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ABSTRACT

​​​​​This paper investigates various aspects of ethnic entrepreneurship using empirical data collected from a survey of 325 African, Indian and European entrepreneurs in Durban, South Africa. More specifically, it analyses the social and demographic features of the ethnic entrepreneurs, motivation to start their business, how they accessed start-up capital, their utilisation of networks, success of their business, and obstacles in doing business. The results indicated that there were significant differences between the African, Indian, and European entrepreneur groups. The African entrepreneur group was motivated predominantly by money, whereas the Indian and European entrepreneur groups were motivated by the need for independence. All of the groups used their own savings for start-ups, but the African group relied heavily on loans from relatives. Regarding the use of networks, the study revealed that although Indian and European entrepreneurs spoke to a greater number of people, the African entrepreneurs spend a greater time establishing their networks. The study also revealed that the African entrepreneurs seem to  be more successful than the other groups.  All the groups stated that crime and theft was the dominant obstacle in doing business, with financing being an obstacle for the African group, and tax regulations being an obstacle especially for the Indian entrepreneur group. 

INTRODUCTION

The crucial importance of Small and Medium Enterprises (SME's) to the economic development of South Africa has been indicated by Lekota (1995: 11), and in searching for possible strategies to develop SME's, special attention needs to be given to ethnic groups that have been marginalised from active and meaningful participation in the South African economy. 

Hitherto there has been a lack of studies done on entrepreneurship in South Africa, and those that have been done have focussed primarily on the psychological traits of entrepreneurs (Van Vuuren & Boshoff, 1994; De Klerk, 1998), and demographic differences (Boshoff, Scholtz & Roodt, 1995). Although many ethnic entrepreneurship groups have been studied in the United States, such as Koreans, Chinese, Indians, Cubans, and Blacks in the United States (Light, 1972; Light & Bonacich, 1988; Portes & Rumbaut, 1990; Waldinger & Bozorgmehr, 1996; Yoo, 1998; 2000; Light & Gold, 2000), and in the United Kingdom, with studies of Asians, Black-Caribbean’s and Whites (Ram, 1991; 1994; Phizacklea & Ram, 1995; Fadahunsi, Smallbone & Supri, 2000; Ram, Abbas, Songhera & Hillin, 2000), there is a paucity of studies of ethnic entrepreneurship groups in South Africa. There has only been one study looking at the relationship between ethnicity and entrepreneurship (Godsell, 1991), but the study only focussed on the characteristics of each group, and failed to take into account the institutional factors and the “embeddedness” of entrepreneurship in South Africa. Therefore this study is critical in the context of South Africa in focussing on ethnic entrepreneurship in its entirety, and taking into account the wider institutional context. 

The purpose of this study is to examine the social and demographic features of the ethnic groups, the motivation to start the business, capitalisation of business, utilisation of networks, the success of the business, and obstacles they faced in doing business. 

KEY LITERATURE

Ethnic entrepreneurship

In trying to explain why some ethnic groups are more entrepreneurial than others, Waldinger et al (1986; 1996) argues that there are four main arguments put forward. These reasons are due to culture, structure, the ethnic enclave, and the situation. The cultural approach focuses on the cultural resources or predispositions that may lead to business success. It is maintained that ethnic networks supply capital or labour to ethnic businesses through the ties or relations based on trust and obligation, whilst at least part of the market depends on ethnic customers (Light, 1972; Light & Gold, 2000). The “reactive version of cultural theory” argues that the alien status of immigrant groups and social discrimination against them enhances social solidarity and mutual co-operation (Light, 1980). The Structural approach, also known   as the “middleman minority theory”, sees ethnic businesses as a response by minorities to host-country cultural alienation and exclusion (Bonacich, 1973; Bonacich & Modell, 1980). The “ethnic enclave theory” argues that the initial economic niche occupied by early immigrants heavily determines the economic opportunities and position of succeeding waves of immigrants in the host society (Wilson and Portes, 1980). The situational approach, also referred to as the interactive theory, emphasises the relationship between the structure of economic opportunity to economic and cultural resources of the group (Aldrich & Waldinger, 1990; Waldinger et al., 1990). 

