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Abstract 

Title: Let everyone into the game 

Authors:  Karin Sörensen and Sophia Winqvist 

Thesis advisor:  Magnus Holmström 

 

Background: In recent years, South Africa has, like many other developing countries, 

invested enormous sums in arranging mega-events.  One of the primary beliefs is that 

the events should benefit the local entrepreneurs, especially in the tourism industry, and 

result in economical growth.  The entrepreneurs have different needs and the national 

government can help satisfying these needs by offering different kinds of support.  

 

Purpose: The purpose of this paper is to describe and investigate the governmental 

support to local tourism entrepreneurs in the region of Cape Town, South Africa. The 

intention is to identify the entrepreneurs‘ needs, the actual support the government pro-

vided, and how it can be improved, both in general and in connection to a mega-event. 

 

Definitions: SMMEs: Small, Micro and Medium enterprises, HDI: Historically Disad-

vantaged Individuals. 

 

Research procedure: This study has a qualitative approach with a case study design. 

The empirical findings are based on nine interviews which include five entrepreneurs 

and four managers from different governmental organisations. 

 

Results: The most important qualities among entrepreneurs are an entrepreneurial 

mindset and to have an understanding of the market. Entrepreneurs in developing coun-

tries often lack knowledge and experience and the government can help by offering 

education and accurate information. In connection with a mega-event, the entrepreneurs 

need help ―becoming ready‖ which primarily involves supplying qualified products and 

services, and having an established network. It is highly important that the government 

acknowledges the different needs among the entrepreneurs and attempts to satisfy them. 

The government must also reduce ineffective bureaucracy and make it easier for entre-

preneurs to receive financial support. 

 

Keywords:  entrepreneurs, SMMEs, governmental support, event, developing coun-

tries, South Africa 
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1 Introduction 
This chapter gives an introduction to our field study. The first part aims to give the 

reader a broad background about the topic. Thereafter, the problem discussion will be 

presented that will lead the reader to the research questions and finally the purpose and 

limitations for the study.  

 

1.1 Background 

‗The 2010 World Cup is a powerful creator of opportunity for all and must be used as a 

springboard to our future.‘  Paul Bannister, CEO of International Marketing Council of 

South Africa (South Africa 2010 FIFA World Cup)   

In June 2010 South Africa arranged the 2010 FIFA World Cup (2010 FWC) which was 

destined to speed up growth and development, market the country and the continent to 

the world and an opportunity to grow local entrepreneurship. Small businesses in the 

hospitality sector were considered to face an especially bright future with many new 

business possibilities. (South Africa 2010 FIFA World Cup) 

South Africa has had a troubled history which has left indelible marks on both the peo-

ple and the business structure. In 1948, the National Party (NP) was voted into power 

and instituted a policy of apartheid.  They strengthened the racial segregation that begun 

under Dutch and British colonial rule and developed a system that favoured the white 

minority at the expense of the black majority.  In 1994, the first multi-racial elections 

were held, which brought an end to apartheid. (CIA 2010) 

Seventeen years later, South Africa still struggles with its past and is assigned as an 

emerging market. Even though the nation has well-developed financial, legal, commu-

nications, energy, and transport sectors, the wealth is unevenly distributed and large 

class differences exist. Half of the population live under the poverty line and the unem-

ployment rate is estimated to 24 percent. Many people, especially among the HDI, His-

torically Disadvantaged Individuals, lack in education and necessary business skills 
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Micro enterprise: Less than 10 em-

ployees and a turnover that does not 

exceed EUR 2 million. 

Small enterprise: Less than 50 em-

ployees and a turnover that does not 

exceed EUR 10 million. 

Medium enterprise: Less than 250 em-

ployees and a turnover that does not 

exceed EUR 50 million.  

 

 

Figure 1: Definition of small, medium and 

micro enterprises (http://europa.eu)  

 

which prevents the economy from growing to its fullest potential. The high crime and 

HIV rates are also two major problems. (CIA 2010) 

 

The government saw 2010 FWC as an opportunity to improve life conditions of groups 

historically disadvantaged under apartheid (Cornelissen 2007; Pillay & Bass 2008) and 

a major goal was to support the development of smaller businesses. 

 

1.2 Problem discussion 

As we mentioned above, South Africa faces huge problems with poverty and unem-

ployment and the government considers entrepreneurship an important factor to creating 

economic growth. Small-scale businesses can play an important role for emerging mar-

kets, since they offer possibilities for locally sustained growth with low economic start-

ing costs while valuing local and traditional knowledge. Running a small-scale business 

has also the advantage of creating self-esteem and value in persons that manage to run 

it. (Streeten 1997) 

SMME is a generic term for Small Medium 

and Micro-sized enterprises. They are de-

fined according to their staff headcount and 

turnover or annual balance-sheet total, which 

can be seen in figure 1.  

The tourism industry is the biggest and fast-

est growing industry in South Africa and has 

offered many new business opportunities for 

firms and entrepreneurs. Tourism plays an important role for many countries on the 

African continent, since it is an important provider of employment and for many coun-

tries the major source of foreign exchange (South Africa tourism 2011). 

Mega-events can be a catalyst for business development (Hall 2006) and help destina-

tions to differentiate and compete in an increasingly marketplace. (Dickinson et al. 

http://europa.eu/
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2007). Ever since 1995, South Africa has tried to make competitive bids to host major 

sport events (Cornelissen & Swart 2006).  The government argues that hosting events 

result in improved infrastructure development, positive media exposure and high-profile 

promotion of tourism products (Swart & Bob 2007). It has also been shown that the 

arrangement of mega-events in South Africa has created many opportunities to maxim-

ize the South Africa tourism value, the brand South Africa as a tourism destination and 

to improve the country‘s social legacy by creating employment, growth and equality 

(Donaldson and Ferrerira 2007). However, these events do not always bring widespread 

development to the region and marginalised or powerless communities do not always 

benefit as much as others (Pillay & Bass 2008). In South Africa there were concerns 

that emerging entrepreneurs would not be able to benefit from 2010 FWC. Rogerson 

(2009 p. 348-349) claims that:  

―[t]he potential impact of the Cup on the South African tourism economy is likely to be 

reduced, as is its legacy, by the lack of readiness of most emerging tourism SMMEs to 

reach the grading standards demanded by MATCH Events Services.‖  

Entrepreneurs in developing countries have specific needs and many of them lack the 

education and finical assets which enable them to compete with larger firms (Rogerson 

2005).  The government can therefore play an important role when it comes to support-

ing these activities (Wickham 2006). Since there are many different kinds of entrepre-

neurs (e.g. established/non-established and impoverished) in the South African tourism 

industry, it is highly important that the government develops different support interven-

tions for the different groups. They must move away from the notion ―one size fits all‖ 

in terms of business development support and financing. (Rogerson 2005)  It is also 

necessary that the government promotes the transformation of the ownership structure, 

since the sector is very white-dominated but also must meet the objectives of Black 

Economic Empowerment (BEE) (Rogerson, 2004b).   

Ahwiereng-Obeng & Piaray (1999) criticize the South African government and argue 

that the government has failed in promoting productive entrepreneurship and must im-

prove their actions in order to reduce the unemployment and increase the equality 

among the people.  
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There is research on governmental support to tourism entrepreneurs before the 2010 

FWC but a research gap during and after the event. We claim it is of great importance to 

follow up the governmental support and therefore we intend to study the need for sup-

port among the entrepreneurs, the actual support from the government and how it can be 

improved, both in connection with 2010 FWC and in general. 

Our intention leads us to our research questions below: 

 

1.3 Research questions 

 

1. What kind of support do the SMME in South Africa need? 

- What kind of support did SMMEs need during 2010 FWC?  

 

2. What kind of support do the SMMEs receive from the government? 

- What kind of support did the SMMEs receive during 2010 FWC?  

 

3. How can the governmental support be improved? 

 

1.4 Purpose 

Our purpose is to describe what kind of support the entrepreneurs have received and 

explain how it can be improved. We also intend to investigate the entrepreneurs‘ view 

of the governmental support.  

 

1.5 Limitations 

Since our intention was to interview small local entrepreneurs, we only contacted firms 

with less than 50 employees (in our case 5-27 employees) and located in the Cape Town 

region. Due to a shortage of time and contacts, we had to choose the firms that we first 

contacted. We chose to mainly contact relatively well-known companies which were 
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located in safe areas which we could reach safely because of the region‘s limited securi-

ty. The target groups of our thesis are students at the Business and Economics Program 

at Linköping University and the Swedish Agency for International Development Coop-

eration (SIDA).  



13 

 

2 Method 
This chapter presents the methodological choices we have made in the research proc-

ess. We begin each section by describing the possible approaches and thereafter clarify-

ing the choices we have made. We begin the chapter with a scientific approach and then 

present the research strategy, research design, practical approach and conclude with a 

discussion about the credibility and validation of the study.  

 

2.1 Scientific approach 

In order to conduct research coherently and consistently it is important for the scientists 

to have a scientific approach. A scientific approach helps the scientist to develop guid-

ing principles about what and how to research, and how to interpret the results (Bryman 

& Bell 2007). 

According to Kuhn (1970) scientists can never separate their subjective perspective 

from their work and therefore it is necessary to account for subjective perspectives, as 

well. Furthermore, Kuhn claims that science does not progress in a linear and continu-

ous way, instead it is going through periodic ―paradigm shifts,‖ which occur in connec-

tion with scientific revolutions (Thomas Kuhn 2011). A paradigm can be described as a 

collection of beliefs and principles about what should be studied, how research should 

be conducted and how the result should be interpreted—what and how we study today 

differs from the past and future. Different paradigms are incommensurable, since they 

are inconsistent with each other and promote different assumptions and methods (Bry-

man & Bell 2007). Bearing this in mind, we intend to use established concepts and 

methods from the paradigm of entrepreneurship, with a focus on mega-events in devel-

oping countries and governmental support. Additionally, we aim to develop this para-

digm and add new knowledge about the present entrepreneurs‘ need of governmental 

support and how the support can be improved. We do not, however, aim to reach an 

absolute and objective truth, but intend to use the approaches and methods which exist 

in our present paradigm and argue that our conclusion will be affected by subjective 

influences. (Thomas Kuhn 2011). 

http://www.des.emory.edu/
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2.2 Research strategy: 

2.2.1 Quantitative versus qualitative methods 

There are differing opinions on whether it is possible to distinguish between quantita-

tive and qualitative methods and if one should do it or if one can have elements of both 

methods (Bryman & Bell 2007). 

A quantitative study can often be linked with the deductive study. This means that 

scientists start from a hypothesis and then use the collected data to reject or explain the 

hypothesis. It is also important that the gathered data can be encoded in order to be ge-

neralized and analyzed. Examples of performing quantitative studies are surveys. (Bry-

man & Bell 2007) 

A qualitative study can often be linked with an inductive method. This means that scien-

tists base their theories on their empirical data, in other words, formulating a conclusion 

and a hypothesis based on the outcome. Examples of performing qualitative studies are 

interviews. (Bryman & Bell 2007) 

We have chosen to carry out a qualitative study, but with quantitative elements such as 

statistics (secondary data). We believe this strategy provides the best results in this 

study since we do not have enough secondary data to answer our research questions. 

Our research strategy was designed so our quantitative data can supplement our qualita-

tive results and therefore support our findings. Since we have used and been influenced 

by others‘ theories, but also developed own models based on our empirical data, our study 

has inductive and deductive elements.  

 

2.3 Research design 

We have carried out a case study with the focus on governmental organizations as well 

as tourism entrepreneurs in Cape Town, South Africa. Usually a case study involves an 

analysis and discussion of a single case (Bryman & Bell 2007). Our case study focuses 
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on 2010 FWC in South Africa and the time period after the event. According to Yin 

(2007), there are three different types of case studies of which we consider our study to 

be a so-called ―reprehensive case‖ as we believe that the 2010 FWC is a good example 

of how a mega-event affects a developing country. Since we also have analyzed how the 

government and the entrepreneurs have perceived the governmental support, we have 

chosen to apply a comparative design to our study. Through this type of design, we can 

compare and identify the different perceptions of the two different groups. (Bryman & 

Bell 2007) 

 

2.4 Practical approach 

Thanks to a scholarship from SIDA we were able to conduct a field study in Cape Town 

in South Africa during eight weeks (February 16 – April 13 2011). 

 

2.4.1 Primary data 

In order to get access to information with direct relevance for the study (Björklund & 

Paulsson 2008), we have chosen to use interviews as primary data. Being situated in 

South Africa gave us a unique opportunity to conduct personal interviews. This enabled 

us to collect rich and precise information about our topic which is good according to 

Björklund and Paulsson 2008. 

According to Bryman and Bell (2007), there are different kinds of interview designs. 

We argue that the most suitable design for our study is a so-called semi-structured de-

sign, since it enables us to be more flexible.  We have prepared an interview guide as a 

framework for what we want to investigate instead of fixed interview questions (Bry-

man and Bell 2007) and we have had the opportunity to adjust each question to each 

respondent (Björklund & Paulsson 2008).  

Our intention is to design interview questions which are not leading and give the inter-

viewee opportunity to respond without being influenced by our opinions. We also had 
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Organization DEDAT Cape Town Tourism TEP Red Door PGWC

Name of interviewee John Peters Nombuelo Mkefa Jonathan Jacobs Deon Damons Laurine Platzky

Position
Chief Director, 

DEDAT

Director of the 

Tourism Department

Manager of Western 

Cape

Manager of Western 

Cape

Manager, Provincial 

Coordinator 2010 

Date March 2, 2011 March 8, 2011 March 8, 2011 March 22, 2011
Internet, written 

answer

Location DEDAT
The Parliament in 

Cape Town

Café Clave, Cape 

Town
DEDAT

Internet, written 

answer

Duration 48 min 120 min 50 min 42 min -

Other Committee meeting

Table 1: Information about the interviews with the governmental organizations 

our theoretical framework and research questions in mind when designing the interview 

guide, which, as Bryman and Bell (2007) note, is important to consider. 

 

Our aim was to first study the governmental support to tourism entrepreneurs from a 

governmental point of view, and then the governmental support to tourism entrepre-

neurs from the tourism entrepreneurs‘ point of view. 

First we interviewed four people from governmental offices, namely the regional direc-

tor of the Department of Economical Development and Tourism, the regional coordina-

tor for the support for entrepreneurs during 2010 FWC (appointed by the Department of 

Economical Development and Tourism of Western Cape, DEDAT), the regional direc-

tor of TEP (Tourism Enterprise Partnership) and the director of RED Door. Three inter-

views were conducted at the interviewees‘ offices and one at a café (see more details 

about the interviews in table 1). 

We have chosen these interviewees since they have had the main responsibility of go-

vernmental support for tourism entrepreneurs before, during and after 2010 FWC.  Our 

aim was to conduct personal interviews with all interviewees, but since the FIFA coor-

dinator did not have time to meet in person, we accepted a written answer by email.  
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Firm Mama Africa Yacoob Yachts
Liziwe´s Guest 

House

Bo Kaap Lodge & 

Bo Kaap Kombuis

District Six 

Guesthouse

Branch Restaurant Tour Operator Guesthouse
Guesthouse/ 

Restaurant
Guest House

No. Of employees 27 5 6
12 employees & 6 

casuals
5

Start-up year 1998 1995 2005 2000 2002

Interviewee Alan Myers Esa Yacoob Donald Qubeka Yusuf Lani Faizah Hendricks

Position Part Owner Owner Owner Owner Part Owner

Gender Male Male Male Male Female

Race White Coloured Black Coloured Coloured

Date March 9, 2011 March 15, 2011 March 16, 2011 March 22, 2011 March 23, 2011

Location Mama Africa Yacoob Tourism
Liziwe´s Guest 

House, Guguletho
Bo Kaap Kombuis

District Six, Cape 

Town

Duration 40 min 41 min 54  min 43 min 25 min

Table 2: Information about the interviews with the entrepreneurs 

We also carried out five personal interviews with five entrepreneurs: two guesthouses 

owners, one guesthouse/restaurant manager, one restaurant manager and one tour opera-

tor. Three enterprises were receiving support from TEP, while two did not. One entre-

preneur was black, three were colored and one was white. Four of the interviewees were 

male and only one was female (see more information about the interviews in table 2). 

