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Why Hurry? The Slow Process of High Growth in
Women-Owned Businesses in a Resource-Scarce
Context
by Michael Zisuh Ngoasong and Albert Nsom Kimbu

This article critically uncovers how embeddedness within a resource-scarce context influences
high-growth women’s entrepreneurship. Research suggests that though highly embedded women
entrepreneurs can easily access resources and attain legitimacy, resulting in high-growth
businesses, they can also become locked into existing systems that constrain their growth
development paths. Using 16 qualitative cases developed in Cameroon, we unpack and resolve
this paradox by analyzing how entrepreneurial path creation by women entrepreneurs enables
the realization of growth aspirations. Implications for initiatives to support high-growth women’s
entrepreneurship in resource-scarce contexts are critically examined.

Introduction

Entrepreneurship scholars have begun to
challenge the long-held view that most women
entrepreneurs in developing countries are survivalist or necessity entrepreneurs who do not
display growth intentions or growth-oriented
entrepreneurship. In an examination of growth
in terms of sales, employees, revenue, and productivity, Bardasi, Sabarwal, and Terrell (2011)
found that although women-owned businesses
in developing countries may be smaller in size
because they start from a lower base, they are
equally as efficient and growth-oriented as
male-owned businesses. A recent study of the
street food sector in sub-Saharan Africa challenged the “survivalist” label in development
policies that prioritize growth-oriented enterprises by supporting growth aspirations among

necessity-driven men and women-owned enterprises (Knox et al. 2018). Grimm, Knorringa,
and Lay (2012) urges researchers to distinguish
constrained gazelles from survivalist and highgrowth (top-performing) firms when examining high-growth entrepreneurship:
Constrained gazelles share some characteristics with top performers, such as education, language skills, sector choice and some
basic management abilities, but are not (yet)
as successful. [However] the constrained
gazelles—similar to survivalists—possess
very low levels of capital. Constrained gazelles earn a very high marginal return to
capital, which underscores their potential to
become top performers. (Grimm, Knorringa,
and Lay 2012, p. 1352–1353)
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Based on the above, a research gap exists
in the high-growth women’s entrepreneurship
literature regarding the growth development
paths of women-owned businesses for women
entrepreneurs who display growth orientations
but who may be locked into the constrained
gazelle category. Addressing this research gap
advances the existing theories in two ways.
First, “high-growth firms are relatively rare
and the vast majority of new ventures are created primarily to provide ‘salary-substitution’
for small businesses for their owners” (Douglas
2013, p. 634). This notion supports Davis
and Shaver’s (2012, p. 70) call to move beyond equating a traditional definition of high
growth to successful women’s entrepreneurship to unpacking “growth as an intermediary
variable that influences (rather than assumes)
more fundamental goals.” This shift includes
in-depth analyses of both financial success
and the complex series of factors (e.g., self-realization, recognition, and innovation) that underpin the dilemma of high-growth women’s
entrepreneurship (Manolova et al. 2012; Morris
et al. 2006).
Second, the resource-scarce context of entrepreneurship in sub-Saharan Africa is characterized by a high number of active entrepreneurs
engaged in a growing but untapped market and
government institutions struggling to create an
enabling environment to address this mismatch
(Linna 2013; Ngoasong 2018). Women’s entrepreneurship occurs in the midst of constraints
(e.g., difficulties obtaining credit, cultivating
business networks, and dealing with government officials and cultural norms) that restrict
many women to survivalist entrepreneurship
(Bardasi, Sabarwal, and Terrell 2011). However,
there is ample evidence of women entrepreneurs successfully creating and operating
small businesses (Kimbu and Ngoasong 2016;
Stevenson and St-Onge 2011; Tillmar 2016),
leading to calls for regional and country-specific
policy initiatives intended to encourage more
women’s entrepreneurship (Huysentruyt 2014;
World Bank 2016). According to Achtenhagen,
Naldi, and Melin (2010), the study of business
growth suffers from a gap between theoretical findings and how practitioners perceive
business growth. Uncovering how women
overcome the dilemmas of high-growth entrepreneurship in the midst of these constraints
offers the chance to identify opportunities for
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growth-oriented women entrepreneurs that can
inform policy.
This article therefore contributes to the highgrowth women’s entrepreneurship literature by
unpacking and resolving the dilemma of highgrowth women’s entrepreneurship through
the analysis of the growth development paths
of women-owned businesses. Theoretically, we
draw on studies of embeddedness (Mair and
Martí 2006), dilemmas of firm growth paths
(Grimm et al. 2012; Morris et al. 2006), and entrepreneurial path creation (Sydow, Schreyögg,
and Koch 2009). Embeddedness is the coexistence and interaction of entrepreneurs with
other actors within a community or country ( Jones et al. 2014; Yousafzai, Saeed, and
Muffatyo 2015). Mair and Martí (2006, p. 40)
stated that highly embedded actors “can easily
access resources and win legitimacy; less embedded actors are more likely to engage in social ventures that challenge rules and norms as
they are not ‘locked’ into the existing structure.
Clearly an answer as to whether such a paradox exists and how to resolve it will require
further research.” We therefore pose a key research question: (1) How does embeddedness
within a resource-scarce context influence the
growth development paths of women-owned
businesses?
Empirically, we provide a qualitative analysis of growth-oriented entrepreneurial path
creation in women-owned tourism businesses
in Cameroon. In developing countries, “firms
in the hotel and restaurant or in the transport
sector have a higher probability of being in the
group of top-performers relative to the firms
that are in textile manufacturing” (Grimm,
Knorringa, and Lay 2012, p. 1356). Although
Cameroon is a factor-driven economy (GEM
2014), approximately 70% of women are involved in the tertiary/services sectors, including the tourism industry (Menye and Sateudu
2017, p. 138; Kimbu and Ngoasong 2016). This
article therefore extends “further afield, focusing on important new questions and sites” that
are underexplored (Hughes et al. 2012, p. 436)
through qualitative approaches that provide
richer insights into industry-specific influences
(Alsos, Isaksen, and Ljunggren 2006; Manolova
et al. 2012). The next section is a review of the
literature, followed by a description of the research method. The study findings, discussion,
and conclusions are presented thereafter.
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Literature Review

Embeddedness and High-Growth
Women’s Entrepreneurship: The
Cameroon Context
A review of the existing literature portrays Cameroon as a resource-scarce context for understanding how embeddedness
influences growth-oriented women’s entrepreneurship. Despite being a factor-driven
economy, Cameroon has the highest rate
of total early-stage entrepreneurial activity (TEA) among African countries, with a
female/male TEA ratio of 0.92 compared to
an average of 0.70 across Africa and 0.67
globally (GEM 2015/2016). The female/male
opportunity-driven TEA ratio in Cameroon
is also very high at 0.91 (GEM 2015/2016).
The legal and commercial infrastructure
(3.05) and government support programs
relating to entrepreneurial activities around
agriculture (2.78) are also more developed
compared to those of other African countries (e.g., Ghana and Nigeria) (GEM 2014,
2015/2016). However, Cameroon has one of
the highest business discontinuation rates
and the lowest rates of opportunity-oriented
early-stage entrepreneurial activity in Africa
(GEM 2015/2016). Major resource constraints
facing sub-Saharan Africa women entrepreneurs include “(1) poor SME support, (2) lack
of opportunities for business leadership roles
compared to men, (3) less access to financial
services and products compared to men, and
(4) lower level of knowledge assets compared
to men” (Mastercard 2017, p. 27).
Embeddedness positively influences entrepreneurial expectations through access to
resources and entrepreneurial agency (Datta
and Gailey 2012; Griffin-El and Olabisi 2018;
Manolova et al. 2007). Although government
policies in Cameroon do not sufficiently facilitate business registration and taxation or
access to finance from regulated financial
institutions (Stevenson and St-Onge 2011),
there are notable attempts to support women’s entrepreneurship. For example, statefunded self-governing women initiatives,
such as Les Femmes Entrepreneurs, provide
women with access to mobilized funds, market research, and commercialization opportunities for their small businesses (Førde 2013).
However, most women still struggle to access
financing from regulated banks due to insufficient guarantees (54.9%) and lack of support

