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Backyarders and Front-runners 

 

Home-Based Business in Australia 

 

Overview 

 

This report draws on the outcomes of a major research and 

action learning project on home-based businesses in two 

states and the ACT.  The project was sponsored by the 

Commonwealth Department of Employment, Workplace 

Relations and Small Business, the ACT Government, the 

Capital Region Enterprise and Employment Development 

Association (CREEDA) and the Noosa, Maroochy and 

Caloundra City Councils. 

 

Aims and Objectives 

 

The project was developed by the Home-Based Business 

Association of the Australian Capital Region (HBBA-ACR), 

the CREEDA (incorporating the Canberra Business Centres) 

and Dr Kim Houghton.  This team identified the need for a 

comprehensive assessment of the growth potential and 

training needs of home-based businesses.  The team 

advocated a hands-on approach to the research rather than 

a clinical study, an approach that combined information 

gathering with learning and skills development by the 

participants.   
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The project began in December 1998 with an ambitious set 

of aims and objectives. 

 

The project sought to develop an approach to assessing the 

needs, interests and growth potential of home-based 

businesses, answering five key policy questions: 

1. Who are home-based businesses - age, size, type of 

activity, corporate form, qualifications and business 

history of operators? 

2. What types of business-relevant training are most 

needed?  What are the most effective ways of delivering 

training?  What role can incubators play most effectively? 

3. What are the patterns of employment and barriers to 

further employment growth?  What is the scope for 

greater participation in group training, or group 

employment schemes? 

4. What are the main impediments to expansion and 

business growth - finance, space, skills? 

5. What information is needed, what are the sources, how 

can information flows be improved and what are the 

potential roles of associations, events, incubators and the 

internet? 

 

The project aimed to generate four important outcomes:  

1. An inventory of available information on home-based 

businesses; 

2. A collection of good quality primary information; 

3. Easily understood analysis of this information and 

comparisons with other small business types; 

4. Some immediate strategies for incubator managers to 

strengthen their own operations as well as facilitating 

growth of home-based businesses. 
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The project was conducted by the  CREEDA with Associate 

Consultant Dr Kim Houghton the principal researcher.  

Business Enterprise Centres in Canberra, Queanbeyan, 

Cooma and Bega helped prepare and deliver the Synergy 

Group training package. 

 

The project benefited considerably from guidance and 

assistance provided by Steering Committees in both regions 

which comprised representatives from the HBBA-ACR, ACT 

Government, the Capital Region Employment Council and 

local Business Enterprise Centres in the Australian Capital 

Region; and the three Sunshine Coast Councils, the 

Sunshine Coast Area Consultative Committee and the 

Sunshine Coast Regional Economic Development Board on 

the Sunshine Coast.   

 

The involvement of the steering committees was particularly 

important as the project embodied continuous evaluation at 

every stage – trial survey, survey comments, seminars and 

synergy groups – and the steering committees helped guide 

and fine-tune the project as it evolved. 
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Outcomes 

 

The project was a powerful combination of research and 

action learning and has provided a suite of new material 

relevant to home-based businesses in Australia.  The project 

not only met but exceeded the outcomes described at 

commencement. 

 

In brief, the project has: 

1. Produced a review of information about home-based 

businesses in Australia and an annotated bibliography of 

books, magazines and web sites relevant to home-based 

businesses;  

2. Produced separate reports on the results of an extensive 

survey which yielded the largest sample of Australian 

home-based businesses in this difficult to reach sector in 

two regions; 

3. Conducted in-depth follow-up questioning; 

4. Developed an understanding of the needs of home-based 

businesses; 

5. Developed and trialed a program for meeting the most 

immediate needs; 

6. Evaluated outcomes continually throughout each stage; 

and 

7. Derived practical recommendations for people and 

groups wanting to enhance the growth potential of home-

based businesses in their region. 

 

This report covers each of these seven areas in turn. 
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1 Home-Based Business in Australia 

 
In recent years the number of micro business (those with 

less than five employees) in Australia has been growing at 

around 4% per annum, faster than the number of larger small 

businesses (3.2% per annum).  Employment in these micro 

businesses is also growing steadily, according to the 

Australian Bureau of Statistics (ABS – Small Business in 

Australia 1998, ABS Cat 1321.0). 

 

Within the micro business definition, little is known about 

home-based businesses, they are one of the hardest parts of 

the small business sector to reach.  The ABS occasionally 

provides some ‘big picture’ estimates of characteristics of the 

business and their operators. 

 

In the 1997 edition of Characteristics of Small Business (ABS 

Cat 8127.0) the ABS provides some broad information on 

home-based business, separated into businesses operated 

at home (herbalists, small manufacturers or consultants, for 

example) and businesses operated from home (plumbing 

and electrical contractors, for example). 

 

The ABS estimated that in February 1997 there were 

466,100 businesses operated from home and 174,400 

businesses operated at home in Australia.  The small 

businesses operating from home were most likely to be 

between 1 and 5 years old, and compared with the broader 

small business sector were less likely to employ staff and 

their operators were more likely to work over 35 hours per 

week.  The small businesses operating at home had similar 
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characteristics, but on average the operators did not work as 

many hours.   

 

Two random telephone surveys conducted for Business 

Skills Victoria indicated that around 12% of Victorian 

households host a home-based business.  The 1996 Census 

counted just over 5,500,000 households in the country, and 

the 1997 ABS estimates of 640,500 home-based businesses 

also equates to 12% of households. 

 

In 1997 the ABS estimated that there were 10,700 home-

based businesses 1 in the ACT.  With the ABS Business 

Register indicating some 29,000 private sector employing 

businesses in the Australian Capital Region (over half of 

those in the ACT), it is likely that there are a similar number 

of home-based businesses spread across the rest of the 

Region.  The estimation for home-based businesses in the 

Sunshine Coast is between 5,000 to 7,000 – again about 

12% of the number of households in the region. 

 

There has been little research on the home-based business 

sector in Australia.  Some of the more useful (and fairly 

recent) studies have focused on the training and learning 

needs of home-based business operators.   
 

Business Skills Victoria sponsored a Victoria-wide look at the 

training needs of home-based business in 1996, The 

Emerging Profile and Training Needs of Home-based 

Business.  The study encountered difficulties in identifying 

home-based businesses to take part in the training needs 

survey, and included the random telephone surveys noted 

                                                 
1 From Characteristics of Small Business 1997.  Home-based businesses differ from home-
based employment or teleworking in that they are separate business identities managed by 
the owner or entrepreneur who is the resident or lessee of the residential property where 
they are located.   
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above that indicated that around 12% of Victorian 

households host a home-based business.  The study found 

that home-based business operators with a higher level of 

formal training are likely to be positive towards further 

training, but some 78% are not disposed to seek out and 

participate in training, time being a major consideration. 

 

In a separate project in 1997, Home Based and Micro 

Business Mentoring, Business Skills Victoria looked at the 

scope for extending business mentoring in the sector.  The 

research emphasised the need to develop amongst micro 

and home-based businesses a “culture of training”.  The 

language often used itself indicates that providers of 

education and training in this sphere need to change their 

attitudes – in particular, the language of “mentor” and 

“training” belies the need for greater emphasis on the 

independence of the operators.  Skills development 

messages need to be situated in a business development 

message, and the synergy of a facilitated group is an 

important resource for otherwise quite isolated home-based 

businesses – in more ways than just in directing skills 

development. 

 

A study of home-based training needs in Outer East 

Melbourne, based on interviews with 50 people (including 30 

women) was carried out by Enterprising Training for the 

Outer Eastern College of TAFE in 1993.  The study criticised 

current training options as being too few, often aimed at too 

wide a target, being inflexible in delivery, and not meeting 

appropriate industry-specific competency requirements. 

 

Training and support needs of home-based businesses are 

being considered by agencies at the local, state and federal 

levels.  But it is the local government level that impacts most 
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often on home-based business operations, and some local 

and Territory governments have begun looking more closely 

at the home-based business sector in their areas. 

 

A key question for local policy-makers (and business 

incubator managers) is where do home-based businesses go 

when they grow up?  Manningham City Council in eastern 

Melbourne found that many home-based businesses were 

leaving the City as they grew (taking employment and 

economic activity with them) as their needs for suitable 

space could not be met.  The Council has developed a 

comprehensive and well-researched set of policies for home-

based businesses to foster growth while maintaining 

residential amenity. 

 

This project has produced an annotated Bibliography of 

materials on and relevant to home-based businesses in 

Australia and overseas which highlights a range of useful 

information in addition to that referred to above. 

 

Local and Territory Government Planning Policy 

Local and Territory governments2 have considerable 

flexibility in setting their own statutory requirements in the 

way of categorising home business activity and defining 

planning zones.  They also vary considerably in what sort of 

developments require a Development Application (DA) that 

needs approval. 

 

Local governments must balance concerns of residential 

amenity with those of economic development.  Amenity 

tends to be a bigger issue in more densely populated areas.  

                                                 
2 This report recognises that the ACT government combines local and state government 
functions.  The ACT government’s role includes the town planning functions that are 
discussed in this section as relating to home-based businesses. 
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Hence the ACT and the Sunshine Coast are stricter and 

more explicit than the more rural shires in their demands in 

matters like operating hours, use of power, traffic and 

parking.   

 

Counter-balancing the concern for impact on neighbours is a 

growing awareness of the economic importance of home-

operated business and the ubiquity of home working which, 

in low impact cases, melds seamlessly with more 

conventional use of dwellings.  Home-based businesses can 

enhance residential areas by bringing people and activity 

back to dormitory areas left vacant during the day, 

decentralising demand for business support functions and 

saving commuting time and energy.   

