

















2. Sample description

2.1  Describing the sample across industries
We selected businesses from as broad a range of industries as possible, from a dairy farmer who sells milk,
to an undertaker; to a hair dresser. To facilitate comparison with the FinScope Small Business survey, we
maintained the same industry categories. The one industry where we struggled to find respondents was

construction — there is only one business owner in this category.

Table | below shows the number and types of business recruited for the sample, as well as the average
household income, the average monthly business profits and the business profit share of household income.
Most of these businesses were entangled in households that earned an average monthly household income
that ranged between R2 500 and R10 000. Business profits over the month of March 2009 ranged from
losses to R38 000. What is striking, however, is how rarely households relied on the business incomes alone.
Almost always, households had other incomes to support them. Whether this is by design or by accident, it
is most certainly fortuitous as we found that business incomes are particularly irregular and unreliable.

Table I: Sample by industry

No. of Avg. monthly Avg. monthly Business profit
Type of business | businesses in Examples household business % of household
sample income* profits** income
Sales of goods 9 Milk and maas, raw chickens, fruit,
phone container, clothes R3 592 RI 886 59%
Services 7 Mechanic, taxi, hair dresser, creche, undertaker R6 68| R7 244 79%
Construction Bricklaying and plastering R2 820 RI 620 57%
Manufacturing 8 Making voetkoek, baking scones, woodwork,
making curios, braaied sheep heads R5 843 R7 380 43%

*Estimated where other household members did not participate in the study.
#*Based on the month of March 2009.

2.2 Describing the sample across BSMs
We also selected the sample in the Small Business Financial Diaries to represent a spread across estimated
BSMs. To do this, we asked households a set of questions during the recruitment interview to construct a
“quasi-BSM2.” Our questions included where the business took place, the number of paid employees,
whether the business owner had a cell phone, whether there was electricity and hot running water at the
business site, whether the business was tax registered and whether the business owner combined household
and business cash flows. Once we had our month-long cash flow details, we were able to add average annual

turnover to this set of indicators.

2 The FinScope Small Business Survey uses many more indicators than we did to create BSMs, so these estimated should only be considered indicative. They also included
a wide array of 26 questions including details on assets, loans, legal structure, financial records and tax practices. We did not have the opportunity to ask the entire array

of questions and therefore focused on the ones that were the most easy to answer in an initial interview and that seemed to be the most relevant.



Table 2 shows the number of businesses in each BSM category, along with each indicator used to estimate the BSM.
Two things are striking about differences between different BSM levels. First, no matter how high the BSM, no
business managed their cash flows separate from household cash flows. Second, not all businesses fit neatly into
the BSM slots. An example is a sheep head seller; shown on the last line of the table. For most indicators, she would
be placed in a BSM of 2 or 3, i.e. selling from the street, with no cell phone, electricity, hot water or no paid
employees. However, her high annual turnover would suggest that she should be in BSM 5 or As Mambongo's cash

Table 2: Sample by BSM

Estimated No. of Average Premises No. of % % hot % tax % combine
BSM businesses annual mostly... paid electricity | running | registered | cash flows
in sample turnover employees water

| | 0 Home 0 Yes No No No Yes
2 5 R8 928 | Street/Home I 100% 40% 20% 20% 100%
3 2 R14820 | Home 2 100% 100% 0 0 100%
4 2 R25 680 | Home 2 50% 50% 0 0 100%
5 6 R43 721 Home/Container 0 100% 67% 20% 17% 100%
6 7 R123 956 | Home/Street/Container 3 100% 71% 14% 14% 100%
7 2 R442 362 | Business Premises 3 100% 100% 50% 50% 100%
m | R50 220 | Street 0 No No No No Yes

3. Robustness of the Data

3.1 Measuring data robustness in the 2003/2004 household Financial Diaries
One of the built in functions of the Financial Diaries database is the ability to determine the robustness of
the data and pinpoint areas of weakness while the data is being collected. The way this is done is to match
the sources of funds to the uses of funds in every interview. In other words, we aggregate all the cash flows
flowing into the household (from income or from financial instruments like bank withdrawals, or the receipt
of aloan) and match them against the cash flows going out of the household (for expenditures or to financial
instruments, like depositing cash into a bank account, paying premiums on insurance, or making payments on
a loan). The net result, plus and minus cash on hand for the previous interview and the current interview,
respectively, should be zero if all the cash flows have been captured. Any net result other than zero is the

margin of error.

An example from the 2003/2004 household Financial Diaries in South Africa shows how this method of data
collection yields a set of ongoing financial accounts for a 50 year old woman, whom we will call Mambongo?,
who lives with her three children and one grandchild in Langa township in Cape Town. Table 3 on the next
page shows her complete set of cash flows for April 2004, the combined results of two interviews.
Mambongo supports her family with profits from cooking and selling sheep intestines on the street, with a
bit of extra income from a monthly government child grant. In addition, in April, her eldest daughter worked
a few days at a casual job and she also received some money from her aunt. She and her children also
belonged to eight different savings clubs over the year: most were to save for Christmas and one was to help
fund her cash flow requirements for business inventories. However, she found the other members of her
business stokvel were not responsible about paying and she needed to take a loan from a moneylender:
The payout from the business stokvel only came late in the month, and in May she used it to pay back the

moneylender loan she had taken.

3 Allthe names in this report have been changed to protect the identity of the respondent.



Table 3: Mambongo’s Sources and Uses of Funds, April 2004

Sources of funds Uses of funds

Operational Operational
Casual wages R338 | Food R553
Business revenues RI 417 | Business inventory R774
Child grant R169 | Business expenses RI3
Money from aunt RI75 | Paraffin R39
Electricity R143
Financial Household products R299
Received moneylender loan RI150 | Transport to work R78
Savings club payout R598 | Newspapers, magazines R7
Pay phone R20
Penalties and fines R7
Personal (haircut) RI3
Clothing RITI
Financial
Savings club payment R787
Total R2 847 | Total R2 844

Survey margin of error (R2 847 — R2 844) = R3

As Mambongo's cash flows show, the sources of funds coming into the household from income and from financial
receipts in April totalled R2 847, and the uses of those funds, for expenditures and financial outflows, totalled
R2 844. The difference between the two is the survey margin of error, which was R3 in this example. The survey
margin of error is a measure of how well the Financial Diaries captured all the cash flows of the household. We
have found that over time, as households trust the researchers more, they reveal more and more of their complex
financial workings and this margin of error declines. Our experience with Mambongo is a case in point:in February,
the survey margin of error was R286, much larger than the R3 recorded in April. The same pattern is reflected
across the sample. If we aggregate all the margins of error across households and over time, as we do in the chart
below, we see that these survey errors are initially large, even after 3 or 4 visits. But after 6 interviews (about three
months in the household Financial Diaries where households are seen every other week rather than every week)
the margin of error is trivial.

We have found that over time, as households trust the researchers more, they reveal

more and more of their complex financial workings and this margin of error declines

Chart I: Financial Diaries Survey Margin of Error
(% of sources of funds)
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Margin of error in the Small Business Financial Diaries

In the Financial Diaries Small Business, we knew the margin of error was going to be larger than in the
household Financial Diaries for several reasons. First, the respondents only went through only one initial
interview — usually this is a much more gradual process that takes place over a total of four interviews, with
every interview affording the respondent and interviewer to get to know each other better. Second, we
interviewed households with diary questionnaires only four times, which is less than the six times that we
saw we needed to get robust data in the household Financial Diaries. Third, as we mentioned previously,
capturing cash flows for small businesses is harder than it is for households, because cash flows are much more
frequent and business owners are particularly suspicious of the intent of the research.

