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Purpose  

The purpose of this study is to examine the mediating effect of an owner’s growth goal on the 

relationship between the gender of new venture owners and the growth outcomes of their ventures. 

Design/methodology/approach  

This is a quantitative study using a large, national database and structural equation modelling. 

Findings  

Findings indicate that the negative relationship between gender and growth outcomes is fully mediated 

by the growth goals of new venture owners, their available internal resources, and the amount of time 

and money they are able (prepared) to invest in their new venture.  

Research limitations/implications  

Research implications include the need to better understand the impact of goal setting on new venture 

performance outcomes. 

Practical implications  

Government policies (for example, to stimulate firm growth) need to be designed having a proper 

understanding of the various motives/goals that entrepreneurs might have when launching a new 

venture. Similarly, anyone providing advice to individuals involved in establishing a new venture 

should, before providing that advice, ensure they have a clear understanding of the individual’s goals. 

Social implications  

Social implications include a need to better understand the negative impact lower available human and 

financial capital can have on the goals set by female new venture owners and the outcomes achieved by 

those ventures. 

Originality/value  

This research makes an original contribution to the literature by demonstrating: the impact of gender on 

human, social and financial capital; the influence of these resources on new venture goals; and, in turn, 

the influence of goals on new venture performance outcomes.  

 

Keywords 

New venture performance, Gender, Goals, Resources, Human capital, Social capital, Financial capital 
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Female Underperformance or Goal Orientated Behavior? 

Introduction 

In their review of prior studies examining firm performance, Klapper and Parker (2011,  p. 7) conclude 

that “women entrepreneurs tend to underperform relative to their male counterparts.” However, 

Jennings and Brush (2013) draw attention to a growing number of studies challenging the belief that 

female-owned ventures ‘underperform’ male-owned ventures, and Robb and Watson (2012) suggest 

that gender differences in firm performance can, at least partly, be explained by issues such as the way 

performance is measured. Further, Ahl (2006, p. 597) notes that the results of much prior research 

suggests that “the differences between individuals, even within the same sex, are invariably much 

larger than the average difference, if any, between the sexes.” Indeed, several studies (based on data 

from the Global Economic Monitor) have indicated that, when making entrepreneurial decisions, 

women are typically influenced by the same factors that affect men and in the same direction (Minniti 

et al. 2003; Verheul et al. 2006). This suggests that, rather than focusing exclusively on gender 

differences in firm performance, developing a better understanding of the key factors that can 

potentially impact new venture performance (and how these factors might vary by gender) could be 

more helpful to researchers, and also to policy makers wanting to promote new venture growth. 

For example, it has been suggested that when assessing firm performance, it is important to 

consider the goals of the owner (Coleman, 2016; Wallace and Boyd, 2017) because goal theory argues 

that “goals serve a directive function; they direct attention and effort toward goal-relevant activities and 

away from goal-irrelevant activities” (Locke and Latham 2002, p. 706).  Indeed, Baum and Locke 

(2004, p. 590) note that no other theory of motivation “has deeper or broader empirical support at the 

individual, group, and unit level.” Consistent with this view, Orser and Hogarth-Scott (2002) find 

support for the proposition that having an intention to grow a new venture in turn leads to actions that, 

ultimately, result in actual business growth. Orser and Hogarth-Scott (2002) conclude that their 
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findings suggest that an owner’s growth goal is a key ingredient to enterprise development. Further, the 

findings presented by Davis and Shaver (2012) serve to illustrate how the growth intentions of both 

male and female new venture owners can differ based on their career stage and family status and 

Hechavarría et al. (2017)report that compared to men women entrepreneurs are more likely to 

emphasize social goals over economic value creation goals. 

While the growth goal of an owner is likely to be the key driver of new venture growth 

outcomes, there are two additional factors that should also be considered.  Firstly, how are owners’ 

internal resources (human, financial, and social capital) likely to affect the growth target they set for 

their new ventures? As noted by Jennings and Brush (2013), an entrepreneur’s growth expectation 

(goal) is likely to correspond with her/his capabilities for managing growth, which will largely be 

determined by the owner’s human, financial and social capital (Greene 2000). Secondly, how does an 

owners’ growth goal impact the resources (money and time) they invest in their new ventures and, in 

turn, how does this impact the performance outcomes of those ventures. Sullivan and Meek (2012) 

suggests that new venture owners will engage in actions (such as investing time and money in their 

new ventures) to the extent they believe those actions will result in valued outcomes. As demonstrated 

in the findings presented by Dunkelberg et al. (2013, p. 237), new venture outcomes “are ultimately the 

result of entrepreneurial resource allocation decisions”, which are driven by the owner’s goals when 

launching a new venture. Further, recent research indicates that female entrepreneurs are more likely to 

make a voluntary exit rather than to experience business failure (Justo et al. 2015).   

This study investigates how owners’ available internal resources, their growth goals, and the 

amount of money and time they are prepared to invest in their new ventures impacts the growth 

outcomes of those ventures. To examine this issue, we use CAUSEE (Comprehensive Australian Study 

of Entrepreneurial Emergence) data collected over a period of four years from a representative sample 

of 559 respondents who owned (or partly owned) a young firm (less than four years old). This study 
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contributes to entrepreneurship theory relating to the female underperformance hypothesis by taking 

into consideration the impact of available internal resources on the goals set by new venture owners 

and, in turn, the impact of their goals on the resources they invest in their new ventures and, ultimately, 

the growth outcomes of those ventures.  

In the next section, we provide a brief review of the literature that gave rise to the hypotheses 

we test. This is followed by a description of the data and methods used to test our hypotheses. Our 

results are then presented and discussed. We conclude with a summary of our key findings and their 

implications, together with the study’s limitations and suggestions for future research.  

Literature Review and Hypothesis Development 

Gender and New Venture Growth Outcomes 

We specifically focus on growth outcomes because Baum and Locke (2004, p. 588) argue that new 

venture growth provides “valued economic and social gains” (particularly in the form of job creation), 

which is a key focus of policy makers internationally. Venture growth is also considered by many to be 

the essence of entrepreneurship, and it is both easily measured and well understood (Kirzner 1985). 

Having said that, we acknowledge that very few firms exhibit sustained periods of growth (Storey 

2011) and, indeed, those that do grow typically grow very slowly (Jennings and Brush 2013). 

Nevertheless, Manolova et al. (2012, p. 7) note that growth is “generally agreed to be a worthy goal for 

most firms” and “is widely celebrated in the media.” 

As noted earlier, Klapper and Parker (2011) conclude that previous research suggests that 

female-owned firms ‘underperform’ relative to male-owned firms on key performance outcome 

measures such as employment growth (Kepler and Shane 2007). Hence, as a starting point, we propose 

that: 

Hypothesis 1:  New ventures established by female entrepreneurs will exhibit lower growth than those 

established by male entrepreneurs.  
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The Mediating Effect of an Owner’s Growth Goal on the Relationship between Gender and New 

Venture Growth Outcomes 

Assuming support is found for H1, the primary purpose of the current study is then to provide a better 

understanding of the factors contributing to the (so-called) ‘underperformance’ of female-owned new 

ventures (Kepler and Shane 2007; Klapper and Parker 2011). More specifically, we aim to test the 

argument advanced by Watson et al. (2014) that owners’ internal resources and growth goals, together 

with the time and money they are able (prepared) to invest in their new ventures, will fully mediate the 

relationship between gender and new venture growth outcomes.  

