequality to
any HIV/AIDS related strategy cannot be sufficiently
underscored, and parallels the very theme of economic
and financial empowerment that is being highlighted by
this study.

4.5

Conclusions

4.5.1 Conclusions on Banks
• The South African financial sector has taken a
substantial step in committing to the Financial Sector
Charter to promote real economic change. The lack
of attention to targets for financing women’s business
however, except in staffing, is an oversight that needs
to be questioned and corrected.
• While attention to BEE in terms of product outreach
seems to be a priority, banks do not appear to include
women as prime targets in this area. This is shown
by only two of the major banks making any effort to
understand and capture the women’s business market.
• It may be useful if banks were to begin adopting a
market segmentation approach, which categorises
women among owners of SMEs, and identifies sector
specialisations within SMEs. If there were needsdriven strategies for each segment, and staff were
trained in these, there could be more coherence,
learning and thereby profitability in capturing women
as well as other sectors of the market.
• Banks need considerable support in the area of
business development services to accompany their
efforts in reaching BEE targets for enterprise lending
and women-owned enterprises. There need to be
further policy discussions on this, with appropriate
support mechanisms designed.

Guidebook – Partners and Action – Financial Institutions and Health, HIV and AIDS Risk Management, April 2006.
Rural Aids Development and Action Research – a project of the Universities of the North and the Witwatersrand.
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4.5.2 Conclusions on Development
Finance Institutions

4.5.3 Conclusions on Micro Finance in
South Africa

• South Africa is not a poor country and this is reflected
in the generous resources available among the sample
of development finance institutions interviewed for
this study.
• Greater skills enhancements of DFIs is, however,
necessary to enable DFIs to measure performance
and balance this against strategies. It will also build
the skills to better analyse and understand the market.
This, in turn, should generate custom-designed
demand-driven support programmes. The monitoring
systems that accompany these will improve targeting
and result in better performance.
• If there is more focus on skills enhancement at the
DFIs, there will hopefully be more systematic standards
and quality training for business and for business
mentorship. This will impact on the skills set of
entrepreneurs themselves, and result in more
accountability and thereby incremental advancement.
• While DFIs do measure output with respect to women
and other categories of previously disadvantaged
people, there needs to be a uniform system of
measuring and reporting. Linking the reporting
systems to opportunities and constraints in supporting
women’s enterprises would also contribute to learning
about what works. Such measurement and learning
could then be published in national reports on the
status of the small business sector.

• While there are two strong leading institutions in the
country, the micro finance sector is generally rather
weak. The services are poorly and unevenly distributed
around the country.
• The product range is very limited. The sector is
dominated by group lending, to the detriment of
growth-orientated women’s enterprises.
• There has been little investment in building capacity
in the sector. A comprehensive capacity building
strategy is required. This should be linked to
performance standards which are rewarded with
funds to on-lend and additional technical resources.
• There are considerable technical resources to grow
micro finance in and outside of South Africa that
could be reviewed and utilised in the local context.
• The progress and needs of MFI institutions that fund
micro enterprise, such as Marang and SEF have gone
relatively unnoticed at the policy level. This could
be detrimental for the sector as a whole. Provision
of the appropriate support could expand services
considerably on the one hand. On the other hand,
ensuring that they receive support would also speed
up their progress towards growth, expansion and
graduation up the ladder integrating into the regulated
financial sector.
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5. The Role of Business Development Services (BDS)

5.1 Introduction
he aim of this chapter is to review a sample of BDS organisations, both public
and private, to determine the effectiveness of these services in terms of enhancing
credit access for women. The research in this area was conducted by interviewing a
range of providers of BDS, which represent both non-financial and integrated services
(financial and non-financial) to the SMME market, as well as by exploring secondary
material, local and international.

T
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In the context of this study, business development
services are defined as those non-financial services and
products offered to entrepreneurs at various stages of
their business needs. These services are primarily aimed
at skills transfer or business advice. The field of business
support has been growing alongside the SME development
process internationally.
A range of business support options have been
developed and can be applied to develop small businesses.
However, key benchmarks need to be applied in order
for such support to be effective. Business development
services are important because they can assist
entrepreneurs to run their business more effectively and,
if appropriately applied, can act as an enhancer of access
to finance and as an alternative form of “collateral” in
circumstances where tangible collateral may be an
impediment to meeting traditional security requirements.
While the state has offered strategic direction in terms
of SMME development from time to time, there is as yet
no coherent and focused delivery of such support available
throughout the country. Some programmes, such as the
Red Door in the Western Cape, have been supported by
provincial government and are working on offering a
range of services in terms of local needs. In general,
however, there is a range of obstacles facing entrepreneurs
needing support. Rural areas, for example, are very under
resourced and serviced.
Among the key findings of this section of the research,
we have ascertained that programmes are not sufficiently
gender-focused, with little awareness of the constraints
that women face. Another critical issue is that there is
not enough attention to the needs of women’s enterprises
at different levels. Thus, there is a need to better differentiate
programmes in terms of their aims relating to poverty

43

reduction, sustainable development or job creation.
Finally, BDS programmes need to be integrated with
access to finance strategies for women.
We complete the chapter with input received from
women during focus group discussions, sharing their
awareness, usage, experience and preferences of
BDS services.

5.2

Perspectives from Business
Development Organisations on
Women and BDS

5.2.1 Challenges and Constraints for
Women Entrepreneurs
In reviewing the mission and vision of the business
development services interviewed for this study, none
had offered any gender specific aims in terms of provision
of services. All, however, identified women as an important
target group and indicated that “they don't discriminate”.
There is thus an assumption of gender neutrality, with
most programmes indicating a client split of men and
women at an average of 70% men and 30% women. The
exceptions were those that operate in the micro enterprise
sector, which reports a higher number of female clients.
When asked what they perceived as the constraints facing
men and women when seeking finance, BDS providers
identified the following:
• Poor quality and viability of business ideas;
• Inability to write a business plan;
• People don't know how to differentiate the product
or identify markets;
• Business viability should be a determinant of access
to capital, not collateral;

The list of service providers interviewed is shown in Annex 5 and ranges from state agencies through to independent business entities, academic institutions
and NGOs.
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•
•
•
•

Unwillingness to commit resources or own assets;
Banks lack of understanding about entrepreneurship;
Banks are under no pressure to extend funding;
Credit managers making loan decisions with poor
client knowledge.
The challenges faced by women in particular
were cited as:
• Women are not taken seriously by the business
environment and by business finance institutions –
“we live in a male dominated society”;
• Women tend to be more empathetic than men and
this is perceived as being less business-like, whereas
men think that one should be confrontational to
succeed “in a man's world”;
• Women tend to be conservative – “men still do the
radical stuff” (this from a technology-based incubator
programme) – women are not adventurous enough;
• Women lack confidence because of their life experiences;
• Men's perceptions of women – women have to prove
themselves all the time;
• Women are, however, perceived as very passionate
about their business, which is a key factor of success.

5.2.2 Suggestions for Improving Women’s
Enterprise Development
Suggestions made by business development providers
to enhance women’s MSME development included
the following:
• A dedicated fund could be set up to address lack of
collateral constraints, performance guarantees and to
offer subordinated debt to enhance access to credit
from financial institutions;
• The environment needs to make it easier for start up
businesses to obtain resources;
• There is a need to reduce the burden in the regulatory
environment;
• Provision of appropriate business support, which
means ensuring that providers have the right skills
and experience;
• Better monitoring and assessment of the value and
outcomes of business support practitioners and
organisations;
• Women need role models – they need to see the
success of other women in the media where they
can be inspired by other women who have beaten
the odds;
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• Women should learn from each other by forming
small groups to support each other;
• More business training and development facilities are
needed in rural areas.