As expected, our initial margins of error were enormous, even bigger than seen in the first household Financial
Diaries interviews. Similar to the household Financial Diaries, the data got worse before it got better. Then
it began to improve and in the fourth and last week of interviews, the margin of error was at 13% of sources
of funds. This means that by the fourth and last week of interviews, we were starting to get a more complete
set of cash flows from the business owners.

Chart 2: Small Business Financial Diaries Survey Margin of Error
(% of sources of funds)
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Thoughts on further Financial Diaries data collection

Were we to continue with the Financial Diaries, how much better would the data have gotten? On the one
hand, it most certainly would have continued to improve. What had begun to happen by the fourth week
of interviews was that respondents and interviewers were starting to understand each other better.
Respondents understood better what researchers were looking for. Researchers were managing to work
through some of the biggest miscommunications of the previous weeks. For example, the owner of one of
the largest businesses had been telling the field researcher that his “inventory purchases” every week was
the actual size of his inventory for week to week, i.e. he misunderstood that we wanted how much he spent
on inventories rather than the value of the inventories he was currently holding. Eventually, our researcher
understood what the confusion was and why the figures looked so crazy, and she could begin to capture much

more reasonable data.

What had not yet begun to happen by the fourth and final week of the pilot was the probing that was
required to work out some of the more minor mysteries. For example, some of the businesses reported in
the initial questionnaire that they had employees and told us how much they paid them, but these wages did
not show up in the March cash flows. It is unclear whether they simply neglected to report these expenses,

or they only hired people when they needed them, or they were simply paying them late. This is the type



of detail that would be followed up in a longer Financial Diaries exercise. There were also details about how
credit was given — most of the respondents reported that they did not charge interest. However, we found
that in the household Financial Diaries, when probed further and over time, some business owners in that
sample did indeed charge implied interest, expressed as a higher price. Another potential weakness that could
be cleared up over time would be how some of the personal financial instruments were used in the business.
These are some of the details that would require several months to clarify.

Clearly, another aspect that is missing from such a short, month-long set of data is the seasonal ebbs and flows
of both the business revenues and costs. The household Financial Diaries showed us that most businesses
have a strong seasonality to them. For example, Mambongo, the sheep intestine seller described in Table 3,
would find her business much decreased during the winter when it was raining and people were not coming
outside to buy from her. She would take a casual job during the winter and let her daughter look after the
business to make ends meet.

Another aspect we would not see in a month long survey, or even in a longer survey, is how the business
reacts to events in the household. In the household Financial Diaries, there were roughly 200 financially
relevent events that happened to 152 households over the course of | year That is just over | event per
household over a year. One might reasonably then conclude that to capture at least one event per household,
we would want to spend at least a year in the field.

Lastly, there are certain things that we cannot expect to capture, like the cash flows of household members
who refuse to participate in the study. In the Small Business Financial Diaries pilot, there were several
household members that refused to participate. We experienced something similar in the household Financial
Diaries — no matter how persistently we tried to engage them, there are certain family members who are
not willing to disclose their details, so we are left to estimate what their cash flows may have been.

4. Using The Small Business Diaries Pilot Data:
Some Initial Observations

Some businesses simply seem to have the magic touch and have a knack of generating profit, holding onto savings
and then investing that savings wisely. We had one such example in the pilot sample. Ruth is a 4| year old woman
who has been in business for herself all her life and now runs one of the largest stalls at the Nyanga taxi rank. She
started in business when she was young, taking RS0 from her brother (with which she was meant to buy shoes)
and buying chickens, which she sold for profit of R120. She used the R120 to buy trousers, generating more profit
with each sales as well as a growing customer base. She started selling more clothes from outside her home.
Eventually she was able to strike a deal with someone who sold at the taxi rank and she started selling there. She
did well, opening a bank account and saving RI 000 every week. She also joined a stokvel with other vendors at
the taxi rank, saving in the bank every time she was paid out. With her savings she bought a taxi which she sent
to her parents in Eastern Cape to help them generate an income. She also bought another vehicle to help her
transport stock to sell. She then joined a “high rollers” stokvel, and when it paid out R45 000, she left half of it in
a fixed deposit account and bought another vehicle. In 2004, she expanded her business enterprises and began

to run a phone shop.

She learned how to deal with customers from her mother - the key thing is to not
be afraid to ask to be repaid by customers who owe you.

We calculated that she generates a net profit of just under R5 000 every month from her Cape Town businesses
alone. She currently has savings of R43 000 in a bank account. She says that she never needed a loan. She learned
10 how to deal with customers from her mother — the key thing is to not be afraid to ask to be repaid by customers

— who owe You.



We found only one Ruth in our small pilot sample, but the rest of the business owners were not able to build their

business as easily. When asked what they need the most, many of our respondents were able to articulate their

needs and we've noted their thoughts diligently. But we also have looked at their financial positions with the eye

of a financial advisor and made some inferences about what we think they might need, whether they've thought

of it or not. We used the combination of qualitative responses and quantitative cash flow statements, income

statements and balance sheets to provide some initial insights on five questions below.

4.1
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How do businesses use financial instruments to manage their cash?

All of the respondent households in this sample had fairly full financial portfolios, with at least three different
financial instruments. It is noteworthy, however, to notice that most of these instruments were not specifically
geared towards the business. In this entire sample, only one household had a business loan (the taxi driver
to purchase his vehicles). Most other households were managing portfolios based on their household needs

rather than on their business needs.

A key exception is the high frequency of stokvel use, particularly rotating stokvels between fellow business
owners. Stokvel use was often quoted as a means to gather together high frequency cash flows and make
them into a lump sum that business owners can use to tide them over lean times and make small investments

to keep their businesses going.

What financial products do businesses seem to need?

When we think of finance and small business, most of us automatically think of fairly significant capital loans

that businesses would take some months to repay. Our qualitative discussions with respondents certainly

reflected the desire of small business owners for a capital loan, with quite specific plans for how it would be

used:

B The baker (monthly net profit = R3 741, net worth = R460 182) wants to buy a container from which
to sell her products.

B The bricklayer/plasterer (monthly net profit = RI 620, net worth = R143 413) wants to bid on a project
as a fully fledged contractor, not a sub-contractor.

B The woman who runs a creche (monthly net profit = R370, net worth = R13 584) wants a bigger space.

B The fruit seller (monthly net profit = R1 200, net worth = R 18 440) needs a new bakkie to get fruit from
the farms, because the old one keeps breaking down.

B The fish seller (monthly net profit = loss during March, net worth = R127 775) wants a deep fryer

B The mechanic (monthly net profit = RI'| 509, net worth = R203 600) wants space for his cars so they
don’t get towed from the pavement.

The monthly net profit and net worth figures inserted for each example shows that though these business
owners may have big dreams, only one or two, such as the baker and the mechanic, might be viable candidates

able to service such a loan.

Less frequently did respondents specifically mention the need for finance to bridge cash flow, perhaps only
because they did not realize that such a thing could exist. However, looking at their financial flows, this need
showed up several times:

B The woman selling voetkoek and running a phone container (monthly net profit = R4 000) would like
her supplier (or someone else) to give her credit on weekly basis. Right now she complains that she
doesn’t 'see my profit” because the profit comes little by little and it is difficult to save from week to week.