Due to shortage of time and contacts, we had to choose the first firms we were able to 

contact. We contacted companies that had received governmental support (mainly from 

TEP and Red Door) and those that had not. The reason why we also contacted compa-

nies that had not received support was because we wanted to learn more about the rea-

sons. We wondered if it had to do with attitude, lack of knowledge or lack of communi-

cation or some other reason. Because of the region‘s limited security, we chose mainly 

to contact relatively well-known companies which were located in safe areas or places 

which we could reach safely. We found companies on the Internet and got suggestions 

from local friends and contacts. We also got a list of TEP-supported entrepreneurs from 

the regional director of TEP. Our aim was to conduct an interview with at least one firm 

that had received support from the RED Door program, but since we did not get any 

contact details in time, that was unfortunately not possible.  
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Both authors attended all interviews and all interviews were recorded. We sent the in-

terview guide to the respondent before the interview so that the respondent would have 

the opportunity to prepare him or herself. To avoid any misunderstanding we reported 

our data in the end of the interview and asked each respondent if we had understood 

everything right. 

We have also attended a meeting held by DEDAT and the City of Cape Town regarding 

the tourism entrepreneur development in the region of Cape Town. The meeting took 

place at the parliament in Cape Town. According to Björklund and Paulsson (2008), 

presentations contain a lot of information which can be useful for a study. This presen-

tation gave us a wider understanding of the governmental support programs. It also con-

tributed to a different and wider perspective of the tourism industry in South Africa.  

 

2.4.2 Secondary data 

To complement the empirical data and the theoretical framework, we have used second-

ary data, for example statistics, research results and news articles, as well as notes from 

previous governmental meetings. We have also used a study about the 2010 FWC and 

local entrepreneurs that we obtained through one of our interviews.  When conducting 

the secondary data we used data that was written by well-known authors for example 

scientists that have experience in the area.  

     

2.5 Critiques of our study 
 

The trustworthiness of our study 

When evaluating a study‘s credibility, different methods can be used depending on if 

the study has a qualitative or quantitative approach. When the credibility of a quantita-

tive approach is measured, validity and reliability criteria are extremely important (Bry-

man & Bell, 2007). When it comes to qualitative research, Guba (1985) and Lincon 
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(1994) (in Bryman & Bell 2007) criticize the validity and reliability criteria and argue 

that there are no absolute truths about the social world that can be measured.  Instead, 

they propose that the credibility of social science should be measured by the criteria of 

trustworthiness and authenticity. Trustworthiness includes four criteria, namely: credi-

bility, transferability, dependability and conformability. Since we aim to describe and 

interpret our data rather than measure it, and believe that complete objectivity is impos-

sible, we argue that this position is the most suitable for measuring our study‘s credibil-

ity.  

 

The credibility of our study 

Since there are various possible accounts of an aspect of social reality, the credibility of 

a research project depends on how acceptable and believable the research findings are to 

someone else. Therefore, a researcher must conduct the research according to certain 

guidelines. It is also important that the researcher submits the findings to the study‘s 

respondents and receives their confirmation in order ensure that the researcher has un-

derstood them correctly (Bryman & Bell, 2007). The credibility can also be improved 

by triangulation, i.e., using different methods, sources and theories to get different per-

spectives (Björklund & Paulsson 2008; Bryman & Bell 2007). 

We have followed the guidelines according to our research procedure and we have tried 

to interpret our empirical data as objectively as possible (Bryman & Bell 2007). We aim 

to ensure credibility by interviewing managers of governmental organizations that have 

great responsibility and insight into the governmental support and local entrepreneurs 

that operated in the industry (tourism) that we intend to study. Before the interviews we 

explained the purpose of our study and send the interviewees our interview guide. Af-

terwards, we asked for the respondents‘ approval in order to make sure that we had un-

derstood them correctly (Bryman & Bell 2007).  

We chose to interview several people from the different groups (governmental organisa-

tions and entrepreneurs), interviewed four governmental organizations and supple-

mented this with a study and a Committee meeting at the Parliament. By this, we be-

lieve that we have received several perspectives and thus increased the study‘s credibil-

ity. 
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The transferability of our study 

Transferability refers to the degree to which the results of the research can be applied to 

other contexts or settings (Bryman & Bell 2007). According to Guba (1985) and Lincon 

(1994) (in Bryman & Bell 2007) it is important to provide rich information and details 

about the culture that is being studied. That enables others to make judgements about 

the possible relevance of findings to other milieus. Therefore, we have described our 

research procedure as thoroughly as possible and attached necessary information—

which may affect the results—about our respondents and the interviews. Since South 

Africa has a unique history (e.g. apartheid), we argue it is important to keep this in mind 

when interpreting and analyzing our data; consequently, we have included a chapter 

with important facts about South Africa in our thesis. We have had also decided to high-

light and describe these unique factors in our analysis and conclusion. 

 

The dependability of our study 

It is important that researchers adopt an auditing approach, as well as keep complete 

records of the research process (Bryman & Bell 2007). Additionally, peers should audit 

the research process and evaluate to what degree the proper procedure has been fol-

lowed. In order to ensure dependability, we have recorded and transcribed all inter-

views. Both our thesis advisor and course colleagues have read and evaluated our study 

during the course of our research.   

 

The conformability of our study 

Guba (1985) and Lincon (1994) (in Bryman & Bell 2007) argue that it even though it is 

impossible to be completely objective in social science; it is important that the re-

searcher act in good faith. We have done this to the best of our ability and we have not 

consciously allowed personal or theoretical inclinations affect our research. 

 

Critiques of our primary data 

We argue that our sample of governmental organizations is fairly representative and that 

we have obtained quite a clear picture of the support on a regional and local level.  We 

were under the impression that many of our governmental interviewees tried to market 

and promote themselves and their work to us, which might have resulted in our getting a 
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slightly biased and subjective description of the support instead of objective. However, 

the interviews were still informative and we also believe that the parliament meeting 

reduced the subjectivity, since we could take part of more informal discussions and lis-

ten to the critics of people involved in the field.  

We are pleased with the mix of entrepreneurs (different backgrounds, races, gender, 

attitudes, skills and previous knowledge), but it is important to be mindful of how repre-

sentative our sample truly was. According to Rogerson (2004a) there is an over-

representation of women among entrepreneurs in the tourism industry, which was not 

the case in our sample. This may affect the result of our study since there can be gender 

differences. Three of five had got support from TEP and no one from RED Door, which 

give us a limited picture about the present start-up process and its needs. Furthermore, 

all of the entrepreneurs operated before 2010 FWC and we could not get a picture of the 

start-up process in the connection with 2010 FWC, which we first aimed to study. Since 

we had a problem with getting in touch with SMMEs that started during 2010 FWC, the 

credibility was reduced and therefore we had to change focus in order to increase the 

validity. Because we had limited contacts and did not dare to take too many risks be-

cause of the limited security in the country, we only contacted successful firms and not 

firms that had failed or those that had asked for support but did not receive it.  

The interview questions were designed to be as open-ended as possible. Sometimes, 

however, we had to explain and give examples to some of the interviewees in order to 

get them to understand our questions. This might have contributed to some bias and 

therefore affect the credibility adversely. However, being flexible has enabled us to 

glean as much information from the interviews as possible, which we believe has af-

fected the credibility of our study positively. 

According to Bryman and Bell (2007), it is important to familiarize oneself with the 

interviewed person‘s situation in order to gain an understanding of why the person re-

sponds as they do. By doing so, we can easily distinguish what is relevant to the inves-

tigation and see it from an objective perspective. However, this has sometime been a 

problem for us, since we are raised in another environment, come from another culture 

and have another mentality. However, we have had an objective approach and tried to 

interpret on this basis. 
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Critiques of our secondary data 

We argue that we have chosen our secondary data consciously. We have only chosen to 

use well-known and established sources. We assert that the authors and researchers are 

experts in their fields and that the data is recent.  
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3 Facts about South Africa 

For a Swedish reader it might be difficult to fully understand the South African culture 

and political climate which, due to history, is very different in relation to Swedish cul-

ture and politics. Therefore we have found it necessary to include the following chapter, 

which will hopefully help the readers of the thesis. The chapter includes history and 

relevant facts as well as information about the organizations we studied. 

 

3.1 South Africa 

South Africa is a parliamentary democracy with nine provinces. In July 2011 the esti-

mated population is 49,004,031 inhabitants (CIA 2010) and South Africa is known for 

its diversity in cultures and languages. Of the total population, 79.3 percent classified 

themselves as African, 9.1 percent as white, 9 percent as colored, and 2.5 percent as 

Indian/Asian. Eleven official languages are spoken, 23.8 percent of the population 

speaks Zulu and 8.2 percent speak English as their first language. Even though only 8.2 

percent has English as their mother tongue, it is the language that is most widely un-

derstood and the second language of most South Africans (South African Government 

information 2011b).  

According to the Organization for Economic Cooperation and Development (OECD), 

South Africa is classified as a developing country. It is found among the lower to mid-

dle income countries and the distribution of wealth is very uneven (OECD 2011). 

According to South Africa Statistics, South Africa had an unemployment rate of 24 per-

cent in the last quarter of 2010 (South Africa Statistics 2010).  

 

3.2 History and culture 

South Africa is a country with many different races—white, black, and colored 

people—and the history has been very troublesome.  In 1948, NP was elected to power 
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and it strengthened the racial segregation that begun under the Dutch and British coloni-

al rule. The Nationalist Government classified the South Africans into three races 

(black, colored and white) and created separated rights and limitations for each race. 

The black and colored were forced to move away from ―white areas‖ and 3.5 million 

people were moved to the ―homelands‖ (South African Government information 2011), 

restricted areas for black and colored. The intention was that the homelands should 

make up to 14 percent of the country‘s total land area and host almost 80 percent of the 

population. The government introduced new pass laws which made all black people 

compelled to carry identity documents all the time and they were prohibited from leav-

ing their homeland without specific permission (Lonely Planet 2011). 

Despite opposition both within and outside the country, the government legislated for a 

continuation of apartheid. Some Western countries even began boycotting South Afri-

can businesses because of the country‘s unethical rule (Lonely Planet 2011).  

In 1990 NP began to discontinue the discrimination and the apartheid by legalizing the 

African National Congress (ANC) and other political organizations. The first democrat-

ic election was held in 1994 and ANC won with majority in all except from two prov-

inces. NP captured most of the white and colored vote and became the official opposi-

tion party (Lonely Planet 2011). 

The history of South Africa has fostered anger and social divide between different races 

and the government now faces major challenges in areas such as crime, economic in-

equality, education and the spread of HIV (Lonely Planet 2011). 

 To reduce segregation, the government aims to create programs and regulations in or-

der to support the HDI (Interview with Jonathan Jacobs, March 8 2011). 
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National Government 

Provincial Government 

Local Authorities 

Figure 2: Governmental overview 

3.3 Economic structure 

3.3.1 Black Economic Empowerment 

As a consequence of apartheid, South Africa has many groups of disadvantaged people, 

especially Africans, Indians and coloured people have fallen one step behind in the de-

velopment of the country. The poverty and unemployment among black and coloured 

people is growing and in order to solve that, the government has developed the BEE 

policy. It is a growth strategy that aims to realise the country‘s full economic potential 

by including the HDI in the society. The Department of Trade and Industry argues that: 

“No economy can grow by excluding any part of its people, and an economy that is not 

growing cannot integrate all of its citizens in a meaningful way” (South Africa info 

2011). 

Black economic empowerment is driven by legislation and regulation. It is based on a 

scorecard which measures companies‘ empowerment progress in four areas: 

- Direct empowerment (through ownership and control) 

- Management at senior level 

- Human resource development and employment equity 

- Indirect empowerment (through for example enterprise development and corpo-

rate social investment) 

When a company has received a BEE-certificate, the company is prioritized by the gov-

ernment when economic decisions on procurement, licensing and concessions, public-

private partnerships and the sale of state-owned assets or businesses are made (South 

Africa info 2011). 

 

3.4 Governmental structure 

The government is divided in a three level hierarchy  (figure 2). 

The highest one represents the national government, which has the 

overall responsibility for the country. The national government 

http://tyda.se/search/hierarchy


26 

 

consists of several departments. Under the national government is the provincial gov-

ernment which is divided in nine provinces. Each province is divided into areas, often 

cities, which represent the local authorities.  

 

3.4.1 Provincial Government of the Western Cape 

The primary goal of the Provincial Government of Western Cape (PGWC) is to reduce 

unemployment and increase the economy of the region of Western Cape. These objec-

tives are divided into different subsectors, for example SMME development (Interview 

with John Peters, March 2 2011). PGWC consists of 13 departments (Cape Gateway 

2011a). 

 

3.4.2 Department of Economic Development and Tourism 

DEDAT is a department under PGWC (Cape Gateway 2011a). DEDAT aims among 

other things, to support the growth of the economy in a sustainable manner, create em-

ployment, to create a fair, effective and conducive business environment for enterprises 

and consumers (Cape Gateway 2011b). 

 

3.4.3 Tourism Enterprise Partnership 

A study made by the national government shows that “SMMEs constitute over 90 per-

cent of the tourism sector” (Rogerson 2009 p.341) in South Africa.  In order to support 

and help these entrepreneurs, the Business Trust—a trust that aims to build relationships 

between private businesses and the government (Business Trust 2011)—founded TEP 

in July 2000 as a four-year job creation programme in the South African tourism sector. 

Due to its good performance it was extended and expanded with additional funding 

from the Business Trust and the Department of Environmental Affairs and Tourism 

(DEAT) and evolved into a very successful job creation programme in the tourism in-

dustry (TEP 2011).  
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Today, the objectives of TEP are: job creation (maintain existing jobs and creating new 

ones by improving the performance and increasing the profitability of the firms), trans-

formation (increasing the participation of black firms by focusing on skills develop-

ment, procurement, enterprise development and preparation for ownership) and sustain-

ability (stimulating innovative, demand-driven product development, coupled with the 

development of growth strategies for long-term viability).  TEP has a long-term focus 

spanning 25 years and beyond and cooperates with government and the private sector. 

Another important goal is to create and manage partnerships that contribute to economic 

development. TEP has a business development fund and business development offices 

in each of the nine provinces of South Africa (TEP 2011).  

TEP has been the most successful intervention designed to support the tourism industry 

in South Africa (Rogerson 2004b), and Rogerson (2007 p. 3) believes TEP‘s task must 

be to  

“bridge the chasm between the well-capitalised, large tourism enterprises and well-

resourced, white-owned, tourism entrepreneurs on the one hand, and the less well-

resourced black entrepreneurs seeking to enter the South African tourism economy on 

the other”  

During 2010 FWC TEP‘s intention was to ensure the readiness of emerging tourism 

SMMEs and help them to secure the opportunities of the tournament (Rogerson 2009). 

 

3.4.4 RED Door 

RED Door is a governmental project established by DEDAT.  It essentially deals with 

SMME development and offers mentorship programmes, support programmes (that are 

subsidizing certain coasts trough voucher programmes) and partnerships with universi-

ties.  The programme started in 2004 and there are now 12 RED Door offices in the 

province of Western Cape. From the very beginning they predominately helped new 

firms with their start-up process, but after four years they changed focus and concen-

trated on established businesses. RED Door is based on a collaboration process between 

the provincial and local government, but in recent years the government has scaled 
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down the programme and their support to start up firms. Instead, they intend to improve 

and develop other programmes for established firms (Interview with Deon Damons, 22 

March 2011). 

