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Purpose:  Among the myriad factors contributing to the development of women-owned businesses, the issue of social capital has received attention from scholars and researchers such as Brush, et al. (1998), Carter (2002), Ibarra (1998), and Kim and Aldrich (2005). Despite this growing interest in social capital and entrepreneurship, there have been few empirical studies in the UK confirming the relationship of growth / performance of women-owned enterprises and social capital. The current study aims to fill this gap. Its purpose is to explore the effect of social capital and human capital on the growth / performance of women-owned enterprises in the UK. It further explores whether human capital plays any role in building, maintaining, and using social capital to foster growth of women-owned enterprises. 

Design/Methodology/Approach:  An online questionnaire was developed which included a mixture of scaled, multiple choice, rank order items, and open-ended questions designed to assess the role of human and social capital in the growth of women owned enterprises in the UK. Initial data was collected through 517 on-line completed questionnaires from three different regions. The methodology helped to increase the response rate and reduce research expense. Statistical analysis using SPSS was applied to analyse quantitative data. In addition, the qualitative data collected through face to face interviews of forty women entrepreneurs was inductively analysed and interpreted.

Findings:  Statistical analyses of the quantitative data and in-depth interviews suggested that building, maintaining and utilising social capital has a significant positive effect on compound employment growth and sales growth of women-owned enterprises. However, the data does not show a significant effect on compound profit growth. Though, the direct impact of human capital on growth of women owned enterprises is not much significant, medium level of human capital plays a mediating role in the relationship of social capital and their compound sales growth. 

Implications: One of the outcomes of the research could be a guideline for the government or other business development agencies/organisations to have a greater understanding of the growth patterns of women-owned enterprises in the UK, which can enable them to cater for the needs of developing specific human capital as well as providing a conducive environment for the development of opportunities for building human and social capital for existing or potential women entrepreneurs.
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1.0     Preamble

The number of women entering into self-employment has increased exponentially all over the world in the last two decades (Heilbrunn, 2004). According to one of the studies conducted by the Small Business Service (2005) women business owners contribute £50-70 billion in gross value added to the UK economy each year. This figure does not include the contribution of women business owners in large businesses, and women’s unpaid contributions, such as caring or the contributions made in businesses where the owner is male but which is a partnership run or operated venture (Roomi, 2007). The gap between male and female entrepreneurship in the UK has narrowed in the past few years but not as much as the rise in the number of women joining the self-employment arena (Minniti et al., 2005). One of the reasons could be a higher failure rate of women-owned businesses as compared to male-owned businesses in the country (Brush et al., 2005).

Women’s entrepreneurship is characterized by a number of constraints including family responsibility as well as lack of relevant resources. Literature illustrates that as compared to men, female entrepreneurs often enter self-employment under resourced in terms of financial, human and social capital (Schmidt & Parker, 2003). Smith-Hunter & Boyd (2004) state that women business owners are more disadvantaged than their male counterparts in terms of resources because of their limited access to ‘right’ social circles which can help them in accessing those resources as they are regularly excluded from traditional business networks and they further lack access to information about networks (Bennet & Richardson, 2005).

According to Marlow & Carter (2004), the underperformance of female owned enterprises as compared to men, is strongly linked to initial undercapitalization of female owned enterprises. This initial undercapitalization is not restricted to access to finance, but also includes human and social capital which comprises of previous managerial and sectoral experience as well as access to appropriate professional and personal networks. Neergaard et al. (2005) mention that women’s social structure and the way they socialize have a major influence on the social capital endowments which they use in starting up their businesses, with women being less welcome than men in social networks. A number of authors (Brush et al., 2005; Minniti et al., 2005; Brush et al., 2004: 172) has mentioned the “lack of appropriate’’ social capital as one of the main hindrances to the faster growth of women-owned businesses. Whereas, Greene et al. (2003) and Minniti et al. (2005) have mentioned lack of human capital as one of the main reasons for the sluggish performance and slow growth of women-owned enterprises. 
2.0     Objectives

Barney and Right (1998) illustrate that in addition to financial, organisational, and physical resources, human based resources such as human and social capital may lead to a competitive advantage and consequently contribute to the faster growth of enterprises (Brush et al., 2004). Rosa et al. (1996) and Aldrich (1989) mention human capital as one of the distinguishing factors contributing to the faster growth of male-owned enterprises as compared to female-owned enterprises.  

Among the myriad factors contributing to the development of women-owned businesses, the issue of social capital has received attention from scholars and researchers such as Brush, et al. (1998), Carter (2002), Ibarra (1998), and Kim and Aldrich (2005). Social capital represents an additional form of capital to be accessed by women entrepreneurs when developing their ventures. Despite this growing interest in social capital and entrepreneurship, there have been few empirical studies confirming the relationship between growth / performance of women-owned enterprises and social capital in the UK. 

The current study aims to fill this gap. Its purpose is to explore the effect of social capital and human capital on the growth / performance of women-owned enterprises in the UK. It further explores whether human capital plays any role in building, maintaining, and using social capital to foster growth of women-owned enterprises in the UK. 

