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INTRODUCTION

Success is me. I'm the one that brings the success now. | don' t sit and wait for

someone to pay me every two weeks. It's not like, okay, here you show up at

eight, go home at four, do stuff in the middle. Successisme. I'm out there. I'm

selling me. I'm the one getting business. It'sall me. And | think that something

that alot of people really need to understand in self-employment is that if you

can't get out there and you can't sell yourself, give it up, because nobody's going

to hand you money for rothing. You gottaearnit. Successis freedom. Success

is freedom to know that | am capable, | have thetools, | candoit. And | do.

—Robyn Cleaves Case Study, page 4

This report presents the findings of a two-year Outcome Evaluation Project conducted by
Women’s Initiative for Self Employment.! The goal of this project was to build on previous
evaluation work undertaken by the agency to design and implement a comprehensive,
longitudinal evaluation of program effectiveness. The project tracked 83 Women's Initiative
clients for up to eighteen months after they participated in the comprehensive Managing Y our
Small Business course taught in English. This report focuses on describing the business and
economic outcomes achieved by the 83 program participants. The analysis examines the factors
that contributed to the successful outcomes. The implications of these findings are also
identified and discussed in this report, particularly as they relate to strengthening a training
program for low-income entrepreneurs that supports microenterprise as a viable poverty

alleviation and economic development strategy.

Women's Initiative for Self Employment (WI) operates a nationally-recognized, entrepreneurial
training and technical assistance program for low- and very lowincome women from five
counties in the San Francisco Bay Area. Since its inception in 1988, the agency has reached
more than 9,000 women, provided over 5,300 women with comprehensive training and technical
assistance services. Through its Revolving Loan Fund, Women's Initiative has disbursed a total

of 185 loans totaling $678,073 to support the capital needs of clients businesses.

! The project was supported by the Microenterprise Fund for Innovation, Effectiveness, L earning and Dissemination
(FIELD) program of the Washington, D.C.-based Aspen Institute as well as the San Francisco Foundation. WI was
selected as amember of the FIELD program’s Assessing the Effectiveness of Training and Technical Assistance
learning cluster.




The Women's Initiative program is based on the belief that with the right support low-income
women can develop viable small businesses that meet their persona and financial needs.
Services include: introductory orientations (2 hours), business readiness workshops (6-10 hours),
comprehensive business management training (30-43 hours), persona development training (21
hours), one-on-one technical assistance, follow- up business and persona support services, and
business financing services. Servicesin English are provided at the main office in San Francisco
and asmaller office in Oakland; the Alternativas para Latinas en Autosuficiencia (ALAS)
program provides servicesin Spanish at a small office in San Francisco’s Mission district and at
the Oakland facility.

RESEARCH QUESTIONS
Women's Initiative engaged in this project to be able to answer the following question: To what

extent is Women's Initiative fulfilling its mission of assisting low and very lowincome women
in the San Francisco Bay Areato attain economic self-sufficiency through self-employment?
Five research questions helped answer this fundamental question about outcomes. The
indicators for the first four research questions described client business and economic outcomes
after participating in the fourteen-week Managing Y our Small Business course taught in English
(core training). The fifth ard final research question helped develop a working understanding of
what success looks like for low-income women entrepreneurs as well as for Women's Initiative
as amicroenterprise organization. WWomen's Initiative analyzed these business and economic

outcomes in order to begin adjusting program services to increase the rates of success.

The research questions and the descriptive indicators of success are:

1. Towhat degreedo clients attain specific key business management skillswhile enrolled
in the core program?
Graduation from Managing Your Small Business

Measure: Client attended at least 18 of the 21 class meetings of the Business Management
component (14 meetings of 3 hours each) and the Personal Effectiveness and Power (PEP)
component (7 meetings of 3 hours each), and completed the seven required assignments in which
they applied 14 key business management skills.




2. Towhat extent do clients continueto use and apply the skillsthey have learned after
they leave the program?
Use of Business Development Skills

Measure: Participant developed standard business skills, as taught in the 14 business
management sessions of Managing Y our Small Business, and applied them to her business
development.

3. What arethe key business and personal outcomesthat occur for clients who participate
in Women's I nitiative programs?
Business Growth

Measure: Participant's business grew, as reflected in a change of business status or stage of
devel opment.
Personal Income Growth

Measure: Participant's income increased as aresult of self-employment.
Personal Development Growth

Measure: Participant developed 11 core personal competencies, as taught in the 7 sessions of
Personal Effectiveness and Power within Managing Your Small Business, and is using them to
improve her quality of life.

4. How does achievement of these outcomesrelate to client movement toward long-term
economic self-sufficiency over time?
Personal Economic Salf-Sufficiency

Measure: Income from the business or wage employment increased the participant's household

income and moved her toward economic self- sufficiency. 2

5. What arethe characteristics of those who succeed? Which of these char acteristics can
Women's Initiative influence, e.g. graduation or business skillsused. And which do the
clientsbring, such aslevel of education and family business owner ship history?
Success Circle Membership

Measure: Analysis of the group of clients who attained economic self-sufficiency through
personal income (including income from their businesses), achieved healthy business growth and
used the 14 standard business skills.

2 Self-sufficiency is measured by comparing total household income to the Y ear 2000 California Self-Sufficiency
Standard for the San Francisco Bay Area counties. Please see page 11 for further details about the Self- Sufficiency
Standard.




METHODOLOGY

The Women's Initiative Outcome Evaluation Project utilized a non-experimental, participatory
evaluation model that emphasized high levels of both staff and client participation in all aspects
of the evaluation design, implementation and analysis. The intent was to describe and begin to
analyze what happened for clients in terms of business growth and economic self-sufficiency
after the Managing Y our Small Businesstraining. The Outcome Evaluation Project was
designed as atime-series analysis of repeated outcome measures taken at the end of core
training, at six months, at 12 months and at 18 months after graduation from core training.
Methods included follow-up surveys, as well as seven in-depth case study interviews of four

women with businesses and three not yet in business.

Accurately described outcomes can, depending on future resources for this sort of project,
become the indicators used to assess the impact of Women's Initiative programs using a control
group or other models of quasi-experimental research design. The project did not intend to prove
that Women's Initiative training was the cause of client success. WI was just one contributing
factor (or variable) in the suceess of its clients. The project focused on the Women's Initiative
English-language based program participants and primarily documented business and income
outcomes. Subsequent evaluation efforts will include Spanish-language based program
participants (who comprise athird of Women's Initiative clientele) and will take a deeper look at
persona and social development outcomes. Additional work can be done to assess the
program’s impact on the outcomes achieved by using a control group, a longer tracking period,

and amore significant sample size.
PROJECT DESIGN

Women's Initiative identified a number of specific indicators to measure client progress in using
core business skills; in starting, stabilizing and expanding small businesses; and in moving
toward long-term economic self-sufficiency. These indicators were comprehensive in that they
sought to measure changes in client status longitudinally—i.e. at the time of their initial
enrollment in core training, during their training, and after they had completed training. The




indicators also described a number of different aspects of aclient’s professional growth
including skill development, as well specific business and economic outcomes (such as business
start-up or expansion and changes in household income) that were achieved. Thus, WI identified
a set of indicators that were measurable, which adequately reflected the transitions of WI clients
and their businesses over time, and which, when taken as a whole, provided a more complete

picture of what happened to both the client and her business.

The indicators were divided into three categories for longitudinal comparisor¥s baseline,
intermediate, and outcome:

1) Basdlinelndicators: information gathered between program entry and graduation from core
training. Baseline indicators were used as a starting comparison point for changes further
down theroad. Baseline indicators were:

basic demographics (information pertaining to age, ethnicity, education level, family
make up, employment, etc.)

business status by the time client graduated from the core training (each business was
assessed as either a pre-start up, start up, or existing business)

household income and assets/liabilities (income or asset/liability sources and amounts for
the client or other household member(s))

business income and assetg/liabilities

2) Intermediate Indicators: information about amount and duration of WI program services
received. Intermediate indicators were used during analysis to better understand how Wi
contributed to client outcomes achieved after participation in core training. Intermediate
indicators were:

participation in Women's I nitiative events and workshops (measured through hours,
attendance and/or graduation from core training, post-training technical assistance,
consultations, workshops and events)

attainment of key business skills (measured through completion of the graduation
requirements)

3) Outcome Indicators: information gathered through on going follow-up that related to
material changes in the lives of clients and which was measured through changes in business
status, personal and household income, and progress towards economic self- sufficiency:

- ongoing use of the 14 core business management skills
business outcomes (measured through achievement of business growth (business start-up,
stabilization, expansion, or establishment) or other possible outcomes (business closure,
sale or continued pre-start up preparations)

3 Women's I nitiative also gathered outcome data not analyzed for this report due to time constraints about client
business financials as well as business and household assets and liabilities.




business income as a proportion of total household income (measured by client self-
employment income)

progress of client toward economic self-sufficiency (measured by movement of client
income and benefits toward the California Family Self-Sufficiency Standard relevant to
the household type and locale)

Outcome I ndicators; Core Business Skills, Business Status and Growth, and Economic Self-
Sufficiency

Core Business Management Skills and Personal Competencies

Running a small business requires many business skills and personal competencies. When WI
looked at what a client did to run a business we saw that this involved who the client is, what
they do and how they do it. The Core Business Management Skills were what they did in order
for their business to function. The Core Personal Competencies were about who the client is and
how they do what they do. WI teaches the business management skills (what the client does to
run a business) but the curriculum is based on building the personal competencies that clients
bring and devel op through our training and throughout life. The following lists illustrate the
differences between skills and competencies:

Figure 1. Skillsvs. Competencies

SKills Competencies
Easly quantifiable " Harder to quantify
Tangible " Intangible
Applicable to only afew areas or tasks " Applicable to many areas or tasks
Specific to task or product " Transferable and universal
Defined individually " Encompass a set of skillsand abilities
Possible to learn in atargeted period " Develop over alifetime of use
Results in knowledge " Results in wisdom based on experience

The Outcome Evaluation Project focused on tracking the use of the core business management
skills. The fourteen core business management skills developed for the Outcome Evaluation
Project corresponded to the weekly topics covered in the Managing Y our Small Business course
and are necessary for completion of the seven required assignments. The core business
management skills were built on afoundation of specific personal competencies. For example,
the marketing related business management skills (skills 2- 6 below) used the personal

competency of effective communication and planning (competencies 7 and 8).




The personal competencies were identified ssmply to begin the process of defining the indicators
WI might use to track changes in personal development as part of later outcome evaluation
efforts. Therefore, the personal competencies listed below are a draft.

Figure 2: Core Business Management Skillsand Cor e Per sonal Competencies

The Fourteen Core Business Management Skills

the ability to define and clarify the business vision
the ability to identify the target market
the ability to identify and assess competition
the ability to develop a pricing strategy
the ability to develop a marketing strategy and plan
the ability to develop a sales technique
the ability to develop sales and production cycles
the ability to develop business specific processes and procedures
the ability to establish record keeping procedures
. the ability to analyze business costs and make a budget
. the ability to make cash-flow projections
. the ability to use breakeven anaysis
. the ability to understand basic financial statements
the ability to research and seek financing and funding
the ability to identify and develop the components of a
draft business plan (not yet required)
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The Eleven Core Persoral Competencies (draft)

Sdf Aware
Committed/Engaged
Vaues Driven

Flexible

Future Focused

Open to New Learning
Ability to Plan

Effective Communication
. Networking/Connecting
10. Decison Making

11. Problem Solving/Critical Thinking
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The Outcome Evaluation Project follow-up survey asked clients to rate the level of their use of
the business management skills on a scale of one (strongly disagree) to five (strongly agree). For

example, "I use a cash flow system" is one of three questions relating to use of cash flow




projections. WI began to explore how the clients use the personal competencies through an
open-ended question on the follow-up survey and in the case studies. The question in the follow-
up survey asked: "I'd love to hear in your words how and where you are using these skillsin
other areas of your life." The case studies used a variety of open-ended questions to find out if

and how clients perceived their personal development before, during and after their WI training.

Business Status and Devel opment
WI developed a system of business growth benchmarks in order to describe the business growth

cycle. A Women'sInitiative client’s business status described what stage of the business growth
cycle had been reached by that client’ s business. The business status categories were: pre-start
up, start-up, existing, established, closed or sold. Businesses could stabilize or expand during the
start up, existing or established phases. The business had to meet the qualifying criteria (see
below) for each category. The Business Status was determined upon entry to Women’'s
Initiative, during participation, and after graduation.

Diagram 1. WI Business Status & Development Stages

WI BUSINESS STATUS & DEVELOPMENT STAGES
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Established
Business

Consistent sales
& operation

p s
Earning a profit

Expansion
Plan to Increased
Start a sales
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OTHER POSSIBLE OUTCOMES
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Pre-Start Up Business: planned to start the business within the next year, articulated a clear
business vision and mission, conducted research about the business and market, refined the
product or service, was not making consistent sales (not including test marketing), was
attending to personal finances




Start Up Business: began making steady sales within the last year (required). In addition,
the business had done some of the following: established specific, measurable goals for
implementing a business mission; devel oped a marketable product or service; built an initial
customer base; began implementing a marketing strategy or plan; demonstrated a viable
relationship between price, sales and cost; and developed cash flow projections and an
operating budget for the coming year. A start-up business must have stabilized before
reporting an expansion. A start up business cannot expand within six months of first making
steady sales. A start-up business becomes an existing business after it isin business for a
year or more.

Existing Business. made over 12 months of consistent sales (required). In addition, the
business had an existing customer base, a history of tax records and documentation, some
marketing, and some systems (such as operational or record keeping systems).

Established Business. Business documented a net profit after taxes and before draw
(required), had a track record of consistent sales, customer list and services, achieved
strategic goals, a strategic plan, stable record keeping, operations and marketing systems.

Business Stabilization: reached or exceeded break-even (required). Established formal or
informal systems, such as securing alicense, permit, or lease, opening business bank account,
and/or beginning to pay quarterly and/or business taxes

Business Expansion: Business increased sales by 30% or more and could include additional
investment, production, or sales and report positive changes for client business based on
strategic goals. Business expansionwas reported at least 6 months after start up. For existing
or established businesses, an expansion could be reported at any time but only once in any 6-
month period. After expansion, a business must stabilize the expanded operations again
before further expansion can occur.

Other business status changes tracked included these: closed, sold, does not plan to start at
this time, undecided and plans to start in the future.

The business status and development stages track benchmark phases and events in abusiness's

growth. WI aso needed to understand the growth rate of WI client businesses. The WI Business

Growth Scale rated the amount of growth experienced by each business during the 18 month

project period. Businesses were scored on a scale of 0-7, with 0 being no change and 7 being the

highest total rate of growth experienced by one businessin the sample group during the 18

month project period (see the Iris Jones case study).




Figure 3: Business Growth Rating Scale

Business Status Points
Pre-Start Up 0 points
Sart Up 2
Existing 1
Established 2
Stabilization 1
Exparsion 1
Sample: lowest = 0O, highest =7

Another, and perhaps more common, method used to rate business growth in the national
research on microenterprise development has been to measure the change in business profit. Wi
found that for this project the rate of profit was not an accurate indicator of business growth. WI
found that many of the business owners of new businesses put most money they made directly
back into their businesses. Instead, WI decided to measure business growth using the proxy
indicators of business status change events (growth rate) and personal self-employment income

as reported in income amounts and sources.

Household Income

For the purposes of the Outcome Evaluation Project, household income was gathered and
calculated using 15 different possible sources of cash income earned or received by the client
and other household members. Persona (client) income and other household member income
were collected separately to track the contribution client self-employment makes to overall
household income. Womens Initiative clients are screened for low income and below at entry as
of FY1997.* In addition to progress toward achievement of the Self-Sufficiency Standard,
Women's Initiative calculated poverty levels and income statistics in order to understand the
effectiveness of using the Self-Sufficiency Standard and to have other, more commonly used,
options for describing client income changes. The poverty statistics were based on federa
Department of Health and Human Services (HHS) guidelines and are updated annually in the W
database system. The income statistics were based on the federal Department of Housing and

4 Women's I nitiative requires that participants meet the income eligibility requirement of household income being at
or below the HUD 50% of median areaincome. Required income verification takes place at the time of aclient
application into the business readiness course: proof of income include copies of pay stubs, benefit checks, etc..




Urban Development (HUD) calculations of median housing costs in San Francisco County. WI
has adapted the HUD categories to better describe the categories for WI use in income screening:

Figure 4: Women'’s I nitiative | ncome Statistics Guidelines

Women's Initiative HUD/MOCD Vaue

Very Low Extremely Low 30% of median areaincome

Low Very Low 50% of median area income

Moderate Low 80% of median areaincome

High Moderate or Median Local 100% of median areaincome
Income

Economic Self-Sufficiency

Sdlf-sufficiency was measured by comparing total household income to the Y ear 2000 California
Self-Sufficiency Standard for the county in which the client lived. This standard calculated the
amount of income working adults needed to meet their basic needs without subsidies of any kind.
Unlike the federa poverty standard (HHS) or the median income guidelines (HUD), this
standard takes into account the costs of living as it varies by family type (number of adults and
number and ages of children) and county. The calculation includes the cost of local housing,
childcare, food, transportation, medical care, clothing and miscellaneous costs, as well as taxes
and tax credits. Year 2000 self-sufficiency standard income levels fall at approximately 90
percent of the HUD median areaincome level (moderate income) for a family of two adultsin
San Francisco county.