The first factor we examine is the growth intention of the founder because the theory of planned 

behavior (Ajzen 1991) argues that intentions drive the behavior needed to achieve a desired outcome 

(Cassar 2006; Wiklund and Shepherd 2003). As noted by Manolova et al. (2012, p. 8), “[i]ntentions 

have proven to be the best predictor of planned behavior, particularly in the context of new businesses, 

which emerge over time and involve considerable planning.” This view is supported by Baum and 

Locke (2004, p. 595), whose findings confirm the belief that the growth goal of a new venture owner is 

a highly significant predictor of actual growth outcomes. Similarly, Davis and Shaver (2012) report that 

the growth intentions of new venture owners are the chief contributor to the future growth of their 

ventures.  

Further, Davis and Shaver (2012, p. 496) suggest that differences in the growth outcomes of 

male- and female-owned new ventures may emerge as the result of systematic differences in the growth 

intentions of male and female new venture owners. Consistent with this proposition, Cliff (1998) 

suggests that female owners are more likely than their male counterparts to set a lower growth 

threshold for their venture to ensure that it remains at a size the owner is comfortable managing. This 

view is supported by Morris et al. (2006, p. 221) who argue that “growth is a deliberate choice and that 

women have a clear sense of the costs and benefits of growth and make careful trade-off decisions.” 
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More specifically, Duberley and Carrigan (2013) report that when it comes to growing their firms, 

many women are self-limiting because they want to ensure they have the capacity to be appropriately 

involved in their children’s upbringing. 

Therefore, because goals direct action, we argue that the addition of growth intentions as a 

mediating variable (between gender and new venture growth outcomes) could help researchers and 

policy makers better understand the potential causes of reported differences in the growth outcomes of 

male- and female-owned new ventures. Hence we propose that: 

Hypothesis 2a:  Compared to their male counterparts, female entrepreneurs will set more modest 

growth goals for their new ventures. 

Hypothesis 2b:  An owner’s growth goal will be positively associated with the new venture’s growth 

outcome. 

Hypothesis 2c:  The growth goal of new venture owners mediates the relationship between gender and 

new venture growth outcomes. 

The Mediating Effect of Internal Resources on the Relationship between Gender and a New Venture 

Owner’s Growth Goal 

As noted by Minniti and Nardone (2007), if people feel they have the necessary resources to be 

successful in business, they will be more likely to initiate a new venture and, presumably, will be more 

likely to set higher growth targets for their venture. Similarly, relying on resource-based theory, Brush 

and Chaganti (1999) argue that a founder’s human resources will impact the performance outcomes of 

their new venture and, presumably, also the goals they set for their business. Consistent with these 

views, Davis and Shaver (2012) note that past research illustrates that an owner’s available human, 

social, and financial capital impacts both new venture formation and growth. This proposition is 

supported in recent studies by Harrison et al. (2014), Lofstrom et al. (2013), Logan (2014), Lin (2016) 
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and Nguyen et al. (2014) illustrating how the decision to start a new venture is impacted by a person’s 

human, financial and social capital.  

As noted by Marvel, Davis and Sproul (2016, p.599), “[h]uman capital has emerged as a highly 

utilized theoretical lens through which scholars can better understand entrepreneurship.” Indeed, 

research suggests that the more human capital a person possesses (represented by the skills and 

knowledge they have acquired through schooling and on-the-job training/experience) the more 

successful they should be in creating (and growing) a new venture (Bruderl, et al. 1992; Schultz 1980; 

Storey 2011). Consistent with this proposition, many empirical studies report robust associations 

between human capital and entrepreneurial success (for a meta-analysis, see Unger et al. 2011). For the 

purposes of this study, we are interested in the potential effect of human capital on a new venture 

owner’s growth goal. We argue that entrepreneurs with greater human capital are able to set more 

ambitious growth goals because they are more likely to have the ability to create and manage a fast 

growing firm (Baum and Locke 2004). Moreover, entrepreneurs with more human capital also have 

higher opportunity costs, which are the foregone earnings from paid employment, or an alternative 

start-up (Storey 2011). To the extent that the potential earnings from a new venture is one of the major 

drivers for engaging in entrepreneurship, entrepreneurs with higher levels of human capital are likely to 

set more ambitious goals for their new ventures in order to compensate for their higher opportunity 

costs (Cassar 2006; Storey 2011). With respect to gender differences in human capital, research 

suggests that (compared to their male counterparts) female entrepreneurs typically have fewer years of 

management/business experience (see, for example, Belcourt et al. 1991; Fischer 1992; Hisrich and 

Brush 1984; van Hulten 2012; Watkins and Watkins 1983) and this, in turn, is likely to result in female 

entrepreneurs setting more modest growth goals for their new ventures.  

Financial capital is one of the most visible resources available to a new venture owner and can 

protect a new venture against random shocks that might otherwise limit the venture’s capacity to 



9 

 

survive and grow (Cooper et al. 1994; Storey 2011). As noted by Coleman (2000), new ventures with 

limited financial capital are unlikely to be able to develop the new products and services required to 

meet consumer demands and facilitate rapid growth. It seems, therefore, that a lack of funds constrains 

the development and growth of many new ventures (Winborg and Landstrom 2001) and, more 

specifically, it has been argued that the amount of financial resources individuals have available (and 

are willing) to commit to a new venture will determine the goals they seek to achieve from their 

ventures (Lofstrom et al. 2013). Further, the literature suggests there are significant gender differences 

with regard to the availability of financial capital. It seems that women typically earn significantly less 

in paid employment than men (Petersen and Morgan 1995; Weichselbaumer and Winter-Ebme 2005) 

and this translates directly into women having fewer financial resources available to them when 

launching a new venture. Research also suggests that women might have limited access to third-party 

funds because gendered stereotypical beliefs and expectations (Gupta et al. 2009) tend to limit the 

ability of women to have credit histories attractive to resource providers and/or to engage the interest of 

loan officers, angel investors, and venture capitalists (see, for example, Carter and Rosa 1998; 

Gatewood et al. 2003; Marlow and Patton 2005; Riding and Swift 1990). For this reason, prior research 

suggests that “acquiring capital and dealing with financial institutions is particularly difficult for 

women business owners” (Coleman 2000, p. 38). To the extent that this is true, it will mean that 

women seeking to start a new venture are likely to have less available financial capital (compared to 

their male counterparts) and, therefore, they are likely to set lower growth goals for their firms.   

