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Abstract 

In both developed and developing countries, SMEs are the driving forces in job creation and 

revenue growth. This means that the SME sector is a significant contributor to developing a 

country's socio-economic status. This research explores current and former local business 

owners' experience regarding the challenges and opportunities that affect their rural micro-

businesses’ success or failure in Northeast Choiseul Province, Solomon Islands. A case study 

approach using semi-structured interviews was employed to generate an in-depth, multi-

faceted understanding of factors affecting rural businesses in their real-life situation. Data 

analysis followed a thematic analysis using coding techniques to generate themes. The 

research findings indicated that the main reasons for rural business owners in Northeast 

Choiseul to operate their businesses is to support their family's wellbeing, rural peoples' 

livelihoods, and to support their children's education. The study also found that the main 

constraints facing these businesses was unreliable shipping services, poor telecommunication, 

and the kaon(loan or debt) system. The study further revealed that factors such as lack of 

working capital, kaon (debt) system, and the influence of local culture contribute to rural 

businesses' failure. Contrastingly, the study showed that factors such as past working 

experience, customer relationship, marketing (location), and social business network 

contribute to the success of rural businesses. The interpretation drawn  here is that operating a 

micro-business is one of the primary sources of income for the people of Choiseul, and that 

there is a need to support the growth of such small-scale businesses. The research therefore 

recommends that relevant authorities need to assist rural business owners to improve their 

business performance and longevity. 
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Chapter 1: Introduction 
 

1.1 Research Background  

As a sector, Small and Medium Enterprises (SMEs) contribute greatly to the development of 

a country’s economy (Jasra et al., 2011; Zafar & Mustafa, 2017; Karadağ, 2016). These small 

businesses may be owned and operated by one or two individuals who have invested their 

own resources, or they may be supported by investors (Govori, 2013). The frequent success 

and expansion of such enterprises is well recognised globally, as they foster strong socio-

economic partnerships, contribute immensely to high levels of employment, stimulate exports 

vital to poverty alleviation and aid industrialisation (Sentürk, 2010; Akbar et al., 2017; 

Muriithi, 2017). More importantly, the economic roles and performances of the SME sector 

has been comprehensively linked to the economic strength of a country (Chittithaworn et al., 

2011; Banwo & Onokala, 2017). In high-income countries, SMEs contribute more than 55% 

of GDP and account for over 65% of total employment (Keskġn et al., 2010). In middle-

income countries, SMEs contribute 70% of GDP and account for over 95% of employment 

(Sentürk, 2010). In low-income countries, SMEs represent 90% of businesses, creating 50-

60% of employment nation-wide (Krishnan & Scullion, 2017) and contributing 60% of GDP 

(Sentürk, 2010). This is true in the Solomon Islands, where SME development is the main 

contributor to employment and income-earning opportunities (ADB, 2010). These 

percentages suggest that the SME sector is the cornerstone of innovation, economic growth, 

and competitiveness in international markets (Govori, 2013; Karimi & Naghibi, 2015). 

However, despite the importance of small businesses in a global context, small business 

failures cannot be avoided in a free market system (Marcella & Illingworth, 2012). Research 

suggests that 40% of small businesses fail in their first year of operations, 60% fail in their 

second year, and 90%  fail 10 years  after their initial establishment (Pearce & Byars, 2000). 
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In the Solomon Islands context, 95% of SMEs fail within their first five years (SIG, 2017). 

This has led to debate amongst scholars, practitioners, and policy makers over the factors that 

determine the success or failure of SMEs in different countries (Al-Tit et al, 2019). Even 

today, the internal factors that affect SMEs in different economies remain difficult to isolate 

(Lampadarios, 2016). Even so, the external factors that affect SMEs, especially in low-

income countries have not been fully explored (Sitharam & Hoque, 2016). For instance, 

customer pressure and branding are the key challenges faced by SMEs in developed countries 

(Salimzadeh et al., 2013), while in other developing countries these factors are not as 

significant (Amaradiwakara & Gunatilake, 2017; Bouazza et al., 2015). In Choiseul Province, 

Solomon Islands, a significant number of local businesses failed within their early years 

(Leokana, 2014) and the failure of these businesses have led to a loss of income and 

disruption to the rural economy. As such, this study will be conducted in Northeast Choiseul 

Province’s rural areas, and will seek to explore the factors that affect the success and failure 

of the rural micro-businesses in order to effectively improve rural business practises. 

1.2 Research Problem  

Growth of the Solomon Islands economy has been very unstable in recent years. Between  

2005 and 2010 the country’s economic growth exceeded its population growth rate (2.4%), 

but this trend declined markedly in the years that followed due to a decrease in per capita 

income (SIG, 2017), including the negative impact of COVID-19. Even though the SME 

sector greatly contributes to the country’s economy, government statistics revealed that 95% 

of small to medium enterprises (SMEs) in the Solomon Islands fail within their first five 

years, which is higher than in other countries (SIG, 2017). This is evident in Choiseul where a 

significant number of local businesses have failed within their early years (Leokana, 2014).  
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Since over 74% of Solomon Islanders live in rural areas (SIG, 2020), one way for rural 

people to earn income is by participating in the rural cash sector. In Choiseul Province, 

operating a micro-business is one of the main sources of income for many families (Leokana, 

2014). The failure of these businesses has led to a loss of income and disruption to the rural 

economy. This thesis seeks to explore the challenges and opportunities which influence the 

performance of rural micro-businesses in Northeast Choiseul. It is anticipated that the 

findings of this study will help further strengthen rural business practices in the Northeast 

Choiseul region. 

1.3 Research Location 

The setting of this research study took place in Northeast Choiseul region, Choiseul Province, 

Solomon Islands. 

1.3.1 Overview of Solomon Islands 

 Prehistory 

 Solomon Islands is the first archipelago to be discovered and the last to be explored in the 

most remote parts of the Pacific Islands (Thomas, 1901). The Islands was said to be firstly 

settled by the Australasian people dated back in the early 2000 BCE (Foster & Laracy, 2020). 

In 1568, Alvaro de Mendaña de Neira, a Spanish explorer came westwards across the Pacific 

with the spirit of curiosity, colonialism, commercialism and proselytism and discovered the 

substantial part of the eastern half of the islands (Jack-Hinton, 1962). It included eight large 

islands stretched like a net in an unbroken line for six hundred miles (Thomas, 1901). It was 

believed that Mendana not only found gold there, but he also discovered where the biblical 

King Solomon obtained the gold for his temple in Jerusalem (Foster & Laracy, 2020). This 

led the islands to obtain the name Islas de Solomón, which shortly become popularly known 

as Solomon Islands. In 1595, Mendana returned to colonise the archipelago, but instead 
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discovered the Santa Cruz Islands where he eventually established an abortive and short-lived 

colony (Jack-Hinton, 1962). After the death of Mendana, the colony was abandoned, and the 

survivors sailed onto the Philippines. Between 1595 and 1606, other explorers were uncertain 

about Mendana’s discoveries. It was not until the late 18th century, after the islands were re-

discovered, that the Solomon Islands were accurately charted (Thomas, 1901; Foster & 

Laracy, 2020). It was in the 1800s that traders, planters, whalers and missionaries from 

Europe, America and Australasia arrived in the islands to barter food, labour, and 

evangelised.  

Geophysical features  

The Solomon Islands is part of a chain of Islands known today as Melanesia. Melanesia  

extends across the southwest Pacific Ocean from the large island of Papua New Guinea in the 

west to New Caledonia in the south and to Fiji in the east (Bennett, 1987). Solomon Islands, 

as the third largest archipelago in the Melanesian region  is situated between longitudes 156º 

to 170ºE, and latitudes 5º to 12ºS (Petterson et al.,1999). It  is about 1900 km northeast of 

Australia, stretching in a 1,450-kilometer chain southeast from Papua New Guinea (Coleman 

& Kroenke, 1981). The Islands cover an area of 600 miles in length and include large 

mountainous islands to a height from 8,000 to 10,000 feet, possessing a varying length from 

70 to 100 miles and a breadth varying between 20 to 30 miles (Guppy,1887). It also consists 

of a greater number of small islands which range from those 15 to 20 miles in length, to the 

tiny coral islands. Since Solomon Islands is in a region of volcanic activity, the islands are 

believed to be formed from volcanic and calcareous formations (Guppy, 1887). The country’s 

climate is tropical oceanic, where it is generally hot and humid but relieved by cool winds 

(Leal Filho et al., 2020). The mean daily maximum temperatures is about 30°C and a mean 

daily minimum of about 23°C while rainfall distribution quite varied with annual average 

rainfall normally ranging from 3000mm to 5000mm (UNDP, 2006). The tropical climate 
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produces perennial and luxuriant green canopy on the surface (Bennett, 1987) which becomes 

the home of thousands of plants, and bird species. Today, there are nine main provinces in the 

Solomon Islands namely Western Province, Choiseul, Isabel, Central Province, Guadalcanal, 

Malaita, Makira, Temotu and Renbel. The country’s capital, Honiara, is located on the Island 

of Guadalcanal. This pertains that the small, dispersed population and remoteness from large 

markets increases the costs of public service delivery, constrains the reach of infrastructure, 

and reduces the range of opportunities for private sector development (World Bank Group, 

2017). 

 

Figure 1.3.1a. Map of Solomon Islands in the South Pacific region 

Source: Pacific Islands (Foster, 2020) 
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Figure.1.3.1b. Map of the Solomon Islands 

Source: Map of the Solomon Islands (Maps of World, 2019) 

Socio-cultural Features 

Solomon Islands is a conservative country which comprises of distinctive traditions and 

cultural values. The most obvious physical characteristics of Solomon Islanders varies from 

light tan of the Polynesian regions to the dark black of the Melanesian of the Western regions 

and the diversity in physical features is paralleled by linguistic variation (Miller, 1980). 

Today, there are more than 80 different local languages and dialects spoken (Miller, 1980) 

but the lingua franca (Melanesian Pidgin) of the Solomon Islands has become the primary 

language, however English is the language for social advancement and the key to well-paid 

jobs in Solomon Islands (Jourdan, 1989). According to the 2019 national population and 

housing census, the Solomon Islands population is estimated at 721,455, which show a 

decrease in population growth rate from 3.0% (1999-2009) to 2.7% (2009-2019) (SIG, 2020).  

Approximately 26% of the population lived in urban areas and 74% lived in rural areas. 

Based on the 2009 census, the number of people by ethnic origin comprise 95% of persons 

being Melanesian and the other 5% being Polynesian, Micronesians, Chinese, and European 

descent (SIG, 2009). The culture of the Solomon Islands reflects the extent of the diversity 
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among each of the ethnic groups. Matrilineal, patrilineal and ambilineal descent principles 

prevail in different parts of the Solomon Islands (Fraenkel, 2004). For example, in 

Guadalcanal and Makira, land is inherited on the mother’s side where as in Malaita and 

Choiseul, land is mostly frequently inherited on the father’s side. Customary land provides a 

place to live, access food and a sense of identity and belonging (World Bank Group, 2017). 

Throughout the country, people live in very close-knit societies and follow their traditional 

systems of belief. This means that custom is the centre of how things are done and in 

organising communities. Kinship and clan ties are important as different ethnic groups are 

amongst the native population (Dexter, 2007). The kinship system acts as a network that can 

provide socioeconomic support, but the system is weakened when it becomes overstretched 

(World Bank Group, 2017). Moreover, religion is a major part of the Melanesian culture. As 

the country moved towards independence, people moved away from their traditional practices 

and became more cooperative (Joseph & Beu, 2008). This led to the formation of the 

Solomon Islands Christian Association (SICA) in 1967 (Bird, 2007). SICA is comprised of 

the five largest denominations in the country which are Anglican Church of Melanesia (33% 

of  the population), Roman Catholic Church (19%), South Seas Evangelical Church (17%), 

United Church (11%) and Seventh Day Adventists (11%) (Joseph & Beu, 2008). In terms of 

human achievement in key dimensions of human development, in 2019, the Human 

Development Index (HDI) ranked the Solomon Islands 151 among 189 countries (UNDP, 

2020).  

Economic Activities 

As a small island state, the Solomon Islands’ economy is very open and is mainly driven by 

its natural resources. The largest sector of the economy is the agriculture, fisheries, and 

forestry sector and the second largest sector is the service sector (public administration & 

tourism related service) (World Bank Group, 2017). The industrial sector is limited and is not 
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really represented in the economy. In 2017, the agricultural sector contributed 34.3 per cent 

of the country’s GDP, the industry sector contributed 7.6 per cent, and the service sector 

contributed 58.1 per cent (Index mundi, 2020). The GDP growth of Solomon Islands has 

regularly increased between 2015 and 2018. In 2015, the country’s real GDP growth rate 

levelled off at 2.6 per cent, and in 2016, it normalised at 3.40 per cent. In 2017, it increased to 

3.70 per cent, while in 2018, it further increased to 3.90 per cent (SIG, 2020).  

Despite the steady economic growth between 2015 and 2018, the real GDP considerably 

slowed to 1.2% by 2019, from the 3.9% in 2018 (SIG, 2020). This is the result of contraction 

of the main economic activities (agriculture and forestry sector) which directly impacted 

government revenue and rural income earnings (SIG, 2020). In 2020, the real GDP growth 

rate plummeted further to -5 per cent as a result of the impact of covid-19 (IMF, 2020). To 

counter the impact of covid-19 to the national economy, in March 2020, the Solomon Islands 

government consulted the private sector and various stakeholders to put together a multi-

million-dollar stimulus package (SIG, 2020). The primary objectives of the economic 

stimulus package was to assist the productive sector to maintain production output and to 

ensure the local economy remain afloat during the current pandemic. More importantly, other 

aid donors such as the Asian Development Bank (ADB), World Bank, Japan International 

Cooperation Agency (JICA), and AusAID  provided financial aid to support the country’s 

economy. 

1.3.2 Overview of Choiseul Province 

Geographical Features 

Choiseul Province which is also known as ‘Lauru’, is one of the nine largest province in 

Solomon Islands which covers a total area of 3,086km2. It is located between 6.5◦- 7.5◦ S 

latitude and 156.5 ◦- 157.5◦ E longitude at the north-western region of Solomon Islands 
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(McClatchey et al., 2005) and lies between Bougainville (Papua New Guinea) and Santa 

Isabel in the west of Solomon Islands (Lipsett-Moore et al., 2010). The island is about 185 

km in length and a width of about 30 km which extend from the northwest to the south-east 

(McClatchey et al., 2005). It consist of the main Island of Vaghena, Rob Roy and other small 

islands that mostly lie off the south and north eastern coasts of Choiseul Province (Mataki et 

al., 2013). The island is mainly mountainous in nature with many rivers, and the largest river 

(Kolobaqara river) is located in the south-central (McClatchey et al., 2005). Choiseul 

Province contains lowland rainforest that greatly supports biodiversity and also has some of 

the highest coral and fish diversity than any other province in the country (Lipsett-Moore et 

al., 2010). The climate in the Island is generally an equatorial maritime climate and 

temperatures usually range about 24°C to 32°C (Mataki et al., 2013). 

 

Figure.1.3.2. Choiseul Province 

Source: Choiseul province (adapted from Google map data, 2021) 

Social and Cultural Features  

From an anthropological perspective, the origins of Choiseul people are unknown, however, 

they are Melanesian people (Capell, 1943). This is supported by Scheffler (1965), which he 
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contended that both the physical and linguistic nature has proven that Choiseul people are 

Melanesians, that is, they inherited the dark skin colour, and they are darker than other 

Solomon Islanders in the south but with similar average stature (Capel, 1943).  

During the colonial era in 1960s, the British government relocated the I-Kiribati people from 

Phoenix Islands to Solomon Islands (Tabe, 2011). Upon arrival, the government relocated 

some of them to Vaghena in Choiseul. This is the beginning of a diverse cultural society 

(Melanesian & Micronesian) in the province. Furthermore, there are about ten languages 

spoken in Choiseul, but the six main dialects are Mbambatana, Tambatamba, Varese, Ririo, 

Senga and Kirunggela. These six main dialects are Melanesian language of one group but is 

totally different from other Melanesian regions (Capel, 1943). In regards to Sociology, 

Choiseul adopts the patrilineal system. This means that a male person gains inheritance right 

through his father. Inheritance and land related matters is of utmost importance and it 

requires in depth discussion involving chiefs and tribesmen. Based on the 2009 census, the 

total population in Choiseul stood at 26,372 (SIG, 2009). That is, 96.9 per cent  live in rural 

areas and only 3.1per cent  live in urban areas (SIG, 2009).  In 2020, the population of 

Choiseul was projected at 36,719. In the past Choiseul people lived in the bush because of 

fear of head hunting but, nowadays they live on the coastal ranges. The residential units now 

range from three person to villages of more than hundred people. Large villages have formed 

and now consist of mission stations, educational facilities, and medical facilities.  

Economic Activities 

According to Scheffler (1965), after World War II, Choiseul people earned their income in 

two ways. Firstly, their cash income was mainly from copra production. Secondly, many 

obtained income as labourers. The amount they earn ranged from 1 pound to 100 pounds a 

year. This income was mainly spent on tax and other domestic supplies such as clothing, rice, 
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and canned meat. Halfway through the century, Choiseul people started to earn their income 

through selling trochus shells, and hiring out their outboard motors and chainsaws (Cassels, 

1992). However, with their little earning, their reliance on trade goods and services was kept 

to a minimum (Cassells, 1992). In today’s twenty first century, Choiseul rural economy now 

relies on subsistence and cash sectors. In the subsistence sector, Choiseulese mostly engage  

themselves in selling surplus garden crops (Dorovolomo, 2012) and other marine resources. 

In the cash sector, it involved, selling  agricultural products such as, cocoa, copra, and sawn 

timber. More importantly, people engage in other components of cash sector such as retail 

store, bakery and fuel deport. This is consistent with a government report in 2009, that 

reveals that 52% of the main source of household income was from the sale of fish, crops or 

handicrafts. Another 19% of the main household income was from wages or salaries, 4% 

from own business activities, 4% from receiving remittances, and 18% of household’s main 

source of income was from other sources (SIG, 2009). However, its geographical location 

and poor infrastructure has hindered economic development in Choiseul Province.  

1.4 Rationale for the study 

The study will explore factors that affect the success or failure of Micro Businesses operating 

in the rural areas of Northeast Choiseul. In the context of Solomon Islands, ‘rural’ refers to all 

population that live outside of urban areas (World Bank Group, 2016) where they depend 

entirely on agriculture accompanied by small-scale marketing such as selling fruits, 

vegetables, fish, and handicrafts (Warner, 2019). This means that both rural women and men 

are engaged in the production and marketing of a small number of commodities for their 

income (Govan et al., 2013). Interestingly, since rural dwellers do not concentrate on a 

particular business activity, this study will capture a range of businesses. In addition to 

contributing to the literature gap where factors affecting the success and failure of SMEs in 

rural areas in the Solomon Islands context have not been widely studied, the rationale for this 
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study stems from the need to find a better way of strengthening rural micro-businesses to 

support the livelihoods of the local communities. In Choiseul, villagers have experienced 

income instability and thus, they are motivated to obtain a steady flow of income 

(Dorovolomo, 2012). Also,  according to a climate change “Vulnerability and Assessment “ 

report prepared by Mataki et al. (2013), it showed that a change in climate variability in 

Choiseul  greatly reduced the yield and production of root crops. This  substantially did affect 

the lives of rural people in Choiseul, given the fact that they mostly depended on garden 

supplies for their survival. Income from rural businesses also helped business owners 

financially to support their children’s education (Leokana, 2014). This means that there is a 

great need to strengthen rural businesses in order to support the lives of these rural people. As 

such, the outcomes of this study can be used to educate rural business owners on how to 

properly manage and grow their businesses and also to inform the government, policymakers, 

and relevant authorities of the need to improve local businesses' situation in rural areas and 

recommendations for achieving this. 

1.5 The aim of the study 

The overarching aim of this research study is to explore the challenges and opportunities that 

affect the success or failure of rural micro businesses in Choiseul Province, Solomon Islands.  

1.6 Research Question and Sub-questions 

To achieve the aforementioned aim, the main research question and sub-research questions 

that will be explored are: 

1.6.1 Main Research Question:  

How do the challenges and opportunities that face rural micro-businesses in Choiseul 

Province, Solomon Islands, influence their performance and longevity? 
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Since the meaning of performance is understood differently in different cultures (Varma et al., 2008), 

for this study, performance means success or failure. The term success refers to businesses that 

continue to operate (does not consider other key performance indicators such as revenue growth or 

profit margin), and failure refers to businesses that are no longer operating. 

1.6.2 Sub-Research Question:  

To accomplish the aim of the study and to address the main research question, the following 

sub-research questions are proposed: 

1. How do these challenges inhibit the growth of rural micro-business? 

2. How do these opportunities stimulate the growth of rural micro-business? 

1.7 Outline of this Thesis 

This thesis consists of six chapters, which are described in table 1.7. 

Table .1.7. Thesis structure 

Chapters Chapter title Description 

 

 

Chapter 1 

 

 

Introduction 

This introductory chapter provides a brief 

overview about the importance of SMEs into 

national economies. It provides detail explanation 

about the research location and also provides an 

overview of the research problem, rationale for the 

study, aim of the study, and the research 

questions. 

 

Chapter 2 

 

Literature Review 

This chapter reviews relevant literatures about the 

factors (owner manager factors, enterprise factors 

& environmental factors) that affect the success or 

failure of small businesses. 

 

Chapter 3 

 

Methodology and  Research 

This chapter describes the methodology, which 

includes the research design, data collection 

methods, data analysis approach and ethical 
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Design considerations. 

 

Chapter 4 

 

Findings - Case Studies 

This chapter presents the main findings of the 

study which are presented in Case studies.  

 

Chapter 5 

 

Discussion of Findings 

This chapter discusses and analyses the findings in 

relation to existing literature and the conceptual 

framework with the purpose of addressing the 

study’s aim and research questions. 

 

Chapter 6 

 

Conclusion and 

Recommendations 

This chapter concludes the study’s key findings, 

provides recommendation, highlights the study’s 

limitations and makes suggestions for future 

research. 