3.0     Theoretical Framework and Hypotheses

3.1     Growth Process in Enterprises

There is a general consensus that growth in enterprises is a complex process, which is neither linearly continuous nor dependent upon only a limited number of factors (Deakins, 1996). Smallbone et al. (1995) confirm the complexity of the growth process by pointing out a number of triggers to growth, which can consist of a number of causal factors.  Churchill and Lewis (1983) have postulated that any small firm that experiences growth will go through a life cycle process of growth stages. This approach is analogous to lifecycle approaches to products, implying an early growth stage, following birth, then maturity and eventually decline and death. An implication of such an approach is that growth of small firms should be linked to the age of the firms. However, other writers on small firms have criticised such life cycle approaches as too simplistic and postulated that the growth process is far from cyclical, but instead may be interspersed with relative periods of stability (O’Farrell and Hitchens, 1998). 

Similarly, in his review of a number of empirical studies examining characteristics related to growth, Storey (1994) finds no conclusive evidence that permits the development of a profile or model for the growth performance of small enterprises. While various studies recognise the importance of the availability of financial, human, and social resources; technical and management skills that can adapt to and cope up with a changing environment; the potential to develop staff; and creativity and opportunity recognition as the key factors that determine the growth of enterprises, there remains an absence of a comprehensive theory to explain which small firms will grow, or how they grow (Bridge et al., 1998). 

The literature mainly describes factors thought to influence small business growth in two categories. First being an entrepreneur’s characteristics such as behaviour, personality, attitude (Storey, 1994); their capability including education and training that creates  higher expectations in some industry sectors (Henry et al., 2005a)  and their social capital that influence access to resources (Brush et al., 2004). Other factors identified by Storey (1994) are previous management experience; family history, functional skills; and relevant business sector knowledge. None of these, though, has been shown conclusively as a universal success factor. 

The second category of the factors influencing the business growth is the business itself in terms of its structure and goals, the performance of its management, in particular their ability to make rational decisions about its operation (Bridge et al., 1998). Gibb and Davies (1990) identify the ‘organisational’ approach to growth, emphasising a series of development life cycle stages related to Churchill’s model. Storey (1994) reviews areas where management strategy could influence the growth of a small firm once it was operational, and also reports that most UK research indicated younger firms were growing faster than older ones. This appears to reflect Burns’ (1990) assertion that firms grow in their first few years and then stabilise. There are exceptions, however, with examples of mature businesses growing strongly and the discontinuity of small firm growth. 

3.2     Women-Owned Enterprises and Growth 

Business growth is an extremely important issue in the study of entrepreneurship, however, despite its significance, not much work had been done to study growth of women-owned enterprises until the launch of Diana project in 1999 (Greene et al., 2003). “Notably absent was an understanding of factors affecting growth” and a lack of cumulative knowledge to adequately conceptualise and build explanatory theories on the growth process of women-owned enterprises (Brush et al., 2006: 4). Most of the work conducted was on women’s motivations to start a business and the subsequent effect of those motivations on growth (Buttner and Moore, 1997; Lerner et al., 1995); effect of their location (urban or rural) on business performance (Merret and Gruidl, 2000); and the effect of the size and sector on business development (Cliff, 1998; Du Reitz and Henrekson, 2000). 

Rosa et al. (1996) conducted one of the few large scale studies to measure the comparative performance of business by gender (Carter et al., 2001). They found women-owned businesses to have lower sales turnover, fewer employees, serving mostly local markets and women entrepreneurs being less ambitious to grow their businesses and less optimistic than men about the success of their businesses in the future. Another reason for the slow growth rate of women-owned businesses is that women consider growth as a risk which may be financial or social and may come from exogenous or endogenous sources, and they try to be more risk averse, more careful and conservative, purposely striving for a controlled and manageable rate of growth (Cliff, 1998). Women deliberately choose a slower pace and avoid expanding their businesses too quickly. However, Chung (1998) points out that the gender difference in attitudes to growth may have more to do with women not wishing to risk their home/work balance rather than an antagonism to growing the business.

Buttner and Moore (1997) and Lerner et al. (1995) highlighted women’s motivations to start their own businesses (self-fulfilment and personal goal attainment, etc.) as the prime reason for women’s low quantitative performance (such as jobs creation, sales turnover and profitability) as compared to men. On the contrary, Carter and Allen (1997) found that access to financial resources and other financial aspects of business had stronger effects on business rather than choice or intention. Chell and Baines (1998) and Boden and Nucci (2000) argued that women’s lack of human, social and financial capital affects their businesses more as compared to their intentions to start businesses. 

