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ABSTRACT
Salt Lake City, Utah, is recognized as the mostegnéneurially oriented city in the United
States, fostering and nurturing small businessewoswo achieve success. Women in Salt Lake
City start more businesses than do men, yet worneggie to survive. This study first presents
nine successful Salt Lake City women entreprenandshow they got started in and grew their
unique business and sustained them for extendesbigerThe participants were profiled as to
the motivations and circumstances that led thebetn their businesses. Second, the strategies
they employed to overcome challenges and obstdwgsaced in the growth phase of their
businesses are presented. Finally, the resegrobsents information on how these nine women
entrepreneurs sustained their businesses for mearg.y

This qualitative, phenomenological exploratiomaimen entrepreneurs utilized two data
collection methods: personal interviews and obdema of their business operations. The nine
women participants were purposefully selected poagent a cross-section of industries in an
effort to provide rich, stratified data. The quess were designed and validated to elicit candid,
authentic recollections of their lived experienasentrepreneurs. One-on-one, personal
interviews were conducted at each participant’selaf business to capture the essence of the
businesses and provide context of the nature aéberprise.

This study resulted in four conclusions. Firsg tircumstances and motivations for
these Salt Lake City entrepreneurs mirrored thentidns of similar populations; importantly,
these women expertly juggled their family consitieress with the demands of their businesses.
Second, this group experienced little gender bigtably, they relied on their personal
expertise, management backgrounds, and persoaakfal resources to make their firms a

success. Third, this group did not rely on outsidmtors, advisors, or counselors to propel their
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firms forward. Fourth, this group of Utah womeeatied strong, dynamic, internal processes
that ensured superior customer service, the simgkd important factor in their collective
success. In summary, this study may be helpfukotiiand future entrepreneurs as it has
examined the personal biographies as well as theextual and regional influences of these

exceptional women entrepreneurs.
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Chapter 1: Introduction

This study focuses on the success of nine womeem@eheurs in Salt Lake City, Utah. The
chapter begins with the background of the studiovieed by the statement of the purpose,
importance of the study, definition of terms, ahd theoretical framework summary. Next the
research questions are presented, then the delongalimitations, and assumptions. Finally, the
organization of the remainder of the study is pmése:

Background of the Study

Entrepreneurs are a driving force in the U.S. engnoThe Kauffman Foundation for
Entrepreneurial Research noted in a 2012 reparethaew jobs created in the United States since
1987 have been created in new ventures, not bilestad large corporations. Indeed, startups are
the key driver to economic health and job growttiithout startups, there would have been no net
job growth in the U.S. economy since 1977 (Kand,20 During the recent economic downturn ,
the U.S. Census determined that it was the newyative, creative small businesses that were
responsible for creating 86% of new jobs since 2B0(zadd, 2010).

As entrepreneurs represent the majority of firmheUnited States, small businesses
contribute the majority of jobs to the U.S. econonlry 2010, there were 27.9 million small
businesses (fewer than 500 employees) in the USitatds compared to 18,500 larger firms (more
than 500 employees; SBA Office of Advocacy, 201Bhtrepreneurs contribute fully 46% of the
U.S. gross domestic product as well as represeB¢48f payroll dollars in the economy (Kobe,
2012). Research suggests that new entrepreneuitalizz on innovation and tend to be highly
productive and create dynamic, original employnogpgortunities (Plehn-Dujowich, 2013).

Harvard professor of strategy and competitivehdishael Porter (2013) testified to

Congress that the small, lithe, innovative, techggldriven firms in the United States are the
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critical drivers of American business competitivené the global marketplace. The growth
trajectory of the U.S. economy requires policy, leaxs, and federal financial resources that foster
and encourage small businesses success. Portemealthe Congressional Subcommittee for
Small Business that, “A nation's competitivenegzrisharily based on its firms’ abilities to compete
across global markets, while at the same timemaigie standard of living for all citizens, to bbos
our economy and create jobs for all Americans” (192013, p. 28).

Further, Porter noted, Congress must focus ontglpusinesses increase long-term
productivity; this means promoting policies thateglJ.S. firms the ability to be the best in the
world, thus ensuring global competitiveness. Agiden job creation and economic growth, there
are many other reasons why entrepreneurship dienattention of policymakers: It is at the heart
of the American competitive advantage (Porter, J99@s an important vehicle for technology
transfer and the commercialization of new innovai¢Bird, 2008), and, lastly, small business
ownership provides an opportunity for independefinancial success, self-realization, and
recognition (Carter, Gartner, Shaver, & Gatewodf)3).

Economist Joseph Schumpeter (1962) charactelieeiportance of innovation and
entrepreneurship to the American economy:

It is the fundamental impulse that keeps the cheitgine in motion; it is new consumer

goods, the new methods of production and transgpamtand new markets. The process

incessantly revolutionizes from within, incessamtgstroying the old one, incessantly
creating a new one. This process of Creative Detstn is the essential fact of capitalism.

(p. 81)

Shumpeter emphasized that the U.S. economy depaneistrepreneurs’ continually creating new

enterprises, and, in 2012, U.S. entrepreneursesté&4,000 new enterprises each month (Fairlie,
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2013). Research on the health of both new andiregismall businesses after the economic
downturn of the Great Recession suggests numeasisve trends (Dearing, 2013). Optimism
regarding the economic future drives the contiqualiferation of new enterprises and fosters
resiliency in existing firms (Fairlie, 2013).

Recent data indicated that U.S. entrepreneursiginéyhresilient to economic fluctuations
and are ingeniously able to adapt to market camst{Dearing, 2013). Innovative, high-tech firms
are geographically dispersing throughout the cquiativay from traditional clusters, such as Silicon
Valley, and entrepreneurs are finding successinglirg technology-driven businesses to smaller,
regional markets. Small firms are overcoming leasrsuch as access to capital by turning to crowd
funding and alternative, non-bank funding sourdésufg, 2012). Small firms have overcome
competitive, market-share barriers by harnessiadilgavailable, large datasets to target specific
customers and regions and capitalizing on trentsc(fhg, Luck, & Ramge, 2012).

Imbedded in the growth of what Drucker (2011) refdrto as the “entrepreneurial society,”
U.S. entrepreneurs demographically mirror the eghayohic makeup of society, i.e., minorities,
immigrants, seniors, and women (SBA Office of Adaog, 2013). Increasingly, broader spectrums
of individuals are finding that small business oveip is the vehicle for personal financial success
individual achievement, independence, flexibilapd recognition. Barriers to small business
ownership have been reduced by institutions su¢heaederally funded Small Business
Administration (SBA), state and local economic depenent programs, Small Business
Development Centers, business incubators, and smsithess mentoring and counseling by
organizations such as the Service Corps of Refratutives (SCORE). Collectively, government
policy and small business advocacy organizatiostefand encourage small business success.

Notably, barriers to small business ownership respecially benefited women; much attention and
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research has been focused on the growth of womeredwamall businesses (Furchtgott-Roth,
2008).

Women-owned businesses are the fastest growingesggrhthe entrepreneurial population
in the United States as well as the rest of thédv@rush, 2011). Women entrepreneurs are a
significant force in the American economy; they a8@% of privately held companies (Manolova,
Brush, Edelman, & Shaver, 2012). This represgopscximately eight million businesses in the
United States and $3 trillion in aggregate revenwdereover, women-owned firms grew 44%
from 1997 to 2007, twice as quickly as did male-ed/firms (National Women’s Business
Council, 2012). During the past two decades, ar-gwcreasing number of women have started
their own firms, accounting for 46% of new all lnesss ventures in this country. However,
women-owned firms remain small, with lower revenaed less growth than male-owned firms; for
example, male-owned firms are 3.5 times more likelseach sales of $1 million (Ernst and Young,
2012).

Despite the growth in women-led firms, the vastorgj of these businesses are smaller
than average, and only 16% of these businesses&ameues over $500,000 (Manolova et al.,
2012). The accounting firm Ernst and Young, thitoiig program Winning Women, acknowledged
that women-owned firms are less likely to grow &bl to remain small enterprises; women-led
businesses represent 40% of very small firms a6 @small firms. In the U.S., women-owned
firms are highly restricted in growth, as few fesalwned companies have a sustained profitable
success of five years (Ernst and Young, 2012).

Across the United States, a few states stand otlhéir welcoming climate for small
businesses. For three consecutive years, thedftbltah has been recognized with an A+ rating by

the Kauffman Foundation (2012) as one of the topetistates for starting new businesses, followed
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by Idaho and Texas. However, in the same studye@meneurial women in Utah reported that they
felt they were not supported by the business conitmand were less likely to be successful in their
startups than were their male counterparts. IaljgyUtah is aligned with the national trend of
more women becoming entrepreneurs, and 53% of nmsuméss licenses in Utah were granted to
women in 2012 (Napier-Pearce, 2013). Even thoughymaw businesses are starting and the
environment is welcoming, the path to successeigpstregardless of which state a business is
located. The Small Business Administration (nal)tons that 85% of all new businesses (male or
female owned) fail in the first year. The SBA het acknowledged that, during the subsequent
three years, new ventures had failure rates nér 60

The 2010 U.S. Census Bureau data determined th8%28f businesses in the United States
are women owned (SBA, n.d.). However, over 60%e$e female business owners earn $25,000
or less, and only 11% of women business ownerslegtmeen $25,000 and $40,000 (National
Women'’s Business Council, 2012). While women-owbesinesses are well represented across a
broad spectrum of industries, they lag significabgthind male-owned firms in overall financial
success (Manolova et al., 2012).

According to De Bruin, Brush, and Welter (2007 tiramatic increase in participation of
women in entrepreneurship requires more researbbtter understand this phenomenon. In an
assessment of 52 peer-reviewed articles on womeepeaneurs, De Bruin et al. stated that there is
a need to research entrepreneurial processesadssial women, regional environments for
entrepreneurship, and specific industry sectors.

Problem Statement
New businesses are the critical driver of growtthemU.S. economy (Kane, 2010). For the

past 20 years, women in the United States have $tagimg businesses at a faster rate than have



19

men (MacNeil, 2012). Utah ranks as one of thethope states in the United States for new
businesses and is recognized for offering the mmstable climate for startups (Kauffman
Foundation, 2012). Aligning with the national tdetJtah women take out more business licenses
than do men, and women represented fully 53% ohéve business registrations in the Utah in
2011 (Holbrook, 2012).

The SBA (n.d.) cautioned that the vast majorityhafse new businesses will fail in the first
five years. The businesses owned by women fadéengang hurdles for sustainability and
scalability beyond the initial startup phase (Past2012). However, many women-owned
businesses are home-based enterprises that tngadidtemaller, low-margin service industries and
are capitalized with $5,000 or less at launch (@&l Women’s Business Council, 2012), 2012).
The Kauffman Foundation (2012), an entrepreneuvesgarch institute, acknowledged that little
research has been conducted on the subject ofddr8en business owners and the factors that
contribute to the success of their enterprises.

Therefore, there is a need to explore and destitdexperiences of the limited number of
women entrepreneurs in Utah who started and grew alwvn profitable businesses and sustained
them for five years or more. The entrepreneusahmunity may be served by data collected on the
factors that women cite as critical to their suscethe 61,000—75,000 women entrepreneurs in
Utah might be served by research into these faatmisspecific issues that successful regional
women credit to their success (SBA Office of Advoca2013).

The challenge to sustain a successful enterpriseonyen entrepreneurs is formidable, even
in a state celebrated for its exemplary small bessrclimate. The odds of a woman-owned
business in Utah to be a successful, profitablerprise for at least five years, to grow profits¢ga

to pay the owner a salary commensurate with hertsfare statistically small. Women are eager to
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join the ranks of the entrepreneurial communityt, ioost languish in limited revenues and
negligible profits.
Statement of the Purpose

The purpose of this phenomenological study waspboee and describe the approaches and
strategies that successful Utah women entrepreewesused to start and grow their businesses
and sustain them for more than five years. Theareher has investigated the challenges and
obstacles that the female entrepreneurs experiemitiedheir businesses and how they overcame
these obstacles. The researcher selected ninewentieepreneurs to interview and explored their
lived experiences and personal stories of how thegted business enterprises that thrived in this
uniquely entrepreneurially oriented state.
I mportance of the Study

It is hoped that the results of this study will trdsute to the body of knowledge on how to
support and identify the key factors that propehvea into successful ventures. This study could
be important for higher education programs for $imasinesses training, government policymaking
for small businesses, the SBA, and small busiressurce centers, as these entities are interested i
how to best prepare and advise women on how taideessful. By more fully understanding the
personal stories of women who created business Iswda# thrived in this unique,
entrepreneurially oriented state, future entrepueimay adopt their winning strategies and
translate them successfully to their endeavors.

Both male and female entrepreneurs could be dehreugh a better understanding of the

examples set by individuals who overcame obstaidswillingly shared their successful practices.
This study may provide valuable information on fthetors and proven strategies women

entrepreneurs employed to achieve sustained suc€essent and future entrepreneurs may be able
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to emulate the practices of successful women bssioners who overcame many obstacles and
achieved a relative measure of sustained success.

Contemporary researchers have called for newesuzh women entrepreneurs that explore
the context of the business environment, i.e.stw@al culture and geographic region in which the
business is situated, to better understand the lesnfgctors that influence successful women
entrepreneurs (Ahl, 2006). This study may contalio the body of knowledge of women
entrepreneurs by providing insight into the contekfactors that Utah women business owners
have experienced in their journey to successfuhniegs ownership. Noting the dramatic growth of
women entrepreneurs in the past decade, not judtaim, but also across the United States,
researchers call for a greater understanding sfittportant driver of economic growth in the
United States (Manolova et al., 2012).

Little research has been conducted on women eptreprs in Utah; data exists only on the
approximate numbers of women-owned business isttte, with generalized data on firm size,
employees, and industry (SBA Office of Advocacyl2D There is a need to explore the personal
stories of successful entrepreneurial women imtitably welcoming entrepreneurial environment
of Salt Lake City, Utah. Lastly, this study maygh@omen who are contemplating starting a new
business of their own. This study could suppaetrithin their decision-making process by modeling
the winning strategies of Salt Lake City women epteneurs who were successful.

Definition of Terms

Crowdfunding:Using social media platforms to raise or solicitds from the general public

to fund a project or a new business without colidfdanks, or traditional lending practices.

Funders may receive shares or compensation froraggaheurs (Young, 2012).
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EntrepreneurAn individual who undertakes to create a new ven{@artner, 1988) and
provides an innovation (Schumpeter, 1934) by reizgg an opportunity (Kirzner, 1973) and
assumes the risk of pursuing a business opportunm&gpective of resources (Stevenson & Jarillo,
1990).

Entrepreneurial mindseffhe ability to rapidly sense and take action unaerertainty
(Hisrich, 2002).

Entrepreneurial self-efficacyfhe theory that those with high self-efficacy estpacies, i.e.,
the belief that one can achieve what one setsoad tare healthier, more effective, and generally
more successful than are those with low self-effjoaxpectancies (Chen, Greene, & Crick, 1998).

Home-based businesA:business enterprise located within the ownerssdence, sharing
the home for both living quarters and space fortihgness. It can be a low-cost alternative to
rented commercial space, well suited for the spapluase of a new small business (SBA, n.d.).

Scalability of a small busines$he capability of a small business enterpriseoijoe and
perform under an increased or expanding workloathusiness model that scales well can maintain
or even increase its level of performance or edficly with greater customer demamithout a
penalty in customer service or greater costs (Abfdtisher, 2010).

Sustained entrepreneurial succe$be SBA defines a successful small business corasern
a company independently owned, organized for prafth profitable sales volumes, averaged over
a three-year period, between $2.5 million and $21ilbon with fewer than 100 employees (Small
Business Administration, n.d).

Very small busines® very small business concern is defined as anlegsithat has no more

than 15 employees and average annual receipts®ofiian $1 million. Most of the country’s small
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businesses are very small as 79.4 % of all bus#sdssve no employees, and most have fewer than
20 employees (SBA Office of Advoca@3013).

Woman-owned businesBhe U.S. Census Bureau defines a woman-owned buonsitiess as
“an enterprise where 51% of the ownership is hgld lvoman and that she materially participates
in the daily operations of the enterprise” (U.Sn€es Bureau, 2002, p. 226).

Theoretical Framework

This study of women entrepreneurs was viewed tiirdbe lens of the liberal feminist
perspective, a specific area of social theory dldalresses an issue through the lens of genderr(Gree
& Greene, 2003). The liberal feminist perspecpvevides a “better foundation of understanding
by drawing connections between women’s resourcé®aperiences and broader contexts shaping
their lives” (Inman & Grant, 2005, p. 107). Thgaey of laws that restrict women from owning a
business or borrowing money have contributed tatheslopment of social and institutional
practices that constrain the entrepreneurial behafiwomen (Greer & Greene, 2003). Feminist
theory explores the institutional barriers thatr@lated to gender in (a) education, (b) work
experience, (c) networks, and (d) access to cattaer & Greene, 2003).

Liberal feminism states that men and women arengisdly similar in their intellectual
capacities, rational abilities, and skills and @nétled to the same opportunities (McAdam, 2013).
Much of the research on women entrepreneurs cassigsader, legal barriers, institutional barriers,
and disadvantages experienced by women entrepsedeearto overt discriminatory practices and
structural barriers that restrict women’s accesssgential resources; this is referred to as the
equality of opportunity perspective (Greer & Gree2@03). For the purposes of this study, liberal
feminism offered the tools to address the matrighallenges that women business owners faced in

starting, scaling or growing, and sustaining tlegiterprises past the five-year mark of success.
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Resear ch Questions

Through this study of female entrepreneurs whahawvnched, scaled, and sustained
successful business enterprises in Salt Lake Otah, for at least five years, the researcher sough
to understand:
1. How did female entrepreneurs start and then bbad business to remain successful for
five years or more? What was the outcome that taesepreneurial women sought when
starting their business?
2. What challenges or obstacles, if any, did femateepneneurs encounter as they started and
grew their business, and how did they overcome them
3. What strategies did these female entrepreneursogmpistart, grow, and sustain their
business, and how might their strategies help éuvomen entrepreneurs in Utah be more
successful?
Delimitations

This study had three delimitations. These inallida) the researcher conducted face-to-
face interviews with women entrepreneurs in thagmeSalt Lake City, Utah area; (b) this study
focused on women-owned businesses that were [bigfitar at least five consecutive years; and (c)
the business owners were active majority owners staded their businesses from scratch.

Limitations

This study was limited to a select group of woreatrepreneurs in a regionally bounded
geographic sector of the United States. This ggaige limitation may have affected the findings
of the study, as the region inherently possessesyidcratic biases unique to the area. Thesediase

include social and community attitudes toward wome&hus, the study’s findings may have been
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affected by regional historical attitudes and iaflaes on women in the businesses from social,
economic, and religious influences.

This study was limited by the lived experiencesvofnen entrepreneurs as to which factors
they believed were pivotal to their sustained ssscd hese factors, while important to the women
in the study, may not hold true for other womethigir business in other parts of the United States.
The findings may be unique to the population andnecessarily generalizable to larger
populations. To mitigate the limitations of so@ald regional influences, the researcher included a
cross-section of women entrepreneurs, stratifiedd®; industry, size of business, number of years
in business, annual revenues, and nature of thedsss e.g., service, manufacturing, retail.
Assumptions

The researcher made four assumptions in this stlitlgse include that (a) the participants’
perceptions of their experiences were genuine anést; (b) the researcher would not exert
influence or suggestive bias on the participargsponses; (c) the self-reported five-year threshold
of profitability of the participants was valid; afd) the lived experiences of a representative $amp
of nine women in varied commercial enterprises ssspectrum of firm size, annual revenue, age
of the business, and specific industry would ctwite to the greater understanding of how to
achieve commercial success.

Organization of the Study

This phenomenological narrative study is preseimde chapters. Chapter 1 provides an
explanation of the need for such a study, the aamce of the study, and the key terms. The first
chapter also presents the research questions,iggions, limitations, and assumptions of the
study; the value of studying successful women enéreeurs in Utah; and the theoretical

framework. In Chapter 2, the researcher providev@w of the literature related to: (a) how
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liberal feminist theory might influence the envimantal factors relative to successful entrepreneurs
in Utah; (b) how women entrepreneurs employ vaajgporoaches to launch a business; (c) the
technigues women use to build their businessesgsiaisn them over five years; (d) the obstacles and
challenges women have overcome to sustain thesrges; and (e) successful strategies for
women entrepreneurs to start, grow, and sustainlibsinesses. Chapter 3 presents the
methodology employed for this phenomenological gtu@hapter 4 provides profiles based on the
personal stories of successful women entrepreneitisthe objective of introducing the subjects
and their unique paths to sustained entreprenesucess. Finally, Chapter 5 presents a discussion

of the results of the study, conclusions, and renendations for future study.
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Chapter 2: Review of theLiterature

This chapter presents the literature on the stibfavomen entrepreneurs with respect to
starting, growing, and sustaining a new small bessn The focus of this study was to better
understand the personal stories of women entrepreniee., how they started their business and the
strategies they employed to overcome the challeaggsciated with maintaining a successful
business enterprise for at least five years.

Research on women entrepreneurs first appearedi7id dut did not gain momentum until
the late 1980s. The literature has evolved ingamdvith the significant growth of women business
owners in the United States. This study is paldityl focused on current trends in research that
reflect the much evolved, mature environment fomea entrepreneurs. In the broader literature,
the worldwide phenomenon of large numbers of womlkea launch their own business dominates
the research. Yet, the scope of the literaturgeveor this study remains within the context oSU.
women entrepreneurs and the factors germane to memavigating the American business
environment.

