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The finding of the present study would appear to be at odds with the 

research of El Hamzaoui (2006) who found that among the failure factors of 

SMEs in Morocco is the relatively young age of the entrepreneurs (< 35 years). 

It also contradicts the findings of Woldie et al. (2008) who undertook an 

exploratory study of owner-manager and firm characteristics to identify the 

factors affecting the growth of SMEs in Nigeria. Specifically, using a survey self-

administered questionnaire on a sample of 523 SME owner-managers, their 

study reported that middle-aged and older owner-managers tend to run more 

growth oriented firms. However, it is consistent with those undertaken in 

different contexts, such as the study of Reynolds et al. (2000) who found that 

individuals aged 25-44 years were the most entrepreneurially active. A possible 

explanation of the findings from this study is that while some of the younger 

owner-managers in Tangier do indeed make serious mistakes and fail, those 

that survive tend to manage with a stronger growth orientation. 

 

Education 

Findings from the first phase of research showed that owner-managers of 

successful firms are characterized by relatively higher levels of education than 

their counterparts in less successful SMEs in Tangier. This suggests that there 

is a strong link between the education of the entrepreneur and success of the 

firms. The finding supports the study of Gray (2006) who found that education 

level of Moroccan entrepreneurs was associated with successful performance 

of their firms in Morocco. Furthermore, it is consistent with the findings of El 

Hamzaoui (2006), who showed that poor education of the entrepreneur was a 

factor in the failure of firms in Morocco. Also linked to education, the language 

factor emerged as an issue, from the qualitative phase of the study, revealing 

that language skills were of significant importance to the performance of small 

firms. This emerged in this phase because of the particular bilingual context of 

Morocco. This may actually be a reflection of a more general point; that is that 

the higher or the more developed an owner-manager’s language skills are, the 

more likely they are more able to benefit from the advisory materials published 

in whatever language. So, if owner-managers have relatively undeveloped 

language skills, for example in French, their ability to profit from materials 

published in that language, related to business development and 

entrepreneurship will be reduced, imposing a potential constraint on the 
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success of their firms. While this is a general issue, it seems clear that access 

to higher order language skills is an important issue in a bilingual context such 

as Morocco and perhaps particularly in Tangier, where the francophone 

influence is particularly strong. 

 

Experience 

The relevance of the owner-manager’s prior experience to the business 

seemed to be a very important influence on the success of SMEs. Findings from 

the quantitative phase revealed that relevance of prior work experience to the 

business was more strongly correlated with performance for the successful 

firms than their less successful counterparts. This finding supports the study of 

El Hamzaoui (2006), who found that poor professional experience was a strong 

failure factor for SMEs in Morocco. It should be noted here that experience is 

embedded within the accumulated learning of owner-managers and in their 

decisions and actions. These are very complex issues, whose in-depth 

exploration was beyond the scope of this research. However, this could be a 

rich field of investigation in future work. 

 

Family background 

The family background of the owner-manager was found to be related with 

the differential success of SMEs in Tangier. Two-thirds of respondents (66%) 

from the total sample reported that their parents were self-employed. However, 

owner-managers of the successful firms were much more likely to have self-

employed parents (87%) than owner-managers of less successful firms (30%). 

At a broad level, this finding is line with a substantial literature that supports the 

notion that a high percentage of entrepreneurs come from parents who are 

entrepreneurs themselves (e.g. Hisrich & Brush, 1987; Bolton & Thompson, 

2004; Gray et al., 2006). In their study about motivations of Moroccans for self-

employment, Gray et al. (2006) found that half of the interviewed Moroccan 

entrepreneurs came from families where the father or mother, considered as 

their role model, was self-employed. There was a striking difference in parental 

self-employment between the owner-managers of the successful and less 

successful firms, suggesting a relationship between this factor and successful 

performance. However, while this may be the case, it would be unwise to 

suggest a causal relationship without more research. 
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Family culture in Morocco is very important and affects all aspects of 

business life. Morocco is a highly collectivistic country and family culture 

certainly has an effect on the performance of businesses and on the way 

success is perceived. A traditional Moroccan family is very extended and 

includes children, parents, grandparents, uncles, aunts, and cousins, who may 

have varying forms of involvement or influence in the businesses of family 

members. Looked at positively, this could contribute to the success of business 

by providing finance and strengthening networks and social relationships in the 

market, although there could also be negative impacts such as confused 

stakeholding and obligations. As discussed above, it was beyond the scope of 

this research to explore these issues in depth but they would provide a rich field 

of study for future work. 

 

Need for achievement 

The variable need for achievement was related to success of SMEs in 

Tangier, in that the need for achievement was higher for owner-managers of 

successful firms than for their less successful counterparts. This result conforms 

to the findings of Gray et al. (2006) who found that a high need for achievement 

was identified as a common trait among Moroccan entrepreneurs. This 

suggests that the desire to achieve financial success, satisfaction and a good 

social status could motivate owner-managers to achieve personal and business 

goals. However, the causality of this relationship is complex and deeply rooted 

in culture, requiring exploration in further qualitative research. 

 

Risk taking propensity 

The study found that owner-managers of the successful SMEs showed a 

higher propensity for risk-taking than owner-managers of the less successful 

ones. This finding shows a similarity to several studies in different contexts 

(Delmar, 1994; Morris & Zahra, 2000). However, it is not consistent with the 

study of Siegel et al. (1993) who found no relationship between business growth 

and the willingness to take risks. Risk taking propensity is a complex 

psychological trait which may reflect both personal characteristics, cultural 

values and the specific context. An in-depth exploration of these issues was 

beyond the scope of this research but could provide rich insights in a further 

study. 
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Managerial competences 

The quantitative phase of research revealed that managerial competences 

were regarded as having great importance by owner-managers of both 

‘successful’ and ‘less successful’ firms. This is perhaps unsurprising as a 

response and it is widely supported in the literature (e.g. Duchesnau and 

Gartner, 1990: Storey, 1994; Yusuf, 1995; Luk, 1996) (1995). However, there 

are many antecedents and sub-variables that may contribute to this measure, 

including prior experience, age, education and family background. Further 

variables that are possibly linked to management competences are the age and 

size of the firm: as argued by Greiner (1972), as firms grow, entrepreneurs must 

develop their management capabilities in order to deal with successive 

organizational crises that arise from growth. 

 

Functional competences 

Owner-managers of both successful and less successful businesses 

placed a high importance on functional competences, particularly on business-

related competences. This conforms to the argument of Baum et al. (2001) who 

argued that technical or industry-related skills are an important source of 

“expert” power that legitimizes the entrepreneur in the eyes of his/her staff, and 

assists in the implementation of the entrepreneur’s plan. These findings are also 

in line with the view of Barney (1991) who claims that it is essential for 

entrepreneurs to acquire venture-specific skills to provide sustainable 

competitive advantage for their ventures. 

 

On the face of it, this finding is unexceptional, as owner-managers in most 

contexts might be expected to agree that functional competences are important 

to business success. However, the high level of informed agreement is probably 

a reflection of the relatively high levels of education of the sample owner-

managers, who may thus be more likely to acknowledge the importance of 

specific competences. Again, this is potentially an interesting field for future 

research.  

9.3.2 Partnership working  

In both the quantitative and qualitative phases of the study, relationships 

and partnership working were identified by owner-managers as being important 
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to success. This general perception embraced many areas of the business, 

including finance, technology, networking, and supplier relationships.  These 

findings all highlighted the importance of collaborative working, and were 

therefore grouped under the heading of ‘partnership working’.  

 

Financial Partnership 

Both phases of the study (quantitative and qualitative) have shown that 

financial partnership was seen by owner-managers as playing an important role 

in achieving success, primarily through facilitating access to financial resources. 

This is in line with previous studies, both in the context of Morocco such as 

Rachdi (2006) and El Hamzaoui (2006) and in other contexts such as the study 

of Ben Mlouka & Jean-Michel (2008), who identified finance as a very important 

factor for business competitiveness. Furthermore, Beck et al. (2006) argued that 

in a competitive business environment, access to finance is an important 

component that facilitates entry, exit and growth of firms and therefore is 

essential for the development process.  

 

It was also clear from the research that SMEs in Tangier face difficulties in 

accessing external sources of finance. Findings revealed that the high cost of 

credit, not just in the form of interest rates and collateral, but also the 

requirement for a strong ‘dossier’ (business plan), has great influence on the 

success of small businesses. The production of the dossier requires a 

considerable amount of work and cost, as well as the identification of the assets 

to be offered as collateral. The presentation of an unsatisfactory dossier with 

weak financial information and insufficient collateralizable assets deters 

financial institutions from providing credit to SMEs. Even when granted loans, 

firms typically do not have sufficient assets and as a result they tend to be 

confronted with higher interest rates. Hence it can be concluded here that the 

requirement for the presentation of a strong dossier to the banks presents not 

only a financial, but also a physical and emotional pressure on business owner-

managers that could have an influence on their success. This requirement to 

produce a dossier in the correct form has the tendency to impose a ‘western’ 

style financial management approach on firms, whereas the importance of 

relationship building is central to their way of life. 
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The qualitative phase of the study disclosed another issue that was of high 

concern to some owner-managers, in particular those who did not want to 

breach their religious beliefs. Findings showed that participants expressed 

surprise about the non-availability of Islamic banks and finance in Morocco, 

which is a Muslim country. Some of them avoided borrowing from existing 

banks because of the interest charged, which is forbidden in Islam. The non-

availability of Islamic banks in Morocco could be explained by the history of 

colonization and the link to western terms of trade. It can be argued that they 

are two pressures here: The imposition of both western styles of management 

and large-business methods of financial rectitude. The findings suggest that 

non-availability of Islamic banks in Morocco has a perceived impact on the 

performance of SMEs. Hence, it can be concluded that the introduction of 

Islamic capital funding holds out the prospect of a linkage between economic 

and spiritual success. This process also has consequences for the method of 

funding of small businesses in Islamic countries, with greater emphasis on joint 

funding, risk taking and profits, rather than assets. 

 

Technology Partnership 

The findings of both quantitative and qualitative phases of the study 

accentuated the importance of technology in ensuring the success of SMEs in 

Tangier. The majority of owner-managers subscribed to the importance of 

technology in their business. It was seen as helping them keep up with the 

market, maximize opportunities and thus remain successful. This finding is in 

line with those of Olawale & Garwe (2010) who argued that technology not only 

helps in evolving a multi-pronged strategy, but also in maximizing business 

opportunities. 

 

The findings of the qualitative phase of the study further revealed that the 

importance of technology stems from its innovative role through its importance 

to research and development. Interestingly, one third of participants conceded 

that innovation is a pillar to their success, in that it enables their businesses to 

maximize profits. Furthermore, a small number of those interviewed reported 

that research and development are key to their success because they ensure 

the gain of a competitive advantage over their rivals. These results may be 

explained, as suggested by Wright et al. (2005), by the fact that the highly 
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hostile competitive environment encourages innovativeness.  It has been 

noticed that the adoption of innovation is derived from exchange of technology, 

through partnership working with other organizations as well as the government. 

This lends evidence to conclude that technology partnership is an important 

concept, which could allow exchange of technology and information to aid the 

success of the business. This process of working with partners to develop the 

technology in the firm was the preferred route to technical advancement, 

‘partnership’ in this instance is perhaps another form of ‘knowledge exchange’. 

It may be argued that this form of innovation through technology exchange 

allows the Moroccan firm to be innovative in the application and customization, 

and perhaps even the delivery of such technology. 

 

Networking Partnership 

Both quantitative and qualitative phases of the study found that networking 

was a significant influencing factor in the success of SMEs. The concept of 

wasta, the Arabic word for connections, emerged from the qualitative phase. 

This concept is particularly important in Arab countries and it is seen as a force 

in every significant decision in Arab life (Cunningham & Sarayrah, 1993). Arab 

societies are densely networked and business activities revolve around these 

networks. Findings show that using wasta, through politico-business networks is 

important since it enables access to current information that is crucial for the 

success of SMEs (see the comments by ENint05 and ENint10 on page 218). 

This accords with Hutchings and Weir (2006) who argued that wasta is intrinsic 

to the operation of many valuable social processes, central to the transmission 

of knowledge, and the creation of opportunity. The concept of wasta was also 

mentioned in relation to financial resources and suppliers. Findings revealed 

that strong relationships with suppliers enable firms to get financial resources in 

the form of trade credits. Furthermore, the relationship between wasta and 

human resources was also revealed. Findings showed that owner-managers 

use their network relations through wasta in order to recruit their staff. These 

findings suggest that networking relations using the concept of wasta could 

provide a strong impetus for successful firms in Tangier to be really adept at 

partnership working.  
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It should be noted here that although wasta seems to have positive 

connotations that are influential for the success of businesses, negative 

connotations of corruption can also exist. Hutchings & Weir (2006) argued that it 

is possible to refer to good wasta and negative wasta. An example of the 

negative influence of wasta was illustrated in the quotation of ENint15 (see 

page 205), in which money and connections were used to get away with the 

consequences of non-compliance with health & safety legislation. Another 

example that can be considered as negative wasta, though it has some positive 

aspects, is that of ENint02, who used personal connections to recruit staff (see 

section 7.3.4.1, page 218). It can be concluded here that the prevalence of 

negative wasta can make the success of small firms dependent on their 

connections rather than their efforts, skills, or compliance with regulations. 

Perhaps most significant in this study was the evidence that wasta was an 

important factor in firms’ ability to locate within the free zones, which conferred 

numerous benefits and was an important contributor to success (see 9..3.3 

below).  

 

Workforce Partnership 

The prominence of the workforce partnership emerged from the qualitative 

phase of the study. The latter unfolded a very interesting finding about the 

workforce in Tangier. According to business owner-managers, the major 

problem is not shortage of manpower but the lack of motivated workers in 

Tangier. Over half of the participants in the qualitative phase reported that 

Tangierien workers, in particular males, are indolent and unmotivated. Whilst it 

is difficult to explain this result, it might be related to the specific characteristics 

of the male workforce that has been historically exposed to geographical and 

colonial influence. This finding is in part consistent with the study of Benzing et 

al. (2009). However, it does not support Harabi (2003) who argued that the lack 

of access to skilled labour hinders business performance, and particularly 

growth, in Morocco. While it would appear that with a high rate of 

unemployment in Morocco, there should be an available pool of skilled labour; 

this is significantly reduced by migration to Europe on the part of qualified 

workers. This may be a particularly acute issue in the Tangier region because of 

its proximity to mainland Europe and its historical exposure to influence from 

that region.  
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In response to these workforce challenges, owner-managers generally 

tended to employ staff (both males and females) that came originally from other 

regions of Morocco rather than Tangier. However, owner-managers of textile 

firms, as well as wiring loom manufacturing firms, appeared to recruit 

Tangierien female employees since they tended to show higher levels of 

commitment and hard work than their male counterparts. There are several 

possible explanations for this result. It may be that local women work really well 

with dexterous tasks, or their position in society encourages them to develop 

dependability. 

 

9.3.3 Business characteristics  

Of significant interest in the conclusions of this study are the findings 

related to business characteristics, namely the geographic and demographic 

characteristics of the sample firms. The issues discussed here are the location, 

age, and size of the business. 

 
Location 

One of the most significant findings to emerge from this study is that for 

local owner-managers location is a highly salient factor as an influencer of the 

success of SMEs in Tangier. Although at the research design stage it was 

considered a classificatory variable, location was mentioned extensively in the 

interviews, particularly in relation to the ‘free zones’. Findings from the 

qualitative phase showed that firms located within the free zones enjoyed 

favourable conditions, in particular those related to taxation and competition, 

compared to their counterparts located outside the free zones, which were 

excluded from these benefits. Taxation regulations gave a perceived unfair 

advantage to firms located in the free zones over their counterparts placed 

outside. Furthermore, unfair competition (smugglers from the city of Ceuta, 

financial & fiscal incentives in the free zones) was seen by owner-managers as 

detrimental to the performance of SMEs in Tangier.  

 

Owner-managers whose businesses were located outside the free zones 

not only felt multiply disadvantaged but also resentful of the ‘unfairness’ of the 

advantages enjoyed by businesses with the more favourable location. This 
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resentment was amplified by the fact that wasta was a key requirement for 

relocation within the free zone and without it the chances of enjoying those were 

very low or non-existent.  The strength of feeling expressed by owner-managers 

who felt both disadvantaged by the free zones and excluded from them was 

very clear in the interviews. Most respondents had strong views about the free 

zones, whether positive or negative, to the extent that location of the business 

in relation to the free zones was an issue that had a strongly personal emotional 

dimension as well as a managerial one, concerned with business and financial 

success. 

 

Age of the business 

The findings of the quantitative phase of research indicated that the older 

the business, in general the more likely it is to be successful. It can be argued 

here that this is a result of previous success, in which, perhaps, several causal 

factors mediated between age and success. For example, it can be suggested 

that with age, a firm tends to expand and strengthen its network of relationships, 

and this could increase the probability of success. Harabi (2003) found a 

negative correlation between firm age and growth of firms in Morocco. The 

relationship between growth and success is complex. From the quantitative 

phase of this study, it can be suggested that successful firms learn how to be 

successful as they grow older. Furthermore, the present finding seems to be 

consistent with the study of El Hamzaoui (2006), who found that the young firms 

tend to have a high failure rate; age demonstrated a lack of failure. In addition, 

the result of this study corroborates the findings of many previous studies in 

different contexts of business age and success (Bates & Nucci, 1989; 

MacMahon, 2001; Davila et al., 2003). Although the findings of the quantitative 

phase of the study suggest that firm age is correlated with success, a 

conclusion about causality or even directionality cannot be established. 

 

Size of the business 

The quantitative phase of the study showed that successful businesses 

tend to be older and bigger than less successful ones. This corroborates the 

findings of Bates & Nucci (1989) and McMahon (2001), who concluded that the 

larger the firm, the more likely it was to be successful. Conversely, the finding 

seems to be at odds with Harabi (2003), at least in terms of growth.  In his 
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study, Harabi (2003) suggested that age has a negative impact on the growth of 

the firm in Morocco. His study found that smaller firms grow very fast. However, 

it can be argued here that, perhaps, size is a manifestation of past success, 

which might have been caused by growth. Furthermore, as the quantitative 

phase of this research study asked owner-managers whether they consider 

their businesses to be successful, at an emotional level the pride of owning a 

larger business might also make these owner-managers evaluate it as 

successful. Again here, although the findings of the quantitative phase suggest 

that firm size is correlated with success, a conclusion about causality or even 

directionality cannot be established. However, there is nothing here to challenge 

the conclusion that more successful firms do grow. In addition to the age- and 

experience-related benefits of learning and accumulated social and human 

capital, size enables a firm to withstand shocks (financial, physical, etc) and 

reinforces sustainability. 

 

9.4 Research contributions  

9.4.1 Introduction  

The majority of studies of the success of SMEs, particularly those based in 

developing economies, tend to respond to the interests of policy makers and 

practitioners. These studies tend not to explore in depth the dynamics of small 

business engagement in the economy since the majority have an economic 

development approach. Often, these studies are based on the collection of 

accessible data. A fresh approach to this situation is therefore justified. This 

study has significance because it is among very few studies located in the 

MENA region that explored the performance of SMEs from the perceptions of 

owner-managers themselves and not based on aggregate or economic data.  

 

This research study makes a number of theoretical contributions to 

literature. In terms of theory building, this research study integrates and extends 

well-accepted studies about business success and then offers a model, based 

on the Tangier entrepreneurs’ perceptions and experiences, that offers new 

insights into factors that tend to be associated with business success in a 

complex economic and cultural context. 
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The situational model introduced at the commencement of this study has 

been refined by the key findings relating to this context and is illustrated in 

Figure  9-1: 
 
 

 

 

 

Source: Author 

 

Figure 9-1: The situational model developed from the study 
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Figure  9-1 shows the key factors that emerged from the research as 

influencers of business success, as perceived by the owner-managers in the 

sample. These factors are arranged into three groups: owner-managers’ 

attributes, business characteristics, and dimensions of partnership working.  

 

The colour coding differentiates between three levels of generality of these 

factors: (i) those highlighted by other studies in many parts of the world (blue); 

(ii) those factors which are specific to the social and economic contexts of all 

regions of Morocco and possibly other countries in North Africa (bold red); and 

(iii) factors that are specific to the Tangier region (fine red) that emerged from 

the qualitative phase of the study. 

 

The arrows in the upper part of the Figure  9-1 highlight a number of 

complex inter-relationships between these key factors. As may be seen, the 

four Tangier-specific factors are both central issues and are linked in complex 

and inter-dependent ways with other factors. These inter-relationships are 

discussed in the following sections. 

 

9.4.2 The impact of location 

This research contributes to the understanding of SME development in 

that it highlights the issue of location as a particularly significant factor in the 

geographical context of Tangier but also illustrates its inter-relatedness with 

other contextual factors, such as the prevalence of wasta, family and other 

networks, Tangier’s historical links with Europe, the local employment market, 

the importance of infrastructure, and what may be described as corruption in 

public services.  

 
For the owner-managers and businesses in the sample, location was a 

much more acute and multi-faceted issue than in most other studies. For 

example, Storey (1994) and Liedholm (2002) stressed the impact of urban 

versus rural locations. Other studies, such as that of (McCann & Folta, 2008) 

and (Alcacer & Chung, 2007) have paid particular attention to the role of 

geographical clusters. While the findings of these studies are important and 

generalizable across many geographical contexts, the current study found that 



275 CONCLUSION 
 

 
FACTORS FOR SUCCESS IN SMES: A PERSPECTIVE                               YASSINE SEFIANI 
FROM TANGIER 
 

they are insufficient in explaining the critical role of location in the context of 

Tangier, where owner-managers’ perspectives of location were mainly 

associated with the ‘free zones’. These free zones had profound effects on their 

perception of location as a factor of success especially when this location 

governs the access to other factors such as: taxation, financial resources and a 

degree of protection from competition, which may reveal that the unique 

situation of Tangier gives rise to effects not seen elsewhere. These insights 

produced through the particularities of Tangier inform, in turn, the general 

principles (see the comments by Enint02 and Enint04 concerning financial 

resources on page 199 and the comments of Enint02, Enint03, and Enint05 

concerning taxation on pages 200-201 in chapter 7).  

 

Being located within the free zones meant the enjoyment of favourable 

conditions (exempt or reduced taxation, no smuggling of goods, cheap financial 

resources, better infrastructure, good logistics), whereas being outside the free 

zone made owner-managers feel deeply that their firms were in a less favoured 

position. Location is therefore significant in the way that firms are excluded from 

benefits that accrue to other firms that operate under a different regime. Thus, 

the placement of the business in relation to the free zones became an important 

financial and emotionally significant perspective on equity in relation to success. 

In this way, location was universally seen as a very important success factor but 

also deeply felt to be a disadvantage by those owner-managers who felt unable 

to locate within the free zones. There could also be a feeling of disappointment 

with the lack of appropriate wasta to facilitate free zone entry. As this process 

requires a foreign partner, the employment of wasta as a facilitator does not 

guarantee entry. However, once the foreign partner is identified then wasta will 

help to speed the application process and could facilitate a better position in the 

free zone. 