 

1.8 Chapter Summary 

This chapter introduces the background and overview of the research project.  To begin with, 

this chapter contemplates the importance of SMEs both in high and low income countries. It  

then explains the research problems including the research location. Next, the chapter 

presents the rationale, aim, and the research questions and finally, an outline of the thesis is 

presented. 
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Chapter 2: Literature Review 

2.1 Introduction 

There has been a wide range of studies conducted about SMEs in both developed and 

developing countries in recent years, because SMEs is becoming a main player in Jobs 

creating National Economic Development. Although SMEs play an irreplaceable role in 

socio-economic growth, not all of them become profitable. Understanding about the 

theoretical foundation of factors that hinder or contribute to their development is very 

important for any macroeconomic environment. This chapter begins by examining the 

definition of SMEs and their roles played in National Economies. The review looks at the 

types of micro-business in rural areas (family businesses) as well as further considering the 

factors affecting SMEs and how these factors influence SMEs development. Lastly, the 

chapter presents the Solomon Islands business environment and also the impact of COVID-

19 on Solomon Islands business.  

2.2 Definition of Small and Medium-sized Enterprise (SMEs) 

At the time of writing, there is no universally accepted definition of SMEs in the existing 

literature, as countries categorise and treat small enterprises differently within their 

legislation. In 1948, a small business was defined as a business where the owner was the 

boss, and where there were very few employees (Kaplan, 1948). In 1960, this was refined to 

include those businesses that were independently owned but not the leading businesses in the 

industry (Jacobs, 1960). In 1970, however, small businesses came to be seen as a medium 

that linked the products of large factories to vast markets. In the 1980s, Carland et al. (1984) 

also defined small businesses as those enterprises that are not rigorously involved in 

marketing and innovative processes. The American Committee for Economic Development 

clearly summarised the characteristics of small businesses as those in which capital is 
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supplied, a group or an individual takes ownership, the owners are usually the managers, and 

the area of operation is mainly local (Scott & Bruce, 1987). In the early 2000s, the idea of 

differentiating business owners came into effect. Runyan et al. (2008) categorised small 

business owners into two distinct categories; those with an Entrepreneurial Orientation and 

those with a Small Business Orientation. Entrepreneurial Orientation refers to business 

owners that are being guided by economic objectives in order to drive growth and innovation, 

while Small Business Orientation refers to owners that have non-economic goals but tend to 

use their business to achieve personal satisfaction. Within a recent 2017 definition, small 

businesses are defined as those businesses that are not operated in such a way as to be 

dominant but rather simply to generate profit (Turner & Endres, 2017), and with fewer than 

50 workers (Ayandibu & Houghton, 2017). Crucially, in 2020 the European Commission 

(2020) provided a clear guideline for the definition of SMEs. In their definition, micro-

enterprises employ less than 10 people, have an annual turnover of less than EUR 2 million, 

and small enterprises employ less than 50 people and have an annual turnover of less than 

EUR 10 million. Similarly, medium-sized enterprises are defined as enterprises that employ 

less than 250 people and turnover less than EUR 50 million. In regard to SMEs in Solomon 

Islands, these enterprises can be either registered or unregistered, they employ about 1-50 

people and their annual turnover is somewhere between SB$0.3-50 million, with a capital 

investment of less than SB$7.5m (Solomon Islands Government, 2017). As such, the 

definition of small business that will be used in this study is ‘any small businesses which is 

independently owned and managed by the owner, and having a small market share’ (Lukács, 

2005).  

 2.3 The Role of SMEs in National Economies 

Small and Medium Sized Enterprises stimulate substantial economic growth and economic 

activities in many developed countries. A report from US Small Business Administration 
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(2016), showed that, the US, small businesses created 1.1 million jobs and employed 56.8 

million people in 2013. SMEs in the US were also found to have increased their revenue 

growth by 37% between 2005 and 2009 (United States International Trade Commission, 

2010). In the Chinese economy, SMEs constituted about 99.6% of enterprise in the year 2005 

(Shen et al., 2009). This means that SMEs contributed 59% of China’s GDP, made a total 

sale of 60% and provided 75% of employment in the urban centres. In the UK economy, 

SMEs are the growth engine boosting productivity, accounting for 60% of the job creation in 

private sector and generating 47% of the country’s revenue growth (Economic & Social 

Research Council, 2016). In regards to SMEs in New Zealand, small business enterprises 

constituted 97% of all businesses, employed 29% of the workforce, and contributed 28% of 

the country’s GDP as of 2018 (Ministry of Business, Innovation and Employment, 2018). In 

developing countries, there are various reasons why SMEs are considered to be important. In 

their 2010 study, Keskġn et al. (2010) highlighted that SMEs are important in developing 

countries because they act as an effective antipoverty programme and form the building 

blocks of innovation and sustainable growth. In the Arab states, SMEs contributed 35% of 

GDP into the Arab regional economy and the tax revenue from these SMEs has helped the 

government to support the education sector, the health sector, and the social welfare sector 

(Emine, 2012). In terms of informal economic representation in Sub-Saharan African 

countries, micro firms represent 90% of the economy, small firms represent 8%, and medium 

firms represents 1.5% (Fjose et al., 2010). In  Solomon Islands, the small business sector is 

very important as it is the population’s main source of income. These small businesses 

mainly participate in activities such as crafts, retailing, transportation, farming, fishing, 

operating guest houses, and selling foods (SICCI, 2014). However, the business environment 

did not really encourage GDP growth due to a lack of SME growth in the country (ADB, 
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2005). In all, it is very clear that SMEs are an integral part of the national economy in terms 

of their contribution to economic development and job creation.  

2.4 Types of Micro-Business in Rural Areas 

 2.4.1 Family Owned Businesses 

Family business is a business that is managed and governed by members of the same family 

where they shape and pursue the vision of the business (Chua et al., 1999). In other words, it 

is a business where its ownership and management are concentrated within a family unit 

(Litz, 1995). A business is also considered a family business if it is 50% owned and operated 

by two members of the same family (Nicholson et al., 2009) or it could be a partnership 

between spouses or siblings, across the generation (Miller, 2003). Setting up a family 

business requires someone to be confident about the participation of family members because 

the success of the business also depends on mutual relationships of family members 

(Kirsipuu, 2011). Incongruence among family members and divergent of business goals 

within the family could lead to a potential conflicts and poor business performance (Williams 

et al., 2018). To date, family businesses play a major role in socio-economic development in 

terms of raising family incomes as well as improving the wellbeing of the communities 

(Ernazarov, 2019) through meeting the needs of the people and financially supporting various 

community programs (Szymanska, 2015). Family business is also a vital component of the 

established market economies (Duh et al., 2009) as it strongly influences the development of 

local, regional and the national economy (Szymanska, 2015). One study showed that family 

businesses represent 90% of enterprises in Japan and USA, and it also accounted for 80-90 

per cent of enterprises in Germany, Italy and Spain (Strazovvska & Jancikova, 2016). 

Similarly, in the UK, family businesses produced 50 per cent of national products and 

provided employment to half of the country’s population, where as in the United States, 
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family businesses provided 60 per cent of the total employment and created 80 per cent of 

new jobs (Ernazarov, 2019). In New Zealand, family businesses account for 60 per cent of 

the local businesses (Nicholson et al., 2009). Furthermore, the ability of family businesses to 

create financial value does not depend on their unique resources and key capabilities but it 

also depends entirely on their ability to renew and reshape their social interactions outside of 

their family environment (Salvato & Melin, 2008). This agrees with the findings of Byrom et 

al. (2001) where they found that the high degree of customer base familiarity enabled 

businesses to better understand customer needs and wants. Also, meeting the customers’ 

requirements eventually led customers to refer more clients to the businesses (Chepurenko, 

2018). This resulted in a case where family businesses have stronger ties within the 

communities (Peake et al., 2017) and became more profitable than non-family firms because 

of local embeddedness (Baù et al., 2019) and achieved high levels of growth. In addition, 

promoting the sharing of knowledge, adopting the appropriate entrepreneurial orientations 

and being aware of resource capabilities are the only ways in which entrepreneurial family 

businesses can be sustained across generations (Woodfield, 2012). Although, there has been 

limited studies conducted to determine the distinctiveness and the abilities of family owned 

businesses (Duh et al., 2009; Carrigan & Buckley, 2008) and there is a need to fully 

comprehend the unique challenges and needs of family businesses in rural settings.  

2.5 Factors Affecting Small and Medium Business Enterprises 

2.5.1 Theoretical Framework 

According to Lampadarios (2016), there are three broad categories of factors that affect Small 

and Medium Business Enterprises. The owner or managers factors are factors that 

specifically relate to the characteristics of SME owners; the enterprise factors are those 

factors that largely relate to the business itself; and the environmental factors relate to the 
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elements of the PESTLE framework. These factors all contribute to the success or failure of 

SMEs.  

Figure.2.5.1. Theoretical framework 

Source: Factors affecting the Success and Failure of SMEs (adapted from Lampadarios, 

2016) 

As such, it is crucial that small business owners understand these factors in order to sustain 

their operation. Of particular importance are: 

2.5.2 Owner/Managers Factors 

Education Background 

The education background of small business owners plays an important role in driving and 

enhancing business operations. According to Bosire and Etyang (2003), having more 

education is associated with having more knowledge and skills which is essential for business 

practice. This means that a small business owner who acquires sufficient education will have 

the abilities to perform better at tasks. Study has shown that SMEs owners that have 

qualifications face fewer problems than those without qualifications (Brink et al., 2003). 

Another study, this time done by Lussier and Corman (1995), also found that successful 

businesses are owned by people with high levels of education. A lack of adequate education 

is a major issue as it can prevent business owners from adapting to new technology, 

marketing trends, and methods of manufacturing (Gautman & Mishra, 2016). This implies 

that a lack of education is a key inhibitors of micro-enterprise growth in rural settings 
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(Hollingsworth & Ray, 2006). To minimise business failures, it is crucial for business owners 

to up-skill learning (Unger et al, 2009). Simpson et al. (2004) found that training is very 

important to the success of small businesses. In the context of Choiseul Province, government 

training is usually limited or not provided at all to rural business owners (Leokana, 2014). As 

such it is extremely important to conclude that the education level of business owners plays a 

major role in the success or failure of a micro-business in Choiseul. 

Experience of Small Business Owners 

Having prior experience in business is an important component to running a small business. 

Simpson et al. (2004) point out in their study that prior experience in business and in the 

actual market is crucial. In other words, people who have previous experience operating a 

business will be more successful than those with no experience because experience increases 

skill level in doing business (Salleh & Ibrahim, 2011). A study done by Chinomona (2013) 

indicated that small business owner’s expertise positively influence the performance of small 

businesses in significant ways. This supported by Adisa et al.(2014) where they noted in their 

study that through experience, small business owner may acquire skills and knowledge that is 

important to business success. That said, according to Siemens (2007), business operators 

usually possess very little experience at the beginning, but they become successful because 

they continue to learn along the way. Turner and Endres (2017) found that business failure 

does occur due to business owners’ lack of experience addressing various challenges such as 

competition, economic constraint, crises, and shifts of business priorities. Similarly, the 

findings of Radipere and Van Scheers (2005) showed that business failure can also occur due 

to deficiencies within the internal micro-environment, that is the owners lacking management 

experience and being financially illiterate. This further agrees with the findings of Okpara 

(2011) where it shows that lack of prior experience is one of the main constraints hindering 

small business growth. In the context of Choiseul Province, work experience is mainly 
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church-focused, and many people lack broader skills that can be applied to a wide range of 

developments within the society (Cassells, 2019). As such, it is paramount to note that the 

experience level of small business owners might be a necessary ingredient for the survival of 

small businesses in Choiseul Province.  

2.5.3 Enterprise Factors 

Financial Constraint 

Financial Constraint is one factor that affects small businesses in remote communities. 

According to the study done by Orinda (2014), it showed that lack of financial resources is 

one of the main challenges facing Small and Medium Enterprises and this impacts their 

growth, profitability, and performances. For a start-up, a study done by Fielden  et al. (2000) 

indicated that financial problems are often a serious issue encountered during enterprise 

formation. This means that financial challenges are an ongoing issue experienced by SMEs 

from the very early stages through to a more mature stage. Another study carried out by Patel 

& Chavda (2013) revealed that in rural settings, financial constraints arise due to the 

challenge of low customer purchasing power, insufficient sales volume, and competition. 

This is further supported by the works of Siemens (2010), where he noted in his study that 

having small populations in rural communities is one factor that causes rural business owners 

to be unable to generate sufficient profit. As a result, small businesses struggle to expand. It 

is undeniable that the common characteristics of rural environments tend to hinder the growth 

of small businesses, however, there are small businesses that do thrive in remote locations 

despite these various challenges. It is therefore vital that we explore what has led to their 

success in such environments.  

More importantly, to alleviate some of these financial challenges, Oriaku (2012) 

recommended that governments should provide financial support to small enterprises via 
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strategies such as small business loans and financial institutions such as banks should provide 

low interest rates to small businesses. Mugobo and Ukpere (2012) however, found in their 

study that support from financial institutions in this situation is always lukewarm. This is due 

to low incomes of small businesses which are perceived by lending institutions as non-

profitable and this limits the chances of small enterprises getting financial support (Makena et 

al., 2014). This kind of lack of support has led to the poor growth of small businesses 

(Kazimoto, 2014). In the Solomon Islands context, accessing such financial support is 

difficult for rural business owners because the process of obtaining such help is so difficult. 

Thus, it is clear that financial constraints do severely hinder the growth of small business 

enterprises (Gumel, 2017) and this study seeks to explore how much of a contributing factor 

this is to the failure of small businesses in Choiseul Province. 

Business Network 

Small business owners also use social networking to form relationships with others with a 

view to finding customers, establishing partnerships and expanding their operation (Mugobo 

& Ukpere, 2012). According to Premaratne (2008), network formation is an integral part of 

small business development and is seen as an important element of small business growth. 

Insead (2011) also pointed out that creating new connection and establishing interpersonal 

ties is one of the key elements in sustaining business operation. A study by Miller et al. 

(2007) found that networking strongly impacts businesses by, enhancing profit levels and 

increasing marketing status. It encourages development opportunities, management 

improvement, and higher productivity. This is supported by the works of Martinez and 

Aldrich (2011) where they found in their study that small business owners eventually 

recognised that their success is the result of networking and accessing ideas from other 

existing businesses. A study done by O’Donnell (2014) also revealed that social networking 

is important to knowledge sharing among small businesses and an increase in small business 
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owners’ knowledge can lead to business success. In the same vein, a study done by Franco 

and Haase (2010) indicated that a lack of co-operation and networking creates severe 

problems for SMEs such as conflict among partners. In addition, business owners can 

establish networking through attending networking events or through customers, friends, 

and/or other business acquaintances (Cronin-Gilmore, 2012). Robb and Watson (2012) also 

revealed that small business owners can improve their businesses by obtaining knowledge 

from other small business owners. Establishing networking is time-consuming and a business 

owner must invest their effort, time, and energy into developing it (Premaratne, 2008). In the 

rural context of Choiseul Province, it would be interesting to know if rural business owners 

have ideas around networking and if networking contributes to the success or failure of their 

businesses. 

Marketing - Location 

For small businesses to survive in a global competitive environment, they need to take an 

active approach in market development (Badenhorst-Weiss & Cilliers, 2014). The American 

Marketing Association has defined marketing as a set of activities and processes that create, 

communicate, deliver and exchange goods that are valuable to the customers, clients, and 

partners. In other words, marketing is a science of managing and controlling (Baker, 2012) 

how businesses should interact and engage with their customers (Baker & Hart, 2016). 

According to Badenhorst-Weiss and Cilliers (2014), in order for small businesses to grow and 

survive, they need to identify their source of competitive advantage in the market 

environment. One of the sources of competitive advantage in marketing strategy is the 

location of the business. Location is the place where a business decides to operate (BBC, 

2021), and it proves to influence the success of businesses (Freeman, et al., 2012). Since 

location decisions can have a big impact on cost and revenue (BBC, 2021), it should be given 

an urgent consideration (Lucky, 2011) where investors need to observe every opportunity and 
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threats in the market (Smajlovic et al., 2014). Also, when choosing an investment location, 

business owners need to consider a number of factors such as ensuring that their business is 

located in a place that is convenient, high traffic counts, good visibility, easily accessible, and 

is safe for customers and agents (Gordon et al., 2011; Gordon, 2017). Business owners also 

choose locations that will ensure the development of their business activities and their family 

as well (Martyniuk-Pęczek et al., 2017). According to the work of Minai and Lucky (2011), it 

disclosed that businesses that are strategically located are more likely to achieve a better firm 

performance than those that are not strategically located. Gordon et al (2011) also revealed in 

their findings that good location is very important in attracting customers and to support the 

business effort in recruiting agents. This is supported by the findings of Soliha et al.(2021) 

where they found that location has positively influenced customer satisfaction. The more 

strategic the business location, the more customer satisfaction and customer loyalty 

increased. On the other hand, the findings of Bae (2012) revealed that small to medium 

businesses fail to achieve economies of scale and brand recognition when not operated in  

suitable locations. In their study, Madichie and Hinson (2015) found that finding a good 

location to operate is a major challenge for small business owners. Despite these, Mbonyane 

and Ladzani (2011) argued that small business owners must take the initiatives to minimise 

factors that hinder their business performances and need to ensure to trade in a suitable 

location. Thus, marketing is the sole responsibility of SMEs owner (Van Scheers, 2011), and 

through marketing, SMEs can increase their market share (Cronin-Gilmore, 2012).  

Customer Relationship 

In general, customer relationship is perceived to be a very important success factor in small 

businesses. Hassan et al. (2015) defined customer relationship as a “process of identifying, 

attracting, differentiating and retaining customers”. Study has proven that to develop 

customer relationship, customer satisfaction needs to be achieved by businesses (Bhakane, 
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2015). Satisfaction is the feelings which results from the evaluation process of what has been 

received against what was expected (Armstrong & Kotler, 1996, as cited in Rahim et 

al.,2012, p.17). Customer satisfaction is very important for small businesses because it tells 

whether the business is accepted by the market or not (Yussoff & Nayan, 2020), and whether 

the business can maintain its current market share (Hamzah & Shamsudin, 2020). A study 

done by Jahanshahi et al. (2011) confirmed that product quality is a key factor that influences 

customer satisfaction. Products play a major role in the business because without products 

companies will not be able to operate (Ginantra et al., 2017). In their 2019 study, Wantara 

and Tambrin established that product quality has a positive influence on customer 

satisfaction. This is supported by the works of Sam and Dhanya (2012) where they also found 

that product quality has high impact on customer satisfaction. If customers are  satisfied, this 

will enable the businesses to develop positive relationships with customers which will lead to 

customer trust and customer loyalty (Leninkumar, 2017). Loyal customers will always 

remain with businesses that satisfy them, and they will recommend these businesses to their 

friends and families which will consequently increases the businesses’ profitability  (Rahim 

et al., 2012; Hassan et al., 2015). Similarly, another factor that influence good customer 

relationship is customer service. According to Hussey (2019), customer service is the 

assistance and advice provided by an organisation to those people who buy or use its products 

or services. A study performed by Janahi and Al Mubarak (2017) have shown that quality 

customer service is the main drivers of customer satisfaction in a business environment. The 

work of Nguyen et al. (2020) also revealed that by improving service quality, businesses can 

truly satisfy the needs of their customers.  This is further supported by the findings of 

Leninkumar (2017) and Jahanshahi et al. (2011) where they found that if customers are 

satisfied with the service quality, they will become loyal to the firm. Also, once customers are 

satisfied with the service quality, they will not only engage with the business but also 
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recommend the business to other people (Nguyen et al., 2020).  Hallencreutz and Parmler 

(2021) further agreed that a high level of customer satisfaction leads to stronger company 

image, maintenance of current market shares, increased customer loyalty, minimised 

customer complaints and improved financial performance for businesses. Thus, high product 

quality and good customer service is an essential elements of customer relationship that is 

critical to business success.  

2.5.4 Environmental Factors 

Geography 

Small Enterprises operating in highly remote areas, far from urban centres face quite a lot of 

challenges. Studies have shown that  great distances involved have disadvantaged rural firms 

in terms of accessing customers, suppliers, and networks (Phillipson, et al., 2019). This is 

supported by the work of Smallbone et al.(2003) where it was discovered that dispersed 

geography of businesses in rural areas presented a challenge for rural businesses in terms of 

reaching business support agencies. Furthermore, according to Johnson (2001), bearing 

transportation costs related to distance is a major burden for small businesses in rural 

communities. In order to decentralise transportation costs, technology such as e-commerce 

needs to be introduced in rural areas (Johnson, 2001). Phillipson et al. (2019) in their research   

found that many rural communities do not have access to internet services, while others 

suffer from poor internet connections. SMEs in remote locations also deal with logistical 

issues such as  “sea barriers”. Byrom et al. (2001) noted in their study that SMEs in remote 

areas have to rely on shipping companies’ schedules, and in the case of bad weather, supplies  

are often delayed for longer periods. As such, Steiner and Teasdale (2019) recommended that 

small businesses need to be situated within a well-connected community in order to be able to 

develop their reputation and to generate enough income to sustain themselves. Thus, since all 

rural areas are not the same and the influence of rural location varies across different 
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businesses, there is a need to explore the diverse experiences of rural businesses (Shields,  

2005). 

Infrastructure Deficiency  

Poor Infrastructure is seen as a major challenge facing small businesses. A study by Obokoh 

and Goldman (2016) found that poor Infrastructure severely impacted the profitability and 

performance of SMEs. This is supported by the findings of Obokoh and Goldman (2016) and 

Mbonyane and Ladzani (2011) where they discovered in their study that poor supply of 

electricity and poorly maintained roads and driveways negatively affected SMEs’ 

productivity, wealth creation and their capacity to create employment. Furthermore, a study 

done by Siemens (2012) showed that the unavailability of infrastructure such as 

transportation, networks, telecommunications, internet, and banks in rural areas also 

presented a huge challenge for small business owners. This  resulted in local business owners 

being unable to fully participate in electronic commerce and also determined whether 

someone in the community will remain in business for a longer period of time or not 

(Siemens, 2010). In addition, Kamunge et al. (2014) noted in their study that having access to 

good infrastructure makes it easier for small business owners to access the market and to 

increase their market share. As such, it would be interesting to explore the infrastructural 

challenges experienced by small businesses in remote locations such as Choiseul Province, 

which does not have access to most of the above mentioned infrastructure.  

Culture 

Culture is regarded as one of the factors that influence the growth of SMEs in different 

countries. According to Hofstede (2011), “Culture” is the collective programming of the 

mind that distinguished the members of one group or category of people from others. This 

means that culture is strongly embedded in indigenous society and it strongly influences the 
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behaviours and attitudes of people from different nations and ethnicities (Bidarkundi & 

Ramachandra, 2015). Today, the role that culture plays in business activities is undeniable 

(Graham, 2010). It is evident that culture and business practices are inseparable; where 

culture influences business activities and the nature of the business environment (Spillan & 

King, 2017). Matijević et al. (2015) have clearly pointed out that culture has presented a huge 

challenges for businesses. A study carried out by Graham (2010) has shown that cultural 

values and traditions can influence managers’ attitudes and behaviours in many ways. For 

instance, these cultural values maybe internalised by managers in a particular culture which 

may influence their attitudes and behaviours that contradict business practice. The work of 

Graham (2010) further revealed that since cultural values are reflected in societal norms 

about the way people are related to themselves, managers will conform to the social norms of 

their culture when operating their businesses. This is supported by the works of Maziku et al. 