Importance of Networks

Entrepreneurial activity does not occur in isolation. Instead, it is embedded in cultural and social contexts, and within webs of human networks that are both social and economic (Johannisson, 1990). In addition, Johannisson (1990: 4) affirms that entrepreneurs’ personal networks are the “most significant resource of the firm”, which is supported by Singh (2000). Furthermore Light and Gold (2000: 94) state that empirical studies have illustrated that entrepreneurs use informal network contacts (family, friends, and business people) more than formal network contacts (bankers, accountants, and lawyers) as information sources (Aldrich, Rosen & Woodward, 1987: 158). Granovetter (1973: 1367) claims that weak ties act as “bridges” to information sources not necessarily contained within an entrepreneur’s immediate (strong-tie) network. Rather, it is embedded in the political-economic context of the country. Empirical research illustrates that the context has a major impact on entrepreneurial activity. However, even within the same context, studies show that there are differences in rates of entrepreneurship between ethnic groups. Researchers deem that the reason for this lies in the entrepreneur’s access to various forms of capital, and the ethnic groups with high rates of entrepreneurship utilise networking extensively in order to access resources. 

Institutional context

Kinunda-Rutashobya (1999: 24) maintains that entrepreneurial activities vary from one socio-economic context to another. These differences are due to differences in economic, political, historical and social circumstances, laws and the regulatory framework, policies and levels of state involvement, formal and informal socio-economic institutions, type and distribution of resources and socio-cultural sectors. Furthermore, Ahwireng-Obeng and Piaray (1999: 78) ascertain that formal institutional factors exert a powerful negative influence on entrepreneurship in South Africa, and the historical and political system has served to promote an anti-entrepreneurial culture due to the dependency on, or control of, the population by the state which decreased the propensity for entrepreneurship (Allie & Human, 1998; Olomi, 1999: 164). In addition, Mbaku (2000) believes that the South African government failed to maintain an enabling environment for the development of indigenous entrepreneurship and the participation of Africans in national development (Iheduru, 1998). 
 

Differences between ethnic entrepreneurs

Often groups subjected to equal discrimination are unequally successful in entrepreneurship. Irrespective of economic conditions and income levels, some groups save more and lend more than others. The causes of inter-group disparity in savings rate include values and attitudes that bear upon saving and lending, the size and integrity of the group’s kinship system, and the availability of rotating credit associations (Light & Gold, 2000: 85-6). Comparing the entrepreneurship of blacks and whites, Light and Gold (2000) recognised that in addition to their advantage in financial capital, the whites had more human capital than the blacks. That is, the average years of education of whites were greater than the average among blacks. Like the financial capital advantage of the whites, the human capital advantage of the white is a class resource that translates into higher rates of entrepreneurship. 

Dana (1993: 30) in a study of three different immigrant groups illustrated that entrepreneurship rates were substantially lower in the Black/Caribbean group. He explains that one possible reason is that for some ethnic groups, entrepreneurship is culturally desirable, and for others, it is a means of coping with marginalisation. However, Kinunda-Rutashobya (1999) maintains that results often reveal that some marginal groups are not entrepreneurial. She advocates for more empirical work especially in the African context and argues that reasons for success of one ethnic group over another can be further understood by network theory. This perspective is reinforced by the research of Godsell (1991), in her study of four ethnic groups in South Africa. She discovered that although both Indian and Black entrepreneurs were victims of discriminatory legislation, the Indian entrepreneurs were able to utilise resources provided by family and the community, which included the local, national and institutional community. Among the Black entrepreneurs, very few networks were found, which was ascribed to the low status of small business in the black community. 

Ram (1997: 149) argues that ethnic minority businesses often arise out of a context of disadvantage, and that the adverse “opportunity structure” carriers greater explanatory power than speculations on “culture” and so-called “ethnic” resources. Basu and Goswami (1999: 251) studied the factors influencing South-Asian entrepreneurship in Britain and the validity of conventional wisdom that attributes its success to cultural factors. They claim that entrepreneurial growth depends positively on educational attainment, personal savings invested at start-up, hard work in the initial stages, and the delegation of responsibilities to non-family members. 

Bates’ (1994) comparative studies of Korean immigrant-owned businesses with African American and non-minority owned businesses suggest that human and financial capital, and not social capital, are the key determinants of business activity. Korean entrepreneurs are more likely to have college degrees and more likely to have invested substantial personal assets in their businesses. However, Sanders and Nee (1996: 233) accept the importance of social capital in explaining interethnic variations in self-employment, but locate the relevant social unit as the immediate family rather than the immigrant community. 