 

As discussed above, the language factor emerged as an important issue 

from the qualitative phase of the study, revealing that language skills were of 

significant importance to the performance of small firms. As specific issue, 

language skills were clearly related to the ability to conduct business with a 

foreign partner and thus to facilitate entry to the free zones. 
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Furthermore, location was also perceived as important to both 

competitiveness and protection from competition. Dahlqvist et al. (2000) argued 

that the geographic area where firm is located has implications for its access to 

markets and resources such as finance, skilled labour, subcontractors, 

infrastructure, and other factors. However, the present study has gone some 

way towards enhancing our understanding of the competition factor in relation 

to location. Perceptions of ‘unfair competition’ were related to the location of the 

firm and seen as important to success. In addition, the alignment of corporate 

tax in Tangier with the rest of Morocco (except the free zones), which will 

happen in 2016, has added a higher degree of uncertainty to owner-managers’ 

expectations of success, in comparison to firms placed within the free zones. In 

this respect, the location factor can be seen here as an important financial and 

emotionally significant perspective on equality in relation to success.  

 

It has often been argued that SMEs need a ‘level playing field’. One of the 

benefits of this study is that it demonstrates the effects occurring due to the 

removal of the ‘level playing field’. It can therefore be postulated that in the 

context of Tangier, ‘location’ may function as a higher-order concept (than say 

urban versus rural or industrial clustering) in relation to, both the placement of 

business within a country, and choices between countries as jurisdictions in 

terms of location. There have been few studies on what might be called the 

psycho-geography of small business, given the predominant view that we are 

seeing the ‘death of distance’ (Cairncross, 2001). It can also be suggested that 

the effects of factors linked to location, although appear to be separate, they 

can become cumulative and therefore the inter-relationships between these 

factors and location may have a large influence on the success of SMEs in 

Tangier. 

 

9.4.3 Networking, partnership, and wasta 

The qualitative phase of the study adds significantly to our understanding 

of the concept of partnership. The study found that owner-managers strongly 

believed that success could be positively influenced by a partnership working. 

Several types of partnership working were highlighted such as finance, 

technology, networking, workforce, and suppliers’ partnerships. These factors 
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emerged from the qualitative phase and disclosed the importance of partnership 

working. It is perhaps true that these factors show an almost universal feature of 

firms everywhere. Every business needs partnerships with others in order to 

succeed. Beck et al. (2006) argued that in a competitive business environment, 

access to finance is an important component that facilitates entry, exit and 

growth of firms and therefore is essential for the development process. As for 

networking, the resource dependency theory (Barringer & Harrison, 2000) 

suggests that entrepreneurs use their social relations to get the resources they 

need to support their business (Hansen, 2001; Jenssen, 2001). Moreover, good 

relationships and working closely with suppliers was reported in a number of 

studies (Morrissey & Pittaway, 2006; Jones, 1996). However, what was 

interesting and does add to our understanding are the particular ways in which 

entrepreneurs prefer to conduct their businesses using these partnership in the 

Moroccan context, which seem to be different from the Western context. 

Financial partnership emerged as a very important factor that was significantly 

correlated to success. In an Islamic context, finance features in partnership 

because in using a Sharia compliant Islamic finance model, there is risk 

sharing, rather than a capital and interest. An Islamic form of finance would 

have therefore allowed the owner to conduct his or her affairs through a means 

of social interaction. It can be postulated that financial partnership based on 

profit and loss sharing seemed to hold out the prospect of a linkage between 

economic and spiritual success, as illustrated in the quotations of ENint01 and 

ENint10 in the discussion of financial resources in chapter 7 (pages 196-197). 

In Sharia compliant business jurisdictions, the fact that there is that base for 

partnership in the provision of finance stimulates more strongly the need for 

partnership working. 

 

Financial partnership was manifested not only in the conduct of a 

partnership with banks, but also with suppliers through trade credit. The use of 

trade credit by SMEs in Tangier supports other research that highlights trade 

credit as an external source of finance for small and medium companies in 

countries with less developed financial markets (Biais & Gollier, 1997; 

Bougheas et al., 2009; Bellouma, 2011). However, this study makes a 

contribution to the literature by stressing that the use of trade credit not only 

allowed businesses to find alternative to the banks, but this also was seen as 
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appropriate for the Islamic approach to finance. There was no interest charged, 

but there was mutual business development and a partnership method of being 

successful. Being personally responsible to others was a significant factor in the 

appreciation of success. 

 

The significance of networking and its impact on the performance of SMEs 

has been highlighted in a number of studies (Wincent et al., 2009; Valkokari & 

Helander, 2007; Watson, 2007; Wincent & Westerberg, 2005; Florin et al., 

2003; Zhao & Aram, 1995). There have been significant studies on the 

structural, relational, and cognitive dimensions of social capital in value creation 

(Tsai & Ghoshal, 1998). Even though the findings of these studies are 

interesting, they have not been fully applicable to the current research context, 

where it was clear that there are potentially significant differences in the concept 

of networking within Arabic culture. In this research, perspectives of SMEs 

owner-managers of networking were mainly associated with the concept of 

wasta, which emerged from the qualitative phase of the study. The influence of 

wasta on the success of SMEs was perceived to be very strong as the 

experiences of owner-managers (see, for example, the comments of ENint05 

and ENint10, page 218), drew a different picture from the one that exists in 

traditional Western models. In this respect, this study confirms previous findings 

of Hutchings & Weir (2006) and contributes additional evidence that suggests 

the significance of wasta in an economy that functions on relationships and its 

major rôle in firms’ success. Here, family background was an important element 

in facilitating wasta, as family networks provide a powerful resource in this 

respect. Thus, some families provide a richer pool of available wasta than 

others, to the relative advantage of owner-managers with such family 

background.  

 

It can also be said that even though wasta is present to a small extent in 

the networking literature, it has not achieved the prominence or recognized 

significance accorded to gaunxi in China. Given that the concept of wasta is a 

broad Arabic one, then it may be a significant contributor to business success in 

a considerable number of countries and societies.  
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Recognizing the significance of these concepts has benefit in other 

contexts and other circumstances. So ‘leverage’ has a currency as a term in 

political, financial and commercial discourse in developed economies in the 

west – but it is not explicitly developed as a clear business success factor in the 

literature. The finding here tentatively suggests that the explicit inclusion of a 

success factor to reflect this knowledge [of wasta] might be beneficial in 

understanding firms’ success more generally. 

 

Of course, there is a suspicion, evident in recent anti-corrupt practices 

legislation in the UK and USA, that the inappropriate usage of wasta is or could 

be corrupt.  The UK Bribery Act of 2010 makes it “illegal to offer, promise, give, 

request, agree, receive or accept bribes”. Whilst this seems clear, bribery is 

defined as “giving someone a financial or other advantage to encourage that 

person to perform their functions or activities improperly or to reward that 

person for having already done so”. This leaves possible contention around 

‘other advantage’, ‘encourage’, ‘improperly’ or ‘reward’. Tests of 

reasonableness and proportionality are placed on the actions of firms and 

individuals, which gives scope to further contention. 

 

So perhaps it is safer to conclude that while some aspects of wasta could 

be seen from outside the context as corrupt, then it might seem different to 

those inside. This is because wasta is an embedded social concept with broad 

range in Arabic societies – which might alter the degree of proportionality or 

reasonableness perceived by those within, or belonging to, those societies. 

Determining the range over which wasta is seen as legitimate (by those within 

the societies concerned) is perhaps the most appropriate basis for considering 

the relationship of wasta to corrupt practices. 

 

In relation to the specific issue of access to the free zones in Tangier, then 

a number of elements were of significance. Firstly, as companies wishing to 

locate there had to have an association with an overseas investor, then 

networks linked to countries outside Morocco become significant. Wasta may 

be significant in facilitating the initial introductions, as the strength of 

involvement of the overseas partner in the business shows considerable 

variation, based on the comments of respondents. As with any extended 
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bureaucratic process, the possibility for the exercise of wasta occurs at each 

step – so moving on to the acquisition of cheaper plots/land within the free 

zone, and so on. Wasta may also have an impact on the speed with which 

applications are processed. It might therefore be appropriate to signal the need 

to consider explicitly the use of networks and leverage to secure particular 

economic or financial advantage within the specific governance frameworks that 

control particular locations. 

 

It seems appropriate, based on this study, to recommend that for further 

research relating to small business success in the Mahgreb and other culturally 

Arabic areas, explicit recognition of the importance of wasta is advisable. More 

broadly, this research demonstrates the limitations inherent in the uncritical 

application of frameworks developed in the western business environment to 

other cultural contexts.  

 

9.4.4 The value of a mixed methods approach 

Investigating entrepreneurial success factors is extremely challenging as a 

myriad of perceptions and interpretations must be taken into account. The 

investigation becomes more complex when considering the study of several 

factors that were not previously explored in the study context (i.e. the city of 

Tangier). Further complexity is put on the study when investigating these 

factors, derived from studies in different contexts, in the context of Tangier. 

Leung & Zhang (1996) cautioned that the application of a model used in foreign 

contexts may be of little relevance to a different situation. Hence, a clear and 

non-biased picture of entrepreneurial success factors is unlikely to evolve from 

the use of a single method of enquiry; alternatively, a mixed methods approach 

is required. 

 

The present research study addressed the aforementioned specific 

concerns by adopting a mixed methods approach that incorporated quantitative 

and qualitative methods. It can be argued that this is one of very few studies to 

do so since the majority of studies follow the tradition adopted in the field by 

adopting the quantitative approach. In adopting the mixed methods approach, 

this research study illustrated the power of quantitative methods in testing the 
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statistical hypotheses developed from the literature. On the other hand, it 

demonstrated the value of qualitative methods in providing different and 

additional insights about the critical success factors in the context of Tangier. It 

is argued here that the two-methodological approach does not only compensate 

for the limitations of one method with the strengths of another but also provides 

integrated evidence that can lend confidence to the results of the study. 

 

9.4.5 Overview 

In sum, the city of Tangier provides a rich and complex location for the 

study of factors that influence perceived success of small businesses. It has a 

rich colonial history and the city has numerous and extensive contacts with 

Europe. It is also seen as the gateway to North Africa for a number of multi-

national French, American, German, and Japanese firms. These factors are 

overlaid with a predominantly Arab but cosmopolitan culture. The operation of 

free zones within the city adds to this potent mix. Also, the city of Tangier has 

adopted a different development path from the rest of the country and often has 

special laws and customs. Thus, whilst this study is located in Tangier and 

describes many of the characteristics of that city, this multi-layered context does 

provide results that could have broader applicability to other countries that have 

similar development paths. 

 

9.5 Research limitations  

In common with any research, the present study has its limitations and it is 

important to discuss these here. These limitations spring mainly from the 

systematic literature review, issues in the research methodology, and the 

interpretation of the findings. Consequently, although the findings of this study 

are interesting and valuable, they should be viewed in the light of its limitations 

and therefore caution should be exercised when interpreting such findings. 

Intrinsic limitations of the present research study could be summarized as 

follows: 
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1. The present research study was conducted in a specific geographical 

context: the city of Tangier in Morocco. Many of the findings may be 

specific to this location, while others reflect the broader contexts of 

Morocco and North Africa, some may be shared by many developing 

countries and some may be representative of other parts of the world. 

For these reasons, generalization of the results could be limited. There 

has been a process that has discussed the findings in the light of their 

general applicability but this limitation should be noted. On the other 

hand, however, the findings have highlighted the interplay of factors that 

range from the general, such as owner-manager motivation, to the 

regional, such as aspects of Arabic culture, to the highly context-

specific, such as Tangier’s free zones.  
 

2. A further limitation of this present study is that the SMEs studied were 

selected from the manufacturing sector. Some of the findings may 

therefore be sector-specific and therefore generalization of such 

findings to other sectors is inappropriate. In broad terms, while cultural 

issues are more likely to be pervasive across all sectors, while those 

that relate to regulatory, financial and competitive issues are more likely 

to be sector-specific.  
 

3. Another limitation of the study relates to the systematic literature review. 

Three relevant databases and other relevant websites were searched. 

However, while the researcher is confident that the selected databases 

and websites were searched to their full extent, there may of course be 

other sources that were not identified or indexed in the datasets 

reviewed. 
 

4. The research study employed a cross-sectional design. As the data 

collection for the qualitative phase involved semi-structured face-to-face 

interviews, all data were still subject to memory and recall bias (Alwin, 

1977). Notwithstanding this bias, it is considered that the mixed 

methods used in this research study helped in mitigating this limitation. 

 

5. The research study employs a cross-sectional design. Despite the in-

depth investigation of the success factors of SMEs in Tangier, provided 
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by the semi-structured face-to-face interviews, all data were still subject 

to the memory and recall bias (Alwin, 1977) of the respondents. 

Notwithstanding this bias, it was believed that the mixed methods used 

in this research study helped in mitigating this limitation to some extent. 
 

 
6. Due to the difficulties associated with the independent assessment of 

the variables associated with the success of SMEs, a self-reporting 

approach was adopted to collect data from respondents. It must be 

acknowledged that this approach may induce bias, since data could be 

subject to response distortions, such as those surrounding the social 

desirability of responses.  In particular, the qualitative interviews could 

suffer from concealment or exaggeration in the construction of their 

narrative by the interviewees.  In future studies, this bias could be 

reduced through triangulation by using multiple informants, such as 

government officials and employees, to minimize the possibility of 

response bias.  
 

7. The reliance on self-reported financial and non-financial performance of 

SMEs could be similarly open to bias. However, this approach did help 

in the avoidance of collecting sensitive and private financial data which 

are typically not publicly available for small businesses (McGee & 

Peterson, 2000). Where possible, however, future research should 

consider the utilization of objective methods for the operationalization of 

business success; include accessing profit and loss statements of 

SMEs if they are available. 
 

8. Non-response bias is another limitation in the quantitative phase of the 

present study. Unless the response rate is 100 per cent, the potential 

for non-response bias will always exist, regardless of how carefully the 

initial sample was selected (Shaughnessy & Zechmeister, 1991). In this 

research, even though the best efforts were made to maximize the 

number of returns using a within-method triangulation, the response 

rate of 24 per cent was favourable but still limited in this respect. 
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9. For both the quantitative and the qualitative phases of the study, the 

samples were designed to include firms from different manufacturing 

sub-sectors and at different stages of growth. While this sample design 

introduced these dimensions of diversity, the sub-sample sizes were 

necessarily small and the findings may only provide a partial picture of 

the factors that influence the success of SMEs in different growth 

stages and in different sub-sectors. 
 

10. The sample was confined to owner-managers who are actively involved 

in the management of SMEs in the manufacturing sector and the 

research was designed to explore their personal perceptions of the 

factors that influence successful performance. Hence, the generalization 

of such findings to other stakeholders beyond this kind of personal 

engagement is limited. 
 

 

9.6 Implications of the research  

The present research study has generated a number of findings and 

conclusions that may have relevant implications for practice, policy, and 

research. The implications discussed here are by no means exhaustive but are 

intended to stimulate thinking on how the insights from this study might impact, 

in a very broad way, on practice, policy and research with respect to 

entrepreneurial activities in the context of Tangier. 

 

9.6.1 Implications for practice  

The findings deriving from this study regarding the interplay of factors that 

contribute to business success may be very important for practitioners, because 

they could provide owner-managers with an enhanced understanding of the 

ways in which they could manage the performance of their businesses. In broad 

terms, the study underlined the importance of skills and functional 

competences, which highlights the value of management training and 

development.  More specifically, language skills were widely held to have a 

substantial impact on business success, especially in the Tangier region, 
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suggesting that owner-managers should see language and communication 

skills development as a development priority. 

 

The networking factor emerged as a significant influencer of the success 

of small businesses in Tangier. The way this factor works in the context of 

Tangier was different than in Western contexts due to the concept of wasta, 

which is a common concept to Arab countries. Since there are several 

international companies established in Tangier, this study could therefore be 

useful to international managers wishing to enhance their intercultural 

effectiveness by adjusting to culture-specific networking in Tangier. 

 

9.6.2 Implications for policy  

The successful operation of SMEs in a region like Tangier is considered to 

be crucial for balanced development of the country’s economy. For this reason, 

some of the study’s findings have potentially important policy implications, 

which are discussed below.  

 

The evidence of this study suggests that the absence of Islamic finance in 

Tangier in particular, and in Morocco in general, was widely perceived to be a 

limitation on business success. Islamic finance has witnessed significant growth 

and has been adopted successfully in a number of countries. The government 

should learn from these countries and improve the availability of finance for 

entrepreneurs, in particular the ones who fear breaching their religious beliefs, 

by developing a uniform regulatory and legal framework for the Islamic Finance 

system. Availability of Islamic banks will enable owner-managers to get access 

to finance on a profit and loss sharing (PLS) basis instead of paying interest. As 

argued by Penrose (1959:39), “there is a relation between entrepreneurial 

ability and the finance a firm can attract, and that difficulties attributed to lack of 

capital may often be related to the existence of entrepreneurial services”. 

 

Supporting the implications highlighted by Hutchings & Weir (2006) from 

their study of understanding networking in China and the Arab World, the 

findings of this study also suggest the need for increased cross-cultural training 

of international managers to adjust to culture-specific networking in Tangier. 
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Thus, policy makers and teaching organizations could provide training 

programmes that are tailored to the needs of the international managers in 

order to assist their intercultural effectiveness in Tangier. 

 
Another implication of the study relates to the different impacts on SME 

operation through routes to development using free ports, which has been 

adopted as a development strategy by Morocco and a number of other North 

African countries (Algeria, Egypt, and Tunisia). It has been demonstrated that 

this policy has a powerful impact on the performance of SMEs in Tangier, 

supporting those firms that are located within the free zones while constraining 

those firms that are not. The findings of the study clearly demonstrate a deep 

contrast in perceptions of the impact of free zones on the part of owner-

managers, depending on the location of their firms. The study could therefore 

aid the government to understand more clearly the impact of this policy and to 

develop policies that will assist offer indigenous firms located outside the free 

zones advantages that are comparable to those that are available to those 

within the free zones. 

 

9.6.3 Implications for research  

Good research tends to generate more questions than it answers. The 

conclusions as well as the limitations of this research study suggest some 

fruitful and interesting possible directions for future research. 
 

1. It has been argued that the dynamics of SME development can only be 

fully understood only in the light of longitudinal studies that seek to 

monitor the condition of the SME economy over a period of time 

(MacMahon & Murphy, 1999; Erikson, 2002). To generate richer 

findings, longitudinal studies of firm performance could be conducted to 

investigate the factors contributing to the success of SMEs over time. 

As discussed above, such research could also enrich understanding of 

stages of growth as a variable.  
 

2. Further research using cross-sectoral studies could shed light on how 

sectoral characteristics influence the success of SMEs in Tangier. 

Furthermore, they could be useful in facilitating cross-sectoral 
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comparisons by exploring differences among sectors. The research 

could also usefully be extended to explore these impacts in other 

regions of Morocco and other MENA countries. 

 

3. Findings of the qualitative phase of this study indicated that the 

absence of Islamic finance in Tangier in particular and in Morocco in 

general was felt by respondents to be a limitation on business 

performance. Hence, a comparative study on financing of small 

businesses between Morocco and other countries in North Africa, 

particularly Algeria, Tunisia, and Egypt that use Islamic finance in would 

be interesting and useful. 

 

4. Networking practices in Arab countries are hitherto under-researched. 

Thus, the concept of wasta, in networking practices, constitutes an 

intriguing topic which could be usefully explored in further 

entrepreneurship research. 

 
5. Owner-manager attributes and partnerships working emerged as strong 

factors influencing business success. These two factors appear to be 

correlated. Further investigation about the relationship between owner-

manager attributes and partnerships working could be conducted, which 

should help in determining the direction of causality and the impact on 

performance, perhaps also contributing useful policy guidelines with 

regard to attributes development.  

 

 

9.7 Personal reflections 

The idea of embarking in my PhD ‘journey’, if it can be so described, came 

from my desire to follow an academic path. This desire was nurtured by 

exposure in the first year of Management Studies at the University of 

Muhammad Ben Abdellah in Fez. Several lecturers impressed me greatly – they 

were among the most influential role models in my life. Moreover, meeting many 

academics while studying in the UK (B.Sc. and M.Sc. courses) had a strong 
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influence on me. They also enabled me to nurture and develop my passion for 

an academic career.  

 
When reflecting on my research journey, two outcomes could be clearly 

discerned. First, the research has provided some new insights into the success 

of small businesses in Tangier. Second, the journey has also reflected my 

personal development as a researcher. 

 

Insights into business success 
For the success of small businesses in Tangier, it seems to me that there 

are three generalized influences on success: owner-managers’ attributes, 

partnership working, and business characteristics. These three factors were 

developed from both the quantitative and qualitative phases of the research. 

The quantitative phase found that age, education, experience, family 

background, need for achievement, risk-taking propensity, managerial 

competences, and functional competences of the entrepreneur were 

significantly related to success. These factors can be grouped under the 

category of ‘owner-managers’ attributes’. From the qualitative phase, the 

language’s skills factor emerged, and it can also be seen as part of this 

category. Whilst the owner-managers’ attributes were significant in this 

research, it can, perhaps, be seen as a generic set of attributes. Every business 

needs competent owner-managers that have a set of attributes, which are 

consistently mentioned in the literature relating to both developed and 

developing countries. However, what was very interesting and may show some 

particularity in the context of Tangier was the significance of language skills. 

The latter emerged in the qualitative phase of the study because of the 

particular bilingual context of Morocco and Tangier. This may actually be a 

reflection of a more general point; that is that the higher, or the more developed 

anybody’s language skills are, the more likely they are more able to pick up on 

the advisory materials published in whatever language. So, if owner-managers 

only have relatively undeveloped language skills for example in French, their 

ability to profit from language materials in French, related to business 

development and entrepreneurship will be reduced. This could influence their 

success. However, although this could be something to do with education level 
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in general, it seems clearly that it has to do with the access to higher order 

language skills in the particular context of Tangier.  

 

Taxation emerged as very important, which has not featured in other 

studies. It can be noted that whilst taxation was significantly correlated to 

success, the particular elements of taxation, which emerged from the qualitative 

phase were related to location, which will be discussed below. My insights are 

that taxation is probably featuring in this study because a number of the firms 

studied were involved in particular locations, which happened to have tax 

exempt or lower tax situations regimes. It can be argued then that taxation is a 

function of location here. Hence, in the context where these firms work, 

taxation, particularly as it relates to being exempt or paying lower tax, may be 

strongly related for the ability of the business to be successful, but where they 

are taxation advantages to be gained, in this case by location, I would also 

expect that factor to be particularly strong. However, in other jurisdictions for 

example, it could be that taxation advantages are associated with a particular 

kind of funding, or being in particular sectors. For example, the government may 

give taxation advantages to new start-up firms that draw in capital from a wide 

range of people or may also give taxation advantages to firms in a particular 

sector in order to promote that sector. So, if that is the case, then I would 

expect, in those regimes, taxation to be coupled to access to capital and/or 

sector rather than location. Indeed, wherever people can garner the advantage 

through location, through their structure, through access to capital, or through 

sectors, that I would expect taxation to be associated with. Hence, I would 

suspect that it may be worth looking at the data to see where the taxation 

figures as something related to success, and if and where it does, what other 

things may be coupled specifically with taxation? 

 

Finance, technology, networking, and suppliers were revealed to be 

significantly connected to success from both the quantitative and qualitative 

phases. These factors disclosed the importance of partnership working, and 

therefore were grouped under the partnership working category. From the 

qualitative phase, the workforce factor emerged, which may also be regarded 

as part of this category. It is true that these factors show a universal feature of 

firms everywhere. Every business needs partnerships with others in order to 
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succeed. However, what was very interesting and may show some particularity 

in the context of Tangier was the significance of finance & networking 

partnerships factors. Finance partnership emerged as a very important factor 

that was significantly correlated to success. This emerged because of the 

particular context. My insights are that in Islamic context, finance features in 

partnership because in using Sharia compliant Islamic finance model, there is 

risk sharing, rather than a capital and interest. In Sharia compliant business 

jurisdictions, the fact that there is that base for partnership in the finance 

stimulates more strongly the need for partnership working. It is also true that 

networking connections are particularly important in a number of Arabic 

cultures. Thus, here firms seem to have Sharia compliant finance and 

networking as being things that will work to encourage or support a partnership 

approach to business success. In societies that exhibit these characteristics, I 

would think that partnerships would feature more strongly as a cluster individual 

thing. This is likely to provide a strong impetus for successful firms in Tangier to 

be really adept at partnership working.  