B The shack builder (monthly net profit = R1 240) finds that he has a seasonal slump in January when he
has to pay for school fees. Because his personal cash flow is tight, he’s not able to pay for transport to
get wood to build shacks. He needs to build small things, like chairs, to generate cash flow to begin

building shacks again.

It is also apparent that business owners need more than just credit. Many are handling cash every day and in high

visibility areas, and we heard several references to being robbed or about them curtailing their activities to avoid

theft. Being able to deposit this cash frequently and cheaply would be an enormous improvement for their safety

and ability to save more effectively.
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Moreover, because business owners deal constantly with cash, it has more opportunities to slip through their fingers,

making it difficult to save. Many business owners in the pilot sample were members of daily or weekly stokvels,

which helped to suck up these small cash flows and turn them into helpful lump sums. However; stokvels are not

always reliable financial institutions, nor do they always provide the right timing for every business owner. Additional,

complimentary savings products, that can accumulate slowly or stand ready to catch large lump sums when they

come, would be a helpful addition to small business owners' portfolios.
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How do small businesses interact with suppliers, customers and other household members?

We found that one of the biggest challenges that small businesses face are in their interactions with both their
suppliers and their customers. Suppliers can be unreliable and fragile business partnerships fall apart easily. The
problem with customers is simple and heard over and over: they ask for credit and they don't pay. Trying to

control these relationships was the most frequent concern we heard from all the businesses in the pilot sample.

Most businesses make some sort of arrangement with others in their area to get their business working. The
baker's business, for example, didn't really take off until she gave her scones to a man who was selling fruit
and vegetables on the street. She had an arrangement that she would give him 57 scones and he pay her

for 50 scones and take the revenues from the remaining 7 scones for himself.

However, these relationships often go wrong. The unreliability of partnerships proved to be one of the most

difficult aspects of business for several of the business:

B The undertaker relies on both a hearse driver and a rental agent for the gear to lower the coffin into
the grave. Both have let her down badly in the past — failing to deliver bodies in time for funerals and
leaving her to use ropes to lower coffins into the ground. Both of these circumstances left her with a
bad reputation in the township and her business suffered for it.

B The bricklayer/plasterer is often paid late for her work, and as a consequence pays her workers late.
Workers have become less eager to work for her as a result.

B A clothes seller gave a fellow clothes hawker money to buy clothes for her in Durban but the woman
came back without clothes and has avoided repaying her money.

B The supplier for the sheep head seller gives her credit, which is helpful, but doesn’t always have stock for
her, leaving her nothing to sell for the day.

B The seamstress had a big order for |5 shirts to make for a burial society. She received the cloth in
advance but one of her partners took it to someone else with a larger sewing machine. She was left
without one of the biggest orders she had ever received.

Equally important are the relationships that businesses build with their clients. The strength of these
relationships are often key to the success of the business. The food container seller; for example, targets taxi
drivers as her clients, because they usually have lots of cash on hand and don’t need to buy on credit. She
fosters these relationships, encouraging them to call ahead to order and arranging for the food to be delivered
to them in their taxis. All the business owners in the pilot sample are constantly thinking about how to
manage their customers, particularly around the giving of credit:

B The dairy farmer noted that he does not want to do business in the rural areas because people there
ask for credit more easily than in urban areas.

B The undertaker says that people always ask for credit. She tries not to give it but when she does, she
charges more for the goods and services she sells.

B The shack builder said that he learned a big lesson about credit. When he first started this business, he
would put together a whole shack and request someone with a truck to deliver for him and he would
wait for the customer to come back with the money. But when he would go to check on the customer,
he would find that the person who bought the shack had sold it to someone else and is no longer there.
So he changed his method: he gives the customer's walls on credit and then puts the shack together when
payment has been made. He does not charge interest for credit.

B The raw chicken seller suggests that it was easier to sell at the taxi rank because people don't have the
courage to ask for credit in such a public place. However, selling from home it's easy for neighbours to
ask for credit and she can't refuse.
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B The clothes seller says that she prefers selling to men because they don't give her a hard time about
collecting their debts.

B The fried fish seller says that she prefers to sell on the weekends because people have more cash and
don't try to buy on credit.

B The mechanic says that he has to sell on credit to encourage sales. He is currently owed R22 900 by
his customers.

B The cupboard maker says he asks for a % deposit when he draws up the quotation and collects the
balance when he installs the cupboard. He says he's never had a problem with credit, but his friends tell

him that his credit policy is too strict which is why people are not buying from him.

What training do businesses seem to need?

The business owners in the sample had very mixed training backgrounds. Some worked in regular jobs that
trained them well for their current business, such as the mechanic who used to work for Toyota or the
restaurant trainer who used to work as a chef. Others learned their skills from family members, such as the
cupboard maker who learned from his father or the sheep head seller who learned from her sister. Others
were exposed to free classes, like the seamstress who learned sewing and fabric painting at the Nyanga
community centre. Many business owners claimed to need more business skills, even those who had already
been exposed to business classes. The restaurant trainer, for example, took entrepreneurship classes at the
University of Cape Town. The cupboard maker attended classes that helped him draw up a business plan
and informed him of how to register his business. However, both of these businessmen were left wanted to

know much more about marketing their business, pricing their goods and services and finding financing.

An alternative side of training that the pilot reveals was an oft-mentioned desire to create a business that
would give back to the community by training young people. This is the entire basis for the restaurant
trainer's business, for example. The curio manufacturer, although he does extremely well financially, claims that
his original intent for starting this business was to help the teens get off the street. The mechanic tends to
train young, inexperienced assistants, although whether he does this to create more skills or to avoid having
to pay them is unclear without being able to probe this further

An alternative side of training that the pilot reveals was an oft-mentioned desire to

create a business that would give back to the community by training young people.

4.5

How do hard times in the household affect the businesses and vice versa?

As we noted in the methodology section, we made a decision prior to going into field to capture cash flows
for the entire household and not simply the business, having learnt from the household Financial Diaries that
money can easily flow from the income sources and financial instruments of one person to another. The
results of the small business Financial Diaries suggest that this was an appropriate decision — all respondents

reported that they mixed household and business cash flows.

For most business owners, other incomes in the household supported cash tight times of the business often:

B The baker regularly asks her husband, who has a regular job, for money to buy stock.

B The dairy farmer uses his salary to pay the herd boy when milk is not selling.

B The fruit/clothes seller was in a car accident and had to pay R7 000 in damages. Her sister gave her
money from her payout from a stokvel. But, she mentions, what really helped her business is when she
started receiving an old age grant which allowed her to bridge cash flow and buy stock even when
business was down.

B The cupboard maker said that he sometimes supplements his income by delivering people's good with

his bakkie when business is slow.

13



The most challenging time reported to us seem to come less from household needs weighing on the business,

and more from unreliable or competitive business relationships:

B The chicken seller was selling chickens from the taxi rank in Langa, but other sellers were jealous and
accused her of witchcraft to drive her away. She now sells from her home which she says has hurt her
revenue stream.

B These concerns are echoed by the clothes seller who both sells at the taxi rank and saves with other
rank seller in a stokvel, but still worries about being accused of witchcraft if her business is doing too well.

B The creche owner originally had I8 children, but another creche opened in the area and the number of
children fell dramatically.