Social capital relates to the embeddedness of individuals in social relationships (networks) and 

the possible benefits and drawbacks associated with these networks (Bourdieu 1986; Coleman 1988; 

Granovetter 1973). It is argued that through networking owners can (cost-effectively) gain access to 

resources not under their control and this, in turn, can potentially increase their firms’ chances of 

success (Carter et al. 2003; Watson 2007). This proposition is supported by recent research highlighting 
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the importance of networking (social capital) to both firm survival and growth, for both female and 

male SME owners (Watson 2012). Further, Arenius and Franzen (2016) note that social capital has 

long been found to be important for regional development. Therefore, with respect to a new venture 

owner’s growth goal, it seems reasonable to suggest that entrepreneurs with more social capital 

(networks) will be able to both formulate and implement more ambitious growth goals. Having access, 

via their personal network, to a wide range of information about technologies, market niches, potential 

employees, and potential customers can improve the quality and profitability of a new venture 

opportunity (Davidsson and Honig 2003; Uzzi 1997). Empirical support for this proposition is provided 

by Estrin et al. (2013) and Liao and Welsh (2005), who show that social capital positively affects the 

growth aspirations of entrepreneurs. Further, Cromie and Birley (1992) argue that networks are the 

product of personal drive and historical experiences, and the social structure and domestic duties of 

many women might result in female (compared to male) entrepreneurs having fewer network contacts 

from which to acquire resources and information for their start-ups. As Munch et al. (1997) explain, 

housework and childrearing are extremely lonely forms of work, and this isolation results in many 

women having limited network contacts compared to men. Even where women move directly from 

paid employment into self-employment, it is likely they will have fewer network contacts because 

females typically occupy lower level positions within the organizations they leave, compared to the 

typical male. By way of contrast, a recent study suggests that (contrary to much of the prior research 

findings) female new venture owners do indeed access appropriate networks to gain the necessary 

advice needed to run their ventures (Watson 2012). 

In summary, it would appear there is considerable research suggesting that the goals a new 

venture owner establishes for her/his business will be determined by the amount of internal resources 

they have available and:  
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… that women and men hold differing attitudes about the outcomes of growth, work 

within different reference groups, have different levels of start-up resources, and face 

different challenges in terms of marshalling the resources necessary for business 

growth. It follows, therefore, that women’s business growth decisions may differ from 

those of men in systemic ways. (Orser and Hogarth-Scott 2002, p. 287). 

Taken together, it seems reasonable to suggest that having access to appropriate resources not 

only informs the likelihood that a person will be involved in starting a new venture (De Clercq et al.), 

but will also impact the growth goal set for the new venture and, ultimately, the venture’s growth 

outcome.  More specifically, individuals starting new ventures with less human, financial, and social 

capital are likely to set more modest growth goals for their businesses, compared to individuals starting 

ventures with more human, financial, and social capital. Hence we propose that: 

Hypothesis 3a:  Compared to their male counterparts, female entrepreneurs will have fewer available 

internal resources (human, financial, and social capital) when establishing a new venture.  

Hypothesis 3b:  Internal resources are positively associated with a new venture owner’s growth goal. 

Hypothesis 3c:  Internal resources mediate the relationship between gender and a new venture owner’s 

growth goal. 

The Mediating Effect of Money and Time Invested on the Relationship between a New Venture 

Owner’s Growth Goal and Growth Outcome 

Sullivan and Meek (2012) argue that individuals engage in actions to the extent they believe those 

actions will result in desirable outcomes. Therefore, having established their new venture, the 

individuals’ growth goals will, in turn, determine the inputs (money and time) they need to invest in 

their businesses to achieve their desired outcomes. In support of this proposition, Dunkelberg et al. 

(2013) report that the goals of new venture owners have a significant (and substantial) impact on the 

resources (both time and money) they allocate to their firms, and this, in turn, determines the outcome 
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(survival, profitability, and growth) of their venture. Similarly, Orser and Hogarth-Scott (2002, p. 297) 

found that entrepreneurs who sought growth undertook the actions necessary to achieve growth, thus 

confirming their hypothesis that “business owners’ growth intentions lead to actions that result in 

business growth.” Hence we propose that: 

Hypothesis 4a:  An owner’s growth goal will determine the amount of money and time they invest in 

their new venture.  

Hypothesis 4b:  The amount of money and time invested in a new venture will determine the venture’s 

growth outcome. 

Hypothesis 4c:  The amount of money and time invested in a new venture mediates the relationship 

between a new venture owner’s growth goal and the venture’s growth outcome. 

Figure 1 provides a summary of the theoretical model and hypotheses developed in this section. 

Insert Figure 1 about here 

Method 

This study investigates how an owner’s available internal resources, their growth goal, and the amount 

of money and time they are prepared to invest in their new venture affects new venture growth 

outcomes.  

Data 

We use CAUSEE (Comprehensive Australian Study of Entrepreneurial Emergence) data collected 

from a representative sample of 559 respondents who owned (or partly owned) a young firm (less than 

four years old). CAUSEE is a panel study that follows nascent and young firms over time. The firms 

were identified via random digit dialing phone interviews of over 30,000 Australian households. Young 

firms are defined as businesses that were: four years or younger at the time of the screening interview; 

had already experienced a 12-month period with revenues exceeding costs for at least half of the time; 

and were sole or co-owned. Applying this procedure, 1,058 young firms were identified and of these 
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559 owners completed the first round interview in 2007 (Wave 1). Subsequent interviews were 

scheduled at 12 monthly intervals. In this study, we investigate the 309 firms that were still active in 

the market at the time of the third survey (Wave 3). Note that the remaining 250 firms had either: 

exited the market; been sold; declined to participate in the follow-up interviews; or simply could no 

longer be contacted by phone. Although focusing on surviving firms is standard procedure in studies 

analyzing panel data sets (see, for example, Robb and Watson 2012), it comes at the expense of 

excluding firms that exit the market early. This could potentially bias our findings if the survival (or 

non-response) rate of male-owned firms differs from that of female-owned firms. However, an 

examination of the closure rates over the three-year period of this study showed no statistical difference 

between the male- and female-owned new ventures. Further, we need to emphasize that while we 

believe the longitudinal nature of the data used to test our hypotheses is a major strength of our study, it 

necessarily results in a much smaller sample size than would be available if we were conducting a 

cross-sectional analysis, and this needs to be acknowledged as a potential limitation. 

With respect to gender and firm ownership, we classified firms as female-owned (and coded 

‘1’) if all the owners were female. Similarly, firms were classified as male-owned (and coded ‘0’) if all 

the owners were male. Note, therefore, that the female- and male-owned firms include both single 

owner and multiple owner firms (provided all owners are of the same gender). All firms with a mixed 

gender ownership structure were excluded from the analysis because this allowed for a cleaner test of 

gender differences. This procedure further reduced the sample to 200 firms, of which 80 were female-

owned and 120 were male-owned. It should also be noted that distinguishing the male- and female-

owned firms on the basis of their ownership structure at the time of the Wave 1 interviews has the 

drawback that any subsequent changes in the gender-ownership structure of the firm are not taken into 

account. However, the data reveal that a change in the gender-ownership structure of a firm is very 

rare. Indeed, of the 120 male-owned firms in Wave 1, 118 were still male-owned by Wave 3. Similarly, 
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of the 80 female-owned firms in Wave 1, 79 remained female-owned by Wave 3. We are, therefore, 

confident that our results are not biased by any subsequent changes in the gender-ownership structures 

of the firms we examine; that is, removing the three firms that experienced a change in their ownership 

structure over the period of this study does not alter our findings. 

