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EXECUTIVE 
SUMMARY
MANDATE

Small-medium-and-micro-enterprises 

(SMMEs) are a significant potential source 

of employment.1 SMMEs are responsible for 

about 60% of employment and about 91% of 

formal businesses in South Africa.2 However, 

they face a host of challenges that lead to low 

survival rates and business stagnation.3 While 

Business Development Services (BDS) are 

mandated to develop and create growth in the 

SMME sector, there is limited knowledge on the 

effectiveness of the different interventions and 

the type of SMME categories that benefit most 

from such interventions.4 Catalyst for Growth’s 

(C4G) mandate is to increase understanding 

and transparency within the BDS and SMME 

sectors by gathering and analysing data on the 

effect of BDS on SMMEs across a variety of 

indicators. This report is part of the initial and 

on-going journey aimed at achieving a better 

understanding of the South African BDS sector 

and the vital role it plays in the development 

of SMMEs.  As this initiative is at its beginning 

stages, this report seeks to show the type 

of analysis that can be performed as C4G’s 

dataset grows.  The analyses included in this 

report are based on a series of key questions 

uncovered during a stakeholder engagement 

process (with corporates, investors, BDS 

providers and government representatives).    

1 Deijl, De kok, & Veldhuis-Van Essen, Is Small Still Beautiful? Literature Review of Recent Empirical Evidence on the Contribution of SMEs to Employment Creation, (Eschborn, 

International Labour Organization and Deutsche Gesellschaft für Internationale Zusammenarbeit, 2013), 5
2 SEDA, Analysis of the Needs, State and Performance of Small and Medium Businesses in the Agriculture, Manufacturing, ICT and Tourism Sectors in South Africa, (Pretoria, 

SEDA, 2012),5
3 SME Growth Index, SME sustainability and growth should be an obsession for job creation in South Africa, (Johannesburg, SME Growth Index, 2014), 1
4 Deijl et al,Is Small Still Beautiful?, 44

As C4G collects more data, these reports 

on the performance of small businesses will 

enhance transparency and boost the quality 

and delivery of BDS services to the market. 

C4G will do this by publishing non-attributable 

demographic and performance data of BDS 

partners and their SMME clients.

Support for C4G and sharing of data, will 

benefit the small business development sector 

and its stakeholders in a number of ways.   

Increased transparency of information will 

enable corporates and donors who provide BDS 

funding to make more informed decisions about 

where to direct their enterprise and supplier 

development (ESD) spend to maximise impact 

on the targeted SMME beneficiaries. Increased 

understanding of the performance of SMMEs 

will also enable BDS providers to maximise the 

impact of their services for their SMME clients. 

C4G also has the potential to create value to 

investors by reducing SMME due diligence 

costs and identifying best suited BDS providers.

Importantly, C4G seeks to collaborate with both 

the buyers of BDS (corporates and donors) and 

BDS providers to increase the understanding 

of BDS and SMMEs, identifying performance 

benchmarks so that BDS spend can be optimised.
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BACKGROUND

In South Africa, the revised BEE codes of good practice5 

set a compliance target for enterprise development 

(ED) expenditure at 3% of net profit after tax.6 Given 

this, an estimated R26 billion is spent a year on SMME 

enterprise development, much of it channelled through 

BDS providers.7 However, a lack of accountability for 

results and no consistent sharing of data, makes it is 

difficult for funders to assess the impact of this spend. 

Organisations often give insufficient consideration to the 

long-term sustainability and impact of the interventions 

and this impact cannot be benchmarked against 

similar interventions due to lack of available data. The 

performance of BDS cannot be enhanced and shortfalls 

addressed without changing this mind-set and breaking 

down the silo mentality which inhibits data sharing and 

sharing of lessons learnt. A strong business case can 

be made that improved data sharing will enable better 

outcomes in ESD spend. In turn, this will help corporates 

and businesses in general maximise value from the 

resources invested and create more diversified, resilient, 

and sustainable supply chains with an increasing 

participation of SMMEs. 

THE REPORT PROCESS

In 2014 C4G completed a successful two year pilot 

programme that examined a sample of SMMEs from 

two highly regarded BDS providers. It showed that the 

programmes had strengthened key business systems 

and instigated greater focus, prioritisation and strategic 

thinking, among Small and Medium Enterprises (SMEs). 

Importantly, the pilot showed that after two-years there 

were observable differences in the performances of the 

cohorts in line with the programmes that applied to them.

This report marks the completion of the second stage 

in C4G’s journey and is the result of a beta test with 

seven BDS providers and over 700 SMMEs. The beta 

test started in 2015 and involved data collection from the 

SMMEs and BDS providers, and a series of workshops 

(‘community of practise sessions’) with industry 

stakeholders to discuss the findings. This report seeks to 

offer preliminary insights into the most salient questions 

surrounding BDS and its impact on SMMEs.

It must be noted upfront that this is a process and there 

are no definitive answers to the questions raised in this 

report because the dataset, while one of the largest of 

its kind collected, is still small particularly when group 

comparisons are made based on descriptive data. 

However, this data is a starting point and as the dataset 

increases it will provide for more effective comparisons 

and answers to questions from corporates, BDS 

providers and SMME investors.

5 Government Gazette, 9 February 2007, no. 29617. Code Series 600: Measurement of Enterprise Development Element of Broad-Based Black Economic Empowerment. 66
6 Pillay, V. and Phillips, S., Overview of the policy and institutional landscape for enterprise development and preferential procurement in South Africa (Pretoria, HSRC Centre for Poverty, Employment and Growth, 2009), 16
7 Tarrant, H, Deep Impact, (The Johannesburg Stock Exchange Quarterly Publication, 2016)

6 Catalyst for GrowthUpdate Report 2017



KEY FINDINGS

In an effort to grow the understanding of SMME development in a meaningful way, C4G assessed four learning questions 

which came from its stakeholder engagement sessions with corporates, BDS providers and SMME investors. 

These questions are:

1)  What type of SMMEs/characteristics of entrepreneurs, benefit the most from BDS? 

2) What type of BDS programmes perform best? 

3) What is the national economic benefit of supporting SMMEs? 

4) What type of BDS is most efficient (value for money) in creating jobs and revenue? 

 

These questions seek to define the type of analysis that will create more transparency in the sector. These analyses produced 

six initial insights.  They emerged from all the learning questions rather than being confined to the specific questions. The 

findings should, furthermore, be viewed as emerging findings that must be corroborated by additional data accumulated in 

the years to come. At the initial stage of this journey data was collected on over 700 SMMEs for seven BDS providers, with a 

majority of the businesses based in the Gauteng province. 

KEY
FINDING
BDS providers that performed best on quantitative 

metrics of their SMMEs (specifically, improvements 

in revenue growth, margins and business 

processes), were not those that SMMEs were most 

likely to recommend.

That suggests that the most effective BDS is not 

necessarily the most ‘enjoyable’ for the SMME. The 

process of growing a business comes with a myriad of 

challenges and an effective BDS is one that will push 

the SMMEs to meet those challenges, making the BDS 

programmes less enjoyable, but guiding the businesses 

to achieve better outcomes.

As C4G’s database grows, these types of findings 

will facilitate better management of entrepreneurs’ 

expectations from a proposed BDS intervention. Greater 

understanding the specific causes of dissatisfaction from 

SMMEs, could enable BDS providers to address problem 

areas, and improve the effectiveness of their services. 
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KEY
FINDING
Bespoke BDS (‘bespoke BDS’)8 appeared to produce 

better results than programmes with set curriculum 

and time frames (‘programme BDS’) for later stage 

businesses (early growth and growth), while it was the 

reverse for start-ups. 

C4G has separated BDS delivery into two broad categories, 

programme and product. 

Feedback on the entrepreneur’s perceptions of the services 

received indicated that business strategy support was 

rated as having the highest impact across all of the size 

categories and almost all development stages except early 

growth. This could indicate unique needs of early growth 

businesses. Insights like these will drive evidence-based 

decision making in BDS, highlighting the importance of 

tailoring different types of interventions and helping to 

optimise resource allocation by directing funds and SMMEs 

to bespoke or programme BDS depending on which offers 

the maximum potential benefit. 

PROGRAMME

BESPOKE

• SMMEs often submit an application to take part in the programme 
and the applicant pool is frequently highly competitive

• Normally, any SMME can use a specific service (i.e., business plan 
support), although some BDS providers do have an application 
process

• Programme focuses on the SMMEs development over a set course 
of months or years

• SMMEs pay for product delivered (i.e., business plan), or hours of 
support received based on the SMMEs needs

• Duration of support varies dramatically, again based on the     

SMME needs 

8 C4G has adjusted the original definition title to bespoke BDS in order to prevent any misunderstanding 
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KEY
FINDING

KEY
FINDING
Programme BDS appeared to be more efficient 

(based on rands spent per additional job added and 

revenue generated) than bespoke BDS. 

Programme BDS showed lower BDS expenditure per 

job added and revenue created. This suggests that, over 

time, with more data, C4G will be able to identify which 

programmes add the most jobs to the economy per rand 

invested in BDS. This insight should help public and 

social sector decision makers in allocating often limited 

resources for SMME development.

Note that the C4G data does not yet allow us to 

determine whether the efficiency of programme vs 

bespoke services varies by size and stage of the 

business. This is something C4G aims to address

in the future

8 C4G has adjusted the original definition title to bespoke BDS in order to prevent any misunderstanding 

The stage and size of business that required the 

least funding per job added was not the same 

size and stage that required the least funding per 

revenue generated.

Across development stage, growth staged business 

require the most funding spend per revenue generated 

and jobs added. 

Across size of businesses, micro sized businesses 

required the most funding for jobs added, but conversely 

micro size businesses required the least funding for 

revenue generated, with medium requiring the most.

 

These insights help identify the type of SMME that will 

produce the best results most efficiently. It also provides 

the tools for initiatives across SMMEs for refocusing 

on cost effectiveness in producing results. While the 

national economic environment can affect results, 

providing opportunities for some and challenges for 

others, longer term data collection will contribute to a 

knowledge base that will help mitigate against

economic fluctuations.
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These are some of the key findings that emerge 

from the report. However, greater data sharing would 

contribute to an on-going enhancement of the sector. 

Unfortunately, there are currently deficiencies in the 

ESD market particularly: the lack of collection and 

sharing of performance data; lack of accountability with 

few independent/third party evaluations; and a lack 

of awareness of suitable investment opportunities for 

ESD spend and of the types of SMME that would best 

benefit from BDS intervention. Sharing data with C4G 

and generating knowledge in this sector will undoubtedly 

boost the efficiency and impact of interventions. 

This report marks Catalyst for Growth’s initial 

engagement with some key questions that will, with time 

and the compilation of a broader dataset, enable the 

small business development community to maximise its 

impact on the sector through a greater understanding of 

BDS performance and SMME development. 

Entrepreneurs with a tertiary education from a 

university consistently performed lower than 

entrepreneurs with other education types, whereas 

entrepreneurs that had a tertiary education that 

was not a degree and high school type qualification 

performed best across types of SMME (size and 

developmental stage).

