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This exploratory study examined Oregon home-based

business owners' needs and their willingness to participate

in selected educational activities. The specific objectives

of the study were: (1) to determine home-based business

owners' needs in the areas of Planning and Evaluation,

Marketing and Sales, Finance, Laws and Regulations, Product

and Quality Control, and Family; (2) to investigate

relationships between home-based business owners'

demographic factors and their needs; (3) to investigate the

relationship between home-based business owners' business-

related factors and their needs; (4) to determine home-

based business owners' willingness to participate in

educational activities; (5) to investigate the relationship

between home-based business owners' demographic factors and

their willingness to participate in educational activities;

and (6) to investigate the relationship between home-based



business owners' business-related factors and their

willingness to participate in educational activities.

The data used in this study were collected by the

Oregon State University Extension Service in 1988. The

sample included 353 Oregon home-based business owners who

completed and returned a twenty six question, mail survey.

Statistical analyses of the data were conducted using

simple linear regressions, stepwise multiple regressions,

t-tests, and chi-square statistics. At a significance level

of p < .05 there were significant relationships between

home-based business owners' (1) demographic factors and

their needs, (2) business-related factors and their needs,

(3) demographic factors and their willingness to

participate in educational activities, and (4) business-

related factors and their willingness to participate in

educational activities.

The results of this study should benefit educators by

helping them understand home-based business owners' needs

and to assist them in designing, developing, and delivering

effective educational resources for home-based business

owners.
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NEEDS ASSESSMENT OF OREGON HOME-BASED BUSINESS OWNERS

CHAPTER I

INTRODUCTION

The number of home-based businesses in the United

States has increased greatly over the past few years. While

in 1980, the US Census reported 1.2 million Americans with

home-based businesses, three years later in 1983, about 5

million home-based businesses were estimated by the Small

Business Administration (Atkinson, 1985). For 1985,

estimates of the number of home-based entrepreneurs vary

between 10 and 24 million (Atkinson, 1985; Freedman, 1985).

No systematic data base on the number and types of

businesses is available but there is agreement that home-

based businesses are growing in number and in importance for

the American economy (Freedman, 1985; Hewes, 1981).

Writers, consultants, and artists have traditionally

combined work and living space ("At-home-income-

generation", 1987). Today, home-based businesses include

more than traditional home-based occupations. During the

last two decades, individuals operating a variety of

service, retail, and manufacturing businesses have relocated

their work from an outside workplace back to the home

(Freedman, 1985; Wolfgram, 1984).



2

Operating a home-based business offers income

generating opportunities for different groups of people.

Mothers with small children might choose the possibility to

work at home while also taking care of their children. For

disabled or other people who have difficulties finding

employment, starting a home-based business is an important

opportunity to earn money and to find self-fulfillment

("Running a business", 1983; Tazelaar, 1986). For others

operating a home-based business might mean more efficient

and more satisfying working conditions while avoiding stress

and costs usually associated with the daily commute to the

workplace (Pratt, 1984; "Running a business", 1983).

Problem Statement

While a home-based business may bear an alternative of

income generation for many people, many of them mention

difficulties and problems in combining home and the

workplace (Christensen, 1985; Tazelaar, 1986). Little

research has been conducted investigating home-based

business owners' needs in relation to business and family.

Based on the limited literature that is available it can be

concluded that there are problems for home-based businesses

in areas dealing with laws and regulations, management of

the business, and in the combination of work and family

life.
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Home-based business owners are normally not reached

through traditional economic development efforts and,

therefore, need special attention (Greenwald & Schmidt,

1984). Educational programs for small business owners are

provided by a variety of sources such as colleges, the

federal Small Business Administration, Small Business

Development Centers, and enterprise agencies (Kline, Stegall

& Steinmetz, 1982).

Support for home-based businesses in Oregon is still

scarce. Community colleges, the Small Business

Administration, and Small Business Development Centers

provide information and advice for small businesses. They

include home-based businesses in their programs but offer

little specific information for the home-based business

owner. In many states, including Oregon, extension services

provide educational programs for home-based businesses.

Programs on topics related to home-based business skills

have proved popular but the difficulty in reaching the

specific audience is discussed widely (Wise, 1985). Little

is known about home-based business owners' willingness to

participate in any formal education programs. To provide

more and effective information and education for home-based

businesses, educators must get a better understanding of

their clientele's problems and needs. Educational services

provided by universities and Extension Services can make

important contributions in entrepreneurial education if
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workable programs can be developed from the results of the

research (Hornaday & Aboud, 1971).

Other potential sources of assistance for home-based

businesses such as trade associations, consulting firms and

bureaus of business research must know their clientele's

needs to provide useful information. In addition, the Small

Business Administration and commercial banks need more and

better information to provide adequate financial support for

home-based businesses (Kline, Stegall & Steinmetz, 1982).

Statement of Purpose

The purpose of this study is to investigate home-based

business owners' needs and to explore their willingness to

participate in educational activities.

Objectives

1. To determine home-based business owners' needs in

the six following areas:

a. Planning and evaluation

b. Marketing and sale

c. Finance

d. Laws and regulations

e. Product and quality control

f. Family
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2. To investigate relationships between demographic

factors (age, gender, residence, number and age of children,

marital status, and education) and home-based business

owners' needs.

3. To investigate relationships between business-

related factors (type of business, length of time that the

business is owned, home-based business income, total

household income, time spent in the business, number of

employees, and previous experience in a home-based business)

and home-based business owners' needs.

4. To determine home-based business owners' willingness

to participate in educational activities.

5. To investigate relationships between home-based

business owners' demographic factors and their willingness

to participate in educational activities.

6. To investigate relationships between home-based

business owners' business-related factors and their

willingness to participate in educational activities.
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Hypotheses

Ho 1: There is no significant relationship between home-

based business owners' demographic factors and

their needs.

Ho 2: There is no significant relationship between home-

based business owners' business-related factors

and their needs.

Ho 3: There is no significant relationship between home-

based business owners' demographic factors and

their willingness to participate in educational

activities.

Ho 4: There is no significant relationship between home-

based business owners' business-related factors and

their willingness to participate in educational

activities.

Limitations

The survey sample cannot be considered representative

for all home-based business owners in Oregon, since a random

sample could not be generated.
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Assumptions

1. The questions used in this study are an accurate

measure of needs and of willingness to participate in

educational programs.

2. The respondents completed the questionnaire to the

best of their knowledge.

3. Those respondents who completed and returned the

questionnaire are not significantly different from those who

did not complete and return the questionnaire.

Definitions of Terms

Home-based business: Any enterprise that produces goods

or services and is operated in or from the home

(Pratt & Davis, 1985).

Need: Gap between a current set of circumstances and

some changed or desirable set of circumstances,

whereas circumstances can be described in terms of

proficiency (knowledge, skill, attitudes),

performance, or situations (Pennington, 1980).
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Needs assessment: A systematic approach for the

determination of documentable and important gaps

between current circumstances and desired

circumstances and the placing of those gaps in

priority order for closure (Kaufman and English,

1979).
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CHAPTER II

REVIEW OF LITERATURE

Overview of Home-based Businesses

In the United States, home-based businesses date back

to colonial times. At that time, the home was the center of

production and the whole family participated in the

production and marketing of a variety of goods (Atkinson,

1985). Until the Industrial Revolution, agriculture and home

businesses dominated the economy. During the early 19th

century, the development of centralized factories, extensive

commercial activities and improved transportation lead to

the centralization of the workspace, first in factories,

then in offices (Christensen, 1985). Unable to compete with

the efficiency of large industrial centers, the majority of

home-based businesses were forced out of business by the

early 20th century (Atkinson, 1985). Out of the physical

separation of a centralized workplace and home grew the

notion of work and family as separate and relatively

autonomous spheres (Christensen, 1985). More recently, a

change is taking place in the American society. An

increasing number of people relocate their work from an

outside workplace back to the home. The work-at-home work

force can be divided into two groups: those who are employed
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by a firm to do all or part of their work at home and those

who are self-employed and run their businesses in or from

their homes (Carsky, Dolan & McCabe, 1985). Self-employed

home-based workers are the focus of this study.

Although there are controversies in regard to the

actual number of home-based businesses and home-based

entrepreneurs, there is agreement that the trend is growing.

In 1980, there were about 1.2 million Americans with some

home-based business reported by the US Census (Atkinson,

1985). Today, it is estimated that there are more than 10

million home-based businesses in the US, about 7 million of

them are nonagricultural enterprises (Freedman, 1985).

According to the Small Business Administration (1984), about

20 percent of new enterprises are operated in or from the

owner's home. Some experts predict that up to 20 million

people will earn their living from home-based jobs and

businesses by 1995 (Freedman, 1985; Atkinson, 1985).

The increasing number of home-based businesses has been

largely overlooked, possibly because home-based businesses

have been lumped together with other small businesses. As a

result their importance in the American economy has been

viewed as insignificant for a long time (Wolfgram, 1984). In

addition to the economical impact, effects of operating a

home-based business on the family need to be investigated.

The identity of work and living space might have important

implications for work and family life.
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Overview of Home-based Business Research

There is a scarcity in analytical and scholarly studies

on home-based businesses. A number of studies on home-based

workers could be located in the literature but only a few

provide information on specifically the home-based business

and the home-based business owner.

Studies conducted by an AT&T market research group

("Following the work-at-home trend", 1984), by Salomon and

Salomon (1984), and by Pratt (1984), researched

home-based workers. While these researchers investigated

home-based work in general, most of them do not focus on

home-based businesses. In 1985, the Department of Labor

included questions on home-based work in the Current

Population Survey and some research is based on this data

(Heck and Walker, 1987; Horvath, 1986; Pratt & Davis, 1985).

Greenwald and Schmidt (1984) profiled 221 home-based

business owners in Minnesota. Results of the study include

demographic and business-related information on the home-

based business owner. A study by Pratt and Davis (1985) was

conducted to determine approaches to counting, describing,

and measuring the economic contributions of home-based

businesses. The results of their study indicate that home-

based businesses serve as an incubator for many new

businesses, account for a number of companies in the service

industry, and may provide jobs to persons who otherwise
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might be unable to work because of personal disabilities,

household responsibilities, or the need to care for family

members.

Four reports using case studies could be identified.

Beach (1985) explored the integration of home-based work and

family with 15 case families. Twelve different home work

occupations were listed and it was assumed that most of the

workers were home-based business owners rather than

employees. It was found that work at home was frequently

interrupted by child care, household tasks, and family

duties.

Shifflett and Hoskins (1984) surveyed twenty women

with home industries in rural Virginia. The objectives were

to explore the forms of household production, the impact of

income from women's household industries on family

economics, to identify constraints perceived by the women,

and to examine the findings in terms of research strategies

in Third World poverty programs.

Goetting and Muggli (1988) surveyed 13 entrepreneurial

home economists, eight of them had a home-based business.

The objectives were to determine what types of businesses

they started and what advice they could offer to others who

were considering starting a business.

A recent study at Oregon State University by Holyoak,

Koester, Cunningham, Green, and McCormick (1988)

investigated differences between home-based and non home-
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based female entrepreneurs. In addition, a business- and

demographic profile of 27 home-based business owners and 30

non home-business owners was obtained.

Various case studies and monographs in the popular

press emphasize the diversity of home businesses and no

further generalizations are attempted (Cimons, 1981; "The

itch to switch", 1982). They describe advantages and

disadvantages of running a home-based business on an

individual basis and tend to ignore differences among types

of homeworkers (Carsky, Dolan & McCabe, 1985). Studies on

entrepreneurs in general are available also but there is a

lack of systematic research investigating personal and

business-related characteristics of specifically the home-

based business owner (Becker, 1984; Vaught & Hoy, 1981). For

home-based business owners, the effects of work at home on

work and nonwork issues are complex and are just beginning

to be investigated ("At-home-income-generation", 1987).

Demographic Characteristics of Home-based Business Owners

Gender of the business owner.

Very little is known in relation to the percentage of

female and male home-based business owners. The popular

literature emphasizes the large number of female home-based

businesses but comprehensive studies are scarce. Empirical

studies often use purposive samples, excluding male home-
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based business owners (Holyoak, et al., 1988; Shifflett and

Hoskins, 1984). Others report difficulties having male home-

based business owners respond for survey purposes (Goetting

& Muggli, 1988).

Heck and Walker (1987) found that 60 percent of their

sample of employed and self-employed home-based workers were

male. Similar results are reported by the Department of

Labor (55%) and by the AT&T study where the home-based

worker is described as "typically male" ("Following the

work-at-home trend", 1984, p. 36; Horvath, 1986). In

contrast to these findings, Greenwald and Schmidt (1984)

report that the majority (77%) of the surveyed home-based

business owners in their sample were female.

Age of the business owner.

The Department of Labor suggests that working at home

might be especially appealing to older workers who want to

avoid the stress of the daily commute to work. In the

Current Population Survey of 1985, nearly one fifth of all

full-time home-based workers consisted of persons over 55

years of age (Horvath, 1986). Holyoak et al. (1988) also

report about a quarter of their respondents to be over 50

years old (26%). About 37 percent of their respondents were

in the 28 to 35 age bracket and another 37 percent were

between 36 and 50 years old.

In AT&T's study it is suggested that the majority of
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the home-based workers can be found among younger workers:

about 60 percent of the surveyed individuals working at home

were in the 25 to 44 age bracket. Heck and Walker found the

same trend when they report that almost half of their

respondents were in this age bracket. Greenwald & Schmidt

(1984) found that an even higher percentage (68%) of the

home-based business owners were in this age group.

In the study by Goetting and Muggli (1988) the age of

the respondents ranged from 26 to 54 years with a median of

39 years. No age information was given in other studies

(Beach, 1985; Pratt & Davis, 1985)

Family composition.

The majority (61%) of the survey respondents in

Minnesota (Greenwald & Schmidt, 1984) lived in a household

with three to five members and an additional 23 percent

lived in two-person households. Only a few reported that

they .lived alone or with more than five members. Heck and

Walker (1987) found that a large proportion (63%) of the

surveyed home-based workers lived with three or less people.

In contrast to views supported in the popular

literature, Heck and Walker (1987) did not find a large

number of young mothers in the work-at-home force. Almost

half of the self-employed women in their sample had no

children living at home. A similar trend can be recognized

in the study by Holyoak et al. (1988). They found that 34.6%
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of the surveyed home-based business owners had no children

living at home. Half of the respondents (50.0%), however,

had one or two children at home. Only 15.4% had three or

four children living at home.

One of the sample requirements for the inclusion in the

Beach (1985) study was at least one child at home. A maximum

of three children were living at home at the time of the

study. Goetting and Muggli (1988) found that 85 percent of

their respondents were married. They did not include

information about number or age of children.

Education.

Little data about home-based business owners level of

education is available. Some studies explored educational

achievement of the work-at-home work force in general. Heck

and Walker (1987) found that individuals with higher

educational levels were underrepresented among home-based

workers. Overrepresented were workers with six to eight

years of school and workers with high school diploma. This

study is in contrast to findings by the AT&T researcher

group. They suggest that home-based workers have a better

education than their in-office counterparts: twice as many

undergraduate and advanced degrees compared with the

conventional workforce can be found among home-based workers

("Following the work-at-home trend", 1984).

Only one study could be located that explored the
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education level of home-based entrepreneurs. In the study by

Holyoak et al. (1988), all home-based business owners had

completed high school. About one third (34.6%) had some

education beyond high school, 19.2 percent had graduated

from college and 23.1 percent had attended or completed

graduate school.

Goetting and Muggli (1988) included in their sample

only home economists with at least a bachelor degree.

Greenwald and Schmidt (1984) and Beach (1985) give no

information about education.

Community size.

It is suggested that a large proportion of home-based

businesses can be found in rural communities with little

employment possibilities (Shifflett & Hoskins, 1984).

Results of Heck and Walker's study (1987) support this

suggestion. They found about 54 percent of the surveyed

home - based workers to be living in communities of 50,000

population or less.

In contrast to this study, Greenwald and Schmidt (1984)

found the majority (57%) of their respondents to be located

in a metropolitan area. Of the remaining 43 percent, about

10 percent were living in communities with 10,000 to 50,000

persons, 16 percent in areas with 1,000 to 10,000 persons,

and 17 percent in communities with less than 1,000 persons.
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Business-related Characteristics of Home-based Business

Owners

Types of business.

Certain professions such as writers, artists,

consultants, and architects have traditionally worked at

home, but the scope of home-based businesses has grown in

recent years. Today, home-based businesses include such

diverse occupations as lawyers, psychologists, accountants,

designers, or publishers. A list of over 300 different jobs

and businesses that are currently being done from the home

has been published (Behr & Lazar, 1983).

The need to develop a typology that distinguishes

specifically enough between different types of home-based

businesses is recognized (Carsky, Dolan & McCabe, 1985;

Pratt, 1986). Only few attempts however, could be found in

the literature. Carsky, Dolan and McCabe (1985) distinguish

home-based workers on the basis of occupation. Five

classifications were identified: customary, traditional,

conventional, technological, and craft workers. Most

frequently used is a categorization focusing on a few key

industries (Becker, 1984; Heck & Walker, 1987; Horvath,

1986). The dominant industries are service, manufacturing,

wholesale, and retail.

An increasing number of services are provided by home-

based businesses, ranging from cleaning and secretarial to
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exercise instructions and pet grooming ("Following the work-

at-home trend", 1984; Wolfgram, 1984). According to the

Department of Labor, about half of the persons whose work

was entirely home-based in 1985, could be found in service

industries (Horvath, 1986). No further differentiation

between home-based workers and home-based business owners

had been made in this study.

Other researchers also found a large number of people

in service industries when they only included home-based

businesses in their samples. Greenwald and Schmidt (1984)

found that 31 percent of the surveyed home-based business

owners in Minnesota had businesses in the service sector. In

the study by Holyoak et al. (1988), 72 percent of the

surveyed female home-based business owners were operating a

service-oriented business.

The Department of Labor Statistics estimated in 1985

that only about 10 percent of the individuals working at

home are actually producing something, but this number

includes both employed and self-employed home-based workers

(Horvath, 1986; "Working at home", 1986). It is suggested

that many home-based enterprises are both producing and

selling products (Hewes, 1981). Little data about the number

of home-based businesses in manufacturing industries is

available besides the study by Holyoak et al. (1988). About

24 percent of the home-based businesses investigated in

their survey were manufacturing products. A broad range of
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goods are produced in the home but Atkinson (1985) suggests

that a large number of home-based entrepreneurs are involved

in manufacturing and selling crafts. In a study of rural

Virginia home industries, Shifflett and Hoskins (1984) found

the majority of the surveyed women engaged in the production

and selling of crafts and different food- and garden

products. In three other studies, home-based businesses

produced primarily craft and household items (Beach, 1985;

Goetting & Muggli, 1988; Greenwald & Schmidt, 1984). Behr

(cit. in Atkinson, 1985) estimates that up to 40 percent of

all home businesses can be connected in some way to the

hobby/craft business.

Numbers of home-based businesses in wholesale and

retail trade differ considerably in the literature.

According to the 1985 Census data, wholesale and retail

trade ranged second after service industries and accounted

for about 17 percent of the home-based work force (Horvath,

1986). A higher proportion was found by Greenwald and

Schmidt (1984): of the Minnesota businesses they surveyed,

31 percent were selling a product and 32 percent were

selling some combination of products and services. In

contrast, Holyoak et al. (1988) report only 4 percent of the

surveyed women were in a retail business. Freedman (1985)

and Atkinson (1985) suggest that an increasing portion of

the home-based business owners are engaged in small mail-

order firms and in a growing number of direct sales
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companies. In 1985, the number of direct sales

distributorships accounted only for a small portion of the

home-based businesses (Freedman, 1985).