The literature review begins with a presentatiotheftheoretical lens. This narrative study
of Salt Lake City women entrepreneurs was viewethfa socio-political liberal feminist
theoretical perspective. Next, this literatureieavoutlined the history of research on female
entrepreneurs over the past 37 years. Accorditiggyliterature review aligns with the research
guestion identified in Chapter 1 regarding themeshe motivations and characteristics that
successful women exhibit to launch a businesdesature on common obstacles women business
owners face, and research on the strategies wosgetosustain an enterprise for a period of more
than five years. Briefly, this chapter presentsrigsearch that addresses an important concern in

the literature, i.e., are there really differenbesveen men and women entrepreneurs? Finally, the
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common theme in recent research calls for a mamatnse, less cross-sectional, and less
guantitative approach to better understanding tbvations and eventual success of women-led
businesses in the United States.
Theoretical Framework
Liberal feminist theory is grounded in politicalcasocial theories examining equality,
entitlement, and individual rights; it postulatbattsociety can be reformed to maximize individual
autonomy and gendered equality of opportunity (Mamgd2013). Jagger and Rothenberg (1984)
noted that 18th-century proto-feminist Mary Wollstgaraft stated, “Rationality, not physical sex,
was the proper basis for individual rights” (p. 68his early basis of feminism claims that a
woman'’s capacity to reason was equal to that of amehthat “any inferiority on the part of women
could be attributed to unequal opportunities foredeping their full intellectual capacity” (p. 69).
Contemporary feminist theories expound on the pserthat the nonphysical differences
between women and men are the consequences afdastoequalities in education, opportunities,
and access to resources. This historical legasyhd a lasting effect on women-owned businesses
(Carter & Williams, 2003). Further, according tcaAtlam (2013):
Deprivation, disadvantage or difference experiertmediomen in relation to men is due to
overt discrimination or structural barriers thadtret access to essential resources such as
education, work experience, social networks, oding; this is referred to as the “equality
of opportunity perspective.” (p. 35)
To remedy this disparity, liberal feminist theasiskemanded that legal discrimination and
systematic bias in society should be eradicatdtlatovomen business owners can maximize their

successful enterprises (Fischer, Reuber, & Dyk8319
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Liberal feminist theory and social feminist theaing the most frequently used feminist
perspectives in entrepreneurial research (Ahl, 20&bcialist feminist theory is differentiated rino
liberal feminist theory in that socialist feminteeory argues that men and women are
fundamentally different. These differences arerédsailt of early socialization processes embedded
in society, in which men and women are taught chffi¢ skills and values (McAdam, 2013). When
applied to women’s entrepreneurship, “Social festitheory claims that such underperformance is
due to inherent differences between men and womeary and ongoing socialization” (McAdam,
2013, p. 36). McAdam further stated that socidéstinist theory is based on the concept that
women are not inferior to men but simply have slalhd traits that differ from men; these skills are
equally as effective and can be viewed as compleangn

The works of Brush (1992), Fisher et al. (1928) Hurley (1991) commenced the first
application of liberal feminist theory to betterdemstand the rising numbers of women who started
businesses in the late 1980s and early 1990s.rdlifeaminist theory has been used to evaluate
socially embedded sex-based discrimination intustins as the defining difference between the
experiences of female and male entrepreneurs @igthal., 1993). Feminist theory is uniquely
well suited to view the economic activity of wom&ho engage in entrepreneurship; feminist
theory has been employed as the framework to explod better understand the field of female
entrepreneurship, as it is the sociological perspethat analyzes relations of gender and social
class (Ahl, 2006; Greer & Greene, 2003). Spedlficéhe goal of liberal feminist theory has been
to identify and eliminate the legal and institubobstacles in society such that women can enjoy
the full participation of all aspects of society amequal basis with men (Greer & Greene, 2003).

Possibly, women’s socialization, sex-discriminatiand systematic bias could explain issues of
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underperformance, slower growth, and managemeleissty women-owned enterprises (Greer &
Greene, 2003).

Research consistent with liberal feminist theanmgyues that women have limited access to
both human and financial resources, making thememuoinerable to failure than firms started by
men (Carter & Williams, 2003). A key element irtrepreneurial research reports is the idea that
small businesses’ resources in the initial staptugse are the critical determinants in their evantu
commercial success (Carter & Williams, 2003). #atrtsp, entrepreneurs bring with them their own
human capital as well as their ability to accessueces in their environment, including financial
capital, a talented team, supplies, and a custbas®. For new small businesses, both human
capital and financial resources are the criticaiportant sources of a firm’s capabilities, intdrna
capacity, ability to perform, and overall survivdf. women-owned firms have fewer financial
resources and less human capital, then they aigeditb pursue adaptive strategies to compensate
for these deficiencies at startup (McAdam, 2013heral feminist theory is helpful in examining
the role that those initial resources, the managesteategy, and gender issues play in predicting
revenues, profit, and firm growth (Greer & Gree?@03).

Liberal feminist theory addresses the researchdasehe assumption that discriminatory
practices have denied women access to the cniéealirces necessary to establish and run new
firms. The type, size, and scope of women-owneain@sses are shaped by institutional barriers
that contribute to their limitations, specificalgglucation, work experience, networking
opportunities, and access to capital (Carter & Mfills, 2003). The lack of education in scientific
and technology areas make women less likely to t&annologically sophisticated businesses, yet
these firms have been shown to generate the maofsispand growth trajectories (Greer & Greene,

2003).
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Prior work experience shapes women entreprendtwsn though occupational segregation
has decreased in recent years, women are still hikefg to work in retail and service industries.
Additionally, there is occupational vertical segaggn “where men and women are concentrated in
an occupation, but men occupy high positions dfistand power” (Marlow & McAdam, 2010, p.
204), thus contributing to constrain women’s maniajexperience. Correspondingly, women
have less experience in running an entire busitesghis type of experience is critically importan
to leverage when starting a new business (MarloMadam, 2010). Several studies imply that
effective management strategies maintain a satsfaalignment between opportunities and risks
inherent in the firm’s external environment; thipe¢ of management skill is often acquired by
entrepreneurs in prior work experience (Bruni, Ghdi; & Poggio, 2004).

In summary, liberal feminist theory implies thlae tdiscrepancy in the economic success of
women-owned firms can be tied to social and instihal constructs, resulting in a woman'’s having
a variety of fewer resources to start a firm (Ljgren & Alsos, 2007). Feminist research implies
that women business owners have less access totopities, limited access to capital, fewer
professional networks, diminished social capitdslwork experience, and differing educational
backgrounds with respect to the impact that thesmes have on the success of their enterprises
(McAdam, 2013). There is a linkage between geaddrthe success of the firm. Thus, to
overcome these structural forces, liberal femithsbry is used to examine the strategies women
use to compensate for discrimination or systematasdarriers as they launch and grow their
businesses and overcome barriers to achieve su@e®ruin et al., 2006).

Historical Background
Eleanor Brantley Schwartz, one of the first wort@earn a doctorate in business in the

1960s, published her seminal research on womespgtreurs in 1976. In her original essay, she
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explored the attitudes and characteristics of fereatrepreneurs and the motivations to become
self-employed (Schwartz, 1976). Women entreprenesre scarce in 1976; during the 1970s,
women-owned businesses represented fewer than &&obusinesses (U.S. Census Bureau,
1977).

Following Schwartz’s research, the first longihal study of 468 women entrepreneurs
described the average U.S. woman entrepreneur stslikely to be a college graduate, be married
with children, and have a supportive, professidnedband (Hisrich & Brush, 1984). In a 1987
follow-up study of the same 468 women, most ofdh#epreneurs were experiencing moderate
success with revenue growth rates of less tharhaffesf that of male-owned firms (Hisrich &
Brush, 1987). Table 1 presents the condition ahew entrepreneurs in the 1980s. Hisrich and
Brush’s (1987) study set the tone for future reseso identify the issues in female

entrepreneurship.
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Table 1

1984 and 1987 Longitudinal Study of Women Entreguen

Issue or Obstacle Impact on the Business
Nature of the business; trends toward servicRestricts businesses to remaining small, with
oriented industries low growth rates and low revenues
Restricted access to finance and credit Retardsigtenomentum, limits future

growth

Lack of training and experience in financial Challenges in financial management, financial
planning and business strategies, and accounting knowledge
Lack of female entrepreneur role models Few neta/éok women to access

Lack of degrees in business; most degrees ar&@cks competitive advantage without this
in the liberal arts component of human capital

Reluctance to seek advice from experts andDisadvantage to women business owners;
colleagues need for formal networks

Following this longitudinal work, researchers rasged to the growing numbers of women
who were starting businesses, and the researchdideémale entrepreneurship emerged and grew
in the late 1980s (Carter, Anderson, & Shaw, 20%49.the studies of women business owners
emerged, critics countered the fact that the comtheme in most research was the underlying
assumption that entrepreneurship is fundamentattale activity (Brush, 1992). Birley (1988)
noted that research implied that entrepreneurshgm iintrinsically male endeavor, recommending
that more research was needed to explore theisiiahtind cultural environments of women
business owners, specifically, attitudes, manabexigerience, and educational backgrounds that
foster entry into business ownership.

Greene, Hart, Gatewood, Brush, and Carter (286i&)owledged that the increased
attention to female entrepreneurship was welcoroegher, fewer than 30% of peer-reviewed
small business journals contained at least onel@dbout women entrepreneurs. The

overwhelming majority of research focused on indiiNl aspects of women, centering on human
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capital topics: education, business experienc#,sgts, and psychological motivations. In a 2003
analysis of 300 articles on female entreprenebeskey topics, in order of frequency, were:
1. Gender: feminist theory and sex roles
2. Female entrepreneur’s personal attributes
a. Human capital: Educational background and professiexperience
b. Social and personal demographics, such as ageaihsdatus, and children
3. Awoman’s motivations to start a business and kpirations and goals
4. Founding strategies: strategic style and assenfldgyomanagement teams
5. Availability of financial resources at initial stap: equity financing or debt
6. The investment process: timing and structure
7. Two kinds of networks: family networks and sociatworks
8. Factors that inhibit success: specific obstacldsanriers. (Greene et al., 2003)

In a parallel evaluation of the status of researtivomen business ownership, Carter et al.
(2001) found no shortage of research on the toBimilarly, these authors, when analyzing over 40
peer-reviewed articles for content, discovered sleblarly journals relegated only a small fraction
of their issues to female entrepreneurship. Ttenirof the study was to identify female
entrepreneurship themes, call for a cumulativeiecatibn of research, and build explanatory
theories on women'’s business ownership (Cartdr,2@01). The researcher identified the
motivations for startups, including the desirejy satisfaction, independence, and personal
achievement. Again, the major problems that wolmesiness owners faced at startup were under-
capitalization for their new businesses and a tdaducation or training in business skills (Carter

et al., 2001).
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Conversely, in 1999, entrepreneurship scholacsimented that, as the numbers of women
entrepreneurs grew, the research did not keep gacg;the Diana International Project was formed
(Brush, Carter, Gatewood, Greene, & Hart, 200&)e ihembers of the Diana International Project
studied women entrepreneurs, observing that, giywer@mmen-led enterprises were much smaller
than those run by men, whether the measurementavasues, number of employees, or growth
over time. The team of the six-year project souglanswer the question, “Why do women-owned
businesses remain smaller than those of their omaleterparts?” (Brush et al., 2006).

A primary objective of the Diana Project was tomxae both the supply and the demand for
capital for women-owned businesses. Familiar tlseeemeerged, including that women-led firms
struggled for growth and sustainability due to tedi capital. Interestingly, the Diana Project gtud
uncovered, through a comprehensive evaluation f4anding practices, no overt discrimination
in loan approvals for women applicants (Marlow, 200The research recognized that U.S. women
seldom acquired adequate funds to aggressively gnaweach the stated goals of the
entrepreneurs; the authors questioned why womefaeireg such capital hurdles (Brush et al.,
2006).

The research framework from the Diana Project nedlithe factors that influence the
success of a female entrepreneur as (a) the ingiki¢b) the business concept, (c) the resources of
the firm, and (d) the available capital resourecesfinstitutions. Importantly, the framework
placed a greater emphasis on the need to contBxsitalate each woman'’s circumstances, family,
and other institutional factors (Brush et al., 2006

Minniti (2009) acknowledged that the first 20 y®2af research on women entrepreneurs
significantly raised awareness in the academic conitynand with the general public as to the

importance of women'’s participation in entrepreséys; however, there were large differences
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between male and female business owners. Thekedence to suggest that there is a wide variety
of reasons that contribute to the differences inegmeneurial behavior across genders. The primary
differences that affect entrepreneurial succedsdiecsocioeconomic characteristics, such as
education, personal wealth, family dynamics, andrpvork experience (Minniti, 2009).

Alternately, evidence exists that, after adjusfimgfactors such as the size of the business,
the geographic region, or the choice of businesmgevomen-led businesses are not significantly
different than male-owned businesses (Kepler & $ha2007). Recent literature has trended toward
moving away from gendered differences rather tlt@ertuating the factors that propel women’s
entrepreneurship forward (De Bruin et al., 200Vhere is a refocused attention from earlier studies
that effectively compared women'’s ventures to tiahen, to large-scale studies’ emphasizing a
more sociological approach using “insightful, qtalve analysis of entrepreneurial principals and
processes used by both men and women” (Carter 8oMaR007, p. 27).

In summary, empirical research on women'’s entregueship clusters in categories: (a)
financing and access to capital, (b) networks awibs capital, (c) growth and performance, (d)
entrepreneurial orientation, (e) self-efficacy gaiceptions, and (f) intentions and motivations (De
Bruin et al., 2007). These six categories arewenglas researchers call for contemporary new
directions and fresh perspectives on women entneprs, especially as the numbers of women
entrepreneurs continue to grow. Recent studiesdnibiat what has been learned from empirical
studies is that there are differences in termsackfrounds, resources, motivations, and intentions
of women, yet contemporary researchers now enceunagstigators to recognize contextual
differences in the lives and environments of worttebetter understand the entrepreneurial process

(De Bruin et al., 2006).
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Brush, De Bruin, and Welter (2009) rejected theamthat women entrepreneurs should be
measured against male entrepreneurs, as it onbepetes the notion that women are less capable
entrepreneurs. Contemporary researchers havesadiiiat new research directions on female
business owners are needed, in particular, moweygrd defining thgender gap$Ahl, 2006;
Hughes, Jennings, Brush, Carter, & Welter, 2012).

Ahl’'s (2004) provocative essay questioned the easjghon quantitative metric tools to
measure growth and performance of women compareeto Ahl argued that research on
women’s entrepreneurship, despite intentions tactmrary, continues the idea that women are
secondary to men, and women’s businesses areid@sfscant or, at best, complementary (Ahl,
2006). Hughes et al. (2012) agree with Ahl’s (20€@htention that unproductive discursive
practices employed in the last 15 years of resegiifelatively endorse women'’s subordination
(Hughes et al., 2012). Ahl cautioned that theasd®is unproductive, as it looks for the differesc
between male and female entrepreneurs. Moreasarchers who focus on gender as an
individual characteristic fundamentally proposet thamen have shortcomings (Ahl, 2004).

Contemporary researchers’ studing entrepreneursdjgrt the notion of filling out a
guestionnaire with Likert-like scales that meadwebhavioral intentions of entrepreneurs. It does not
produce conclusive results. Research is focusaliffamences rather than similarities; this leaals t
reinforcing the idea that women are different froran and are less suited for entrepreneurship
(Ahl, 2006; Brush, 2011; Brush et al., 2009). @omporary research is moving toward more
gualitative approaches.

Small business researchers call for a more nuameeerstanding of female business
owners, one that illuminates how growth intentishgt and develop through the biographies of

entrepreneurial women (De Bruin et al., 2007). kget al. (2012) specifically called for studies
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on whether the work-family experiences of femalsibeiss owners change course or revise growth
expectancies as their life circumstances evolvger2003) noted that family dynamics have been
the missing variable in the study of organizaticara entrepreneurial management, especially
considering that the majority of small firms chaesize themselves damily firms

Recent literature advocates for research to capiciner, more complex aspects of female
entrepreneurship, specifically stating that farpilgys a significant role in entrepreneurship,
especially as women develop “a more holistic, sgiséic approach to family and work” as work-
family dynamics shape women'’s entrepreneurship I&tioh & Powell, 2012, p. 527). Further,
new research is focusing on specific areas of f@lccess for women, such as the proliferation of
highly successful women-owned businesses in Silitaliey (Coleman & Robb, 2012; Piscione,
2013). Fortunately, technology-driven, women-owhadinesses are challenging the status quo of
lending biases; Coleman and Robb predicted thahéial institutions will actively seek to offer
more loans to women-owned firms, ushering in ahtegfuture for overcoming the hurdle of
access to capital.
Motivations and Characteristics of Women Entrepreneurs

Starting a new business is a “complex mix of c@msts and opportunities, external
influences and aspirations,” replete with oppottyrfiexibility and capitalization of management
skills, conflicted with the search for independeraagtonomy, self-fulfillment, and greater income
(Bruni et al., 2004, p. 260). Orhan (2005) ideeatiffactors that push women into small business
ownership, including dissatisfaction with current@oyment, inflexibility of an employer,
work/life issues, and insufficient income. Compiely, there are many more factors that pull, or
lure, women to start or purchase a business. biigthe list is the attractiveness of business

ownership. The list goes on to include the chdaagqaursue a promising business concept,
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independence, self-achievement, satisfying a stiratiegnal entrepreneurial drive, or a combination
of social status and social mission (Orhan, 2005).

Entrepreneurship is a means for women to simutiaslg blend a professional career with
family considerations; research suggests thatatten a necessity rather than a choice (Orhan,
2005). Studies on the patterns of women’s motivetito start a business are closely aligned with
what researchers refer to as the intersection @saeproductive lifestyle and entrepreneurial
interests, specifically, the sequence of “childtesss, child-bearing, child rearing, the empty,nest
and extended motherhood” (Bruni et al., 2009, [2) 2@ ork-life balance issues for women figure
prominently in the motivations and the ability tagage in small business ventures as compared to
their male counterparts (Carter & Marlow, 2007).

The myriad reasons that women desire to starheer@ise of their own have many
common denominators; the desire for flexibilityegter job satisfaction, and overall quality of life
have been key in the entrepreneurial decisionsnveder, owning a business is not necessarily the
answer to flexibility, finding work-life balancend juggling family responsibilities. Often, women
chose to strike out on their own due to dissatigfacvith corporate life, frustration with the laok
advancement, and gender discrimination. The laedeancement or recognition also can drive
women to launch a small business of their own (@r2805).

Terjesen (2005) asserted that women have beanggitrporate positions to pursue
entrepreneurial opportunities for many reasonsalmgtthe desire for more flexibility, a better
work-life balance, the attraction of being one’srooss, and greater financial independence. The
research supports a long list of reasons for a woimatart a business:

1. Dissatisfaction with current position

2. Lack of flexibility in working environment
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3. Requirement for more household income

4. Desire for a more flexible schedule to accommoéately life/obligations

5. Future potential of a business concept and valdlegtandividual

6. Desire for employment independence and self-foifght

7. Deeply held entrepreneurial drive

8. Desire to control one’s future or financial destiny

9. Large corporations’ hostility toward women, thesgi@eiling effect, and the woman’s desire

to exit these corporations. (Greene et al., 2AQb8an, 2005)

Researchers caution, however, that the studi¢éseomotivations as to why women start
businesses are limited mostly by quantitative umsnts and questionnaires. Brush et al. (2009)
and Orhan (2005) suggested that a qualitative agpre/ould go beyond clichés to uncover the
more discrete motivational variables in startinguainess (Brush, De Bruin, & Welter, 2009;
Orhan, 2005). Regardless of a woman’s motivatistasting a new enterprise is a financially
tenuous endeavor, risking financial resources g@mbunities in the pursuit of personal
entrepreneurial success. In addition to motivatioasearch also has identified certain
characteristics that predispose women to beconeessitl entrepreneurs.

Much of the research on the unique, identifyingrabgeristics of successful entrepreneurs
centers on several theoretical frameworks in tblel fof psychology. Three frameworks are the
most frequently cited in the literature that daserihe traits of entrepreneurs. First, Albert
Bandura’s (1977) theories of self-efficacy, humastiwation, and accomplishment are frequently
cited as underlying constructs. Bandura introdubedermself-efficacyin 1977 and stated that the
termoutcome expectandy defined as a person’s estimate that a giveawehwill lead to certain

outcomes. Further, afficacy expectatiors the conviction that one can successfully exedu
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steps to produce a desired outcome. A personiggpaignd, contextual factors, and experiences
exert influences on self-efficacy; Bandura defisetf-efficacy as the fundamental beliefs in one’s
capabilities to organize and execute courses afractquired to produce given attainments.

Bandura’s (1977) research and theories may havkcatipns for understanding and
predicting the actions of entrepreneurs. He sttitadself-efficacy is the foundation of human
motivation and accomplishments. This theory iulsa exploring the perceptions of women
entrepreneurs as to their beliefs in what actiedghem to their success. Moreover, according to
Vengrouskie (2010), “Task specific self-efficacpdis to higher performance standards, greater
effectiveness, and the pursuit of goals and oljesti(p. 181).

A second theory, rooted in self-efficacy, is therenoarrow theory of entrepreneurial self-
efficacy. This is expressed as the core belietshisiness owner’s personal ability to execute
entrepreneurial actions, based on an assessmaranagerial skills and technical abilities (Chen et
al., 1998). Chen et al. suggested that entreprexiaelf-efficacy has significant positive
implications as to whether a nascent business owaoeld be innovative, take risks, and exhibit
financial restraint. These findings on entrepreiaself-efficacy may have implications as to the
success or failure of women entrepreneurs as well.

Finally, Gatewood (1993) conceptualized an engepurial expectancy theory that suggests
that entrepreneurs enter the risky arena of neergmnses based on an effort-performance-outcome
model. This model states that small business cswogerate under a model of creating a new
business by expending specific activities and a@asritpat will result in the expected outcome of a
financially viable enterprise (Gatewood, 1993)mHarly, this theory is applied to entrepreneurs:

Nascent entrepreneurs expand effort because thieydéheir efforts will result in success. This
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expectancy theory is bounded by notions of sellizaton, intrinsic motivation, economic status,
financial success, and autonomy (Manolova, Bruskd&lman, 2008).

Manolova et al. (2008) explored expectancy theapplied it to women entrepreneurs, and
combined entrepreneurial expectancy with a key etgnmentrepreneurial intensity. This translates
to the amount of effort, hours, resources, andaddidin that an entrepreneur is willing to commit to
see her venture through to success. Yet, theyoreaat that women have different socialization
experiences; therefore, they may not possess therfid expectations in relation to financial
success and career aspirations, and subsequentlgohtully attain their entrepreneurial potential
(Manolova et al., 2008).

The three theoretical models, self-efficacy, gueaeurial self-efficacy, and entrepreneurial
expectancy, converge in similar traits or charasties necessary for entrepreneurs to successfully
launch their business, overcome obstacles, andtamaiseveral years of sustained success. Further
studies observe that female small business owgersd high on measurements of venture efficacy,
opportunity recognition skills, career expectatiohsvealth, and economic management.
Correspondingly, women who score high in these nreasents report greater success (measured in
sales volumes) in their business (Anna, Chandéersen, & Mero, 1999). Yet, critics challenge the
relevance of this work. Research that profilespychological characteristics of women business
owners is limited in application; critics suggdsttwhat is truly important is the process of
“creating and growing wealth through small businessership” and that it “is the universal
concern” (Carter & Marlow, 2007, p. 27).