Variables 

Measurement of the variables we use to assess our hypotheses are discussed below. Note that we make 

full use of the longitudinal nature of the data set by using the information on the owners’ internal 

resources (human, financial, and social capital) and their new venture growth goal collected in Wave 1 

(W1), while the information regarding the money and time they invested in their new venture comes 

from Wave 2 (W2) and the new venture’s growth outcome is based on the data collected in Wave 3 

(W3). 

Internal resources (W1)  

Internal resources are measured by the owners’ human, financial, and social capital. The owners’ 

human capital is assessed on the basis of their collective management, start-up, and industry work 

experience, in years. The focus on this set of indicators echoes the empirical finding that human capital 

relating to the entrepreneurial task better explains entrepreneurial success than non-task related human 

capital, such as general education or general work experience (Unger et al. 2011). The three indicators 

we use (management, start-up, and industry work experience) measure different aspects of human 

capital. Thus, human capital is treated in the empirical model as a formative latent variable determined 

by these three indicators. Financial capital is measured as the amount of financial resources provided to 

the new venture by non-owners.i  Social capital is measured on the basis of the number of major 

sources of help (in terms of information/advice) owners had accessed (from a list of 14 possible 

sources) during the process of establishing their new venture. This measurement procedure is based on 

an instrumental social capital approach, which emphasizes access to information and resources (see, for 
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example, Aldrich and Fiol 1994; Barney 1997) rather than network characteristics (for example, weak 

or strong ties). Note that instrumental social capital has been successfully used in entrepreneurship 

research (Samuelsson and Davidsson 2009). 

New venture growth goal (W1)  

An entrepreneur’s growth goal is assessed by asking the respondent how many employees were 

expected to be working in the business in five years’ time. 

Money and time inputs (W2)  

Money input is measured as the amount of financial resources owners invested in their new ventures 

during the past 12 months. This included any external funds that were raised for this purpose. Time 

input is measured as the hours per week owners currently devoted to working in their new ventures.  

New venture growth outcome (W3)  

The growth outcome for each new venture is assessed on the basis of the number of employees 

working in the business at the time of the third survey. Note that growth is one of the most often used 

indicators of new venture performance (see, for example, Davidsson 1991; Davidsson et al. 2010) and, 

indeed, some scholars even hold that “growth is the very essence of entrepreneurship” (Sexton 1997, p. 

97). Although growth can be conceptualized in terms of various indicators (for example, assets, sales, 

et cetera), we adopted employment as our indicator because it is the most frequently used growth 

measure and had no missing values in our dataset. Note also that employment and sales growth are 

highly correlated (r = 0.74) in our sample. 

Control variables  

We include industry, firm age and firm size as control variables. With respect to Industry, we use 

dummy variables representing six broad industries: 1) retail and wholesale; 2) health, education, and 

social services; 3) manufacturing, mining, and utilities; 4) construction and real estate; 5) business 

consulting services, finance, and insurance; and 6) other. Firm age is measured in years and indicates 
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how long the firm had been trading in the market at the time of the first interview (W1). Firm size is 

measured by the number of employees at the time of the first interview (W1). 

Analysis 

To test our hypotheses, we adopted a partial least squares structural equation modelling (PLS-SEM) 

approach using the WarpPLS program (Kock 2013). PLS-SEM allowed us to examine the suggested 

relationships in the model and to examine the various mediating constructs (Baron and Kenny 1986; 

Gefen et al. 2000). PLS-SEM is distribution-free and independence free, differing from maximum 

likelihood-based methods that are used to analyze covariance structures. PLS-SEM can be used to 

estimate larger models and/or with smaller samples. PLS-SEM allows theoretical constructs (such as 

human capital, for example) to be incorporated directly into the measurement model as latent variables, 

which are measured by a number of manifest indicators.  PLS-SEM can also be used to estimate the 

structural relationships between the latent variables using an ordinary least squares approach. Thus, 

PLS-SEM provides estimates for the loading of the observed items on the latent variables and for the 

path coefficients for the structural relationships between the latent variables. Model paths are tested for 

significance through a bootstrapping approach (here 10,000 data re-samples were used).  

Mediation effects were assessed through Sobel’s test (Baron and Kenny 1986). The Baron and 

Kenny (1986) procedure establishes a mediated effect if three requirements hold: there is a significant 

relationship between the independent variable and the dependent variable; there is a significant 

relationship between the independent variable and the mediating variable; and there is a significant 

relationship between the mediating variable and the dependent variable. If the relationship between the 

independent variable and the dependent variable remains significant after including the mediator, the 

mediating relationship is described as partial. Where the relationship between the independent variable 

and the dependent variable becomes insignificant after the inclusion of the mediating variable(s), the 

initial relationship is considered to be fully mediated. 
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Results and Discussion 

Table 1 presents the summary statistics and correlation matrix for the variables included in the model. 

As expected, Table 1 reports a significant negative correlation between female-owned new ventures 

and growth outcome (providing support for H1). However, there is also a significant positive 

correlation between growth goal and growth outcome (providing support for H2b). Similarly, there is a 

significant positive correlation between growth goal and human capital (in the form of management 

experience, start-up experience, and industry experience) and between growth goal and social capital, 

but not between growth goal and financial capital (providing some support for H3b). In support of H4b, 

there is also a significant positive correlation between both money and time invested in a new venture 

and growth outcome. To further investigate our hypotheses, the following sections present the results of 

our PLS-SEM analysis of the mediating effects of internal resources, growth goal, and time and money 

invested on the relationship between gender and new venture growth outcome. 

Insert Table 1 about here 

Gender and New Venture Growth Outcome 

Figure 2 presents our PLS-SEM results examining the relationship between gender and new venture 

growth outcome. In support of H1, the results suggest the existence of a significant path between 

female-owned new ventures and the growth outcome of those ventures (controlling for industry, firm 

age, and firm size). The model also has a good R-squared of 0.44.ii  While this finding is consistent 

with prior research (Fischer et al. 1993), we suggest it is the result of the deliberate choice by many 

women to limit the growth of their new ventures (Cliff 1998) because of their relatively lower levels of 

available internal resources (compared to their male counterparts). To test this proposition, we next 

examine the mediating effect of an owner’s growth goal on the relationship between gender and growth 

outcome.  

Insert Figure 2 about here 
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The Mediating Effect of an Owner’s Growth Goal on the Relationship between Gender and New 

Venture Growth Outcome 

Although the results presented in Figure 2 (and Table 1) suggest that female-owned new ventures 

achieve significantly lower employment growth than male-owned new ventures, the results in Figure 3 

suggest this relationship is fully mediated by the growth goal of the new venture owner. This model 

also has greater explanatory power (R2 = 0.51) than the model presented in Figure 2 (R2 = 0.44). It 

seems (in support of H2a) that women are more likely (than men) to set lower growth goals for their 

new ventures (Cliff 1998; Duberley and Carrigan 2013) and this, in turn, impacts the growth outcomes 

of their ventures (in support of H2b), thereby fully mediating the relationship between gender and new 

venture growth outcome (in support of H2c). As noted earlier, goals direct behavior (Baum and Locke 

2004; Davis and Shaver 2012; Manolova et al. 2012), and our findings suggest that (compared to men) 

women typically set more modest growth goals for their new ventures and, as expected, this results in 

lower growth outcomes. 