Under the Diana project, Brush et al. (2004; 2005; 2006) investigated the apparent disconnect between opportunities and resources in equity funding for high growth women-owned businesses. These studies highlighted the significant differences by gender, especially with regards to the growth process and tried to investigate that despite a rise in number of ventures created by women in the last two decades why women-owned businesses remained smaller (measured in terms of revenue generated or employees hired) than those of their male counterparts (Brush et al., 2006). Their initial findings confirmed that “….women often lacked the economic power and the social and family support structure to grow their ventures”, and the lack of adequate childcare might have forced them to keep their businesses smaller and more manageable (Brush et al., 2004: 8). They also found that one of the most important reasons of slower growth of women-owned businesses was that women encounter social structures in work, family and social life that influence development of human and social capital, different from their male counterparts. This lack of appropriate social capital to make meaningful exchanges within business networks limits their opportunities to raise ‘financial growth capital’ and other resources crucial for the development and growth of businesses (Roomi & Harrison, 2007; Brush et al., 2004). The most recent work by Brush et al. (2006) also mentions women entrepreneurs’ endowment in financial, human, and social capital which limits their access and utilisation of needed resources for deliberate or ambitious growth.
3.3     Social Capital and Women’s Entrepreneurship

The concept of social capital recognises the importance of interpersonal relationships, the community, and groups in terms of educational achievement and economic performance (Bourdieu, 1986; Coleman, 1988; Putnam, 1995). In the field of entrepreneurship, the topic of social capital has received special attention as a category through which to understand certain dynamics related to networking in the pursuit of business opportunities. Consequently, social capital can be defined as the extent and effectiveness of social and community relations bearing a level of trust (Gambetta, 1988) that can facilitate the accumulation and utilisation of resources (Burt, 1992). It is argued that entrepreneurs need to acquire knowledge, information, and resources such as capital, skills, and labour, which can be the determining factors in the establishment and development of an entrepreneurial venture (Gabbay and Leenders, 1999). While entrepreneurs hold some of these resources themselves, they often complement their resources by accessing their contacts, by joining networks or meeting people who can eventually help them to grow their businesses (Aldrich and Zimmer, 1986; Aldrich et al., 1991; Cooper et al., 1995; Hansen, 1995). These contacts or people (whom entrepreneurs know or are known by people whom entrepreneus know) constitute an entrepreneur’s social capital. Brush et al. (2002) identify social capital as a catalyst of value creation as well as the facilitator of resource exchanges, particularly knowledge, within and between firms.
Social capital can provide an opportunity for individuals to reap economic benefits through entrepreneurship, as it may help to solve two problems of institutional economics, firstly by compensating for asymmetrical information involving access, timing, and referral advantages (Burt, 1992) and secondly, by reducing the transaction costs as a result of social and economic interaction (Nahapiet and Ghoshal, 1997; Svendson, 2003). Its significance derives from the mobilisation of knowledge and the process of learning and innovation it is said to promote (Powell, et al., 1996). 

Women-owned businesses are considered to have limited resources as compared to male-owned businesses because of their limited access to ‘right’ social circles which can help them in accessing those resources as they are regularly excluded from traditional business networks and they further lack access to information about networks (Bennet & Richardson, 2005). Carter and Hisrich (1999) have pointed out that certain groups of women – i.e., those from ethnic minorities – can experience additional difficulties in gaining access to certain resources, which hamper their growth and performance. For women entrepreneurs, strong tie relationships with family members and friends are more helpful (as compared to men) for generating initial capital and emotional support (Uzzi, 1997; Welter et al., 2002). Whereas, a diverse network of weak tie relationships with customers, suppliers, and resource providers are helpful in accessing the financial, human, and physical resources (Bennet & Richardson, 2005) and may result in increase in legitimacy (Uzzi, 1997; Higgins and Gulati, 2003). Based on the literature establishing a positive relationship between a firm’s growth and an entrepreneur’s level of social capital (Liao and Welsh, 2001; Batjargal, 2005), this study hypothesises that higher social capital of women entrepreneur increases her firm’s growth.

H 1: Firms owned by women entrepreneurs having higher level of social capital show higher employment growth.

H2: Firms owned by women entrepreneurs having higher level of social capital show higher revenue growth.

H3: Firms owned by women entrepreneurs having higher level of social capital show higher profit growth.

3.4     Human Capital and Women’s Entrepreneurship

Human Capital Theory is stimulated by the hypothesis that there exists a general positive correlation between education and earnings (Grogan, 1997). Although modern human capital theory was originally advanced by Schultz (1961), it is Becker (1964) who is considered to be the original principal promoter of human capital theory. Becker proposed that an individual's education and work experience were the major inputs into an individual's income. Education as an indication of general human capital is one of the most cited variables in entrepreneurship research, linked to the growth and performance of firms (Bruderl et al., 1992; Parker and van Praag, 2006). It is considered to be useful for opportunity recognition as the knowledge and information accelerate the process of idea generation and innovation (Becker, 1964; Hayton, 2005). Specific human capital consisting of industry experience, training, and skills enhances market and product knowledge, and helps in understanding the industry structure, and dynamics. In addition, managerial experience and tacit knowledge of the same industry also influence the growth indicators of a firm. Empirical research demonstrates that women entrepreneurs are disadvantaged as compared to men in specific human capital such as managerial, technical, and self-employment experience (Kalleberg and Leicht, 1991; Boden and Nucci, 2000). However, they compensate it with the same or higher level of education (Cowling and Taylor, 2001).