GOOD PRACTICE FROM THE WESTERN CAPE
A state-sponsored service provider in the Western Cape
underscored that some of their best clients were women.
They added that women are less likely to be demotivated
than men; they are more creative and look for new and
alternative ways to do business. There is growing
recognition of the importance of businesswomen in the
Western Cape and this is being spurred on by programmes
such as targeted procurement, where women in business
are really valued. In addition, women’s networks are very
strong in the area, which has benefited women
entrepreneurs. The organisation also indicated that
while they did not want to treat men and women
differently, they were embarking on an active campaign
to increase their female clients (currently at 35% of
their client base), in consultation with stakeholders in
the area.
Respondents from the Thuso Mentorship Scheme44
indicated that the perception is that women still tend to
be operating at the lower levels of the pyramid. Women
are often looking for less money than the programme
supports through the banks. They admitted that they do
try harder to support women in recognition of the
obstacles women face, partly because they have fewer
women approaching them, and because while women
are often less ambitious in their targets than men, they
are more realistic.
A recommendation was made for schemes such as
Khula to go to where the needs are; for example, to be
represented at the offices of business women’s
organisations to facilitate better access to and for women.
While some of the BDS agencies had a very good
policy of consulting clients about their needs and being
able to adapt, none appeared to have considered a
gender-informed strategy. There is, as previously stated
a tendency to be “gender neutral” or to ensure that an
equal number of men and women participate in
programmes without looking at specific gender issues
within service provision.

Which is an arm of Khula, and offers three months of post-loan mentoring services to borrows who have benefited from Khula’s guarantee scheme.
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5.2.3 Demand and Supply Issues
While there are pockets of business support to SMEs
and women, there is clearly a gap between demand and
supply. This is primarily related to issues of accessibility,
appropriateness and efficiencies in the system. In addition,
there is clearly a major issue around the skill levels and
experience of people employed to offer these services.
There are also gaps in the understanding between clients
and providers.
As yet there is no evidence that the available framework
of non-financial support is having a benefit with regard
to the unlocking of capital.
The failure of banks and business support organisations
to present engendered offerings will result in their having
a limited impact on women. The assumptions of gender
neutrality and the “quota” approach to services, such as
minimum targets, will not address the gender-based
problems faced by women. These include considerations
in terms of:
• Who provides the service – men as well as women?
• Where are such services available? Is the venue safe
and accessible?
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• How much time does the service take out of the
business day or out of the home management time?
• Are confidence building/coaching services for
women available?
• Clear understanding of business finance and financial
services – women want to know what products and
services are available, how to access the funds, how
to prepare themselves for approaching funding
organisations and what the pricing structure is.
• Business development needs to be recognised as
a source of risk management by banks, particularly
for market segments that lack traditional security
or business track records.
One of the most critical omissions of the
small business enabling environment in South
Africa has been the very limited integration
between the availability of financial and
non-financial support within a coherent
framework. The historic trend in SA has
been to separate these functions and
to run a parallel process. An example
of this was the establishment of

Ntsika and Khula. The lack of an integrated response
from these agencies has resulted in:
• A less than coherent strategy to create an enabling
environment for small business;
• Appropriate non-financial support not being available
to offer alternative sources of risk management
to financial institutions seeking to rely on skills
transfer or mentorship as a pre-approval condition
to approving loans;
• Non-financial support being developed in isolation
of the skills transfer needs of funding providers;
• Women in particular being confined to sourcing
funding from agencies such as MFIs, where high
levels of business skills and management are not
required as a pre-determinant of access to loans;
• Business support organisations and funding sources
not being set up in any convenient proximity to
one another.

INTEGRATING BDS AND CREDIT ACCESS: THE WEP
An innovative model, which integrates BDS, access
to finance and gender-sensitive training, is to be found
in the Women Entrepreneurship Programme (WEP). The
WEP was piloted between 2004-5 by the IFC’s Technical
Assistance unit working with a number of BDS providers45
and the dti’s Gender and Women’s Empowerment Unit.
The WEP provided extensive BDS training46 for 240
growth-orientated women entrepreneurs across the country.
Their training culminated in a business plan adjudication,
supported by Absa Bank. The winners were able to apply
for business loans from Absa Bank on the strength of
their BDS training and clear, focused, business plans.

5.2.4 Mentorship
Gender-focused BDS and mentorship need to be
established as part of the mainstreaming of businesswomen in the economy. This is especially important for
less mature businesses owned by women. In the USA,
the Small Business Administration has the following to
say about the benefits of mentorship to women in business.

IMPORTANCE OF MENTORSHIP FOR WOMEN IN BUSINESS
“Mentors are women business owners willing to give
back to their communities by assisting other women
ready to grow their businesses. Mentors can also come
from legal, financial or other professions, providing
guidance, advice, and training to new women

45
46

entrepreneurs. Mentors are viewed as wise and trusted
counsellors, willing to share their business knowledge,
skills, experience, and most importantly, serve as respected
role models….as seasoned entrepreneurs, and mentors
are recognised within their communities and industries
for excellence and leadership. They are select women
of any age or background, who are succeeding in spite
of past and present obstacles. A mentor is the one person
in front of whom every question is a good question, and
it is acceptable to be uninformed – as long as the protégée
is attempting to learn.”
(In “How Woman Entrepreneurs Benefit from Using a
Mentor” Joanna L. Krotz, Microsoft Small Business Centre
website.)

5.2.5. Skills Development in South Africa
The Global Entrepreneurship Monitor report of 2005
points out that the legacy of apartheid has left the vast
majority of South Africans with a lack of basic skills. In
addition, there is a lack of entrepreneurial training for
young people, which has impacted on confidence,
initiative and creative thinking, all of which are traits
required by successful entrepreneurs.
South African entrepreneurs are thus ill equipped to
communicate effectively with financial institutions. They
tend to be intimidated by financial institutions and are
not very confident about their presentation and business
skills. This hinders the entrepreneur’s ability to sell a
business plan successfully to the institutions. Entrepreneurs
also cite language and cultural barriers in their
communication with financial institutions.
This assessment echoes the voices of women
entrepreneurs who frequently experience such situations
even more acutely than men, due to cultural and genderrelated stereotypes imposed upon them.

WOMEN’S BUSINESS CENTRES IN THE USA
The experience of women-specific BDS centres in
other parts of the world has demonstrated the success
of focused training services for women. In the USA, for
example, Women’s Business Centres number some 150
across the country, and are set up by and for women in
order to provide gender-focused training that takes into
account women’s specific strengths and weaknesses and
how these impact on their success in the business world.

The South African International Business Linkages (SAIBL), CIPRO of the dti and the University of Pretoria.
The training was composed of three elements: Personality and entrepreneurial profiling; Business planning, training and coaching, and Mentorship.
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The Women’s Business Centres in the USA target, in
particular, vulnerable groups 47 who may be more
challenged by the environment and cost of mainstream
BDS services. Their emphasis on aspects such as
confidence, mastery of business strategy and pricing,
as well as on community development, reflects their
sensitivity to their target audience, and is a key reason
for their success and that of their clients. While the
centres are run on largely private lines, they also benefit
from financial and in-kind support from local and federal
governments, and private philanthropists.
The experience of the Women’s Business Centres
could benefit South Africa and deserves to be studied
and considered for local conditions.