 

3.4.5 Tourism Grading Council of South Africa  

The Tourism Grading Council of South Africa (TGCSA) was established in September 

2000 by DEAT. The council ensures the standards of quality of accommodation and 

conference venues. This is archived by a voluntary star grading system, whose member-

ship includes more than 50 percent of all accommodation establishments in the nation, 

with hundreds more joining every month.  Their commitment to the public is to offer 

measurable quality standards so that the public knows what to expect of the graded fa-

cilities. In exchange, the graded establishments get assistance with marketing and 

spreading credibility. In order to join the star grading system and receive stars the estab-

lishments need to meet the minimum requirements:  

 Public liability insurance.  

 Compliance with local authority regulations – fire safety certificate; building ac-

cessibility regulations; hygiene regulations.  

 Registered as a business with the provincial authority.  

 No unlawful discrimination on the basis of race, gender, citizenship, physical 

and mental conditions, etc.  

 Smoking regulations.  

The grading is only valid for a 12-month period, at which point it must be renewed 

(TGCSA 2011). 

 

3.5 2010 FIFA World Cup 

3.5.1 Expectations and goals for 2010 FWC 

According to South Africa Tourism, the goals for 2010 FWC were: 
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Figure 3: South Africa and location of stadiums for the 2010 

FWC (Rogerson 2009) 

- To create a sustainable in-

terest of Cape Town for 

trade, investments, leisure, 

events and conferences. 

- To develop the infrastruc-

ture. 

- Take advantage of the eco-

nomic opportunities. 

Another goal was to involve 

SMMEs and to increase human 

capital development. In order to 

reach the goals a trader/vendor de-

velopment project was established. The project aimed to train selected SMMEs in basic 

business, ambassadorial and PR skills (SAT 2010). 

 

3.5.2 MATCH Event Services 

MATCH Event Services (MATCH) is based in Zurich, Switzerland, and was formed for 

the purpose of providing services to FIFA‘s events until 2014.  For 2010 FWC MATCH 

formed a wholly owned South African subsidiary, MATCH PTY, to operate local ac-

tivities (mainly accommodation and ticketing solutions) in the country (MATCH 2011). 

In previous events, only hotel accommodation was contracted and promoted by 

MATCH, but for 2010 FWC, MATCH also signed up facilities owned and operated by 

SMMEs. They contracted accommodation in each of South Africa‘s nine host cities for 

2010 FWC and required that the establishments were registered and graded 

by TGCSA (South Africa tourism 2011).   

MATCH decided that 10,000 of the estimated 55,000 rooms for the tournament should 

be contracted to small tourism businesses (Rogerson 2008). These SMME accommoda-

tion establishments included bed and breakfasts, guesthouses, lodges, universities, self-

catering and timeshare facilities, as well as accommodation located in the country‘s 
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national parks (South Africa tourism 2011). Since the number of visitors during 2010 

FWC was overestimated, MATCH needed less than 55,000 rooms (Platzky, PGWC). As 

a result, MATCH did not keep their agreement and broke it shortly before the tourna-

ment (Interview with Jonathan Jacobs, 8 March 2011). 
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4 Theory 

The following chapter aims to present theories relevant to the subject of this thesis. The 

theories will give the reader an understanding of the subject and will also later be com-

pared to our empirical results in the final analysis.   

The term “entrepreneur” is frequently discussed and hard to define. Since the main 

topic of this thesis is to find the needs of entrepreneurs in South Africa, we find it neces-

sary to determine the terms “entrepreneur” and “entrepreneurship” as well as describe 

entrepreneurs in South Africa, with focus in the tourism industry. In order to identify the 

needs of an entrepreneur it is important to understand who is an entrepreneur and in 

what environments they can be found.  

The second part of the chapter deals with national governance and entrepreneurship, 

first generally and then in the South African tourism industry in particular. This section 

aims to identify what support the government gives and can give to the entrepreneurs.  

 

4.1 Entrepreneurs and entrepreneurship 

The debate about the definition of the term ―entrepreneur‖ has been going on for a long 

time. In Wickham (2006), Joseph Schumpeter (1934) and Isreal Kirzner (1973) explain 

the role of an entrepreneur as identifying unexploited opportunities. Frank Knight 

(1921) suggests that entrepreneur‘s primary role is to accept risks (Wickham 2006).  

Carland et al. (1984) argues that a small business owner and an entrepreneur are not 

necessarily the same. Carland et al. (1984, p. 358) defines the terms ―entrepreneur‖ and 

―small business owner‖ as follows: 

“Entrepreneur: An entrepreneur is an individual who establishes and manages a busi-

ness for the principal purposes of profit and growth. The entrepreneur is characterized 

principally by innovative behavioral and will employ strategic management practices in 

the business. 

Small business owner: A small business owner is an individual who establishes and 

manages as business for the principal purpose of furthering personal goals. The busi-
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Figure 5: The hierarchy of enterprises 

Drivers 

Survivors Opportunities Lifestyle 

Figure 4: Entrepreneurial drivers 

ness must be the primary source of income and will consume the majority of one’s time 

and resources.” 
1
 

 

4.1.1 Entrepreneurs and SMMEs in South Africa 

Rogerson (2005) presents an approach of how to define the South African tourism 

SMMEs, namely by identifying different drivers (figure 4):  

- SMMEs that are running their busi-

ness with motives that are ―non-

economic‖ (e.g.  personal or envi-

ronmental motives) are called life-

style entrepreneurs. 

 

- SMMEs driven by people that see 

the opportunities in their business, 

for example growth, are called opportunities entrepreneurs. 

 

- SMMEs that have to run their business in order to survive are called survivors. 

Many survivors organize tours to townships or run bed and breakfasts in townships. 

Rogerson (2005) also states that the 

South African tourism industry can be 

conceptualised as a three-tiered hierar-

chy of enterprises (figure 5): 

1.  At the top are the operations of 

the elite group of large enter-

prises that are responsible for the 

                                                 

 

1
 Further on we will use the term SMME (Small Medium and Micro enterprise) when writing about an 

enterprise and the term ―entrepreneur‖ when referring to the business owner. 

http://tyda.se/search/hierarchy
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nation‘s major travel and tour agencies, transportation, hotels, casinos and con-

ference centres. 

However, Rogerson (2005) argues that the greatest proportion of the South African 

tourism industry is represented by two different kinds of SMMEs, namely: 

2. The middle tier that represents established predominantly white-owned SMMEs 

that operate with different establishments, for example travel and touring com-

panies, restaurants, small hotels, self-catering accommodation and resorts, game 

farms, bed and breakfasts or backpacking hostels. 

 

3. The lowest tier that is composed by the emerging black-owned tourism econ-

omy, which mainly are formally registered micro-enterprises and a mass of in-

formal tourism enterprises. 

Because of the absence of reliable statistics, the actual numbers of each tier in the hier-

archy is uncertain. Some evidence shows a burst of emerging black-owned firms oc-

curred in the post-1994 period. They were encouraged by the opportunities which ap-

peared in connection with the mega-events, such as the World Summit on Sustainable 

Development, that were arranged in South Africa (DTI 2005).  

 

4.1.2 The definition of entrepreneurs in the South African tourism in-

dustry 

Theoretically, the definition of ―tourism SMME‖ should include all SMMEs that oper-

ate in the travel and tourism industry. That would, for example, include a small laundry 

business that mainly services a large hotel or a specialist producer of furniture for game 

lodges (DEAT 2005 a). However, practically, DEAT (2005 a) defines tourism SMMEs 

more narrowly to those particular firms operating within the travel and tourism industry. 

These are divided in three subsectors: accommodation (e.g. bed and breakfasts, guest-

houses and backpacker hostels), hospitality and related services (e.g. restaurants, cater-
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ing, attractions, arts and crafts) and the Travel Distribution System (e.g. tour operators 

and tour guides) (DEAT, 2005).  

4.1.3 Established tourism entrepreneurs in South Africa 

The established SMMEs in the South African tourism industry often have more capital 

and access and process more relevant information about the market than the emerging 

firms do (Rogerson 2005). In general, the established lifestyle entrepreneurs have a 

large amount of economic and social capital. They have access to networks and often-

times high levels of education, which result in high levels of managerial skills (Saay-

man & Olivier 2005). Established entrepreneurs also have cultural capital, in terms of 

language proficiencies, which help the communication with different kinds of tourists 

(both international and domestic) and knowledge about what the customers demand. 

These advantages might explain why the established SMMEs dominate the local tour-

ism market (Rogerson 2005). Most established lifestyle entrepreneurs describe lifestyle 

factors as important motivators for their start-up. An example of a lifestyle factor is the 

desire to run a tourism business while living in pleasant countryside surroundings. 

Many of these established SMMEs has operated before 1994 (Rogerson 2005). 

Established entrepreneurs experience difficulties in accessing support from the govern-

mental support programmes. The main reasons are the bureaucratic procedures and lack 

of information about potential sources of support. The lack of information is often 

linked to local authorities and their difficulties to understand the tourism development at 

a local level. In addition to these difficulties, another major obstacle for these entrepre-

neurs is a lack of funding (Rogerson 2004b).  

 

4.1.4 Non-established entrepreneurs in South Africa 

A start-up enterprise is mainly derived from own sources, which means that the entre-

preneur often has to pay from their own pocket. This is a problem for non-established 

entrepreneurs. They also face problems with marketing and ―getting known‖ and com-

plain about the escalating costs of marketing in guidebooks (Rogerson 2005). 
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The entrepreneurs also express displeasure about ―excessive‖ or ―unnecessary‖ regula-

tions operated by national, provincial and local authorities. Examples of regulations are 

signage restrictions and regulations, tax laws, labour regulations, and costs for zoning 

applications (Kaplan 2004; Ahwiereng-Obeng & Piaray 1999). Another problem is the 

infrastructural development, which include both human and physical infrastructure. 

Many entrepreneurs stress the need of human resource development and improved skills 

training programmes (Kaplan 2004). Inadequate trained labour was identified as poten-

tial blockages to future business development (Rogerson 2004b; TIPS 2005). Rogerson 

(2005) argues that a main constraint is the lack of assistance with enhancing skills, in 

terms both of becoming aware of the tourism industry and of receiving advice and in-

formation about running a business. 

Further, the non-established entrepreneurs highlighted the long-term importance of 

maintaining, upgrading and strengthening the existing physical infrastructure for tour-

ism in terms of roads, air linkages and basic provision for reliable electricity and water 

supplies (TIPS 2005).   

Another difficulty for non-established SMMEs is competition with the major players on 

the tourist market, both in market power and the disadvantages in economic, social and 

cultural capital compared to the larger and more established enterprises (Rogerson 

2005). This is also mentioned by Buhalis (1996) who asserts that even though there are 

several smaller enterprises in the tourism industry, the bigger ones are dominating the 

market.  

Ahwiereng-Obeng and Piaray (1999) argue that South African entrepreneurs seem to 

have little trust in the government and that the government has failed to listen and help 

the entrepreneurs, both directly and through their business associations. The entrepre-

neurs are also uninformed of new laws and policies.  

One of the main problems for the South African entrepreneurs is the lack of funding. 

One solution might be micro-credits which are given by banks such as Grameen Bank.  

Micro-credits are small loans to poor people for self-employment projects that generate 

income and allow them to care for themselves and their families. The loans are ―mi-
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Figure 6: The Laffer curve (www.csmonitor.com)  

cro‖— or very small in size—and the target users are small entrepreneurs and low-

income households (Grameen Bank 2010a). Grameen credit is based on trust and not on 

any collateral or legally enforceable contracts. This approach is an important break from 

the current paradigm, since conventional banking has rejected the poor by classifying 

them as ―not creditworthy‖. All loans are to be paid back in installments, weekly or bi-

weekly (Grameen Bank 2010b). This system seems to be working very well, as 98.85 

percent of the loans are paid back (Yunus 2006).  

As mentioned earlier, the support needs of SMMEs operating in the South African tour-

ism industry is far from homogeneous. The industry consists of a mix of lifestyle entre-

preneurs, opportunity orientated SMMEs, and an expanding corpus of survivor entre-

preneurs fighting for their survival (Rogerson 2005). Rogerson (2005) therefore points 

out the importance of that different form of support interventions must be developed for 

the different kinds of entrepreneurs and that it is important to move away from the no-

tion of ―one size fits all.‖ The government must also take responsibility and meet the 

objectives of BEE, and support the transformation of the ownership structure in the in-

dustry, since the sector is very white-dominated (Rogerson 2004b; 2005).   

 

4.2 SMMEs and national governance 

The government has an important role in 

supporting entrepreneurship, for example 

by reducing trade barriers. The government 

can also affect the entrepreneurs by taxa-

tion policies, since the taxation rates are 

discouraging and encouraging factors for 

entrepreneurship (Wickham 2006). The 

economist Arthur Laffer has studied the 

relationship between the taxation and gov-

ernment revenue and developed the Laffer curve (figure 6). The curve shows that if tax-

http://www.csmonitor.com/
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ation levels are zero percent, the government revenues are zero. Similarly, if they were 

100 percent on all economic activity, government revenues would also be zero, because 

no one would have any incentive to do anything (Laffer 2004).  

The ―perfect‖ taxation rate is individual for each country and what the government 

spends its taxation revenues on also matters. Spending on entrepreneurial development 

will benefit entrepreneurs directly. Disbursement to consumers will increase their 

spending power and indirectly create opportunities for some entrepreneurs (Wickham 

2006). 

 

4.2.1 Entrepreneurship and governmental regulations in developing 

countries 

Cohen (2008 p. 1) refers to James D. Gwartney who argues that:  

“[I]n order for developing nations to become developed nations, people’s natural ten-

dency to act entrepreneurially—to discover opportunities and better ways of doing 

things—must be encouraged, without interference from the government.”  

Cohen (2008) promotes a free-market reform, where the objective is a deregulated en-

trepreneurial environment in which small businesses are allowed to succeed or fail on 

their own terms. If the most vital method of reducing poverty in developing countries is 

the encouragement of entrepreneurial innovation, then the best way to encourage it is to 

remove the governmental obstacles that hinder it.  

Cohen (2008) refers to Alvaro Vargas Llosa who states that there is more regulation in 

poor countries than rich countries—and who also recommends less regulation. Howev-

er, other scientists claim that it is important to take into consideration if the countries 

are ―friendly to the process of creating wealth‖ (Cohen 2008 p. 2). By this he means 

that every country is not ready to reduce their regulations as a result of their attitude of 

entrepreneurship. 
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Figure 7: The entrepreneurial system (Spilling 1996) 

4.3 Entrepreneurship and events 

The following part of chapter four aims to explain why it is important not only to study 

the entrepreneurs but also to take into consideration the environment in which the en-

trepreneurs act. The following part also intends to describe how a mega-event can af-

fect an environment and the entrepreneurs in the environment. This section concludes 

with a description of mega-events in South Africa, with a focus on 2010 FWC.  

 

4.3.1 The entrepreneurial system 

Spilling (1996) presents a second perspective of how to study entrepreneurs and entre-

preneurship, namely by an entrepreneurial system. He argues it is important to have a 

holistic approach: instead of only focus on individual actors, it is important to also study 

external factors and the environment of the entrepreneurs. External factors can, for ex-

ample, be the other firms, laws and regulations, cultural norms and opportunities in the 

geographic area where the entrepreneurs exist. Spilling (1996) summarizes that entre-

preneurship exists in a framework of economic and sociocultural structures, and the 

entrepreneurial activity is based on 

knowledge and competence.  

Spilling (1996) has developed a 

model, the entrepreneurial system 

(figure 7), which represents the en-

trepreneurs and their environment 

in a geographic area. The most im-

portant factors of the system are:  

the business structure (the existing 

business structure in an area), sociocultural structure (the present sociocultural struc-

ture of the area), economic cycle (wherein the economic cycle the entrepreneurs are, 

e.g. idea generation, start-up growth, maturity, and decline), opportunities (the present 

market opportunities in the region), actors (the present and potential entrepreneurs in 

the region), entrepreneurial climate (what kind of environment that the entrepreneurs 
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Figure 8: The life cycle of firms in connection with a mega-event (Spilling 1996) 

are existing in and how entrepreneur-friendly it is) and entrepreneurial events (the 

process of entrepreneurship and the activity of entrepreneurs). Spilling (1996, p. 93) 

refers to Shapero & Sokol 1982 who describe entrepreneurial events by five steps:  

―1. Initiative-taking. An individual or group takes the initiative. 2. Consolidation of re-

sources. An organization is formed or restructured to accomplish some objective. 3. 