(2014) where they found that poorly managed and high risk informal businesses are strongly 

influenced by cultural factors such as tradition, religion and owners’ attitudes and behaviours. 

Another study performed by Rante and Warokka (2013) showed that business owners who 

live and operate in a highly cultural society always adhere to traditional obligations and are 

less economic oriented. This is where any form of operating businesses benefit the 

community rather than focusing on individual profitability. Failure to adhere to traditional 

obligations then result in business owners facing social exclusions and loose control of 

resources which in turn limit the progress of their businesses. On the other hand, culture is a 

strategic asset because it can provide opportunity for small businesses to compete in local 

economy (Fernández-Esquinas et al., 2017). For example, Gilboa et al. (2019) noted that 

familiarity and close cultural social contact between business owners and people in the 

community can elicit customer commitment which can lead to customer loyalty and enhance 

trust in the business. This can be seen as that culture is a source of freedom, vision, creativity, 
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and growth (Anggadwita et al., 2017) where certain aspects of culture can be managed to 

foster positive business development (Fernández-Esquinas, et al., 2017). This is where social 

responsibility is pertinent to business activities. Peake et al. (2017) pointed out that since 

small business owners cannot cognitively separate personal lives from business lives from the 

community in which they operated, social responsibility is important for small businesses and 

their communities. Customers, employees and community issues are important, social 

responsibility activities for small businesses (Dzansi, 2011). Businesses performing social 

responsibility activities are more successful (Martinez-Conesa et al., 2017; Niehm, et al., 

2008) and  contribute to the sustainability of business practices (Pradhan & Ranjan,  2011). In 

this regard, culture has influenced daily business processes, and it is important for small 

business owners to adequately manage it to achieve better outcomes (Matijević et al., 2015).  

2.6 Solomon Islands Business Environment  

The business environment in the Solomon Islands is very challenging and competitive. 

Indigenous Solomon Islanders, need to work extra hard and take risks before undertaking any 

business activities. In 2020, the country was ranked 136th among 190 economies in ease of 

doing business (World Bank Group, 2020). This clearly indicates that the regulatory business 

environment in the Solomon Islands is complex and bureaucratic. According to the 2017 

Australian Aid report, the Solomon Islands business environment is broadly fragmented into 

four main categories. These are large foreign owned businesses, retail and service businesses, 

medium and small businesses, and informal businesses. The large foreign owned businesses 

are mainly owned by foreign nationals from Australian and Papua New Guinea where they 

operate banks, hotels, agri-businesses, and Palm Oil Plantations. The retail and service 

businesses are mainly owned and operated by Chinese nationals, and the small to medium 

sized enterprises are owned by local Solomon Islanders who participate in cash crop exports, 

construction, security services, real estate, hospitality and transportation (Roughan & Wara, 



40 

 

2010). On the other hand, the informal business is the sector that rural Solomon Islanders 

mostly participate in. They are mostly small unregistered businesses operating as street 

vendors or operate from the owners home (Struwig et al., 2019). These Rural Solomon 

Islanders primarily undertake activities such as selling of fish, betel nuts, cooked food and 

tobacco, while others engage in logistic support or small trading stores (Aqorau, 2018). The 

informal business activities have greatly contributed to the rural economy, however, this 

sector has encountered many obstacles. Poor linkage to market, lack of knowledge thus 

becoming price takers coupled with inadequate access to finance and technology, has 

hindered the growth of informal businesses in the rural areas (Australian Aid 2017). Also, the 

complexity in raising capital and the rigorous tax system makes it difficult for informal 

businesses to become formalised (Australian Aid, 2017). 

2.7 The COVID-19 Impact on Solomon Islands Business 

The COVID-19 outbreak has caused an economic slowdown and has impacted many small to 

medium-sized enterprises in the Solomon Islands. This is seen where some businesses in the 

productive and service sectors have to close or scale down their operation and focus only on 

essential activities (SICCI, 2020; UN, 2020). The border closure and restriction on 

international travels has affected hotels, resorts and small to medium size operators in the 

country (UN, 2020). According to a survey carried out by the Solomon Islands Chamber of 

Commerce and Industry (SICCI) in the second quarter of 2020 showed that COVID-19 has  

financially impacted 97% of businesses, with up to 47% reporting a high negative financial 

impact (SICCI, 2020). The survey also revealed that 26% of businesses have lost their clients 

and have experienced a reduction in customer demand. Another survey carried out by the 

Pacific Trade Investment (PTI) in the third quarter of 2020 showed that 86% of businesses in 

Solomon Islands have reported a negative impact of COVID-19 and a further 87% have 

experienced a decline in revenue growth (PTI, 2020). The survey also revealed that only 40% 
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of businesses are fully operational, 33% are partly operated, and 27%  are temporarily closed. 

Furthermore, the negative impact of COVID-19 has led to 38% of businesses in Solomon 

Islands to activate their redundancy policy in order to remain operational (SICCI, 2020).  A 

report from the World Bank (2020), revealed that on the month of January 2020, the 

workforce in the Solomon Islands decreased by 10% and women were less likely to get a job 

than men. For people who are still working until June 2020, one-third of them earn less than 

their usual earnings while others were not paid at all (World Bank, 2020). This caused 57% 

of households to reduce their food consumption, while 48% used money from their saving to 

buy food and 27% bought goods on credit. In addition, small rural businesses in the rural 

areas also experienced the impact of COVID-19. Since people are not earning enough money, 

goods from the shops are not being purchased and this significantly affected small shop 

owners in the rural communities (Wairiu et al., 2020). Also, small farming operators were not 

able to sell their products which affected their earning capacity. For now, the current 

pandemic (COVID-19) will continue to affect the business environment until businesses 

develop their own coping strategies to alleviate the impact of COVID-19. 

2.8 Gaps in the literature 

The above review reveals a gap in the existing literature about SMEs. There is a large body of 

research focused solely on SMEs operating in central business areas (urban centres) with very 

little focused on rural areas. This means that there is a need to further explore the factors that 

affect the success or failure of SMEs in rural areas in the Solomon Islands context. It is also 

evident that these factors have not been widely studied in the Solomon Islands and have not 

been covered sufficiently in the literature in the said region. As such, this study will explore 

the factors influencing the success or failure of rural micro-businesses (family businesses) in 

Choiseul Province.  
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2.9 Chapter summary 

Based on the literature, there is no universally accepted definition of SMEs, with different 

countries defining SMEs based on their own local context. In fact, the most common 

definition used for SMEs are based on key indicators such as enterprise category, headcount 

and annual turnover. Furthermore, the review revealed that SMEs have also played an 

important role in global economy. In both developed and developing countries, SMEs 

stimulate economic growth, create employment, improve standards of living and assist in 

addressing social issues. An example of such SMEs is family business which is managed and 

governed by members of the same family and an important part of the established market 

economies. Despite the significant contribution of SMEs, today there are factors affecting the 

success or failures of SMEs. The literature further revealed that these factors include the 

owner manager factors (experience of business owners), enterprise factors (financial 

constraint, business network, marketing, & customer relationship) and environmental factors 

(geography, infrastructure deficiency, and local culture). As such the purpose of this study is 

to explore the challenges and opportunities that affect the success or failure of rural micro 

businesses in Choiseul Province, Solomon Islands.  
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Chapter 3: Research Methodology 

3.1 Introduction 

Research Methodology is a systematic way of how research is to be conducted (Pillai & 

Kaushal, 2020) and provides the philosophical basis for the methodical production of 

research knowledge (Willmott, 2020). According to Patel and Patel (2019), methodology is a 

science of studying how research is to be conducted by logically following various steps to 

solve a  research problem. Cuervo-Cazurra et al. (2017) assert that it is a strategy that outlines 

the way in which the research is to be undertaken and to identify the methods to be used. That 

is, it explains the procedural framework to use in generating data when undertaking the 

research (Carter & Little, 2007, as cited in Bilau et al., 2018, p.599). Furthermore, research 

methodology not only involves a set of procedures and techniques, but it embodies the 

interests, values and principles of the researchers (Pozzebon & Bido, 2019). If theory is seen 

as the soul of a research, then methodology is the eyes, ears, hands, and a heart of it 

(Pozzzebon & Bido, 2019) as it guides the use of a particular method (Long, 2014) to 

implement and perform the research work (Choy, 2014). This chapter first outlines the 

rationale for the research design, the case study approach, and then moves on to outline the 

data collection methods, including the data analysis techniques and finally concludes with 

ethical consideration. 

3.2 Research Design  

Research Design is an important aspect of the research work as it will turn the research 

questions into an actual project (Al-Ababneh, 2020). It is a strategic framework that guides 

and specifies how the research is going to be executed to answer the research questions 

(Durrheim, 2006).  This phase allows the researcher to select a design and to proposed data 

collection strategies that are suitable for the research work (Bickman et al., 2009). According 
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to Al-Ababneh (2020), the two common designs that are used for conducting research are 

quantitative and qualitative design. The quantitative research design deals with quantifying 

and analysing variables (Apuke, 2017) to answer research questions (Patel & Patel, 2019). It 

is grounded on positivist paradigm (Al-Ababneh, 2020) where investigation is done in 

accordance with recognised scientific methods (Kivunja & Kuyini, 2017). The design 

involves systematic and empirical investigation of phenomenon through statistics and 

processing of numerical data (Basias & Pollalis, 2018). A quantitative design adopts 

structured procedures with data collected objectively and systematically (Queirós et al. 

(2017). This is where the researchers hold that social reality externally exists to the knower 

and their role is to observe and detect if there is relationships and regularities among the 

variables being studied (Long, 2014). Based on the above, quantitative research design is not 

suitable for this study as the project is focused on exploring individual business owners’ 

experiences rather than using scientific methods to analyse quantifying variables, from a 

structured survey, for example. A qualitative design is more complex than the quantitative 

design because it specifically deals with human minds and action (Mohajan, 2018; Kelly, 

2017). It is sometimes referred to as motivation research (Patel & Patel,2019) and is 

grounded in the interpretivist paradigm (Al-Ababneh, 2020), to understand and interpret the 

views of the subjects being studied (Kivunja & Kuyini, 2017). Aspers and Corte (2019) 

specified a qualitative design as an iterative process. The main objective of the design is to 

obtain in-depth information about the research problem under analysis (Queirós et al., 2017). 

Williams and Moser (2019) clarified that qualitative research provides the opportunity to 

locate the genesis of a phenomenon, to explore its occurrence, and to determine the 

experience of those involved with the phenomenon. More importantly, while quantitative 

research relies heavily on prior insights to deduce new knowledge (Bansal et al., 2018), 

qualitative research can generate new insights that can often produce new theory (Bansal et 



45 

 

al., 2018; Crick, 2020; Haven & Van-Grootel, 2019). This is why inductive theorising is said 

to be the basis of qualitative research work (Bansal et al., 2018). In addition, the strength of 

qualitative design is that the inquiry is broad and open-ended (Choy, 2014) and it has the 

ability to probe for underlying values, beliefs, opinions, feelings (Choy, 2014; Patel & Patel, 

2019) and to access information from hidden populations (Maher & Dertadian, 2018). On the 

other hand, the weakness of the design is that it is time-consuming, costly, and critical issues 

can be overlooked (Choy, 2014; Maher & Dertadian, 2018). Additionally, there are different 

types of qualitative designs such as phenomenology, ethnography, grounded theory, action 

research, historical research, content analysis and case study  (Mohajan, 2018). The choice of 

the research design therefore depends on the nature of the research question, goals and 

purposes of the research (Al-Ababneh, 2020; Ranganathan & Aggarwal, 2018). 

 For this study, the Main Research Question is,  

‘How do the challenges and opportunities that face rural micro-businesses in Choiseul 

Province, Solomon Islands, influence their performance and longevity?  

The Aim is to:  

Explore the challenges and opportunities that affect the success or failure of rural micro 

businesses in Choiseul Province, Solomon Islands.  

The research questions and aim of the study, both satisfy the characteristics of qualitative 

design as explained above, where it seeks to explore the phenomena rather than on 

nomothetic approach. As such, a qualitative research design is the most suitable design for 

this research to collect rich data. The use of qualitative research permits researchers to 

explore the views of  participants (Choy, 2014) and understand  how they make sense of their 

lives and experiences (Oo, 2020), to generate a deep understanding of the research query 

(Lester et al., 2020).  
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3.3 Case Study Approach 

A case study approach is part of qualitative research (Starman, 2013) and is a reliable 

qualitative  methodology that has been extensively used for many years (Baskarada, 2014). It 

has been used in various disciplines such as in psychology, political science, education, 

health, law, management, and in business (Harrison et al., 2017; Creswell et al., 2007). 

According to Ridder (2017), a case study approach can explore a real-life phenomenon in-

depth within its environmental context. It is a trans-paradigmatic heuristic that enables the 

circumscription of the unit of analysis (VanWynsberghe & Khan, 2007). In other words, it is 

an empirical inquiry that explores contemporary events (Noor,2008) that can be generalised 

across the population (Gerring, 2004; Heale & Twycross, 2018). Creswell et al. (2007) 

defines a case study as a qualitative approach in which the researcher explores a bounded 

system (a single case) or multiple bounded system (multiple cases) overtime through in-depth 

data collection.  A Case represents a phenomenon or a crucial situation that makes the case 

itself become of primary interest to the researcher (Guetterman & Fetters, 2018). This means 

that individuals, groups, communities or some other units (Heale & Twycross, 2018)  provide 

the researcher with deep exploration about the cases (Smith, 2018). Case studies enable the 

researcher to analyse and answer a wide range of the why, what and how questions of an 

issue (Ridder, 2017; Harrison et al., 2017). Multiple case studies, assist the researcher to 

make systematic comparison to determine the similarities and differences of an issue (Ridder, 

2017). This reveals that in a multi-perspective analysis, a case study not only enables the  

researcher to consider the perspectives of an actor, but also relevant groups of actors (Tellis, 

1997). More importantly, the use of case studies have their own distinct advantages in 

qualitative research. According to Zainal (2007), case studies enable data to be collected at 

the context where the activities occur, and it not only assists the exploration of data in real 

life context, but it helps enlighten the complexities of real-life experience which may not be 
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captured using other research techniques. Noor (2008) also maintained that case studies 

enable the researcher to obtain a holistic perspective of an event and to be able to capture the 

flow of organisational activity. Case studies also aid the investigators to explore, describe, 

explain, evaluate (Harrison et al., 2017) and to develop or advance relevant theories ( Ridder, 

2017) based on in-depth exploration of cases at micro-level (Rashid et al., 2019; Zainal, 

2007). Consequently, case studies are ‘naturalistic’, because it enable researchers to generate 

multi-facet understanding of a complex issue in its natural setting (Crowe et al., 2011). In 

addition, a case study approach permits methods such as interviews, observations, audio 

visual materials, and documents (Harrison et al., 2017; Creswell et al., 2007). Based on the 

above description, the use of multiple case studies (the businesses themselves) is appropriate 

for this study as it aims to explore the opportunities and challenges experienced by current 

and former small scale business owners in North-East Choiseul rural areas. The study will 

interview 12 participants (six current and six former business owners) and analysis will be 

done at the individual and business levels. 

3.4 Methods of Data Collection and Analysis 

 3.4.1 Selection of Participants 

To identify the study participants in this research, nonprobability sampling was used. The two 

most suitable sampling methods that was used are purposive and snowballing. The purposive 

sampling enables the researcher to select information-rich participants who are well-informed 

regarding the phenomenon of interest to maximise variation (Etikan et al., 2016), and 

snowballing enables the study participants to refer the researcher to other potential 

participants (Bradley, 1999) with similar characteristics (Penrod et al., 2003). The use of 

these sampling techniques enables the researcher to reach the most potential participants who 

are willing and available to be part of the study.  
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Inclusion and Exclusion Criteria for the study 

The inclusion and exclusion criteria sets out who can be incorporated into, and who must be 

omitted from the study. The inclusion criteria determines the sample in a coherent and 

impartial manner and the exclusion criteria sets out factors that would make a participant 

ineligible to participate in the study (Garg, 2016). There are specific criteria that the 

researcher has put in place to select the potential participants. To maximise variation and to 

make a systematic comparison between the cases, the purposive criteria for selecting the 12 

business owners included: 

• Business Owners who have successfully operated their businesses in the rural areas of 

Northeast Choiseul from 2015 to the time of this study. 

• Former Business Owners who previously owned a business in the rural areas of Northeast 

Choiseul but failed to operate from 2015 to the time of this study. 

The rationale for using the five-year timeframe is that since 95% of SMEs in the Solomon 

Islands failed within their first five years of operation; this also means that SMEs become 

truly successful from five years and beyond (SIG, 2017. In this study, the researcher visited 

ten selected rural villages in Northeast Choiseul to seek and invite both the current and 

former business owners to participate in the project. After identifying and finalising the 

potential participants, the researcher informed all potential participants that their involvement 

in the project is voluntary, and they are free to withdraw at any time if they decide not to 

participate in the project. The researcher also gave the potential participants the Participant 

Information Sheet so that they have a broad understanding of what the project was about. 

Once the participants accepted and were willing to be part of the project, the researcher  

provided the participants' consent forms and interviewed the participants. The participants 

were interviewed based on their personal experience as a current or former business owners. 
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A total of 12 business owners (six current and six former owners) were interviewed. Each 

interview lasted between 45 minutes and 60 minutes per participants and were recorded using 

a digital recorder.  

Table.3.4.1. List of participants (cases) and the types of businesses they currently and 

previously operated 

Successful micro-businesses 

Cases 

(Participants) 

Sex Types of business operated Years of operation 

Case 1 M Village trade store 3 years 

Case 2 F Village trade store 3 years 

Case 3 F Sewing and fuel depot 4 years 

Case 4 M Fuel depot 2 years 

Case 5 M Village trade store 4½ years 

Case 6 M Village trade store and 

Trochus buyer 

3 years 

Unsuccessful micro-businesses 

Cases 

(Participants) 

Sex Types of business 

previously operated 

Years of failure 

Case 7 M Village liquor shop 5 years 

Case 8 F Bakery, Village trade store, 

and Fuel depot 

4 years 

Case 9 M Village trade store and Fuel 

depot 

3 years 

Case 10 M Fuel depot 3 years 

Case 11 M Transport -Outboard motor 4 years 

Case 12 M Timber milling  4 years 
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3.5 Data Collection 

3.5.1 Semi-structured Interview 

Semi-structured interviews are an important method, widely used in qualitative research to 

collect data (Magaldi & Berler, 2020: Bradford & Cullen, 2012). According to Ahlin (2019), 

semi-structured interviews are an organised conversation that provide rich and detailed 

information from multiple perspectives as it allows respondents to widely discuss issues 

related to their research questions. Semi-structured interviews enable researchers to explore 

subjective viewpoints and to gather people’s experiences in detail (Flick, 2009). This means 

that semi-structured interviews are used to determine the meaning or reality of participants’ 

experiences in their natural setting (Braun & Clarke, 2006).  The key feature of semi-

structured interviews is the pre-planning of the questions (interview schedule) (Woods, 

2011). The interview schedule consists of closed-and-open-ended questions (Newcomer et 

al., 2015) that enable the researcher to address the topic (Choak, 2012). Responses also 

enable researchers to pose additional why or how followed-up questions (Newcomer et al., 

2015; Adhabi & Anozie, 2017). These follow-up questions are referred to as probes 

(Roulstone & Choi, 2018) and these questions give more freedom to the interviewer to dig 

deep into the issues to understand how and why something occurs in order to generate useful 

data pertinent to the research questions (Ahlin, 2019; Pathak & Intratat, 2016). Since semi-

structured interviews are a conversational interview, this allows the respondents to respond 

on their own terms (Longhurst, 2003; Choak, 2012; Pattak & Intratat, 2016) and discuss in an 

informal manner (Longhurst, 2003). Adhabi and Anozie (2017) pointed out that interviews 

can be conducted in groups, however, individual interviews are best to explore and highlight 

personal issues. Furthermore, semi-structured interviews can be conducted face-to-face, by 

telephone or through online, in fact, face-to-face is probably the best because of the 

importance of personal contact (Wood, 2011; Vogl, 2013). Equally important, interviews can 
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be electronically recorded or not. If permission is granted, the use of a digital recorder 

enables the researcher to actively engage in the discussion as well as consider the next best 

questions rather than concentrate on note taking (Newcomer et al., 2015). Therefore, the 

primary advantage of semi-structure interviews is that it explores the depths of an 

individual’s stories, it provides detailed information, it offers a relaxing atmosphere during 

data collection, and it is a source of knowledge creation (Sankar, & Jones, 2007; Wood, 

2011; Brinkmann, 2014; Newcomer et al., 2015). Alternatively, semi-structured interviews 

are time-consuming, labor intensive, and if the interviewees are the kind of people who are 

very quiet and reserved, it can result in insufficient gathering of data (Newcomer et al., 2015; 

Myers, 2019). Based on the above description, this study used semi-structure interview to 

interview potential participants. Before the interview, the researcher introduced himself and 

explained the purpose of the study. The researcher also provided a Participant Information 

Sheet and the Interview Guide for participants to review. Once the participants had 

understood the nature of the study, they signed the consent forms and undertook the 

interview. Also, this included taking of photos with the participants’ permission. The 

interview was conducted at the place where the businesses were located and, in a space based 

on participants’ comfort. The interview guide was prepared in English, but the interviews was 

conducted in one of the Choiseul dialects, which is called Kirunggela. During the interview, 

the interview questions were asked in a very simple way and participants were allowed to 

freely express their opinions. In the case where some participants were very shy to respond, 

the researcher quickly changed approach and asked the interview questions in a funnier way. 

In this way, it made them laugh and they easily respond to the questions. The participants 

were also encouraged to ask any questions during the interview. In qualitative study, the total 

number of participants to participate can  vary. Creswell (1998) recommends 5-25 and Morse 

(1994) suggests at least 6 participants. Marshall et al. (2013) also insisted that 15-30 
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participants are suitable for a single case in a qualitative study. However, only 12 participants 

were selected because, as contended by Guest et al. (2006), a project involved in interviewing 

different types of participants will reach saturation with only 12-15 participants. This was 

also supported by Boddy (2016), where he affirmed that a sample of 12 is good enough for 

data saturation to occur. Moreover, the interview took approximately 45 minutes, and 

depending on some of the participants’ interest, some interviews lasted for around 60 

minutes. This is supported by Gray (2018) where he asserted that a face-to-face interview 

should last around 45 minutes to 1 hour so that the researchers clearly understand their 

participants. In addition, the interviews were recorded using a digital recorder. The recorded 

interviews were later transcribed into words in a detailed format. Participants were accorded 

with a pseudonym and their information was kept confidential.   