for preparing applications (22.9%) (Epo 2012,
p. 6). Low life expectancy at birth (54.4 years)
and high birth rates (4.81 births per woman)
also significantly reduce the time and effort
women can devote to entrepreneurial activities and restrict many to housewife and child
caring roles (Epo 2012; Førde 2013; World
Bank 2016).
Second, most women operate in the informal
(unregulated) sector (van Doorn and Tall 2017).
Therefore, for many women, embeddedness
through membership in community associations, rotating/accumulating savings and credit
associations, hometown associations, and tribal
meetings provides access to a combination of
low interest credit and savings and communitarian projects that may promote entrepreneurial activities (Ngoasong and Kimbu 2016).
Such associations have internal regulations
(written or unwritten) that check and control
membership as alternatives to formal courts for
settling contractual arrangements regarding financial and material exchanges involving small
businesses (Khavul, Bruton, and Wood 2009).
The collective mobilization of resources does
not always guarantee that women will achieve
entrepreneurial success, especially when they
lack entrepreneurial agency to access and utilize these resources for entrepreneurial purposes due to their educational and socialization
skills (Stevenson and St-Onge 2011). Operating
in the informal sector also represents a challenge due to fear of sanctions if discovered by
government authorities (Lock and Smith 2015;
Ngoasong and Kimbu 2016).
A third component of embeddedness is
family relationships, such as husbands providing start-up capital for their wives’ businesses (Derera, Chitakunye, and O’Neill 2014).
Succession patterns across Africa are heavily influenced by local customs and traditions, most of which favor men compared to
women (World Bank 2016). When extended
family and kinship come into play, reciprocal obligations arise that often impose social
and financial obligations, resulting in more
strain on women entrepreneurs (Otoo, Fulton,
Ibro, and Lowenberg-DeBoer 2011). In Kenya,
“most marriages are really between extended
families, not merely between individuals as in
the West … yet the network consequences of
marriage are different for men than they are
for women,” as the structure and organization
of society still favors that property and business assets be held by a man in most families
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(Khavul, Bruton, and Wood 2009, p. 1223). In
Cameroon, succession patterns are seen as detrimental to women, who are often considered
to belong to their husbands’ families (Ngoasong
and Kimbu 2016).

Theoretical Framework
To analyze how embeddedness influences
the growth development paths of women-owned businesses, we draw on the literature integrating embeddedness (Mair and
Martí 2006), the dilemmas of firm growth
paths (Grimm et al. 2012; Morris et al. 2006),
and entrepreneurial path creation (Sydow,
Schreyögg, and Koch 2009). By being embedded, women can access networking opportunities and resources for entrepreneurial
activities; however, they can also become
locked into network structures that constrain access to resources (Mair and Martí
2006; Welter 2011). To elaborate a theoretical relationship between embeddedness and
firm growth path, we consider the argument
in Grimm et al. (2012) that “constrained gazelles” in West Africa share some characteristics of top-performing, high-growth firms but
are not yet as successful, although they are
more successful than survival entrepreneurs
with fundamentally different characteristics.
Grimm et al. (2012) suggested that despite
having similar high-growth ambitions as top
performers, women-owned firms in the “constrained gazelles” category may never realize
their growth aspirations (or may take longer
to do so) due to being locked in by constraints
related to “access to household resources and
the need of women to combine their professional activity with housework” (p. 1356).
Embeddedness therefore creates a dilemma
in the growth development paths of women
entrepreneurs, and our aim in this article is to
attempt to unpack and resolve this dilemma.
Compared to men, women own businesses that
are smaller in size and have growth paths and
patterns that are slower, and they face more
difficult choices and barriers (Carter and Allen
1997; Morris et al. 2006). Thus, in male-dominated contexts such as Cameroon, the difficult
choices and barriers facing women suggest that
lock-in effects can be much more difficult to
overcome. The concept of the growth development path is related to the distinction between
path dependency and path creation as applied
to entrepreneurship (Garud and Karnøe 2001)
and the organization of enterprises (Thrane,
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Blaabjerg, and Møller 2010). Path dependency
is evident within current decision-making and
the influence of history on entrepreneurs’ strategic planning (Garud et al. 2010). Vergne and
Durand (2010) argued that path dependence
is not a theory; rather, it is a process (history
unfolding in a self-reinforcing manner) and an
outcome (a persistent state with specific properties, called “lock-in”).
The path-creation approach suggests
that though entrepreneurs are embedded in
path-dependent structures, the choice they
make to deviate from it and the actions they
take to realize those choices ultimately determine their paths towards successful or failed
entrepreneurial outcomes. Relatedly, the strategic choice perspective argues that depending
on the stage of the development of the enterprise (Abatecola 2010), managers are viewed
as being able to shape the strategic choices
of the firm and are responsible for path-creating trajectories (Vergne and Durand 2011).
Thus, by being embedded in formal and informal networks, entrepreneurs can still achieve
path creation by either avoiding or overcoming the constraining effects of lock-in (Garud
and Karnøe 2001; Garud, Kumaraswamy, and
Karnøe 2010). Lock-in includes arrangements
in which an entrepreneur (and his/her enterprise) is obliged to deal only with specific
groups of persons within available networks
or those in which the entrepreneur is locked
into close-knit networks that do not allow new
members within a defined period (Ngoasong
and Kimbu 2016). Lock-in creates a paradox
of embeddedness because though networking
may enable entrepreneurs to access resources,
the network structure may constrain entrepreneurs’ ability to access other networks (Mair
and Martí 2006) or create reciprocal obligations
that are difficult to fulfil without the entrepreneur making trade-offs, being creative or seizing opportunities (Garud et al. 2010; Ngoasong
and Kimbu 2016).
From the above discussion, two distinctive
illustrations emerge about how path creation
choices and decisions shape the growth development paths of women-owned businesses
at different stages of the enterprise life cycle
(Table 1). The first is entrepreneurial agency.
Entrepreneurial agency reveals the influence
of the behavior, deliberate choices, and actions of entrepreneurs (Garud and Karnøe
2001; Townsend 2012) as their enterprises
evolve through Stage 1 (formation) and Stage
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Table 1
Growth Development Paths at Different Stages of the Enterprise
Life Cycle
Stage of
enterprise

Path
creation

Decision-making by the
entrepreneur owner-manager

Embeddedness in
actiona

Stage 1 (start-up)

Formation

• Entrepreneurial growth
intentions
• Simple division of labor and
direct control over decisionmaking by entrepreneur
(owner)
• Start-up hurdles (e.g., location,
equipment, funds) with few
functional areas

Stage 2 (take-off or
early stage)

Performation

• Coordination of parts and
stakeholders
• Cash-flow hurdle
• Configuration of the sales and
cash-flow curve
• Some founders may hand over
to a successor

• Nature of embeddedness in government institutions,
informal sector
associations,
family/ethnic
relationships)
• Networking
opportunities
create awareness
and access to
resources
• Entrepreneurial
agency developed
through
networking

Stage 3 (high
growth, failure or
exit)

Lock-in

• Manage the business as either
a high-growth, top-performing,
ambitious “constrained gazelle”
or a “survivalist” (status quo)
necessity-driven business
• Some founders exit the
business (sell it off)

a

The three features of embeddedness in action can be found at each of the three stages

2 (performation) to Stage 3 (lock-in) (Sydow,
Schreyögg, and Koch 2009). Performation
constitute the behaviors, choices, and actions, and can be identified by examining
the formal and informal practices in firms
created by women entrepreneurs (Welter
2011). The practices in turn reveal women
entrepreneurs’ growth strategies as either
high-growth (ambitious) or low-growth (status quo) (Gundry and Welsch 2001) and
their wealth creation potential through entrepreneurship (Griffin-El and Olabisi 2018).
Second, the conditions for path dependency
necessitate two possible path creation decisions, namely, initial conditions plus contingency (chance encounters, trial and errors)
and self-reinforcement (lock-in) situations
in which alternatives are highly unattractive
(Vergne and Durand 2010). Table 1 therefore provides a framework for unpacking

the paradox of embeddedness by articulating how the performation of women entrepreneurs enable them to access and act on
opportunities though overcoming constraints
that could potentially lock them along their
growth development paths (Abatecola 2010;
Garud and Karnøe 2001).