Nontcash subsidies (such as MediCal, public housing, subsidized childcare) were either
calculated by the amounts given as part of the Self-Sufficiency Standard or estimated by
subtracting the client's monthly out of pocket cost from the market value of the service. The
attainment of self- sufficiency level incomes was analyzed for clients whose personal income
alone earned the monthly self-sufficiency wage needed for their family. This was the highest bar
possible, setting the standard of financia independence for WI clients. The use of individual
client income instead of overall household income was not unrealistic given the high percentage
of single women (87%) in this sample. The analysis of personal income sources shows the
contribution that the client’ s self-employment income makes to the attainment of self-

sufficiency.




PROJECT METHODS:. The Sample Group, Data Collection Process and Tools, Analysis
Methods

The Sample Group
Women's Initiative Outcome Evaluation Project tracked the baseline, intermediate and final

indicators for atotal of 83 women enrolled in our English-language core training workshop,
Managing Y our Small Business, between October 1998 and October 1999. The sample group
selection criteria of enrollees in the core training taught in English was used because:

this group received a significant amount of business management training (the training is a
total of 63 hours, over a 14 week period),

WI could compare the differences in outcomes of graduates to nongraduates,

the ALAS core training courses (taught in Spanish) were undergoing changes during the
study period that would not allow for an accurate representation of outcomes, and

at the end of core training (baseline) 63 percent of these clients met FIELD's definition of
low-income and had household incomes that fell at or below 150 percent of HHS poverty
guidelines.

The demographics of the Outcome Evaluation Project group was descriptive of WI English
language program participants as a whole. The respondent group is notable in the following
ways:

Ethnicity: WI served a much higher proportion of African American clients than is predicted
by the Bay Area ethnic make-up. African Americans make up 34.9 percent of the survey
respondents, compared to just 9.4 percent of the Bay Area population (U.S. Census 2000).
The Bay AreaLatino population (17.8 percent) is well above the representation of Latinasin
the sample group (6 percent). It should be noted that this project did not include the Wi
ALAS/Spanish Language Program participants who are 22 percent of WI clients. In other
comparisons to Bay Area statistics, the Asian/Pacific Iander group was underrepresented in
the outcome evaluation project: only 8.4 percent versus the 19.59 percent of Asian/Pacific
Islandersin the Bay Area.

Education: The Women's Initiative project participants had an average education level of 16
years (college graduates or trade school after high school), which is closely in line with the
average education level for the city of San Francisco. According to the 1995 San Francisco
City Facts, 35 percent of San Francisco residents over 25 years of age were college graduates
with at least 16 years of education and 78 percent were high school graduates.

Household Composition: The majority (87 percent) of women who sought microenterprise
training at Women's Initiative were single: 59 percent of participants had never been
married, 28 percent were divorced, separated, or widowed (currently single) and 8 percent




were married. Twenty-five percent of the respondents were single mothers. Compared to
the US Census Report from 1990, 17 percent of California women were single mothers and
about 76 percent were married-couple families (these numbers are most likely higher in
2000). The unmarried partnership status of the single women was not analyzed.

Employment: Twenty-five percent of the WI clients were unemployed at entry to core
training. Of these, 11 percent had been unemployed less than six months, 15 percent had
been unemployed more than six months. This means that at least a quarter of the clients were
in trangition in terms of employment. Household income is therefore low at entry.

Disabilities: Women's Initiative serves a portion of the disabled community of the Bay Area,
with 22 percent of respondents having some sort of disability (defined as *any physical,
cognitive, sensory, psychiatric or other disability). Womens Initiative is in-line with the 21.3
percent of women with disabilities nationwide according to the 1995 SIPP (Survey of Income

and Program Participation). °

Table 1. Sample Group Demographic Characteristics at Enrollment (n=83)

Demographic Characteristic Average or % of Sample

Income: All very low or extremely low income (HUD) at entry

Poverty Guidelines (DHHS) = 80% have incomes at or below 185% of the

poverty guidelines (DHHS)

* 63% areat or below 150% of the poverty guideline
= 30% are at or below 100% of the poverty guideline

Temporary Aid for Needy Families | 13% recelve TANF benefits at entry

(TANEF) cash recipients:

Age: 40 years old (average)

Race/Ethnicity:

= European American = 458%

= African American = 34.9%

= Asan/Pacific ISlander = 84%

= Latino * 6.0%

Educational Level 16 years average

Work Experience (years): 19 years average

Household Composition:

= Single (never been married) = 59%

= Divorced/Separated = 28%

= Married = 8%

Single Mothers 25%

Clients with Disabilities 22%

® Chartbook on Women and Disability in the United States. National Institute on Disability and Rehabilitation
Research. http://www.infouse.com/disabilitydata’womendisability 1 1.html#figure




The Data Collection Process and Tools

Client progress was monitored through follow-up phone surveys conducted at six month
intervals over a maximum period of eighteen months after the client graduated from core
training. Seven case studies resulted from in-depth, face-to-face interviews. The WI Research
Assistant interviewed the sample group between January 2000 and March 2001. Upon
completing an interview, clients received a $15.00 gift certificate, a handwritten thank you card,
and referrals to WI or other services, or additional advice from WI Small Business Consultants
upon request.

Rolling interview dates were determined based on the client graduation date. Given the length of
the project not all clients were interviewed three times. Of the 100 possible enrollees, 83 clients
were interviewed at least once during the project. Only one client declined to participate. The
other 16 were not interviewed contact information was out-of-date. Due to the sequentially
staggered graduation dates and the length of time it took to design the instruments, one class was
skipped for the survey at six months after training, leaving 86 digible (six months had passed
since their graduation from core training) interviewees for this point in time. Similarly, the
interview at 18 months after graduation had only four classes eligible during the project period,
leaving 51 possible interviewees for this subgroup. The interview at 12 months after graduation

had the largest possible interviewees with 100 clients eligible for this interview.

Table 2: Outcome Evaluation Project Response Rates

Survey and Time Period Response Rate

Basdine Course graduation date 83% (83 of 100 possible enrollees)
Survey 1 6 months after core training 79% (66 women of 86 possible enrollees)
Survey 2 12 months after core training 65% (65 women of 100 possible)
Survey 3 18 months after core training 69% (35 women of 51 possible)

Total number of respondents interviewed

Onetime 83% (83 women of 100 possible)
Two times 76% (48 women of 63 possible)
Three times 49% (18 women of 37 possible)

Case Studies at one year after core training 8% (7 case studies completed from 83)
With one update date six months later 5% (4 case study update interviews)




The follow-up survey instrument included five sections of closed-ended, quantitative questions
about the client's current personal information (such as contact information, family make-up,
education, employment), business status, core business skill use, business financials, personal

and other household member income, and household and business assets and liabilities. Three
open-ended questions asked about how and when they used the business skills in other areas of
their life, comments and suggestions about WI, the survey, and business support needs. Each
follow-up interview took an average of seven contact phone calls to schedule an appointment and

45 minutes to complete.

Seven in-depth interviews resulted in case studies that provided more detailed qualitative
information about the participants personal progress and their insights about business as well as
persona development after participation in the Managing Y our Small Business course. The god
of the case studies was to complement the follow-up survey information with a more
comprehensive picture of the factors influencing successful self-employment. Four case study
interviewees were selected based on their continued business growth. The other three were
selected based on their lack of business growth. The interview guides for the case study
interviews included sections on personal background, motivation for self-employment, business
description, experience with business development (including Women's Initiative), definition of
success, results of self-employment, milestones and turning points, future goals, and advice for
future women business owners. The case study interviews took approximately 90 minutes each.
Transcripts of the interviews were then coded, analyzed, and narratives were written. The
narratives of the case studies are included in the full report. Clients reviewed drafts of the case

study narratives for content accuracy before they were finalized.

Data collection tools were designed and tested during the first half year of the project. An
additional group of seven graduates from Managing Y our Small Business classes between May
1998 and September 1998, served as a pilot group for testing those tools and procedures.
Information gathered from these women was not used in final analysis, but the process of
gathering follow- up information from this group allowed WI to test and refine its data gathering
tools and procedures for the interviews that followed. This included redesign of application




forms that collect baseline information. (Please seethe First Year Narrative Report for a detailed
description of this process.) The redesign of Women's Initiative Database Systems began in year
one aswell. A new capacity for storing and retrieving the historical data was developed in order
to accommodate the data management needs of the outcome evaluation. The database redesign
project continues.

A variety of different research techniques and data sources were used to ensure data integrity and

useful ness:

comparison of program documents as well as forms designed and completed by staff as well
asclients

follow-up surveys, case studies, learning circles (informal focus groups) elicited and captured
and compared different sources and types of outcome information

interviews were conducted by one trained staff person ailmost exclusively by phone;
redesigned database added the capacity to manage historical data

data entry and queries were performed by evaluation staff only

survey tools were designed using a standard format and language so as to ensure consi stency
in the data gathered at each point of followup

evaluation staff regularly consulted with program staff, clients, and expert advisors to the
project to assure accuracy and relevance of the process and findings

All information remains confidential unless the individual gives permission to Women's
Initiative to identify her by name. Client status and outcomes were not reported individually or
by name, but in aggregate. If requested by the client, the case study data was reported in a
manner that protects the identity of participants.

Analysis Methods
Data gathering and analysis methods were guided and implemented by:

Expert Advisors: a group of three experts in the field who helped determine at the outset that
the project methodology, methods and design were sound;®

WI Evaluation Task Force comprised of WI staff members representing all directly affected
areas of the organization;

WI clients and staff through Learning Circles with preliminary datain June 2001,

% Members of the advisory group were Steve Walsh, Principal Analyst, Berkeley Planning Associates; Dr. Diana
Pearce, Professor of Social Work, University of Washington School of Social Work and co-creator of the Self-
Sufficiency Standard; and Cindy Marano, West Coast Program Director, Wider Opportunities for Women—West.




WI Evaluation and Data staff and interns who attended FIELD Learning Cluster meetings
and managed the overal analysis.

The primary quantitative methods of analysis used for this report included frequency
distributions (counts) and measures of central tendency (averages, medians). Women's Initiative
hopes to perform further analysis using more advanced statistical methods in the future,
particularly when the success circle has a larger membership size (over 100 would be more
significant). In order to analyze the factors of success WI created a comparison group: the
success circle. The Success Circle was the group of clients who attained economic self-
sufficiency through personal income (including income from her business), achieved healthy
business growth, and used the standard business skills. This Success Circle was used for
analysisonly. Twenty-two clients, or 27% of the sample group (n=83), were in the Success

Circle.




KEY FINDINGS

The results of the research described in the previous section answer the five research questions:

1. Towhat degree do clients attain specific key business management skills while enrolled in
the core program?

2. To what extent do clients continue to use and apply the skills they have learned after they
leave the program?

3. What are the key business and personal outcomes that occur for clients who participate in
Women's Initiative programs?

4. How does achievement of these outcomes relate with the client’s movement toward
economic self-sufficiency over time?

5. What are the characteristics of those who succeed?

BUSINESS MANAGEMENT SKILL ATTAINMENT DURING CORE TRAINING
To what degree do clients attain specific key business management skills while enrolled in the
coretraining?

| went out there and had my family members as well as friends go to these
different sites and do a survey and a lot of people who said, oh, that’s great! The
response was overwhelming. It was really overwhelming. | remember the first
time | did the survey—I had went to Santa Rita[Alameda County jail], and even
people—I was only asking people from Oakland—»but even people from other
cities wanted to take the survey and said, we would love to have that service in
our city! So, | mean—the only doubt | have is I’ ve thought about thisidea and
why hasn't anyone else thought about it?

—Wanda Williams Case Study transcript

All the clients in the sample were assumed to have attained a practical understanding of key
business management skills if they graduated from the core training. Women's Initiative
graduation requirements are designed to ensure that each student achieved a basic understanding
of the 14 core business skills. Analysis of Women's Initiative graduation and business growth
rates supports the idea that completion of core training leads to attainment of key business
management skills, which in turn leads to higher rates of business growth. The Outcome
Evaluation Project graduates had higher business growth rates than non graduates and those with
businesses at entry to and during training had dlightly higher graduation rates than those without

businesses.




Graduates from the core training were 40% more likely to experience business growth than those
who did not complete the workshop. The finding that graduates had higher rates of positive
business growth after training most conclusively supported the claim that graduates attained and
then used their business skills to a higher degree than non-graduates.

Figure5: Graduation and Business Growth Rates

Overall Graduation Rates and Business
Growth:
75% of graduates experienced business growth
36% of non-graduates experienced business
growth

Comparison of the average graduation rates for business owners whose bus nesses had higher
growth rates also supports the assertion that graduates attained and then used the business skills.
Clients with business growth scores of three or more had an average graduation rate of 93%
compared to the average graduation rate for clients with low business growth rates (score of
below 3 had an average graduation rate of 88%.

Table 3: Business Growth Ratesand Graduation Rates

Total Growth Points |  Number of | % of clients who graduated from
Clients Managing Your Own Business
0 20 70%
1 3 100%
2 20 95%
3 14 93%
4 9 89%
5 10 100%
6 6 83%
7 1 100%
Total: 83

In the in-depth interview with Iris Jones she described applying the skills she was learning to her
fast growing business:

We started off with the basics, and | applied every single thing that | learned from WISE
to my business. Redlly | did. And it worked, it all worked. Just two weeks after | started
the class, | had abig, really big, 82-unit building in Antioch. And from there it just took
off.[...] 1 worked with Colleen and Lori, you know, after that point. | did the counseling
sessions... | went to every single class—I don't think | ever missed aclass. | wasthere
the whole time.




Needless to say, she graduated.

Higher attainment of the business management skills may be related to whether or not the client
has a business at entry. Women'’s Initiative found that those with a business at entry were 8
percent more likely to graduate. Of the 43 clients who were operating a business when they
entered the program 91 percent graduated, while among the 41 clients who were pre start- up at
entry 83 percent graduated. This finding implied that the clients with businesses were dightly
more motivated to attain and use the skills, and therefore, were dightly more likely to complete

the assignments and graduate.

Table 4: Basdline Business Status for Graduates/ Non-Gr aduates

Graduates (n=73) Non-graduates(n=11)
Pre Start Ups 34 (47%) 7 (60%)
Start Ups 14 (19%) 1 (10%)
Existing 25 (34%) 3 (30%)

Eighty-seven percent of the sample group, or 72 out of 83 clients, graduated from core training.
Compared to overall WI core training graduation rates during previous fiscal years, the sample
group higher than average graduation rate indicated that they might be more highly prepared and

motivated to become business owners than other groups of graduates in previous years.

Table5: Comparison Sample of WI Core Training Graduation Rates

Sample FYo01 FYO00 FY99 FY 98 FY97
Group
Graduation Rate 87% 80% 83% 7% 68% 82%

The reasons given by the eleven nongraduates for not completing the course point to possible
difficulties in attaining the financial and record keeping skills presented in the last half of the 14
week course. A dlightly greater proportion of drop-outs occurred at week 6 or 7 (36 percent: 4 of
the 11 non-graduates). The other reasons for not completing the course were attributed to causes
such as childcare, work and relocation. |If the skills were not learned and practiced in the course,

then it was less likely that the client would experience business growth.




Table 6: Sample Group Reasonsfor Not Graduating from Core Training

Number of Non Graduates n=11

Reasons for not Graduating

Notes

4 Dropped half way through when financials 1 Success Circle member
curriculum begins; no reason given by client

2 Child Care Issues

2 Unknown

1 Moved to more affordable city 1 Success Circle member

1 Employment demands Employment was related

to businessidea
1 Further education demands

BUSINESS MANAGEMENT SKILL USE AFTER TRAINING
To what extent do clients continue to use and apply the skills they have learned after they leave

the program?’

Over the 18 months of the Outcome Evaluation Project, business owners used the following

business management skills most highly and consistently: Clear Business Vision, Record

Keeping, Break Even analysis and Target Marketing. Clients reported use of all of the business

management skills taught during core training after they graduated. The degree to which they

used them varied.

Table7: Most Highly Used Business Skills Summary (aver age scor es)

6 Months after Training
(n=43)

At 12 Months
(n=42)

At 18 Months
(n=24)

BusinessVision (4.54)

Break Even (4.42)

BusinessVision (4.42)

Break Even (4.54)

Record Keeping (4.38)

Record Keeping (4.34)

Target Market (4.33)

BusinessVision (4.21)

Target Marketing (4.29)

Record Keeping (4.24)

Target Market &
Describing the Competition
(4.04 each)

Pricing System (4.13)

By six months clients used skills that promoted a clear business vision, laid the foundation for

systematic record keeping, and began specific marketing and sales problem solving. These were

the basic skills needed for the start up or stabilization phase of business growth. The business

growth events that occurred during the first six months after training confirmed this: 23 percent

of respondents reported that new stabilizations occurred, making stabilization the predominate

’ Clients with businesses rated their use level by responding to 28 questions about active use of the business
management skills. Scoreswere recorded on a1-5 scale with strongly disagree as 1, strongly agree as 5. The scores
were then averaged. Answersranged from the lowest use of 3.13 to the highest of 4.54 at six months; lowest of
3.166 and of the highest 4.4166 at one year; and lowest of 3.17 score to the highest of 4.41 at 1.5 years.




type of event experienced during the first six months after core training. (Please see Diagram 2:

Business Growth and Skill Use below).

