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Factors to Start-up a Micro Business   
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Abstract 
The purpose of this paper is to examine the key success factors to start-up a micro business. This study has 
been limited for women entrepreneurs in micro business, who graduated from Entrepreneurship Short 
Courses (ESC) that held by University of Ciputra. This study is a qualitative study with open ended 
questioner and deep interview as data collection techniques and research result will be presented as an 
explorative descriptive paper. Research result identified that micro business entrepreneurs needed a strong 
motivation in order to start-up their micro business. There are four critical elements out of nine elements on 
Business Model Canvas (BMC) have been identified as the key success factors of micro business start-up 
stage: cost structure, value proposition, customer segments and key resources. This study, specific BMC for 
micro business is created by personal commitments and four critical elements of Business Model Canvas 
above. 
Keywords: Financial Management, Entrepreneurial Education, Women Entrepreneurs, Micro Business. 
 
1. Introduction 
Entrepreneurship is Teachable 

According to Smart and Conant (1994) entrepreneurship is the goal-oriented process whereby an 
entrepreneur identifies business opportunities using creative thinking, key resources, and adapts to the 
environment to achieve desired business performance. Meanwhile, some of previous researchers believe that 
entrepreneurship could be tough (Gorman et al, 1997; Liem and Yosua, 2013). Furthermore, the success of 
entrepreneurial education is depending on entrepreneurship curriculum instead of student’s entrepreneurial 
capabilities (Liem and Yosua, 2013) and entrepreneurial education was an important factors for women to 
start-up their own business (Roomi and Harrison, 2010). Also, entrepreneurial education is an effective way 
to reduce micro business failures (Carter and Anderson, 2001). Therefore, this study is designed to identify 
the key success factors to start-up a micro business, then, the result of this study will be an academic 
background for developing Entrepreneurship Short Courses (ESC) for housewives who want start her own 
micro business.    
Entrepreneurship Short Courses (ESC) by Universitas of Ciputra  

University of Ciputra is eagerly to spread out the entrepreneurial education nation-wide in Indonesia. 
The implementation of University’s commitment about entrepreneurial education has been divided into 
formal and informal segments. For formal segment, University of Ciputra has committed to have one day 
entrepreneurship on Wednesday, when all faculties join entrepreneurship class. For informal segment, 
University of Ciputra has three entrepreneurship programs for public: University of Ciputra Education Center 
(UCEO), Online Entrepreneurship Courses and Entrepreneurship Short Courses (ESC).  

                                                           
1International Hospitality and Tourism Business (IHTB)University of Ciputra UC Town CitraLand Surabaya 60219 
Indonesia 

2 Postgraduate Program University of Ciputra 
3 University Social Responsibility Department University of Ciputra 
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Entrepreneurship Short Course (ESC) is focusing on entrepreneurial education for surrounding 
communities nearby campus location. ESC is University’s Corporate Social Responsibility (CSR) program. 
This CSR program was started in 2008 with previous program name: Entrepreneurship Training (ET). ET had 
been conducted once a year for two weeks course program. The entrepreneurship training has been evaluating 
and continuously improving the entrepreneurship program. In 2014, Entrepreneurship Training (ET) become 
Entrepreneurship Short Course (ESC) has been started to have four times enrollment due to market demand. 
The team curriculum of ESC limits the total participant number up to twenty four participants for every 
course. The course duration has been extended from two week in 2008 to three weeks in 2014. Even though 
participants have been charged a tuition fee as much as IDR 200,000.00 in 2008 and in 2014 the tuition fee 
has been increased to IDR 500,000.00; this program is non-profit program, because all tuition fees had been 
returned back to the participants in the end of training as business investment to growth their micro business.  

ESC curriculum has been designed for participants to learn about four learning components below: 

 Business Knowledge : The participants learned about related business theory for micro business 

 Business Inspiration: The participants have been given a role model of successful small or medium 
enterprise entrepreneurs who started their business from micro level. This session is important to increase 
participants confident to growth their micro business to the next level. 

 Field Visitation to Micro Business Venues: The participants learned from the expert on field about 
how to manage their micro businesses to be successful business. This session is designed to provide success 
evidence of micro business entrepreneurs 

 Participants’ Group Discussion: Through this session participants are expected to have a positive 
habit as entrepreneurs, which is group discussion to share their thought, ideas, problem and solution. 
Hopefully they could meet a new sharing community through ESC and they could continue this sharing habit 
after the course. 