De Bruin et al. (2007) called for contemporaryitsgn entrepreneurial research in their
2007 study The authors reported that research had moved awaydescriptive characteristics of

women business owners. Reflecting maturation ®tréisearch, literature topics have moved into
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success-oriented studies, i.e., types of finansirgjegies, the creation of networks, overall
performance of the firm, growth and growth straésgand research on issues of success. De Bruin
et al. contended that descriptive profiles of woraetrepreneurs did little to contribute to
understanding women entrepreneurs. Similarly,aresebuilt on old data sets did not reflect the
changing realities of female small business ownprshactors important to women entrepreneurs
include financing, networking, social capital, agrdwth-performance strategies (De Bruin et al.,
2007). The topics that de Bruin et al. recogniagedmportant contemporary issues are also the most
significant obstacles that women entrepreneursdadbey launch and grow their enterprises.
Common Challenges and Obstacles for Women Entrepreneurs

Studies have shown that, on average, female eatreprs are challenged by a lack of
financial capital, deficits in human/social capigeater family responsibilities, and location in
competitive industries and contribute to the gapnrall business success (Losocco & Bird, 2012).
Losocco and Bird responded to this disparity bygaezing that owners live in a gendered society
that:

Constructs women and men as different and this élxptains dynamics of the gender gap in

small business success. The gendered dynamicsrkfamd family differently constrains

and enables decisions that women feel they can-+ntks then perpetuates inequalities

between women and men engaged in all kinds of en@nactivity. (p. 185)
Further, Dyer (2003) explained that the familyhie tissing variable in organizational research and
noted that the values, goals, and expectationamilies greatly influence decisions of women
business owners regarding finances, location obtlsness, and day-to-day operations.

Losocco and Bird (2012) stated that the genderimgamall business success can be

explained by both (a) gendered constraints in labarkets in which people work before they
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become owners, and (b) the decisions that owneke mhen starting a business to achieve more

work-life balance. In addition to these two coastts, following are the 14 obstacles most often

cited in the research that are faced by women grneurs (Losocco & Bird, 2012):

1.

2.

8.

9.

Access to capital at startup
Limited experience in business management

Limited relationships with financial institutions

. Ability to secure loan guarantees, external finag@ptions

Professional networking opportunities
Human capital and social capital

Limited scalability of a home-based business
Need for business mentors

Training in small business management

10.Number of hours able to put into business

11.Lack of support from family members

12.Lack of outside sales experience

13. Ability to grow the business

14.Work family balance and family commitments.

Since the earliest research on women businessrewsas conducted, the most pervasive

obstacle is finding the capital resources to stditm and, subsequently, accessing additional

resources to grow and sustain the business (C&tary, Lam, & Wilson, 2007). Collective

research indicates that, while women were demarfdiagcial resources, there was a “mismatch

between women, their ventures, and sources of growading” (De Bruin et al., 2006, p. 587).
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Women-owned businesses are more apt to be located home; however, research
consistently shows that home-based businesseesasuccessful than are other businesses. These
small businesses may have lower revenues, as haseetbusiness owners report working fewer
hours to run their business (Losocco & Bird, 2012¥ditionally, home-based employment and
small business ownership have been cited in theanasdthe perfect mechanism for achieving
greater personal balance between supporting oagigyf, financial goals, and meeting career
aspirations; yet, studies conclude that home-bbasthesses were less lucrative and owners were
more likely to cut back on work hours due to fanahftigations (Ljunggren & Alsos, 2007).
Conversely, many of the factors that women citehadlenges and obstacles to their success can be
overcome and transformed into factors t@ttributeto their success. In short, obstacles become
opportunities.

Strategies for Sustained Success for Women Entrepreneurs

Data on successful businesses reveal common t@iusers work long hours, and
successful businesses tend to employ more pedgse firms are unlikely to be home-based. The
owners of growth-oriented businesses repeatedlky stestegies to identify a greater competitive
edge. Small business owners in nonprofessionaices; such as personal services, are successful;
however, they have smaller sales and profit mar@nsni et al., 2004). Importantly, an owner’s
socially progressive attitudes toward women'’s rolaising children, and gender norms have been
highly correlated with financial success. Additdly, data correlated that women business owners
with progressive gender-role attitudes have moeesyef professional experience before striking
out on their own, contributing to their overall sass (Marlow, 2007). Similarly, several studies
have shown that women who have had outside sapegierce transfer that important skill to their

own enterprises (Eddleston & Powell, 2012).
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The business sector or industry also is a faatemall business success. Brush et al. (2010)
acknowledged that women-led firms cluster in retgjl catering, food service, restaurants, and
personal care services. Admittedly, these seai@€haracterized by low financial barriers that
ease entry; unfortunately, these sectors alsottehdve intense competition, which limits growth
potential (Carter et al., 2001). Minniti (2009 t&td that women-led firms in consumer-oriented
businesses demonstrate a strong sector growtht@dtefechnology firms, localized in established
high-tech regions, such as Boston and Silicon Yatlemonstrate significant strides in female-
owned, successful ventures (Coleman & Robb, 20iE2jdhe, 2013). Women-owned firms in the
technology sector are common ventures in thesemegattracting the attention of institutional
lenders as well as venture capitalists, signaliegugr parity for women (Piscione, 2013).

The termfirm resourcegjoes beyond access to capital. The collective fe@sources are
critical to small business success and can incdoed&l capital, a network of contacts, non-
economic knowledge, reputation, and the firm’s téAma et al., 1999). Resources can include
access to technology, physical assets, and pleatitm as well as the structure of the new venture
(Hisrich, 2002). Financial resources take manyfar Often, new ventures tap the personal savings
of the entrepreneur as well as available persassdta of the family as a source of equity financing
(Brush et al., 2010).

Research highlights other tangible and intangiisleets that successful business owners
access to maximize their success. For exampleessful women owners modify their strategies
over time, seeking a competitive edge (Manoloval.e008). When available, women have
benefited from tapping into both female professiorworks and mixed-gender networks to gain

insights and collaborative assistance from otheirt@ass owners. Repeatedly, women acknowledge
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that a critical factor in their success was theioipexperience in their business sector or inguists
well as broader experience in firm management arahtes (Brush et al., 2010).

In summary, strategies for success mirror manhefobstacles. Women entrepreneurs
credit overcoming obstacles, such access to capitditurn disadvantages into advantages.
However, there are recent studies that contrabt tvé perceptions that women entrepreneurs are
not very different from men.

Do Women and Men Entrepreneurs Really Face Different Obstacles?

In two contemporary studies, researchers questidreegender gap. Kepler and Shane
(2007), in their data-driven study for the SBA, lbdraged the assumption that male and female
entrepreneurs are very different. Their skepticgose from research that showed that the
performance of women-owned firms fell behind thobeen; they posited that most studies
suffered fromsurvivor bias They found that, when specific factors are caled for, gender does
not play a significant role in small business perfance. Nonetheless, the researchers observed
key differences between men and women with regpatiffering expectations/ definitions of
success, opportunity identification, reasons fartstg a business, fundamental motivations, and the
type of business (Kepler & Shane, 2007). Theydhstame fundamental variances: (a) men had
more extensive business backgrounds; (b) theyudetith larger, more ambitions expectations; and
(c) they had a propensity toward technology intembiusinesses with scalability and greater profit
potential.

Kepler and Shane (2007) further noted that, widiecational backgrounds of men and
women were similar, growth potential of their biesises were dissimilar (i.e., women trended
toward low-risk or low-return enterprises with categable competition). The researchers

specifically controlled for the size of the ventaired the number of hours the owner worked. In
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summary, this study demonstrated that gender didffiect the success of a new venture when
specific factors were controlled for (Kepler & Skea2007).

In a study of 549 entrepreneurs in tech-baseasfin 2009, successful women and men
were found to be similar in almost every measurdrt@ohoon, Wadhwa, & Mitchell, 2010). In
this Kauffman Foundation-funded study, most menwathen had equivalent educational levels
and possessed an early interest in entrepreneuystipoth genders claimed access to funding to be
a major challenge for growth. Women, however,ccggor industry experience as critical to their
success; correspondingly, their professional ndtsvand encouragement from peers were
instrumental in sustained success. While workBd&ances have factored significantly in earlier
studies about women'’s participation in entreprest@iprand underperformance (Brush et al., 2009),
this study found no significant differences in segsful entrepreneurs’ marital status, family life,
children, age, or life circumstances.

However, the exodus of women from corporate jolestdudack of advancement, salary
gains, and glass-ceiling issues (Terjesen, 2008 dwe reflected in the motivations of not working
for someone else and the desire to create weatthd@h et al., 2010). In contrast to other
contemporary research, family and social factodsndit make the top five motivating factors that
women cite as why they began their own businesdash include:

1. The desire to build wealth
2. The desire to capitalize on an original idea thag breated

3. The appeal of ownership of a business

N

. A'long-held wish to start/own their own firm

5. The wish to not work for someone else. (Cohoon.e2@10)
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In summary, the research on the obstacles that wdaoe, as well as the strategies women
employ to grow and sustain their businesses, hfagifted common issues across the literature.
Recently, entrepreneurial researchers acknowldugaded for new directions and new
methodologies to capture the stories of succegsiaien. This study aims to follow this call for
new research using a phenomenological, qualitaipypgoach. To better understand the challenges
and successes experienced by women entreprendhes $alt Lake City area, the researcher will
use a phenomenological, narrative approach to expthe lived experiences of the women in this
celebrated region of the United States, notedt$onumber-one ranking as the best state and city to
start a new enterprise (Kauffman Foundation, 2012).

Call for a Regional, Narrative Approach to Research Female Entrepreneurs

Hughes et al. (2012) called for new directionsmtrepreneurial research on women:
Importantly, there is a need for a highly contekaesl approach to better understand the lives of
women business owners. There is a need for nesamesto capture the rich, complex aspects of
female entrepreneurship, specifically, how familgys a significant role in entrepreneurship
(Hughes et al., 2012). Contemporary scholars sigbe need to understand the effects of regional
influences on women entrepreneurs, as social, raliltand tangible factors, such as small business
development centers, mentors, and entreprenendabators, play large roles in the success of new
ventures (Mayer, Hackler, & McFarland, 2007).

McAdam (2013) provided insights into female entezy@urship in North America, defining
the composite contribution of women to businessagimp in the past decade. McAdam defined
female entrepreneurs as a heterogeneous groufiextray ethnicity, region, culture, and
socioeconomic backgrounds who can be viewed thrtlugllenses of several theoretical

frameworks and research designs. Entrepreneesahbrch has predominantly used cross-sectional
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survey techniques, which do not provide firsthazahdid reflections of the entrepreneurial lives of
women (Foss, 2010). Haynes (2010) observed thatatove methods favor research instruments
that reflect bias toward masculine priorities, feicig research on collecting data on activities that
men value or at which men excel. Entrepreneues¢arch methods concentrate upon themes of
risk taking, growth strategies/rates, opporturdigntification, market visibility, and economic
returns (McAdam, 2013).

Foss (2010) stated that feminist perspectives bat@ayed their role as approaches to the
study of gender and entrepreneurial activity; theent status of research is limited with respect t
gendered implications. Methodologically, the catrstatus of research on entrepreneurial lives
demonstrates that most of the knowledge is gainexaigh cross-sectional surveys (Foss, 2010).
Further, Bruni et al. (2009) stated that, althouglypically, the majority of studies on
entrepreneurship, due to the methods chosen, ddedlow for first-hand, real and authentic
experiences,” they do not genuinely acknowledgegotrepective of the entrepreneur (p. 47).
Entrepreneurs may reveal their thoughts, their e&pee, and reflections only if the relationship
between the researcher and the researched is syicah@toss, 2010).

Steyaert, Hjorth, and Gartner (2011) recommenbatimore studies be conducted, using
discourse and narrative methodologies to hearaiee\and, thus, the true stories of engaged, active
entrepreneurs. There are practical implicatiorthér recommendations:

1. Theoretically, the discourse is limited by thel of an explicit ‘gendered’ perspective.
2. The analysis of the texts reveals an impliciperist feminist approach, resulting in
networks and entrepreneurship as well as gendeneimebrks being portrayed in a very

special and limited way.
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3. Originality/value: The findings of the discursigpproach to research texts on gender and
entrepreneurial networks, is that the discourgienised with regard to both theory and
method.
4. The field needs to be challenged by other dis@py procedures regulating what counts as
knowledge. (p. 5)
Steyaert et al. advocated for research that engasathat the entrepreneurial narrative first prtamo
entrepreneurship as practice by emphasizing indbpee, perseverance, and the value of success,
especially in the face of adversity.
Summary

This chapter presented the history of researclv@nen entrepreneurs as it pertains to how
and why women start a small business. In particthss literature review was focused on the
obstacles that women face, how they overcome ttieséenges, and how they sustain their
enterprises over time. The growth of women enéegurs in the United States has been dramatic
during the past 20 years as women left paid empéoyrio seek financial and personal achievement
in their own enterprises. Nowhere is small busmasre encouraged than in the State of Utah, in
particular, Salt Lake City. This literature reviegcognized the demand for narrative approaches to
understanding women’s entrepreneurship, espeaiathyn the context of a specific geographic

region, and within the complex environment of crdfuesources, and economic development.
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Chapter 3: Methodology

This chapter presents the qualitative researchadetogy that was employed in the study.
It begins with the statement of the problem, fokalby the purpose, research questions, and
research methodology and rationale. It includdseszription of the setting, target population,
selection of participants, sampling plan, and datkection and management procedures. The
chapter concludes with a presentation of the mosality of the researcher.

Statement of the Problem

Entrepreneurs are an important component of the ét@omy, creating new jobs,
harnessing innovation, and contributing to the afgflobal competitiveness of the economy.
Policies at both the state and federal levels erageuand nurture the development of new
businesses, as economic development is dependém gnccess of small businesses. Yet, the path
to successful business ownership is steep, assn@dt businesses fail within the first few years.
Undeterred by the challenge, the lure of smallitess ownership remains powerful, particularly for
women.

For the past 20 years, women in the United Stades been starting businesses at a faster
rate than have men (MacNeil, 2012). Aligning wile national trend, Utah women take out more
business licenses than do men, and women reprddelite53% of the new business registrations
in Utah in 2011 (Holbrook, 2012). Additionally glstate of Utah ranks as one of the top three
states in the United States for new business stadss recognized for offering the most amicable
climate for startups (Kauffman Foundation, 2012herefore, a need exists to investigate the
entrepreneurial experiences of Utah women who haeepted the challenge of small business

ownership and successfully started and grew tméarprise and sustained it for at least five years.
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These successful women entrepreneurs might praggieing entrepreneurs with practical
knowledge, pragmatic tools, and guidance on thegin po small business success.
Statement of the Purpose
The purpose of this qualitative study was to ex@kmd describe the approaches and
strategies that successful Utah women entrepreawesused to start and grow their business and
sustain it for more than five years. This studspahvestigated the challenges and obstacles that
these female entrepreneurs experienced in stagiogjing, and sustaining their business and how
they overcame the obstacles. The researcher heedtérviews of nine women entrepreneurs to
explore their lived experiences and personal storie
Resear ch Questions
1. How did female entrepreneurs start and then bbad business to remain successful for
five years or more? What was the outcome that teesepreneurial women sought when
starting their business?
2. What challenges or obstacles, if any, did femateepneneurs encounter as they started and
grew their business, and how did they overcome them
3. What strategies did these female entrepreneursogmpistart, grow, and sustain their
business, and how might their strategies help éuvomen entrepreneurs in Utah be more
successful?
Resear ch M ethodology and Rationale
This study utilized a qualitative approach andarmmenological methodology. The
researcher conducted at least nine face-to-faadgmth, semi-structured interviews with women
entrepreneurs in the Salt Lake City area. Thetouesin the interview were leading or open ended

in nature to elicit a candid, authentic recollectad the lived experience of the successful woman
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business owner. The purpose for selecting a @tigkt approach to this study was to obtain in-
depth perspectives on the personal experiencasgoéssful women entrepreneurs.

The use of qualitative research allowed the rebeato make knowledge claims based on
multiple perspectives and meanings of individugdeziences, with the intent of developing a
pattern or advocacy from participatory perspecti@eswell, 2013). Further, Creswell defined the
phenomenological approach as a “focus on describivag all the participants have in common”
and to reduce individual experiences to the “urgakessence” of the phenomenon (p. 76). The
purpose of this study was to develop a composergsion of the entrepreneurial experience from
all of the individual participants (Borg, 1971; Gveell, 2013).

This study was well suited to employ a phenomagiohl methodology. Husserl (1980)
suggested that researchers could approximate gegierce of individuals through intuiting and
rigorous examination of the subjects, their livegeriences, their behaviors or actions.
Researchers can gain subjective experience insgenaal realities and insights into a person’s
motivations and actions by using a phenomenologiesign. According to Lunenburg and Irby
(2008), “Researchers can clarify specifics andgaae the phenomena through the eyes of the
participants with deep rich descriptions of thergmaena, gathered through inductive, qualitative
interviews” (p. 90). Phenomenology is really mab®ut describing the experiences than
explaining them.

The researcher employed the semi-structured iet@riechnique. In semi-structured
interviewing, a guide is used, with questions anpdds that must be covered (Kvale & Brinkmann,
2009). With this semi-structured technique, themwviewer has some discretion over the order in
which questions are asked, but the questions anelatdized, and probes may be provided to ensure

that the researcher covers the correct materiar@l& Bradley, 2009).
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This kind of interview collects detailed informatia a style that is somewhat
conversational and is often used when researchshstavdelve deeply into a topic and to
understand thoroughly the answers provided. The-s&uctured interview technique allows the
researcher to probe deeply, using open-ended quegt obtain more complete data (Borg, 1971).
Borg stated that the semi-structured interview les “the desirable combination of objectivity
and depth and often permits gathering valuable tthatiacould not be successfully obtained” using
other techniques (p. 214).

Figure 1 illustrates how the semi-structured witawx style, with probes was employed. The

table provides an example of an open-ended queatidriollow-up probe questions.

Amount of Control Exercised Determines Place oarinew Continuum

Control
&b @6 >
> N &
& S N
& &8 &
S N &

Type of Interview

Example Question: Could you describe the fadiwat led you to start your business?
PROBE: Were there any influential individuals whd you to start?
PROBE: How long did it take you to actually stgwtir new business?
PROBE: Did you have any training or educatiostnt your business?

Figure L Amount of control exercised in unstructured, setructured and structured interview
guestions. Adapted from “Data correlation meth@esni-structured interviews and focus groups,”
by M. Harrell and M. Bradley, p.207. Copyright 2009 Rand Corporation.
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The example question in Figure 1 indicates anahitpen-ended question on starting a small
business as well as probes that the researchetasedure that complete and consistent
information was received across different intengew
Setting

This study was focused on women entrepreneuftgigiteater metropolitan Salt Lake City,
Utah, area. The State of Utah and the city of ISalte City have both been recognized by the
Kauffman Foundation for Entrepreneurial ResearcHive consecutive years as the number-one
most welcoming climate for entrepreneurs in thetéthStates (Kauffman Foundation, 2012). In
this welcoming entrepreneurial ecosystem, womereatering the small business arena with
increasing frequency; 53% of new business licems2612 were awarded to women in Utah
(Holbrook, 2012). The researcher sought to exploegoersonal entrepreneurial experiences of at
least nine women who started their small businesstge notably welcoming small business
climate of the greater Salt Lake City area.
Target Population

The target population for this study was womenrmss owners in the greater Salt Lake
City region who met the criteria of launching, giog; and sustaining a business. They were the
founders who started their business and remaingaritysowners in their enterprise. The criteria
for inclusion in the study were:

1. The business was launched and remained successtuhiinimum of five continuous years
of profitable operations.
2. The target population included a representatiesszsection of industries, including

service, hospitality, construction, manufacturiaggd professional services (Appendix A).
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3. The women entrepreneurs included in the study r@zed an opportunity to start a business
and independently started the business (as oppodrg/ing a franchise or an existing
business, or taking over her family business).

4. This study focused on firms started and owned bmam This does not mean that the firm
is simply “51% majority woman-owned,” or is a “aéidd woman-owned business.” (SBA,
n.d)

5. The purpose of this study was to explore how wostarted their own businesses from
scratch; they recognized an opportunity, took thle to start it, and explored an innovative
approach for a new business.

The non-profit policy and research organizationméaable (2013) quantified
entrepreneurial activity in the United States ieitt2013 State of Women-Owned Businesses
Report. The state of Utah was recognized in 20t 8&ving 72,800 women-owned firms. The
target population of this study was the 72,800 woioewned firms in Utah that meet the study
criteria of sustained, year-over-year profitabjlgples growth, and the fact that the owner started
the firm herself. This study was limited to wonparticipants who (a) started businesses in the
greater Salt Lake City area, (b) were the princgvahers of the business from inception, (c)
produced increased sales and profits consistemtlg minimum of five years, and (d) remained
actively and principally involved in the enterprisiethe time of the interview (see Appendix B).
Selection of Participants

The researcher sought to identify the broad, itrgitsgratified representative sample of
successful women entrepreneurs in the greatel8kdt City area. Therefore, the researcher
capitalized on the network of the small businessebgpment community to select the participants

for this study, which was considered purposeful@arg (Creswell, 2005). A primary objective of
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this study was to explore the similarities andet#hces in the lived experiences of a broad
spectrum of entrepreneurial participants, as tihayed the challenges, obstacles, and strategies tha
propelled their success.

The researcher intentionally selected participantsinterview sites that were information
rich. Specifically, the participants were succebafomen entrepreneurs whose cases dramatically
illustrated and enlightened the factors attributetheir success. The researcher examined multiple
instances of the process of launching a successfalprise. Due to the sampling needs of this
study, the researcher employed a relational andti@ral sampling model (Denzin & Lincoln,
2000). This model was chosen to maximize the figaif differences at the dimensional level
(Strauss & Corbin, 1990).

Sampling Plan

The researcher identified the sample pool of spatyicipants through the following
organizations: Salt Lake SCORE, the SBA Utah Offibe Small Business Development Center
Regional Office, the Salt Lake Chamber of Commettoe Small Business Center at Zion’s Bank,
the National Association of Women Business Owneaxis{Sake Chapter, and the Utah Micro
Enterprise Loan Fund. The researcher identifiedritial pool of participants from these
organizations that advocate and promote women-ownethesses.

The potential participants were contacted by ebaitrmail in a recruitment letter
(Appendix C) with the initial inquiry for possibfgarticipation; where interested, the business
owners were contacted directly by phone to detezmihether the owner (a) met the criteria of the
study, (b) was willing to participate in the stuayd (c) was interested in sharing her candid
reflections of her entrepreneurial story. Theiahipool of possible participants included a spattr

of industries or business sectors, as well asersity of ages of the women, length of time in
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business, and a broad demographic of socioecormmii@thnic backgrounds. A stratified sample
of study participants could produce richer, moreegalizable data for the study (Blaikie, 2010).