The first year after graduation was when the most start-ups occurred—17 percent of clients
interviewed at six months and one year reported new start- ups. During that period clients
focused on the day-to-day quantitative aspect of attaining market/sales goals while staying
focused on their business vision. By one year they were reaching for their market by using
competition analysis and target marketing. By 18 months they were adjusting their pricing to
maintain their market position. Kathleen Flannigan describes how acquiring these skills was
important to her:

It allowed me to bring stuff together—to connect stuff. It aso allowed me to see
everything as a flow, not as chaos, but as going in certain directions. My work’s
tightened up too, in terms of what sells and what doesn’t sell, so that it really kind of

sharpened my mind.
Diagram 2: Business Growth and Skills Compar ison
Business Growth and Skills
6 Months 12 Months 18 Months
13 Start Ups 7 Start Ups 4 Start Ups
. 2 Existi isti isti
Business xisting 7 Existing 5 Existing
Growth 4 Established 3 Established 1 Established
Event S
ents 22 Stabilizations 2 Stabilizations 2 Stabilizations
11 Expansions 18 Expansions 8 Expansions
Most Highly Busine;s Vision Break Even . Business Visi.on
Used Business Break ven. Record Kegplng Record Keepln_g
Skills Record Keeping Business Vision Target Marketing
Target ) Target Marketing Pricing System
Marketing Competition Break Even

The financial management skill-set described in Table 8: Least Used Business Management Skills
Summary (below) was not generally used during the first 18 months after training. This indicates
that most microentrepreneurs did not absolutely need to use these skills in order to achieve basic
business survival.

Table 8: Least Used Business Skills Summary (with aver age scor es)
| 6 Months after Training | At 12 Months | At 18 Months




Production Cycle (3.13) Production Cycle (3.17) Financial Statements (3.18)
Cash-Flow (3.24) Funding (3.29) Production Cycle(3.22)
Funding (3.42) Financial Statements (3.33) | Cash-Flow (3.33)
Financia Statements (3.46) | Cash-Flow (3.37) Budget (3.44)

Higher use of the least used skills was a sign of a more established business. Recognizing the need
for financial management and achieving a more even production or sales cycle was a characteristic
of those clients whose businesses had reached a larger scale. At 18 months after training Iris Jones,
who runs a business at a much larger scale than the majority of WI clients, said that financial
management skills were indeed the most relevant over time:

WEéll, what comes to mind off the bat is definitely financials—preparing financial
statements and being able to read them and maintain your business cash flow from month
to month. That's been very helpful for me, to let me know where my business stands and
give direction. And also targeting my marketing. Knowing your market is very important.
So | use thet every day—those tools. And that’s everlasting. Y ou can't get away from it,
you just do it.
Use of these skills may increase if clients understand that using the least used skillsis a
prerequisite to achieving business scale. Accordingly, micro-business owners will be best served
if they understand the limitations placed on business growth by alack of financial management
and planning. In addition, just-in-time learning experiences that provide knowledge right when

and where it is needed should be provided to those who want to achieve a greater scale.

The ability to seek business funding and achieve an even production/sales cycle may be possible
only for larger scale businesses primarily due to personal credit histories and external forces.
Saying that microentrepreneurs are not using these skills is perhaps mis eading—we might say
instead that these options are unavailable. Funding for very small businesses was difficult.
Microbusinesses also tend to be the most sensitive to fluctuations in the local economy: one dry

spell can force a microentrepreneur to return to wage or salaried work.

Other Uses of Business Skills
The most highly rated of all the business skills questions was whether they used the business

skillsin other areas of their lives. The five highest uses were:

Ability to Organize Finances




“ Organizing personal finances has made a major impact. Learning the skills of numbers has
helped me to plan my financial future.”

Increased Interpersonal Communications

“1 use my business skills of negotiation with peoplein all areas of my life. Inlife you can
learn how to communicate in order to get what you need and satisfy what they want.
Increased Self-Confidence

“1"’m much more assertive now. For instance with interviewing for a job. Instead of just
taking what they offer, | negotiate myself by saying, ‘Oh, | have another interview tomorrow,
I’ll get back to you.””

Ability to Teach Others

Ability to be Organized

The use of the business skills in other areas of life begins to describe the personal development

outcomes as well as unexpected social outcomes or multipliers.

BUSINESS GROWTH, PERSONAL INCOME, AND PERSONAL EFFECTIVENESS
OUTCOMESAFTER CORE TRAINING

What are the key business and personal outcomes that occur for clients who participate in
Women's I nitiative programs?

BUSINESS GROWTH, SURVIVAL RATES, JOB CREATION AND TECHNICAL
ASSISTANCE USE

Business Outcome: Growth

Women's Initiative program participants continued to start and strengthen their businesses after

training was completed. Overall, 72% of the 83 core training participants had businesses (60
total) that experienced some degree of growth at some point within the eighteen month study
period. Within one and a half years of core training, 46% of participants started new businesses,
33% of participants strengthened or expanded existing or start up businesses and 10% of these
existing businesses became more mature, established businesses. Seventy-six percent of the

businesses survived for at least ayear.

The current numbers support the claim that participation in the WI training results in business
growth. 8 Achievement of business growth events can be analyzed both at the time of the

interview (every six months after core training) or overall during the 18 months after training.

8 Analysis of thislongitudinal information was simple and limited because little comparison data was available.
Comparison to WI business growth during previous fiscal years would be invalid as those events were recorded
mostly during training or in consultations directly after training and no consistent longitudinal information was




Table 9: Business Growth Events After Core Training (February 1999-January 2001)

Graduation

(Al respondents at

At 6 Months
After Training

(New eventsonly;
n=66 of 86 possible
interviews at 6 months)

At 12 Months
After Training
(New events only;

n=65 of 100 possible
interviews at 12 months)

At 18 Months
After Training

(New events only;
n=35 of 51 possible
interviews at 18 months)

graduation, n=83,

baseline)
Pre Start-Ups AT (49%) - - =
Sat-Ups 2 (17%) 1T (17%) T (17%) 3 (9%
Exising 28 (30%) > 3% 7 (11%) 6 (17%)
Ef;g';‘g (mature 0 (0%) 4 (6%) 4 (6%) 1 (3%)
Sabilizations 5 (6%) 19 (23%) 5 (%) > (6%)
Expansions 1 (1.2%) 8 (12%) 24 (37%) 10 (29%)

Using the business growth datain Table 9, WI can now make statements about business growth
progress after training. The core training classes began with the following business status
composition: 49 percent pre-start up businesses, 14 percent start up businesses with under ayear
of sales and 34 percent existing businesses with over ayear of sales. By 12 months after training
WI was serving approximately 30 percent pre-start up businesses, 40 percent start-up businesses,
20 percent existing businesses and 10 percent established businesses.® The mgjority of the
stabilization activity occurred within six months after graduation, while the majority of
expansions occurred within ayear to 18 months after training. Of the pre-start up businesses:
approximately half became start-ups within the 18 months

most of this growth occurred either during training or within the 12 months after training

Start- up businesses also progressed well:
Of the total 39 start- ups during the study period, 15 matured into existing businesses
(almost 40 percent).
Most of the start- up activity occurred within the first 12 months after training.

gathered. In June 1995, WI conducted a survey of then current and former Loan Fund borrowers. Of those 32% who
responded 91% were still in business (no count or length of time was given in the source document).

° Thisis based on the number of pre-start upsthat did (22) and did not (19) became start ups, start ups that became
existing businesses (9) within thefirst year after training, and existing businesses that became established businesses




Within the total project period (based on at least one interview with 83 clients), 73 percent (60
clients) had businesses within the 18 months of graduation (these were unduplicated start-up,
existing, or established businesses). Based on the overall percentages of businesses served (start-
up (46 percent), existing (33 percent) and established (10 percent) businesses), program daff can
now consider tailoring curriculum and technical assistance offerings to meet the specific needs of

businesses at different stages of growth.

Business Outcomes: Survival Rates

Seventy-six percent of the WI client businesses survived for at least ayear. Thisis based on
interviews done twice within a year with the 50 clients who have businesses. Longitudinal
analysis of business survival revealed that existing businesses at entry were more likely to
survive at least 12 months: 82 percent of existing businesses at baseline survived at least a year
after core training; 64 percent of start-ups at baseline survived at least ayear. Of the 20 total
start-ups within the 18 month period, 75 percent (15 businesses) survived at least ayear. These
initial (one year only) survival rate results were within range of the national average.
Nationwide research about micro-enterprises demonstrates that the survival rates range from 57-
90 percent for periods of at least 2.6 years.’® WI business survival rates surpassed the standard
United States Small Business Administration (SBA) business survival rate of approximately 50%
for small businesses and microenterprises still operating after four years.

Figure 6: Business Survival Rate

Business Survival Rate for at least ayear:
(50 clients with businesses were interviewed twice
within ayear)

76%
(38 active businesses)

Longitudinal business survival details were as follows:

Out of the 28 existing businesses at baseline, 23 survived at least 12 months, 3 business
closed and 2 were not interviewed two times in 1 year (and thus the business outcome is
unknown).

10" Nelson, Candace, Editor. (Fall 2000). Microenterprise Fact Sheet Series: Microenter prise Devel opment
Works!: Outcomes for Clients. Association of Enterprise Opportunity (AEO) Web Site;
WWW.microenterpriseworks.org. page 3.




Out of the 14 start- up businesses at baseline, 9 survived at least 12 months, 3 businesses
closed and 2 were not interviewed at least two timesin 1 year (and thus the business outcome
is unknown).

Out of the 41 pre start-up businesses at baseline, 6 businesses grew to a start-up and survived
at least 12 months, 7 businesses grew to a start-up and then closed and 2 were not
interviewed two timesin 1 year (and thus the business outcome is unknown). Furthermore,
13 clients with pre start- up businesses never started their business and 13 pre start-ups started
their business but were not able to be interviewed one year from start-up date in order to
determine whether they survived.

Business Outcomes: Jobs Created
Twenty-one percent of WI businesses studied (13 of the 60 businesses) created jobs during the
project period.

Figure 7: Jobs Created

Jobs Created by Businessesin Sample Group (not including owner)
Within 1.5 years 13 businesses (six of the businesses are in the success circle) created:
50 Full Time Positions: 48 from 1 business that went from start up to established within
the study period (see Iris Jones Case Study)
6 Part Time Positions
14 Contract Positions
28 Temporary Jobs

Eliminating the obvious outlier (48 full-time jobs created by one client business, see the Iris
Jones Case Study), the majority of jobs created by WI client businesses were 1) self-employment
for the business owner (not included in the count) and 2) temporary, contract and part-time
positions. The potentia for job-creation by microbusinesses can be improved through services

that enable business owners to achieve scale.

Business Growth Outcomes and Technical Assistance

Of additional interest was a description of the possible supports that seemed to make a difference
in successful business growth, such as the amount, content and timing of technical assistance.
Initial analysis revealed that clients whose businesses achieved medium to high growth rates
(scores of 3 or more) received more hours of technical assistance on average than those with

lower scores. They aso received more technical assistance than the general sample pool.




Table 10: Technical Assistance Use by the Study Sample (in Hours)

Form of Technical Assistance Mean Median [Minimum [Maximum
Hours of Technical Assistance (all 17.96 14.25 1 75
activities)

Hours of Technical Assistance (SBC 998  6.875 0.5 54.5
Consultations Only)

Hours of Technical Assistance (al 7.96 3.75 0 55
activities except SBC Consultations)

Table 11: Business Growth Rates and Average Technical Assistance Hours

Business Growth TA Hours (SBC TA Hours (All TA except | Tota TA Hours
Rate Consultations Only) | SBC Consultations)

0 (N=20) 9.21 6.1 15.8

1 (N=3) 6.08 5.6 11.7

2 (N=20) 9.9 6.3 16.2

3 (N=14) 77 9.3 17.0

4 (N=9) 10.1 8.4 19

5 (N=10) 14.5 10.6 25

6 (N=6) 13.7 14.8 28.5

7 (N=1) 5 6 12.6

PERSONAL INCOME CHANGES

Women’s Initiative clients steadily increased their incomes over the course of 18 months.
Whether a client earned income from self-employment, a salaried or wage job, or a combination
of both, the total amount of personal income earned increased. The 83 Women'’s Initiative clients
interviewed for this study increased their total average income 97 percent from baseline to 18
months. The average income of the 83 clients at entry into the program was $13,286 and 18
months later, the average income had increased to $26,233. Average self-employment income
increased 152 percent, from an average of $5,924 at baseline to $14,910 at survey three, and
salaried or wage job income increased 74 percent, from an average of $14,919 to $25,959.

Table 12: Total Average Personal Income (all sour ces)

Baseline

6 Months

12 Months

12 Months

Total Income

$13,286

$22,619

$25,313

$26,233

1 SBC = Small Business Consultants are the W! trainers and technical assistance providers.




Table 13: Average Personal | ncome from Self-Employment and Salaried or Wage Jobs

Baseline 6 Months 12 Months 18 Monhts
Self-Employment $5,924 $11,986 $14,590 $14,910
Salaried or Wage Job | $14,919 $21,193 $23,326 $25,959

According to the datain Table 14: Percentages of Income Sources (below), the number of

Women's Initiative clients who earned income from self-employment and/or a salaried or wage

job increased. At baseline, 30 percent of the sample received income from self-employment. By

the third interview, this percentage increased to 50 percent. Furthermore, 41 percent of the

sample received income from salaried or wage jobs at baseline and by the third interview, 50

percent of the sample reported receiving income from this source.

Table 14: Percentages of |ncome Sour ces

Baseline 6 Mos. 1VYear 15Year
(N=83) (N=66) (N=65) (N=35)
% of Sample Receiving
Income From:*?
Self- Employment 30% 43% 59% 50%
Saaried or Wage Job 41% 48% 49% 50%
Other (Investments, etc.) 10% 10% 6% 14%
Family and Friends 9% 12% 5% 10%

Comparison with the business growth rates reveaed that not al self-employed clients are

drawing income from their businesses. According to the figures above, new and stabilizing

businesses did not provide sufficient personal income for economic self-sufficiency. New and

struggling entrepreneurs relied on financia support from other family members and/or on wage

or salaried work to make ends meet. It's unclear whether those who rely on part-time work to

make up the difference between their living expenses and business income take longer to reach

an established business stage. It may be true that the necessity of work keeps microentrepreneurs

in a continual holding pattern where they are unable to make the leap to full-time self-

employment exactly because they cannot devote more time to self-employment activities.

Other income benchmarks confirmed the finding that client personal income increased after core

training. The Department of Health and Human Services (DHHS) national poverty guidelines

12 Figures can be greater or less than 100 percent. Clients often “patch” together different sources of income and
certain income categories were not included in the calculations.




st the poverty level for the country. In general, the data documents that after core training there
isasignificant drop in the percentage of clients who live with poverty-level incomes. In the 18
months of the project period, WI clients worked their way out of poverty. At the beginning of
the study 80% of participants had incomes at or below 185% of the federal poverty guideline.
Eighteen months after the training, this number had dropped to 35% of those interviewed. Chart
4 and Table 12 illustrate the redistrib uted rates of those in or within range of poverty.

Table 15: Poverty Statisticsfor Project Group

N 100% Poverty 150% of Poverty 185% of Poverty
Basdine 86 30% 33% 17%
6 Mos 66 11% 15% 15%
1Year 65 11% 20% 9%
1.5 Year 35 9% 9% 17%
Chart 1: Poverty Statistics
35%
30%4"
25%1" |
20%4 | B Pov
15%1" | 150Pov
109471 O 185Pov
591 |
0%-
Baseline 6 Mos 1 Year 1.5 Year

Median areaincome statistics determined by the federal Housing and Urban Development are
based on county-level cost of housing by family size. Asillustrated in Chart 2: WI Median Area
Income Statistics (see below), in the first six months after core training there was a dramatic
redistribution of income levels, which lowered the percentages with very low and low incomes
overal while raising the percentages with moderate and high incomes. While the percentage of
clients with very low income levels rose again at one year after training, the percentage of clients
whose incomes met the moderate and high income levels steadily increased. It is reassuring that

this supports the trends seen in the poverty statistics above. Incomes rise and fall, but steadily




increase over time. Thisfinding is again confirmed later in this report by the economic self-

sufficiency results.

Table 16: Median Area | ncome Status Changes for Sample Group
WI Income Basdine 6 Mos. 1Year 15Years
Category (N=83) (N=66) (N=65) (N=35)
Very Low Income 47% 30% 43% 23%
(30% of median)
Low Income 51% 33% 20% 37%
(50% of median)
Moderate Income 2% 24% 20% 20%
(80% of median)
High Income 0% 12% 17% 20%
(100% of median)
Chart 2: WI Median Area Income Statistics
60%-
50%
40%-/ o
30%_/ low
O mod
20%-/ O high
10%-/
0%+
Baseline 6 Mos 1 Year 1.5 Years

PERSONAL DEVELOPMENT OUTCOMES

The purpose of the Women's Initiative core training is to provide low-income women with
access to the skills, support and financing needed to make sound choices about self-employment.
The primary desired results of WI services are stronger businesses that lead to economic self-
sufficiency. The secondary result desired from WI training is personal and social development,
whether or not clients strengthen abusiness. While the principle purpose of the Outcome

Evaluation Project was to document and analyze the client business and income related




outcomes, the organization equally values the growth of individual personal effectiveness that

also occurs.