Insert Figure 3 about here 

The Mediating Effect of Internal Resources on the Relationship between Gender and a New Venture 

Owner’s Growth Goal 

But why do women set more modest growth goals for their new ventures? To help answer this 

question, we start by examining the relationship between gender and internal resource availability. The 

results presented in Figure 4 suggest that (compared to males) females have less human and financial 

(but not social) capital when starting a new venture (partially supporting H3a). One possible 

explanation for our unexpected finding of no difference in the social (networking) capital of female and 

male entrepreneurs is that, when starting a new venture, “[w]omen may well recognize their 

deficiencies in the area of network contacts and proceed to develop them vigorously” (Cromie and 

Birley 1992, p. 249). This view is supported by Watson (2012), who reports little difference in the 
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networks accessed by male and female SME owners. In terms of the expected positive relationship 

between available internal resources and a new venture owner’s growth goal, the results in Figure 4 

confirm this relationship for human and social (but not financial) capital (partially supporting H3b). 

While the lack of a positive relationship between financial capital and an owner’s growth goal is 

puzzling, we speculate this outcome is the result of the (less than ideal) variable we used to proxy for 

the financial capital the owner has available. As noted in Endnote 1, ideally we would like to have used 

the amount of financial resources the owner(s) has available to represent the owner’s available financial 

capital but, unfortunately, this information was not available. We therefore elected to use the amount of 

financial resources provided to the new venture by non-owners as a proxy. However, only 15 (7.5%) of 

the 200 new ventures in our sample had secured funding from non-owners and therefore, the vast 

majority of our sample has a value of zero for this variable.  

Insert Figure 4 about here 

In summary, the results presented in Figure 4 support the proposition that new venture owners 

(irrespective of gender) who have higher levels of internal resources will be more likely to set higher 

growth goals. That is, a new venture owner’s available internal resources fully mediates the 

relationship between gender and the new venture owner’s growth goal (in support of H3c). Note that 

the model presented is Figure 4 (which includes human, financial, and social capital) explains 

considerably more of the variance in the growth goal variable (R2 = 0.26) than does the model 

presented in Figure 3 (R2 = 0.09). This suggests that available internal resources are crucial to 

explaining differences in the growth goals of new venture owners. It seems that (irrespective of gender) 

individuals starting new ventures with less human, financial, and social capital are likely to set more 

modest growth goals than individuals starting ventures with more available internal resources.  

The Mediating Effect of Money and Time Invested on the Relationship between a New Venture Owner’s 

Growth Goal and the Venture’s Growth Outcome 
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Figure 5 provides the path analysis results for the full model. Consistent with goal theory and previous 

research (Dunkelberg et al. 2013; Orser and Hogarth-Scott 2002), the full model (which has a very 

good fitiii) shows a highly significant relationship between the growth goal of new venture owners and 

the amount of both money and time invested in their new venture, supporting H4a. Similarly, we find 

(in support of H4b) a highly significant relationship between the amount of both money and time 

invested in a new venture and the growth outcome of that venture. Again, this finding is consistent with 

prior research ( Dunkelberg et al. 2013; Fasci and Valdez 1998; Robb and Watson 2012; Watson 2002). 

Finally, we also find support for the proposition that the amount of money and time invested in a new 

venture mediates the relationship between the growth goal of owners and growth outcomes (in support 

of H4c). However, after incorporating the amount of both money and time invested in a new venture, 

there is still a significant relationship between the growth goal of owners and growth outcomes, albeit 

with a reduced path coefficient (0.25 compared to 0.31 in Figure 3). This suggests that money and time 

invested only partially mediates the relationship between the growth goal of owners and growth 

outcomes. Note also that incorporating both money and time invested into the model, together with the 

available internal resources (human, financial, and social capital), raises the explained variance in new 

venture growth outcomes from 51% in Figure 3 to 72% in Figure 5. 

Insert Figure 5 about here 

In summary, it seems that available internal resources, the growth goal of owners, and the 

amount of money and time owners are prepared to invest in their new ventures fully mediates the 

relationship between gender and new venture growth outcomes.  

Conclusion 

Our findings support the proposition that when assessing the growth outcomes of new ventures (and, 

more particularly, when comparing the growth outcomes of male- and female-owned new ventures) it 

is important to take a broader view that incorporates the many variables that, ultimately, can impact 
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new venture outcomes. This study contributes to entrepreneurship theory relating to the female 

underperformance hypothesis by taking into consideration the effect of resources on entrepreneurs’ 

goals and the effects of their goals on investment of resources and ultimately firm growth. We find that 

it is important to pay due regard to the owner’s growth goal because growth intentions appear to be the 

“chief contributor to the future growth of a firm” (Davis and Shaver 2012, p. 495). Our findings 

suggest that females may set lower growth goals for their new ventures because they generally have 

less available human capital (in the form of management, start-up, and industry experience), and this, 

in turn, results in female-owned new ventures achieving lower growth outcomes (than their male 

counterparts). This is not to say, however, that female firm owners ‘underperform’ male firm owners; 

they simply set lower growth goals (on average) for their new ventures, which, in turn, impacts both the 

time and money they invest in their new ventures and the outcomes they achieve from those ventures. 

This finding confirms the need for goals to be included “in theoretical and empirical analyses of 

entrepreneurship” (Dunkelberg et al. 2013, p. 237) and, in particular, the importance of re-

conceptualizing firm performance indicators to include differences in both the goals of owners and 

their access to entrepreneurial capital (Shaw et al. 2009). 

A major strength of this study is the longitudinal nature of the data used to test our hypotheses. 

Because “[f]irm growth is not instantaneous”, longitudinal data is required to test any propositions that 

link motivation to growth outcomes and, as a result, such studies are relatively scarce (Wiklund and 

Shepherd 2003, p. 1920). As noted by Henry et al. (2015), prior research into gender and 

entrepreneurship has typically exhibited an over-reliance on cross-sectional designs. While the 

longitudinal design we adopt can be seen as a major strength of our study, we need to acknowledge that 

the relatively small sample size available for our longitudinal analysis is a potential 

weakness/limitation. However, as noted earlier, it is important to recognize that a longitudinal study 

necessarily reduces the sample size that would otherwise be available in a cross-sectional study using 
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the same dataset. Two further potential weaknesses also need to be acknowledged. First, as noted 

earlier, the proxy variable we use to assess a person’s available financial capital was not ideal and may 

have led to our finding of no association between individuals’ available financial capital and the growth 

goal they set for their new venture. Second, as our data relates to only one country it might be 

inappropriate to generalize our findings to other countries/regions. In terms of future research, it would 

be useful if similar studies could be conducted in other countries/regions to see if our findings apply 

more widely.  