Years in business.

Research results indicate that home-based businesses do

not necessarily have a short lifespan. Thirty percent of the

home-based businesses surveyed by Greenwald and Schmidt

(1984) had been in operation for more than five years. Only

about 18 percent had existed less than one year.

The home-based business women in the study by Holyoak

et al. (1988) had their business for an average of 6.6

years, with a range from 5 months to 32 years. About 44.4

percent of the women had been in business for less than five

years, 33.3 percent for five to nine years, and 22.2 percent

for ten years or longer. Most (77.8%) had not previously

owned another home-based business. In Goetting and Muggli's

study (1988), the businesses surveyed had been in existence

from eleven months to six years.

Time spent in the home-based business.

In the literature it is emphasized that the tendency to

work long hours is much more pronounced among home-based

workers than among people who work somewhere else (Atkinson,

1985). Research on home-based business owners show a similar

tendency.
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In the Minnesota Project by Greenwald and Schmidt

(1984), 17 percent of the respondents reported less than 10

hours per week in the home-based business. About 28 percent

worked 11-25 hours, 26 percent 26-40 hours, and 28 percent

worked for more than 40 hours per week in the business. Data

from the Holyoak et al. (1988) study support these findings.

These researchers found that one-third (33.3%) of the

surveyed business women worked between 40 and 69 hours per

week in their business. About half (51.8%) of the

respondents reported from 10 to 39 hours per week. The total

range in this study was from 4 or less hours to over 80

hours per week.

Income.

For a long time, income from home-based businesses was

not taken seriously as a source of income. For many people,

the home-based business income is supplemental or even the

sole income source (Clearly, 1985). According to Behr (cit.

in "The battle", 1984), earnings in home-based businesses

range from pin money to six figures annually. Little is

known about actual earnings in home-based businesses since

many home-based business owners keep a very low profile.

Shifflett and Hoskins (1984) report difficulties in

collecting data on financial aspects of home-based

businesses.

It is suggested that working at home is not necessarily
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combined with low earnings, but hard data is scarce

(Atkinson, 1985). A study conducted by a research group at

AT&T found that 41 percent of the surveyed employed and

self-employed home-based workers earned in excess of $30,000

annually. In contrast to this study, income distributions in

Goetting and Muggli's (1988) and Holyoak et al.'s (1988)

samples reflect a large proportion of home-based business

owners in low income brackets.

About 58 percent of the respondents in the Oregon study

reported annual home-based business income of less than

$5,000. Holyoak et al. (1988) found that about 19 percent

earned between $10,000 and 29,999; 26 percent had an annual

income between $30,000 and $50,000, and only two businesses,

or 7.7 percent, earned $30,000 or more. The median annual

business income was between $1,000 and $4,000 for the 27

female home-based business owners that had been surveyed.

Goetting and Muggli (1988) found that only two out of

the eight home-based businesses in their survey, had an

annual income of over $15,000. Three businesses earned less

than $2,000 annually, the three others made from $2,000 to

$9,300.

A similar picture emerges from Greenwald and Schmidt 's

study (1984). They report that the majority (61%) of the 221

persons surveyed, indicated annual sales of less than

$10,000. Only about 7 percent reported sales over $50,000.

Mean sales for the surveyed home-based businesses was
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approximately $15,500.

The majority of home-based businesses in these

empirical studies do not rely on home-based business income

as the sole source of family income. Only 14 percent

(Greenwald & Schmidt, 1984) and 11 percent (Holyoak et al.,

1988) of the home-based business owners reported that their

businesses provide 100 percent of the family income. Less

than half (40.7%) indicated that the business contributes

over 50% of the family income in the OSU study, and almost

60 percent of Greenwald and Schmidt's respondents indicated

that their home-based business contributes less than one-

fourth of their total household income. Respondents in the

survey by Shifflett and Hoskins (1984) reported income that

varied from total support of the family to supplemental

income.

Employees.

Researchers at AT&T (Atkinson, 1985) and Shifflett and

Hoskins (1984) found that most home-businesses are run by

one person or by one person plus one household member. They

estimate that less than one third of the home-based

businesses employ someone from outside the family. Their

findings are supported by other research.

The majority (75%) of the home-based business owners

surveyed by Greenwald and Schmidt (1984) reported that they

did not have any employees. About 16 percent indicated that
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they had 1-2 employees while only a small number of the

respondents employed more than 2 persons. In the study by

Holyoak et al. (1988), about 91 percent of the surveyed

persons had no full-time employees and 82.6 percent had no

part-time employees. Only 8.6 percent had one to three full-

time employees and 17.3 percent had from one to five part-

time employees.

Advantages and Disadvantages of

Home-based Businesses

Explanations for the increasing popularity of self-

employment and especially for the popularity of home-based

businesses vary throughout the literature. The

entrepreneurial spirit was almost dead during the 1950s and

1960s, but by 1970 the mood began to change. Besides the

changing psychological trend towards entrepreneurship, the

"baby boomers" reached employment age and had to face high

unemployment rates because of their large numbers (Atkinson,

1985). Among the reasons for the growing trend toward home-

based businesses in comparison to a business that is

operated in a different workplace than the home, are the

rising costs of commercial rentals and stress and expenses

of commuting (Cimons, 1981; "Running a business", 1983;

Wolfgram, 1984;). Tax advantages of home-based businesses

and low start-up costs are just two more often cited
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advantages (Scott, 1985).

Home-based business owners feel a new sense of

independence and they appreciate the flexibility in work

hours and in meeting household demands. In Beach's study

(1985), the responsiveness to the family was credited as a

prime source of satisfaction. Home-based business owners

desire to spend more time with the family and to take a more

active role in raising their children. Childcare is

considered to be less of a problem when running a business

in the home than when parents work away from home.

Especially among women the positive attitude toward home-

based businesses is growing (Carsky, Dolan & McCabe, 1985;

Wolfgram, 1984). For many home-based business owners, the

responsibility and challenge of being one's own boss is the

most rewarding aspect (Wolfgram, 1984).

There are concerns about the possible negative effects

of home-based businesses on the workers and their

environment. Alternating between workplace and home has been

viewed as desirable and often stimulates creativity (Carsky,

Dolan & McCabe, 1985). When the workplace overlaps with the

home, the effect of leaving work behind after a certain time

is diminished. The temptation to work all the time may be

problematic for the home-based business owner and the

residential worksite may be the origin for a new type of

workaholic (Carsky, Dolan & McCabe, 1985; Scott, 1985). The

idea of integrating job and family puts additional pressure
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on the home-based worker, especially if there are small

children in the family (Atkinson, 1985; Barnett, 1984;

Small, 1981). Beach (1985) observed frequent work

accommodations to family needs.

For many people, loneliness is the single greatest

drawback to working at home. Reduced social contacts can

lead to a narrowing perspective, lack of further

professional development, and stagnating creativity

(Atkinson, 1985; "Working at home", 1986). Isolation in the

home may also lead to trade-offs of business prestige. Home-

workers sense that friends, clients, and the community lack

respect for their work. The home-based business owner is

often confronted with the attitude that a business in the

home is a hobby rather than a professional entreprise

(Beach, 1985; Laetz, 1984; Small, 1981).

Need Areas of Home-based Business Owners

Much research on what it takes to run a business has

been conducted in regard to small businesses. For a long

time, the Department of Labor treated home-based businesses

the same way it treated small businesses (Horvath, 1986).

The Small Business Administration, Economic Development

Centers and Community Colleges offer services to small

businesses but started only recently to focus on special

needs of home-based businesses (Pratt, 1986).



28

Being your own boss means having to take complete

responsibility for your business. It means the freedom to

choose the work and the methods to execute it. It means

decison making, coping with unplanned events, and dealing

with problems. Many of the issues a small business owner has

to deal with are applicable for the owner of a home-based

business. There is a vast variety of literature available

investigating small businesses' common problems and offering

information and advice. Questions on production, marketing,

finance, or planning and evaluation are the emphasis of much

of the business oriented literature. In general, most of the

business failures are thought to be due to managerial

incompetence or inadequate financing (Vaught & Hoy, 1981).

An investigation of home-based business owners needs must

consider the identity of work and living space. The lack of

defined boundaries between work and family life might bear

opportunities but also conflicts for home-based business

owners and their family. The following six need areas try to

describe major possible domains of problems of a home-based

business owner.

Planning and Evaluation

Planning as a part of the management process is an

absolute 'must' for businesses, including home-based

businesses (Baumback, 1983). Most home-based business owners

do not have employees or partners and all decisions and
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executions are the owner's sole responsibility (Vaught &

Hoy, 1981). For many business owners this means a great deal

of mental stress (Goetting & Muggli, 1988). The planning

process includes writing a business plan and setting

business goals and priorities. This helps to avoid

overlooking vital aspects of the business and can save the

home-based business owner costly mistakes (Atkinson, 1981;

"Running a business", 1983).

An issue that is of major concern to many home-based

business owners is time management. The temptation to work

is often triggered by the fact that work is so close and so

available. Many home-based business owners have too many

demands on their time and guilt feelings about leaving work

after regular hours (Carsky, Dolan & McCabe, 1985; Freedman,

1985). On the other hand, the lack of a rigid time frame and

the possibility of work interruptions make it necessary for

the home-based business owner to develop work dicipline and

to learn effective time use (SBA (1), 1987; Hewes, 1981).

The home-based business owner must also plan and

develop adequate workspace in the home. A professional

office or formal work area is often a key to successfully

doing business in the home. A secluded space in which to

work helps the home-based business owner conduct business in

a professional atmosphere while avoiding interruptions by

family members that otherwise would be almost guaranteed

(Atkinson, 1985; Goetting & Muggli, 1988).
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An often mentioned problem is the possible isolation of

the home-based business owner. Whether people are social are

business contacts, they may add to the business success. For

the home-based entrepreneur there is an increased need to

relate to the rest of the business community and to develop

neighborhood contacts and networks with other home-based

businesses (Atkinson, 1985; Tazelaar, 1986).

Marketing and Sales

Market analysis and promotion are customary in large

businesses but neglected in most small and home-based

businesses (Baumback, 1983). For home-based businesses that

start out with a product or service it is necessary to

search for a reliable market for it ("Running a Business",

1983; Tazelaar, 1986). Since home-based business owners

largely live and work in residential areas with little

customer traffic, it may be difficult for them to reach

their market. This isolation is considered to be one of the

major trade-offs a home-based business owner has to face.

Market research can help the business owner obtain

information about advertising, pricing, and how to make the

business more visible to potential customers ("Running a

business", 1983). Many consumers feel that home-based

business people are not as professional or as competent as

those who work away from home. For many home-based business

owners there is the need to educate people that a home-based
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business has to be taken as seriously as any other business.

Women especially seem to have a problem with the issue of

professional image and respect from community, clients, and

even family members (Atkinson, 1985; Freedman, 1983).

A major competitive advantage of a small businesses is

the close personal contact between the business owner,

customers and employees (Baumback, 1983). If there are

employees who work in a home-based business, they create

special responsibilities for the business owner. The home-

based employer must do the training and the supervision of

the employees as well as define the precise duties to keep

family and work life separate (Hewes, 1981).

Finance

The necessity of financial management for businesses is

undeniable. Home-based businesses do not differ from other

enterprises in regard to the importance of financial issues

such as record keeping, and determining tax requirements,

and financing the business. For many home-based business

owners it is uncommon to write a financial plan or to

realistically estimate costs related to production,

supplies, taxes, or interest on loans ("Running a business",

1983).

With the increasing insistence on accuracy of records

on the part of the Internal Revenue Service, the keeping of

financial records is assuming new importance.



32

Home-based businesses must be aware of specific tax

requirements, including potentials for deductions and

depreciations that might be connected with their business

(Plawin, 1987). In addition to federal and state taxes,

counties and cities impose various kinds of taxes. Among

them are real estate property taxes, business taxes and

licensing fees. Other tax obligations depend on the form of

ownership and the space used for the business ("Government

Requirements", 1985; SBA, n.d.). Local differences make it

necessary for the home-based business owner to check with

authorities in the specific locality (Plawin, 1987).

Problems can occur for home-based businesses that need

financial support. Credit institutions often find it

difficult to take home-based businesses seriously. Many

banks tend to be more willing to back a business with an

address that is different from the owner's home address than

they are to back one that is operated out of one's home

(Atkinson, 1985; Goetting & Muggli, 1988). Another

financial aspect are business insurance needs. Most

homeowner policies do not cover home-based business risk and

changes in the coverage will be required when operating a

business in the home (SBA (1), 1987; Goetting & Muggli,

1988). From the business person's point of view, costs

associated with liabiltity have skyrocketed and business

owners find themselves in a conflict between rising

insurance costs or unadequate insurance protection
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(Baumback, 1983; "Final Recommendations", 1986). Product

liability insurance is recommended for all businesses since

even services can be subject to product liability.

Laws and Regulations

Whenever a home-based business is operated it will be

subject to an assortment of legal restrictions and controls.

Issues are zoning, labor laws, and licensing (Baumback,

1983; Wolgram, 1984).

Through zoning ordinances, almost all communities

regulate home-based businesses' locations. The typical

zoning ordinance rules out the use of toxic and potentially

dangerous materials and implies that the business owner is

informed about safety standards and requirements at the

workplace. Limits are set on the floor space that can be

devoted to the business. Generally, a home-based business is

allowed to use between 10 and 33 percent of the total space

but many. local governments set their own limits (Plawin,

1987; J. Parker, Planning Division of Corvallis, personal

conversation, April 1988).

A zoning use permit is needed when making renovations

or additions to the home to accomodate a business. This

permit is intended to certify the safety of the building for

the operation of the business and protection of the customer

(Zetocha & Winge, 1986). Cities and counties in Oregon

require home occupation permits to enforce zoning
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regulations. This is intended to be a review rather than

licensing process. Home occupation permits will be granted

to operate a given type of business only in areas where

zoning regulations permit this type of business (Baumback,

1983; Business Assistance Taskforce (1), 1986). Regulations

for home-based businesses vary throughout the cities and

counties in Oregon. Requirements may include that the home-

based business must not have any employees who work in the

home besides family members, that the business must not show

visible evidence of being a commercial enterprise, that

deliveries to the home are restricted, and that the number

of children for day care businesses is limited (J. Parker,

Planning Division of Corvallis, personal communication,

April 1988). Many health-related and food-related

occupations are required to obtain a license or permit from

the Department of Human Resources or the Department of

Agriculture. The Department of Commerce and boards of

different professions issue licences for other occupations

and professions (Business Assistance Task Force (1), 1986;

Oregon Department of Commerce, 1985).

A home-based business can work with independent

contractors and in some instances, they are allowed to have

one outside employee (Plawin, 1987). For these home-based

businesses, labor laws are an important issue. Depending on

the type of the business, the Occupational Safety and Health

Administration (OSHA) may have applicable rules for the
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protection of the employee. If the home-based business owner

uses independent contractors, this outside assistance must

function as a separate business, otherwise the contructor

could be defined by the IRS and the OSHA as an employee

(Hewes, 1981).

Legal constraints are considered to be a very real

problem for home-based business owners. In addition,

regulations are not uniformly enforced and, when enforced,

they limit the sale of certain items or limit advertising

(Shifflett & Hoskins, 1984). In some zoning ordinances the

ruling makes it tough if not impossible to do much business

of any kind from home (Freedman, 1985). As a result of the

variety of regulations and restrictions, many home-based

business owners keep a very low profile. Fear about breaking

elusive restrictions prevent concerted efforts to network,

market, and expand (Hewes, 1981; Shifflett & Hoskins, 1984).

Product and Quality Control

The development of product standards is a rapidly

expanding field of regulations. The Federal Trade Commission

(FTC) and the Food and Drug Administration (FDA)

administered some legislation that put constraints on

manufacturers. The extent of control is quite broad and

necessitates that any business owner exercises care in

searching out areas of regulation that may apply to the

business (Kline, Stegall & Steinmetz, 1982). Home-based
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business owners like any other business owners, have to know

the quality that must be maintained as they are liable for

goods and services that they produce and sell. Quality

control is an increasingly important issue for the home-

based business owner in order to avoid conflict with

government regulators, for the own good reputation, and for

competitive purposes (Young, 1977).

Impact on the Family

With research on family owned businesses, new

perspectives on the matter of small businesses have emerged

recently (Kepner, 1983; Jablow, 1986). However, while there

has been research done on the family firm, no comprehensive

studies have been conducted to determine the effects of a

home-based business on the owners and their family.

Many home-based businesses face problems with the

combination of living and workspace and the overlap from

family and work life that is almost impossible to avoid.

Although conflicts may pull family members apart, it is also

suggested that the combination can be beneficial. Atkinson

(1985) states that even if there are conflicts about how

time and space are used, home-based business owners report

greater overall satisfaction with family communication.

Hewes (1981) and Toffler (1980) suggest that family members

of home-based businesses share a sense of unity and a

feeling of accomplishment that is rarely found in other



37

families.

Home-based businesses provide an opportunity for a

family to be together for more than just evenings and

weekends. The press is replete with articles stressing the

advantages for mothers and their families of operating a

business in the home. Many women prefer working at home

since they feel a lack of adequate childcare that would be

necessary if they worked away from their homes. The

arrangement enables them to better manage household

responsibilities and family, but it often also means a

double workload for them (Christensen, 1985). Taking care of

children and working at home puts pressure on the family and

especially on a home-working mother. For many home-based

business owners it is difficult to separate work and family

as well as finding time for personal leisure (Atkinson,

1985; Christensen, 1987). Combining business and family

requires considerable sensitivity and can cause untold

stress (Jablow, 1986). Opponents state that home-based

careers and caring for children rarely mix well (Goetting &

Muggli, 1988; Olson & Primps, 1984; Small, 1981). Many

parents suffer exhaustion as they try to balance business

duties into early-morning or late-night hours to avoid

distraction of children. Others feel guilty about diverting

their attention from child to work. Some family experts fear

that parents will lose self-esteem when they realize they

cannot combine business and the family (Kotlowitz, 1987).
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Beach (1985), Groller (1981), and Pratt (1984) found

that home-based business owners ranked family priorities

over business priorities and made work accommodations

according to family needs. The overlap of household and

business responsibilities can be a major problems for work-

at-home individuals since it might be connected with the

frustration of not having the time necessary to devote to

the business (Atkinson, 1985). As a consequence, it is

important for the home-based business owner to realize that

housekeeping chores may be delegated or adjusted accordingly

in order to release the home-based worker of multiple roles

(Goetting & Muggli, 1988; Groller, 1981). Beach (1985)

suggests that high levels of spousal involvement in home-

based work, child care, and household chores show some

fluidity in gender roles in her sample.

In contrast to Beach's (1985) findings, Atkinson (1985)

and Brabec (1987) report that many home-based business

owners have to face disinterest or even hostility expressed

by family members. Spouse and children may resent the home-

based business and success might be an even greater problem

for the home-based business owner than failure. Besides the

often doubled workload for the home-based business owner,

family members can feel restricted if home offices or work

areas are not sufficiently separated from the family living

areas.
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Sources of Assistance for Home-based Businesses

in Oregon

Working at home usually separates the home-based

business owner from many of the support systems and daily

contacts available to those who work in places other than

the home (Greenwald & Schmidt, 1984; Hewes, 1981). Many

home-based business owners would be isolated from any

educational services if they did not take effort to reach

out for information and advice. Whether individuals are

thinking about operating a home-based business, actually

starting a home-based business, or already running a

business in or from the home, they need to identify their

special educational needs in regard to work and non-work

issues. They have to be aware of possible sources of

information and to choose from the alternatives.