3.5.2 Participant Observation 

Observation is one of the most useful methods in social sciences as a mean for collecting data 

about people, processes and cultures (Kawulich, 2012). Observation, particularly participant 

observation is described as the heart of ethnographic fieldwork (Bailliard et al., 2013) and has 

been a hallmark of much of the anthropological studies (Kawulich, 2012).  According to 

Musante and DeWalt (2010), participant observation is a method in which the investigator 

takes part in the daily activities, rituals, interactions and event of a group of people in order to 

learn the explicit and tacit aspect of the peoples’ lives and their cultures. It connects the 

researcher to the basic of human experience through immersion and participation in a 

particular context (Guest et al., 2013). In other words, it provides the privilege for the 

researchers to become part of the process and to hear, see and experience the reality of the 

social situation with the participants (MacDonald, 2012; Shah, 2017). Parker (2017) 

emphasized that participant observation enables the researcher to access the hidden or 

unavailable insight about the participants’ activities, beliefs, attitudes and their interactions.  
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This qualitative approach has provided a clear understanding about the participants’ 

behaviour and characteristics which may not be expressed when using other research methods 

(Hussain et al., 2019). Participant observations entirely supported the theory of 

constructivism which claimed that through experience people can learn and generate new 

knowledge (Hussain et al., 2019). Likewise, Hussain et al. (2019) suggested that observation 

comes in two forms. First, passive observation where the researcher is involved in the 

activities without influencing the participants; and second, active observation where the 

researcher asks questions and controls the conversation. However, whichever form of 

observation is used, Balsiger and Lambelet (2014) posited that the main goal is to develop a 

deeper understanding of social life and to generate data that are good enough for 

extrapolation (Balsiger & Lambelet, 2014). More importantly, there are some advantages of 

using participant observation in qualitative research. According to Musante and DeWalt 

(2010), participant observation enhances the quality and interpretation of data being 

collected, and it can encourage the development of a new hypothesis. Parker (2017) also 

suggested that participant observations enable the researcher to avoid relying on what people 

have said and to observe what actually happens and to make comparisons with the 

participant’s own accounts. It also enables the researcher to access those backstage that may 

not be visible in the public (Kawulich, 2012). On the other hand, during observations, 

researchers may not be interested in what is happening behind the scenes and the 

interpretation of observation may be delayed (DeMaunck & Sobo, 1998). Also, observation 

may be slow and if the researcher is not accessing normal participants, it can affect data 

collection (Parker, 2017). Additionally, the important skills that the researcher needs to 

develop is the ability to attend to details because effective observation entails seeing or 

heeding in all situations (Musante, 2015). As a result, what has been observed and noted 

during the observation process has been recorded as comprehensive field notes (Marshall & 



54 

 

Rossman, 2006, as cited in MacDonald, 2012, p.42). In this study, the researcher observed 

the setting and location of the businesses such as whether the businesses are located in a 

location that is competitive and easily accessible by customers and to the general public. 

Figure 3.5.2a demonstrated where the researcher observed the location of one of the 

successful village trade store which is located in village 2. 

          

Figure.3.5.2a. Researchers’ observation about the location of a successful village trade store 

The observation revealed that since village 1 and village 3 do not operate a village trade 

store, the trade store which is located in village 2 served customers both in village 1 and 3. 

Not only that, it also served travellers who passed by as it was close to the domestic airport. 

This observation added additional information to the researcher to justify the reason why this 

business was a successful business in the rural areas. Also, figure 3.5.2b showed where the 

researcher observed the location and setting of another successful village trade store. The 

observation revealed that both store A and B are located along the road and are easily 

accessible by customers daily, which meant that competition is very high. However, Store B 

has more customers than store A because store B sold quality items that met customer’s 

needs. This observation further supported what was obtained during the interview process 

and clearly indicated why store B is more successful in its current location. 
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Figure.3.5.2b. Researcher’s observation about the location and setting of two village trade 

store 

3.5.3 Field Notes 

Field notes is also another important method used by researcher to document needed 

contextual information of the research activities (Phillippi & Lauderdale, 2018 ; Thompson, 

2014) and is a good entry point to obtain opinions and feelings about bigger issues (Sanjek, 

2019) . According to Musante (2015), field notes are the primary method of gathering data 

during participant observation and it is the only way for the researcher to record observation 

and overheard conversations. This means that field notes are the contemporaneous record of 

what the researcher has observed in a particular setting (Kawulich, 2012; Newbury, 2001). 

Creese et al. (2008) affirmed that through field notes, the activities in the study setting are 

described in such a way to determine their significance. Hence, the sole purpose of writing 

field notes is to record the researcher’s initial sensory impressions and insights about the area 

of inquiry (Hoey, 2014). Furthermore, field notes not only record the phenomena being 

observed, but the feelings, emotions and reactions of the researcher towards the subject being 

studied (Walford, 2009). Emerson et al.1995, (cited in Wolfinger, 2002. P.89-91) identified  

two ways in which field notes can be written. Firstly, the researcher can sit down and  record 

all sorts of observations that are important, interesting and most telling. Secondly, the 
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researcher can systematically and comprehensively describe everything in the order that they 

really happened. Whichever approach the researcher takes, these short notes are valuable 

documents due to their contemporaneous insights (Pacheco-Vega, 2019) which will help the 

researcher to later reconstruct events (Sanjeck, 2019). Ethnographers also rely extensively on 

field notes as it assists them to discover, understand, and to make interpretation to reach their 

conclusions (Hoey, 2014). Moreover, it is also important to know the advantages and 

disadvantages of using field notes. Field notes are mainly used because it is cheap, simple 

and fast to records initial thoughts (Tessier, 2012). In contrast, field notes are not re-playable, 

they can be biased, information can be lest and there is lack of reliability. Therefore, the use 

of field notes in qualitative research is the basis for creating a field of inquiry (Bridges-

Rhoads, 2018). In this study, the researcher used field notes to record and document what has 

been observed during the study. What has been recorded are further elaborated to add 

meaning to support the study’s findings. 

3.6 Data Analysis 

 Flick (2013) defined qualitative data analysis as the process to classify and interpret 

linguistic materials in order to capture the explicit and implicit dimensions and structural 

meaning-making in the materials. It is a process of engaging with the text to gain a deeper 

understanding of the values and meaning therein (Grbich, 2012). Hence, the main purpose of 

qualitative data analysis is to extract pertinent and useful information buried in the data for 

meaningful interpretation (Ibrahim, 2015), to make sense of the data in order to generate 

understanding (Maher, et al., 2018). In other words, it involves immersing oneself into the 

data to look for patterns and themes (Kawulich, 2004). The process simply involved 

collecting data for the study, breaking down the data into categories or identifying similarities 

and difference, looking for any relationship among the categories, then making interpretation 

or developing a theory (Kawulich, 2004; Flick, 2013). There are many different techniques 
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for analysing qualitative data and this study used the thematic analysis technique. Thematic 

analysis is one of the powerful method for analysing data in paradigmatic and 

epistemological orientations to understand thoughts and behaviours across the data set (Kiger 

& Varpio, 2020). It is a process that is being used to analysis qualitative data ( Percy et al., 

2015) to identify patterns and themes within the data (Evans & Lewis, 2018).  A theme 

means a specific pattern found within the data that contains useful information that can 

answer the research questions (Xu & Zammit, 2020; Kiger & Varpio, 2020). The usefulness 

of thematic analysis is that it is flexible and compatible with many qualitative data (Percy et 

al., 2015; Kiger & Varpio, 2020). The process begins at the process of collecting data, 

transcribing, reading and re-reading, analysing and interpreting the data (Evans & Lewis, 

2018). Braun and Clarke (2006) provided six guiding steps when conducting thematic 

analysis which this study  had to consider. These include familiarizing yourself with the data, 

generating initial codes, searching for themes, reviewing themes, defining and naming 

themes, and producing the report (see figure 3.6).  
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Figure.3.6. Phase of thematic analysis (Braun and Clarke, 2006) 

To analyse the data for this study, the above steps were followed. To become familiar with 

the data set, the researcher transcribed the recorded interview word for word in a detailed 

format. After transcribing, the researcher reviewed again the interview transcript several 

times and made correction for grammatical errors to give a clear meaning. To generate initial 

coding, the researcher used a table to identify common words, phrases and sentences. After 

identifying, analysing and comparing similar words and phrases, the researcher looked for 

possible themes that can represent the data set. These themes and coded data were further 

reviewed to ensure that they properly matched and gave significant meaning to the data. 

Finally, the researcher defined and produced a description of each theme and wrote up the 

final analysis and interpretation of the findings. Table 3.6 below demonstrated the use of 
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thematic analysis to code and generate potential themes about the factors affecting the 

success and failure of rural micro-business in Northeast Choiseul rural areas. 

Table.3.6. Using thematic process to generating codes and themes 

 

 

Interview extract 

 

 

 

      Code 

 

      Themes 

- Today, my past experiences have helped me to 

successfully operate my family village trade store 

[Case study 1] 

- One of the factors that helped me in running my 

family business was my working experience 

where I worked as a shop keeper. This was where 

I learned how to keep business records and how 

to sell items that may  be attracted to customers. 

[Case study 3] 

-  All my experiences have helped me to 

successfully operate my  fuel depot business 

today [Case study 4] 

 

 

 

 

 

▪ Past experience 

▪ Good working 

experience 

 

 

 

 

 

 

▪ Past working 

experience 

- One way I attracted customers is through 

establishing good relationship with the village 

people.  [Case study 1]. 

- With good customer service that I developed with 

the village people, my business continued to grow 

and survive in this pandemic (covid-19) [Case 

study 2] 

- One of the factors that helped the success of my 

sewing business was having good customer 

relationship.[Case study 3] 

- My business is one of the successful businesses in 

my village because of  good customer 

relationships that I have developed and maintained 

[Case study 6] 

 

 

 

 

 

▪ Good customer 

relationship 

▪ Good customer 

service 

 

 

 

 

 

 

▪ Customer 

relationship 

- My business is located in a suitable location with 

high traffic flow of customers and no competitors 

at all [Case study 1] 

-  Since the store is located along the road, it is very 

accessible to customers [Case study 2] 

- In my experience as a rural business owner, since 

my village trade store is located along the road, 

people who have walked or pass by would always 

bought goods from my store[Case study 5) 

- I also realised that the location of my business has 

played a major role in the success of my business 

activities[Case study 6] 

 

 

 

 

▪ Business in 

suitable location 

▪ Business located 

along the road 

 

 

 

 

 

 

▪ Marketing 

- I mainly sew clothes and it was my clients or 

partners whom I know both in the northern and 

southern regions of Choiseul who market my 

products around the rural areas [Case study 3] 

- Through our social networks, other business 

owners in other villages have managed to share 

their business ideas with me such as how to make 

 

 

 

 

 

▪ Partners 

▪ Social networks 

 

 

 

 

 

 

▪ Business network 
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competitive pricing and how to sell goods that 

would attract customers [Case study 5] 

-  Indeed, networking contributes to the success of 

my village business [Case study 6] 

 

▪ Networking 

 

- One of the factors that caused the failure of my 

business was lack of financial resources to further 

support my business (case7) 

- I didn’t have enough money to keep the business 

activity go on(case 8) 

- Lacking financial resources was one of the factor s 

that caused the failure of my transport business, 

since I didn’t have enough money to fix my 

outboard motor [Case study 11]. 

 

 

 

▪ Lacking financial 

resources 

▪ Not enough money 

 

 

 

▪ Financial 

constraint 

- When my relatives  failed to repay their debts on 

time, I didn’t have enough money to buy cargoes 

and to sustain business activities [Case study 9] 

- One of the factors  that caused the failure of my 

fuel depot business was kaon(debts), where village 

people who have loaned my fuel have failed to pay 

off their kaon(debts) up until now [Case study 10] 

- When my brother failed to repay the money, I 

didn’t have enough money to repair the portable 

milling machine[Case study 12] 

 

 

 

 

▪ Failure to repay 

credit 

▪ Fail to pay off 

their kaon(credit) 

 

 

 

 

▪ Kaon system 

 

3.7 Ethical Issues  

Research Ethics are the foundations of a study as they govern the standards of conduct. When 

conducting a research, it is paramount that one adopt strong ethical principles to protect the 

dignity, rights, confidentiality, and wellbeing of research participants. This research was 

conducted based on the guidelines of the Unitec Research Ethics Committee (UREC). In 

addition, permission was received from the Solomon Islands Ministry of Education and 

Human Resource Development (MEHRD) to conduct the research. The data collection 

process commenced once approval was granted by UREC and MEHRD. When conducting 

the research, informed written consent was obtained from the research participants and the 

voluntary nature of the study was clearly detailed. The researcher protected the participants’ 

rights and privacy by removing their identities from all documents. Pseudonym were used to 

represent each participant. All information that was obtained during the study remains 
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confidential and the data collected was only used for the research and is not accessible to 

other people. The researcher also ensured that the study has not caused any harm to anyone. 

3.8 Chapter Summary 

In this chapter, the researcher discussed the methodology and methods used to answer the 

research questions for this study. A qualitative research design using multiple case studies 

was used to determine the factors influencing the success or failure of rural micro-business in 

Choiseul Province, Solomon Islands. Data was collected from six current and six former 

business owners in Northeast Choiseul through semi-structured interviews, participant 

observation, and field notes. The use of these methods enabled the researcher to gain in-depth 

knowledge about the research query. Data were analysed using thematic analysis and 

participants’ rights and privacy were protected at all times. 
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Chapter Four: Findings 

4.1 Introduction 

This chapter outline the findings of the 12 cases, empirically derived, primarily from semi-

structured interviews of the 12 business owners themselves operating in 10 different rural 

villages in Northeast Choiseul. The cases represent 12 businesses, with one participant from 

each business being interviewed being those that manage the affairs of their respective rural 

micro-businesses. The interviews sought to obtain the opinions, views, and experiences of 

current and former local business owners in relation to the research questions.  

4.2 Interview Result and Findings 

Based on confidentiality considerations, pseudonyms were used for the 12 business owners, 

i.e., Gale, Fiona, Jasmine, Mickie, Jeff, Ken, Kali, Betty, Eddie, Clay, Jacky, and Trevor. 

Importantly, participants cannot be identified. First, the findings of the six successful cases 

will be presented, then the findings of the six unsuccessful cases will be presented next.  

4.3 Successful Micro-Business (Case Studies)  

4.3.1 Case Study 1. 

Gale is a 43-year-old father of three children. Gale only reached grade six in his education 

and was unemployed after leaving school. However, when a logging company came to his 

village, he managed to be employed as an assistant carpenter. When the company closed its 

operation, Gale was laid off, and there was no way for him to support his family. Faced with 

hardship, Gale planned to set up a family micro trade store. In 2019, Gale registered and 

opened his family trade store. Figure 4.3.1 shows Gale’s family trade store.  
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Figure.4.3.1. Front view of  Gale’s trade store (own photo) 

The purpose of starting up his family business was based on two reasons. Firstly, his three 

children attended primary school, and there is a great need for Gale to support them with their 

education. Gale operated the store to earn income to help pay for his children’s school fees. 

Secondly, Gale operated his family trade store with the intention to support people in the 

village to access essential goods such as rice, soap, and matches. When Gale started his 

family business, he did not receive any support from anyone, but he used his family's capital 

to set up the business. Gale did not attend any business training, and he started the business 

based on his local knowledge. From his experience, Gale revealed that relevant authorities 

were not keen on providing rural business owners training. In the course of operating the 

business, Gale also experienced various challenges. Gale mainly ordered his goods from 

Honiara, and these were transported to him through various shipping companies. If there was 

a delay in shipping schedules, it also affected the on-time delivery of his goods. Gale also 

makes direct phone calls to a wholesale company in Honiara to place his orders. If there is a 

network disruption in the village, it further delays how Gale places his orders. This also 

disrupts how Gale is updated on the shipping schedules. Gale also pointed out that if there is 
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good road infrastructure, he believes that he will have more customers because many people 

do not have access to sea transport to reach him. Despite these challenges, Gale saw his 

family business as one of the successful business in his village. In the past, Gale used to work 

with his dad to run their village store. This provided him with sufficient experience in making 

orders, pricing goods, and looking after the business. Gales' past business experience 

contributed to the success of his family business, where he properly managed it. His family 

treated the business as a different individual, where they have respected it, and they have 

never misused any funds from the business. His family has never gotten any goods from the 

store for free, and they have to purchase before obtaining any goods. Gale also has a good 

relationship with the people in the village. He is very kind to people and sometimes provides 

what people need free of charge. His good relationship with people attracted people to 

become his customers. Sometimes, if his customers did not have enough money to purchase 

goods from his store, he allowed them to exchange for Trochus Shells. For example, if 1kg of 

Trochus shell was worth $30, the customers could get any goods worth $30 from the store, 

and Gale got the Trochus Shell. Gale will later sell the Trochus Shell for money to a potential 

buyer when traveling to Honiara. Gale’s good customer relationship and customer service 

contribute to the success of his family business. Also, Gale’s family business operated in a 

suitable location. It was the only business that served his village and surrounding 

communities. This means that there is no competition, and Gale has many customers. All 

these factors have contributed significantly to the success of Gale's family business. In the 

future, Gale wanted to expand his family business. In five years, he wanted to build a new 

building that would be used to operate his family business. Gale also wants to buy raw timber 

and plans to operate a fuel depot. To achieve his dreams, Gale prefers if relevant authorities 

could provide business training to the region where he lived so that he can acquire advance 
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knowledge of how to run a business. It seems that Gale is very optimistic about his future 

business plan. 

4.3.2 Case Study 2. 

Fiona is a 28-year-old and a mother of two children who are 10 and 4 years old. When she 

was young, she lived with her aunty in Honiara, where she attended a primary school. After 

completing her fifth grade in 2006, she returned to her home village and lived with her mum. 

When Fiona got married, she went and lived with her husband. Fiona's husband used to work 

in a nearby logging company, where he earned enough income to support them. When the 

logging operation ceased, her husband was laid off from work.  This forced Fiona to come up 

with the idea of setting up their own family business. With the bit of saving she had in 2019, 

Fiona  set up a small trade store in the village. The reason that prompted Fiona to start the 

business was to look for ways to earn money to support the education of her two children. 

Her two children have attended primary schools and since her husband is no longer working, 

running a small village store is the only option for her to generate income to help pay for her 

children’s school fees. Also, Fiona mentioned that she set up the business to assist rural 

people with access to essential goods in the village, such as Soap, Steel-wool, Rice, and 

Taiyo (tuna). Not only that, but the business was also intended to assist the family in case of 

emergency (e.g., sickness, where Fiona’s family can borrow money from the business to 

travel to a nearby rural health centre). When setting up the business, Fiona did not receive 

any form of support or assistance from anyone. She used her local knowledge and the little 

she had to run the business. Within the three years of operation, Fiona also encountered a few 

challenges when running her family business. One of the main challenges was the Kaon 

(debt) System. This is where customers purchase goods on debit and promise to pay at a later 

date. From her own experience, Fiona found that some people can pay their debts on time, 

while  for others, it takes them one to two months before they can pay off their debts. Since it 
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is difficult for some people to earn money in the village, the repayment usually takes a very 

long time. It is challenging for Fiona not to allow people to kaon (go on debt) because she 

wants to culturally maintain a good relationship with the customers. The kaon (debt) system 

affected the revenue growth of Fiona's business especially when preparing for placing new 

orders for her cargo. Besides, the unreliable shipping schedule in the region affects Fiona's 

family business for example if the shipping services are delayed, or these ships are 

experiencing problems, Fiona’s cargoes will be delayed, and her store will be left empty for a 

couple of weeks.  Figure 4.3.2 below shows Fiona’s store running out of cargoes and being 

left empty. 

 

Figure.4.3.2. Front view of Fiona’s trade store (own photo) 

Despite these challenges, Fiona's small trade store continues to thrive. One of the factors that 

influence the success of Fiona’s family business is the location. The store is located along the 

main road in the village in a separate building. The building has a proper counter and a space 

where people can move around to make their purchases. Fiona believed that since the store 
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was located along the road, it was easily accessible and convenient to customers. Fiona also 

mentioned that the success of her family business depends on the good relationship that she 

and her husband have with people in the village. Since they were very kind to people, share 

with people, and help people in times of need, these people become her customers. Even 

though covid-19 might contribute to the slow circulation of money in the village, Fiona 

mentioned that she has more than 20 customers or sometimes less than 15 customers per day. 

The location of the business and good customer relationship are the factors that influence the 

success of Fiona’s family business.  In the years to come, Fiona has a big dream. She plans to 

secure enough funds to run a second-hand clothing shop and operate a fuel depot in the 

village. To achieve that, Fiona preferred to attend any business training course to obtain 

sufficient knowledge of how to operate and manage her family business in the future 

properly.  

4.3.3 Case Study 3. 

Jasmine is a 39-year-old female and a mother of three children. When she was young, she 

usually travelled with her parents as her father was a teacher. Jasmine only reached grade six 

in 1993, and after that, she went and lived with her aunt in Honiara. While living with her 

aunt, she worked as a shopkeeper in her aunt's shop for a couple of years. In 2005,  she 

returned home, got married, and lived in the village. In mid-2018, Jasmine came up with an 

idea where she wanted to set up her family business. As a result, Jasmine set up a sewing 

business in her home. With the bit of capital she has, she purchased her materials from 

Honiara, used her parents' old sewing machine to sew clothes for both males and females, 

then sold them. Jasmine mentioned that she had learned sewing skills based on “look and 

learn” from others. She also operated a small fuel depot in the village. The purpose of 

running her family business was to generate enough income to help her pay for her children's 

education in primary and secondary schools. Jasmine did not receive any formal training on 
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how to run a business, but she operated the business based on her experience. When 

operating her sewing business, one of the challenges that Jasmine experienced was that she 

did not have enough money (financial constraints) to purchase a quality sewing machine to 

sew clothes. Figure 4.3.3 below shows the sewing machine that Jasmine used for her sewing 

business. 