5. Conclusions

5.1 Conclusions about small businesses

This pilot has by no means given us a complete understanding of small businesses but it has illuminated

certain insights:

I. Small business owners may have big plans and express a need for big capital loans, but their income
statements and balance sheets suggests that few of the businesses in this pilot sample are good credit
risks. However, equally important to these businesses, although perhaps not articulated as such by the
business owners themselves, is short term bridging finance. Many of these businesses need something
equivalent to an overdraft — a line of credit that can be accessed and paid back to bridge very short
periods when business revenues are temporarily low.

2. Most small businesses have an even sharper need than earners of regular income for appropriate savings
mechanisms that can capture the high frequency cash flows that they experience. We know from the
household Financial Diaries and other research? that having lots of cash in hand makes it more difficult
to save. Business owners deal almost purely in cash and therefore are in particular need of finding
effective ways of saving on a high frequency basis.

3. Many of the business owners in this pilot have bank accounts and several have accumulated sizable
savings, but they also have sizable savings in their house. Many of the respondents were concerned
about theft, to the point that it curtailed where they did business. We would argue that for small business
owners, who are so visibly trading in cash, convenient and safe access to a transaction account is key.

4. Business owners have sought technical training and many have received it, but business training is still
lacking. In particular, business owners appear to need help to:

a. Manage their debtor’s book;
b.  Price their goods and services appropriately; and

C. Hire and train staff.

5.2 The five things we still need to learn
The Small Business Financial Diaries pilot provides key insights into the workings of small businesses, but it
does not illuminate everything we need to know. Our margin of error, and the instincts of our field

researchers, tell us that there was a great deal that businesses still haven't told us.

From our experience with this pilot, the five things that continue to be most perplexing are:

I. We know that giving credit is something that all small business owners struggle with, but it is not clear
whether having a large debtor's book is a blessing or a curse. If business owners need the money during
a dry month, do they use the debtor's book to collect and generate some income?! Or does giving
credit prevent the business owner from taking further steps to enhance his or her business?

2. How effectively do small business owners use the large capital loans they are able to obtain? Are they
frittered away for a variety of business and household activities! Are they used to make the capital
investments for which they are intended?

14 4 Such as Stuart Rutherford's seminal book The Poor and Their Money, Delhi: Oxford University Press, 2000.
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3. How do business owners manage the continuous ups and downs over seasons and over high and low
cash flow periods? Do they take on and drop staff?

4. Which financial instruments are the most effective at capturing savings from small businesses? This study
found that stokvels are popular, but do they work well and consistently over time?

5. How do households manage to bridge cash flows when they need to? s this done in a way that is

ultimately detrimental to the business, i.e. by taking out a high interest loan?

Lessons learned about the Small Business Financial Diaries methodology

The purpose of a pilot is to test a methodology, getting enough data to determine if the information is useful
enough to move to a larger scale study. One of the most pragmatic pieces of information that we can take
away from this pilot is how much more time we may need before we would have a complete set of cash
flow data for businesses. We have learned that a month is certainly not enough time to gather robust data.
We also confirmed our impressions, gained in the business owners interviewed in the household Financial
Diaries, that small business data is particularly difficult to capture. Nonetheless, it is reassuring that even such
limited data as was captured by this pilot can paint vivid pictures of the issues that small business owners
grapple with.

Based on the margin of error chart that we showed in Chapter 3, we would estimate that with two to three
months of data, the Small Business Financial Diaries can manage to capture a full set of household and
business cash flows, within a much smaller margin of error: With a full year of data, we would have an as yet
unseen deep view into the cycles and impacts of both seasonal variations and unforeseen events on small
businesses. This would compliment the breadth of a nationwide FinScope Small Business survey with a day-

by-day, business-by-business information set of substantial depth.
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Annex: Business Profiles

Estimated BSM: 2
RESTAURANT TRAINER

Daniel is a 39 year old man who lives with his son. His business, started in 1998, involves training waiters out of a training centre. He focuses primarily

on training unemployed youth, and therefore charges minimal rates for his courses. His business plan involves training students in Cape Town, who

then go into the surrounding rural areas to train others.

Before starting this business, he worked as a chef. Even though he did not have any prior experience as a professional chef, he quickly noticed that

he had a natural passion for cooking. He came up with the idea to start a training institute because of the growing number of unemployed youth

in his township. He attended a course in entrepreneurship at the University of Cape Town to gain the necessary skills with which to grow his business.

He struggles with this business and would like to expand it. He tries to market by putting up fliers in his area, but the fliers have his cell phone

number on them and his phone was stolen. He would like to increase his materials, but his savings were depleted when his girlfriend passed away

in 2004 and he had to pay for the funeral.

Household income and Net Worth

Monthly Household income
Business Profits

Household Net Worth
(This is mainly comprised of the value of his home,
appliances and electronics.)

Business details

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Woages

Profit

Financial Portfolio

B Bank account
Daniel

® Funeral plan
Daniel

®  Informal borrowing
Daniel

m Store card
Daniel

B Saving in the house
Daniel

R336 Percent of household income
R336 100%
R158 437

R400 (4 800)
RO

RO

Ré4

RO

R336

FNB cheque account Current balance = R300

Metropolitan, via debit order, R150 per month

Two loans taken from two different friends over the past month, R100 and R50 respectively.
Truworth’s — Current balance = R580

Current balance = R230
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Estimated BSM: 2
DAIRY FARMER

John'is a 65 year old man who lives with his 20 year old daughter. He works as a security guard but since 2001 has also had a dairy farming operation

on the side. He raises cows and lets them graze on the open land in the Joe Slovo area of Langa. He milks the cows and sells the milk as well as

sour milk.

Usually, he tells us, he makes about R1000 per month with this business, but this month he needed to buy cattle feed and this cut into his profits.

One of his greatest concerns is how expensive cattle feed is becoming, and how difficult it is to find fresh grass in Langa.

Monthly Household Income
Regular Wages
Business Profits

Household Net Worth

(Mainly comprised of value of home, livestock, and cash
in account.)

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

m Bank account
John
B Provident fund through employer
John
B Funeral plan
John
B Burial society
John
B Informal lending
John

B Saving in the house

Business details

Financial Portfolio

R2 105 Percent of household income
R2 665 100%
-R560
R162 682.50

R740 (8 880)
RO
R1 300

FNB savings account Current balance = R14 000

Deducted from payslip, R128 per month

Liberty Life, deducted from payslip, not sure how much every month
Belonged to since 1967, pays R150 per month.

Two different people, a friend and a relative, loaned them R150 and R400, respectively, at the
end of 2008.

John Current balance = R0
m  Credit given
John Gave a total of R200 worth of credit to various neighbours.
m  Trade credit
John Took credit from feed supplier twice during March — for R150 and R600, respectively — to
be paid back at the end of March.
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Estimated BSM: 2
CLOTHES / RAW CHICKEN SELLER

Nomsa is a 63 year old woman and Mamhira is her 27 year old daughter. Nomsa sells raw chickens out of her home, and her daughter; Mamhira

sells clothing.

Nomsa used to be employed as a domestic helper, but left because she found the work to be too strenuous and she was unfit to continue. She
then started a shebeen out of one of the shacks in her yard. Her brother gave her the money to start the business, which was profitable because
no one else was selling beer in her area at the time. In 2008, she was forced to stop selling because of legislation which restricted selling of liquor
to those with licenses. She then switched to selling raw chickens from her house. She tried selling at the taxi rank, but left because of problems
with the other hawkers. This month she was extremely ill and was taken to the hospital, so the chicken business suffered as a result. She was not

able to sell all of her stock.