Research objectives


Based on a theoretical and empirical review of the literature, the paper attempts to compare the three ethnic entrepreneurial groups on the following:

· Their motivation for going into business;

· Their source of start-up capital;

· Their utilisation of networks;

· Their success of the business; and

· Major obstacles they faced in conducting business. 

RESEARCH DESIGN AND METHODOLOGY

This paper reports and analyses the results of survey collected from 325 entrepreneurs in Durban, the largest city in the province of Kwazulu-Natal, South Africa.  Entrepreneurs were requested to fill in a structured survey instrument to ensure reliability and validity in responses obtained.  The sample was selected from entrepreneurs from the three dominant ethnic groups in the region: African, European and Indian. We relied to a large extent on personal contacts and further introductions obtained from those interviewed. Because a lot of ethnic businesses are still operated in areas dominated by specific ethnic groups, research assistants from the same ethnic group as the respondents’ were used.  This methodology was utilised by Ram (1991; 1994) in his studies conducted in England, who rationalised that having interviewers with the same ethnic background led to more access and acceptance by the respondents.

The data analysis consisted of frequency analyses of the demographic information. A non-parametric (chi-square) test was then performed on the data to measure if there were any significant differences between the African, Indian and European entrepreneur groups. With regard to the statements concerning motivation, capitalisation of business, utilisation of networks, success of the business, and obstacles, variance analysis using ANOVA tests were conducted to ascertain whether there were any significant differences between the mean scores of the African, Indian and European entrepreneur groups. 

RESULTS

In this section, I present a profile of some of the characteristics of the ethnic entrepreneurs, their motivation for going into their own business, their utilisation of networks, how they capitalised their business, the success of the business, and the obstacles the entrepreneurs faced.

Characteristics of the entrepreneur

The sample size was 325, of which 34.4 percent (n=111) were African entrepreneurs; 37.3 percent (n=121) were Indian entrepreneurs, and 27.8 percent (n=90) were European entrepreneurs, and 0.6 percent (N=2) classified as other. A number of characteristics are described in table 1. 

Table 1

Frequency distribution of characteristics of the entrepreneur

	Characteristic


	African

n = 111
	Indian

n = 121
	European

n = 90
	(2 / F
	P

	Gender 

     Male

     Female
	58.6%

41.4%
	78.3%

21.7%
	48.9%

51.1%


	20.910
	.000



	Age
	37.64a
	47.14 a
	47.43 a
	.374 b
	.688



	Marital status

     Never married

     Married

     Divorced

     Widowed
	36.8%

55.7%

4.7%

2.8%
	8.3%

80.8%

10.0%

0.8%


	8.9%

66.7%

15.6%

8.9%
	55.241
	.000

	Education

     Primary school or less

     High school or less

     Matric/12th grade

     Degree/diploma

     Postgraduate degree
	2.8%

10.1%

36.7%

45.9%

4.6%
	2.5%

16.7%

53.3%

23.3%

4.2%


	0%

8.9%

42.2%

42.2%

6.7%
	21.644
	.042

	Parent’s occupation

     Father an entrepreneur

     Mother an entrepreneur


	14.8%

4.8%


	12.4%

2.5%


	9.5%

2.6%
	1.504

1.169
	.681

.760

	Entrepreneurs in family

     Relative an entrepreneur


	24.3%
	68.6%
	66.7%
	53.892
	.000


Note:
a:
the values are mean scores



b:
the value is a F statistic from running an ANOVA test


In both the African and European groups, there were approximately equal number of males and females (see table 1). However, in the Indian group, males constituted 78.3 percent of the sample. When ones looks at the marital status of the entrepreneurs, the majority of entrepreneurs in both ethnic groups are married, with 55.4 percent of the Africans, 66.7 percent of the Europeans and 80.8 percent of the Indians being married. With reference to education, the results show significant differences, with approximately 50 percent of both African and European entrepreneurs having a tertiary qualification (university degree of higher), whereas only 28 percent of Indians having completed university. Referring to whether the respondents had entrepreneurs in their families, there were significant differences between the groups, with approximately two-thirds (68.6% and 66.7%) of the Indian and European respondents having an entrepreneur in the family, whereas only 24.3 percent of the African respondents had a close relative who was an entrepreneur.