5.3

Perceptions and Experiences of Women
Entrepreneurs of BDS Services

The information presented in this part of the chapter
was gathered through the focus groups conducted in
four provinces and described in Chapter 2. The
questionnaire requested information in four categories
including women’s knowledge of business support,
usage, experience and priorities, and covers women in
micro enterprises (MSEs) as well as women in small and
medium enterprises (SMEs).
On the whole, women were not very positive about
the business support arrangements that they had available
to them. Some programmes were cited as having been
“very good”, but these tended to be training options at
institutions such as technical colleges. Women said that
they learned a great deal, but that there was never any
follow up and that this diluted the benefit. None of the
women interviewed felt that this training had had any
direct bearing on their ability to raise capital, with which
they were still having great difficulty.

5.3.1 Skills Development and
Women’s Enterprise
The women interviewed who were clients of micro
finance institutions, demonstrated limited knowledge or
understanding of business support options. They were
often silent and had no input to make when asked about
the availability of business development in their areas.
They primarily relied on their own proficiency in terms
of gender-biased skills such as sewing or cooking to
earn an income. They were generally not aware of
business skills information or availability. Very few of

47
48

Such as ethnic minorities, immigrants and poor women.
Hilton, 1999.
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the women were able to articulate a response in terms
of their own needs in this regard or of what such services
could offer to them.
A rural group indicated that it was much more difficult
for them to gain skills and that they really had no option
but to earn income from what they already knew, i.e.
sewing, beadwork, etc. Women also spoke to the
opportunity costs of finding markets and referred, for
example, to the high costs of transport. This in effect
means that women in rural communities are locked into
limited markets, with limited skills and few options to
change their circumstances.
Women indicated that they had heard of co-operatives,
but did not know what they are or how to access this
opportunity. They did articulate that access to micro
finance had improved their businesses in general. Very
few women however had “grown” their businesses, or
knew how to.
The lack of input and understanding of business
support could be a product of the fact that MFIs in South
Africa do not provide training or structured business
development support to their clients. It could also be
attributed to the lack of information generally about what
is available. The high costs of support, transport and
time away from home may also be impediments. This
situation is, however, not unusual among micro enterprises
and illustrates the possible limitations of micro finance
as a tool for empowering women economically, when
credit is the primary source of support.
While the study was unable to interrogate the
circumstances of the individual businesses, it would seem
that there are some assumptions which can be made:
• Micro finance is not being integrated with business
skills transfer in any serious way – either as a factor
within MFIs or as an integrated approach between
the various organs of government tasked with creating
an enabling environment.
• Many women utilising this funding are not progressing
their businesses beyond their traditional skills base
sufficiently to graduate beyond the current group
lending micro finance model. Even if they did, there
would be few options for them to access financial or
other support.
In a study on business support services in South
Africa,48 which interviewed both men and women, it was
established that the skills base of women is narrowed
by gender roles imposed on women who are socialised
to be the caregivers in both family and community. This

limits their business options considerably. While men on
the other hand are able to have a greater degree of
freedom, and have access to skills with a greater technical
input, even their skills base has been narrowed by the
social construction of apartheid society.
Neither of these situations is ideal in terms of creating
a diverse MSE sector in South Africa, but both need to
be resolved through an understanding of the role gender
plays in choosing business options. The current situation
leaves entrepreneurs – men and women – vulnerable to
poor business choices and lack of implementation capacity.
There is also a very urgent need to address the issues
of MSEs differently from those of SMEs and for there to
be coherent and separate strategies for both, with clearly
articulated aims and objectives.
Similarly, it is imperative that a clear distinction be
understood in terms of strategies for poverty alleviation

and sustainable enterprise development, even at the
micro level. Both are legitimate responses, but require
different strategies. The latter would aim to promote
micro-entrepreneurship through sustainable business
options which have the potential to grow. When reviewing
the impact of these different approaches with regard to
women, these options need to be assessed in relation
to their ability to:
• Impact significantly on women’s ability to earn
an income;
• The total workload created by this activity;
• The changes and improvements in women’s
socio-economic conditions, both in the family and
the community;
• The need for financial and non-financial support to
facilitate appropriate business choices and business
performance.
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5.3.2 Perceptions of BDS Services

COST OF SUPPORT SERVICES

On the whole, usage of business development services
was low among the women surveyed. Fewer than 20%
had actively sought support from a business development
organisation. Those that had did so through a wide range
of organisations including workshops by women’s business
networks, tertiary institutions and government-sponsored
organisations, with various levels of success.
There were no major differences between regions;
the feeling overall was that the business support available
was not sufficiently helpful enough or well disseminated.
It can be said, however, that women in the Western Cape
appeared to be the most well-informed and, as a group,
appeared to have been most assertive about taking
advantages of resources and networks.
The business development sector for SMEs is better
articulated and defined than that of micro enterprise and
has for some years been a growing industry in itself.
Various types of small business assistance are recognised
and have been developed. These have been defined,
benchmarks established, standards set and in many
instances, professional bodies set up to maintain quality
and standards of service. Such benchmarking has, for
example, been achieved through the establishment of
institutes of business advisors such as the Institute of
Business Advisors in the UK. In South Africa, the Institute
of Business Advisors has worked very closely with the
Services SETA to establish standards for business support
professionals in the country. Business support practitioners
are graded on the basis of their experience and can
graduate to higher levels through professional development
and further experience. The types of services generally
in use include business advisers, consultants, mentors,
training programmes and incubator models.
The women interviewed raised many issues relating
to the quality of business support available to them. Each
key point is articulated below.

• Most women felt that business support is too expensive
and can impact negatively on the margins of businesses
trying to get established.
• While it is a general principle that business support
services should be fully or partially paid for by SME
clients, there is still far too big a gap between affordability
and access for women who are starting out. This
contradicts the commitment to transformation and
needs to be reviewed, especially in government
programmes.

TIME MANAGEMENT AND BUSINESS
SUPPORT ORGANISATIONS

• Complaints were made of high levels of corruption
when dealing with government inspectors who are
supposed to advise them in their areas of accountability,
e.g. health and safety inspectors, municipal offices
and the police were examples given. Women felt
strongly that they needed advice and support on how
to handle these kinds of issues and that this is never
part of a business support programme. Women feel
victimised and feel that if they report officials, their

• Women consistently stated that the people who run
BDS services are not in touch with the needs of small
businesses and don't respect their time. Women want
to be able to minimise the amount of time it takes
to get advice from business support originations and
expressed a desire for the service to come to them
if possible.
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BUREAUCRACY AND HUMAN RESOURCES IN BDS
• There was a complaint that BDS providers expect
clients to fill in too many forms and demand too
much information, which takes up their time. The
necessity for detailed information needs to be better
explained to clients.
• Another consistent observation is that the people
offering services have no business experience
themselves, that this is frustrating and dilutes the
potential value of the services. Government sponsored
business support organisations were often singled
out in this regard and women expressed a lot of
frustration with these programmes. One person
interviewed indicated that in one of the state sponsored
mentorship programmes, for example, most of the
mentors had never run a business themselves. The
employment of under-experienced and under-skilled
staff is clearly a major obstacle to effective small
business support in SA. There needs to be far greater
effort made to attract experienced people as mentors.
• Women expressed the need to be able to be advised
and mentored wherever possible by other women,
and generally, by people that may have greater
empathy with their situation and sector.