This finding could indicate that BDS is more effective 

for those entrepreneurs that do not have a university 

tertiary education or who have lower levels of education, 

while those with university level of education need 

less support. This could underline the importance 

of BDS’s role in creating a broader cross-section of 

entrepreneurs. However, looking into the data, very 

early stage businesses (pre-seed/seed) generated the 

highest revenue regardless of education type. This 

may be because their starting base was lower and the 

interventions delivered to the SMMEs may have been 

effective in generating revenue growth. It should also be 

noted that about 19% of SMMEs were in manufacturing 

and construction, which could partially explain the need for 

technically-orientated education. This analysis could thus 

be indicative of the relationship between type of business 

and type of education and vice versa. If this finding 

continues to hold as the database grows, it could influence 

the way policy decision makers allocate resources for 

education. It could also affect decisions on the inclusion of 

additional skills into curricula contributing to the creation 

of a more diverse workforce. A true assessment of this, 

however, hinges on a greater understanding of the specific 

courses, and history and profile of the entrepreneur 

(previous business experience, etc.) all of which could also 

influence the results.

KEY
FINDING
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Go as far as you can see;

when you get there, you’ll

be able to see farther.

- J.P. Morgan

KEY
FINDING
Geographically, businesses based in Gauteng 

produced the highest percentage increase in full time 

jobs. Sectorally, businesses in the manufacturing, food 

and beverage, and personal services sectors produced 

the highest percentage increase 

in full time jobs. 

It is noteworthy that sectors with the highest percentage 

growth in new jobs were not, except for personal services, 

sectors with the most SMMEs. This suggests a need to 

refocus the initiatives or adjust BDS needs to maximise 

benefits for these sectors. This analysis only considers 

direct jobs, but if jobs created in value chains of these 

businesses were examined, then these findings could 

be different. With continued collection of data, C4G will 

continue to test whether these trends persist. This will lead 

to a better understanding of SMME development and so 

minimise ESD inefficiencies through the informed selection 

of businesses to sponsor. This will, in turn, lead to improved 

outputs such as employment growth.
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9 Deijl, De kok, & Veldhuis-Van Essen, Is Small Still Beautiful? Literature Review of Recent Empirical Evidence on the Contribution of SMEs to Employment Creation, (Eschborn, International Labour Organization 

and Deutsche Gesellschaft für Internationale Zusammenarbeit, 2013), 5
10  C4G focuses on SMMEs, however, many of the sources noted only focuses on SMEs, which has meant the report moves between the two terms
11 Deijl, De kok, & Veldhuis-Van Essen, Is Small Still Beautiful? Literature Review of Recent Empirical Evidence on the Contribution of SMEs to Employment Creation, (Eschborn, International Labour Organization 

and Deutsche Gesellschaft für Internationale Zusammenarbeit, 2013), 5
12 National Planning Commission of South Africa, National Development Plan, Vision for 2030. ISBN 978-0-621-40475-3. (South Africa, National Planning Commission, 2011), 93.
13 SME Growth Index, SME sustainability and growth should be an obsession for job creation in South Africa, (Johannesburg, SME Growth Index, 2014), 1
14 SEDA, Analysis of the Needs, State and Performance of Small and Medium Businesses in the Agriculture, Manufacturing, ICT and Tourism Sectors in South Africa, (Pretoria, SEDA, 2012),5
15 FinScope, Finscope Small Business Survey 2010, (Pretoria, FinMark Trust, 2010), 1-56
16 C4G will include microenterprises into the analysis
17 Pillay, V. and Phillips, S., Overview of the policy and institutional landscape for enterprise development and preferential procurement in South Africa (Pretoria, HSRC Centre for Poverty, Employment and 

Growth, 2009), 16
18 National Planning Commission, National Development Plan, Vision for 2030

INTRODUCTION

SMMEs are vital to developing economies as a 

large potential source of employment.9 In developing 

economies, small-and-medium-enterprises (SMEs)10 

account for over 50% of jobs and the highest growth 

in the generation of jobs is evident in the SME class 

of businesses.11 South Africa’s National Development 

Plan provides a framework for addressing the country’s 

pressing unemployment, poverty and inequality 

challenges and highlights the fact that small business 

growth will account for 90% of the targeted 11 million 

jobs created by 2030.12 In recent years, SMEs in South 

Africa have stagnated in both turnover and generation 

of employment.13  This is alarming as SMEs account 

for about 60% of employment and about 91% of formal 

businesses.14 According to the FinScope survey, 67% 

of businesses only employ the owner of the business.15  

Given this, the expansion of the Small-medium-and-

micro-enterprises (SMME)16 sector in terms of the number 

of businesses being created and, more importantly, 

the increased sustainability of these businesses, could 

potentially decrease the country’s high unemployment 

levels.

In South Africa, the revised BEE codes of good 

practice, which promote private sector investment and 

development of small businesses, have been instituted, 

resulting in a consistently growing industry, consisting 

of BDS providers mandated to grow SMMEs.17  There 

is still, however, limited knowledge about which SMME 

interventions have the most impact and the type of SMME 

category that benefits most from such interventions. 

 

The National Development Plan stipulates the importance 

of enhancing research capacity and accumulating a 

comprehensive SMME repository database.18 This will 

create an environment conducive to business growth. 

C4G echoes this need and aims to address the issue of 

limited knowledge about SMME interventions through a 

process of M&E and data analysis of the effect of BDS 

on SMMEs across a variety of indicators. In so doing, 

it intends to boost the understanding and transparency 

in the BDS and SMME sectors. This will lead to ESD 

spend being channelled towards the best BDS providers, 

increasing the number of SMMEs receiving quality BDS 

and, as a consequence, maximise impact. This mandate 

follows a two-year pilot project, which closely monitored 
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19 Results can from the pilot project can be seen on the C4G website

the impact of BDS services on 20 SMEs enrolled with 

top-quality BDS providers, set up by the JP Morgan 

Foundation and the Dalberg Group in the belief that 

developing the BDS sector will benefit SMMEs.19 

It was then decided to register C4G as a non-profit 

company (NPC), and in 2015 C4G launched the beta 

test. This involved collecting data from over 700 SMMEs 

across seven BDS providers, and then running workshops 

(‘community of practise sessions’) with industry 

stakeholders to discuss the findings, and the relevance 

of four learning questions that had been posed. The 

beta test methodology included several processes such 

as: discussions on data with all seven beta partners; 

data collection; processing and standardising the data; 

quantitative analysis of data and desk research; SMME 

review calls; data validation of 10% of the sample and 

continuous stakeholder engagement both through 

workshops and individual consultation.

C4G used the beta test as an opportunity to: assess 

and revise data collection methods; communicate with 

SMMEs and BDS providers; review modes of engaging 

corporate and investor partners; institute mechanisms for 

making results public regarding the current state of M&E 

in the BDS sectors. This led to the creation of a analytics 

platform aimed at assisting BDS providers, buyers of 

BDS and investors. In addition, C4G has been growing its 

understanding of the SMME eco-system and the various 

interactive components through stakeholder engagement. 

The C4G analytics platform was developed with these 

learnings in mind and is fully in operation as of early 2017.
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20 See annex for methodology a detail of the metrics which C4G aimed to collect

METHODOLOGY

engagements. The first community of practice session focused 

on metrics inputs and reports from BDS provider partners. The 

next session focused on the key questions related to the data 

and the third one dealt with feedback on some of the findings in 

the beta report.20 In the third session, C4G sought to identify the 

key questions of interest for participants and practitioners in the 

sector and it became evident that both quantitative and qualitative 

questions are important. It should, however, be noted that the 

dataset only allows C4G to examine quantitative questions on the 

performance of SMMEs and entrepreneurs. C4G may, in future, 

facilitate working groups to engage with qualitative and strategic 

questions as part of the community of practice sessions, but 

analysis of this beta report focuses on quantitative analysis of the 

collected data. 

The figure on the next page summarises the feedback to the 

questions that the various stakeholders in the session noted as 

critical. These were split into qualitative and quantitative questions 

to illustrate the type of questions that C4G could start to engage 

with when looking into the quantitative data. 

C4G took seven active BDS providers on board, assessing 

each of their data collection and definition of metrics 

process. A variety of both descriptive and performance data, 

covering varying durations (dependent on either the length 

of the programme or an average period of a seven-month), 

was collected from the seven. The objective was to gain an 

insight into monthly comparable data points. However, this 

task, had challenges, hence the extended duration of the 

data collection, metrics collection, and review data collection 

phases. 

The beta test involved data collection from BDS providers’ 

current and historical data, data accumulation through 

surveys, SMME review calls and historical data processing. 

The data came to C4G in various forms. Some BDS 

presented the data in C4G’s recommended format, but 

others presented it in their own formats. After processing 

and standardising the data, C4G validated 10% of the entire 

beta test sample directly with the SMME beneficiaries and 

adjusted any discrepancies that arose. 

C4G used the beta test to consult and obtain feedback from 

various stakeholders to ensure that it compiled a relevant 

learning agenda. This included three workshops, known as 

community of practice sessions and a series of individual 
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Fig. 1 Summary of the feedback on the questions, illustrating C4G’s focus on quantitative questions

BUSINESS, LABOR AND CIVIL SOCIETY 
ORGANIZATIONS HAVE SKILLS AND 

RESOURCES THAT ARE VITAL IN 
HELPING TO BUILD A MORE ROBUST 

GLOBAL COMMUNITY

-	Kofi	Annan

Quantitative Learning Questions

What BDS 
programmes 
perform	the	best?

• Does BDS produce growth?
• Are there observable differences in BDSP 

performance?
• What type of BDS works best for what type of 

entrepreneurs/businesses?

• How do we ensure sustainable growth?
• How do we create an integrate approach?
• How do we measure access to BDS?
• How do we best pair finance and BDS?
• What is the role of the incubator?

• Do we have a responsibility to support certain 
entreprenerus more than others?

• How do we locate BDS ready entrepreneurs?
• Who should select SMMEs for BDS?

• How do we allocate BDS spending?
• Who should decide which SMMEs go to which BDS 

providers?
• How can we keep poor quality BDSPs out of the 

market?

• Are BDSP and the sector incentives aligned?
• How do we increase public BDS spending?
• How do we increase SMMEs BDS?
• How can the public, private and social sectors best 

collaborate to promote BDS?
• What societal impacts to SMMEs have?

• Which characteristics of an entrepreneur have an 
impact SMME growth?

• What characteristics of a business impact on that 
business growth?

• How do mindsets effect SMME growth?

• Which types of BDS programmes show the highest 
return per Rand?

• What types of SMMEs/entrepreneurs see the highest 
return per rand?

• How do SMMEs contribute to job creation?
• How does an SMMEs contribution to the tax base 

change as it grows?
• Are resources focused on the right sectors?
• Which geographies are in need of the most support?

What types of 
SMMEs get the most 
benefit	from	BDS?

What type of BDS 
is	the	most	efficient	
(value	for	money)?

What is the national 
economic	benefit	
of supporting 
SMEs?

Qualitative Research Questions
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WHAT	THE	SAMPLE	OF	DATA	LOOKS	LIKE?	