Motivation to start a new business

Table 2 presents the comparative results between the groups on motivation for starting their own business. For the African respondents, more than half were motivated by the need to able to implement their own ideas (55.9%), and the need to earn more money (52.3%). For the Indian respondents the most common motivation factors were personal independence (70.3%), and economic independence (64.1%). For the European respondents, 87.2 percent were motivated by the need for personal independence, and 81.2 percent by the need for economic independence. On the need for personal independence, 41.4 percent of the Africans saw this as a motivation factor, and only 27.9 percent of them saw economic independence as a motivation factor. With regard to the factor “to invest personal capital”, more than half of the Indian respondents saw this as a motivation factor, whereas less than 30 percent of the African and less than 20 percent of the European respondents were motivated by this factor.

Table 2

Motivation to start your own business
	Statement
	African
	Indian
	European
	(2
	(

	Personal independence
	41.4%
	70.3%
	87.2%
	47.889
	.000

	Economic independence
	27.9%
	64.1%
	81.2%
	59.659
	.000

	Earn more money
	52.3%
	55.5%
	70.3%
	9.087
	.028

	Difficulty in finding a job
	37.8%
	30.4%
	30.8%
	2.508
	.474

	Dissatisfaction with previous job
	19.8%
	38.4%
	33.3%
	10.008
	.019

	To be compensated fairly
	30.6%
	41.4%
	48.3%
	6.765
	.080

	Able to implement my own ideas
	55.9%
	56.2%
	80.0%
	17.561
	.001

	To lead an organisation
	29.7%
	26.9%
	36.7%
	2.557
	.465

	To manage people
	22.5%
	18.7%
	12.0%
	2.973
	.396

	To invest personal capital
	28.8%
	53.1%
	16.7%
	22.706
	.000

	To obtain personal capital
	34.2%
	56.4%
	45.2%
	12.956
	.005

	Prestige/status
	24.3%
	30.5%
	23.2%
	2.096
	.553

	To create something of my own
	55.9%
	47.2%
	71.8%
	13.799
	.003

	Other
	0.9%
	1.1%
	12.0%
	17.618
	.007


Source of start-up capital

Table 3 presents results of various sources the entrepreneurs used to capitalise their current businesses. The entrepreneurs were asked to rate the methods (1 = the most important; 2 = the next most important etc). The results reveal that for all respondents, one’s own savings were the most important source of start-up funds. Comparing the results illustrates significant differences between the three groups.  Approximately twice as many Indian respondents (n=107) used their own savings than did African respondents (n=45), and European respondents (n=60).  . There were also significant differences in the use of loans from relatives/friends, and loan from banks. More than three times as many African respondents used loans from relatives/friends (n=61) than did Indian respondents (n=17), and more than double European respondents (n=24).  Loans from banks were used more by Indian respondents (n=45), than European (n=34) and African respondents (n=28).

Table 3

Source of start-up capital

	Statement
	African
	Indian
	European
	F statistic
	P

	Use of manager’s credit card
	(N=8)    2.88
	(N=4)    2.00
	(N=4)    3.0
	.264
	.850

	Loan from relatives/friends
	(N=61)  2.28
	(N=17)  1.82
	(N=24)  1.17
	3.263
	.025

	Loan from banks
	(N=28)  2.25
	(N=45)  1.64
	(N=34)  1.59
	2.960
	.036

	Loan from agencies
	(N=39)  2.05
	(N=1)    1.00
	(N=0)    0a
	.196
	.898

	Partnerships
	(N=28)  2.50
	(N=7)    1.57
	(N=20)  1.80
	1.267
	.295

	Own savings
	(N=45)  2.02
	(N=107) 1.21
	(N=60)  1.57
	6.430
	.000

	Business angels
	(N=20)  3.10
	(N=3)    1.00
	(N=0)    0a
	.676
	.577

	Credit rotating associations
	(N=15)  3.47
	(N=5)    1.60
	(N=0)    0a
	1.107
	.375

	Relatives working for less salary
	(N=31)  2.00
	(N=6)    2.00
	(N=8)    1.75
	.114
	.952

	Use of interest on overdue payment
	(N=18)  3.33
	(N=1)    1.00
	(N=0)    0a
	.403
	.753

	Borrow equipment from others
	(N=27)  2.89
	(N=3)    2.00
	(N=8)    2.75
	.405
	.705