In an effort to begin documenting and analyzing these secondary outcomes, the Outcome
Evaluation Project included seven in-depth case studies. The goal of the Women's Initiative
outcome evaluation case studies was to complement the follow up survey information by
providing a more comprehensive picture of the factors that influence microenterprise success.
Four areas related to personal and socia development were explored: personal background and
support systems, motivation to pursue self-employment, challenges and changes experienced in
the self-employment process, and the role of WI. The information was then analyzed for

commonalties and differences between the seven case studies.

Overal, what surfaced from analysis of the case study transcripts was a group of women who
were:

from a diverse range of socio-economic backgrounds

optimistic and readily took personal responsibility

supported by life partners and other family members

highly motivated to pursue self-employment by their own interests and passions as well
as a desire to make a contribution to their community

focused on the goals of meeting their business service or production projections
challenged by finances and taxes as well as personal emotional issues

very positive about the role of Women'’s Initiative in their lives

experienced positive changes in persona income and fulfillment after core training

Through their stories and insights we were able to better understand that success has many faces
and that clients follow many different paths to attain success on their own terms. The case
studies, as well as the responses to an open-ended question on the survey, repeatedly asserted
that clients defined their success as a heightened ability to stay true and realistic with themselves
as they made decisions about the direction their life would take after the core training. Business
and economic successes were important, particularly for those with businesses, but clients more
often reported feeling increased fulfillment, happiness and self-confidence. 1n comparison to
those who did not start or strengthen their business, the clients who experienced more business

growth were:




more likely to be moderate risk takers, adaptable/flexible and self- motivators

more likely to have life partners and be supported by their families and Women's Initiative
more likely to be challenged by time management and expansion issues

more likely to be motivated by the desire to contribute to their community

more likely to experience success as increased income, self confidence, and fulfillment

Only time and more research will confirm if these are essential or incidental characteristics,

supports, motivators, and challenges for successful outcomes.

Synopsis of the Stories™

Of the seven experiences documented in the case studies, three clients strengthened their
businesses (Iris Jones, Robyn Cleaves, and Leatha Jones), two clients overcame challenges and
began to strengthen their businesses (Jane Doe and Kathleen Flannigan), one was planning to
start a business in the near future (Wanda Williams), and one was undecided concerning her plan
to start abusiness (Melissa Scott). These case study participants illuminate the wide range of
outcomes experienced by WI clients.

Iris Jonesis the confident and hard working owner of Bay Area Property Management, a
company that manages residential and commercial properties throughout the San Francisco Bay
Area. Iris grew up in the Bay View/Hunters Point neighborhood in San Francisco and now lives
with her son and partner in the East Bay. After graduating from the WI core training in 1999 her
start up business grew from approximately $240.00 a month profit to establish itself with an
$8,000.00 monthly profit two years later. Consequently her personal income from her business
went from $924.00 a year to $36,000.00 a year.

Robyn Cleaves is the energetic and successful owner of a pet sitting business and is known as
Robyn the Pet Sitter to her clients located al over the San Francisco Bay Area. Robyn grew up
in Bakersfield, amiddle size city in the Central Valley of California, and was a preschool teacher
in the East Bay for thirteen years. She and two co-teachers entered the Managing Y our Small
Business training with plans to start their own Montessori Preschool. They graduated from the
WI core training in 1999 realizing that starting a school was unrealistic, both in terms of the
amount of capital needed to start and in terms of the amount of return they could expect in the
long run. Robyn realized that her love of animals and informal experiences pet sitting could
result in the flexibility and income she desired. Within three months of becoming afull time pet
sitter, and within six months after core training, she tripled her income from her business. In one
and a half years after core training she went from making a personal self-employment income of
$5,100 a year to $42,600 a year.




Leatha Jones is the proactive and successful owner of Write Connection Career Services, afull-
service persona marketing firm that prepares clients for job search and career advancement.
Leatha grew up in Berkeley and worked for many years before she began to get her long desired
higher education. Her side job during school of assisting friends with resume writing led her to
get more serious about building the business and to come to WI for practical business
knowledge. Although she moved to the outskirts of the Bay Area one third of the way through
the training and did not graduate, she found the homework and stories of other women's
experiences helpful. She went from losing money on her business (a negative income) to making
$12,000 a year from her business amost two years later.

Jane Doe is the owner of Jane Doe Organizing Services, a personalized organizing service for
clients in the San Francisco Bay Area. Jane grew up in Yonkers, New York and moved to
Cdliforniain the early sixties. Her businessis her second try at self-employment since
graduating from the Women's Initiative for Self Employment core training. The training guided
her in the early days of opening and running a small consignment shop where she sold used
household items. However, she found that the physical weakness caused by her disability, as
well as a difficult business partnership, were major barriers in running the business. After much
deliberation she closed her shop, suffering a financia loss of most of her start-up funds. She
entered the WI training making no income from self-employment, and by 18 months later she
was making $10,260 a year from her business. This meant her personal income went from
$8,292 a year to $18,819 a year—still low but more than double what it was.

Kathleen Flannigan is the passionate and determined artist who is Kathleen Flannigan Designs,
the business side of creating and marketing painted works of art on furniture. Kathleen grew up
in Los Angeles and San Diego and moved to Berkeley after attending Reed College. She came
to the WI core training in 1999 in order to understand and learn to ride out the cyclical and
unpredictable art world and make a profit. She had a very successful first year after core training
and made more income from self-employment than ever before. Unfortunately, the year after
that proved more challenging and marketing choices did not turn out as well as predicted.
Although Kathleen more than doubled her income six months after training, it returned to what it
was at entry by 18 months after training.

Wanda Williamsis the hopeful and visionary owner of the pre-start up business Wanda On
Wheels, a transportation company serving visitors to California prison facilities. Wanda grew up
and lives in East Oakland and is the mother of five and grandmother of two. Her careful
planning and saving for the start up capital will pay off when the timeisright. Wanda's personal
income has considerably increased since she completed the core training program. She entered
the program with $4,848 a year in unemployment benefits and one year later was making
$48,000 a year as a postal worker. Sheiswell on her way to realizing her vision of a business
that serves her community and her family.

13 Please see the full case study narrativesin Appendix B.




Melissa Scott is a patient and focused clothing designer who hopes to return to her plan to start
her own fashion design company when her finances and housing are more stable. Melissa grew
up in Milpitas, a suburb of San Jose, California. Although she successfully completed and
maintained education and jobs related to her industry, she faced many challenges. After being an
enthusiastic student and graduate of Women'’s Initiative, and working on planning her business
full-time for afew months after class, Melissa Scott is putting her business on hold. For Melissa
the self-employment process is taking more time, but meanwhile, she has gotten better positions
at work, which have raised her yearly income by amost $8,000 in the one and a half years since
she completed core training (from $20,820 a year to $28,800 a year).

Personal Background/Characteristics

The background of the case study clients reflected the diversity of the San Francisco Bay Area.
Equal numbers came from a range of class backgrounds: poverty, lower- middle/working class,
and middle class. One person came from an upper- middle class background. Ethnicity and ages
of case study participants also reflect the WI English language program client base: four of the
seven women are African American, 3 are European American, and al are between their late
twenties and early sixties. Four of the seven were mothers, but only Iris Jones had a school age
child at home—the rest had grown children. The three most successful clients had romantic/life

partners to support them in their business growth while the others did not.

Entrepreneurs are said to have personal characteristics that see them through the hard times to
eventual success. All the respondents gave evidence of high degrees of persona responsibility
and optimism. Most clients talked about being independent and taking personal responsibility for
making the best of their life situations:

Well, don't put all your eggs in one basket—have a lot of different options that you can
choose, and be extremely flexible. 1f something doesn’t turn out, have, within ten
minutes, an alternative that you' re enthusiastic about.
—Kathleen Flannigan Case Study interview transcript
Melissa Scott and L eatha Jones both gave example of how they persevered in the face of

challenges:

| even thought about things like design contests, like if it's five-hundred dollars maybe
I’ll try for it. But, if it'salot of time, and I’m probably not going to win, so I’m just not
going to do it. | just have to keep saving money and putting it in the bank.

—Melissa Scott Case Study interview transcript




| left my mother when | was like seventeen or sixteen. | lived with one of my friends, |
had ajob, and | finished school. It was just stuff going on at home, so let me take care of
myself and I'll just be my own resource.

—L eatha Jones Case Study interview transcript

The clients with more successful business growth exhibited a higher degree of moderate risk
taking, adaptability and self-motivation in addition to personal responsibility and optimism.
Robyn Cleaves described moving from part-time to full-time self-employment:

| had been doing it part-time for two years, and the next big step was, al right, do | till
want to teach, can | make thiswork full time, can | financialy support myself doing just
pet sitting? It was like stepping off the cliff. Within the first three months of doing this
full-time | was making almost twice what | was making teaching. —Robyn
Cleaves Case Study interview transcript

There appear to be important entrepreneurial characteristics for successful business ownership.

The case-study interview clients indicated that they had access to the following supports aone or
in combination:

emotional support from family, mentors or others (Women’s Initiative)

financial support from other family member to cover family living expenses
financial assistance from family, Women'’s Initiative, or other financia institution to
provide business start-up costs

Client’s own savings provided start-up costs and/or paid personal bills before their
business achieved profitability.

technical support from Women'’s Initiative, mentors, and/or government or nonprofit
organizations

Family members working in the business provided start-up investment.

client working more than 70 hours a week provided start- up investment

credit cards used to finance business

Spiritual/religious faith provided emotional support.

The more successful clients had more partner, family and community support.

My partner's very supportive aswell. She's an electrician, so she comesin, and does

work for me sometimes. It al works out very well. When | first started, she supported

me financially too. She would help me out with my persona hills, which really helped.
—Iris Jones Case Study interview transcript

The man that I'm dating now has been in business for himself for five years and he's been
afabulous resource. I'll go to him and ask, "Well what do | do?' And he helps me keep




the books and helps me with the taxes. I've been doing my books every month, and it's
just bigger and bigger and bigger every month. It's just amazing.
—Robyn Cleaves Case Study interview transcript

Motivation to Pursue Self-Employment
Robyn Cleaves was motivated by being her own boss:

It's so exciting. | tell everybody. | say you just cannot beat being your own boss. Not
that alot of other problems don’t come up, but | don't think I could ever work for
anybody again. —Robyn Cleaves Case Study interview transcript

In general, motivations to pursue self-employment included:

desire to do meaningful, rewarding, creative work

rejection of unsatisfying, demeaning work

desire to contribute positively to the community

increased flexibility compared with wage/salaried work

desire to work in a less structured work environment and to have more freedom and
independence

desire for financial stability and upward mobility (to provide a better life for themselves
and their families)

inability or difficulty working in conventional settings/jobs due to disability issues

Five of seven case study clients reported that in addition to increased happiness, another over-
riding motivation was the desire to do meaningful work that contributed to the community.
Wanda William's business provides a socia service to her community and benefits her family:

I’m gonna be focusing on my business ‘cause | want it to run smoothly with great
benefits for me and my family as well as the community.
—Wanda Williams Case Study interview transcript
Iris Jones's business provides housing to a sector of society that is marginalized from affordable

housing:

| really like the fact that | can provide affordable housing for individuals that are looking
for housing. We have aredlly, really terrible situation with housing right now and alot
of families are being evicted because there are alot of sellers. Thisisaseller's market
right now, and alot of people are selling homes, and you wouldn't believe the number of
people who come in here saying that the owner is selling the house and they have thirty
daysto move. A lot of them have Section Eight vouchers, and a lot of them are working
individuals, but they have to move because they're selling the house, and so we provide
the service of finding them a house, and that's very rewarding to me. | also work with
seniors, in affordable housing, and that's very rewarding for me too is working with
seniors and helping them find a place.

—Iris Jones Case Study interview transcript




Six months later she had plans to invest in, not just manage, affordable housing:

WEéll, I"d like to move the business toward participating in new devel opments, new
affordable housing developments. If | can just save enough money to invest in one of
these projects, it will be realy good. I'm looking forward to that, so I’'m working on
building capital to invest into a new development of affordable housing.

—Iris Jones Case Study update interview transcript

Not only did five case study clients mention this motivation, the topic was a recurring theme

throughout each of these five interviews.

Due to the motivations listed above, the case study clients took many financial and personal
risks. Client decisionsto pursue self-employment resulted in both low and high degrees of risk-
taking—a characteristic associated with entrepreneurial success. The case study clients who did
not take financial and/or personal risks cited a general lack of financial and business support
because of their low-income and/or socially underprivileged status. For the others, the fiscally
conservative behavior generally associated with low-income status was mitigated by concerns
about quality of life and personal happiness. For low-income microentrepreneurs, the motivation

of increased happiness can outweigh the financial risk of starting a business.

Three out of the seven case study clients either closed or did not start businesses. Closing a
business could be attributed in part to perceived or real financial risk. When talking about a
“definition of success,” many women spoke of the fact that Women'’s Initiative training hel ped
them to determine whether their business idea was feasible. Some felt it was a success when
they decided their idea was not possible. This was true for two of the case study participants. In
Jane Doe' s case, she closed her consignment store and went on to start her personal organizing
service ayear later. Robyn Cleaves redlized that her pet sitting business was far preferable to the
Montessori Preschool idea. Both of these decisions were made during and after taking the
Managing Y our Small Business course and were based on financial risks factors being too high.
Another two clients have put their businesses on hold until they have the financial security to

more forward: Wanda Williams and Melissa Scott. The knowledge attained from Women’'s




Initiative training saved them from making a mistake that would have had dire financial

consequences.

Challenges
Overal, the case study clients mention not having access to, or dligibility for, the following
supports, resources and abilities that generally result in success in the business world:

significant family money

SBA loans

bank loans

lines of operating credit

venture capital

informal or formal business support networks arising from school, family background, or
professional affiliations

facility with unspoken social codes, communication methods, and jargon that alow
access to support from people with financial, business, and political power

financial acumen, confidence, and knowledge

The biggest challenges for the case study clients were:
lack of financing options
personal financial difficulties
lack of time
challenges that came with lack of business scale
lack of confidence with financial management (led to lack of financia planning)
local economy that had a very high cost of living and cost of doing business
challenges associated with the start-up phase of business
difficulties in wage/salaried employment
disability issues
personal and family challenges
Iris Jones commented on financing and money, the most commonly cited challenge:

That’ s the hardest part—the money. If you're going to have to go with the loan, go with
an organization such as WISE and start off small. Stay away from the banks initialy. |
say that because it's alot more stressful in asmall business. Y ou have these high APR’s
and you have to pay it back, so you need someone who's more supportive. At least with
WISE you have the support and the resources behind you. Banks aren’t going to give
you a consultant to help you with your flow charts. They’re going to come get all your
equipment out of your office if you don’t pay them back. Y our credit is going to go
down the drain!

—Iris Jones Case Study update interview transcript

She also had words of wisdom for new entrepreneurs for how to overcome the challenge:




A lot of small business owners or start-ups don’t have the money, or the capita. If you're
going to wait for it, you're going to wait forever. Y ou're never going to start your
business waiting to save money, so you have to get through the hard times and just do it.
That's the way to do it: get out there and get your feet wet.

—Iris Jones Case Study update interview transcript

According to the case study clients microenterprise success also brought challenges associated

with business expansion or growth:

guestions about when to hire employees (balancing the need to increase scale and
profitability with the challenges associated with employing others)

lack of mentoring and support for small businesses (especialy an issue for businesses
that had moved beyond microenterprise but did not yet qualify for SBA or other service
and loans)

Role of Women’s I nitiative
All of the case study clients mentioned feeling supported by Women’s Initiative in the following
ways.

increased sense of connection with other business owners and women
self-defining success and the concept of “businessperson” facilitated by WI
PEP curriculum provided help working on personal issues

supportive, individually tailored environment

curriculum provided the knowledge and skills necessary to start a business

The Case Study clients also had suggestions for improving the Women's Initiative training and

some criticisms:

Follow- up services should be more comprehensive.
The curriculum should provide more exercises using client businesses as examples.

In addition to support and suggestions for Women’s Initiative, clients also gave examples of
strengthening their self-confidence and networking competencies as aresult of WI training:

| feel very strong this year. When you' re doing something that you do well, you're
successful. People appreciate it; you' re making money; you're having a good time; and
your body has more energy than when the opposite is going on.