AUTHORITIES AND LEGAL ISSUES

businesses and personal safety will be compromised.
They said that, if officials are not paid bribes, they
keep harassing the owner over petty issues, which
disrupts the business.
• Women in focus groups indicated that when seeking
premises, they have to utilise the services of property
brokers, because the process is so incredibly
complicated and difficult to understand. Consequently,
they have to pay brokers at very high rates to access
property. Women also said that banks were not
offering support in this regard in terms of advising
them. Whilst not raised by all of the women, it was
raised as a serious support area for women who had
been through this experience. Issues of dealing with
retail and commercial property arrangements are
being raised as serious issues by SMEs. Rents are very
high and landlords difficult to deal with. Women
also feel that, as women, they are not respected by
landlords, who can be aggressive and very intimidating.
• Another issue raised was the dependence on business
support services for compliance matters, which reduces
as women gain experience and their business matures.

NETWORKING OPPORTUNITIES AND ONGOING SUPPORT
• A number of women indicated the value of being
able to network and to be part of organisations, such
as women's business associations, as part of their
business education and skills development processes.
They praised the usefulness of the workshops arranged

49

by these organisations, which provided an opportunity
for gaining knowledge, business and networking
opportunities, and experience from peers. For some
women this was the most important aspect of nonfinancial support options available to them.
• Several networking options are available to women
in business. These include SAWEN and BWASA.49
These organisations provide women with an
opportunity to get together, exchange cards, support
one another, promote their businesses and to attend
workshops. Like all organisations, there were some
complaints, but on the whole women who were part
of such networks felt that they were adding value.
Women said that they were communicating with each
other, sharing business ideas and opportunities. The
most vibrant networks were in Pietermaritzburg and
Durban, where women seemed to know each other
and have strong connections in many cases.

PRINCIPAL NEEDS AS ARTICULATED BY WOMEN IN BUSINESS
An array of business support options were presented
to the women in the focus groups. These included 12
options as indicated in the table below. The 4 most
desired options for non-financial skills development or
support were:
• Financial management;
• Marketing;
• Cash flow management;
• Support for feasibility studies.

South African Women Entrepreneurs’ Network (SAWEN) and Business Women’s Association of South Africa (BWASA).
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CHART 7: BDS NEEDS OF WOMEN
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The sample underscored the importance of feasibility
assessments before entering business. Women generally
understood the importance of feasibility studies, but were
not aware of resources that could assist with such a task.
This was an indication that many women are viewing
going into business seriously and that they understand
that there is a valuable process to be engaged in before
writing up a business plan. There were, however, still a
number of women who were selecting business options
based on a presumption of market need, without doing
any pre-selection or feasibility study. A feasibility study
enhances the entrepreneur’s chances of success by ensuring
that their business idea has been interrogated in terms
suitability, management potential, market and profitability,
financial viability, potential pitfall and competition.
The lack of feasibility studies appeared to be related
to lack of access rather than a lack of awareness of what
a feasibility study is or what the value of this is to a new
business. This is largely because feasibility studies are
often neglected in the SME environment, where the
emphasis tends to be on business plan development.
The problems likely to occur from this are that unviable
business plans are drawn up at considerable expense.
This increases the probability of business plans being
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presented and rejected, or of entrepreneurs venturing
into unsustainable businesses.
Regulation and compliance are experienced as costly
and time consuming. The costs to businesses also tend
to be highest in small firms, which are less able to absorb
the costs as a percentage of their margins, compared to
larger companies.
Whilst it is absolutely legitimate to ensure the protection
of rights for all communities, there is an urgent need to
review the burden of regulation, where possible,
particularly for smaller businesses, which often lack the
skills, knowledge, time, and money to accommodate this
burden.

5.4

Conclusions on BDS for
Women Entrepreneurs

5.4.1 Women in Micro and Very
Small Enterprises
• The inputs received from BDS providers and from
women entrepreneurs demonstrate that there is a
need to fully understand the impact of micro finance
programmes on women in SA from a gender

perspective. BDS aimed at the micro-enterprise sector
needs to promote non-traditional roles and
opportunities for women, as well as business and
financial management expertise. The training must
focus on building women's confidence and their ability
to challenge the traditional norms in families and
communities which impede on the business’s success.
• Training and post-loan support if combined, could
address the needs of these very small businesses
both at the planning and implementation stages of
business – this would hopefully have the effect of
promoting more viable businesses options and of
assisting these women to implement new options
more successfully.
• A concerted effort should be made by state and
private BDS providers towards:
- Adjusting resource allocation to improve micro
entrepreneurs’ access to skills that can enhance

technical diversity, as well as business and financial
proficiency.
- Supporting financiers to develop financial products
and programmes that are market-driven and that
enhance growth oriented women entrepreneurs’
access to funding beyond group lending. This will
expose MFIs to greater levels of risk, which could
in turn be reduced through the availability of
training and post loan support in areas such as
cash flow, keeping books and records, etc.
- Creating a non-financial support infrastructure that
supports the work of the existing micro finance
organisations, and which has separate funding
resources so as not to cannibalise the income from
lending.
- Clearly articulating and designing programmes for
poverty alleviation and for MSE development, with
a clear distinction being made between the two,
so as to achieve intended objectives.
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5.5.2 Women in Small and
Medium Enterprise
• It is clear that the issue of “one size fits all” for SMME
development in South Africa needs to change. We
need to develop specific responses for specific needs
and the SME market needs to be clearly defined in
terms of size, sector, business cycle and genderspecific requirements, if applicable.
• Business support organisations need to be more
visible and need to market themselves more broadly,
especially to women.
• More needs to be done to recruit women into business
advice centres and mentorship projects. Some of the
work done on the mentorship needs of women in
business indicate that women may benefit from the
combined mentorship styles of men and women. It
will also be helpful for both sexes to be sensitised
to gender-informed issues when managing BDS
interactions.
• There needs to be a much more concerted effort to
identify and harness business experience when offering
business support and mentorship, i.e. the
advisor/mentor should have business experience
superior to that of the person that they are trying to
help. It is unfortunately perceived that people
employed in these organisations often do not have
the insights about running a small business, are underskilled and know less than the client seeking assistance
or support. Corporate support and greater use of
retired business people and executives would be one
way to harness experience for the greater good, while
keeping costs down at the same time.
• Feasibility studies, wherever possible, should precede
the development of business plans and should offer
the prospective business owner an insight into whether
or not to take up the business they have decided on.
Training programmes need to be offered that help
SMEs do their own feasibility studies.
• Business support organisations need to streamline
their processes to promote far more efficient turnaround times at all levels within these organisations.
While business development support does require
substantive information from clients in order to assist
them, consideration should be taken of the time
factor.
• A loan fund for business support, which could be

50

paid back once the business was up and running
was also recommended, and it is felt that the
government could play a role in supporting such a
fund. Subsidised services based on a means test, and
on the feasibility of the proposed business could also
be explored. Alternatively, business loans to cover
BDS could be secured from financiers, provided that
the affordability was ensured.
• Whatever the case, it was felt that appropriate and
integrated risk mitigation arrangements must be set
up between service providers, funders and clients in
order to help achieve transformation goals and creative
means to achieve this need to be found.
• Reference was made to corruption within government
departments. It was recommended that BDS agencies
should be able to monitor corruption without
individuals/whistle-blowers being put at risk, and
that if necessary, government should employ more
women to deal with other women in this regard.
• Finally, the value of women's business associations
in providing business development support to their
members is regarded as central, by all stakeholders.
This has been well articulated as follows:

THE VALUE OF WOMEN’S BUSINESS ORGANISATIONS50
• Originally, many businesswomen's organisations were
started as casual networking and support groups.
Often women just wanted an opportunity to meet
like-minded women, make new business contacts,
and exchange business experiences.
• But as women have become more experienced in
owning businesses and the number of women business
owners has increased at a significant rate worldwide,
the role that women's business organisations are able
to play is changing and becoming more sophisticated.
• By creating public awareness, establishing pressure
groups, educating the public, financial institutions,
policymakers, companies, and other organisations
with a vested interest in assisting women entrepreneurs,
women's business organisations can become powerful
lobbying tools, while providing a higher level of service
to their members and increasing membership.
• The effectiveness of a women's business organisation
is only as strong as its membership and those
members' commitment to the organisation.