 
 
 
 
 
 
 
 
                       

Picture 1: ESC Curriculum Concept 
That four learning components above equip participants to experience creating a business model for their 

micro business: 

 Participants’ Business Model Presentation: This session is designed to ensure participants have a real 
action plan to growth their micro business by the end of the ESC.   
Women Entrepreneurs 

This paper focused on women entrepreneurs because during the last few decades, women entrepreneurs 
have been expanding in most part of the world (Driga et al, 2009) and women entrepreneurs are one of the 
fastest growing entrepreneurial populations in the world (Brush, Bruin, and Welter, 2009). The growth of 
women entrepreneurs had led to a growing need for cohesive understanding of this phenomenon within the 
context of the social sciences, as reflected in an increasing number of studies on this topic (Bruni et al, 2004). 
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Performance Growth Success

Financial 

Measures

- Return on Investment

- Growth

- Profit

- Change in turnover  

    employees

- Market share / value

- Growth 

- Profit

- ROI

- Increase in number of employees

Non Financial 

Measures

- Time 

- Flexibility

- Quality

- Autonomy

- Job satisfaction

- The ability to balance family and

   work

According to Bitange Ndemo and Fides Wanjiku Maina (2007) lack of access to education and the absence of 
economic opportunities related directly to women’s poverty. Therefore, this study is urgently needed to equip 
women from lower economic level to have an access to entrepreneurial education. 

 
2. Theoretical Background  
Women Entrepreneurs’ Motivation to Start-up a Micro Business 

Women have stronger motivation to start-up their own micro business in order to gain greater income as 
well as creating more opportunities for advancement (Kantor, 2002). On the other hand, women 
entrepreneurs of micro business satisfied if they could cover their family monthly living cost through their 
daily micro business activities even though they have no plan to expand their micro business further (Ismail 
et al, 2006). Women entrepreneurs of micro business are commonly being motivated by the opportunity to 
increase their income, flexibility, freedom, and passion (Ismail, 1996), however, Salleh and Osman (2007) 
identified the constantly changing of women motivation in term of starting-up their micro business. This 
paper explored successful women entrepreneurs about their motivation when they started-up their micro 
business.  
Micro Business Entrepreneurs’ Success Measurement  

For micro business entrepreneurs, the achievement of business goals has been identified as a success in 
starting-up and running their own micro business (Greenbank, 2001; Gray,2002). However, micro business 
performance needed to be evaluated by a business performance measurer. Therefore, Helen Reijonen and 
Raija Kamppula (2007) stated on their previous research paper about the concept of performance, growth and 
success as one of the performance measurer tools for entrepreneurs to evaluate their micro business. Firstly, 
the concept of performance is the ability of micro business entrepreneurs to produce business results 
accordingly to its target (Laitinen, 2002). In addition, the micro business performance should be measured in 
two aspects: financial and non-financial (Laitinen, 2002). Secondly, micro business considered on growing 
level if there was a chance in micro business size, total sum of the balance sheet or number of employees 
(Virtanen, 1999). Thirdly, micro business had reach the success level if entrepreneurs considered their micro 
business succeed (Simpson et al, 2002), therefore the characteristic of micro business and the entrepreneurs 
influence their perception of their success (Walker and Brown, 2004). The key evaluation points of micro 
business performance levels by Helen Reijonen and Raija Kamppula (2007) has been shown on picture 2 
below : 

 

 

 

 

 

 

 

 

Picture 2: Evaluation of micro business performance, growth and success by Helen Reijonen & Raija 
Kamppula (2007) 

 

These success measurers of micro business have been emphasized non-financial success factors 
according to the goals and motivation of entrepreneurs (Reijonen and Kamppulla, 2007), since entrepreneurs 
usually set a non-financial goals for their micro business (Gray, 2002) and they did not focus on financial 
gain (Greenbank,2001).  
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Business Model Canvas 
Alexander Osterwalder and Yves Pigneur (2010) explained a definition of business model is a business 

model describes the rationale of how an organization creates, delivers, and captures value. The business 
model canvas offers a concept that allows entrepreneurs or future entrepreneurs to describe and think through 
the business model of their organization, the competitors, or any other enterprise. 

 

 
 
    

 

 

 

 

 

 

 

 

Picture 3: Business Model Canvass by Alexander Osterwalder and Yves Pigneur (2010) 
 

According to book Business Model Generation by Alexander Osterwalder and Yves Pigneur 
Osteowalder (2010, pp. 16-17) there are nine critical elements to start-up a business that stated on a Business 
Model Canvas: 

1. Key Partners are significant business partners outside enterprise  
2. Key Activities are critical activities to running an enterprise 
3. Key Resources are internal resources of entrepreneurs that will beneficial to starting up the business 
4. Value Propositions are critical values for entrepreneurs to satisfy customers and win the business 

competition to reach bigger market share 
5. Customer Relationships are the customers connection style that entrepreneurs choose one of them or 

combination between: (1) direct relationship – face to face relationship; (2) partial relationship – 
through helpdesk or online; (3) in-direct relationship – through automatic answering machine. 