 

There is increasing concern that home-based businesses 

need to be catered for in town planning and that they should 

be unafraid to “come out” in the interests of both the 

economic and social health of the community.  But home-

based business operators are often reluctant to make their 

activities known to authorities.  Even where all home-based 

businesses are technically required to notify their local 

government, the numbers reported are extremely low – 

rarely more than 20 or 30 per year.  On the other hand, 

surveys across Australia (and the U.K.  and U.S.) are 

consistent in placing the share of households with a home-

based business at around 12%.   

 

Hence most local governments are now adopting a friendlier 

face towards home-based businesses.  They still insist on 

the protection of neighbourhood amenity, but if the guidelines 

appear unduly strict, this is sometimes more of a fall back 

position which allows the local authority to have, ultimately, 

the last word in cases of complaint.   
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In general, the larger local government areas spell out the 

conditions on allowable business uses of residential 

buildings and blocks more explicitly so that their local 

authority staff can process applications and purported 

breaches efficiently and fairly, without needing to call on 

council to debate the issues.  Smaller shires are prepared to 

take a more flexible case-by-case approach rather than 

invest in setting up more detailed bureaucratic procedures.  

For example, in contrast to the Sunshine Coast councils and 

the ACT, which spell out detailed definitions of allowable 

home business operations, Boorowa Shire is not at all 

prescriptive in what sort of businesses it will allow to operate 

from home, and Tallaganda Shire acknowledges significant 

“grey areas” in its statutory planning controls. 

 

The project produced a comparison of local government 

regulations on and attitudes towards home-based 

businesses and is looking to develop a package of best 

practice guidelines for local and Territory governments in 

relation to home-based businesses. 

2 Survey Highlights  

 
The core research component of the Home-Based Business 

Project was a survey of some 20,000 home-based 

businesses in the ACT and surrounding region and the 

Sunshine Coast. 

 

About the survey 

 
Reaching home-based businesses is known to be a major 

challenge.  The samples derived from previous surveys have 

been small and the sampling process fraught with difficulties.  
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The approach in this project, as discussed and agreed to by 

the project’s Steering Committees, had two components:  

computer matching of business and residential phone 

numbers along with delivery direct to business post office 

boxes.  More details on the approaches used to locate and 

contact home-based businesses are set out in the 

accompanying reports on the survey results for the two 

regions. 

 

The survey sample comprised 867 completed responses – 

666 posted or faxed back, and a further 201 completed over 

the phone.  The response rate overall was 4% of posted 

survey forms and the size of the survey sample makes it the 

largest yet secured by a project inquiring into home-based 

businesses in Australia3.   

 

But the statistical validity the sample depends not on the 

number or rate of responses, but on how accurately the 

sample reflects the pool of home-based businesses in the 

community. 

 

Benchmarking against the ABS home-based business 

survey suggests that our sample is broadly reflective of the 

home-based business sector as a whole, with two 

exceptions. 

 

Firstly, the project’s approaches to identifying and reaching 

home-based businesses induced a bias towards older home-

based businesses.  Comparing with the ABS survey, the bias 

in our sample is concentrated in the proportion of very young 

home-based businesses, which is lower than the ABS 
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estimates, while the proportion in the 1-5 year old bracket is 

correspondingly higher.  We estimate that our survey sample 

under-represents home-based businesses that are less than 

1 year old by 4 to 9 percentage points, and over-represents 

home-based businesses 1 to 5 years old by a similar margin 

(7 to 9 percentage points).  The proportions of home-based 

businesses in our sample in the older age brackets are very 

close to those observed in the ABS survey (and in the 

Business Skills Victoria Survey) 4.   

 

On other characteristics where direct comparisons can be 

made our sample closely resembles the ABS survey.  Our 

sample, for example, shows employment characteristics 

similar to the ABS survey, but with a slightly higher proportion 

of employing business.  Some 51% of our sample employ 

only the operator, 43% employ 1-4 people and 6% over 5 

people.  In the ABS survey (combining those working at home 

with those working from home) some 63% are non-employing 

(owner-operated), 32% have 1 -4 employees and 4% over 5 

employees.  Our sample also showed a slightly higher 

proportion of single operator businesses (51% compared to 

40%) but a similar proportion (51% compared to 53%) starting 

their business with savings. 

 

Our sample also shows a similar breakdown of the gender of 

operators.  We found 19% of respondent home-based 

businesses run by women, 35% by men and 44% mixed.  The 

ABS estimated (again combining the businesses run from 

                                                                                                                                          
3 As examples, the Business Skills Victoria training needs survey discussed above obtained 
238 responses, and a study covering Melbourne’s South Eastern Region in 1998 obtained 
225 responses.  The quarterly Yellow Pages Small Business Index surveys sample just 120 
small businesses from the ACT and 2,000 nationally. 
4 The ABS estimated that 11-12% of businesses (based at or from home) are less than 1 
year old; 34-35% are 1-5 yrs old; 23-25% 6-10 yrs old and 27-32% 10 yrs old or more.  Th e 
McNair Anderson survey in Victoria estimated 17% as being less than 1 yr old, 36% 1-5 yrs, 
18% 5-10 yrs and 28% more than 10 yrs.  In comparison, our sample comprises 8% less 
than 1 year old, 43% 1-5 yrs old, 20% 6-10 yrs old and 28% 10 yrs old or more. 
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home with those run at home) 12% run by women, 36% by 

men and 52% mixed. 

 

The second type of bias in our sample stem’s from the 

project’s home-based business identification strategy which 

induced a bias towards businesses that work in the kinds of 

industries where it pays to advertise publicly.  While many 

home-based businesses do advertise, many others supply 

niche needs to specific clients and do not (and do not need 

to) advertise to the general public.  We have been unable to 

test the extent of this bias as comparable data were not 

published by the ABS.   

 

Our sample therefore does NOT represent the attributes of 

all home-based businesses.  But the core aim of the project 

was to identify business and employment growth issues, and 

the characteristics of the respondent home-based 

businesses in terms of age, industry type, employment, 

performance, growth prospects and business skills 

development make the data set very suitable for analysis of 

the issues set out in the project brief. 

 

The low response rate is not unusual given the 

circumstances that home-based businesses operate in.  All 

home-based business surveys acknowledge the difficulties in 

reaching home-based businesses to get survey forms out to 

them.  Our survey found this constraint, as well as a strong 

reluctance from home-based businesses to complete 

surveys due to a perceived risk of being identified and then 

‘inspected’ by their local council, particularly in the Sunshine 

Coast region.  This issue came out strongly when conducting 

follow-up telephone surveys in the Sunshine Coast region.   
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Figure 1 Location of survey respondents 

Location of businesses surveyed

38%

48%

14%

Sunshine Coast

ACT

NSW

n=866

 
Source:  CREEDA Survey 

 
 

Main findings 

The survey responses point to a long-lasting body of 

businesses that do not fit the stereotypes often applied to 

home-based businesses as being ‘pretenders’, ‘intenders’ or 

‘tyre kickers’: 

?? Over 48% of respondents had been in business 

more than 5 years, including over 28% for more 

than 10 years.   

?? Over 63% of operators worked more than 35 hours 

per week on their home-based businesses, 

including a very significant 39% working over 50 

hours a week. 

?? For over 47% of respondents the home-based 

business provided 95-100% of their personal 

income.  Another 10% reported that it provided 75-

94% of their personal income. 
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Figure 2 Age of respondent home-based businesses 
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N=867        Source:  CREEDA 

Survey 

The survey showed clearly that the breadth of activities of 

businesses based at home is as wide as that of the broader 

small business sector: 

?? The largest group (24% of respondents) are in 

property and business services, followed by 

construction (22%), manufacturing (11%) and retail 

trade (10%). 

?? But significant numbers of respondents were also 

involved in personal and other services (8%), 

health and community services (7%), agriculture 

(4%) and education (4%). 

?? The emphasis on service industries is expected 

given that this is the fastest growing sector in the 

Australian economy. 
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Figure 3 Types of respondent home-based businesses  
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N=867        Source:  CREEDA 

Survey 

 
The survey showed that home-based businesses are a 

significant force in local (and regional ) economies: 

?? Over 66% of respondents were employing people 

full-time. 

?? Respondent businesses employed, on average, 1.8 

people part-time and 2.2 people full time.   

?? In addition, 1.5 people on average worked full time 

but unpaid and 1.3 people part time but unpaid in 

respondent businesses. 

?? With some 12% of households having a home-

based business in them, there is a very significant 

number of people self employed and employed in 

and through home-based businesses. 
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?? With over 5.5 million households counted in the 

1996 census, if the project’s survey sample is 

broadly representative it suggests that there are 

just under 1 million people employed full-time and 

over ¾ of a million people employed part-time in 

home-based businesses. 

?? 20% of our respondents intend creating new jobs in 

the next 12 months – a figure on par with the 

broader small business sector (see the Yellow 

Pages Small Business Index, for example). 

 
The survey showed that while a business may be based at 

home, its operator(s) make this choice for sound business 

reasons, and have the same expectations of growth as in the 

broader small business sector: 

?? Over 77% of respondents nominated ‘lower 

overheads’ as a reason for operating at home and 

17% nominated ‘convenience to customers’. 

?? But lifestyle and flexibility are also important, 

almost 50% nominated ‘lifestyle’ as a reason for 

being based at home, and 23% nominated 

‘childcare/family needs’. 