Approximately 17 to 22 potential participants weoatacted by email to determine their
interest in participating in the study, as weltlas eligibility of the woman-owned business for the
study. The criteria for participation include sedported data, including that the woman began the
business herself, the business had been in suatepsfations at least five years, the business had
been growing and sustaining in a profitable trajggtand the business continued to be majority
owned and operated by the woman.

The potential participants were informed thatdhéa collected in the interview would be
anonymous. Interview information would be consaédieprivate and treated with confidentiality.
Participants were informed that their real namesld/aot be used and that a pseudonym was
employed. The name of their business and anyifgigrg information was obscured with
pseudonyms and non-specific generalities. Datateelsave been reported in aggregate. While
every attempt was made to ensure confidentiakigders familiar with local businesses might
recognize the nature of the business and detaoigtabe owner and could identify the owner. The
potential risks were communicated to the participan

The candidates who agreed to participate in tin@ysivere provided with an informed
consent form (Appendix D), with the option to stbp interview and withdraw from the study at
any time. They also were offered a copy of thadcaipt of their interview. The participants were
informed that the study may quote them verbatimpayaphrase their responses. It could be possible
for a reader to surmise the identity of a partinigghrough her candid responses.

Participants were asked whether they would agredldwing the interview to be recorded

with an audiotape to facilitate transcription awodiog. The participant was informed that the
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audiotapes would be in the exclusive possessidimeofesearcher and would be destroyed upon
publication of the dissertation. Denzin and Limc000) encouraged the use of audiotapes, as
researchers cannot rely on recollections, speacdence, and patterns. Transcripts allow
researchers to study the taped conversation asag/édicus on the actual details of the interviews.
Human Subject Considerations

The Institutional Review Board (IRB) at Pepperdiuhaversity reviewed the study proposal
and approved it. The purpose of a university’s IRB protect the human subjects in the study.
This study was expected to have minimal risk top@icipants as well as to Pepperdine’s
Graduate School of Education and Psychology. Ti& Department of Health and Human
Resources (2009) defined minimal risk as “the pbdlig and magnitude of harm or discomfort
anticipated in the research are not greater inohAtilemselves than those ordinarily encountered in
daily life or during the performance of routine gioal or psychological examinations or tests”
(Part 46, Section 46.102). As noted in Appendixhig,researcher completed the online training for
human subject research.

Prior to the interviews, the researcher contattiedsubjects via electronic mail to determine
their interests and suitability for the study. eiMiew information was considered private and was
treated with confidentiality. The researcher badgethat there was nothing in this study that could
have been construed as deceptive or misleadin¢a fizan the study were reported in aggregate,
and coding was used for identifying informatiorheThuman subjects who participated in this study
were not named in any fashion, and each particyyastassigned a pseudonym. It was anticipated
that there would be no psychological, physicalalegocial, or economic risks to the subjects.
Confidentiality was assured in electronic emaild any written correspondence, and all

participants were formally reassured, prior toititerview, that confidentiality was maintained. In
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the findings, the socio-demographics of the womentiggpants were reported collectively (see
Appendix F for the participants’ demographic quast).

There may have been some physical discomforhfostibjects in having to sit from 60 to
90 minutes during the interview. Legally, there@ro risks to subjects because all interviews
were both confidential and voluntary. No persorahes, names of companies, or personal
information about the subjects were included indtuely. This minimized the risk to the researcher
and to Pepperdine University.

Readers of this study might be able to identiywWomen business owners by the nature of
their business or industry sector that is inclugtetthe study. Participant’s unique stories, indual
challenges, or specific obstacles also may leadiersao identify the subjects. Recognized, high-
profile women business owners in the Salt Lake &iga have been profiled in the news media, and
their success stories may be well known. Whilendwmes of the women were not included in the
dissertation, a reader could surmise the namdsegbarticipants.

Participants did not receive remuneration foripgration. As a benefit to the larger
community of men and women entrepreneurs, thegiaetit interviews may help guide aspiring
entrepreneurs to start a successful venture af dhen.

I nstrumentation: Interview

An interview instrument was utilized to explore thxperiences, insights, strategies, and
recommendations of this purposeful sample of wosrdrepreneurs. The interview consisted of a
brief script that explained the study, followedthyee sections of interview questions. The sadipte
interview protocol and sequence of questions isaoad in Appendix G. The three sections of
guestions included:

Section 1: The startup of a new business.
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1. What were the circumstances that led you to begum yew business?

2. What were the key factors that motivated you tat staur own business?

3. What were the significant challenges that you faodtie startup of your business?

4. What unique issues did you face in this particildustry?

5. How did your personal background or experiencaigrice the startup?

6. How long did it take you to gather the resources @evelop the plan before you actually
started the business?

7. Did you find that, as a woman, you encounteredumigsues during the startup phase?

8. What were your expected outcomes?
Section 2: Growing and sustaining.

1. After your business was launched, at what pointitdaggin to grow?

2. What were the factors or influences that were umséntal in the growth phase?

3. What were some of the obstacles or challenges/thataced as your business began to
grow?

4. Can you detail some experiences that you havedramhntinue to have, with respect to
growing and sustaining your firm at the currentarayes?

5. As your business grew, were you faced with anylehges unique to women?

Section 3: Strategies employed for long-term sugces
1. Your business has been successful for several;y&ars/ou share some insights on how

you have managed to maintain continued success?
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2. What are some of your key strategies that you eyepldo reach the level of success you
currently enjoy?

3. What obstacles or challenges have you faced, awddidbyou overcome them?

4. What recommendations do you have for other entngane to assist them in maintaining a
successful enterprise? Any suggestions for wontememter into entrepreneurship?

5. What were the things that you did “right”? What giou do “wrong”?

6. How did your business, i.e., the product or theiser differentiate from competitors?

7. Did you have mentors, advisors, or consultants agsisted you?

Type of Interview

The interview was an in-depth, one-on-one, semietiired interview, conducted at the
current place of business owned by the participdhie place of business provided a setting and
context for the researcher. Observations regarthagature of the business, the environment,
customer interactions, employees, and the workymguohic of the enterprise allowed the researcher
to contextualize the entrepreneur in her placeusiriess. Note taking and observations were
included as part of the interview process to adutldé the researcher’s understanding of the
business and the entrepreneur herself (Appendkvidte & Brinkmann, 2009; Rubin & Rubin,
2005).

The interview was scheduled at the conveniend¢beoparticipant and was to last one hour.
Interviews were conducted individually and privatelll selected women entrepreneur
participants were interviewed in March 2014 atgblkeduled time agreed upon with the participant.
At the beginning of each interview, the participesats briefed on the nature of the study as well as
the intent of the researcher. She was reassua¢dthil interview and the information shared would

be kept confidential and was offered the optiodrap out of the study at any time.
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The security and confidentiality of the data wasntained by employing several measures.
Each interview was transcribed and stored on tbeareher’s personal computer, which was
passcode protected. Backup files of the audiord®ags and transcribed interviews were stored on
portable, electronic files in the exclusive posesssf the researcher. The audio files and the
transcribed files did not contain any identifyimjdarmation on the participants. Each participant
was assigned a pseudonym, which was used for tieview file, coding, and note taking. A
separate document on the passcode-protected canoptite researcher identified the pseudonym.

Each interview was recorded with two recordingides to ensure recording fidelity and
protect against errors (Kvale & Brinkmann, 200%he recordings were used for later transcription
and coding of the data (Richards, 2005). For tipas@cipants who were unable to meet the
scheduled live interview time, an alternative Skyptual interview was employed.

If necessary, there was an option for a secomuhiigw to occur with the participants to
follow up on themes that may have emerged fronattadysis of the qualitative interviews or if the
need for clarification arose. Small business esparggested that, during the expert review of the
interview instruments, there may be a need to asfcpants for a short follow-up, second
interview if questions arise.

Interview Instrument Content Validity

The guiding questions that supported this resestraty were reflected in the design of the
interview instrument; the questions in the intewedigned with contemporary research on female
entrepreneurship and are outlined in Appendixd.emsure the validity of the content of the
interview questions, the researcher submitted tiestipns to two Salt Lake City experts from the

entrepreneurial community. These two experts cteftethe small business economic development
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community that supports women entrepreneurs, Sadt,Lake City small business counseling
provider SCORE. The results of this expert revaee/ presented in Appendix J.

The third expert was the executive director of\We@men’s Entrepreneurial Institute at
Babson University, Dr. Susan Duffy. For twenty secutive years, Babson University has been
ranked by U.S. News and World Report as the basetsity in entrepreneurial research and small
business resource development in the world.

The researcher asked these three experts to rédweewstrument to ensure that the
guestions were valid from the perspective of (a@stion content, (b) clarity of the questions, and
(c) whether they will generate appropriate respsndée critical feedback from the two local
experts in the Salt Lake City entrepreneurial comitytand from Babson University has been
incorporated into the interview instrument, allogitme researcher to improve, clarify and/or
rewrite the questions to maximize the efficacyra interviews, thus providing richer, clearer data
to support this research (Creswell, 2005).

Pilot Interview

The semi-structured interview was intended toe@dgr an authentic, candid reflection of
the lived experience of each participant. The tjoes were broad and open ended, encouraging
each subject to share her story of success. Beameher asked each participant the same list of
intereview questions, focusing the questions tdezesn the key factors that each entrepreneur
attributed to her success.

The original 14 questions in the questionnaire weseed, reviewed, and piloted with an
expert in the small business counseling commusfgcifically, a colleague at the Salt Lake
Chamber of Commerce Women'’s Business Resource ICefite questions were tested for content,

clarity, and effectiveness through a mock intervigacess. Through the pilot interview, several
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improvements and clarifications were added to tiverview instrument, raising the total number of
questions to 20. Concurrently, expert reviewer&usan Duffy confirmed the recommendations by
the Salt Lake City Chamber of Commerce center thrdo focus and reword several questions to
ensure the capturing of the essence of the unigakkeages that a woman faces in the Salt Lake
City business and social environment. The pilegnview is detailed in Appendix K.

Data Collection and Data M anagement Procedures

This study employed two methods of gathering datg,in-person interviews and note
taking during the interview, including the reseach impressions at the business site. The
interviews and note taking occurred simultaneoasiye place of the business of the participating
woman entrepreneur.

The impressions of the researcher regarding theepdf business, the setting, and the nature
of the business were captured with handwrittensibéfore, during, and immediately after the
interview (Appendix H). Rubin and Rubin (2005) gagted that researchers reread their notes
immediately after the interview and then transcthem to improve clarity and determine the
necessity for a follow-up interview.

The analysis of the data was conducted simultastgouith the data collection, data
interpretation, and note taking. Creswell (200%)ed researchers to engage in qualitative analysis
simultaneously in the following four ways:

1. Collect information from participants from in-person-depth interviews.
2. Sort the information into categories.
3. Format the information into a picture or a narrativ

4. Summarize the data in qualitative text. (p.154)
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The recorded interviews were transcribed by tkearscher shortly after the interview was
completed; the transcribed interview was then codgaldana (2009) defined coding in qualitative
inquiry as “a word or a short phrase that symbtliassigns a summative, salient, essence-
capturing or evocative attribute for language batsd” (p. 3). Coding of the data was an iterative
process. The first cycle of coding identified weahd phrases that were placed into categories,
which were further funneled into themes and corgept

The second cycle of coding identified patterns émerged. Patterns were characterized as:
(a) similarity: participants described their expeages in a similar way; (b) difference: particigant
described their experiences in different waysfr@juency: particular issues, events, circumstances
happened frequently (or infrequently); (d) sequepegticipants described similar a sequence of
events; (e) correspondence: events or activitigshtppened that were related to each other, and (f
causation: one event/issue appears to have causffiécted another (Saldana, 2009).

Postionality of the Resear cher

Borg (1970) cautioned researchers to be awaradbtaknowledge that they bring their own
biases, background, and experiences to the sulmpéetr study. The researcher had a personal
interest in three specific areas with respectitgtudy. First, the researcher had been an
entrepreneur, starting, growing, and successfellyng a small science education business, i.e.,
geology, paleontology, and earth science educéiten Drawing on this personal experience with
launching a business, the researcher was emplgyacbmmunity college as the director of the
Women'’s Business and Entrepreneurial Instituteyiding resources and counseling to emerging
and existing small business owners. Finally, #searcher is currently involved in economic
development initiatives in Salt Lake City and papates in the entrepreneurial ecosystem of the

community.
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The motivation of the researcher to study womerepreneurs stemmed from the perceived
need for nascent and future women to understanstthtegies of women in a similar regional
environment who overcame obstacles and challengéth this data, the researcher hoped to share

with this same community the knowledge that wasegifrom this study.
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Chapter 4: Results

This chapter presents the findings of the reseaftte chapter begins with a restatement of
the study purpose, research questions, and destmeludes a synopsis of the nine women
entrepreneurs’ personal reflections of their lieagherience of successful entrepreneurship. The
chapter concludes with the findings for each ofrésearch questions.

Statement of the Purpose

The purpose of this qualitative study was to ex@kmd describe the approaches and
strategies that successful Utah women entrepretawesused to start and grow their business and
sustain it for more than five years. The researalsd investigated the challenges and obstacles
these female entrepreneurs faced and how theyawerthese obstacles.

The researcher explored the lived experiences arsbpal stories of nine purposefully
selected women who created business enterprisethtived in this uniquely entrepreneurially
oriented state. The profiles of the nine partioigadeveloped by the researcher present the unique
experiences of the women as they progressed thibwgstarting of their small business through
their long-term success.

Resear ch Questions
1. How did female entrepreneurs start and then bbad business to remain successful for
five years or more? What was the outcome thatetkasrepreneurial women sought when
starting their business?
2. What challenges or obstacles, if any, did femateepneneurs encounter as they started and

grew their business, and how did they overcome them
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3. What strategies did these female entrepreneursognplistart, grow, and sustain their
business, and how might their strategies help éutvomen entrepreneurs in Utah be more
successful?

Resear ch Design

This study utilized a qualitative approach and mmeenological methodology. The
researcher conducted one-on-one personal interwigthhnine women business owners. The
interviews included 17 open-ended questions; eateiniew was tape recorded, transcribed, and
coded.

The purpose for selecting a qualitative approack iwanake a personal and professional
connection with women entrepreneurs. The reseahd®wbeen a member of the Salt Lake City
entrepreneurial ecosystem, supporting and mentaspging and existing business owners.
Additionally, the researcher started, grew, anasssfully sold a small business. This personal
background and clear understanding of the chalenfjemall business ownership has allowed the
researcher to make an authentic, empathetic caonesith each of the nine participants.

The participants were selected from a list of ptiéémvomen, obtained from organizations
that advocate women-owned businesses; 11 womentfrefist were contacted by email. The
researcher relied on professional introductionsfueell-respected colleagues, such as the Chamber
of Commerce Women'’s Business Resource Directorfottmeer mayor of Salt Lake City, and
LinkedIn referrals, to expedite the process. Tespective participants agreed immediately,
although one was not able to fit an interview inés schedule, and one potential participant never
responded to introductions and emails. OveraB, diverse pool of participants enthusiastically

responded to inquiries to share their unique, iddial experiences, with the expectation that they
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would assist current and future business owneasaad the pitfalls they experienced and contribute
to the body of knowledge on how to run a succegsisiness.
Background and Demographic Questions

Study participants were initially asked a serie$2demographic questions for the purpose
of obtaining information regarding their educatibbackground, age, managerial experience,
industry experience, nature of the business, @iufity, and ownership (Appendix D). Table 2
presents a matrix of the participants’ demographid industry data as well as the stratification of
the nine unique industries represented in the stddys table shows whether the educational
background of each participant was relevant orunséntal in the success of their businesses.
Additionally, Table 2 lists the ages of the womeuamber of years in business, and the age at which

they began their enterprise.
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Table 2

Demographic and Industry Information of Participant

Question Andrea Beth Catherine  Diane Elizabeth Felecia Gale Hannah Irene

Yrs. in 15 6 10 8 23 11 19 35 7

Business

Profitable No Yes Yes No Yes No No No No

Every Yr.

Sole Owner Yes No Yes Yes Yes Yes Yes Yes No

Current Yes Yes Yes Yes Yes Yes Yes Yes Yes

CEO

Age 52 40 54 40 63 50 53 59 47

Age at Start 37 34 44 32 40 39 27 24 40

of Business

Level of BS Some BS Certin BS PhD High BS Art/ MD MPH

Education Mar- College Business Cosme-  Nutrition Psycho-  School Comm Physician
keting tology logy

Education Yes No Yes Yes No No No Yes Yes

Specific to

Business

Background Yes No Yes Yes No No Yes Yes Yes

Specific to

Company

Yrs. of 10 0 16 13 0 0 9 0 10

Experience

in this

Industry

Managerial 7 3 7 0 15 5 9 2 5

Experience

Industry Mar- Online  Industrial Hair Restaurant African Health Photo- Industrial
keting Retail Waste Salon & Wedding Importer care/IT graphy Med

Clinic

Profiles of Participants

The profiles of the nine participants are candietskes of the conversations that the
researcher had with each woman. Each participastasked the same 17 questions; however, the
guestions were purposely open ended in an effali¢a a candid, lived history of their unique

story of entrepreneurship.

Participant A (Pseudonym: Andrea)
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Andrea willingly responded to the researcher'suesg to participate in this study of women
entrepreneurs in Salt Lake City. For almost 15geandrea has built her full-service marketing
firm. From humble beginnings as a marketing caastilwith one customer, she grew to 20
employees and $4 million in annual revenues. Aadpent her early career at Wells Fargo Bank in
Southern California as a marketing manager for nknotions. Battling a grueling 160-mile
daily commute, she had a senior-level positionearthied a six-figure salary. While employed at
the bank, she was raising her two small childrénhe corporate environment was “not very
supportive to mothers and family issues”; couptimg with the lack of flexibility and a three-hour
commute, Andrea left her attractive salary andkstigtions to create a company on her own terms
that allowed for flexibility and family.

The bank asked her to remain on as a consultasbfanonths, allowing her a base income
to start her marketing consulting firm. She statéd first | was just doing marketing projects for
companies out of my house,” with no startup cos@ny hurdles to speak of. Accordingly, Andrea
could pick her hours, select her clients, and gfanerating a modest income.

Andrea cited her 13 years of corporate marketkpgeeence, a bachelor’s degree in
marketing, and her increasing levels of responsdslat Wells Fargo Bank that prepared her for
business ownership. When her business began B $88 “didn’t really think of it as much of a
business; growth was slow, and | only had a feenti.” She did not borrow money for her
startup, write a business plan, or marshal ressutaunch her marketing agency. In the early
years, she did not have an expected outcome dther‘to do something that would replace a
portion of my bank salary and really do somethiifgcent than the grueling schedule at the bank.
| really didn’t pay that much attention to how muakias making; | didn’t even use QuickBooks.”

By 2003, she reached a million in revenue with tedistaff and a small number of clients.
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Andrea further explained, “In 2007, a light bullent off, and | had this epiphany. My one
graphic designer was completed overloaded, we had af projects in the pipeline, and | needed to
change the way | was running my business.” It atahis crucial time that she began to install a
more formal business infrastructure and hired neoeative design staff in addition to an accountant
and project manager.

In 2007, when the business was growing, Andreachtitat she really didn’t actively market
the services; most new clients came via word ofttno&she acknowledged that she did not
experience typical issues that challenge high-gndwisinesses. For instance, she “was not trying
to get more clients.” Even during the 2007-20X2ssion, her revenues and profits were growing,
which was inverse to the rest of the business comtsynuHowever, 2012 was a difficult year due to
the slowdown of business. The bank called dudimeof credit, demanding that the loan be paid
in a lump sum. For the first time ever, she coitldrake payroll and was forced to secure a bridge
loan from a family member to cover the short-teamleflow issue.

The challenges that Andrea faced in 2012 madeVauate her cash-flow situation. In her
very high-volume business (28,000 projects in #% five years), her accounting staff was required
to invoice virtually all projects immediately upeompletion. However, poorly trained staff failed

to execute invoicing in a timely fashion, resultinghe cash-flow issues.

Andrea noted that she was not a Utah native, didhelong to the predominant faith of the
state, and did not recall experiencing any challerig her business with respect to being a woman

throughout her years in business. She noted #ratthategies for success were:
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1. Get into a professional network of peers. Shareest and get help from other business
owners who have similar issues. (Entrepreneur (h@s a strong chapter in Salt Lake
City.)

2. Don’t assume that what happened yesterday will Gappmorrow. Stay on top of projects
and always ensure that customers are very pledSesimplary customer service and
customer satisfaction are the hallmarks of her.fi@Quick, one-day turnaround of projects
has made customers return again and again.

3. Know the financial numbers thoroughly. One nea&et her eye off the financials.

4. Get a mentor. Number one, a mentor is needed.

5. Don't be afraid to admit having problems or thaphaight be needed.

Andrea noted that the single biggest challendeetasuccess and growth was in finding the
right personnel for the right position. This ind&d moving fast enough to dismiss non-performers
and knowing the right time to hire new talent. “8¥hdid ‘wrong’ was not managing my talent
effectively, causing costly mistakes with seriomshcial implications.” Having the right people in
the right jobs has allowed her to grow and allowezlbusiness to run in her absence. She stated,
“It has taken all these years to create this teadnhave all the right people in place.” After 15
years, Andrea’s business now runs smoothly. Itlardirm wished to purchase her company, it is

poised and ready to sell.

Participant B (Pseudonym: Beth)
In 2006, Beth had just given birth to her third@ha girl. Her two older children were

boys; it had been six years since her last balime searched the Internet for all the latest baby
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products that she needed, as well as baby adwteyds very disappointed in the online
marketplace for baby goods. She explained, “| et retailer to ‘spoon-feed’ me a selection of
the latest and greatest baby products: the begtdiaper bag, best shoes. | wanted a retaileoto d
all the product vetting.” She had a full-time jabd three kids, and, as an early adopter of
technology, she fully expected to find all her balegds online. However, the online commerce, or
e-commerce, platform was in its infancy.

Moreover Beth explained that, eight years ago, the Intarteilers focused primarily on
men, product descriptions were poor or sparse gshwere low quality, and the merchandising was
non-existent, but there was a need for busy new srtorget what they needed online. “l assumed
there was already an online retailer of the belyIproducts; | was sure it already existed. It
didn’t.” Beth stated that it was her own persariedumstances that led her to start her business.

A second, but equally compelling, motivating fadtm start her own business was the lack
of a family-friendly work environment at her fullvte job. As a mother of three, Beth had always
worked full-time, and, throughout her maternityMeavith her baby daughter, she dreaded the day
she would have to return to work. When she retlitoeher position as a senior manager at a large
television and radio broadcasting firm, the envin@mt was rigid and uncompromising. The
expectation for 10—13-hour days was incompatiblé wer needs for a flexible workplace. “When
| pulled out of the driveway one morning, | feltryesad as | headed to work, leaving my newborn.
| wanted to spend more time at home with my chiidreBeth recalled thinking that morning, “I am
perfectly capable of finding some kind of work thaan do from home, make good money, and
spend more time with my family.”