6. Channels are the way how value proposition will be delivered to the customers, including 
communication, distribution and sales channels 
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Personal Data

No Name
Age 

Range
Education Level Hometown Residential

Marital 

Status

No of 

Children

No of 

Dependent

1 B. Siti Chusnaini 31 - 40 High School Surabaya - East Java West Surabaya Married 2               2                     

2 B. Didik 41 - 50 Elementary School Surabaya - East Java West Surabaya Married 3               3                     

3 B. Yani 41 - 50 Bachelor Degree Muntilan - Middle Java West Surabaya Married 3               3                     

4 B. Ina 41 - 50 High School Probolinggo - East Java West Surabaya Married 2               -                 

5 B. Lies 31 - 40 Diploma Yogyakarta - Middle Java West Surabaya Married 1               1                     

6 B. Alfiyah 41 - 50 High School Surabaya - East Java West Surabaya Married 1               2                     

7 B. Siti Salbiyah 41 - 50 Elementary School Mojokerto - East Java West Surabaya Married 4               4                     

8 B. Nur Safa 31 - 40 Junior High School Surabaya - East Java West Surabaya Married 2               2                     

7. Customer Segments are specific targeted customers, because different customers segment will need 
different business strategy 

8. Cost Structure are all expenses needed to start-up the business 
9. Revenues Streams are all possibilities to generate income for the enterprise 

This Business Model Canvas is an effective and efficient tool to design a business compare with regular 
business plan templates.  

However, through this study, this Business Model Canvas has been evaluated the effectiveness and 
efficiency for micro business entrepreneurs who usually have lack of financial source and education 
background. 

 
3. Research Methodology 

This paper used a qualitative study as research methodology with primary data from the research 
subjects. Primary data was collected through open ended questioner and deep interview. After that, the 
research result will be presented as an explorative descriptive paper. 
Data Analysis Process 

This study is focused on eight married women who own nine micro businesses in total. These women 
had been asked about their tough and feeling when they started their own micro business through open ended 
questioner and deep interview session.  

      
Picture 4: Personal Data of Research Participants 

 

Moreover, the current micro business performance of the research participants had been evaluated in 
order to find-out their micro business performance level in term of financial and non-financial aspects. 
According to Helen Reijonen and Raija Komppula (2007) micro business level could be divided into three 
levels. Firstly, the business has been shown positive performance. Secondly, the business is growing and 
thirdly, the business has reach success level. The current micro business performance level needed to be 
analyzed in order to examine their key success factors when they started their micro business.  

Furthermore, the key success factors to start-up their micro business will be analyzed through business 
model canvas by Alexander Osteowalder and Yves Pigneur (2010). There are nine elements of micro 
business concept that need to be evaluate, such as key partners, key activities, key resources, value 
proposition, customer relationships, channels, customer segments, cost structures and revenue streams. This 
research result is expected to determine the critical elements of business canvas as the key success factors to 
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No Owners Age
Education 

Level
Hometown Residential Business Location

1 B. Siti Chusnaini 31 - 40 High School
Surabaya - 

East Java
West Surabaya

Work from her house at 

West Surabaya

2 B. Didik 41 - 50
Elementary 

School

Surabaya - 

East Java
West Surabaya

A street stall at West 

Surabaya

3 B. Yani 41 - 50
Bachelor 

Degree 

Muntilan - 

Middle Java
West Surabaya

Two stands at foodcourt 

and a small restaurant; all 

at West Surabaya

4 B. Ina 41 - 50 High School
Probolinggo - 

East Java
West Surabaya

A small restaurant beside 

her house at West Surabaya

5 B. Ina 41 - 50 High School
Probolinggo - 

East Java
West Surabaya

A small workshop beside 

her house at West Surabaya

6 B. Lies 31 - 40 Diploma
Yogyakarta - 

Middle Java
West Surabaya

Work from her house at 

West Surabaya

7 B. Alfiyah 41 - 50 High School
Surabaya - 

East Java
West Surabaya

Work from her house at 

West Surabaya

8 B. Siti Salbiyah 41 - 50
Elementary 

School

Mojokerto - 

East Java
West Surabaya

Street stall in front of her 

house at West Surabaya

9 B. Nur Safa 31 - 40
Junior High 

School

Surabaya - 

East Java
West Surabaya

Two street stalls - 5 

minutes distance from her 

house at West Surabaya

Micro Business Information

start-up their micro business. In short, this paper is about the key success factors of eight women who have 
successfully starting and running their own micro business until at this moment. 
 
4. Research Results 
Business Information 

Among eight women entrepreneurs who own micro businesses only three women originally from 
Surabaya, meanwhile two women came from Middle Java.  

Mrs. Yani shared: 
In 1994, I was following my husband moving from Muntilan, Middle Java to Surabaya. In Surabaya, My 

husband and I stayed on a house as a marriage gift from my mother in law. My husband was working as an 
employee with payday in every two or three months, around IDR 2,000,000.00. 