Management of organizations by those who took the initiative. 4. Relative autonomy. 

Resources are disposed of and distributed with relative freedom. 5. Risk-taking. The 

organization's success or failure is shared by the initiators.” 

Spilling (1996) explains that the quality and capacity of the system is determined by the 

number of actors with entrepreneurial experience and potential, which also includes 

their ability to perceive and take advantage of new businesses opportunities. He high-

lights that economic development is not solely about creating new businesses; it is also 

about modernizing, renewing, and restructuring existing businesses. Therefore it is also 

important to focus on the maintenance and continuous development of existing indus-

tries. 

When it comes to the economic cycle, Spilling (1996) states that there is a tendency to 

think that firms go through only one cycle. However, he argues that this is not always 

the case. This is supported by Johannisson and Nilsson (1989), who claim decline and 

crisis in a firm can be the point of departure for reorganizing the firm and entering a 

new cycle of growth and maturity. Spilling has extended this idea further and sees suc-

cessions of entrepreneurial events as a form of economic development. 
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Figure 9: The entrepreneurial system and 

mega-event (Spilling 1996) 

4.3.2 Events’ impact on an entrepreneurial system 

According to Spilling (1996), the environmental factors in a geographic area are often 

stable in a short-time perspective. However, they are often changing as time goes by and 

thereby affect the entrepreneurial system. Examples of environmental factors that affect 

the entrepreneurial system a lot are mega-events and technological developments.  Spill-

ing saw the 1994 Olympic Games in Lillehammer created a new economic situation in 

the region and resulted in economic actors starting to think in new terms: new networks 

were formed, new alliances were established and new opportunities were identified.  

 In Figure 9, Spilling (1996) has demon-

strated the creation of a more dynamic 

business structure. He explains that the 

1994 Olympics in Lillehammer tempo-

rarily created a new entrepreneurial cli-

mate and strongly contributed to several 

economic activities. Many actors were 

activated, a number of entrepreneurial 

events took place and there was a re-

markable process of learning. That af-

fected the economic structure (new firms, 

restructuring of existing firms) and the sociocultural structure (more people with busi-

ness experience, changed attitudes toward economic activity). This may have contrib-

uted to a long-term change to the entrepreneurial climate in the region of Lillehammer.  

 

4.3.3 Event and economic development in South Africa 

Many developing countries are applying for hosting mega-events such as FIFA World 

Cup. However, there is always a risk that the benefits of the event do not live up to the 

expectations (Merwe 2007). It is argued, however, that these events can be important 

motivators of tourism and play an important role in destination marketing. They can be 

a catalyst for business development (Hall 2006) and help destinations to differentiate 

themselves (Dickinson et al. 2007). Meanwhile, evidence show that events do not al-
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ways bring widespread development to the region and that poorer communities do not 

always benefit as much as others (Pillay & Bass 2008).  

South Africa can be seen as a prime example of a developing country that has sought 

and hosted sport mega-events in the belief that they would benefit from infrastructure 

development, positive media exposure and high-profile promotion of tourism products 

(Swart & Bob 2007). Donaldson and Ferrerira (2007) also state that a mega-event 

creates many opportunities to maximize tourism value, the branding of South Africa as 

a tourism destination and creating employment, growth and equity. As a result, South 

Africa has tried to get the opportunity to host major sport events since 1995 (Cornelis-

sen & Swart 2006).  

 

4.3.4 2010 FWC 

Since 1995, South Africa can be seen has the leading advocate of mega-event franchises 

and has hosted the 1995 Rugby World Cup, the 1996 African Cup of Nations, the 1998 

All Africa Games, the 2003 Cricket World Cup and the 2010 FWC. Merwe (2007) ex-

plains that cricket and rugby have been perceived as ―white elite sports‖ and that soccer 

is more of ―the people‘s sports.‖ However, the previous tournaments in South Africa 

have acted as rehearsals for the 2010 FWC (Merwe 2007).  

In May 2004, South Africa won the bid to host the 2010 FWC. According to Rogerson 

(2009) this was a special event for South Africa and the first time an African country 

would host this type of event. An important objective of the tourism planning was that 

the opportunities associated with tournament should be widespread and benefit small 

tourism enterprises instead of only the larger ones that already controlled and dominated 

the nation‘s tourism economy (Cornelissen 2007). 2010 FWC also aimed to improve 

life conditions of HDI (Cornelissen 2007; Pillay & Bass 2008) as well as benefitting 

urban tourism development (Rogerson 2008). The 2010 FWC Organizing Plan also en-

sured that the World Cup not only should bring pleasant memories but also create more 

sustainable tourism. (DEAT 2005) 
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Rogerson (2009) states that scholars keenly interested in 2010 FWC as it related to 

mega-events for three main reasons: first, a strong commitment made by national gov-

ernment to ensure that the benefits of this mega-event were spread widely in order to 

achieve shared growth in tourism. Second, for the first time in the history of the World 

Cup, an agreement was made with MATCH, the FIFA agency, that 10,000 of the esti-

mated 55,000 rooms to be contracted for the 2010 FWC should be reserved for non-

hotel rooms that should be offered by small tourism enterprises. Third, the national gov-

ernment initiated an active support programme for assisting and upgrading opportunities 

for emerging tourism entrepreneurs through TEP.  

Meanwhile, critics claimed the impacts of the event would be uneven and would likely 

not result in any poverty reduction (Pillay & Bass 2008). A survey of TEP found two 

main reasons for the nation‘s slow growth of emerging tourism. First, the small enter-

prises‘ inadequate exposure to tourism markets (as a consequence of the firms‘ difficul-

ties to access market opportunities) and second; the lack of necessary skills and experi-

ence. The enterprises lacked skills and experience in tourism, business management and 

technology, as well as the skills to maintain or grow a business once it has been started. 

Other reasons were crime, lack of diversity of tourism products being offered, poor lo-

cal marketing resulting in insufficient tourist flows, and lack of funding for the market-

ing necessary to compete with small established tourism enterprises and large enter-

prises (TEP 2008).  

Rogerson (2009) claimed that the potential impact of 2010 FWC on the South African 

tourism economy was likely to be reduced, due to the lack of readiness of most emerg-

ing tourism SMMEs to reach the grading standards demanded by MATCH.   
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5 Empirical results 
Our empirical results are presented in two parts. In the first part, we present our re-

spondents’ opinions about the support needs of entrepreneurs in general and during 

2010 FWC (research question 1). In the second part, we present the support the gov-

ernment actually provided—both in general and during 2010 FWC—and how our re-

spondents think it can be improved (research questions 2 and 3).  Since our study has a 

comparative aspect and we aim to compare two groups, we have decided to clearly dis-

tinguish between the data from the governmental organizations and entrepreneurs.  The 

intention is to give a distinct picture of the two different groups’ perceptions and opin-

ions. During our interviews we noticed certain significant themes were frequently 

brought up and we have decided to present our data topic by topic. We have maintained 

the order that we had when we conducted our interviews, which means that we first 

present the data of the governmental organizations and subsequently the results from 

the entrepreneurs. 

  

5.1 The entrepreneurs’ general support needs and 

those during 2010 FWC  

5.1.1 The perspective of the government 

According to the respondents from the governmental support programmes (TEP and 

RED Door), there are two personal capabilities that are extra important when it comes 

to an entrepreneur‘s and success, namely ―having an entrepreneurial mindset‖ and ―hav-

ing an understanding of the market.‖  These capabilities can be seen as needs; the entre-

preneurs need to have these capabilities and/or they need to improve them. The manag-

ers of the programmes argue that entrepreneurs need skills support first and financial 

support second. 
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Entrepreneurial mindset  

Both support programme directors argue that they primary support entrepreneurs that 

already posses an entrepreneurial mindset, but Jacobs (TEP) admits it are also the gov-

ernment‘s responsibility to promote this capability among South Africans, especially 

among HDI. He explains that: 

 “We are dependent as a nation, the government must give everything to us and we are 

not prepared to work for it. That mindset needs to be changed.  This is a discussion that 

has just started in Cape Town, Western Cape, but not that much in other regions. You 

need to get the entrepreneurial mindset.” (Jonathan Jacobs, TEP March 8, 2011)  

Further on he argues that a lot of entrepreneurs start their business as a result of cir-

cumstances and most of them do not know what to do and how to do it.  Damons (RED 

Door) brings up the same issue and asserts that:  

“They are going into the business, because they have a skill, and forget that running a 

business is about making profit, making money and understand how to make 

money.”(Deon Damons, RED Door, March 22, 2011) 

 

An understanding of the market 

The directors from the governmental organizations highlight the entrepreneurs‘ strong 

need of an understanding of the market. Damons (RED Door) means that entrepreneurs 

need to understand what kind of standards their products have and what kind of stan-

dards the market demands. He says: 

“People want to go to the township, but they do not want to lose access to Internet or 

air condition, you need to understand the market and the needs of the market in terms of 

the product you are offering.” (Deon Damons, RED Door, March 22, 2011)  

 Damons (RED Door, March 22, 2011) also claims that: “Entrepreneurs need to be able 

to adopt, since the market always is changing.”  

Damons (RED Door) adds that South African entrepreneurs need to improve their cus-

tomer orientation. Everyone should get customer relation orientation training, service 
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orientation and training and develop their customer capacity and ability to give better 

service.   

Peters (DEDAT) also stresses the high importance of the firms‘ adaptability to the mar-

ket and adds: “Tourists do not buy everything; they buy things that are functional and 

possible to bring home on the plane.” (John Peters, DEDAT, March 2, 2011) 

According to him, it is important to acknowledge different customer behaviours and 

needs (e.g. that Europeans are eco-friendly) and it is essential that the firms adapt to 

these needs of products and services. When it comes to 2010 FWC, Peters (DEDAT, 

March 2 2011) states: 

 “The ones that did not make it were the ones that thought that tourists would buy eve-

rything.  They have to learn how to adapt and exploit their target markets and they have 

to learn not to overinvest.”   

 

Greater need of skill support than financial support 

A shared sentiment from the respondents from TEP (Jacobs) and RED Door (Damons) 

is that skill support is more important than financial support. According to Jacobs (TEP) 

the biggest problem for entrepreneurs is the lack of skills. He claims that you have to 

start at school level and teach kids about entrepreneurship. He argues that skill and 

knowledge support should be the priority, followed by financial support.  Damons 

(RED Door) asserts: 

―Many times people lack in education and knowledge. They are maybe coming from a 

background of engineering and know how to invent things, but not how to access a 

market and to run a business. We find this knowledge and skills more important to focus 

on than funding.” (Deon Damons, RED Door, March 22, 2011) 

 

Entrepreneur-friendly environment 

According to the respondents, the entrepreneurs also need an entrepreneur-friendly en-

vironment and Damons (RED Door) believes it is the role of the government to create a 
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good environment for the entrepreneurs. Mkefa (City of Cape Town Tourism) explains 

that the main goal is: 

 “Increasing the attractiveness of our city for tourists whilst ensuring that local people 

are able to benefit through participation and our unique human, environmental and 

heritage resources are used responsibly.” (Nombuelo Mkefa, Cape Town Tourism, 

March 8, 2011) 

She explains that there are some issues related to developing the tourism industry in the 

townships, such as problems with safety and security, support of small business growth 

and investment in turn-around and upgrading of existing facilities.  

 

Being ready for an event 

When it comes to events, Jacobs (TEP) and Damons (RED Door) contend that the en-

trepreneurs still have all the needs that we mentioned above, which explain why the 

programmes‘ tasks and objectives did not change considerably during the 2010 FWC. 

However, Damons (RED Door) highlights the entrepreneurs‘ need of ―being ready for 

an event.‖  They need to be ready and accessible to a world audience and to improve 

their standards and quality. During the 2010 FWC they especially needed help to reach 

the quality criteria of the TGCSA (minimum three stars) as well as the general level that 

the event required and to improve their competitiveness on the market.   

 

Long-term approach of event impacts 

Entrepreneurs need a long-term business approach. Damons (RED Door) posits that the 

most important benefits from 2010 FWC will come from the spill-over effects which the 

entrepreneurs will need to realise and act upon.  

“Sometimes entrepreneurs are short-time oriented and are just focusing on the benefits 

of the actual event. People have to see things beyond the stadiums; the event also 

brought a lot of investment and awareness of the region of Cape Town.  The visitors got 

a new perception of South Africa and Cape Town. People have to see and learn about 

that.” (Deon Damons, RED Door, March 22, 2011) 
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Peters (DEDAT) agrees and explains that the primary goal of arranging the World Cup 

was to market the country, which does not mean immediate return of investments, and 

that many entrepreneurs might benefit in a long-term perspective.  

Furthermore, Damons (RED Door) claims that many entrepreneurs have benefitted from 

improved infrastructure but confesses that it is questionable how sustainable these ef-

fects will be. He adds that even though SMMEs should be taken into account when it 

comes to big events, one cannot be very creative due to bureaucracy on different levels. 

Instead, it is important to focus on the spill-over effects, such as improved infrastructure 

and access to the market.   

 

5.1.2 The perspective of the entrepreneurs 

Both the governmental support programmes and the entrepreneurs brought up the needs 

of ―having an entrepreneurial mindset‖ and ―an understanding of the market‖ as impor-

tant factors when succeeding as an entrepreneur.  Interestingly, they had another opinion 

about the importance of skills and financial support, and they also come up with some 

additional needs and factors which we have decided to highlight.  

 

Entrepreneurial mindset  

Like the directors of the governmental support programmes, all of the entrepreneurs 

stressed the need to have an entrepreneurial mindset in order to succeed as an entrepre-

neur. This quality was consequently important to demonstrate to the government in or-

der to get support.  The entrepreneurial mindset was described in different ways.  

Yacoob (Yacoob Yachts) explains:  

 “You have to decide if you are a part of the masses or at the top of the pyramid. In the 

end of the day it does not  matter how much we preach about politics, it is only a few 

who will be the leaders, and being able to be the entrepreneurs, who become the cap-

tains of the ship and the rest will be the followers. I have understood the concepts of the 

codes; I am an entrepreneur and willing to take the risks.” (Esa Yacoob, Yacoob 

Yachts, March 15, 2011) 
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Yacoob (Yacoob Yachts, March 15 2011) later ads, “To become successful you need to 

think outside the box and figure out how you can use other peoples’ skills and know-

ledge.”  

Lani (Bo Kaap Kombuis) argues that in order to become successful you need to be 

skilled at talking to people and making an impression. He adds: “As an entrepreneur 

you need passion! You also have to believe in yourself and say I can do that.”  (Yusuf 

Lani, Bo Kaap Kombuis, March 16 2011) 

Qubeka (Lizwe‘s Guesthouse) points out the quality of being goal oriented and explains 

that you need to have a vision. His vision was to live in a real house and that he and his 

wife one day would have a salary.   

Hendricks (District Six Guesthouse) does not think it was hard to get selected to be part 

of the support programme (TEP) but adds that it all depends on the individual: 

 “If you need help, they are there for you, it is not a handout thing, you cannot sit back 

and expect handouts, and you have to meet everybody halfway. They see what you put 

into it. They see if you are eager.” (Faizah Hendricks, District Six Guesthouse, March 

23, 2011) 

 

An understanding of the market 

The entrepreneurs argue that an entrepreneur needs a good understanding of the market. 