These two circumstances converged to be the mmtivand inspiration for an all-new

online retailer of baby products. To start thisvrenterprise, Beth admitted that the first hurdésw
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where she was going to get the money for it. Usieigown personal financial resources, without
investors, partners, or a bank loan, Beth launtteeanline retail business.

A confessed workaholic, Beth explained that hggest startup challenge was to know
when to stop working, shut down the computer, agatlrhome. “How can you ever know when it
is time to stop working? There is always so muctd in the startup phase, so many tasks, and all
of it falls on the owner.”

How did she differentiate? Beth'’s online ret## svas completely unique; nothing like it
existed for baby products. Itis a “deal site"ttbHers only two products for sale each day, an& a
a.m. and one at 8 p.m. The price is a “steal,’sthipping is immediate, and the customer care is
paramount. Beth needed to educate her custonarthth“steal” was good for only 12 hours,
which prompted customers to check in every dayis Tihique online retail merchandizing model
produced an astonishing 87% customer repeat bigsmesic. Similarly, she needed to educate her
vendors that she was doing “concentrated mediasijlasarketing her products to targeted niche
communities for intense, short periods. TodayhBetknowledges that her company is often the
biggest volume retailer for most of her vendors.

Beth’s unique personal background was instrumeathér starting this online retail firm.
Married young, Beth'’s first entrepreneurial expece was running a daycare in her home. On the
weekends, she searched garage and estate salatufsle items; in turn, she resold her finds to
collectors and consignment stores. When eBay apgneoors, she had had years of experience in
buying and selling, and, immediately, she was dreBay’s first Power Sellers. Her extraordinary
ability to write compelling ad copy, create visd@plays, and photograph and market collectibles
resulted in a substantial income. Beth put heblnd through undergraduate school and medical

school without incurring any student loan debt.
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For over 13 years, Beth worked at a large loddibrand television network, selling
advertising. Not surprisingly, she was the finsector of the media company’s highly successful
website, online marketplace, and online advertipimmgram. The combination of her online selling
expertise and corporate management experiencehgavtbe confidence and business acumen to
launch her “deals and steals” company.

When the idea to start an online retail businesmgated, it took Beth 18 months to gather
the resources to launch. She continued to wotkifoé at the media firm while having a newborn
baby and two older kids at home. For a year amalfashe moonlighted every night, getting the
foundation of her business established. Howeveth Bid not experience any particular hurdles
with respect to being a woman business owner. ndted that the Discovery Channel recently
requested to do a story on her unique, highly sssfaebusiness. “The Discovery Channel
producer refused to believe | was the founder aB@he assumed | was someone’s administrative
assistant. Subsequently, he was very apologetiearbarrassed for assuming it had to be a man
that started the firm.”

From the beginning, Beth's expected outcome wasltar novel retail concept would be
very successful and that she would make a very gomime. She was so certain of her success
that she purchased 300 domain names with any catndinof the words “deals and steals.”
Importantly, Beth also expected that business osimemwould provide her with the flexibility she
needed to raise her family.

The showroom and warehouse for Beth'’s businessctghe highly family-friendly culture
she has embodied in her firm. In six years, hepleyees have taken 38 maternity leaves, and the
researcher noted that four pregnant women wereingii the office area. Most of her customer

service reps are able to flex their time to work@tne or in the office. The offices are repletéhwi
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baby swings, playpens, baby bassinettes, and ¢toyhéd children whose mothers occasionally bring
them to work. Beth noted that most of her emplsyae recruited from the roll of existing
customers. Her successful strategy for hirin@ isetruit high-volume customers because they
make the best merchandisers, customer care reppbugers.

Beth noted that her winning strategies are: (&gnbuy anything you really cannot afford;
(b) avoid borrowing; (c) hire when you can affoodhire the best; (d) develop a growth plan, and
roll out new sites to keep customers; (e) it isalbut who you surround yourself with (she now has
a business partner); (f) your business can be saftdenly if you create the right culture; (g)dnir
only people who are not only competent but passgoabout what you do; (h) treat your customers
as you want to be treated; (i) empower custometicceemployees to solve problems and keep
customers very happy; customers come back if yathidpand (j) execute your brand every day, no
exceptions, no questions. It is the only way t&t&in your business.

In 2011, Beth was nominated for the Ernst and golntrepreneur of the Year. This kind
of public exposure to the business community redulh many bankers and venture capitalists’
approaching her. She stated, “Not a week goebdiyl lon’t get a call from a venture capitalibt.
listen. | always learn something new.” Beth nateat she could have sold her business to
investors a few years ago and “made millions,”then the spirit of her “deal business” would be
lost; she would be forced to make not two dealaya dut 20 or 50. Other deal sites are on the
Internet, with annual revenues over $300 milliom, thhey have yet to show profits. Beth preferred
to keep her business manageable, growing slowlywandprofitably, without the infusion of
venture capital. Her modulated, measured growsimioaetheless garnered the attention of venture
capitalists, investors and other successful ergreqrs. Unsolicited, investors have been intrigued

with her success and have volunteered their exygeatid mentoring.
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Participant C (Pseudonym: Catherine)

Of the nine study participants, Catherine wasothilg entrepreneur with whom the
researcher was personally acquainted, having mettla Ernst and Young Winning Women
entrepreneurial symposium. In fact, it was Catiess dynamic presentation on how she started,
grew, and sustained her industrial waste transpontausiness that was the inspiration for this
dissertation.

Catherine arrived early and was exceptionally areg for the interview, providing the
researcher with materials she had created for pratsens on entrepreneurship. Catherine was
featured in Utah Business Magazine as an exemplanyan entrepreneur. Over the course of 10
years, she was the Small Business Administratia’i BBisiness Owner of the Year and recognized
nationally as a Department of Energy Best Smallrfigss Owner.

As the interview opened, Catherine discussed themal that she had sent to the researcher
on the correlation of high levels of business sasder women athletes who competed at a college
or professional level in sports. She noted thalason University and Ernst and Young researcher
reported that 96% of women athletes credited swgcess in business to their success in athletic
endeavors. Catherine was a competitive athletertee life, stating, “I know how to win.”

Catherine spent 16 years working in the nucleargoglant industry and the waste disposal
industry. She holds a Bachelor’s degree in busiaes spent seven years as an executive in the
industrial waste management and transportationsinglu In 2003, the federal government was
investing in the cleanup of Superfund toxic sitébe Department of Defense, the Department of
Energy, and several state governments were seekimegnediate contaminated sites. Catherine
recognized this rich opportunity to strike out @ar bwn and started bidding on waste transportation

contracts. It was a highly specialized market #het knew intimately. “There was this niche
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opportunity; the funding was going to escalatewHould | make my own business? | know this
business; | could do it better. | could make af.”

Catherine saw this escalation in government cleapending as her opportunity: “l am a
risk taker. As a woman athlete, | loved to compédtienew | could compete in this industry. | love
to win.” She felt that she could show her indusinlfleagues that a woman could enter this
marketplace (she was already an expert in the)feeld make a go of it. Catherine confided, “A big
motivator was to show the big boys that | couldyptao.” She compared this to growing up
outside Boston, playing sports as a kid—and alwapsing. She earned a varsity letter in three
sports each year during all four years in high sthin college, she competed at a Division One
university.

Before Catherine began her business, she asdessexisting industry network and used it
to springboard her new business. Realistically ribk was low, but, if this was not a success, she
could go back to work for one of the large contwest The biggest hurdle at startup was the ability
to be taken seriously as a technically competemipetitor. This she took as a personal challenge:
She would absolutely be taken seriously.

The second hurdle was capital, as her businedsed@bruptly. She mentioned to a large
customer that she was leaving the firm and strikingon her own. This waste transportation
customer asked, “Can you get me waste contain¢he &ite right away? | will give you the
contract.” Catherine arranged for 50 containetsg@ent to the site immediately, and she was in
business. No business plan, no scheduled laurdehfirst customer gave her a $600,000 contract.

Catherine took the contract to the bank, but #ngklwas not accustomed to women who
walked in and asked for half a million dollars gostartup. The bank reluctantly loaned her half of

what she needed at a steep interest rate. AddilyjoiCatherine invested her own funds in the
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startup, and she was launched. However, heragplies and competitors were concerned. At first,
they asked her to consider working for them. Wotisey tried to discredit her and damage her
reputation. They were afraid of her entering tbmpetitive arena, but she saw this as empowering:
“l was a startup. | was a one-person companytlaeglwere trying to discredit me? They were
afraid of me! | saw this as they were giving mevpol didn’t know | had!”

A major hurdle in the government contracting indyss the exclusivity of large, well-
established prime contractors. Customarily, prametractors win all the big bids, leaving littler fo
new small business entrants. Federal procureniicgrs prefer the big prime contractors; they
rely on them, and they are ingrained in the fedeoatracting industry. Procurement officers resist
change, Catherine asserts; she stated that thélaayeand don’t want to try new vendors.”
Similarly, large prime contractors were unwillirgghare in the spoils. In 2007, the SBA required
the Environmental Protection Agency, the Departnoéiinergy and Department of Defense to
allocate a percentage of all contracts to be avdaimlemall businesses (known as “8a,” women-
owned, or disadvantaged small businesses). Thisaton change opened up contracting
opportunities for Catherine.

As a woman and a competitive athlete, Catheringe cganfortable in this highly
competitive, male-dominated industry. To maxintiee industry contacts, she attended industry
symposiums. Importantly, Catherine raised hembiisy and credibility by making presentations
and moderating panel discussions. Collectivelyh@ane made several suggestions to
entrepreneurs:

1. Find ways to become recognized in your field abriexally expert; e.qg., speaking at

symposia or chambers of commerce.

2. Build a public profile. Get out there and get naimeognition.
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3. Make critical connections in your industry and yesammunity. It is the only way to

grow.

4. Take risks. If you don't take risks, you cannotwadorward.

5. Get recognition by applying for awards and compig. Use it to promote your

business.
Participant D (Pseudonym: Diane)

Diane was waiting to be interviewed in the foyehef elegant, full-service hair salon. The
salon was a hive of activity, with customers, stglj and children in every room and hallway.
Diane explained that this salon was a dream of ‘lileas | never expected to come to reality.”
Other salons in which she worked were not welconanchildren. “l imagined a place where
stylists could bring their children to work withetim, the clients could bring their children, and it
would be a welcoming place.” While on maternitsnde, Diane’s father asked her to visit “a few
properties for sale” that might work for a sald®he was not really planning to open her own salon
at that time, but she toured the properties atdtber’s insistence. Surprisingly, she walked into
this current facility and immediately envisione@# a salon upstairs and a daycare downstairs.
Impulsively, she made an offer on the property.

Immediately, Diane, with the help of her fathegrised long and hard to write the business
plan. Her hard work paid off; the bank told heatther business plan received one of the highest
scores possible, and she was awarded an SBA Bawernment-guaranteed SBA loans are not
awarded to new startups very often; the SBA prefiefean money to proven businesses. Diane
credited her father for pushing her to start hen @alon: “Three out of the four of us kids havarthe

own businesses because of my Dad’s influence.”
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When Diane opened her salon, however, the hiain sadustry was saturated. “This was a
big problem for me at startup; there were a laabns in direct competition with me.” The
proliferation of salons also made it challengingtivact and recruit new stylists. Yet, this salon
had a unique niche, serving the family-friendlyematsts of both clientele and stylists with the on-
site child care facility. The salon differentiatiégelf from the competition, providing quality
personal care services and a convenient, welcofamlity for children.

In working “behind the chair for 13 years,” Diagained extensive experience in her
profession, yet she had no background in salon geamant, financial management, or personnel
relations. She chose the most challenging tinteeimife to start her business: taking care ofva ne
baby, working full-time at another salon, and restovg the new building to become a salon. Diane
recalls, “It was an intense six months.”

During the early years of her business, Dianeueitjue challenges, as she wanted to be a
good wife and mother to two small children and jeghe demands of making her salon successful.
Although Diane maintained a full schedule of hdigrts, she was struggling to make her salon a
financial success. “l never expected to make afloboney. | wanted a place where | could bring
my kids to work. | wanted to make the salon a@labere | loved to go to work.” Today, Diane
reflected that it feels good to come to this saeery day.

It took several years for the salon to start toagr “It was baby steps, all the way. | would
climb a huge financial hill, and then go down iatgalley. It was six years before | was in a place
where | could easily pay all my bills each monbfow | can plan for new things, for upgrades and
even a new sign.” There was a very difficult jumetjust a few years ago; Diane sat down with her
husband and father and said, “I was not sure kigasalon could continue.” (During the interview,

Diane struggled to hold back tears.) Diane evalliier options: sell the property, perhaps file
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bankruptcy? “I had put too much into this salory; family put so much into it. | was not ready to
give it up.”

It was at this point that Diane made the decistodd things differently. Each morning,
several hours before the salon opened, she workédgedoooks, website, and operations. She
recommitted herself to the business: “I had tosefa new energy and renewed perspective on how
to make it a success.” This new energy resultetdarsalon’s attracting a large number of new
stylists. Diane stated, “It was amazing. | swieaas just the mindset. It was the energy. We pu
it out there and things really changed.”

Diane felt that she now had the right salon dymrasomething she did not want to “mess
with,” though she also explained, “We are tryingvredvertising; | have a new girl running our
Facebook.” Diane admitted that a big factor todremwth has been her ability to start delegating.
She is expanding into the serving the beauty pageduastry and becoming the sponsor for the
Miss Utah Pageant. Diane believes that she hasndrsd a great group of people, and the salon is
as successful as it has ever been.

Diane stated, “Looking back, | know now that Irieed from my dad to keep my eye on the
books. | learned how to evaluate my profit and Isstements. In the beginning, | didn’t really
understand them; | recommend to new entreprenesdp a close eye on the accounting side of
the business.” Finally, Diane recommended to pnéireeurs to seek out ways to revitalize
themselves and their business and to stay on toprads and be a resource for their clients.
Participant E (Pseudonym: Elizabeth)

Elizabeth has owned the most popular restaurahteading venue in Salt Lake City for
over 20 years. Situated on 40 acres, five milea winding canyon road, an almost-condemned

property was purchased 1993 byElizabeth, who then turned it into an elegant emvinent that
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combines “nurturing, nutrition, wilderness, solaaed memories” for her customers. A former
healthcare executive with over 11,000 employedgemdivision, Elizabeth sold two houses, a few
cars, and various retirement funds to purchaseemabilitate this storied canyon estate. Elizabeth
had over 20 years of executive level strategic mgameent experience, yet the corporate
environment left her wanting something better. &feamed of creating a business that fed her
passions, creativity, and desire to create a dynanglcoming workplace. She had wondered,
“How hard can this be?”

However, huge cost overruns, unexpected asbabtdement, dishonest/duplicitous
bankers, the demands of the federal Environmemtdé&tion Agency, and the fear of “not just
failing, but failing spectacularly” forced Elizalbetio work around the clock to see her dream come
to fruition. When her general contractor explaitieat her costs increased from $550,000 to
$1,200,000, she stated, “l was physically sickvat flabbergasted.” For three long months,
Elizabeth did nothing but generate cost projectams expense estimates to create her financial
proformas. While she did not have restaurant egpee of any kind, she relied on her financial
analysis skills to drive the business forward. Wd the third year, Elizabeth made the decision to
face her fear of failure: “I made the decision éone to terms with the fear or get out of the bussne
altogether. |realized | needed to invest mones hiore help, and hire a marketing team.” It was
this third-year insight that helped her to grow besiness, and she never looked back.

Critical to the success of her restaurant and wgdeenue was hiring talent for the front of
the house as well as a marketing manager. AddilygrElizabeth posted the financial figures and
sales goals every day: “We paid scrupulous attertidhe numbers, everyone was held

accountable for their assigned tasks, and we relytperformed audits.”
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Looking back over 20 of five-star success, Elizatzimitted that success also meant that
she “needed a life,” and she couldn’t be marrieth&business. Nine or ten years ago,
strategically, she began to give up control of masgyects of the business, including the “ego part.”
By giving up this control, she regained some fremdstating, “It is our mission, our goal, to
provide a setting of memories, of solace, nurtunmpvation as well as stewardship of the
environment: 40 acres.” Being true to this misAi@mon, it became important “that not only would
we make good income for ourselves and our famiiesneeded to allow each other to take time
off.” Elizabeth generously made the decision fothe three key employees with part-ownership
each year, up to 25% of the business. She explgifibey are wonderful people; they are the heart
and soul of my business.”

Elizabeth closed the interview with some philosophperspectives on her business. She
recognized that she hired the right people anddibtat she should have done it a lot sooner. Her
exquisite restaurant serves a larger purpose indhemunity: It is also a sanctuary. lItis an
alternative to our highly technical lives; evenl gglones don’t work in her secluded canyon aerie.
Elizabeth’s advice is to be authentic, be true bowou are, and know what your value is to your
customer: “We are clear as to who we are. We dammall things to everyone. | want to offer a
product of great value. We offer heart.” Elizdbetmarked that, if she is not providing something
that her customers want, she will be out of businéser menus change seasonally, reflecting trends
and current culinary innovations. She stated, ‘&ieinstalling an edible native plant garden to
infuse our menu with indigenous plants native te tdanyon.”

While Elizabeth did not seek out advisors or mentluring her 20-year tenure, she is now a
mentor for many other women. She endowed therdatemal Women’s Forum with $100,000 for

leadership scholarships. Elizabeth encouragespmetneurs to take advantage of opportunities to
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become connected to the community and learn frdrardiusiness owners: “Capitalize on all the
small business resources out there.” Elizabeth #t&nowledged, “I didn’t capitalize on them
nearly enough.”

Participant F (Pseudonym: Felecia)

Born in Zimbabwe and educated in Europe, Feleegan her business with clear intentions:
“l wanted to make some money, yet my real missias @ do something that came from the heart.
This is how | keep doing it every day.” Her drestarted when she noticed the beautiful jewelry
that African women created and realized that, uofately, they did not have the proper market for
the goods they were creating. Felecia then camtlagith hundreds of African women artisans to
manufacture an ethnic-style line of jewelry and amed the handcrafted, wearable art for sale in
the United States. “My passion was for the wonisans. How could | make sure that they
benefited and we both could win?”

Felecia admitted that she preferred to not woidkensomeone else’s supervision and that
she likes to be in complete control. “I had tonmgown boss,” she stated. Importantly, Felecia
noted that she was determined to control her owtirdeby working very hard on her business, on
her own terms: “My biggest challenge was that | yasg into a business that | knew nothing
about.” She had to learn the business from thergtaip. Fundamentally, this business would be
characterized as a social enterprise, as it prdvadiir income to the artisans and a small ptofit
the distributor. Felecia stated, “We all needethake a profit; otherwise, it does not work. My
business is not a charity. The women must workiefitly and accurately to create consistent,
quality pieces.”

As soon as her idea germinated, Felecia met withdaisor from the Small Business

Development Center to sketch out her business mode financial projections, and create a
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marketing plan. Strategically, she started tonaktemall business meetings at the Chamber of
Commerce. The reception was cool; she explainBugy did not take me seriously. | felt this
from both the women and the men.” As an Africangkitan woman in Salt Lake City, Felecia did
not feel support from the larger business communitiith scant business support, her enterprise
was self-financed with personal savings and ceaiids.

Even so, in less than five months, she was impgpewelry from Africa. To her absolute
surprise, she sold 100% of her inventory at het 8how. Felecia stated, “I never struggled for
sales. My products are handcrafted by very skdlgdans. They are trendy, with a decidedly
ethnic look. Each item is sold with a ‘story’ albdlve woman that crafted it.” Her customers
gravitated to the authentic, one-of-a-kind naturthe jewelry, yet it was the story about the
African craftswoman that captured the imaginatiohker customers.

Though Felecia’s business was an immediate sucslesstruggled to grow her enterprise to
the next level of sales. She realized that shdetw® sell at the big jewelry shows in New York,
Boston, and Los Angeles; however, the capital meguio participate in the big marketplaces
exceeded her financial capabilities. Felecia wdscamfortable borrowing money from the bank,
and the decision to not access capital limitedgnewth possibilities. She then chose to focus on
modulated, steady growth and secured contractslangie national retailers, such as the Sundance
Catalog and women'’s clothing manufacturers. Tlggdst challenge with fulfilling retail contracts,
however, was maintaining quality and consistencthefproduct. The handmade items were
manufactured by scores of diverse artisans 9,70sraway, with raw materials sourced from
several countries.

True to her mission and vision, Felecia was con@aito operating a profitable enterprise

that relied on the skills of African women. Shérafed, “I got into this for the right reasons. idt
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my passion, and | have never been happier.” Simeddo demonstrate to the artisan women that
this was a partnership, not a charity: “I wanteghthto know that they were going into business.
The more they worked, the more money they wouldeniakVhen Felecia had large orders to fill,
she loaned her artisans the money to purchasawhenaterials with the clear understanding the
loan had to be repaid. She reiterated that henéss wasiot a non-profit operation. Years after

her business was established, Felecia withessadsb#s; the artisan women had enough money to
send their children to school, they did not havabwr in the agricultural fields, and they

effectively raised their standard of living.

Felecia credits her husband and children’s unwagexupport for her continued success. It
was not easy to create her business, traveling &aaKorth to Africa for 11 years while raising
three children. Her only long-term employee wasdigest son. Looking back, Felecia noted, “It
really was both my passion and persistence thatgahrough.” There were times when they
would complete a very large order that she thouyligw, did we really just do this?” Or a
customer would order a color that was impossibl@adch, yet somehow they pulled it off. The
satisfaction was huge, and her success was buititedsuccess of her artisan partners.

For others who contemplate starting a businedscieencourages them to get into it for the
right reasons. She indicated, “It is not justadlbut the money; it is something you have to love.
This will keep you going.” Felecia suggested theatt strategy for success included using
independent contractors rather than hiring empley&he suggests that aspiring entrepreneurs keep
a sharp focus on emerging trends and staying alwetse changes in the industry. For instance,
Felecia frequently attended fashion shows to spattnends on the runway. Her customers

appreciated the fresh styles, great colors, anguenilesigns she offered. She offers her ever-
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changing ethnic jewelry through three sales vehidiade shows, a retail establishment, and her
retail website.

Felecia concluded the interview with humorous oletgons. Her customers remarked that
they visited African countries but never saw theds of beautiful, quality jewelry she sold in the
United States. “How did | miss this in Africa?’ethasked. Amazingly, stores in Africa purchase
her products on a regular basis, but she wondeethehthey realize that she is shipping them from
a warehouse in Salt Lake City.