?? The home-based businesses operated by women 

showed a similar distribution of reasons for working 

at home, and the same high percentage of people 

citing ‘low overheads’ (Figure 4).  But there were 

higher proportions of women operated businesses 

reporting that ‘lifestyle’ and ‘childcare/family needs’ 

are important considerations. 

?? All home-based business operators are as keen to 

grow their businesses as other small business 

entrepreneurs with 67% of respondents looking to 
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grow, mostly at between 10 and 50% over the next 

12 months. 

 

Figure 4 Reasons for basing business at home 

0% 10% 20% 30% 40% 50% 60% 70% 80% 90%
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Family helps
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Other

Use land for equipment storage cultivation
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N=867, multiple responses, % of responses from each group  Source:  CREEDA 

Survey 

 
Home-based businesses are an untapped market for 

services to help their businesses grow: 

?? Almost 54% of respondent operators had not done 

any formal training in small business management. 

?? 48% are looking for marketing information or 

advice; 38% for more contacts; 28% for help with 

business planning and 23% for information or 

advice on finance. 

?? In addition, when asked about their intentions for 

skills development over the next 12 months, 36% 

intend improving their marketing skills, 33% 

computer/IT skills, 26% business management and 

25% financial management, 
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The skills, training and support needs of home-based 

businesses are discussed in more detail in Section 4, below.   

 

Business incubators were not well known to respondent 

home-based business operators and should move to 

establish themselves as a presence in this marketplace.  

Currently just 11% of respondents use independent business 

advisors, but the potential for incubator managers to 

increase their client base is high as 24% of respondents 

reported that they would like to use an independent business 

advisor, and another 30% nominated other similar sources of 

business advice that incubator managers could seek to 

provide themselves. 
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3 Characteristics of home-based businesses 

 
The project used a combination of the survey with in-depth 

information gathering from focus and synergy groups to paint 

a clearer picture of the characteristics of home-based 

businesses and their operators.  The case studies add a 

sense of history and business development to this picture. 

 

This Section draws out the main characteristics of home-

based business operators and their businesses including 

reasons for operating from home, growth and employment 

prospects. 

 

With the survey kept to the shortest possible length, the 

focus groups allowed investigation of some of the important 

elements of home-based business in more detail.  In the 

Sunshine Coast the focus group participants were drawn 

from those attending the free public seminars and totaled 20 

people in three groups.  In the Australian Capital Region the 

focus group questions were asked during the Synergy Group 

sessions and feedback was provided by the facilitators. 

 

The focus groups yielded some very useful, and sometimes 

unexpected, information. 

 

Who are home-based business operators? 

 

The survey and focus group responses highlighted the 

importance placed on home-based business activities by 

respondents, with many relying completely on their business 

for income, and putting in long hours to make sure they got 

the returns they needed. 
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The people operating businesses that responded to the 

survey were predominantly male (56%), though the male 

bias was not as strong as the ABS has estimated for the 

broader small business sector (65%).  Figure 5 shows that 

just over half respondent businesses had only one operator, 

while 43% had two operators. 

Figure 5 Number of operators 

51%
43%

6%

1 operator

2 operators

More than 2
operators

 
N=867        Source:  CREEDA 

Survey 

Nearly 2/3 of the operators had been employees before 

starting their home-based businesses, with most having 

been employed in the private sector.  In the ACT, with its 

high proportion of people employed in the public sector, 

there was a correspondingly higher proportion of ex-public 

sector home-based business operators.  Almost 14% of all 

respondents had been running other businesses before 

getting into their current home-based business.  This 

proportion again points towards the experience in business 

that many home-based business operators have.   
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Figure 6 Work before starting home-based business  
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N=867        Source:  CREEDA 

Survey 

 

The home-based business operators who responded to the 

survey are working long hours and relying heavily on the 

incomes their home-based businesses generate.  Figure 7 

shows that 63% are working over 35 hours per week on their 

business, including 39% of all respondents who are working 

more than 50 hours per week on their business. 

Figure 7  Hours per week working on home-based business 
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N=867, 10 no response      Source:  CREEDA 

Survey 

 

Given the long hours being worked by respondents, it is not 

surprising that home-based business activity is almost the 

only source of income for nearly 50% of all respondents, and 

is the main source of income for another 20%. 

 

Figure 8 Proportion of personal income provided by home-based 
business 
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N=867, 11 no response      Source:  CREEDA 

Survey 

 

Some 52% of respondents specified one other source of 

income, and just 9% specified more than one other source of 

income. 

 

When asked about the other source of income, 209 

respondents (39% of those with another source of income) 

nominated investment or superannuation, indicating that they 

may have retired or otherwise left the employed labour force.  

Another 127 (24% of those with another source of income) 

indicated that they were doing part time work to supplement 
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the income from their home-based business activities (Figure 

9 shows the responses for the two regions). 

 

Figure 9 Other sources of income 
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N=867, multiple responses      Source:  CREEDA 

Survey 

 

One other unexpected characteristic of home-based 

business operators emerged from the focus groups.  

Participants were asked about their reasons for getting into 

home-based business and they gave a wide range of 

responses.  But , surprisingly, the focus group responses 

indicated that many home-based businesses are started by 

people who have left the mainstream workforce due to 

stress, injury or other illness but still have entrepreneurial 

drive and ability. 

 

It emerged during the Sunshine Coast focus groups that six 

of the 20 participants felt that ‘health issues’ were the main 

source of the idea for their home-based business, and 

another felt that they had been ‘unemployable’.  The home-

based businesses run by these people are vehicles for 
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people otherwise disadvantaged in the workforce to get back 

into productive work and independent income earning.   

 

The Australian Capital Region participants were not asked 

the same question in the same way, but over 53% reported 

in the survey that lifestyle was an important reason for 

operating at home, and over 16% reported health/stress as a 

barrier to further expansion. 

 

This issue of the roles that home-based business activities 

play in helping people return to work was unexpected, and 

requires further investigation.  It may be that people 

otherwise unable to enter the labour market who start their 

own home-based businesses could grow their businesses 

more sustainably with the right support. 

 
 
 

Reason for operating business from home 

 

Overwhelmingly, home-based business operators are 

choosing to operate from home for financial reasons – to 

keep overheads down (78.1%).  Lifestyle reasons are also 

important (53.2%), though much less so, and the 

stereotypical reason of family needs comes a distant third 

(23.2%). 

 
Sunshine Coast businesses responded similarly to their 

Australian Capital Region counterparts, although a higher 

proportion of Sunshine Coast respondents specified 

childcare and family needs, convenience to customers and 

other specified reasons for operating their business from 

home. 
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With over half the respondents in both regions highlighting 

the importance of lifestyle, the survey points to the quality of 

personal and business life available in the two regions.  The 

strength of the response on this question points to the 

potential for home-based business attraction into the regions 

to act as a catalyst for regional economic growth. 

 

Accommodation, café & restaurant and agriculture, forestry & 

fishing businesses were the only ones that were more likely 

to select a reason for operating their business from home 

other than lower overheads.  Accommodation businesses 

were more likely to select lifestyle (56.3%) and, not 

surprisingly, agricultural businesses were more likely to 

select use of land for equipment storage and cultivation 

(56.4%) as reasons for operating from home. 

 

Figure 4, in Section 2 above, showed that male and female 

home-based business operators have many similar reasons 

for basing business activities at home, but there were some 

differences.  Some 15% more women named 

‘childcare/family needs’ and ‘lifestyle’ as reasons for working 

at home, and 12% less women named ‘family helps’. 
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Figure 10 Reasons for operating from home 
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n=867        Source:  CREEDA Survey 

 
Other:  The majority of respondents who specified other, indicated that the 

nature of the business did not require separate premises. 
 
 

The best things about working at home …  

 
Survey respondents, focus group and Synergy Group 

participants were strong in their views about what they like 

about working at home.  As noted above in Section 2, lower 

overheads, lifestyle reasons and family needs top the list.  

The focus and Synergy Groups added flexibility, 

independence, improved health and lower stress levels, no 

commuting, convenience and no need for a shop front as 

good reasons to work from home. 

 
 

On the other hand …  

 
Image is a problem.  Many participants reported feeling that 

working from home they were not treated as legitimate 

businesses.  Community and business acceptance of home-

based businesses is felt to be low.  Particular negativity 
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came from other commercial and retail businesses who see 

home-based businesses as a threat and as second class. 

 

But there were reports of clever ways to overcome the image 

problem:  using public meeting rooms to give correct profile 

or image – like the airport lounge; or using a mail box in an 

upmarket part of town (one participant reported that he 

dresses in a suit and tie to collect his mail from a prestigious 

address and has picked up work in the area from this 

activity). 

 

Clients’ perceptions are a related challenge.  Some 

participants reported that they visit clients rather than having 

clients visit them.  Participants who did have clients visiting 

their homes raised issues like intrusions into personal life, 

safety and not feeling comfortable. 

 

Working on your own is a challenge.  It is difficult to take 

holidays – with added concerns about replacement or part-

time staff in your home while you are away.  Many 

participants (and survey respondents) made strong 

comments about feeling isolated and not having someone to 

talk ideas over with.  Even basic things like phone calls 

coming at inconvenient times (late at night or while in the 

bathroom) add to the challenge. 

 
Risks involved in blending home and work are the other 

main challenges.  Participants reported being concerned 

about not being able to switch off from work and maintaining 

perspective, or conversely having difficulties getting 

motivated.  Interruptions by family or distractions like pets or 

household chores were often mentioned, as were matters 

related to poor images of work projected over the telephone 
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like the family answering the phone (not professional), dogs 

barking or babies crying. 

 

Many participants were concerned to avoid neighbours 

complaints as work complaints could easily spill over into 

personal trouble. 