A key implication that follows from our findings is that a “person-centered perspective on 

entrepreneurship”, that focuses less on a firm owner’s sex and more on their goals, “should be 

encouraged” (Eddleston and Powell 2008, pp. 245–246). From a theoretical perspective, the addition of 

mediators (such as growth goals, available internal resources, and the money and time invested in a 

new venture) to prediction models should help researchers and policy makers “better understand the 

complex motivations inherent in the process of starting and then growing a new venture” (Manolova et 

al. 2012, p. 23), and, more importantly, why some new ventures (typically a small minority) achieve 

rapid growth and others do not (Storey 2011). While not growing, or not wanting to grow, or being 

unable to grow is typically “constructed as a female problem”, very few firm owners actually want to 

grow their businesses, irrespective of gender (Ahl 2006, p. 613).  

In summary, the findings we present are generally consistent with our expectations based on a 

number of different theories found in the literature (for example: goal theory; the theory of planned 

behavior; and resource-based theory). It seems that individuals with lower levels of internal resources 

(in the form of human, financial, and social capital) will have lower growth expectations for their new 

ventures and will, therefore, invest less money and time in their ventures. As a consequence, they will 

grow more slowly than those ventures established by entrepreneurs with higher levels of available 

internal resources who have higher growth expectations and invest more money and time in their new 
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ventures. Further, our results support the argument advanced by Shaw et al. (2009, p. 36) that 

“differences in the personal and business goals of owners and their possession of and access to different 

amounts of entrepreneurial capital suggests a need to re-conceptualize indicators of firm performance.” 

Therefore, the theoretical implications flowing from this study indicate that, in examining gender 

differences in entrepreneurial outcomes, researchers should focus more on goals and goal achievement 

(for both male and female entrepreneurs), rather than focusing purely on financial outcomes (Watson 

and Newby 2005).  

Finally, our findings suggest that government policies (for example, to stimulate firm growth) 

need to be designed having a proper understanding of the various motives/goals that entrepreneurs 

might have when launching a new venture. Similarly, anyone providing advice to individuals involved 

in establishing a new venture should, before providing that advice, ensure they have a clear 

understanding of the individual’s goals. Interestingly, focusing on goal achievement may help to 

explain recent research suggesting that women tend to be just as satisfied with their business outcomes 

as men, despite their apparent comparatively poorer financial performance outcomes ( Jennings and 

Brush 2013; Powell and Eddleston 2008; Weber and Geneste 2014). 

  



24 

 

References 

Ahl, H. (2006). "Why research on women entrepreneurs needs new directions", Entrepreneurship: 

Theory & Practice, Vol. 30 No. 5, 595–621. 

Ajzen, I. (1991). "The theory of planned behavior", Organizational Behavior and Human Decision 

Processes, Vol. 50 No. 2 pp. 179–211. 

Aldrich, H. E., & Fiol, C. M. (1994). "Fools rush in? The institutional context of industry creation",  

Academy of Management Review, Vol. 19 No. 4, pp. 645–670. 

Arenius, P., & Franzén, R. (2016). Women’s entrepreneurship and social capital. In H. Westlund & J. 

P. larsson (Ed.), Handbook of Social Capital and Regional Development, pp. 108-140. 

Barney, J. B. (1997). Gaining and sustaining competitive advantage, Menlo Park, CA: Addison 

Wesley. 

Baron, R. M., & Kenny, D. A. (1986). "The moderator-mediator variable distinction in social 

psychological research: Conceptual, strategic, and statistical considerations", Journal of 

Personality and Social Psychology, Vol. 51 No. 6, pp. 1173–1182. 

Baum, J. R., & Locke, E. A. (2004). "The relationship of entrepreneurial traits, skill, and motivation to 

subsequent venture growth", Journal of Applied Psychology, Vol. 89 No. 4, pp. 587–598. 

Belcourt, M., Burke, R., & Lee–Gosselin, H. (1991). "Women business owners in Canada", Report for 

the Canadian Advisory Council on the Status of Women. 

Bourdieu, P. (1986). "The forms of capital", In J. G. Richardson (Ed.), Handbook of Theory and 

Research for Sociology of Education (pp. 241–258). New York, NY: Greenwood Press. 

Bruderl, J., Preisendorfer, P., & Ziegler, R. (1992). "Survival chances of newly founded business 

organizations", American Sociological Review, Vol. 57 No. 2, pp. 227–242. 



25 

 

Brush, C. G., & Chaganti, R. (1999). "Businesses without glamour? An analysis of resources on 

performance by size and age in small service and retail firms", Journal of Business Venturing, Vol. 

14 No. 3 pp. 233–257. 

Carter, N. M., Brush, C. G., Greene, P. G., Gatewood, E. J., & Har, M. M. (2003). "Women 

entrepreneurs who break through to equity financing: The influence of human, social and financial 

capital", Venture Capital, Vol. 5 No. 1, pp. 1–28. 

Carter, S., & Rosa, P. (1998). "The financing of male- and female-owned businesses", 

Entrepreneurship & Regional Development, Vol. 10 No. 3, pp. 225–241. 

Cassar, G. (2006). "Entrepreneur opportunity costs and intended venture growth", Journal of Business 

Venturing, Vol. 21 No. 5, pp. 610–632. 

Cliff, J. E. (1998). "Does one size fit all? Exploring the relationship between attitudes towards growth, 

gender, and business size", Journal of Business Venturing, Vol. 13 No. 6, pp. 523–542. 

Coleman, J. S. (1988). "Social capital in the creation of human capital", The American Journal of 

Sociology, Vol. 94(Supplement), 95–120. 

Coleman, S. (2000). "Access to capital and terms of credit: A comparison of men- and women-owned 

small businesses", Journal of Small Business Management, Vol. 38 No. 3, pp. 37–52. 

Coleman, S. (2016). Gender, Entrepreneurship, and Firm Performance: Recent Research and 

Considerations of Context. In: Connerley M., Wu J. (eds) Handbook on Well-Being of Working 

Women. International Handbooks of Quality-of-Life. Springer, Dordrecht, pp. 375-391. 

Cooper, A. C., Gimeno-Gascon, J. F., & Woo, C. (1994). "Initial human and financial capital as 

predictors of new venture performance", Journal of Business Venturing, Vol. 9 No. 5, pp.371–395. 



26 

 

Cromie, S., & Birley, S. (1992). "Networking by female business owners in Northern Ireland", Journal 

of Business Venturing, Vol. 7 No. 3, pp. 237–251. 

Davidsson, P. (1991). "Continued entrepreneurship: Ability, need and opportunity as determinants of 

small firm growth", Journal of Business Venturing, Vol. 6 No. 6, pp. 405–429. 

Davidsson P., Achtenhagen, L., & Naldi, L. (2010). "Small firm growth", Foundations and Trends in 

Entrepreneurship, Vol. 6 No. 2, pp. 69–166. 

Davidsson, P., & Honig, B. (2003). "The role of social and human capital among nascent 

entrepreneurs", Journal of Business Venturing, Vol. 18 No. 3, pp.301–331. 

Davis, A. E., & Shaver, K. G. (2012). "Understanding gendered variations in business growth 

intentions across the life course", Entrepreneurship: Theory & Practice, Vol. 36 No. 3, pp.495–512. 

De Clercq, D., Lim, D. S. K., & Oh, C. H. (2013). "Individual-level resources and new business 

activity: The contingent role of institutional context", Entrepreneurship: Theory & Practice, Vol. 37 

No. 2, pp. 303–330. 