Source: Lever A.: The Hidden Strengths and Potential, Women’s Business Associations – Organising for Success, Economic Reform Today, Number 2, 1997.
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6. Credit Referencing Issues

Introduction
his aspect of the research was undertaken to determine the role of positive and
negative credit scoring and adverse credit bureau information, on women’s ability
to access finance for businesses. We have tried to determine what impact the reliance
on credit bureau information has on funding for small and medium businesses and on
the limiting of credit to women. For this section, we used both primary and secondary
data, and interviewed businesswomen as well as relevant institutions.

T

51

6.1

The Role of Credit Bureaus in
South Africa

The function of a credit bureau is to collect, store,
and report information about an individual’s borrowing
and repayment patterns and history. The bureaus receive
information from a wide range of credit granters and this
is used to advise credit granting institutions on the
repayment patterns of people applying for credit. In
South Africa the practice has been criticised for further
penalising the previously disadvantaged sectors of our
community, in other words the majority of the country’s
population. This has major implications for the ability of
people to therefore access credit for productive or other
purposes, and therefore to stimulate the economy.
The issue of credit histories and credit bureaus is
often represented as a negative facility, which offers no
positive spin-offs for the consumer. As we show in our
recommendations below, there are actually opportunities
to constructively use positive credit histories in the
business and personal context.
In addition, financial institutions have been criticised
for overly commercial approaches to credit assessments
without taking into account the exclusionary nature and
long-term effects of Apartheid and poverty on access to
financial services. There has been a call to create an
environment of credit access, which relies less on the
information of credit bureaus as the sole source of credit
risk assessments.
The practice of relying on credit bureau information
as a primary source of information has also been implicated
in the rise of high interest rate options outside of the
banking environment, and the dependence of poor

51

During the focus group discussions.
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people and women, on such high interest alternatives.
People with poor listings are considered to be in danger
of becoming dependent on "predatory” credit providers.
Such lenders exploit people's desperation through the
provision of loans at high interest rates, with little or no
concern for their ability to repay.
Whilst several attempts have been made to minimise
reckless lending in South Africa, it will always be
impossible to monitor all of the credit providers in our
society. The more complex the legislation, the more
likely the process will drive “loan sharks” underground.
What we are not seeing in the banking industry is any
flexibility or attempts to apply less commercial assessments
of risk in an environment where many people have not
had the advantages of building up credit histories,
understanding the financial environment or acquiring
assets as collateral. The banks are still falling back on the
credit bureau as the sole source of assessing credit
worthiness. This occurs despite the fact that the micro
finance environment globally has maintained high
repayment rates through the application of relationship
banking, trust and alternative sources of security, where
collateral is not available. The solution may lie in the need
to apply technologies from both sectors in a way which
enhances access to credit for women and for the poor.

6.2

Findings on Women with
Credit Listings

Key issues raised by women in small and medium
businesses whom we surveyed included:
• Personal and business histories are conflated when
applying for business finance and applications are

not assessed on the potential of the business.
• Business deals are declined even if only one member
of a business consortium has been listed. Women
considered that, for business loans, the banks should
view the risk of deals on the strength of the business
proposition, the team and not on one individual.
• Married women are not treated as individuals when
they are married in Community of Property (COP)
and often suffer the consequence of a married partner’s
adverse credit history. The consequence for women
is that they are denied credit and often have to repay
the husband’s debt.
All of the banks were implicated in denying credit
even though debts listed at bureaus had been settled.
This was not an isolated incident and appeared to be a
common occurrence. It is also known that there are
banks that keep adverse information on their system
beyond the required 5-year period that such information
should be cleared.
One women interviewed had paid off R78,000 of her
husband’s debts and, despite showing this extraordinary
level of commitment to her obligations; she has not been
able to raise funds for her business. In fact, when women
are married, get divorced or widowed, they may find
themselves ineligible for credit, even though they have
contributed to the repayment of assets such as property.
They may not have had separate credit histories, because
credit facilities have been listed only in the husbands’ names.
In the micro enterprise environment, women were
less likely to try to repay the debts for which they had
been listed and did not demonstrate the same level of
understanding of the implications. This illustrates the
need for wider public information around credit
management and credit reputation building.
A number of women raised issues around the
vulnerabilities of women married in Community of
Property (COP). It affects women negatively when their
partners run up debts and or get adverse listings at credit
bureaus. This affects their ability to access credit in their
own right. The experiences of women married in COP
in the study, reflected that they were required to have
their husbands signatures and approval for all banking
transactions. They felt that this needed to change. In
COP women are reduced to the status of minors and

their independent contractual rights are not observed.
This can have the effect of undermining women's business
aspirations if their marriage partners do not support them
in their endeavour.

6.3

Data from Credit Bureaus

There are two main credit bureaus in South Africa,
Experian and Transunion ITC. Transunion ITC reported
in 2005 that of the total eight and a half million credit
active women on their database, 95% manage their
credit obligations responsibly. The bureau also noted
that there had been a massive 24% decrease in civil
court judgements issued to women within the last year.
The following current and up to date statistics were
obtained from one of the bureaus, illustrating the gender
breakdown of their records:

TABLE 7: CREDIT BUREAU STATISTICS BY GENDER
Bureau Activity

% Men

% Women

Judgments
Defaults
Notices
Notarial bonds

64%
55%
61%
85%

36%
45%
39%
15%

The bureaus were unable to respond to questions
relating to the impact of marital status on listings, on
the correlation between business failures and listings,
or on the gender breakdown of the latter. Further research
in this regard would be useful to gain a better
understanding of circumstances under which listings
take place, and would enable credit bureaus to better
serve their customers and stakeholders.

6.4

Managing Credit Histories

While suggestions have been made that credit bureaus
are solely responsible for people, especially previously
marginalised communities, not gaining access to financial
services, this argument does need to be viewed within
the context of a continuum of credit repayment behaviours
and the need for some kind of assessment of the ability
and or willingness of credit seekers to repay the money
owed. There is no doubt that in all circumstances where
loans are made, even between family members, there is
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an expectation of repayment. The bigger issue is how
to implement assessments of credit histories in ways that:
• Do not unfairly exclude people;
• Do not rely solely on credit bureau information;
• Allow for some flexibility in terms of how adverse
information is viewed in a credit-granting environment;
and
• Do not discriminate against women in terms of
marriage and divorce.
There are a number of issues which consumers do
not understand about the role of credit bureaus or the
use of credit as reputation building exercise for access
to credit.
Credit scoring and credit bureaus are usually only
seen in a negative light. Consumers can, however, also
benefit from a credit scoring process, but in order to do
this, people need to have a better understanding of credit
and credit bureaus. Some ways in which people can
better understand the work of credit bureaus and
proactively manage their own credit reports include
checking one's own credit report, ensuring that these
are error-free and being aware of one's credit standing
on a regular basis. The more one interrogates one’s own
process, the more informed one will become. Often, the
problem is that people are afraid to do this.
The highest earners and the most educated are most
likely to understand the system. The least educated and
lowest earners are least likely to check their credit status
or to understand what a credit score is. Scores are a
reflection of one's own past credit history, and over time
consumers have the ability to control these scores by
changing credit and repayment habits. Consumers with
less than satisfactory scores are likely to be charged
higher rates of interest. Credit granters will then be able
to price for risk. Consumers need to be informed that
it is not credit bureaus that decide who gets credit, the
credit granter decides this. Credit can be turned down
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for reasons other than credit histories – this can include
income, employment stability, etc.52
It is clear that consumers, and women in particular,
to whom the environment appears biased and
discriminatory, must develop a better understanding of
the factors that influence their ability to raise credit, and
seek to positively influence these factors.