 

The quantitative phase of the study also found age, size, and location of 

the firm to be significantly related to success. Age and size could be the 

outcomes of success, rather than causes of success. I would expect them to be 

correlated because I would expect successful firms to last longer and also 

perhaps to grow. Here, I am not sure about the direction of the causality. From 

the qualitative phase, the location emerged as a salient factor, even though it 

was considered as a classificatory variable. Interestingly, it was mentioned 

extensively in the interviews, in relation to the other factors, in particular taxation 

and competition, which may reveal the uniqueness of Tangier in this aspect. 

Location became an important financial and emotionally significant perspective 

on equity in relation to success. Being in the right location meant the enjoyment 

of favourable conditions (exempt or reduced taxations, no smuggling of goods). 

However, if location conveys these things here, I can conceive of other things 

that may convey it in other jurisdictions. One of the other benefits of location is 

often held to be that businesses find themselves in clusters. These clusters are 

considered to provide several advantages. Hence, location could be reflected 

not simply through taxation advantages, or fair competition, but also through 

cluster advantages. That is whether there are high degrees of localized 
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specialization of a particular industry; whether there is a good supply chain; 

whether there are good sub-contractors that firms can outsource to; whether 

there is availability of low-cost labour; and whether there is geographical 

proximity to clients, etc. All these could be a function of location. 

 

Clearly, it appears that the enjoyment of these benefits related to location 

is achieved while working in partnerships with others. This creates a sense of 

developing the owner-managers’ attributes in order to have a very strong and 

healthy two way partnerships. If the owner-managers’ skills improve, the ability 

to develop partnership gets better. However, such partnerships may also 

develop these owner-managers’ skills. The better the partnership gets, the more 

improvement may bring to the owner-managers’ skills. Indeed, we have a 

double ended arrow here, revealing a two-way cause and effect relationship 

between these two factors. The question that arises then relates to the direction 

of the causality (which factor causes the other?). Although a conclusion about 

causality cannot be established simply because of the observation of such 

correlation, I would think that the direction is probably like to be owner-

managers’ skills to partnership working. The higher the owner-managers’ skills, 

the better your partnership working is likely to be. However, if it is argued that 

the partnership working can substitute for a lack of skills, partnership working 

can then feed skills back into the skills set available to owner-managers. This 

point, clearly, requires further investigation in future work to better understand 

the success of small businesses in Tangier. 

 

All in all, the combination of the three sets of factors has revealed a new 

understanding of the firms in the small business sector in Tangier, with a great 

emphasis on the location factor. The developed situational model, although may 

not be adopted, but at least start discussions among researchers and policy 

makers. Indeed, this is part of a small scale research that adds modestly to 

knowledge. In truth, the conclusion brings us back to the starting point of this 

journey; the location of Tangier was an inspiring factor in conducting this 

research study.  

 
Insights into personal development  
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The journey has also reflected on my personal development as a 

researcher. The three years research journey was full of obstacles and hurdles. 

Despite these obstacles, perseverance and tenacity had always been a 

precious constant in order to make my desire a reality. Reflecting on my ‘lonely’ 

journey makes me feel I have undertaken a personal transformation, which 

resulted in a new born competent, mature, and independent researcher.  

 

Doing the PhD was a first class voyage of discovery. A number of lessons 

were learned as the journey progressed. One of the first lessons was that life is 

complex and there is no one right way to do a Ph.D. Doing a Ph.D. is always 

contingent; it is contingent on the subject, setting, supervisors, and the 

researcher. Unlike undergraduate students who have to follow a set of 

prescriptive techniques, researchers rely on inspiration and insights which differ 

from one to another. This was clearly identified in several conferences and 

Ph.D. seminars, when presenting and discussing my work. I still remember how 

I learnt about the different views of researchers, which have really shaped my 

ability to defend my work. 

 

The second lesson was that the destination can be reached by keeping 

the voyager on his toes. In my first few months in the journey, I came to realize 

that the journey was not as easy as it was when I did my Bachelor and Master 

degree. Indeed, it was definitely something completely different than in previous 

studies. Very often, there were moments of crisis, which are normally part of 

any Ph.D. journey. At the beginning, I was thinking I will be able to solve a 

substantial problem with some big questions and objectives. The picture did not 

become clear until after focusing and scoping the research, in which the 

questions and objectives went through a series of amendments until they got 

their final shape.  

 

Building the platform that was used to situate the context was the heaviest 

task, which required a great deal of reading of a significant amount of materials. 

In this review of the large stream of the literature, there were times where I got 

lost and did not know what to do. I did not get out of such state until I got the 

inspiration from  Macpherson & Holt (2007) to conduct a systematic literature 

review, which helped me in synthesizing the literature that fits with the studied 
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context. Indeed, this enabled me to build a conceptual framework that guided 

the study and put it on track.  

 

As for the research methodology, it was hard to tell which methods would 

work which left me in a state of uncertainty. This was dealt with in a rational 

manner by starting with a quantitative phase to which I was used to. It turned 

out later on that such phase did not allow an enough understanding; hence, 

adapting and making the methodology work became a priority. A qualitative 

phase was conducted to start to overcome such limitation.  

 

At some other instances, particularly in the data analysis, I no longer felt 

that I was a clever person who has a Master’s degree. I got too many 

headaches and felt I could not cope anymore. I really wanted to give up. Again, 

the trick here was to deal with such situation rationally and then avoid unhelpful 

worrying.  Trying alternatives and adapting to change were the key things to 

make things work. 

 

It was also a great challenge to maintain multiple objectives during the 

course of my studies. While it was nice to be able to concentrate on academic 

research, there were a number of factors that had required attention. I have had 

to earn money to support myself, my wife, and my little daughter by doing some 

work, which included tutoring students in secondary schools and supervising 

MSc/MBA students at the University. However, the supervision of MSc/MBA 

students did produce helpful insights that helped in my studies. The support of 

my family was very strong in helping me to complete this journey. 

 
The third lesson was that research does not develop and flourish except in 

a healthy discussion environment, where the debate of ideas is done with 

respect, regardless of who said it and what position he holds. My two-way or 

sometimes three-way spirited and informative discussions with my supervisors 

left a great mark on me and encouraged me to complete my journey.  

 
Last but not least, my journey has been a fruitful and eventful one, which 

has left a deep mark on me. Surely, it will remain engraved in my memory. I 

hope the readers have found the journey and its outcome exciting. 
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APPENDIX A.1: Additional information about the electronic 
databases 

 
The following information was taken from respective websites in 2009/2010. 
 
 
Emerald http://www.emerald-library.com/  
Emerald was established in 1967 by a group of senior academics who, dissatisfied with the 
international publishing distribution outlets of the time, formed MCB University Press, an 
alternative publishing house that focused on niche management disciplines including strategy, 
change management, and international marketing. In 2001 MCB University Press adopted the 
name Emerald as its new organizational identity, reflecting a renewed, high-level commitment to 
its guiding principles.  
Publisher of the world's widest range of management and library and information services 
journals, as well as a strong specialist range of engineering, applied science and technology 
journals. Emerald currently publishes more than 150 journal titles in the fields of management 
and information science. Emerald full text offers an expanding collection of 40,000 articles from 
titles published by Emerald.  
Includes approximately 135 full text titles, mainly Social Science. 
 
ScienceDirect http://www.sciencedirect.com/  
Since its launch in 1997, ScienceDirect has evolved from a web database of Elsevier journals to 
one of the world's largest providers of scientific, technical and medical (STM) literature. 
ScienceDirect® is a part of Elsevier (http://www.elsevier.com).  
With ScienceDirect® you can: access over 1,800 scientific, technical and medical peer-
reviewed journals; search over 60 million abstracts from scientific articles; and link out to articles 
from over 170 other publishers. 
 
Business Source Complete http://www.ebsco.com/index.asp 
Business Source Complete This is the world's definitive scholarly business database, providing 
the leading collection of bibliographic and full text content. As part of the comprehensive 
coverage offered by this database, indexing and abstracts for the most important scholarly 
business journals back as far as 1886 are included. In addition to the searchable cited 
references provided for more than 1,300 journals, Business Source Complete contains detailed 
author profiles for the 40,000 most-cited authors in the database. Journal ranking studies reveal 
that Business Source Complete is the overwhelmingly superior database for full text journals in 
all disciplines of business, including marketing, management, MIS, POM, accounting, finance 
and economics. Additional full text content includes financial data, books, monographs, major 
reference works, book digests, conference proceedings, case studies, investment research 
reports, industry reports, market research reports, country reports, company profiles, SWOT 
analyses, faculty seminars (videos), and more. 
 
 

http://www.ebsco.com/index.asp
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APPENDIX A.2: Examples of search strings 

 

Keyword 1 Keyword 2 Keyword 2 Keyword 2 Keyword 2 Keyword 2 Keyword 2 Keyword 3 

Small and 
medium 
enterprises 

Success 
factors 

Social-cultural 
success factors 

Access to 
network 

Competences of 
the entrepreneur 

Functional 
skills 

Gender of the 
entrepreneur Morocco 

Small and 
medium  
sized 
enterprises 

Entrepreneuri
al success 

Political-legal 
success factors 

Access to 
finance 

Management 
competences 

Locus of 
control 

Education of the 
entrepreneur Tangier 

SMEs Failure factors Technological 
success factors 

Access to 
infrastructure 

Entrepreneurial 
competences 

Need for 
achievement Suppliers 

Middle East 
North Africa 
region 

Small and 
medium 
sized firms 

Success 
constraints 

Firm 
characteristics 

Enterprise 
characteristics 

Functional 
competences 

Propensity for 
risk taking Customers MENA region 

Small and 
medium 
firms 

Macro-
environment 
factors 

Entrepreneur 
characteristics 

Business 
characteristics 

Entrepreneurial 
traits Age of the firm Age of the 

enterprise North Africa 

Small and 
medium 
sized 
businesses 

Micro-
environment 
factors 

Socio-
demographic 
characteristics 

Age of the 
business 

Management 
skills Size of the firm Size of the 

enterprise Africa 

Small and 
medium 
businesses 

Economic  
success 
factors 

Size of the 
business 

Age of the 
entrepreneur 

Entrepreneurial 
skills 

Location of the 
enterprise competition  
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APPENDIX A.3: Data extraction form 

 
 

1. Biographical Information  
Author(s)  

Date of Publication  

Title  

Journal Title*  

Journal Volume*  

Journal Number*  

Page Number*  

Place of publication*  

Publisher*  

Commissioning body  
2. Focus of the Study  
Main topic focus of the study. If the study has a broad focus and this data extraction focuses 
on just one component, please specify here and provide details:  

Broad aims of the study:  

When the study was carried out:  

Demographic details of participant population(s):  

Location of the study:  
3. Methodology  
Theoretical approach:  

Sampling strategy including sampling frame and sample size:  

Data collection methods:  

Data analysis methods:  

Strengths of methodological approach (if applicable):  

Limitations of the approach (if applicable):  
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APPENDIX A.4: Results of the descriptive analysis 

 
Distribution of studies by articles, conference proceedings, reports and doctoral theses 

Document type Total documents 

Books 19 

Articles 171 

Proceedings 6 

Reports 23 

Theses 7 

Total 226 

 
 

Distribution of studies by countries 

Countries Total  
documents Countries Total  

documents 
Morocco 42 Norway 1 

UK 28 Poland 1 

USA 22 Denmark 1 

Australia 7 Ireland 1 

South Africa 6 Scotland 1 

Germany 6 Finland 1 

Sweden 6 Greece 1 

Canada 6 Belgium 1 

Malaysia 6 Slovenia 1 

Turkey 5 Chili 1 

Pakistan 3 Ecuador 1 

Bangladesh 2 Peru 1 

Nigeria 2 Argentine 1 

Kenya 2 Mozambique 1 

India 2 Ghana 1 

China 2 Botswana 1 

Japan 2 Namibia 1 

Spain 2 Thailand 1 

France 2 Vietnam 1 

Russia  2 Indonesia 1 

New Zealand 1 Singapore 1 

Austria 1 Tunisia 1 
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APPENDIX A.5: Sample of reviewed studies  

Formal literature 
(Name, 
Year, 

Country) 
Focus of the 

study Sample Methodology Findings  Conclusions & Limitations 

Hung et al. 
(2011) 

Malaysia 

A preliminary 
study of top SMEs 
in Malaysia: key 

success factor vs. 
government 

support program 

A sample of 20 top 
SMEs winners of 
Malaysia Enterprise 
Award 2004-2008 
was selected and 11 
of them responded. 

Quantitative 
techniques:  
- A questionnaire was 
distributed to 
participants. 

The top six KSFs in order of importance 
were:  
(1) a good networking; (2) a good 
product/services feature; (3) ability to 
identify and focus on market, (4) a good 
customer and client relationship; (5) a 
committed, supportive and strong 
management team; and (6) a visionary, 
capable and strong leadership 

  
  

Zafir Mohd 
Makhbul 
(2011) 

Malaysia 

Entrepreneurial 
success: an 

exploratory study 
among 

entrepreneurs 

Using simple random 
sampling technique, 
163 entrepreneurs 
were surveyed. 

Quantitative 
techniques:  
- Data were gathered 
through a self-
monitored 
questionnaire survey. 

- Religious duty/honesty factor was 
perceived as the most influential driver of 
entrepreneurial success. This is followed 
by communication skills and strong will.  
- Respondents also agree that other 
factors such as leadership, skill in taking 
opportunities, being a visionary, 
innovativeness, creativity, motivation, 
sacrifice, experience, risk-taking and 
access to information contribute to their 
success.  
- The political network is perceived as the 
factor that contributes the least to success. 
It was then followed by support and social 
network factors. 
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(Name, 
Year, 

Country) 
Focus of the 

study Sample Methodology Findings  Conclusions & Limitations 

Jasra et al. 
(2011) 

Pakistan 

Determinants of 
business success 

of small and 
medium 

enterprises 

Using convenient 
sampling technique, 
520 small and 
medium sized  
businesses were 
selected in 
Islamabad, 
Rawalpindi and 
Lahore 

Quantitative 
techniques: 
Questionnaire. Five 
points likert scale was 
used to measures the 
responses one is 
strongly and five 
strongly disagree.  

Results of the regression analysis showed 
that independent variables (financial 
resources: p is 0.000, marketing strategy: 
p is 0.002, technological resources: p is 
0.000, information access: p is 0.029, 
government support: p is 0.001, business 
plan: p is 0.004 and entrepreneur skill: p is 
0.000) have substantial impact on the 
dependent variable business success. 
 

 
The study concluded that financial resources, technological 
resources, government support, marketing strategies and 
entrepreneurial skills have positive and significant impact on 
business success. The research also found that financial 
resources were the most important factor that affected the 
SMEs success. Financial resources were the key factor on 
which whole business was depending upon. Due to less 
Government financial support, entrepreneurs were facing 
several problems. Due to less financial resources, 
entrepreneurs were not happy with the marketing activities of 
their product. The study also concluded that technology plays 
vital role in the productivity of the firms. However, it was found 
that Pakistani entrepreneurs usually had very less information 
related to new technology. The study also concluded that 
leadership skills, decision making skills, management skills 
and professional affiliation with the business were also very 
important in achieving success of the business.  
The survey in Pakistan was conducted in selected regions; 
therefore it may not reflect the views and practices of 
SMEs in other regions of Pakistan. 
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(Name, 
Year, 

Country) 
Focus of the 

study Sample Methodology Findings  Conclusions & Limitations 

Benzing et 
al. (2009) 

Turkey 

Entrepreneurs in 
Turkey: a factor 

analysis of 
motivations, 

success factors, 
and problems 

Using simple random 
sampling, 139 
entrepreneurs were 
surveyed 

Quantitative 
techniques:  
- A questionnaire, 
translated to 
participants’ native 
language, was used. - 
The questionnaire used 
in this study was 
developed by Hung M. 
Chu (Chu and 
Katsioloudes, 2001) 
and has been used in 
studies of 
entrepreneurs in 
Vietnam, Romania, 
India, Kenya, and 
Ghana. 

The primary reasons for starting a 
business are to increase income, to obtain 
job security, and to secure independence. 
The most important business success 
variables are the entrepreneurs’ reputation 
for honesty and friendliness, social skills 
and good customer service. The most 
serious problem faced by entrepreneurs is 
the complex and confusing tax structure. 
Other important problems include 
unreliable employees, the inability to 
maintain good records, and a weak 
economy. 

 Honesty may be cited as the most important ingredient of a 
successful business, in part because Islamic values play an 
important role in conducting business. Entrepreneurs are 
expected to adhere to Islamic values such as honesty, 
respect, and obedience to elders. 
 
Simplifying registration/licensing, revising the labor code, and 
reducing payroll taxes are a few ways to increase business 
income and encourage further SME development. 
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(Name, 
Year, 

Country) 
Focus of the 

study Sample Methodology Findings  Conclusions & Limitations 

Woldie et 
al.  

(2008) 
Nigeria 

Factors 
influencing small 

and medium 
enterprises 
(SMEs): an 

exploratory study 
of owner-manager 

and firm 
characteristics 

The sample consisted 
of 523 SME owner-
managers. Data were 
collected from five 
major cities in 
Nigeria, where a 
large number of 
SMEs are located, 
namely: Lagos, 
Abuja, Ibadan, 
Anambra and 
Kaduna. 

Quantitative 
techniques: Self-
administered 
questionnaire 

Result showed that SME growth is only 
influenced by certain owner-manager 
characteristics, namely: age, level of 
education, previous experience, and three 
motivational variables (finance, 
employment creation, and self fulfilment). 
Owner-manager characteristics such as 
gender and two motivational variables 
(desire to be independent and job 
satisfaction) were found not to have an 
influence on the growth of the firm.  
Results also showed that all the firm 
variables (firm age, firm size, legal status 
and firm industrial sector) have an effect 
on the growth of the firm. 

Men and women have the same propensity to run growth 
oriented firms, middle-age and older owner-managers tend to 
run more growth oriented firms. The higher the level of 
education attained by the owner-manager, the higher the 
likelihood of growth is.  
Owner-managers with prior SME or professional experience 
run more growth oriented firms.  
Owner-managers driven by financial reasons and those driven 
by a need to create employment tend to own/manage growing 
firms.  
In addition, limited liability firms and sole proprietorships were 
associated with growth; larger and older firms have higher 
propensity for growth than smaller or newer firms; the 
industrial sector a firm operates in has an association with the 
level of growth the firm attains. 
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(Name, 
Year, 

Country) 
Focus of the 

study Sample Methodology Findings  Conclusions & Limitations 

Ben Mlouka 
et al. 

(2008) 
Tunisia 

La taille est-elle 
un facteur 

déterminant de la 
compétitivité des 

entreprises ? 

96 enterprises using 
a stratified sampling 
method  

Quantitative 
techniques:  
To collect data, direct 
contact was made with 
chief executive officers 
(or managers) or 
members of the 
management team 
during the first half of 
2005. 

Five important factors related to the 
competitive ability of firms emerged from 
the analysis:  
- "Industrial tool": It includes items related 
to the quality of technology, machine and 
labour, product and process innovation, 
flexibility of the productive apparatus, and 
quality control. 
 - "Know-how": It covers aspects related to 
competences within the firm. 
 - "Organization and management": It 
includes information systems, decision and 
control, behaviour of managers, as well as 
culture of the company. Aspects related to 
the management of financial and human 
resources (access to finance, access to 
labour) are also included, 
 - "Marketing": It includes all aspects 
related to the management of product / 
market (marketing mix, retention of 
customers). 
 - "Partnership": It relates to the 
management of relationships. Relations 
with subcontractors and with financial 
institutions. 

The study concluded that: 
 - For small Business (PE), the process that influenced 
competitiveness was relatively simple, since it involved 
neither the infrastructure, nor organization and management, 
or partnership.  
- For medium-sized enterprises (ME), the contributed to the 
average business competitiveness was more complex than 
the small business. Indeed, the process involved all the 
factors of competitiveness related to the environment (Legal 
and political system, quality of infrastructure, competition) as 
well as the ones related to the firm (Industrial tool, 
Organisation and management, marketing, know-how, 
partnership). 
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(Name, 
Year, 

Country) 
Focus of the 

study Sample Methodology Findings  Conclusions & Limitations 

Beck et al. 
(2006) 

Small and 
medium-size 
enterprises: 

access to finance 
as a growth 
constraint 

  A review of empirical 
research 

Financial and institutional development 
helps alleviate SMEs’ growth constraints 
and increase their access to external 
finance and thus levels the playing field 
between firms of different sizes. Specific 
financing tools such as leasing and 
factoring can be useful in facilitating 
greater access to finance even in the 
absence of well-developed institutions, as 
can systems of credit information sharing 
and a more competitive banking structure. 

- A competitive business environment, of which access to 
finance is an important component, facilitates entry, exit and 
growth of firms and is therefore essential for the development 
process.  
- Compared to large firms, SMEs are more constrained by 
different obstacles, and limited access to finance is an 
important one of these. 
 - Both firm-level and industry-level studies suggest that small 
firms do relatively better compared to large firms in countries 
with better-developed institutions 
  

Gray et al. 
(2006) 

Morocco 

Motivations of 
Moroccans to be 

entrepreneurs 

201 entrepreneurs 
from over 10 
Moroccan urban 
areas. Industries 
covered: food 
industry, plastic 
manufacturing, 
telecommunications 
field, construction and 
building, home 
appliances and 
athletic shoes shops 

Qualitative techniques: 
- Structured interviews 
conducted by graduate 
students who 
interviewed family 
members or friends of 
family who are  
entrepreneurs in Arabic 
and French 

The findings were classified into three 
categories that emerged from the 
interviews and coding process: impetus, 
capacity and context. Impetus refers to the 
motivation for entering into 
entrepreneurship. Some entrepreneurs 
were opportunity-driven while others were 
necessity-driven. Capacity refers to 
enterprise capacity, knowledge and skill 
level of the entrepreneur entering into 
business. Finally, context looks at culture, 
which encompasses the political and 
economic environment in which the 
entrepreneur has to operate. 
 

 
 
The decision to start a company cannot be solely explained 
by an entrepreneurial psychological profile, but rather is 
based on a combination of personal and environmental 
factors. 
In Morocco, success in business is looked upon positively and 
does result in the successful businessman as a role model. It 
is also clear that Morocco treats business failure much more 
harshly than the U.S., where failure is often looked on almost 
as a learning procedure and a source of invaluable 
experience. Individuals carrying a business failure on their 
backs may be tarred for life. This attitude is reflected in 
Moroccan bankruptcy laws, which include fines, career 
restrictions and even imprisonment. There is no respect for 
failure. 
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(Name, 
Year, 

Country) 
Focus of the 

study Sample Methodology Findings  Conclusions & Limitations 

Temtime & 
Pansiri 
(2004) 

Botswana 

Small business 
critical 

success/failure 
factors in 

developing 
economies: some 
evidences from 

Botswana 

250 SMEs in 3 cities 
in the Republic of 
Botswana 

Quantitative 
techniques:  
Survey questionnaire 

The findings showed that ten perceived 
critical success factors (PCSFs) (human 
resources development, organizational 
development, managerial background, 
managerial leadership and competitive 
strategy) affect the performance of SMEs. 
The PCSFs are strongly related among 
themselves, indicating the need for a 
holistic and systematic approach in 
addressing them. Important relationships 
were also found between the PCSFs and 
firm-specific demographic variables such 
as ownership status, experience and 
operating period. 