Duberley, J., & Carrigan, M. (2013). "The career identities of ‘mumpreneurs’: Women's experiences of 

combining enterprise and motherhood", International Small Business Journal, Vol. 31 No. 6, pp. 

629–651. 

Dunkelberg. W., Moore, C., Scott, J., & Stull, W. (2013). "Do entrepreneurial goals matter? Resource 

allocation in new owner-managed firms", Journal of Business Venturing, Vol. 28 No. 2, pp. 225–

240. 

Eddleston, K. A., & Powell, G. N. (2008). "The role of gender identity in explaining sex differences in 

business owners' career satisfier preferences", Journal of Business Venturing, Vol. 23 No. 2, pp. 

244–256. 



27 

 

Estrin, S., Korosteleva, J., & Mickiewicz, T. (2013). "Which institutions encourage entrepreneurial 

growth aspirations?", Journal of Business Venturing, Vol. 28 No. 4, pp. 564–580. 

Fasci, M. A., & Valdez, J. (1998). "A performance contrast of male- and female-owned small 

accounting practices", Journal of Small Business Management, Vol. 36 No. 3, pp. 1–7. 

Fischer, E. (1992). "Sex differences and small-business performance among Canadian retailers and 

service providers", Journal of Small Business and Entrepreneurship, Vol. 9 No. 4, pp. 2–13. 

Fischer, E. M., Reuber, R. A., & Dyke, L. S. (1993). "A theoretical overview and extension of research 

on sex, gender, and entrepreneurship", Journal of Business Venturing, Vol. 8 No. 2, pp. 151–168. 

Gatewood, E. J., Carter, N. M., Brush, C. G., Greene, P. G., & Hart, M. M. (2003). Women 

entrepreneurs, their ventures, and the venture capital industry: An annotated bibliography. Sweden: 

Entrepreneurship and Small Business Research Institute (ESBRI). 

Gefen, D., Straub, D., & Boudreau, M. (2000). "Structural equation modeling and regression: 

Guidelines for research practice", Communications of the Association for Information Systems, Vol. 

4 No. 7, pp. 1–70. 

Granovetter, M. S. (1973). "The strength of weak ties", The American Journal of Sociology, Vol. 78 

No. 6, pp. 1360–1380. 

Greene, P. (2000). "Self-employment as an economic behavior: An analysis of self-employed women’s 

human and social capital", National Journal of Sociology, Vol. 12 No. 1, pp. 1–55. 

Gupta, V. K., Turban, D. B., Wasti, S. A., & Sikdar, A. (2009). "The role of gender stereotypes in 

perceptions of entrepreneurs and intentions to become an entrepreneur", Entrepreneurship: Theory 

& Practice, 33 No. 2, pp. Vol. 397–417. 



28 

 

Harrison, R. T., Scott, J. M., Hussain, J., & Millman, C. (2014). "The role of Guanxi networks in the 

performance of women-led firms in China", International Journal of Gender and Entrepreneurship, 

Vol. 6 No. 1, pp. 68–82. 

Hechavarría, D. M., Terjesen, S. A., Ingram, A. E., Renko, M., Justo, R., & Elam, A. (2017). "Taking 

care of business: The impact of culture and gender on entrepreneurs’ blended value creation 

goals", Small Business Economics, Vol. 48 No. 1, pp. 225-257. 

Henry, C., Foss, L., & Ahl, H. (2016). "Gender and entrepreneurship research: A review of 

methodological approaches", International Small Business Journal, Vol. 34, No. 3, pp. 1-25. 

Hisrich, R., & Brush, C. (1984). "The women entrepreneur: Management skills and business 

problems", Journal of Small Business Management, Vol. 22 No. 1, pp. 30–37. 

Jennings, J. E., & Brush, C. G. (2013). "Research on women entrepreneurs: Challenges to (and from) 

the broader entrepreneurship literature?", The Academy of Management Annals, Vol. 7 No. 1, pp. 

663–715. 

Justo, R., Sieger, P., & DeTienne, D. R. (2015). "Failure or voluntary exit? Reassessing the female 

underperformance hypothesis", Journal of Business Venturing, Vol. 30 No. 6 pp. 775–792. 

Kepler, E., & Shane, S. (2007). "Are male and female entrepreneurs really that different?" Working 

Paper for the Small Business Association, Office of Advocacy, under contract number SBAHQ–06–

M–0480. 

Kirzner, I. M. (1985). Discovery and the capitalist process, Chicago, ILL: University of Chicago Press. 

Klapper, L. F., & Parker, S. C. (2011). "Gender and the business environment for new firm creation"' 

The World Bank Research Observer, Vol. 26 No. 2, pp. 237–257. 

Kock, N. (2013). Warppls 4.0 user manual, Laredo, TX: ScriptWarp Systems. 



29 

 

Liao, J., & Welsch, H. (2005). "Roles of social capital in venture creation: Key dimensions and 

research implications", Journal of Small Business Management, Vol. 43 No. 4, pp. 345–362. 

Lin, A. (2016). "Effect of human capital on the entrepreneurship gender gap," Joseph Wharton 

Research Scholars. Available at http://repository.upenn.edu/joseph_wharton_scholars/11. 

Locke, E. A., & Latham, G. P. (2002). "Building a practically useful theory of goal setting and task 

motivation: A 35-year odyssey", American Psychologist, 57 No. 9, pp. 705–717. 

Lofstrom, M., Bates, T., & Parker, S. C. (2013). "Why are some people more likely to become small-

businesses owners than others: Entrepreneurship entry and industry-specific barriers", Journal of 

Business Venturing, Vol. 29 No. 2, pp. 232–251. 

Logan, J. (2014). "Passion and challenges: Women starting businesses at fifty", International Journal 

of Gender and Entrepreneurship, Vol. 6 No. 1, pp.83–96. 

Manolova, T. S., Brush, C. G., Edelman, L. F., & Shaver, K.G. (2012). "One size does not fit all: 

Entrepreneurial expectancies and growth intentions of U.S. women and men nascent entrepreneurs", 

Entrepreneurship and Regional Development, Vol. 24 No. 1/2, pp. 7–27. 

Marlow, S., & Patton, D. (2005). "All credit to men? Entrepreneurship, finance, and gender", 

Entrepreneurship: Theory & Practice, Vol. 29 No. 6: pp. 717–735. 

Marvel, M. R., Davis, J. L., & Sproul, C. R. (2016). "Human capital and entrepreneurship research: A 

critical review and future directions", Entrepreneurship Theory and Practice, Vol. 40 No. 3, pp. 

599-626. 

Minniti, M., Arenius, P., & Langowitz, N. (2003). "Women in entrepreneurship, the entrepreneurial 

advantage of nations", First Annual Global Entrepreneurship Symposium. United Nations 

Headquarters, April 29, 2003. 



30 

 

Minniti, M., & Nardone, C. (2007). "Being in someone else’s shoes: The role of gender in nascent 

entrepreneurship", Small Business Economics, Vol. 28 No. 2/3, pp. 223–238. 