Participant G (Pseudonym: Gale)

Gale had 15 years of experience in healthcareingin physicians’ offices and managing
operations and billing. Her keen understandingfi€e operations was the impetus for her
healthcare IT business, which focuses on softwareghthalmologists and eye care specialists. It
started as a small consulting business with hepdnd, but she eventually recognized an
opportunity to create a Windows-based software qamogor eye care specialists. There was
nothing like it available on the market. “We jundpgght in, creating a software program. Within
six months we were selling the software.” Galeglad when she recalled her initial expectation
was to be rich in five years with this new innovatproduct.

By the third year, the consulting business hadxellent reputation and was progressing,
when her husband suddenly passed away in 1998plypsmddened, yet undaunted, Gale took full
control of the business. She explained, “We hath sugreat reputation; the first five software
customers already knew us from our consulting ssin Some bought the software sight unseen.”
The basis of the software program is capturinguthigue needs of ophthalmology practices. Gale

personally designed the screens and step-by-stepgses, yet she admitted, “I still cannot write a
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line of code.” Gale teamed with coders and soféwlesigners to create a program that aligns with
the “mission critical” processes of the eye-caigcpce.

Gale acknowledged that the ophthalmology healéhfiald is very male dominated. She
stated, “Physicians are used to dealing with mallespeople. Sometimes they were taken aback by
a women selling ophthalmology software.” Yet, Gakplained, “When they came on board and
experienced our incredible customer service, theras never an issue.”

This innovative physician practice software wasediately adopted by the industry. Gale
procured a large contract with a major nationaircloé laser eye centers: “They signed a huge
contract to put our software in all their lasertees in the U.S. It was a five-year contract.”isTh
gave Gale the ability to spend money on softwareld@ment. She did not need to focus on
“getting out there and do the hard selling”; ingtda@r company could invest resources in
improving and developing better products. Thisopavevent was critical to her growth strategy.
With her early success, Gale did not need to relpank loans to grow. She did, however, have an
angel investor early in the business, whom sheeusb quickly pay off in full.

Gale credited her unsurpassed customer servitedadtor that differentiated her business
and propelled her to sustained commercial succ&dsmber one is customer support. We live,
eat, sleep, and breathe it. We have the metrisapport this.” Proudly, Gale noted that her
customer support is U.S. based; she consciouslectmonot offshore this component. She
explained, “We have a ‘live-call ratio’ of 97%, vehi means customers get a live representative
97% of the time to resolve the question and ibsascalated to a manager.” Customer support
specialists are empowered and trained to solvegmabimmediately. This type of service requires
a large financial investment and a high level airing. It has resulted in an exceptional retentio

rate: 99% of Gale’s customers have remained wemtfor the past five years.
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Gale reported that this is an opportune time tonlibe healthcare IT business, as healthcare
is adopting information technology at an increagpage. Gale predicted that it will have a huge
impact on the quality of the care and improve Inealte outcomes. Gale cautioned, however, that,
“This amounts to telling doctors that software aatlons and technology will improve healthcare,
not the doctors!” While the doctors may not wanhear this, the support staff in the physicians’
offices know that advancing technology is big factobetter patient care, as, “Everything is
digital.” Gale indicated an example of a new tesbgy: “When a patient gets up on the exam
table, it actually weighs the patient and wirelgssdnsmits the data to the patient’s record. Brro
are reduced, mistakes are fewer, and data collerstimore accurate.”

Finally, Gale asserted that her collaborative rgangent style has been the catalyst for the
winning strategies. She seeks the input and theariag of her team to help her discover new
ideas. Her style has been instrumental in empaowgdrer customer support staff to solve problems
effectively and quickly. Gale pointed to the cudtishe has created: “Our employeesithe
customer service in this company.” Gale acknowdeldipat it has taken a long time, but she has
assembled the right team. Hiring decisions haes lb@portant in getting the right people into the
right positions. She admitted that she made sareggimistakes in the past, but now she can
quickly resolve staffing errors.

After 19 years in business, Gale recognized taastrategy for success is anchored in
knowing how to reserve energy generated in the giooes and to save it for when business is
really challenging. This includes building a sgdmancial portfolio that carries the business
through good times and bad. In closing, Gale renends to other small-business owners to
actively get involved in local professional growgrsl entrepreneurial clubs to get advice and

mentoring. Currently, she serves as vice-chaihefUtah Technology Council, a traditionally
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male-dominated industry association. The CEO pe@eer meetings have proven to be incredibly
helpful; she has gleaned from other technology @txees how to solve similar issues and problems.
Smiling, Gale also gave a healthy amount of criegitto her husband; he is her best sounding board
and mentor.

Participant H (Pseudonym: Hannah)

In college, Hannah was recognized by peers an@ssors for her intuitive, authentic ability
for exceptional photography. She readily admitted she has always been a skilled photographer.
In addition, she cherishes the scores of photdash#rafather took of her family, which catalyzed he
fondness for portrait photography. While in heryea0’s, Hannah dabbled in photography, took
photos for friends and always had a camera atethdyr Her entrepreneur father asked her, “When
are you going to cut the apron strings from yolbrab Sears and start your own photography
studio?”

At age 24, Hannah saw an advertisement for a setomdphotography studio available for
rent. Within 30 days, she rented the space ankthanp two flights of stairs a huge old clunky
camera, and, 36 years ago, Hannah was the firsewwvamSalt Lake City to have her own
professional photography studio. As a member efittermountain Professional Photographers
Association, she was the only woman in the orgaiozdor years. However, her peers did not take
her seriously. She stated, “I had no credibilitthey did not give me the time of day.”
Nevertheless, her customers liked her work, andbsiness flourished. The rented space once
housed a portrait studio; the previous tenant efféo Hannah over 100 contracts of portrait-sitting
family plans. Hannah honored these contractsgbrgnher a stream of customers that became the

foundation of her customer base.
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Looking back over the 36 years, Hannah shareglm&sophy on why she started her
business and how she has kept it going for mosepadult life. She remarked that her ability to
connect and elicit an emotion from subjects has e secret to success. In addition, in her tenth
year of operation, Hannah invented a novel phototduisplay and marketed them in two mall
kiosks. Atthe same time, she moved her studeohmh-traffic location, and her business soared.
At the peak of her success, Hannah was doing 88liwgsl a year and had numerous employees.

During the past 10 years, Hannah’s business bagdldown, and she no longer has any
employees. The advent of digital photography badgcally changed photography. It has made the
competition much more challenging; for examplegdési will have family members with a digital
camera photograph their weddings. Digital techgploas lowered barriers to entry into both
amateur and professional photography. “Sometmteyesting happened as | got older; younger
people are trending towards photographers in dggrgroup. They are not inclined to seek me
out.” Hannah admitted that this was a painful gggtion. To counteract this decline, she adopted a
more urban, edgy, and trendy style. Importantiyhe time, she diversified into other products to
develop other income streams.

Hannah knows that her attention to detail andstasce on perfection in minute details in
every photo has earned her a reputation for exemlealong with a loyal following, which has kept
her business going for many years. She admitidctirrent hurdles are her online marketing,
website search engine optimization, and overalhenpresence. Hannah noted that she also had to
learn the accounting side of the business as ®elickBooks has been an excellent tool for her.
Further, she did not seek bank loans or finan@sistance over her long business career.

In summary, Hannah was philosophic and gracefshaseflected on her years in business.

Her brand-new glass walled studio was situatedretantly gentrified building in an emerging



96

downtown district, and she welcomed the possibsithat this downtown locale would bring.
Additionally, Hannah noted that her recent involegnwith the Chamber of Commerce had
improved her public speaking skills and bolstereddonfidence. With the exception of one local
photographers group, she did not seek out ment@adwsors. She noted, however, that her father
and stepfather had always been her best advisdrsamsultants.

Participant | (Pseudonym: Irene)

Irene was dissatisfied with her role as a climciaxplaining that, “I reached the point as a
physician doing primary care where | was rearragdfire deck chairs on the Titanic. . . . My
patients were not getting what they needed. Thaeno mechanism to change that.” She further
stated, “This is the pivotal reason | started wtakp-based health clinics. This is crazy. | canno
change the existing system. So | created a new ¢hed Irene was both passionate and emphatic
about her business.

Seven years ago, Irene started with one workpbased, on-site health clinic to (a)
improve overall healthcare of a closed populat{bhjmprove patient outcomes, and (c) lower
healthcare claims and employer healthcare cogdts.p8rtnered with a visionary woman business
executive, and the results were astonishing. drfitkt year, the metrics validated her reasons for
starting her business: The on-site clinic reduosdrance claims and improved the overall health of
the employees. In each subsequent year, the clmitnued to reduce healthcare costs and
premiums and improve the health outcomes of theedgopulation.

Irene had created a solution to literally chahgalth care: “We needed to have affordable,
easy-access, low-cost primary preventative cargy desease management; and chronic disease

management. All this is at a price point wheregbeare willing to engage.” Irene asserted that he
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company has been successful because healthcaseaodsaccess are no longer barriers. She
explained, “If you take away cost and access, yurnake real changes.”

Irene worked in academic medicine as clinical aesger at the Mayo Clinic and the
University of Minnesota for 10 years. Even withr heaster’s degree in public health, however, she
had no business background. Her business acunmesubaequently bolstered by the six-month
intensive training she received through the Gold®achs 10,000 Small Business Program: “It was
like gold, really critical for my business.” Afténe successful results of Irene’s first clinicy he
partner told her that she owed it to society tdicafe her success at other worksites. Irene used
these validating metrics to reduce the hurdlegpendl3 more workplace clinics.

Irene stated, “I have experienced sexism my whateer, as medicine is a pretty male-
dominated field.” She noted that she found sexsm much larger scale in Salt Lake City; it was
challenging to gain access to C-suite executivé#tam, as it remained an exclusively Mormon
male enclave. She overcame this hurdle by comeutith key leaders in healthcare, i.e.,
executives, lawyers, and investors. Using helastetedentials, formidable energy, and undeniable
metrics, Irene was able to demonstrate the drarttagefold benefits of on-site care: (a) reduced
healthcare costs, (b) improved overall health ogbleyees, and (c) barrier-free, timesaving access
to primary care physicians.

Irene recommended that entrepreneurs need tatkdap of faith and go with their vision.
She found several extraordinary mentors, who adeddar her business and opened many, many
doors for her. Finally, she cautioned that thetnmaportant task is “to have absolute mastery over
the data you have, whether it is good or bad. Naxe to know your data, create goals, and identify
the numbers to hit.” Further, Irene stated, “Yousirhave the undying commitment to meet the

goals; otherwise, it is just a vision.”
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Review of Research Questions and Findings

This section presents the key thematic categdnegseimerged from the candid recollections
of nine women participants’ lived experiences asitess owners in Salt Lake City, Utah. The 17
guestions were sequential, encouraging each gaatitto share her story of how she started, grew,
and eventually sustained her business.

Starting the business. Research Question 1: How did female entreprendars and then
build their business to remain successful for figars or more? What was the outcome that these
entrepreneurial women sought when starting thesibess?

First, three participants readily acknowledged thatdemands of a raising their children
and managing/juggling their young family propeltdm to start a business. All three chose to exit
larger firms that lacked support for women withldren. Conscientiously, they created flexible
workplaces that welcomed women with small childaed young families. Three more participants
reported a deep disillusionment with the corpoest@ronment and pursued the creation of a
business that fueled their passions. Eight ohthe participants noted that a major factor intafar
was that they had an innovative, unique, new idegpportunity that they chose to capitalize on or
explore.

Second, the participants explained how they got thesiness started. Five of the nine
women secured lucrative contracts that precipitéiied launch. Catherine took a $600,000
contract to the bank and used it to secure a IGmilarly, participants Andrea, Gale, and Irene
noted that single-source contracts gave them thalirevenues to start without bank loans.
Hannah'’s wise decision to honor hundreds of “freetpgraphy sitting” contracts unexpectedly
formed the basis of loyal customers for 35 yedmscontrast, Beth and Felecia launched without

loans or contracts. However, Diane and Elizabetuied SBA loans that were essential to
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purchasing their facilities and providing early wiog capital resources. Table 3 presents the type

and timing of five of the participants’ early caoamdts.



100

Table 3

Impact of Contracts on Startup

Participant Type of Early-stage Contract TimingSaintract

Andrea Six-month contract with Wells Fargo Day 1

Catherine $600,000 contract from major cugtom Day 1

Gale Five-year contract with natioclain Year 1

Hannah Honored hundreds of existing catéritom previous Month 1
tenant

Irene Contract with major employer \Wée

Figure 2 illustrates that the nine women entepurs launched their businesses in 18
months or less; the average time from conceptuioda was 5.8 months. Three of the entrepreneurs
secured loans for their startups from the SBA, Whiexjuired the time-consuming preparation of a
thorough business plan, a marketing plan, and tygaes of financial projections. Five participants
did not seek bank loans to start their businesaéiser, they used their early contracts to provide
initial cash flow. Uniquely, Felecia’s sell-outtatink shows insured that she was invited again and
again to popluar, lucrative shows; her sell-outgrenances provided much needed immediate cash
flow. Irene’s industrial medical clinic was finarttby the firm where the clinic was located. When

she branched out to create 14 more clinics, sh@egdinvestors rather than bank loans.
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The nine women entrepreneurs candidly shared ¢thaitenges in the early years of startup.
Most noted that finding the capital was an initsslue, yet only three secured loans to launch their
business. The others relied on their personauress. Only one had a small angel investor, but
quickly repaid the investment. Andrea, Beth, FHelemd Hannah did not use any outside financial
resources to launch their business, and only Andoeewed later, in her growth phase. Felecia
admits that it was her reluctance to take on dwditéventually led to her firm’s remaining
relatively small. Beth and Gale grew their bussassto multi-million dollar operations without
taking on bank debt.
Outcomes and Expectations

The nine participants shared the wide range afames that they expected when they began

their business. They all admitted that there wdsfaite underlying motivation to make an
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income, but most were seeking to pursue their nisioa long-held dream or to use their existing
talent. The unique, individual expectations ofitlb@tcomes are listed in Table 4.
Table 4

Expected Outcomes of the Business at Startup

Participant Original Expectation of Outcome
Andrea Reduce demanding/grueling schedule; seedsy $till make decent money.
Beth | knew it was going to be successful, anddavkih would make money.
Catherine | could do this: Big opportunity to denyself. Prove a woman could do this.
Diane Create a place where | loved working andula&dring my kids.

Elizabeth Create a business that followed my passimmething nourishing and

authentic.

Felecia Provide a market for African women artisahgre we both made a profit.
Gale Be rich in five years. Really.

Hannah Enjoy doing something | was good at. Itaéeht, and | love this kind of work.
Irene Prove my hypothesis: The only way to charegthcare and improve patient

outcomes is to remove cost and access barriers.

Each participant was asked whether she experidasads during startup with respect to
being a woman. Seven of the nine found challemgiésbeing taken seriously by men and faced
issues with establishing credibility. Two foundthbanks were dubious of their ability to be
successful and prolonged their SBA loan approvaladaing extra hurdles and delays. Four
readily recognized that they chose industrieswieat traditionally male dominated; therefore, they
had to overcome long-standing sexist traditiomspdrtantly, another common experience emerged:
None of the participants reported that she contrtaeexperience hurdles with respect to being a
woman entrepreneur once she was established acéssfd for several years.

The Church of Jesus Christ of Latter Day Saings, the Mormon Church, is headquartered

in Salt Lake City. The predominant Mormon religiexerts significant influence over business,
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government, society, and the Utah culture. Whilesgions regarding faith were not expressly
asked by the researcher, a theme emerged regdinéimgfluence of the Mormon culture on women
who start businesses. Three participants spelyficated that they were not members of the
Mormon religion; consequently, they felt that theared them access to certain business circles.
The three noted that, if they had been membeiseolormon faith, it would have provided better
access to business leaders, legislative leadaddyarking executives. However, four conducted
most of their business either online or out ofstee of Utah; thus, they did not report any local
cultural issues that affected their businesses.

Growing the business, over coming obstacles. Research Question 2: What challenges or
obstacles, if any, did female entrepreneurs enaruad they started and grew their business, and
how did they overcome them?

Seven of the nine women entrepreneurs reporteditbég had specific industry experience
that propelled them into their successful entegstisCatherine had no restaurant experience, but
she had 15 years in executive management. Fel@sia neophyte in the jewelry manufacturing
and distribution industry, yet she had worked imagement for most of her career. All nine
reported that they relied on their backgroundsfgasional training, and management expertise to
sustain their businesses over long periods. Gatand Elizabeth had executive level strategic
business experience; however, they both acknowtetlgd they learned to focus heavily on
financial analysis, metrics, and clearly articutagmals.

Seven participants found that the accounting arahtial management issues were among
their biggest challenges. Most had no experiente fimancial management, yet all noted that they
either took classes or made themselves experteinfinancial performance. Irene referred to the

steep financial learning curve as her on-the-jobAViBBeth, Catherine, Elizabeth, Gale, and Irene



104

recommended to future entrepreneurs that they le@annto become masterful in the understanding
of their financials.

All nine entrepreneurs reported that their sifgigest challenge was hiring talent. None of
the companies had a reached the level of creatmgrean resources department; therefore, most of
the key personnel decisions were the responsilafithe owner. Eight of the participants
acknowledged that assembling the right team wasitigde most important factor in driving and
growing the business. Andrea, Beth, Catherinen®i&lizabeth, Gale, and Irene explained that
they currently had teams who were key to their ssgc

Diane stated that her workplace dynamic had reaahmant where it simply amazed her: “I
don’t want to mess with it because it works so Welllizabeth treasured her key managers so much
that she gifted them part ownership of the busin&se explained, “They are the heart and soul of
this business.” At the time of their interviewstth Hannah and Felecia stated that they currently
had no employees; however, both noted that thesiggaficant challenges with finding the right
staff in the past. Felecia used only independentractors and paid her artisans piece rates as
opposed to hiring them as employees. Gale saithdrkey team members were so extraordinary
that they seemed like her mentors and advisotsotihce all my ideas off of them first.”

Table 3 presents the common challenges cited bygaheipants with respect to hiring
talent. Assembling the right team appeared to tdtiaal factor in the growth stage of over 70% of
the businesses. Further, more than 70% repor&tdhey eventually learned that they must pay top

dollar for top talent.
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Table 3

Frequency of Talent Management Issues

Talent
Issue Andrea Beth Catherine Diane Elizabeth Felecia Gale Hanna Irene  Frequency

When to X X X 3
hire/timing

Enough X X 2
money to

hire

Not hiring X X X 3

soon
enough

Learning to X X X X X X 7
pay top

dollar for

talent

Assembling X X X X X X X 7
the right
team

Bad X X X X 4
hires/wrong

job

Waiting too X X X X X 5
long to fire

Successful strategiesto sustain the business. Research Question 3: What strategies did
these female entrepreneurs employ to start, grom,saistain their business, and how might their
strategies help future women entrepreneurs in Woae more successful?

Without exception, the entrepreneurs cited they tfferentiated their business by offering
outstanding customer service. At the core of @amiman’s business was an ethic of quality and
high levels of customer service. All of the wonstated that, in crowded, competitive fields, the
single best strategy for them was to compete oséhéce level. Catherine was competing with
billion-dollar firms for government contracts, aBdth was competing against the likes of Amazon
and established retailers—and each drove her ssieggsuncompromising, detailed customer
service. Each of the nine participants offere@@mple of how customer service was critical to

her success:
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1. Andrea’s marketing firm prided itself on “lightiy fast” turnaround for marketing projects.
This was her competitive edge. Her team could puofects around in less than one day.

2. Beth personally hired all customer service tepsnsure the best talent. The result was that
87% of customers made repeat purchases. Custemveresis her number-one priority.

3. Catherine competed with billion-dollar contrastwith her unrelenting focus on quality
service. Her small firm could quickly respond testomers’ needs. Attention to exceptional
customer service set her firm apart.

4. Diane offered employees and clients a safe,amglg salon, with the unique customer-
oriented benefit of on-site day care. No otheosaiffered this kind of convenience.

5. Elizabeth provides a unique, serene naturarenwient, an elegant experience, and a five-
star caliber meal that is contemporary and seasdni the highest rated restaurant in Salt
Lake City.

6. Felecia designs and manufacturers handcrafiesingwith quality and the right price; her
inventory routinely sells out at shows. Demandeexis supply for her quality goods.

7. Gale reports a 97% live-call response and a @@8tomer retention because her employees
“live, eat, sleep, and breathe” customer service.

8. Hannah personally ensures that every photogsapérfect. Customers return due to her
attention to detail, fast turnaround times, andchfggality photos. Customer service is her
essence.

9. lIrene provides high-quality healthcare that iteslin healthier patients and lower health
insurance costs for employers. Her commitmentjoroved patient care is evidenced by
the metrics.

Summary
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This phenomenological study of a diverse grouprafnen entrepreneurs in Salt Lake City
has produced several key findings. The nine ppants ranged in age from 40 to 63; the median
age was 52. On average, the nine women had baamgutheir businesses for 14.9 years. Hannah
started hers at age 24 as a newlywed. In conCasherine left her long career as an executive to
start a purposeful, thoughtful business with hatgge 44. The range of ages and a broad spectrum
of industries provided a rich dataset regarding bioege women started their firms and,
importantly, how they managed to overcome obstaolassistain them for long periods.

Research Question 1 related to how the participplaegian their businesses to remain
successful for five years or moamd to the outcomes that these entrepreneurial wemeght
when starting their businesses. In summary, sef/ére nine participants (78%) took less than six
months to gather their resources and begin thainkases. Only three (33%) secured loans to get
started; interestingly, all three were governmamrgnteed SBA loans. Sixty percent of the women
cited early-stage, large contracts as vital tortheccessful launch and critical to cash flow ia th
beginning. Unanimously, the women entreprenewsgrized that they started their business with
the full expectation to “make money,” although nomentioned that making money was the
primary factor for their long-term persistence otheisiasm for their enterprise.

Research Question 2 regarded the challengesetimatié entrepreneurs encountered as they
started and grew their business and how they orer¢hem. In summary, 89% of the women in
this study relied somewhat on their previous mamege experience to start and grow their
businesses. The only exception was Diane, thesabon owner, who had no business or
management experience before starting her enterpfibe other eight participants had managerial
experience of three years or more. However, fotine@nine (44%) readily admitted that they had

no experience in their entrepreneurial field. Betlrer had online retail experience, Elizabeth had
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no restaurant or culinary experience, Felecia knethiing about retail jewelry sales, and Hannah
had never done professional photography.

The common challenge that all of the participaaforted was in the arena of finding the
right individuals to move their business forwardonsistently, they struggled with having enough
financial resources to attract top talent. Sinylathey reported that they took too long to dissnis
staff who were not performing adequately. Andissth, Diane, Elizabeth, Gale, and Irene
commented that it had taken several years to adedh#ir current high-performing teams. These
same six cited their winning collaborative stafiaalsey factor in their sustained success.