Meanwhile Mrs. Lies shared her sad reason why her family moved to Surabaya from Yogyakarta: 
I followed my passion to be an entrepreneur since my high school. I determined to equip myself make-

up skills through one year diploma in beauty in Yogyakarta. After graduated from my diploma degree, I 
started-up my beauty salon in 1998, with financial support from my parents and my boyfriend, who become 
my husband later on. Our business was growing in Yogyakarta until in year 2008 an earthquake from Mount 
of Merapi ruined my salon and my first business. Moreover, that earthquake brought serious trauma for my 
husband who does not want to stay in Yogyakarta anymore. Therefore, I started again my business in 
Surabaya where is my husband hometown, and my husband worked as an employee for our living.         

   

 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Picture 5: Micro Business Information Part 1 
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No Owners
Business 

Field

Starting 

Business

Business 

Status

Length of 

Business

No of 

Employee

Average 

Revenues / 

Month (IDR)

1 B. Siti Chusnaini Snack 2012 1st Business 2 years                 -             400,000 

2 B. Didik Food 2004 1st Business 10 years                  1       3,000,000 

3 B. Yani Food 1995 1st Business 19 years                25   185,000,000 

4 B. Ina Food 2012 1st Business 2 years                  2     30,000,000 

5 B. Ina
Cake 

Training
2014 2nd Business 2 months                 -             500,000 

6 B. Lies
Make-up 

Services
1998 1st Business 16 years                  6       2,000,000 

7 B. Alfiyah Food 2003 1st Business 11 years                  6       5,000,000 

8 B. Siti Salbiyah Food 2012 1st Business 2 years                 -         3,250,000 

9 B. Nur Safa Food 2012 1st Business 2 years                  4       5,000,000 

Micro Business Information

Through the data above, it can been seen that women entrepreneurs have a tendency to start and running 
their micro business nearby their house, some of them have chosen their house as their micro business 
location. 
As Mrs. Didik stated: 

I never go further from here. Do you believe that I never been to the central of Surabaya even though I 
am 50 years old this year? I am so afraid to travel because I am not familiar with other area except West 
Surabaya.  

Different reason was given by Mrs. Siti Salbiyah who is running her micro business in front of her 
house:   

I do not have enough money to rent another place for my business and I think the location is quite 
promising because it is few minutes walking distance to university.   
Current Micro Business Information 

This study also analyzed the current business performance of the research participants. All the 
participants had started their business in micro level, however, only one of them had successfully up grade 
her business into small enterprises with two small restaurants and one medium restaurant. On top of that she 
has preparing for the fourth outlet: a café.   

Picture 6: Micro Business Information Part 2 
The successful woman entrepreneur is Mrs. Yani, and she told the story when started-up her first micro 

business as follows: 
 
 
 
 
 
 
 
 
 
 
 

 
I was started my first micro business through open table on a traditional market selling ready to eat food 

nearby my new house few months after my wedding. I was pregnant and I thought that I must do something 
to feed my children because my husband did not have enough income for living. In the first month, I decided 
to up-grade my business into catering services. Therefore, I created a menu for the next month and I 
promoted on my open table space. I started my catering business with five customers and I started to hire my 
first employee in the second month. When I delivered birth my first child, I had fifty customers and 10 
employees. After that, I started to invest in motorcycles and focusing my business to serve thousand 
employees of one of the famous factory in Surabaya three times a day for the following seven months. That 
was a good business but very tiring, therefore, I thought to do not continue the catering contract, and I started 
to selling food on street stall. The business was growing financially and I had up to thirty five employees. 
However, in 1995 to 1998, my business was going down significantly due more competitions who sold food 
on the same location, therefore I terminated almost all of my employees. In 1998, I started to move to new 
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No Name Age
Business 