The data set includes data from 708 SMMEs and 7 BDSPs over an average period of 7 months

Age of Entrepreneurs

No. of SMMEs  

BDSP 1  BDSP 2  BDSP 7 BDSP 6         BDSP 5      BDSP 4BDSP 3

15210 11 20427718

Male

Female

Under 35 Over 35

301 178

168216

Gender

Age of Entrepreneurs

BEE

Non-BEE

Under 35 Over 35

487 322

56

Race

Size of Business

2001-2005

2006-2010

2011-2016

Micro Very Small Small Medium

19 16

33

91

2

10

13

1

6

7

53

314

Year Founded

Gender of Entrepreneurs

Primary School

High School

Matric Certificate

Undergraduate Degree

Tertiary (non-degree)

Post Graduate Degree

Male Female

0 1

1115

4263

7595

169316

2626

Education Level

SMMEs by sector

Construction

Wholesale/retail

General Services

Personal Services

Catering & Accom

ICT

Professional Services

Manufacturing

Media

Education & Training

Other

No. SMMEs

47

46

44

43

36

32

26

30

24

20

360

SMMEs by sector

SMMEs by province

Eastern Cape

Free State

Gauteng

KwaZulu-Natal

Limpopo

Mpumpalanga

North West

Western Cape

Multiple

No. SMMEs

28

3

520

51

23

4

30

25

22

SMMEs by province

SMME Stage

CC

Co-op

Not Registered

Partnership

Pty

S. Proprietorship

E. Growth Growth Maturity Pre-seed/seed

21 38

Startup

49

0

0

2

0

0

20

2 2

33 9

0

0

0 0 0 10

42 0 193 12537

0 0 2 12

SMME Sructure
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LIMITATIONS TO OUR CURRENT 
DATASET

Although rapidly growing, the sample size of 

the beta test is still limited, particularly when 

creating comparison groups based on descriptive 

data. It should also be noted that the duration 

of observations differed from one BDS provider 

to another. Most observation periods only cover 

seven months, which is too short to embrace a full 

annual business cycle. The two main reasons for 

this were: 1) two of the BDS provider programmes 

ran for just six to seven months and the recipient 

SMMEs were, therefore, only monitored for that 

period; 2) collecting data, which began at different 

times, for all the metrics needed for the beta test 

was sometimes a challenge to collect even for the 

short observation period. It is also still too soon 

to assess impacts on the sample over the longer 

term.

It is also worth noting that the sample was not 

random, but came from a selection of BDS 

partners who opted to join the beta test. These 

findings should not, therefore, be used to draw 

definitive all-embracing conclusions on BDS and 

SMME development, but should rather be seen as 

a starting point for defining the types of questions 

C4G would like to assess and analyse.  
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During the C4G community of practise sessions on 

key questions and the preliminary findings, several 

key questions emerged as important. These include: 

1. WHAT TYPE OF SMMES/ 
CHARACTERISTICS OF ENTREPRENEURS 
BENEFIT THE MOST FROM BDS?

Analysis across performance metrics (revenue growth, 

improved business processes and improved margins) 

across SMME size and development stage, as well as 

the entrepreneurs’ characteristics provide insight into 

the type of SMMEs and entrepreneurs that perform best 

whilst undergoing BDS. As a result, initial engagement 

on which SMMEs are more likely to perform well and 

benefit most from BDS, can be started. 

2. WHAT TYPE OF BDS PROGRAMMES 
PERFORM BEST?

Analysis across performance metrics and satisfaction 

levels for different BDS providers, BDS type (programme 

and bespoke BDS) and services, will start bringing the 

best performing type of BDS to the fore. Taking the 

analysis a step further, with a broader dataset in the 

future, by monitoring  BDS performance in relation to 

SMME type will afford greater understanding of the types 

of SMMEs are likely to benefit most from BDS.  C4G 

could also assess the performance characteristics that 

distinguish generic from sector specific BDS.

WHAT DID
WE	LEARN?

3. WHAT IS THE NATIONAL ECONOMIC 
BENEFIT FOR SUPPORTING SMMES?

The ability of SMMEs to create jobs and stimulate business 

activity has an economic impact that boosts national gross 

domestic product (GDP). Strategic geographic support 

of SMMEs can also generate growth in economically 

depressed provinces. Scrutiny of existing job creation and 

provincial growth trends provide a starting point of this type 

of analysis.

4. WHAT TYPE OF BDS IS MOST EFFICIENT 
(VALUE FOR MONEY) IN CREATING JOBS 
AND REVENUE?

Analysis of the median cost per job added and revenue 

generated across programme type and then SMME type 

indicate that a programme’s affordability, and which SMMEs 

have the most affordable means of achieving their job and 

revenue generation objectives. 

These are just the key questions that emerged from 

C4Gs stakeholder engagement, although there were 

many others with which C4G would like to engage in 

the future. As an example, C4G would like to probe 

the value of providing BDS support to suppliers, and 

potential cost savings that could result from supporting 

local suppliers and sourcing locally.
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WE HAVE LOOKED AT PERFORMANCE OVER 

A RANGE OF METRICS IN THIS REPORT FOR A 

FEW REASONS:

1) BDS providers with whom we partnered 

identified job growth as well as business growth as 

their key objectives

2) Multiple performance metrics may produce 

anomalies as well as providing a broader 

understanding of where performance might take 

place

Note on performance metrics used:

REVENUE GROWTH

This report covers median revenue per category 

and median revenue growth. Using the median 

prevents data distortion by outliers and thus 

provides a more accurate picture of the growth 

rates. These are just initial growth rates as the data 

only represents an average over seven months 

within any given programme. 

NUMBER OF JOBS ADDED 

This gives an insight into the ability of small 

business to add full and part time jobs. The limited 

time span (seven months), however, means the 

report only indicates how to engage with job growth, 

rather than showing the actual impact. Assessment 

over a longer period would reflect any influence on job 

creation more accurately. 

BUSINESSES WITH IMPROVED BUSINESS 

PROCESSES

The report probed the extent to which SMMEs 

improved their business processes. Fundamental 

business practices covered in the assessment included 

the extent to which SMMEs had converted to: 

• Keeping basic records   

• Keeping balance sheet records and,

• Keeping revenue records 

• Conducting financial planning

• Keeping profit and loss records 

BUSINESSES WITH IMPROVED MARGINS 

Many of the businesses assessed were loss making. 

This prevented any calculation of profit margins or 

profit margin growth in these cases. To overcome this 

C4G used percentage of business showing improved 

margins as a metric of performance. A margin was, 

therefore, listed as improved if the business reflected 

an improved profit or reduced loss during the 

assessment period. 

REVENUE GROWTH CALCULATIONS 

There are many ways of determining revenue growth. C4G elected to use regression analysis to 
build a trend line and project to a year, only including SMMEs that could produce revenue records 
covering four months. 

In the future, C4G hopes to have year-on-year data that will enable it to use the compound annual 
growth rate (CAGAR) for its assessment.
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SMMEs can be categorised by size, stage and age of the business. They may also be grouped according to entrepreneur 

characteristics like the owner’s gender, age, race and education. This report, in order to assess which types of SMME 

benefit most from BDS, starts by assessing performance by SMME type: size, development stage and age. This information, 

highlighting those SMME types with the greatest growth potential, enables donors, development organisations and buyers of 

BDS to determine where best to focus their investment. It could also influence policy with positive repercussions for SMME 

support. During the assessment, the importance of identifying those types of SMME that are most responsive to BDS support 

became evident. This is, however, contingent on the availability of ample reliable and robust performance data from a broad 

spectrum of BDS providers. The hope is that a continued data sharing process will boost the understanding of BDS best 

practice for the different categories of SMMEs. It would also support development objectives like revenue and jobs growth, 

improved business processes, and any other performance target. 

1) WHAT TYPE OF SMMES/
CHARACTERISTICS OF ENTREPRENEURS, 
BENEFIT	THE	MOST	FROM	BDS?
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1.1) PERFORMANCE RESULTS (REVENUE GROWTH, IMPROVED MARGINS AND 
IMPROVED BUSINESS PROCESSES)

MEDIAN REVENUE GROWTH BY SIZE, STAGE AND AGE OF BUSINESS

Median revenue growth rates across SMME type

Per cent

Fig. 2. Graph: Median revenue growth rate across SMME type
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21 Deijl et al,Is Small Still Beautiful?, 30
22 Two maturity stage businesses have been excluded as the small sample would give an incorrect impression of the stage’s performance.
23 Deijl et al,Is Small Still Beautiful?, 30-31

There was a marked variation in revenue growth rates between the different types of SMME by stage and size, but not 

significantly by age group. 

Results were significantly lower among small-sized business and growth stage businesses. Higher growth rates recorded for 

micro, pre-seed/seed and young businesses may be partly because smaller; younger and earlier staged businesses generally 

grow faster and also because the revenue generation from these SMMEs tends to be from a lower base. The result is that 

marginal revenue gains would translate into substantial growth rates.21 Broadly, these results were unexpected and C4G will 

continue monitoring these rates to see whether or not they are an anomaly or whether, with time, some real drivers emerge for 

these surprising findings.22  

The results were similar for the grouping by age. The newest SMMEs performed best with a revenue growth rate of 59%. The 

grouping of oldest SMMEs also recorded a high average growth rate of 44%. This partly tallies with an International Labour 

Organisation (ILO) small business study which argues that, on average, older businesses grow faster.23 The balance of the report 

only analysed SMME types by size and stage because the community of practice feedback noted that age of business was less 

relevant to their programmes. This is further emphasised by the findings that show similar results across age groups. 
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Fig. 3. Graph: Percentage of businesses with improved business processes by SMME type 

Fig. 4. Graph: Percentage of business with improved margins by SMME type 

PERCENTAGE OF BUSINESS WITH IMPROVE BUSINESS PROCESSES BY SIZE AND STAGE OF BUSINESS 

PERCENTAGE OF BUSINESSES WITH IMPROVED MARGINS BY SIZE AND STAGE OF BUSINESS 

Percentage of businesses with improved business processes

Per cent

Percentage of businesses showing improved margins

Per cent
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The percentage of businesses with improved 

margins for SMMEs by stage and size differed but 

results were markedly similar for the percentage of 

businesses that improved business processes. 

This could indicate that businesses processes improve 

ahead of improvements in margins, or that, on their own, 

business processes are insufficient to improve margins.  

Size and growth stage seem to have little bearing on 

improved processes due to BDS as it can be seen that 

this is something providers are doing well across the 

board. Although business process maturity is essential 

for business success, it is often neglected by SMMEs.24 

The data collected, which related to record keeping, 

showed that these business processes are being 

adopted. It is hoped that the questions related to 

business process will, in future, be refined in order to 

accurately reflect the quality of the new processes. 

C4G hopes, through increased long term performance 

monitoring, to assess whether SMMEs within 

BDS show any marked improvement in financial 

performance of SMMEs. The results will enable 

members of the ESD community to measure the 

strengths and weaknesses of their own practises and 

initiatives. It also indicates which SMMEs could benefit 

most from BDS. 

24 Okręglicka M., Mynarzová, M. and Kaňa, R., “Business Process Maturity in Small and Medium-sized Enterprises. Polish Journal of Management Studies Vol.2, no. 1” (February, 2015),121
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25 Net promoter score is a tool to measure client satisfaction based on the willingness of the SMME to recommend the BDS. Subtracting the percentage of Detractors (who would not likely recommend the service) from 

the percentage of Promoters (those likely to recommend the service) yields the Net Promoter Score.

One theme throughout the report measures satisfaction levels against performance results for SMMEs. Although net promoter 

scores25 indicate the satisfaction levels of the entrepreneurs with their respective BDS programmes, this does not shed any light on 

the actual performance by type of SMME. In addition, while SMMEs may find the various stages of BDS challenging, that does not 

preclude appreciation of the ultimate benefit in terms of improved performance. Dissatisfaction reflected in net promoter scores, 

coupled with feedback, highlight some of the challenges and uneasiness regarding processes and perceptions. 