Research Methods

Research Design and Sampling
The empirical research setting is Cameroon,
evidenced earlier as an example of a resource-scarce context for understanding slow
but continuous growth in women’s entrepreneurship. We adopted a qualitative mixed
methods design (questionnaires, focus groups,
and interviews) to facilitate an in-depth exploration of the context-specific nature of embeddedness (Yousafzai, Saeed, and Muffatyo 2015)
and women entrepreneurs’ business growth
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strategies and trajectories (Azmat and Fujimoto
2016; Gundry and Welsch 2001). Thus, our data
collection strategy was sequential and iterative
(Azmat and Fujimoto 2016). Table 2 details the
phases of the data collection process, which
was part of a larger, externally funded project
on women-owned businesses in the tourism
and hospitality during 2014 and 2015.
In phase 1, we administered and analyzed
questionnaires to uncover the motivations and
aspirations of women owner-managers of small
businesses in the Cameroon context. We then
invited those who indicated availability to explore the questionnaire themes further through
focus group discussions (phase 2) (for a detailed
questionnaire and focus group data analysis
see Kimbu and Ngoasong 2016). Through focus
group discussions we uncovered the general and
industry-specific aspirations and intentions and
the nature of embeddedness via purposive sampling of 16 women-owned businesses to develop
context-specific and information-rich case studies (Mills and Pawson 2012). The demographic
characteristics of the case are outlined in Table 3.
The phase 3 interviews focused on identifying
the decision processes of women entrepreneurs
linked to business growth. We cross-examined

businesses that have operated for less than
5 years, 5–10 years, and more than 10 years
(Achtenhagen, Naldi, and Melin 2010; Miozzo
and DiVito 2016). We drew on the 16 cases to
effectively demonstrate a range of growth development stages and paths (Achtenhagen, Naldi,
and Melin 2010; Grimm et al. 2012).

Data Collection and Analysis
We interviewed each of the women owner-managers of each of the 16 businesses for
60–90 min. Semi-structured interview questions were guided by the literature review
(Table 1) and built on the findings from analyzing the questionnaires and focus group
data. We focused on how embeddedness
provides awareness of opportunities for networking and accessing resources (Mair and
Martí 2006) and how entrepreneurial agency
developed through embeddedness enables the
realization of growth though allowing entrepreneurs to overcome the constraining effects
of lock-in along the way. Participant observation consisted of using the services of the
women-owned businesses throughout the
fieldwork, collecting available company documents and recording observations as field

Table 2
Stages and Processes of the Study
Key themes explored and analyzed
sequentially

Stage

Process and participants

Stage 1

Collect and analyze 55
questionnaires (39 women,
16 men)

• Demographics and aspirations of women
entrepreneurs
• Challenges and success factors for starting and
operating a business by woman
owner-managers
• Types of networks and nature of embedded
formal and informal relationships

Stage 2

Five focus group discussions
(50 participants, 10 per focus
group)

• Group discussion to further probe and elaborate
findings from the descriptive analysis of the
questionnaires
• Shared and contrasting experiences of entrepreneurs at different stages of growth

Stage 3

In-depth interviews with 16
women entrepreneurs
selected from the focus
group participants

• Cross-case analysis of path-creation trajectory of
individual women-owned businesses (Stage 1,
Stage 2, and Stage 3)
• Decision-making processes based on the themes
in Table 1, including how entrepreneurs experimented and overcame resistance that could
potential result in negative lock-in effects along
their path trajectory
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30–39

40–49

20–29

20–29

30–39

50–59

40–49

40–49

30–39

2

3

4

5

6

7

8

9

Age Group

1

Cases

Bachelor’s
Degree

GCE Ordinary
Level

GCE Advanced
Level

Higher
National
Diploma

Bachelor’s
Degree

GCE Advanced
Level

Bachelor’s
Degree

Baccalaureate

Bachelor’s
Degree

Education

Single no
children

Married
with
children

Single no
children

Married
with
children

Married
with
children

Single no
children

Single no
children,
lives with
parents

Married
with
children

Widowed
with child

Married?

Hotel &
restaurant

Catering &
events
management

Restaurant &
catering

Organizes
events & décor

Restaurant &
bakery

Weaves and
sells textiles &
handicrafts

Organizes
events

Restaurant &
catering

Event
management &
travel agency

Business Type

Family, personal
savings

Personal savings,
family

Personal savings,
IMFIs

Personal savings,
funds from
husband, IMFI

Personal savings,
IMFIs

Personal savings,
friends

Personal savings

Personal savings,
IMFIb

Personal savings

Source of Initial
Capital (Stage 1)

Table 3
Demographics of the Case Studies

16

3

11

3

9

1

>10

>10

>10

5–10

>10

<5

<5

>10

4

1

5–10

Years in
Operation

4

Fulltime
Staffa

(Continued)

Constrained
gazelle, Stage 3

Constrained
gazelle, Stage 3

Constrained
gazelle, Stage 3

Constrained
gazelle, Stage 3

Constrained
gazelle, Stage 3

Survivalist,
Stage 1

Necessity/
survivalist (cash
flow)

Constrained
gazelle, Stage 3

Constrained
gazelle, Stage 3

Growth Stage
Achievedc
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40–49

40–49

40–49

40–49

30–39

12

13

14

15

16

Master of Arts
Degree

Higher
National
Diploma

Secondary
school

Primary
School
Certificate

GCE Advanced
Level

Secondary
School

Secondary
School

Education

Single
with
adopted
children

Married
with
children

Married
with
children

Married
with
children

Married
with
children

Widowed
with
grown
children

Married
with no
children

Married?

Women’s
empowerment
social
enterprise

Restaurant &
catering

Weaves textiles
& sells
handicrafts

Organizes
events

Women’s credit
union

Restaurant &
catering

Car wash
(social
enterprise)

Business Type

International
donors, NGOs

Personal savings,
family, IMFI

Family, IMFI

Personal savings,
IMFI

Family, MFI

Personal savings,
IMFIs

Grants, personal
funds

6

25

3

4

10

15

8

Fulltime
Staffa

5–10

>20

5–10

5–10

>10

>10

5–10

Years in
Operation

Survivalist,
Stage 2

Constrained
gazelle, Stage 3

Survivalis, Stage
2

Constrained
gazelle, Stage 2

Constrained
gazelle, Stage 3

Constrained
gazelle, Stage 3

Survivalist,
Stage 2

Growth Stage
Achievedc

b

Many of the businesses studied often use part-time workers, especially during peak periods of high demand for their services.
IMFI = Informal microfinance institutions are accumulated and rotating savings and credit associations (Ngoasong and Kimbu 2016).
c
Constrained gazelle display growth aspirations, are high performing and maintain a healthy cash flow; survivalist prioritize income generation
to supplement family income irrespective of growth aspirations (Grimm, Knorringa, Lay 2012).

a

50–59

30–39

Age Group

11

10

Cases

Source of Initial
Capital (Stage 1)

Table 3
(Continued)

notes (Ngoasong and Kimbu 2016). The observations and documents further complemented
our data, enabling us to achieve saturation
after sixteen interviews. The interviews were
digitally recorded, manually transcribed and
checked by both authors.
A content analysis consisting of a detailed
reading of the interview transcripts was undertaken to isolate themes and patterns in the
data and sections for use as direct quotations
to support the empirical analysis. Through a
combination of within-case and cross-case analysis (Mills and Pawson 2012), we examined the
growth development paths of all 16 cases focusing on timing (key dates), increases in the
market type, size, and scale of the operations,
and the path creation decisions of the entrepreneurs (Bardasi, Sabarwal, Terrell 2011; Grimm
et al. 2012) linked to the three stages of the enterprise life cycle (formation, preformation, and
lock-in) (Abatecola 2010; Sydow et al. 2009). The
cross-case analysis involved comparing similarities and variations across the cases with respect
to how embeddedness facilitates or constrains
the entrepreneurial path creation decisions of
women entrepreneurs, leading to lock-in effects. We isolated distinctive cases to illustrate
the paradox or dilemmas of embeddedness and
to uncover entrepreneurial path creation across
the three enterprise life-cycle stages. Cross-case
comparisons enabled us to question our data
and capture how women entrepreneurs can
overcome the constraining effects of lock-in.
Our findings are presented hereafter.