	Share equipment with others
	(N=39)  2.74
	(N=6)    2.00
	(N=6)    3.00
	.450
	.719

	Lease equipment
	(N=15)  3.27
	(N=9)    2.44
	(N=4)    4.50
	1.644
	.206

	Delay payment to suppliers
	(N=6)    3.83
	(N=11)  1.91
	(N=4)    2.00
	2.209
	.124

	Choose customers who pay quickly
	(N=41)  3.83
	(N=23)  2.04
	(N=26)  2.46
	.765
	.517

	Share premises with others
	(N=44)  2.36
	(N=9)    2.11
	(N=12)  3.33
	1.647
	.188

	Share employees with others
	(N=7)    1.71
	(N=1)    4.00
	(N=0      0a
	.350
	.793

	Other
	(N=2)    2.50
	(N=3)    1.00
	(N=12)  1.00
	1.043
	.406


Utilisation of networks

Table 4 presents the values from questions relating to networking activities of entrepreneurs. In response to the question “with how many people did you discuss your business?” the mean score for African respondents was 4.50, whereas the score for the Indian group was 11.70, and for the European respondents, the mean value was 10.24. This significant result illustrates that on average, Indian and European entrepreneurs discussed their business with approximately two to three times more people than the African entrepreneurship group. The three entrepreneur groups gave very similar results to the question of hours per week developing, and maintaining networks. However, the results revealed that the African group (83.10%) spend almost twice as much time as the Indian group (44.15%), and European group (50.86%) in establishing networks. 

Table 4

Utilisation of networks

	Statement
	African
	Indian
	European
	F statistic
	P

	With how many people did you discuss your business?
	4.50
	11.70
	10.24
	7.671
	.000

	How many hours per week developing contacts 
	6.68
	6.76
	6.22
	 0.051
	.985

	How many hours per week maintaining contacts
	6.33
	7.27
	7.74
	0.334
	.801

	What percentage of time spent establishing contacts?
	83.10%
	44.15%
	50.86%
	43.053
	.000


Success of business

Table 5 describes the scores from questions relating to success of the business. Comparing the groups reveals that there are significant differences in the success of their business last year. Almost 60 percent of the African respondents said they made a considerable profit last year, whereas about 50 percent of the Indian and 16 percent of the European respondents made a considerable profit. 

Table 5

Success of business

	Statement
	African 
	Indian
	European
	(2
	P

	How was the success of the business last year?

Considerable profit

Some profit

No profit

Loss
	59.4%

39.6%

.9%


	49.2%

45:8%

4.2&

.8%
	15.9%

68.2%

13.6%

2.3%
	48.143
	.000

	How is the expected success of the business this year? 

Considerable profit

Some profit

No profit

Loss
	79.0%

20.0%

1.0%


	55.5%

42.9%

1.7%
	22.2%

75.6%

2.2%
	63.388
	.000

	Is your company growing, staying about the same, or shrinking?

Growing

Staying about the same

Shrinking
	87.5%

12.5%
	62.5%

33.3%

3.3%
	55.6%

40.0%

4.4%
	29.149
	.001


Referring to their success this year, the results again revealed a similar picture with more than three times as many African than European respondents making considerable profit. Approximately half of the Indian respondents made a considerable profit this year. Almost 90 percent of the African respondents stated that their business was growing, whereas only about two-thirds of the Indians and about half of the European respondents stated that their businesses were growing (refer to Table 5).

Obstacles in doing business

Respondents were asked to judge on a six – point scale, (1= not problematic; 6 = very problematic), on how problematic different policy areas were for doing business. Comparing the groups, Table 6 reveals a number of significant differences. The results showed that crime and theft were seen as the most problematic of the obstacles, particularly by the Indian (4.40) and European respondents (4.30). 