6.5

Co-ordinated Credit Vetting

In an environment like South Africa, there is a need
for synergies to be developed between the micro finance,
development finance and the formal sector credit providers.
People should be able to utilise their repayment patterns
in the non-banking environment, which will allow them
to graduate into the banking environment and to be
scored accordingly. Such a transition would include many
women and micro borrowers who are currently locked
into micro lending as their only source of credit.
Such a system of building reputation equity could
allow for a continuum of credit granting experiences to
be linked. This would provide a history of creditworthiness
as an alternative to the credit bureaus for borrowers that:
• Have never borrowed in a bureau-dependent
environment such as a bank;
• May have been listed by a credit bureau, but can
now rebuild their history through a prescribed set of
lending experiences in non-banking institutions such
as MFIs;
• As a member of a group lending arrangement where
there has been no default in the group or, if there
has, if it can be proven that the individual was not
the defaulting member.
This history could then follow the client into individual
lending by MFIs or other next tier lenders offering loans
beyond the capacity of the MFI. Individuals can then
continue to be scored in their individual capacity – or
straight into banks for small personal loans or small

Information provided by Transunion ITC.
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business loans, for example. A system of gearing of credit
could be introduced which allows for manageable
increases in loans on the back of this integrated form of
credit scoring. These clients should then be allowed to
have their positive credit scoring admitted into the bureau
statistics as positive credit histories. This would need to
be done on the basis of agreed criteria. Issues which
would need to be addressed would be the legal status
and governance of “pre-formal” credit granters, sound
governance of such institutions and the electronic and
MIS capability of the organisations to satisfy formal
lending requirements in terms of accuracy of data and
information management.
A system like this will begin to create an integrated
credit market, which recognises the validity of different
credit granting facilities across the board and which
builds up trust and co-operation between these, to create
a more comprehensive credit granting system for the
poor in SA. Such a system would not lock out low income
clients from graduating from one system of lenders to
another, such as from MFIs to development funding, or
from MFIs to banks. This would also give low income
earners and MSEs, an opportunity to rebuild their credit
histories in a way which would not lock them into group
credit for indefinite periods of time.
The only apparent area of financial access, which is
not affected by negative incidents related to COP marriages,
is micro enterprise finance provided through NGOs or
organisations such as Marang Financial Services or Small
Enterprise Foundation. The implications of this need,
however, to be considered in relation to women being
“locked into” such sources of funding as a result.
In the USA, the credit environment has been reviewed
to reduce any potentially discriminatory aspects of credit
vetting. In terms of the Equal Credit Opportunity Act in
the USA, a special note to women underlines that: “A
good credit history – a record of how you paid past
bills – often is necessary to get credit. Unfortunately, this
hurts many married, separated, divorced, and widowed
women. There are two common reasons women don’t
have credit histories in their own names: they lost their
credit histories when they married and changed their
names; or creditors reported accounts shared by married
couples in the husband’s name only.” The Act further
encourages women to contact their local credit bureau(s)
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to make sure all relevant information is in a file under
their own name.
There are a number of useful non-discriminatory
additions to the US credit law from which we could
potentially benefit, in relation to the credit granting
system in South Africa, and which deserve review.

6.6

Conclusions

Due to constraints in obtaining data, it was not always
possible to establish the impact of marital status on
listings, or causal events for listings. Likewise, data
correlating listings to business failures by men or women
was not available.
These gaps demonstrate that there is an opportunity
for credit bureaus and stakeholders to get together to
agree on provision of more detailed and targeted
information, so as to build up better profiling of the
market. This would offer women, in particular, the
opportunity to positively develop their own credit profiles
irrespective of the credit histories of partners, where this
is applicable. Such histories should be able to differentiate
between private and business transactions.
Our additional recommendations would include
the following:
• The new National Credit Act needs to be urgently
vetted in order to ensure that there is no gender bias
or potential discrimination in the credit-granting
environment, and in line with international benchmarks
in this domain.
• Data collection and statistics issued by credit bureaus
should be refined to allow for more meticulous
disaggregation, by gender and causal event. This
should result in a more gender aware credit
environment, in line with best practice elsewhere.
• Banks need to take far more cognisance of the
individual’s willingness to settle debt, rather than to
ignore the practice of debt settlement, particularly in
cases where an individual has even settled the debt
incurred by a partner or ex-partner.
• Bureau statistics have clearly identified women as
a lower risk and this should be reflected in the
risk management policies of financial institutions
and in the pricing of credit to women seeking
business finance.

• Credit granting institutions such as MFIs need to be
able to advance credit track records to the overall
credit statistical pool through a revised mechanism
that reduces the high costs that currently characterise
the process. At present, participation in the system
implies a considerable cost to the MFI (particularly
since MFIs cannot negotiate on the same basis as
large banks) through the National Loans Register. The
Register, in turn, requires a sophisticated information
management system to participate. Such oversights

are effectively excluding a large part of the
population – of which mostly women – from building
up reputational equity that they are building through
their involvement with institutions such as MFIs.
• A concerted effort needs to be made on the part of
government, credit granters and credit bureaus to
increase public awareness and information on credit
referencing issues, with a view to enabling consumers
to resolve negative histories and positively manage
their credit reputations.
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7. Black Economic Empowerment (BEE) Financing
and Gender

B

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.

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.
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• 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 noconcession 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”.
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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 nontraditional 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. Ringfenced 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
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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, maleowned 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.
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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

76

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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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 womenowned 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
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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 womenled SMEs to deliver under procurement contracts.
• The recent launch by Business Partners of its
Empowerment Fund to assist SMEs to buy into whiteowned 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.

Women were cited by a Business Partners executive as being “their best entrepreneurs”.
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8. Recommendations

The recommendations of the study appear in the matrix below.
ACCESS TO FINANCE FOR WOMEN ENTREPRENEURS: KEY RECOMMENDATIONS
Key Issues

Recommendations

Responsible Parties

Charters and Codes should be reviewed
to include targets to encourage women’s
access to business opportunities as well
as definitions of women-owned
businesses. The dti has recommended
initial targets of 30% in this regard.

Department of Trade and Industry
Department of Finance
Financial sector
Industry sectors

A directory of financiers containing
contact details, products and qualifying
criteria is needed since entrepreneurs
are unaware of opportunities that exist
in the market.

A regularly updated and national
directory of business financiers should
be regularly published and widely
disseminated.

Department of Trade and Industry or
Department of Finance

Bank records are not centralised and
customers have to repeatedly prove
credit worthiness when going from one
institution to another.

Centralised records and co-ordinated
credit vetting are required.

Department of Finance
Financial sector

Insufficient experience sharing by
financial institutions to strategise
around best practice or challenges
within industry.

Use of regular forums to promote more
co-operation and lesson sharing amongst
Financial Institutions.