Review of the literature and personal contacts with

administrators of some institutions showed that there are

hardly any educational programs specifically for home-based

business owners. The Small Business Administration, the

Oregon Economic Development Department, and The Small

Business Development Center Network provide information and

advice for small businesses. In most instances they lump

home-based businesses together with other small businesses

and do not focus on possible differences between these two

types of businesses.
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The following list includes sources of information for

small and home-based businesses. It is not a comprehensive

directory but rather an attempt to give an overview of the

most important sources of advice.

The Small Business Administration (SBA)

The federal Small Business Administration (SBA) is

known for its loan programs for small businesses but it also

publishes different brochures and bibliographies pertaining

to most areas of business, such as financial management and

analysis, general management and planning, marketing, new

products, and personnel management (SBA (2), 1987; Hewes,

1981).

Local SBA offices in Oregon provide training,

counseling, and financial assistance to the small business

sector. SBA works together with SCORE (Service Corps of

Retired Executives) whose members help solve business

problems of small and home-based business owners. Some of

the SBA offices also have specialized programs for home-

based businesswomen (Oregon Economic Development Department,

1988; SBA, 1984).

Oregon Small Business Development Center Network (SBDC)

A variety of practical classes are offered by 21 Small

Business Development Centers (SBDC) throughout Oregon. They

offer both credit and non-credit courses on accounting,



41

bookkeeping, financial planning, advertising and promotion

for small businesses. Their programs range from two- or

three-year management courses, seminars and workshops, to

individual counseling. SBDCs are usually located in

community colleges or universities and work in cooperation

with them. Their goal is to link together government

resources with those of the college and private sector.

Each center does their own program planning and

execution but they maintain a network throughout the state.

As a consequence, programs and services offered by the

centers are closely related to each other.

The Oregon Economic Development Department

The Oregon Economic Development Department does not

distinguish between home-based and small businesses. The

department provides job training programs for small

businesses; information about licensing, zoning, and

financing; and it publishes a comprehensive directory of

agencies and programs that are available to small and home-

based business owners (Oregon Economic Development

Department, 1988).

Community Colleges

Oregon's 16 community colleges are very active partners

with Oregon small and home-based businesses. Community

colleges provide business training and development programs
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tailored to small businesses' needs. A close network between

community colleges, the Small Business Development Center

Network, and the SBA provides a great variety of print

material, courses and individual assistance for small and

home-based business owners. Courses on business management

range from one-evening classes to three year programs but

most community colleges in Oregon do not offer programs

specifically for home-based businesses.

Universities

According to Brown (1984), an increasing number of

students are enrolling in entrepreneurial studies offered by

universities throughout the United States. At Oregon State

University, a Family Business Center and undergraduate

classes in Family Business were introduced in Winter 1988,

but no special classes geared to home-based businesses are

offered today.

Extension Services

Extension agents are stationed in each of the 36

counties in Oregon. These agents can often furnish practical

advise on many aspects of business operation, especially in

areas of traditional crafts and speciality food marketing.

During spring of 1988, the Extension Service of Oregon State

University in cooperation with community colleges conducted

a series of workshops specifically geared to home-based
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businesses. At different locations in Oregon seminars were

held on issues such as marketing, taxes, financing, and

professional image enhancement.

Associations

Because home-based entrepreneurs often feel isolated in

their homes, networking with other home-based business

owners is a valuable source of information. Several home-

business and home-worker associations have become popular in

recent years. A comprehensive list has been published by the

Small Business Administration (SBA, 1984). Two of them are

of special interest to home-based business owners.

The National Alliance of Home-based Businesswomen is

represented in all fifty states. It offers networking,

monitors legal/political issues, conducts seminars and

workshops, holds annual meetings, and publishes two

newsletters for members. The National Association for the

Cottage Industry organizes regional and national fairs for

its members, conducts seminars and training programs, offers

newsletters for its members, and provides information on

businesses and business methods (Atkinson, 1985; "Home-based

business", n.d.).

Books and Periodicals

A vast variety of books on all aspects of doing

business is available today. While only a limited number of
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books is focusing on home-based businesses, there is an

increasing number of publications on small business

management. In addition to several magazines on small

business management, a number of newsletter geared

specifically toward home-based business owners, provide

business information and national networking opportunities

for home-based business owners. The SBA publication 'Home

Businesses' (SBA, 1984) provides a comprehensive

bibliography on books and periodicals relevant for home-

based business owners.

Other Sources of Information

Home-based businesses represent a great variety of

occupations and professions and the information search

depends largely on the type of business that is operated.

The Oregon Department of Agriculture and the Oregon

Department of Forestry provide programs and information for

businesses that are marketing agricultural or forest

products. The Department of Labor and the Oregon Employment

Division offer labor market information that are of special

interest to business owners with employees. The Oregon

Business Opportunity Program and the organization Oregon

Marketplace, provide programs to help market Oregon products

in the state. Additional information is provided by other

institutions and organizations on a local level.



45

Theoretical Framework

The Concept of Needs Assessment

Melton (1977) suggests that needs assessments can be

used to describe the quantitative and the qualitative extent

of discrepancies between what is and what is required. The

term 'discrepancy analysis' is used by Kaufman (1972) and

Kaufman and English (1979) who point out that needs

assessments are a tool for planned intervention if gaps

between current outcomes and desired outcomes exist. As a

tool for planning, needs assessment differentiates between

'what is needed' and 'how can the situation be altered'. The

two major domains therefore are problem identification and

the search for problem resolutions (Kaufman & English,

1979).

Pennington (1980) describes three purposes of needs

assessments in education: analyzing the clientele,

specifying areas of needs, and identifying discrepancies

between a current and a desired set of circumstances. The

first purpose is a clientele analysis or the comparison of

characteristics and expectations of the participants in

continuing education programs with the characteristics of

the general population who could be potentially served. The

characteristics that are typically compared include age,

sex, education, marital status, occupation, and other

variables correlated with participation in continuing
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education activities.

Identifying topics and areas of need is the second

purpose of a needs assessment. This leads to the

identification of areas of demand for educational program

planning. Continuing education agencies rely on offering

programs and services of sufficient interest to a target

population to elicit active participation (Kotler, 1975).

The third purpose of a needs assessment is to identify

discrepancies between a current and a desired set of

circumstances. This includes identifying and understanding

problem areas and the determination of services and programs

that are already offered. Data are collected and data

comparisons are made. The results of these activities is the

definition of the gap or problem, including its components

and intensity (Pennington, 1980).

Most needs assessments employ a systematic method to

collect data from persons who can affect or are affected by

the problem that is examined. Needs assessments. of one

problem should be repeated to monitor changes in needs,

preferences and environments of the constituent groups

(Pennington, 1980).

A major criticism against the process of needs

assessment is that its concept does not originate in any

coherent body of theory (Kimmel, 1977). Since there is no

true theoretical foundation of needs assessment, there is no

universal agreement on its meaning. Practical rather than
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theoretical considerations lead to different methodological

approaches with different strengths and weaknesses.

Practitioners find little consistent guidance about how to

conduct needs assessments (Lareau, 1983).

Needs Assessment in Education

Needs assessment has become accepted as an integral

part of educational planning and evaluation. Discrepancies

between a current and a desired situation that can be

described with a needs assessment, constitute need areas and

become the input for program planning or modification

(Witkin, 1977). Nickens, Purga & Noriega (1980) describe

needs assessment as a communication process between citizens

of a service area and an institution, providing information

useful in evaluation of operational strategies, determining

course and progam offerings, and forming goals for the

institution.

Education and educational planning always occurs in the

context of values. Kaufman and English (1979) describe

education as a set of interventions which are inputs and

processes intending to achieve valued and valuable outputs

and outcomes. Values are orientations toward existing and

possible goals. They are predispositions to act in a given

manner in a specified situation. Values of people,

individually and collectively, are an integral and

undeniable fact of needs assessment and planning (Kaufman &
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English, 1979; Monette, 1977).

The System Approach Model

Several needs assessment approaches are available today

(McKinley, 1973; Pennington, 1980). A number of them start

with the analysis of the discrepancies between current

customer or client behavior and accomplishments, and goals

and objectives for those accomplishments. The current goals,

objectives, regulations, and procedures are seen as fixed,

and generally unchangeable. Gaps thus are found in relation

to the goals and objectives of the organization and these

goals are assumed to be valid and having worth.

In contrast to these approaches, Kaufman and English

(1979) suggest that the process for planning and doing is a

six-step system approach using a general problem-solving

process model (Figure 1). The sequences are ordered so that

one goes from one step to the other when each preceeding

step is completed. The model is called system approach since

it intends to identify, define, justify, design, implement,

evaluate, and revise a system from the beginning and has its

starting point outside an organization. It is a model that

tries to build a system from scratch which will reduce or

eliminate needs.

The system approach model makes few assumptions about

solutions. It only attempts to identify gaps in societal

outcomes (Kaufman 1972).



Figure 1: The System Approach Model (Kaufman, 1979, 1982)
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Kaufman (1972, 1982) adopts a general problem-solving

model but associates a relationship between each step and

possible methods or means. Six steps in the system approach

model can be identified (Kaufman & English, 1979):

1. Identify problem based upon needs

2. Determine solution requirements and identify
solution alternatives

3. Select solution strategy(ies) from among
alternatives

4. Implement selected methods and means

5. Determine performance effectiveness

6. Revise as required (can take place at any
problem-solving step)

During the first step, gaps between current outcomes

and desired outcomes are determined, placed in priority

order, and the most important selected for action. This step

takes place outside an organization and needs assessments

can be used as a tool to determine gaps. The result which is

the identification of a need, is one of the inputs for an

organization.

The second step involves the organization with the

determination of solution requirements and the

identification of solution alternatives. A method frequently

utilized in this step is the development of behavioral

objectives (Popham, 1966). According to the priority

hierarchy of the identified needs, possible methods and

means of interventions are planned. Detailed analysis of
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methods occurs in this step and the feasibility of problem

resolutions is determined.

These first two steps are concerned with the problem

and need, regardless of who, how or what can solve or

satisfy it. The prime emphasis is upon required outputs and

outcomes so that reasonable means may be selected in step

three.

The third step in Kaufman's system approach model

includes the selection of solution strategy(ies) from among

alternatives. Here the method is selected which has the

greatest possibility to meet the objective and thus reduce

or eliminate the identified need. A systems analysis can be

used as a tool to select the most efficient alternative

based on costs and benefits.

During the fourth step, the selected methods are

designed, get implemented and revised if necessary. Whereas

the other steps are analytical and build the basic framework

for achieving learning success, this step is the central

part of educational program planning, design, and

implementation.

Based upon the needs identified in the first step and

the detailed performance specifications determined in the

second step, the actual results are compared to the

objectives in the fifth step. If there are gaps, further

action has to take place; if the objectives could be met,

the method will be maintained.
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The sixth step is an ongoing evaluation that also takes

place during all previous steps. At each step there is a

constant determination of the extent to which each method

has achieved the objective. If the requirements have not

been achieved, appropriate revisions and changes are to be

accomplished (Kaufman & English, 1979).

The goal of this study is to accomplish the first two

steps of Kaufman's model. The purpose of this research is to

identify relevant needs of Oregon's home-based business

owners and determine their willingness to participate in

formal education. Results of the study may help adult

education institutions plan services and programs for home-

based business owners.
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CHAPTER III

METHODOLOGY

Survey Instrument

The "Needs Assessment For Home-Based Business Owners"

was developed by a research committee of Oregon State

University Home Economics faculty members during the fall of

1987. The eight-page questionnaire included 26 questions on

business-related needs in the areas of "Planning and

Evaluation", "Marketing and Sales", "Finance", "Laws and

Regulations", on family-related needs in the area "Impact on

the Family", and questions on home-based business owners'

willingness to participate in formal educational programs.

Also included were questions on demographic and business-

related information. Following a review by committee

members, final revisions were made to clarify ambiguous and

omit redundant questions.

Sample Selection and Data Collection

This study focused on home-based business owners in

Oregon. Because of the exploratory nature of this research,

a purposive sample was chosen. The sample was collected by

the extension program leader of Oregon State University who
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contacted county extension agents throughout the state of

Oregon for their assistance. On cards that were distributed

to the county agents, they were asked to name home-based

business owners (Appendix A). The county agents either sent

the cards back with home-based business owners names and

addresses or they published the card in their monthly

newsletter and asked home-based business owners to fill it

out and send it to the agent. The county agents then sent

the cards they had received to the Extension Service at

Oregon State University where a name and address list was

compiled for this survey.

Questionnaires to the total sample of 869 home-based

businesses were mailed in January, 1988. Each home-based

business was sent a survey with a cover letter explaining

the purpose of the study and a stamped return envelope

(Appendix B). In February of 1988, a second package was

mailed to those individuals who had not yet responded to the

survey. The package included a questionnaire identical to

the first one, an altered cover letter (Appendix C), and

another stamped return envelope. One week after the second

questionnaire was mailed, a reminder postcard was sent to

the same individuals (Appendix D). It thanked the

respondents for their participation and urged those who had

not responded to the two mailings to fill it out and mail

their questionnaire.

The overall response rate was 47.7 percent (353
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questionnaires) after the sample was adjusted for refusals,

for respondents the survey did not apply to (89

questionnaires), and for non-deliverable surveys (40

questionnaires).

Treatment of Data

Data from the questionnaires were directly entered into

a data file by the researcher and a workstudy student, using

Word Perfect on a IBM Personal Computer. The researcher

verified the data before using them for analyses.

Prior to inferential statistical analysis, descriptive

statistics analyses were used for all of the variables. All

hypotheses were tested in the null form, using statistical

procedures appropriate to the form of data and the

objectives of this study. A confidence level of p < .05 was

chosen as the criterion for rejection of the null

hypotheses.

Statistical Analyses

Statistical analysis was done using the Statistical

Package for the Social Sciences for Personal Computers

(SPSS/PC) and the Bio-Medical Data Package (BMDP).

Descriptive statistics were used to investigate objectives 1

and 4; the specific descriptive statistics applied were

frequency distributions, percentages, medians, and means.
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A factor analysis was done to evaluate the dependent

variables A to F. Linear regressions were used to test

hypotheses 1 and 2. With scatterplots, signifcant

relationships between a dependent and an independent

variable were demonstrated. To test hypotheses 3 and 4, t-

tests and chi-square statistics were used.

Variables

From the needs assessment questionnaire for Oregon

home-based business owners (Appendix E), the following

variables were used in the analyses of this study: A)

Planning and Evaluation, B) Marketing and Sales, C) Finance,

D) Laws and Regulation, E) Product and Quality Control, F)

Impact on the Family, and

G) Willingness to Participate in Educational Activities are

the dependent variables.

Demographic variables are: age, gender, marital status,

number and age of children, education, and size of the

community. Business-related variables are: type of home-

based business, length of time that the business has been

owned, income from the home-based business, total household

income, number of employees, and previous experience in a

home-based business. The demographic and business-related

variables are the independent variables.
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Dependent variables.

The dependent variables A to F were measured by

responses to a number of aspects to each dependent variable

and the question "How much additional help, if any, do you

feel you need in each area?" Possible responses were "much

help" (4), "some help" (3), "no help" (2), and "does not

apply" (1). The overall score for each of the dependent

variable and for each respondent, was determined by adding

the individual scores for each aspect. For the purpose of

this study, answers "some help" and "much help" were recoded

as "help".

A factor analysis was used to develop the dependent

variables. Some of the business and family management skills

loaded on more than one factor. Selection of the skill for

one factor was based on the highest loading. A complete

listing of factor loadings can be found in Table C

(Appendix).

The dependent variables were computed only if the

respondent marked at least half of the statements to the

specific dependent variable. Individuals who did not respond

to at least half of the statements for one of these

dependent variables (A to F) were not included in the

analyses.
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A. Planning and Evaluation: The dependent variable

planning and evaluation was measured by responses to the

nine aspects in questions 6a to 6i of the questionnaire

(Appendix E). The possible range of response was 1 to 36.

B. Marketing and Sales: The dependent variable planning

and evaluation was measured by six aspects in questions 6k

to 6p (Appendix E). Answers could range from 1 to 24.

Results of the factor analysis (Table 3.1) indicate

that questions 6q and 6r are inappropriate measures for the

dependent variable Marketing and Sales.

C. Finance: The dependent variable finance was

measured by six aspects in question 7a to 7f (Appendix E).

Responses could range from 1 to 24.

D. Laws and Regulations: Five aspects (questions 7h

to 71 of the questionnaire) were chosen to measure the

dependent variable laws and regulations (Appendix E). The

possible range of response was 1 to 20.

E. Product and Quality Control: The dependent

variable product and quality control was measured by

responses to five aspects in questions 7v to 7z (Appendix

E). Answers could range from 1 to 20.
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F. Impact on Family: Seven aspects in

questions 7n to 7t were used to measure the dependent

variable impact on family (Appendix E). Possible responses

could range from 1 to 28.

G. Willingness to Participate in Educational Programs:

This dependent variable includes answers to questions 10 and

12. Respondents were asked to indicate if they would be

'likely' or 'unlikely' to use any of eighteen selected

educational resources.



Table 3.1 Dependent Variables with Factor Loadings

Factor and
Dependent Variable

Factor
Loading

Factor 1 Planning and Evaluation

Knowing how to relate to the rest 0.739
of the business community
Setting business goals and priorities 0.730
Writing a long-range business plan 0.668
Knowing where to go for business 0.631
information

Business organizational skills 0.615
Time management in your business 0.532
Career planning 0.488
Designing adequate workspace 0.397
Managing stress in the business 0.347

Factor 2 Marketing and Sales

Making my business more visible
to customers
Developing and maintaining
creativity in marketing and sales
Conducting a market analysis
Professional image enhancement
Client/customer communication skills
Pricing my product or service
Training my employees
Supervision of employees

Factor 3 Finance

Writing income statements
Developing a financial plan
Understanding tax requirements
for my business

Requesting a business loan
Understanding insurance needs
Record-keeping skills

0.775

0.733

0.657
0.591
0.567
0.549
0.000
0.000

0.724
0.684
0.654

0.619
0.596
0.586
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Table 3.1 (cont.) Dependent Variables with Factor
Loadings

Factor and
Dependent Variable

Factor
Loading

Factor 4 Laws and Regulations

How to license a home-based business
Knowledge of local building and
building codes
Knowing about safety standards and
requirements at the workplace
Understanding the legal requirements
for my business

Factor 5 Impact on the Family

0.770
0.756

0.654

0.638

Family communication skills 0.846
Managing household responsibilities 0.834
Managing multiple roles 0.814
Separation of work and family 0.812
Time available for family and leisure 0.760
Family and workspace conflict 0.735
Changing family memebers' attitudes 0.713
toward the business

Factor 6 Product and Quality Control

Writing a quality statement or
warranty for product or service
Determining standard requirements
for product or service

Monitoring customer evaluation
of product or service
Getting a license or certificate
for product or service
Determining if food products meet
Food and Drug Adm. and Oregon
Department of Agr. regulations

0.776

0.717

0.660

0.554
0.553
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Independent variables.

For testing the hypotheses, two categories of

independent variables were developed. The first category

called 'demographic factors', includes age, gender, number

and of children living at home (#Child), number of children

under the age of ten (Child10), marital status (MarStat),

education level, and size of the community (CommSize).