 

Figure.4.3.3. Jasmine’s old sewing machine (own photo) 

 Even though she forwarded her request to their provincial members to support her, nothing 

was done about her request. Despite this challenge, Jasmine managed to utilise her old 

sewing machine to continue with her business. Jasmine mentioned that the success of her 

sewing business is the result of her having a business network with her clients both in the 

Northern and Southern regions of Choiseul. Her business partners are those that market her 

finished products to the customers. Through this network, Jasmine testified that her products 

are usually quickly sold. Jasmine also has many customers working in a nearby logging 

company and in the village. Jasmine has more customers because she sews and sells clothes 

of quality and is preferred by the customers. At the moment, her sale is a bit slow, and maybe 

because of the slow circulation of money due to covid-19, however, she is still satisfied with 

the number of customers she has. Also, with her experience working as a shopkeeper and 
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running her dad's business in the past, this has placed her in a better position to run and 

manage her sewing business successfully. Contrastingly, Jasmine’s fuel depot business 

encountered one of the major challenges, the Kaon (debt) System. Jasmine did not usually 

allow kaon (debt) to other people, but she allowed her very own family members to kaon (to 

borrow /debt). In terms of culture, it is pretty difficult for someone to say 'No' to his/her 

family members' requests. This is precisely what happened to Jasmine. Sometimes, it took 

her family members one or two months before they could change their kaon (debt). This 

affected Jasmine's fuel depot business, as she was not able to control the kaon (debt) system. 

Another challenge that Jasmine experienced was the unreliable shipping schedules. If the 

shipping services are delayed for other reasons,  the on-time delivery of her petrol drums to 

her village is affected. In addition, Jasmine used mobile banking to transfer funds to pay for 

her orders of petrol drums in Honiara. When a network outage in the village occurs, this 

affects the way how Jasmine has to pay for her orders. Today, Jasmine’s fuel depot business 

is no longer operating. The factors that contributed to the failure of Jasmine fuel depot was 

financial constraints. She has allowed her brother to borrow funds from her fuel depot 

business, and he eventually failed to repay the money he borrowed. Because of this, Jasmine 

did not have enough money (finance) to sustain the depot and had to close her depot 

operation.  For now, Jasmine only runs her sewing business. In the future, Jasmine dreams of 

expanding her business where she wants to save enough funds to purchase two new sewing 

machines. She also plans to revive her fuel depot business, and if she does, she will no longer 

allow the kaon (debt) system to happen again. To achieve her business plans, Jasmine wants 

relevant authorities to assist local business people in the rural areas in terms of training and 

offer small funds to support their business activities.  
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4.3.4 Case  Study 4. 

Mickie is a 64-year-old male and has four children. He did not travel much when he was 

young, but he spent most of his time with his parents. He only reached grade 8 in 1974. After 

completing his secondary education, Mickie worked in multiple trade works. He worked as 

an untrained Plummer, carpenter, and even a shipping clerk. After working for many years, 

he returned home and settled with his family in the village. In 2019, Mickie came up with an 

idea to start up his family's small village business. Without further delay, Mickie used his 

family capital to run his family fuel depot business. He started by selling five drums of petrol 

(fuel). Mickie mentioned that his experience in carpentry and as a shipping clerk gave him 

the skills to build his building for his business, as well as how to make orders and other 

business matters. He did not work with others when setting up his family business, but he did 

it himself. Mickie also attended a small business training a couple of years ago, so he had the 

background knowledge of managing and operating a small village business. Mickie wanted to 

set up his family business to generate enough income to help pay the school fees of one of his 

children, who is currently in high school. Mickie also set up the business to support his 

family's wellbeing in times of need. For example, when his family members got sick, he 

usually used his fuel to transport them to a nearby area health centre, or when schools 

opened, he used his fuel to transport his children to school. Later on, when he has money, he 

will then repay his fuel. When running his business, Mickie also encountered several 

challenges. Firstly, was about the unsteady price of petrol drum by the Shell Company. 

Sometimes the cost of petrol drums is cheap, but when Mickie finishes his sale and wants to 

purchase another lot of his orders, the cost of petrol drums increases again. This creates a 

problem for Mickie as he looks for extra money to make up for  the extra costs.  

Secondly is about the kaon (debt) system. Mickie does not easily allow kaon (debt) to people, 

but he always allowed people to kaon (borrow) his fuel to transport sick people. Mickie 
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explained that it was tough for him to say no to people seeking kaon (debts) to transport sick 

people. As a result, it usually took one to two months before they could change their kaon 

(debts), and  this definitely affected the operation of his fuel depot business.  

Thirdly, if the shipping schedules are delayed, then the delivery of his orders are also 

affected, and sometimes his fuel depot is left empty. Despite these challenges, today, 

Mickie’s fuel depot is still surviving. His past working experience and the training he 

received are contributing factors that give him the skills for the success of his family 

business. Mickie also received financial support from his Children. When his business was 

about to die, his children supported him financially to keep the business going and it 

survived. Mickie also held various roles in the church, where he built a good relationship 

with people and opened up to people. He also provided free fuel to support schools or 

religious activities. This attracted people to become his good customers. In the future, Mickie 

suggested that business opportunities will still exist in the rural areas so he will sell more 

petrol drums if he has enough capital.. Mickie also revealed that the kaon (debt) system is 

also a significant threat when he wants to expand his business in the near future. Mickie 

mentioned that he would never allow people to kaon (borrow) from his business in the future. 

Mickie also asked if relevant authorities could assist rural business owners with small 

business loans to expand their businesses. 

4.3.5 Case Study 5. 

Jeff is a village dweller who lives with his wife and two children in the village. When he was 

young, he spent most of his time in the village. Jeff did not attend any schools at all, even 

though his brothers did. Jeff did not have any formal schooling, but he managed to be 

employed as a casual worker in a logging company. After he was laid off, Jeff  decided to set 

up his own family business in mid-2017. With the support of his wife, Jeff set up a small 
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trade store and a fuel depot business in his village. Figure 4.3.5 showed the inside view of 

Jeff’s trade store.  

 

Figure.4.3.5. Front view of Jeff’s trade store (own photo) 

Although Jeff did not have good education and formal business training, the experience and 

knowledge he got from his dad’s business helped him set up his family business successfully. 

The reason that motivated Jeff to run his family business was to generate income to help pay 

for the school fees of his two children and meet the basic needs of his family. Jeff mentioned 

that unlike in the past, where there were many ways people earned money, today, it was 

minimal, and running a business is a good option for him. When Jeff set up his family 

business, he did not receive any form of support. He just used his family's capital to start the 

business. When running his family business, Jeff also encountered several challenges. Firstly, 

Jeff somehow had a dispute with people in his village. When his relationship with the village 

people deteriorated, Jeff lost many customers, and his family businesses were not operating 

well. However, today, Jeff managed to settle his differences with the people and rebuilt his 

relationship again. The second challenge is the kaon (debt) system. Since Jeff allowed people 
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to kaon(borrow) in his business, some people managed to change their kaon (debts) but many 

could not. Even though he followed them up and reminded them about their kaon (debts),  

many were unable to pay up. This kaon (debt) practice affected the revenue growth of Jeff's 

family business. Despite these challenges, Jeff's family business is still surviving. The 

survival of Jeff’s family business was because he has many customers. In the village where 

Jeff lived, many people owned outboard motors, which means the need for fuel is very high. 

Despite the differences in petrol prices with other competitors, the sale of fuel is still very 

successful. It is the same with the trade store. Since his store was located along the main road, 

it was easily accessible by customers. With a village of over 2000 people, Jeff has a lot of 

regular customers. The accessibility of his business is the main factor that contributes to the 

success of his family businesses. Also, Jeff had other business friends in other nearby 

villages. Sometimes his friends share ideas with him regarding how to make competitive 

pricing and selling of quality products. Jeff mentioned that their existing business network 

helped him gain a lot of new ideas. In the future, Jeff believes that business will not stay the 

same and he wanted to expand his business. Jeff also planned to explore other business 

opportunities, such as becoming a copra and raw timber buyer when he saved enough money. 

Jeff also mentioned that the kaon (debt) system would not be entertained when he expands 

his family business in the future. Jeff emphasised that relevant authorities must support rural 

business owners in terms of training and funds so that rural businesses would continue to 

flourish to meet the needs of the rural people. 

4.3.6 Case Study 6. 

Ken is a 42-year-old and a father of two children. He only reached Grade 11, and after 

completing his secondary education in 1998, he managed to attend a vocational school where 

he was graduated with a certificate in a mechanic in 2001. After completing his vocational 

school, Ken worked in the various company including a Cannery company. His recent job 
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was as a mechanic in a logging company that operated near his village. After being laid off 

from work, Ken found it very hard to support his family in the village. As a father,  Ken came 

up with the idea of setting up his family business in 2019. To begin with, Ken sought some 

advice from an older person who was also a past business owner on running a business in the 

village. After getting some insight and advice, Ken began running a small trade store and 

bought Trochus shell as well. Ken mentioned that he started the business from his family 

capital without any external support. The reason that motivated him to set up the business 

was that one of his children attended tertiary education and he needed to generate enough 

income to pay for his school fees. Ken said that if his business failed after his son completed 

his tertiary education, that would be fine. At the moment, Ken did all he could to keep the 

business operational. When Ken operated his family business, he also encountered several 

challenges. One of the challenges Ken experienced when operating his retail store was the 

kaon (debt) system. Ken compared kaon (debts) system as a very dangerous sickness to 

business. When his retail store started in the early stages, people did not ask for kaon (debt), 

but when his store continued to grow, people asked for kaon (debt). These people were both 

employed and unemployed people. Those who were employed usually change their kaon 

(debts) fortnightly, but for those who do not work, it took them longer to repay their kaon 

(debts). In this way, it disrupted the revenue growth of Ken’s family businesses. Another 

challenge that affected Ken was the disruption of the telecommunication network. Ken 

usually contacted his clients in Honiara about his orders. When there was a disruption of the 

network, this further delayed the placing of his orders. Also, it affected how Ken kept 

updated on various shipping schedules in the region. Ken mentioned that it sometimes takes 

nearly two months for the network outage, and often he did not know which ship should be 

bringing his goods. Despite these challenges, Ken viewed his business as one of the 

successful business in his village. Ken usually sells quality items that the customers prefer. 
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When the customers visit his store, Ken took note of the items that they wanted. When he 

placed his next orders, he bought those items preferred by the customers, such as a solar 

torch, school bags, and soft drinks. Now Ken bought a solar and a chest fridge where he sells 

cold drinks as requested by customers. Figure 4.3.6a below shows the Chest Fridge (red 

arrow) where Ken used to sell cold drinks. 

 

Figure.4.3.6a. Ken’s trade store Chest Fridge (own photo) 

In this way, Ken retained and attracted new customers. There are also other people operating 

trade shops in his village, which means competition is very high, but Ken’s store was located 

beside the main road where the customers quickly access it. Figure 4.3.6b below shows Ken’s 

trade store that was located along the road. 
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Figure.4.3.6b. Ken’s trade store (own photo) 

Ken lived in a very populated village, and he had many customers. Even though people have 

been operating their business for more than 20 years, Ken thought they were operating in the 

same phase. Next, Ken has his business associates from Honiara and other villages, where 

they share ideas and work together in running their business. Sometimes, it was his associates 

that advised him on where to buy affordable goods. This helped him a lot in minimising his 

expenses. Regarding the trochus business, it was only Ken and another person who bought 

trochus shell. Ken has customers not only from his village but also from other nearby 

villages. At the time of the interview, Ken has more than 20 bags of trochus shell awaiting 

shipment to Honiara. Since his family business is growing, in the future, Ken thinks that if his 

children finish their tertiary education, he will build a bigger building where it will cater for 

his own business. In doing so, maybe he will not allow the kaon (debt) system to occur. Ken 

also mentioned that he had received business training about 15 years ago; however, the 

relevant authorities need to train local business owners in order for them to acquire advanced 

knowledge of how to run businesses in this modern age. 
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4.4 Unsuccessful Micro-Business(Case Studies) 

4.4.1 Case  Study 7. 

Kali is a 45-year-old father of 4 children. When he was young, he spent most of his time in 

the village. His secondary education only reached grade nine. After completing high school 

in 1996, Kali attended a vocational school where he graduated as a carpenter in 1999. In 

2000, he travelled to Honiara and was employed as a carpenter in a building company. He 

also served as a team leader and a supervisor during his employment. After so many years of 

working, Kali then decided to return home. Upon returning home, Kali looked for any 

opportunity to generate income for his family in the village. As a result, he set up a small 

liquor shop in 2016. One factor that motivated Kali to run the liquor shop was to generate 

enough income to support his children's education. His four children attended high school, 

and Kali needed money to pay for their school fees. Another factor that motivated Kali to 

operate his family's small liquor shop is that the employees of a nearby logging company are 

interested in liquor. This prompted Kali to operate his family liquor shop to meet the social 

needs of the logging workers. Kali recalled that he did not attend any business training, but he 

used his common knowledge to run his small business. When Kali started his business, he did 

not receive any assistance, but he used his capital to start his family business. During the 

operation of his business, Kali also encountered specific challenges. Kali uses various 

shipping services to transport his goods from Honiara to his home village. If there is a delay 

in the departure of these ships, it affects the delivery of Kali’s goods. Kali also placed his 

orders by making direct phone calls to a liquor distributor in Honiara. If there is a disruption 

of the network, then this further delays his orders. Despite these challenges for the past three 

years, Kali’s family business was very successful, with huge turnovers. The success of Kali’s 

family business depended on several factors. Firstly, Kali established his business in a 

suitable location. Kali's liquor shop was accessible by logging workers and people who travel 
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around the area. Sea travellers who travelled to the Northern and Southern regions stop and 

purchase a few cans of beers at Kali's liquor shop before traveling further. This meant that 

Kali had constant customers. Secondly, Kali himself is a tribal representative who listens to 

and develops good relationships with people. This aspect motivated people to adore Kali very 

much and become his customers. Thirdly, when Kali placed orders for his goods, he also 

included those beers that his customers preferred. This makes the customers happy and 

satisfied. Next, Kali also had other liquor shop owners who are part of his business network. 

When these liquor shop owners ran out of beer, they usually sent their customers to buy beer 

at Kali's liquor shop. His good customers have also become his network through word of 

mouth so he never runs short of customers. Finally, Kali also offers special prices to his 

customers. For example, if his nearby competitors sell a can of Solbrew beer for $20, Kali  

will offer $15 for a can. In this way, Kali attracts more customers and makes fast sales. Sad to 

say  Kali's liquor shop ceased operations in 2020 to all his client’s dismay. The main reason 

being due to financial constraints. Kali recalled that after he finished his monthly sale, he 

gave the money for his brother to buy a new order of beers in Honiara. Instead, his brother 

misused the money for different purposes and without repaying the money. As a result, Kali’s 

liquor shop was left bare and forced to close down. Figure 4.4.1 shows Kali’s liquor shop 

which is  no longer operating.  
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Figure.4.4.1. The closure of Kali’s liquor shop (own photo) 

Kali indicated that he was sad as his family depended very much on the business for their 

income. Kali was not in a position to sustain the business when the problem occurred. 

Despite all these, Kali believes that he will revive his liquor shop again in the future when he 

has enough money. In five years time, Kali also plans to set up a guest house in the village. 

After all these experiences Kali is now proposing that Choiseul Provincial Government, the 

National Government, or NGOs  provide business training in the rural areas so that  people 

like him can have the chance to attend  to equip himself for future business plans. 

 4.4.2 Case Study 8. 

Betty is a 32-year-old woman and a mother of four children. When she was young, she  spent 

most of his life in her village. Betty only reached grade seven in her education. Betty did not 

get a formal job, but her leading role in the village was just selling cooked foods and cooking 

copra to generate income for her family. In 2016, Betty wanted to do something different for 

her family. Betty came up with the idea of wanting to set up her family's own business. After 

receiving financial support from her husband, Betty started the bakery, trade store, and fuel 
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depot business at the same time. The main reason that influenced Betty to start her family 

business was to generate enough money to help pay for her children's school fees, meet the 

rural people's needs, and support the wellbeing of her family. Betty did not acquire any 

business training and good education, but the experience she got when assisting her dad to 

operate his business in the past, helped her to operate her family business successfully. Betty 

is also a Christian and she holds various roles in the church. Through this, Betty built a strong 

relationship with people in her village. This is where she opened up to people, fed them, and 

provided for what people needed. In return, these people become her genuine customers. 

Betty's golden rule is, "You help people today, and these same people will help you 

tomorrow". This means that her customer relationship enhanced the success of Betty's family 

businesses. When operating her family businesses, Betty also encountered several challenges. 

Betty always transported her goods from Honiara to her home village in ships. When there is 

a delay with these shipping services, Betty’s cargo delivery is also delayed. This delay 

sometimes results in circumstances where her cargoes get lost and often are not recovered. 

This is where she lost a considerable amount of money in freighting and purchasing goods. 

Another challenge Betty mentioned was that when there is  network disruption in the village, 

she cannot make a phone call to Honiara to place her orders. When this happens, she returns 

to the old method where she had to give orders to the shipping clerk of any ships to bring it 

over to Honiara. However, in 2019, Betty’s family businesses (bakery, trade store, and fuel 

depot) ceased operations. Figure 4.4.2 shows the closure of Betty’s trade store.  
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Figure.4.4.2.The closure of Betty’s trade store (own photo) 

The reason for the failure of Betty’s family businesses was financial constraint. When her 

husband felt ill, Betty used the money to support her husband who was admitted to the 

Hospital. With this, Betty did not have enough backup money to sustain the operation of her 

business. The closing down of her family businesses was tough for Betty and her family. 

Despite the failure of her family businesses, Betty hopes that in the future, she and her family 

will save enough money to revive all their family village businesses. She also hopes that 

when operating her businesses again, she will set aside a separate fund to cater for her 

family's needs so that she will not touch business funds when needs arise. Betty also wants 

relevant authorities to support the local business owners in the rural areas to provide training 

and reliable shipping services to properly serve people in the region. 

4.4.3 Case study 9. 

Eddie is a 55-year-old  father of two children. When he was young, he mostly lived with his 

parents in the village. Eddie only reached grade six, and in 1986, he managed to attend a 

vocational school where he graduated with a certificate in mechanics and agriculture. After 

completing his vocational training, Eddie moved to Honiara, where he first worked as a 
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Malaria Spray man. In the 1990s, Eddie also worked in a timber milling company and was a 

crew in a passenger boat. After that, Eddie returned to his home village, where he married 

and assisted his father in running a village trade store. In 2017, Eddie decided to run his own 

family business. He used his capital to start up and operate a small trade store. The reason 

that motivated Eddie to operate his family business was to generate enough income to support 

the wellbeing of his family in the village financially. Eddie was just looking for ways to earn 

income to buy food and assist his family in an emergency. Eddie’s family business operated 

very well. Eddie mentioned that since he had a good relationship with people in the 

community, he had many customers. Even people in the nearby villages also went to his store 

to purchase goods. Other people also operated their store in the village where they discounted 

their price to attract customers, but Eddie’s kindness made him maintain his customers. His 

experience in operating his dad's business was also a contributing factor that gave Eddie the 

skills to make orders, sell goods that attract customers, and set up prices. His past business 

experience helped the success of his family business. Unfortunately, in early 2019, Eddie’s 

small trade store closed down. The reason being that of the  kaon (debt) system. Eddie stated 

that one person in his village died, his relatives made a verbal agreement with Eddie that they 

would take goods from his store to feed the mourning relatives, and that they would settle 

their debts after. Eddie agreed but these people never settled their kaon (debts). This caused 

Eddie to run out of cash for his next goods order. As a result, Eddie’s family trade store 

closed down. In mid-2015, after experiencing financial hardship in the village, Eddie did not 

give up. He decided to set up a fuel depot. Since he did not have enough money, Eddie 

approached his nephew for financial assistance to start the depot business. When Eddie 

received the support, he immediately start-up the fuel depot with two drums of petrol. As 

usual, Eddie had many customers both from the village and from the nearby communities. 

About three months in operation, Eddie increased his sale of petrol to five drums. However, 
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at the end of the year, Eddie's fuel depot business experienced a challenge. Since Eddie 

allowed his customers to kaon (borrow) his petrol, some customers failed to settle their kaon 

(debts). These customers were working-class people whom Eddie trusted, but they failed him. 

This became a problem for Eddie since he did not have enough funds to place his new order. 

At the same time, when other fuel depot discounted their price, Eddie lost his customers. As 

result, Eddie's fuel depot closed down its operation at the end of 2015. This left Eddie 

devastated, angry and hopeless. Figure 4.4.3 below shows the closure of Eddie’s fuel depot 

business. 

 

Figure.4.4.3.The closure of Eddie’s fuel depot business (own photo) 

Despite these failures, in the future, Eddie plans that if he has the opportunity to rerun his 

business, he will never, ever allow the kaon (debt) system. Eddie also pleaded to relevant 

authorities to support rural business owners through training and providing funds to support 

the survival of the rural business.  

4.4.4 Case  Study 10. 

Clay is 43-years-old and a father of three children. When he was young, he used to live in 

different villages, including living in Honiara. Clay only reached Grade six in his education. 
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After completing grade six, Clay attended a vocational school where he trained as a 

mechanic. In fact, after one year of training, Clay gave up and left without completing his 

vocational training. In the past, Clay usually worked in the logging company and as a 

shopkeeper in a Chinese shop in Honiara. Living in the village , Clay struggled to earn money 

to support his family financially. As a result, in 2018, Clay decided to set up his family 

business. He set up a small fuel depot business where he sold fuel (petrol). Clay found that in 

the village there is always a demand for fuel (petrol). When people operating their depot sell 

out  all their fuel, village travellers and boat owners  go everywhere looking for fuel. Because 

of this, Clay used his own capital and started his family business. He started off by selling 

fuel from one drum of petrol. For nearly a year, his fuel business continued to grow, and he 

moved on to using five drums of petrol. The challenge he experienced when operating his 

fuel business was competition from other competitors. Those competitors who sell more than 

ten drums of petrol usually discount their prices. When Clay sells his fuel for $15 per litre, 

they would sell theirs to $12 per litre. Price competition further delayed the selling of Clay’s 

petrol. An advantage however was when his competitors’ discounted fuel gets all sold out, he 

is able to sell his later on at $15 per litre. Throughout the year, Clay’s business grew to be 

very successful. Clay stated that his experience working at the Chinese shop in the past 

helped him  to be able to compete well with his competitors. Clay is also popular in sports  in  

the rural areas so people in other villages who know him buy fuel from him when they ran 

out during their journeys. When Clay does not have customers, he usually uses his fuel for a 

fishing trip. From his catch he sells the fish, gets the money and pays off his debt for the fuel 

used. In this way, it helps him keep his business running.  