1.2) ENTREPRENEUR SATISFACTION LEVELS WITH BDS 
AGAINST REVENUE GROWTH BY SMME TYPE

NET PROMOTER SCORE BY STAGE AND SIZE OF SMME

Median net promoter score across SMME type

Per cent

Fig. 5. Graph: Net promoter score for SMMEs by type 
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MEDIAN REVENUE GROWTH BY SIZE AND STAGE OF BUSINESS

Median revenue growth rates across SMME type

Per cent

Fig. 6. Graph: Median revenue growth rate across SMME type for size and stage

Those SMMEs that performed the best in revenue growth when analysing revenue performance across SMME size and 

stage, were not the SMMEs that showed the highest satisfaction levels.

This suggests that the most effective BDS is not necessarily the most enjoyable for the SMME. Increased performance transparency 

will enhance insights into the best performing SMMEs within given BDS programmes and thus the best performing programmes. 

This satisfaction versus performance theme is measured across the various categories analysed in the report. 

Review calls with SMMEs revealed: perceptions that expectations had not been met; misunderstandings about the programme 

structure; confusion about programme financial benefits; and, general frustration surrounding poor communication. This type of 

qualitative feedback gives clarity and provides deeper insights into satisfaction levels. It also makes a strong case for BDS providers 

making greater use of communications to strengthen their programmes and boost satisfaction levels amongst affected SMMEs. 
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1.3) ENTREPRENEUR EDUCATION AGAINST MEDIAN REVENUE GROWTH FOR
TYPE OF SMME 

ENTREPRENEUR EDUCATION TYPE AGAINST MEDIAN REVENUE GROWTH PERFORMANCE BY SIZE OF SMME

Median revenue growth rates across SMME size categories for education types

Per cent

Fig. 7. Graph: Median revenue growth rate across size categories for education types

Fig. 8. Graph: Median revenue growth rate across stage of development categories for education types
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26 The size category of medium businesses was not included in the analysis due to very small sample sizes when cut against education and where there was only one SMME across any category for size of stage the analysis 

was removed.

27 Race is in most cases is not included in the report due to small sample sizes for comparison.

Entrepreneurs with university degrees consistently 

underachieved relative to those with other types of 

education. Businesses in the early development stage, 

however, experienced the highest revenue growth 

regardless of the entrepreneur’s education. 

In contrast entrepreneurs in the non-degree tertiary 

education category perform best across most stage 

categories. Whereas high school and tertiary non-degree 

performed best across size category. These patterns are 

unusual and hard to explain and are something C4G will 

continue to track and analyse in the future. These results 

could indicate that skills taught at tertiary level outside of 

universities, generally being of a vocational or technical 

nature, are more relevant to entrepreneurship and/or 

applying BDS. Entrepreneurs with a high school education 

performed best in the early growth stages. This could 

indicate that the level of education is less significant once 

a business has passed a certain development stage. The 

fact that pre-seed/seed SMMEs started from a low base 

may have enhanced their performance results. This finding 

could indicate that entrepreneurs with university level of 

education need and therefore benefit less from BDS support 

than those with lower levels of education. This would affirm 

BDS’s positive role in creating a broader cross-section of 

entrepreneurs. The inclusion of this preliminary analysis 

in the report stems from interest shown, during community 

of practise sessions, in whether there was any correlation 

between entrepreneur’s education and the performance of 

different types of SMME.26

The report has already touched on the characteristics of 

entrepreneurs, specifically the education type, in relation 

to SMME size and development stage measured against 

performance metrics. There will, however, be more 

research, including factors like age and gender, in order to 

get a better grasp of the entrepreneurial characteristics that 

benefit most from BDS. 27
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MEDIAN REVENUE GROWTH BY ENTREPRENEUR CHARACTERISTICS 

Median revenue growth rates across entrepreneur characteristics

Per cent

PERCENTAGE OF BUSINESS WITH IMPROVED MARGINS BY ENTREPRENEUR CHARACTERISTICS 

Improved margins across entrepreneur characteristics

Per cent

Fig. 9. Graph: Median revenue growth rate across entrepreneur characteristics

Fig. 10. Graph: Percentage of businesses with improved margins across entrepreneur characteristics

1.4) PERFORMANCE RESULTS (REVENUE GROWTH AND IMPROVED MARGINS) 
AGAINST ENTREPRENEUR’S GENDER AND AGE
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28  Business to Business and Business to Consumer
29 A sentiment was raised in a Community of Practise session that BEE SMMEs tend to operate with less capital for procurement when starting a business and as a result without finance their margins 

would be lower. This is an interesting sentiment and one that C4G would like question and to add to its learning agenda going forward, with asset procurement as an additional metric.

Male and female owned businesses performed 

virtually on a par in terms of improved margins and 

similarly revenue growth. There were, however, marked 

differences for both margins and revenue growth when 

the SMMEs were demarcated by age. 

Youth aged between 25 and 35 topped the revenue growth 

analysis, but showed the lowest percentage of businesses 

with improved margins. The category embracing the oldest 

entrepreneurs (over 46-years-old) returned the highest 

percentage of business with improved margins and high, 

but not the top, revenue growth. 

A concern that emerged during feedback was that the 

mentors’ skills did not match the type of businesses needs 

or sector specific needs. This was reinforced by additional 

qualitative feedback (already mentioned). Monitoring over 

a longer period to expand the dataset could enhance 

insights into business development trends at various 

stages of development. It could also highlight instances 

where focused and adjusted programme design, structure, 

content and better matched mentors would achieve maximum 

impact for the whole SMME programme. It might also help 

BDS buyers make more informed decisions about where to 

focus their resources. It could also be of interest to see the 

impact when monitoring this performance data over a longer 

term. Ideally enhancing transparency to make it possible to 

identify where BDS performs best will benefit SMMEs.

It emerged, during C4G’s engagement process that the split 

of businesses, within an SMME sector -- by size and stages 

as well as categorisation and entrepreneur characteristics 

–  into business-to-business (B2B), and business-to-customer 

(B2C)28  were a key area of interest to stakeholders. It was not, 

however, included in the beta test and as a consequence not 

analysed. The split between B2B and B2C will be included in 

C4G’s next review. 

Including these comparisons would have the added advantage 

of giving greater context to analyses of improved 

margins in asset procurement.29
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30  Paniagua, G. & Denisova, A., Meta-Evaluation on Job Creation Effects of Private Sector Interventions, (Washington D.C., World Bank, 2010), 2-42
31 One BDSP was removed from this section for purposed of anonymity

2) WHAT TYPE OF BDS 
PROGRAMMES PERFORM 
BEST?

Not only is BDS underutilised in South 

Africa, but there is a lack of information 

about existing BDS providers. Even where 

information exists, there is no way of 

knowing which providers have the greatest 

impact. Furthermore, both the IFC job study 

(the International Finance Corporation) 

which assesses private sector contributions 

to job creation and poverty reduction and the 

Gloria Managua and Anastasiya Denisova 

Meta-Evaluation on job creation effects of 

private sector interventions, note the need 

for focussed M&E and standardisation 

in order measure the actual impact of 

interventions on SMMEs.30 This question 

cannot be dealt with properly during such 

a short (seven months) monitoring period. 

It could, however, over time yield valuable 

information on the impact of different types 

of BDS on different types of SMMEs. 

C4G noted widespread interest during 

the stakeholder engagement process 

in which the best performing BDS 

programmes, and therefore be most 

effective in the delivery of positive 

change in SMME development, were.  

While maintaining anonymity and without 

detailing how programmes are delivered, 

this section of the report starts engaging 

with this question by analysing the 

various BDS providers by type measured 

against various performance metrics and 

satisfaction levels.31

The following data considers improved 

margins. Down the line C4G intends 

collecting data on gross profit/loss in 

addition to net profit/loss to add to its 

understanding of business growth and 

performance for SMMEs.

31Catalyst for Growth Annual Report 2017



32  Although we looked at performance across 7 BDS providers, there was insufficient sample in one of the providers to include them against BDS provider in its entirety, while maintaining amenity 

2.1) PERFORMANCE AND NET PROMOTER SCORE BY BDS PROVIDER32

NET PROMOTER SCORE AND MEDIAN REVENUE BY BDS PROVIDER 

Net promoter score of BDSP

Per cent

Median revenue growth per BDSP

Per cent

Fig. 11. Graph: Net promoter score and revenue by BDS provider

PERCENTAGE OF BUSINESSES SHOWING IMPROVED BUSINESS PROCESSES AND IMPROVED MARGINS BY BDS PROVIDER 

SMMEs showing improved margins per BDSP

Per cent

SMMEs showing improved business processes per BDSP

Per cent

Fig. 12. Graph: Percentage of businesses showing improved business processes and improved margins by BDS provider
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Analysis across BDS providers again underlined the fact 

that SMMEs were not necessarily likely to recommend the 

best performing (on quantitative metrics: improvements 

in revenue, margins, and business processes) BDS 

providers (as per Fig. 5 and Fig.6).

A clear example of this was BDS provider six which returned 

the lowest satisfaction level, but was a consistently high 

performer across improved business process, improved 

margins and revenue growth. As with the analysis of 

satisfaction levels and performance against SMME stage and 

size, this finding again highlights the importance of improving 

communications between SMMEs and BDS providers as 

a means of managing the expectations of entrepreneurs. 

They need to be made aware that the process of achieving 

better financial performance may involve their being pushed 

out of their comfort zones.  BDS providers would be in a 

position to address problem areas, without impinging on 

effective service delivery, if the causes of dissatisfaction 

could be clearly pinpointed. 

It is reasonable, as C4G and it’s partners become more 

confident of the dataset, for C4G to develop a clear picture 

of which service providers have the biggest impact.
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C4G has categorised BDS into two broad categories, programme and bespoke BDS. A programme focusses on BDS development 

over the course of months or years, where the SMMEs often apply to participate in the programme and is part of a highly competitive 

applicant pool. In the case of bespoke BDS, SMMEs (or their sponsors) apply and pay for the delivery of a specific bespoke service 

such as implementation of a business plan, or hours of support. The duration of this support varies dramatically depending on the 

needs of the SMME. The need to explore the comparative performances of programme and bespoke BDS in relation to different data 

categories like stage of development and sector, emerged from C4G’s extensive engagement process.33 The data collected to date 

allows for analysis of a limited stage of development which is covered in this report.

2.2) NET PROMOTER SCORE AND PERFORMANCE BY PROGRAMME TYPE

Fig 13. Graph: Net promoter score and median revenue growth rate by BDS programme by SMME stage of development

NET PROMOTER SCORE AND MEDIAN REVENUE BY BDS PROVIDER TYPE BY STAGE OF DEVELOPMENT 

Net promoter by type of BDSP by
stage of SMME

Per cent

Median revenue growth by type of BDSP by
stage of SMME

Per cent

Bespoke BDS appeared to produce better revenue growth than set period based programme BDS (programme BDS) for 

later stage businesses (early growth and growth), while it was the reverse for start-ups. 

It is important to note that satisfaction levels expressed in different descriptive comparisons consistently failed to correlate with 

performance. This analysis gives some insight into which types of BDS suit SMMEs in specific development phases. Bespoke BDS 

created better results for SMMEs at a later development stage (early growth and growth), while programme BDS produced the best 

results for SMMEs at earlier stages of development (start-up). These results, again, indicate where programme types can improve 

and focus their efforts with a view to maximising impact for all SMME clients. The information is also useful for knowing which 

SMME categories benefit most from specific types of BDS. This means buyers of BDS can choose the best performing BDS offering 

for any specific SMME development stage. Although C4G had more data on programme BDSPs than bespoke BDSPs, it would be 

illuminating to find out whether these trends are sustained over a longer monitoring period with  more data.