Financial sector

Mainstream BEE business financing
reflects a male bias with less capital going
into female owned business and no targets
set in the Financial Sector Charter.

Financial institutions should
disaggregate their portfolios and targets
and put in place strategies to serve the
women’s market. Equity financing should
be included in these strategies.

Financial sector

Women’s businesses that are graduating
from micro enterprise and are approaching
banks need to be able to be served in
a responsive manner by banks.

Financial institutions need to have loan
staff that understand this growth market
and can communicate with customers
in order to take advantage of the
opportunities in this market.

Financial sector

Lack of evaluation of the gender impact
of microfinance programmes and
insufficient resources for appropriate
financial and non-financial support to the
sector and its customers.

The gender impact of micro finance
programmes should be studied and
results acted upon to ensure that
microfinance actually empowers women
and helps them to elevate and sustain
their businesses. Such studies should
inform new investment and capacity
building in the micro finance sector.

Financial sector

More women should be recruited into
service providers; experienced and retired
women executives should be identified
and harnessed for use as mentors.

Business development
support providers
Businesswomen’s organisations

1. Macro framework
The Charters and BEE Codes of Good
Practice do not provide sufficient gender
specific targets for financing procurement
and enterprise development.

2. Offerings from Financial Institutions

3. Business Development Services
The 70/30 ratio of use of BDS surveyed
reflects an insufficiency of gender focused
BDS andmentorship; there is also a need
for more female providers and review of
international best practice.
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Key Issues

Recommendations

Responsible Parties

Insufficient integration of financial
and non-financial support, for preand post loan requirements.

Financial institutions should work hand
in hand with business development
support providers to ensure risk
mitigation so that more customers
can access and pay back credit.

Financial institutions
Business development
support providers

Business development support for
micro and SMEs should be differentiated
and well targeted.

Specific training for MSMEs at
different stages of growth should be
designed and widely implemented.

Business organisations, including
businesswomen’s organisations
Provincial and local authorities
Business development
support providers

Skills for negotiating and accessing
finance are sorely needed by
entrepreneurs. Language and
confidence are often hindrances to this.

All Business Development support
programmes should ensure that courses
teach entrepreneurs how to negotiate
financing with financiers.

Business organisations, including
businesswomen’s organisations
Business development
support providers

Women’s credit records should translate
into improved access to credit.

Positive payment records from women
or other customers should influence
the lending practice of financial
institutions, not negative stereotyping.

Financial sector

Records that women build in the
micro finance sector or through other
means are not available in the
larger credit pool.

Co-ordinated credit vetting is required;
use of the national loan register
and other payment mechanisms
should be enabled.

Financial sector
Department of Finance

Community of Property marriages have
an impact on credit records of partners –
often to the detriment of women who
are less likely to have entered into credit
agreements yet suffer the
consequences of negative records.

The impact of Community of Property
marriages on women (and men) needs
to be studied in order to ensure that
good credit management and treatment
can still be ensured for either partner –
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.

Department of Finance
Credit bureaus

Ignorance of how to positively influence
and access credit records.

More public information and awareness
raising on credit history management is
needed so that customers, particularly
women, who perceive banks to be
discriminatory, are aware of how to
positively manage their credit
behaviour and records.

Credit bureaus
Department of Finance
Department of Trade and Industry

Women should be recognised as an asset
in themselves and not a token
to be added on as an afterthought
to male-dominated BEE deals.
The positive impact of female BEE
companies should be documented
and highlighted.

Industry
BEE companies
BEE rating companies

4. Credit Referencing

5. BEE Financing
Women’s participation in BEE deals
are often seen as an “add-on”
to male-led deals.
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Key Issues

Recommendations

Responsible Parties

Gender targets for procurement
and enterprise development in BEE are
not sufficient, and thus companies do
not gender disaggregate or set substantive
targets for women-owned companies.

Industry charters, BEE codes and
company procurement targets should
be reviewed to ensure greater
representivity of the South African
population. Proper definitions of womenowned businesses should also be set and
included in the codes so that there
is a uniform understanding across
sectors and institutions.

Department of Trade and Industry
Industry sectors
Individual companies

Preferential procurement procedures
are often seen as untransparent,
male-biased and nepotistic.

Companies, including state-owned
enterprises, need to ensure that
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.

Procuring companies

Financing of preferential procurement
often places unrealistic demands
on SMEs, making it impossible
for them to realise contracts.

Co-ordinated mechanisms to finance
preferential procurement and manage
risks related to performance and
security need to be identified
and implemented.

Department of Trade and Industry
Financial institutions
Industry

A biennial survey of the state of SMMEs,
both qualitative and quantitative,
should be published and identify
continuing challenges and bottlenecks
across race and gender lines.

Private business organisations
Department of Trade and Industry

6. Cross-cutting
Insufficient information on SMMEs
in South Africa.
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Annex 1

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
International

021 418-7240 /
083 228 3919

021 418-7251

ktianne@netactive.co.za

Yes

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
Yes

Barbara Court

African Sources (AMBICO)

083 383 0174

866727075

ambico@iafrica.com

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

Colleen Horswell

Gerarts ECD

021 393-1065

Yes
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

Arts Academy

073 589 8441

Nolusapho Slawatsha
Melanie Davids

082 483 9524

Yes
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

Joy Joorst

U Can 2 Baking School

021 408-4404

021 371-1518

yozozo1@yahoo.com

Yes

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

082 660 1758

021 650-4003

kekanan@bremner.uct.ac.za Yes

Organisation
Nomsa Kekana

UCT Univ. Cape Town

Nombulelo Kwetane

Buremba Events Mgt Co

073 185 5522

021 481-4660

sbulic@ananzi.co.za

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

Zainoe Suleman

WE Management Consultants

021 685-5587

021 686-7206

Yes

Yes
zainoe@xsinet.co.za

Yes

Sabiera Hanslo

S & R Constructions

021 701-7723

Yes

Shaheeda Jenkins

HS Potters

021 393-4424 /

Yes

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

073 677 3838

Thozama Tongo

TNT Plumbing Construction

083 316 4301

K. Najjar

Hijaab Clothing

082 973 0124

021 706-8158

ttongo@webmail.co.za

Yes

Dawn Julies

Dawns Catering

072 773 0071

021 887-8225

Rowena@bolanddm@co.za

Yes

Telephone

Fax / Cell

Email

Attendance
Yes

Yes

PIETERMARITZBURG: 15 FEBRUARY 2006
Name & Surname
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Business

Karen Vally

Old Mutual

082 898 3885

kvally@oldmutualpfa.com

Anita Kruger

Old Mutual

072 672 1858

akruger@oldmutualpfa.com Yes

Melanie Veness

Wedding Shoes

082 373 3204

director@pmbtourism.co.za Yes
owethu@mweb.co.za

Zandile Shangase

Owethu Holdings

076 155 7778

Maria Zondi

Zumnandi Women
Construction

082 789 3349
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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