—Jane Doe Case Study update interview transcript

| think the most useful was just getting me in the mindset of, “I can run my own
business.” Before | had taken those classes | avoided that end of transactions, period. |
didn’t want to deal with it. | mean that’s one of the reasons you become a teacher. You




have absolutely no contact with it. Getting into the mindset that, “yes, thisis possible;
you can do it; here are the tools.” It made a huge difference. | told Michael, “There' s no
way | would have gone into this full time if | hadn’t taken those classes because | would
be completely uncomfortable.” | wasthinking, “I can’t do this,” and “1 don’t know how
to do that.” You guys are the only people in the Bay Areathat offer this specifically
catered towards women, even though you do accept men, | think it'samazing. | don’'t
think there’'s been anything that was least helpful. | mean Michael was asking me, “What
do they do? Do they do Debt Management? Do they do credit?” Yeah they did all of
that stuff, everything. Even stuff that | don’t use, like profit and loss sheets, but I'm glad
| know it.

—Robyn Cleaves Case Study update interview transcript

Two clients gave evidence of what has been informally tracked as an outcome: WI clients kept
meeting with each other informally or formally for support—there have been anecdotal stories of
barter networks or support groups continuing to meet after core training.

| do still meet with three other gals from my last group, and we continue to meet once a
month. We're even going to double it up to every two weeks now, because we've al
gotten sidetracked. We all work full-time jobs trying to make money so we can
eventually start our own businesses.

—Meéelissa Scott Case Study transcript

The women that were also in the class, you know, the other students, were really good as
well. We had areally good bond and talked to one another.
—Iris Jones Case Study transcript

You know | need this support, it's a women's organization, and I'm sure you know it can
be very difficult for awoman to start and maintain a small business, and especially in the
real estate field, which is predominately run by men it's very tough. | had alot of anxiety
going on, so it really helped me to release some of that anxiety.

—lris Jones Case Study transcript

Adviceto Other Women Following In Their Footsteps:
All the case study interviewees advised future Women's Initiative clients to take the initiative to

pursue self-employment.

| think it’s important to figure out something that you have an interest in and that you
know how to do. First figure out what do you need from a business—why are you
starting a business. If you have that focus in mind, that’s important. Some people say,
don’t go into a business you don’t know anything about. | still kind of believe that. At
least find out more about it, or have some type of skill. Or develop your skills—I1"m
constantly developing my skills. You have to do alot of research and start talking to
people who already have the business—just continue doing that, networking in classes or




as many places as you can. It takes time, but if you develop a plan | think you can do it.
—L eatha Jones Case Study interview transcript

You haveto beit. Yougottadoit ... and alot of it, too, isthat act of faith. Just step off
the cliff. Don't dilly-dally around. I kind of dilly-dallied around 'cause | did this part-time
while | was teaching, which made me alittle more confident. Y ou have to make that- it is
just aleap of faith. It'svery scary, and it's okay to be scared. That's the other thing |
learned, it's okay to be scared. It's okay to worry, ‘cause that'll make you go out and find
more business.

—Robyn Cleaves Case Study interview transcript

Keep your energy up. Don't be negative. At Women's Initiative, there were negative
people in the workshop. You can’t be negative. You're wasting your time! Y ou can’'t be
avictim either, or you're wasting your time. If you feel sorry about yourself, you can’t
be a shrinking lily. You've got to get out there and do it. Y our own worst enemy is
yourself.

— Kathleen Flannigan Case Study interview transcript

Clear up any credit situations that you may have. Pray, do alot of praying. Make sure
that you pay all your taxes and just follow the rules, stay by the book, | would suggest
affirmations on adaily basis. | use affirmations alot; it really helps you. Don't be afraid
to cry. Get some of the stress off in the morning before you leave for work; get it all out.
I've had many of those days. Be very honest and go for it. Just do it. Never think that it
can't be done, even when it's really, really hard, and you fedl like you can't do it, just say,
I'll do it one more day, every day. Y ou can't go wrong. —Iris Jones
Case Study first interview transcript

Well, | have alot of advice. For start-up businesses, | would definitely say have a plan.
Have a business plan and know exactly what you want to do. Of course you're aways
going to revise it, but at least have a plan and stick to your plan. If you're able to raise
capital—don’t quit your day job. Raise capital and have some money put aside if
possible. That doesn’'t mean don’'t start your own business. It means start your business,
but have the back-up funding. If that requires putting in evening hours, do it. If it
requires working on the weekend, do it—because there will be a point when you will not
have to maintain aday job. Start off very dowly and build gradually. Stay very
committed to your vision. Just have persistence, and live by your word; follow through.
Y ou can’t go wrong.

—Iris Jones Case Study second interview transcript




SUCCESS:. ECONOMIC SELF-SUFFICIENCY AND BUSINESSGROWTH
How does achievement of these outcomes relate with the client’ s movement toward long-term
economic self-sufficiency over time?

ECONOMIC SELF-SUFFICIENCY ATTAINMENT

Not only are Women’s Initiative program participants achieving economic self-sufficiency
through self-employment, but increasing numbers of clients achieve self-sufficiency over time.
Within six months of completing core training, 32 percent of respondents achieved economic
self-sufficiency through persona income (combined income from self-employment and a
salaried or wage job); after 12 months, self-sufficiency had been achieved by 38 percent of
respondents; and after 18 months, 46 percent had achieved self-sufficiency. Self-employment
income alone brought self-sufficiency to 5 percent of respondents after 6 months, to 8 percent
after 12 months and to 14 percent after 18 months.

Chart 3: Self-Sufficiency Percentages
(Personal Income)

O Self-sufficient (Personal
Income)

Self-sufficient (Self-
Employment Income Only)

Table 17: Self-Sufficiency Summary
Self-Sufficiency Basdline |6 Mos. |lyear |1.5year
Count at each interview point intime (N:83) (n:66) (n:65) (n:35)
Self-sufficient Total 7 21 25 16

(Personal income w/o public
benefits)

Sdf-sufficient from Self- 0 3 5 5

Employment Only
(Sub-group of total)

Percentage of Interviewees
Sdlf-sufficient Total 8% 32% 38% 46%
Sdf-sufficient from Self- 0% 5% 8% 14%

Employment Only
(Sub-group of total)




[Not Self-Sufficient | 92%| 63%] 54%|  40%)

Household Economic Self-Sufficiency
Household self-sufficiency attainment was also tracked. Household income was defined as

income generated by all household members with whom the client shared income. Household
income amounts were only dightly higher than personal (individual) income amounts, mostly
because of the fact that the majority of clients in the sample were single women (87%) and did
not share income. Household income also increased over time concomitant with personal
income, pointing to the importance of women's self-employment and employment income
contribution to the household. Due to the similarity between personal and household income, the
self-sufficiency analysis uses personal, rather than household, income data.

Table 18: Household Self-Sufficiency Attainment (without Public Assistance*)

Basdine | 6 months 12 months | 18 months
(n=83) | (n=66) (n=65) (n=35)
Number of Sdlf-Sufficient | 7 26 28 18
Households
Percent of Self-Sufficient 8.4% 39% 43% 51%
households

*The differences in counts between those with public assistance and those without is very small.

It follows that household economic self- sufficiency was attained at dlightly higher rates than
individual economic self-sufficiency. The difference between personal economic self-
sufficiency attainment rates to household self-sufficiency rates revealed that partners or spouses

contributed to 5-7% of the respondents household self-sufficiency.

Sources of Economic Self-Sufficiency

Women's Initiative program participants with self-employment income achieved personal
income increases more quickly and in greater number than those with wage or salary income
alone. Within one and a half years after core training, 54 percent of those who achieved self-
sufficiency did so with income derived in whole or in part from self-employment, while 46
percent achieved self- sufficiency through salaried or wage jobs alone. Out of the 39 clients who
attained sdlf-sufficiency throughout the entire study, an average of 20 percent attained self-
sufficiency by raising their self-employment income alore. This contrasts with the 46 percent of
clients who attained self- sufficiency solely by income from a salaried or wage job and the 34




percent who “patched” together different sources of income in order to achieve a self-sufficient

income levd.

Table 19: Sour ces of Personal Income Used to Attain Self-Sufficiency

N= Respondents with Self | 6 Mos 1 year 1.5 years 3 Surveys
Sufficient Incomes (N=21) (N=25) (N=16) Combined
(N=39)
Self- Employment Alone 14% 16% 31% 20%
Sdaried or Wage Job 52% 48% 38% 46%
Alone
“Patching” of two or more | 35% 32% 32% 34%
sources

In addition, out of the 34 percent of self-sufficient clients who attained self-sufficiency from
“patching” together two of more sources of income, the greatest amount, or 16 percent,
combined income from self-employment and a salaried or wage job. Nine percent combined
self-employment income and other income, such as real estate, investments, personal savings,
etc. Five percent combined income from a salaried or wage job and other income and four

percent combine income from self-employment, a salaried or wage job and other sources.

Chart 4: Sources of Income for Self Sufficient
Clients (N=39)
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I nfluences on Attaining Economic Self-Sufficiency
In order to shed some light on the factors that influenced a client’ s ability to attain self-
sufficiency, a comparison was performed between two groups—those who attained economic




self-sufficiency and those who did not attain economic self-sufficiency over the full project
period. The variables compared included business growth rates, graduation rates and technical
assistance hours. The comparison resulted in afinding that graduation from core training was a
common variable for clients who attained economic self-sufficiency through self-employment
income. The rate of business growth and technical assistance hours did not appear to influence

attainment of self- sufficiency.

Business Growth Rates and Economic Self-Sufficiency
Out of the 39 clients who attained self- sufficiency or stayed self-sufficient throughout the length

of the study, the median business growth rate was 3 on a growth rate scale of 0-7 points. Thisis
compared to a median growth rate of 2 among the 44 clients who did not attain economic self-
sufficiency. Although the difference between median growth rates might be enough to propose
that business growth was a predictor of economic self- sufficiency, the difference in average
growth rate contradicted this—being dightly lower for the clients who attained self- sufficiency

(2.57 compared to 2.59). The evidence was not conclusive.

Graduation Rates
Surprisingly, the graduation rate for clients who did not attain self-sufficiency was higher than

for clients who attained self-sufficiency—90 percent of non self-sufficient clients graduated
compared to 79 percent of self-sufficient clierts. However, 100 percent of clients who attained
self-sufficiency by self-employment income alone graduated from Managing Y our Small
Business. Graduation from core training does appear to be related to attaining self- sufficiency

by self- employment income.

Technical Assistance
On average, the group of clients who did not attain economic self-sufficiency received more

technical assistance from Women's Initiative than the economically self-sufficient clients.
Whether the clients gained economic self-sufficiency from total personal income or self-
employment income alone, they received fewer hours of technical assistance:

Clients who attained economic self-sufficiency received, on average, approximately 15

total technical assistance hours, approximately 8 hours of consultation with Small




Business Consultants and 7 hours of all other forms of technical assistance (networking

events, computer training, topic seminars, etc.).

Clients who did not attain economic self-sufficiency received, on average, 20.19 hours of

technical assistance services, 11.76 hours of small business consultation and 8.43 hours

of al other activities.
Follow- up technical assistance seemed to be more important for the clients who were struggling
to make ends meet. These findings could also point to the fact that those who attained self-
sufficiency were more independent and self motivating—needing less assistance or finding what
they needed elsewhere. The non self-sufficient group were more likely to have pre-start up or
start-up businesses that needed more assistance (as evidenced by the one point lower growth rate
score than the self sufficient group). When combined with the previous finding that clients who
have higher business growth rates received more technical assistance, it appeared that WI
services are most utilized by those clients whose businesses are growing and those with

challenging financia situations.

MEASURING SUCCESS

The Women's I nitiative Outcome Evaluation Project defined success as an increase in personal
economic self-sufficiency due to self-employment. Women’s Initiative was also committed to
the idea that clients have the right to define success for themselves. In doing the case study
research it became clear that definitions of success vary widely. While many clients do indeed
define success in terms of having a successful small business that enables them to move out of
poverty and become economically self- sufficient (WI definition of success), other clients defined
success in different terms. For example:

opting for the financial security of wage work over self-employment

working on business planning at their own pace rather than following a prescribed set of
rules

creating art, but not expecting to earn living expenses from it

feeling confident about money and business management

feeling physically and emotionally heathy

Success Circle: What Makes Success More Likely?




Balancing individual definitions of success while continuing to measure success based on the
Women's Initiative mission statement was anongoing goal. The success circle was created as a
subset of the study group in order to analyze the effectiveness of Women's Initiative services.
Clients who comprised the Success Circle achieved self- sufficiency from personal income
without public benefits and a rate of business growth greater than three. The circle represented
21 clients or 25 percent of the entire sample. Eight of the 21 success circle members attained
self-sufficiency from self-employment income alone. Patching income sources remained a

necessary component for successful microenterprise development among the other 13

participants.

Table 20: Success Circle Details

SUCCESS CIRCLE Count Success Circle Percentage of
Percentage of Success Circle

Total Sample
where n=83
Clients who attained self- 21 27% N/A
sufficiency and had business
growth > 3

Clients who attained self- 8 10% 38%
sufficiency (from self-
employment alone) and had a
business growth rate >3

Similar to the preliminary analysis that compared the economic self-sufficient clients and the
clients who did not attain self- sufficiency, Women's Initiative analyzed certain variables—
demographics, business status at entry, business skill set used, business types, and training and
technical assistance—for both the success circle and nonsuccess circle to see if there were any
similarities or differences between the two groups. The variables that seem to be most strongly
related to successful business and income outcomes follow. Clients are more likely to succeed if
they had

at entry to training: an undergraduate degree, no children, someone in her family background

who had owned their own business, work experience related to her business, and an existing

business in either the arts or personal and beauty services




used the following business skills most highly: record keeping, target marketing, break-even
analysis, pricing, and a clear business vision

received some but not a lot of technical assistance after training

Success Circle Demographics and Background Variables
The success circle had more years of education than the clients who did not qualify for the
success circle. Thirty-eight percent of the success circle completed undergraduate degrees,
compared to 12 percent of the non-success circle, and 24 percent had a graduate degree or
post-college coursework, compared to 21 percent of the non-success circle.
The clients who did not qualify for the success circle had, on average, more years of work
experience than the success circle. However, they had less years of relevant work experience.
The non-success circle clients had an average of 7 years of relevant work experience
compared to 10 years in the success circle.
52 percent of the success circle had someone in their family who owned their own business
compared to 40 percent of the non-success circle.
The success circle participants were starting out in slightly higher income brackets than the
sample group overall: At baseline (graduation) 36% of the success circle participants werein
the extremely low income bracket, and 59% were in the very low income bracket, compared
to 47% and 51% of the respondents overall;
At graduation the success circle participants businesses were at more advanced stages of
development than the non-success group: at baseline 81% of the success circle had operating
businesses (36% (8) were start-ups, 45% (10) were existing). At graduation, 40% of the non
success-group operating businesses. The pre start-ups were equally different: only 18% of
the success circle started at baseline with a pre start- up, while 61% of the non-success group
were at the pre start- upstage at baseline.
83 percent of the success circle were never married, compared to 51 percent of the non
success circle. A larger number of clients who did not qualify for the success circle were
divorced, 34 percent, compared to 11 percent of success circle clients.
14 percent of the success circle were single parents compared to 29 percent of the clients who
did not qualify for the success circle.

Success Rate and Business Skill Use
Among the clients in the success circle record keeping was consistently a highly used skill.

Although it often ranked among the top five skills used by the clients who were not in the
success circle, it was not used as highly. Strong business vision, target marketing and pricing
were other skills that were important tools for successful entrepreneurs. It appears that record
keeping and pricing may be the make or break skills that are used the least (or not at all—asin
the case of pricing) by less successful entrepreneurs. In her Case Study update interview Robyn

Cleaves commented on the importance of pricing:




[Women)] tend to undervalue their work, and | think that’s another thing that Women’s
Initiative really helps people do, is stand up and say, look, I'm worth X amount of dollars
and if you don’t want to pay it I'll find somebody who will because they’re out there.

Iris Jones stated the importance of monitoring her business financials in order to assess success:

Looking at my weekly reports and the new clients that are coming aboard makes me feel
successful because it’s growing. It'sjust evidence that it’s growing. When | look at my
figures from week to week, it’s right there on the page.