In 2020 however, Clay’s fuel depot business ceased due to the kaon (debt) system. Clay 

mentioned that after one of his relatives got married, they kaon (borrowed) four drums of 

petrol from his business to transport people during the wedding celebration. After the 



85 

 

wedding, his relatives were not able to settle their kaon (debts) quickly.  They have yet to pay 

up their debts (kaon). Clay stressed that kaon (borrowing) is very deadly because it will 

instantly kill your business. Figure 4.4.4 below shows the closure of Clay's fuel depot 

business. 

 

 

 

 

 

 

 

Figure.4.4.4.The closure of Clay’s fuel depot business (own photo) 

Clay hopes that when he has enough capital, he wants to revive his fuel depot business again. 

Clay mentioned that he aims to rerun his business in the future. Clay emphasized that he 

would not allow the kaon (debt) system when running his future business as he had already 

learnt his lesson. Clay also wanted relevant authorities to support rural business owners with 

financial help or training to help towards running effective businesses.  

4.4.5 Case study  11. 

Jacky is in his mid-40s, and he has one child. Jacky completed grade nine, and after that in 

1995, he moved and lived with his uncle, a businessman, in Honiara. With little education, 

his uncle employed him as a logistic support person, where he overlooked the company's 

logistic activities. After working for about ten years, in 2005, Jacky decided to return to his 



86 

 

home village since his parents were getting older and needed his support. After living in the 

village for about five years with his family, Jacky decided to utilise his past working 

experience to run a business. In 2016, with the little savings he had and from the financial 

help from his uncle, Jacky bought a 40hp outboard motor and a 23 feet ray boat to operate as 

transport business for his family. The reason why Jacky decided to operate the transport 

business was to look for ways to earn enough income to support the wellbeing of his family, 

as well as to be able to assist people in the village when they need transport to travel 

elsewhere. When Jacky operated his transport business, the only challenge he experienced 

was the delay of payment from some of his clients who hire his transport. This sometimes 

affected his operation as he needed money to service his 40hp outboard motor regularly. 

Despite this challenge, Jacky mentioned that he has many clients. Since there is a lack of road 

and land transportation in areas where Jacky lived, the primary mode of transport is sea 

transportation. Sometimes, he runs a school trip where he only transported high school 

students to a high school located in the northwest region of Choiseul, and sometimes he was 

hired to travel to Gizo, which is the capital of the Western Province. Through this, Jacky  

earned enough money to support his business. At the end of 2019, Jacky's family transport 

business stopped operating due to financial constraints. Jacky had his boat serviced from a 

boat builder, but another problem arose. Jacky got drunk and accidentally capsized in the sea 

when the weather was unfavorable. As a result, Jacky did not have enough money to cover 

the expenses of servicing and fixing his 40hp outboard motor. Figure 4.4.5 shows Jacky’s 

boat and outboard motor when his transport business was still operating.  
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Figure.4.4.5. Jacky’s transportation business (own photo) 

Jacky said that he would have fixed his 40hp engine if he had got enough money that time. 

Despite the loss, Jacky planned to purchase a 60hp outboard motor in two years to revive his 

transport business. At the moment, he is doing all sorts of casual jobs in a logging company 

to save up enough money. Jacky also wants relevant authorities to visit the local business 

owners in the rural areas to see their needs, and provide advice and training support on how 

to run  small businesses effectively.  

 4.4.6 Case  Study12. 

Trevor is a 29-year-old and a father of two children. When he was young, he spent most of 

his time in his village with his parents. Trevor only reached grade six in his primary 

education. In 2015, Trevor was employed as a chainsaw operator in a logging company. 

When Trevor worked as a chainsaw operator, he thought that a time would come when the 

logging operation would stop, he would be laid off from work. As such, Trevor used his 

employment as an opportunity where he would earn and save enough money. In 2013, as the 

logging operation ceased, Trevor thought seriously about ways to generate enough income in 
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the village. With the little saving he had, Trevor approached his brother, a government 

employer, to assist him in purchasing a Lucas Mill to mill timbers. At the end of 2014, Trevor 

and his brother managed to purchase a second-hand Lucas Mill. The timber milling business 

began in 2015, where he cut and milled timber for customers. Trevor stated that the purpose 

of operating the business was to earn enough income to help pay for his children's education 

and meet the needs of people who want to build their houses. Throughout the year 2015, 

Trevor's timber milling business operated successfully. The reasons being he worked very 

fast and produced orders in time and provided quality timber. As a result, Trevor had a lot of 

customers, which ranged from schools, churches, companies, and individuals. Trevor 

mentioned that customers were hiring him every week, and he only got some rest during the 

weekends. It was a tiring job, but also an enjoyable job for Trevor as he got to know other 

people and earned more than what he had expected. In 2018 however, Trevor's timber milling 

business ceased because of the kaon (debt/borrowing) system. His brother came home, 

borrowed all the money from the business, and promised to repay it in a month, but this did 

not happen. After two weeks, the Lucas Mill encountered mechanical problems, and Trevor 

did not have enough money to service it. Even though Trevor asked his brother to re-emburse 

his money, he did not. As a result, Trevor ceased his milling operation. Figure 4.4.6 below 

showed Trevor's broken down timber milling machine. 
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Figure.4.4.6.Trevor’s broken down timber milling machine (own photo) 

In the future, Trevor hopes to revive his milling business again. Trevor mentioned that he 

would buy new parts for his broken Luca Mill when he saved enough money. Trevor has 

hopes that in the next five years he will operate a timber yard where he would be selling 

quality timbers both in the rural areas and in the urban centres. Trevor also appealed to 

relevant authorities to assist rural business owners in any form of support through training so 

that local business can be sustainable. 

4.5 Chapter Summary 

This chapter provided an outline of the 12 Case Studies done. According to the case studies 

done, a key finding was that all businesses started out of necessity. Half of the Case studies’ 

businesses failed because of the owner's inability to maintain sufficient working capital.  

Table 4.5 below summarises the key features concerning the 12 businesses. 

Table.4.5. Summary of the study’s overall findings 

 

Number 

of Cases 

studied 

Type of 

Business 

Reason for 

starting 

business 

Challenges Factors 

affecting 

their success 

Factors affecting their 

failures 

 

Case 

study 1:   

Retail 

store 

▪ Children’s 

education 

▪ Peoples’ 

livelihood 

▪ Unreliable shipping 

services 

▪ Poor 

telecommunications 

network 

▪ Past 

experienc

e 

▪ Customer 

relationshi

ps 

▪ Marketing 

 

 

Case 

Study 2:  

Retail 

store 

▪ Children’s 

education 

▪ People’s 

livelihood 

▪ Kaon(borrowing debt) 

system 

▪ Unreliable shipping 

services 

▪ Marketing 

▪ Customer 

relationshi

p 

 

 

 

Case 

Study 3:  

   

 

 

Sewing 

Project 

 

 

 

▪ Children’s’ 

education 

 

▪ Financial constraint 

▪ Business 

network 

▪ Customer 

relationshi

ps 

▪ Past 

experienc
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        e 

 

Fuel 

depot 

▪ Kaon(borrowing/debt) 

system 

 ▪ Insufficient working 

capital  

 

 

Case 

Study 4:   

Fuel 

Depot 

▪ Children’s 

education 

▪ Family 

wellbeing 

▪ Unstable price 

▪ Kaon(borrowing/debt) 

system 

▪ Past 

experienc

e 

▪ Financial 

support 

▪ Customer 

relationshi

ps 

 

 

 

Case 

Study 5: 

 

Retail 

store 

 

▪ Children’s 

education 

▪ Family 

wellbeing 

▪ Dispute with people 

▪ Kaon(borrowing/debt) 

system 

▪ Marketing 

(location) 

▪ Business 

network 

 

 

 

 
 

Fuel 

depot 

 

 

Case 

Study 6: 

Retail 

store 

 

 

 

▪ Children’s 

education 

▪ Kaon(borrowing/debt) 

system 

▪ Poor 

telecommunications 

▪ Customer 

relationshi

p 

▪ Marketing 

(location) 

▪ Business 

network 

 

Buyer of 

trochus 

shell 

 

 

Case 

Study  7 

Liquor 

shop 

▪ Children’s 

education 

▪ Customer 

demand 

▪ Unreliable shipping 

services 

▪ Poor 

telecommunications 

▪ Marketing 

(location) 

▪ Customer 

relationshi

ps 

▪ Business 

network 

▪ Insufficient working 

capital 

 

 

 

Case 

Study 8: 

Bakery ▪ Children’s 

education 

▪ People’s 

livelihood 

▪ Family 

wellbeing 

▪ Unreliable shipping 

services 

▪ Poor 

telecommunications 

▪ Customer 

relationshi

ps 

▪ Insufficient working 

capital 

 

 

 

Retail 

store 

Fuel 

depot 

 

Case 

Study 9: 

Retail 

store 

▪ Family 

wellbeing 

▪ Kaon(borrowing/debt) 

system 

▪ Customer 

relationshi

ps 

▪ Past 

experienc

e 

▪ Kaon(borrowing/debt) 

system 

▪ Socio-cultural Fuel 

depot 

 

Case 

Study 10:  

Fuel 

Depot 

▪ Fuel 

shortage 

▪ Competition ▪ Past 

experienc

e 

▪ Popularity 

▪ Kaon(borrowing/debt) 

system 

▪ Socio-cultural 

 

Case 

Study 11:  

Transport ▪ Family 

wellbeing 

▪ People’s 

livelihood 

▪ Kaon(borrowing/debt) 

system 

▪ Customer ▪ Insufficient working 

capital 

 

Case 

Study 12:  

Timber 

Milling 

▪ Children’s 

education 

▪ People’s 

livelihood 

▪ Financial constraint ▪ Marketing ▪ Kaon(borrowing/debt) 

system  

▪ Cultural 
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Chapter 5 : Discussion of Findings 

5.1 Introduction 

This chapter discusses the findings in respect to six current and six former business owners in 

Northeast Choiseul rural areas. The chapter also addresses the research questions. Themes 

generated from thematic analysis were written up and these themes were analysed based on 

the two sub-research questions. 

5.2 Theoretical framework 

There are several factors affecting rural micro-business in Northeast Choiseul. These include 

the owner manager factors, the enterprise and the environmental factors. The Owner Manager 

factors refers to the characteristics of SME owners and the Enterprise factors largely refers to 

the business itself. The Environmental factors refers to the external business environment. 

Figure.5.2 shows the factors affecting their success and failure of rural micro-business in 

Northeast Choiseul. 

 

Figure.5.2. Theoretical framework of factors affecting the success and failure of rural micro-

businesses. 
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5.3 Themes 

From the data analysis, the researcher identified 3 themes that relate to the factors affecting 

the failure of those businesses, and 4 themes that relate to the factors affecting the success of 

these businesses.  

Table.5.3. Theme - Factors affecting the failure and success of rural businesses 

 

 Theoretical framework Themes 

 

Factors affecting the failure 

of Rural Micro-businesses. 

 

Enterprise factors ▪ Financial constraint 

 

Environmental factors 

▪ Culture 

▪ Kaon(borrowing/debt) 

system 

 

 

Factors affecting the success 

of Rural Micro-businesses. 

Owner/ Manager factors ▪ Past working experience 

 

Environmental factors 

▪ Customer relationship 

▪ Marketing -  location 

▪ Business network 

 

5.4 Reasons for Setting up Micro-Businesses 

Starting a small business can be driven by both extrinsic and intrinsic motivators (Erdis, et 

al., 2015). Extrinsic motivators refers to the external factors that motivates someone of doing 

something (Erdis, et al., 2015; Legault, 2020). For example, losing a job or a desire to earn 

money motivates someone to start a business (Erdis, et al., 2015). On the contrary, intrinsic 

motivators refers to the internal factors that motivates someone of doing something (Erdis, et 

al., 2015; Legault, 2020). For example, having a personal interest in just doing business can 

motivate others in starting their business (Erdis, et al., 2015). The motivation for business 

ventures differs from person to person, from one country to another, as it depends on the 
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economic, political, societal and cultural influences (Tan & Hg, 2015). Other studies have 

shown that small business owners established their business due to a desire to be their own 

boss (Hefer, 2015), to make a profit (Berke-Berga et al., 2021), demand for self-expression 

(Pruskus, 2003), and for personal development (Birley & Westhead, 1994). In this study, the 

findings have clearly shown that one of the main reasons that motivated most of these 

participants to operate their rural micro-businesses was to generate enough income to support 

the wellbeing of their own families as well as the village peoples’ livelihood. In other words, 

meeting the needs and demands of their families and their local communities are the extrinsic 

or pull factors that motivated them to start their rural businesses. This is strongly articulated 

by  the participants below: 

One of the reasons for starting up my family fuel depot business is to support my 

family, where I could use my own fuel to transport my family members if they’re sick 

or to transport my children to school [Case study 4]. 

The main intention for me to run my family business is to generate enough income to 

financially support my family in case of any emergency such as if my family members 

get sick [Case study 9]. 

One of the reasons why I set-up my  family village trade store  is to meet the needs of 

the village people to have access to basic goods such as Rice, Soap and Matches 

[Case study 1]. 

One of my main intentions for operating my family village trade store is to assist 

village people to have access to essential goods such as rice, noodle and Taiyo (Tuna) 

since wild pigs usually destroy staple foods in people’s gardens. [Case study 2 and 

8]. 
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The findings of this study correlates with what Erdis et al. (2015) found in their study where 

owner/managers started their business purposely to make a good living for themselves and to 

their family. Likewise, small business owners also operated their businesses with the 

intention for personal development and welfare considerations (Birley, & Westhead, 1994).  

This leads to where small businesses make a significant contribution to the economic and 

social wellbeing of a society (Sun et al., 2014). From personal experience, not many people 

in the rural areas of Northeast Choiseul have operated their businesses in the past because 

there were many other ways where they can earn money such as making copra, fishing and 

selling their garden products. Today, there is a major shift in Northeast Choiseul rural areas 

because more people are involved in operating various businesses to meet the increasing 

demands of the rural people. As seen in the case studies, when these businesses meet the 

needs of rural people, these business owners are happy and satisfied with their operations. 

Doing good work and helping others drives a sense of emotional reward and accomplishment 

with these business owners (García-Pabón & Klima, 2017) and in return, this places the 

businesses in a better position in society (Kvedaraitė, 2014). 

 Furthermore, the research findings also showed that another main reason that drove nearly 

all of the participants to operate their family micro-businesses was to generate enough 

income to help them to pay for the education (school fees) of their children in primary, 

secondary and tertiary level.  Again, these can be seen from the statements given below: 

When my children were attending primary schools, there were no means for me to 

financially support them. With the little money I have earn from my previous 

employment, I managed to set-up this small village trade store with the purpose of 

generating income to pay for the school fees of my children [Case study 1]. 
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The main purpose for me to operate my liquor shop is to earn enough income to assist 

me to help pay for the school fees of my four children who are in secondary schools 

[Case study7]. 

I operated this businesses mainly to generate money to pay for my children’s’ school 

fees so that nothing could stop them from pursuing their education, and when they  

complete their studies and get a job in the future, they are going to help me and my 

husband [Case study 3] 

My main intention for operating my village trade store is to financially support the 

education of my son who is at the country’s local university. I am struggling to make 

money just to pay for the education of my son, and when my son finishes his study, he 

is going to assist me with new ideas for setting other village business [Case study 6]. 

The main motivation for the business ventures was to become financially independent 

(Ahmad & Muhammad Arif, 2016), and in Choiseul context, small business owners wanted 

to independently generate higher earnings to meet the education of their children. The World 

Bank report found that the cost of education is very expensive for parents who live in the 

rural areas in the Solomon Island (The World Bank, 2007) and income earners mainly save 

money in order to meet the education of their children (Nolan & Daonga, 2005). As such, it is 

clear that operating micro-business is a major source of income for families who are not 

capable of exploiting other traditional ways of generating income in Northeast Choiseul. 

(Leokana, 2014). Overall, the findings have clearly shown that instead of operating micro-

businesses for profit-making, rural business owners in Northeast Choiseul have operated their 

businesses to support their family’s’ wellbeing, rural peoples’ livelihoods as well as to 

support their  children’s’ education, out of necessity. 
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5.5 Constraints of Rural Micro-Businesses 

Rural enterprises usually face a lot of constraints in their operation (Mtisi, 2016). One such 

constraint affecting small businesses is inadequate infrastructural facility (Adisa, et al,. 2014).  

Infrastructure includes such as transportation systems, communication networks and an 

adequate supply of appropriately located business premises (Samli, 2009), as outlined in the 

literature review. According to the findings, one of the main constraints that affected rural 

business owners in Northeast Choiseul was that from the environmental factors. These 

included unreliable shipping services and poor telecommunication networks. Since Choiseul 

Province is very remote and far from the urban centre, business owners usually transport their 

goods from Honiara to their home village by sea using ships. Since there is availability of 

telecommunication networks in the rural areas, business owners often phone their wholesalers 

in Honiara to place goods order. This is highlighted in the findings below: 

One of the challenges I have experienced when operating my business is the delay of 

shipping services to deliver my goods at my village. The delay sometimes resulted  

where my goods go missing, and I have wasted my money. Also, another challenge 

that I have  experienced is the disruption of telecommunication network. When there 

is poor connectivity, I will not be able to make a call to place my goods orders in 

Honiara[Case study 8]. 

One of the worst challenges my business experienced was the delay of ships travelling 

from Honiara to my village, as this caused the delayed of delivering my goods, and 

left my store  empty. Sometimes, if there is poor telecommunication network, it will be 

difficult for me to be update on  shipping schedules [Case study 1]. 

 A disruption of telecommunication in my village is one of the main challenge to my  

business. The network outage usually goes on for about two months, and this makes it 
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impossible for me to be updated on shipping services. Sometimes I have to travel in an 

outboard motor to another village just to access to telecommunication network [Case 

study 6]. 

 Poor shipping services is one of the main challenges I have experienced when 

operating my liquor shop. When there is a delay of ships from Honiara, my shop 

usually runs out of beer for about 1-2 weeks, and this usually frustrates my customers 

[Case study 7]. 

The poor shipping services sometimes caused the delay of delivering my orders which 

resulted in my village trade store being left empty for a couple of weeks [Case study 

2].  

The findings of this study correlates with previous findings where deplorable state of 

transportation and information communication and technology hinders business growth 

(Fatoki & Garwe, 2010; Abdullahi et al., 2016). From the findings, poor infrastructural 

network makes the distribution of goods and services difficult in remote areas (Adisa et al., 

2014) and this caused small businesses to incur high transportation and high input costs 

(Visser et al., 2019). This revealed that infrastructural inadequacy depletes the profits that 

could have been generated by these small businesses, alter their performance and daily 

operations, as well as weakens their ability to contribute effectively to the local economic 

growth (Ihua & Siyanbola, 2012).  

Furthermore, the study’s findings showed that another major constraint experienced by rural 

business owners in Northeast Choiseul is the Kaon (borrowing/debt) System. As fully 

discussed in section 5.6, the kaon (borrowing/debt) system is where customers purchase 

goods on credit and promise to pay on a later date. Kaon (borrowing/debt) is strongly 

embedded in local culture and is part of the cultural norms (Leokana, 2014) and it is a normal 
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approach taken by customers if they did not have enough money to make a purchase.  See 

statements that support the findings:  

One of the challenges I have experienced when operating transport business is 

kaon(borrowing/debt). Some of my customers who hired me didn’t instantly pay me 

but promised to pay at a later date. This is very challenging as I need money to 

support my family and to sustain my business[Case study 11]. 

When my business is at the growth stage, that is the time I experienced an influx of 

people asking for kaon (borrow/debt). The delay in some customers for settling their 

kaon (debts) disrupted the revenue growth of my business. Indeed, kaon (debts) is a 

deadly sickness/disease to small businesses [Case study 6]. 

When customers are  not able to change their kaon (debts), this gives me an extra 

burden where I have to look for money elsewhere to pay off the kaons (debts) that 

were not paid by my customers  [Case study 5]. 

 I didn’t allow customers to ask for kaon (debt), however, I only allowed them to kaon 

(borrow) my fuel based on genuine reasons such as transporting of sick people. In 

fact, the challenge is that these people sometimes failed miserably to quickly settling 

their kaon (debts). Sometimes it took them 1-2 months before they could make partly 

or full payments [Case study 4]. 

Kaon (borrowing/debts) is one of the main challenges in my business as it took some 

of my customers about 1-2 months before they can pay off their kaon (debts). This 

sometimes resulted in situations where I do not have enough money to pay for my next 

order [Case study 2]. 
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Overall, the study’s findings have clearly demonstrated that environmental factors such as 

unreliable shipping services, poor telecommunication, and the kaon (borrowing/debt) system 

are the major constraints facing rural business owners in Northeast Choiseul. These 

constraints create additional expenses as well as delay businesses in generating their revenue 

streams. 

5.6 Sub-Research Question One 

How do these challenges inhibit the growth of rural micro-businesses? 

The aim of this question is to enable the researcher to gain an understanding of the rural 

business environment as well as the factors regarded as contributors to the failure of rural 

micro-businesses. Understanding the experience of business owners in their rural setting, will 

provide useful information to address the study’s aim and the main research questions. Based 

on the case studies, answers to this question are categorised into three themes which include; 

a lack of working capital (enterprise), the kaon (debts) system (environmental), and culture 

(environmental). 

5.6.1 Theme one: Lack of Working Capital 

To successfully operate a business, owners/managers need numerous resources to support 

their operation (Cant et al., 2014). One of the essential resources that is critical to business 

success is acquiring sufficient working capital (Burn, 2012). Today, lack of working capital is 

one of the main constraints faced by small businesses (Visser et al., 2019), and business 

failure occurs when there is a fall in revenue or a rise in expenses where the business 

becomes insolvent and is unable to operate (Ucbasaran et al., 2013). The findings of this 

study have clearly demonstrated that nearly half of those business owners who had failed 

businesses have expressed that insufficient working capital was one of the main factors that  

affected the failure of their businesses. This is highlighted in the findings below: 
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One of the factors that caused the failure of my business was lacking financial 

resources to further support my business when my brother misused the business funds. 

I didn’t have enough money elsewhere to support the business, as a result, I have to 

close down my operation [Case study 7] .  

When my husband got sick and was hospitalised, I used all the money from the 

business to support him. Consequently, I didn’t have enough money to keep the 

business activity going. I’m eager to start again our family business but since I did 

not have enough money, I am not able to do so [Case study 8]. 

Lacking financial resources is one of the factors that caused the failure of my 

transport business, since I didn’t have enough money to fix my outboard motor [Case 

study 11]. 