Previously, Mamhira worked at a local coffee shop as a waitress. Her sister used to sell clothes to people in the area. Mamhira noticed the profits
her sister was making and, in 2004, decided to do the same. Her business also suffered this month as she spent time with her mother in the hospital

and nursing her through her illness.

Household income and Net Worth

Monthly Household Income R2 980 Percent of household income
Disability Grant R960 32%

Old Age grant R960 32%

Rental Income R1 000 34%

Business Profits R60 2%

Household Net Worth R109 159.00

(Mainly comprised of value of home.)

Business details (Selling raw chickens)

Revenues (Annual turnover implied) R950 (11 400)
Credit paid from customers RO
Expenses RO
Cost of goods sold R1 200
Wages RO
Profit -R250

Business details (Selling clothes)

Revenues (Annual turnover implied) RI 130 (13 560)
Credit paid from customers R400
Expenses RO
Cost of goods sold RI1 220
Wages RO
Profit R310

Financial Portfolio

m  Bank account

Mamhira (daughter selling clothes)
m  Stokvel

Nomsa (mother selling chickens)
B Funeral plan

Mambhira (daughter selling clothes)

Mamhira (daughter selling clothes)

ABSA savings account Current balance = Rl 800
Rotating stokvel with 4 other people, contributes R500 every time

Old Mutual, paid via debit order, R268 per month
Funeral parlour, paid cash, R49.50 per month

Nomsa (mother selling chickens)
m  Burial society

Mamhira (daughter selling clothes)

Nomsa (mother selling chickens)

Nomsa (mother selling chickens)
m  Saving in the house

Mamhira (daughter selling clothes)

Nomsa (mother selling chickens)
m  Giving credit

Mamhira (daughter selling clothes)

Funeral parlour, paid cash, R52.60 per month

Pays R100 per month
Pays R100 per month
Pays R35 per month, been member since 1995

Balance = R300
Balance = R500

Credit given to |12 different people, mostly for R100 at the beginning of March,
| for R50, | for R150. No interest charged.
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Estimated BSM: 2
CRECHE OWNER

Nomzamo is a 38 year old single mother who was born and raised in Langa. She has two sons, a |4 year old and an 8 year old. She runs a creche

out of her home, assisted by relatives and | employee.
Nomzamo lost her job in 2007 and decided to start a daycare out of her home so that she wouldn't have to pay for rent. She started her business

with only five children, which soon increased to eighteen. However, another créche opened nearby and parents have started to withdraw their

children, because Nomzamo does not have a lot of space in her flat.

B Bank account

R500 (6 000)

Credit paid from customers RO
Expenses RO
Cost of goods sold R130
Wages RO
Profit R370

Monthly Household Income R2 600 Percent of household income
Child Grant R480 18%

Casual Wages RI 750 67%
Remittances R20 1%

Business Profits R370 14%

Household Net Worth R13 584.50

(Mainly comprised of value of furniture, appliances

and electronics.)

Business details

Revenues (Annual turnover implied)

Financial Portfolio

Nomzamo FNB savings account Current balance = R20
m  Credit at local store
Nomzamo Bought R160 on credit last month, doesn’t pay interest.
® Informal lending
Nomzamo Lent R400 to a neighbour in March, no interest.
® Informal borrowings
Nomzamo Borrowed from 2 relatives, R100 and R200, last year. Don’t pay interest.
m  Saving in the house
Nomzamo Balance = R200 for R50, | for R150. No interest charged.
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Estimated BSM: 3
SEAMSTRESS

Nobahle is a 31 year old woman who lives with her mother, sister and two children in Nyanga. She has a business out of her home, sewing

garments to order. Most of her customers come to her with material and a design.

Before this business, she used to plait hair and do some childminding. Then in 2004 she attended several free workshops at the community centre

in Nyanga that taught young women how to sew. The workshop provided them with off-cuts to try their designs, and also taught them some business

skills. Her mother bought her first sewing machine as a birthday present and gave her R200 to buy material to start her business.

Household income and Net Worth

Monthly Household Income
Child Grant

Old Age Grant

Regular Wages

Business Profits

Remittance

Household Net Worth

(This is mostly the family home; plus about R4500 of
inventory she was holding, plus R1200 in business equipment.)

Revenues (Annual turnover implied)
(initially she estimated monthly revenues=R600)
Credit paid from customers

(2 people owed her at the beginning of the study; |
has paid, she is still owed R350 by another)
Expenses

(initially she estimated monthly expenses=R350)
Cost of goods sold

(usually customers buy for her)

Wages paid

(sometimes her sister helps her for free and sometimes
she has help which she pays R100 for the day)
Profit

(initially she estimated R700 per month)

Financial Portfolio

m Bank account

Mother
e Sister
m Funeral insurance
e Sister
*  Mother
m Stokvels
e Sister
e Sister
® Informal lending
*  Nobahle
B Store cards
*  Nobahle
e Sister

m  Credit given
*  Nobahle

R3 655 Percent of household income
R240 7%
R960 26%
R1 500 41%
R555 15%
R400 1%
R141,257

R1 070 (12 840)

R200

R715
RO

RO

R555

Balance = RO
Balance = RO

Burial society, pays R100 per month
Funeral plan (Old Mutual), pays R255 per month

Grocery that pays out end of year, pays R200 per month
Gooi-gooi in cycle with 3 others, pays Rl 200 per month (!)

R100 to a neighbour, hasn’t paid back yet, no interest charged
Edgars (outstanding balance = R7 200)

Truworths (outstanding balance = R1 200)

Edgars (outstanding balance = R2 100)

Truworths (outstanding balance = R400

Credit to 2 customers; | paid back; current outstanding = R350, no interest charged

Business details




Estimated BSM: 3
CUPBOARD MAKER

Thando is a 33 year old man living with his father, his stepsister, a great grandmother and three nieces and nephews.

He got involved in the cupboard making business by helping his uncle during the school holidays. He joined his uncle full time after passing his matric,

and continued with the business even after his uncle found another place to work in 1998.

Household income and Net Worth

Monthly Household Income
Child Grant

Old Age grant

Casual Wages

Remittances

Business Profits

Household Net Worth
(Mainly comprised of value of transportation,
appliances and electronics.)

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

B Bank account

R3 490
R480
R960
R400
R250

R1 400

R70 060

Business details

R1 400 (16 800)
RO

Financial Portfolio

Percent of household income
14%
28%
1%
7%
40%

Thando Nedbank savings account, Current balance = R3 000
Thando Nedbank cheque account,Current balance = Rl 000
Stepsister Postbank, Current balance = RO
W Burial society
Father Pays R150 per month
m Loan from bank
Thando Nedbank personal loan to buy a car, pays Rl 000 per month for 5 years. Took last October.
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Estimated BSM: 4
SEAMSTRESS/SHACK BUILDER

Estimated BSM for Shackbuilding = 4; Seamstress = |

Kenneth is a 46 year old man living with his wife and 6 children in an informal settlement in Langa. He works on a part time basis as a bricklayer

and plasterer through a construction agent, but he never knows how often he will be called in to work. To supplement his income, in 1998 he began

to build shacks for informal settlements like the one he lives in. The business came to him — people liked his shack, asked him to build one for

them and word spread!