The second category of independent variables is called

'business-related factors' and includes: type of home-based

business (TypBus), length of time that the business has been

owned (YrsBus), previous experience in a home-based business

(PrevEx), home-based business income (HbbInc), total

household income (HhInc), the proportion of home-based

business income to total home-based income (PHbbInc), time

spent in the business, number of employees, which included

the total number of employees (TEmpl), the number of paid

family members (FamFem), the number of full-time employees

(FullEmp), and the number of part-time employees (PartEmp).

Responses to question 1 (type of business) were coded

according to a proposed typology (Appendix F).



63

CHAPTER IV

FINDINGS AND DISCUSSION

The purpose of this study was to obtain information

about Oregon home-based business owners' needs and their

willingness to participate in educational programs. The

information addressed in this chapter includes: 1) a

description of the sample, and 2) the results of the

hypotheses testing.
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Description of the Sample

Demographic Variables

Gender of the repondents.

Four-fifths (80%) of the surveyed home-based business

owners were female. Only 20 percent of the respondents were

male home-based business owners (Table 4.1).

The high proportion of female home-based business

owners is consistent with a finding in Greenwald and

Schmidt's study (1984), indicating that women are more

likely to operate a home-based business than men. Another

reason for the small number of male home-based business

owners in the sample might be that men may be less likely to

respond to research surveys as was suggested by Goetting and

Muggli (1988).

Table 4.1 Gender of the Respondents

Gender
Relative Adjusted
Frequency Frequency

(%) (%

Female
Male
Missing
data

280 79.3 80.0
70 19.8 20.0

3 .8

TOTAL 353 99.9* 100.0

* Percentages may not equal 100.0 because of rounding
error.
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Age of the respondents.

The age for the business owners ranged from 23 to 77

years, with a median age of 39 years. For purose of

analysis, age was coded as five age groups (Table 4.2). More

than one third (38.5%) of the respondents were in the 30 to

39 age bracket, followed by 20.3 percent in the 40 to 49

years bracket. Only 13.3 percent of the surveyed individuals

can be found in the 20 to 29 years bracket, compared to

almost one quarter (24.8%) of the respondents indicating

that they were 50 years or older.

The relatively high percentage of home-based business

owners that are 50 years or older is consistent with

findings of the 1985 Current Population Report (Horvath,

1986). In the study by Holyoak et al. (1988) similar results

were found for the number of home-based business owners in

the 30 to 39 years age bracket and for respondents over 50

years old.

Table 4.2 Age of the Respondents

Age n
Relative
Frequency

(%)

Adjusted
Frequency

(%)

20 - 29 47 13.3 13.3
30 - 39 135 38.2 38.5
40 - 49 82 23.2 23.4
50 - 59 61 17.3 17.4
60 or older 26 7.4 7.4
Missing
data 2 .6

TOTAL 353 100.0 100.0
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Marital status.

The majority (84.2%) of the home-based business owners

responded that they were married (Table 4.3). Only a minor

percentage of the respondents were divorced (9.5%), single

(3.4%), widowed (2.3%), or separated (.6%).

This study supports previous research, indicating that

the majority of home-based business owners live in

households with at least two members (Greenwald & Schmidt,

1984; Heck and Walker, 1987).

Table 4.3. Marital Status of the Respondents

Marital
Status n

Relative
Frequency

(%)

Adjusted
Frequency

(%)

Married 294 83.3 84.2
Divorced 33 9.3 9.5
Widowed 8 2.3 2.3
Single 12 3.4 3.4
Separated 2 .6 .6
Missing
data 4 1.1 OOP IMO

TOTAL 353 100.0 100.0
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Children of the respondents.

Respondents were asked to report the number of children

living at home and the number living away from home. In

addition they were asked to indicate the number of children

under the age of ten that were living at home.

Only 36 individuals (10.3%) responded that they did not

have any children, compared to 313 individuals (89.7%) with

children (Table 4.4). The number of children living at home

ranged from one to eight, with a median of two and a mean of

1.8 children. About 23 percent of the respondents with

children indicated that the children were not living at

home, but the majority (50.5%) reported one or two children

living at home. About a quarter (26%) had three or more

children living at home (Table 4.5).

While almost half (49.5%) of the respondents indicated

that they did not have children living at home under the age

of ten, 284 individuals (46.5%) reported one to three

children at home under the age of ten. Only a minor

percentage (3.9%) of the respondents had more than three

children under the age of ten living at home, with a maximum

of five at the time of the study (Table 4.6).

The popular press stresses the number of home-based

business owners with young children, but this view has not

been supported by previous research (Heck & Walker, 1987;

Holyoak et al., 1988). The study of Oregon home-based

business owners showed that while the majority of the
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entrepreneurs had children, about half of them did not have

children under the age of ten living at home.

Table 4.4 Number of Children of the Respondents

Number n
Relative
Frequency

(%)

Adjusted
Frequency

(%)

0 36 10.2 10.5
1 26 7.4 8.5
2 123 34.8 40.1
3 82 23.2 26.7
4 43 12.2 14.0
5 and more 33 9.3 10.8
Missing
data 10 2.8 aft 100

TOTAL 353 99.9* 100.0

Mean 2.6
Median 2.0

Table 4.5 Number of Children Living at Home

Number
Relative
Frequency

(%)

Adjusted
Frequency

(%)

0 73 23.3 23.5
1 51 16.3 164
2 106 33.9 34.1
3 49 15.7 15.8
4 22 7.0 7.0
5 and more 10 3.2 3.2
Missing
data 2 .6

TOTAL 313 100.0 100.0

Mean 1.8
Median 2.0
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Table 4.6 Number of Children Living at
Under the Age of Ten

Home

Relative
Number n Frequency

Adjusted
Frequency

(%)_I%)
0 151 48.2 49.5
1 37 11.8 12.1
2 73 23.3 23.9
3 32 10.2 10.5
4 11 3.5 3.6
5 1 .3 .3
Missing
data 8 2.6 - -

TOTAL 313 99.9* 99.9*

Mean 1.1
Median 1.0

* Percentages may not be equal to 100.0 because of
rounding error.

Education of the respondents.

About 70 percent of the home-based business owners had

some post-secondary education that included technical or

vocational school, community college degree, or some college

(50.3%). About 12.9 percent were college graduates and 10.9

percent had some post-graduate education (Table 4.7).

Approximately 22 percent of the respondents had only

completed high school and only 4.3 percent of the

respondents had an education less than a high school

diploma.

Findings of this study support research results by an

AT&T research group that found home-based business owners to

be relatively well-educated ("Following the work-at-home
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trend", 1984). In contrast, Heck and Walker found workers

with lower eduaction (up to high school) to be

overrepresented in their sample (1987).

Table 4.7 Educational Achievement of the Respondents

Education
Relative
Frequency

(%)

Adjusted
Frequency

(%)

9th grade or less 1 .3 .3
Some high school 14 4.0 4.0
High school diploma 76 21.5 21.7
Technical or
vocational school 23 6.5 6.6
Some community or
associate degree 33 9.3 9.4
Some college 120 34.0 34.3
4 years of
college 45 12.7 12.9
Some graduate
school 17 4.8 4.9
Completed graduate
school 21 5.9 6.0
Missing data 3 .8 alla ONO

TOTAL 353 100.0 100.0

Community size.

A large portion of the respondents lived either in

small communities or in metropolitan areas (Table 4.8).

About 21.1 percent lived in communities with less than 1,000

people, 26.3 percent in communities with a population

between 1,000 and 9,999 people and 24.2 percent lived in

communities with 70,000 or more people. Only 9.8 percent of

the surveyed home-based business owners lived in communities
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with 10,000 to 19,999 people. About 19 percent of the

individuals lived in communities with populations from

20,000 to 69,000.

These findings are consistent with results in Heck and

Walker's study (1987), and in Shifflett and Hoskins' survey,

which report the majority of home-based businesses are in

small and rural communities. In contrast, Greenwald and

Schmidt found more than 50 percent of their respondents

living in metropolitan areas. In this study, only a smaller

percentage (24.2%) indicated living in communities of 70,000

or more people.

Table 4.8 Size of the Community

Relative
Frequency

(%)

Adjusted
Frequency

(%)

Under 1,000 69 19.5 21.1
1,000 - 9,999 86 24.4 26.3
10,000 - 19,999 32 9.1 9.8
20,000 - 29,999 20 5.7 6.1
30,000 - 39,999 11 3.1 3.4
40,000 - 49,999 22 6.2 6.7
50,000 - 59,999 5 1.4 1.5
60,000 - 69,999 3 .8 .9
70,000 and more 79 22.4 24.2
Missing data 26 7.4 --

TOTAL 353 100.0 100.0
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Business-related Variables

Types of business.

More than half of the home-based business owners

(54.6%) could be found in service occupations (Table 4.9). A

high percentage of the respondents (38.9%) were engaged in

some type of personal service including childcare, foster

homes, and beauty salons. The second largest group could be

found in the category 'Artists and Writers' (13.1%),

followed by production occupations (12.5%). Only 9.4 percent

of the responding home-based business owners indicated that

they were in wholesale or retail trades. Minor percentages

of the respondents were in agriculture or forestry (5.7%),

construction (4.3%), or other businesses (.6%).

Previous research indicated that a great variety of

businesses are operated in or from the home. The high

percentage of home-based business owners in service

businesses, and especially in personal services, is

consistent with findings of the 1985 Current Population

Report (Horvath, 1986) and reports in the popular press

(Cimons, 1981; Freedman, 1985).

Holyoak et al. (1988) found 24 percent of their

respondents to be involved in manufacturing, compared to

only 12.5 percent in this study. Only a small percentage of

the respondents (9.4%) were in retail or wholesale trades.

These findings are in contrast to research results of the
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1985 Census data which found retail occupations to be the

second largest occupational category. Over 13 percent of the

Oregon home-based business owners were involved in craft

businesses, supporting the popular view that artisans and

crafts people are relatively likely to work in the home

(Beach, 1985; Greenwald & Schmidt, 1984).

Table 4.9 Type of Business

Type n
Relative Adjusted

Frequency Frequency
(%) (%)

Construction 15 4.2 4.3
Agriculture & Forestry 20 5.7 5.7
Production
Food 9 2.5 2.6
Textile 23 6.5 6.5
Other 12 3.4 3.4

Wholesale & Retail
Wholesale & Retail
businesses
Distributor

Service
Hotel & other

21
12

5.9
3.4

6.0
3.4

lodging places 11 3.1 3.1
Personal 137 38.8 38.9
Professional &
Business 28 7.9 8.0
Repair 6 1.7 1.7
Recreational 2 .6 .6
Cleaning &
Maintainance 8 2.3 2.3

Artists & Writers 46 13.0 13.1
Others 2 .6 .6
Missing data 1 .3 --

TOTAL 353 100.0 100.0
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Years in business.

The respondents were asked to indicate the number of

years that they had been operating their business. About 15

percent of the home-based business owners answered that they

had been in business for one year or less (Table 4.10). The

median was four years and almost 40 percent of the

individuals had been in business for two, three, or four

years. A considerable percentage of the respondents had been

operating their business for more than 10 years (19.2%).

These findings contradict views in the popular press,

suggesting that home-based businesses only have a short

lifespan. Greenwald and Schmidt (1984) found that thirty

percent of their respondents were operating their business

for more than five years and findings of the survey of

Oregon home-based business owners show the same tendency.

Table 4.10 Years in Business

Years n
Relative
Frequency

(%)

Adjusted
Frequency

(%)

1 or less 50 14.2 14.8
2 54 15.3 16.0
3 46 13.0 13.6
4 33 9.3 9.8
5 to 9 90 25.5 26.7
10 and more 64 18.0 19.2
Missing data 16 4.5

TOTAL 353 100.0 100.0



75

Previous experience in a home-based business.

The vast majority (80.6%) of the surveyed home-based

business owners had not previously owned a home-based

business (Table 4.11). Only 19.4 percent indicated some

previous experience. They had operated home-based businesses

for a number of years, ranging from one to fifty-five years

(Table 4.12). The mean for the years in a previously owned

home-based business was 7.7, with a median of 5.0 years.

Table 4.11 Previously owned Home-based Business

Relative
n Frequency

(%)

Adjusted
Frequency

(%)

No 282 79.9 80.6

Yes 68 19.3 19.4
Missing
data 3 .8

TOTAL 353 100.0 100.0

Table 4.12 Years in Previously owned Home-based Business

Years n
Relative
Frequency

(%)

Adjusted
Frequency

(%)

1 10.3 10.3
2 11.8 11.8
3 10 14.6 14.7
4 7 10.3 10.3
5 7 10.3 10.3
6 to 10
more than

16 23.5 23.5

10 years 13 19.1 19.1

TOTAL 68 100.0 100.0

Mean 7.7
Median 5.0
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Time spent in the home-based business.

Home-based business owners were asked to indicate if

they worked full-time, part-time, or seasonally in their

business. More than half (59.2%) of the respondents reported

that their business was a full-time endeavor with up to 40

weekly work hours (Table 4.13). While about one quarter

(24.4%) of the respondents reported part-time engagement in

their home-based business, only 10.9 percent worked in the

business seasonally. About 5.5 percent of the respondents

indicated that none of the three possible answers were

suited for them.

Results of this study are consistent with findings by

Holyak et al. (1988). The majority of their respondents

(51.8%) were working full-time in the business and about 33

percent indicated that they spent between 40 and 69 hours

per week in the business.

Table 4.13 Time Commitment in the Business

Time
Relative

Frequency
(%)

Adjusted
Frequency

(%)

Full-time 206 58.4 59.2
Part-time 85 24.1 24.4
Seasonally 38 10.8 10.9
Other 19 5.4 5.5
Missing data 5 1.4

TOTAL 353 100.0 100.0
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Total household income.

The largest proportion (48.2%) of the home-based

business owners reported 1986 gross household income between

$20,000 and $39,999, followed by 25.8 percent who had income

between $5,000 and $19,999 (Table 4.14). Only about 19.2

percent indicated that they had annual incomes in excess of

$40,000. The highest income class ($70,000 or more) and the

lowest income class (less than $5,000) accounted for

approximately six percent each.

Table 4.14 Total Household
before Taxes in

Income from
1986

all Sources

Income
Relative
Frequency

(%)

Adjusted
Frequency

(%)

Less than $5,000 23 6.5 6.9
$5,000 to $9,999 25 7.1 7.5
$10,000 to 19,999 61 17.3 18.3
$20,000 to 29,999 100 28.3 29.9
$30,000 to 39,999 61 17.3 18.3
$40,000 to 49,999 27 7.6 8.1
$50,000 to 59,999 13 3.7 3.9
$60,000 to 69,999 4 1.1 1.2
$70,000 or more 20 5.7 6.0

TOTAL 353 100.0 100.0

Median Income $20,000 to $29,999
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Home-based business income.

Two questions in regard to home-based business income

were asked. The first asked about the proportion of home-

based business income to total household income; the second

asked about actual dollar earnings.

A large percentage of the individuals indicated that

their home-based businesses provided either full (26.2%) or

partial (22.2%) financial support for the household (Table

4.15). About 21.6 percent said that the business covered

material and time or just materials. The business provided

funds for extras and fun for 12.4 percent of the home-based

business owners. A number of the home-based business owners

marked more than one of the five defined categories on the

questionnaire and had to be included in the category

'Other', accounting for 17.3 percent of the surveyed

individuals. It appeared that these respondents could not

identify the amount of time they spent in their business

according to the possible four answers. One possible reasons

might be that they were unaware of the actual amount of time

they spent in the business. Another reason might be that the

limited number of possible answers did not allow the

respondents to specify their answer.

Asked about actual earnings in the home-based business,

18 percent of the respondents answered that the business did

not yet pay for itself (Table 4.16). About 35 percent

indicated income of up to $4,999 per year. Only about 10
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percent had home-based business income of $30,000 or more

per year.

The median income from the home-based business was

$1,000 to $4,999, and about 35.4 percent had home-based

business income between $1,000 and $9,999. These results are

consistent with other research findings, indicating that

home-based business owners are likely to be in low income

categories (Goetting & Muggli, 1988; Holyoak et al. 1988).

Table 4.15 Proportion of Home-based Business Income to
Household Income

Relative Adjusted
Income n Frequency Frequency

(%) (%)

Full support 91 25.8 26.2
Partial support 77 21.8 22.2
Material & Time 62 17.6 17.9
Material 13 3.7 3.7
Extras & Fun 44 12.5 12.7
Other 60 17.0 17.3
Missing data 6 1.7

TOTAL 353 100.0 100.0
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Table 4.16 Total Home-based Business Income
before Taxes in 1986

Relative Adjusted
Income n Frequency Frequency

(%) (%)

The business is
not yet paying
for itself

60 17.0 18.3

Less than $1,000 38 10.8 11.6
$1,000 to $4,999 77 21.8 23.5
$5,000 to $9,999 39 11.0 11.9
$10,000 to $19,999 49 13.9 14.9
$20,000 to $29,999 20 5.7 6.1
$30,000 or more 33 9.3 10.1
Not sure 12 3.4 3.7
Missing data 25 7.1 OM. OW

Total 353 100.0 100.0

Median Income from
Home-based Business(es) $1,000 to $4,999

Number of employees.

The questionnaire included four questions in regard to

home-based business owners' employees. Most of the

respondents (83.7%) reported that they did not have any

employees (Table 4.17). Similar results could be found when

asking about the number of paid family members (84.4%), as

well as when asking about the number of full-time employees

(89.7%) and about the number of part-time employees (84.8%).

About 10.5 percent employ one family member. Only 6.9

percent of the home-based business owners have one employee,

4.4 percent have one full-time employee, and about 6.5

percent have one part-time employee. The number of full-time
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employees ranged from one to six, the number of part-time

employees ranged from 1 to 29, and the total number of

employees ranged from 1 to 30.

The findings of this study are consistent with previous

research findings, suggesting that the majority of the home-

based business owners do not have employees (Greenwald &

Schmidt, 1984; Shifflett & Hoskins, 1984).

Table 4.17 Employees of the Respondents

Relative Adjusted
Frequency Frequency

(%) (%)

Total Number
of Employees

0 277 78.5 83.7
1 23 6.5 6.9
2 12 3.4 3.6
3 8 2.3 2.4
4 2 .6 .6
5 and more 9 2.5 2.7
Missing data 22 6.2 ...-

TOTAL 353 100.0 100.0

Number of Paid
Family Members

0 281 79.6 84.4
1 35 9.9 10.5
2 11 3.1 3.3
3 and more 6 1.7 1.8
Missing data 20 5.7

TOTAL 353 100.0 100.0
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Table 4.17 (cont.) Employees of the Respondents

Number of

81.0
4.0
3.4
2.0

89.7
4.4
3.8
2.2

Full-time Employees

0 286
1 14
2 12
3 and more 7

Missing data 34 9.6

TOTAL 353 100.0 100.0

Number of
Part-time Employees

77.6 84.80 274
1 21 5.9 6.5

2 15 4.2 4.6

3 and more 13 3.6 4.0

Missing data 30 8.5

TOTAL 353 100.0 100.0

Home-based Business Owners Needs

Of the 40 listed business and family management skills,

respondents indicated the greatest help needed was with

understanding tax requirements (73.2%) and business

insurance needs (63.3%). Home-based business owners

expressed the most needs in business-related areas such as

Finance, Planning and Evaluation, and Marketing and Sales.

This may indicate that the home-based business is not just a

hobby that provides some additional income for a number of
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respondents but a serious business.

The least help needed included the supervision (9.5%)

and training (10.3%) of employees. These findings may be due

to the fact that only 16.3 percent of the respondents

reported employees.

Only 10.8 percent of the respondents expressed needs in

determining standard requirements of their products or

services. It may be that home-based business owners feel a

close relationship to their product and are confident in the

quality they produce.