Local Government  

 

A key finding from the Sunshine Coast in particular was the 

extent of concern with councils expressed by home-based 

business operators.  This regrettably sometimes extended 

beyond the predictable grumbles about red tape to other 

issues such as service levels and council decision-making 

processes.  It needs to be acknowledged that all three 

Sunshine Coast Councils are now actively working to 

overcome these concerns and develop pro-active 

(supportive) rather than re-active (to complaints) policies.   

 

Just 6 of the focus group participants (30%) had registered 

with council.  8 (40%) had not and the other 6 (another 30%) 

had been told by council not to bother as their businesses 

didn’t fit current categories.  This left some operators with a 

sense of unease and vulnerability to complaints given the 

subjective nature of past Council policies in relation to home-

based businesses. 

 

The facilitator reported that: 

Many don’t like the riskiness of the ‘wait until someone 

complains’ policy and can’t rely on the good grace of 

neighbours …  Many feel vulnerable to being dobbed-in by 

competitors. 
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In circumstances when the operator feels the business is ‘at 

risk’ and vulnerable to external threats it is usually good 

business practice to minimise investments in the business.  

Insecurity and uncertainty of tenure (in terms of being able to 

continue the business) is thus an important drag on business 

growth. 

 

Registration would give some comfort but it seems hard for 

some home-based businesses to actually complete the 

registration process.  Consistency and clarity in regulations 

would help improve the levels of security faced by home-

based business operators. 

 

Business development patterns 

 

All the focus group participants in both regions deliberately 

started their businesses small and at home.  The main 

reasons were most often a mix of keeping overheads down 

and keeping flexibility (of working hours) up. 

 

Only two of the ACT Synergy Group participants, and none 

of the Sunshine Coast participants, had bought their home 

with the thought of home-based business in mind.   

 

All business types were more likely to have used savings to 

start their business compared with other sources (Figure 11).  

However, accommodation businesses were more likely than 

other businesses to use a formal loan (36.4%) or another 

specified source (27.3%).  Communication businesses were 

more likely to have used an informal loan (16.7%) and 

transport & storage business were more likely than other 

businesses to increase their mortgage (20.8%).  Finance & 
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insurance businesses were more likely than other business 

types to have used redundancy (33.3%) as a source of start 

up capital.  Education businesses were more likely to have 

not needed start up capital to start their business (32.3%).   

 

Figure 11 Sources of capital 
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N=867, 92 multiple selections      Source:  CREEDA Survey 

Growth prospects  

 

There was very minor variation between Australian Capital 

Region and Sunshine Coast respondents’ intentions to grow 

their businesses with around two thirds of all businesses that 

responded anticipating growth over the coming 12 months. 

 

Respondent businesses most likely to anticipate growth were 

in the wholesale (92%), cultural & recreational (81%), 

personal & other services (75%), health (74%) and property 

& business services (71%) industry groups.  Least likely to 

grow were businesses in agriculture, fishing & forestry (41%) 

and construction (54%), which are generally older, more 

established businesses.   
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Figure 12 Intention to grow business in next 12 months 
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N=867        Source:  CREEDA Survey 

 
 

Scale of anticipated growth 

 

Respondents who intended to grow their business were 

generally conservative with the majority of respondents 

(54%) anticipating less than 50% increase in turnover.  

Australian Capital Region respondents were slightly more 

cautious in their growth estimates than Sunshine Coast 

respondents with a smaller proportion of respondents (31% 

compared with 38%) estimating growth of over 50%.   

Figure 13 Rates of growth anticipated 

0.0

5.0

10.0

15.0

20.0

25.0

30.0

35.0

Less than 20% 20-49% 50-99% 100%+ Intend to grow
but did not

indicate growth
est.

%
 o

f r
es

po
nd

en
ts

Qld

ACT/NSW

 



Home-Based Business Report Volume 1 
Final Report 33 

N=867        Source:  CREEDA Survey 

 

Employment prospects 

 

In total, 20% of respondents intend to create additional paid 

jobs in the next 12 months.  57% did not intend to create 

additional jobs and 23% were unsure.  This result is 

consistent with other surveys of small (not home-based) 

businesses including Yellow Pages Small Business Index 

results and surveys by the Council of Small Business 

Organisations of Australia (COSBOA).  These surveys 

typically show that 18-22% of small businesses are looking 

to employ in the near future. 

 

Australian Capital Region respondents (20.8%) were more 

likely to intend to employ additional staff in the next 12 

months than Sunshine Coast respondents (17%).  Of those 

businesses that do intend to employ additional staff, 

Australian Capital Region respondents intended to employ a 

slightly higher average number of both full-time (1.08) and 

part-time staff (1.71) compared with Sunshine Coast 

businesses, intending to employ an average of 0.96 and 1.64 

respectively.   

 

Home-based businesses in personal & other services (26%), 

cultural & recreation services (23%), finance & insurance 

(22%), manufacturing (22%) and property & business 

services (21%) were more likely than other industries to 

intend to employ additional staff.  Accommodation 

businesses (32%) were most likely to be unsure about 

whether or not they would employ additional staff.   
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Figure 14 Intention to create additional paid jobs over the next 12 
months 
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N=867, 2 no response      Source CREEDA Survey 

 

 

Table 1 Number of employment positions expected in next 12 
months 

 FT PT not specified number of businesses 

Total positions 180 310 4 169 
Source:  CREEDA Survey  

 

Employment options 

 

The Canberra Synergy Groups used the question of “is your 

business saleable” as a discussion starter for issues of 

expertise, location, lifestyle change and, most importantly, 

employment. 

 

The discussions showed that one of the key dilemmas of 

growth, where the need to employ more staff occurs at the 

same time as a move to commercial premises, is a hurdle 

and a turn-off to taking that next growth step.  Places such 

as incubators and Business Centres are only part of the 

solution as even their overheads are very “real” after 
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operating from home.  Participants suggested that a “Space 

& Shared Staff” package could be offered.  Entrepreneurial 

incubator managers could test demand for these services 

and offer them as value-added and income-returning 

services to their tenants. 

 
Having home-based business operators think of “succession 

planning” or “business sale” planning focuses operators on 

the need to find and train skilled staff who would help in the 

transfer of the business from one owner to another. 

 

Electronic communication patterns 

 

Home-based businesses are a particularly hard to reach 

subset of the small business sector.  The focus and synergy 

groups probed participants on their use of electronic 

communications and information technologies were identified 

as vital tools for home-based businesses.   

 
Most businesses in the Synergy Groups had one telephone 

line and one number.  Some had two numbers and one line 

and could differentiate the ring to answer the call correctly.  

One had six applications on one phone line.  All participants 

were keen to find out more about making the telephone 

system work harder for their businesses. 

 

All focus and synergy group participants had a telephone 

and half have a fax machine.  But in contrast to many 

perceptions of larger small businesses, just over half had 

computers and not all of these used email. 

 

Only five had web pages though many were looking to do 

this and were confused by who should do it and how much to 

spend.  Some said they would develop their own web site. 
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Communications are clearly very important to home-based 

businesses, with many making as much use as they can of 

the improving telecommunications and information 

technologies.  But the focus group responses seem to 

suggest that while the internet and e -mail may be effective 

ways of reaching many home-based businesses, there are 

many others that still do not use these communications 

media. 
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4 Home-Based Business Case Studies  

 

The case studies of home-based business presented below 

highlight many of the characteristics identified in the survey.  

The names of some of the operators have been changed 

(and the business name omitted) to protect confidentiality.   

 

Many home-based businesses are keen to grow, others 

provide a long-term viable means of meeting the income 

needs of their operators. 

 

Some home-based businesses provide work for people 

outside the home, others provide work only for the main 

operators. 

 

Some home-based businesses are in services, others are in 

manufacturing. 

 

For most home-based business operators it makes good 

business sense to start, and in many cases continue, 

operating from home, often for many years. 
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4CP Promotional Products 

Wayne Knetter 
Sunshine Coast 
 

 

Wayne Knetter operates a home based business on the 

Sunshine Coast, providing graphic artwork, design, layout 

and printing services.  The main part of his business is now 

focused acquiring his own promotional products to design, 

print and market.   

 

Wayne started his business some 5 years ago while still 

working full-time as a production manager in an advertising 

agency.  At the time Wayne was struck by the difficulty in 

obtaining graphic design and printing services for the 

company he worked for.  He was continually frustrated by 

lack of choice and flexibility.  He felt that he could provide a 

better quality tailored service, in particular by being able to 

accept a job of any size and providing each step in the 

process under one roof.   

 

Wayne built up his business over a number of years, slowly 

acquiring necessary equipment and building up his client 

base while at the same time being employed outside his 

business.  He eventually made the move to becoming a full-

time home-based business operator.  In the early days 

Wayne was interested in joining the proposed Sunshine 

Coast Business Incubator and is disappointed that it still has 

not opened.  He believes that he would have benefited from 

the advice or support it would have provided along with the 

availability of shared access to expensive office equipment.   

 

The house that Wayne and his wife currently live in on the 

Sunshine Coast was chosen specifically to suit the needs of 
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his business.  Wayne chose to remain home-based primarily 

to ensure that in the future he would be able to combine his 

business with child care responsibilities as his wife pursues 

full time employment outside the home.   

 

Wayne acknowledges that there can be drawbacks to being 

your own boss:  the need to continually plan ahead to ensure 

a steady rate of work and cash flow without the security of an 

ongoing income to met obligations can be daunting.  Wayne 

also points out that running a business from home can be 

limiting:  Council regulations restrict him from employing staff 

and seeing clients in his home office.  He feels reluctant to 

pursue business expansion because of the difficulties he 

sees with the red tape involved in employing staff, and 

potential expansion at the current premises is also limited by 

available floor space.   