His wife supplements their income by doing sewing work for churches in the area, but according to our calculations, this is not a very profitable

business. They also receive child grants for 4 of the children and another child receives a disability grant.

Monthly Household Income
Child Grant

Disability Grant

Casual Wages

Business Profits

Household Net Worth
(Mainly comprised of value of business
inventory, savings, and cash in bank account.)

Business Details (Shack building):

Revenues (annual turnover implied)
(This was a good month — 2 shacks rather than I)

Credit paid from customers
(2 customers still owe R570 each, they paid
a deposit of R150 each earlier)

Expenses
(Transport for the wood; initially he estimated
monthly expenses=R200)

Cost of goods sold
(He gets the wood for free)

Wages paid (the kids sometimes help him for free)
Profit (initially he estimated R450 per month)

Business Details (Sewing):

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

Financial Portfolio

B Bank account
Kenneth
Wife

m Funeral insurance
Wife

m Stokvels
Wife

m Bank loan
Kenneth

® Informal lending
Kenneth

m Store cards
Kenneth

m  Credit given
Kenneth

B Income arrears
Kenneth

B Savings in the house
Kenneth
Wife

Ré6 070 Percent of household income
R960 16%
R960 16%
R3 140 51%
RI1 010 17%
R10 922

R2 040 (24 480)

RO (RO)
RO
R230

Balance = R2 500
Balance = R100

Funeral plan (Hollard, pd via stop order), pays R367 per month

Gooi-gooi in cycle with 3 others, pays R200 per month

R7 000 personal loan from Nedbank for traditional ceremony in 2007; pays back R610 every month
R130 lend to a neighbour in January; hasn’t paid back

Edgars (outstanding balance = R850)

Credit to 2 customers, each for R720; both paid R150 deposit and still owe R570, even though
they now have the entire shack. No interest charged.

Owed R420 of his wages from a week earlier, not paid before end of study

Current balance = R2 000
Current balance = R1 000
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Estimated BSM: 4
FISH FRIER

Mary is a 55 year old woman living with 9 other family members — a son, siblings, nieces and nephews. Only one person has a regular job.

Mary has never been formally employed. She started making money by selling clothes. The idea of selling fish came about when a friend opened

a tavern in 2006, and Mary noticed that people in the tavern were often hungry and she decided to make and sell fish to them.

One of her biggest challenges has been to get her own electricity box, because when she shares electricity with the entire family, she ends up paying

more than what she uses. During the study, she receives this box in her own room but unfortunately business was slow, she didn't get paid what

she was owed from customers and she made a loss this month.

Household income and Net Worth

Monthly Household Income
Child Grant

Old Age grant

Regular Wages

Business Profits

Household Net Worth

(Mainly comprised of value of home.)

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

m Bank account

Mary

B Saving in the house
Mary

B Giving credit
Mary

® Informal borrowing
Mary

R5 232
R480
R960

R4 000

-R208

R127 775

Business details

R2 240 (26,880)
R280

R518

R2210.90

RO

-R208.90

Financial Portfolio

Pays R100 per month

Balance = R320

Gives credit to neighbours that she sells to. Had R2 000 outstanding at beginning of March,
and gave another R200 during March. Does not charge interest. About R280 of this was paid

during March.

Borrowed R100 from a friend during March to borrow stock. Does not pay interest.

Percent of household income
9%
18%
77%




Estimated BSM: 5
BAKER

Pumza is a 54 year old woman who lives with her husband, three children and one grandchild.

Previously, she worked as an administrative assistant, but was retrenched in 2007. She decided to make scones out of her home in order to

supplement her husband’s wages and keep busy. She makes over 100 scones per day and gives them to a local fruit and vegetable vendor to sell

on her behalf.

Monthly Household Income
Regular Wages

Business Profits
Remittances

Household Net Worth

(Mainly comprised of value of home and transportation.)

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

B Bank account
Pumza
Husband

m  Stokvel
Pumza

m  Burial society
Pumza

m  Saving in the house
Pumza

B Store credit cards
Pumza

R10792
R7 000
R3 742

R50

R460 182

Business details

R4 098.50 (49 182)
RO

RO

R357

RO

R3 741.50

Financial Portfolio

Nedbank savings account Current balance = R0
Standard bank savings account, Current balance = R0

Rotating, R350 every month
Paying R100 every month.
Current balance = R300

Visa card with current balance of R3 000

Percent of household income
65%
34%
1%




Estimated BSM: 4
FRUIT AND CLOTHING SELLER

Mambathani is a 61 year old woman living with her husband, 3| year old son and nephew in Langa.
Prior to starting this business, Mambathani was a domestic worker, but lost her job in 1985. She then decided to work for herself and started by
selling fruit and clothing after seeing others make profits doing the same. At first, she started selling door to door, but now prefers to sell from the

taxi rank where there are more customers and less of a risk of getting robbed.

She says that usually she makes more money selling fruit, over R2000 per month, but this month she needed to make repairs to her bakkie, which

cut into her profits. Her clothing business is usually not as profitable, but she was able to sell off some old stock.

Monthly Household Income R3 405 Percent of household income
Child Grant R240 7%

Old Age grant RI1 920 56%

Business Profits RI1 245 37%

Household Net Worth R18 439.50

(Mainly comprised of value of appliances and electronics.)

Business details (Buying and selling fruit):

Revenues (Annual turnover implied) R3 967.25 (47 607)
Credit paid from customers RO
Expenses R1 600
Cost of goods sold R3 000
Wages RO
Profit -R632.75

Business details (Buying and selling clothing):

Revenues R1 878 (22 536)
Credit paid from customers RO
Expenses RO
Cost of goods sold RO
Wages RO
Profit R1 878

Financial Portfolio

m Bank account

Mambathani Standard Bank savings account, Current balance = RO
m  Stokvel
Mambathani Rotating stokvel with 10 other people, contributes R500 every time
m  Funeral plan
Mambathani Standard Bank, paid via debit order, R104 per month
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Estimated BSM: 4

PHONE CONTAINER OWNER/VOETKOEK SELLER

Thandi is a 55 year old woman living with her four children and one grandchild.

Her mainstay is a phone business, which she has operated since 2001. She also runs a business selling voetkoek, started at the same time. Over

the holiday season in December and January, she closed food business and left her employee to run the phone business to go on holiday to the

Eastern Cape. She trusted her employee to deposit the money from the phone business into her bank account. When she returned she took the

money from the phone business and re-opened her food business.

Her plans are to ultimately open a Bed and Breakfast in the area. She has approached the DTl and Red Door for financial assistance, but she needs

to save to show enough equity in her bank account.

Monthly Household Income
Business Profits

Household Net Worth

(Mainly comprised of capital equipment and furniture)
Business details (Phone container):

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

Business Details (Selling voetkoek):

Revenues

Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

Financial Portfolio

m Bank account
Thandi
Thandi
m Stokvel
Thandi
Thandi
m  Burial society
Thandi
B Store credit cards
Thandi
Thandi
B Store credit
Thandi
B Debt under administration
Thandi
Saving in the house
Thandi
Giving credit
Thandi
Informal lending
Thandi

R3 949 Percent of household income
R3 949 100%
R18 439.50

R2 500 (30 000)
R696

RO

RI 200

RO

RI 996

R5 717 (68 604)
R696

R273

R3 191

R300

RI 953

Standard Bank savings account, Current balance = R8 000
ABSA savings account,Current balance = R0

Rotating stokvel with 4 other people, contributes R2 000 every time
Rotating stokvel with 3 other people, contributes R200 every time

Pays R200 per month

Edgars, Current balance = RO
Woolworths, Current balance = RO

Fair Deal, Cupboard worth R48 000, pays Rl 500 per month for 3 years.