Planning and Evaluation

In this area, about 58 percent reported that they

needed help regarding the gathering of business information

and help in developing business organizational skills

(57.9). Slightly more than half of the respondents indicated

difficulties in managing stress (54.6%) and time (50.0%).

Setting business goals and priorities was a concern for

50.7 percent of the respondents but only a small proportion

of the home-based business owners indicated needs regarding

career planning (34.3%). Designing adequate workspace was a

problem to only about a third of the repondents (36.5%).
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Marketing and Sales

Of the home-based business owners, 56.5 percent

expressed needs in increasing the visibility of the

business. About half of the respondents reported needs in

developing marketing creativity (49.2%) and in enhancing a

professional image (47.9%). Very little need for help was

reported regarding training (10.3%) and supervision of

employees (9.5%).

Finance

Home-based business owners' major concerns in the

financial area were the understanding of tax requirements

(73.2%) and the understanding of insurance needs (63.3%).

Slightly more than half indicated needs regarding record-

keeping skills (53.7%) and the writing of income statements

(53.2%). About 50 percent (49.9%) of the respondents

reported difficulties in developing financial plans, while a

smaller portion indicated needs in requesting loans for the

business (30.7%).

Laws and Regulations

A large number of the home-based business owners

(59.0%) reported that they needed help in understanding

legal requirements of the business and almost half of the

respondents (48.3%) expressed needs regarding the knowledge

of local building and housing codes. Issues where less help
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was needed were business licensing (34.6%), safety standards

(33.2%), and tax regulations related to employees (29.1).

Product and Quality Control

Home-based business owners indicated only minor needs

in this area. One third of the respondents reported needs

regarding the monitoring of customer evaluation (30.0%) and

about a quarter expressed difficulties in determining

standard requirements for the product or service (23.1%).

Family

Issues of major concern in the Family area were the

time that is available for the family and for personal

leisure (50.9%) and the management of multiple roles

(48.0%). About 42 percent indicated needs in managing

household responsibilities (42.7%), family communication

skills (42.0%), and the separation of family and work

(42.0). Only a minor portion of the respondents reported

that they needed help to ease family and workplace conflict

(37.2%) and to change family members attitudes toward the

business (33.6%).
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Table 4.18 Home-based Business Owners' Needs in Six
Areas

Variables

Planning and Evaluation

Knowing where to go for
business information
Business organizational
skills

Managing stress in the
business
Setting business goals
time management in the
business

Knowing how to relate to
the rest of community
Writing a business plan
Designing adequate
workspace
Career planning

Marketing and Sales

Making the business more
visible to customers
Pricing the product
or service
Developing and maintaining
creativity
Professional image
enhancement

Client, customer
communication skills
Conducting a market
analysis

Training of employees
Supervision of employees

Help No
Help

Does
Not
Apply

(%) (%) (%)

58.3 30.3 11.3

57.9 31.4 10.8

54.6 37.1 8.3

50.7 37.4 11.9
50.0 42.5 7.5

47.0 35.7 17.4

46.7 23.5 29.8
36.5 47.6 15.9

34.3 40.1 25.6

56.5 33.2 10.3

50.3 34.9. 14.9

49.2 10.3 9.5

47.9 39.7 12.5

44.1 47.0 8.9

42.8 20.4 36.9

10.3 27.6 62.1
9.5 27.9 62.6
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Table 4.18 (cont.) Home-based Business Owners Needs
in Six Areas

Variables
Help No Does

Help Not
Apply

(%) (%) (%)

Finance

Understanding tax
requirements

73.2 22.9 4.0

Understanding my business
insurance needs

63.3 29.6 7.2

Record-keeping skills 53.7 44.0 2.3
Writing income statements 53.2 36.7 10.1
Developing a financial plan 49.9 34.8 15.4
Requesting a business loan 30.7 39.1 30.1

Laws and Regulations

Understanding legal
requirements

59.0 35.0 6.0

Knowledge of local building
and housing codes

48.3 42.6 9.1

How to license a
home-based business

34.6 54.4 11.0

Knowing about safety
standards and requ.

33.2 56.1 10.7

Knowing tax regulations
related to employees

29.1 30.5 40.5



88

Table 4.18 (cont.) Home-based Business Owner Needs
in Six Areas

Variables
Help

(%)

No
Help

(%)

Does
Not
Apply
(%)

Product and Quality Control

Monitoring customer
evaluation of product
or service

30.0 43.1 26.8

Determining standard
requ. for product
or service

23.1 53.1 23.8

Writing a quality
statement/warranty

18.5 39.5 42.1

Getting a license or
certificate for product

18.2 45.7 36.1

Meeting of standards 10.8 31.0 26.8

Impact on Family

Time available for family
and personal leisure

50.9 41.5 7.6

Managing multiple roles 48.0 44.3 7.7
Managing household
responsibilities

42.7 50.7 6.6

Family communication skills 42.0 50.6 7.4
Separation of family
and work

42.0 49.7 8.3

Family and workspace
conflict

37.2 51.6 11.2

Changing family members 33.6 56.8 9.6
attitudes
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Likeliness to Participate in Selected Educational Activities

Home-based business owners were asked to indicate the

educational activities they would be likely to use, if they

were offered at a convenient time and were within the

respondent's budget (Table 4.19). The vast majority (83.5%)

of the respondents answered that they would be likely to use

newsletters, followed by 78 percent who would be likely to

use magazines and professional journals for educational

purposes. About three quarters (75.3%) of the responding

home-based business owners reported that they would think

about attending seminars, and about 74 percent would like to

have the opportunity to meet with other home-based business

owners. University and government publications, video tapes,

and opportunities to visit other home-based businesses were

rated positively by over 60 percent of the respondents.

Only three of the suggested eighteen educational

activities were not likely to be used by many home-based

business owners. About 70 percent of the respondents

indicated that they would be unlikely to use computer

software, to participate in internships, and to take part in

teleconferences.
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Table 4.19 Respondents' Likeliness to Participate in
Selected Educational Activities

Educational
Activity

Likely

n
Adjusted
Frequency

(%)

Unlikely

Adjusted
n Frequency

(%)

Newsletters 283 83.5 56 16.5
Magazines and
prof. Journals 263 78.0 74 22.0
Seminars 267 75.3 70 20.8
Opportunities to
meet other Hbb 250 74.0 88 26.0
University and
Gvt. Publications 233 70.2 99 29.8
Lending Library 225 67.4 109 32.6
Video Tapes 224 66.7 112 33.3
Opportunities to
visit other Hbb 209 62.0 128 38.0
Non-Credit Courses 180 54.5 150 45.5
Support Groups 171 52.1 157 47.9
Audio Tapes 169 51.7 158 48.3
Individual Projects 177 50.1 148 41.9
Activities for
cont. Educ. Credit 148 45.4 178 50.4
Courses for
College Credit 149 44.6 185 55.4
Computer Software 93 29.4 223 70.6
Internships 95 29.2 230 70.8
Teleconferences 94 28.8 232 71.2
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Hypotheses Testing

Home-based Business Owners' Needs

Linear and stepwise regressions were used to test

Ho 1 and Ho 2. The purpose was to investigate whether home-

based business owners' needs were independent of demographic

and business-related factors. Regressions were run for each

of the independent variables. Stepwise multiple regressions

were done combining demographic and business-related

factors.

Ho 1: There is no significant relationship between
home-based business owners' demographic factors
and their needs. (Hypothesis rejected)

Simple linear regressions were run to investigate the

relationship between respondents' demographic factors and

their needs in the areas of Planning and Evaluation (Plan &

Eval), Marketing and Sales (Mark & Sales), Finance (Finan),

Laws and Regulations (Laws & Regu), Product and Quality

Control (Prod & Qual), and Impact on the Family (Family).

Demographic factors entered in the equation included age of

the respondent (Age), gender (Gender), children (Child),

number of children living at home (#Child), number of

children under the age of ten (Child10), size of the

community (CommSize), marital status (MarStat), and the

level of education (Educ).

Relationships with significance levels of p < .05 were
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found between six of the demographic variables and four need

areas. No statistically significant relationships could be

found for the variables Community Size (CommSize), Marital

Status (MarStat), and for the need areas of Laws and

Regulation, and Finance (Table 4.20).

Significant values could be found for the relationships

between female and male home-based business owners and needs

in the area of Marketing and Sales (p=.0022) and in the

Family area (p=.0033). Men indicated more needs regarding

Marketing and Sales, while women reported significantly more

needs than men regarding family issues. These findings may

be influenced by significant differences between male and

female respondents' business types (Table E, Appendix). More

men than women were engaged in construction and agriculture,

while a large number of female respondents were in service

businesses and especially in personal services. In addition,

respondents in service occupations reported a larger number

of children. It may be that family conflicts are more likely

to arise if the business and the family are closely

interrelated as may be for personal services (Table J). In

comparison, agricultural and construction occupations allow

the entrepreneur more physical and psychological space

between business and family and fewer needs in the family

area may be experienced.

Age was found to be negatively correlated with needs in

the Family area (p=.0000) and in the area of Planning and
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Evaluation (p=.0005). With increasing age, respondents may

have less family and household responsibilities, which might

be reflected in the decline of expressed needs in the Family

area (Table D, Appendix). In addition, it could be implied

that with increasing age, respondents have established

businesses and do not feel a need for help with planning

aspects (Table D, Appendix).

Negative correlations were also found between the

number of children (Child) and Marketing and Sales (p=.0091)

and Product and Quality Control needs (p=.0068), indicating

that respondents without children had more needs in these

areas. The number of children under the age of ten (Child10)

was negatively related to Product and Quality Control needs

(p=.0341). It may be that home-based business owners with

young children were less likely to operate their business on

a large scale and therefore did not feel the need for

quality control (Table H, Appendix). However, the number of

children living at home (#Child) and the number of children

under the age of ten (Child10) were positively related to

Family needs (p=.0000; p=.0000), indicating that respondents

with more children and with children under the age of ten

had more needs in this area than those without (young)

children.

Positive relationships were found between education and

three of the need areas: Planning and Evaluation

(p=.0005), Marketing and Sales (p=.0000), and Family
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(p=.0001). It could be conjectured that with increasing

educational level, home-based business owners are more aware

of problems and express their needs in these areas. The

relationship may also be due to significant differences

between respondents' educational level and the type of

business that is operated. Individuals with high school

diplomas were more likely to be in service occupations and

may not be as concerned about business aspects as those with

higher education who were more likely to be in retail and

wholesale trades and in crafts-related occupations

(Table F).

Results of the linear regressions can be found in Table

4.20. The statistics reported include R`, p-values, and the

coefficient of correlation (co) for significant

relationships. No single coefficent value can be reported

when indicator variables were used. In such cases it is

reported as not appropriate (n.a.). If appropriate, the

relationship direction is indicated by (- ) or (+) signs.



95

Table 4.20 Results of Linear Regressions for Home-based
Business Owners' Demographic Factors and
their Needs in Six Areas

Age R2
p-
co

**

.0335

.0005
-.011

.0000

.9689
.0102 .0000

.9096
.0000
.9044

***
.0930
.0000
-.018

* *

Gender R2 .0017 .0262 .0041 .0041 .0037 .0243
p- .4319 .0022 .2264 .2267 .2514 .0033
co n.a. n.a.

* *

Child 112 .0062 .0192 .0087 .0030 .0206 .0042
p- .1396 .0091 .0794 .3014 .0068 .2206
co -.164 -.158

***
#Child R2 .0059 .0043 .0059 .0013 .0053 .0993

p- .1473 .2164 .1468 .4873 .1721 .0000
co .460

* ***

Child10 R2 .0095 .0047 .0055 .0000 .0127 .1223
p- .0671 .1986 .1617 .9349 .0341 .0000
co -.155 .474

CommSize R2 .0017 .0051 .0041 .0033 .0094 .0062
p-
co

.7403 .4032 .4861 .5544 .1890 .3355
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Results of Linear Regressions for
Home-based Business Owners'
Demographic Factors and their Needs
in Six Areas

. , . , ,

MarStat R2 .0235 .0096 .0167 .0051 .0073 .0234
p-
co

.0804 .4971 .2069 .7736 .6313 .0819

** *** ***
Educ R2 .0490 .0651 .0184 .0171 .0046 .0621

p- .0005 .0000 .0989 .1102 .6518 .0001
co (+) (+) (+)

* p < .05
** p < .001
*** p < .0001

n.a. not appropriate

Ho 2: There is no significant relationship between home-
based business owners' business related factors
and their needs. (Hypothesis rejected)

The following eleven business-related factors were used

in simple linear regressions to test the hypothesis: Type of

business (TypeBus), number of years in the home-based

business (YrsBus), previous home-based business experience

(PrevEx), time commitment in the business (TimeBus), the

proportion of home-based business income to total household

income (PHbbInc), home-based business
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income before taxes in 1986 (HbbInc), total household income

before taxes in 1986 (Hhlnc), total number of employees

(TEmpl), number of paid family members (FamMem), number of

full-time employees (FullEmp), and the number of part-time

employees (PartEmp). Results of the regressions are

summarized in Table 4.21.

Significant values and negative correlations were found

for the number of years in business (YrsBus). Home-based

business owners who had been operating their business for a

longer period of time were less likely to have needs in the

areas of Planning and Evaluation (p=.0000), Marketing and

Sales (p=.0017), Finance (p=.0049), and Family (p=.0186).

There was also a strong positive correlation between age and

the number of years in business (Table D, Appendix). This

may imply that experience was an important factor for home-

based business owners' expressed needs in business and

family-related areas.

There was a significant relationship between needs in

the Marketing and Sales area and the type of business

(TypBus) that is operated (p=.0012). Respondents in

agricultural occupations and artisans reported the greatest

needs in this area. It may be that home-based business

owners in these two occupations were more occupied with

production rather than the marketing of the products and

felt they needed help in this area.

A negative correlation was found between the time in
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the business (TimBus) and needs in Marketing and Sales

(p=.0200). Respondents who worked in their business

seasonally or part-time had significantly more needs in this

area. It may be that these respondents felt a lack of

experience and routine, compared to home-based business

owners who operated their business full-time.

The proportion of home-based business income to the

total household income (PHbbInc) was correlated with needs

in five areas: Planning and Evaluation (p=.0332), Marketing

and Sales (p=.0044), Finance (p=.0035), Product and Quality

Control (p=.0476), and Family needs (p=.0264). Entrepreneurs

who depended on their home-based business income as their

major source of income were more likely to express needs in

these areas than those with additional income.

Negative relations could be found between the total

home-based business income (HbbInc) and needs in the areas

of Planning and Evaluation (p=.0094), Marketing and Sales

(p=.0000), Finance (p=.0035), and Product and Quality

Control (p=.0229). It can be said that with increasing home-

based business income, expressed needs in these four areas

decreased. This may imply that respondents with higher home-

based business income felt more successful and therefore may

not have need for help.

Positive correlations could be found between the number

of employed family members (FamMem), the number of part-time

employees (PartEmp), and the area Product and Quality
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Control (p=.0087; p=.0416). It could be conjectured that the

number of employed family members and part-time employees

were indicators for the size of the business (Tables L and

M, Appendix). With increasing business size and production,

the need for quality control is likely to increase and the

entrepreneur may have felt an increasing need for further

education.

Results of the analysis show that there were no

significant relationships between home-based business

owners' previous experience in a home-based business

(PrevEx), the total number of employees (TEmpl), and the

number of full-time employees (FullEmp). Results of the

linear regression can be found in Table 4.21.
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Table 4.21 Results of Linear Regressions for Home-based
Business Owners' Business-related Factors
and their Needs in Six Areas

TypBus R2
p-
co

.0203

.3074

*

.0613

.0012
n.a.

.0225

.2432

.

.0347

.0555

.

.0188

.3590

.

.0264

.1556

*** * * *

YrsBus R2 .0567 .0278 .0223 .0060 .0084 .0156
p- .0000 .0017 .0049 .1465 .0850 .0186
co -.024 -.019 -.016 -.013

PrevEx R2 .0000 .0012 .0075 .0001 .0087 .0003
p-
co

.8863 .5098 .1027 .8348 .0795 .7107

*

TimBus R2 .0054 .0277 .0084 .0029 .0046 .0131
p- .5893 .0200 .3950 .7953 .6501 .2020
co (-)

* * * * *

PHbbInc R2 .0295 .0424 .0519 .0240 .0271 .0310
p- .0332 .0044 .0013 .0751 .0476 .0264
co (+) ( +) ( +) (+) (+)

* *** * *

HbbInc RZ .0377 .1384 .0438 .0333 .0194 .0016
p- .0094 .0000 .0035 .0229 .1445 .9673
co (-) (-) (-) (-)

Hhlnc R2 .0075 .0164 .0103 .0072 .0093 .0183
p-
co

.6187 .2160 .4592 .6382 .5124 .1681
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Results of Linear Regressions for
Home-based Business Owners'
Business-related Factors and their
Needs in Six Areas

N N N N

TEmpl R2 .0002 .0000 .0002 .0009 .0006 .0028
p-
co

.7645 .8778 .7527 .5623 .6354 .3269

*

FamMem R2 .0005 .0005 .0000 .0081 .0202 .0045
p- .6559 .6711 .9223 .0908 .0087 .2064
co .136

FullEmp R2 .0002 .0000 .0002 .0060 .0013 .0014
p-
co

.7725 .9953 .7765 .1446 .4901 .4760

*

PartEmp R2 .0009 .0038 .0001 .0029 .0117 .0011
p- .5719 .2468 .8124 .3124 .0416 .5263
co .035

* p < .05
** p < .001
*** p < .0001

n.a. not appropriate
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A stepwise multiple regression was used to

investigate the relationship of both the demographic and

business-related factors and home-based business owners'

needs in six areas. Results can be found in Table 4.22.

Planning and Evaluation.

The most significant factors for needs in the area of

Planning and Evaluation were the number of years in business

(YrsBus), home-based business income (HbbInc), and age. The

three factors were negatively related to needs in this area.

Younger respondents who had been operating their business

for a short period of time and had low home-based business

income, were more likely to have needs in Planning and

Evaluation than other respondents. One reason for these

results might be a lack of experience among younger home-

based business owners who had been in business for only a

few years. Still in a built-up phase of their business, they

may experience more needs regarding business skills (Table

D, Appendix).

A positive relation was found between education and

needs in this area. It could be concluded that with

increasing level of education, respondents may be more aware

of needs and more likely to express their needs for help.

For all six need areas, the proportion of home-based

business income to total household income (PHbbInc) was

positively related to the needs. Respondents who had the
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home-based business income as the sole or major source of

income, had more needs in all six areas, compared to

respondents with only a minor proportion of the total

household income from the home-based business.

Marketing and Sales.

There was a significant negative relationship between

two factors (HbbInc, YrsBus) and needs in Marketing and

Sales. Respondents with lower home-based business income and

who had been operating their business for a short period of

time were more likely to have needs in this area. This may

reflect home-based business owners inexperience in the first

years of operating their business and their wish to improve

their financial situation (Table K, Appendix).

The type of business (TypBus) entered the equation on

step number three. Respondents in agricultural or crafts

related occupations were more likely to report needs in this

area than respondents in other occupations.

A positive relationship was found between education and

respondents' needs in this area. These results may indicate

that respondents with higher education were more aware of

issues in Marketing and Sales and therefore expressed more

needs than respondents with lower educational level.
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Finance.

There was a significant negative relationship between

home-based business income (HbbInc), age, number of years in

business (YrsBus), and needs in the financial area. Younger

respondents with young businesses and lower home-based

business income were more likely to have needs in this area.