 

Wayne feels it is important to put some effort into maintaining 

the social aspects of work as working at home can be 

isolating.  Wayne takes care to keep up social and 

networking contacts in particular through his involvement in 

his local leagues Club.   

 

On the whole Wayne enjoys the benefits of working from 

home.  There are benefits in not commuting between home 

and the office of course, but the real joy is being able to reap 

the full rewards of his skills and hard work while being free to 

choose what work he does and the when he does it.   
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Cabinet Maker 

 
Sunshine Coast 

 

Many people start their business from home as a way of 

avoiding high overheads before the business has had time to 

become established enough to absorb these costs.  Steve 

Roberts started up his cabinet making business five years 

ago, manufacturing kitchens and bathrooms.  Steve had 

previously been employed full-time as a cabinet maker for a 

large company but was attracted to the idea of being his own 

boss.  Starting up the business from home meant he could 

start slowly, gauging the availability of work and the viability 

of the business before he committed to the expenses of 

leasing premises and buying all of the necessary equipment.   

 

Working from home Steve was, however, limited by space 

and lack of equipment and couldn’t undertake the volume of 

work required to grow his business.  When Steve moved to 

other premises about three years ago he was able to employ 

a full-time tradesman.  Steve’s wife is also employed full-time 

as partner in the business.  Since the business began it has 

roughly doubled in size but this growth has been offset 

against the need to cover the additional overheads of his 

commercial premises.   

 

Steve would like to move his business back to a home 

environment mainly with the aim of cutting down his 

overhead costs and has investigated the possibility of 

purchasing or building a suitable home, but now believes that 

council regulations rule this out as an option.  He 

understands that not many residential neighbours would 

appreciate living next door to his business.  He also sees 

some advantages in separating family and work life - the 
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home environment can be distracting and there are benefits 

in leaving his work behind at the end of the day.   
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Desktop Publishing 

 
ACT 

 

Marion White’s desktop publishing business was conceived 

and nurtured at home before rapidly emerging as a major 

concern.  Prior to starting her own business Marion was 

lecturing part-time at University and doing project work.  In 

the mid-1980s the Australian Public Sector was undergoing a 

major transition in its workforce.  Traditional typing pools 

were rapidly being replaced by a computer literate multi-

skilled workforce.  This restructure resulting in a high 

demand for training in PC use, application software and 

keyboarding.  Marion saw a window of opportunity which 

prompted her to start her own business offering IT training 

and consultancy services. 

 

Marion chose to start her business at home primarily for the 

flexibility it offered in relation to caring for her 3 young 

children.  Most of her services were delivered on site at 

clients’ premises and her research and development work 

could be done in the evenings, fitted around the needs of her 

family.  Her home office infrastructure requirements were 

very simple needing only a PC and room for manuals and 

research and development materials.  During this time she 

employed sub-contractors on an ad hoc basis who also 

worked on site.  Marion did not experience difficulties with 

complying with regulations as her home was not used for 

employees or clients.   

 

Marion feels that networking and marketing opportunities are 

largely self-generated and running a business from home 

needn’t be isolating – there are many ways of getting into 
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business networks including professional organisations, 

industry groups and business self-help groups. 

 

The home-based arrangement continued from 1986 to 1988 

as Marion spent the early years gaining a thorough 

understanding of her market before moving the business into 

the Canberra Business Centre incubator.  The primary 

reason for moving out of home was to accommodate 

employees.  By 1988 the business had grown to employ one 

full-time person, one part-time person and up to 6 floating 

sub-contractors on a regular basis.   

 

Marion felt that working in her home had given her a great 

deal of flexibility that suited her working style.  The difficulties 

she saw with the home were the constant interruptions, the 

need to separate herself from domestic needs when working 

and the lack of a professional atmosphere to see clients.   

 

Marion saw no particular difficulties with the transition from a 

home base except that she needed to adopt a much more 

structured approach to her work and child-care 

arrangements.  The business incubator provided three other 

important benefits along with space for her employees: 

1 The ability to sign up for a small amount of space for a 

short period without committing to  a long term lease for 

space – helping build the confidence to expand the 

business; 

2 Access to reception and office equipment; and 

3 Availability of other business contacts and access to 

people with more experience. 

 

Marion remained at the Canberra Business Centre until 1991 

experiencing good growth turnover.  In 1991 Marion obtained 
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a partner and moved into commercial premises from which 

point the business grew rapidly until 1995.  The business at 

that time employed over 60 people with premises’ in every 

major centre in Australia.  The business was sold to a public 

company in 1995 and Marion continued to work as a 

consultant for a further 3 years until 1998. 
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Human Centred Solutions 

Dr Virginia Kaufman 
ACT 
 

 

Dr Virginia Kaufman is a social researcher with wide ranging 

interests and skills.  Dr Kaufman’s home-based business 

grew almost organically from initial independent consultancy 

work into a business providing a diverse range of research 

and evaluation services, primarily for the Government sector.   

 

When her contract with her University employer ended some 

three and a half years ago Dr Kaufman moved to Canberra 

and began the consulting business.  The Kaufmans chose 

their Canberra home to specifically meet their business 

needs, with a central location close to potential clients and 

plenty of room for office equipment.  The technological 

advances of recent years made running their businesses 

from home a viable option.  Internet telephone and email in 

particular mean that Dr Kaufman is able to talk with clients, 

conduct and arrange surveys and focus groups etc as 

effectively from her home as from a commercial premises.   

 

Dr Kaufman rarely employs people directly, tending to work 

in partnership with others when additional resources are 

needed to complete a contract.  Sometimes Dr Kaufman 

finds that her home can provide clients with a welcome 

change from a more formal atmosphere but on the whole 

tends to meet clients in their office, so has no difficulties with 

Government regulations.   

 

Although opportunities and invitations to join colleagues in 

shop front premises have arisen, Dr Kaufman prefers to keep 

her business at home because it suits business and lifestyle 
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needs.  The nature of Dr Kaufman’s work is enhanced by the 

pleasantness and solitude of her home environment which 

allows her to research and write with minimum interruptions 

and distractions.   

 

But there are drawbacks too.  Dr Kaufman often runs into 

barriers stemming from client (and potential client) 

perceptions of small and home-based businesses.  

Government purchasers in particular often look to larger 

consultancy firms as the safe option, leaving small firms to 

pick up sub-contracts from larger lead contractors.  A 

reputation for quality products is the key to unlocking this 

bias, and Dr Kaufman benefits from referrals and repeat 

business from established clients. 

 

Dr Kaufman’s business has grown and changed direction in 

line with customer demands and her own changing interests 

and skills development.  Dr Kaufman feels that running her 

own business from home has allowed her a more interesting 

and diverse working life than following a predictable career 

path in a large organisation or Government department.  One 

of Dr Kaufman’s main objectives, and a suggestion for other 

home-based business operators, is to keep up with current 

developments, continually develop skills and interests to 

remain competitive and maintain contact with relevant 

networks.   
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Baby sitting service 

 
Sunshine Coast 

 

About two and half years ago Wendy Jacobs was working as 

a casual baby sitter for a Sunshine Coast baby sitting service 

on when she was given the option of buying the business.  

The service provides mainly casual baby sitting services for 

Sunshine Coast holiday makers. 

 

Wendy saw the business as an ideal opportunity to be able to 

work and at the same time continue to be home for, and 

involved with, activities associated with her primary school 

age children.  Establishment costs were minimal, as the 

business required only an extra phone line, a computer and a 

desk and Wendy was able to set up her business in a spare 

bedroom in her home.   

 

Wendy is unlikely to move her business to commercial 

premises as she still likes the flexibility of being at home for 

her family and prefers to keep her overheads to a minimum.  

Wendy sees very few drawbacks with running her business 

from home apart from never being able to “get away from the 

phone”.   

 

As Wendy’s business coordinating baby-sitting services is 

conducted almost exclusively over the phone, she has no 

difficulties meeting council requirements.  Wendy does not 

employ any staff directly but has a pool of around 25 regular 

baby sitters who pay her an agent’s fee when she arranges 

work.   
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Since taking over the business Wendy has been active in directly 

marketing her services to resorts throughout the Sunshine Coast 

region and has steadily grown her business.   
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Investment advisor 

 
Sunshine Coast 

 

Des Cooper and his wife have been running their home-

based investment business since the late 1970s.  When Des 

was in his 20s he took over management of a family owned 

garage and service station business.  Working under 

pressure seven days a week and managing a staff of 80 

people, Des wanted to run a business which offered a better 

balance between work and lifestyle.   

 

When he sold the family business in the late 1970s, Des 

chose finance and investment because of his interest and 

skills and a market gap on the Sunshine Coast at that time.  

Because Des and his wife were primarily selling their skills, 

didn’t employ staff and always saw clients in their homes and 

offices, they needed only space for a computer and 

somewhere to keep their records.  Starting their business 

from home was the obvious choice. 

 

The business went through many transitions over the years 

adapting to changing markets, but the Coopers never sought 

to expand their business beyond a manageable size to 

preserve their lifestyle choices.   

 

The Coopers did not employ or contract other staff, doing 

everything in-house.  The downside of keeping the business 

small was having a lways to wear many different hats.   

 

“There is no scope to delegate things and small 

volume means outsourcing is not economically viable.  