All nine participants mentioned that understanding harnessing the power of their
financial resources was a relatively steep learounge. Even Andrea and Catherine, armed with
seven years of executive experience, noted thgtvileee challenged to master the financial aspects
of running their businesses. Beth, Catherine dblkth, Gale, and Irene mentioned learning not only
how to set financial goals, but to display finahtiagets prominently for everyone to see and aspir
to. Several noted that they taught themselvesuatow (or QuickBooks software) skills to manage
the financial side of their enterprises.

Finally, Research Question 3 related to the gpgids’ winning strategies that propelled
them to sustained commercial success with theinbases. All nine participants stated that their
laser-like focus on customer service was not dméyrtwinning strategy, but it was the factor that
differentiated their business from their competitidBeth pointed out that there were many online
retailers who competed on price or volume. Diaoied that, when she entered the hair salon
marketplace, the competition for new customers stiis Both women claimed that it was their
exemplary customer service that brought custonmeréirtst time and kept them returning again and

again. Both women also explained that their bissies were successful over the long run because
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they trained their staff to provide outstandingtoaoser service and that their unusual business
model was designed to delight customers. For Bethas spectacular deals on high quality
merchandise that was delivered immediately. Diaoteonly provided customers with safe day-care
services, but she also provided closed circuit eosiisuch that customers could watch their
children at play in the childcare center.

In 15 years, Andrea grew her business to its ntirevenue of $4 million. Her secret to
success was to turn high-quality marketing projactaind in one day; her competition took a week
or more. Gale and Beth empowered their customeicgestaff to resolve problems without asking
permission or guidance from supervisors. Consedtydioth have repeat customers at rates of
99% and 87% respectively. Felecia’s customersdakke it was possible to sell her beautiful
handcrafted creations for such reasonable pricest of her trunk shows sold out to the bare walls.
Felecia’s insistence on only the best quality malgrmade by hand by African artisans, resulted in
her ability to land large contracts with well-knowetailers.

When the researcher interviewed Elizabeth, shebkad visiting the top restaurants in Los
Angeles and Las Vegas with her entire team. Eéitaknew that, if her cuisine was not reflecting
the latest trends and the newest fusion flavoes ywabuld be doing her customers a disservice. Both
Andrea and Elizabeth had similar cautionary advicest because an entrepreneur was successful
yesterday does not mean it will continue. They awlished future entrepreneurs to remain relevant,
fresh, and contemporary because their customeescexpem to provide constantly updated

offerings.
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Chapter 5: Discussion, Conclusions, and Recommendations

Utah is a haven for anyone who seeks to starsabss. In particular, Salt Lake City has
been recognized for five consecutive years as & entrepreneurially oriented region in the
country (Kauffman Foundation, 2012). The busimasddications that conferred this top-ranking
status have cited a matrix of support mechanisrdseanouragement available to help
entrepreneurs access the tools they require, imgyd) access to capital, (b) micro-enterprise
loans, (c) advisors, (d) mentors, (e) support gso(ip technology commercialization resources, (e)
chambers of commerce, (f) venture capitalists, andprtantly (g) a state government that fosters
small enterprises.

Utah’s number-one ranking is evidenced by locakegoment business policies. For
example, 10 years ago, the Utah Department of Conerageated a one-stop shop for new business
owners to obtain everything they needed to startsiness in one location in less than one hour.
The one-stop shop provides a knowledgeable teantdin@eniently facilitates key services, such as
(a) a state business license, (b) a city businessde, (c) a state tax ID number, (d) filing for
articles of incorporation or other entities, (ejistration of a business name, and (f) fee cobecti
for all agencies.

In this uniquely entrepreneurial state, women Hallewed the trend across the United
States and have started more businesses than leswveYet, women-owned businesses struggle to
grow, and they fight to remain in business for egtd periods.

Discussion of Key Findings

Research Question 1 wa$ow did female entrepreneurs start and then bunkrtbusiness

to remain successful for five years or more? Whes the outcome that these entrepreneurial

women sought when starting their busine§3# majority of the nine women in this study ahts
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start their new enterprises in an effort to exé tlorporate environment and define their careers on
their own terms, accommodating their desires fexillility and family priorities. Six of the
participants created a business that accuratdbctetl their personal values, their passions, and a
deeply held conviction that a business should banifthe heart.”
Contemporary research converges to assemblegHejoreasons women tend to start their
own businesses:
1. Dissatisfaction with current position
2. Lack of flexibility in working environment
3. Requirement for more household income
4. Desire for a more flexible schedule to accommotiately life/obligations
5. Potential of a business concept and value to ttigidual
6. Desire for employment independence, self-fulfillmen
7. Deeply held entrepreneurial drive
8. Desire to control one’s future or financial destiny
9. Desire to exit large corporations that are hostileromen and have the glass-ceiling effect.
(Greene et al., 2003; Orhan, 2005; Terjesen, 2005)
The motivations and circumstances under whichgample of nine Salt Lake City women chose to
start their firms aligns with the research; i.eeyt aren’t very different from those of women ie th
rest of the country who have started a business.
In the most recent research, numerous thougtietsan entrepreneurial studies have
encouraged a more nuanced understanding of womerpegneurs (Manolova et al., 2012).
Specifically, Ahl (2006) called for studies thafpéore the context, business environment, social and

cultural influences, and geographic region to bettelerstand the complex factors that influence
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business success. In response to this call, tmerdistudy was purposefully geographically
bounded by greater metropolitan Salt Lake City; &osv, with the exception of the restaurant, hair
salon, and photography salon, which served a délgidigcal clientele, the firms did not restrict
their sales to the immediate area. The remainigesved national and international customers.
This regionally banded sample of entrepreneurseshsimilar motivations for startup; additionally,
they followed a similar path with respect to quicktarshaling resources to begin their business.

At startup, over 70% of this sample of female e@mteneurs relied on personal resources and
sizable contracts to begin their businesses. Cmatipaly only 33% secured a bank loan to start.
McAdam (2013) stated that, often, women are asadliantage at startup regarding the ability to
assemble resources, such as outside capital sppsresnal assets for collateral, tools and supplie
and human capital. Most of the participants adrdithat they used their own financial resources to
start; further, they steadfastly avoided debt.sTgroup of women employed an adaptive strategy to
overcome the challenge of borrowing, i.e., theyitediped on lucrative contracts to launch.

Feminist theory maintains that there is still stdwiical legacy, or an undercurrent of gender
bias, with respect to women’s gaining access t& b@ms (Brush et al., 2009). Contrarily, the data
demonstrate that women are approved for bank labtiee same rate as are men (Piscione, 2013).
The important factor is that fewer women seek dardncing for myriad reasons and perceptions.
This Salt Lake City group followed this trend, adiog bank borrowing altogether. For instance,
Felecia and Hannah recognized that they could basx®wed money at the critical growth
junctures of their businesses, but they optedaavgirganically, slowly, and manageably. The
phenomenon of remaining small, having no employaed,incurring slow measures of growth is
not unusual. Remaining small is the norm for maoynen-owned businesses; this was evidenced

in the broader research.



113

The finding regarding limited bank financing bystigroup is inconclusive. The researcher
recognized that there could be inherent, discritonyaendencies among investors and lenders that
led to a statistically non-representative proportsd women entrepreneurs in this study.
Additionally, it may be true that the findings img study could be biased in favor of organically
grown firms, as opposed to women-owned firms therewunded with external capital resources.
There was no screening criterion regarding the troates of the firms; thus, the findings may be
biased in favor of self-funded firms.

This group of women entrepreneurs alluded to scimadienges with respect to the unique
social constructs in Utah and the influence ofMoemon faith on the business climate. Only three
noted that they felt that, perhaps, if they wereniers of the Mormon faith, they would have had
better access to banking executives and C-suité®ilocal business community. However, most
of the participants never mentioned any barrieth vaspect to the local business climate, local
gender bias, Mormon influence on women-owned bgsie® or perceived negative effects.
However, several noted that the issue of “not bé&akgn seriously” at the beginning of their
business venture presented a challenge of “pearepti

The experience of bias in of this sample of nimengn entrepreneurs may not be
representative or generalizable to the broaderlptipo. This group may have not been
psychologically disposed to perceiving gender bgiaus bias. This study may be preferential to
this purposefully selected group of successful wombkose firms survived, as opposed to
successful women who have not encountered any bias.

The collective motivations, circumstances, andrddsoutcomes of the nine participants
trended toward a more family-centered, holisticrapph to entrepreneurship. Research suggested

that female entrepreneurship is unique, specificadting that family plays a significant role in
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entrepreneurship, especially as women develop ‘i@ malistic, synergistic approach to family and
work” as work-family dynamics shape women'’s entesgurship (Eddleston & Powell, 2012, p.
527).

Research Question 2 wa¥hat challenges or obstacles, if any, did femateepneneurs
encounter as they started and grew their busiresd,how did they overcome thenihe
challenges and obstacles from the Salt Lake Citnepreneurs revolved around three central
themes:

1. Managing cash flow, defining borrowing/financialagegies, and developing the

complex financial skills to manage the business.

2. Finding the right employees and assembling the tleast; learning how to recruit and

manage talent.

3. Creating both a culture and the infrastructureatsrit, financial resources, and customer

service.

The challenges that face women entrepreneurs gsitbee from the startup phase to the
growth phase are numerous as well as industryfape€ieminist researchers Bruni et al. (2009)
reported that most entrepreneurs rely on theiriptsvmanagement experience and their years in
their chosen industry to overcome hurdles. Alnadisdf the women in this study acknowledged
that their expert skills or previous managemeneepce saw them through the challenges. Even
as seasoned managers, several noted that it weslange to learn how to delegate and give up
complete control of the enterprise.

The most frequently cited challenge was attracting retaining the right talent. Catherine
referred to this as “creating the internal infrasture” in the disciplines of accounting/finance,

processes, and operations. Like Catherine, mastipants acknowledged that they had reached a
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point where they had built highly successful tearAssembling these teams was a key strategy to
growing and sustaining their businesses.

Research Question 3 walhat strategies did these female entrepreneurdogmp start,
grow and sustain their business, and how might teategies help future women entrepreneurs in
Utah to be more successfullhe three women in this study who relied heaeitytechnology for
their business model reported (a) strong year-gear-increasing trajectory of financial success, (b
multi-million dollar revenues, (c) little or no blaiborrowing, (d) no gender bias, and (e) relative
longevity.

Andrea’s marketing firm served clients inside antsale the region with technology-
driven, high-speed turnaround of digital media picithn, design services, and printing. With only
20 employees, she reached sales of $4 millionftebdusiness did not rely on Andrea’s physical
presence at the office. This participant did regiort gender bias and did not borrow in the early
years (loans came many years later).

The tech-driven online retailer, Beth, was sacegsful that she reported frequent
solicitations from venture capitalists. She did Iborrow funds, nor did she report any experience
with gender bias as an obstacle to her success.

Finally, Elizabeth’s healthcare IT firm also engalya healthy, 15-year growth trajectory and
multi-million dollar revenues, with only a slighegder bias in the very early years. The firm also
did not rely on bank financing.

The strong commercial success of women-owned téabn firms is supported in
entrepreneurial literature. Piscione (2013) stétetl women entrepreneurs in the technology realm
enjoy success at rates equal to men, especidaheitech cradles of Silicon Valley and Boston. In

support of this phenomenon, researchers corretheedxceptional success of tech firms to
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women’s having equal access to capital in techdif@oleman & Robb, 2012; Piscione, 2013).
Conversely, the women in the Salt Lake City samsplecessfully commercialized technology while
avoiding bank or private equity funding.

Fully all nine participants stated that their wimgnstrategy for success was an unwavering
commitment to exemplary customer service. Thignaliwith Manalova et al.’s (2012) observations
that women entrepreneurs consistently redefing gtegtegies to gain a competitive edge.
Establishing a business culture that centers oargupcustomer service was a common theme, as
all nine women recognized this as the key elemedifterentiation and sales growth.

Conclusions

This study has resulted in four conclusions, wianferged from an analysis and
interpretation of the study findings. First, thi®ss-section of Salt Lake City women entrepreneurs
is similar to other populations with respect toitlmotivations, circumstances, and intentions to
start a business. In starting a business, a densitheme emerged around the desires to leave
inflexible, unsatisfying, demanding corporate posi$ to create businesses that reflected their
personal values and family considerations and atbthem to fully explore a concept they were
passionate about. Research confirmed that woneemast likely to strike out on their own due to
family considerations and flexibility (Dyer, 2008¢ddleston & Powell, 2012). Family played a
major role in most of the participants’ decisior&even of the women were married with children,
and three were juggling the complexities of twdhsee school-aged children. In short, their
personal lives intersected with their businessec8igally, all of the women exhibited what
Manolova et al. (2012) described as “entreprenkuntiansity,” i.e., a hybrid of entrepreneurial

efficacy and entrepreneurial expectation. Withexdeption, the nine participants clearly
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articulated that their businesses were the cefttcalk of their lives and that they were completely
immersed in the daily operations of their busingsgleile juggling their family commitments.

Second, this sample of women entrepreneurs diéxprience significant gender bias or
major challenges with respect to being a womarusirtess. While four readily admitted that they
entered traditionally male-dominated industries Bivel acknowledged they were not taken
seriously in the very early stages of their busiessit was merely anecdotal in their storiesanot
hurdle. A theme emerged that, while there may heen resistance and credibility issues in the
beginning, none of the participants indicated tetder bias posed any significant challenges in
their successful business.

In addition, virtually all recalled humorous inst&s of minor gender-based issues in their
first year or two of businesses. Importantly, heere gender issues were rarely discussed as the
nine women related their stories of success. GQseiye much research on women entrepreneurs
has centered on gender bias and gender inequstias enpediment to success (Brush et al., 2009;
Carter & Marlow, 2007). The researcher concluded perhaps women entrepreneurs are indeed
encountering less gender bias than was suggesteahbgmporary researchers Coleman and Robb
(2012) and Piscione (2013).

In an ancillary conclusion for this Utah samplee tinique local issue of religious influence
also did not warrant much discussion. The paricip believed that the predominance of the
Mormon religion or culture did not affect their sss.

Much of the research on women entrepreneurs issaton the gender issues, i.e., women'’s
lack of access to capital, lack of management ésipee, and tending to remain small in service-
oriented industries (Brush et al., 2009; Cohooal.e2010). However, this diverse group did not

find access to capital a challenge. Three notatiscuring their first SBA loan was a hurdle; yet,
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this is standard for any new business. Severfafisahced to reach multi-million dollar revenues.
Only two firms remained relatively small, while sigported revenues in the millions of dollars.

These Salt Lake City women all tapped into thetkgrounds, expertise, and management
experiences as strategies to sustain their firres many years. The most recent literature supports
the trend that women are increasingly competingr@viously male-dominated fields and that they
are finding the capital to grow their ventures @nén & Robb, 2012; Dearing, 2013).

Third, the researcher concluded that this grodmdt rely on the guidance of mentors,
advisors, or consultants over the course of sgrgrowing, and sustaining their firms. However,
the aggregate responses were uneven and incoreluSaveral noted that their fathers and
husbands were sounding boards and advisors. Simglyi, six of the women did not seek mentors
and advisors. Most attended industry trade comwesior local organizations where they
commiserated with colleagues. Only one acknowlddbat she had a single champion who
significantly influenced her success.

When asked, many of the women highly encourageer @ntrepreneurs to seek mentors
and to become involved or recognized in trade aagougs, yet few took their own advice. The
women who had been in business for 10 or more yearsl themselves providing guidance and
mentoring to other women entrepreneurs. They weught-after panelists and speakers at both the
local and national level. The research indicates tinding mentors and advisors is a critical
resource for women entrepreneurs (Losocco & Biod,2). Researchers lament that there are
insufficient numbers of mentors and advisors fomea entrepreneurs and that it can be a reason
why women lag behind their male counterparts (Br@éiil). Contrary to the research, these nine
women accessed mentors sparingly and did nothaieinfluence as a significant contributor to

their success.
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Finally, the study showed that superior custoreevise is the key factor to a
businesswoman’s success. The nine women crediiéggdunwavering attention to superior
customer service as the single most important faecttheir achievements. Both Beth and Gale
stated that their laser focus on customer satisfagtas the essence of their corporate culture.
Current and future entrepreneurs could emulate besit practices on focusing their attention and
resources on outstanding customer service. Eattteofine participants noted that customer
satisfaction set them apart from their competitiodged, it was their most effective competitive
advantage. Further, Dasu and Chase (2013) staéedustomer service is the effective use of
consumer psychology and trust and is the cleatisaltor driving profits and growth.
Recommendationsfor Further Research

As many of the women in this study were reluctartiorrow or seek external capital,
further research could explore this more fully. a@titative studies could correlate the impact of
borrowing at the startup, growth, and sustaineavtirgphases on revenues, profits, and overall
trajectory. It would be helpful to understand wieetavoiding debt is a realistic strategy for
entrepreneurial success and whether the exclusihaamce on cash flow from operations for growth
is too conservative and the cause of businesgegtan or failure.

Research questions could center on: (a) why waaneavoiding borrowing, especially
when it is critical to growth; (b) why debt is sdimidating; (c) comparison of the growth trajegtor
of those firms that did borrow capital to thoset ttid not; and (d) at what time is the infusion of
capital the critical ingredient. Finally, reseatdhcould explore whether the burden of debt was th
reason that borrowers defaulted or businessesctlose

The nine participants all recognized the steeplag curve in understanding the critical

impact of accounting, financial statements, andh ¢losv. The researcher would like to investigate
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the impact of specialized financial training formen entrepreneurs; i.e., whether an intensive
“financial boot camp for entrepreneurs” would ctate to better fiscal performance. Research
could center on selecting a group of women entreqanes, training them on key financial skills, and
investigating how this training affected their d@on making and overall profitability. For instanc
the physician entrepreneur, Irene, cited her exammphow financial training changes the course of
her business. She explained that she was sel@echkeda scholar in the Goldman Sachs 10,000
Small Businesses six-month training program anditzé that intensive training experience, in
addition to her one-on-one mentoring, as a factdrer successful launch of 14 medical clinics.
Recommendations for Future Policies and Practice

The researcher believes that entrepreneurs fadkaschallenges that could be mitigated by
specific training for both aspiring and experieneatrepreneurs. First, virtually all of the
participants struggled with learning and mastetivggfinancial and accounting aspects of running
their own business. Often, they noted that theydchave avoided big problems if they had better
training in financial management. A recommendaf@rthe entrepreneurial education community
would be to offer a multi-part training series thatluded (a) accounting fundamentals and
bookkeeping basics, (b) strategic financial managerfor cash flow, (c) an understanding of
income statements and balance sheets, and (Bgtralanning for growth and hiring talent.

In a similar theme, a training course could beetigyed on understanding the benefits of
borrowing for the startup phase and, in partictiany to leverage capital to grow. The banking
community, in tandem with entrepreneurial educatoosid provide a valuable, multi-faceted
course on small business borrowing. Entreprensatgd be served with a course that included (a)
safely and prudently securing capital for star{i;risks of using credit cards to start and grow a

business; (c) knowing when to leverage capitaktovgand hire talent; (d) preparing for a bank
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loan, creating cash flow projections, and undeditenwhat lenders want from entrepreneurs; (e)
various sources of capital, i.e., banks, the SBi&srarloans, venture capitalists, crowd funding, and
alternative funding opportunities; and (f) demygtify access to capital.

This course would be ideal if it were taught byrbeducators and the banking community,
e.g., bankers, micro enterprise funds, venturet&iggis, alternative funding organizations. Access
to capital and understanding the requirementsmafdes would serve to remove real and perceived
barriers to borrowing for business growth.

This group of nine women entrepreneurs demonsttag they did not struggle to make the
decision to launch, and most launched in less $hamonths. However, it wasn't until after they
started their small businesses that they recogrifeedbstacles and challenges they were facing. It
would be the recommendation of the researchetttieagntrepreneurial ecosystem in Salt Lake City
create more training opportunities and support gsdor businesses that struggle to grow. Courses
and entrepreneurial forums could focus on growth startup; for example: (a) developing a
strategic marketing plan for growth; (b) creatingti@tegic growth plan for the business and
financial projections; (c) developing a platfornm é&xecuting exemplary customer service; and (d)
the dynamics of human capital and how to managdasmes.

The final recommendation stems from the fact &tlatine participants cited their
unwavering commitment to extraordinary customeviserthat not only differentiated them, but
also was the single most important factor to teegcess. The small business community would be
served with the establishment of forums and disonsgroups that focused on how to create
winning customer service platforms. A speakereseor a series of training seminars could be
developed on how entrepreneurs could assemblaldrd tand the resources to produce consistent,

high-quality service for maximum customer satistact
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Summary

The researcher noted that the participants wekergally enthusiastic about being
interviewed and sharing their stories of creatimgrtventures. Each had dedicated much of her
career to the successful creation of her busimegsthey all were proud to share their journey.
Purposely, the questions were open ended, destgreditit candid reflection of the participants’
years of entrepreneurship. The most recent rasé@s called for a more nuanced, holistic
exploration of women'’s entrepreneurial experienspscgifically calling for contextual, regional,
and social constructs that frame each woman’s e (Foss, 2010). These women started,
grew, and sustained their business in the most¢mneurial state in the United States, though
there is scant research on women entrepreneutih&ke City, Utah. This could possibly be the
first study of Utah women entrepreneurs. Thisgtmlld be helpful aspiring, nascent and current
entrepreneurs because it has examined the partisim@mplex, nuances personal biographies.
Personal narratives lend an authentic, specifiy stbchallenges and successes in the
entrepreneurial jouney. The biographies lend batbrdextual and regional influences that

propelled these exceptional women entreprenewsadecess.