Table 21: Top Five Skills Used by the Success Circle
(scaleof 1-5, 1 = strongly disagree and 5 = strongly agree)

6 Mos. 1Year 15 Year Total Average
Record Keeping (4.53) Target Market (4.42) BusinessVision (4.7) Record K eeping (4.60)
BusinessVision (4.53) Record Keeping (4.78) Record Keeping (4.5) Target Market (4.37)
Target Market (4.4) Pricing (4.17) Breakeven Analysis (4.48) [Pricing (4.23)

Pricing (4.17) Competition (4.08) Target Market (4.3) Breakeven Analysis
(4.19)
Breakeven Analysis (4.0) |Breakeven Analysis (4.0) |[Pricing (4.2) BusinessVision (3.07)

Table 22: Top Five Skills Used by the Non-Success Circle
(scaleof 1-5, 1 = strongly disagree and 5 = strongly agree)

6 Mos. 1 Year 15 Years Total
Business Vision (4.67) Target Marketing (4.5) | Target Marketing (4.36) | BusinessVision (4.46)
Breakeven Analysis (4.28) Cash-Flow (4.36) Record Keeping (4.24) Breakeven Analysis
(4.31)
Target Marketing (4.17) Financial Statements Business Vision (4.21) Target Marketing
(4.36) (4.29)

Procedures (4.00)

Marketing (4.12)

Competition (4.21)

Competition (4.12)

Competition (4.0)

Record Keeping (4.03)

Funding (4.21)

Record Keeping (4.08)

Table 23: Five Least Used Skills by the Success Circle

6 Mos. 1 Year 15 Year Total
Budget (3.77) Production Cycle(3.58) Funding (3.6) Production Cycle(3.48)
Production Cycle(3.47) Cash Flow (3.29) Budget (3.5) Budget (3.4)
Cash-Flow (3.06) Budget (3.25) Production Cycle (34) | Funding (3.21)
Funding (2.93) Funding (3.08) Financial Statements Cash Flow (3.04)
(3.0)
Financia Statements (2.9) | Financial Statements (2.71) | Cash+Flow (2.77) Financial Statements
(2.87)




Table 24: Five Least Used Skills by the Non-Success Circle

6 Mos. 1 Year 1.5 Year Total
Funding (3.74) Sales Technical Cash+Flow (3.74) Marketing (3.65)
Analysis (3.56)

Marketing (3.64)

Budget (3.55) Marketing (3.7)

Budget (3.60)

Sales (3.45)

Funding (3.53) Budget (3.4)

Financial Statements
(3.55)

Cash-Flow (3.17)

Production Cycle (3.42)
(3.31)

Financial Statements

Cash-Flow (3.44)

Production Cycle (2.73)

BusinessVision (3.07)

Production Cycle (3.07)

Production Cycle (2.96)

Business Type

Clients who owned businesses in the arts comprised the largest part of the success circle—29

percent. Personal beauty services and business services were the second largest business type

among the success circle with 19 percent each.

Table 25: Success Circle/Non Success Group Business Types

Business Type % of Clientsin Success % of Clientsin Non-
Circle with specific Success Group with
business type specific business type

Arts 28.5% 17%

Business Services 19.0% 7%

Child Care 0 5%

Cleaning Services 0 2%

Personal Services/Beauty 19.0% 12%

Food 9.5% 12%

Health Services 9.5% 12%

Social Services 4.7% 0

Travel/Tourism 4.7% 2%

Other 4.7% 18%

Business Training and Technical Assistance

. 86 percent of the success circle graduated from Managing Y our Small Business. Thisis
compared to 87 percent of clients who did not qualify for the success circle.
Nontsuccess circle clients obtained, on average, a greater numbers of technical assistance
hour s than success circle clients. For example, non success circle clients participated in
approximately 18 hours of technical assistance compared to approximately 16 hours for
success circle participants. Success circle clients, however, had a dightly greater amount of
small business consultation hours than nonsuccess circle clients (10.30 hours vs. 9.77

hours).




27 percent of the success circle received financing from the WI Revolving Loan Fund
compared to 25 percent of the non-success group and 24 percent of the entire sample group.

The success circle business financials illustrate the extent of success. Even though the
percentage of success circle clients who took a business draw and made a profit steadily
increased over the study period, the actual median amountsin dollars rose dramatically between

baseline and six months but then level out and even fall dightly in the following year.

Table 26: Success Circle Business Finances

Baseline 6 Months 1 Year 1.5 Years

Profit (Prior Y ear)

Average $7,539 $13,272 $14,933 $35,556

Median $6,000 $13,200 $13,000 $12,000
Profit (Average Month)

Average $381 $1,255 $1,207 $3,162

Median $608 $1,100 $1,084 $2,000
Sales (Prior Year)

Average $14,832 $26,463 $23,938 $73,549

Median $11,267 $26,800 $30,000 $22,800
Sales (Prior Month)

Average $1,387 $2,245 $2,245 $6,545

Median $1,400 $1,300 $2,500 $2,750
Client Draw (Per Year)

Average $10,898 $14,318 $15,379 $24,694

Median $8,580 $16,800 $13,996 $29,400




Table 27: Success Circle Business Pr ofit

# of Success Circle Clientswith
Business Profit

% of Success Circle Clients with
Business Profit

Basdine 12 out of 22 55%
6 Months 14 out of 19 74%
1Year 11 out of 14 79%
15 Years 8out of 10 80%

Table 28: Success Circle Business Draw

# of Success Circle Clients with a
Profit who take a Business Draw

% of Success Circle Clients with a
Profit who take a Business Draw

Basdine 10 out of 12 83%
6 Months 13 out of 14 93%
1Year 11 out of 11 100%
15Yeas 8 out of 8 100%




IMPLICATIONS

FOR WOMEN'SINITIATIVE CLIENTS

Clients can now define their own goals for self-employment income and business devel opment
based on realistic patterns experienced by the clients in the project group. They can better
understand and control the pace at which they can expect their self-employment income to
increase and reach aliving wage level. It will take most women more than 18 months to achieve
this from self-employment income alone. Wage employment or multiple income sources can be
part of the transition to full time self-employment or a permanent, stable source of income that
supports seasonal self-employment. The intuitive knowledge that the wage employment is most
beneficial to business development if it is related to her business is confirmed. Clients can also
know that those who enter with existing businesses can expect more rapid and successful long-
term outcomes. Women who enter with pre-start up or start-up businesses know they too can
make it, but it will be alonger process needing a dlightly different skill set.

Training appears to be important for successful outcomes. Not every woman who goes through
training succeeds in business, but other positive outcomes often result, such as gaining control of
personal finances or getting a better job. Crucia business skills to master include record
keeping, target marketing and pricing. In knowing that they most likely will need to use more of
the advanced financial management skills as their businesses mature, they can relegate the
degree of learning to understanding the concepts, vocabulary and where to find the relevant
resources when they do need to use the skills. They can also expect that by the end of training
and in their on-going relationship with Women's Initiative services they will become more
confident about money and business management, get clearer on persona life goals and be part

of an empowering network of support.

Follow- up consultations and technical assistance are most crucial for growing businesses. Itis
when clients are contemplating a change or find their businesses in transition that they can
remember the Women's Initiative invitation of "once a client aways a client” and return for

support. One-on-one consultation appears to be the most useful mode of technical assistance,




perhaps because it is the most personalized and readily available. It isthe just-in-timelearning

mode needed for busy entrepreneurs.

Perhaps most importantly, clients now have the evidence for what many aready intuitively
practice: they define their own success. They can be inspired and realistic about the possibilities
by knowing the degree to which women who participate in WI training succeed. Equally
inspiring as the success stories are the real life stories of overcoming challenges and changing

business ideas or using wage employment on the path to self-employment.

FOR THE WOMEN'SINITIATIVE PROGRAM
The results of the project documented in this report confirm and add to the recommendations for

enhancement of services made by WI staff and program participants after they examined the

preliminary findings during June 2001.

Entrepreneurial Readiness/ Screening and Assessment
The more ready aclient is, the more likely she is to take full advantage of the training and

ultimately succeed. The finding that successful outcomes are more likely to be experienced by
those clients who enter with an existing business should not necessarily predetermine the mix of
clients business stages admitted to the core training. Realistic expectations and supports need to
be provided for the owners of pre-start up and start-up businesses. The development process
may take longer and be slower to show results. Clients need to realistically self-assess their
personal (including financial), business and entrepreneurial readiness. WI can consider
developing a program component for those who need more readiness coaching or training before

the comprehensive business management training.

Core Business Management Training
In addition to the implications detailed in the section for clients (above) the findings suggest

Revision of the training curriculum to use real- life case studies, teach additional personal and
business record keeping and financials from beginning to erd (currently the financials section
of the curriculum begins in earnest during week seven of the fourteen-week workshop) and
use more exercises that have the clients apply the skills to their own businesses instead of

fictional businesses.




Based on the percentages of start-up (46 percent), existing (33 percent) and established (10
percent) businesses served, program staff can now tailor the curriculum and technical
assistance offerings to meet the specific needs of businesses at the different stages of growth
(e.g. more help with business vision and career counseling for entrepreneurs with pre-start
up businesses).

continuing to foster support networks and other support services based on the clients
initiative
offering flexible, on-call technical assistance during and after training completion

Post Training Technical Assistance
Women's Initiative needs to prioritize planning the range of services needed for supporting

continual business growth (not just the early stages), build the staffing capacity to meet the client
demand, and determine how to best re-contact clients periodically to check-in (create the
demand). Implications of the findings for post-training technical assistance include

Explore instituting a standard system for a check in or reconnection with clients after core
training. Consider providing specialized services for at least the first year after core training
because of the amount of business status changes that occur at that time. One-on-one
consultations are the mode of technical assistance used most often by the more successful
clients, particularly in terms of business development.

The number of established businesses increased steadily over time. Does, and how does, Wi
serve more mature businesses more effectively? Business financial planning and goal setting
were aweak set of skills. This may catch up to the entrepreneurs as they try to bring their
businesses to scale or simply operate healthy businesses (less of the survival/crises mode).
How do these businesses get to the scale desired by the owner?

Iris Jones spoke to this need in her Case Study update interview:

| would suggest to WISE to have those meetings at different levels, for women that may,
have so much revenue coming in. | would love to get together on a monthly basis with a
group of women that are on my level, so we could just play situations and topics oui.
That would be wonderful.

Financing Services
The issue of access to business capital may be the key to success. According to findings
concerning which business skills were used during the 18 months after training, the clients' track

records for seeking capital were still in development. The client may aso have credit or personal




finance issues to resolve during the first year after training. Those who are in transition to full
self-employment may find it difficult to break out of earning her business capital from awage
job. Clients repeatedly reported that it is difficult for them to qualify for the limited options
available for capitalizing micro-businesses, such as SBA loans or venture capital opportunities.
In addition, the client does not want to go into debt and might opt for less risky options like
grants, Individual Development Accounts (IDAS) or waiting to save the start-up funds. This
makes continuing and strengthening the W1 financing services, such as the Revolving Loan Fund
and Individual Development Account (IDAS) programs, al the more important. Women's
Initiative may want to consider exploring what additional micro-equity and asset building

services might be appropriate for WI clients.

FOR WOMEN'SINITIATIVE ASAN ORGANIZATION

Strategic Directions

By both the internal organizational and external standards of the microenterprise field in the
United States, Women's Initiative is succeeding in fulfilling its mission of providing
microenterprise training to low and very lowincome women who start microbusinesses and
attain economic self-sufficiency. The rate of success can always be improved. How the
organization moves forward will be determined by incorporating these findings into strategic

planning.

Women's Initiative clients are learning the tools to improve their personal financial situations
during Managing Your Small Business. Clients are improving their earning power and earning
greater amounts of income from self-employment, salaried or wage jobs. Even if clients are not
starting their own businesses, they are learning the tools needed to earn more money for
themselves and their families¥s therefore moving out of poverty and into economic self-
sufficiency. WI can consider claiming the full range of outcomes that result in economic self-
sufficiency as successful outcomes. The reality of multiple income sources ("patching”) may
point to considering offering employment/career training material or strategies in the Wi
program. In order to facilitate client business growth, formal and long-term collaborations, that

are more than a ssimple one-time referral, with organizations that provide the support services,




which are not in the Women' s Initiative mandate should be continued. Examples are personal
finance management counseling, career counseling, equity building strategies (IDAs, home

buying, etc.) and other social service resources.

In the past WI has set business growth event goals based on events reported by Small Business
Consultants (trainers) only during training or consultations (current client load). WI will be able
to set more accurate program goals in the future as a result of this project and on-going outcome
evaluation. WI was better able to track outcomes for this group because of the regular follow-up
and client contact. Thisisthe first time in the 12 year history of WI that this many clients have
been contacted so consistently after core training. In addition to simply capturing more records
of business growth events, the follow-up survey process itself may have encouraged this group
of individual microentreprenuers to acquire the technical assistance they needed to succeed.
When asked an open ended question about the program or survey process, clients repeatedly
commented on how important the on-going relationship with W1 is to them, and the helpfulness
of the survey process as a reminder to get the technical assistance they needed. Women's

Initiative needs to determine what the scale and scope of on going outcome evaluation will be.

FOR THE MICROENTERPRISE INDUSTRY
Implications for the training and technical assistance programs within the microenterprise

industry are similar to those for WI services and delivery and as an organization. In addition to
the number of Women’s Initiative program participants achieving business devel opment
outcomes, start-up, stabilization and expansion as well as increased earnings indicate that
microenterprises are contributing to the local economy where they serve local needs, increase the
local tax base and stimulate local consumer spending. These findings begin to contribute to the
effort within the microenterprise industry to demonstrate how micro- and small business training
programs play a significant role in community-based economic development. On the policy
level, access to appropriate financial services, markets and training should be encouraged in

order to support microenterprise success.




FOR FURTHER INVESTIGATION
On-going outcome evaluation of Women's Initiative programs will lead to more conclusive

findings in the future. For the longer term planning, this implies at least a four year follow-up
period after core training, which would lead to alarger sample size and clients who receive
varying amounts of services (possible control or comparison groups). For the mid-term (in the
next year) WI plans to continue to interview the clients in this project group as well as more
recent core training participants. In the short term Women's Initiative will continue to further
analyze the rich data from this project. Some of the topics or issues to be addressed in future

analysisinclude

General
the results from the Women's Initiative ALAS program (training and support for Spanish
speakers) outcome evaluation
The case studies and examples of how clients use the business skills in other areas of life
begin to describe the personal development outcomes as well as social outcomes or
multipliers. These need to be fully developed and incorporated into future outcome
evaluation efforts.
Were there any successful clients that did not fit the successful profile described above
(particularly demographics)? What factors enabled their success?
What factors contributed to the low numbers of Asian/ Pacific Islanders participating in
Women's Initiative' s services?
How can women who do not have support networks be better served?
How do assets and liabilities change over time? (The Outcome Evaluation Project gathered,
but did not have time to analyze, data about client/household assets and liabilities.)
How do these WI results measure up against other comparable findings about
microenterprise outcomes in the United States?

Regardlng business skills
Given the continuing business growth after training are there different tool kits or skill sets
for different growth stages?
The business skills, and the life skills and competencies devel oped in the Personal
Effectiveness and Power (PEP) component of the curriculum, may be more transferable than
previously documented. To what extent is this true?
Why are the cash-flow and financia statements not used by the mgority of clients during the
first 1.5 years? Are they not being used, do clients not know that they are using these tools,
or do clients not know how to use these tools? Do clients with microbusinesses really need
to use these skills, and if so, when?




Business growth and success

- Analyze business financials for the entire group of business owners. What are the paterns
regarding profits over time? What are the most common sources of financing for WI client
businesses. (The Outcome Evaluation Project gathered but did not have time to analyze
business financial data.)
How is follow-up technical assistance related to business growth over time? Isthe
assumption that more technical assistance leads to more business growth true? For example,
Do clients with start- ups need more technical assistance hours than clients with pre-start up
businesses? Do high growth rate clients need more technical assistance hours?

I ncome growth and success

- A dgignificant number of program participants “patch” their income (combine income from
different sources) even after business start-up. For some clients this is due to their business
size and scale of operations; for others, a patching strategy was appropriate to their
households needs and composition. Whether patching continues to be necessary for long-
term economic self-sufficiency, or is an income strategy suited only to the early stages of
business development, needs further investigation.
What are the implications for dependents, especialy children of business success?




CONCLUSION

By engaging in this Outcome Evaluation Project, Women's Initiative for Self Employment now
has strong tools with which to demonstrate that its training and technical assistance services are
indeed a successful strategy for low and very low-income women who want to increase their
income through business ownership. The project also helps demonstrate that microenterprise
development is a compelling option for policy makers and donors who want to support effective
poverty alleviation measures and sustainable community economic development. Further, the
project demonstrates the importance and benefits of ingtitutionalizing longitudinal client tracking
systems. For Women's Initiative clients the project provided an opportunity to stay in touch with
their business development vision and Women's Initiative services. For Women's Initiative, the
project has significantly expanded the organizational capacity for program delivery and

devel opment, resource devel opment, and policy advocacy.
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BACKGROUND: GENERAL

Table 1. FIELD Project Period and Timeline

Total Project Period Phase | Phase 1 Phase 11
Project Design Data Collection Data Analysis
7/1/99-6/30/01 7/1/99-12/31/99 1/1/01-2/26/01 2/27/01-6/30/01

Table 2: Outcome Evaluation Project Sample, Projected Survey Dates, and Surveys Possible

Survey Group Number of Survey 1 Survey 2 Survey 3
& Cohort / Enrollees 6 months post training 12 months post training 18 months post training
Graduation Date DueDate | Possible#of | DueDate Possible # Due Date Possible #
Surveys of Surveys of Surveys
Group 1A Not
2/18/99 14 Possible* 0 2/18/00 14 8/18/00 14
Group 1B
5/11/99 9 11/11/99 9 5/99/00 9 11/11/00 9
Group 1C
6/10/99 14 12/10/99 14 6/10/00 14 12/10/00 14
Group 1D
7/21/99 14 1/21/00 14 7/21/00 14 1/21/01 14
Group 2A Not
9/20/99 10 3/20/00 10 9/20/00 10 Possible 0
Group 2B Not
10/26/99 12 4/26/00 12 10/26/00 12 Possible 0
Group 2C Not
12/16/99 14 6/16/00 14 12/16/00 14 Possible 0
Group 2D Not
1/26/00 13 7/26/00 13 1/26/01 13 Possible 0
Project Total
Participant Pool 100 Surveys 86 100 51
Possible

*See Table 1 for project timeline

Table 3: Outcome Evaluation Project Sample and Response Rates (Narrative Report Table 2, p. 14)

of respondents interviewed at least once:

Survey 1 6 months after core training: 79% (66 women of 86 possible enrollees)
Survey 2 12 months after core training: 65% (65 women of 100 possible)

Survey 3 18 months after core training: 69% (35 women of 51 possible)

Total number

83% (83 women of 100 possible)

Case Studies one year after core training:
Case Studies with 1.5 year update:

8% (7 case studies)
5% (4 case studies)




Table 4: Outcome Evaluation Project Program Activity Summary Table

Project Project Participant Project Sample
Objective Pool (n=83)
(number of WI | (number of WI clients)
clients)
Coretraining enrollees 100 100 83
(October 98-October 99)
Core training graduates 80 81 72
Post training business
support services attendees 50 86 72
(for both project years)
New Business Growth
Events after graduation
Start Ups, Existing, and o5 53 51
Established
Stablizations and 66 64
Expansions
Active Businesses N
(unduplicated count) 66 63




DEMOGRAPHICSCHARACTERISTICSOF INTERVIEW RESPONDENTS:
WHO ARE THE WI ENGLISH LANGUAGE CORE TRAINING ENROLLEES?