According to Yacoob (Yacoob Yachts) you need to create something unique and to be-

come a successful entrepreneur you need to understand what the tourists want.  Myers 

(Mama Africa) explains that the success of his restaurant is a result of creating some-

thing new and that they (Myers and his partner) understood the market. He claims: 

“Tourists do not want real African food, they want adjusted African food. We make food 

the tourists cannot find in their own countries, but that they also will feel comfortable to 

eat.”  (Alan Myers, Mama Africa, March 9, 2011) 

He also believes if an entrepreneur expects to benefit from a mega-event, like 2010 

FWC, the entrepreneur must know the market, see the trends and adjust his business in 

order to satisfy the visitors. In other words, one must have the knowledge and the finan-
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cial assets that are needed to make the adjustments.  Myers (Mama Africa, March 9) 

gives an example:  

“During FIFA World Cup I had three friends with restaurants in Green Point. One of 

them took his menu and broke it down to food that would come out in 10 minutes and 

beer.  He was extremely successful. It took the other two friends two weeks to work out 

that they had to do the same in order to get guests. You need the skill to understand the 

trends. The first friend was in Germany during FIFA World Cup 2006 and brought that 

knowledge across with him.”  

Lani (Bo Kaap Kombuis) says that in order to be successful during this type of big 

event (2010 FWC) you need to understand that the visitors are not billionaires. Their 

budget is limited and they are here to see the games. According to him, a lot of entre-

preneurs increased their prices during the 2010 FWC, which he thinks was wrong. Lani 

(Bo Kaap Kombuis) has kept his prices on the same level since 2008, which enables 

people to afford to eat and stay at his place.  

Hendricks (District Six Guesthouse) highlights the importance of marketing yourself in 

order to benefit from events. 

 

Start-up process 

Hendricks (District Six Guesthouse) explains the start-up process was hard, she had 

nothing and she and her husband had to borrow money.  They started very small and she 

did not know much about hospitality. Lani (Bo Kaap Kombuis) explains that he did not 

have any partners; he has done and paid for everything himself. He had to take a loan 

from the bank. And since he could not afford to employ people he did everything by 

himself, including cleaning, cooking and anything else that needed to be done. He 

points out that he absolutely did not get any support from the government when he 

started up his business.  This is, according to him, a serious matter that he discusses 

with the government all the time. Qubeka (Lizwe‘s Guesthouse) also states that the star-

tup process was very tough. It cost a lot of money and he was scared and unsure if it 

was going to work, since he started his business without any capital at all.   
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A greater need of financial support than skills support 

The majority of the entrepreneurs expressed a stronger need for financial support than 

skill support. Lani (Bo Kaap Kombuis) explains that TEP arranges many seminars and 

workshops to develop the entrepreneurs‘ skills, but he claims if you have succeeded in 

creating a business you already have those skills. “Even though you developed your 

skills in a different or primitive way, it is enough.‖ (Yusuf Lani, Bo Kaap Kombuis, 

March 16 2011)  

Lani (Bo Kaap Kombuis) argues that one rather needs financial support in order to de-

velop one‘s business. He adds that TEP currently wants him to go to a course in book-

keeping which he finds unnecessary since he, by law, must have a registered accountant 

that does his bookkeeping. He does not have the time or the need to attend such a 

course.  It is important that the government makes funding more accessible rather than 

focus on training workshops. Lani (Bo Kaap Kombuis) has an opportunity to expand his 

restaurant and reconstruct it, which will enable him to offer more functions and wel-

come more guests which will create employment. That would please the government, 

but since he cannot get the funding it not possible. Furthermore, Hendricks (District Six 

Guesthouse) says that even though she is very satisfied with the skills training she is not 

taking part in it any longer, since she has already done it all and does not need more.   

In fact, one of the respondents demanded knowledge which could easily be provided 

through skills support.  Qubeka (Lizwe‘s Guesthouse), for example, has a background 

in the paper factory and no experience of hospitality. This is due to the fact that he is 

black and was consequently disadvantaged during apartheid. He explains that the gov-

ernment wanted black people to work for white people and as a result blacks were de-

nied access to quality education. He expressed a need to learn how to satisfy his cus-

tomers‘ demands.  

 

Skill development of personnel 

According to Qubeka (Lizwe‘s Guesthouse), a huge problem is the personnel‘s lack of 

skills. To run a guesthouse one needs to have employees with the right skills—they 

have to know how to perform their duties, such as cooking and cleaning. He wishes the 
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government helped them improving their personnel‘s skills. Nowadays it is becoming 

more important in the hospitality business to maintain a certain standard of quality; oth-

erwise you will not get any customers. Myers (Mama Africa) also wishes there would 

be a place where he could send his staff for government supported training. He argues 

that skills development would improve work performance, knowledge and productivity.  

 

Reformulation of regulations 

Another factor that was brought up was the need of reformulated regulations. Myers 

(Mama Africa) says he would appreciate if the government could revise the regulations 

for entrepreneurs and make it easier for them to employ, and especially dismiss, person-

nel. Lani (Bo Kaap Kombuis) argues there are a lot of levies and it does not matter if 

you have a big or a small company—the levies are still the same, which makes it hard 

for entrepreneurs to maintain their business. Yacoob (Yacoob Yachts) addresses his 

concerns about the requirements for companies to invest their money outside Cape 

Town, compared to how it was earlier when they could invest solely in their business 

regardless of the location. Myers (Mama Africa) claims it was much easier to start a 

business earlier than it is today. It was easier to get a liquor license or an entertainment 

license and there were fewer regulations. He expresses frustration regarding that he is 

legally obliged to pay a levy every month for skills development. He likes the idea of 

skills development for his staff, but he is annoyed that he pays money every month and 

does not notice any positive effects. 

 

The need for networking and contacts 

Hendricks (District Six Guesthouse) claims it is important to network and support other 

guesthouses instead of competing with each other. Her business did not benefit from the 

2010 FWC as much as she had expected.  Her guesthouse was 60 to 65 percent filled 

and the guests only stayed for a very a short time. She did, however, manage to cover 

her costs, which was not the case for many other guesthouses. She explained that she 

was not registered with MATCH since she decided to invest in other things, but that she 

managed to do well thanks to her established clients.  
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Lani (Bo Kaap Kombuis) states that he has been able to create a network with other big 

hotels in Cape Town. Whenever a guest want to eat traditional Cape-Malay food the big 

hotels send their guests to Bo Kaap Kombuis.  

 

The abilities to cooperate and trust 

One interesting and unique element which was brought up during the conversations was 

the nation‘s problematic history (apartheid) and the hate between the races which great-

ly hinders people‘s ability to cooperate and trust each other. Yacoob (Yacoob Yachts) 

explains that black people were raised to hate white people and white people were 

raised to hate black people. He understood that in order to become successful you need 

to be able to work with both black and white people and that white people had another 

way of thinking which could result in a great contribution to your business.  

Yacoob (Yacoob Yachts) attended sponsored courses in order to learn how to cooperate 

with white people; one used the same techniques that are used between Palestinians and 

Israelis so that they can start getting along.  

―You put your leg to each other, and each one tells what the other does that hurts 

his/her feelings, and the other one has to repeat it, the exact words, because he/she has 

to understand about your fears, and vice verse [sic].” (Esa Yacoob, Yacoob Yachts, 

March 15, 2011) 

According to Yacoob (Yacoob Yachts) this was a great success for his business, since it 

made people look at him differently, “People do not look at me as a black business 

manager. Although I am having a black face I am not seeing the world as a black busi-

ness man.” (Esa Yacoob, Yacoob Yachts, March 15, 2011) 

 

A long-term approach  

Even the entrepreneurs expressed the need of having a long-term approach in order to 

succeed as an entrepreneur, both in general and from a huge event.  Qubeka (Lizwe‘s 

Guesthouse) says that he did not focus too much on the 2010 FWC and that his expecta-

tions were not that high. Many other entrepreneurs thought they were going to earn a lot 

during the 2010 FWC and they invested too much in advance.
 
Qubeka (Lizwe‘s Guest-
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house) argues that one should not sell something that one does not have and one should 

not expect to make much money on only one single event that just lasts for a month. In 

the future he will keep the same approach and not focus too much on upcoming events; 

it is just a bonus if more guests arrive in connection with a big event.   

 

5.2 The actual support and how it can be improved, in 

general and during 2010 FWC 

5.2.1 The perspective of the government 

Mkefa (City of Cape Town Tourism) explains that the local authorities in Cape Town 

primarily focus on the development of existing tourism products.  Their focus on the 

development of new tourism products, the understanding of the market, and the creation 

of new niche tourism products and the improvement of the relationship with stakehold-

ers are all secondary concerns. Mkefa admits a lack of communication with township 

SMMEs, though other problems include insufficient marketing of townships and no 

unity among township products.  

According to Jacobs (TEP), TEP‘s primary goals are job creation and to create sustaina-

bility for the businesses they support. He describes TEP as an organization that helps 

entrepreneurs with training, marketing and funding, and he is very selective when he 

chooses which firms to support. Since the end of apartheid, the government has tried to 

help HDI, which also includes younger white females and Chinese. Therefore, 75 per-

cent of the enterprises that TEP support nationwide must be owned by HDI. However, 

in Western Cape, about 50 percent of the supported firms are owned by HDI and 50 

percent are white companies. He explains that, “Some of the white businesses are help-

ing the black ones and vice versa.” (Jonathan Jacobs, TEP, March 8, 2011) 

He adds that a huge problem in South Africa is the large number of non-registered en-

trepreneurs— the informal sector is massive.  
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Start-ups 

Damons (RED Door) explains that RED Door is based on a collaboration process be-

tween the provincial and local governments.  In most cases the local government has the 

best understanding about the economic development of the region, but often lacks ex-

pertise on how to support local enterprises. Among 12 offices, five are situated in the 

metro area of Cape Town and the rest in rural areas. These are strategically located on 

taxi routes which enable access to the offices. Nowadays, RED Door mainly helps exist-

ing businesses rather than help start up businesses, because of the latter‘s high failing 

rate (80 percent). Damons wants to make sure that the business owners are capable and 

qualified to run a business before they get support. A common problem among new or 

non-established enterprisers is that they do not understand all the investments that have 

to be done (financially and personally, e.g. work load) and the risks of starting a busi-

ness. Therefore, they are now focusing on improvement and sustainability of successful 

firms that have been established for about three years. When they choose which firms to 

help, they especially look at the market accessibility for the businesses, such as specific 

markets that are growing in Western Cape which they want to promote. They also study 

the maturity of the business and their finances, and try to determine if the entrepreneurs 

understand the market they are operating in.  “It is really about looking on the business 

and its market possibilities.” (Deon Damons, RED Door, March 22, 2011) 

Damons (RED Door) adds that in Western Cape, RED Door has moved away from pre-

dominantly supporting black people, since white businesses to a larger extent are able to 

survive.  Jacobs (TEP) says that because of the growing need for help in the rural areas, 

TEP also tries to help start-ups outside the metropolitan area (15 percent of their busi-

ness). 

 

Skills support 

Jacobs (TEP) explains that TEP provides skills support through different programs, 

such as business skills programs and mentorship programs. At first the entrepreneurs 

mainly receive generic training in, for example, marketing, business management and 

communication. Later training programs are more intensive and focus more on entre-

preneurship and the most important skills of an entrepreneur. The entrepreneurs get 
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support as long as they need it, but when a business has a turnover of more than 25 bil-

lion ZAR (3.6 billion USD) and becomes a medium size enterprise, the business is au-

tomatically moved out of the program. 

 

Financial Support 

Jacobs (TEP) states that TEP gives the entrepreneurs certain financial support. Firms 

can claim back 50 percent of the expenses of market entry costs (for example ads in 

newspaper or attendance at an exhibition), but that does not include capital items such 

as a refrigerator or a cash register. TEP aims to cooperate with banks, which unfortu-

nately have not been that successful, largely as a result of the financial crisis. Last year, 

93 percent of the firms that applied for financial support did not get it. According to 

Jacobs (TEP) a national survey showed that the average entrepreneur needs 900 ZAR 

(128.4 USD) to start their business. He therefore argues that South Africa needs a bank 

that specializes with entrepreneurs and micro loans, like the Grameen bank. The Gra-

meen bank offers loans up to 5,000 ZAR (713.4 USD) and that could help many entre-

preneurs in the start-up process. Today Kuhla Finances—a financial institution dedicat-

ed to the development and sustainability of small businesses in South Africa, (Kuhla 

Finance 2011)—helps firms with loans over 5,000 ZAR (713.4 USD). Jacobs (TEP) 

admits that Kuhla Finances has received much criticism and has not carried out the fi-

nancial support successfully. 

 

Communication 

Jacobs (TEP) explains that since TEP is working nationally and with different kinds of 

companies in the tourism industry, there are difficulties to communicate the information 

about the support system. In the metropolis, the most important source of information is 

the Internet and word of mouth. He mentions that they also speak at conferences and 

organize training sessions. In the rural areas it is different, the infrastructure is bad and 

the internet connection is limited. In these regions there are tourism agents that teach the 

rural entrepreneurs about tourism through the Tourism Awareness Program. Jacobs adds 

that a huge problem is that his agents have to spend a great deal of time traveling, and 

due to bad infrastructure, supporting the rural areas is time consuming. 
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Damons (RED Door) says the awareness of the RED Door programme is spreading 

through local municipalities and chambers of commerce. They are trying to build part-

nerships with nongovernmental organisations and the most used marketing tool is face-

to-face interaction. Media exposure is very expensive and talking directly to the indi-

viduals and communities is, according to him, the most effective way of communica-

tion. They still use marketing channels, however, such as local radio stations and com-

munity newspapers. RED Door also makes use of the internet, although their webpage 

unfortunately has had problems making updates.  

Mkefa (City of Cape Town Tourism) says that their biggest challenges are lack of in-

formation and how to make people aware of the support programs.  

 

Bureaucracy 

Jacobs (TEP) admits that the application process for support is complicated and bureau-

cratic. Since it is government money, the application has to be filled in correctly and 

there is large amount of accompanying paperwork. They have introduced an online sys-

tem which makes the process faster (from two months down to 12 days), but he agrees 

that the application process still is too complicated and time consuming. Damons (RED 

Door) also related his concerns that the reduction in the time it takes for this process is 

paramount, noting the RED Door registration process currently takes two to three 

months.  

 

The support during FIFA World Cup 

Peters (DEDAT) explains that they were especially focused on promoting the upcoming 

event and providing business support as the tournament drew near. They tried to raise 

awareness about the football cup and to provide every business the support they needed; 

this was done by creating specific projects and programmes. The two main objectives 

were to take advantage of the opportunities that the tournament offered and to create 

sustainable tourism, of both the business and leisure varieties. The visitors should per-

ceive Cape Town as a great city for business and leisure and since DEDAT wanted to 

make sure the benefits were spread out among everyone, it was important that SMMEs 

should also take advantage of the growth that 2010 FWC offered. Peters (TEP) also 
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mentions that another aim was to expose the visitors to niche tourism. Platzky (PGWC) 

states that they focused on maximizing economic opportunities in areas such as skills 

development and training, construction projects (such as stadiums and transport infra-

structure), creating opportunities for new and existing SMMEs, promoting trade and 

investment whilst creating exposure for sectors such as tourism and hospitality, wine, 

craft, broadcasting, film and media, to name but a few.   

Jacobs (TEP) explains that one of TEP‘s main goals during 2010 FWC was to help en-

trepreneurs with market exposure. They functioned as a selling point and also provided 

the FIFA organization with information and advice where they could, for example, buy 

accommodation and tours. TEP also had contact with organizations such as the UK fan 

club since they did not want to stay at mainstream places and needed help to contact 

local entrepreneurs. TEP also acted as a link between the entrepreneurs and MATCH. 

MATCH had an agreement with FIFA: 10,000 of 55,000 rooms should be contracted 

with small local entrepreneurs.  In order to be on MATCH‘s list of accommodation, the 

companies had to be graded by TGCSA and TEP aimed to help the entrepreneurs both 

financially and practically, but unfortunately the agreement failed.   

Damons (RED Door) explains that their tasks and objectives did not change considera-

bly during the 2010 FWC. Specifically, they played a role staffing information desks 

and informed people about the World Cup and opportunities related to the tournament. 