 Alternatively, successful micro-businesses also experienced financial constraints as a 

challenge as confirmed by the following statements.  

One of the challenges I experienced when running my sewing business was that I 

didn’t have enough money to purchase a new quality sewing machine. The lack of 

financial resource  limited the expansion of my sewing business [Case study 3]. 

From the findings, it was clear that lack of working capital contributed to the failure of these 

rural businesses. This agrees with the finding of Bowen et al. (2009) where they found that 

lack of working capital is one of the main challenges facing micro and small businesses. Lack 

of financial resources also hampers innovations in small businesses ((Mohnen et al., 2008) 

and is a major obstacle experienced by business owners (Brink et al., 2003). Besides, lack of 

working capital limits business expansion, as well as preventing owner/managers to purchase 

any business equipment (Oriaku, 2012), as in the case of Case study 3. Businesses in the rural 

areas also face the challenge of not accessing financial help from any financial institutions 
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because of the requirements of collateral or security (Mwobobia, 2012). This prevents the 

opportunity for rural businesses to have access to credits (Hassan et al., 2011). On the other 

hand, it is evident from the above findings that the influence of family relationships creates 

financial constraint that lead to the failure of these businesses too. Olson et al. (2003) pointed 

out in their study that families have a greater effect on businesses than the businesses have on 

the family. That is when the business is being used to meet the needs of family members, 

business funds can be deviated, this can hinder business growth (Ward, 1997; Hamrouni & 

Ben Salem, 2013). If family emotions override business affairs, this can weaken the ability to 

make sound business decisions which can lead to business failure (Qurashi et al., 2013). 

Therefore, it is vital that family firm owners must set certain boundaries (Qurashi et al.,2013). 

Overall, the research findings proved that financial constraints is said to be one of the main 

factors affecting the failure of rural micro-businesses in Northeast Choiseul. It was clearly 

seen that these businesses didn’t have working capital to further support their daily business 

activities.  

5.6.2 Theme Two: The Kaon (Borrowing/debt) system 

 In Solomon Islands, kaon (debts) is one of the key problems faced by several enterprises 

(Allen et al., 2016). In the local context, the word kaon is used to describe the practice of 

buying on credit or borrowing (Maggio, 2014). That is, getting goods and promising to pay 

for them later (Lenga, 2019). According to the research findings, the kaon (borrowing/debt) 

system is a very important factor that contributed to the failure of rural micro-businesses. It is  

a normal practice by customers when they do not have enough money to make a purchase. 

This is highlighted in the findings below: 

I  operated and managed our family village trade store for quite a while but one of the 

main factors that caused the failure of our business is kaon (debts). When my relatives  
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failed to repay their debts (kaon) on time, I didn’t have enough money to buy goods 

and to sustain business activities. As a result, I had to shut down operation. Also, the 

failure of my fuel depot was the result of clients failing to pay their debts [Case study 

9]. 

One of the factors that caused the failure of my fuel depot business was kaon (debts), 

where village people who have borrowed my fuel failed to pay off their debts up till 

now. To me, kaon (borrowing/debts) is like a virus, where it can instantly kill your 

business if you allowed it [Case study 10]. 

 My timber milling business was very successful and profitable not until my own 

brother borrowed (kaon) the business money. When my brother failed to repay the 

money, I didn’t have enough money to repair the portable milling machine. As a 

result, the machine broke down and this lead to the closure of my timber milling 

business [Case study 12]. 

The above findings showed that the key problem to these businesses was debts or kaon. The 

usual practise that customers will get the goods first and they pay later. This usually leads to  

weeks or months and in most cases many never pay up (Lenga, 2019). As seen in the 

findings, requests to loan or borrow from family members and relatives is very common and 

this is a source of financial strain and stress to business owners (World Bank Group, 2019). 

The request for kaon or to borrow tends to increase when business owners are being observed 

as having money or have increased in their status (World Bank Group, 2019). Sometimes 

business owners come under pressure to give goods on loan (Eves, 2017). The kaon (debt) 

system usually discourages business owners (Lenga, 2019) and can be a hindrance to 

business owners (World Bank Group, 2019). In summary, since kaon (borrowing/debts) is 

one of the challenges to successful businesses, it is undeniable this is one of the main factors 
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that has contributed to the failure of rural micro-businesses. The underlying reason that 

prevent these cases for allowing people to kaon (borrow) is due to the influence of culture.  

5.6.3 Theme Three: Culture 

Cultural values interlock with many national systems such as political and economic systems 

and it influences the way business is developed (Behfar et al., 2017). Solomon Islands has its 

unique cultures and these cultures also influence people’s daily life as well as its business 

practice. The findings of this study showed that culture plays a major role in the way rural 

business owners manage their businesses and it is a crucial factor that affects the failure of 

these businesses too. In this study, business owners are being influenced by their culture 

when it comes to the issue of kaon or borrowing. This means that cultural values such as 

social ties, family relationships, mutual respect, and sharing and caring influence local 

business owners’ decision-making about the kaon system. As previously discussed in the 

review, since cultural values are reflected in societal norms they can influence business 

owners’ attitudes and behaviours that contradict business practices (Graham, 2010). In case 

study 9, it was very difficult for Eddie to stop his relatives from buying goods using kaon 

(debts), especially to feed people when there is a death in the village. If Eddie decided not to 

allow his relatives to take goods from the store on kaon during such a sad moment, people 

will regard Eddie as a very selfish person and he will lose his respect in the village. As such, 

to maintain positive relationships and to avoid damaging his personal reputation, Eddie had to 

agree for his relatives to take goods on kaon..  Allen et al. (2016) pointed out that it is very 

difficult for business owners to refuse borrowing to their friends and family members because 

of the importance of social ties. This is where the kaon (borrowing/debts) system is at the 

basis of innumerable social interaction to maintain positive relationships (Maggio, 2014). 

Consequently, failure to settle their debts led to the failure of Eddie’s family business. This is 

the negative effect of failing to pay up front their kaon (debts). In Solomon Islands, it is very 
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common for people to mention that the main cause of small business failure is because 

relatives with debts fail to repay or pay up. (Maggio, 2014). In case study 10, it is against 

Clay’s culture if he failed to provide fuel to support his relatives during the time of 

celebrations. Clay allowed his relatives to kaon (borrow) his fuel during the wedding 

celebration because he is obligated to do so, in return, these people will assist Clay if he 

needs any help in the near future. Also, he will be labelled as a selfish person if he does not 

help and will not be expecting any assistance if he needs help next time. Culturally, the dense 

webs of social relations are sustained through gift exchanges (World Bank Group, 2019) and 

this enabled Clay to allow relatives to kaon (borrow). In case study 12, it was very difficult 

for Trevor not to provide for his own brother as culturally he is obligated to do so.  This  was 

evident when Trevor allowed his brother to borrow money from the business. Consequently,  

his brother’s failure to reimburse the money led to the failure of the business. The role of 

culture in sharing and caring between individuals and groups strongly conflicts business 

activities of profit generations and savings accumulation (Lenga, 2019). In summary, 

maintaining a strong family bonding is very important in Choiseul Culture as it is part of 

cultural heritage and ownership with the family. Failure for anyone to uphold family 

relationship can result in other cultural implication. As such, culture is one of the invisible 

factors leading to the failure of rural micro-businesses in Choiseul.  

5.7 Sub-Research Question Two 

How do these opportunities stimulate the growth of rural micro-businesses? 

This question was crafted in such a way to further explore the experience of rural business 

owners in relation to the factors they regarded as key contributors to the success of their rural 

micro-business. Business owners were able to share their experiences encountered while 

doing business in their communities. Answers to this question were categorised into four 
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themes and these included:  past working experience, which is the owner manager factors, 

customer relationships, which falls under the enterprise factor, marketing-location, which is 

the characteristics of the enterprise factors, and business network, which is part of the 

enterprise factors. 

5.7.1 Theme one: Past Working Experience 

Prior business experience is one of the important intangible assets that positively influences 

business performance (Pena, 2002). This agrees with the findings of this study which shows   

that owner managers factors such as past working experience of business owners play a 

critical role in the successes of rural micro-businesses. This is highlighted in the findings: 

Despite not having higher education, my past experiences while working with my dad 

in running our village trade store has given me the knowledge of how to price goods 

and make orders. Today, these experiences have helped me to successfully operate my 

family village trade store [Case study 1]. 

One of the factors that helped me in running my family businesses is my past working 

experience where I worked as a shop keeper as well as assisting my dad to operate 

our village business in the past. This is where I learnt how to keep business records 

and how to sell items that may be attracted to customers. The success of my sewing 

business is the result of displaying my past business experiences into action [Case 

study 3]. 

My past experience in carpentry has enabled me to build the building of my own 

business, and my experience as a shipping clerk gave me the skills on how I can 

properly manage my fuel depot business as well as establishing relationships with 

customers and other service providers. All these experiences have helped me to 

successfully operate my fuel depot business today [Case study 4].  
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By contrast, former business owner also recognised the importance of past working 

experience into business success. 

One of the factors that has contributed to the success of my family business in the past 

years is my past business experience. In the past, I used to assist my dad in operating 

our village trade store and this has enabled me to master the skills of operating and 

managing my small village business [Case study 9]. 

In the findings, the respondents in each case acquired their business experience through  

working with their parents in their past rural businesses and through their past employment. 

The knowledge and skills that they attained in the past were put to use when they operated 

their rural businesses. The use of these past experiences immensely contributed to the success 

of their rural businesses. According to Chiliya and Roberts-Lombard (2012) and Eschker et 

al. (2017), previous work experiences have a significant impact on the profitability of the 

business. This means that there is a positive link between experience and business 

performance (Pinho & de Sá, 2014). Previous managerial experience and obtaining unique 

knowledge by owners/managers contributes to business success (Staniewski, 2016). 

Industrial experiences, such as experiences in doing business activities, significantly affects 

positive business growth (Hyungrae & Lee, 1996). In the findings, participants learn about 

operations and management skills from their past experience. Such knowledge about business 

operations is an important resource for competitive advantage (West & Noel, 2009). In 

summary, it is evident from the findings that past business experience of rural business 

owners have greatly contributed to the success of their rural micro-businesses in Northeast 

Choiseul. In their experiences, these owners have learnt to keep business records, make 

orders, price goods, and learnt how to sell items that attract customers. Today, they still cling 

to these experiences to support the operations of their village businesses. 
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5.7.2 Theme Two: Customer Relationship 

Customer relationship practices are very important for any organisation (Cai, 2009). To 

effectively developed customer relationship, customer satisfaction needs to be achieved (Cai, 

2009). Kotler (2000) defined satisfaction as the person’s innermost feeling of pleasure or 

disappointment as a result of his or her expectation about the product’s perceived 

performance. Satisfaction comes with all sorts of feelings such as excitement, delight, or 

happiness (Hoyer & Maclnnis, 2001). Customer satisfaction is considered as a key motivator 

for customer loyalty and establishing customer relationships (Javed & Cheema 2017). In this 

study, the findings have further shown that enterprise factors such as positive customer 

relationships have influenced the success of rural micro-businesses in Northeast Choiseul. 

Business owners have expressed that good customer relationships play an important role in 

the success of their village businesses. This is highlighted in the findings below: 

I was responsible for managing and operating our family village trade store. As such, 

I had to look for ways to attract customers. One way I attracted customers was 

through establishing good relationships with the village people. I did this through 

meeting the needs of people who were in need. I usually step in and provide what  

they  need for free. Sometimes, if people do not have enough money, I allow them to 

barter in exchange for trochus shells to get goods from the store that is worth the cost 

of the trochus shells. In this way, I was able to attract many customers to my business 

and  it helped  to increase my revenue growth [Case study 1]. 

With good customer relationships that I developed with the village people, my 

business continued to grow and survived in this pandemic (covid-19) [Case study 2]. 

One of the factors that help the success of my sewing business is having good 

customer relationship. I achieved this through sewing and selling quality clothes that 
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meet customers requirement. This result in where I have more customers in and 

around the neighbouring communities [Case study 3]. 

My business is one of the successful business in my village because of the good 

customer relationship that I have developed and maintained. I achieved this through 

selling of quality products that are preferred by the customers and meeting the 

customers’ need. For example, when I heard that my customers wants cold fizzy 

drinks, I purchased a solar panel and a chest fridge where I started to sell soft drinks 

as requested by the customers. When I did this, my customers were happy and through 

the word of mouth I have many more customers [Case study 6]. 

On the other hand, former business owners have also noted that customer relationship is one 

of the main contributing factors for the success of their business in the past.  

In my experience as a former business owner, good customer relationship is one of 

the factors that attracts more customers into my business. When I demonstrated the 

act of kindness and love towards the village people, and meeting their needs, in 

returned, these people became my genuine customers [Case study 8].  

 As a former liquor shop owner, I also recognised the importance of good customer 

relationship. In my past experienced, when I sold beers that are preferred by the 

customers and also offering special prices, my customers were happy and eventually 

they frequently bought beers in my shop. With good customer service and 

relationships, sometimes I was able to sold 150 cartoons of beers within two weeks in 

the village [Case study 7]. 

From the findings, business owners were able to establish positive customer relations through 

meeting the needs and wants of customers. As seen in the findings, when these businesses 

met the customers’ requirements, customers are satisfied and become regular customers. 
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Hoyer and Maclnnis (2001) pointed out that customer satisfaction has a significant impact on 

business performance because it leads to repeated purchase, brand loyalty and positive word 

of mouth. When customers become satisfied, they are likely to share their personal 

experience with others (Zairi, 2000) which can result in the business having more customers. 

The primary goal of any businesses is to satisfy its customers with the effort to build market 

share by maintaining customer loyalty and develop positive customer relationships (Innis et 

al., 1994). In the findings, participants also stated that by selling quality products and goods 

preferred by customers, the customers  are happy or satisfied, and they become loyal to the 

business. This is supported with the findings of Pilkington and Chai (2008) where they found 

that high quality products increases customer loyalty. This implies that product quality and 

service quality have a significant effect on customer satisfaction (Susanti & Jasmani, 2020). 

Also, it was evident from the findings that businesses establish customer relationships 

through the quality of services that they provide. Chai et al.(2009) found that rendering 

service quality to customers is one of the mechanisms to attract new customers  and to meet 

their undiscovered needs. Enhancing the customer service skills such as reputation building 

skills and customer service culture is the core of positive customer relationships (Abu‐

ELSamen et al., 2011). Overall, enduring customer relationships is one  important mechanism 

that has greatly contributed to the success of rural micro-businesses in North-east Choiseul. 

This was achieved when rural business owners created positive social relationships with the 

village people, providing quality products and meeting customers’ requirements. As a result, 

they had more customers  and  their business activities were more successful.. 

5.7.3 Theme Three: Marketing - Location 

Marketing is the process that holds the value of a product or service to customers (Jaradat et 

al., 2015). Today, marketers are looking for innovative ways to reach their customers. As 

previously discussed in the review, location plays a significant role in marketing, and it is one 
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of the effective marketing strategies to reach customers (Lampadarios, 2016). Business 

owners must carefully evaluate a location before establishing their business (Lampadarios, 

2015). Risnawati et al. (2019) defined a business location as a place where the company 

conducted its operational activities and can be reached by customers. Business location is 

crucial as it has a good or dire consequence to its profitability, growth, and survival (John et 

al., 2015; Soliha et al., 2021). Some businesses have failed to succeed simply because they 

were established in wrong locations (Soliha et al., 2021). Previous studies have shown that 

marketing location affects customer satisfaction (Alipour et al., 2018; Al Muala & Al 

Qurneh, 2012; Kadhim et al., 2016). In this study, it was found that the location influenced 

the success of rural businesses. This is highlighted in the findings below: 

One of the factors that contributed greatly to the success of my business was the 

location of my village trade store. It served the other three nearby communities, it was   

located along the coast and it was easy to accessible to travellers who pass by 

towards the northern and southern regions of Choiseul. This means that my business 

is located in a suitable location with a high traffic flow of customers and no 

competitors at all [Case study 1].  

It is the business location that also contributed to the success of my family business.  

My husband and I made a right decision  as to where we established our village trade 

store as it was along the village main road. With its location along the road, it was 

easily accessible to customers. Although  there are other stores that are located at the 

village periphery, customers will always visit and buy goods from our store [Case 

study 2]. 

In my experience as a rural business owner, having the village trade store located 

along the road helped people who walk or pass by as they would always buy goods 
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from my store. Unlike other stores, my business usually has enough customers daily. 

It is the location of my business that contributed to the success of my business today 

[Case study 5). 

I also realised that the location of my business played a major role in the success of 

my business activities. Since I lived in a very populated village, the business 

environment is very competitive in nature. Despite fierce competitions from other 

competitors, my village trade store is located beside the village main road, and so it 

was very convenient for the public and visitors to visit and make their purchases.  My 

store always has customers nearly everyday, and the only time that my customers 

would visit other people’s store is when my store runs out of goods. So today, even 

though there are other village people who have operated business for more than 

twenty years, we are all operating on the same phase [Case study 6].  

Former business owners have also highlighted the importance of location in regards to 

business success.  

I established my business close to the customers. This made it easier for my business 

to access customers and to make  fast sales and quick turnovers [Case study 7].  

Since I am the only one operating milling business in the area where I lived, I had a 

lot of customers. The more customers I had, the more income I earned from my 

milling operation [Case study 12]. 

The specific location factors that are important differ from business sector to business sector 

(Indarti, 2004). Other businesses consider determinants such as costs, regulatory factors and 

growth before deciding where to establish their businesses (Dixit et al., 2019). In the context 

of this study, it was clear from the findings that business owners decide on their location 

decisions based on growth factors. The findings showed that these businesses were successful 
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because they were located in an area that is convenient and easily accessible to customers. 

The more precise the location of the businesses, the higher the level of customer satisfaction 

and customer loyalty (Qomariah & Rahayu, 2019; Soliha et al.,  2021). To be effective, 

business owners must establish their businesses in locations that are easy for customers to 

find, access by road and are easily reached by public transport (Marlina et al., 2019; Tjiptono 

& Chandra, 2004). These businesses are also successful because they are located in a place 

that is visible to customers. Tjiptono and Chandra (2004) pointed out that business location 

must be visible and it must be clearly seen from a distance. In the current era where business 

environment is very competitive, it is very important for business owners to ensure that their 

business locations must be more strategic (Soliha et al., 2021). In summary, rural business 

locations are important factors that contribute to the success and survival of rural businesses 

in Northeast Choiseul. It was found that rural businesses are more successful when they are 

located close to customers. 

5.7.4 Theme Four: Business Networking  

Networking is a key for start-ups and other businesses who are keen to seek new ideas and 

development. It is a way of exchanging resources (knowledge & financial capital) and 

information within the group that may lead to potential opportunities (Omwenga et al.,2013).  

This implies that the use of social networking enables businesses to form relationships with 

others in such a way to gain customers, sell their products and share business ideas. Business 

networks do not accidently emerge, but they rely on business owner-managers to strategically 

connect these businesses with a common purpose (Nilsen & Gausdal, 2017). It is a process 

that require all actors to initiate and develop their networks and to influence their interactions 

(Ford & Mouzas, 2013).  Study has shown that business networking is an essential element of 

business success (Hanson & Blake, 2009). In this study, the findings have shown that 
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business networking was a contributing factor to the success of rural micro-businesses.  This 

was  highlighted in the findings below: 

I mainly sew clothes and it was my clients or partners who I know both in the 

northern and southern regions of Choiseul that have marketed my products around 

the rural areas. It was through networking that me and my clients managed to earn 

enough income in the village [Case study 3]. 

One of the factors that contributed to the success of my business was social 

networking. Through our social networks, other business owners in other villages  

managed to share their business ideas with me such as how to make competitive 

pricing and how to sell goods that would attract customers. Since I didn’t have a 

formal education, such sharing of ideas was a great bonus for me because when I 

implemented these ideas, I noticed that my business sometimes made very fast sales 

and good turnovers unlike in the past where sales were very slow [Case study 5]. 

Other rural business owners and myself, as well as those who operate businesses in 

the urban centres have established a network, where we work and share business 

ideas together. Sometimes, it was through them that I knew where to purchase goods 

at an affordable price and how to sell goods that would be quickly sold out. Indeed, 

networking contributes to the success of my village business [Case study 6].  

In contrast, the importance of establishing business networks is also emphasised by former 

business owners.  

When other liquor shop owners who are part of our network run out of beers, they 

usually refer their customers to my liquor shop. Even my customers are also part of 

the network as through their word of mouth, more customers came to purchase beers 

at my liquor shop [Case study 7]. 
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In this study it was found that rural businesses form networking as a way of establishing 

social relationships, sharing of business ideas, accessing to grow and generate enough 

revenue. Eschker et al. (2017) pointed out that business networking provides support and help 

to small business owners and may provide the opportunity for growth which are unexplored. 

Through networking, business owners and managers can improve their revenue streams, gain 

access to information and improve their business efficiency (De Klerk & Kroon, 2008). In the 

findings, business networking also provides businesses with opportunities to acquire extra 

resources for development. Through collaborative efforts, business networking enables 

businesses to access new resources (Gretzinger et al., 2018), improve their knowledge 

sharing (Valkokari & Helander, 2007) and can enhance their innovative business practices 

(Konsti-Laakso et al., 2012). In summary, the findings have shown that business networking 

has contributed to the development and success of rural businesses in Northeast Choiseul. 

Rural businesses that have establish or become part of a local business network have the 

advantage of accessing new ideas, penetrate new market opportunities and improve their 

revenue growth.  

5.8 Chapter Summary 

This chapter discusses the findings that provide answers to the research questions in regards 

to how the challenges and opportunities that face rural micro-businesses influence their 

performance and longevity. The discussion were presented based on two sub-research 

questions which are outlined as follows: 

1. How do these challenges inhibit the growth of rural micro-business? 

The purpose of this question is to enable the researcher to obtain an in-depth understanding 

about rural business environments as well as to explore the factors which rural business 

owners regarded as the most contributors to the failure of their rural micro-businesses. 
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Understanding the experiences of business owners in their rural setting, will provide useful 

information to address the study’s aim and the main research questions. Based on the case 

studies, answers to this question is grouped into three themes which are: financial constraints 

(enterprise factor), kaon (borrowing/debt) system (environmental factor), and culture 

(environmental factor). 

2. How do these opportunities stimulate the growth of rural micro-business? 

This question was raised to further explore the experience of rural business owners in relation 

to the factors they regarded as key contributors to the success of their rural micro- businesses. 

Business owners were able to share the experiences that they encountered in their local 

contexts. Answers to this question were assembled into four themes which are; past working 

experience (owner manager factors), customer relationship (enterprise factor), marketing 

(enterprise factors), and business network(enterprise factors). 