Table 5: Sample Group Demographic Char acteristics (Narrative Report Table 1, p.13)

Demographic Characteristic

Average or % of Sample

Income:

All very low or extremely low income (HUD) at entry

Poverty Guidelines (DHHS)

80% have incomes at or below 185% of the poverty
guidelines (DHHS) at entry

Temporary Aid for Needy Families

13% receive TANF benefits at entry

(TANF) cash recipients:

Age: 40 years old (average)
Race/Ethnicity:

= European American = 45.8%

= African American = 349%

= Latino = 6.0%

= Asan/Pacific Ilander » 8.4%
Educational Level 16 years average
Work Experience (years): 19 years average
Household Composition:

= Single (never been married) = 59%

= Married = 8%

= Divorced/Separated = 28%

Single Mothers 25%

Clients with Disabilities 22%

RACE/ETHNICITY

Womens I nitiative serves five counties of the Bay Area: Alameda County, Contra Costa County,
Marin County, San Francisco County, and San Mateo County. The graphs bel ow show the
Population by Race/Ethnicity for the five Bay Area counties (Census 2000) and compares the
figures to the Womens I nitiative program Race/Ethnicity statistics.®

Womens I nitiative English language program effectively serves the same proportion of the White
(European American) population with 45.8% of respondents, compared to 49.1% of the Bay
Area White population. WI serves a higher much higher proportion of African American clients
than might be predicted by the Bay Area ethnic make up. African Americans make up 34.9% of
the program respondents, compared to just 9.4% of the Bay Area Black population It should be
noted that the program figures do not include the ALAS/Spanish Language Program. The Bay
Area Hispanic population (17.8%) is well above the program population (6%), however Womens
Initiative's ALAS Spanish language program serves the needs of the Latino Spanish speaking
population and is not included in this evaluation. In comparison to the Bay Area statistics, the
Asian/Pacific Islander group has been underrepresented in Womens Initiative: serving only 8.4%
versus the 19.59% of Asian/Pacific Ianders in the Bay Area.

1 US Census 2000




Chart 1: WI Outcome Evaluation Chart 2: Bay Area
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EDUCATION LEVEL

The Women'’s Initiative program participants had an average education level of 16 years (High
School plus some college and/or trade school), which is closely in line with the average
education level for the city of San Francisco. According to San Francisco City Facts, in 1995,
35% of San Francisco residents over 25 were college graduates with at least 16 years of
education and 78% were high school graduates.

FAMILY MAKE UP

According to the Womens Initiative data, 59% of participants are single (never been married),
8% are married, 28% have been divorced or separated, and 25% of respondents are single
mothers. Compared to the US Census Report from 1990, 17% of Californian women were
single mothers and about 76% were married-couple families.

Chart 3: WI Outcome Evaluation
Household Composition
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SERVING DISABILITIES

Womens Initiative effectively serves the disabled community of the Bay Area, with 22% of
respondents having some sort of disability (defined as *any physical, cognitive, sensory,
psychiatric, or other disability).

In 1995, an estimated 20.6% of non-ingtitutionalized civilians (53.9 million people) met the
criteriafor disability as measured by the SIPP (Survey of Income and Program Participation).
Women and girls with disabilities are estimated to number 28.6 million, which is 21.3% of the
female population. An estimated 25.3 million men and boys with disabilities make up 19.8% of
the male population. When examining the number of females with disabilities (28.6M)
compared to the female population (133.9M), Womens Initiative is in-line with the average
number of females with disabilities (22% WI vs. 21.3% females). Serving the needs of clients
with disabilities will continue to be an important segment of Womens Initiatives clients in the
future.




RESEARCH QUESTION 1: TO WHAT DEGREE DO CLIENTSATTAIN
SPECIFIC KEY BUSINESSMANAGEMENT SKILLSWHILE ENROLLED
IN OUR CORE PROGRAM?

All the clients represented in the sample are assumed to have attained key business management
skillsif they graduated from the core training. 88 percent of the sample group, or 73 out of 83
clients, graduated from core training. This represents at least a basic understanding of 14 core
business skills and at best the ability to apply the skills, as well as the development of the 11 core
competencies.

Table6: WI Core Training Graduation Rates Summary (Narrative Report Table 5, p.19)
(Fiscal Year (FY) averages include Spanish language program core training graduation rates,
which tends to be dightly higher than English language program graduation rates)

Sample | FY01 FY00 FY99 FY o8 FY97
Group
Graduation Rate 88% 80% 83% 77% 68% 82%

Table 7. Sample Group Reasonsfor Not Graduating from Core Training (Narrative Report Table 6, p.19)

Number of Non Reasons for not Graduating Notes
Graduates (n=11)
4 Dropped when financials curriculum began | 1 Success Circle member

(half way through; no reason given by client)

2 Child Care Issues

2 Unknown

1 Moved to more affordable city Success Circle member
1 Employment demands Related to business idea
1 Further education demands




RESEARCH QUESTION 2: TO WHAT EXTENT DO CLIENTS CONTINUE
TO USE AND APPLY THE SKILLSTHEY HAVE LEARNED AFTER THEY
LEAVE THE PROGRAM?

All of the business management skills taught during core training are used by clients after they
graduate. The degree to which they use them varies. Questions were asked about skills use and
scores were recorded on a 1-5 scale: strongly disagree as 1, strongly agree as 5. The scores were
averaged. Answers ranged from the lowest use of 3.13 to the highest of 4.54 at six months;
lowest of 3.166 and of highest 4.4166 at one year; and lowest of 3.17 score to the highest of
441 at 1.5 years. These questions were asked of only those clients who had active businesses.

Table 8: Most Highly Used Business Skills Summary (with actual aver age scor es)
(Narrative Report Table 7, p.20)

6 Months after Training At 12 Months At 18 Months
(n=43) (n=42) (n=24)
BusinessVision (4.54) Break Even (4.42) BusinessVision (4.42)
Break Even (4.54) Record Keeping (4.38) Record Keeping (4.34)
Target Market (4.33) BusinessVision (4.21) Target Marketing (4.29)
Record Keeping (4.24) Target Marketing & Pricing System (4.13)
Describing the Competition
(4.04 each)

Table9: Least Used Business Skills Summary (with actual aver age scor es)
(Narrative Report Table 8, p.21)

6 Months after Training At 12 Months At 18 Months

Production (3.13) Production (3.17) Financial Statements (3.18)
Cash Flow (3.24) Funding (3.29) Production (3.22)

Funding (3.42) Financial Statements (3.33) | Cash Flow (3.33)

Financial Statements (3.46) | Cash Flow (3.37) Budget (3.44)

OTHER USESOF BUSINESS SKILLS
The most highly rated of all the questions was the question asking if they use the business skills
in other areas of their lives. The five highest uses and examples of use:

Ability to Organize Finances

“ Organizing personal finances has made a major impact. Learning the skills of numbers has
helped me to plan my financial future.”

Increased Interpersonal Communications

“1 use my business skills of negotiation with peoplein all areas of my life. Inlife you can
learn how to communicate in order to get what you need and satisfy what they want.
Increased Self-Confidence

“1"’m much more assertive now. For instance with interviewing for a job. Instead of just
taking what they offer, | negotiate myself by saying, ‘ Oh, | have another interview tomorrow,
I’ll get back to you.””




Ability to Teach Others
Ability to be Organized

Table 10: Technical Assistance Usage by the Study Sample (in Hours)

(Narrative Report Table 10, p.26)

Form of Technical Assistance Mean Median |[Minimum |Maximum
Hours of Technical Assistance (all 17.96 14.25 1 75
activities)

Hours of Technical Assistance (SBC* 9.98 6.875 0.5 54.5
Consultations Only)

Hours of Technical Assistance (al 7.96 3.75 0 55
activities except SBC Consultations)

Diagram 1: Business Growth and Skills Comparison (Narrative Report Diagram 2, p.21)

6 Months
Business 13 Start Ups
Growth 2 Existing

4 Established
22 Stabilizations

11 Expansions

Business Skills | Business Vision

Break Even

Used Highly Record Keeping

Target
Marketing

Business Growth and Skills

12 Months 18 Months
7 Start Ups 4 Start Ups
7 Existing 5 Existing

3 Established 1 Established

2 Stabilizations
18 Expansions
Break Even
Record Keeping
Business Vision

Target Marketing
Competition

2 Stabilizations
8 Expansions

Business Vision
Record Keeping
Target Marketing
Pricing System
Break Even

2 SBC = Small Business Consultants are the W trainers and technical assistance providers.




RESEARCH QUESTION 3: WHAT ARE THE KEY BUSINESS AND PERSONAL

OUTCOMESTHAT OCCUR FOR CLIENTSWHO PARTICIPATE IN
WOMEN'SINITIATIVE PROGRAMS?

BUSINESSOUTCOMES

Table 11: Business Growth Events After Core Training (February 1999-January 2001)
(Narrative Report Table 9, p.23)

Graduation At 6 Months After At 12 Months At 18 Months
Training After Training After Training
(n=83, basdline) | (New eventsonly; (New events only; (New eventsonly;
n=66 of 86 possible) n=65 of 100 n=35 of 51 possible)
possible)
Pre Start Ups 41 (49%) - - -
Start Ups 14 (17%) 11 (17%) 11 (17%) 3 (9%)
Existing 28 (34%) 2 (3%) 7 (11%) 6 (17%)
Established (mature o 0 0 o
busin ) 0 (0%) 4 (6%) 4 (6%) 1 (3%)
Stabilizations 5 (6%) 19 (23%) 5 (8%) 2 (6%)
Expansions 1 (1.2%) 8 (12%) 24 (37%) 10 (29%)
Figure 1 (Narrative Report Figure 6, p.25)
Business Survival Rate for at least a year: 76%

(50 clients with businesses were interviewed twice
within ayear)

(38 active businesses)

BUSINESS SURVIVAL RATES
- 38 businesses, or 46 percent of the entire sample of clients(83), survived at least 1 year
Out of the 28 existing businesses at start- up, 23 survived at least 12 months, 3 business

closed and 2 were not interviewed two times in 1 year (and thus the business outcome is

unknown.)

Out of the 14 start- up businesses at baseline, 9 survived at least 12 months, 3 businesses
closed and 2 were not interviewed at least two timesin 1 year (and thus the business
outcome in unknown.)
Out of the 41 pre start-up businesses at baseline, 6 businesses grew to a start-up and
survived at least 12 months, 7 business grew to a start-up and then closed, and 2 were not
interviewed two timesin 1 year (and thus the business outcome in unknown).
Furthermore, 13 clients with pre start- up businesses never started their business and 13
pre start-ups started their business, but were not able to be interviewed one year from

start-up date in order to determine if they survived.

This count includes only clients who were interviewed two times throughout the 1.5 years of the
study. Therefore, a higher number of businesses could have survived greater than 1 year yet WI
did not gather the information.




Table 12: Business Growth Rates and Graduation Rates (Narrative Report Table 3, p.18)

Total Growth Points | Number of | % of clients who graduated from
Clients Managing Your Own Business
0 20 70%
1 3 100%
2 20 95%
3 14 93%
4 9 89%
5 10 100%
6 6 83%
7 1 100%
Total: 83

Figure 2. (Narrative Report Figure 5, p.18)
Overall Graduation Rates and Business Growth:
75% of graduates experienced business growth
36% of non graduates experienced business
growth

Table 13: Business Growth Rates and Average Technical Assistance Hours
(Narrative Report Table 11, p.26)

Business Growth TA Hours (SBC TA Hours (All TA except | Tota TA Hours
Rate Consultations Only) | SBC Consultations)

0 (N=20) 9.21 6.1 15.8

1 (N=3) 6.08 5.6 11.7

2 (N=20) 9.9 6.3 16.2

3 (N=14) 7.7 9.3 17.0

4 (N=9) 10.1 8.4 19

5 (N=10) 14.5 10.6 25

6 (N=6) 13.7 14.8 28.5

7 (N=1) 5 6 12.6

Figure 3: Jobs Created by Active Businesses in Sample Group (Narrative Report Figure 7, p.25)

Within 1.5 years 13 Businesses Created (6 of the businesses are in the success circle):
- 50 Full Time Positions: 48 from 1 business that went from start up to established
within the study period (see Iris Jones Case Study)
6 Part Time Positions
14 Contract Positions
28 Temporary Jobs




PERSONAL INCOME OUTCOMES

Women's Initaitive Poverty Guidelines are based on federal Department of Health and Human
Services guidelines and are updated annually.

Definitions for Women's I nitiative I ncome Statistics and Guidelines:
- Women's Initiative Income Statistics are based on federal Housing and Urban

Development Department (HUD) median area income calculations for San Francisco

county.

Womens Initiative clients are screened for low income and below at entry as of
FY 1997--previously WI clients had moderate incomes and below.

WI has adapted the HUD categories to better describe the categories:

Figure 4: Women'’s I nitiative Poverty Statistics Guidelines (Narrative Report Figure 4, p.10)

WI HUD/MOCD Vaue
Very Low Extremely Low 30% of median areaincome
Low Very Low 50% of median area income
Moderate Low 80% of median areaincome
High Moderate or Median Local 100% of median areaincome
Income
Poverty Statistics
Table 14: Poverty Statistics (Narrative Report Table 15, p.28)
N Pov 150Pov 185Pov Total
Baseline 86 30% 33% 17% 80%
6 Mos 66 11% 15% 15% 41%
1Year 65| 11% 20% 9% 40%
15Year 35 9% 9% 17% 35%
% change 21% 24% 0% 45%
Chart 4: Poverty Statistics
(Narrative Report Chart 1, p.29)
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| ncome Statistics

Table 15: Median Area Income Status Changesfor Sample Group (Narrative Report Table 16, p.29)

WI Income Category | Basdline 6 Mos. 1Year 15Years
(N=83) (N=66) (N=65) (N=35)

Very Low Income 47% 30% 43% 23%

(30% of median)

Low Income 51% 33% 20% 37%

(50% of median)

Moderate Income 2% 24% 20% 20%

(80% of median)

High Income 0% 12% 17% 20%

(100% of median)

Chart 5: Median Area | ncome Statistics
(Narrative Report Chart 2, p.30)

60%-

50%1

40%-
O viow

low
O mod
O high

30%1

20%

NN NN

10%-

0%
Baseline 6 Mos 1Year 1.5 Years

| ncome Amounts and Sources

Table 16: Total Income Amounts (Narrative Report Tables 12 & 13, p.27)

Baseline (avg.) | 6 Mos. (avg.) 1 year (avg.) 1.5 years (avg.)
Total Income $13,286 $22,619 $25,313 $26,233

Self- Employment $5,924 $11,986 $14,590 $14,910
Salaried or Wage Job | $14,919 $21,193 $23,326 $25,959




Table 17: Income Sour ces (Narrative Report Table 14, p.27)

Basdline 6 Mos. 1Year ( 15Year
(N=83) (N=66) N=65) (N=35)
% of Sample Receiving
Income From:®
Self- Employment 30% 43% 59% 50%
Salaried or Wage Job 41% 48% 49% 50%
Other (Investments, etc.) 10% 10% 6% 14%
Family and Friends 9% 12% 5% 10%

Table 18: Income Per centage Change

Basdline—6 6 Mos. —1lyear | lyear—15 Total Change
Mos. years (Average)
Total Income 70% 98% 42% 70%
Sdlf- Employment 12% 27% 13% 17%
Sdaried or Wage Job | 4% 3% 13% 8%

Chart 6: Changesin Average Income

$30,000 -
$25,000 -
$20,000 i
B Baseline (avg.)
$15,000 i 6 Mos (avg.)
0O 1 year (avg.)
$10,000 i O 1.5 years (avg.)
$5,000 I
$0 -

Total Income Self-Employment Salaried or Wage Job

3 Figures can be greater or less than 100 percent. Clients often “patch” together different sources of income and
certain income categories were not included in the calculations.