Findings

Growth Aspirations and Entrepreneurial
Path Creation: Formation Stage
The growth aspirations expressed by the
16 entrepreneurs included statements about
creating a business to increase their income,
failure to find paid employment, and financial
independence. Responses such as these are
consistent with findings in the existing entrepreneurship research and have been described
as constituting “a sign of a minimum ‘entrepreneurial spirit’ that separates opportunity-driven from necessity-driven firms” (Grimm
et al. 2012, p. 1355). In this sense, the participants who mentioned supplementing their
household income are considered subsistence
entrepreneurs. Illustrative quotes from the
focus groups and interviews capture the range
of aspirations:

I thank God for giving me a kind, understanding and caring husband who has always supported me all the way right to this
point. I don’t run to him at any point when
I need [funds] for business. I want to be independent in business and to see if am running it well and see the proceeds I make from
it. [Entrepreneur 6]
What motivated me first of all to start a
business was the income. The money and
the feeling that I can do something. The feeling that you can add something to what is
already there and the joy that comes when
you sell to someone using what you have
produced. The criticisms you get from what
you sell pushes me to improve and want
to do the business more. [Focus Group 1,
Participant 1]
Personally, after school, looking for a job
in Cameroon was not easy. I then decided
to start a business of my own to avoid unemployment and to become my own boss
and, last but not the least, to have financial income and the love of the particular
business I am in, which is fashion designing and event planning. [Focus Group 1,
Participant 6]
The first reason is to help their husbands
with taking care of the family business. The
requirements of the children, the wife herself
and even those of the husband. Women realized when the economic crisis set in that
their men alone could not provide for their
houses, and waiting for them to satisfy them
in one way or the other, for a long time they
had to think outside their boxes, and they
turned to buying and selling things. [Focus
Group 2, Participant 9]
We reviewed our data against the Global
Entrepreneurship Monitor report, which states
the amount of money required to start a business by type of entrepreneur in Cameroon—
necessity (US$508), opportunity (US$1,016),
and improvement-driven (IDO) (US$1,185) entrepreneurs (GEM 2015/2016, p. 33). Although
we did not ask the entrepreneurs to provide
actual financial figures, they all confirmed
that they started their businesses with less
than US$1,000. We cannot draw conclusions
about growth orientation on the above basis;
rather, we considered this part of entrepreneurial path creation (Stage 1) and examined
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Entrepreneur
15

Entrepreneur
11

Constrained
gazelle cases

• 1992–2000: Hotel management studies
in Nigeria; 4 years’ work experience in
the Nigerian hotel sector
• 2001–2005: Relocated to Cameroon to
live with eldest sister who worked for
the government; Started self-employment due to death of mother and
failure to secure Hilton hotel job;
Production and sale of homemade meat
pies and cakes to businesses as an
informal sector business; Initial start-up
capital was 150,000 XAF in addition to
using eldest sister’s properties and
utilities for free; Clientele drawn from
professional organizations and retail
stores; Cousins used as first employees

Formation

• Ongoing growth: now managing 2
restaurants; Runs a short fee-paying catering course and has own
home cooking show on TV
• Established own poultry farm
supplying chicken and eggs to the
restaurants and other eateries
• Employs 25 full-time staff
• Revenue increased to 40 million
XAF p.a.
• Plans to create a chain of restaurants across three large cities in
Cameroon
• Rented large property as both living
space and business site
• Registered as a regulated business (Ltd
company); Retained earnings (saved in
Njangi groups), loan from sister, loan
from landlord (delayed rental payment) to
consolidate business; Benefitted from
one-year tax-free incentive from government for newly registered businesses
• Employed 5 full-time staff in addition to 3
relatives who worked part time; Threefold
increase in sales revenue to circa 10
million XAF p.a.

(Continued)

Lock-in?: 2011 to date

• Retained earnings (saved in Njangi
groups); Loan (in the form of equipment
from a long-time acquaintance who
owned supermarket) to equip restaurant
valued at 1.5 million XAF
• Increased employee numbers to 7
full-time staff; Sales revenue grew to
approximately 12 million XAF p.a.a

Performation: 2006–2010

• Experienced manager; Continuous
increase in restaurant sales and
diversification into fast-growing
catering service sector
• Paid off initial start-up loans;
Increased employee numbers to
10 full-time and 7 part-time staff;
annual revenue estimated at 25
million XAF

Performation: 2001–2005

Formation

• 1986–1998: Worked as kitchen staff in a
metropolitan hotel chain; Apprenticed
as chef and restaurant manager but
retrenched by hotel in 1998
• 1998–2000: Started producing and
selling sandwiches and providing
outdoor catering services from home as
an informal sector business with
savings (250,000 XAF)a from hotel
work; Targeted government offices and
retail stores as clients (sales); Employed
4 relatives to live with her and work as
sales persons

Lock-in?: 2005 to date

Stage 2: Take-off

Stage 1: Start-up

Stage 3: Established

Table 4
Evidence of the Slow Process of Growth in Selected Women-Owned Enterprises
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• 1995–2000: Married and relocated to
join husband in metropolitan city; Had
passion for cooking developed through
learning at home during childhood;
Cooking services solicited by friends
and family during events for free
• 2001–2002: Transformed passion into
business opportunity and opened a
small restaurant encouraged by
husband who spotted a business
opportunity; Marketing mainly through
word-of-mouth; Initial customers
mainly drawn from husband’s networks

Lock-in: 2014 to date
• Ltd company status retained
• Exited restaurant business to
focus on catering and interior
decoration and consolidated these
two branches with no plans/
ambitions to expand beyond
present state
• Taxation and administrative
system has discouraged growth
ambitions
• Reliance on casual/part-time labor
with no permanent staff
• Annual turnover hovers at
approximately 10 million XAF p.a.

Lock-in: 2010 to date
• Created and operated restaurant
and outdoor catering business
• Rents a larger metropolitan
business site; Makes use of
diverse marketing channels
• Annual turnover has grown to
approximately 15 million XAF p.a.
• Engaged in social and charitable
activities
• No desire to expand further due
to unfriendly government legislation and increased demands and
expectations from family

• Registered as a regulated business (Ltd
company) and launched first professional
décor business in the region on own site/
property
• Scaled operations by adding a restaurant
section to business portfolio
• Secured 3 million XAF [US$ 4,854] loan
and business advice from the National
Employment Fund to expand business
• Family and kin employed as part-time
employees; Annual turnover of approximately 6 million XAF p.a.