These peripheral but necessary tasks can take you 
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away from the core business but nevertheless need to 

be done.“ 

 

Des points out that isolation is the main problem with working 

from home and Des has countered this by being active in his 

community through participation in Rotary and other local 

clubs.  Des emphasises that there is always something to do 

when you have your own small business, and unless you 

consciously pursue outside activities you can become very 

bogged down in the work.   

 

Over the 20 years Des and his wife believe that their choice 

has been a very successful one – giving them the work and 

the lifestyle they wanted.   
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Accommodation Specialists in the Snowy Mountains (ASITSM) 

Jenni Sutton 
Snowy Mountains 

 

Jenni Sutton had been a Tourism Information Officer for 

eight years when the desire to spend more time with her 

young family prompted her to develop a plan for a business 

she could run from home. 

 

With advice from her local Business Enterprise Centre, Jenni 

developed a feasibility study and business plan for a 

specialist reservation and information centre focused on the 

Snowy Mountains region.  Jenni’s market research indicated 

that there was a niche for a personalised and professional 

approach to marketing smaller accommodation houses in the 

region. 

 

Basing her business at home, Jenni decided to offer a 

service providing accommodation and attraction information 

to visitors 52 weeks a year, 7 days a week and 24 hours a 

day.  Jenni projected the business beyond her home through 

targeted mail promotions and attendance at holiday and 

tourism shows. 

 

Relying on its reputation for quality service, Jenni pushed her 

business’s growth and within a year became Snowy-Monaro 

New Business of the Year.  As her reputation grew, Jenni 

was faced with the home-based business dilemma of growth 

– whether to keep expanding and employ staff, or to hold the 

business at a level manageable on her own. 

 

Jenni investigated a range of possibilities and now has two 

staff assisting in the business, and it is still based at home. 
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5 Needs of Home-Based Businesses  

 
The home-based business operators who completed the 

survey or took part in the synergy or focus groups expressed 

strong demand for a tight-knit group of business 

development needs.  They also showed a need for a 

diversity of business advice and assistance services.  Top of 

the list were marketing (including promotions, selling skills 

and client management), computer training, networking and 

independent business advice 

 

When asked specifically about the formation of a home-

based business association, most of the Sunshine Coast 

participants were enthusiastic, expecting an association to 

help with networking, professional development and lobbying 

purposes.  Not surprisingly, however, when probed in detail 

in the focus groups, home-based business operators hoped 

that someone else would put in the energy to get an 

association up and running.  There is clearly a role in the 

region for a partnership of groups in the region to help set up 

an Association and then step back. 

 

Training and business support 

 

Home-based business operators are strongly focused on 

training that yields quick returns.  Most operators are looking 

to do training in marketing, information technology, business 

management and financial management.  But in terms of 

training actually undertaken, most have focused on 

immediate business needs like information technology and 

product knowledge. 
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Many issues (like exporting and industrial relations) are fairly 

high on the list for the coming 12 months, but very few 

respondents have actually completed some training in these 

fields over the last year.  We suspect that another survey in 

12 months time would probably show the same distributions.   

 

Over the past 12 months survey respondents were most 

likely to have accessed computer/IT training (19%) and 

products/service knowledge (18%) training.  Overall 48% of 

respondents had completed some training in the previous 12 

months. 

 

The largest difference between the number of respondents 

who had completed a particular type of training and 

nominated preferred future training was shown for marketing.  

Just 8% of survey respondents had undertaken marketing 

training whereas 36% of respondents indicated that they 

would like to over the next 12 months.  This discrepancy 

points to a strong demand and perceived skill gap among 

home-based business operators.   

 

Strong demand was also demonstrated for business 

management training with 27% of respondents wanting to 

access this type of training compared with just 7% of 

respondents who had undertaken business management 

training in the previous 12 months.  Computer and IT training 

also remained in demand with 34% of respondents wanting 

access over the next 12 months.   

 
A smaller number of respondents wanted career 

development training and products and service training 

compared with the number who had accessed this type of 

training in the previous 12 months.   
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Training seems to have boosted growth prospects, with over 

74% of those having done some sort of training expecting 

growth (compared with 59% of those not having completed 

any training).  Those respondents who had undertaken 

marketing training in the last 12 months were most likely to 

be positive about their growth prospects (87%), followed by 

respondents who had undertaken products and service 

knowledge training (81%) and stress/time management 

training (79%).   

 

Figure 15 Training completed and planned 
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 N=867, multiple responses      Source:  CREEDA Survey 
 
 

Business advice or information required 

 
Overwhelmingly, home-based business operators are 

looking for information or advice on broadening their 

markets.  Marketing and more contacts are the greatest 
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immediate needs.  Operators also recognise the need for 

sound business planning (28%) and financial advice (24%).   

 

The combined data from the two regions shows that there 

was particularly strong demand for marketing advice among 

most business types with only construction (36%) and 

finance and insurance (56%) businesses being more likely to 

select “more contacts” as their top priority.  Businesses most 

likely to want marketing advice were accommodation (91%) 

and manufacturing businesses (63%).   

 

Figure 16 Business advice required 
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N=867, multiple responses      Source:  CREEDA Survey 

 
Marketing and broader contact networks are clearly the 

biggest needs for home-based businesses.  The low cost 

marketing seminars provided on the Sunshine Coast seemed 

to hit the spot, with the content rating 2.4 out of a possible 3.   
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But participants wanted more, and the feedback sheets from 

the low cost marketing seminars shed more light on the 

particular elements of marketing that are in demand. 

 

Figure 17 Marketing specialties sought by seminar participants 
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Source:  Seminar evaluation questionnaires 

 
Advertising and public relations stood out as the two 

marketing elements in greatest demand amongst seminar 

participants, followed by information on distribution channels, 

media releases and product development. 

 

The Synergy Groups too went a long way towards meeting 

the needs of participants, and their perceived training needs 

changed significantly during the program: 
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Figure 18 Synergy Group training needs – before and after 
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Source:  Synergy Group entry and exit questionnaires 

 
As a result of the Synergy Group program, the share of 

participants wanting marketing training or more contacts 

dropped by 10 percentage points, while the need for 

networking dropped by 14 percentage points.  The Synergy 

Groups clearly had an impact on meeting these most 

important needs. 

 

But the Synergy Groups also sparked interest in some areas:  

legal, sales and finance.  Feedback from the facilitators 

pointed out that for some of the older businesses, the basic 

book-keeping component of the program was too easy – 

they had been doing it for years.  These operators wanted 

more sophisticated financial benchmarking tools and 

techniques (like those provided for small business in general 

by the Financial Management Research Centre), but 

preferably relevant specifically to home-based business 

operations. 
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Where do home-based businesses turn?  Sources of advice and 
assistance 

 
Survey respondents reported that they tended to obtain 

business advice via their accountant or a colleague.  

However, the preferred future means are through a diversity 

of sources including accountants, independent business 

advisor or a Business Enterprise Centre (Figure 19).   

 

Figure 19 Sources of business advice 
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N=867        Source:  CREEDA Survey 

* Australian Capital Region only 
** Sunshine Coast only 
NB  Most ‘other’ responses specified ‘self’ or ‘own knowledge’. 
 

 

The Sunshine Coast responses were very similar to the 

Australian Capital Region responses although showed a 

greater preference for using accountants for business advice 

in the future, perhaps reflecting the lack of independent 

advice services in the region.  This gap will begin to be filled 
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with the establishment of the proposed Business Research 

and Information Centre. 

 

Another knowledge gap on the Sunshine Coast identified by 

the focus groups was that most participants did not 

understand the nature of a business incubator or how to 

access incubators.  This reflects the absence of business 

incubation services on the Sunshine Coast.   

 

The largest difference between the number of respondents 

who had received advice through a particular means 

compared with their preferred means was shown for 

accountants.  Just 25% of survey respondents wanted to 

access advice through an accountant whereas 64% of 

respondents indicated that they had used an accountant for 

advice over the last 12 months.  This gap points to a desire 

to diversify the source of business advice away from over-

reliance on accountants.   

 
There is strong demand for advice from Business Enterprise 

Centres in the Australian Capital Region with 29% of 

respondents in the region indicating this as a preference, 

compared with just 9.5% of respondents who had accessed 

advice via this method in the previous 12 months.  Though 

just 2% of respondents had used business incubators, over 

6% intend to. 

 

On the Sunshine Coast, 50 respondents intend using the 

Sunshine Coast Regional Economic Development Board and 

33 The Business Centre. 

 

Looking at the data from both regions, those respondents 

who had obtained their advice from a mentor, Business 

Enterprise Centre or The Business Centre were the most 
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likely to most positive about their growth prospects for the 

coming financial year.   

 

The pattern of responses in Figure 19 combined with 

feedback from the focus and synergy group facilitators 

demonstrates the need for a diversity of home-based 

business support and advice.  Home-based business 

operators want advice that provides quick returns, and that is 

immediately applicable to their current set of needs. 

 

BECs, business incubators and other professional advice 

services can all help at different times, and streamlining 

access to these services so that a home-based business 

operator can access what they want when they need it would 

be a great step forward in assisting home-based business 

growth. 
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6 Accelerating Home-Based Business Growth 

 
The project tested two approaches to delivering the highest 

demand assistance to home-based businesses in the two 

regions. 

 

In the Sunshine Coast, the steering committee suggested 

trialing short public seminars to bring home-based 

businesses out into the open, provide some useful 

information and identify future support needs. 

 

In the Australian Capital Region the HBBA had paved the 

way for a higher public profile for home-based businesses 

and the Australian Capital Region Steering Committee 

preferred a more hands-on approach.  The project offered a 

Synergy Group program at six locations.  The Synergy 

Groups comprised up to 10 home-based business operators 

in a series of six sessions designed to improve business 

management and business practice run by an experienced 

business facilitator. 