For SABCTV license. Owes R260, pays R21.60 per month.

Balance = R350

Gives credit to the security guards that she sells to. Currently has about R500 outstanding.

Gives loans to people in the neighbourhood for 30% per month. Current has RI 500
outstanding now.
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Estimated BSM: 6
UNDERTAKER

Busi is a 29 year old female who lives with her mother and young son.

She runs a funeral parlour that was a family business which she took over when her father passed away in 2003. Previously, she was enrolled in

financial management classes, but decided to drop out when her father became too old and sick to manage the business by himself.

Child Grants
Old Age Grants
Business Profits

Household Net Worth

(This is comprised mainly of the value of their home,
vehicle, furniture, and credit outstanding to customers).

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

Financial Portfolio

m Bank account

Monthly Household Income R9 330 Percent of household income

Business details

R240 3%

R960 10%

R8 130 87%
R212 890

R6 200 (74 400)
R6 200

R4 140

R130

RO

RS 130

Busi ABSA account Current balance = R50
Mother Capitec, Current balance = R20
B Funeral plan
Busi Metropolitan, via debit order, R46 per month
Mother Metropolitan, via debit order, R128 per month
B Moneylender loan
Busi R300 loan taken in January for 3 months, at 50% interest.
m  Store credit
Busi Furn City, lounge suite that cost R14 000, pays R250 per month for | year.
B Store cards
Busi Edgars, Current balance = R700
Mother Edgars, Current balance = R5 000
B Saving in the house
Busi Current balance = R200
Mother Current balance = R0
m Credit given
Busi A total of R31 300 from 7 different people, owing from R2 500 to R4 500. 5 were incurred
in March, | from 2008 and | from 2007. R6 200 was paid towards this during March.
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Estimated BSM: 6
BRICKLAYER/PLASTERER

Ellie is a 49 year old woman who works as a sub-contractor for the Power Construction Company. She is assigned building and plastering jobs for

which she hires between 6—12 people, depending on the nature of the assignment.

She was working in a call centre for many years, but became bored and left her job. Her friend suggested that she join a government empowerment

program called ‘1000 volunteers’, which provided training in construction. In 2007, she started her own plastering business, using her savings to

buy the equipment.

Household income and Net Worth

Monthly Household Income
Child Grant

Old Age grant

Rental Income

Business Profits

Household Net Worth

(Mainly comprised of value of home.)

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

Financial Portfolio

® Bank account
Ellie
Ellie
Mother

®  Funeral plan
Ellie
Mother
Mother

B Store credit
Ellie

® Informal lending
Ellie
Ellie

B Saving in the house
Mother

R3 200
R240
R960
R380

RI 620

R143 413

Business details

R9 600 (115 200)
RO

R280

RO

R7 700

R1 620

FNB savings account Current balance = RO
Standard Bank cheque account, Current balance = R2 000
ABSA savings account, Current balance = R0

OlId Mutual, paid via debit order, R350 per month

Old Mutual, paid via debit order, RI79 per month

Avbob, paid via debit order, RI50 per month

Morkel’s, bought lounge suite for R3 900, pay R430 over 24 months

Lent to various employees over the past month, about R200 in total
Lent R20 000 to a friend in July last year. Hasn’t been paid back.

Current balance = R200

Percent of household income

7%
30%
12%
51%




Estimated BSM: 4
MECHANIC

Lwandle is a 48 year old man who lives in Nyanga with his wife and | year old daughter. He spent many years working for Toyota in Johannesburg

but he was retrenched in 2003. He moved to Cape Town (where he had a home left to him by his parents) to start his own auto repair shop. He

used R2000 of his retrenchment package to buy tools to get started. His business has grown steadily over the years, keeping him busy even at

night.

The business income is supplemented with a monthly child grant of R240 per month.

Monthly Household Income
Child Grant
Business Profits

Household Net Worth

(This is mostly the value of the house, which he inherited
from his parents, plus his business equipment and his
own car. He also is owed R22 950 from customers!)

Revenues (annual turnover implied)

Credit paid from customers

(Still owed R22 950 from a total of 9 customers)
Expenses

(Mostly electricity, which is also the electricity for the house)
Cost of goods sold

(Parts)

Wages paid

(He hired new helper halfway through the month, so he
hadn’t paid him yet.The last one left him but he paid them)|
in kind with tools because he didn’t have cash.)

Profit (initially he estimated R6 200 per month)

Financial Portfolio

m Bank account
None!

m Funeral insurance
Lwandle

m Credit given
Lwandle

B Savings in the house
Lwandle

Business Details

RI1 549 Percent of household income
R240 2%
RI1 309 98%
R203 600

R8 300 (99 600)
R4 000

R200
R791

RO

RI1 309

Lwandle used to have a bank account when he was working, but he closed it after he was
retrenched.

Funeral plan (Standard Bank) pays R35 per month in cash
Credit to 10 customers, from R350 to R12 000. No interest charged. Most were incurred
during March, but one owes him R4 000 from June 2008. During the month, various

customers paid back R4 000 worth of credit, but he was still owed R22 950 by the time we
completed the study.

Current balance = R1 000




Estimated BSM: 6
FOOD SELLER

Zanele is a 32 year old woman. She owns a container in Langa near the taxi rank and sells cooked breakfast and lunch. She employs two other

women.

Zanele used to sell watches at the taxi rank for someone else, but left when she became pregnant. After delivering her baby, she started selling

perfumes out of her home. She used her profits to join in a savings club, and in 2006 used the payout to buy the container she now uses for her

food making business at the taxi rank.

Household income and Net Worth

Monthly Household Income
Child Grant

Regular Wages

Business Profits

Household Net Worth

(Mainly comprised of value of capital equipment.)
Business details

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Woages

Profit

Financial Portfolio

B Bank account
Zanele
Zanele
Husband
Husband

m  Stokvel
Zanele
Zanele
Zanele

®  Funeral plan
Zanele

B Store credit
Zanele

B Saving in the house
Zanele

m  Giving credit
Zanele

R7 486 Percent of household income
R480 7%
R4 000 53%
R3 006 40%
R38 509

R14 298 (171 576)
RO

R954

R10 338

RO

R3 006

Postbank, Current balance = Not sure
Capitec, Current balance = R 200

FNB, Current balance = Not sure

Standard Bank, Current balance = Not sure

Daily rotating stokvel with |0 other people, contributes R100 every time
Weekly rotating stokvel with 4 other people, contributes R500 every time.

Accumulating stokvel, contributes R1 600 every month
Old Mutual, paid via debit order,R295 per month
Town Talk, lounge suite worth, pays RI 200 per month
Balance = R800

Gave credit to one customer in the past month for RI19.

| "
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Estimated BSM: 6
HAIR STYLIST

Themba is a 26 year old single mother: She runs a salon out of a container owned by a friend, to whom Themba pays rent and electricity.

Since she always enjoyed doing other people’s hair; her husband paid for her to take a course on hair products and materials to start a hair styling

business out of their home. In 2007, she moved to a place owned by a friend of hers and now has regular customers.