The findings show three important implications for SME 
support groups including the government, practitioners in 
SMEs, and researchers and academics in the areas of 
entrepreneurship and small business development. 
  

D. J. Storey 
(2002) 
USA 

Education, training 
and development 

policies and 
practices in 

medium-sized 
companies in the 
UK: do they really 

influence firm 
performance? 

2 samples. 501 firms 
that had previously 
participated in earlier 
studies of the UK 
Middle Market. A 
second group of 
respondents were 
derived from a 
random sample of 
companies from the 
ICC One Source 
database. This 
provides a total of 
314 respondents who 
generally were the 
most senior person in 
the business. 

a large-scale telephone 
interview 

It is difficult to explain variations in the self-
reported performance of medium-sized 
companies, implying the latter is strongly 
stochastic. Nevertheless, amongst MSCs, 
the larger firms perform better and location 
and sector are also influential. 
A more surprising finding is that the 
variables chosen to reflect strategy play a 
very weak role indeed in explaining 
performance. 
 

The study was not able to make a judgment about the 
influence of either: education, training or development on the 
performance of SMEs since companies which perform well in 
one of these areas were also broadly positive in the other two. 
Within these broad areas, the author was unable to isolate 
individual policy initiatives which were particularly influential.  
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Grey literature 
(Name, 
Year, 

Country) 
Focus of the 

study Sample Methodology Findings  Conclusions & Limitations 

El Hamzaoui 
Abdelhakim 
(2006) 
Morocco 
Thesis 

Les PME au 
Maroc: Etat des 

lieux et conditions 
d’emergence 

Quantitative study 
100 enterprises, 
among the ones 
affiliated to CNSS, 
randomly selected by 
using the quota 
method on the 
geographic 
distribution of newly 
created businesses. 

Qualitative techniques 
 
Quantitative techniques 

The findings showed that failure factors 
were:  
- age of the entrepreneur was relatively 
young (<35 years); 
- Poor professional experience and 
education of the entrepreneur 
- Insufficient staff training  
- Insufficient financial resources; 
- Uncompetitive means of production. 

Among the regions, the Greater Casablanca and Tangier-
Tetouan regions offer the most 
chances of business success. Conversely, the Souss-
Massa-Dara and Marrakech 
Tensift-Al Haouz regions seem to be among the regions 
where companies face most difficulties. 

Fatimaezzahra 
Rachdi 
(2006) 
Morocco 
Conference 
proceeding 

L’entrepreneuriat 
féminin au Maroc : 

une étude 
exploratoire 

579 femmes  
propriétaires 
dirigeantes (77 
membres de l’AFEM 
(Association des 
Femmes chefs 
d’Entreprise au 
Maroc), et 502 non 
membres) 

Quantitative techniques 
Survey questionnaire 
 

The most frequent problem faced by 
entrepreneurs and which is common for 
both women and men is the administrative 
burden. 
The second problem is access to finance. 
The non availability of qualified manpower 
was third. This can be explained by 
different variables related to the social 
structure of Morocco which is hit by a high 
illiteracy rate 
Moroccan women report their needs in 
terms of assistance and training at 
different levels of their structures. 
These needs are mainly related to their 
managerial skills. They are unable to 
meet the challenges of globalization and 
open markets without aid from national 
and international traders. 

It can be concluded that women entrepreneurs often suffer 
from a lack of technical expertise and knowledge 
management, hence their low productivity and 
competitiveness. Cultural constraints are also another 
obstacle that hinders the success of women in the conduct 
of their affairs. 
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Harabi, Najib 
(2003) 
Morocco 

Determinants of 
Firm Growth: An 

Empirical Analysis 
from Morocco 

370 enterprises. The 
sample includes firms 
of different sizes, 
over 100 workers , in 
five or less. It also 
covers all major 
economic sectors: 
manufacturing, 
construction, services 
and commerce. 

Quantitative techniques 
A survey, in the form of 
a questionnaire, was 
conducted under the 
auspices of the World 
Bank in 1998. 

The main factors promoting the growth of 
companies were: marketing strategies 
that focus on product diversification and 
expansion of market share, location in 
large urban centres, the legal status as a 
limited company, the presence of price 
competition, the presence in markets with 
high demand, and government policies 
such as labour regulations, antitrust policy 
and environmental policy. The main 
factors that hinder business growth are 
lack of access to skilled workers and 
managers, location in smaller population 
centres, and some other government 
policies such as regulation of foreign trade 
and policies that promote domestic price 
volatility. 

The sample of firms under consideration is not statistically 
representative of the population. 
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APPENDIX A.6: Map of Morocco 

 
 
 
 
 

 
 
 
 
 

Source: http://www.moroccanembassylondon.org.uk/en/MoroccoMap.html 
 
 
 
 
 
 
 
 
 
 
 

http://www.moroccanembassylondon.org.uk/en/MoroccoMap.html


 
 
 
 

349  
APPENDIX A : LITERATURE REVIEW APPENDIX 
 

 
 

APPENDIX A.7: Map of the Tangier-Tetouan region 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 

This blue 
coloured area 
is where this 
study was 
situated with 
the exception 
of Assilah 

Industrial zone Gueznaia 

Industrial Zone Mghogha 

Tangier free zone 

Exporting Processing 
Zone Melloussa I 

Exporting Processing 
Zone Melloussa II 

Tanger Med port and Tanger Med Logistics Free Zone 

Industrial zone Al-Majd 

Source: Haut Commissariat au Plan (HCP) (2009) 
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APPENDIX A.8: Business practices in 8 cities in Morocco 
STARTING A BUSINESS 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
DEALING WITH CONSTRUCTION PERMITS 
 
 
 
 
 
 
 
 
 
 
 
 
 

Where is it easy or difficult to create a 
business? 

CITY RANKING 

Kénitra 1 

Settat 2 

Casablanca 3 

Marrakech 4 

Meknès 5 

Agadir 6 

L’Oriental 7 

Tangier 8 (Difficult) 

 

Number of days to start a business 

 
Duration (Days) 

Where is it easy or difficult to build a 
warehouse? 

CITY RANKING 

Agadir 1 

Settat 2 

Marrakech 3 

Casablanca 4 

Tangier 5 

Kénitra 6 

L’Oriental 7 

Meknès 8 (Very Difficult) 

 

Number of days to build a warehouse 

 
Duration (Days) 

Cost to start a business 

 
Cost (% GNI per capita) 

Total cost to build a warehouse 

 
Cost (% GNI per capita) 
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REGISTERING PROPERTY 
 

 

 

 

 

 

 

ENFORCING CONTRACTS 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Source: Doing Business au Maroc (2007, p. 5-30 ). Comparant la réglementation en 8 régions.

Where is it easy or difficult to register a 
property? 

CITY RANKING 

Kénitra 1 

Settat 2 

L’Oriental 3 

Agadir 4 

Marrakech 5 

Meknès 6 

Casablanca 7 

Tangier 8 (Very Difficult) 

 

Number of days required to register property 

 
Duration (Days) 

The time (measured in calendar days from the moment 
the seller files the law suit in court until payment is 

received) to enforce a contract 

 
Duration (Days) 

The average regional ranking in terms of 
procedures, time, and cost to enforce 

contracts 
CITY RANKING 

AGADIR 1 

Meknès 2 

L’ORIENTAL 3 

MARRAKECH 4 

TANGER 5 

CASABLANCA 6 

SETTAT 7 

Kénitra 8 (Most difficult) 

 

The total of official costs (measured as a percentage of 
the claim) to enforce a contract 

 
% of the claim 
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APPENDIX B: RESEARCH METHODOLOGY APPENDIX 

 

APPENDIX B.1: Conceptualization & operationalization of 
constructs 

 
 

BROAD 
CONSTRUCT SPECIFIC CONSTRUCT THEME OF ITEMS OF 

CONSTRUCT 
ITEMS OF 

CONSTRUCT 

Business 
characteristics  

Size of the enterprise (SIZE) 
Number of employees Q25 

Size of sales Q26 

Age of the enterprise (AGE) Age of the enterprise Q24 

Legal status of the enterprise 
(LSTAT) Legal status of the enterprise Q20 

Activity of the enterprise 
(ACTV) Activity of the enterprise Q21 

Description of the enterprise Description of the enterprise Q23 

Location (LOCT) Location Q22 

Socio-
demographic 

characteristics  

Gender of the entrepreneur 
(GENDER) Gender Q13 

Age of the entrepreneur 
(AGE 1) Age Q12 

Background 
characteristics 

Education of the 
entrepreneur (EDUC) Education Q14 

Previous experience (PEXP) Previous experience Q15, Q15a, Q16 

Family background (FBAC) 
Business background Q17 

Education of parents Q18, Q19 

Personality 
characteristics 

Need for achievement 
(NACH) Need for achievement Q11a, Q11b, 11d  

Locus of control (LCON) Locus of control Q11c, Q11e 

Risk-taking (RTAK) Risk-taking  Q11f, Q11g, 
Q11h 

Competences 
of the 

entrepreneur 

Managerial competences 
(MCOM) Managerial competences Q10a, 10e, 9p 

Entrepreneurial 
competences (ECOM) 

Entrepreneurial 
competences 

Q10b, 10d, 10g, 
9q 

Functional competences 
(FCOM) Functional competences Q10c, 10f, 9n 
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BROAD 

CONSTRUCT SPECIFIC CONSTRUCT THEME OF ITEMS OF 
CONSTRUCT 

ITEMS OF 
CONSTRUCT 

Economic 
factors 

Finance (FINA) 
Constraints Q3c, Q3p, Q8e, 

Q8f, Q8g 

Importance Q9g 

Taxation (TAXA) 
Constraints Q4c, Q4f 

Importance Q9f 

Political-legal 
factors 

Government support (GSUP) 
Constraints 

Q3b, Q3m, Q3o, 
Q5a, Q5b, Q5c, 
Q5d 

Importance Q9h 

Regulatory environment 
(RENV) 

Constraints 

Q3i, Q4a, Q4b, 
Q4c, Q4d, Q4e, 
Q4f, Q4g, Q8i, 
Q9d, Q9a, Q9b, 
Q9c, Q9e 

Importance Q9k 

Technological 
factors 

Technology (TECH) 
Constraints Q3f, Q3j 

Importance Q9e 

Information (INFO) 
Constraints Q3a, Q3e, Q3g, 

Q3k 

Importance Q9i 

Socio-cultural 
factors 

Infrastructure (INFR) 
Constraints Q5e, Q5f, Q5g, 

Q6a, Q6b, Q6c 

Importance  Q9j 

Networking (NETW) 
Constraints Q3l , Q3n, Q3q 

Importance Q9l 

Micro-
environmental 

factors 

Customers (CUST) 
Constraint Q3d 

Importance Q9m 

Suppliers (SUPP) 
Constraint Q3h 

Importance Q9r 

Competition (COMP) Competition problems Q7c, Q7d, Q7h, 
Q7j, Q9l 
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APPENDIX B.2: Survey questionnaire –English–   

 
INTRODUCTION 

Dear owner-manager, 

Recognizing that the future of small and medium enterprises (SMEs) in Tangier is based largely 

on the efforts of the owner-managers of SMEs like you, we are very eager to learn about your 

own experiences. In particular, we seek information on what you consider to be key factors of 

the success of SMEs. Your contribution in this survey is therefore very important to identify 

these factors. By completing this questionnaire, the data you provide will lead to a series of 

recommendations to ensure the success of SMEs in Tangier. 

PURPOSE  

The purpose of the questionnaire is to obtain current information on the factors contributing to the 

success of SMEs in Tangier. This will lead to recommendations as to how to support the success 

of SMEs in the economy. 

INSTRUCTIONS 

• Please complete this questionnaire accurately and objectively. In the absence of an 

option that accurately reflects your views, please choose the answer that seems relevant, 

and add any comment or explanation that you deem useful to illustrate your answer. 

• Most questions can be answered simply by ticking a box. 

• All of the answers you provide in this questionnaire WILL BE KEPT CONFIDENTIAL. 

All information given will be used for the purpose of this research only. The study is 

being carried out in accordance with the UK Market Research Society’s guidelines. 

• The questionnaire should take ABOUT 18 MINUTES to complete.  

• The results of this research will be presented in the thesis to be submitted to the 

University of Gloucestershire, as required by the doctoral degree. 

• If you want a copy of the results of the study, please fill out your name, address or e-

mail in the last page of the questionnaire. 

• Please return the completed questionnaire BEFORE 24th DECEMBER 2010. 
    
 
      Post : Yassine Sefiani   Email :  feedbackmorocco@glos.ac.uk 
        The Park, Cheltenham    Fax :   (0044) 01242 714 111                                                                     
  GL50 2RH, UK         

 
 

Feel free to contact us if you would like any additional information. 
Thank you very much for your cooperation  

 
Yassine SEFIANI 
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RESPONDENT’S DETAILS 

 
Your Position held in the company: 
(Please tick the box that is relevant to you) 
 
 
 
Owner* – active in business management –       
 
Owner – not involved in day-to-day management –       
 
Manager – not the owner –    
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

                                            
 
* “Owner” means anyone who owns or controls the whole or any part of the business. 
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SECTION 1: THE BUSINESS ACHIEVEMENTS 
  
  This section seeks your views on the success of your business. 

 
1. How would you describe the success of your business?  
 
(Please indicate your opinion regarding each statement by ticking the appropriate box) 
SA = Strongly agree; A = Agree; D = Disagree; SD = Strongly disagree; NO = No opinion 

STATEMENTS SA A D SD NO 

a The business is very successful today      
b The business has been profitable during the last 

financial year      

c The profit has been increasing over the past two 
years      

d The business has grown over the past two years      
e The sales of the business have increased over the 

past 2 years      
f The business is not successful      

 
 
2. With reference to your business performance over the past 12 months, to what 
extent are you pleased with the following achievements of your firm? 
 
(Please select the appropriate answer by ticking the appropriate box) 
VP = Very pleased; P = Pleased; U = Unpleased; VU = Very unpleased; NO = No opinion) 

ACHIEVEMENTS VP P U VU NO 

a Size of sales      
b Gained profit      
c Number of employees      
d Respect from customers      
e Market share      
f Personal satisfaction      
g Career progress      

h Customer satisfaction      

i Customer Retention      

j Employee Satisfaction      

k Relationship with suppliers      

l Business Image      

m Industrial Relations      
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This section covers some of the constraints that inhibit the success of the 
enterprise. 
 
3. Based on your experience in running the business so far and the actual 
condition of the business; please indicate your opinion regarding each of the 
following statements: 
 
(Please select the appropriate answer by ticking the appropriate box) 
SA = Strongly agree; A = Agree; D = Disagree; SD = Strongly disagree; NO = No opinion 

STATEMENTS SA A D SD NO 

a I have access to information on technologies to support 
my business      

b The government support is not sufficient      

c Capital is not sufficient to maintain and expand the 
business.      

d I have access to customers                                                          

e I have access to information on government regulations 
that are relevant to my business      

f New technology is attainable      
g I have access to information on market      
h I have access to suppliers      
i I got business permit and other permits easily and 

quickly      
j Existing technology is easily maintainable        
k I have access to information on finance sources                                            
l I have reliable business network to run the business      

m The government does not provide any solid assistance 
to the company      

n I have professional affiliation / business association that 
support the business.      

o The existing government programs on SMEs are not 
helpful      

p The company struggles to get credit from banks      

q I have many helpful colleagues / friends who support the 
business.      

 
 
 
 
 
 
 
 
 
  

SECTION 2: SUCCESS CONSTRAINTS 
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4. Based on your experience in running the business, please grade the difficulty 
you have with the following regulations: 
 

(Please select the appropriate answer by ticking the appropriate box) 
VE = Very easy; E = Easy; D = Difficult; VD = Very difficult; NO = No opinion 

REGULATIONS VE E D VD NO 

a Firm registration      
b Licenses for start of business      
c Customs regulations      
d Regulations on employment      
e Health & safety regulations      
f Tax regulations       
g Environmental regulations       

 
5. How would you grade the quality of service offered to your business by the 
following institutions? 
 
(Please select the appropriate answer by ticking the appropriate box) 

VS = Very satisfactory; S = Satisfactory; NS = Not satisfactory; NVS = Not very 
satisfactory; NO = No opinion 

INSTITUTIONS VS S NS NV
S NO 

a Police      
b Chamber of Commerce      
c Court for businesses      
d Tax office      
e Electricity suppliers      
f Water suppliers      
g Telecommunication services providers      

 
6. In your opinion, how would you rate the cost of the following services? 
 

(Please select the appropriate answer by ticking the appropriate box) 
VL = Very low; L = Low; M = Medium; H = High; VH = Very high 

SERVICES VL L M H VH 

a Electricity Services      
b Telecommunication Services      
c Water Services      
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7. With reference to your business, please evaluate the extent to which the 
following problems impact on your business success?  

 
(Please select the appropriate answer by ticking the appropriate box) 

(VC = Very challenging; C = Challenging; NVC = Not very challenging; I = Insignificant; 
NO = No opinion) 

PROBLEMS VC C NVC I NO 

a Lack of market knowledge      
b Lack of information on market opportunities      
c Competition in domestic market      
d Competition in foreign market      
e High interest rates on bank loans      
f Ensuring guarantees for bank loans      
g Long loan application processing      
h Imperfect competition "black market"      
i Additional payments to corruption      
j The smuggling of foreign goods      

 
 
8. How do certain ways of behaviour of institutions make problems when 
registering or getting official documents for the firm? 
 

(Please select the appropriate answer by ticking the appropriate box) 
(GD = Great difficulties; MD = Medium difficulties; SD = Small difficulties; ND = No 

difficulties; NO = No opinion) 

PATTERNS OF BEHAVIOUR GD MD SD ND NO 

a Too much queuing in all offices      

b Too long waiting for documents to be prepared and 
sent to firms      

c Too many documents are needed for submission      
d Corruption and bribery among officials      
e It does not work without strings      

 
 
 
 
 
 
 
 
 
  



 
 

360  
APPENDIX B : RESEARCH METHODOLOGY APPENDIX 
 

 
 

 
This section is about factors that some studies in other countries have shown to 
be influential on the success of the enterprise. 
 
9. Listed below are some factors that may contribute to your business’s success. 
How important you believe these factors are?  
 

(Please select the appropriate answer by ticking the appropriate box) 
(NVI = Not very important; NI = Not important; I = Important; VI = Very important;  

NO = No opinion) 

POSSIBLE FACTORS NVI NI I VI NO 

a Education of the entrepreneur      
b Previous work experience      
c Location of the business      
d Structure of the business      
e Technology      
f Efficient tax system      
g Financial resources      
h Satisfactory government support      
i Information      
j Good public infrastructure      
k Good regulatory environment      
l Network relations      

m Customers      
n Good functional competences      
o Competitive advantage      
p Good management competences      
q Good entrepreneurial competences      
r Suppliers      

 
 
 
 
 
 
 
 
 
 
 
 
  

SECTION 3: SUCCESS FACTORS 
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10. Listed below are some skills that may contribute to your business’s success. 
How important you believe these skills are?  
(Please select the appropriate answer by ticking the appropriate box) 

(NVI = Not very important; NI = Not important; I = Important; VI = Very important;  
NO = No opinion) 

STATEMENTS NVI NI I VI NO 

a Plan the operations of the business      
b Identify goods or services that the customers want      
c Possess expertise in technical or functional areas      
d Scan the environment to look for opportunities      
e Organize resources      
f Use specific techniques / tools relevant to the 

business      

g Create a positive work climate through discussion 
and problem-sharing      

 
 

11. As an entrepreneur, to what extent you believe the following statements are 
important in order to ensure the success of your firm? 
 

(Please select the appropriate answer by ticking the appropriate box) 
(NVI = Not very important; NI = Not important; I = Important; VI = Very important;  

NO = No opinion) 

STATEMENTS NVI NI I VI NO 

a 
Experiment new different ways of running the 
business when new way of running the business is 
not successful. 

     

b Work hard.      

c Accomplish a lot at work.      

d Make high demands upon yourself when working       

e Not to plan too far ahead since many things turn 
out to be a matter of good or bad fortune.      

f Opening up new directions through initiating new 
ideas.      

g Taking the risk of getting a new business venture 
off the ground.      

h The excitement of creating something new whose 
success depends on me.      
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SECTION 4: DEMOGRAPHIC INFORMATION 
 
Here are some questions to seek socio-demographic information of the 
entrepreneur. 
 
12. Your age: 

 18-24      25-45      > 45 

 
13. Your gender: 

 Male      Female 

 
14. Your educational level? 

 None      Primary level      Lower secondary level      Upper secondary level      

 University diploma      Bachelor degree      Master degree      PhD degree           

 Other (Please specify):  

 
15. Have you had any previous work experience? 

 Yes      No 

 
15a. If yes, for how long did you work before you started up your current 
business?  

 < 2 years      2-5 years      6-10 years      11-20 years      > 20 years 

 
16. Was your previous work experience relevant to your current business? 

 Yes      No 

 
17. Did any of your parents own a business? 

 Yes      No 

 
18. What is the educational level of your father? 

 None      Primary level      Lower secondary level      Upper secondary level        

 University diploma      Bachelor degree      Master degree      PhD degree           

 Other (Please specify):  

 
19. What is the educational level of your mother? 

 None      Primary level      Lower secondary level      Upper secondary level        

 University diploma      Bachelor degree      Master degree      PhD degree          

 Other (Please specify):  

 
 





mailto:feedbackmorocco@glos.ac.uk
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RENSEIGNEMENTS SUR LE REPONDANT 
 

Votre poste occupé dans l'entreprise: 
(Veuillez cocher la case qui vous concerne) 
 
 
 
Propriétaire19 – actif dans la gestion des affaires –     
  
 
Propriétaire – pas impliqué dans la gestion quotidienne des affaires – 
  
 
Manager – pas le propriétaire –        
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

                                            
 
19 «Propriétaire» désigne toute personne qui possède ou contrôle la totalité ou une partie de 
l'entreprise. 

























http://www.formstack.com/forms/questionnaire-arabic
http://www.formstack.com/forms/questionnaire-french
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APPENDIX B.9: Second reminder 

 
 
Dear participant, 
 

We have recently sent you an email with a questionnaire on the factors that affect the success 

of small and medium enterprises (SMEs) in Tangier. 

 

To date, we have received some responses. However, they are not yet sufficient. To increase 

the response rate, the closing date of the survey has been extended to January 22nd 2011. The 

questionnaire is designed in ARABIC and FRENCH. Please check the following two sites and 

complete the questionnaire in the language you are most comfortable with: 

 

http://www.formstack.com/forms/questionnaire-french 

 

http://www.formstack.com/forms/questionnaire-arabic 

 

Your views are important to the success and growth of SMEs in Tangier. The questionnaire is 

simple to complete and should take only 15 minutes of your time. Be assured that all the 

answers you provide will be treated confidentially. 

 

We thank you very much for your help and support. 

 
Best regards, 
 
Yassine Sefiani 
 
 
 
 
 
 
 
 

  

http://www.formstack.com/forms/questionnaire-french
http://www.formstack.com/forms/questionnaire-arabic


 
 

389  
APPENDIX B : RESEARCH METHODOLOGY APPENDIX 
 

 
 

 
 

APPENDIX B.10: Third reminder 

 
 
 
Dear participant, 

 

We have recently sent you an email with a questionnaire on the factors that affect the success 

of small and medium enterprises (SMEs) in Tangier. 