Field
Financial Measures Non-Financial Measures

1
B. Siti 

Chusnaini
31 - 40 Snack

Performed : Profit, 

Growth, BEP, ROI
Performed : Flexibility

2 B. Didik 41 - 50 Food

Successed : Growth, 

Profit, BEP, ROI, Increase 

in number of employees

Successed : Automony, 

Job satisfaction, the 

ability to balance family 

and work

3 B. Yani 41 - 50 Food

Successed : Growth, 

Profit, BEP, ROI, Increase 

in number of employees

Successed : Automony, 

Job satisfaction, the 

ability to balance family 

and work

4 B. Ina 41 - 50 Food

Successed : Growth, 

Profit, BEP, ROI, Increase 

in number of employees

Successed : Automony, 

Job satisfaction, the 

ability to balance family 

and work

5 B. Ina 41 - 50
Cake 

Training
Performed : Profit

Successed : Automony, 

Job satisfaction, the 

ability to balance family 

and work

6 B. Lies 31 - 40
Make-up 

Services

Growth : Change in 

turnover employees

Successed : Automony, 

Job satisfaction, the 

ability to balance family 

and work

7 B. Alfiyah 41 - 50 Food

Successed : Growth, 

Profit, BEP, ROI, Increase 

in number of employees

Successed : Automony, 

Job satisfaction, the 

ability to balance family 

and work

8
B. Siti 

Salbiyah
41 - 50 Food Performed : Profit

Successed : Automony, 

Job satisfaction, the 

ability to balance family 

and work

9 B. Nur Safa 31 - 40 Food

Successed : Growth, 

Profit, BEP, ROI, Increase 

in number of employees

Successed : Automony, 

Job satisfaction, the 

ability to balance family 

and work

residential area at West Surabaya, and as the first steer stall that sold food and beverage, my business 
performance has continuously increasing until present with total employee of twenty five, three outlets, and I 
am preparing the fourth outlet. For this new outlet I prepare it for my daughter to run this business.          

Even though, only one woman is successful to grow her micro business to a medium enterprise and only 
five of the participants are successful financially; however, eight out of nine participants are successful non-
financially.  

Mrs. Siti Chusnaini is the only participant who has not reached success level non-financially. She is 
working as toddler teacher, but she want to own her micro business, here her explaination: 

I started my micro business two years ago, because my neighbors said that my peanut crackers are 
delicious. I made the peanut crackers when I had time; then, I distributed through some street vendor in 
villages. I like to run my own micro business because I could be flexible whenever I want to made the peanut 
crackers or not. On the other hand, I still cannot balance my time between family, my employment and this 
business.    

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Picture 7: Micro Business Current Performance based on Micro Business Evaluation Form Helen 
Reijonen and Raija Homppula (2007) 
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No Name
Business 

Field

Starting 

Year

Motivation to 

Start-up Micro 

Business

Key Success - Start-up 

Stage

1 B. Siti Chusnaini Snack 2012 Passion Strong Willingness

2 B. Didik Food 2004
Financial 

Problem

Childhood Experiences & 

Innovation

3 B. Yani Food 1995
Financial 

Problem

Confident, Excitement & 

Childhood Experiences

4 B. Ina Food 2012 Her Son Passion & Innovation

5 B. Ina Cake 2014 Passion Passion & Presistent

6 B. Lies
Make-up 

Services
1998 Passion

Education, Networking & 

Customer Satisfaction

7 B. Alfiyah Food 2003 Passion Education

8 B. Siti Salbiyah Food 2012 Passion Presistent

9 B. Nur Safa Food 2012 Passion Strong Motivation

Others participants felt satisfaction with their micro business performance in term of non-financial 
aspects, such as autonomy, job satisfaction, and ability to balance between family and work. 
Women Entrepreneurs Key Success Factors for Start-up Micro Businesses  

Motivation to start-up a micro business was important for women entrepreneurs to establish her micro 
business. Through this study, these success women entrepreneurs had two common motivations, which were 
financial difficulty and following their passion. Two participants faced serious financial difficulty that leads 
them to start-up their micro business. One of them is Mrs. Didik who shared:  

Ten years ago my neighbors refused their financial debt to me as much as IDR 100,000,000.- I worked 
very hard to get some extra money to pay back my debt to the creditor. I could not work as an employee due 
to lack education and my husband who worked as security had low salary; however, I have cooking abilities 
since I was seven years old. As the only daughter in family after my mother passed away, I must ensure that 
my father and all my five brothers had something to eat three times a day with very limited budget.  

Another one is Mrs. Yani who had a financial difficulty during her first year of marriage said:  
When I had pregnant my first child, my new family had serious financial difficulty and my parents in 

law did not want to help our daily living cost, except a house as a gift from them. My childhood 
entrepreneurial education from my parents who lived in small village in Middle Java was sharping my 
character and fighting spirit. Since I young, I helped my mom to measure soy bean when I backed home from 
school. My parents told me that I must fight for better life and never give up until we reach success. 

 
 
 
 
 
 
 
 
 
 
 

 

Picture 8: Motivation of Women Entrepreneurs to start-up their micro business 
 

Meanwhile, six participants had started their micro business because of passion. Mrs. Siti Chusnaini, 
Mrs. Alfiyah, Mrs. Siti Salbiyah, and Nur Safa have a same passion in cooking food. Another one is Ms. Ina 
who has strong passion to have training center for his second micro business. Story from Mrs. Ina who have 
two micro businesses: 

I started my first micro business in a part of my house because I concerned about my son friends cycle. 
My son was on high school and I knew that one of his friends had addicted to drug. I was so afraid that my 
son followed him. Therefore I created a hang-out place for my son and his friends at my home and provided 
cheap and healthy food for them in order to ensure they wanted to hang-out there. My son’s friends were 
targeted customers for my food tester. I also served them directly and communication with them to gain some 
inputs and them also informed me my son behavior in the school. So, I reach my goal to protect my son’s 
friend cycle to be a healthy friendship and being monitored by myself. After two years up and down in my 
first micro business, my business gross income become more balance with approximately  IDR 500,000,- per-
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No Name Age
Education 