These results are similar to the findings for the areas of

Planning and Evaluation, and Marketing and Sales. Low home-

based business income might trigger respondents' awareness

of their educational needs in these areas (Tables D, K,

Appendix).

For the proportion of home-based business income to the

total household income (PHbbInc) and needs in the financial

area, a positive relationship could be found. The more

important the home-based business income was as a source of

income, the more likely it was that the respondents had

needs regarding financial aspects.

There was a significant relationship between the type

of business (TypBus) and reported needs in the Finance area.

Questions in regard to financial issues seemed to be most

important to artisans and respondents in retail and

wholesale trades.
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Laws and Regulations.

Significant, positive correlations between the

proportion of home-based business income to total household

income (PHbbInc) and the number of employed family members

(FamMem) and needs in the area of Laws and Regulations could

be found. The home-based business income (HbbInc) and the

time spent in the business (TimBus) were negatively related

to needs in this area. Respondents were more likely to have

needs regarding laws and regulations if the home-based

business income was low and the only income for the

household. Also, respondents expressed more needs if they

did not work in the business full-time, and if they employed

family members. In addition, a relationship between the mean

number of employed family members and the home-based

business income could be found (Tables L and M, Appendix).

This may imply that the number of employed family members is

an indicator for the size of the business. With the

employment of family members and with increasing business

size, issues like safety at the workplace, regulations

regarding employees, and legal requirements of the business

may gain in importance.
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Product and Quality Contol.

A significant positive relationship could be found

between the the number of employed family members (FamMem)

and home-based business owners needs in the Product and

Quality Control area. Negatively correlated with the

expressed needs were the number of years in business

(YrsBus), the number of children living at home (#Child),

the proportion of home-based business income to total

household income (PHbbInc), and time in the business

(TimBus).

A comparison of means (Table M) showed that home-based

business owners who employed family members had a higher

home-based business income than those without employed

family members. This may imply that the number of employed

family members was an indicator for the business size. With

increasing production, home-based business owners may have

to write more warranties and be concerned about meeting

standard requirements and regulations.

Respondents who operated the home-based business part-

time or seasonally might feel a lack of experience and

therefore expressed more needs in this area. With an

increase in the number of children, however, needs in the

area of Product and Quality Control were likely to decrease.

One reason for this finding may be that home-based business

owners with children might have operated their business on a

small scale and did not feel needs regarding issues of
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product and quality control (Table H, Appendix).

Family.

Positive relationships could be found between the two

variables #Child and Child10 and needs in this area.

Respondents with children at home and with children under

the age of ten were more likely to have needs regarding

family related issues. Significant positive relationships

existed also for the number of employed family members

(FamMem). Literature on small businesses emphasizes the

additional pressure on the home-based business owner

resulting from the employment of family members in the

business (Jablow, 1986; Kepner, 1983). It may be problematic

for the owners to separate business and family issues if

they employ family members.

The community size (CommSize) was negatively related to

expressed needs in the Family area. A possible reason for

this may be that home-based business owners in smaller

communities may not have the same possibilities for day care

than those living in larger communities with a network of

social services.
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Table 4.22 Results of Stepwise Multiple Regression for
Home-based Business Owners' Needs in Six
Areas

Need
Area

Step
No.

co Variable
entered

Cum. p -value

1 (-) YrsBus .0567 .0000
Planning 2 (+) Educ .0697 .0000
and 3 (+) PHbbInc .1087 .0000
Evaluation 4 (-) HbbInc .1564 .0000

5 (-) Age .1768 .0000

1 (-) HbbInc .1384 .0000
Marketing 2 (+) Educ .1462 .0000
and 3 n.a. TypBus .1651 .0000
Sales 4 (+) PHbbInc .1999 .0000

5 (-) YrsBus .2121 .0000

1 (+) PHbbInc .05199 .0013
2 (-) YrsBus .10131 .0000

Finance 3 (-) HbbInc .13735 .0000
4 n.a. TypBus .14713 .0000
5 (-) Age .16286 .0000

1 (-) HbbInc .0333 .0229
Laws and 2 (+) FamMem .0507 .0037
Regulations 3 (+) PHbbInc .0875 .0004

4 n.a TypBus .1006 .0025
5 (-) TimBus .1090 .0041

1 (+) FamMem .0202 .0087
Product and 2 (-) YrsBus .0389 .0013
Quality 3 (-) #Child .0661 .0000
Control 4 (+) PHbbInc .1004 .0000

5 (-) TimBus .1214 .0000

1 (+) Child10 .1223 .0000
Impact 2 (-) CommSize .1580 .0000
on the 3 (+) #Child .1660 .0000
Family 4 (+) PHbbInc .1767 .0000

5 (+) FamMem .1920 .0000
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Likeliness to Participate in Selected Educational Activities

Chi-square tests of independence and t-tests were

used to test Ho 3 and Ho 4. The purpose was to determine

whether the likeliness of participation in educational

activities was independent of demographic and business-

related factors of the respondents. Chi-square analyses were

run for each of the eighteen suggested educational means and

each of the categorial independent variables, using 2x2

contingency tables. Continuous independent variables were

tested separately with t-tests. Significant results for each

educational activity by the independent variables are given

in Tables 4.23 and 4.25 (chi-square statistics and in Table

4.24 and 4.26

(t-tests). Values of the chi-square tests are reported using

the X- symbol, followed by degrees of freedom (DF) and the

p-value. Summaries of the test results are in Table A and

Table B (Appendix).

Ho 3 : There is no significant relationship between
home-based business owners' demographic factors and
their willingness to participate in educational
activities. (Hypothesis rejected)

Results of the analysis indicated that magazines,

professional journals, lending libraries, and university or

government publications would likely be used by a large

number of respondents with high school education and beyond.

In addition, respondents who had been to college were more

likely to participate in seminars, non-credit courses, and
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individual projects (Table 4.23).

Significantly more women than men reported that they

would be likely to participate in support groups, and that

they would use newsletters and audio tapes for receiving

educational information. Marital status was found to be

significantly related to respondents' likeliness to

participate in seminars and teleconferences. Married

respondents indicated that they were less likely to

participate in teleconferences than separated and divorced

respondents. However, married and divorced respondents were

more likely than other respondents to attend seminars for

educational purpose.

Younger respondents and respondents with fewer children

reflected more likeliness to participate in a number of

educational activities than older respondentsTable 4.24).

However, respondents who had more children living at home

were more likely to participate than those with fewer

children in the home. No significant relationship could be

found between the number of children under ten (Child10) and

the size of the community (CommSize), and the likeliness of

participation in education activities.
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Table 4.23 Summary of Significant Chi-Square Statistics
for the Likeliness of Participation in
Educational Activities by Demographic Factors

Variables Entered
Chi

Square
(X2)

DF
p-
value

Education and

Non-credit Courses 23.683 8 .0026
Individual Projects 22.543 8 .0040
Professional Journals 19.683 8 .0063
Lending Library 15.771 8 .0273
University or Gvt.
Publications 15.736 8 .0382
Seminars and Workshops 15.696 8 .0469

Gender and

Newsletters 9.523 1 .0020
Support Groups 4.713 1 .0298
Audio Tapes 3.882 1 .0488

Marital Status and

Seminars and Workshops 15.899 4 .0032
Teleconferences 11.700 4 .0197
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Table 4.24 Summary of Significant Results of t-Tests for
the Likeliness of Participation in
Educational Activities and Demographic
Factors

Variables
Entered

MEANS
for

Unlikely

MEANS
for

Likely
p -value

Age and

Courses for 43.8 38.1 .000
College Credit

Activities for Cont. 43.7 40.2 .001
Education
Teleconferences 41.9 39.6 .003
Seminars 44.7 40.5 .007
Video Tapes 44.8 39.5 .008
Non-credit Courses 42.8 40.0 .011
Internships 41.8 40.2 .021
Computer Software 41.6 40.0 .023
Individual Projects 42.3 41.0 .032
Audio Tapes 43.0 39.3 .035
Magazines 44.9 40.3 .042

Number of Children and

Video Tapes 3.0 2.7 .000
Non-credit Courses 2.9 2.7 .018
Lending Library 2.9 2.8 .031
Consultations 3.0 2.8 .033

Number of Children
Living at Home and

Video Tapes 1.7 1.8 .000
Computer Software 1.8 1.7 .014
Lending Library 1.7 1.8 .019
Audio Tapes 1.7 1.8 .038
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Ho 4 : There is no significant relationship between
home-based business owners' business-related
factors and their willingness to participate in
educational activities. (Hypothesis rejected)

Significant values could be found for five business-

related factors (Table 4.25). Respondents' household

income (HhInc) was significantly related to their

likeliness to participate in non-credit courses and to

use newsletters, magazines, computer software, and audio

tapes for educational purposes. Respondents with lower

income prefered newsletters, compared to respondents in

higher income categories who wanted to participate in

non-credit courses and use more audio tapes and computer

software. Respondents of all but the lowest and the

highest income categories were likely to use magazines

and professional journals.

The proportion of home-based business income to

total household income (PHbbInc) was significantly

related to respondents' likeliness to take advantage of

consultations at the worksite, to participate in

internships, and to use video tapes for educational

purposes. Those respondents who indicated that the home-

based business did not provide substantial income but

money for fun and extras, would be less likely to use any

of the three educational resources. The demand for

consultations, internship opportunities, and video tapes

increased as the proportion of home-based business income
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increased. The amount of time that was invested in the

business was a significant factor for the demand for

video tapes. Respondents who worked in their business

seasonally indicated that they would be less likely to

use video tapes for education purposes than those

respondents who worked full-time in the home-based

business.

With increasing home-based business income (HbbInc),

respondents reported that they would be more likely to

use videos and teleconferences, participate in support

groups, visit other home-based businesses, and get

business consultation. However, the trend was reversed in

the two highest income categories ($20,000-$30,000;

$30,000 and more) when the likeliness for the use of

these activities started to decrease.

Significant relationships could also be found

between the number of years that the home-based

entrepreneur had been operating the business and the

likeliness to attend seminars, to visit other home-based

businesses, to take part in teleconferences, internships,

and other activities for continuing education credits.

Home-based business owners who had been in business for

more than seven years indicated that they were less

likely to use these options. Those who reported that they

would be likely to participate had been in business for

4.4 to 6.3 years on the average.
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Table 4.25 Summary of Significant Chi-Square Statistics
for the Likeliness of Participation in
Educational Activities by Business-related
Factors

Variables Entered
Chi

Square
(X`)

DF
P-
Value

Household Income and

Magazines and
Professional Journals
Computer Software
Newsletters
Non-Credit Courses
Audio Tapes

29.874

17.570
16.519
16.330
15.624

8

8

8

8
8

.0002

.0247

.0355

.0379

.0481

Proportion of Home-based
Business Income and

Consultations 14.589 5 .0123
Internships 13.243 5 .0212
Video Tapes 12.536 5 .0281

Total Home-based Business
Income and

Consultations 28.783 7 .0002
Support Groups 18.060 7 .0117
Visit other HBB 16.058 7 .0246
Teleconferences 14.380 7 .0448

Time commitment in
the Business and

Video Tapes 8.019 3 .0456
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Table 4.26 Summary of Significant Results of t-Tests
for the Likeliness of Participation in
Educational Activities by Business-related
Factors

Variables MEANS MEANS
Entered for for

Unlikely Likely
p -value

Years in Business

Activities for
continuing education

8.1 5.1 .000

Teleconferences 7.7 4.4 .000
Opportunities to visit 6.9 6.3 .001
Internships 7.3 5.4 .007
Seminars 9.5 5.8 .014
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CHAPTER V

SUMMARY, IMPLICATIONS, AND RECOMMENDATIONS

Summary

The major objectives of this study were to determine

home-based business owners' needs and to explore the factors

which influence their needs and their likeliness to

participate in selected educational activities.

Data from a survey by the Oregon State University

Extension Service were used for the statistical analyses.

Frequency distributions were used to analyze demographic and

business-related factors of Oregon home-based business

owners. Of the 353 survey respondents, 80 percent were

female home-based entrepreneurs. About 38 percent of the

respondents were between 30 and 39 years old and the

majority (84.2%) were married. Almost three quarters (73.3%)

had children living at home, however, about half (49.5%) did

not have young children under the age of ten. Some post-

secondary education was reported by almost three quarters of

the respondents (74.1%) and about half (47.4%) indicated

that they were living in communities with less than 10,000

people.

More than half (54.6%) of the entrepreneurs had service

businesses and had been operating their home-based business
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for four years or less (53.6%). Almost 60 percent (59.2%) of

the respondents worked in their businesses full-time but the

vast majority (83.7%) did not have any employees. Only about

19.4 percent reported some previous experience in a home-

based business. The largest portion of the respondents

indicated 1986 household income between $20,000 and $30,000

(29.9%). Slightly more than half (53.4%) had home-based

business income of less than $5,000 and only 26.2 percent of

the respondents reported that the home-based business income

was their sole source of income.

Of the six identified need areas, Planning and

Evaluation, Marketing and Sales, and Finance proved to be

the most important ones. A majority of the respondents felt

the need for help in: understanding tax requirements

(73.2%), understanding business insurance needs (63.3%),

understanding legal requirements (59.0%), knowing where to

go for business information (58.3%), developing business

organizational skills (57.9%), making the business more

visible to customers (56.5%), managing stress in the

business (54.6%), record-keeping skills (53.7%), writing

income statements (53.2%), time available for family and

personal leisure (50.9%), setting business goals and

priorities (50.7%), pricing the product or service (50.3%),

and time management (50.0%).

An analysis of the suggested educational activities

showed that the majority of the respondents would be likely
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to use newsletters (83.5%), magazines and professional

journals (78.0%), university and government publications

(70.2%), and 75 percent would be likely to attend seminars

for educational purposes. About three quarters of the

respondents (74.0%) indicated that they would like to meet

with other home-based business owners. Only three of the

suggested educational resources were not very popular. Only

about 30 percent of the respondents would be likely to uses

computer software or participate in internships and

teleconferences.

Summary of Hypotheses Testing

Four null hypotheses were stated for the purpose of

this study. A factor analysis was used to develop six

dependent variables from 40 questions in the questionnaire:

Planning and Evaluation, Marketing and Sales, Finance, Laws

and Regulations, Product and Quality Control, and Family.

Simple linear regressions were used to test hypotheses

1 and 2. The level of significance for statistical tests was

set at p < .05. Significant relationships between six

demographic factors and need areas could be found: (1) Age

was negatively related to needs in the area of Planning and

Evaluation and in the Family area. (2) Male respondents were

more likely to express needs in the area of Marketing and

Sales, while women reported more needs in the Family area.
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(3) The number of children was negatively related to needs

in the two areas of Marketing and Sales and Product and

Quality Control. (4) The number of children living at home

was negatively related to needs in Product and Quality

Control. (5) The number of children living at home and the

number of children under the age of ten were positively

related to Family needs. (6) Education was positively

related to needs in the areas of Planning and Evaluation,

Marketing and Sales, and to Family needs.

Simple linear regressions were also used to test

hypothesis two. Significant relationships could be found

between seven business-related factors and areas of need.

(1) The type of business was significantly related to needs

in the area of Marketing and Sales. Respondents in

agricultural occupations and artisans reported the greatest

needs in the area of Marketing and Sales. (2) The number of

years in business was negatively related to needs in the

areas of Marketing and Sales, Planning and Evaluation,

Finance, and in the Family area. (3) There were negative

relationships between the time spent in the business and

needs in Marketing and Sales. (4) The proportion of home-

based business income to total household income was

negatively related to needs in all six areas. (5) Home-based

business income was negatively related to needs in four

areas: Planning and Evaluation, Marketing and Sales,

Finance, and Laws and Regulations. (6) The number of
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employed family members and part-time employees was

negatively related to needs in Product and Quality Control.

Oregon home-based business owners' needs were not

significantly affected by marital status, community size,

previous experience in home-based businesses, household

income, the number of total employees, and number of full-

time employees. No demographic variables were significantly

related to needs in the areas of Finance and Laws and

Regulations.

Using stepwise multiple regression, eleven independent

variables showed significant relationships with needs in six

areas. (1) The number of years that the home-based business

had been operated was negatively related to needs in the

areas of Planning and Evaluation, Marketing and Sales,

Finance, and Product and Quality Control. (2) The proportion

of home-based business income to total household income was

positively related to to needs in all six areas. (3)

Negative relationships existed between Planning and

Evaluation, Marketing and Sales, Finance, and Laws and

Regulations and the home-based business income. (4) The type

of business was an influencing factor for needs in the areas

of Marketing and Sales, Laws and Regulations, and Finance.

Respondents in agricultural or crafts related occupations

reported more needs in Marketing and Sales, while

respondents in construction and service occupations

indicated more needs in the Laws and Regulations area.
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Artisans and respondents in retail and wholesale trades

reported more needs than others on financial issues. (5) The

time that is spent in the business was negatively related to

needs in Laws and Regulations and to needs in Product and

Quality Control. (6) There was a positive relationship

between employed family members and needs in the Family

area, in Laws and Regulations, and in Product and Quality

Control. (7) The size of the community was negatively

related to Family needs. (8) Education was negatively

related to needs in the areas of Planning and Evaluation,

and Marketing and Sales. (9) The age of the respondents was

negatively related to needs in the areas of Planning and

Evaluation, Marketing and Sales, and Finance. (10) Positive

relations were found between the number of children that

were living at home and Family needs, however, there was a

negative relationship between the same independent factor

and needs in Product and Quality Control. (11) There was a

positive relationship between the number of children under

the age of ten and Family needs.

Using t-tests and chi-square statistics, hypotheses 3

and 4 were tested. Newsletters, magazines, and seminars

proved to be the most popular of the eighteen proposed

educational resources. Over three-quarters of the

respondents reported that they would likely use these

alternatives. Significant relationships could be found for

six demographic factors and the respondents' willingness to
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participate in several activities: (1) Home-based business

owners with college education were more likely to attend

seminars, non-credit courses, and do individual projects for

educational purposes, while respondents with less than

college education were more favorable toward magazines and

university or government publications. (2) Significantly

more women than men would likely participate in support

groups, use newsletters, and audio tapes to receive

educational information. (3) Married and divorced

respondents were more likely than others to attend seminars.

(4) Younger respondents indicated more willingness than

older ones to use the majority of the suggested educational

resources, especially courses for college credit, activities

for continuing educational credit, teleconferences,

seminars, and video tapes. (5) Respondents with fewer

children indicated that they were more likely to attend non-

credit courses, use consultations, video tapes, and lending

libraries than those respondents with more children. (6)

Respondents with more children living at home would be more

likely to use audio and video tapes, and libraries than

those with fewer children living at home.

Five business-related variables were found to be

significant for home-based business owners' likelihood of

participation in educational activities. (1) Respondents

with lower household income would be more likely to use

newsletters and magazines in comparison to respondents with
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higher household income who would be more likely to use

computer software, audio tapes, and attend non-credit

courses. (2) If the home-based business income was the only

source of household income, respondents showed more interest

in internships and consultations than if the home-based

business only provided minor income for the household. (3)

Respondents who worked in their business full-time indicated

more likeliness to use video tapes for educational purpose

than those who worked in their business only part-time or

seasonally. (4) With increasing income from the home-based

business, respondents reported more interest in

teleconferences, support groups, consultations, and the use

of educational video tapes. (5) Respondents who had been

operating their business for four, five, or six years, would

be more likely to attend seminars, teleconferences,

indicated more interest in visiting other home-based

businesses, and participate in activities for continuing

education and internships.