33 Categories of size and sector were also noted as key interest in the Community of Practice sessions, but due to small sample sizes when cut across descriptive data this could not be included in the report. C4G 

does hope to look into this in the future.
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Fig 14. Graph: Highest ranked service by SMME

34 1 being the highest and 10 being the lowest

The results from the perceived impact of services to SMMEs differed, but three services stood out from the rest: access to 

finance, business strategy support and people training and development.

As the purpose of the beta test was to grow and develop the C4G processes and understanding of the BDS sector and to encourage 

participation, it was decided that the results should remain anonymised. Nevertheless, the ratings for specific services were 

captured, providing an insight into the overall perception of BDS services. C4G collected data from SMMEs on their ranking of the 

top ten services offered by BDS providers in order from 1-1034. The top three ranked services based on businesses ranking them 

first were: business strategy support with 24%, access to finance on 19% and people training and development 16%. In future C4G, 

with a larger dataset, hopes to analyse the perception of the impact of these services by SMME sector. This would be useful in 

identifying perceived strengths and weaknesses of BDS in relation to the SMME sectors they serve. It would, therefore, enable ESD 

stakeholders to make evidence based BDS selection decisions based on sectoral needs. This would mitigate against wastage from 

misdirected resources. 

These services were further rated as having a high, medium or low impact by SMMEs, denoted by scores of one to three. The 

graphs below indicate these perceptions by entrepreneur characteristic.

2.3) BDS SERVICE RANKING
HIGHEST RANKED SERVICES BY SMME

Top ranked services by SMMEs

Per cent
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Fig 15. Graph: Average service rating by entrepreneur by race

Fig 16. Graph: Average service rating by entrepreneur by gender

Entrepreneurs of all types rated services similarly with the same services generally coming in higher and lower.  

C4G received feedback on perceptions of specific services by SMMEs, in which the impact of the services was rated as high, 

medium or low with high receiving a rating of three, medium a two rating and low receiving a rating of one. In considering specific 

services, BEE, male and female owned SMMEs rated business strategy support as having the highest impact on their businesses, 

whereas non-BEE owned SMMEs rated people training and development as having the greatest impact. All groupings rated BEE 

scorecard evaluation/improvement as having the lowest impact. These results provide feedback on the unique needs of different 

types of entrepreneurs and also which services deliver the most benefit. Standardising the definitions of services and conducting 

this analysis over a longer period for a wider variety of BDS providers across South Africa would greatly enhance knowledge of the 

different needs of SMMEs. This information could then be used to improve the level of services they receive.

In addition to services, the structure of BDS programmes can impact on SMMEs. Concerns were expressed about the abrupt 

termination of support in the SMME review calls. This suggests two possibilities. One is that BDS support should either be tapered 

off gradually towards the end of the programme or that consideration should be given to providing post BDS support. The other 

possibility is that SMME skills are insufficiently developed to enable the SMMEs to function independently with confidence by the 

end of the programme. These insights enhance understanding of the programme and highlight the potential for developing new BDS 

interventions and improving course material. 
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35  IFC Jobs Study, Assessing private sector contributions to job creation and poverty reduction (Washington D.C., World Bank, 2013),14
36 IFC Jobs Study, 33
37 IFC Jobs Study, 23

SMMEs account for more than half of all formal 

employment worldwide. Furthermore, the IFC study 

showed that small companies had much higher jobs 

growth rate over the two-year period of their study. They 

were, however, also more likely to go out of business.35 

Creating more SMMEs and growing them to suitable 

sustainability levels also creates more wealth and spend 

in the economy. This increased liquidity becomes an 

economic driver in its own right stimulating induced 

and indirect jobs. An understanding of the sectors and 

knowledge of where the most growth is created, allows 

BDS providers to make informed decisions, taking into 

account factors like location and sector, on where best to 

focus initiatives and funding to maximise growth. Given 

that job creation has been designated a national priority 

it makes sense to focus on areas where SMMEs have 

the potential to create the most jobs at an accelerated 

pace. Ideally this should not mean diverting resources 

away from slow growth areas, but rather in highlighting 

the sectors and types of support that create the most jobs 

in these areas. This, in turn, will enhance the delivery of 

social and economic benefits in areas of need. Growth of 

these SMMEs will stimulate overall growth in the sectors/

provinces, in turn increasing overall competition and sales 

in these areas. From this will emerge multiple channels for 

job creation ranging from direct employment for employees 

on the payrolls of SMMEs, part time or full time, upstream 

and downstream indirect jobs created through the SMMEs’ 

value chains, to induced jobs through employee spending, 

value chain spending and finally government spending. 

As set out in Fig. 17. (on the next page), estimating net 

job creation refers to jobs created minus jobs destroyed.36 

In order to fully understand the impact on the economy, 

indirect and induced job creation as well as job destruction 

must all be measured. Furthermore, the quality of jobs, 

taking into account wages and benefits, must also be 

assessed. At this early stage, given the very short period 

for investigation, we are limiting our analysis to direct 

job creation. Over time C4G will be well placed to use its 

increasingly comprehensive datasets along with industry 

level multipliers and targeted evaluations to determine the 

overall benefit that BDS has on the economy and poverty 

reduction as a whole.37 This bank of information will be 

available to promote evidence based decision making on 

both the type of SMME invested and determining which 

BDS providers have the most impact per job per type of 

SMME. 

3) WHAT IS THE NATIONAL ECONOMIC 
BENEFIT	FOR	SUPPORTING	SMMES?
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Fig. 17. Channels for job creation and job destruction. Source: Dalberg Global Development Advisors

All great achievements 
require time

The C4G dataset examines direct jobs added by SMME type, sector and location to make an early assessment of the 
national economic benefit of supporting SMMEs. 

Channels for job creation

Employee spending - employment created by growth 
of firms due to the spending of new primary and 
secondary employees

Value chain spending - employees of firms sitting 
upstream and downstream to those with whom the 
focus SME does business

Government spending - employment generated by the 
government using tax revenue from the focus SME

Channels for job destruction

Upstream jobs - employees at firms in 
procurement netwrok

Downstream job - employees at firms 
distributing, retailing, installing, etc. products

Direct employment of SME - FT, PT, 
contract, & Temp workers

Induced

Indirect

1. Increased competition - job losses at firms 
that compete with the focus SME

2. Automation and machanism - jobs that are 
repaced by automated systems

3. Economies of scale - Jobs that are lost 
through efficiency gains due to consolidation 
within industries

4. International outsourcing - Jobs that are 
shifted out of an economy

Direct

- Maya Angelou
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Fig. 18. Graph: Percentage of business that added full time employment across entrepreneur characteristics

38 Gender and age were the only entrepreneurs’ characteristics that were compared against job growth. Race was not included due to the very small sample size of non-BEE SMMEs, making comparison between BEE 

and non-BEE SMMEs not useful.
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Owner gender and age seem to have little material impact on jobs added. 

Across both gender and age group, the results are similar for fulltime jobs added. Male owned and female owned 

businesses produced similar results. Across age groupings, there was only a 5% difference between lowest 

performing group and the highest performing group. This may suggest that all entrepreneurs, regardless of how they 

are categorised, have the potential to add fulltime jobs. There is no definition yet on the quality of these jobs.  Further 

analysis of this, taking account of employee salaries and benefits would provide a useful insight into the actual impact of 

job creation across the different groupings. 

3.1) JOBS ADDED BY SMME TYPE AND ENTREPRENEUR CHARACTERISTICS 
FULL TIME JOBS ADDED ACROSS ENTREPRENEUR CHARACTERISTICS 38

Percentage of businesses that increased the amount of full time employees across SMME characteristic

Per cent
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FULL TIME EMPLOYMENT ACROSS SMME TYPES

Percentage of businesses that added full time employment across SMME type

Per cent

Fig. 19. Graph: Percentage of businesses that added full time employment across SMME type

SMMEs by age and stage see little variation in their contribution to full time jobs added, but in this initial data there is 

more variation by size. 

The importance of analysing levels of direct jobs added by SMME type (size, stage and age) was raised during the stakeholder 

engagement process. Such insights have the potential to enhance understanding about which specific SMMEs are the most 

effective at driving job creation. It then becomes possible to use this information to challenge other categories to emulate them 

as the yardstick. Alternatively, the BDS providers could focus their efforts on encouraging the best performing sector to make the 

most of its job creation potential. This examination will continue into the future to see whether the trends persist. The differences 

in the initial dataset were, however, relatively insignificant when the jobs added segment was scrutinised according to the age and 

development stages of the businesses. At this stage, C4G still has to benchmark the elements of job creation (only possible through 

consistent longer term collection of performance data), but it will be worth seeing how the trends change as they are tracked over 

time. We would, for example, expect to see later stage businesses adding more jobs. The advantage of benchmarking job creation 

among the various categories of SMMEs is that this will facilitate the formulation of BDS best practice. These benchmarks then 

become useful in BDS buyers’ and providers’ decision making processes, particularly those with job creation as a primary target. 
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Fig. 20. SMME qualitative feedback on BDS programmes

3.2) ENTREPRENEUR FEEDBACK ON THE PERCEIVED IMPACT OF BDS

While a major portion of this report has focused on analysing quantifiable data, like the economic and employment benefits of 

supporting SMMEs, C4G has also receive qualitative feedback from SMMEs themselves on their perspectives of BDS and its impact 

on their enterprises, the personal lives of the entrepreneurs, the communities in which they operate, and the environment. Some key 

themes that emerged from this feedback are depicted in the graphic below. 

Figure 20

Impact on SMME’s personal life
• Increased confidence and self-esteem
• Motivation
• Meeting like-minded people
• Apply budgeting to personal life

Impact on the environment
• Increased recycling
• Resource preservation in business (electricity and fuel)

“It has boosted my confidence. I don’t doubt myself anymore and 
my old mindset has changed”

“I have grown because I have met like minded people”

“They taught us the basics of green energy”

“Less paper is now utilised - our work is mostly done electronically”

“I learnt about keeping records, marketing and financial management”

“It has helped me separate work and personal life”

“I am creating jobs. I have employed a graduate from my community”

“I have become a role model, especially as a woman in business”

Impact on the community
• Created jobs
• Mentorship for peers in the community
• Transfer of skills taught and lessons learnt

Impact on SMME’s business
• Financial systems and budgeting
• Knowledge and training on skills to grow business
• Strategically understand business
• Marketing and planning
• Formalise business, separating work and personal life
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“I am concerned that the mentor does not understand my sector. 
I need a mentor with more sound sector experience”

“What I neede wasn’t given. Especially access to market”

Key themes of negative feedback
• Mismatch of mentros skills and business needs
• Level of support did not suit
• Poor communication
• Lack of market access
• Financial support did not meet expectations

This type of assessment is helpful in understanding how SMMEs perceive the benefits of BDS services.  It also, vitally, helps flag 

what does not work. This information can be used to create more relevant and useful services for the SMMEs. The enterprise and 

supplier development sector has historically operated in an isolated environment with minimal formal or informal sharing of lessons 

learnt. Areas of dissatisfaction noted by some entrepreneurs in the graphic below are illuminating. 