Human capital can play an important role in acquiring resources especially financial resources. Chandler and Hanks (1998) describe that both human and financial capital are substitutable. For example financial institutions consider human capital as an important asset when deciding about the provision of finance, which eventually plays an important role in the growth of enterprises (Zakharakis and Meyer, 2000). As raising financial capital at start-up and/or during the growth process is one of the biggest constraints for women entrepreneurs (Brush et al., 2004), human capital can play a crucial role in compensating that deficiency. The same arguments has generated following hypotheses for this study:

H4: Firms owned by women entrepreneurs having higher level of human capital show higher employment growth.

H5: Firms owned by women entrepreneurs having higher level of human capital show higher revenue growth.

H6: Firms owned by women entrepreneurs having higher level of human capital show higher profit growth.

3.5     Linkage of Human Capital and Social Capital 

One of the most cited benefits of extended social capital for entrepreneurs is the privileged access to information (Nahapiet and Ghoshal, 1998; Brush et al., 2004). However, this information can be transformed into opportunities and consequently to revenue generation and profit maximisation only if entrepreneurs have enough knowledge, skills, and experience to absorb that information and convert it to ideas. Therefore, entrepreneurs with higher human capital (both general and specific) on the basis of their knowledge, skills, and experience have an advantage to assimilate information from the environment more effectively and efficiently and to translate it to innovative product, services, systems, and / or procedures (Kugler, Rosenbusch, and Mader, 2007).

Empirical research acknowledges that effective relationship with customers, suppliers, employees, and other resource providers affect positively on firm’s performance (Bennet & Richardson, 2005). One can argue that the chances for the same increase if entrepreneurs have higher human capital. For example, financial institutions will be more interested to support an entrepreneur with relevant skills, experience, and knowledge as compared to those who do not possess relevant experience, skills or knowledge. Similarly, if customers and suppliers are aware of an entrepreneur’s ability to successfully operate his/her business on the basis of experience, skills, and knowledge, they will be willing to have a stronger business relationship. This argument generates the hypothesis that the linkage between social capital and growth of a firm is higher in businesses owned by entrepreneurs with a high level of human capital as compared to businesses owned by entrepreneurs with low level of human capital. 
H7: Human capital moderates the relationship between social capital and compound sales growth such that the slope of the relationship is higher for women-owned businesses with a high level of human capital.

4.0      Research Methodology

To determine the impact of women entrepreneurs’ social and human capital on the growth and ultimate success of their businesses, an online questionnaire was designed using ‘SNAP’ survey software, which is a powerful, intuitive Windows-based program for questionnaire design, data collection and analysis. Once designed, the questionnaire can be printed for postal or face-to-face interviews or to conduct telephone, email or web-based surveys. SNAP survey results can be exported to SPSS for more detailed quantitative analysis.

The current research aimed to gather information both of a quantitative and qualitative nature, therefore, the questionnaire contained a variety of scaled, open ended, rank order, dichotomous, and multiple choice questions.  Measurement of social capital was based on the variables used in previous studies such as size and composition (Renzulli et al., 2000), contents of network exchanges (Blackburn et al., 1990; Renzulli et al., 2000; Coviello, 2005; Shaw et al., 2005), strength and density (Aldrich, 1989; Davidsson and Honig, 2003) and trust and community activities (Mitchell and Jesselyn, 2005). For human capital measurement, variables such as education, work experience in the same sector, management/business training (Becker, 1964; Bruderl et al., 1992; Hayton, 2005) were used for this study.

The web-link of the online questionnaire was sent via email to 2760 women entrepreneurs (randomly selected from “Business Connections database” provided by Thomson Directories Ltd.) based in three regions of England (920 each in Greater London, East of England, and South East of England). Initial data was collected through 517 on-line filled questionnaires (response rate=18.73%) followed by 40 face to face in depth interviews. Some of the advantages of adopting online-questionnaire methodology included reduced costs, increased response rate as compared to postal survey, shortened data collection-analysis-presentation cycles, and enhanced interactivity of research materials (Stanton and Rogleberg, 2001). Statistical analysis using SPSS was applied to analyse quantitative data (gathered through 517 online responses) to measure the size, density, intensity, contents and frequency of women entrepreneurs’ social capital as well as their human capital. 

Data analyses consisted of frequency analyses of the demographic information based on geographical, educational, marital, ethnic, sectoral, as well as type of establishment and the age of the entrepreneur. SPSS was used to study the correlations of social capital and human capital with three dependent variables, employment growth, revenue growth and profit growth. One way ANOVA and post hoc tests were also conducted to determine multiple comparisons and to draw mean plots. Regression analysis was conducted to determine the level of employment, revenue, and profit growth based on the respondents’ scores on the individual variables of social capital and human capital groups. 

Detailed interviews of 40 women entrepreneurs in the second stage helped in acquiring information about the durability of their social capital as well as the ways how they build, maintain, and utilise their social capital. The qualitative data collected was inductively analysed and interpreted in response to open-ended questions. This helped in acquiring in-depth information about the effect of individual capabilities of entrepreneurs such as training, education, and prior experience in the same field as well as social connections on the growth of the business in different stages of the business cycle. However, this paper only discusses the quantitative results to test the hypotheses. The findings of multivariate and inductive analysis will be presented in future papers. 