Performation: 2003–2009
• Formal registration as a limited liability
company; Diversification into events and
catering sectors due to expanding
customer base
• Business expansion capital obtained from
retained earnings (saved in Rotating
Savings Associations); Financial and
management support provided by
husband
• Annual turnover hovered at approximately 8.5 million XAF p.a.
• Immediate family members were main
employees with just 2 full-time employees

Stage 3: Established

Performation: 2005–2013

Formation

• 1994–1999: Early teen pregnancy led to
school drop-out; Decided on self-employment, i.e., interior decorating to
cater to daughter’s needs; Initially lived
with parents for free; early business
advice, support, and start-up capital
came from family/friend; Referrals
mainly via personal connections
• 2000–2004: Moved into the catering
business; Referrals through personal
connections within formal sector
institutions; Bought land for the
construction of home and permanent
business premise

Stage 2: Take-off

Stage 1: Start-up

1 U.S. dollar equals 564.24 Central African franc (XAF). Interviewees were not willing to give exact figures regarding their annual turnover
or operating capital but were willing to provide us with information, which we used to calculate/estimate the figures quoted.

a

Entrepreneur
2

Entrepreneur
8

Constrained
gazelle cases

Table 4
(Continued)

the influence of embeddedness in the growth
of women-owned businesses.
An important observation from our analysis of the interview data is the very slow pace
of growth. The indicators of growth in the accounts of the women entrepreneurs included
growth in the number of employees, financial
capital, sales, and the scale of operations, including diversifying into new market segments
and lines of business. Table 4 provides an illustrative summary of the nature of this growth development path for four women entrepreneurs
in Cameroon’s tourism sector. Whereas the result is consistent with measures of growth in
the literature, for example, continuous growth
(Achtenhagen, Naldi, and Melin 2010) and
constrained gazelles (Grimm et al. 2012), the
women entrepreneurs we interviewed emphasized growth mode rather than growth rate
(McKelvie and Wiklund 2010) as their primary
driver. The four entrepreneurs can also be described as realizing their growth aspirations
through what Miozzo and DiVito (2016) call
“slow growth” in terms of the lengthy period
of operating their enterprises before achieving
significant growth outcomes. The other entrepreneurs fit the category of “status quo” or survivalist entrepreneurs despite providing some
accounts related to growth aspiration.

Embeddedness and High-Growth Women
Entrepreneurs: Performation Stage
To uncover how embeddedness influences the growth development path of
women-owned businesses, we examined how
women entrepreneurs transitioned from Stage
1 (formation) towards Stage 2 (preformation)
and beyond (Stage 3). Our analysis focused on
determining how embeddedness facilitates access to resources and agency, leading to enterprise growth through expanding sales and
annual turnover, increasing the number of employees, and expanding the scale of business
operations, as typified by the four cases in
Table 4. Entrepreneur 11 typified the growth
development path of a woman entrepreneur
who left her job in an established and successful hotel to realize her long-standing growth
aspiration of becoming an entrepreneur in
the challenging context of Cameroon. When
asked how she identified an entrepreneurial
opportunity during her formation years as a
hotel worker, she explained that “many visitors
who came to lodge at the hotel preferred local
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traditional food to that provided at the hotel,
which was adapted to suit Western visitors.”
Initially, starting with producing and selling
homemade sandwiches (Stage 1), she proactively took action to secure capital to expand
her business to Stage 2:
In our Women of Peace Group [ASCA], we
contribute [money] weekly into an account.
A member in need can apply for an interest-free loan at short notice. If I had a big
order for sandwiches, and I didn’t have
enough capital, I got a loan, fulfilled the
order, and paid the money back. As long
as they know that you are serious, they
will give you money very fast to go and do
your business, then you come and repay it.
(Entrepreneur 11)
The above quotation is related to embeddedness in informal associations. In addition
to mobilizing funding and training opportunities, informal sector associations help
potential entrepreneurs overcome resource
scarcity by undertaking outreach and enrichment activities that serve as market access
and marketing channels for small businesses
in the service sector (Ngoasong and Kimbu
2016). Entrepreneur 11 also described how
through networking in her local hometown
association she developed an “acquaintance
with a member who gave me the loan” that
complemented the initial capital for her business. Entrepreneurs who lack a desire to
grow (Lock and Smith 2015) and those without similar alternative sources of finance
are restricted to survival entrepreneurship
(Khavul, Bruton, and Wood 2009), as was
the case for Entrepreneur 13, who owns an
events business:
I have just one meeting, and it’s my husband’s meeting, that’s all. I am that type of
person that I don’t like associating too much.
(Entrepreneur 13)
Entrepreneurial agency developed through
formal education, work experience and informal networking (Jones et al. 2014) is used to
act on available resources and realize business
execution (Griffin-El and Olabisi 2018) during
performation (Stage 2). Entrepreneur 15 is a
typical case. Entrepreneur 15’s formation years,
which spanned more than a decade, consisted
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of professional networking that began during
Stage 1 and utilized the benefits of her professional qualifications and hotel industry experience. Through her sister (family), who worked
in a government ministry, this entrepreneur
quickly learned about regulatory issues and
the behavior of government authorities. For
example, Entrepreneur 15 operated as “an informal sector business for about seven years
before formally registering as a limited company.” By the time she registered as a limited
company, Entrepreneur 15 was well beyond
Stage 1. Knowledge of how the system works
enabled her to successfully operate her business in the informal sector without paying
taxes before transitioning to Stage 2 and then
growing her business beyond Stage 2, a recognized and legitimate strategy for “constrained
gazelle” companies in West Africa (Grimm et
al. 2012):
I have been working with the council; I know
how to deal with them. Like today, I have to
declare my tax [to government authorities]. I
know that this January, I have to change my
first aid box, change my fire extinguisher,
pay sanitation and so on. So I don’t even
have to wait for them to come because when
they come it is worse. (Entrepreneur 15)

Embeddedness and High-Growth
Women’s Entrepreneurship: Lock-in
Effects
To investigate the lock-in stage, we examined how participants grapple with the dilemmas they face as their businesses grow from
Stage 1 (formation) in which the business is
fully formed and operating to Stage 2 (preformation) and beyond (Sydow et al. 2009). Both
Entrepreneur 11 and Entrepreneur 15 are typical cases in which despite having access to
resources, entrepreneurial agency (Townsend
2012) was crucial in ensuring their successful
continuous business growth. Both entrepreneurs actively searched and pursued networking opportunities with government authorities,
focusing on accessing financial and non-financial resources and support. The entrepreneurs
constructed a vision of a future path for their
businesses and acted on the resources they
could access to manage this vision. These entrepreneurs’ actions demonstrate the use of
agency in path creation, ensuring continuous