Five key areas of dissatisfaction emerged from the review calls with the SMMEs. Overarching all of these was the issue of 

miscommunication and poor communications. Entrepreneurs stressed that the communications breakdown started with a failure 

to properly explain what the BDS programmes entailed and what they should expect from them. Obviously eliminating any 

misunderstanding and enhancing understanding should have a very positive impact on the quality and delivery of BDS services to 

SMMEs. 

Fig. 21. Negative feedback on BDS programmes from SMME
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3.3) SMME PERFORMANCE BY PROVINCE 
IMPROVED BUSINESS MARGINS AND MEDIAN REVENUE BY PROVINCE 

PERCENTAGE OF BUSINESSES THAT ADDED FULL TIME JOBS

Business experiencing improved margins by province

Per cent

Businesses adding full time jobs by province

Per cent

Median revenue growth by province

Per cent

Fig. 22. Improved business margins and median revenue growth by province

Fig. 23. Percentage of businesses that added full time jobs by province
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Provincially, SMMEs had markedly different results in categories like revenue generation, improved margins, and jobs 

added (see Fig, 22 and Fig,23). 

The analysis, which is only focused on provinces with the four largest sample sizes, shows that the Eastern Cape had the 

largest percentage of businesses generating improved margins. It also experienced an overall decline in revenue generated by 

SMMEs in the region. KwaZulu-Natal enterprises reflected the same trend, but on a smaller scale. Regardless of the Eastern 

Cape decline in revenue growth, it is noteworthy that the province came close to matching Gauteng when it came to businesses 

that added full time jobs. Given that Gauteng has the country’s second highest unemployment rate (30.1%), continued initiatives 

to develop employment generating SMMEs should have a marked impact on reducing national unemployment levels.39 Further 

insight into the number of people reached by BDS, and its impact on creating indirect and induced jobs will also be of great 

value. 

Minimal historical sharing of ESD data means that there is little understanding of trends across the provinces in the SMME and 

entrepreneurial space. The process of sharing more data will enhance understanding of the needs in each province and it will 

help identify the practitioners and methodologies that are likely to be most  effective in specific regions.

39 Stats SA. 2016. Quarterly Labour Force Survey, Quarter 2: 2016. Pretoria: Statistics South Africa.
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More than 22% of businesses across all sectors added jobs, with food and beverage, manufacturing and personal services 

leading the way. 

Manufacturing topped the list with 47% of businesses generating increased full time employment, closely followed by the food and 

beverage and personal services sectors both at 44%. Apart from personal services, the sectors most likely to add jobs are not the 

most frequent recipients of BDS support. The implication is that with the added benefit of BDS SMMEs in these sectors could make 

an even greater contribution to employment. 

Fig. 24. Percentage of businesses that added full time jobs by sector

3.4) JOBS AND REVENUE ADDED BY SECTOR 

PERCENTAGE OF BUSINESSES IN EACH SECTOR THAT ADDED FULL TIME JOBS

Businesses that generated full time jobs by sector
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40 OECD, Measuring Productivity Measurement Of Aggregate and Industry-Level Productivity Growth, OECD manual, (Paris, OECD,2001), 15

Fig. 25. Revenue per SMME per job added across sectors

MEDIAN REVENUE PER SMME PER JOB ADDED ACROSS SECTOR

Median revenue added per job added per sector

ZAR, thousands

Construction, wholesale/retail, transportation and logistics and agriculture, were above the average for median revenue 

per jobs added, while catering and accommodation was the lowest. 

This analysis was another element added to the C4G report through the stakeholder engagement process. It stemmed from interest 

expressed in analysing both revenue per job added by sector, and as revenue growth per job added. These are relevant because 

they indicate both the labour intensity of each sector and the growth trajectory for employment. And, although there are a host of 

other factors that could influence revenue, these findings are also a labour productivity indicator.40

There is still insufficient information available to give any detailed reasons for the disparity between sectors yet, it is noteworthy 

that revenue can lead to increased job creation when businesses reinvest money into their organisations in the form of additional 

employees or expansion. The same outcome is also possible when job creation is linked to increased productivity. Having sufficient 

data to identify the growth drivers and why they work,  would also tell us where best to focus energy in order to maximize growth. 
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Fig. 26. Graph: BDS investment per job added

Fig. 27. Graph: BDS investment against revenue added

4.1) BDS INVESTMENT AGAINST JOBS ADDED AND REVENUE CREATED BY BDS 
PROVIDER, BDS TYPE AND COST GROUPING

BDS INVESTMENT PER JOB ADDED

BDS INVESTMENT AGAINST REVENUE ADDED

Median cost of BDS per job added by BDS

ZAR, thousands

Median cost of BDS per job added by programme type

ZAR, thousands

Median cost of BDS per revenue added by BDS

ZAR

Median cost of BDS per revenue added by programme type

ZAR

The beta test stakeholder engagements consistently identified the cost of BDS against performance metrics, as being of significant 

interest. Accumulation of this information will, in the long run, provide sectoral transparency and create an environment conducive to 

allocating appropriate funding and resources to achieve specific objectives most efficiently. It is, however, important to realise that this 

type of analysis is just one of many considerations when assessing the potential BDS impact. 

4) WHAT TYPE OF BDS IS MOST EFFICIENT 
(VALUE	FOR	MONEY)?
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41 Only 5 BDS providers were compared due to sample the samples sizes of business that created a job per BDSP
42  The sample amounts here are excluded for purposes on anonymity of the Beta BDS providers

Businesses that generate higher absolute revenue are found in the higher cost set of BDS programmes but the highest 

revenue growth businesses are found in the lowest cost BDS grouping.

C4G clustered the BDS providers into groups of low, medium and high cost programmes.42 It then assessed BDS investment against 

jobs added and revenue generated by SMME type (next page) to delve deeper into the persistence of these trends.  

REVENUE PERFORMANCE AGAINST BDS COST GROUPING

Absolute revenue per SMME by cost grouping of BDS

ZAR, thousands

Median revenue growth per cost grouping of BDS.

Per cent 

Fig 28. Graph: Revenue performance against BDS cost grouping 
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Our early dataset shows no correlation between the investment cost of a programme and the number of jobs added and 

revenue generated by SMMEs within specific BDS providers.41 

When these results are grouped by programme or bespoke BDS, the amount of funding on BDS per job added and revenue created 

is higher for bespoke BDS. The results, however, only cover an average of seven months monitoring which meant many programmes 

had not run their full course. The figures for these programmes could change considerably over time as they reach conclusion. 

We believe that in time, and with more data, we will be able isolate which programmes add the most jobs to the economy per rand 

invested in BDS. This insight would be helpful for public and social sector decision makers when allocating resources for SMME 

development. Although C4G could not dissect the data any further without compromising anonymity, doing so in future would 

enhance understanding of the BDS investment per job added by type of SMME. An indication could then be gained, of the influence 

of SMME size and developmental stage on the cost of adding a job and revenue, against the BDS investment. Currently, though, the 

shortage of performance data has resulted in inefficiencies in allocating ESD expenditure.
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Fig. 29. Graph: BDS investment against job added by SMME type

Fig. 30. Graph: BDS investment against revenue added by SMME type

The stage and size of business that required the least funding per job added was not the same size and stage that required 

the least funding per revenue generated.

Like the analysis of cost per of jobs added by BDS cost grouping, this indicates that smaller businesses could be choosing cheaper, 

cost effective, programmes. The data shows that for revenue created, SMMEs in earlier stages of development and smaller sized 

SMMEs require less funding to produce more revenue, this is not the same for jobs added, with the dip being noted in the middle 

size and stage groupings. Such insights facilitate a focus on the type of SMME that will produce the best results most efficiently by 

being matched with the most appropriate BDS. The national economic environment may affect these results, providing opportunities 

for some and challenges for others. Data accumulated over a longer period should allow this theory to be tested and assist in 

neutralising the impact of economic data fluctuations. 

4.2) BDS INVESTMENT AGAINST JOBS ADDED AND REVENUE CREATED BY SIZE 
AND STAGE

BDS INVESTMENT AGAINST JOBS ADDED BY SIZE AND STAGE

BDS INVESTMENT AGAINST REVENUE ADDED BY SIZE AND STAGE

Median cost of BDS per job added by size

ZAR, thousands

Median cost of BDS per revenue added by size

ZAR

Median cost of BDS per job added by stage

ZAR, thousands

Median cost of BDS per revenue added by stage

ZAR
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Fig. 31. Graph: BDS investment against job added by sector

BDS investment per job added differed considerably between sectors.

SMMEs in agriculture, the smallest sector with just 16 businesses, required the least BDS funding, just R8,000, to add a job. While 

the data identified some sectors that needed less funding to produce jobs, these were not necessarily sectors with a BDS focus.  In 

the future, C4G aims to continuously monitor these results with the collaboration of BDS providers. This will, in turn, enable BDS 

providers to make informed investment decisions. It will also track these trends from a regional perspective for the same reason. It 

is notable that the effects of indirect and induced job creation and the job quality for these sectors may vary considerably. C4G has 

added these factors to its learning agenda for the future as the data sample increases.

4.3) BDS INVESTMENT AGAINST JOBS ADDED BY SECTOR

BDS INVESTMENT AGAINST JOBS ADDED BY SECTOR

Median cost of BDS per job added per sector

ZAR, thousands
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In the  years to come C4G will increasingly enhance 

transparency and competition processes in the ESD 

sector. This will make it easier for SMMEs to access 

high quality services; for investors and corporates 

to make more informed investments in support of 

entrepreneurs and BDS providers to know their impact.

Although C4G’s journey began in 2012, this report 

primarily encapsulates the steps taken to build its analytics 

platform for  SMMEs and BDS countrywide. It has done 

so by applying the four key learning questions formulated 

from the C4G stakeholder engagement process to better 

understand the SMME sector. This process, which is 

aimed at understanding the interests of, and engaging with, 

stakeholders in the ESD sector, will be a cornerstone of the 

programme going forward. It will enable an increasingly 

detailed an accurate assessment of the sector, the types of 

SMMEs and the characteristics of entrepreneurs that benefit 

the most from BDS. 

Though still in its infancy, the beta dataset has already 

produced some interesting and unexpected but useful 

findings on revenue growth, improving margins and refining 

business processes. There was a marked variation in 

revenue growth rates and improved margins between 

the different types of SMME by stage and size, but not 

significantly by age group for revenue growth. Yet the 

results were similar for the percentage of businesses that 

improved business processes for both stage and size of 

CONCLUSION

SMME. In addition, across SMME size and stage, those 

SMMEs that performed the best in revenue growth, were 

not the SMMEs that showed the highest satisfaction levels. 

It also revealed that businesses owned by entrepreneurs 

with university degrees consistently underachieved relative 

to those with other types of education. Male and female 

owned businesses saw similar performance across both 

improved margins and revenue growth, whereas SMMEs 

by entrepreneur age showed a marked difference for 

both margins and revenue growth. Going forward this 

type of information will become an accessible resource 

for achieving maximum BDS  impact, and for probing the 

causes of underperformance. It will also be a useful tool in 

influencing policy change.

By engaging with the different BDS streams through the 

beta test C4G managed to shed considerable light on 

the types of BDS by programme and bespoke BDS that 

produced the best and most cost-effective results when 

applied to specific types of SMME and entrepreneur. It 

also emerged that in most cases there was little correlation 

between performance and satisfaction levels. Bespoke BDS 

created better results for SMMEs at a later development 

stage (early growth and growth), while programme BDS 

produced the best results for earlier development phase 

(start-up) SMMEs. It was noteworthy that BDS was very 

successful in improving business processes across all 

SMMEs types. This growing record of lessons will make the 

process of matching SMMEs with the most suitable BDS 

53Catalyst for Growth Annual Report 2017



Good business 
leaders create a vision, 

articulate the vision, 
passionately own the 

vision, and relentlessly 
drive it to completion.

and services more productive. 