Household income and Net Worth

Monthly Household Income
Child Grant
Business Profits

Household Net Worth

(Mainly comprised of value of cash in bank account.)
Business details

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

Financial Portfolio

m Bank account
Themba
Themba

m Stokvel
Themba
Themba
Themba

m  Funeral plan
Themba

B Store credit cards
Themba

m Store credit
Themba

W Saving in the house
Themba

m  Giving credit
Themba

B Informal lending
Themba

R9 390
R240
R9 150

R8 977

R9 150 (109 800)
RO

Standard Bank savings account in Eastern Cape, Current balance = R800
Standard Bank savings account in Cape Town, Current balance = Rl 500

Rotating stokvel with 7 other people, contributes R100 every time
Rotating stokvel with 4 other people, contributes R100 every time
Savings stokvel, pays in R100 every month

Hollard Life, pays R40 per month

Jet, Current balance=Does not know

Town Talk, Bedroom suite worth R2 000, pays R150 per month for 2 years.

Balance = R350

Gave credit to a client worth R50 during February. Does not charge interest.

Lent R200 to a relative last month, does not charge interest.

Percent of household income
3%
97%
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Estimated BSM: 6
DOOR LOCK ENTREPRENEUR

Sam is a 43 year old Namibian man who is living in Nyanga.

Before starting his business, Sam was a full-time employee at a funeral parlour: After having his house broken into twice, he tried to create something

which would prevent burglars from entering his house, but to no avail. Then one day, he was jailed for drunken driving and took notice of the doors

in the jailhouse. When released, he created a door for his house based on the observations he made while in his cell. It worked so well, that people

started making orders for similar doors for their homes.

Monthly Household Income
Business Profits

Household Net Worth
Business details

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

Financial Portfolio

B Using a money guard

Sam

m  Saving in the house
Sam

® Informal lending
Sam

R9 780
R9 780

R8 977

R12 780 (153 360)
RO

RO

R3 000

RO

R9 780

Gave his friend/landlord R30 000 to keep.

Balance = RO

Percent of household income
100%

Lent R7 000 to his friend/landlord last month, does not charge interest.

w
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Estimated BSM: 6
CLOTHES/PHONE SHOP SELLER

Estimated BSM for clothes selling = 6; phone shop =5

Ruth is a 4! year old woman living with her three children. She has sold clothes out of her own container at the taxi rank in Nyanga since 1995.

During |2th grade, Ruth started by selling sweets to her classmates and teachers during lunch time. This business soon grew to include lollipops

ad broken cakes. One day her older brother gave her R50.00 to buy a pair of shoes, which she instead used towards 5 live chickens. She had noticed

older women in the area making decent profit off of selling chickens and thought it would be a good idea to start doing the same. She then took

some of the profit and bought some pants which she resold for profit. She then started taking orders for jerseys, t-shirts and other items of

clothing.  Since 2004, she expanded into a new business, running a phone shop.

Monthly Household Income
Child Grant
Business Profits

Household Net Worth
(Mainly comprised of value of home, livestock, and
cash in account.)

Business Details (Phone Container):

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

Business Details (Clothes sales):

Revenues

Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

Financial Portfolio

m Bank account
Ruth
Ruth
m  Stokvel
Ruth
Ruth
B Burial society
Ruth
B Saving in the house
Ruth

R5 034 Percent of household income
R240 5%

R4 794 95%

R6 301

R3 700 (44 400)
RO

R1 200

R1 000

RO

R1 500

R11980 (143 760)
RO

R200

R8 486

RO

R3 294

ABSA fixed deposit account, Current balance = R40 000
ABSA savings account, Current balance = R3 000

Rotating stokvel, pays in R500 every week
Rotating stokvel, pays in R100 every day

Pays R50 per month

Balance= RO

w
S



Estimated BSM: 7
CURIO MANUFACTURER/TAXI OWNER

Charles is a 53 year old man who owns several taxis and a curio making business.

The idea of running a taxi service came in 1993 after repeated requests from one of Charles’ friends to borrow his car. Charles then realized that

there was a widespread need for transportation, since few people owned cars. He then bought his first taxi, and ended up buying a second after

a few years on credit. He now owns three. Each of his drivers take a 25% share in whatever cash comes in, and after paying wages, petrol costs,

and car instalments, he says that he is left with little profit.

For that reason, he also created in 2002 a curio manufacturing business which primarily targets tourists. The peak season is in summer, where most

of his goods are sold fairly instantaneously. On the flip side, during the winter; he barely has any sales out of his store, but will sometimes get orders

from sporting clubs and other organizations who need trophies or decorations.

Household income and Net Worth

Monthly Household Income
Regular Wages
Business Profits

Household Net Worth
(Mainly comprised of his taxis, business inventory and
cash in bank accounts.)

Business details (Curio business):

Revenues (Annual turnover implied)
Credit paid from customers
Expenses

Cost of goods sold

Wages

Profit

Business Details (Taxis):

Revenues

Credit paid from customers
Expenses

Cost of goods sold

Woages

Profit

Financial Portfolio

B Bank account

Charles

m  Funeral plan
Wife

m Auto loan
Charles

B Saving in the house
Charles

R82 354
R30 000
R52 354.20

R953 620

R43 852 (526 224)
RO

RO

R5 467.80

RO

R38 384.20

R29 875 (358 500)
RO

R1 405

RO

R14 500

R13 970

Two different ABSA savings accounts, in two different places. Longest held account has a
current balance of R3 000; more recently opened account (2002) has a balance of R65 000.

Standard Bank, paid via debt order, R70 per month.

For two different cars, for values of R200 000 and R265 000. He pays R3 000 and R7 000,

respectively.

Current balance = R200

Percent of household income
36%
64%

w
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Estimated BSM: Unclear
SHEEP HEAD SELLER

Paki is a 39 year old woman who lives in the hostel areas of Langa and has been selling braaied sheepheads (“‘smileys”) from the street pavement

since 2002. She used to work in a fish factory but found the job strenuous and demanding. Her 45 year old sister does the same type of business,

but separate from her. They also have a younger sister and seven school-aged children living with them.

The business income from the two sisters is only supplemented by casual work that the younger sister does from time to time.

Monthly Household Income

Business Profits
(The sister wouldn’t take part in the study, so we
assume that her profits are similar to Paki’s)

Household Net Worth
(This is mostly savings in the house and the credit that
people owe Paki)

Revenues (Annual turnover implied)
Credit paid from customers

(Still owed R90)

Expenses

(Wood for the braai)

Cost of goods sold

(Sheep heads)

Wages paid

(Sometimes one of the children helps her but
she doesn’t pay them)

Profit

(initially she estimated R500 per month)

Financial Portfolio

® Bank account
Paki

m  Informal lending
Paki

B Savings in the house
Paki

B Trade credit
Paki

m  Credit given
Paki

R1 874 Percent of household income
R1 874 100%
RI 792

Business Details

R4 185 (R50 220)
RO

R383
R2 865

RO

R937

Burial society, pays R75 per month
R60 loan given to a friend in February; has not yet paid back
Current balance = R100

She takes 5 sheep heads (worth R75) from the seller of the heads and pays back the next
day in cash. She did this 3 times during the month. She is not charged interest.

She gave R90 worth of credit to various neighbours. She does not charge interest. None
was paid during the study.
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