Though, a variety of financial measures have been utilised in the literature to evaluate business growth such as sales revenue (Rosa et al., 1996), the number of employees (Birley, 1987; Birley and Westhead, 1990), profit level (Edleman et al., 2005), and the number of customers (Baldwin et al., 1994), while analysing the growth in this study only three of the criteria were adopted i.e., sales revenue, profit, and number of employees. One of the main reasons for doing so was the fact that extracting information from entrepreneurs about annual sales turnover and number of employees is considered to be least problematic through structured questionnaire (Rosa et al. 1996; Edleman et al., 2005) as these two are mostly recorded because of the administrative and legal reasons (Rosa et al., 1996; Barkham et al., 1996; Freel and Robson, 2004).  Though, according to Birley and Westhead (1990) and Edleman et al. (2005) entrepreneurs feel reluctant to share information about their customers and profit figures. The majority of respondents (82.97%) shared their profit level as well while filling the online questionnaire. Therefore, based on the methods adopted in the literature (Basu and Goswami, 1999; Altinay and Altinay, 2006: 212), the dependent variables were calculated as follows:

· Compound employment growth was measured by change in employment since start-up. 

Ei = Ej (1 + r/100)ª 

Where Ei is the employment today, which is in year 2007, Ej is the employment at start-up, ‘a’ denotes the number of years since start-up, and ‘r’ is the compound average growth rate of employment since start-up.

· Compound annual revenue growth was measured by change in annual revenue since the end of the first year of business. 

Rni = Rnj (1 + r/100)ª 

Where Rni is the annual revenue generated in the most recent year, Rnj is the annual revenue generated at the end of the first year of business, ‘a’ denotes the number of years since start-up, and ‘r’ is the compound average revenue growth rate since start-up.

· Compound annual profit growth was measured by change in annual profit since the end of the first year of business. 

Pti = Ptj (1 + r/100)ª 

Where Pti is the annual revenue generated in the most recent year, Ptj is the annual revenue generated at the end of the first year of business, ‘a’ denotes the number of years since start-up, and ‘r’ is the compound average profit growth rate since start-up.

4.1     Limitations of the Methodology

Because of the budget and time constraints, the study was conducted in three regions of England. To increase its validity and reliability, the study can be conducted in more regions on a larger sample. Though, a number of respondents provided their profit figures. However, the fact that quite a few (almost 20%) opted out to share these figures, limiting the sample, and consequently, affecting the significance of results.

Most of the studies investigating the growth of enterprises rely on employment growth and / annual sales growth figures. Though, data on both of these indicators, in addition to compound profit growth was available. However, due to time constraints, certain growth indicators such as number of customers, proxy performance measures (geographical range of markets, VAT registration); subjective measures (including the ability of the business to meet business and domestic needs); and entrepreneurial performance measures (the desire for growth, the ownership of multiple businesses) were not considered for the scope of this study. 

5.0     Findings and Discussion

5.1 Descriptive Statistics

The initial data was collected through filled questionnaires online submitted by 517 respondents out of 2760 women entrepreneurs contacted through email. Their business sector profile reflects a majority of respondents (75%) in the services sector, followed by trading (16%) and manufacturing sectors (9%). These figures are consistent with recent research works conducted (Roomi and Beatriz, 2007; Roomi, 2007) on women entrepreneurs in the UK.  Of the 517 participants of this study, 183 (35.81%) were from Greater London region, whereas 179 (35.03%) and 149 (29.16%) were operating from the East of England region and South East of England region respectively.
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Most of these women entrepreneurs (59.96%)started their businesses when they were under the age of 35, while 162 (31.33%) started their businesses when they were in between 35-44 years, only 39 (7.5%) started after the age of 54. These results confirm the findings of Birley et al. (1989), Carter and Anderson (2001), and Shaw et al. (2005) that women start their businesses at a younger age. Most of the women entrepreneurs (61.52%) confirmed that they had previous work experience in the same sector before starting their own business, whereas only 16.50% started their business after having a formal business education or training. 

With regard to educational qualification, one of the most cited variables for general human capital (Becker, 1964; Boden and Nucci, 2000), very few respondents (2.34%) could not complete their school, 22.07% completed their GCSEs, whereas 19.53% of each completed either their A levels or vocational education before starting their businesses. Quite a few (27.73%) had earned an undergraduate degree, whereas 6.54% had postgraduate qualifications. The educational profile shows that almost all (except 2.34%) women entrepreneurs had attained education beyond the school level, contributing to their human capital.
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Data was organised and structured around three dependent and a number of independent variables assembled into two main groups namely social capital and human capital. The main findings were interpreted on the basis of the theoretical framework (section 3) and previous research, which helped in designing the questionnaire and scales for measurement of variables.  