growth beyond Stage 3 (Garud and Karnøe
2001; Townsend 2012).
Entrepreneur 8 and Entrepreneur 2, on the
other hand, illustrate how the lock-in effects
of embeddedness in informal ethnic and family networks can constrain the realization of
continuous growth intentions. Entrepreneur
8 identified the financial burden of having a
child, a lack of funding, and the apparent stereotype that women-owned businesses should
be limited to subsistence or survival to complement family income (e.g., Kimbu and Ngoasong
2016) as key constraints. Despite being told by
family friends that the government does not
provide business finance support to women
entrepreneurs, she explained that a “burning
desire to grow the business led to a successful application and granting of a loan from the
National Employment Fund,” which she used
to open a restaurant and construct a permanent business site. Thus, rather than paying
rent, Entrepreneur 8 now operates her business
from its own premises. This example relates to
achieving path creation and can be considered
to reflect high growth from Stage 2 to Stage 3
(Garud and Karnøe 2001), as this entrepreneur
increased the scale of her restaurant’s operations in a sector in which business growth is
often limited by physical space (McKelvie and
Wiklund 2010).
They [government councilors] interviewed me
and asked me to submit a project proposal.
They studied the project for about 1 year before approving and agreeing to finance it
with a sum of 3,000,000 XAF [US$4,854], but
they didn’t give cash. Your supplier had to
supply everything you needed, and then they
paid the money into the supplier’s account
after inspecting your business environment.
They see that you have 50 percent of what
you already need, then they come in with the
rest. (Entrepreneur 8)
The evolution of the business owned by
Entrepreneur 8 reflects the argument that most
entrepreneurs become locked in at Stage 3
(Abatecola 2010). This finding is significant because not all evidence points to the existence
of strong government support for women entrepreneurs. For most of the other interviewed
entrepreneurs, embeddedness in formal (government) networks was mostly discussed
in the vein of high taxes and administrative
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bottlenecks each time the entrepreneurs came
into contact with government authorities.
These entrepreneurs said that these experiences diminished their motivation for further
growth. Eight of the women entrepreneurs
criticized the prevalence of “corruption and experiences of gender inequality” (Entrepreneur
6). Corruption and gender inequality create
lock-in effects that cause entrepreneurs to feel
that the only way to succeed is to abide by corrupt practices and/or satisfy the status quo by
relying on male family members and friends
to succeed (Grimm et al. 2012). The following
quote by Entrepreneur 6, the owner-manager
of an event management firm, also illustrates
how embeddedness in government institutions
can create lock-in:
As I became more successful, the [local government] authorities often contracted my service,
and I managed several government-sponsored events. But they [tax authorities] started
putting an eye on me thinking that it fetched
me a lot of money without looking at the conditions of the business. Now as the years pass,
I find myself paying more taxes each passing
year [than what is required]. This is not easy
for me. (Entrepreneur 6)
The path-creation experiences of the two
cases above suggest that the failure to maintain clear communication between government authorities and women entrepreneurs
could lead to misunderstandings, business
failure, and lock-in effects. The high number and types of taxes that small businesses
pay in Cameroon (e.g., Kimbu and Ngoasong
2016) was corroborated by all our interviewees. Participants who were embedded within
formal sector institutions were more aware
of these and could anticipate their effects on
their businesses compared to those who were
not. For these entrepreneurs, limited communication with some government agencies
could also be a barrier to accessing resources
and support (e.g., information about types
and number of taxes).
Entrepreneur 2 exemplifies the lock-in effects resulting from family/ethnic networks.
Family includes immediate family (parents
and siblings) and extended family and kin
(uncles, aunts, cousins, and other distant relatives), the dynamics of which are consistent
with those that shape the choices made in the

14

development of a family member’s business
activities (Alsos et al. 2006). This concept is
important because 34.8% of entrepreneurs in
Cameroon use family as an important source
of funding for their business (GEM 2015/2016,
p. 50), though 45.1% of informal investors
provide funds to close family members (GEM
2015/2016, p. 52). Family relationships also
serve as an important source of in-kind support, such as the provision of low-cost labor,
the donation of equipment and physical
space, and emotional support (Kimbu and
Ngoasong 2016). However, being embedded
in these informal networks creates reciprocal
obligations that pose major challenges to entrepreneurs, both men and women (Ngoasong
and Kimbu 2016). For all 16 entrepreneurs,
beneficial internal family support included
providing funding, part-time employees, mentoring, and emotional support, as illustrated
below:
My husband actively supports my business,
though he does other businesses. If I happen
to be absent, he knows and does everything
just like I would have done. He knows how
to serve [clients], buy from the market and
manage the workers. (Entrepreneur 2)
Common family and kinship constraints
identified in our study included the reciprocal obligations tied to extended family and
the informal relationships associated with
ethnic and tribal groupings. As the following two quotations suggest, these constraints
occur when a woman entrepreneur’s business is expanding towards Stage 2 and beyond, leading to expectations and pressure
to contribute financially to the well-being of
her extended family members or risk being
stigmatized as wicked and/or selfish. This is
a dilemma that requires trade-offs that are
difficult for women entrepreneurs to resolve,
especially because they are seen as subordinates to men by both their extended family
members and wider society.
…extended family is really a big problem
because it causes too much stress, which
can lead to illnesses and untimely death.
You get involved in other family problems.
Sometimes you even do it and they don’t
show appreciation. Sometimes the focus
should be on you because you have a life to
live. (Entrepreneur 10)
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When you have those extended families, people come to you when you have [money] and
run away when you don’t have. [Extended]
family relations cause more problems. If you
don’t want hatred, don’t extend the family
too far. (Entrepreneur 13)
In relation to the paradox of the embeddedness argument (Mair and Martí 2006), although
growth-oriented women entrepreneurs benefit
from being embedded within family/ethnic
networks by accessing resources and winning
legitimacy, they also run the risk of being
“locked” into existing family/ethnic structures.
Both Entrepreneur 10 and Entrepreneur 13
may be seizing opportunities to be captains of
their own destiny (Townsend 2012), but they
are locked into reciprocal obligations that pose
major dilemmas. Despite having a vision to realize an expanding business, Entrepreneur 3
explained that the ethnic practices relating to
marriage in her ethnic group and the demands
of her role as a housewife (e.g., Otoo et al.
2011) have limited her to operating a necessity-driven business. This example illustrates
the self-reinforcing cycle of lock-in at Stage 1
irrespective of growth aspirations.

Discussion and Conclusion

This article provides at least two contributions to the literature on women’s entrepreneurship. First, drawing on the paradox of
embeddedness in women’s entrepreneurship
(Mair and Martí 2006) and entrepreneurial
path creation (Sydow, Schreyögg, and Koch
2009; Vergne and Durand 2010), we uncover
the circumstances under which embeddedness
in formal and informal networks either facilitates the growth development paths of womenowned businesses or creates lock-in effects that
restrict growth (and business survival). This
paradox suggests that although embeddedness
can enable women entrepreneurs to access and
act on resources to realize business growth,
there are lock-in effects that must be overcome
for women-owned businesses to realize their
growth aspirations. Thus, we contribute to
the literature on high-growth women’s entrepreneurship (e.g., Grimm et al. 2012) by discovering the context-specific decision-making
processes (Welter 2011) of growth-oriented
women entrepreneurs and thereby provide a
deeper understanding of the growth development paths of women-owned businesses in
resource-scarce contexts in Africa.

Second, our research approach contributes
a theoretical framework for unpacking and
resolving the paradox of embeddedness in