 

We understand that the questionnaire was sent at a time when companies are busy doing their 

inventories. Therefore, we have received only few responses so far which are not yet sufficient. 

To increase the response rate, the closing date of the survey has been extended to February 
12th, 2011. The questionnaire is designed in ARABIC and FRENCH. Please check the 

following two sites and complete the questionnaire in the language you are most comfortable 

with: 

 

http://www.formstack.com/forms/questionnaire-french 

 

http://www.formstack.com/forms/questionnaire-arabic 

 

Your views are important to the success of SMEs in Tangier. The questionnaire is simple to 

complete and should take only 15 minutes of your time. Be assured that all the answers you 

provide will be treated confidentially. 

 

We thank you very much for your help and support. 

 

 

Best Regards, 

 

         Yassine Sefiani 

 

 

 

 

 

 

http://www.formstack.com/forms/questionnaire-french
http://www.formstack.com/forms/questionnaire-arabic
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APPENDIX B.11: Standard interview form 

 
 
 
 
Demographic information 
 
What is your age? 

What is your gender? 

What is your education level? 

 
Business information 
 
What is the legal status of the business? 

What is the type of the activity of the business: 

Where is the business located? 

How long has the business been in operation? 

How many staff does the business employ? 
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APPENDIX B.12: Questionnaire coding 

 
 

  Values = Value Labels   Values = Value Labels 

MSubmission 
1 In person  

RespType 
1 Early respondents 

2 Online 2 Late respondents 

PRespondent 

1 Owner -active in business 
management- 

Q1a.BVST 

1 Strongly Disagree 

2 Owner -not involved in day-to-day 
management- 2 Disagree 

3 Manager -not the owner- 3 Agree 

Q1b.BPFY 

1 Strongly Disagree 4 Strongly Agree 

2 Disagree 

Q1d.BGTY 

1 Strongly Agree 

3 Agree 2 Agree 

4 Strongly Agree 3 Disagree 

Q1c.PITY 

1 Strongly Disagree 4 Strongly Disagree 

2 Disagree 

Q1f.BINS 

1 Strongly Agree 

3 Agree 2 Agree 

4 Strongly Agree 3 Disagree 

Q1e.SITY 

1 Strongly Disagree 4 Strongly Disagree 

2 Disagree 

Q2b.AGP 

1 Very Unpleased 

3 Agree 2 Unpleased 

4 Strongly Agree 3 Pleased 

Q2a.ASOS 

1 Very Unpleased 4 Very Pleased 

2 Unpleased 

Q2d.ARFC 

1 Very Unpleased 

3 Pleased 2 Unpleased 

4 Very Pleased 3 Pleased 

Q2c.ANOE 

1 Very Unpleased 4 Very Pleased 

2 Unpleased 

Q2f.APS 

1 Very Unpleased 

3 Pleased 2 Unpleased 

4 Very Pleased 3 Pleased 

Q2e.ASOM 

1 Very Pleased 4 Very Pleased 

2 Pleased 

Q2h.ACS 

1 Very Unpleased 

3 Unpleased 2 Unpleased 

4 Very Unpleased 3 Pleased 

Q2g.ACP 

1 Very Unpleased 4 Very Pleased 

2 Unpleased 

Q2j.AES 

1 Very Unpleased 

3 Pleased 2 Unpleased 

4 Very Pleased 3 Pleased 

Q2i.ACR 

1 Very Pleased 4 Very Pleased 

2 Pleased 

Q2l.ABI 

1 Very Unpleased 

3 Unpleased 2 Unpleased 

4 Very Unpleased 3 Pleased 
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  Values = Value Labels   Values = Value Labels 

Q2k.ARWS 

1 Very Unpleased  4 Very Pleased 

2 Unpleased 

Q3a.AIT 

1 Strongly Disagree 

3 Pleased 2 Disagree 

4 Very Pleased 3 No Opinion 

Q2m.AWIR 

1 Very Unpleased 4 Agree 

2 Unpleased 5 Strongly Agree 

3 Pleased 

Q3c.CSB 

1 Strongly Disagree 

4 Very Pleased 2 Disagree 

Q3b.SGS 

1 Strongly Disagree 3 No Opinion 

2 Disagree 4 Agree 

3 No Opinion 5 Strongly Agree 

4 Agree 

Q3e.AIR 

1 Strongly Disagree 

5 Strongly Agree 2 Disagree 

Q3d.ATC 

1 Strongly Disagree 3 No Opinion 

2 Disagree 4 Agree 

3 No Opinion 5 Strongly Agree 

4 Agree 

Q3g.AIM 

1 Strongly Disagree 

5 Strongly Agree 2 Disagree 

Q3f.TIA 

1 Strongly Disagree 3 No Opinion 

2 Disagree 4 Agree 

3 No Opinion 5 Strongly Agree 

4 Agree 

Q3i.BPE 

1 Strongly Agree 

5 Strongly Agree 2 Agree 

Q3h.TSI 

1 Strongly Disagree 3 No Opinion 

2 Disagree 4 Disagree 

3 No Opinion 5 Strongly Disagree 

4 Agree 

Q3k.AIC 

1 Strongly Disagree 

5 Strongly Agree 2 Disagree 

Q3j.ETM 

1 Strongly Disagree 3 No Opinion 

2 Disagree 4 Agree 

3 No Opinion 5 Strongly Agree 

4 Agree 

Q3m.GAC 

1 Strongly Disagree 

5 Strongly Agree 2 Disagree 

Q3l.TSP 

1 Strongly Disagree 3 No Opinion 

2 Disagree 4 Agree 

3 No Opinion 5 Strongly Agree 

4 Agree 

Q3o.GPH 

1 Strongly Disagree 

5 Strongly Agree 2 Disagree 

Q3n.PAB 

1 Strongly Disagree 3 No Opinion 

2 Disagree 4 Agree 

3 No Opinion 5 Strongly Agree 

4 Agree 
Q3q.FSB 

1 Strongly Disagree 

5 Strongly Agree 2 Disagree 
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  Values = Value Labels   Values = Value Labels 

Q3p.SBC 

1 Strongly Disagree 

 

3 No Opinion 

2 Disagree 4 Agree 

3 No Opinion 5 Strongly Agree 

4 Agree 

Q4b.LSB 

1 Very Easy 

5 Strongly Agree 2 Easy 

Q4a.FR 

1 Very Easy 3 No Opinion 

2 Easy 4 Difficult 

3 No Opinion 5 Very Difficult 

4 Difficult 

Q4d.ER 

1 Very Easy 

5 Very Difficult 2 Easy 

Q4c.CR 

1 Very Easy 3 No Opinion 

2 Easy 4 Difficult 

3 No Opinion 5 Very Difficult 

4 Difficult 

Q4f.TR 

1 Very Easy 

5 Very Difficult 2 Easy 

Q4e.HSR 

1 Very Easy 3 No Opinion 

2 Easy 4 Difficult 

3 No Opinion 5 Very Difficult 

4 Difficult 

Q5a.PS 

1 Very Satisfactory 

5 Very Difficult 2 Satisfactory 

Q4g.ER 

1 Very Easy 3 No Opinion 

2 Easy 4 Not Satisfactory 

3 No Opinion 5 Not Very Satisfactory 

4 Difficult 

Q5c.CFB 

1 Very Satisfactory 

5 Very Difficult 2 Satisfactory 

Q5b.CCI 

1 Very Satisfactory 3 No Opinion 

2 Satisfactory 4 Not Satisfactory 

3 No Opinion 5 Not Very Satisfactory 

4 Not Satisfactory 

Q5e.ES 

1 Not Very Satisfactory 

5 Not Very Satisfactory 2 Not Satisfactory 

Q5d.TO 

1 Very Satisfactory 3 No Opinion 

2 Satisfactory 4 Satisfactory 

3 No Opinion 5 Very Satisfactory 

4 Not Satisfactory 

Q5g.TSP 

1 Not Very Satisfactory 

5 Not Very Satisfactory 2 Not Satisfactory 

Q5f.WS 

1 Not Very Satisfactory 3 No Opinion 

2 Not Satisfactory 4 Satisfactory 

3 No Opinion 5 Very Satisfactory 

4 Satisfactory 
Q6b.CTS 

1 Very low 

5 Very Satisfactory 2 Low 
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  Values = Value Labels   Values = Value Labels 

Q6a.CES 

1 Very low 

 

3 Medium 

2 Low 4 High 

3 Medium 5 Very high 

4 High 

Q7a.LMK 

1 Not Very Challenging 

5 Very high 2 Not Challenging 

Q6c.CWS 

1 Very low 3 No Opinion 

2 Low 4 Challenging 

3 Medium 5 Very Challenging 

4 High 

Q7c.CDM 

1 Not Very Challenging 

5 Very high 2 Not Challenging 

Q7b.LIO 

1 Not Very Challenging 3 No Opinion 

2 Not Challenging 4 Challenging 

3 No Opinion 5 Very Challenging 

4 Challenging 

Q7e.HIR 

1 Not Very Challenging 

5 Very Challenging 2 Not Challenging 

Q7d.CFM 

1 Not Very Challenging 3 No Opinion 

2 Not Challenging 4 Challenging 

3 No Opinion 5 Very Challenging 

4 Challenging 

Q7g.LPA 

1 Not Very Challenging 

5 Very Challenging 2 Not Challenging 

Q7f.GBL 

1 Not Very Challenging 3 No Opinion 

2 Not Challenging 4 Challenging 

3 No Opinion 5 Very Challenging 

4 Challenging 

Q7i.APC 

1 Not Very Challenging 

5 Very Challenging 2 Not Challenging 

Q7h.BM 

1 Not Very Challenging 3 No Opinion 

2 Not Challenging 4 Challenging 

3 No Opinion 5 Very Challenging 

4 Challenging 

Q8a.TMQ 

1 No Difficulties 

5 Very Challenging 2 Small Difficulties 

Q7j.SFG 

1 Not Very Challenging 3 No Opinion 

2 Not Challenging 4 Medium Difficulties 

3 No Opinion 5 Great Difficulties 

4 Challenging 

Q8c.MDS 

1 No Difficulties 

5 Very Challenging 2 Small Difficulties 

Q8b.LWD 

1 No Difficulties 3 No Opinion 

2 Small Difficulties 4 Medium Difficulties 

3 No Opinion 5 Great Difficulties 

4 Medium Difficulties 
Q8e.DWS 

1 No Difficulties 

5 Great Difficulties 2 Small Difficulties 
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  Values = Value Labels   Values = Value Labels 

Q8d.CBO 

1 No Difficulties 

 

3 No Opinion 

2 Small Difficulties 4 Medium Difficulties 

3 No Opinion 5 Great Difficulties 

4 Medium Difficulties 

Q9b.PE 

1 Not Very Important 

5 Great Difficulties 2 Not Important 

Q9a.EE 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q9d.SB 

1 Not Very Important 

5 Very Important 2 Not Important 

Q9c.LB 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q9f.ETS 

1 Not Very Important 

5 Very Important 2 Not Important 

Q9e.ATT 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q9h.SGS 

1 Not Very Important 

5 Very Important 2 Not Important 

Q9g.ATF 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q9j.API 

1 Not Very Important 

5 Very Important 2 Not Important 

Q9i.AI 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q9l.SFF 

1 Not Very Important 

5 Very Important 2 Not Important 

Q9k.ETS 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q9n.GFS 

1 Not Very Important 

5 Very Important 2 Not Important 

Q9m.GCS 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 
Q9p.GMS 

1 Not Very Important 

5 Very Important 2 Not Important 

 
 
 
 
 



 
 

396  
APPENDIX B : RESEARCH METHODOLOGY APPENDIX 
 

 
 

  Values = Value Labels   Values = Value Labels 

Q9o.CA 

1 Not Very Important 

 

3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q9r.AC 

1 Not Very Important 

5 Very Important 2 Not Important 

Q9q.GES 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q10b.IPS 

1 Not Very Important 

5 Very Important 2 Not Important 

Q10a.PEO 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q10d.SEO 

1 Not Very Important 

5 Very Important 2 Not Important 

Q10c.TFE 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q10f.UTE 

1 Not Very Important 

5 Very Important 2 Not Important 

Q10e.OR 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q11a.END 

1 Not Very Important 

5 Very Important 2 Not Important 

Q10g.PCW 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q11c.WLJ 

1 Not Very Important 

5 Very Important 2 Not Important 

Q11b.LWH 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q11e.WPF 

1 Not Very Important 

5 Very Important 2 Not Important 

Q11d.DHW 

1 Not Very Important 3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 
Q11g.TRB 

1 Not Very Important 

5 Very Important 2 Not Important 
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  Values = Value Labels   Values = Value Labels 

Q11f.INI 

1 Not Very Important 

 

3 No Opinion 

2 Not Important 4 Important 

3 No Opinion 5 Very Important 

4 Important 

Q12.AE 

1 18-24 

5 Very Important 2 25-45 

Q11h.CSN 

1 Not Very Important 3 >45 

2 Not Important 

Q14.EE 

0 None 

3 No Opinion 1 Primary Level 

4 Important 2 Lower Secondary Level 

5 Very Important 3 Upper Secondary Level 

Q13.GE 
1 Male 4 Diploma 

2 Female 5 Bachelor Degree 

Q15.PEE 
0 No 6 Master Degree 

1 Yes 7 Doctorate 

Q16.ERA 
0 No 

Q15a.YEE 

1 <2 years 

1 Yes 2 2-5 years 

Q18.EOF 

0 None 3 6-10 years 

1 Primary Level 4 11-20 years 

2 Lower Secondary Level 5 >20 years 

3 Upper Secondary Level 
Q17.POE 

0 No 

4 Diploma 1 Yes 

5 Bachelor Degree 

Q19.EOM 

0 None 

6 Master Degree 1 Primary Level 

7 Doctorate 2 Lower Secondary Level 

Q20.LSB 

1 Sole Trader 3 Upper Secondary Level 

2 Private Limited Company 4 Diploma 

3 Public Limited Company 5 Bachelor Degree 

4 Other 6 Master Degree 

Q22.LOB 

1 Industrial Zone 7 Doctorate 

2 New Medina 

Q21.TAB 

1 Chemical Industry 

3 Old Medina 2 Electrical & Electronic Industry 

4 Suburb 3 Food Processing Industry 

5 Crafts Complex 4 Metal & Engineering Industry 

6 Rural Area 5 Textile & Leather Industry 

7 Luxury District 6 Other 

8 Other 

Q23.DB 

1 Wholly family owned 

Q24.AB 

1 1-2 years 2 Partly family owned 

2 3-5 years 3 Privately owned 

3 >5 years 

Q25.SBE 

1 0-3 

Q26.ATB 

1 0-500.000 2 10-Apr 

2 500.001-1.000.000 3 Nov-50 

3 1.000.001-75.000.000 4 51-100 

4 > 75.000.000 5 101-250 

 



 
 

398  
APPENDIX B : RESEARCH METHODOLOGY APPENDIX 
 

 
 

APPENDIX B.13: A sample of a conducted interview  – French – 

 

Intervieweur 

Bonjour, je m’appelle Yassine Sefiani. Suite aux résultats de l'enquête 
quantitative menée en Décembre 2010 et Janvier 2011, je voudrais procéder à 
un entretien afin de mieux comprendre en profondeur l'importance des 
facteurs critiques de succès dans la ville de Tanger. Pendant l'entretien, je 
tiens à discuter des différents facteurs externes: facteurs économiques, 
facteurs technologiques, facteurs socio-culturels, les facteurs politico-
juridiques, et les facteurs concernant le micro-environnement. Avec ces sujets 
dans l'esprit, je vous serais très reconnaissant si je peux prendre un peu de 
votre temps pour en apprendre davantage sur vos histoires. 

Interviewé Avec plaisir monsieur Sefiani. 

Intervieweur Pourriez-vous me parler de la réussite de votre entreprise? 

Interviewé 

Notre société est basée sur trois piliers principaux en termes de clé de 
réussite. Tout d'abord, c’est notre réseau relationnel avec les clients et les 
fournisseurs, que ce soit national ou international. Le deuxième pilier est la 
recherche et le développement et le troisième pilier de notre succès, c'est le 
personnel. 

Intervieweur Qu'entendez-vous par le réseau relationnel avec les clients? 

Interviewé Je veux dire les relations avec les clients. 

Intervieweur Pourriez-vous développer davantage sur ce sujet s'il vous plaît? 

Interviewé 

Oui. Notre entreprise opère dans un environnement qui est caractérisé par une 
concurrence féroce et acharnée. Nous ne sommes pas la seule entreprise qui 
produit des plaquettes de frein au Maroc. Ainsi, notre succès en affaires 
dépend vraiment de nos relations avec les clients. C'est pourquoi l'une des 
principales stratégies est la fidélisation des clients. 

Intervieweur Alors, comment voyez-vous l'importance de la clientèle dans la ville de 
Tanger ? 

Interviewé 

Comme vous le savez, les investissements à Tanger bénéficient de plusieurs 
mesures d’encouragement de l’investissement. Ok. Ainsi, nous ne sommes 
pas la seule entreprise à produire des plaquettes de frein à Tanger. Il ya trois 
autres concurrents, dont deux sont situés dans la même zone industrielle où 
nous nous trouvons (zone industrielle de Mghogha), et un autre situé dans la 
zone franche de Tanger. Par conséquent, il ya une concurrence féroce et 
acharnée. C'est pourquoi j'ai vraiment insisté sur la fidélisation des clients. 
Quant à Casablanca, les entreprises produisent des plaquettes de frein pour le 
marché local. Cependant, pour notre société, car nous avons eu des difficultés 
à acquérir les segments sur le marché local, nous essayons vraiment 
d'exporter nos produits et ici je dois mentionner que parce que la structure de 
la société est de deux partenaires, un Marocain et un étranger, notre société 
principalement profite du réseau relationnel de notre associé étranger pour 
pouvoir acquérir de nouveaux marchés à l'étranger. 

Intervieweur Et qu’est ce que vous pouvez dire à propos des relations avec les 
fournisseurs? 
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Interviewé 

je peux vous avouer qu’aujourd’hui nous avons un partenariat gagnant 
gagnant surtout au niveau avec nos fournisseurs parce que aujourd’hui le 
fournisseur est impliqué dans le processus de fabrication surtout au niveau 
acquisition de la matière première. Donc, nous avons développé ce qu’on 
appelle un système d’échange des données informatisées pour pouvoir gérer 
les commandes automatiquement Nous avons aussi monté avec nos 
fournisseurs un partenariat pour pouvoir baisser d’une année à une autre les 
prix de la matière première, c'est-à-dire une production sur l’amélioration de 
processus de fabrication pour faire baisser le coût d’acquisition. Pour pouvoir 
développer dans ce sens le partenariat, nous améliorons sans cesse d’une 
manière continue nos relations avec les fournisseurs pour pouvoir supprimer 
tous ce qui est facteur sans valeur ajoutée pour la productivité. 

Intervieweur Pourriez-vous me parler de deuxième pilier de votre réussite qui est la 
recherche et développement? 

Interviewé 

Oui. Le deuxième pilier de notre succès est la recherche et le développement. 
Nous, on a développé un département ou bien une cellule dans le 
département technique qui se charge de la recherche et développement mais 
ce n’est pas vraiment de la recherche et développement parce que nous ce 
qu’on fait on se contente vraiment d’imiter les formules qui ont été déjà 
élaborées par les sociétés japonaises. Donc, et la vraiment nous avons des 
relations très étroites avec les fournisseurs à l’étranger surtout au Japon et le 
directeur technique fait d’effort bien assez souvent pour qu’il voit comment ils 
procèdent. Donc, il prend les formules et nous ce qu’on fait c’est vraiment on 
copie les formules. Donc, ce n’est pas vraiment de la recherche et 
développement mais vraiment cette cellule essaie d’appliquer dans les 
meilleures conditions possibles les formules qui sont déjà  testées, déjà 
élaborées par les entreprises japonaises. Et pourquoi on fait ça ? Parce que 
comme vous savez dans un marché qui est très concurrent, il faut jouer sur les 
prix donc nous on s’inspire de la théorie des japonais pour qu’on puisse 
produire avec le prix le plus bas possible et justement pour qu’on puisse 
fidéliser notre clientèle avec un prix qui est bas. 

Intervieweur Cela pourrait avoir un impact sur la qualité ? N’est-ce pas ? 

Interviewé 
Oui, comme vous savez ça c’est un dilemme. La question de qualité et la 
question de prix, ça c’est vraiment un dilemme, donc nous on essaye d’avoir le 
rapport prix qualité le plus optimal possible 

Intervieweur Qu’est-ce que vous pouvez dire concernant le troisième pilier ? 

Interviewé Oui, le troisième pilier c’est le personnel. c’est notre personnel.  

Intervieweur Pourriez-vous développer  un peu sur ce pilier? 

Interviewé 

La population tangéroise est un peu paresseuse. Les jeunes ne veulent pas 
travailler dans une usine 10 h ou 8h rien que pour avoir un taux horaire de 
11.7 DH/H, ils  préfèrent que leurs parents leur donnent de l'argent sans 
vraiment faire le travail. Notre activité est un peu technique et donc nous 
avons besoin de personnel compétent. Nous avons besoin des gens sérieux 
particulièrement dans notre domaine de la production de plaquettes de freins, 
dont nous utilisons des matériaux délicats. Ainsi, nous avons vraiment besoin 
d'un personnel qui est très compétent ainsi que conscient du risque et la 
sécurité lorsqu’ils travaillent avec ces matériaux. Nous ne voulons pas 
personnel incompétent ni les accidents du travail. C'est pourquoi nous 
essayons tous de notre mieux pour motiver et fidéliser notre personnel 
compétent. 

Intervieweur Pourriez-vous me dire qu’est ce que vous faites pour améliorer les 
compétences de votre personnel ? 

Interviewé Déjà La majorité de notre personnel est en dehors de la population tangéroise 

Intervieweur Comment ça ? 
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Interviewé 

Quand nous avons commencé notre entreprise, nous avons voulu vraiment 
développer la région nord du Maroc. Ainsi, nous avons fait appel à des jeunes 
tangérois mais malheureusement ça na pas très vraiment réussi. Après 
quelques mois, ils ont commencé à exiger des salaires plus élevés alors qu'ils 
étaient encore dans la période d'essai. Ce n'était pas acceptable. Si nous 
avions été satisfaits de leur travail, nous aurions pu satisfaire leurs demandes, 
mais malheureusement, ce n’était pas tous le cas. Ils ne respectaient pas les 
horaires de travail. Le transport venait et partait leur chercher de leur foyer à 
8h. Eux, ils sortent de leur maison à 8h 10. 10 min par personne, ça fait du 
cumul. Donc, nous, on est ponctuel, la chaîne doit commencer à 8h, donc c’est 
à 8h, parce qu’on est tenu par des délais et si on ne respecte pas les délais 
donc des pénalités. Pour cette raison, on a changé notre stratégie. Donc, on 
est passé à des jeunes qui ne sont pas tangérois, surtout des gens de Casa, 
de Rabat. Cela a vraiment donné du résultat parce que surtout avec notre 
métier on fait appel surtout à des hommes. Les femmes c’est très risqué. Je 
dois mentionner ici que les femmes de Tanger travaillent dur et donnent de 
résultat. Les femmes sont différentes des hommes. Les hommes sont 
exigeants, ils ne font pas vraiment un bon travail, ne sont pas sérieux alors 
que les femmes tangéroises non. Ici sur Tanger, on a une très  mauvaise 
culture qui malheureusement n’existe pas, enfin qui heureusement n’existe 
pas dans les autres villes. Ce que la, on a une culture qui règne ce que les 
hommes ne veulent pas travailler et ce sont les femmes qui travaillent. Ce sont 
les femmes qui sont vraiment les responsables de la famille. On dit un bon 
père de famille, la c’est vraiment une bonne mère de famille qui est sur 
Tanger. Donc, justement pour vraiment fidéliser cette population qui n’est pas 
tangéroise parce qu’une personne étrangère de la ville a de loyer, de 
dépenses, etc. Donc, nous on leur motive par les salaires, on leur motive par 
des primes de responsabilité, de rendement. On les motive également par les 
formations, donc on a le directeur technique qui part au Japon pour voir la 
recherche et le développement donc lorsqu’il vient sur Tanger donc il essaie 
de former le personnel à ces nouvelles technologies, à ces nouvelles 
procédures de travail. Et là, c’est déjà une très bonne motivation pour le 
personnel. A chaque fois, il a la possibilité de voir une chose différente.  