Morris, M. H., Miyasaki, N. N., Watters, C. E., & Coombes, S. M. (2006). "The dilemma of growth: 

Understanding venture size choices of women entrepreneurs", Journal of Small Business 

Management, Vol. 44 No. 2, pp. 221–244. 

Munc, A., McPherson, J. M., & Smith-Lovin, L. (1997). "Gender, children, and social contact: The 

effects of childrearing for men and women", American Sociological Review, Vol. 62 No. 4, pp. 509–

520. 

Nguyen C., Frederick, H., & Nguyen, H. (2014). "Female entrepreneurship in rural Vietnam: An 

exploratory analysis", International Journal of Gender and Entrepreneurship, Vol. 6 No. 1, pp. 50–

67. 

Orser, B., & Hogarth-Scott, S. (2002). "Opting for growth: Gender dimensions of choosing enterprise 

development", Canadian Journal of Administrative Sciences, Vol. 19 No. 3, pp. 284–300. 

Petersen, T., & Morgan, L. A. (1995). "Separate and unequal: Occupation-establishment sex 

segregation and the gender wage gap", American Journal of Sociology, Vol. 101 No. 2, pp. 329–

365. 

Powell, G. N., & Eddleston, K. A. (2008). "The paradox of the contented female business owner", 

Journal of Vocational Behavior, Vol. 73 No. 1, pp. 24–36. 

Riding, A., & Swift, C. S. (1990). "Women business owners and terms of credit: Some empirical 

findings of the Canadian experience", Journal of Business Venturing, Vol. 5 No. 5, pp. 327–340. 

Robb, A. M., & Watson, J. (2012). "Gender differences in firm performance: Evidence from new 

ventures in the United States", Journal of Business Venturing, Vol. 27 No. 5, pp. 544–558. 



31 

 

Samuelsson, M., & Davidsson, P. (2009). "Does venture opportunity variation matter? Investigating 

systematic process differences between innovative and imitative new ventures", Small Business 

Economics, Vol. 33 No. 2, pp. 229–255. 

Schultz, T. W. (1980). "Investment in entrepreneurial ability", Scandinavian Journal of Economics, 

Vol. 82 No. 4, pp. 437–448. 

Sexton, D. L. (1997). "Entrepreneurship research needs and issues", In D. L. Sexton & R. W. Smilor 

(Eds.), Entrepreneurship 2000 (pp. 401–408). Chicago, ILL: Upstart Publishing Company.  

Shaw, E., Marlow, S., Lam, W., & Carter, S. (2009). "Gender and entrepreneurial capital: Implications 

for firm performance", International Journal of Gender and Entrepreneurship, Vol. 1 No. 1, pp. 25–

41. 

Storey, D. (2011). "Optimism and chance: The elephants in the entrepreneurship room", International 

Small Business Journal, Vol. 29 No. 4, pp. 303–321. 

Sullivan, D. M., & Meek, W. R. (2012). "Gender and entrepreneurship: A review and process model", 

Journal of Managerial Psychology, Vol. 27 No. 5, pp. 428–458. 

Unger, J. M., Rauch, A., Frese, M., & Rosenbusch, N. (2011). "Human capital and entrepreneurial 

success: A meta-analytical review", Journal of Business Venturing, Vol. 26 No. 3, pp. 341–358. 

Uzzi, B. (1997). "Social structure and competition in interfirm networks: The paradox of 

embeddedness", Administrative Science Quarterly, Vol. 42 No. 1, pp. 35–67. 

van Hulten, A. (2012). "Women's access to SME finance in Australia", International Journal of Gender 

and Entrepreneurship, Vol. 4 No. 3, pp. 266–288. 



32 

 

Verheul, I., Van Stel, A., & Thurik, R. (2006). "Explaining female and male entrepreneurship at the 

country level", Entrepreneurship & Regional Development: An International Journal, Vol. 18 No. 

2, pp. 151–183. 

Wallace, J., & Boyd, E. (2017). A conceptual model of gender-entrepreneurship fit. In United States Association 

for Small Business and Entrepreneurship. Conference Proceedings (p. 539). United States Association for 

Small Business and Entrepreneurship. 

Watkins, J. M., & Watkins, D. S. (1983). "The female entrepreneur: Her background and determinants 

of business choice – some British data", In J. A. Hornaday, J. A. Timmons & K. H. Vesper (Eds.), 

Frontiers of Entrepreneurship Research (pp. 271–288). Wellesley, MA: Babson College. 

Watson, J. (2002). "Comparing the performance of male- and female-controlled businesses: Relating 

outputs to inputs", Entrepreneurship: Theory & Practice, Vol. 26 No. 3, pp. 91–100. 

Watson, J. (2007). "Modeling the relationship between networking and firm performance", Journal of 

Business Venturing, Vol. 22 No. 6, pp. 852–874. 

Watson, J. (2012). "Networking: Gender differences and the association with firm performance", 

International Small Business Journal, Vol. 30 No. 5, pp. 536–558. 

Watson, J., Gatewood, E. J., & Lewis, K. (2014). "A framework for assessing entrepreneurial 

outcomes: An international perspective", International Journal of Gender and Entrepreneurship, 

Vol. 6 No. 1, pp. 2–14. 

Watson, J., & Newby, R. (2005). "Gender differences in SME owner goals", Small Enterprise 

Research, Vol. 13 No. 2, pp. 88–109. 

Weber, P., & Geneste, L. (2014). "Exploring gender-related perceptions of SME success", 

International Journal of Gender and Entrepreneurship, Vol. 6 No. 1, pp. 15–27. 



33 

 

Weichselbaumer, D., & Winter-Ebme, R. (2005). "A meta-analysis of the international gender wage 

gap", Journal of Economic Surveys, Vol. 19 No. 3, pp. 479–511. 

Wiklund, J., Patzelt, H., & Shepherd, D. (2009). "Building an integrative model of small business 

growth", Small Business Economics, Vol. 32 No. 4, pp. 351–374. 

Wiklund, J., & Shepherd, D. (2003). "Aspiring for, and achieving growth: The moderating role of 

resources and opportunities", Journal of Management Studies, Vol. 40 No. 8, pp. 1919–1941. 

Winborg, J., & Landstrom, H. (2001). "Financial bootstrapping in small businesses: Examining small 

business managers' resource acquisition behaviors", Journal of Business Venturing, Vol. 16 No. 3, 

pp. 235–254. 

 

 

Endnotes 

                                                 
i  Ideally, we would like to use the amount of financial resources the owner(s) has available for this 

variable, however, this information was not available. We justify using the amount of financial 

resources provided to the new venture by non-owners on the basis that the external funding an 

owner is likely to be able to raise will, to a large extent, be dictated by their own financial resources.  

ii  Note that explained variance is considered to provide “the best estimation of model fit in PLS 

analysis” (Wiklund et al. 2009, p. 362). 

iii  The average path coefficient for the main relationships (excluding the control variables) is 0.22 (p < 

0.001); the average R-squared is 0.17 (p < 0.01); the average adjusted R-squared is 0.16 (p < 0.01); 

Tenenhaus’s GoF index is 0.41; and Simpson's paradox ratio is 0.85. 