Level

Business 

Field

Length of 

Business
Financial Measures Cost Structure

Revenue 

Stream

1
B. Siti 

Chusnaini
31 - 40 High School Snack 2 years

Performed : Profit, 

Growth, BEP, ROI
Un-well calculated

Selling 

Food

5 B. Ina 41 - 50 High School
Cake 

Training
2 months Performed : Profit

Well calculated - 

The aim : Profit

Training 

Fees

6 B. Lies 31 - 40 Diploma
Make-up 

Services
16 years

Growth : Change in 

turnover employees
Un-well calculated

Make-up 

Fees

8
B. Siti 

Salbiyah
41 - 50

Elementary 

School
Food 2 years Performed : Profit Un-well calculated

Selling 

Food

day on school holiday seasons and IDR 1,000,000,00 per-day for working days. My son has graduated from 
high school and he has working as sales person for one of the most famous company in Surabaya. I am glad 
that my son has protected from negative influences from his friend. The, few month ago I started my second 
micro business to provide a training specialist in cake and its decoration. This is my passion and I always 
believe we need a strong passion to be successful entrepreneurs.  

On the other hand, Mrs. Lies has a strong passion on make-up services and here her opinion: 
I believe I need further study to up-grade my make-up skills in order to be a successful entrepreneur in 

beauty salon. Since in high school, I decided to be an entrepreneur, I do not want to work for other people. 
Then, I thought what kind of business I want to own and run for my living. Since I young, I love to put on 
make-up for my-self and my friends. Therefore I decided to continue my study in diploma of beauty in 
Yogyakarta, Middle Java. My parents did not agree with my idea to start-up a micro business instead study in 
university, but after I had shown them my passion and dedication to this beauty business, they finally released 
their blessing and support my first beauty salon in Yogyakarta financially. I have continuously improved my 
make-up and business skills through some informal trainings, one of them was Entrepreneurial Short Course 
by University of Ciputra. Somehow, I believe passion is not enough to make an entrepreneur successful in 
her/his business, but a success entrepreneur also need education to have capacity to be a success person.   

Those deep interview results have shown that strong motivation is one of the key success factors to start-
up a micro business. Financial difficulty was not the only reason to motivate strongly a newly entrepreneurs, 
even though it was an effective reason to ensure their micro business successfully established. On top of that, 
those women entrepreneurs who participated on this study, identified another non-financial aspects has been 
identified as the key success factors which were childhood entrepreneurial education, innovation, confident, 
excitement, passion, persistent, education, networking and customer satisfaction. 
Critical Elements for Business Model Canvas (BMC) 

Among nine elements of Business Model Canvas (BMC) by Alexander Osterwalder and Yves Pigneur 
(2010), this study identified four critical elements as the key success factors of micro business start-up stage: 
cost structure, value proposition, customer segments and key resources. 
Cost Structure 
 

 
 
 
 
 
 
                  

 

Picture 9: Women Entrepreneurs Financial Performance – Part 1 
 

This study identified three women entrepreneurs (Mrs. Siti Chusnaini, Mrs. Lies, and Mrs. Siti Salbiyah) 
who have lack ability to calculate their cost structured, even though their revenues streams were similar with 
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No Name Age
Education 

Level

Business 

Field

Length of 

Business
Financial Measures Cost Structure

Revenue 

Stream

2 B. Didik 41 - 50
Elementary 

School
Food 10 years

Successed : Growth, 

Profit, BEP, ROI, Increase 

in number of employees

Well calculated - 

The aim : Daily 

food and Some 

Savings

Selling 

Food

3 B. Yani 41 - 50
Bachelor 

Degree 
Food 19 years

Successed : Growth, 

Profit, BEP, ROI, Increase 

in number of employees

Well calculated - 

The aim : Profit

Selling 

Food

4 B. Ina 41 - 50 High School Food 2 years

Successed : Growth, 

Profit, BEP, ROI, Increase 

in number of employees

Well calculated - 

The aim : Profit

Selling 

Food

7 B. Alfiyah 41 - 50 High School Food 11 years

Successed : Growth, 

Profit, BEP, ROI, Increase 

in number of employees

Well calculated - 

The aim : Profit

Selling 

Food

9 B. Nur Safa 31 - 40
Junior High 

School
Food 2 years

Successed : Growth, 

Profit, BEP, ROI, Increase 

in number of employees

Well calculated - 

The aim : Support 

family financial 

Selling 

Food

other women entrepreneurs who participated on this research. As can been seen, their financial performance 
could not categories as a successful business.Mrs. Siti Chusnaini and Mrs. Siti Salbiyah’s micro business 
financial still on the first level after their micro businesses were running for two years. Meanwhile, Mrs. Lies 
has reached the second level of micro business financial performance measurement by Helen Reijonen and 
Raija Homppula (2007) after sixteen years. 