 

The program for the six sessions consisted of the following: 

1 A business at home – Mickey Mouse or mini 
empire? 
2 Selling yourself and your products 
3 Getting the word out – broadening your customer  

base 
4 Financial management – looking good on paper 
5 Why me? Looking after yourself AND the business 
6 Communications technology and networking 

 
The Synergy Groups combined learning for the home-based 

business operators with in-depth information gathering for 

the project.  Each facilitator followed the program that had 

been developed, and also had a series of discussion points 

to report on back to the project team.   
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Participants were selected from survey respondents who 

ticked the box to say they would like to know more about the 

program.  There were more respondents interested in the 

Synergy Groups from the ACT than from any other area in 

the Australian Capital Region, both in terms of numbers and 

proportions of home-based business respondents.  

Participants were not required to pay. 

 

Synergy Groups 

 
In comparison with the characteristics of the home-based 

businesses from the Australian Capital Region that 

responded to the survey, the Synergy Group participants: 

?? Had a similar predominance of property & business 

and personal services businesses, but there were 

fewer manufacturing and construction businesses; 

?? Reflected the survey sample in that over half had 

not done any small business training before; 

?? Were younger businesses with a similar share of 1-

5 year old businesses (about 40%) but more less 

than 1 year old and fewer over 10 year old 

businesses; 

?? Were more likely to be employing staff; 

?? Were slightly more likely to be looking to employ 

more staff; 

?? Had similar growth prospects – 2/3 expecting to 

grow, ½ >50% and ½ <50%; 

?? Showed the same top 3 business barriers to growth 

– lack of time, demand, finance – though lack of 
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time was further ahead with Synergy Group 

participants; 

?? But showed different home barriers – family and 

space ahead of self imposed and health/stress; 

?? Showed a very similar pattern of previous training – 

product knowledge and IT ahead of finance, 

marketing and career; 

?? Showed a similar pattern of desired future training 

– marketing, contacts and networking – but with 

slightly less emphasis on business management 

skills like business planning, finance and tax. 

 

The Synergy Group program was designed to be a short 

sharp learning experience, and the evaluations showed that 

it was appreciated and effective.  Participation stayed high 

throughout the program 

 

All participants felt that the material related well to their 

needs.  Comments included: 

 

The informal discussions were most valuable. 
 
Very (relevant) – necessarily broad but covered most aspects 
of running a business. 

 

The strongest criticism was that the program was too short – 

participants wanted to cover more topics in greater depth.  

Suggestions included: 

 

Further contact with participants. 
 
More targeted formal facilitated networking groups and more 
resources that can assist and overcome isolation at home. 
 
More people – times spread out over more weeks. 
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Follow up courses to just touch base to see progress / 
problems that occur. 

 

All Synergy Group participants reported that they would 

recommend the program to other home-based business 

operators.  Twelve said they intend to keep in touch with 

other participants, while six said they were not sure. 

 

All participants reported that they valued participating with 

and getting to know other home-based businesses.  

Comments included: 

 

Good – I always learn something from other motivated people. 
 
Excellent – I learnt a lot from the others. 
 
It was a good networking tool. 

 
The facilitator commented: 

Encouragement, information, training, mentoring and even 
social activity are some of the ways that home-based 
businesses could be helped.  Employment growth through this 
sector can be enhanced by providing these services and by 
maintaining the enthusiasm and assisting the growth of these 
important future empires. 

 

Seminars  

 
In comparison with the characteristics of the Sunshine Coast 

home-based businesses that responded to the survey, the 

seminar participants were younger and more growth-oriented 

– the ideal target group for such a seminar and for informing 

about business facilitation and incubator services. 

?? Seminar participants’ business were considerably 

younger than those who responded to the larger 

survey – 56% of seminar participants were running 

businesses less than 1 year old compared to 7% in 

this group from survey; 
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?? But the seminar still attracted a large proportion of 

employing home-based businesses – 37 seminar 

participants were employing people full-time (63%, 

compared with 70% in survey); 

?? Seminar participants’ businesses were employing a 

total of 47 people full-time and 21 people part time; 

?? Seminar participants were more likely than survey 

participants to identify ‘lack of business skills’ as a 

barrier to growth – (27% compared with 8% in 

survey); 

?? The top home-related barriers to growth were ‘lack 

of space’ and ‘self imposed’, which were only rated 

3 and 5 by survey respondents (with the survey 

highlighting ‘lifestyle’ and ‘health/stress’ as the top 

two home-related barriers); 

?? Three seminar participants indicated ‘council 

restrictions on the number of employees’ as a 

barrier to their expansion. 

 
Feedback on the usefulness of the seminars showed that 

participants rated them highly.  Participants were asked to 

rate aspects of the program on a scale of excellent (3) to 

poor (-3).  Participants consistently rated all aspects of the 

seminars well.  The e ffectiveness of the presenter scored the 

highest average rating of 2.6.  The format of the seminars 

received the lowest average rating (2.3) although was still in 

the range of very good to excellent. 

 

There was strong demand for more sessions – especially if 

held over breakfast.   

 
This seminar series was a pilot and necessarily short – yet it 

seems to have whetted appetites for more.  As discussed in 
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Section 4, above, marketing still dominates the demand for 

future sessions (43 of the 59 respondents), followed by 

networking (32) and business planning (30). 

 

Peers, mentors, Synergy Groups and seminars  

 

The two approaches piloted were quite different and 

designed to suit the needs and capabilities of the regions 

they were trialed in.  Both were very successful according to 

feedback from participants and, as the next section 

illustrates, both were also effective in meeting some of the 

most immediate information and training needs identified 

through the survey. 

 

The top two business advice needs expressed in both 

regions (Figure 16) were marketing and more contacts.  The 

Sunshine Coast seminars provided no more than an 

introduction to marketing and a loose format for developing 

contacts, yet the evaluation sheets showed just how effective 

this very simple approach was.  Participants got a taste, and 

wanted more, and the seminars have helped prepare a 

sound foundation for establishing a more organised 

association or home-based business network in the region. 

 

With that kind of self-help network in place, the region would 

quickly be able to move to the more intensive and deeper 

process of the Synergy Groups.  The facilitated peer learning 

approach piloted in these groups was clearly a very cost-

effective way of meeting a number of key needs of home-

based businesses at once. 

 

The survey showed that contacts and networking are a key 

need of home-based business operators, primarily pointing 
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to the debilitating effects of the isolation of working at home 

mentioned by some many home-based business operators.  

The operators themselves know that getting out into a wider 

business world is a key to growth.  Wider networks mean 

wider experiences to draw on in planning and wider expertise 

to draw on for advice – Figure 19 demonstrated clearly how 

important it is for home-based business operators to draw 

advice from a wider range of independent sources. 

 

The Synergy Group program clearly went a long way to 

meeting the highest priority needs for marketing, networking 

and wider contacts (Figure 18).   

 

Looking beyond the needs of individual businesses, from the 

regional point of view clusters and networks of businesses 

that develop through facilitated group processes have a far 

better likelihood of getting established and then maintaining 

ongoing self-sustaining activities.  Networks and contacts 

established with peers when interest is high are much more 

likely to continue once the program is over than more formal 

networks that depend on continuing shepherding.  The 

home-based business operators who participated in the 

Synergy Groups knew what they needed to expand their 

businesses and also know how much energy they had to 

pursue their top priorities.  Flexibility in provision of services 

and the ability to provide catalytic assistance at the right time 

is essential in embedding a growth culture. 

 

The Business Skills Victoria project on Home Based and 

Micro Business Mentoring identified these issues as well, 

highlighting the importance of flexible, bottom-line oriented 

business development, consultation and support rather than 

formal ‘training’ programs. 
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The key is to enable the participants to reach their 

own conclusions rather than providing prescriptions.  

(p4) 

 

But there is some confusion in the literature between the 

roles and functions of mentors and facilitators.  Indeed, the 

Business Skills Victoria report recommends use of the 

‘facilitator’ rather than ‘mentor’ even under a mentoring 

program.   

 

Genuine mentoring involves structured contact with the 

business client provided by an experienced business 

operator (preferably in a related field) trained in 

communicating business knowledge.  One of the Synergy 

Group facilitators commented that: 

Mentoring is seen as a fashionable and low cost 

solution to business training and while it can be very 

effective, it too often becomes a casual and ad hoc 

arrangement with poor outcomes. 

 

The facilitated peer learning project piloted in the Synergy 

Groups was clearly a very cost-effective way of meeting a 

number of identified needs of home-based business 

operators at once: 

? ? Networks 

? ? Contacts 

? ? Breaking Isolation 

? ? Peer learning 

 

A disadvantage of traditional mentoring for home-based 

businesses is that it does not address the most immediate 
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needs to widen the network of business contacts and draw 

on the experience of a range of other business operators. 

 

It is important to note in this context that the kinds of home-

based businesses turning up at the seminars and taking part 

in the Synergy Groups were those most interested in growth 

and those most responsive to help.  The participants were 

the ideal catchment for business support activities. 

 

But support for these types of businesses (home-based or 

not) is in short supply in Australia.  According to one 

incubator manager, State and Federal programs have 

concentrated advice and support at two ends of the business 

spectrum – business intenders and new starters, and those 

export-ready (or nearly so).  Yet much of business activity 

and employment growth is concentrated in businesses 

between these poles5. 

 

Facilitated peer networking provides a low-cost and 

demonstrably effective way of accelerating growth by 

meeting the most immediate needs of businesses interested 

in growth but lacking particular skills and connections.  