There is an ongoing global debate on the benefit to national 

economies of supporting and stimulating SMME growth. 

Nowhere is this debate more animated than in South Africa 

and, to start assessing the benefit of supporting SMMEs, 

this C4G report has initially confined itself to engaging 

with fulltime employment across the spectrum of SMMEs, 

and performance by sector and province. It has emerged 

from this that, of all categories, SMMEs grouped by size 

showed the biggest disparity in their contribution to full time 

jobs added, whereas little deviation was noted for SMMEs 

by stage and age. It also emerged that the relationship 

between revenue, margin, and job growth differed between 

provinces. Information of this nature illustrates the varying 

strengths and weaknesses of SMMEs based on their 

geographical location. 

 C4G measured BDS expenditure for each job added and 

against revenue generated across all BDS cost groupings, 

BDS types, and categories of SMME to determine the value 

for money for BDS. It appears that earlier stage and smaller 

sized SMMEs require less funding on average for revenue 

created and the middle sized (very small and small) and 

middle staged (startup and early growth) required less 

for jobs added. This indicates, as with cost per job added 

analysis by BDS cost grouping, that smaller businesses 

are possibly choosing cheaper more cost effective 

programmes. The relevance of this is that it identifies the 

types of SMME that will produce optimum results most 

efficiently. Resources can then be focused, or refocused, on 

these SMMEs.

Analysis of value for money by sectors was confined to 

calculating the investment cost of BDS in creating new jobs. 

Agriculture required the lowest amount of BDS funding 

to add one job. Conversely costs were highest for BDS 

servicing the professional services, education and training, 

and transport and logistics. This is also particularly useful 

information for deciding where best to focus resources. 

GOING FORWARD

Going forward, C4G believes that it is well placed, with 

the collaboration of BDS service providers, corporates, 

and strategic partners, to develop a substantial and vital 

resource for strengthening the small business eco-system. 

It also encourages BDS practitioners and buyers of BDS to 

join the platform and share data. Doing so facilitates more 

engagement and understanding with issues and questions 

whose resolution can contribute to greater understanding, 

hence better performance with BDS help, of South African 

SMMEs.  

C4G can and will, thanks to additional funding from USAID 

and JP Morgan Foundation, pursue its vision of increasing 

transparency through its technology driven analytics 

platform and industry reporting. 

The C4G directory and analytical platform will also give an 

increasingly comprehensive insight into the workings and 

offerings of the market’s various BDS providers including 

those conducting rigorous monitoring and evaluation 

through the C4G platform. In addition to the directory, BDS 

- Jack Welch
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GET INVOLVED

providers, corporates, and sponsors will be able to use the 

platform to monitor and evaluate SMMEs in their programmes. 

Investor partners will also, subject to the consent of the SMME 

and BDS provider, be able to request data on specific types of 

SMME for investment opportunities. 

C4G aims to compile reports engaging with some of 

these questions on an annual basis in its drive to enhance 

transparency and boost quality of BDS services. These 

reports will initially encompass and provide insights into the 

South African SMME development, but will ultimately include 

Working in collaboration with buyers and providers of BDS 

and various local and international strategic partners, 

C4G also believes it can facilitate a process of learning 

and generating knowledge that will enhance the impact of 

the efforts aimed at increasing the role of SMMEs in the 

economy.  

It is essential to attract additional stakeholders in order to 

maximise the impact of lessons learned. For ED funders, 

Catalyst for Growth offers data and M&E on the SMMEs 

in programmes with BDS providers through our analytics 

platform to improve the impact of Enterprise Development 

initiatives; for BDS providers, it offers a means of attracting 

clients through enhanced visibility and a M&E system 

for quantifying your own impact; for policy makers, it 

offers a wealth of lessons learnt and data facilitating 

informed resource allocation, management and sectoral 

understanding consequently maximising the  impact of 

policy design; and for SMME investors, it offers a pipeline 

of investment-ready SMMEs supported by high quality BDS.

Catalyst for Growth is actively signing up SMME investors 

to become investment partners, new BDS providers to sign 

on to the analytics platform, incorporating new enterprise 

development programmes to contribute to and enhance the 

analytics platform.

Please visit

www.catalystforgrowth.org
or contact Catalyst for Growth at

info@catalystforgrowth.org 
if you are interested in becoming involved in this initiative.

the African continent. The agendas for these reports will 

be driven by key questions raised during the stakeholder 

engagement process. 

Data provides a roadmap to understanding the intricacies 

of BDS best practice embracing all the different types, sizes 

and ages of SMME and benchmarks for monitoring real 

performance. This in turn facilitates evidence based decision 

making which contributes to enhanced performances leading, 

in turn, to the eradication South Africa’s triple challenges: 

poverty, inequality and unemployment.

GOING FORWARD
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In most sectors pre-seed/ seed SMMEs achieved highest net promoter scores, excluding ICT and personal services, 

where early growth stage achieved the highest scores.43

Inclusion of this analysis of net promoter score by sector by stage was stemmed from community of practise session interest.44  

Manufacturing showed the highest level of satisfaction across all stages of development. Going forward, such insights can indicate 

which stage of development by sector SMMEs are most satisfied with BDS which has implications for communications and 

programme structuring.

43 Growth stage businesses were excluded as the sample size became too small when cut across both stage and sector descriptive metrics 
44 Only the sectors with the most SMMEs are indicated where there was sufficient data to draw analysis across satisfaction, stage and sector
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ANNEX
ADDITIONAL ANALYSIS

1) WHICH SMME TYPES/ ENTREPRENEUR CHARACTERISTICS BENEFIT MOST FROM 
BDS?

SMME RECOMMENDATION LEVELS BY SMME TYPE PER SECTOR

Percentage of SMMEs that would recommend  the programme per top sectors by development stage

Per cent

Fig. 32. SMME recommendation levels by SMME type per sector
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PERCENTAGE OF BUSINESS WITH IMPROVED MARGINS OF SMME BY GENDER 

PERCENTAGE OF BUSINESS WITH IMPROVED MARGINS OF SMME BY AGE OF ENTREPRENEURS

Improved margins across male owned and female owned SMMEs

Per cent

Improved margins across youth and non-youth owned SMMEs

Per cent

Fig. 33. Percentage of business with improved margins by gender of the entrepreneur

Fig. 34. Percentage of business with improved margins by age of the entrepreneur

The results were varied. In some cases, female owned businesses outperformed their male counterparts and vice a versa. The 

greatest increase in margins for male owned business was in personal services and it was professional services for females. Female 

owned businesses showed a greater percentage of improved margins in seven out of 14 sectors. C4G intends to continue to monitor 

this into the future. 

Again, results varied considerably between youth owned and non-youth owned businesses across improved 

margins by sectors.45

45 Youth and non-youth were used in the case due to small sample sizes. Youth are entrepreneurs are 35 and under.

Youth owned businesses achieved higher results than non-youth owned businesses in five of the 14 sectors for improved margins. 

The highest percentage of businesses with improved margins for non-youth businesses occurred in personal services, whereas the 

highest percentage of businesses that had improved margins for youth owned businesses was professional services. This analysis 

could provide direction on how to fine-tune support for all SMMEs.
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2) WHAT TYPES OF BDS PROGRAMME PERFORM BEST?

AVERAGE BDS SERVICE RATING BY SIZE OF SMME

Average rating of services by business size

Fig. 35. Average BDS service rating by size of SMME
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AVERAGE BDS SERVICE RATING BY STAGE OF SMME

Average rating of services by business stage

Fig. 36. Average BDS service rating by stage of SMME
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Strategy support was rated as having the highest impact across all size and stage categories of SMMEs, except early growth 

business. The impact of BEE scorecard evaluation/improvement received the lowest rating across all size categories except for 

medium size businesses which regarded access to finance as having the least impact. Micro and medium size enterprises gave the 

highest impact rating to the broadest range of BDS services. Pre-seed/ and seed stage SMMEs rated nine out of 10 the highest, with 

only operations (management improvement) being rated highest by early growth stage businesses. This suggests that pre-seed and 

seed organisations felt BDS was of particular value to them. Creating awareness of which services were valued most by SMMEs 

could help BDS providers tailor their services accordingly. 
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Over the past year, C4G has collected data on 

over 700 SMMEs from seven BDS providers 

in the South Africa over an average period of 

seven months. The data from the beta test 

varied across SMME categories, sector and 

provinces. Although C4G captured the most 

of the descriptive metrics for the SMMEs, the 

dataset does not have complete descriptive 

data. 

C4G collected data on SMMEs in eight  

provinces, only  excluding the Northern 

Cape. Most of this data came from SMMEs 

in Gauteng as this was the focus of the beta 

test. These SMMEs also cover a wide variety 

of sectors. The categories for the sectors were 

created from a combination of the first tier of 

the DTI categorisation of sectors, modified 

with some of the categories used by the BDS 

providers from the beta test and sub-sector 

categories for sectors that included a large 

proportion of the SMMEs. 

NOTES ON THE SAMPLE

“Keep on going, and the chances are that you 
will stumble on something, perhaps when you 
are least expecting it. I never heard of anyone 

ever stumbling on something sitting down.”
- Charles F. Kettering

Businesses that showed 50% or more female 

owners were categorised as female owned. 

For the age and education categorisation, 

the eldest owner or highest level of education 

respectively, determined the categorisation. 

Education levels were grouped together: 

high school includes any level of high school 

achievement; tertiary non-degree includes all 

tertiary qualifications that are not degrees from 

a university, which could include diplomas and 

qualifications from technical and vocational 

schools and tertiary degrees include degrees 

from a university. The sample was very limited 

for non-BEE SMMEs so analysis across race 

was at times not included in the report. The 

size categorisation of SMMEs made use of 

the DTI sector schedule. For the stage of 

development, this information was mainly 

provided to C4G by the BDS provider, but 

where it was not, the categorisation as defined 

by C4G. 
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The figure below captures the methodology and process that was used for the beta test
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The views expressed in this document reflect the personal opinions of the authors and are entirely the authors’ own. They do not 

necessarily reflect the opinions of the U.S. Agency for International Development (USAID), the United States Government or any 

of the other founding and funding partners. USAID and the other founding partners are not responsible for the accuracy of any 

information supplied herein.

There have been multiple partners that have made the C4G beta test possible. A list of key partners follows:

J.P. Morgan is a leading global 

investment bank with one of the 

world’s largest client bases. The bank 

serves nearly 20,000 clients, including 

corporations, governments, states, 

municipalities, healthcare organisations, 

education institutions, banks and 

investors. The JPMorgan Chase 

Foundation is an affiliate of JPMorgan 

Chase & Co. Its mission is to be a 

catalyst for meaningful, positive and 

sustainable change within its highest-

need neighbourhoods and communities 

globally.

Through strategic partnerships with 

organisations across the region, the 

Foundation focuses its investments 

towards the most vulnerable people and 

supports sustainable programmes that 

have a clear and measurable impact. 

Each year, JPMorgan Chase and its 

Foundation give more than $150 million 

through grants and sponsorships to 

thousands of not-for-profit organisations 

around the world.