On the other hand, the research results shown that Mrs. Ina has successfully reached the first level of 
micro business financial performance measurement after her second months because she could calculate her 
cost structure very well. Within two month, she had Break Even Period (BEP) for her second micro business.  
 

 
 
 
 
 
 
 
 
 

 

Picture 10: Women Entrepreneurs Financial Performance – Part 2 
 

On this study also identified the positive correlation between the ability to manage cost structure with 
micro business financial performance. Meanwhile, the financial performance of micro business did not 
significantly decided by women entrepreneurs to gain revenues stream. This condition due to the lack ability 
to create and develop more than one variance revenue streams for women entrepreneurs who own and run 
their micro businesses. 

It can be seen that five women entrepreneurs who own their micro businesses have ability to manage 
their cost structure very well. Even though their ability to develop variant revenues streams need to be 
developed, but they are successfully reach the highest level of micro business financial performance.  
Value Proposition 

Value proposition is important to attract potential customers and/or customers to buy products or 
services. The value proposition is also an important and critical for entrepreneurs to win business 
competitors. 
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No Name Age
Education 

Level

Business 

Field

Length of 

Business

Value 

Proposition

Customer 

Segment

1
B. Siti 

Chusnaini
31 - 40 High School Snack 2 years No Low

2 B. Didik 41 - 50
Elementary 

School
Food 10 years

Yes - Cheap 

and Loan 

Food

Middle - 

Low

3 B. Yani 41 - 50
Bachelor 

Degree 
Food 19 years

Yes - Ready 

to eat food

Middle - 

Low

4 B. Ina 41 - 50 High School Food 2 years

Yes - Cheap 

and Hang-

out Place

Middle - 

Low

5 B. Ina 41 - 50 High School
Cake 

Training
2 months

Yes - 

Customize 

program

Middle - 

Low

6 B. Lies 31 - 40 Diploma
Make-up 

Services
16 years No Low

7 B. Alfiyah 41 - 50 High School Food 11 years

Yes - Cheap 

and Loan 

Food

Low

8
B. Siti 

Salbiyah
41 - 50

Elementary 

School
Food 2 years

Yes - Cheap 

Food
Low

9 B. Nur Safa 31 - 40
Junior High 

School
Food 2 years

Yes - Cheap 

Food

Middle - 

Low

No Name
Length of 

Business

Customer 

Segment

Average 

Revenues / 

Month (IDR)

1 B. Siti Chusnaini 2 years Low                     400,000 

2 B. Didik 10 years Middle - Low                 3,000,000 

3 B. Yani 19 years Middle - Low            185,000,000 

4 B. Ina 2 years Middle - Low               30,000,000 

5 B. Ina 2 months Middle - Low                     500,000 

6 B. Lies 16 years Low                 2,000,000 

7 B. Alfiyah 11 years Low                 5,000,000 

8 B. Siti Salbiyah 2 years Low                 3,250,000 

9 B. Nur Safa 2 years Middle - Low                 5,000,000 

Picture 11: Value Proposition of micro business 
All of these women entrepreneurs were focusing to provide cheap product or service. For these women 

entrepreneurs in micro business, the only thing that they could think to attract their customers was cheaper 
price because their customers were price concern with limited buying power.  

This study purpose for Entrepreneurship Short Course (ESC) to ensure women entrepreneurs will able to 
create and develop an effective value proposition for their product and/or services, even though for lower 
economic segment customers.  
Market Segments 

These women entrepreneurs in micro business stuck with lower market segment as their customers 
based. This condition could be well understood due to their knowledge, habit and environment of micro 
business usually dealing with lower economic segment community. ESC should introduce these women 
entrepreneurs to higher economic level communities and connect it. By introducing to higher economic level 
communities for women entrepreneurs in micro business could broader their networking.  

 
 
 
 
 
 
 
 
 

 
Picture 12: Customer Segments of Micro Business 
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No Name Key Resources
Personal 

Skills

Family 

Support

Business 

Location

Potential 

Customers

1
B. Siti 

Chusnaini
- Cooking Ability YES NO NO NO

2 B. Didik
- Cooking Ability

- Business Location 
YES NO YES NO

3 B. Yani

- Cooking Ability

- Human Resources Supply From Her 

Parents

YES YES NO NO

4 B. Ina

- Support From Her Husband (Chef)

- Potential Customers From Her Son 

Friends 

- Business Location at Home

NO YES YES YES

5 B. Ina
- Baking Ability

- Business Location at Home
YES NO YES NO

6 B. Lies - Make-up Skills YES NO NO NO

7 B. Alfiyah - Cooking Ability YES NO NO NO

8
B. Siti 

Salbiyah
- Cooking Ability YES NO NO NO

9 B. Nur Safa - Cooking Ability YES NO NO NO

For start-up level of micro business, women entrepreneurs in micro business could tap lower economic 
level community as their customers. However, it can been seen above those women entrepreneurs who taping 
only low economic segment customers relatively had generate lower income compared with those taping 
medium to low economic level customer segments. 
Key Resources 

The study was identified there were four types of key resources that women entrepreneur had when they 
started-up their micro business: personal skills, family support, business location, and potential customers. 