This study showed that the circumstances and mundivs for these Salt Lake City
entrepreneurs mirrored the intentions of similgpydations; importantly, these women expertly
juggled their family considerations with the demsuofitheir businesses. This group also
experienced little gender bias. Notably, theye@dlon their personal expertise, management
backgrounds, and personal financial resources teertieeir firms a success. This group of Utah
women created strong, dynamic internal processgstisured superior customer service, the single

most important factor in their success.
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APPENDIX A

Pool of Potential Participants and Industry Repmtese
Jakob Marketing Partners: Full-service marketing advertising firm
Gold Medallion Homes: General contractor and horidéu
Fyve Star: Manufacturer and distributor of airpamtd road de-icing products
Log Haven: Restaurant, plus wedding and recepiorec
Pierpont Place: Event center
Laurie’s Buffalo Chips: Food manufacturing company
Cavanaugh Services: Waste disposal and transpporisgrvices
Steals.com and BabySteals.com: Online retaileonSamer goods

On-Site Medical: Medical clinics

10. Stampin’ Up: Manufacturer of craft supplies andagptiooking products

11.Management Plus: Electronic health records soft@acesupport

12.Viper: Corporate event planning and staging

13.KoDefy: Software programing and coding

14.Sweet Tooth Fairy: Retail chain of bakeries

15.Vision Salon: Chain of full-service hair salons

16. Millcreek Herbs: Manufacturer of line of botanidedfbal products
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APPENDIX B

Screening Questions for Potential Participants

After receiving the response to the initial emaipbtential participants, in which they express an
interest in participating in the research with mieiview, the researcher will ask the following
guestions in a telephone interview:
5. Are you the person who started this business, tt@mnception with a majority interest and
majority financial investment?
6. Did you start this business yourself, as opposdaliying an existing business or purchasing
a franchise?
7. Have you been in continuous, profitable business fminimum of five years?
8. Are you currently the majority owner of the busisesnd are you currently responsible for

the day-to-day operations of the business?
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APPENDIX C

Participant Recruitment Letter

Dear ,

My name is Ann Mackin. | am a doctoral candidatBepperdine University. My doctoral research
will explore the lived experiences of successfuhveo entrepreneurs in Salt Lake City, Utah.

My dissertation is titled,Mow Did They Do It? A Study of Successful Woméregreneurs in Salt
Lake City, Utalf. My dissertation is being supervised by Dr. Lifélarrington, Ed.D, at Pepperdine
University.

The purpose of this research project is to leam &iod why women in Salt Lake City started their
small businesses and to understand the stratégigemployed to overcome challenges and obstdeys t
encountered on their path to sustained succe$einfiiusinesses. The information generated arad dat
collected may be used for academic research oigatilbh. All information obtained will be treated
confidentially.

You are invited to participate in a qualitativegach study conducted as part of the requirements f
a Doctorate in Educational Leadership, Administra&nd Policy in the Graduate School of Educatiuh a
Psychology at Pepperdine University. For this pripjewill interview women entrepreneurs in Salkka
City to explore how these successful women entrequnes started, grew and sustained their businediséo
years or more.

To collect data for this research, | will interviesveral women entrepreneurs like you at theireplac
of business. During the one-on-one interviews, widlbe asked to answer a series of questions dritire
interview should take approximately one hour andilve conducted in person by me. | will take venitt
notes as to any observations or thoughts | may dasiag the interview. | will tape record the intew for
accuracy, but at any point, you may ask me to afirthe tape or refuse to answer a question. Aftertape
has been transcribed, the tape will be erasedyaundidentity will remain anonymous. A pseudonyifi w
be assigned to your name. If additional clarifmais needed, a second, less structured intermiawbe
requested. Through this data, | endeavor to leame mbout the lived experienced of women entrepmsne
the reasons they started their business, how tteay their business, and the strategies they usedstain
their enterprise successfully and profitably foleaist five years.

Every attempt will be made to keep your partidipaanonymous. However, your candid quotes or
your paraphrased responses will be included irstindy, and it is possible that an informed reattieough
your responses, could surmise your identity, thaneaof your business, or other factors that may
inadvertently reveal your identity.

You are free to withdraw your participation at amye should you decide to do so. If you have any
guestions or concerns, feel free to contact mam@ackin@pepperdine.edu. | hope you will enjay th
opportunity to share your experience in the hopefiture entrepreneurs will benefit from your cand
reflections on how you achieved success in youiness.

For questions about this research, please cddtatinda Purrington, Dissertation Chair, at
XXX XXXXX@pepperdine.edu or xxx-xxx-xxxx. You malgo contact Dr. Thema Bryant-Davis, chairperson
of the Pepperdine University Graduate and ProfessiBchools IRB, at xxxx.xxxx@pepperdine.edu or-xxx
xxx-xxxx for additional questions about your righisa participant.



Sincerely,

Ann Mackin
XXX.XXXXX@pepperdine.edu
XXX-XXX-XXXX

Doctoral Student

Lo N

Signature of Researcher Date
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Participant:
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APPENDIX D

Informed Consent for Participation in Researchiviines

Principal Investigator: Ann Mackin

Title of Study: How Did They Do It? A Study of Swessful Women Entrepreneurs in

1.

Salt Lake City, Utah

l, , agree to participateerréisearch study being conducted by Ann

Mackin, under the direction of Dr. Linda Purringtdd.D.

The overall purpose of this research is to expéom better understand how women
entrepreneurs in Salt Lake City successfully laedclyrew, and sustained their small
businesses.

My participation will involve the following: | ageeto engage in a candid interview with the
researcher, Ann Mackin, about my lived experierscaraentrepreneur. | agree to the one-
hour interview, consisting of 17 questions, to bdiataped and transcribed by the
researcher.

My participation in the study will consist of a chd, one-hour interview with the
researcher. The study shall be conducted in d bpoation that lends itself to the tape-
recording of the interview. Preferably, the infewv will be conducted at the location of my
business to provide context and background of tivergrise itself for the researcher.

| understand that the possible benefits to me cegpfrom this research are such that
current and future entrepreneurs may benefit froyrcandid reflections of my experience as
an entrepreneur. The strategies that | used tewhaand grow my business and how |
sustained it over time could be instrumental irphng) other entrepreneurs as they face

similar challenges.



6.

10.
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| understand that there are certain risks and digaxs that might be associated with this
research. These risks include the possible phydiseomforts associated with prolonged
sitting in a one-hour interview. While every atgmwill be made to shield the identity of
individual participants by the use of a pseudonyrare is some risk that an informed reader
of the study could surmise the identity of the jggyaints through paraphrased statements,
guotes, or references to the nature of the business

| understand that | may choose not to participatdis research.

| understand that my participation is voluntary émak | may refuse to participate and/or
withdraw my consent and discontinue participatiothie project or activity at any time
without penalty or loss of benefits to which | atherwise entitled.

| understand that the researcher will take allarable measures to protect the
confidentiality of my records, and my identity wilbt be revealed in any publication that
may result from this project. The confidentialitfymy records will be maintained in
accordance with applicable state and federal lawsder California law, there are
exceptions to confidentiality, including suspicitrat a child, elder, or dependent adult is
being abused or if an individual discloses an intetharm him/herself or others. |
understand there is a possibility that my medieabrd, including identifying information,
may be inspected and/or photocopied by officialthefFood and Drug Administration or
other federal or state government agencies dune@tdinary course of carrying out their

functions.

| understand that the researcher is willing to arsany inquiries | may have concerning the

research herein described. Additionally, | underdtthat | may contact Dr. Linda



11.

12.

13.

140

Purrington, Ed.D. at xxx-xxx-xxx¥ | have other questions or concerns about tresaech.

If I have questions about my rights as a reseaactigpant, | understand that | may contact
Dr. Thema Bryant-Davis Institutional Review BoalRpperdine University, at Xxx-Xxx-
XXXX.

| will be informed of any significant new findingdeveloped during the course of my
participation in this research that may have aibhgasn my willingness to continue in the
study.

| understand that, in the event of physical injeggulting from the research procedures in
which | am to participate, no form of compensat®mvailable. Medical treatment may be
provided at my own expense or at the expense dfi@ajth care insurer, which may or may
not provide coverage. If | have questions, | sHagntact my insurer.

| understand to my satisfaction the informationareling participation in the

research project. All of my questions have beawaned to my satisfaction. | have
received a copy of this informed consent form, \WHibave read and understand. | hereby

consent to participate in the research describedeab

Participant’s Signature

Date

Witness



141

Date

| have explained and defined in detail the reseprobedure in which the subject has consented to
participate. Having explained this and answergdcarestions, | am cosigning this form and

accepting this person’s consent.

Principal Researcher, Ann Mackin Date
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APPENDIX E
Certificate of Completion Human Subject Researdi {}C
CITI Collaborative Institutional Training Initiates

Graduate & Professional School Social & Behavi®asearch - Basic/Refresher Curriculum
Completion Report
Printed on 11/18/2012

Learner: Ann Mackin (username: XXxXxXxXxXx)
Institution: Pepperdine University

Contact Information: XxXxx XXXXx

XXXX XXXX, XX

Department: Education

Phone: XXX XXX-XXXX

Email: XXXX.XXXXX

Social & Behavioral Research - Basic/Refresher:aSkahis group to satisfy CITI training
requirements for Investigators and staff involvedarily in Social/Behavioral Research with
human subjects.

Stage 1. Basic Course Passed on 11/18/12 (Ref889G%

Required Modules Date Completed Score

Belmont Report and CITI Course Introduction 10/26/3/3 (100%)

Students in Research 10/26/12: 10/10 (100%)

History and Ethical Principles - SBR 10/26/12: B150%)

Defining Research with Human Subjects - SBR 11/2:8615 (100%)

The Regulations and the Social and Behavioral $een SBR 11/18/12: 5/5 (100%)
Assessing Risk in Social and Behavioral Scienc&BR 11/18/12: 5/5 (100%)
Informed Consent - SBR 11/18/12: 5/5 (100%)

Privacy and Confidentiality - SBR 11/18/12: 5/5 Q%)

Research with Prisoners - SBR 11/18/12: 4/4 (100%)

Research with Children - SBR 11/18/12: 4/4 (100%)

Research in Public Elementary and Secondary Sch&B&R 11/18/12: 4/4 (100%)
International Research - SBR 11/18/12: 3/3 (100%)

Internet Research - SBR 11/18/12: 5/5 (100%)

Research and HIPAA Privacy Protections 11/18/12:(80%)

Vulnerable Subjects - Research Involving Workergsieiyees 11/18/12: 4/4 (100%)
Conflicts of Interest in Research Involving Humarbfects 11/18/12: 2/5 (40%)

For this completion report to be valid, the learited above must be affiliated with a CITI
participating institution. Falsified information @mnauthorized use of the CITI course site is
unethical, and may be considered scientific misoohty your institution.

Paul Braunschweiger, Ph.D.
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Professor, University of Miami
Director Office of Research Education
CITI Course Coordinator
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APPENDIX F
Demographic Questions for Participants

1. How many years have you owned this business?

2. Has your business been profitable every year? Unprofitable years?
3. Are you the sole owner, or do you have partners?
4. Are you still the owner, managing the company ojp@na today?

5. What was the outcome you expected when startirepalusiness?

6. What is the nature of your business? In what itvggwgould your characterize your business to

be?

7. What is your age?

8. What is your level of education?

©

Is your educational background specific for timdustry?

10.How much experience did you have with this indugtigr to starting your business?

11.Did you have managerial experience before stagtouy business?




Pseudonym of interviewee:
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APPENDIX G

Interview Protocol: Women Entrepreneurs in Saltd &lity

Location of interview:

Date of interview: Timm@rview:

Review the intent of the study and thank the piiat for her time.

Remind the participant that you be recording therinew with an audio recording device in

addition to taking notes. Let her know that she rejuest to stop the audiotaping at any time.

Section 1: The Startup of a New Business

1.

2.

7.

8.

What were the circumstances that led you to begur yew business?

What were the key factors that motivated you ta $taur own business?

What were the significant challenges that you faoetie startup of your business?
What unique issues did you face in this particuldustry?

How did your personal background or experiencaierice the startup?

How long did it take you to gather the resources @evelop the plan before you actually
started the business?

Did you find that, as a woman, you encountered umigsues during the startup phase?

What were your expected outcomes?

Section 2: Growing and Sustaining the Business

1.

2.

After your business was launched, at what pointitdoggin to grow?
What were the factors or influences that were uméntal in the growth phase?
What were some of the obstacles or challenges/thataced as your business began to

grow?
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4. Can you detail some experiences that you havedramhntinue to have, with respect to
growing and sustaining your firm to the currentaewes?
5. As your business grew, were you faced with anylehgks unique to women?
Section 3: Strategies Employed for Long-term Susces
1. Your business has been successful for several;y&ars/ou share some insights on how
you have managed to maintain continued success?
2. What are some of your key strategies that you eyepldo reach the level of success you
currently enjoy?
3. What obstacles or challenges have you faced, awddidbyou overcome them?
4. What recommendations do you have for other entrenes to assist them in maintaining a
successful enterprise? Any suggestions for womasriag into entrepreneurship?
5. What were the things that you did “right”? What gl do “wrong™?
6. How did your business, i.e., the product or theiser differentiate from competitors?
7. Did you have mentors, advisors, or consultants agsisted you?
Ask the participants what additional informationamy, they would like to share. Thank them

again for their time and participation.
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Observation Notes Instrument
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Business Name and Type of Industry:

Researcher:

Location of the Business and Interview Place:

Pseudonym of the Business Owner:

Date: Start: End:

Observation

Observer Notes
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Interview Questions Aligned with Research Questamd Literature

Resear ch Question

Interview Question

Literature Sources

RQ1: How did female
entrepreneurs start and then
build their business to remain
successful for five years or
more?

What were the circumstances th
led you to begin your new
business?

aBruni et al., 2004;
Brush et al., 2006;
Carter et al., 2003;
Chen et al., 1998;
Piscione, 2013;
Vengrouskie, 2010

What were the key factors that
motivated you to start your own
business?

Hisrich, 2002;
Inman & Grant, 2005;
Orhan, 2005;
Plehn-Dujowich, 2013

What were some of the significa
challenges you faced during the
startup phase?

nCarter & Marlow, 2007;
Chen et al., 1998;
Haynes, 2010;

Hisrich, 1984;
Terjesen, 2005

What were your desired outcom
in starting this new business?

efnman & Grant, 2005

RQ2: What challenges or
obstacles, if any, did female
entrepreneurs encounter as the
started and grew their business
and how did they overcome
them?

What were the significant
challenges that you faced in the
ystartup of your business? Were
,there unique factors you
experienced as a woman?

Furchtgott-Roth, 2008;
McAdam, 2013;
Minniti, 2009;

Orhan, 2005;

Steyaert et al., 2011

What issues did you face in this
particular industry?

Ahl, 2006;

Anna, 1999;

Foss, 2010;
Greene et al., 2003;
Mayer et al., 2007

After your business was launche
at what point did it begin to grow

Brush et al., 2006;
2Greene et al., 2003;
Dearing, 2013

Can you detail some experience
that you have had, or continue t¢
have, with respect to growing an
sustaining your firm to its curren
revenues?

sLosocco & Bird, 2012;
b DeBruin, 2006
dVayer et al., 2007;

[ Brush et al., 2010

RQ3: What strategies did these
female entrepreneurs employ t¢

How long did it take you to gathe
b the resources and develop your

2rAhl, 2004
Birley, 1988
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start, grow, and sustain their
business, and how might their
strategies help future women

plan before you actually started
the business?

Cahoon et al., 2010
Young, 2012

What were the factors or

entrepreneurs in Utah to be marinfluences that were instrumenta

successful?

in the growth phase?

Coleman & Robb, 2012
| Abbott & Fisher, 2010;
Marlow, 2007

Your business has been succes
for several years; can you share
some of your insights on how yo
have managed to maintain
continued success?

stdlghes et al., 2012;
MacNeil, 2012
uDeBruin, 2006
Kauffman Foundation,
2012;
Manalova et al., 2012

What recommendations do you
have for other entrepreneurs to
assist them in maintaining a

Piscione, 2013
Hughes et al., 2012
MacNeil, 2012

successful business?
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APPENDIX J
Expert Review of Instrumentation Interview Quession
Part I: SCORE Counselors
The original 14 interview questions were tested i@wviewed by two local entrepreneurial
experts from the local Salt Lake City SCORE (Sex\iorps of Retired Executives) office on
November 30, 2013. The two SCORE counselors, RarBand R. Tucker, asked for clarification
on the selection process of candidates, as thetedan understand the qualifications for inclusion
on the study. From their perspective, the intemiigstrument could be improved by the addition of
three questions:
1. What did you do right?
2. What did you do wrong?
3. On what differentiation points did you start yowsiness? How was it unique in light of
your competition?
The SCORE counselors represent the larger entreyria@hecosystem of Salt Lake City.
There are numerous economic development organmzatiat endeavor to support and grow the
small business community. The findings in this gtaduld potentially be helpful to this
community. The two SCORE counselors felt thatotld be very helpful to this community to find
out from these successful women entrepreneurs whtthy had used mentors, advisors, or
counselors. They recommended the addition of atoprerelated to this topic:
1. Do you have mentors, advisors or counselors whe baen helpful in this process? If so,
can you elaborate?
The SCORE counselors further noted that the one4hterview could lead to a second,

clarifying interview. This second interview may becessary if there were any questions that arose.
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As themes emerge or unexpected developments ocmay be necessary to go back and ask
participants for clarification. While the SCORE regentatives believed that the questions were
clear and would be effective in conducting thigdgtuhey felt that the one-hour time frame might
be too short. They suggested that there be rodheistudy for a follow-up interview, if necessary.
They asked to receive a copy of the findings t@ lleém learn more about the successful women
and their strategies. The recommended questiors adeled to the interview instrument.

Part II: Babson University Center for Entreprenaluitudies Expert Review

A second expert review was conducted with Dr. Suuaiffly, Executive Director of
Women'’s Center for Entrepreneurial Research at &abiiversity, on the telephone on December
6, 2013. Babson University has been recognizeédeasumber-one ranked entrepreneurial
university in the world by U.S. News and World Regdor 20 consecutive years.

Dr. Duffy did not recommend changes to the intesmiestrument. However, Dr. Duffy
encouraged this study to maintain an emphasisdseper understanding of the unique
entrepreneurial community of Salt Lake City. | ped to her that my process of finding
participants was more challenging than | had guditeid. She noted that this was a key factor in the
study and that the actual target population might@mparatively small. She encouraged me to be
mindful of the larger societal constructs of Salke City’s social fabric, history, religion, and
gender discrimination that may be responsibleHerdhallenges that women face in starting small
businesses.

Further, Dr. Duffy felt the lens of liberal fem#atitheory was an important factor of this
study. She cautioned that gender bias has haphdicant impact on women entrepreneurs and that

it remains a relevant issue. She concurred wihrédkommendation of the director of the Salt Lake
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Chamber of Commerce (P. Okamura-Gerrard) that tlestgpns should focus on the uniquely

female experience of entrepreneurship.
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APPENDIX K
Pilot of Interview Instrument

The original 14 interview questions were pilotedhvan expert women’s small business
counselor, Pamela Okamura-Gerrard, Director oSl Lake Chamber of Commerce Women'’s
Resource Center, on November 30, 2013. The mitetview resulted in the modification of the 14
original questions and the addition of three clamifj questions.

Ms. Okamura-Gerrard believed that the questiong wkrar and would result in the detailed
responses that would support the research questidowever, she felt that the study should
include more women-centric questions. Her recontdatons included keeping the questions in the
study, but asking more probing questions, suchlad,you feel that you had unique challenges
starting your business as a woman?” She suggtsiedat the end of each of the three sections, |
pose the question, “How did you overcome challenigaswere unique to being a woman, if any?”

Each of the three sections of questions was maliienclude a question regarding how
gender may have played a part in the entreprenstuegegies for starting, growing, and sustaining a
small business. Ms. Okamura-Gerrard’s feminisgjpective also was supported by the expert

review of Dr. Susan Duffy of Babson University.
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APPENDIX L

IRB Approval Letter E0214D03

PEPPERDINE UNIVERSITY

Graduate & Professional Schools Institutional Review Board

March 4, 2014

Ann Mackin
KXXXXXXXXXX
XXXX XXX XXXX XX XXXXX

Protocol #: E0214D03
Project Title: How Did They Do It? A Study of Successful WomenrEpteneurs in Salt Lake
City, Utah

Dear Ms. Mackin:

Thank you for submitting your applicatiodpw Did They Do It? A Study of Successful
WomerEntrepreneurs in Salt Lake City, Utdbr exempt review to Pepperdine
University's Graduate and Professional Schoolstlriginal Review Board (GPS IRB).
The IRB appreciates the work you and ytagulty advisor, Dr. Purrington, have done on
the proposal. The IRB has reviewed your submit®lapplication and all ancillary
materials. Upon review, the IRB has determinedtimatabove entitled project

meets the requirements for exemption under the&édegulations (45 CFR 46 -

http://www.nihtraining.com/ohsrsite/quidelines/4&k8.htm) that govern the protections of human
subjectsSpecifically, section 45 CFR 46.101(b)(2) states:

(b) Unless otherwise required by Department or Agdreads, research activities in which
the onlyinvolvement of human subjects will be in one or enof the following categories
are exempt fronthis policy:

Category (2) of 45 CFR 46.101, research involving the use of educational tests
(cognitive,diagnostic, aptitude, achievement), survey procesjunterview procedures or
observation of publibehavior, unless: a) Information obtained is reedriosh such a manner
that human subjects can identified, directly or through identifiers linked the subjects;
and b) any disclosure of the hunsubjects’' responses outside the research coulohaaly
place the subjects at risk of criminalaivil liability or be damaging to the subjects'dimcial
standing, employability, or reputation.
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Your research must be conducted according to iyggsal that was submitted to the IRB. If
changes tohe approved protocol occur, a revised protocoltrhaseviewed and approved by the
IRB beforeimplementation. For any proposed changes in yaeaeeh protocol, please submit a
Request for Modification Form to the GPS IRB. Because your study falls under gstiem,
there is no requiremefdr continuing IRB review of your project. Pleasedware that changes to
your protocol may prevent thiesearch from qualifying for exemption from 45 CHR101 and
require submission of a new IRBplication or other materials to the GPS IRB.

A goal of the IRB is to prevent negative occurrendering any research study. However, despite
our best intent, unforeseen circumstances or eventsansg/during the research. If an
unexpected situatioor adverse event happens during your investigagiease notify the GPS

IRB as soon as possible. Wil ask for a complete explanation of the everd gaur response.
Other actions also may be requidEbending on the nature of the event. Details diggrthe
timeframe in which adverse events mustdy@rted to the GPS IRB and the appropriate forbeto
used to report this information can be found inReeperdine University Protection of Human
Participants in Research: Policies and Procedures Manual (see link to “policy material” at
http://www.pepperdine.edu/irb/gradugte/

Please refer to the protocol number denoted alvoak further communication or correspondence
relatedto this approval. Should you have additional questj please contact Kevin Collins,
Manager of the

6100 Center Drive, Los Angeles, California 90045 = 310-568-5600



Institutional Review Board (IRB) at gpsirb@peppdeededu. On behalf of the GPS IRB, |
wish yousuccess in this scholarly pursuit.

Sincerely,

':?!J\fu,\___ﬂ_ b’"‘\.ﬁj Ij f
Thema Bryant-Davis, Ph.D.
Chair, Graduate and Professional Schools IRB

cc: Dr. Lee Kats, Vice Provost for Research andt&gic
InitiativesMr. Brett Leach, Compliance Attorney
Dr. Linda Purrington, Faculty Advisor
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