Implications

While there are an increasing number of home-based

businesses with growing importance to the American economy,

little information on the home-based entrepreneur and home-

based enterprises is available. Due to a low profile that is

usually kept, home-based businesses do not attract much
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political and educational attention. The adult educator who

wants to serve this growing segment of the labor force has

few guidelines today regarding home-based business owners'

needs and preferences regarding educational resources.

No systematic needs assessment of home-based business

owners could be located in the literature. In this

exploratory study home-based business owners in Oregon

indicated business- and family-areas of educational needs.

Placing the identified needs in a priority hierarchy, it can

be concluded that Oregon home-based business owners

expressed the most needs in Plannning and Evaluation,

Marketing and Sales, and Finance. Furthermore, this study

determined educational resources that would be prefered by

home-based business owners.

The majority of the respondents reported that they

would be likely to use newsletters, university and

government publications, magazines, and professional

journals for educational purposes. Educators who want to

reach home-based business owners should strenghten the

publication and distribution of printed information. About

three quarters of the respondents indicated that they would

likely attend seminars and workshops. This may have

implication for educators who have the opportunity of

reaching small but distinct groups of home-based business

owners.

Networking was rated positively by a large proportion
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(74.0%) of the respondents which is consistent with the

literature that emphasizes the importance of communication

among home-based business owners. Educators could facilitate

this by developing home-based business directories or by

offering seminars so that home-based entrepreneurs with

similar interests and needs can meet and interact.

In the sample of 353 Oregon home-based business owners,

significant relationships between demographic and business-

related factors could be found. Entrepreneurs with low home-

based business income reported significantly more needs than

those respondents with higher income from the home-based

business. The high proportion of low-income home-based

businesses in the sample (the median home-based business

income was $1,000 to $4,000) shows the need for special

education of this group. In addition, if the home-based

business income was the major source of income, respondents

indicated more needs than if the home-based business

provided only a minor percentage of the total household

income. In the sample that was used, 48.4 percent of the

respondents reported that the home-based business provided

at least 50 percent of their total household income. A

significant positive relationship was also found between the

number of years that the home-based business had been

operated and four of the six need areas. The high percentage

of businesses that had been operated for three years or less

(44.4%) may be an important segment that could be served by
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educational institutions.

The large variety of home-based businesses has been

emphasized in the literature (Behr & Lazar, 1983; "The

battle", 1984), but little research has been done to

investigate differences that might result in different

educational needs. Results of this exploratory study

indicate that the type of business had significant

relationships to needs in several areas. These findings may

lead to implications for educational planners when offering

programs that are developed to appeal to a great variety of

business types.

Educational services that are provided today, focus

mainly on needs in Business-related areas. However,

respondents in this study also indicated needs in relation

to family issues. Demographic variables emerged as important

factors for needs in the family area. As of today, little

specific help is offered to home-based business owners to

help them cope with work and family conflicts.

Recommendations for Further Research

1. Further analysis of these data should include the

investigation of home-based business owners level of stress

and satisfaction. This may provide valuable information in

connection with expressed needs.
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2. It is recommended that further research be done to

investigate home-based business owners needs more

specifically. This study had exploratory character and could

only give a rough overview of Oregon home-based business

owners needs. More detailed information would be needed to

successfully develop educational programs for these

entrepreneurs.

3. It is recommended that future research should

compare home-based business owners' demographic and

business-related characteristics with characteristics of the

overall population and of small business owners. This may

provide information on differences between home-based

business owners and other population groups. Further

implications for the development of educational programs and

resources may result from the comparison.
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Appendix A

"Home-based business"
(card for extension agents)

HOME-BASED BUSINESS

OWNER'S NAME:

SEX OF OWNER M F

SOLE OWNER? Y N

BUSINESS PARTNER'S NAME(S):

NAME OF BUSINESS:

TYPE OF BUSINESS: (What product or service?)

ADDRESS:

(city) (state) (zip code)

PHONE NUMBER: (

COUNTY:

COMMENTS:



College of
Home Economics

Oregon
state

University y

January 5, 1988
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Appendix B

Coverletter for the First Mailing

Corvallis. Oregon 97331-5109 (5031754.3551

United States of America

Dear Oregon Home-Based Business Owner:

Home-based business accounts for as many as 10 million businesses
in the United States today. Economists predict that by 1990,
fifteen to twenty percent of the population will be working at
home, many in businesses that they own and manage. However,
little is known about the characteristics and needs of the home-
based business owner.

To fill this gap in information, the College of Home Economics
and Extension Service at Oregon State University are working
together to learn more about how businesses are operated out of
the home. Enclosed is a survey designed to give you an
opportunity to advise us as to your needs and priorities as a
home-based business owner. Your responses are important because
your needs as the owner of your particular business are unique.
There is no one else quite like you and no one has a business
exactly like yours. The only way we have of knowing what you
need as a home-based business owner is to ask you.

You are assured complete confidentiality. The number on the top
of the survey is only to help us in compiling the results, so
your name will never be linked to your answers. If you wish to
know the results of the survey, write your name and address on
the back of the return envelope and we will send you a summary
when it is available. Please do not write your name on the
survey.

Please return the completed survey by January 25th. For your
convenience, we have included a self-addressed stamped envelope.
If you have any questions, please feel free to call Linda Ladd,
the project associate, at 754-3551. Thank you for taking the
time from your busy schedule to help us to serve you and other
home-based business owners better.

Sincerely,

Redacted for privacy
a U

Kinsey B. Green Naurine McCormick
Dean Interim Extension

Program Leader

Linda Ladd
Project Associate
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College of
Homo Economics

Appendix C

Coverletter for the Second Mailing

Oregon
state

iUniversty

February 5, 1988

Corvallis, Oregon 97331.5109 mm '3
United States of America

Dear Oregon Home-Based Business Owner:

About a month ago, we mailed you a questionnaire concerning your
home-based businesi. As of today, we have not yet received your
questionnaire.

Home-based businesses account for roughly 10 million businesses
in the United States today. It is estimated that by 1990 fifteen
to twenty percent of the population will be owning and managing
their own home-based businesses. However, little is known about
the needs and experiences of the home-based business owner.

Ye are writing to you again because of the significance each
questionnaire has to the usefulness of this study. Your
responses are important because your needs as the owner of your
particular business are unique. The College of Home Economics
and Extension Service at Oregon State University are working
together to prepare extension programs and develop literature
that will address the issues that home-based business owners
face.

Enclosed is a second survey. Please do not write your name on
the survey as the identification number is to insure your
confidentiality. If you wish to know the results of the study,
write your name and address on the back of the return envelope
and we will send you a summary when it is available. For your
convenience, we have included a self-addressed stamped envelope.
If you are not a home-based business owner, please return the
blank questionnaire. If you have any questions, please feel free
to call Linda Ladd, the project associate, at 754-3551. Thank
you for taking the time from your busy schedule to help us to
serve you and other home-based business owners better.

Sincerely,

Redacted for privacy
Kinsey/B. feceen--- kaurine McCormick
Dean Interim Extension

Program Leader

Linda Ladd
Project Associate
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Appendix D

Reminder Postcard

February 23, 1988

Last week a questionnaire seeking information about your
business was mailed to you. You represent a select group
of people in Oregon.

If you have already completed and returned it to us please
accept our sincere thanks. If not, please do so today. Because
it has been sent to only a small group of Oregon residents it
is extremely imprtant that yours also be included in the study
if the results are to accurately represent the experiences
and needs of Oregon business owners.

If by some chance you did not receive the questionnaire or
it got misplaced, please call me right now (1-754-3551),
and I will get you another one in the mail to you today.

cinrorply

Redacted for privacy
c'Elnaa Lam-

Projeot Associate



Appendix E

Needs Assessment for Homebased Business Owners
(questionnaire)

Orecon
Stae

Unverstv,

Cver2e
Home Econcm:2

NEEDS ASSESSMENT FOR HOME-BASED
BUSINESS OWNERS

1. Please describe your current home-based business(es):

Description Year started

a.

b.

c.

139

2. Have you reviousl owned another home-based business?
(Circle one number .

1 NC
2 YES If 221, for how many years? years

3. In general, how stressful do you find your business?
(Circle one number).

1 VERY STRESSFUL
2 STRESSFUL
3 SCMEWHAT STRESSFUL
4 NOT STRESSFUL

4. Overall, how satisfied or dissatisfied are you with your
home-based business? (Circle one number).

1 VERY DISSATISFIED
2 MOSTLY DISSATISFIED
3 MOSTLY SATISFIED
4 VERY SATISFIED

5. The following question addresses the number of paid employees,
not including yourself, who work for you. If you are the only
employee in your business, please put a zero in the blanks below.

a. Total number of paid employees
b. Nur:der of paid family members who

work for you
c. Total number of full-time employees
d. Total number of part-time employees
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Appendix E (cont.)

6. The following is a list of business management skills concerning
planning and evaluation, marketing and sale, and product and quality
control that a home-based business owner might need to be successful.
How much additional help, if any, do you feel you need in each area?
(Circle one number for each item).

Planning and Evaluation

a. Writing a long-range business plan

b. Knowing where to go for business
information

c. Business organizational skills

d. Knowing how to relate to the rest
of the business community

e. Setting business goals and
priorities

f. Time management in your business

g. Managing stress in your business

h. Career planning

i. Designing adequate workspace

j. Other (please list)

Marketing and Sales

k. Conducting a market analysis

1. Pricing my product or service

m. Making my business more visible
to customers

MUCH SOME NO DOES NOT
HELP HELP HELP !APPLY

n. Client/customer communication skills

o. Professional image enhancement

p. Developing and maintaining

creativity in marketing and sales

q. Training my employees

r. Supervision of employees

s. Others (please list)

4 3 2 1

4 3 2 1

4 3 2 1

4 3 2 1

4 3 2 1

4 3 2 i
,

4 3 2 1

4 3 2 ,, 1

4 3 2 1

4 ,
., 2 1

4 3 2 1

4 3 2 1

4 3 2 1

4 3 2 1

4 3 2 1

4 3 2 1

4 3 2 1

(please continue on the next page)
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Appendix E (cont.)

7. The following is a list of business and family management skills
concerning finance, laws and regulations, and family that a home-based
business owner might need to be successful. How much additional help,
if any, do you feel you need in each area?
item).

MUCH
Finance HELP

(Circle one number for each

SOME NO DOES NOT
HELP HELP APPLY

a. Record-keeping skills 4 3 2 1

b. Requesting a business loan 4 3 2 1

c. Developing a financial plan 4 3 2 1

d. Writing income statements

e. Understanding :ax requirements
for my business

f. Understanding my business
insurance needs

g. Other (please list)

4

4

4

3

3

3

2

2

2

1

1

1

Laws and Regulations

4

4

3

3

2

2

1

1

h. Understanding the legal requirements
for my business

i. Knowledge of local building and
housing codes affecting home-based
businesses

j. How to license a home-based business

k. Knowing about safety standards and
requirements at the workplace

4

4

3

3

2

2

1

1

1. Knowing regulations and taxation
related to the employment of others

m. Other (please list)

4 3 2 1

Impact on the Family

4 3 2 1

n. Managing multiple roles (i.e. work
and family)

o. Family communication skills 4 3 2 1

p. Separation of work and family 4 3 2 1

q. Managing household responsibilities 4 3 2 1
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Appendix E (cont.)

r. Changing family members' attitudes
toward my business

s. Family and workspace conflict

t. Time available for family and
personal leisure

u. Other (please list)

MUCH
HELP

SOME
HELP

NO

HELP
DOES NCT
APPLY

4

4

4

3

3

3

2

2

2

1

1

1

Product and Quality Control

4

4

4

3

3

3

2

2

2

1

1

1

v. Determining standard requirements
for product or service

w. Writing a quality statement or
warranty for product or service

x. Monitoring customer evaluation of
product or service

y. Determining if food products meet
Food and Drug Admin. and Oregon
Dept. of Agric. regulations

z. Getting a license or certificate
for product or service

4

4

3

3

2

2

1

1

Other (please list)

8. What would help you become a more successful home-based business
owner? (Please write in).

9. What technical or subject matter skills, if any, would improve
the success of your home-based business? (Please write in).
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Appendix E (cont.)

10. From time to time, different educational and professional activities
are offered. ;re you likely, or unlikely to participate in the following
types of activities if they were offered at a convenient time, and were
within your budget? (Circle one number for each type of activity).

LIKELY UNLIKELY

a. Seminars and workshops 2 1

b. Courses for :ollege credit 2 1

c. Non-credit :.curses 2 1

d. Individual drojects 2 1

e. Activities f:r continuing education credits 2 1

f. Consultations at my home worksite with specialists 2 1

g. Opportunities to visit other home-based businesses

h. Opportunities to meet with other home-based
business owners and share ideas

2

2

1

1

i. Internship cdportunities in the business community 2 1

j. Teleconfererdes

k. Other (please list)

2 1

11. We are interested in what is the best time for you to attend
educational and professional activities concerning your home-based
business. Please circle all the times listed below that you would
be likely to attend an activity.

a. Activities that are offered during the week.

1 MORN:NG
2 AFTEWON
3 EVEN:NG
4 ALL DAY

b. Activities that are offered on the weekend.

1 ONE SATURDAY A MONTH
2 TWO SATURDAYS A MONTH
3 ONE ',;EEKEND A MONTH

4 ONE SUNDAY A MONTH
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Appendix E (cont.)

12. From time t: time, different types of resources are available
for professiona: development. Are you likely or unlikely to use
the following types of resources if they are available and the cost
is not a concern? (Circle one number for each item).

a. Support grow: of other home-based business

LIKELY

owners 2 1

b. Video tapes :VCR) 2 1

c. Newsletters 2 1

d. Computer software 2 1

e. Magazines and professional journals 2 1

f. Audio tapes

g. Lending library of books, journals, software,
widen and audio tapes, publications

h. University or government publications (such as

2

2

1

1

Small Business Administration or Extension)

i. Other (please list)

2 1

13. Do you work in your business, full-time, part-time, or seasonally?
(Circle one number).

1 FULL-TIME (35 OR MORE HOURS PER WEEK)
2 PART-TIME (LESS THAN 35 HOURS PER WEEK)
3 SEASONALLY (ONLY AT CERTAIN TIMES OF THE YEAR)
4 OTHER (PLEASE SPECIFY)

14. Do you have paid employment other than your home-based business?
(Circle one number).

1 NO
2 YES

15. We are interested in how much of your total household income you
expect to earn from your home-based business(es). (Circle one number).

1 ENOUGH TO PROVIDE FULL SUPPORT (100%)

2 ENOUGH T: PROVIDE PARTIAL BUT SUBSTANTIAL SUPPORT (AT LEAST 50%)
3 ENOUGH TC COVER COST OF MATERIALS AND TIME
4 ENOUGH TO COVER COST OF MATERIALS
5 MONEY FOR EXTRAS, TREATS, OR FUN
6 OTHER (PLEASE EXPLAIN)
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16. Please circle the number which best describes your total household
income from all sources before taxes in 1986. (Circle one number)

1 LESS THAN $5000 6 S40,000 to 49,999
2 $ 5,000 to 9,999 7 $50,000 to 59,999
3 510,000 to 19,999 8 $60,000 to 69,999
4 520,0:0 to 29,999 9 $70,000 OR MORE
5 $30,000 to 39,999

17. What is the population of the community in which you live?
(Circle one number)

1 UNDER 1,000 6 40,000 to 49,999
2 1,000 to 9,999 7 50,000 to 59,999
3 10,000 tc5 19,999 8 60,000 to 69,999
4 20,000 to 29,999 9 70,000 OR MORE
5 30,000 to 39,999

18. Please circle the number that best describes your total home-based
business income before taxes in 1986. (Circle one number)

1 THE BUSINESS IS NOT YET PAYING FOR ITSELF
2 LESS THAN $1000
3 $ 1,000 to $ 4,999
4 $ 5,000 to $ 9,999
5 $10,000 to $19,999
6 $20,000 to $29,999
7 $30,000 OR MORE
8 NOT SURE

19. Please list any home-based business related organizations to which
you belong. (Please write in)

20. Do you -ave children? (Circle one number)

1 NO
2 YES If YES, how many? (Please fill in)

If you nave children, how many, if any, live at home?

(=lease fill in)

How many of them are under the age of 10? (Please fill in)
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Appendix E (cont.)

21. Who provides supervision of children while you work?
(Circle all that apply)

1 SELF
2 SPOUSE, PARTNER
3 OTHER RELATIVE (SPECIFY)
4 SCHOOL
5 BABYSITTER COMING HOME
6 LIVE IN HELP
7 CHILDCARE OUTSIDE THE HOUSE
8 NO ONE
9 OTHER (PLEASE SPECIFY)

22. What is your sex? (Circle one answer)

1 MALE
2 FEMALE

23. What is your present age? (Please fill in)

24. What is your present marital status? (Circle one answer)

1 SINGLE, NEVER MARRIED
2 MARRIED
3 SEPARATED
4 DIVORCED
5 WIDOWED

25. What is the highest level of education you have completed?
(Circle one answer)

1 9TH GRADE OR LESS
2 SOME HIGH SCHOOL
3 HIGH SCHOOL DIPLOMA OR G.E.D.
4 TECHNICAL OR VOCATIONAL SCHOOL OR TRADE CERTIFICATE
5 SOME COMMUNITY OR ASSICIATE DEGREE
6 SOME COLLEGE
7 COLLEGE GRADUATE - FOUR YEAR SCHOOL
8 SOME GRADUATE SCHOOL
9 COMPLETED GRADUATE SCHOOL

26. Is.there anything else you would like to say about your needs
as a home-based business owner? (Please write in)

THANK YOU FOR YOUR HELP !
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Appendix F

Proposed Categorization for Home-based Businesses

1 Construction and Extractive Occupations

Residential, nonresidential, plumbing,
heating, painting, carpenting, well drilling,
excavation

2 Agriculture, Forestry & related Occupations

3 Production Working Occupations

4 Food

speciality foods manufacture, jams, jellies,
wine, cake decorating

5 Textile products

clothes, yarns, tailoring, custom sewing

6 Others

furniture & fixtures, woodworking, engraving

7 Wholesale & Retail Occupations

8 retail nursery, florists, upholstery, other
retail and wholesale businesses

9 distributors of:
Avon, M. Kay, Discovery Toys, Amway

10 Services

11 Hotels and other Loging Places

12 Personal Services

beauty and barber shops, child care, foster
home
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Appendix F (cont.)