Intervieweur Que pourriez-vous dire sur l'importance de la fiscalité dans le succès des 
entreprises à Tanger? 
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Interviewé 

Oui, oui effectivement comme bon je vais vous expliquer Tanger a plusieurs 
régimes fiscaux. On n’a pas un seul régime pour Tanger donc Tanger est 
devisée en trois parties : la ville de Tanger, les zone franches et les zones 
industrielles et surtout pour les entreprise qui font de l’export. d’accord ? Pour 
les entreprises qui sont dans la zone industrielle et qui font de l’export, donc 
avant c’était quoi le régime fiscal ? C’est que Tanger bénéficiait des mesures 
d’encouragement des investissements et bénéficiait de 5 ans de 50% de 
l’impôt mais en 2008, on a plus cet avantage. Je m’explique en 2008, ils ont 
abroge le dahir de Hassan 2 de l’année 1963 qui a donné cette 50% aux 
entreprises de Tanger. Ils ont introduit le taux réduit de 17.5. Donc 
vraisemblablement ça n’a rien a changé alors que implicitement, ils ont fait 
passer an alourdissement de l’impôt. Je m’explique. Avant c’était 35%, avec 
50% c’est 17.5%. Avec la loi de finance de 2008, ils ont introduit le taux réduit 
de 17.5%. alors vraisemblablement, ça n’a rien change. Mais là, coté 
cotisation minimale, ça changeait parce que la cotisation minimale était 0.5% 
avec les 50% c’était 0,025 alors que lorsque ils ont introduit le taux réduit, ils 
ont parlé uniquement du 17.5, ils n’ont pas parlé de la cotisation minimale. 
Donc le coût sur Tanger, ils ont alourdi la charge fiscale avec la CM, et je 
reviens sur le cas de notre entreprise, c’est que nous les trois dernières 
années, on a dû payer vraiment la CM parce que on s’est lancé dans ces 
mesures de l’investissement donc la CM le coût a changé. Autre chose, c’est 
que la loi finance 2008, ils ont dit qu’à partir de 2011, il y’ aura une 
augmentation de 2.5% de l’impôt pour que à la fin de l’année 2015, la ville de 
Tanger sera comme les autres villes de royaume. Donc, et pour les 
investisseurs qui font l’export c’est à dire qui vendent en dehors du territoire 
national, qu’est ce qu’ils ont fait parce que nous avant c’était 8.75% avant 
nous ce qu’on paie c’est 8.75% on était presque dans le même pied que la 
zone franche pourquoi Tanger en principe le taux c’est  35% divisé par 2 c’est 
17.5% et nous lorsque ‘on faisait de l’export  c’est également moins 50%. 
Donc 17.5% divisé par 50% ça fait 8.75% et la zone franche c’est 8.75%. Donc 
avant on était la même chose. Il n’y avait de différence entre la zone 
industrielle de Mghogha et la zone franche mais après la loi de finance 2008 il 
y a une différence. C’est quoi cette différence ? donc ils ont donné  3 ans pour 
les entreprises industrielles pour bénéficier de 8.75 2008, 2009 et 2010 

Intervieweur Est-ce que ça c’est seulement pour les entreprises qui existent dans les zones 
industrielles? 

Interviewé Oui, oui, il est donc de 17,5%. 

Intervieweur Et les entreprises situées dans la zone franche ? 

Interviewé 

La zone franche est 8.75%. Donc, vraiment là c’est un encouragement pour 
les sociétés qui sont dans les zones franches.  Pour nous, malheureusement, 
c’est comme si le gouvernement est en train de nous dire : vous avez 3 ans 
pour préparer votre valise pour partir. Lorsqu’on dit augmentation de la charge 
fiscale, automatiquement on parle de l’augmentation des prix et maintenant, 
malheureusement, la Tunisie et les pays d’Asie sont en train de créer vraiment 
des plateformes industrielles avec des taux d’encouragement fiscales très, très 
encourageant. 

Intervieweur Alors, voulez-vous dire que la fiscalité constitue une contrainte pour votre 
succès? 
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Interviewé 

Oui, malheureusement. En effet, la majorité des entreprises ont été installés à 
Tanger à la suite de cette incitation fiscale de moins 50%. C'est la raison 
principale pour laquelle les entreprises viennent ici sur Tanger  sachant que 
l’infrastructure de Tanger n'est pas très, très bonne en comparaison avec 
d'autres villes du royaume, pour Casa par exemple, à Rabat. Si ça n’est pas 
été cette question fiscale, on aurait dû par exemple investir sur Casa et non 
pas sur Tanger. Actuellement, on est en train de réfléchir sur cette question 
mais là, il y a un petit avantage enfin un avantage de Tanger c’est le port 
Tanger-Med. Donc, nous, on est entrain actuellement de faire de recherche 
pour savoir si vraiment le port Tanger-Med va nous réduire le coût du transport 
Si c'est le cas, il pourrait compenser cette charge fiscale. Pour qu’on puisse 
prendre une décision, il faut que nous ayons une idée sur tous les critères, 
tous les volets. Donc, nous avons chargé une équipe de nos cadres de faire 
cette étude. Quels sont les avantages que peut nous procurer Tanger-Med. 
Nous préparons cette étude en collaboration avec nos fournisseurs et avec 
nos clients parce que ça c’est un point qui est très, très important. Si vraiment  
il s’avère que le coût de transport sera réduit d’une manière très, très 
importante. Ça se serait une très bonne chose. Pourtant, on n’a pas encore 
une idée claire. 

Intervieweur Mais à votre avis, qu’est ce que vous prévoyez pour l’avenir ? Est-ce que les 
entreprises vont s’installer ici dans l’avenir ? 

Interviewé Ils vont s’installer sur Tanger mais pas dans les zones industrielles, mais, je 
pense, plutôt dans les zones franches. 

Intervieweur Est-ce que ça pour bénéficier des incitations fiscales ? 

Interviewé 

Oui. Et aussi pour bénéficier d’une infrastructure qui est bonne surtout pour la 
zone franche de Tanger-Med. Les entreprises sont très, très proches du port 
d’accueil. Donc, coté coût transport, il est déjà très réduit, coté logistique, il est 
facile, le port est à deux pas des entreprises. Mais, sur la zone Mghogha, je ne 
pense pas car ces dernières années, il y a eu un problème des inondations qui 
a révélé une qualité insuffisance de l’infrastructure.  

Intervieweur Comme vous avez évoqué le sujet de l’infrastructure, pourriez-vous me dire de 
plus sur ce sujet s’il vous plait ?  

Interviewé 

En effet, Tanger a vraiment une infrastructure très modeste. Très, très, très 
modeste. En 2008 et 2009, nous avons eu des événements des inondations 
qui étaient vraiment la catastrophe. Les entreprises ont subi des pertes très, 
très importantes. Nous avons un autre problème qui est le problème des 
routes. Ce que parfois, nos autocars qui transportent le personnel risquent de 
faire des accidents rien parce que vraiment les routes ne sont pas très bien 
entretenues. Ca d’une part, d’autre part, pour arriver à la zone industrielle, on 
doit passer par le rond-point de Tétouan et le rond-point de Tétouan ça c’est 
vraiment la catastrophe parce que c’est le cœur de Tanger. Et on a vraiment 
un problème d’embouteillage. Donc, au lieu de commencer à 8h, parfois, les 
transporteurs font de retard rien qu’à cause des embouteillages. Donc, 
vraiment Tanger est en train de se développer, coté projets mais 
malheureusement, coté infrastructure, il y a encore des grands chantiers à 
faire. Donc Tanger, avec le port Tanger Med, avec les zones franches, avec 
les projets commerciaux, donc vraiment, il y a  un avenir très important sur 
Tanger mais malheureusement c’est comme si la ville est entrain de rouler à 
double vitesse. Une grande vitesse pour les projets mais coté infrastructure,  
coté mentalité des gens, coté discipline, coté implication. C’est vraiment, il y a 
des grandes choses à faire. 

Intervieweur Maintenant, pourriez-vous me parler du sujet concernant les ressources 
financières? 

Interviewé Est-ce que vous parlez des crédits auprès des banques ? 

Intervieweur Oui, auprès des banques. 
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Interviewé 

Je peux vous dire qu’un prêt bancaire est la seule source de finance mise à 
part le soutien des associés. Si les associés ont la capacité financière pour 
soutenir leur entreprise, ça c’est une bonne chose. Mais, souvent même si les 
associes ont de quoi, ils veulent contracter des emprunts auprès des banques 
et là, les banques si tu as un dossier qui est solide, en principe, il n’y a pas un 
problème. 

Intervieweur Pourriez-vous développer de plus sur ce sujet s'il vous plaît? 

Interviewé 

Pour obtenir un prêt bancaire, vous devez présenter un dossier solide. Vous 
devez fournir un bilan certifié qui est accrédité par les autorités fiscales. Suite 
à un examen de votre bilan certifié (situation financière, votre chiffre d'affaires, 
vos dettes), la banque prendra une décision sur la base de votre bilan. Ça veut 
dire si le bilan donne une bonne image de votre entreprise ou non. En d'autres 
termes, si vous avez des actifs fixes, c’est est bon et la banque va les utiliser 
comme des garanties pour permettre un prêt bancaire. En règle générale, la 
banque doit obtenir des garanties. 

Intervieweur 
Comme Tanger a des zones franches, est-ce que vous avez ici à Tanger des 
institutions financières qui sont localisées à la zone franche et qui aident les 
PME ? 

Interviewé Non, des banques dans la zone franche, non. Mais on a des banques off-
shore qui sont situées aux frontières de la zone franche. 

Intervieweur Que pourriez-vous dire de leurs services? Pensez-vous qu'ils sont importants 
pour le succès de l'entreprise? 

Interviewé 

Les banques off-shore fournissent des services qui sont beaucoup plus bas 
par rapport à d'autres banques. Vraiment, les entreprises situées dans la zone 
franche de Tanger bénéficient de cela et donc nous ne sommes pas sur le 
même pied d’égalité. C'est pourquoi je peux dire que les futurs 
investissements seront dans les zones franches. Je dois mentionner ici que le 
gouvernement accorde beaucoup d'appui aux entreprises situées dans les 
zones franches. 

Intervieweur 

Comme vous avez évoqué le sujet de l'appui du gouvernement, pourriez-vous 
élaborer sur ce sujet s'il vous plaît? Est-ce que votre entreprise obtient du 
soutien du gouvernement qui pourrait avoir une influence sur le succès de 
l'entreprise? 

Interviewé 

Pas de soutien. Pas du tout. En effet, nous avons choisi Tanger pour deux 
raisons principales. Premièrement, c’est l’avantage fiscal et deuxièmement la 
main d’œuvre est basse.  Mais, récemment, en Juillet 2011, il y a eu une 
augmentation des coûts de main-d'œuvre et, par conséquent, nous devons 
penser différemment. Comme je vous ai déjà dit, à partir de 2008, les 
propriétaires d'entreprises ont commencé à se questionner sur 
l'environnement des affaires à Tanger en particulier et au Maroc en général. 

Intervieweur Pourriez-vous expliquer davantage sur la question du coût du travail ? 

Interviewé 

Avant, le SMIG était de 8 DH / h. Le gouvernement l'a fait passer à 9 DH / h, 
puis 10 DH / h, et maintenant il est de 11,7 DH / h. En Juillet 2012, le SMIG 
sera de 12 DH / h. Tous ces changements ont eu lieu dans un intervalle de 
temps très court de 4 ans. En effet, ces changements fréquents rapides 
troublent nos opérations. En outre, il y a un autre changement concernant la 
CNSS. Le plafond ne sera plus de 6000 DH, il augmentera à 8000 DH. 

Intervieweur Pourriez-vous clarifier sur ce point de la CNSS s'il vous plaît? 

Interviewé 

Pour le régime de CNSS, on a des parts salariales et des parts patronales. 
Avant la part patronale était plafonnée à 6000 DH. Maintenant, elle sera 
augmentée à 8000 DH soit une augmentation de 2000 DH donc parallèle à 
l’augmentation de SMIG ça fait beaucoup pour les entreprises. 
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Intervieweur 
Maintenant, en parlant de l'environnement réglementaire, ne pensez-vous pas 
qu'un environnement des affaires, dépourvu de la corruption, influence la 
réussite de l'entreprise? 

Interviewé 

La corruption est un risque à prendre. Parce que si tu donnes de la corruption, 
ça veut dire que quelque chose ça ne va pas. Ça veut dire que tu ne respectes 
pas les réglementations. Si cela continue sans problème, alors c'est bien. 
Toutefois, lorsque des problèmes se produisent par exemple, un jour ou 
l'autre, il y a un incendie ou une mauvaise chose se passe, alors là c’est 
risqué. Parce que les inspecteurs vont essayer de trouver pourquoi il y avait 
un incendie. Finalement, ils concluront que vous n'avez pas de bonnes 
conditions de travail. Parfois, il y a un risque que le personnel fera une 
réclamation. Ils peuvent partir eux même chez les inspecteurs de travail pour 
faire de réclamation contre la société. Toutefois, je tiens à dire que la 
corruption rend nos vies plus faciles. elle a ses avantages comme elle a ses 
inconvénients. Toutefois, en termes de l'inspection du travail ainsi que sur le 
plan de la CNSS, vraiment, on ne parle que des avantages. Mais la 
actuellement, il y a une nouvelle génération d'inspecteurs du travail et c’est 
hors question de leur donner de l’argent. Le gouvernement a fait un 
recrutement massif de jeunes fonctionnaires instruits. Ces jeunes 
fonctionnaires instruits n’acceptent pas de la corruption. Nous avons eu des 
expériences avec eux et j'ai remarqué qu'ils n'acceptent pas la corruption. 

Intervieweur Alors, qu’est-ce que vous faites avec eux ? 

Interviewé 

On essaie de respecter la réglementation c’est pour ça c’est plus comme 
avant. Avant on jouait sur cette question impôt, sur cette question personnel, 
question corruption. On gagne d’ici et là mais là je vois que les critères sur 
lesquelles principalement on décide de s’investir sur Tanger ne sont plus là. 
Donc, vraiment on est en train de mener une réflexion sérieuse sur cette 
question de Tanger et d’ailleurs nos amis ont déjà fait leurs valises et sont 
partis en Tunisie. Elle offre des avantages nettement meilleurs. 

Intervieweur Dans le cadre de gestion de votre entreprise, avez-vous souvent dû offrir de 
l’argent pour obtenir vos droits? 

Interviewé 

Oui, ça c’est très, très courant, très souvent. Je vous explique. Si par exemple 
pour avoir un document, tu dois attendre 24h, lorsque on donne la corruption, 
on l’obtient dans une heure donc à la rigueur ça ce n’est pas grave coté 
mentalité marocaine ce n’est pas grave. Le problème c’est lorsque passe les 
24h et tu n’as encore ton document c’est ça le problème. Parce que là les 
gens se sont habitués à avoir de l’argent. Donc ils ne font pas la distinction 
entre la personne pressée de la personne qui veut attendre. Ils traitent les 
gens de la même manière donc même si tu veux attendre les 24h, bien sûr il 
ne va pas te donner ton papier même s’il est prêt même si il est déjà établi, il 
ne va pas te donner jusqu’ à ce que tu lui donne de l’argent. Ça c’est mauvais. 
A la rigueur lorsqu’on donne de l’argent pour faciliter une chose pour faire 
gagner du temps ça c’est bien mais parfois on ne donne pas de l’argent pour 
une raison ou une autre. 

Intervieweur Pourriez-vous donner un exemple ici s'il vous plaît? 

Interviewé 

Par exemple, on ne connaît pas la personne et c’est la première fois avec qui 
on aura du travail, donc, on ne donne pas de l’argent et on voit la réaction. Si 
passé les 24h, il ne donne pas, il essaie de te créer des excuses. Le patron 
n’est pas là, le patron est parti, il est sorti donc c’est un langage que nous, on 
peut le décrypter d’accord donc on décrypte et on comprend ce que cette 
personne veut de l’argent. Ça je vois que c’est un problème. 

Intervieweur Il y a une autre chose qui proche de la corruption. C’est la bureaucratie. 
Comment voyer vous la bureaucratie à Tanger ? 
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Interviewé 

C’est très lourde. C’est comme je vous ai expliqué. On a l’impression parfois 
que Tanger roule à double vitesse donc vraiment les administrations de la ville 
de Tanger n’accompagnent pas ces grands chantiers de travaux, ces projets, 
pas du tout on a un problème de mentalité. Ici à Tanger, les fonctionnaires 
travaillent à leur rythme. Ils ne veulent pas du stress, ils ne veulent pas que 
l’on leur dise il faut respecter ce délai, il faut respecter ce planning non pas du 
tout.  

Intervieweur 
Je voudrais revenir au sujet de l’infrastructure. Alors, on a parlé 
de l’infrastructure transport. Maintenant, pourriez-vous nous parler de 
l’infrastructure de l’électricité et de l’eau à Tanger? 

Interviewé Oui. Pour Tanger, la société qui gère l’eau et l’électricité s’appelle Amendis.  

Intervieweur Est-ce que cette société Amendis est étatique ou bien privée ? 

Interviewé 

Il s'agit d'une entreprise Française privée. L’Etat marocain a lancé cette affaire 
de privatisation dans la région depuis 2001 et c’est la catastrophe. On a 
vraiment des problèmes sérieux avec Amendis parce qu’il nous envoie des 
factures qui dépassent de loin notre consommation. Nous, on a des 
techniciens qui peuvent nous dire combien on a consomme de KWH parce 
que nous on fait de la comptabilité analytique donc on sait combien on 
consomme et lorsque on reçoit la facture, c’est la grande surprise. 

Intervieweur A votre avis, qu’il est le problème ici?  

Interviewé 
Ok. Laissez-moi vous expliquer. Amendis achète de l'eau de l'ONEP qui est 
installé à Casablanca. Ainsi, lors du transport de l'eau de Casablanca à 
Tanger, il y a des pertes d'eau dues à la mauvaise qualité des transports 

Intervieweur Qu'entendez-vous par la médiocrité des transports ? 

Interviewé 

Les camions qui transportent l’eau sont des camions qui reviennent à l’Etat 
(ONEP) et sont dans un état catastrophique. Elles ne sont pas entretenues. 
Donc l’Etat ne revoit pas son parc automobile et l’Etat est conscient de ça. 
Dans chaque trajet, les camions perdent 40% d’eau. Donc, Amendis pour 
compenser les 40%, il revoit le prix à la hausse. D'autre part, je tiens à 
souligner que Tanger n'est pas très bien équipée en termes d'assainissement. 
Par exemple, nous, dans la région Mghogha, on est près de ce qu’on appelle 
Bir Shiffa, khawma Seddam qui sont des quartiers très populaires, Ces 
quartiers n’ont pas d’assainissement. Il y a des maisons qui n’ont pas d’eau. 
Donc, l’Etat lorsqu’il a signé le cahier de charge avec Amendis, il lui a 
demandé de faire des investissements dans ces régions. Amendis a introduit 
les conduites, l’assainissement,… et ces investissements ont coût donc et 
Amendis ce coût sera supporté par la population tangéroise. Ce sont les 
principales raisons pour laquelle  la facture Amendis est chère. Premièrement, 
c’est les pertes d’eau et deuxièmement, c’est les grands investissements 
justement coté mauvaise infrastructure. Donc, l’Etat veut vraiment faire 
introduire l’eau pour que la population tangéroise puisse bénéficier. Alors que 
sur casa, il n’y a pas ce problème. L’ONEP est sur Casa, Il n’a pas du coût. Le 
problème de la perte n’est plus là. C’est pour ça, que lorsque la population 
tangéroise dernièrement est sortie pour réclamer que Amendis parte, l’Etat ne 
réagit pas parce qu’il est consciente que voilà les deux principales raisons 
pour lesquels les prix de Amendis sont chers. 

Intervieweur Mais, ça c’est au niveau des prix, concernant la qualité de service 
l’infrastructure de l’électricité, de l’eau? comment vous voyez ça ? 
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Interviewé 

Généralement, le service est bien. Cependant, à cause des inondations qui 
ont frappé la ville en 2008 et 2009, l’infrastructure de l'eau et d'électricité a 
révélé d'être pauvre. À la suite de ces inondations, le gouvernement a 
commencé à penser à déménager les entreprises de la zone industrielle de 
Mghogha à une autre zone industrielle. Il est vrai qu'il est encore un projet 
potentiel en vue de remédier à ce problème d'infrastructure dans cette région. 
Comme vous le savez, il n'y a rien de facile que de parler. Ok ? Mais sur le 
côté pragmatique, il est très difficile. 

Intervieweur Comment voyez-vous l'influence des réseaux relationnels dans le succès de 
l'entreprise? 

Interviewé 

Je vous explique le côté relationnel sur Tanger et sur Maroc en général. C’est 
le bouche à oreille qui fonctionne. Nous on n’a pas cette culture par exemple 
rien que coté recrutement par exemple, généralement les entreprises qui sont 
sur Tanger ont pas cette culture de faire une annonce dans un journal, une 
annonce sur le site Internet non, non. C’est la bouche à oreille. Le directeur 
des RH fait appel à ses amis, à ses connaissances, est ce que vous 
connaissez quelqu’un ? Ca ce qui marche. Donc cet exemple de recrutement, 
on peut l’extrapoler sur n’importe quel service. Donc, on n’a pas ce souci de 
matérialisation de nos offres, de nos besoins donc si tu connais la personne, 
tu peux avoir une idée sur ce besoin la mais si tu ne le connais pas, si tu 
essaies de chercher dans les journaux, dans des sites Internet de l’entreprise. 
Pas du tout. Même les sites Internet sont très pauvres. C’est uniquement la 
présentation de la société, un mot du directeur général mais on n’a pas un site 
qui est gérée en temps réel qui nous donne une idée sur la gestion réelle de 
l’entreprise en terme de ses besoins. Non pas du tout. Donc, on a une culture 
de bouche à oreille. C’est pour ça que j’ai dit c’est très important de faire jouer 
les connaissances. 

Intervieweur 
Qu’est-ce-que vous pouvez dire concernant l’utilisation du réseau relationnel 
pour obtenir des ressources financières? Par exemple, de la famille ou des 
amis? 

Interviewé 

Non, non. Des crédits auprès de la famille. Non pas du tout. Parce que la 
chacun réfléchit à ses propres intérêts. A la rigueur il peut t’avancer de l’argent 
en contrepartie, il va te dire je serai ton associé,… mais avancer de l’argent 
gratuitement ça non. Et là, lorsqu’on est dans un secteur industriel, les crédits 
chiffrent et je ne pense pas que une personne ou un particulier aura cette 
somme disponible parce que la culture de Tanger – tu as fait bien de parler de 
ça- parce la culture de Tanger c’est quoi ? On a une culture actuellement de 
l’immobilier. Si la personne a de quoi, elle a de l’argent, elle ne va pas le 
laisser comme ça. elle va faire des investissements en immobilier et 
actuellement la tendance c’est la création des entreprises de promotion 
immobilière donc vraiment l’avenir de Tanger n’est pas dans l’industrie coté 
l’intérieur de Tanger. J’ai eu l’occasion de voir dernièrement les statistiques de 
la chambre de la commerce et industrie qui étaient fait en collaboration avec le 
CRI, vraiment 70% des entreprise qui se créent sur Tanger ce sont des 
entreprises qui font la promotion immobilière. Donc, c’est pour ça c’est difficile 
d’imaginer une personne de la famille qui va te donner de l’argent. 