Since their objective was to help firms become more ready and accessible to a world 

audience (by improving their standard and quality), they especially supported firms to 

reach the quality criteria of TGCSA (minimum three stars), helping the entrepreneurs to 

achieve this required standard in time for the event and to improve their competitiveness 

on the market. He explains that the biggest problem was the question of timing and be-

cause of shortage of time they did not have enough possibilities to get the entrepreneurs 

into the programme. The main reasons were because of delays and inefficiency of the 

local organization.  

 

2010 FWC and skills support 

Platzky (PGWC) says that the government focused heavily on skills support during the 

event and that over 1,900 delegates attended Disney Customer Service Excellence 
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Training. The intention was to help the delegates (e.g. hospitality frontline staff, tour 

guides, accommodation establishments owners and meter taxi drivers) become good 

hosts to visitors, both national and international.  This is long-term project of the DE-

DAT and further resources will be allocated to ensure ongoing improvement in this 

area. 

 Additionally, Platzky (PGWC) explains that the Cape Craft and Design Institute 

(CCDI) hosted business readiness workshops for crafters which focused on assisting 

craft producers in preparing to engage with the market and prepare for the event. Wines 

of South Africa (WOSA) trained 1,300 young, largely unemployed, people to become 

sommeliers under the ―Fundi‖ program which has been extremely positive in terms of 

international media coverage and relationships with the government. The new sommeli-

ers were able to find temporary employment during the 2010 FWC and, as a result of 

their skills and experience; they have found employment in the hospitality business.   

 

Competition with bigger firms during 2010 FWC 

Peters (DEDAT) highlights a huge problem that the SMMEs faced was competition 

with bigger firms, since there were issues with the credibility of SMMEs. He did not 

find it strange, though, since the operators of big international events must be able to 

trust their business partners completely and they are not able to take any risks. That ex-

plains why event organizers mainly choose firms that they already have established rela-

tions with, instead of new SMMEs.  Peters (DEDAT) explains that it is difficult to do 

much about this matter; even though they can create awareness about the problem, they 

cannot influence the contract making of the event organizers.  

 

Information and communication during 2010 FWC 

Platzky (DEDAT) claims that SMMEs were given plenty of information such as SMME 

booklets, workshops and results of market research and trends in visitor behaviour. She 

gives a concrete example and points out that soccer fans come to the host country for 

soccer, not for shopping. Soccer fans consume food and alcohol and these were the 

main sectors during the event. 
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Tools such as the ―RED Door 2010 FWC Handbook‖ were developed to provide infor-

mation to entrepreneurs about doing business in the 2010 FWC context. Small Business 

Week was used as an opportunity to strengthen the region of Western Cape and Cape 

Town as a ―home for great events‖ on an international, national and local level through 

marketing. Efforts were also placed on raising awareness on 2010 FWC business oppor-

tunities and furthermore using the event to promote the province for trade, investment 

and tourism.  

 

2010 FWC and the governmental information and communication 

According to Kloppers and Kriel (2011 unpubl.), 80 percent of the SMMEs in their 

study sample expected that the 2010 FWC would impact their business positively and 

these expectations may have be based on the statements made regarding the opportuni-

ties. Firms in the accommodation, retail and tourism industry had higher expectations of 

the impact than firms in other industries. 

Damons (RED Door) explains that RED Door focuses on the sustainability and tried to 

encourage people to look beyond the cup (literally and figuratively) and to benefit from 

the spill-over effects. However, he adds: 

  “Quite a few SMMEs started in related to the World Cup, and quite a few failed, espe-

cially in areas where the World Cup did not have an effect at all. A big problem was 

that they carried costs, they could not carry and that they were not given the right in-

formation. They also failed in the application process to FIFA and marketing opportu-

nities.”  (Deon Damons, RED Door, March 22, 2011) 

According to Kloppers and Kriel (2011, unpubl.) the 2010 FWC was expected to create 

over 415,000 jobs in South Africa, which was perceived as an enormous boost to a 

economy with a high unemployment rate.  However, most (87.9 percent) of the firms 

did not hire additional employees especially for the cup. Most of the jobs that were cre-

ated, however, were in the hospitality and tourism industries and in the Cape Town me-

tropolis. Meanwhile, many firms located in townships in the southern suburbs did not 

benefit even though they had high expectations as well. Kloppers and Kriel (2011 un-

publ.) suggested that this could be due to the fact that they were situated far from the 
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Figure 10: Expectations of 2010 FWC after the event 

(Kloppers & Kriel 2011 unpubl.) 

stadium and that the tourists preferred areas closer to where the game took place. The 

study showed that, generally, business overestimated the positive impact and underes-

timated the event having no or negative impact (figure 10). The study showed that,  

“The event has had tangible posi-

tive impacts in terms of SMMEs 

establishing and creating jobs, the 

event was not a sufficient catalyst 

for international trade, since 

SMMEs did not become major im-

porters or exporters as a result of 

the event.” (Kloppers & Kriel 2011 

unpubl. p 16)  

Peters (DEDAT) also confesses that the expectations among the entrepreneurs were too 

high and next time when an event is arranged, it is important to tempt the expectations 

of the firms. He says: 

“It was definitely euphoria around the mega-event, which was perceived as an amazing 

thing and many tourism SMMEs had had very high expectations of the benefits. Unfor-

tunately many expectations were not achieved.” (John Peters, DEDAT, March 2, 2011) 

One example was that MATCH had made an agreement (that 10,000 of 55,000 rooms 

would be given to SMMEs in the accommodation sector), which was terminated at the 

last minute and contributed to many SMMEs overestimating the benefits of the soccer 

cup.  Moreover, Peters (DEDAT, March 2, 2011) explained that: “Some firms thought 

that the six weeks would pay plenty more and that they could rent out a room for 2,000 

ZAR (285.4 USD)/night, which did not, was the case [sic].” 

 

2010 FWC as a learning experience 

Kloppers and Kriel (2011, unpubl.) argue that even though some expectations were met, 

and some not, 2010 FWC was a learning experience for everyone. Most of the SMMEs, 

regardless if they benefitted or not, would want the same event to be held again, since 

they now have identified the opportunities.  Kloppers and Kriel (2011, unpubl.) also 
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show that even though the expectations were high, the SMMEs‘ opinions of the event‘s 

impact on their business remained positive. They also highlighted that, 

“The expected long-term benefits of the event may yet materialise and it is perhaps too 

soon to tell whether or not the country’s growth potential has been significantly af-

fected.” (Kloppers & Kriel 2011 unpubl. p.23) 

Damons (RED Doors) adds that 2010 FWC was a learning process, both for RED Door 

and the entrepreneurs and Jacobs (TEP) argues that 2010 FWC could been seen as a 

learning experience and next time the firms have to be more aware about their own pos-

sibilities and also consider their marketing and capital investments. According to Ja-

cobs, the city will continue to exploit such events. One important reason is that events 

contribute to sustainable tourism. Events arranged during the winter makes it possible to 

attract tourists even during the slow season. 

   

5.2.2 The perspective of the entrepreneurs 

The perceptions about the actual support differ among the entrepreneurs and they ex-

pressed both satisfaction and dissatisfaction about the support. However, most of them 

agree that financial support is more important than skills support. 

 

The start-up 

The SMMEs argue that they did not get any support at all during the start-up process. 

However, Hendricks (District Six Guesthouse) explains that she fortunately got much 

support from TEP, for example they helped her going to Durban and Johannesburg to 

visit workshops and exhibitions, but that was after two years, when she was more estab-

lished.   

 

Treating everyone individually, rather financial support than skills support 

Lani (Bo Kaap Kombuis) argues that TEP has to study each company separately and 

determine their specific needs instead of treating everybody in the same way.  Mean-

while, Yacoob (Yacoob Yachts) states that the TEP program has been an unstable 
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project where the people in charge have no experience in the tourism industry. He tells 

that TEP works with different kinds of companies, as for example restaurants, accom-

modation and tour operators, and that these companies have different needs and their 

marketing strategies differ a lot and that TEP should not continue to support these com-

panies in the same way. He adds that TEP spends a lot of money, but on the wrong 

things. He adds that the government has to improve their dialogue, listen to the entre-

preneurs‘ needs and not expect that all entrepreneurs want the same 

 

The need of networking 

Hendricks (District Six Guesthouse) argues that she appreciates the networking oppor-

tunities (she meets many people in the same industry) that the TEP activities give her.   

 

Bureaucracy 

Hendricks (District Six Guesthouse) means that even though she is pleased with TEP in 

general, she thinks they should shorten the time for people who are waiting for money 

since it is always a delay. She adds that it is not easy to apply for support, it is a long 

procedure and first you need to pay everything by yourself before they pay you back, 

which often takes very long.  

 

2010 FWC and governmental support 

When it comes to governmental support during 2010 FWC the answers of respondents 

differ. Two are pleased with their support, while the others did not notice any special 

support. 

Hendricks (District Six Guesthouse) tells that she did not miss any special support be-

fore and during the event and Lani (Bo Kaap Kombuis) explains that TEP helped him to 

get registered with MATCH which benefitted his business a lot. 

Yacoob (Yacoob Yachts) argues that the 2010 FWC did not benefit his business at all. 

He tells that FIFA had too much power and the increased tourism only benefitted the 

ones that were registered with FIFA, which was difficult for small entrepreneurs since 

the application fee was very high.  
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According to Myers (Mama Africa) 2010 FWC was very successful for their business. 

Usually the winter season (June-August) is known as low season in the tourism indus-

try. He adds that they did not get any financial support from the government during this 

period, but that he appreciates the improvement of the security and infrastructure.  

 

Mistrust of the government 

According to Qubeka (Lizwe‘s Guesthouse) the government only makes empty promis-

es that they never fulfill which makes him angry. There are a lot of people in the town-

ships that are waiting for the government to help them, but he means that they are going 

to wait forever. He has never got any support from the government and he does not ex-

pect it to happen either. Qubeka (Lizwe‘s Guesthouse) claims to only use what you have 

and if you do not have money you have to stop. The most upsetting issue about the gov-

ernment is all the promises- since South Africa does not have a rich government, the 

government will not give you money and support. He adds that the government is very 

corrupt; 

 “Ok if you have somebody in the government that knows you, then you will see at least 

see something, but if you do not have somebody there  ...  oh Christ...” (Donald Qubeka, 

Liziwe‘s Guesthouse, March 16 2011) 

According to Myers (Mama Africa) the government has never been involved in their 

business. Myers (Mama Africa, March 9 2011) tells: 

“They do not give you any financial support at all. As far as hospitality is concerned, 

maybe in other industries. You need your own money to start a business. At least as a 

white person”.   

Myers (Mama Africa) is very skeptical to the government. He does not know any entre-

preneur in the restaurant business that has been given any support- and he has not got 

any information about support. He claims that it probably would be different if he was a 

black entrepreneur and he has never heard about TEP or any support system. 
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Needs Governmental organizations SMMEs

Entrepreneurial mindset

Believes that an entrepreneurial 

mindset is important. Entrepreneurs 

must  understand  what is needed to 

run a business.

Believes that an 

entrepreneurial mindset is 

important. Need to be 

willing to take risks, have a 

strong motivation and see 

opportunities.

Understand the market

Important to understand the market 

standard.  The entrepreneurs need 

to improve their customer orientation 

and the entrepreneurs must 

understand different custumer 

behaviours. Entrepreneurship is a 

learning process.

Be able to create something 

unique, see and adjust to 

trends and understand what 

the customers want.

Skill vs financial support

Skills support is more important than 

financial support.  Biggest problem 

for entrepreneurs are the lack of 

skills.

Financial support is more 

important than skills 

support.

Start-up process No comments.

The start-up process was 

hard for the entrepreneurs. 

Needed especially financial 

support during this time.

Environment 

It is the governments responsibility 

to create a entrepreneur-friendly 

environment.

No comments.

Being ready for an event
The same as understanding the 

market. 
Identify trends.

Skills development of 

personel
No comments.

Important to have 

compentent personel.

Regulations No comments.
Many regulations make it 

difficukt to run a business.

Networks

Big, established companies get most 

of the contracts because of their 

contacts.

Network and contacts 

makes it easier to run a 

business.

Trust

It is important with trust in South 

Africa, because of the high crime 

rate.

Trust between different 

races and between 

entrepreneurs are 

important.

Sustainability
Many entrepreneurs was to short-

time oriented.

Many entrepreneurs was to 

short-time oriented.

Table 3: Summary of the empirical results, question one 

5.3 Summary 
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Actual support Government SMMEs

Skills training

Many different 

programs to 

develop skills

Many different 

programs to 

develop skills

Finance
No, only some 

through TEP
Not enough

During 2010 FWC Mostly information Some information

Table 4: Summary of the empirical results, question two 
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6 Analysis 
In this part we used the theory reference in order to analyze our empirical results, 

which lead to our conclusions of this case study. We have first analyzed the need of 

support among the entrepreneurs (both in general and during 2010 FWC) and thereaf-

ter studied what kind of support the government has offered and how it can be improved 

(both in general and during 2010 FWC). 

 

6.1 What kind of support do the SMMEs in South 

Africa need and what kind of support did the 

SMMEs need during 2010 FWC? 

According to Rogerson (2005) South African tourism SMMEs can be divided in three 

groups based on their motivation: lifestyle, opportunities and survivors. It is also neces-

sary to study how established the SMMEs are in order to identify their different needs. 

Rogerson (2005) argues that established companies and lifestyle entrepreneurs often 

have economical and social capital as well as a well developed network which gives 

them an edge against other entrepreneurs. He points out that it is important to notice that 

every business has different needs, and even if you divide them into the groups above, 

you have to evaluate each company individually which corresponds to the opinions of 

some of the interviewed  SMMEs (Yacoob, Yacoob Yachts; Lani, Bo Kaap Kombuis). 

We found it important to indentify the entrepreneurs‘ needs and we have summarized 

the most important ones (according to our interviewees) below. 

 

Entrepreneurial mindset 

 According to both the directors of the governmental support programmes and the en-

trepreneurs, a major need for an entrepreneur is to possess an ―entrepreneurial mindset.‖ 

We have found three important components that describe the entrepreneurial mindset 

(see figure 11):  
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See opportu-

nities 

Courage/ self 

confidence Drive  

Entrepreneurial 

mindset 

Figure 11: Important factors in entrepreneurial mind-

set 

Courage/self-confidence: Wickham 

(2006) refers to Frank Knight (1921) 

who argues that an entrepreneur needs 

to take risks. This can be compared 

with Yacoob‘s (Yacoob Yachts), Qube-

ka‘s (Lizwe‘s Guesthouse) and Lanis‘s 

(Bo Kaap Kombuis) opinions that en-

trepreneurs must believe in themselves 

or they will fail. We are convinced that 

risk-taking is an essential factor for a 

company to succeed. However, we ar-

gue that risky decisions and actions 

must be based on knowledge, which 

we found can be gained primary by 

education, experiences and accurate 

information.   

Drive: To start a successful business you must have a strong motivation (Rogerson 

2005). Hendricks (District Six Guesthouse), Qubeka (Lizwe‘s Guesthouse), Yacoob 

(Yacoob Yachts) and Lani (Bo Kaap Kombuis) can be identified as so-called HDI. They 

have experienced very difficult living conditions which we argue has contributed to a 

great motivation. One example is Qubeka (Lizwe‘s Guesthouse), who lived in a shack 

in one of the townships and wanted to improve the living conditions for himself and his 

family. We mean that the drive and motivation that we have found among these people 

has contributed to these SMMEs developing the necessary skills to run a business.  

See opportunities/creativity: Wickham refers to Schumpeter (1934) and Kirzner (1973) 

who states that one of the entrepreneur‘s main challenges is to see opportunities, which 

also is supported by our interviewees. Yacoob (Yacoob Yachts), Qubeka (Lizwe‘s 

Guesthouse), Myers (Mama Africa) and Hendricks (District Six Guesthouse) argue that 

a key to success is to create something unique that differentiates itself from the rest of 

the market. Damons (RED Door) also claims that it is of great importance that business-

es have a potential, otherwise they are unable to get support from the government.  Ac-
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cording to Jacobs (TEP), many South Africans, especially among HDI, lack the entre-

preneurial mindset. He argues that you need to learn this way of thinking in school, and 

that many South Africans never had the opportunity to learn those kinds of skills.  