PERSONAL DEVELOPMENT OUTCOMES

Case Study Analysis: Case Study Data Reduction

Following is an abridged summary of the case study coding results. Each number represents
unduplicated responses out of the possible seven case studies. The full results including the
count of multiple same code responses from each client and a selection of direct quotes
illustrating the results is also available.

Table 19: Case Study Post-coding Count (Unduplicated Clients)

Category Code Unduplicated Number of
Case Study Clients With
I nstances of Code
Background
Socal class
Lower middle/working class 2
Poverty 2
Upper middle class 2
Middle class 1
Challenges What challenges do the clients face with their businesses and in their personal lives
Business
Finances/taxes 6
Start-up 4
Time management 4
Expansion 3
Per sonal/Emotional 7
Other Jobs 4
Physical 2
Client What characteristicsare evident in the clients' responses
Characteristics
Adaptability
High 4
Low 1
M oder ate risk-taking
High 5
Low 1
Optimism
High 7]
Low 3

Per sonal responsibility




High

Low|

Self-motivation

High

Low|

w

Influence

Who motivated the client to pursue self-employment

Grandmother|

Family

Father

Mentor

Mother

Friend

Partner

PIERINININID|OY

Advice

Advice the client would give to other would be entrepreneurs

Business

Take initiative/pursue self-employment

Industry specific

Financia

Motivation

Why did the client choose or leave self-employment?

Pull - What attracted client to self-employment

Interest / Passion

Contribution to community

Better flexibility

Independence]

Improved pay

Better quality of life

NI WIW| B[O OD

Push - What pushed client away from previous work

Little pay

Management conflicts

Lack of Interest / Passion

Low quality of life

I W] D

Push-What pushed client away from self-employment

Lack of security

=

Physically difficult

Success

What successes did the clients experience

Business

General

Expanded

Increased profits

Stabilized

WIW|l W] b




Per sonal 2
Rewarded/Fulfilled/Happier, 5
Increased income 4
Increased self-confidence 4
General 2
Support What support was available to the client
Children
Business 2
Family
Emotional 6
Financial 1
Father
Emotional 2
Friend
Emotional 1
Industry peers
Business 3
Emotional 1
Job
Financial 2
Mentor
Business 3
Mother
Emotional 2
Partner
Business 3
Emotional 3
Financial 2
Self
Emotional 1
Sibling
Emotional 2
Society / Community (includi ng public assistance)
Emotional 3
Business 3
Financial 1
Spiritual/religious practice 1
Women's I nitiative
Business 3
Emotional 2
Financial 1
WI Training
Negative
General 2
Curriculum 1
Follow-up services 1
PEP 1




Positive

General

Financial assistance]

Curriculum

Clarified businessided

PEP|

Specific staff

NINIW| B[O

Suggestions

General

Curriculum

Follow-up services

PEP

[t HAS1 E SN KO




RESEARCH QUESTION 4: HOW DOES ACHIEVEMENT OF THESE
OUTCOMES CORRELATE WITH THE CLIENT'SMOVEMENT TOWARD
LONG-TERM ECONOMIC SELF-SUFFICIENCY OVER TIME?

Women's Initiative uses the Y ear 2000 California Self- Sufficiency Standard to analyze progress
toward economic self-sufficiency. Self-sufficiency is measured by comparing total household
income to the Year 2000 California Self-Sufficiency Standard for the San Francisco Bay Area.
This standard calculates the amount of money working adults need to meet their basic needs
without subsidies of any kind. Unlike the federal poverty standard (HHS) or the median income
guidelines (HUD), this standard breaks new ground by taking into account the costs of living as
they vary by family type (number of adults and number and ages of children) and county. The
calculation includes local housing, childcare, food, transportation, medical care, clothing and
miscellaneous costs, as well as taxes and tax credits. For purposes of comparison, the self-
sufficiency standard income levels fall at approximately 90 percent of the HUD median area
income level (“moderate income”) for a family of two adults in San Francisco county.

Figure5: Welfareto Work Summary

Temporary Aid for Needy Families (TANF) cash recipients:
14% of respondents (83) receive TANF benefits at entry
6% at 6 months
6% at 1 year
2% at 1.5 years

Table 20: Self-Sufficiency Summary (Narrative Report Table 17, p.42)
Sdf-Sufficiency Basdline |6 Mos. |lyear |1.5year
Count (N=83)
Sdlf-sufficient (Personal 7 21 25 16
income w/o public benefits)
Sdlf-sufficient (Personal 0 3 5 5
income from self-
employment)

Percentage (N=83)

Sdlf-sufficient (Personal 8% 32% 38% 46%
income w/o public benefits)
Sdlf-sufficient (Personal 0% 5% 8% 14%

income from sdlf-
employment)




Table 21: Sources of Income used to Attain Self-Sufficiency (Narrative Report Table 19, p.44)

6 Mos. 1vyear 1.5years 3 Surveys
(N=21) (N=25) (N=16) Combined
(N=39)
Self- Employment Alone 14% 16% 31% 20%
Salaried or Wage Job Alone 52% 48% 38% 46%
“Patching” of two or more 35% 32% 32% 34%
Sources

Chart 7. Self-Sufficiency Percentages

(Personal Income),

(Narrative Report Chart 3, p.44)
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Table 22: “Patching” Income Sour ces by Clients who Attained Self-Sufficiency

% of clients who attained self-sufficiency from 6Mos. |lyear |1.5years|3 Surveys
patching together the following sources: N=66 [N=65 |[N=35 |Combined
N=83
Salary and Self- Employment Income 10% 24% 13% 16%
Salary, Self- Employment Income and Other 10% 4% 0% 4%
Salf- Employment Income and Other 5% 4% 13% 9%
Salary and Other 10% 0% 6% 5%
Salary Only 52% 48% 38% 46%
Self- Employment Income Only 14% 16% 31% 20%
Chart 9: Sources of Incomefor Self-Sufficient Clients
(All 3 surveys combined)
Patching Self-
Just Self-Employment Employment Income
Salary and Other
Chart 10: Sources of Income for Self-Sufficient Clients Detail
(All 3 surveys combined)
Salary and Self-
Just Self- Employment Salary, Self-

Employment Income

Just Salary

Employment
Income and Other

Self-Employment
Income and Other

Salary and Other







Table 23: Income Breakdown of Clients who attained Self-Sufficiency*:

6 Mos. 1 year 15years| 3 Surveys
Combined

Per centage of Self-Sufficiency Incomefrom
Salaried or Wage Job
average 102% 99% 72% 91%
median 120% 112%  104% 112%
min 0% 0% 0% 0%
max 246% 190%  190% 209%
Per centage of Self-Sufficiency Incomefrom
Self-Employment
Average 27% 81% 57% 55%
Median 0% 4% 16% 7%
Minimum 0% 0% 0% 0%
Maximum 131%) 68499 253% 356%
Per centage of Self-Sufficiency Income from
Family and Friends
Average 3% 1% 3% 2%
Median 0% 0% 0% 0%
Minimum 0% 0% 0% 0%
Maximum 42% 27% 43% 37%
Per centage of Self-Sufficiency Incomefrom
Other (Real Estate, etc.)
Average 10% 19 8% 6%
Median 0% 0% 0% 0%
Min 0% 0% 0% 0%
Max 109% 8%  125% 81%

* This number can be greater than 100%. For example, aclient may receive a 100 percent of her self-sufficiency
income from self -employment, yet she may also receive additional income from a salaried or wage job.

SELF-SUFFICIENCY IN-DEPTH TRENDS

Out of the 7 clients who were self-sufficient at Baseline:
All 7 were sdlf-sufficient from Personal income w/o benefits and were not self-sufficient
due to income from self-employment;
3 stayed self- sufficient (Persona income w/o public benefits) throughout 1.5 years (did
not achieve salf-sufficiency from self- employment aone)
2 did not stay sdlf-sufficient (from personal income w/o public benefits) and did not
achieve sdlf- sufficiency from self- employment
1 stayed self- sufficient (Personal income w/o public benefits) throughout survey, gained
self-sufficiency due to self-employment income at 1 year, but did not stay self- sufficient
from self-employment at 1.5 years.




1 stayed sdlf- sufficient(Personal income w/o public benefits) throughout survey, and

gained self-sufficiency from self-employment income and stayed self- sufficient (in both)
for 1.5 years

Out of the 21 clients who were self-sufficient at 6 Mos.:
- 15 newly reached self- sufficiency (Persona income w/o public benefits) and 2 reached

self-sufficiency from both self-employment income and personal income w/o public
benefits)
Out of the 15 clients who newly reached self-sufficiency through personal income
without benefits at 6 mos.:
- 3 werenot interviewed again
5 stayed self-sufficient at 1 year (but were not interviewed at 1.5 years)
1 stayed self-sufficient at 1.5 years (but was not interviewed at 1 yr.)
2 stayed self-sufficient at 1 year and 1.5 years
1 stayed self-sufficient at 1 year, but not at 1.5 years
1 did not attain self-sufficiency again at 1 year (and was not interviewed at 1.5 years)
1 did not attain self-sufficiency again at 1.5 years (and was not interviewed at 1 year)
1 did not attain self-sufficiency again at 1 year or 1.5 years (and was interviewed for
both)
Out of the 2 clients who attained self- sufficiency from self-employment income and
personal income w/o public benefits,
1 stayed self- sufficient from both at 1.5 years (but was not interviewed at 1 year)
1 was not interviewed again

Out of the 25 clients who were self-sufficient at 1 year:
12 newly attained self-sufficiency
9 clients attained self-sufficiency from personal income w/o public benefits
3 clients attained self-sufficiency from just self-employment income and also gained
self-sufficiency from personal income w/o public benefits.
Out of the 9 clients who attained self- sufficiency from personal income w/o public
benefits,
6 were not surveyed again at 1.5 years
2 stayed self- sufficient from personal income w/o public benefits at 1.5 years
1 did not stay self-sufficient at 1.5 years
Out of the 3 clients who gained self- sufficiency from self-employment income alone, and
gained self-sufficiency from personal income w/o public benefits,
2 were not interviewed again
1 did not stay self-sufficient (either from self-employment income or persona
income) at 1.5 years

Out of the 16 client who were self-sufficient at 1.5 years:
4 newly attained self-sufficiency
1 gained self-sufficiency from personal income w/o public benefits




3 gained sdlf-sufficiency from self-employment income and personal income w/o public
benefits, separately
RESEARCH QUESTION 5: WHAT ARE THE CHARACTERISTICS OF
THOSE WHO SUCCEED?

SUCCESS CIRCLE ANALYSIS
Table 24: Success Circle Details (Narrative Report Table 20, p.47)

SUCCESS CIRCLE Count Percentage |Percentage (of
(of sample) |Success Circle)

Clients who attained self- 21 27% N/A

sufficiency and had business

growth > 3

Clients who attained self- 8 10% 38%

sufficiency (from self-

employment alone) and had a

business growth rate >3

Chart 11: Business Types of Success Circle
i Other
) _ Travel/Tourism Arts
Social Services
Health Services

Personal Business

Services

Food Services/Beauty

Table 25: Success Circle/Non Success Group Business Types (Narrative Report Table 25, p.50)

Business Type % of Clientsin Success % of Clientsin Non-
Circle with specific Success Group with
business type specific business type

Arts 28.5% 17%

Business Services 19.0% 7%

Child Care 0 5%

Cleaning Services 0 2%

Personal Services/Beauty 19.0% 12%

Food 9.5% 12%

Health Services 9.5% 12%




Social Services 4.7% 0
Travel/Tourism 4.7% 2%
Other 4. 7% 18%

Table 26: Top Five SKkills Used by the Success Circle (Narrative Report Table 21, p.49)
(scaleof 1-5, 1 = strongly disagree and 5 = strongly agree)

6 Mos. 1Year 15Year Total Average

Records (4.53) Target Market (4.42) BusinessVision (4.7) Record Keeping (4.43)
BusinessVision (4.53) Records (4.78) Records (4.5) BusinessVision (4.38)
Target Market (4.4) Pricing (4.17) Breakeven Analysis (4.48) | Target Market (4.44)
Pricing (4.17) Competition (4.08) Target Market (4.3) Pricing (4.23)

Breakeven Analysis (4.0) [Breakeven Analysis (4.0) [Pricing (4.2) Breakeven Analysis (4.19)

Table 27: Top Five Skills Used by the Non-Success Cir cle (Narrative Report Table 22, p.49)
(scaleof 1-5, 1 = strongly disagree and 5 = strongly agree)

6 Mos. 1Year 15Years Total
BusinessVision (4.67) Target Marketing (4.5) Target Marketing (4.36) |BusinessVision (4.46)
Breakeven Analysis (4.28) |Cash Flow (4.36) Records (4.24) Breakeven Analysis (4.31)
Target Marketing (4.17)  |Financial Statements Business Vision (4.21) Target Marketing

(4.36) (4.29)
Procedures (4.00) Marketing (4.12) Competition (4.21) Competition (4.12)
Competition (4.0) Records (4.03) Funding (4.21) Record Keeping (4.08)

Table 28: Five Least Used Skills by the Success Circle (Narrative Report Table 23, p.49)
(scaleof 1-5, 1 = strongly disagree and 5 = strongly agree)

(2.9)

(2.71)

6 Mos. 1lYear 15Year Total

Budget (3.77) Production (3.58) Funding (3.6) Production (3.48)

Production (3.47) Cash Flow (3.29) Budget (3.5) Budget (3.4)

Cash Flow (3.06) Budget (3.25) Production (3.4) Funding (3.21)

Funding (2.93) Funding (3.08) Financia Statements Cash Flow (3.04)
(3.0)

Financial Statements Financia Statements Cash Flow (2.77) Financia Statements

(2.87)

Table 29: Five Least Used Skills by the Non-Success Cir cle (Narrative Report Table 24, p.49)
(scaleof 1-5, 1 = strongly disagree and 5 = strongly agree)

6 Mos. 1Year 15Year Total
Funding (3.74) Sales Technical Cash Flow (3.74) Marketing (3.65)
Analysis (3.56)

Marketing (3.64)

Budget (3.55)

Marketing (3.7)

Budget (3.60)

Sales Technical
Analysis (3.45)

Funding (3.53)

Budget (3.4)

Financial Statements
(3.55)




Cash Flow (3.17)

Production (3.42)

Financial Statements
(3.31)

Cash Flow (3.44)

Production (2.73)

BusinessVision (3.07)

Production (3.07)

Production (2.96)

Table 30: Success Circle Business Finances (Narrative Report Table 26, p.51)

Baseline 6 Months 1 Year 1.5 Years

Profit (Prior Year)

Average $7,539 $13,272 $14,933 $35,556

Median $6000 $13,200 $13,000 $12,000
Profit (Average Month)

Average $3381 $1,255 $1207 $3162

Median $608 $1100 $1084 $2000
Sales (Prior Year)

Average $14,832 $26,463 $23,938 $73,549

Median $11,267 $26,800 $30,000 $22,800
Sales (Prior Month)

Average $1,387 $2,245 $2245 $6,545

Median $1,400 $1300 $2500 $2,750
Client Draw (Per Y ear)

Average $10,898 $14,318 $15,379 $24,694

Median $8,580 $16,800 $13,996 $29,400

Table 31: Success Circle Business Profit (Narrative Report Table 27, p.51)

# of Success Circle Clients with % of Success Circle Clients with
Business Profit Business Profit

Basdine 12 out of 22 55%

6 Months 14 out of 19 74%

1Year 11 out of 14 79%

15Yeas 8 out of 10 80%

Table 32: Success Circle BusinessDraw (Narrative Report Table 28, p.51)

# of Success Circle Clients with a % of Success Circle Clients with a
Profit who take a Business Draw Profit who take a Business Draw
Basdine 10 out of 12 83%
6 Months 13 out of 14 93%
1Year 11 out of 11 100%
15Years 8 out of 8 100%




Table 33: Demographics (Success Circle vs. Non-Success Circle

Characteristic Success Circle (n=22) Non Success Circle (n=61)
Ethnicity
Caucasian 45 % 47.6 %
African American 37% 28.6%
Asian Pacific Ilander 8% 9.5%
Latina 5% 9.5%
Other 5% 4.8%
Income Levels (at baseline)
Extremely Low (30% median) | 36% 47%
Very Low (50% median) 59% 51%
L ow (80% median) 4.5% 2%
Disability?
Yes 14 % 24 %
Educational Level
Some High School 10 % 4%
High School Graduate 5% 13%
V ocational/Technical 19% 50%
Certificate
Some College/AA Degree | 38% 12%
Undergraduate Degree 24% 21%
Post-Graduate 5% 0
Coursawork or Graduate
Degree
Other 0 0
# of Yearsin School 16.6 years 16.02 years
Training
Had Relevant Training 81 % 79 %
# Years Relevant Training | 4.3 years 3.80 years
Experience
Had Relevant Experience | 17.6 % 19.8 %
# of Years Relevant 9.7 years 7.4 years
Experience
Anyone in Family Own a
Business?
Yes 52 % 40 %




Previousy Owned a

Business?
Yes 29 % 31 %
Business Satus (at baseline)
Pre Start Ups 4 (18%) 37 (61%)
Start Ups 8 (36%) 6 (10%)
Existing 10 (45%) 18 (30%)
Marital Satus
Never Married 83 % 51 %
Separated 0 6%