women’s entrepreneurship. Whether embeddedness c reates positive or negative outcomes
for women entrepreneurs is difficult to predetermine (Mair and Martí 2006), especially in
resource-constrained and institutionally weak
settings. The findings from this research represent the first attempt to unpack this paradox in
the area of high-growth women’s entrepreneurship and show that a historical or path-dependent
perspective is critical for understanding how
high-growth women’s entrepreneurship can
be realized. The findings reveal that the complexity of the resource-scarce context in which
women entrepreneurs are embedded leads to
a slow process for accessing and acting on resources/opportunities, and consequently slows
the possible continuous growth path for their
businesses. Each woman entrepreneur has a
path-dependent learning experience in accessing and utilizing resources to undertake business activities. By examining the paths, we
have demonstrated the initial conditions, triggering events and self-reinforcing mechanisms
(Vergne and Durand 2010) needed to overcome
the effects of lock-in on continuous business
growth.
Our findings have important policy implications for creating networks or regional clusters
that specifically target growth-oriented women
entrepreneurs. Government policies in sub-Saharan Africa have focused on traditional manufacturing industry clusters (Sonobe, Akoten,
and Otsuka 2011; World Bank 2010) with limited attention to service industries, which are
dominated by women entrepreneurs. Despite
the slow pace of growth, the women-owned
businesses we studied portray what women
entrepreneurs in resource-scarce developing countries can aspire to achieve if they are
well supported. Policy initiatives, such as the
National Employment Fund and tax incentives,
can deliberately target women entrepreneurs
with growth intentions who are already operating at Stage 1 of the enterprise life cycle.
Such policy initiatives build on the suggestion
in Grimm et al. (2012) to identify and incentivize constrained gazelle companies (e.g., the
four cases in Table 4), and the government can
encourage and promote such women entrepreneurs by paying for training and enabling
market access. Paraphrasing Garud and Karnøe
(2001), these interventions can enable women
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entrepreneurs to move beyond their own entrepreneurial goals to secure buy-in from those
who are otherwise resistant or indifferent to
women owning/managing small businesses.
However, research has suggested that all entrepreneurs can become permanently locked at
Stage 3 (Abatecola 2010). This occurs when the
entrepreneur is unable to access financial and
nonfinancial resources due to a lack of the managerial and social skills necessary for path-creation decision-making beyond their current
scale of operations. Compared to gazelle companies that achieve fast growth before being
constrained (Achtenhagen, Naldi, and Melin
2010), the resource-scarce context constrains
women entrepreneurs at start-up, leading to
slow-paced growth across the three stages of
enterprise development. Women entrepreneurs
need to be aware of networking opportunities
though recognizing the paradox of embeddedness within networks (Mair and Martí 2006;
Uzzi 1997). Although government-funded initiatives provide funding and basic training, our
evidence reveals that formal networks for likeminded women entrepreneurs are either lacking or difficult to access. Independent-minded
entrepreneurs can learn from each other and
build broad-based coalitions to avoid becoming
locked into certain hierarchies though simultaneously striving to obtain alternative sources
of finance and know-how to grow their businesses (Manolova et al. 2007).
This article reveals future research opportunities. First, the use of context-rich qualitative data from one resource-scarce country
(Cameroon) challenges the generalization of
our findings to all developing countries. The
qualitative cases provide an important starting point for unpacking and resolving the
paradox of embeddedness in growth-oriented
women’s entrepreneurship. The cases reflect
examples of constrained gazelles (Grimm et
al. 2012) and the trade-offs that women entrepreneurs make to realize their growth aspirations. Future studies can further validate
our findings by either repeating our qualitative method in other developing countries
or using random sampling to enhance the
generalizability of our findings. Second, the
influence of embeddedness on the growth
development paths of women entrepreneurs
can benefit from quantitative analyses that
link embeddedness to the types and pace of
high growth and compare men versus women
entrepreneurs.

16

References

Achtenhagen, L., L. Naldi, and L. Melin (2010).
“Business Growth—Do Practitioners and
Scholars Really Talk About the Same
Thing?,” Entrepreneurship Theory and
Practice 34(2), 289–316.
Alsos, G. A., E. J. Isaksen, and E. Ljunggren
(2006).
“New
Venture
Financing
and Subsequent Business Growth in
Men- and Women-Led Businesses,”
Entrepreneurship Theory and Practice
30(5), 667–686.
Amine, L. S., and K. M. Staub (2009).
“Women Entrepreneurs in Sub-Saharan
Africa: An Institutional Theory Analysis
from a Social Marketing Point of
View,” Entrepreneurship and Regional
Development 21(2), 183–211.
Autio, E., and H. Rannikko (2016). “Retaining
Winners: Can Policy Boost High-Growth
Entrepreneurship?,” Research Policy 45(1),
42–55.
Azmat, F., and Y. Fujimoto (2016). “Family
Embeddedness and Entrepreneurship
Experience: A Study of Indian Migrant
Women Entrepreneurs in Australia,”
Entrepreneurship
and
Regional
Development 28(9–10), 630–656.
Bardasi, E., S. Sabarwal, and K. Terrell (2011).
“How Do Female Entrepreneurs Perform?
Evidence from Three Developing Regions,”
Small Business Economics 37(4), 417–441.
Brenner, T., and A. Schimke (2015). “Growth
Development Paths of Firms—A Study
of Smaller Businesses,” Journal of Small
Business Management 53(2), 539–557.
Carter, N. M., and K. R. Allen (1997).
“Size Determinants of Women Owned
Businesses: Choice or Barriers to
Resources?,” Entrepreneurship & Regional
Development 9(3), 211–220.
Datta, P. B., and R. Gailey (2012). “Empowering
Women through Social Entrepreneurship:
Case Study of a Women’s Cooperative
in India,” Entrepreneurship Theory and
Practice 36(3), 569–587.
Davis, A. E., and K. G. Shaver (2012).
“Understanding Gendered Variations in
Business Growth Intentions Across the
Life Course,” Entrepreneurship Theory
and Practice 36(3), 495–512.
Derera, E., P. Chitakunye, and C. O’Neill (2014).
“The Impact of Gender on Start-up Capital:
A case of Women Entrepreneurs in South

JOURNAL OF SMALL BUSINESS MANAGEMENT

Africa,” The Journal of Entrepreneurship
23(1), 95–114.
Douglas, E. J. (2013). “Reconstructing
Entrepreneurial Intentions to Identify
Predisposition for Growth,” Journal of
Business Venturing 28(5), 633–651.
Epo, B. N. (2012). Implications of Access to
Microcredit and Social Capital for Female
Entrepreneurship in Cameroon. ICBE-RF
Research Report No. 39/12.
Førde, A. (2013). “Female Entrepreneurship
in a West African Context: Network,
Improvisation & Dependency,” Journal of
International Women Studies 13(3), 83–95.
Garud, R., and P. Karnøe (2001). “Path Creation
as a Process of Mindful Deviation,” in Path
Dependence and Creation. Eds. R. Garud
and P. Karnøe. Mahwah, NJ: Lawrence
Erlbaum Associates Inc, 1–40.
Garud, R., A. Kumaraswamy, and P. Karnøe
(2010). “Path Dependence or Path
Creation?,” Journal of Management Studies
47, 760–74.
Global Entrepreneurship Monitor (GEM)
(2014). Entrepreneurship in Cameroon.
Online: http://www.gemconsortium.org/
report/49557 (retrieved January 2018).
Global Entrepreneurship Monitor (GEM)
(2015/2016). Global Report. Online:
http://www.gemconsortium.org/report/
49480 (Retrieved July 27 2016).
Global Entrepreneurship Monitor (GEM) (2016).
Cameroon: Entrepreneurial Behaviour and
Attitudes. Online: http://www.gemconsortium.org/country-profile/48 (retrieved July
17 2018).
Griffin-El, E. W., and J. Olabisi (2018).
“Breaking Boundaries: Exploring the
Process of Intersective Market Activity
of Immigrant Entrepreneurship in the
Context of High Economic Inequality,”
Journal of Management Studies 55(3),
457–485.
Grimm, M., P. Knorringa, and J. Lay (2012).
“Constrained Gazelles: High Potentials in
West Africa’s Informal Economy,” World
Development 40(7), 1352–1368.
Gundry, L. K., and H. P. Welsch (2001). “The
Ambitious Entrepreneur: High Growth
Strategies of Women-owned Enterprises,”
Journal of Business Venturing 16(5),
453–470.
Hughes, K. D., J. E. Jennings, C. Brush,
S. Carter, and W. Welter (2012). “Extending
Women’s Entrepreneurship Research in