Intervieweur Pourriez-vous me parler de la concurrence à Tanger? 

Interviewé 

Bon, Le concurrent qui est sur la zone franche, je vois qu’on n’est pas dans le 
même pied d’égalité. Le concurrent dispose de plusieurs avantages financiers 
qui peuvent être utilisés pour aller loin dans l'entreprise et pour avancer par 
rapport à nous.  

Intervieweur 
Comme Tanger n'est pas trop loin de la ville occupée de Ceuta, Qu'est-ce que 
vous pensez de la contrebande de marchandises? A-t-elle un impact sur le 
succès de l'entreprise? 
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Interviewé 

La contre bande représente une menace pour les entreprises de l’agro-
alimentaire. Pour nous, coté industrielle non parce que ils ne partent pas 
acheter des plaquettes de freins de Ceuta. A la rigueur pour les entreprises 
agro-alimentaires, ça représente une grande, grande menace 

Intervieweur 
Je pense que nous avons abordé tous les sujets de l'étude. Maintenant, la 
dernière question est : Quel conseil donneriez-vous à quelqu'un qui veut 
commencer son entreprise ?  

Interviewé 

Si vraiment les gens veulent s’investir, ils n’ont qu’à partir aux zones franches 
parce que vraiment les investissements à la zone franche sont très importants. 
Coté fiscalité, coté logistique, parce que avec la fiscalité, ils ne paient pas la 
patente 15 ans, alors que nous c’est au bout de 5 ans on paie de la patente. 
Coté douanier, les entreprises de la zone franche ont un taux de frais de 
douane très, très bas alors que nous c’est 2.5%, donc, c’est plus cher, c’est 
beaucoup plus cher. Donc, l’avenir c’est pour les zones  franches.  

Intervieweur Merci beaucoup pour votre temps. 

Interviewé Ça fait un grand plaisir 
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APPENDIX B.14: A sample of a conducted interview – English – 

 
 
 

Interviewer 

Hello, my name is Yassine Sefiani. Following the results of the quantitative 
survey conducted in December 2010 & January 2011, I would like to conduct 
an interview in order to gain deep insights about the importance of critical 
success factors in the city of Tangier. During the interview, I would like to 
discuss the different external factors: economic factors, technological factors, 
socio-cultural factors, political-legal factors, and micro-environment factors. 
With these topics in mind, I would be very grateful if I can take some of your 
time to learn about your stories. 

Interviewee With pleasure. 

Interviewer Could you tell me about the success story of your business? 

Interviewee 

Our company is based on three main pillars in terms of key success. First, it is 
our network relationships with customers and suppliers, whether national or 
international. The second pillar is research and development and the third pillar 
of our success is the staff. 

Interviewer What do you mean by network relationships with customers? 

Interviewee I mean relationships with customers.  

Interviewer Could you expand more on this topic please? 

Interviewee 

Yes. Our company operates in an environment that is characterized with fierce 
competition. We are not the only company that produces brake pads in 
Morocco. Thus, our business success really depends on our relationships with 
customers. That is why one of the main strategies is customer retention.  

Interviewer How do you see the importance of customers in the city of Tangier? 

Interviewee 

As you know, investments in Tangier benefit from several incentives. Ok. Thus, 
we are not the only company to produce brake pads in Tangier. There are three 
other competitors of which two are located in the same industrial zone where 
we are located (Industrial zone of Mghogha), and another one located in the 
Tangier free zone. Therefore, there is a fierce competition. That is why I really 
insist on customer retention. As for Casablanca, companies produce brake 
pads for the local market. However, for our company, since we had difficulty 
acquiring segments on the local market we really try to export our products and 
here I should mention that because the structure of company is two partners, 
one Moroccan and one foreigner, our company primarily benefits from the 
relational network of our foreign partner in order to acquire new markets 
abroad. 

Interviewer What about relationships with suppliers? 

Interviewee 

We have a win-win partnership with our suppliers because nowadays, the 
supplier is involved in the production process especially in the acquisition of the 
raw material. Thus, a computerized data exchange system has been adopted 
within our firm to manage orders automatically. Furthermore, we have mounted 
with our suppliers a partnership in order to decrease from one year to another 
the prices of raw materials, that is to say, a production that is based on 
improving the manufacturing process in order to reduce the cost of acquisition.  
To develop this sense of partnership, we continually seek to improve our 
relationships with suppliers in order to remove all that is non-value added factor 
for productivity. 
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Interviewer Could you tell me about the second pillar “Research & development”? 

Interviewee 

Yes, the second pillar of our success is the research and development. We 
have developed a cell in the technical department which is responsible for 
research and development. It is not really research and development because 
we just imitate the formulas that have already been developed by Japanese 
companies. So, we have very close relations with suppliers abroad especially in 
Japan and our technical director benefits from these relations and learn about 
these formulas. In fact, the cell tries to apply, in the best possible conditions, 
formulas that are already tested and developed by Japanese companies. The 
reason behind this is that in a very competitive market, you have to play on the 
prices. We are inspired by the Japanese theory and therefore we try to reduce 
the cost of production in order to sell products at low prices. 

Interviewer This could have an impact on quality? Do not you think? 

Interviewee 
Yes, as you know, it is a dilemma. The question price versus the question 
quality is really a dilemma. However, in our company, we try with every effort 
possible to get the most optimal price-quality ratio. 

Interviewer What about the third pillar? 

Interviewee Yes, the third pillar is the staff. It is our staff. 

Interviewer Could you elaborate a little on this pillar? 

Interviewee 

The population of Tangier is lazy. Young people do not want to work in a 
factory 8 or 10 hours just to get an hourly rate of 11.7 DH. Instead of getting 
11.7 DH / H, they prefer that their parents give them money without actually 
doing work. Our activity is a bit technical and therefore we need competent 
staff. We need serious staff especially as in the production of brake pads, we 
use delicate materials. Thus, we really need staff that is very competent as well 
as aware of the risk and health and safety issues when working with these 
materials. We do not want incompetent staff neither work-related accidents. 
That is why we try all our best to motivate our competent staff. 

Interviewer Could you tell me what do you do to improve the competences of your staff? 

Interviewee The majority of our staff is not from Tangier. 

Interviewer How is that? 
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Interviewee 

When we started our company, we really wanted to develop the northern region 
of Morocco. Thus, we appealed to young Tangieriens but it did not really work. 
After few months, they started demanding higher wages while they were still in 
the trial period. This was not acceptable. Had we been satisfied about their 
work, we would have satisfied their needs. Unfortunately, it was not the case. 
They do not meet the work schedules. Transport goes to fetch them from their 
homes at 8am. Them, they leave their houses at 8.10. So, 10 min per person, 
that's accumulation. Punctuality is important for us. The chain must start at 
8am, so it's at 8 am, because it is bound by time and if deadlines are not met, 
then we bear penalties. Because of this, we have changed our strategy, we 
mainly recruit staff from Casablanca, Rabat,… This really gave the result 
because our business appeals particularly to men since it is a very risky job for 
women. I have to mention here by the way that women of Tangiers work hard. 
Tangieriens women are different from men. Men are demanding, they do not 
really do a good job, are not serious while Tangieriens women are not. Here in 
Tangier, we have a very bad culture that does not exist in other cities. We have 
a prevailing culture that men do not want to work and it is women who work. It 
is women who are really responsible for the family. We say a good father, here, 
it is really a good mother in Tangier. So, in order to retain this population that is 
not from Tangier because someone not from the city has rent and many 
expenses, we try to motivate them by wages, liability, and performance 
premiums. We also motivate our staff by training. Our technical director often 
goes to Japan to get the latest about research and development. When he 
comes back to Tangier, he tries to train staff about the latest technology and 
the new work procedures. This is already a very good motivation for our staff. 
Each time, the staff has the opportunity to see something different. 

Interviewer What could you say about the importance of taxation in the success of 
businesses in Tangier? 

Interviewee 

Yes, indeed, Tangier has many tax regimes. There is no single regime for 
Tangier. The city is divided into three parts: the city of Tangier; the free zones, 
and the industrial zones. For companies that are in the industrial zones and 
which are for export, so what was it before the tax? It is that these companies 
benefited from investment incentives and enjoyed five years of half taxation 
(50%) but in 2008, was that advantage. Let me explain in 2008, they repealed 
the Dahir of Hassan II of 1963 which gave this 50% to companies in Tangier. 
They introduced the reduced rate of 17.5%. So it probably has nothing changed 
while implicitly, they passed a year higher taxes. Let me explain. Before it was 
35%, 50% is 17.5%. With the Finance Act of 2008, they introduced the reduced 
rate of 17.5%. Then presumably, it has nothing changes. But, beside minimum 
contribution, because it changed the minimum contribution was 0.5% with 50% 
while it was 0.025 when they introduced the reduced rate, they speak only of 
17.5, and they are not talking about the minimum contribution. So the cost of 
Tangier, they increased the tax burden with the CM, and I return to the case of 
our company is that we are the last three years, we really had to pay the CM 
because it was launched in these measures of investment, therefore the CM 
cost has changed. Another thing is that the 2008 Finance Act, they said that 
from 2011, there 'will be an increase of 2.5% of the tax that was the end of 
2015, the city of Tangier will be like other cities of the kingdom. Therefore, and 
for investors who are export that is selling outside the country, what they have 
done before us because it was 8.75% before we get what you pay c is 8.75% it 
was almost the same footing as the Tangier free zone in principle why the rate 
is 35% divided by 2 is 17.5% and we when we had to export it is also less than 
50 %. So 17.5% divided by 50% it is 8.75% and the free zone is 8.75%. So 
before there was the same. There was no difference between the industrial 
zone and free zone Mghogha but after the Finance Act 2008 there is a 
difference. What is the difference? So they gave three years for industrial 
companies to benefit from 8.75 in 2008, 2009 and 2010 

Interviewer Is this only for businesses that exist in the industrial zones? 

Interviewee Yes, yes it is therefore 17.5%. 
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Interviewer What about companies in the free zones? 

Interviewee 

The free zone is 8.75%. So really it is an encouragement for companies that 
are in the free zones. Unfortunately, it is like the government is saying to us: 
You have 3 years to prepare your suitcases to go. When there is an in the tax 
burden, automatically we talk about price increases and now unfortunately, 
Tunisia and Asian countries are creating truly industrial platforms with very, 
very encouraging tax incentives. 

Interviewer So, do you mean that taxation constitutes a constraint for your success? 

Interviewee 

Yes, unfortunately. Indeed, the majority of businesses were installed in Tangier 
as a result of this tax incentive of 50%. This is the main reason why companies 
come here knowing that Tangier’s infrastructure is not very, very good in 
comparison with other cities of the Kingdom, for example Casa, Rabat. Had it 
not been this tax incentive, we would have invested for example in Casablanca 
and not Tangier. Currently, we are reflecting on this question but I have to say 
that there now in Tangier there is a small advantage which is the new port 
Tanger-Med. Currently; we are undertaking some research to see if really the 
port Tanger-Med is going to reduce the cost of transport. If it does, it could 
offset this tax burden. In order to make a decision, we must have some idea on 
all criteria, all aspects. So we commissioned a team of our staff to do this study. 
We prepare the study in collaboration with our suppliers and our customers 
because this is very, very important. If indeed it turns out that the cost of 
transport will be reduced, it would be a very good thing Yet, we are not really 
clear. 

Interviewer In your opinion, do you think more companies will be installed in Tangier in the 
future? 

Interviewee Yes, but not in the industrial zones, I think, but rather in the free zones. 

Interviewer Is this because of the fiscal incentives? 

Interviewee 

Yes. And also to benefit from an infrastructure which is good especially for the 
free zone of Tangier Med. They are very, very close to the harbor. Therefore, In 
terms of cost, the cost of transportation is already very small. In terms of 
logistics, it is easy as the port is close to the companies. But the industrial zone 
of Mghogha, I do not think because in recent years, there has been a flooding 
problem and the zone has revealed a poor infrastructure. 

Interviewer As you have evoked the subject of infrastructure, could you tell more about 
this? 

Interviewee 

Indeed, Tangier has a very modest infrastructure. ‘In 2008, we had flooding 
events that really were a disaster. Businesses have incurred very important 
losses. We have another problem which is the problem of roads. Sometimes, 
our coaches that transport personnel may get involved in accidents simply 
because the roads really are not very well maintained. On the other hand, to 
arrive to the industrial zone, one must go through the roundabout of Tétouan 
which is really a disaster because it is the heart of Tangier. And therefore we 
have really a problem of traffic. . So instead of starting at 8 am, sometimes, our 
personnel transports are late simply because of traffic jams. So, the city of 
Tangier is seen to run at double speed. High speed for the projects, but in 
terms of infrastructure; really, there are great things to do. With the port Tanger 
Med, the free zones, commercial projects, it seems that there is a very 
important future for businesses in Tangier but unfortunately, the city is running 
at double speed. A high speed for projects, but in terms of infrastructure, 
mentality of people, their discipline and involvement, really, there are great 
things to do. 

Interviewer Now, could you tell me about the availability of finance? 
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Interviewee 

I can tell you that nowadays a bank loan is the only source of funding apart 
from the support of partners. If the partners have the financial capacity to 
support their business, that is a good thing. But, although associates often have 
the financial capacity, they prefer to borrow money from banks. For the banks, 
if you have a solid record, in principle, there should be no problem. 

Interviewer Could you expand more on this please? 

Interviewee 

To get a bank loan, you must present a strong file. You must provide a certified 
balance sheet that is accredited by the tax authorities. Following a review of 
your certified balance sheet (financial situation, your turnover, your debts), the 
bank will make a decision based on whether the balance sheet gives a good 
picture about your business or not. In other words, if you have fixed assets, that 
is good and the bank will use them as guarantees to allow a bank loan. 
Generally, the bank must get collateral. 

Interviewer As Tangier has free trade zones, are there any off-shore financial institutions in 
the free zones that help SMEs? 

Interviewee No, banks in the free zones, no. However, there are offshore banks that are 
located on the borders of the zone. 

Interviewer What could you say about their services? Do you think they are important for 
business success? 

Interviewee 

Off shore banks provide services that are much lower compared to other banks. 
Truly, businesses located in the Tangier free zone benefit from this and 
therefore we are not on the same footing. That is why I can say that future 
investments will be in the free zones. I should mention here that the 
government is providing a great deal of support to enterprises located in free 
zones. 

Interviewer 
As you have evoked the topic of government support, could you elaborate on 
this subject please? Does your company get support from the government 
which might have an influence on business success? 

Interviewee 

No support. Not at all. Indeed, we chose Tangier for two main reasons. Firstly, 
for the tax incentives and secondly for the labour cost that is low. But, recently 
in July 2011, there has been an increase in labour costs and therefore, we must 
think differently. As I already said, from 2008, owners of businesses started 
questioning themselves about the business environment in Tangier in particular 
and in Morocco in general.  

Interviewer Could you explain more the issue of labour costs? 

Interviewee 

Before, the SMIG was 8 DH/h. The government did increase it to 9 DH/h, then 
10 DH/h, and now it is 11.7 DH/h. In July 2012, the SMIG will be 12 DH/h. All 
these changes have happened in a very short time interval of 4 years. Indeed, 
these frequent rapid changes trouble our operations. Furthermore, there is 
another change that relates to the CNSS, the threshold will not be 6000 DH 
anymore; it will increase to 8000 DH. 

Interviewer Could you clarify this point of CNSS please? 

Interviewee 

For the CNSS regime, we have employee shares and employer shares. Before, 
the employer's share was limited to 6000 DH but now it will be increased to 
8000 DH. That is an increase of 2000 DH. Therefore, parallel to the increase in 
the minimum wage, this constitutes a big burden for the business. OK? 

Interviewer Now talking about the regulatory environment, do not you think that a business 
environment, devoid of corruption, influences business success? 
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Interviewee 

Corruption is a risk to take. Because giving corruption means that something is 
wrong and you do not respect regulations. If this goes on without problems, 
then it is good. However, when problems happen for example one day or 
another, there is a fire or a bad thing happens, then it is risky. Because the 
inspectors will try to find out why there was a fire. Eventually, they will conclude 
that you do not have good working conditions. Sometimes there is a risk that 
staff will make a claim. They, themselves, can go to the work inspectors and 
make a claim against the company. However, I would like to say that corruption 
makes our lives easier. It has its advantages as it has its drawbacks. However, 
in terms of work inspection as well as in terms of CNSS, really, we only speak 
about advantages. But currently there is a new generation of work inspectors. 
The government has undertaken a massive recruitment of young educated 
officials. These young educated officials do not accept corruption. We have had 
experiences with them and have noticed that they do not accept corruption. 

Interviewer So, what do you do with them? 

Interviewee 

We try to respect the rules. That is why it's no longer the same as before. 
Before, we played on these tax incentives, labour costs and the corruption 
issue. So, you win from here and there, but now we can see that the main 
criteria on which we decided to invest in Tangier are starting to disappear. So, 
indeed, we are reflecting seriously on this issue of Tangier. Some of the 
businesses moved to Tunisia as it offers much better benefits. 

Interviewer In the course of running your business, do you often have to offer corruption or 
bribes to get your own rights?  

Interviewee 

Yes, that is very, very common, very often. Let me explain. If for example you 
need a document that can be obtained in 24 hours, when we give corruption, it 
is obtained within one hour. So, strictly speaking it is not a serious problem as 
long as you get the document within the 24 hours. What constitutes a problem 
is when after the 24 hours, you still do not get the document.  Officials are used 
to getting corruption and bribes. So, they do not distinguish between people 
that are in hurry and people who could wait. Even though you can wait for the 
24 hours, you will not receive the paper (although it is ready) unless you give 
some money. This is bad. On the other hand, when you give money to facilitate 
things in order to save time, this is good. However, sometimes we do not give 
corruption or bribes for one reason or another.  

Interviewer Could you give an example here please? 

Interviewee 

For example, we do know the person and it is the first time we have dealt with 
him. So, we do not give money and we try to see the reaction. If after the 
24hours, we do not get the paper and officials start making excuses, then it is a 
sign that they need corruption and bribes. 

Interviewer Linked to corruption, there is bureaucracy. What could you say about this topic? 

Interviewee 

Bureaucracy is very heavy in Tangier. As I mentioned before, we have the 
impression that Tangier runs at double speed and therefore administrations of 
the city of Tangier do not accompany the major work projects in Tangier. Here 
in Tangier, officials work at their own pace. They do not want the stress, they 
do not want to tell them that they must meet deadlines, they must respect 
schedules. Not at all. 

Interviewer 
I would like to return to the theme infrastructure of which we covered the 
transport infrastructure previously. Could you tell us about the electricity & 
water infrastructure in Tangier? 

Interviewee In Tangier, the company that manages the electricity and water infrastructure is 
a company called Amendis. 

Interviewer Is it a public or private company? 
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Interviewee 

It is a private French company. The Moroccan government has launched this 
case of privatization in the Tangier-Tétouan region since 2001 and it is a 
catastrophe. We really have serious problems with the company Amendis –The 
provider of utilities– because it sends us bills that far exceed our consumption. 
We have technicians that can tell us how much KWH we consume exactly 
because we do cost accounting. Thus, we know exactly how much we 
consume. However, when we receive the invoice, it is the surprise. 

Interviewer In your opinion, what is the problem here? 

Interviewee 
Ok. Let me explain. Amendis buys water from ONEP which is installed in 
Casablanca. Thus, during the transportation of water from Casablanca to 
Tangier, there are losses of water due to the poor transport. 

Interviewer What do you mean by poor transport? 

Interviewee 

ONEP trucks that transport water to Tangier as well as roads are not well 
maintained. In every way, there is a loss of 40% of water. Therefore, to 
compensate the 40% loss, Amendis reviews the prices up. On the other hand, I 
would like to emphasise that Tangier is not very well equipped in terms of 
sanitation. For example, we, in the region of Mghogha, are near the so-called 
Bir Shiffa, khawma Seddam that are very popular neighbourhoods. These 
popular neighbourhoods do not have sanitation. Thus, the government signed 
the contract with the company Amendis, and asked it to make investments in 
these areas. Amendis did introduce sanitation to these areas and therefore 
these investments have a cost that will be borne by the population of Tangier. 

Interviewer What about the quality of the electricity and water infrastructure? 

Interviewee 

Generally, it is acceptable. However, due to the floods that struck the city in 
2008 & 2009, the water and electricity infrastructure revealed to be poor. As a 
result of these floods, the government has started thinking about relocating 
companies from the industrial zone of Mghogha to another industrial zone. It is 
true that it is still a potential project in order to address this infrastructure 
problem in this area. As you know, there is nothing easy that to talk. Okay. But 
on the pragmatic side, it is very difficult.  

Interviewer How do you see the influence of networking in business success? 

Interviewee 

With respect to networking, generally, it is the word of mouth that works in 
Tangier or in Morocco in general. For instance, to recruit personnel in Tangier, 
Most SMEs use the word of mouth. The human resources manager uses his 
network relations to recruit staff. Indeed, we do not have this concern for 
materialization of our offers, our needs. If you have network relations, you can 
get an idea of what the need is, but if you do not, then you try to look in 
newspapers, in the company websites. Even the websites, they are very poor. 
They only have a presentation about the company, a word from the general 
director. Just basic things. Companies do not have websites that are managed 
in real time which give an idea about the actual management of the company in 
terms of their needs. Not at all. So, we really have this culture of word of mouth. 
That is why it is very important to use personal networks. 

Interviewer What about using network relations to get financial resources? For example, 
from family or friends? 

Interviewee 

No, no. Getting credits from family or friends. Not at all. Because everyone 
thinks about his/her own interests. Now, real estates sector is booming in 
Tangier and the trend is the creation of real estate development companies. 
Thus, if a person has money, he prefers to make investments in real estates 
than to lend it to others. I had the opportunity to see recent statistics from the 
chamber of commerce and industry that were done in collaboration with the 
regional investment centre (CRI), really 70% of companies, being created in 
Tangier, are companies that promote real estates. So that is why it is hard to 
imagine using network relations to get financial resources from family or 
friends.  
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Interviewer Could you tell me about competition in Tangier? 

Interviewee 
I think we are not on the same footing compared to our competitor who is 
located in the free zone. The competitor has several financial advantages that 
can be used to go far in the business and go ahead of us. 

Interviewer As Tangier is not too far from the occupied city Ceuta, What do you think about 
smuggling of goods? Does it have an impact on business success? 

Interviewee 

Smuggling of goods, from the occupied city Ceuta, represents a threat to 
businesses in the agri-food sector. For us, it does not represent a threat as 
smugglers do not smuggle brake pads from Ceuta. They mainly smuggle food 
products which constitute a big threat to agri-food companies.  

Interviewer 
I think we have covered all the topics for the study. Now the last question is 
what advice would you give to someone who want to start his or her own 
business? 

Interviewee 

If people really want to invest, they should do that in the free zones because 
really investments in the zone are very important from different perspectives. 
From the fiscal side, firms do not have to pay corporate tax for the first 5 years 
and the registration tax for 15 years. On the logistical perspective, the zone has 
a very good infrastructure and logistical operations are easy as the port is close 
to the companies. For customs side, firms in the zone have a rate of customs 
duties very, very low while it is 2.5% for us, therefore, it is more expensive, it is 
much more expensive. Thus, I think the future is for the free zones. 