Table I

Descriptive Statistics

	Variable
	N
	Minimum
	Maximum
	Mean
	Std. Deviation

	Compound Employment Growth Rate
	507
	-1.57
	55.18
	12.2907
	7.91901

	Compound Sales Growth Rate
	487
	-20.54
	146.31
	23.4294
	13.65196

	Compound Profit Growth Rate
	429
	-23.01
	75.41
	21.4364
	13.62940

	Social Capital
	502
	47
	142
	101.50
	14.367

	Human Capital
	485
	1
	30
	8.89
	6.123


Table 1 describes the descriptive statistics for this study. N denotes the number of valid responses out of the total 517. The compound employment growth showed for women-owned enterprises participating in the study, ranged in between -1.57% to 55.18%, with a mean=12.2907 and sd=7.91901, showing the majority of results in the first two quartiles. For this dependent variable, below zero results were defined as negative employment growth, 0 - 9.99 % compound growth in employment was termed as slow employment growth. Whereas the range of 10-19.99 % was defined as the medium employment growth and any business showing a growth rate of 20% or more was considered of having high employment growth rate. For revenue and profit, the same cut-off figures were adopted. 

Correlation between dependent and groups of independent variables measures the direction and magnitude of the linear relation between them (Nicol and Pexman, 2005). Table 2 describes the inter-correlations between the dependent variables (compound employment growth, compound revenue growth, and compound profit growth) and groups of independent variables (social capital and human capital).  
Table II

	Variable
	 
	1
	2
	3
	4
	5

	(1) Social Capital
	Pearson Correlation
	1
	.114*
	.231**
	.214**
	.124*

	 
	Sig. (2-tailed)
	.
	.013
	.000
	.000
	.011

	
	N
	502
	472
	493
	474
	419

	(2) Human Capital
	Pearson Correlation
	.114*
	1
	.070
	.066
	.005

	 
	Sig. (2-tailed)
	.013
	.
	.125
	.161
	.927

	
	N
	472
	485
	477
	457
	401

	(3) Compound Employment Growth Rate
	Pearson Correlation
	.231**
	.070
	1
	.577**
	.371**

	 
	Sig. (2-tailed)
	.000
	.125
	.
	.000
	.000

	
	N
	493
	477
	507
	479
	423

	(4) Compound Sales Growth Rate
	Pearson Correlation
	.214**
	.066
	.577**
	1
	.530**

	 
	Sig. (2-tailed)
	.000
	.161
	.000
	.
	.000

	
	N
	474
	457
	479
	487
	414

	(5) Compound Profit Growth Rate
	Pearson Correlation
	.124*
	.005
	.371**
	.530**
	1

	 
	Sig. (2-tailed)
	.011
	.927
	.000
	.000
	.

	
	N
	419
	401
	423
	414
	429


Inter-Correlations of Dependent and Independent Variables

*  Correlation is significant at the 0.05 level (2-tailed)

**Correlation is significant at the 0.01 level (2-tailed)

5.2     Social Capital and Growth of Women-Owned Enterprises

The entrepreneurship literature establishes a positive relationship between the growth of firms and social capital of the entrepreneur (Liao and Welsh, 2001; Batjargal, 2005; Bennet & Richardson, 2005; Deakins et al., 2007). This study also confirms a significant positive connection between social capital possessed by women entrepreneurs and compound employment growth rate as well as compound revenue growth rate (at .01 level) of their enterprises. The significant linkage between social capital and compound profit growth was present only at .05 level. One can observe (in Table II) that number of responses for profit figures is low (10-14%) as compared to employment and revenue responses. The same can be one of the reasons for the change in significance levels as the sample size is larger for compound employment growth and compound revenue growth.  Another factor could be self-reported low figures for profit by women entrepreneurs who participated in the study.

The range of score for social capital of the respondents was in between 47-142. Women entrepreneurs having a score up to 95, between 96 and 110, and more than 110 were categorised possessing of low, medium, and high social capital levels respectively on the basis of post-stratification of the available data. One way ANOVA of the social capital shows (in Table III) significant difference between groups for compound employment growth rate and compound sales growth rates. 

Table III

One way Analysis of Variance – Social Capital 

	Dependent Variables
	
	Sum of Squares
	df
	Mean Square
	F
	Sig.

	Compound Employment Growth Rate
	Between Groups
	1007.451
	2
	503.726
	8.259
	.000

	 
	Within Groups
	29886.118
	490
	60.992
	 
	 

	 
	Total
	30893.569
	492
	 
	 
	 

	Compound Sales Growth Rate
	Between Groups
	2399.919
	2
	1199.959
	6.523
	.002

	 
	Within Groups
	86649.183
	471
	183.969
	 
	 

	 
	Total
	89049.101
	473
	 
	 
	 

	Compound Profit Growth Rate
	Between Groups
	397.808
	2
	198.904
	1.065
	.346

	 
	Within Groups
	77681.998
	416
	186.736
	 
	 

	 
	Total
	78079.806
	418
	 
	 
	 


Multiple comparisons through ‘Post Hoc tests’ for compound employment growth rate of enterprises show significant difference of means between companies owned by women with low social capital as compared to women possessing medium (mean difference=3.0187, std. error=.84737, sig.=.000) and/or high social capital (mean difference=3.3675, std. error=.93854, sig.=.000) at .05 level. However, there’s no significant difference of mean (mean difference=.3488, std. error=.85298, sig.=.683) between medium and high social capital levels for compound employees growth rate. The results confirm the hypothesis - HI that ‘firms owned by women entrepreneurs having higher level of social capital show higher employment growth’.  