The Dalberg Group is a collection of 

impact-driven businesses seeking to 

champion inclusive and sustainable 

growth around the world. Dalberg Group 

enterprises work together to attract and 

develop the best and brightest leaders to 

work across a range of complementary 

business models focused on having 

impact at scale. A portion of the value 

created by Dalberg’s mature businesses 

seeds a fund that promotes innovation 

and ensures that an entrepreneurial mind-

set is consistently brought to bear on the 

world’s most challenging problems.

 

Dalberg is made up of over 300 

consultants, investors, designers, 

researchers, and data scientists who 

come from over 30 nationalities and 

speak more than 60 languages. Founded 

in 2001, Dalberg has completed over 1300 

engagements for more than 500 public, 

private and social sector clients. Dalberg 

has 17 global offices and experience 

working in over 90 countries.

USAID has exemplified the best 

of American values abroad—while 

advancing the safety and prosperity 

of Americans at home. Through 

partnership, innovation, and a rigorous 

focus on results, in every area—from 

food security to gender equality—we 

have made shared progress towards 

a world where every man, woman 

and child can live with dignity and 

reach their full potential. Today’s 

global development landscape is 

complex and rapidly evolving, driven 

by scientific breakthroughs, massive 

demographic shifts, changes in the 

availability, capacity, and cost of 

technology, and growing contributions 

by the private sector and developing 

countries themselves. The U.S. Global 

Development Lab (the Lab) serves 

as the innovation hub for the U.S. 

Agency for International Development 

(USAID). The Lab takes smart risks to 

test new ideas to harness the power of 

innovative tools and approaches that 

accelerate development impact.

PARTNERS

FOUNDING PARTNERS
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Catalyst for Growth would like to thank our Beta Test partners who contributed data. 

Without these organisations the beta test would not have been possible.

BDS PROVIDERS: BETA TEST PARTNERS

PRE-PLATFORM SIGN UPS

BDSPs on the platform:

Awethu Project

Boost Fellowship

Datacomb

Enterprise Room

Fetola

Impact Hub

Impact Amplifier

Innovation Hub

LEAP

SABS Design Institute

Sarebi

StartUp Boot Camp

Seed

SEOBI

Transnet Matlafatšo Centre

Tushiyah

The Business Lab

The Hope Factory

New Ventures Studios
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The size of the SMMEs in this report is defined by the Department of Trade and Industry (DTI) Schedule located in the Amended 

National Small Business Act, 1996. 

DEFINITIONS

BEE OWNED AND 
NON-BEE OWNED

FEMALE OWNED AND 
MALE OWNED

YOUTH OWNED AND 
NON-YOUTH OWNED

PRE-SEED/ SEED

START-UP

EARLY GROWTH

GROWTH

CHARACTERISTICS

DEVELOPMENT STAGE

DEFINITION

LIFECYCLE DEFINITION CRITERIA

• BEE is all race groups excluding white and non-South African citizens

• If there was a combination of BEE and Non-BEE, then the SMME was categorized as   Non-BEE. 

*Note: Motivation/behaviour of entrepreneurs is a driver for SME growth and determines the type of support SMEs require

Source: Dalberg analysis; Small Businesses – An Anthropological Insight, B2B international; Segmenting the SME Market and Implications for Service 

Provision, ACAS; C4G analysis

• Any individual who is seriously 

thinking of starting a business 

or who has made the decision 

to set up a business

• Test proof of concept in the 

market place

Objective criteria:

• Business neither officially 

registered nor in the process of 

being registered

• No revenue

Objective criteria:

• Business registered or registration 

in process

• Business is less than 24 months old

• Little or no revenue

Subjective criteria:

• Business aspirations*

• Objective criteria:

• Business is more than 24 months old

• 2-year historical revenue growth <10%

Subjective criteria:

• Business aspirations*

• Objective criteria:

• Business is more than 24 months old

• 2-year historical revenue growth >10%

• Individuals who are in the 

process of setting up a 

business or who have just 

recently set up a business

• Owner-managed, with little 

aspiration to grow above 

levels that maintain relative 

position in the market

• Motivated to be in business 

in order to be own boss/in 

control of lifestyle

• Owner-managed, with the 

ambition to grow above levels 

that maintain relative position 

in the market

• If 50% of the owners were women, then it was categorised as women owned.

• Youth is depicted by less than 35 years of age in South Africa

• If there was a combination of youth and non-youth, then it was categorized as non-youth
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SMME SIZE BY: SECTOR SIZE EMPLOYEES TURNOVER

AGRICULTURE 100
50
10
5

Medium
Small
Very Small
Micro

R5m
R3m
R0.50m
R0.20m

MINING & QUARRYING 200
50
20
5

Medium
Small
Very Small
Micro

R39m
R10m
R4m
R0.20m

MANUFACTURING 200
50
20
5

Medium
Small
Very Small
Micro

R51m
R13m
R5m
R0.20m

ELECTRICITY, GAS & 

WATER

200
50
20
5

Medium
Small
Very Small
Micro

R51m
R13m
R5.10m
R0.20m

CONSTRUCTION 200
50
20
5

Medium
Small
Very Small
Micro

R26m
R6m
R3m

R0.20m

COMMUNITY, SOCIAL & 
PERSONAL SERVICES

200
50
20
5

Medium
Small
Very Small
Micro

R13m
R6m
R1m
R0.20m

RETAIL & MOTOR TRADE 
& REPAIR SERVICES

200
50
20
5

Medium
Small
Very Small
Micro

R26m
R6m
R3m
R0.20m

WHOLESALE, 
COMMERCIAL AGENTS

& ALLIED SERVICES

200
50
20
5

Medium
Small
Very Small
Micro

R39m
R19m
R4m
R0.20m

CATERING, 
ACCOMMODA TION
& OTHER TRADE

200
50
20
5

Medium
Small
Very Small
Micro

R64m
R32m
R6m
R0.20m

TRANSPORT, STORAGE & 
COMMUNICATIONS

200
50
20
5

Medium
Small
Very Small
Micro

R13m
R6m
R5.10m
R0.20m

FINANCE & BUSINESS 
SERVICES

200
50
20
5

Medium
Small
Very Small
Micro

R26m
R13m
R3m
R0.20m

SMMES THAT DID NOT 
FALL WITHIN A SECTOR 
USED THE FOLLOWING 
AVERAGE GROUPING :

5
20
50
200

Medium
Small
Very Small
Micro

R0.20m
R3m
R13m
R26m
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SECTOR LIST

PROGRAMME

BESPOKE

TYPE OF BDS:

SERVICE DELIVERY DEFINITION

• SMEs often submit an application to take part in the programme and often the applicant pool is highly 

competitive

• Programme focuses on the SMMEs development over the course of months or years

• Advertising/ marketing

• Agriculture

• Artisanal

• Arts / culture 

• Automotive

• Biofuels and biomass

• Clothing and textiles

• Computer related activities 

• Construction

• Distribution

• Education and training

• Electricity, gas, steam and hot water supply

• Electronics

• Energy

• Engineering

• Environmental

The sector was made up in combination with the DTI sector list and sectors used by our beta partners (due to historical data use)

INPUTS NOT EXHAUSTIVE

• Normally, any SMME can use a specific service (i.e., business plan support), although some BDS providers 

do have an application process

• SME pays for product delivered (i.e., business plan), or hours of support received based on SMMEs needs

• Duration of support varies dramatically based on SMMEs needs

• Financial services

• Food and beverage services

• Forestry 

• Green/ renewable ernergy

• Health and wellness

• ICT

• Infrastructure/ facilities development

• Legal services

• Manufacturing

• Media

• Medical

• Mining and metals

• Personal services 

• Printing/ publishing

• Processing / packaging

• Professional services

• Property/ real estate 

• Recreational, cultural and sporting activities

• Recruitment

• Recycling

• Rental equipment 

• Research and development

• Security

• Services

• Software

• Supply chain services

• Technical assistance services

• Tourism and leisure

• Transportation and logistics

• Waste management 

• Water management and purification

• Wholesale / retail
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PARTICIPANTS AT THE COMMUNITY OF PRACTICE SESSIONS 
(STAKEHOLDER ENGAGEMENT)

10 EXPERTS PARTICIPATED IN THE CATALYST FOR GROWTH  COMMUNITY OF PRACTICE WORKSHOP ON  THE BETA TEST 
IN JOHANNESBURG ON DECEMBER 8, 2015

10 EXPERTS PARTICIPATED IN THE CATALYST FOR GROWTH  COMMUNITY OF PRACTICE WORKSHOP ON  THE BETA TEST 
IN JOHANNESBURG ON JULY 28, 2016

16 EXPERTS PARTICIPATED IN THE CATALYST FOR GROWTH COMMUNITY OF PRACTICE WORKSHOP ON  THE EMERGING 
INSIGHTS OF THE BETA TEST, 24 AUGUST 2016

Catalyst for Growth would like to thank all the participants of the Community of Practice sessions whose feedback all contributed to the report

INSTITUTION

INSTITUTION

INSTITUTION

NAME

NAME

NAME

ORGANIZATION TYPE

ORGANIZATION TYPE

ORGANIZATION TYPE

The Business Lab

Enterprising Africa Regional Network (EARN)

Enterprise Development Fund Managers (EDFM)

Enterprise Room

Fetola

Lean Enterprise Accelerator Programme (LEAP)

The Hope factory

Awethu Project

Boost Fellowship

Shanduka Black Umbrellas

Sw7

TEP

Anglo American

Standard Bank 

Sun International

SEFA 

UsPlus

Aurik

Awethu Project

Datacomb

EARN International

Enterprise Room

Green House

LEAP

Shanduka Black Umbrellas

The Hope Factory

Tushiyah

Wits- TMC

Microsoft

Sun International

SEFA 

DTI

IDF Capital

Bashir Khan

Raksha Makan

Joshua Ngoma

Gavin Friendman

Jacques Swanepoel

Sue Jurgens

Jennifer Seif

Petra Rees

Kealeboga Mokolobate

Annie McWalter

Gareth Taylor

Busisiwe Marandure

Emmanuel Mdhluli

Keith Jones

Salifou Siddo

Kim van der Westhuizen

Jayshree  Naidoo

Simon Gardner

Likeledi Makaulule

Ryan Cameron 

Carien Engelbrecht

Gareth Taylor

Percy Mkhosi

Joshua Ngoma

Nozizwe Jele

Alan Jewson

Petra Rees

Kgomotso Mookapele

Sipho Pilime

Abigail Mahlangu

Solwazi Majola

Amrote Abdella

Simon Gardner

Likeledi Makaulule

Nonceba Mashalaba

Simbisai Chizhande

BDS Provider / advisory

BDS Provider / advisory

BDS Provider/ advisory

BDS Provider/ advisory

BDS Provider/ advisory

BDS Provider/ advisory

BDS Provider/ advisory

BDS Provider / advisory

BDS Provider / advisory

BDS Provider / advisory

BDS Provider / advisory

BDS Provider / advisory

Corporate

Corporate

Corporate

Government Department 

Investor

BDS Provider/ advisory 

BDS Provider / advisory

BDS Provider / advisory

BDS Provider / advisory

BDS Provider / advisory

BDS Provider / advisory

BDS Provider / advisory

BDS Provider / advisory

BDS Provider / advisory

BDS Provider / advisory

BDS Provider / advisory

Corporate

Corporate

Government Department 

Government Department 

Investor
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