As we have described above, the entrepreneurs, the governmental organizations and the 

scientists clearly express that it is important for an entrepreneur to have the right mind-

set in order to run their businesses successfully. It is essential that the entrepreneur un-

derstands what is needed to run a business, with regards to job performance, practical 

skills, and knowledge about the existing laws and regulations. Based on our empirical 

data we claim the entrepreneurial mindset is related to the entrepreneur‘s strong will and 

motivation to run a business which we primarily find among lifestyle and opportunity 

entrepreneurs. In general, we state that survivor entrepreneurs also have a strong moti-

vation, but rather for making money in order to survive than for the general opportunity 

to run a business. We can discern that the entrepreneurs with the motivation to run a 

business such as lifestyle and opportunities entrepreneurs are more likely to develop the 

entrepreneurial mindset which is needed to succeed. Even though our SMMEs are HDI, 

we argue that they should not be classified as survivor entrepreneurs. None of the firms 

expressed that they started their existing business based on a need for survival; the most 

common reason was rather the opportunity to manage a business based on their passion 

(Yacoob, Yacoob Yachts; Lani, Bo Kaap Kombuis; Hendricks, District Six Guesthouse; 

Myers, Mama Africa). Therefore, we strongly argue that they belong to the group of 

opportunity entrepreneurs.  

 

Understanding of the market:  

Kaplan (2004) expresses difficulties that SMMEs do not reach the standards that are 

required by the market. SMMEs have an inadequate understanding of how the market 

works and about the demands and requirements of the markets. This issue is also de-

scribed by Damons (RED Door) who defines entrepreneurship as a learning process and 

means that SMMEs have to understand the market demands, otherwise they cannot suc-

ceed. Damons (RED Door), Peters (DEDAT) and Myers (Mama Africa) highlight that 

to run a business successfully, it is important to understand the market, identify trends 

and to be flexible (see figure 12).  
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 Need of Knowledge Understanding of the market 

Market demand 

Understand partners 

& competitors  

Be flexible 

Identify trends 

Figure 12: Important factors in order to understand the market 

Long -term approach 

 

When it comes to having an understanding of the market during events, Damons (RED 

Door) expresses that one main problem is that entrepreneurs often are short-term ori-

ented and are just focusing on the benefits of the actual event. 

“We consider this to be a big problem. If SMMEs focus too much on one event and not 

thinking long-term there is a risk that the SMMEs get too high expectations, investing 

too much and eventually fail.” (Deon Damons, RED Door, March 22, 2011) 

We found that the entrepreneurs were disappointed with the benefits of 2010 FWC and 

we argue that their disappointment originates from having too high expectations. This 

phenomenon is remarked upon by Peters (DEDAT) who explains that there were very 

high expectations among the entrepreneurs, which we state were based on the expressed 

praise (from the government and other sources) about how beneficial 2010 FWC would 

be. Even scientists such as Hall (2006) argue that high expectations are very common in 

connection to mega-events. We posit that this disappointment can be explained by a 

limited understanding and lack of knowledge about the market during 2010 FWC, both 

among the entrepreneurs and the government. The entrepreneurs overestimated the ben-

efits, but we argue that this was due to the government‘s exaggerations which gave the 

entrepreneurs too much hope for during 2010 FWC. We argue that the government mis-

judged the market and therefore gave the entrepreneurs inaccurate information.   

Another aspect of understanding the market is to understand your partners and competi-

tors. We believe this problem is particularly important in South Africa because of the 

history of segregation and mistrust between races. Our study shows that if you are able 
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to cooperate with other races your business can benefit a lot, especially if you are HDI, 

since many powerful businesses are white-owned (Yacoob, Yacoob Yachts). Coopera-

tion can contribute to improved networks which help the entrepreneurs to prepare for 

and benefit more from an event. 

 

Be ready:  

As early as 2009, Rogerson (2009) stressed how vital it was that SMMEs to be ready for 

a mega-event. He did not believe that SMMEs in South Africa were sufficiently pre-

pared to take advantage of the opportunities of 2010 FWC. In retrospect, we can see that 

he was right; most of the entrepreneurs claimed they did not benefit from the 2010 

FWC.  However, the government clearly expressed their strong intention that the 

SMMEs should take advantage of the opportunities that arose in connection with 2010 

FWC (Rogerson 2009) and according to Platzky (PGWC) many arrangements were 

made to enable the SMMEs to take advantage of the opportunities. The primary focus 

was on skills development and to ensure the quality of the products and services that the 

entrepreneurs offered would meet the demands of the market. We argue that these ar-

rangements were positive and necessary, but obviously not enough.  

According to Rogerson (2009) the lack of readiness among emerging tourism SMMEs 

would prevent them from reaching the grading standards demanded by MATCH. We 

see that SMMEs must improve the quality of their products and services in order to be-

come ready to compete with other firms. This issue was brought up by Qubeka (Lizwe‘s 

Guesthouse) who explained that one big obstacle for him was his staffs‘ lack of skills. 

This is a good example of how low quality products can reduce an entrepreneur‘s com-

petitiveness on the market.  

According to us, SMMEs also have a strong need for established networks. Peters (DE-

DAT) explains that event organizers frequently decide to cooperate with well-known 

firms with whom they have an established relationship. Unfortunately, however, he 

claims the government cannot do much about this matter. 
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 Quality 

 Network 

 

 

Be ready 

Figure 13: How an entrepreneur gets ready 

As discussed above, an entrepreneur needs to be ready (ready to be an entrepreneur or 

ready to take advantage of the opportunities that arise with an event) Figure 13 illu-

strates the different components that is required. 

 

Trust 

 As we mentioned above, our study shows that there is a limited trust between the peo-

ple in South Africa. We found mistrust between the races, between HDI and the gov-

ernment and between white and the government. Our results are in line with a study 

made by Ahwiereng-Obeng and Piaray (1999) which also demonstrated an existing lack 

of trust between blacks and the government. We can see an example of this lack of trust 

in the case of Qubeka (Lizwe‘s Guesthouse): He insists that the government only comes 

with empty promises. He has no hope of getting any help from the government and ex-

presses a strong hatred and mistrust toward the it—even going so far as to say he does 

not want any help from the government even if it were offered. We argue that in order 

to encourage entrepreneurship, especially among HDI, this phenomenon must be ac-

knowledged and combated. We believe that without trust one cannot communicate ef-

fectively, which contributes to difficulties in reaching and helping the vulnerable, which 

are especially in need of support. 

 

Communication 

As we mentioned earlier, our empirical results shows that the government intends to 

help HDI, but that not all HDI realise this. We also see that the government intends to 

help white people, but that they do not realise this either. We feel this is indicative of 

insufficient levels of communication. This can be compared with Rogerson‘s (2004b) 

opinion about SMMEs in South Africa having difficulties with getting access to infor-

mation about support programs. We found that two of our interviewees (Myers, Mama 

Africa; Qubeka, Lizwe‘s Guesthouse) did not know about the support programs. As we 
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mentioned above, they also felt mistrust and had preconceptions about the government, 

and we can therefore see a connection between mistrust and insufficient communica-

tion. 

 

Skills support 

 Both Rogerson (2004b) and Kaplan (2004) describe skills training as one of the major 

needs of the SMMEs. They argue that in order to run a business prosperously, the entre-

preneur need sufficient knowledge, both about the business sector and practical issues 

(e.g. how to run a business). This is brought up by the director of Cape Town Tourism 

that tells that Cape Town Tourism has chosen to primarily focus on skills training 

(Mkefa, Cape Town Tourism). Jacobs (TEP) claims that because many firms are started 

by survivor entrepreneurs, there is a clear lack of skills. He believes that the schools 

must have more education in entrepreneurship. Damons (RED Door) argues that, 

“They are going into the business, because they have a skill, and forget that running a 

business is about making profit, making money and understanding how to make money. 

Many times people lack in education and knowledge. [...] We find this knowledge and 

skills more important to focus on than funding.” (Deon Damons, RED Door, March 22, 

2011)  

Not only do the governmental organizations affirm that skills are important, Yacoob 

(Yacoob Yachts), Qubeka (Lizwe‘s Guesthouse) and Myers (Mama Africa) also support 

this view. However, two entrepreneurs (Hendricks, District Six Guesthouse, Lani,  Lani 

(Bo Kaap Kombuis) claim that the need of support was greatest in the beginning of their 

career, nowadays they have all the skills that are needed and do not demand any further 

skills training from TEP. We can therefore see differences of needs between the entre-

preneurs and that the government does not acknowledged these differences.  

 

Financial support 

Rogerson (2005) states that SMMEs need financial support, especially the start-ups 

since the start-up costs are expensive. Jacobs (TEP) argues that, according to a survey 

conducted by TEP, the average SMME requires 900 ZAR (128.4 USD) to get started. 
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However, Myers (Mama Africa) argues that the cost of starting a restaurant is between 

1.2 million ZAR (171,216 USD) and 3.5 million ZAR (499,380 USD). We claim that 

the widespread sum is depending on what kind of company you want to start. If it is a 

small firm, like a street vendor, the average cost might be 900 ZAR but larger compa-

nies cost more. Most of the SMMEs that we have interviewed expressed that they would 

like financial support from the government and that this need also was important during 

their start-up process. However, Lani (Bo Kaap Kombuis) argues that it costs a lot of 

money to start a business, but that it costs even more to maintain it. 

In summary, we see that scientists as Rogerson (2005) and Kaplan (2004) argue that 

skills training are the most important form of governmental support. This statement 

agrees with our governmental respondents‘ opinion, but not with our SMMEs‘ opinion. 

The SMMEs argue that skills are important but that they mainly need financial support. 

We argue that the major reason for the difference is due to that the SMMEs in our study 

are established and advanced in the entrepreneurial process. They already have the ne-

cessary skills but not the sufficient capital that is needed for their business to grow. 

Therefore their primary need is financial support. We can also discern that the compa-

nies are so-called ―success stories‖ and they managed to maintain their business even 

though they have not received much or any support from the government. 

 

6.2 What kinds of support have the SMMEs received 

in general and during 2010 FWC? How can the 

support be improved? 

Generally speaking, we see that the South African government offers both financial and 

skills support programs for the SMMEs. However, the government primarily promotes 

skills support in the form of workshops and mentorship programs (Jacobs, TEP; Da-

mons, RED Door). This is questioned by Lani (Bo Kaap Kombuis) who argues that es-

tablished SMMEs already have the sufficient knowledge about how to run a business 

and that all businesses involved with TEP and RED Door already have adequate skills 

(because the high entry requirements). However, we cannot conclude that all the 

SMMEs agree with Lani (Bo Kaap Kombuis). Hendricks (District Six Guesthouse), for 
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example, is very pleased with TEP and she has found their skills training very valuable. 

As previously mentioned, there are many scientists that claim that skills training is im-

portant (Kaplan 2004; Rogerson 2005) but we claim that it remains debatable for which 

of the SMMEs this training is important. We argue that there are differences between 

the entrepreneurs—the established SMMEs primarily need financial support and the 

non-established SMMEs need more skills training, especially in the form of knowledge.  

Our study shows that TEP provides some financial support but not to the extent that is 

required by the SMMEs (Yacoob, Yacoob Yachts). The SMMEs that we interviewed 

claim that it is very difficult to get loans, which creates problems when they want to 

expand their business. The SMMEs can be seen as a tool to create new jobs and reduce 

poverty (Streeten 1997). Lani (Bo Kaap Kombuis) has the opportunity to develop his 

businesses which would contribute to more job opportunities. He is very upset that the 

government does not help him when they, at the same time, claim that the SMMEs are 

important to solve the problem of unemployment. Lani (Bo Kaap Kombuis) understands 

that the government cannot act as a bank, but he wishes that they could help with con-

tacts instead. Even Jacobs (TEP) expresses frustrations regarding the lack of financial 

support from the government. He suggests that South Africa should have a bank like 

Grameen Bank which has been very successful and reached a repayment capacity of 

98.85 percent (Yunus 2006). We believe that this type of arrangement could help many 

SMMEs, especially in their start-up process. For established businesses it is still neces-

sary to use loans from ―normal‖ banks, since they need larger amounts of capital.  

We can discern a major gap in the governmental support, since start-ups do not get any 

help. Rogerson (2005) sees a lot of difficulties for start-ups and non-established busi-

nesses as the high start-up costs. According to Jacobs (TEP), RED Door is responsible 

for start-ups but when we interviewed Damons (RED Door) he told us that RED Door 

nowadays only invests in more established companies (minimum two years old). Even 

though we understand why the governmental organizations do not want to help start-

ups, since the failure rate is 80 percent (Jacobs, TEP), we argue this is a major problem, 

as the government fails to encourage new entrepreneurships, which also is highlighted 

by Rogerson (2005). We state that the government is missing the opportunity to support 

potential successful entrepreneurs. According to us, even lifestyle and opportunities 
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entrepreneurs could need support in the beginning in order to succeed. As we mentioned 

above, we see our respondents as opportunity entrepreneurs and ―success stories,‖ but 

even they expressed difficulties in their start-up process. 

To some extent we argue that it would be more suitable if the survivor entrepreneurs 

could work for lifestyle and opportunities entrepreneurs, since these firms have better 

chances to succeed. This, however, might not always be possible since many of the sur-

vivor entrepreneurs are emerging black companies in the townships, and geographical 

matters can discourage this opportunity. Therefore we claim that the government must 

also support survivor start-ups, since they have the greatest need of both skills and fi-

nancial support. 

Another problem facing start-ups is the governmental regulations (Kaplan 2004) and 

this is an obstacle for the SMMEs, as well (Ahwireng-Obeng & Piaray 1999). We ac-

knowledge this problem among the SMMEs that we have interviewed; Myers (Mama 

Africa) describes that it was much easier to start a business before, when there were less 

regulations and he believes that one reason why he became successful was due to the 

lack of regulations. Myers (Mama Africa) states that if he were to start a business today, 

it would be much harder. Another determining factor for entrepreneurs is the tax sys-

tem. According to Laffer (2004) the tax rates affects the SMMEs and we claim that the 

government should review the present tax rate and adjust it if necessary, in order to 

promote the SMMEs.  

We agree with Cohen (2008) who claims that the government should reduce the regula-

tions to encourage entrepreneurship and remove governmental obstacles. However, we 

do not think it is suitable to go as far as a free market. South Africa has a special history 

and HDI, which we argue creates a demand for more regulations, such as BEE.  

Another issue that the government must handle is the ineffective bureaucracy. Today it 

is too time-consuming and complicated to get support (Jacobs, TEP; Damons, RED 

Door; Hendricks, District Six Guesthouse).  

Furthermore, we have identified a lack of communication and information which also is 

noted by Rogerson (2004b). Rogerson (2004b) describes the information between the 

government and the SMMEs as inadequate and flawed. This is consistent with Mkefa‘s 
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(Cape Town Tourism) perception, since she claims that one of the biggest issues for the 

Cape Town Tourism is the lack of communication and that they are unsuccessful in in-

forming SMMEs about the support programs.  Two of the SMMEs that we interviewed, 

were not members of any program and did not even know that the support programs 

existed. We therefore believe that Rogerson (2004b) and Mkefa (Cape Town Tourism) 

are indeed correct. 

We have also discovered a further aspect of the lack of communication: the need of the 

SMMEs does not reach the government. TEP does not take the individual needs of the 

company into account (Yacoob, Yacoob Yachts; Lani, Bo Kaap Kombuis) which is also 

important according to Rogerson (2005).  

South Africa‘s history has contributed to increased segregation and widening gaps be-

tween the various races. Even though there are measures taken to reduce these gaps (e.g. 

BEE), our study shows it is still a significant problem. It is the mistrust between blacks, 

coloured, whites and the government which we believe contributes too many of the se-

rious issues in business contacts. We agree with Yacoob (Yacoob Yachts, March 15, 

2011) who argues that: ―You have to like each other to be able to be business partners.‖  

We therefore see that it is of great importance that the government develop actions plans 

to reduce this mistrust. South Africa is a multicultural country and it requires the differ-

ent races to work and cooperate together. 