   
 
 
 
 
 
 
 
 
                 

 

Picture 12: Customer Segments of Micro Business 
Personal skills that related with type of business is important for women entrepreneurs to started-up their 

micro business. This personal skill was critical for women entrepreneurs to be confident. Only Mrs. Ina had 
no cooking skills and she dare to start her micro business due to strong motivation to protect her son 
friendship cycle and support from her husband has cooking skills. It can been shown that only personal skills 
was the most critical factor of key resources micro business compared with support from family, business 
location and potential customers. 

These personal skills were including the ability to develop business model. According to Mrs. Yani, 
Mrs. Didik, and Mrs. Ina, they admitted they were the one who created and develop specific business model 
for their micro business since start-up stage until present. 
Mrs. Yani shares eagerly: 

I thought to run this micro business by my-self since the beginning, because I could hope for my 
husband or my family to support me in this area. I believe to growth this micro business; I must be creative 
and innovative all the time. I must ensure all my customers will back again for lunch every day in my small 
restaurant, therefore, I frequently creates new menu based on customers’ reference. I talk everyday with my 
customers to gain bounding felling with them, and to ensure all my customers have been served well by my 
employees. 
Meanwhile, Mrs. Ina said: 

I cannot cooking, but my husband help me to create the menu. Other than cooking stuffs, I am the one to 
think about the procedures and business model. I arrange food testing before it is launched for public. I talk 
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Step 1:

Personal Commitments:

The biggest motivation to start-up 

a micro business
Key Resources Customer Segments

The biggest dream about that 

business
Cost Structures Values Proposition

Step 2:

Simple Business Model:

everyday with my customers, because I want my customers feel be treated well by the owners, and they could 
come again. I am the soul of my micro business, if I am not on my store, then my micro business will be 
running without soul. 

      
5. Conclusion and Recommendations  

To successfully encourage women, specifically housewives to start-up their micro business depends on 
how these women have successfully being motivated and equipped by effective and efficient business skills. 
From eight inspired women entrepreneurs in micro business that willingness to participate in this study, it can 
been learned that strong motivation to create and run a micro business could be from external aspect, such as 
financial difficulties and willingness to provide a better life for her family. Meanwhile, the most effective 
motivation from internal aspect is passion. 

Therefore, for women, especially housewives who want to start their own micro business is suggested to 
observe their own passion as the starting point. Entrepreneurships Short Course (ESC) should able to 
accommodate the process for housewives to find their passion. 

This paper suggests a simple Business Model Canvas (BMC) that modified from BMC by Alexander 
Osterwalder and Yves Pigneur (2010) for ESC as a based curriculum development for women, especially 
housewives who want to start-up their first micro business. It is called BMC for Micro Business with contain 
of two segments: (1) Personal Commitments and (2) Simple Business Model. Personal Commitments 
contains of motivation to start-up their micro business and their dream of their micro business in the future, 
including with the time frame. Meanwhile the Simple Business Model divided into four segments which are 
key resources, customer segments, values proposition and cost structures. 

 

 

 

 

    

 
 
 
 
 

Picture 13: BMC for Micro Business Thinking Concept 
 

ESC team should guide the potential women entrepreneurs from micro business to discover their passion 
in order to develop a strong motivation or strong dream for them to create micro business. There is no 
specific regulation that women entrepreneurs must start from their motivation then discover their dream. 
However, they must find the first step: personal commitments before continue to the second step: a simple 
business model that contain of four elements of nine BMC by Alexander Osterwalder and Yves Pigneur 
(2010) 
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Picture 14: BMC for Micro Business (A Modified Model) 
 

The BMC for Micro Business needs to be evaluated to find out the success rate to encourage women, 
especially housewives to start-up their first micro business. 

All in all, women entrepreneurs in micro business key success factors strong motivation, and their 
expertise to develop and manage four aspects of business skills: identify and maximize their key resources; 
explore customer segments; identify customers’ needs and develop a value proposition innovatively; and 
ability to calculate cost structures. For those women entrepreneurs in micro business who have expertise on 
these basic business skills, and have strong motivation, they are successfully in financial performance and 
non-financial aspects. To faster the success period, this study suggests remaining women entrepreneurs in 
micro business about their biggest dream and the time frame to achieve it.  
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