Figure I

Difference of Means Plots – Social Capital
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For compound sales growth, the difference of means is significant at .05 level between groups possessing low and medium social capital (mean=3.6586, std. error=1.50631, sig.=.016), and between low and high social capital (mean=5.8792, std. error=1.64786, sig.=.000). The difference of mean is not significant at .05 level for compound sales growth rate for medium and high social capital levels (mean difference=-2.2206, std. error=1.50298, sig.=.140). The same results are represented graphically in Figure I. The results confirm the second hypothesis - H2 that ‘firms owned by women entrepreneurs having higher level of social capital show higher revenue growth’.  

For compound profit growth, though there’s a positive correlation with social capital at .05 level (please refer to Table II). However, post hoc tests do not show any significant difference of means between groups. Therefore, the third hypothesis H3, that ‘firms owned by women entrepreneurs having higher level of social capital show higher profit growth’ was partially supported by our data (through correlation) but not through difference of means within groups.

5.3     Human Capital and Growth of Women-Owned Enterprises

Education, work experience in the same industry, market and product knowledge as well as skills and training constitute an individual’s human capital (shaw et al., 2005). This study could not found any significant positive correlation between human capital possessed by women entrepreneurs and compound employment growth, compound sales growth and compound profit growth of their enterprises (please refer to Table II). 

On the basis of post-stratification of the available data, women entrepreneurs’ human capital was divided into three categories. Women entrepreneurs having a score of 11 and above, between 5 and 10, and less than 5 were categorised as possessing of high, medium, and low human capital respectively. One way analysis of variance (ANOVA) of the data for human capital showed (in Table IV) significant difference at .05 level between groups only for compound employees growth rate. Compound sales growth and compound profit growth rate showed no significant difference between groups either at either .01 or .05 levels.
Table IV

One way Analysis of Variance – Human Capital 

	 
	 
	Sum of Squares
	df
	Mean Square
	F
	Sig.

	Compound Employment Growth Rate
	Between Groups
	589.216
	2
	294.608
	4.692
	.010

	 
	Within Groups
	29764.414
	474
	62.794
	 
	 

	 
	Total
	30353.630
	476
	 
	 
	 

	Compound Sales Growth Rate
	Between Groups
	1003.352
	2
	501.676
	2.632
	.073

	 
	Within Groups
	86542.586
	454
	190.622
	 
	 

	 
	Total
	87545.938
	456
	 
	 
	 

	Compound Profit Growth Rate
	Between Groups
	225.498
	2
	112.749
	.598
	.550

	 
	Within Groups
	74983.552
	398
	188.401
	 
	 

	 
	Total
	75209.050
	400
	
	
	 


Multiple comparisons through ‘Post Hoc tests’ for compound employment growth rate of enterprises show significant difference of means between companies owned by women with low human capital as compared to women possessing high human capital (mean difference=2.3381, std. error=.84737, sig.=.014). However, no significant difference of means was found between low human capital and medium human capital for compound employees growth (mean difference=.1356, std. error=.88246, sig.=.878). The results are shown in Figure II (a). Significant difference of means (mean difference=.2.4737, std. error=.86974, sig.=.005) between medium and high human capital levels was found for compound employees growth rate. The results partially confirm the fourth hypothesis – H4 that ‘firms owned by women entrepreneurs having higher level of human capital show higher employment growth’.  

For compound sales growth, the difference of means is significant at .05 level between groups possessing low and high human capital (mean difference=3.3275, std. error=1.68390, sig.=.049), and between medium and high human capital (mean difference=3.1627, std. error=1.55092, sig.=.042). The difference of mean is not significant at .05 level for compound sales growth rate for low and medium human capital levels (mean difference=.1647, std. error=1.56782, sig.=.916). The results partially confirm the fifth hypothesis – H5 that ‘firms owned by women entrepreneurs having higher level of social capital show higher revenue growth’.
Figure II

Difference of Means Plots – Human Capital
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For compound profit growth, there’s neither a positive correlation with human capital at any level (please refer to Table II), nor the post hoc tests show any significant difference of means between groups. Therefore, the sixth hypothesis H6, that ‘firms owned by women entrepreneurs having higher level of human capital show higher profit growth’ was not supported by the data gathered for this study. 

5.3 Human Capital moderates the relationship between Social Capital and

Compound Sales Growth Rate? 

To determine the effect of human capital on the relationship of social capital and compound sales growth, a regression model was developed using the data. Table V shows the model summary, where social capital is the independent variable, compound sales growth is the dependent variable, and R denotes their correlation. 