Innovative incubator managers and other providers of 

services to small businesses (like BECs, for example) are in 

good positions to develop and offer these services to 

facilitate business growth, recruit new clients and diversify 

their own service base. 

 

Further development of seminar and synergy group program 

content would be a necessary step in making it easy for 

                                                 
5 In their May 1999 Monitor, Access Economics analysis of ABS longitudinal survey data 
showed that businesses increasing employment were more likely to be less than 5 or more 
than 20 years old, less likely to be exporting, and small – with continuing (not start-up) micro 
businesses accounting for some 55% of employment growth in continuing firms. 
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these services to address the demand evident in their 

regions. 
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7 Employment and Business outcomes – has the 
project actually achieved anything? 

 

The combination of the Capital Region Economic and 

Employment Development Association (incorporating the 

Canberra Business Centres) and the Home-Based Business 

Association of the Australian Capital Region ensured that 

project activities maintained a strong focus on employment 

and business growth.  As part of the project’s continuing 

evaluation philosophy the survey was trialed with HBBA-ACR 

members and modified to make it quicker and easier to 

complete.  Where survey respondents commented on the 

survey or the project, the comments were overwhelmingly 

positive. 

 

The seminar and synergy group evaluations were also 

extremely positive.   

 

Seminar participants not only rated the seminars highly, but 

showed strong demand for more detailed seminars on 

marketing and related topics.  55 of the 59 participants who 

completed the evaluation sheets wanted additional seminars. 

 

In addition, 41 seminar participants offered to take part in a 

focus group and 45 (76%) expressed interest in being a 

member of an HBBA on the Sunshine Coast.  But whatever 

the mechanism, participants want to be kept informed, and 

58 (98%) would like more information in the resources 

available to help home-based businesses on the Sunshine 

Coast. 

 

This feedback confirms the relevance and value of the 

seminars to the home-based business operators who took 
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part on the Sunshine Coast.  But the real benefits have 

stemmed from the facilitated peer learning that took place in 

the Synergy Groups. 

 

The evaluation sheets reflected that participants got a lot out 

of the opportunity to break through the isolation hampering 

many home-based business operators, learning from each 

other as much as from the facilitators.  This learning has 

changed expectations of employment prospects, business 

growth and barriers to growth. 

 

Participants were asked to complete short questionnaires at 

the beginning and end of the program, and comparison of 

these synergy group entry and exit questionnaires shows 

that by the end of the program participants were: 

?? More likely to forecast growth for their business; 

?? More likely to forecast higher growth; 

?? More likely to employ with an additional 2 full-time 

positions and 2 part-time positions being 

considered and other businesses considering 

taking on casuals or sub-contractors as needed; 

?? More likely to nominate self imposed and lifestyle 

choices as barriers to growth; and 

?? Less likely to be wanting marketing and networking 

assistance (as noted above). 
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Figure 20  Intention to grow business over next 12 months 
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Source:  Synergy Group entry and exit questionnaires 

 

After the program, more home-based businesses were 

intending to grow their business, and fewer were not 

intending to grow.  This outcome fits well with the discussion 

earlier about home-based business operators being in 

general keen to grow their businesses and not fitting the 

stereotype of people who have simply bought themselves a 

job. 

 

Figure 21 Growth plans 
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Source:  Synergy Group entry and exit questionnaires 
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Figure 21 shows that after the program, more home-based 

businesses were expecting higher growth, and fewer were 

expecting low growth. 

Table 2  Employment prospects 

 number and type of staff needed 
 full time part-time casual/contract 

Entry 3 5 1 
Exit 5 7 2 

Source:  Synergy Group entry and exit questionnaires 
 

After the program, businesses were looking to employ an 

additional 2 people full-time, 2 part-time and 1 casual or on 

contract (Table 2).  This is a very positive outcome and 

shows the effectiveness of the short, targeted and well-

presented program. 

 Figure 22  Home environment Barriers 
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Source:  Synergy Group entry and exit questionnaires 

 

After the program, more home-based business operators 

recognised that the brakes on their businesses were self 

imposed and lifestyle related, rather than to do with space, 

health/stress or family arrangements (Figure 22). 
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8 Recommendations 

 

The project’s depth of coverage of home-based business 

issues, and evaluation of the two approaches piloted to 

address the top priority issues, has identified several areas 

for attention.  This report makes a number of 

recommendations to the bodies that have supported the 

project – the ACT Government, the three Sunshine Coast 

Councils and the Department of Employment, Workplace 

Relations and Small Business.  While focused on these 

bodies, the recommendations are relevant to other 

organisations like other local and state and territory 

governments, Area Consultative Committees, regional 

development organisations, business and community 

organisations. 

 

Local government 

 

1. Local Governments need to keep benchmarking their 

operations against best practice in policies and 

requirements for home-based business.   

 

Local government has a major impact on the home-based 

business sector through its planning policies and guidelines, 

over-the-counter advice and registration details.  Local 

government responses to and requirements of home-based 

businesses vary across Australia and it would be of great 

benefit to the home-based business sector if local and 

Territory government planners kept abreast of new 

approaches to handling home-based businesses as they are 

developed. 
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2. Re-active complaints-driven policies need to be replaced 

by clear policy guidelines that support the growth of 

home-based businesses. 

 

Home-based businesses are important contributors to local 

economies, and this role needs to be balanced against 

residents’ requirements for the protection of residential 

amenity.  In a climate of uncertainty over whether their 

business is allowable or not, home-based business operators 

generally make the economically rational decision to 

minimise investment in the business in case it is forced to 

close or relocate.  These actions hinder economic and 

employment growth, but can be avoided by a more 

supportive home-based business environment with clear and 

open guidelines.   

 

Home-based businesses can play a role in strengthening 

regional economies, especially in areas like the two regions 

covered in this study where good lifestyle and good business 

can go hand in hand. 

 

3. Consistency in regulations is essential for business 

security in regions like the Sunshine Coast where three 

councils in a small geographical area each have 

different policies and approaches.   

 

The Sunshine Coast region is in a good position to develop a 

regional set of pro-active home-based business policies and 

guidelines.  Pooling of council resources saves ‘re-invention 

of wheels’ and helps develop a more informed approach to 

home-based business operations.  Common guidelines 

facilitate clear understanding by all home-based business 

operators, other residents, and other business operators 
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across the region about the range of acceptable home-based 

business activities. 

 

4. In regions where the relationship between home-based 

business operators and council is poor, councils need 

to take active steps to re-build confidence.  

 

Most home-based business operators in the two regions 

showed a strong reluctance to communicate with their local 

council (or the ACT Government).  The reluctance is based 

largely on a perception that their operations are vulnerable to 

being closed down.  But the reluctance to communicate with 

their local government is very counterproductive as it interferes 

with a range of other responsibilities local governments have 

on food and health, chemical use and storage and building 

modifications, for example.   

 

In such circumstances local governments need to be active 

in re-building communications.  On the Sunshine Coast this 

could include councils joining or supporting a partnership of 

organisations to help establish a Home-based Business 

Association in the region. 

 

Accelerating home-based business growth 

 

There is clearly strong demand, from the growing home-

based businesses in particular, for more forums on 

marketing, networking and business planning.  There is 

scope for these forums to be provided in both regions 

covered in this project.   

 

Providers could be public or private, but the extent of 

demand indicates that opportunities exist to service these 
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needs while providing good opportunities for exposure and 

visible support for the home-based business sector.   

 

There is a gap in the more formal support structures for 

businesses meaning that post-start-up small (and home-

based) businesses are being ignored.  Support for these 

businesses is vital if output and employment growth are to be 

enhanced. 

 

The facilitated peer learning approach piloted in this project 

is clearly a low-cost and very effective way of providing the 

kinds of flexible catalytic support that these businesses need. 

 

5. The Synergy Group approach trialed in this project 

should be extended across the two regions covered in 

the study, and introduced into other regions across 

Australia. 

 

Interest and participation in the synergy groups was high and 

post-session feedback positive.  The synergy group 

approach works particularly well with home-based 

businesses given their diversity of experiences, interests and 

needs. 

 

We believe there is scope to run these activities on a broader 

base, subject to further testing, validation and evaluation of 

outcomes.  We make three related recommendations for 

action before wider application: 

 

5a The employment and growth outcomes predicted by 

participants should be evaluated 6 and 12 months after 

the sessions to test for actual growth and employment 

changes.  
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5b Key elements of the program need to be reviewed:  

including curriculum (especially content, duration and 

intensity); along with development and fine-tuning of 

participant attraction and selection strategies. 

 

5c A portable kit should be prepared to help inform local 

facilitators how to attract the right kinds of home-based 

businesses and then deliver the program. 

 

Many regions are interested in supporting the establishment 

of self-sustaining networks of home-based businesses.  A 

two-step process incorporating targeted public seminars 

followed by synergy groups for suitable home-based 

businesses is an effective way of fostering network 

development. 

 

6. Interested regions need to consider the home-based 

business seminar program trialed on the Sunshine 

Coast coupled with a series of short, high impact 

business development sessions like the Synergy 

Groups piloted successfully in the Australian Capital 

Region. 

 

The public seminars and synergy groups will help a wide range of 

businesses and will also help develop a solid market for incubator 

tenants.  The peer learning of the synergy groups will help 

participants develop customer driven products and marketing 

approaches. 

 

7. Key local players like incubator managers, BEC 

operators or other business facilitators could offer to 

facilitate these processes to both enhance the 

capabilities of local businesses and help develop high-

quality applicants for incubator tenancies.   