13 Professional & Business Services

business management, consultant, advertising,
computer data processing, legal services,
insurance, architectual

14 Repair Services

15 Recreational Services

river floar trips, producers

16 Cleaning & Maintenance

janitorial work, chimney sweap, lawn mowing

17 Artists, Writers, and Entertainers

18 Others, not classified anywhere else



Table A Summary of Chi Square Statistics for the Likeliness of
Participation in Educational Activities by Demographic
and Business-related Variables

Gender X2 .1728 2.048 .0856 .1594 3.188 .3358 .1579 .1814 .1211 .7382 4.718 .8797 .9523 .1604 .0000 3.882 .9239 .0053

(1 di) P .6776 .1524 .7698 .6897 .0742 .5623 .6910 .6701 .7278 .3902 .029B .3483 .0020 .2053 1.000 .0488 .3364 .9419

MarStat X2 15.89 6.050 8.232 6.697 5.910 6.036 4.564 2.460 7.519 11.70 5.324 2.504 1.353 1.665 2.408 2.317 .4740 2.250

(4 df) p .0032 .1954 .0834 .1528 .2059 .1964 .3349 .6517 .1108 .0197 .2556 .6438 .8523 .7970 .6467 .6776 .9760 .6883

Educ X2 15.69 8.637 23.68 22.54 6.047 14.63 9.801 13.49 8.168 4.386 7.461 7.794 11.59 10.89 19.68 6.359 15.77 14.83

(8 df) P .0469 .3738 .0026 .0040 .6419 .0666 .2792 .0959 .4172 .8207 .3825 .3508 .1147 .1431 .0063 .4985 .0273 .0382

CommSize X2 4.296 9.563 5.010 5.704 7.262 6.986 8.126 6.205 9.549 5.422 9.751 4.630 9.463 7.415 10.44 2.366 7.373 2.154

(8 df) P .8294 .9452 .5765 .6003 .5086 .5381 .4212 .6242 .2981 .7117 .2829 .7963 .3047 .4926 .2352 .9676 .4969 .9759

TypBus X2 65.54 64.74 37.51 48.33 48.33 27.80 46.90 49.66 51.43 41.85 32.11 24.09 30.22 52.02 19.00 53.13 67.98 22.92

(17 df) P .0004 .0005 .0664 .2310 .0320 .6791 .0433 .0240 .0161 .1141 .4609 .8409 .5566 .0141 .9665 .0109 .0303 .8805

PrevEx X
2 .7436 .0050 .1031 .0235 .5012 .3804 .4595 .7934 .0029 .4044 .0491 .0001 .1938 .0000 3.483 .3047 1.121 .2822

(1 df) P .3885 .9435 .7481 .8782 .4790 .5374 .4978 .3730 .9570 .5248 .8245 .9940 .6597 1.000 .0620 .5809 .2897 .5952

TimBus X2 5.245 1.378 3.553 1.605 1.040 .3706 3.215 3.446 .1578 2.688 .5486 8.019 5.897 4.434 3.432 6.836 1.780 2.755

(3 df) P .1547 .7106 .3138 .6582 .7914 .9462 .3595 .3277 .9841 .4422 .9081 .0456 .1167 .2182 .3308 .0773 .6193 .4309

Hhlnc X2 8.048 10.63 16.33 10.75 2.898 8.171 9.960 6.144 5.307 6.889 8.470 13.21 16.51 17.57 29.87 15.62 15.05 10.97

(8 df) P .4287 .2232 .0379 .2160 .9406 .4169 .2678 .6311 .7243 .5486 .3889 .1048 .0355 .0247 .0002 .0401 .0580 .2031

PHbbInc X2 8.833 1.641 8.545 9.683 1.140 14.58 5.500 4.722 13.24 9.166 4.074 12.53 7.931 3.806 .9319 5.940 7.750 4.548

(5 df) P .1159 .8961 .1286 .0847 .9504 .0123 .3579 .4507 .0212 .1026 .5388 .0281 .1600 .5775 .0970 .3120 .1705 .4734

Hbblnc X2 8.826 12.01 6.489 10.59 7.055 28.78 16.05 12.97 13.22 14.38 18.06 8.670 9.721 9.764 13.52 7.175 10.60 8.021

(7 df) P .2654 .0999 .4839 .1572 .4231 .0002 .0246 .0721 .0669 .0448 .0117 .2772 .2049 .2023 .0602 .4100 .1567 .3307



Table B Summary of I-Tests for the Likeliness of
Participation in Educational Activities by
Demographic and Business-related Variables

Variable Stat.
Seminars

Likely Unlikely

Credit Courses

Likely Unlikely

Non-Credit
Courses

Likely Unlikely

Individual
Projects

Likely Unlikely

Activities for
cont. Educ.

Likely Unlikely

Consultations

Likely Unlikely

Age Means 40.5 44.7 38.1 43.8 40.0 42.8 41.0 42.3 38.6 43.7 40.1 43.0

SD 10.5 13.4 9.0 12.0 10.0 12.2 10.4 12.3 9.2 12.0 9.9 12.3

p .007 .000 .011 .034 .001 .006

Child Means 2.8 2.9 2.9 2.7 2.7 2.9 2.0 3.0 2.9 2.8 2.8 3.0

SD 1.3 1.5 1.3 1.3 1.2 1.5 1.3 1.4 1.4 1.3 1.2 1.5

P .105 .980 .018 .440 .900 .033

*Child Means 1.9 1.5 2.0 1.6 1.8 1.7 1.8 1.8 2.0 1.6 1.9 1.7

SD 1.4 1.4 1.4 1.4 1.3 1.5 1.4 1.5 1.4 1.4 1.3 1.5

P .745 .624 .064 .270 .962 .208

Child10 Means 1.1 .9 1.3 .9 1.1 1.0 1.0 1.1 1.2 .9 1.0 1.1

SD 1.2 1.1 1.3 1.2 1.2 1.2 1.2 1.3 1.3 1.2 1.2 1.3

P .532 .556 .855 .240 .686 .536

YrsBus Means 5.8 9.5 5.4 7.8 5.5 7.9 5.6 7.9 5.1 8.1 5.9 7.6

SD 7.3 9.1 7.8 7.9 7.9 7.6 7.9 7.8 5.1 8.7 8.1 7.7

P .014 .864 .650 .939 .000 .528

TEmpl Means .5 .2 .5 .5 .4 .3 .5 .4 .4 .5 .7 .2

SD 2.3 .8 1.6 2.4 1.4 1.1 2.6 1.3 1.4 2.5 2.7 1.0

p .000 .000 .037 .000 .000 .000

FamMem Means .2 .2 .2 .3 .2 .2 .1 .3 .1 .3 .2 .2

SD .6 .5 .5 .7 .6 .6 .4 .8 .4 .0 .7 .6

P .105 .000 .359 .000 .000 .025

FullEmp Means .2 .1 .1 .2 .2 .2 .1 .2 .1 .2 .2 .2

SD .7 .5 .7 .7 .7 .6 .6 .8 .7 .7 .7 .6

p .002 .752 .010 .000 .315 .140

PartEmp Means .5 .1 .5 .4 .6 .2 .5 .4 .5 .6 .3

SD 2.4 .5 1.8 2.5 1.9 .8 2.5 1.8 .9 2.7 2.7 1.4

p. .000 .000 .000 .000 .000 .000



Table b (cant.) Summary of t-Tests for the Likeliness of
Participation in Educational Activities by
Demographic and Ditsiness-related Variables

Variable Stat.
Opportunities

to visit

Likely Unlikely

Opportunities
to meet

Likely Unlikely

Internships

Likely Unlikely

Teleconferences

Likely Unlikely

Support Groups

Likely Unlikely

Video Tapes

Likely Unlikely

Asa Means 40.1 43.2 40.6 42.7 40.2 41.8 39.6 41.9 39.9 42.3 39.5 44.8

SD 10.6 11.7 10.6 11.9 9.5 11.8 9.0 11.8 10.6 10.9 9.6 11.9

P .193 .175 .021 .003 .697 .008

Child Means 2.8 2.9 2.8 2.9 2.6 3.0 3.0 2.8 2.8 2.8 2.7 3.0

SD 1.3 1.4 1.4 1.3 1.2 1.4 1.4 1.3 1.3 1.3 1.1 1.5

P .665 .836 .124 .890 .625 .000

*Child Means 1.9 1.7 1.8 1.7 1.0 1.8 2.0 1.7 2.0 1.7 1.8 1.7

SD 1.5 1.3 1.4 1.4 1.2 1.5 1.3 1.4 1.5 1.3 1.2 1.7

P .136 .499 .060 .411 .088 .000

Chl1d10 Means 1.1 .9 1.1 1.0 1.0 1.1 1.1 1.0 1.2 .9 1.0 1.0

SD 1.3 1.1 1.3 1.2 1.2 1.3 1.2 1.2 1.3 1.2 1.2 1.3

P .196 .485 .577 .931 .456 .159

Yrsbus Means 6.3 6.9 6.2 7.6 5.4 7.2 4.4 7.7 5.4 8.0 5.9 7.9

SD 8.6 6.5 8.0 7.6 9.3 7.4 4.5 B.9 5.7 9.4 7.8 7.5

p .001 .558 .007 .000 .000 .609

Mop, Means .3 .5 .3 .5 .5 .5 .5 .5 .5 .5 .5 .4

SD 1.0 1.4 1.1 1.6 1.3 2.3 1.7 2.3 2.6 1.4 2.5 1.0

P .000 .000 .000 .000 .000 .000

FamMem Means .2 .3 .2 .2 .2 .2 .1 .2 .2 .3 .2 .2

SD .6 .7 .6 .7 .3 .7 .4 .7 .5 .7 .6 .6

P .003 .003 .007 .000 .000 .353

FullEmp Means .1 .2 .2 .2 .1 .2 .1 .2 .1 .2 .2 .1

SD .6 .6 .6 .9 .6 .7 .7 .7 .5 .0 .7 .5

P .001 .000 .066 .728 .000 .000

PartEmp Means .3 .4 .2 .5 .5 .4 .3 .5 .4 .5 .5 .3

SD 1.3 1.5 .8 2.0 1.2 2.3 .9 2.4 2.4 2.0 2.4 .7

p ' .010 .000 .000 .000 .043 .000



Table b Icont./ Summary of k-Tests for the Likel iness of
Participation in Educational Activities by
Demographic and business-related Variables

Variable Stat.
Newsletter

Likely Unlikely

Computer
Software

Likely Unlikely

Magazines/
Prof. Journals

Likely Unlikely

Audio Tapes

Likely Unlikely

Lending
Library

Likely Unlikely

University /Gvt.
Publications

Likely Unlikely

Age Means 40.1 47.5 40.0 41.6 40.3 44.9 39.3 43.0 40.6 42.4 40.6 42.0

SD 10.2 12.1 9.1 11.3 10.4 12.4 9.6 11.6 10.6 11.5 10.3 12.0

p .085 .023 .042 .035 .341 .064

Child Means 2.8 3.1 2.8 2.8 2.8 2.9 2.8 2.9 2.8 2.9 2.0 2.9

SD 1.2 1.5 1.3 1.3 1.3 1.3 1.3 1.3 1.2 1.4 1.3 1.3

p .133 .571 1.000 .479 .031 .911

*Child Means 1.8 1.6 , 1.6 1.8 1.8 1.5 1.0 1.7 1.8 1.7 1.8 1.7

SD 1.4 1.5 1.1 1.5 1.4 1.3 1.3 1.5 1.3 1.6 1.3 1.5

P .344 .014 .432 .038 .019 .257

ChildlO Means 1.1 .8 1.0 1.1 1.1 .9 1.1 1.0 1.1 1.1 1.1 1.1

SD 1.2 1.3 1.1 1.2 1.2 1.2 1.2 1.2 1.2 1.3 1.2 1.3

p .670 .285 .777 .835 .229 .661

Yrsbus Means 6.1 8.7 6.0 6.9 6.2 7.5 5.7 7.5 6.0 7.7 5.9 7.9

SD ,4.5 8.7 5.1 8.6 7.8 7.4 8.0 7.4 7.7 7.7 7.5 8.1

P .138 .000 .529 .340 .956 .363

TEmpl Means .5 .4 .7 .4 .5 .3 .3 .7 .6 .3 .6 .2

SD 2.3 1.0 1.9 2.2 2.3 .9 1.1 2.8 2.4 1.0 2.4 .9

P .000 .065 .000 .000 .000 .000

FamMem Means .2 .2 .2 .2 .2 .2 .1 .3 .2 .3 .2 .3

SD .6 .7 .6 .6 .6 .6 .5 .7 .5 .8 .5 .8

p .478 .609 .905 .000 .000 .000

FullEmp Means .2 .1 .2 .1 .2 .1 .1 .2 .1 .2 .2 .2

SD .7 .5 .7 .6 .7 .4 .6 .7 .6 .8 .6 .7

p .004 .003 .000 .075 .000 .026

PartEmp Means .5 .2 .7 .4 .5 .2 .3 .7 .5 .5 .5 .3

SD 2.3 .8 2.2 2.2 2.4 .5 .9 3.0 2.2 2.0 2.4 1.5

P .000 .918 .000 .000 .240 .000
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Table C Factor Analysis for Forty Business and Family
Management Skills

Management
Skills

Factor
Loadings

Factor 1

Knowing how to relate to the community .739
Setting business goals and priorities .730
Writing a business plan .668
Knowing where to go for business information .631
Business organizational skills .615
Time management in the business .532
Career planning .488
Managing stress in the business .347
Designing adequate workspace .397

Factor 2

Making my business more visible to customers .775
Developing and maintaining creativity .733
in marketing and sales
Conducting a market analysis .657
Professional image enhancement .591
Client/customer communication skills .567
Pricing my product or service .549

Factor 3

Writing income statements .724
Developing a financial plan .684
Understanding tax requirements .654
Requesting a business loan .619
Understanding my insurance needs .596
Record-keeping skills .586
Writing business plan .412
Setting business goals and priorities .299
Career planning .272
Knowing about regulations and taxation .254
related to employees
Knowing where to go for business information .253
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Table C (cont.) Factor Analysis for Forty Business
and Family Management Skills

Management
Skills

Factor
Loadings

Factor 4

How to license a home-based business .770
Knowledge of local housing and building codes .756
Knowing about safety standards .654
Understanding legal requirements .638
Getting a license or certificate for .418
product or service
Client/customer communication skills .374
Pricing my product or service .320

Factor 5

Family communication skills .846
Managing household responsibilities .834
Managing multiple roles .814
Separation of work and family .812
Time available for family and leisure .760
Family and workplace concflict .735
Changing family members' attitudes .713
Time management in the business .454
Designing adequate workspace .412
Managing stress in the business .347
Business organizational skills .287
Client/customer communication skills .284
Record-keeping skills .277

Factor 6

Writing a quality statment or warranty .776
determining standard requirements .717
Monitoring customer evaluations .660
Getting a license or certificate .554
for product or service

Determining if products meet regulations .553
Conducting a market analysis .329
Developing and maintaining creativity .280
in marketing and sales
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Table D Correlation Matrix for the Variables Age, Number of
Children Living at Home, Number of Children under the
Age of Ten, Years in Business, and Number of Employees

Age #Child Child10 YrsBus TEmpl FamMem FullEmp PartEmp

Age p- .000 .000 .000 .000 .006 .009 .001
co 1.000 -.616 -.688 .413 .218 .160 .151 .1995

#Child p- .000 .000 .000 .040 .045 .156 .061
co -.616 1.000 .788 -.255 -.112 -.108 -.065 -.099

Child10 p- .000 .000 .000 .036 .006 .023 .043

co -.688 .788 1.000 -.256 -.115 -.160 -.128 -.110

YrsBus p- .000 .000 .000 .001 .071 .064 .010
co .413 -.256 -.256 1.000 .190 .094 .097 .147

TEmpl p- .000 .040 .036 .001 .000 .000 .000
co .218 -.112 -.115 .190 1.000 .370 .468 .943

FamMem p- .006 .045 .006 .071 .000 .000 .000
co .160 -.108 -.160 .094 .370 1.000 .710 .455

FullEmp p- .009 .156 .023 .064 .000 .000 .000
co .151 -.065 -.128 .097 .468 .710 1.000 .473

PartEmp p- .001 .061 .043 .010 .000 .000 .000
co .199 -.099 -.110 .147 .943 .455 .473 1.000
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Table E Chi-Square Statistics for Gender by Type of Business

Gender
Constr
(%)

Agric
(%)

Type
Prod
(%)

of Business
Sales Services

(%) (%)

Crafts
(%)_

Other
(%)

Missing
(%)

Male
Female

20.0
.4

15.7
3.2

8.6
13.3

10.0
9.3

37.1
59.5

5.7
14.3

1.4 1.4

X = 82.84 df = 7 p = .0000

Table F Chi-Square Statistics for Education by Type of
Business

Education Type of Business
Constr Agric Prod Sales Services
(%) (%) (%) (%) (%)

Crafts
(%)

Other
(%)

Some High School 7.7 7.7 15.4 69.2

High School Dip. 5.3 3.9 11.8 7.9 63.2 6.6

Technical School 4.3 17.4 8.7 65.2 4.3

Community Col. 9.1 3.0 69.7 15.2 3.0

Some College 4.2 6.7 15.0 11.7 47.5 15.0

College Grad. 2.2 4.4 17.8 8.9 48.9 17.8

Some Grad School 5.9 5.9 11.8 47.1 29.4

Completed Grad S. 4.8 9.5 9.5 19.0 42.9 14.3

X = 75.08 df . 56 p = .0452

Table G Chi-Square Statistics for Home-based Business Income
(HbbInc) by Type of Business

HbbInc Type of Business
Constr Agric Prod Sales Services Crafts
(%) (%) (%) (%) (%) (%)

The business is
not yet paying

6.8 27.1 16.9 44.1 5.1

Less than $1,000 5.4 8.1 2.7 43.2 40.5
$1,000 - $4,999 2.6 14.3 6.5 63.6 13.0
$5,000 - $9,999 5.1 5.1 5.1 69.2 15.4
$10,000 - $19,999 6.1 2.0 4.1 10.2 67.3 8.2
$20,000 - $29,999 25.0 10.0 5.0 40.0 20.0
$30,000 or more 12.1 24.2 18.2 9.1 30.3 6.1
Not sure 41.7 58.3

X = 149.76 df = 48 p = .0000
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Table H Mean Table for the Number of Children living at
Home by the Proportional Home-based Business
Income to Total Household Income (PHbbInc)

PHbbInc Number of Children living at Home
Mean SD Cases

Full support 1.47 1.19 78
Partial support 1.60 1.45 70
Material & time 1.87 1.30 56
Material 1.75 1.66 8

Extras & fun 2.41 1.78 41
Other 1.87 1.40 55

Table J Mean Table for the Number of Children living at
Home by Type of Business (TypBus)

TypBus Number of Children living at Home
Mean SD Cases

Service 2.21 1.49 165
Production 1.48 1.02 39_
Construction 1.42 1.39 14
Arts & Crafts 1.26 1.25 42
Retail & Wholesale 1.24 1.18 29
Agriculture 1.05 1.22 19

Other 1.00 .00 1
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Table K Mean Table for Years in Business by Home-based
Business Income (HbbInc)

HbbInc Years in Business
Mean SD Cases

The business is
not yet paying

3.2 3.6 56

Less than $1,000 5.0 5.4 35

$1,000 - $4,999 6.1 6.5 72

$5,000 - $9,999 7.6 6.5 38

$10,000 - $19,999 6.5 3.7 49

$20,000 - $29.999 12.2 9.8 19

$30,000 or more 9.7 7.8 33

Not sure 4.6 6.7 12

Table L Mean Table for the Number of Paid Family Members
(FamMem)
(PartEmp)
Business

and the Number of Part-time Employees
by the Proportional Home-based
Income to Total Income (PHbbInc)

PHbbInc FamMem
Mean SD Cases

PartEmp
Mean SD Cases

Full support .48 .8 83 .81 2.1 74

Partial support .13 .4 73 .75 3.7 74

Material & time .19 .7 62 .36 1.8 61

Material .00 .0 12 .08 .3 12

Extras & fun .02 .2 42 .00 .0 41

Other .21 .7 57 .29 .8 57
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Table M Mean Table for the Number of employed Family
Members by Home-based Business Income (HbbInc)

HbbInc Employed Family Members
Mean SD Cases

The business is
not yet paying

.08 .3 58

Less than $1,000 .17 .6 36

$1,000 - $4,999 .05 .2 77

$5,000 - $9,999 .08 .3 36

$10,000 - $19,999 .20 .5 44

$20,000 - $29,999 .76 .9 17

$30,000 or more 1.10 1.3 30

Not sure .09 .3 11