Table 6

Obstacles in doing business

	Statement
	African
	Indian
	European
	F statistic
	P

	Regulations for starting business
	2.64
	2.24
	2.65
	2.168
	.092

	Price controls
	2.85
	2.58
	2.92
	.953
	.415

	Regulations on foreign trade
	3.11
	2.67
	2.74
	2.641
	.050

	Financing
	3.42
	2.35
	2.90
	10.245
	.000

	Labour regulations
	3.39
	3.28
	3.00
	2.235
	.084

	Foreign currency regulations
	2.93
	2.48
	2.77
	2.116
	.098

	Tax regulations and/or high taxes
	2.97
	4.20
	3.56
	12.252
	.000

	Inadequate infrastructure
	2.99
	2.15
	2.71
	7.820
	.000

	Policy instability
	2.82
	2.18
	2.64
	4.770
	.003

	Safety/environmental regulations
	2.84
	2.82
	2.91
	.247
	.863

	Inflation
	2.91
	3.95
	4.19
	13.105
	.000

	General uncertainty on costs of regulation 
	2.94
	2.61
	3.41
	4.584
	.004

	Crime and theft
	3.18
	4.40
	4.30
	9.966
	.000

	Corruption
	3.24
	2.96
	3.36
	1.691
	.169

	Terrorism
	3.23
	1.91
	2.15
	12.574
	.000

	Other
	2.75
	1.36
	2.75
	8.920
	.000


Furthermore, inflation was an obstacle for the European (4.19), and the Indian respondents (2.91). For the African respondents, financing was seen as most problematic (3.42). The results also show that tax regulations were a significant obstacle for the Indian respondents (4.20), and to a lesser degree the European respondents (3.56).

Discussion and conclusion

This paper has attempted to analyse on five main aspects of entrepreneurship behaviour, based on a survey of 325 entrepreneurs from Durban, South Africa. An analysis of the data revealed that in both the African and European groups, there were approximately equal number of males and females, whereas in the Indian group, there were more than two-thirds males.  The results show that in both the African and European groups, approximately half have a university degree or higher, whereas only a quarter of the Indian respondents have a degree. Furthermore, there were significant differences between the groups in terms of having a relative who was an entrepreneur, with approximately two-thirds of the Indian and European respondents having an entrepreneur in the family, whereas only a quarter of the African respondents had an entrepreneur in the family. 

The first issue that was investigated was the motivation factors of the respondents. The study revealed that the need to earn more money was considerable more important for the African respondents, than the other respondents. The Indian and European respondents were motivated by the need for personal and economic independence. In addition, the European respondents were motivated by being able to implement their own ideas, whereas for the Indian respondents, being able to invest personal capital was an important motivation factor. 

The second issue investigated was to study the most important sources of star-up capital. The study revealed that for all the entrepreneur groups, one’s own savings was the most important source of start-up funds. For the Indian and European respondents, significantly more respondents used this source of funds than did African respondents. Furthermore, the study revealed that African respondents relied on loans from relatives/friends considerably more than Indian and European respondents.

The third issue that was addressed was the utilisation of networks. The study suggests that the Indian and European respondents spoke to considerably more people than the African respondents when they started their business. In contrast, the African respondents spend almost twice as much time establishing contacts than the Indian and European respondents. The study of networks in South Africa is a complex one indeed. Although potential network elements are very common in the country, such as ethnicity, immigration, family ties, marginality, almost all conditions which elsewhere has been found to favour the formation of networks is present, one needs to take into account the interacting cultural, political and economic factors. 

The fourth issue that was addressed in this study was the success of their business. The results show that more than half of the African respondents said they made a considerable profit last year, whereas about half of the Indian and less than one-fifth of the European respondents made a considerable profit. Similar results were shown for success of the business this year. Regarding whether their businesses were growing, the study revealed that the vast majority of the African respondents stated that their business was growing, as compared to about two-thirds of the Indians and about half of the European respondents. 

The final issue that we investigated was major obstacles that entrepreneurs faced in conducting business. The study revealed that crime and theft were seen as the most problematic of the obstacles, particularly by the Indian and European respondents. In addition, inflation was seen as an obstacle for the European and Indian respondents. In contrast, the biggest obstacle for the African respondents was obtaining financing. Tax regulations were another obstacle especially for the Indian respondents. 

To conclude, this paper has attempted to add to our understanding of ethnic entrepreneurs in South Africa. It is widely accepted that entrepreneurship is a social activity, embedded in a social context. Therefore, in line with the mixed embeddedness perspective, we need to examine the influence of the wider socio-economic and politico-institutional environments. The unique political situation in South Africa which rendered the majority group marginal, raises questions over whether theories of marginality in ethnicity which have been developed in the study of minority groups, may be relevant to a marginalised majority group. Furthermore, one needs to question whether theories of ethnic business, based on immigrant groups, apply to ethnic groups that are indigenous to the country, such as the African ethnic group. 
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