Peters (DEDAT) explains the problem about that well-known firms get the important 

contracts because of their networks. He claims that the government cannot do anything 

about that. We do not agree with Peters (DEDAT), since we state that the government 

certainly can discourage this phenomenon by acknowledging the reasons behind the 

high importance of networking and established contacts. We claim that one factor is the 

nation‘s high crime rate, which leads to doing businesses with well-known firms in or-

der to minimize risks. Besides fighting criminality, we argue that the government can 

improve the support networking activities between SMMEs and other firms. This is 

supported by Rogerson (2010) who claims that the government should also pay atten-

tion to the entrepreneurs‘ need of competitiveness partnerships and improve the dia-



77 

 

logue between the public and private sector in order to improve local business environ-

ments. 

As described above, we can see that the government has quite a number of ways to sup-

port SMMEs, but there are still many gaps in the governmental support and we feel the 

government is not aware of them yet. For example, the government argues that the en-

trepreneurs need to understand the market, the demands of the customers and adapt and 

satisfy these needs in order to succeed. However, we claim that the government ironi-

cally seems to fail at following their own advice. We argue that the government must 

understand their ―market‖ (the entrepreneurs that needs support and their environment) 

as well as acknowledge, adapt to and satisfy the demands of the entrepreneurs. Accord-

ing to us, this can be archived by market research and close cooperation with local au-

thorities. We see that one such attempt is RED Door, which is a cooperation project 

between the provincial government and the local government. Damons (RED Door) 

argues that it is important to have a close cooperation with the local organizations, since 

they have the best understanding of the market. We, however, argue that the govern-

ment fails in this aspect. Rogerson (2009) states that the local authorities that do not 

have sufficient understanding of the tourism industry, a assertion which is bolstered by 

Yacoob (Yacoob Yachts) who claims that one of the main reasons why TEP is ineffi-

cient is that the personnel lack experience in the South African tourism sector.  

 On the other hand, we cannot blame the government for everything. Our opinion is 

consistent with Hendricks (District Six Guesthouse) and we believe that SMMEs cannot 

simply expect support from the government and that they must take responsibility and 

show that they are worthy of support, by showing motivation and insight in their busi-

ness and the market. 

 

Support during 2010 FWC 

We have identified a few reasons why the government should increase the support in 

connection with a mega-event. According to Black and Van der Westhuizen (2004) a 

mega-event contributes to increased financial, cultural and social capital, which we ar-

gue is very important for a country with a history like South Africa‘s. As mentioned 
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earlier, a mega-event could also act as a catalyst for the entrepreneur (Hall 2006). The 

other events that South Africa has arranged, such as cricket and rugby tournaments, are 

perceived as ―white elite‖ sports. Soccer on the contrary is classified as an everyman‘s 

sport (Merwe 2007). Therefore we claim that the catalyst effect will be greater, since 

more people are affected, especially among the HDI. Cornelissen (2007) saw the possi-

bility of involving the SMMEs in the event which also was noticed by the government 

(Jacobs, TEP). Even infrastructure development and promotion of the country are posi-

tive effects as a result of the 2010 FWC (Swart & Bob 2007), which we find are highly 

beneficial for SMMEs. The fact that South Africa now has a developed infrastructure 

and that the country has been promoted in connection with the 2010 FWC is consistent 

with both Myer‘s (Mama Africa) and Qubeka‘s (Lizwe‘s Guesthouse) opinions. 

During 2010 FWC the governmental organizations had several different support pro-

grams. TEP assisted SMMEs with contacts and with the grading, for example, bed and 

breakfasts, and helped them to join MATCH. We see this as a positive action and inten-

tion since a problem according to Rogerson (2009) was that the SMMEs were not ready. 

This did not result in success, however, because the numbers of visitors were overesti-

mated and MATCH did not contract enough companies. Lani (Bo Kaap Kombuis) was 

the one of few SMMEs that felt that the governmental support helped him with his suc-

cess in connection with 2010 FWC. 

In order to prepare the SMMEs for the event and for them to take advantage of the op-

portunities that arose, RED Door acted as an information center (which was designated 

by DEDAT). The idea was sound, but as Damons (RED Door) expressed, they were 

short on time and the information did not reach out far enough. PGWC also wanted the 

SMMEs to be ready and offered market analysis and other information. We can discern 

that the government made several actions to make the SMMEs ready for 2010 FWC, 

which we find positive. It seems, however, that the government itself was not quite 

ready since, for example, the information to SMMEs was not released on time. This is 

explained by Damons (RED Door) who claims it was a lot of delay and inefficiency in 

the local organizations which led to this problem. We can see that what Rogerson 

(2009) predicted in 2009 (that SMME were not ready to benefit) came true. Another 
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aspect of the government not being ready is the inaccurate information that was com-

municated to the SMMEs which resulted in too high expectations among SMMEs.  

The expectations of the 2010 FWCs effects were, as mentioned earlier, very high (Pe-

ters, DEDAT; Kloppers & Kriel 2011, unpubl.); which is common, according to Hall 

(2006). Peters (DEDAT) argues that next time they need to tone the expectations down 

and he points out that South Africa now has learned how to arrange an event, what is 

required and how to benefit from it. This can be compared with Spilling (1996) who 

describes a mega-event as a learning process. We believe that it is not only the SMMEs 

that learn how to act but the whole society, both the private and public sector.  

Another problem that arose during the preparations for the 2010 FWC, which has at-

tracted the attention of SMMEs and the government, was that the big and established 

companies were the ones that got most of the contracts with FIFA (Yacoob, Yacoob 

Yachts; Peters, DEDAT). Peters (DEDAT) states that when it comes to that matter, the 

government has limited influence. He claims that it is difficult, especially in a country 

with as high criminality as South Africa, to rely on the small firms. Companies must 

first prove to be trustworthy before they can get any major contracts. We see this as a 

significant problem because it becomes a vicious cycle: How can small firms enter the 

market unless they have someone who supports and hire them? 

 

Summary 

In order to demonstrate the needs in a more holistic perspective, we have decided to put 

the needs in an entrepreneurial system.  Figure 11 explains the existing entrepreneurial 

system in the region of Cape Town according to our respondents and which needs the 

entrepreneurs have in order to improve the quality of the system.   
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Business structure: 

 White dominated 

 Large companies dominate in 

market shares 

 Small & Micro enterprises 

dominate in numbers 

Sociocultural structure: 

 Race differences  

 HDI = lack of knowledge 

Economic cycle: 

 Established and non-

established enterprises have 

different needs 

 

Entrepreneurial climate 

Actors: 

 Need to be ready 

 

Opportunities: 

 Tourism is an impor-

tant industry 

 

Entrepreneurial events 

Figure 14: the entrepreneurial system adjusted to 2010 FWC 

We can see that the system in Cape Town differ from Spilling‘s (1996) system in Lille-

hammer. The sociocultural structure is unique as a result of the history and considerably 

affects the present business structure in the region. The major firms and most estab-

lished firms are still white-owned and many of the emerging firms are still black-

owned. Many of the lifestyle and opportunity entrepreneurs are white, while the survi-

vor entrepreneurs are black. We can also see that the entrepreneurs have different needs. 

Dependent factors are the entrepreneurs‘ background and their stage in their business 

cycle. We can discern that start-ups and non-established firms first need skills training 

and second financial support. The established ones, on the other hand, primarily demand 

financial support. There are still issues with trust and cooperation between the races, 

which affects the entrepreneurial climate. The climate is also affected by the existing 

regulations and laws, which are criticised by the entrepreneurs.  However, the market 

does offer opportunities; the tourism industry is one of the most important industries in 

the nation. Sadly, not all actors are ready to take advantage of the opportunities, espe-

cially not HDI. They do not have the knowledge, financial assets and networks to take 

advantage of all opportunities and they primarily need education, information and ex-

perience to gain knowledge. The potential actors and non-established SMMEs need mi-
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Figure 15: The entrepreneurial system 

and event (Spilling 1996) edited 

cro-loans and the established ones need improved access to larger sums. The govern-

ment can help improve the system by satisfying these needs. However, the government 

must acknowledge the different needs of the different SMMEs. By improving the entre-

preneurial climate and making the actors more ready for the opportunities, they can 

support the entrepreneurs to become more active. We argue that this would result in 

successions of entrepreneurial events as a form of economic development.  

We have also studied how 2010 FWC has af-

fected the entrepreneurial system in Cape Town 

(figure 12). We argue that as the Olympics in 

Lillehammer 1994, 2010 FWC temporarily cre-

ated a new entrepreneurial climate and served as 

a trigger for diverse economic activities. We have 

seen that, in the tourism industry, a number of 

actors were activated and that several entrepre-

neurial events occurred. However, this did not 

happen to the same extent that it was planned. The 

main reason was because many of the SMMEs were not ready. We also know that the 

economic structure was affected by many new firms and the reconstruction of existing 

firms, but expectations were too high, mainly due to inaccurate information about the 

benefits. When it comes to the sociocultural structure, more people opened their eyes 

for entrepreneurship and many tried the role as an entrepreneur which resulted in more 

people with business experience, even though it was not a positive experience for eve-

ryone. However, it is hard to say how the event has affected the differences between the 

races. We argue that the most important and significant impacts that 2010 FWC had on 

the system was on the learning process. Even though not all SMMEs had a positive ex-

perience of the event, many argue that it was a learning experience and would appreci-

ate a new arrangement of an event. We state that the learning process will contribute to 

the most significant long-term changes in the entrepreneurial climate of the region. 
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Figure 16: SMME in a developing country 

7 Conclusion 
In this chapter we aim to answer research question three. We also aim to generalize our 

conclusions so it can be implemented on other developing countries. 

South Africa has a very unique history which has resulted in huge differences between 

the races. The nation‘s people have different backgrounds and capabilities when it 

comes to the private economy, education and entrepreneurial skills. The past has also 

contributed to unique regulations and laws; for example, the nation has specific labour 

regulations in order to gain HDI. In our study we have clearly seen that the ability to 

understand and cooperate with other races is extremely important for entrepreneurs. We 

have also discovered that different races have different issues and mistrust the govern-

ment, which leads to negative attitudes, incorrect perceptions and preconceived ideas 

about governmental support. For example, some black people feel strong mistrust and 

disgust towards the government, while some white people believe that the government 

only helps blacks and coloured people and not white people. Another considerable issue 

is the high criminality and poor security in the country. All these elements are unique 

for South Africa and factors that we cannot use for generalization and comparison with 

other developing countries. It is important to mention these, however, since they play an 

essential role in the country‘s society and in our study. 

We argue that a major problem in developing countries is that the entrepreneurs are not 

ready to run a business. We feel that it is critical to understand the process of being 

ready, which is illustrated in figure 16. 
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Having an entrepreneurial mindset means that one must be able to see the market oppor-

tunities and be able to take advantage of them. One must also understand the risks and 

the sacrifices of managing a business. One must believe in him or herself, dare to take 

risks and have a strong motivation. The entrepreneur must therefore have self-

confidence, be motivated and creative. He or she also needs to be business minded and 

capable and impelled to manage a business. The entrepreneur must also show motiva-

tion in order to get governmental support.  Furthermore, it is also necessary that the en-

trepreneur has a good understanding of the market.  The entrepreneur must be able to 

understand the demands of the customers and to find ways of satisfying their demands. 

It is also necessary for the entrepreneur to acknowledge the changes of the market de-

mand and be able to adapt to these changes. However, one can argue that understanding 

the market is one aspect of having an entrepreneurial mindset, since it is connected to 

the capability to see market opportunities. 

The government, on the other hand, should not ignore that different types of entrepre-

neurs need different kinds of support. It is necessary that the government is perceptive 

and understands the needs of different entrepreneurs and tries to satisfy their unique 

demands. In order to succeed, the communication between the entrepreneurs and the 

government must be efficient. It is also important to have effective communication and 

cooperation between the national, provincial and local levels of government. 

The government needs to acknowledge the different drives for different entrepreneurs.  

Since entrepreneurs that are driven by opportunities and lifestyle factors are more likely 

to succeed than others, we claim it is important to especially support these firms. They 

have better survival rates, which can be explained by their entrepreneurial mindset and 

understanding of the market. We argue that more sustainable jobs would be created if 

more survivors worked for opportunity and lifestyle entrepreneurs, even though we are 

aware of those factors such as geographical matters can make this hard to accomplish. 

The government must also minimize the bureaucratic process, which makes it compli-

cated and time consuming for entrepreneurs to get support. One problem is that many 

firms in developing countries are not registered and can therefore not get support.  

We argue that one main problem for the SMMEs are the lack of essential knowledge 

which one can acquire primarily by education and experience. Education is a huge prob-

http://tyda.se/search/incentivized
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Figure 17: Mega-event as a learning process 

lem since people in developing countries often have limited opportunities to education 

and oftentimes do not have a tradition of learning about entrepreneurship in school.   

We claim that the government can increase the knowledge among the entrepreneurs by 

improving education. Education can be improved both in schools and by courses spe-

cialized for entrepreneurs. It is also important that the government increase the entre-

preneurs‘ understanding of the market, which can be done by offering accurate and cor-

rect information about the market. This can only be done if the government possesses 

good information, which can be acquired by market research and through local authori-

ties. It is important that the government communicates the correct information and does 

not exaggerate opportunities and understates the risks, since this can result in overin-

vestment and business failure among the entrepreneurs. 

A major problem in developing countries is often the government‘s inability to provide 

financial support. A solution is micro-financing, which makes it easier for micro-

enterprises to get access to smaller amount of capital. When it comes to larger amounts, 

it is necessary that the government create effective networks with banks. 

In connection with events, the entrepreneurs often have the same needs as in general. 

However, we argue that the most important need for entrepreneurs in a developing 

country is to be or become ―ready.‖ The entrepreneur must be ready to take advantage 

of the opportunities that an event offers. They need the right knowledge and the finan-

cial assets that are needed and their products must be adapted to the demands of the cus-

tomers. Established networks can help the entrepreneurs to become more competitive 

and able to compete with larger firms.  

 Furthermore, it is also important that 

the entrepreneurs have a long-term fo-

cus, even when it comes to succeed of a 

single event. The entrepreneurs must 

understand that the event can work as 

catalysis for their business, but not as a 

single factor that contributes to sustain-

able success. They also need to under-
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stand that an event brings spill-over effects which only become visible in a long-term 

perspective (Figure 17). We argue that the entrepreneurs should see the event as a learn-

ing experience, which in a long term perspective can improve their business and the 

economic development of their country.  
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9 Appendix 

Interview guide 

Governmental organs, PGWC & TEP 

Support in general, during the start-up process and FIFA World Cup 

-Which need of support do entrepreneurs have in general? 

-Which need of support do entrepreneurs during the start-up process? 

-Which need of support do entrepreneurs during the FIFA World Cup? 

-What kind of support do you offer? 

-How effective has the support been? 

-How effective has the communication about the support been? 

 

Governmental organs, Red Door 

Support during the start-up process 

-Which need of support do entrepreneurs have in their start-up process? 

-What kind of support do you offer? 

-How effective has the support been? 

-How effective has the communication about the support been? 

 

Support during FIFA World Cup 2010 

-Which need of support did you have during FIFA World Cup? 

-What kind of support did you get during FIFA World Cup? 

-How effective was the support? 

-How effective has the communication about the support been? 

 

Interview Questions, Entrepreneurs 
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Support in general 

-Which need of support do you have?  

-What kind of support do you receive? 

-How effective is your support? 

 

Support during the Start-up process 

-Which need of support did you have during your start-up process? 

-What kind of support did you receive during your start-up process? 

-How effective was the support? 

 

Support during FIFA World Cup 2010 

-Which need of support did you have during FIFA World Cup? 

-What kind of support did you get during FIFA World Cup? 

-How effective was the support? 

 

 

 

 