New Directions,” Entrepreneurship Theory
and Practice 36(3), 429–442.
Huysentruyt, M. (2014). Women’s Social
Entrepreneurship
and
Innovation.
OECD Local Economic and Employment
Development (LEED) Working Papers
2014/01, OECD.
Jones, T., M. Ram, P. Edwards, A. Kiselinchev,
and
L.
Muchenje
(2014).
“Mixed
Embeddedness
and
New
Migrant
Enterprise in the UK,” Entrepreneurship
and Regional Development 26(5–6),
500–520.
Khavul, S., G. D. Bruton, and E. Wood (2009).
“Informal Family Business in Africa,”
Entrepreneurship Theory and Practice
33(6), 1219–1238.
Kimbu, A. N., and M. Z. Ngoasong (2016).
“Women
as
Vectors
of
Social
Entrepreneurship,” Annals of Tourism
Research 60, 63–79.
Knox, A. J., J. T. A. Bressers, N. Mohlakoana,
and J. de Groot (2018). “Aspirations
to Grow: When Micro- and Informal
Enterprises in the Streetfood Sector Speak
for themselves,” paper presented at DIANA
Research Conference 2018, Bangkok,
Thailand.
Linna, P. (2013). “Bricolage as a Means
of Innovating in a Resource-Scarce
Environment: A Study of InnovatorEntrepreneurs at the BOP,” Journal of
Developmental Entrepreneurship 18(3),
1350015.
Lock, R., and H. L. Smith (2015). The Impact
of Female Entrepreneurship on Economic
Growth in Kenya. CIMR Research Working
Paper Series, Working Paper No.26.
Mair, J., and I. Martí (2006). “Social
Entrepreneurship Research: A Source of
Explanation, Prediction and Delight,”
Journal of World Business 41, 36–44.
Manolova, T. S., N. M. Carter, I. M. Manev, and
B. S. Gyoshev (2007). “The Differential
Effect of Men and Women Entrepreneurs’
Human Capital and Networking on
Growth
Expectancies
in
Bulgaria,”
Entrepreneurship Theory and Practice
31(3), 407–426.
Manolova, T. S., C. G. Brush, L. F. Edelman, and
K. G. Shaver (2012). “One Size Does Not
Fit All: Entrepreneurial Expectancies and
Growth Intentions of US Women and Men
Nascent Entrepreneurs,” Entrepreneurship
& Regional Development 24(1–2), 7–27.

NGOASONG AND KIMBU

17

Mastercard (2017). Mastercard Index of Women
Entrepreneurs 2017. Online: https://
newsroom.mastercard.com/wp-content/
upload s/2 017/03/ Repor t- MastercardIndex- of-Women-Entrepreneurs-2017Mar-3.pdf (retrieved July 3 2018).
    (2018). Mastercard Index of Women
Entrepreneurs (MIWE) 2018. Online:
https://newsroom.mastercard.com/wpcontent/uploads/2018/03/MIWE_2018_Final_
Report.pdf (retrieved August 3 2018).
McKelvie, A., and J. Wiklund (2010). “Advancing
Firm Growth Research: A Focus on
Growth Mode Instead of Growth Rate,”
Entrepreneurship Theory and Practice
34(2), 261–288.
Menye, O. A., and F. A. G. Sateudu. (2017).
“Women Entrepreneurship in Cameroon:
Challenges
and
Perspectives
(L’entrepreneuriat féminin au Cameroun:
Enjeux et perspectives),” Revue Congolaise
de Gestion 2(24), 11–42.
Mills, C., and K. Pawson (2012). “Integrating
Motivation, Risk-taking and Self-Identity:
A Typology of ICT Enterprise Development
Narratives,” International Small Business
Journal 30(5), 584–606.
Miozzo, M., and L. DiVito (2016). “Growing
Fast or Slow? Understanding the Variety of
Paths and the Speed of Early Growth of
Entrepreneurial Science-based Firms Open
Access,” Research Policy 45(5), 964–986.
Morris, M. H., N. N. Miyasaki, C. E. Watters, and
S. M. Coombes (2006). “The Dilemma of
Growth: Understanding Venture Size Choices
of Women Entrepreneurs,” Journal of Small
Business Management 44(2), 221–244.
Ngoasong,
M.
Z.
(2018).
“Digital
Entrepreneurship in a Resource-Scarce
Context: A Focus on Entrepreneurial
Digital Competencies,” Journal of Small
Business and Enterprise Development
25(3), 483–500.
Ngoasong, M. Z., and A. N. Kimbu (2016).
“Informal
Microfinance
Institutions
and
Development-led
Tourism
Entrepreneurship,” Tourism Management
52, 430–439.
Otoo, M., J. Fulton, G. Ibro, and J. LowenbergDeboer (2011). “Women Entrepreneurship
in West Africa: The Cowpea Street Food
Sector in Niger and Ghana,” Journal of
Developmental Entrepreneurship 16(1),
37–63.

18

Rasmussen, C. C., G. Ladegård, and S.
Korhonen-Sande
(2016).
“Growth
Intentions and Board Composition in HighGrowth Firms,” Journal of Small Business
Management 56(4), 601–617. https://doi.
org/10.1111/jsbm.12307.
Sonobe, T., J. Akoten, and K. Otsuka (2011).
“The Growth Process of Informal
Enterprises in Sub-Saharan Africa: A
Case Study of a Metalworking Cluster in
Nairobi,” Small Business Economics 36(3),
323–335.
Stevenson, L., and A. St-Onge. (2011). Assessment
of the Environment for the Development of
Women’s Entrepreneurship in Cameroon,
Mali, Nigeria, Rwanda and Senegal.
Employment Report No. 15. Geneva:
International Labour Organization.
Sydow, J., G. Schreyögg, and J. Koch (2009).
“Organizational
Path
Dependence:
Opening the Black Box,” Academy of
Management Review 34, 689–709.
Thrane, S., S. Blaabjerg, and R. H. Møller
(2010). “Innovative Path Dependence:
Making Sense of Product and Service
Innovation in Path Dependent Innovation
Processes,”
Research Policy
39(7),
932–944.
Tillmar, M. (2016). “Gendering of Commercial
Justice—Experience of Self-employed
Women in Urban Tanzania,” Journal of
Enterprising Communities 10(1), 101–122.
Townsend, D. M. (2012). “Captains of Their
Own Destiny? Toward a Theory of
Entrepreneurial Agency in Firm Survival.”
In Entrepreneurial Action: Advances in
Entrepreneurship, Firm Emergence and
Growth. Eds. A. C. Corbett and J. A. Katz.
Bingley, UK: Emerald Group Publishing
Limited, 14, 125–160.
Uzzi, B. (1997). “Social Structure and
Competition in Interfirm Networks:
The
Paradox
of
Embeddedness,”
Administrative Science Quarterly 42(1),
35–67.
van Doorn, J., and A. Tall (2017). Diagnostic sur
la Formalisation des Entreprises et de leurs
Travailleurs au Cameroun: Contribution
à la Préparation d’une Feuille de Route
de Transition vers la Formalité). Geneva:
International Labour Organization.
Vasudeva, G., A. Zaheer, and E. Hernandez
(2012). “The Embeddedness of Networks:
Institutions,
Structural
Holes,
and

JOURNAL OF SMALL BUSINESS MANAGEMENT

Innovativeness in the Fuel Cell Industry,”
Organization Science 24(3), 645–663.
Vergne, J. P., and R. Durand (2010). “The
Missing Link between the Theory and
Empirics of Path Dependence: Conceptual
Clarification,
Testability
Issue,
and
Methodological Implications,” Journal of
Management Studies 47(4), 736–759.
    (2011). “The Path of Most Persistence:
An Evolutionary Perspective on Path
Dependence and Dynamic Capabilities,”
Organizational Studies 32(3), 365–382.
Welter, F. (2011). “Contextualizing entrepreneurship - Conceptual Challenges and
Ways Forward,” Entrepreneurship Theory
and Practice 35(1), 165–184.
Wood, M., S. Bradley, and A. Artz (2015).
“Roots, Reasons, and Resources: Situated

Optimism and Firm Growth in Subsistence
Economies,” Journal of Business Research
68(1), 127–136.
World Bank (2010). Industrial Clusters and
Micro and Small Enterprises in Africa:
From Survival to Growth. Washington, DC:
International Bank for Reconstruction and
Development, the World Bank.
    (2016). Women, Business and the Law
2016. Washington DC: International Bank
for Reconstruction and Development, the
World Bank.
Yousafzai, S., S. Saeed, and M. Muffatyo (2015).
“Institutional Theory and Contextual
Embeddedness of Women’s Entrepreneurial
Leadership: Evidence from 92 Countries,”
Journal of Small Business Management
53(3), 587–604.

NGOASONG AND KIMBU

19