It can be observed that the value of R is lowest (.128) for low human capital group, highest (.325) for the middle human capital group, but drops again (.146) for high human capital group. This means that the slope of the relationship between social capital and compound sales growth is highest for women entrepreneurs with medium human capital.    

Table V

Social Capital and Compound Sales Growth

Regression Model Summary

	Human Capital Group
	Model
	R
	R Square
	Adjusted R Square
	Std. Error of the Estimate

	.
	1
	.213(a)
	.045
	.010
	10.24227

	Low (Upto 4)
	1
	.128(a)
	.016
	.008
	15.98175

	Medium (5 to 10)
	1
	.325(a)
	.106
	.101
	11.84979

	High (11 and above)
	1
	.146(a)
	.021
	.014
	13.34677


              a.  Predictors: (Constant), Social Capital

Analysis of variance (ANOVA) of this model shows that the regression model is significant for the medium human capital group only (mean square = 3024.737, F=21.541, Sig.=.000). Whereas, the model is not significant for low or high human capital groups at .05 level as shown in Table VI. 


Table VI

ANOVA – Compound Sales Growth Rate

	Human Capital Group
	Model
	 
	Sum of Squares
	df
	Mean Square
	F
	Sig.

	.
	1
	Regression
	134.267
	1
	134.267
	1.280
	.268(a)

	 
	 
	Residual
	2832.412
	27
	104.904
	 
	 

	 
	 
	Total
	2966.679
	28
	 
	 
	 

	Low (Upto 4)
	1
	Regression
	528.104
	1
	528.104
	2.068
	.153(a)

	 
	 
	Residual
	31671.630
	124
	255.416
	 
	 

	 
	 
	Total
	32199.734
	125
	 
	 
	 

	Medium (5 to 10)
	1
	Regression
	3024.737
	1
	3024.737
	21.541
	.000(a)

	 
	 
	Residual
	25556.000
	182
	140.418
	 
	 

	 
	 
	Total
	28580.737
	183
	 
	 
	 

	High (11 and above)
	1
	Regression
	514.318
	1
	514.318
	2.887
	.092(a)

	 
	 
	Residual
	23692.135
	133
	178.136
	 
	 

	 
	 
	Total
	24206.453
	134
	 
	 
	 


Though, these findings do not support the hypothesis – H7 that “Human capital moderates the relationship between social capital and compound sales growth such that the slope of the relationship is higher for women-owned businesses with a high level of human capital”. However, it corroborates the findings of Kugler, Rosenbusch, and Mader (2007) that women entrepreneurs with low level of human capital cannot utilise their social capital at optimal level. They have a better chance to assimilate information from their social structure, generate ideas and transform it into innovative products, services, systems and procedures, if they have reasonable human capital to understand and utilise that information effectively and efficiently. 

Building, maintaining and utilising social capital effectively needs investment of time and finances. One can understand, if women entrepreneurs have high level of human capital, they would rely more on their own knowledge, skills, and experience rather than investing time and energy on building maintaining and utilising their social capital for their company’s sales growth. The same rationale could explain why the slope of the relationship between social capital and compound sales growth rate is not higher for women entrepreneurs in the high human capital group.

6.0     Conclusion

The results of this study substantiates Davidsson and Honig’s (2003) study of nascent entrepreneurship, which found that human capital contributed little to predicting successful completion of the start-up phase. This study also authenticates that women entrepreneurs’ human capital especially specific human capital (work experience, business training, and skills) plays some role in the growth of their enterprises. Medium level of human capital acts as a significant mediating factor between the social capital of a women entrepreneurs and the growth of her firm. However, if a woman entrepreneur possesses low level of human capital, there’s a possibility that she would not be able to effectively utilise her social capital for the growth of her enterprise.  

Keeping in view that raising financial capital at start-up and/or during the growth process has been mentioned as one of the biggest constraints for women entrepreneurs (Brush et al., 2004). The findings that social capital of women entrepreneurs plays more significant role than their human capital in raising compound employees growth rate and compound sales growth rate also authenticate suggestions of Shaw et al. (2005: 4) that “other than the educational experience of business owners, measures of social rather than human capital may have greater impact on business owners’ access to finance”. 

It is not only finance which entrepreneurs need, to grow their businesses. They need to acquire knowledge, information, and resources such as skills and labour as well, which can be the determining factors in the development of an entrepreneurial venture (Gabbay and Leenders, 1999). This study validates that that the use of networks and interpersonal relationships by women business owners help them in accessing information, advise, and ideas as well as financial and human resources. The availability of these resources and /or informal assistance generated through their social capital act as a catalyst to grow their businesses and the same can be backed up by the positive correlation of social capital and compound employment as well as sales growth established through this study.

During the course of this study, almost all of the interviewees acknowledged the importance and usefulness of belonging to groups, and the benefits of maintaining good relationships with different people connected with the business. However, perceptions about what exactly is their social capital, varied depending on the nature, sector and form of the business. The description of the same can increase the reliability and validity of this study. Because of the limitations of space, the inductively analysed and interpreted data will be presented in the future. 
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