Overall, it was found that factors affecting the failure of rural micro-businesses in North-east 

Choiseul were insufficient working capital, kaon (borrowing/debt) system and the influence 

of culture. On the other hand, factors affecting their success were: past working experience, 

positive customer relationship, business location  and social business networking.  
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Chapter 6 : Conclusion and Recommendations 

6.1 Introduction 

This chapter summarises the findings with regards to the research questions “How do the 

challenges and opportunities that face rural micro-businesses in Choiseul Province, Solomon 

Islands, influence their performance and longevity?”. This research explored the factors that 

affected the success or failure of the rural micro-businesses in Northeast Choiseul, Solomon 

Islands. The research adopted a qualitative approach using multiple case studies, in which 

semi-structured interviews were carried out with 12 business owners (six current and six 

former business owners) from Northeast Choiseul. To analyse the data collected, thematic 

analysis using coding techniques was employed to generate themes. The themes generated 

from the analysis were then used to answer the sub-research questions. This chapter firstly 

summarised the key findings and by doing so addressed the two sub-research questions. This 

was followed by an outline of the research limitations and research derived recommendations 

were proposed. The chapter ended with a discussion on suggestions for future research. 

6.2 Purpose of Rural Micro-Businesses 

6.2.1 Family wellbeing and village people’s livelihood 

In developed countries their primary aim of operating a business is primarily to generate 

profits, as well as to expand operations. But this study found that the primary aim of the 

participants to operate their micro-businesses was to generate sufficient income to support the 

wellbeing of their own families and importantly the livelihood of the people in the village 

where they operated. Rural business owners believed that it is their utmost responsibility to 

look after their families and village welfare. As highlighted by one of the participants, for 
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example, the reason for starting his family fuel depot business was to support his family, 

where he could use his fuel to transport his family members if they became ill or transport his 

children to and from school. Another participant also stated that running his family business 

generates necessary income to financially support his family in case of any emergency, such 

as if his family members became ill or injured. These business owners as the head of their 

families, had an innate responsibility for the needs and welfare of their own families. Also, in 

rural areas these business owners had a responsibility to take  care of the needs of their wider 

communities. Unlike in the past, where rural people depended entirely on their traditional 

means for survival, nowadays, it is evident from the findings that village people depend on 

modern goods for survival. This shift in village people's buying behaviors influences rural 

business owners to also meet the needs of rural people. Put differently, being socially 

responsible is a key objective of all business owners. Interesting, not one participant was 

driven by the profit motive. In fact, the profit motive was not a relevant factor in starting or 

growing their businesses, rather it was about being socially responsible to their families and 

to the villages in which they operated. 

6.2.2 Education (School fees) 

The research findings also showed that another factor driving nearly all of the participants to 

operate their family micro-businesses in Northeast Choiseul rural areas was to generate 

income to help pay for the education (school fees) of their children who attended primary, 

secondary and tertiary institutions. As previously discussed, education in the Solomon Islands 

is not free. It is very expensive and a significant burden for parents, particularly for those 

living in rural areas where incomes are significantly lower than in urban areas. In this study, 

participants emphasised that using their savings, they set-up their small businesses to 

generate income to support their children's' education. The motive that drives most village 

people to provide for their children's education, is that since they live in the village and do 
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not work due to a lack of jobs, their future survival as they age depends on their children. If 

their children finish their education to a good level, in return, they will be able to support 

their parents. One participant well highlighted this by stating that when her children complete 

their studies and obtain employment, they will help her and her husband in their older years. 

Thus, providing for their children's education is a key reason why business owners in 

Northeast Choiseul formed their micro-family businesses.  

6.3 Constraints Facing Rural Micro-Businesses 

6.3.1 Poor Infrastructure 

One of the main challenges that affected rural business owners in Northeast Choiseul was 

environmental factors. This included unreliable shipping services, weather, and poor 

telecommunication networks. Due to the geographical nature of Northeast Choiseul, business 

owners usually transport their goods from urban centres to their home village using ships. 

Whenever there is a delay of shipping services to the region, this results in businesses running 

out of goods after 1-2 weeks, which frustrates customers and leads to a loss of business. The 

delay in shipping also resulted in goods delivered to the vessels mysteriously disappearing. 

Often times the shipping companies refuse to compensate the business owners for their loss. 

The research findings also highlighted that since there are telecommunication networks in 

rural areas, business owners often phoned their wholesale to place their orders. However, 

when there is poor connectivity or when telecommunication networks fail, local business 

owners have difficulty communicating with their wholesalers or distributors. Also, they are 

unable to keep abreast of updated shipping schedules. When this occurs, they have no option 

but to travel to another village, often by boat, to access other telecommunication networks. 

Such poor infrastructural facilities have greatly disrupted the business activities of these rural 

business owners.  
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6.3.2 Debt / kaon system  

In Northeast Choiseul, the debt system, generally known as kaon, is the usual approach 

customers use when they do not have enough money to make a purchase. The research 

findings showed that kaon (borrowing/debt) system is a significant constraint facing rural 

businesses. The debt or kaon system becomes a problem for business owners when customers 

delay repaying their debts. The research showed that when this occurs, it disrupts the 

cashflow of businesses. In the worse cases where customers fail to repay their debts for about 

1-2 months, business owners are unable to purchase stock for their business since they did not 

have enough capital. Thus, kaon (debt) system is a significant burden on business owners, 

because sometimes they have to seek funds elsewhere to sustain their business operations. 

6.4 Factors Inhibiting the growth of Rural Micro-Businesses 

6.4.1 Enterprise Factors - Lack of Working Capital 

The research findings featured that one of the factors that caused the failure of rural 

businesses in Northeast Choiseul was the lack of working capital. Former business owners 

expressed that the lack of working capital was the main factor causing the failure of their 

businesses. At village level, if a business stops operating, people commonly think that the 

leading cause of its failure was the lack of financial resources. The causative factor that lead 

businesses to face financial constraints was the influence of family relationships. This study 

found that those whose businesses failed, highlighted that they lacked working capital since 

funds for the businesses were diverted to support the needs of their families. As a result, 

business operations ceased as there was lack of funds to support the business activities. 

Unlike medium to large businesses which often had large financial resources to draw on to 

support their operation, rural micro-businesses did not have such support. Micro-businesses 

had very little capital and could not survive any loss of capital even if it was to provide for a 
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necessary family obligation. The study also found that mismanagement was another issue that 

caused businesses to face financial difficulty leading to the closure of the businesses. It 

seemed that business owners used the businesses’ funds to meet their own needs rather than 

using their own money. When business needs arise, such as repairs and maintenance, the 

business owners do not have sufficient funds to pay for them. As a result, their business 

operation cease. Lack of financial resources limits the survival and growth of some rural 

businesses. 

6.4.2 Environmental factor - Kaon (debt) System 

The research findings further elaborated that another factor contributing to the failure of rural 

micro-businesses in Northeast Choiseul was the debt or kaon system. The study found that 

business owners' relatives and working class people were the ones that usually created debts 

using the kaon (debt) system. They usually promise to pay off their debts on time, but in 

reality, many fail to make payments, while others delay repayments of their debts. Former 

business owners emphasised that the delay of customers paying off their debts on time caused 

their business to face financial crisis, leading to the failure of their businesses. As highlighted 

by one participant, kaon (debts/borrowing) is a death sentence for such businesses at any 

time.  

6.4.3 Environmental Factor - Culture 

Another factor that the study found contributed to the failure of rural micro-business in 

Northeast Choiseul was the influence of Culture. Culture plays a significant role in the way 

business owners operate their rural businesses. The study revealed that the influence of 

culture is more evident when it comes to the issue of debts or kaon. The findings revealed 

that former business owners could not prevent their relatives from taking goods on debts as it 

was entirely aligned to their cultural norms. If the owners did not allow their relatives to take 



121 

 

goods on debts, they will be labelled as selfish people, and when they are in need in future, 

they will not receive any help. To uphold their social ties and their cultural relationship, 

business owners have no choice but to allow relatives to borrow and go on debts. Maintaining 

strong family bond is very important in the Choiseul culture. It is part of their family cultural 

heritage. The disadvantage of the influence of culture is when relatives fail to repay their 

debts. The findings demonstrated that when these people fail to settle their debts, the 

businesses run out of money, and this leads to their closure. Instead of treating businesses as a 

separate entity, culture necessitates business owners using their businesses as a lender of last 

resort to their relatives and  family members.  

6.5 Factors affecting the Success of Rural Micro-Businesses 

6.5.1 Owner Manager Factor - Past Working Experience 

The research findings have shown that business owners' past working experience is an 

essential element that contributed to the success of rural micro-businesses. Current and 

former business owners have highlighted that their past working experiences empowered 

them to strive for success even though they do not have a high education level. Some 

participants developed their business experience when they worked together with their 

parents to run their family businesses, while others developed their business experience from 

prior employment. From prior employment, they learned how to keep business records, sell 

items that were attractive to customers, and established trusting relationships with other 

service providers. The skills they obtained from their past employment also helped them to 

set up their business independently. This is evident where one participant used this 

experience to build a building from which to operate his business from. This study found that 

past working experiences positively contribute to the growth of a business in the rural setting. 
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Such owners were more successful than those that did not have any prior business 

experience. 

6.5.2 Enterprise Factor - Customer Relationship 

In the findings, one way for rural business owners to attract customers was by developing  

positive relationships with the village people. Current business owners highlighted that their 

excellent relationships with the village people greatly contributed to the success of their 

business activities. The study revealed that successful rural businesses developed a positive 

relationship with the village people in two ways. Firstly, they always rendered their support 

to the village people when they are in need. Their act of kindness and humility paid off when 

villagers had money; in return, they became the business’s genuine customers. Secondly, they 

developed customer relationships through the selling of goods that meet customers' needs. 

The participants emphasised that when they provided goods that met customers' expectations, 

customers were happy, and as a result, they recommended the business to other customers. 

The outcome of this was that businesses had more customers, faster sales, and higher 

turnover. This also enabled customers to trust these businesses more as well as create deeper 

social relationships.  

6.5.3 Enterprise factor - Marketing (location) 

Business location is one of the most important factors that business owners carefully consider 

before establishing their business. If a business is not established in the right location, it can 

lead to poor business performance and eventually failure. The findings showed that 

establishing rural businesses in an appropriate location contributed to their success and 

growth. Successful business owners highlighted that their business location is central to the 

success of their rural business. Successful businesses operate in locations where there is no 

competition at all.  This is evident in Case study 1, where only Gale operated his business in 
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the village and was the only store that served three nearby communities. In this case, Gale's 

business was taking advantage of having more customers and operated in a less competitive 

environment. Importantly, the successful business owners operated their business in locations 

that were convenient and easily accessible by customers. This is also evident in Cases 2, 5, 

and 6, where their retail stores were located along the main road of the villages, where it was 

convenient for villagers and visitors to access, compared to those stores located inside the 

village itself. Such businesses did not have as much traffic as businesses located on main 

roads. Thus, business success is reliant on their location, and  easy accessibility  to customers.  

6.5.4 Enterprise Factor - Business Network 

Business networks are essential for small businesses growth. The findings showed that 

business networks are crucial to the success of rural businesses in Northeast Choiseul. The 

study found that business owners established their networks at the village level to gain 

customers, sell their products, and share their business ideas. There are specific ways in 

which rural business owners established their social business networks. First, business 

owners established their networks through their rural clients whom they knew very well. This 

is evident in Case 3, where the clients marketed Jasmine's product around the rural areas in 

Choiseul. Through this network, Jasmine sold her products quickly. Secondly, they 

established networks with other business owners in other nearby villages. This is seen in 

Cases 5 and 6, where their main intention was to work with and share business ideas. In this 

way, it helped other business owners’ understand new ideas and improve their own business. 

Former business owners also saw the importance of networking. As seen in Case 7, since 

Kali created a social network with other liquor shop owners, they referred their customers to 

Kali's liquor shop when their shop had sold out of beer. Through networking, business 

owners had to work together for the good of their customers. Overall, the study revealed that 
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business networks contributed to the development and success of rural businesses in 

Northeast Choiseul.  

6.6 Contribution of this Research Study 

Even though many studies have looked at the factors affecting the success and failure of 

SMEs, there are limited studies about these factors in rural setting. This study fills this gap, 

particularly in terms of the Solomon Islands where no studies have previously been 

undertaken. Thus, this study contributes to the body of knowledge, by increasing 

understanding of the factors that promote or hinder the success of rural SMEs. Moreover, it 

will also assist rural business owners to understand their rural business environment and to 

better manage the challenges and opportunities confronting businesses. This research will 

also inform policymakers and relevant authorities of the challenges facing small rural 

business, with which it should help to better shape business development policies. 

6.7 Recommendations 

 This study recommends the following suggestions as follows: 

6.7.1 Providing small business training programs 

The study indicated that the majority of the participants did not attend or receive any business 

trainings. They started their businesses based on their experience and local knowledge. The 

participants indicated that since the business environment is constantly changing, they need 

fresh ideas on how to run their rural businesses. It is recommended that relevant authorities 

must provide small business training so that rural business owners can acquire relevant 

knowledge of how to properly conduct their business activities. This would benefit the 

economy, through more sustained business growth while reducing the failure rate of 

businesses. 
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6.7.2 Improve telecommunication and shipping infrastructure  

The study revealed that transport and communication infrastructure was critical to rural 

business owners in Northeast Choiseul, as it was their primary mode of ordering and 

transporting goods from urban centres. The disruption of these services delayed business 

activities thereby costing the economy. Thus, authorities must prioritise the improvement of 

transport services such as the shipping services to Northeast Choiseul. Currently, only one 

shipping company serves the region, and there is a need to provide additional shipping 

services to meet the demand. To mitigate the issue of poor telecommunication services, it is 

recommended that telecommunication companies regularly monitor and quickly repair their 

mobile towers when they fall out of service. During this study, a mobile tower serving part of 

the Northeast Choiseul region was out of service for about two months, badly affecting rural 

business owners. Also, local landowners of Northeast Choiseul need to avail their land and 

work together with the telecommunication companies to build more mobile towers so that the 

capacity of the network can be increased. 

6.7.3 Facilitate access to working capital 

The study found that a lack of working capital was a key factor that led to the failure of rural 

businesses in Northeast Choiseul. It is highly recommended that relevant authorities such as 

the national government and the provincial government provide support to mitigate the 

financial constraints experienced by rural business owners. This can be a small business loan 

or funding where rural business owners can easily apply for and maybe repay within a given 

time frame. Creating a platform where rural business owners can easily access financial 

support can genuinely improve business performance in rural areas.  
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6.7.4 Separating small business affairs from family matters 

The study showed that cultural influence in terms of the kaon system was also a factor that 

influenced the failure of rural businesses in Northeast Choiseul. Former business owners 

failed to differentiate their businesses from their culture and family matters. In this regard, it 

is recommended that rural business owners need to keep their business, including their small 

business finances, separate from their friends and family. There is no harm in preventing 

customers accessing kaon (goods on debts), but it is a smart strategy for their business growth 

and survival. Relevant authorities also need to support local business owners to advocate on 

such issues (cultural influence & kaon) to the local communities so that such practice can be 

minimised.  

6.8 Research limitations 

The research had three main limitations. The first is the time constraint for conducting this 

research. Data collection for this study should have commenced in early January 2021, but 

due to the current pandemic (COVID-19), the researcher was delayed returning to the 

Solomon Islands. This resulted in the data collection being delayed for four months until June 

2021, when the researcher managed to return and begin the fieldwork. In consequence, this 

limited the time to identify participants, collect data and undertake the analysis. Hence, the 

timing was a major constraint. Secondly, data is minimal since only one participant per case 

was interviewed. Since all cases were family businesses, it would have been useful to 

interview two participants per case to obtain more detailed information. Thirdly, the study 

only interviewed 12 participants from 10 selected villages even though more rural business 

owners operate in Northeast Choiseul. Thus, the study's findings cannot be generalised across 

the entire rural sector of the Solomon Islands. 
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6.9 Future Research Direction 

As this study involved only six current and six former business owners, the researcher does 

not claim generalisation across the rural business sector in Choiseul nor other provinces in the 

Solomon Islands. To better understand factors affecting the success and failure of rural 

businesses, future research should include a larger more representative sample. Future 

research should also look at investigating the factors critical to the success and failure of rural 

businesses. In addition, future similar research should also be conducted in other provinces in 

the Solomon Islands to compare whether there are any similarities or differences between 

provinces. Findings from such a study could assist relevant authorities in understanding the 

nature of the rural business environment and the need to better improve rural business 

support. Understanding the factors affecting the success and failure of rural businesses can 

help rural business owners to improve their business performance and longevity. For the 

Solomon Islands this matters greatly! 
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Appendices 

Appendix A: Participant Information Sheet 

                     

 

Research Project Title: "An exploration of the factors influencing the success and failure of 

rural-micro business in Choiseul Province, Solomon Islands" 

Synopsis of the project: 

My name is Daniel Deriel Willie, and I am a post-graduate student studying a Master of 

Business at Unitec Institute of Technology, New Zealand. As part of this degree requirement, 

I am undertaking a research project leading to a thesis. I will undertake a study exploring the 

underlying factors that affect the success or failure of small-scale size businesses in Northeast 

Choiseul Province's rural areas.  

What we are doing: 

This project explores and understands various opportunities and challenges that affect the 

success or failure of rural micro-businesses in Northeast Choiseul. The project will mainly 

target both current and former rural business owners to determine their opinions and 

perceptions about the factors affecting their business operations in rural settings. By taking 

part in this project, you will not only assist the researcher in understanding the experience of 

business owners in a rural environment, but you will have a better understanding of your 

business situation. This project's outcome will support you on how to manage and develop 

your rural business practice effectively. 

What it will mean for you: 

The researcher is looking for current business owners who have operated their micro-business 

in Northeast Choiseul from 2015 until now and those who previously owned a business but 

failed to continue to operate (did not survive) over the last five years to share their 
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experiences and opinions in a Semi-structured interview. The use of the Semi-structured 

interview will allow you to be flexible and respond informally regarding the opportunities 

and challenges you have encountered while doing business in your community. The interview 

process will take about 45 minutes per participant to discuss the research query. More 

importantly, to upheld and maintain ethical standards, participation is voluntary, and you are 

free to decline to be part of this project or withdraw at any time. If you agree to participate, 

you will be signing a consent form before the interview, and the interview will be 

electronically recorded and transcribed by the researcher. Your comments and identity will 

not be identified, and all information that will be obtained will remain confidential and 

securely stored. A copy of the transcript will be made available to you for approval and 

amendment if required. The researcher will also observe your business's setting, environment, 

and location to generate valuable insights. During the process, the researcher will also use 

field notes to record, and document needed contextual information. Once all the research 

processes are completed, all the information collected will be used to write a thesis, and you 

will be furnished with the executive summary of the final report. Materials in this study may 

be used in future publications and conference presentations. 

If you have any further queries about this research project, please do not hesitate to contact 

my primary Supervisor, Dr. Mitra Etemaddar, at email address: metemaddar@unitec.ac.nz 

 

 

 

 

 

 

 

 

 

UREC REGISTRATION NUMBER: 2021-1002 

This study has been approved by the UNITEC Research Ethics Committee from (24 March 2021) to (24 
March 2022).  If you have any complaints or reservations about the ethical conduct of this research, 
you may contact the Committee through the UREC Secretary (ph: 09 815-4321 ext 8551). Any issues 
you raise will be treated in confidence and investigated fully, and you will be informed of the outcome. 

 

mailto:metemaddar@unitec.ac.nz
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Appendix B: Participant Consent Form  

 

                         

 

Research Project title: “An exploration of the factors influencing the success and failure of 

rural micro-business in Choiseul Province, Solomon Islands” 

I have had the research project explained to me, and I have read and understood the 

information sheet given to me. 

I understand that I do not have to be part of this If I don’t want to and I may withdraw at any 

time prior to the completion of the project. 

I understand that everything I say is confidential and none of the information I give will 

identify me and that the only persons who will know what I have said will be the researcher 

and his Supervisor. I also understand that all the information that I give will be stored 

securely on the researcher's computer for 5 years. 

I understand that my discussion with the researcher will be taped and transcribed. 

I understand that I can see the finished research document. 

I have had time to consider everything, and I give my consent to be part of this project. 

 

Participant Name:………………………………. 

 

Participant Signature:…………………………       Date:………………………………. 

 

Project Researcher: Daniel Deriel Willie      Date:………………………………. 

 

UREC REGISTRATION NUMBER: 2021-1002 

This study has been approved by the UNITEC Research Ethics Committee from (24 March 2021) to (24 
March 2022).  If you have any complaints or reservations about the ethical conduct of this research, 
you may contact the Committee through the UREC Secretary (ph: 09 815-4321 ext 8551). Any issues 
you raise will be treated in confidence and investigated fully, and you will be informed of the outcome.  
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Appendix C: Ethics Approval Letter 
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Appendix D: Letter of approval from Ministry of Education and Human 

Resources Development 

 

 



170 

 

Appendix E: Interview Guide 

                                  

 

1. Find more about the background of the business and the owner 

• Please can you tell me more about yourself? 

✓ When you were growing up where did you live? 

✓ Can you tell me what your previous job is? if any 

✓ What has been your highest formal qualification? 

✓ Tell me what your business does? 

✓ What has motivated you to start up your business and why? 

✓ Can you tell me if your qualification and past experience help you in 

doing business? If so, how? 

2. Find out if business owners working with others 

• Tell me if you can work with others to help you develop and grow your 

business? If so, what kind of people you are working with? 

• In your experience, can you tell me if you have received any form of support 

(funds or training etc) from the government or any other non-organisation to 

support your business? If so, what kind of help are you receiving? 

3. Find the challenges experienced by business owner 

• What were some of the challenges affecting your business? 

✓ How have you address each of the challenges or barriers? 

✓ Do you seek assistance from someone to help address these 

challenges? If so, what kind of assistance are you looking for? 

✓ How do you manage these challenges? 

4. Find the reasons that result in business success or failure 

• Tell and give examples of what are the factors you regarded as key 

contributors to the success of your business? Why these factors? 
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• Tell and give examples of what are the factors you regarded as the most 

contributors to failure of your business? Why these factors? 

5. Find the position of the business in the future 

• Would you make any changes to your business if you can? 

✓ If yes, what changes are you going to make in your business? 

• If you found any future opportunities, how is your business going to utilise 

these opportunities? 

• What will be the challenges preventing you from taking advantage of these 

opportunities? 

✓ How are you going to overcome them? 

• In the years to come, where will you see your business will be? 

• In your view, how will the government or any other agencies support rural 

businesses in the future? 
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