Irene Gangerdine

Salli Construction

082 233 9733

033 345-7378
sallicon@webmail.co.za

Yes

Yes

Naomi Gangerdine

Emihle Construction

083 327 5130

no_mezi@yahoo.co.za

Yes

ntozoekhwela@webmail.co.za Yes

Ntozoe Khwela

Still be registered

083 720 2973

Thembisile Magwaza

Mabhoko Zan Enterprises

073 880 1009

Yes

Victoria Ngwenya

East of Eden cc

072 601 3238

Yes

Gugu Khuzwayo

N/A

Makho

Salon

072 946 2421

Yes

Sindy Mathonsi

Thine Nene

083 663 3830

Yes

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

Sibongile Zondi

Samukeliswe

082 582 5621

Yes
Yes

DURBAN: 16-17 FEBRUARY 2006
Name & Surname

Business

Telephone

Paula Dwyer

KZN Time Mgt. Services

Sharon Jones

Email

Attendance

031 261-2611 /
082 567 2037

padwyer@wol.co.za

Yes

Old Mutual

031 205-4068 /
083 440 2835

sajones@oldmutualpfa.com Yes

Saeeda Desai

Old Mutual

031 302-5040 /
083 299 4699

sdesai@oldmutualpfa.com

Yes

Archana Nagasar

Old Mutual

031 250-4109 /
083 712 9407

anagasar@oldmutualpfa.com

Yes

Xoliswa Gumede

Old Mutual

031 902-2306 /
072 223 5437

xgumede@oldmutualpfa.com Yes

Phaka Nkabinde

Isivivane Sethu

Thandiwe Cele

Fax / Cell

083 538 2702

Yes

083 338 0110

Yes

Sebenzile Ngwane

Sebe's Apron & Public
Phones

083 338 0110

Yes

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 /
082 209 0119

Yes

Nondumiso Mvelase

Amanda Transport Service

073 238 4795

Zandile Nodola

Ikwanda Logistics

031 301-0100

zola6@webmail.co.za

Nthabiseng Mabula

Cebolenkosi Co

031 400-3845

nthabi1965@webmail.co.za Yes

Nomalanga Gwala

Nomalanga Enterprises

Sibongile Shezi
Nonhlanhla Lioness
Linda Ntuli

Yes

076 539 2312

Yes

083 338 0110

Yes

073 152 6673
Personal Finance Advisor

Yes

031 250-4066

Yes
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
Development

073 381 5701

thajano@yahoo.com

Yes

Peace Mhlongo

Womens Revelation

083 210 5969

Yes

Patience Mathibela

Revelation Upholstery

072 154 7827

Yes
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Name & Surname

Business

Gabisile Mlotshwa

Telephone

Fax / Cell

Email

072 843 9709

Attendance
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
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Business

Telephone

Fax / Cell
073 713 9683

Lindah Tsakani Mhlongo

Rixile Tyres Enterprise

015 303-0280

Lurie Anne Campbell

Old Mutual

082 468 4753

Email

Attendance

ltmhlongo@telkomsa.co.za

Yes

lcampbell@oldmutualpfa.com Yes

Nerina Fourie

Old Mutual

084 220 1469

fourien@oldmutualpfa.co.

Divya George

Old Mutual

073 663 2221

dgeorge@oldmutualpfa.com Yes

015 223-1950

Daphney

Eddilesh Trad. Ent.

Dorah Hlokoa

Power Distinction

Gladys Nethengwe

Tshamutengu Gentrade

072 189 8352

Thandi Francina Tshusa

Francina Business Ent.

076 259 5068

Maleka Ruth Chauke

Chao's Food Corner

072 242 9687

Yes

072 589 7570

Yes

082 075 7588

Yes

015 962 6265

Yes

015 297-1588

Yes

Yes

Shilela Malatjie

Denkirk Metal Industry

015 223-0333

082 499 4502

malo2@telkomsa.net

Mathipe Modipodi Phasha

Phashcomm

015 622-0025

083 631 0961

modipodi@phashcom.co.za Yes

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

Junior Banoyi

Kanjo Bus Ent.

015 223-7912

083 278 1936

Yes

Petra Mphahlele

Petra Opticals

015 291-1304

082 773 0274

Yes

083 459 2862

Ntombizodwa J. Majola

Two Figs 008 cc

014 763-1939

Oniea Mothapo

Selling Duvets & Pay Phone

082 664 8701

Yes

Yes
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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Business

Telephone

Fax / Cell

Email

Attendance

Lina Molele

Clothing Business

Merrium Mangombe

Selling Chicken & Clothes

072 719 2065

Yes

Rahab Tshweu

Comforters, Blankets &
Cosmetics

076 818 2587

Yes

Yes

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

Dorcus Rakoma

Maokaneng Liquor Rest

082 368 8035

Yes

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

Sabina Majopelo

Clothes & Sweets

083 725 2404

Yes

Weleminah Maleka

Old Clothes & Sewing

Alice Kgwahla

Eggs, Chicken, Meat

083 965 6434

Yes

Calvinia Mphahlele

Sewing & Swiss Guard
Herb Prod

073 642 2326

Yes

Yes
Yes

POLOKWANE: 25-26 FEBRUARY 2006
Name & Surname

Business

Telephone

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

Zandile Saki

Ingcambu Holdings

Violet Sithole

Fax / Cell

Yes

073 591 1629

zsaki@multichoice.co.za

082 690 4824

Yes
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

Jan Beeton

Independent ETD

011 783-5891

Anthea van der Pluym

Rib & Chip

Colleen Larsen

Power In Partnership

084 353 9865

Ditshedi Mabe

Ditshedi Cater Hire

082 585 9002

Jun Cassie

Tenacity Publishers

Dr JM Dannerup

011 888-1110

Tshidi Molefe

084 603 5594

maureenzizi@telkomsa.net

Yes

ifuture@bomo.co.za

Yes

rib&chips@mailbox.co.za

Yes

colleen@powerinpartnership.co.za Yes

083 256 1818

jmd@dannerup.com

Yes

lisedi@mweb.co.za

Yes

info@busisiwetours.co.za

Yes

011 640-6722

Yes

011 932-6151

083 732 2737
082 608 1122

Busi Hlubi

IM Contracts Manager

011 800-4672

Lindi Dlamini

Middle Passage

072 995 6883

vuy65@yahoo.co.uk

busi.hlubi-choeu@eskom.co.za Yes

Yes

Sonia Moremoholo

Lapeng Classic Creations

082 724 3090

info@lapeng.com

Yes
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Annex 2
CHARACTERISTICS OF BUSINESSES INTERVIEWED

2.1

2.2

Sectors and Locations of Sample of Businesswomen Interviewed
Place

Sectors

Ages of Business

Durban

12 Textile Manufacturing
9 Retail
1 Construction
20 Services

1 year or >
1-5 years
5 years and >

Cape Town

7 Construction
4 Catering
2 Printing
12 Education, Training and Other Services
1 Courier
1 Mining
2 Retail

1 year or >

4

1-5 years

13

5 years and >

12

Pietermaritzburg

6 Textile Manufacturing
5 Construction
6 Services and Training
11 Retail

1 year or >
1-5 years
5 years and >

11
8
9

Polokwane and Chuenespoort

8 Textile Manufacturing
3 Other Manufacturing
5 Construction
2 Services
19 Retail

1 year or >
1-5 years
5 years and >

8
12
17

Gauteng – Johannesburg and
Vereeniging

2 Textile Manufacturing
2 Furniture Manufacturing
17 Services and Professional
15 Retail

1 year or >
1-5 years
5 years and >

8
11
17

Size Range in the Sample
Gauteng

Polok.

Pmb

Cape T

Dbn

Total

%

Micro

21

26

17

12

31

107

62

Small

15

11

11

58

34

6

4

Medium

8

13

3

3

28

29

42

172

Large
Total

2.3

4
23
15

1
36

37

1
100

Business Age Profile of the Sample
1 year or >

Gauteng

Polok.

Pmb

Cape T

Dbn

Total

%

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

Annex 3
FINANCIAL INSTITUTIONS INTERVIEWED
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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 2 AND 3