Interviewer Thank you very much for your time. 

Interviewee With pleasure. 
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APPENDIX C.1: Diagram of the quantitative results 
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APPENDIX C.2: Results of mann-whitney test between late & 
early respondents 

 

Variables 
Mann 

Whitney 
U 

Statistic 

Mean Rank 
(Early 

respondent) 

Mean Rank 
(Late 

respondent) 
Z value Significance 

Age of the business 847 46.01 42.21 -1.37 .17 

Number of employees 694 40.10 51.16 -2.11 .03 

Annual turnover 768 41.49 49.06 -1.50 .13 

Legal status  878 43.58 45.9 -.66 .51 

Location of the business 873 45.52 42.96 -.50 .62 

Gender of the entrepreneur 892 45.16 43.50 -1.16 .25 

Age of the entrepreneur 889 43.78 45.59 -.40 .69 

Education of the entrepreneur 811 42.30 47.83 -1.03 .30 

Years of work experience 916 44.71 44.19 -.10 .92 

Relevance of experience to the 
business 824 42.55 47.46 -1.19 .23 

Education of father 892 45.17 43.49 -.34 .74 

Education of mother 852 45.92 42.36 -.68 .49 

Self-employment of parents 886 43.73 45.67 -.43 -67 

Need for achievement 749 47.86 39.41 -1.62 .11 

Locus of control 889 43.78 45.59 -.41 .68 

Propensity for risk-taking 872 45.54 42.93 -.53 .59 

Entrepreneurial competences 744 41.04 49.74 -1.60 .11 

Managerial competences 835 42.76 47.13 .839 .40 

Functional competences 633 38.94 52.91 -2.80 .005 

Finance 813 42.35 47.76 -.98 .32 

Taxation 764 47.58 39.84 -1.48 .14 

Government support factor 758 41.31 49.33 -1.47 .14 

Regulatory environment 821 46.51 41.46 -.92 .36 

Technology 790 41.92 48.41 -1.23 .22 

Information 775 47.38 40.14 -1.46 .14 

Infrastructure 881 43.63 45.81 -.40 .69 

Network 875 43.51 46 -.49 .62 

Customers 803 42.15 48.06 -1.15 .25 

Suppliers 772 47.42 40.07 -1.50 .13 

Competition 638 39.04 52.77 -2.51 .01 
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APPENDIX C.3: Cronbach’s alpha if item deleted 

 
 
 

 Items 
Scale 

Mean if 
Item 

Deleted 

Scale 
Variance if 

Item 
Deleted 

Corrected 
Item-Total 
Correlation 

Squared 
Multiple 

Correlation 

Cronbach's 
Alpha if Item 

Deleted 

Risk taking propensity 

Q11f 7.33 4.11 .31 .10 .96 

Q11g 7.82 1.25 .90 .91 .38 

Q11h 7.76 1.77 .91 .91 .34 

Management competences 

Q10a 9.14 .88 .86 .90 .72 

Q10e 9.12 .87 .87 .90 .70 

Q9p 9.06 1.25 .56 .32 .97 

Entrepreneurial competences 

Q9q 13.6 1.48 .66 .46 .70 

Q10b 13.44 1.61 .60 .41 .73 

Q10d 13.48 1.63 .56 .33 .75 

Q10g 13.85 1.41 .57 .36 .75 

Functional competences 

Q9n 8.65 .74 .73 .62 .81 

Q10c 8.53 .83 .65 .46 .88 

Q10f 8.61 .77 .83 .70 .72 

Finance 

Q3c 21.33 8.80 .56 .56 .79 

Q3p 21.22 9.09 .58 .54 .78 

Q7e 20.76 9.03 .68 .94 .75 

Q7f 20.77 9.21 .65 .93 .76 

Q7g 21.03 10.72 .62 .46 .78 

Q9g 20.28 12.14 .47 .28 .81 

Taxation 

4c 8.40 .98 .79 .86 .27 

4f 8.36 .95 .78 .86 .28 

9f 8.12 2.09 .17 .03 .96 

Government support 

3b 27.65 9.52 .59 .78 .73 

3m 27.74 9.21 .71 .92 .70 

3o 27.69 9.41 .63 .89 .72 

5a 27.91 11 .42 .51 .76 

5b 27.76 11.1 .54 .49 .74 

5c 27.82 10.24 .58 .53 .73 

5d 27.94 12.38 .19 .39 .79 

9h 27.50 13.33 .04 .03 .80 
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Regulatory environment 

Q3i 53.97   21.69 -.12   .68 .70 

Q4a 54.03 21.32 -.04 .84 .70 

Q4b 54.01 21.35 -.04 .88 .70 

Q4c 54.01 18.79 .33 .87 .66 

Q4d  55.51 16.67 .48 .78 .64 

Q4e 55.56 17.08 .41 .87 .65 

Q4f 53.98 18.64 .34 .87 .66 

Q4g 55.6 16.95 .42 .86 .65 

Q7i 53.38 20.08 .26 .65 .67 

Q8a 53.57 19.03 .29 .51 .67 

Q8b 54.07 17.72 .47 .97 .64 

Q8c 54.05 17.7 .46 .97 .64 

Q8d 53.26 19.96 .35 .67 .67 

Q8e 53.76 18.18 .37 .53 .65 

Q9k 54.05 20.64 .09 .45 .69 

Technology 

Q3f 7.94 1.59 .74 .70 .13 

Q3j 8.07 2.06 .72 .69 .19 

Q9e 7.12 4.45 .11 .02 .90 

Information 

3a 15.09 5.92 .81 .79 .79 

3e 15.87 6.78 .77 .72 .80 

3g 16.09 5.67 .84 .90 .78 

3k 16.11 5.92 .88 .92 .77 

9i 15.56 10.41 -.02 .09 .93 

Infrastructure 

5e 24.90 3.52 .28 .69 .57 

5f 24.91 3.60 .23 .64 .58 

5g 24.86 3.38 .33 .55 .56 

6a 24.63 2.51 .48 .66 .48 

6b 25.25 2.26 .38 .24 .54 

6c 24.73 2.50 .55 .65 .45 

9j  24.18 3.64  .03 .05 .63 

Network 

3l 11.51 2.92 .83 .88 .55 

3n 11.74 2.47 .69 .48 .65 

3q 11.44 2.85 .84 .88 .54 

9l 11.23 5.95 -.13 .05 .89 

Competition 

Q7c 16.01 4.56 .58 .47 .50 

Q7d 16.86 3.87 .39 .17 .61 

Q7h 16.02 4.27 .59 .45 .49 

Q7j 15.85 3.94 .62 .49 .46 

Q9o 15.61 7.07 -.20 .04 .75 

 



 
 

420  
APPENDIX C: RESULTS APPENDIX 
 

 
 

 

APPENDIX C.4: Rotated component matrix 

Items 
Component 

1 2 3 4 5 6 7 8 9 10 11 12 13 14 

Q3a .80                           
Q3d .86                           
Q3e .78                           
Q3f .80                           
Q3g .84                           
Q3j .86                           
Q3k .86                           
Q7a -.52                           
Q7b -.54                           
Q3l   .88                         
Q3n   .77                         
Q3q   .88                         
Q3b     .88                       
Q3m     .92                       
Q3o     .91                       
Q3p       .78                     
Q3c       .77                     
Q4a         .88                   
Q4b         .93                   
Q3i         .74                   
Q4c           .89                 
Q4f           .89                 
Q4d             .89               
Q4e             .92               
Q4g             .89               
Q5a               .81             
Q5b               .76             
Q5c               .76             
Q5d               .65             
Q5e                 .91           
Q5f                 .86           
Q5g                 .85           
Q6a                   .91         
Q6b                   .64         
Q6c                   .87         
Q7c                     .81       
Q7d                     .62       
Q7h                     .79       
Q7j                     .82       
Q7e                       .94     
Q7f                       .94     
Q7g                       .71     
Q7i                         .86   
Q8d                         .84   
Q8e                         .61   
Q8a                           .70 
Q8b                           .95 
Q8c                           .95 

Extraction Method: Principal Component Analysis.  
Rotation Method: Varimax with Kaiser Normalization. 
a. Rotation converged in 8 iterations. 
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APPENDIX C.5: Descriptive statistics 
Characteristics of respondents 
 

Characteristics of 
respondents 

Less successful firms Successful firms 

Frequency % Cum % Frequency % Cum % 
Gender             

Male 31 94 94 55 100 100 

Female 2 6 100 0 0 100 

Age             

25-45 18 55 55 42 76 76 

> 45 15 45 100 13 24 100 

Education             

Upper secondary level 18 55 55 2 4 4 

Diploma 9 27 82 6 11 15 

Bachelor degree 6 18 100 27 49 64 

Master  0 0 100 15 27 91 

Doctorate 0 0 100 5 9 100 

Did any of your parents 
own a business?             

No 23 70 70 7 13 13 

Yes 10 30 100 48 87 100 

Education of father             

None 5 15 15 2 4 4 

Primary level 3 9 24 2 4 8 

Upper secondary level 16 49 73 13 23 31 

Diploma 9 27 100 38 69 100 

Education of mother             

None 6 18 18 2 4 4 

Primary level 10 31 49 8 14 18 

Lower secondary level 8 24 73 12 22 40 

Upper secondary level 9 27 100 33 60 100 

Do you have any work 
experience?             

Yes 33 100 100 55 100 100 

Years of experience             

< 2 years 11 34 34 1 2 2 

2-5 years 1 3 37 1 2 4 

6-10 years 10 30 67 40 73 77 

11-20 years 3 9 76 4 7 84 

> 20 years 8 24 100 9 16 100 

Experience relevant to the 
business             

No 21 64 64 0 0 100 

Yes 12 36 100 55 100 100 
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Characteristics of the business 
 

Characteristics of the 
business 

Less successful firms Successful firms 

Frequency % Cum % Frequency % Cum % 
Legal status             

Private limited company 24 73 73 50 91 91 

Sole trader 5 15 88 1 2 93 

Public limited company 4 12 100 4 7 100 

Other 0 0 100 0 0 100 

Activity of the business             

Textile & Leather Industry 16 49 49 37 67 67 

Chemical Industry 12 36 85 8 15 82 
Electrical & Electronic 
Industry 4 12 97 4 7 89 

Food Processing Industry 1 3 100 4 7 96 

Metal & Engineering Industry 0 0 100 2 4 100 

Location of the business             

Industrial Zone 19 58 58 21 38 38 

New Medina 12 36 94 19 35 73 

Suburb 2 6 100 7 13 86 

Old Medina 0 0 100 8 14 100 

Crafts Complex 0 0 100 0 0 100 

Rural Area 0 0 100 0 0 100 

Luxury District 0 0 100 0 0 100 

Other 0 0 100 0 0 100 

Business description             

Wholly family owned 16 48 49 35 64 64 

Partly family owned 10 30 79 10 18 82 

Privately owned 7 21 100 10 18 100 

Age of the business             

> 5 years 25 76 76 55 100 100 

3-5 years 8 24 100 0 0 100 

1-2 years 0 0 100 0 0 100 

Number of employees             

11-50 15 46 46 26 47 47 

0-3 6 18 64 1 2 49 

101-200 5 15 79 13 24 73 

51-100 4 12 91 10 18 91 

4-10 3 9 100 5 9 100 

Annual turnover             

1.000.001-75.000.000 16 49 49 31 56 56 

500.001-1.000.000 7 21 70 10 18 74 

0-500.000 6 18 88 5 9 83 

>75.000.000 4 12 100 9 17 100 
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Critical success factors 
 

Variables Items 
Less successful Successful 

N M SD SK KU N M SD SK KU 

N
ee

d 
fo

r 
ac

hi
ev

em
en

t Importance 

11a 33 4.33 .48 .74 -1.55 55 4.65 .48 -.67 -1.61 

11b 33 3.94 .70 -1.63 3.97 55 4.04 .69 -1.43 3.77 

11d 33 4.06 .50 -1.48 9.85 55 4.05 .40 -1.29 13.68 

Importance 33 4.11 .41 -.14 .30 55 4.25 .33 -1.51 2.51 

Lo
cu

s 
of

 
co

nt
ro

l 

Importance 

11c 33 4.12 .33 2.43 4.17 55 4.15 .36 2.07 2.36 

11e 33 2.49 1.15 1.16 .21 55 2.22 .71 3.17 8.91 

Importance 33 3.3 .61 1.48 1.01 55 3.19 .38 2.23 4.51 

R
is

k 
ta

ki
ng

 
pr

op
en

si
ty

 Importance 

11g 33 2.97 1.33 -.45 -1.53 55 4.04 .77 -1.84 5.47 

11h 33 3.18 1.04 -.21 -1.84 55 4 .67 -1.56 4.37 

11f 33 4.09 .29 2.98 7.34 55 4.15 .49 -.62 6.55 

Importance 33 3.41 .81 -.20 1.49 55 4.06 .56 -1.63 6.31 

M
an

ag
er

ia
l 

co
m

pe
te

nc
es

 

10a 33 4.36 .65 -1.25 -1.76 55 4.62 .49 -.50 -1.82 

10e 33 4.36 .65 -1.25 3.72 55 4.64 .48 -.58 -1.72 

9p 33 4.45 .506 .191 -2.09 55 4.69 .47 -.85 -1.33 

Importance 33 4.39 .54 -.79 1.53 55 4.65 .43 -.60 -1.42 

En
tr

ep
re

ne
ur

ia
l 

co
m

pe
te

nc
es

 

Importance 

10d 33 4.58 .50 -.32 -2.02 55 4.69 .47 .85 -1.33 

10b 33 4.64 .49 -.59 -1.76 55 4.71 .46 -.95 -1.15 

10g 33 4.3 .77 -1.47 3.10 55 4.25 .44 1.16 -.68 

9q 33 4.45 .51 -.06 -2.13 55 4.53 .50 -.11 -2.06 

Importance 33 4.51 .47 -.37 -1.29 55 4.55 .35 -.08 -1.25 

Fu
nc

tio
na

l 
co

m
pe

te
nc

es
 Importance 

10c 33 4.45 .51 .19 -2.09 55 4.31 .47 .85 -1.33 

10f 33 4.48 .51 .06 -2.13 55 4.16 .37 1.87 1.55 

9n 33 4.39 .66 -1.33 3.77 55 4.16 .37 1.87 1.55 

Importance 33 4.44 .49 -.12 -1.23 55 4.21 .36 1.52 .80 
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Variables Items 
Less successful Successful 

N M SD SK KU N M SD SK KU 
Fi

na
nc

e 

Importance 

9g 33 4.94 0.24 -3.86 13.74 55 4.71 0.46 -0.95 -1.15 

Importance 33 4.94 0.24 -3.86 13.74 55 4.71 0.46 -0.95 -1.15 

Constraints 

3c 33 4.42 0.66 -1.42 3.89 55 3.35 1.11 -0.40 -1.32 

3p 33 4.39 0.66 -1.33 3.77 55 3.55 1.05 -0.57 -1.07 

7e 33 4.36 0.65 -1.25 3.72 55 4.29 1.05 -1.42 0.74 

7f 33 4.27 0.63 -1.08 4.03 55 4.33 1.06 -1.49 0.86 

7g 33 4.24 0.44 1.26 -0.44 55 3.93 0.69 -1.66 3.85 

Constraints 33 4.34 0.38 -1.16 3.78 55 3.89 0.79 -1.14 0.53 

Ta
xa

tio
n 

Importance 

9f 33 4.33 0.65 -1.18 3.74 55 4.31 0.47 0.85 -1.33 

Importance 33 4.33 0.65 -1.18 3.74 55 4.31 0.47 0.85 -1.33 

Constraints 

4c 33 4.30 0.47 0.90 -1.27 55 3.89 0.81 -1.32 1.73 

4f 33 4.39 0.50 0.46 -1.91 55 3.89 0.81 -1.32 1.73 

Constraints 33 4.35 0.44 0.66 -1.42 55 3.89 0.80 -1.38 1.81 

G
ov

er
nm

en
t  

Su
pp

or
t 

Importance 

9h 33 4.79 0.42 -1.48 0.19 55 4.67 0.58 -2.21 6.86 

Importance 33 4.79 0.42 -1.48 0.19 55 4.67 0.58 -2.21 6.86 

Constraints 

3b 33 4.27 0.76 -1.42 3.11 55 3.95 0.97 -1.02 0.27 

3m 33 4.18 0.73 -1.34 3.43 55 3.85 0.91 -1.07 0.54 

3o 33 4.21 0.74 -1.35 3.26 55 3.91 0.95 -1.03 0.36 

5a 33 3.91 0.63 0.07 -0.31 55 3.75 0.80 -1.09 0.85 

5b 33 4.06 0.50 0.15 1.48 55 3.89 0.66 -1.91 4.58 

5c 33 4.03 0.47 -1.84 12.31 55 3.82 0.88 -1.13 0.69 

5d 33 3.79 0.55 -2.59 5.93 55 3.76 0.69 -2.77 6.42 

Constraints 33 4.06 0.35 -1.02 0.92 55 3.85 0.59 -1.21 0.96 
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Variables Items 
Less successful Successful 

N M SD SK KU N M SD SK KU 
R

eg
ul

at
or

y 
en

vi
ro

nm
en

t 

Importance                     

9k 33 4.27 0.45 1.07 -0.92 55 3.85 0.52 -3.38 9.80 

Importance 33 4.27 0.45 1.07 -0.92 55 3.85 0.52 -3.38 -1.33 

Constraints                     

Business registration 

3i 33 4.21 0.42 1.48 0.19 55 4.02 0.49 -1.91 10.37 

4b 33 4.12 0.33 2.43 4.17 55 4.00 0.58 -1.80 6.88 

4a 33 4.09 0.29 2.98 7.34 55 3.98 0.56 -1.97 7.64 
Business 
registration 33 4.14 0.29 2.09 3.47 55 4.00 0.51 -2.25 8.90 

Regulations 

4d 33 2.55 1.00 1.06 -0.33 55 2.55 0.96 1.31 0.01 

4f 33 4.39 0.50 0.46 -1.91 55 3.89 0.81 -1.32 1.73 

4e 33 2.30 0.95 1.42 1.45 55 2.62 0.99 1.08 -0.57 

4c 33 4.30 0.47 0.90 -1.27 55 3.89 0.81 -1.32 1.73 

4g 33 2.21 0.82 1.39 1.50 55 2.60 1.07 1.16 -0.17 

Regulations 33 3.15 0.56 1.53 1.18 55 3.11 0.77 0.75 -0.01 

Corruption 

7i 33 4.67 0.48 -0.74 -1.55 55 4.69 0.47 -0.85 -1.33 

8d 33 4.76 0.44 -1.26 -0.43 55 4.82 0.39 -1.70 0.91 

Corruption 33 4.71 0.43 -0.98 -0.94 55 4.75 0.40 -1.20 -0.28 

Bureaucracy 

8a 33 4.48 0.80 -1.93 4.07 55 4.49 0.69 -1.72 4.14 

8b 33 4.00 0.97 -1.98 4.68 55 3.98 0.65 -2.47 10.12 

8c 33 4.03 0.98 -1.95 4.49 55 4.00 0.67 -2.34 9.40 

8e 33 4.33 0.99 -1.98 4.03 55 4.27 0.68 -1.14 2.83 

Bureaucracy 33 4.21 0.83 -2.20 5.57 55 4.19 0.53 -2.34 8.07 

Te
ch

no
lo

gy
 

Importance 

9e 33 4.30 0.88 -1.53 2.16 55 4.53 0.50 -0.11 -2.06 

Importance 33 4.27 0.45 1.07 -0.92 55 4.20 0.40 1.54 0.39 

Constraints 

3f 33 2.76 1.42 0.53 -1.24 55 4.15 0.59 -1.16 5.13 

3j 33 2.76 1.20 -0.08 -1.71 55 3.95 0.52 -2.48 9.63 

Constraints 33 2.76 1.26 0.18 -1.47 55 4.05 0.47 -1.54 6.64 
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Variables Items 
Less successful Successful 

N M SD SK KU N M SD SK KU 
In

fo
rm

at
io

n 

Importance 

9i 33 4.12 0.33 2.43 4.17 55 4.13 0.34 2.30 3.41 

Importance 33 4.12 0.33 2.43 4.17 55 4.13 0.34 2.30 3.41 

Constraints 

3k 33 3.21 1.11 -1.03 -0.48 55 3.78 0.63 -2.58 4.82 

3e 33 3.48 1.12 -1.09 0.30 55 4.00 0.33 -3.11 27.00 

3g 33 3.18 1.21 -1.05 -0.65 55 3.84 0.69 -2.62 7.38 

3a 33 4.18 1.36 -1.55 0.98 55 4.84 0.37 -1.87 1.55 

Constraints 33 3.52 1.12 -1.25 0.34 55 4.11 0.41 -2.65 6.88 

In
fr

as
tr

uc
tu

re
 

Importance  

9j 33 4.58 0.50 -0.32 -2.02 55 4.82 0.39 -1.70 0.91 

Importance 33 4.58 0.50 -0.32 -2.02 55 4.82 0.39 -1.70 0.91 

Constraints                     

Reliability 

5e 33 4.00 0.43 -2.46 16.00 55 4.02 0.14 7.42 55.00 

5f 33 3.94 0.35 -5.75 33.00 55 4.04 0.19 5.09 14.81 

5g  33 4.03 0.47 -1.84 12.31 55 4.05 0.23 4.03 24.85 

Reliability 33 3.99 0.39 -4.30 23.68 55 4.04 0.15 5.23 30.46 

Cost 

6a 33 4.42 0.66 -1.42 3.89 55 4.20 0.62 -1.12 4.23 

6b 33 3.76 0.66 -1.75 2.96 55 3.60 0.92 -0.91 -0.36 

6c 33 4.24 0.61 -1.04 4.30 55 4.15 0.59 -1.16 5.13 

Cost 33 4.14 0.51 -2.19 8.87 55 3.98 0.60 -1.14 2.75 

N
et

w
or

k 

Importance 

9l 33 4.09 0.29 2.98 7.34 55 4.07 0.26 3.38 9.80 

Importance 33 4.09 0.29 2.98 7.34 55 4.07 0.26 3.38 9.80 

Constraints 

3q 33 3.58 0.94 -0.96 -0.45 55 4.04 0.69 -1.43 3.78 

3n 33 2.73 0.98 0.59 -1.76 55 4.07 0.72 -1.36 3.33 

3l 33 3.48 0.94 -0.92 .-852 55 3.98 0.65 -1.64 4.74 

Constraints 33 3.26 0.81 -0.65 -1.05 55 4.03 0.67 -1.65 4.33 

C
us

to
m

er
s 

constraints  

3d 33 2.70 1.18 0.04 -1.68 55 4.02 0.36 -2.22 20.82 
Access to 
customers 33 2.70 1.18 0.04 -1.68 55 4.02 0.36 -2.22 20.82 

Importance 

9m 33 4.55 0.67 -1.87 5.12 55 4.58 0.83 -2.27 4.61 

Importance 33 4.55 0.67 -1.87 5.12 55 4.58 0.83 -2.27 4.61 
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Variables Items 
Less successful Successful 

N M SD SK KU N M SD SK KU 
Su

pp
lie

rs
 

Constraints 

3h 33 4.48 0.67 -1.62 4.34 55 3.89 0.74 -2.13 5.84 
Access to 
suppliers 33 4.48 0.67 -1.62 4.34 55 3.89 0.74 -2.13 5.84 

Importance 

9r 33 4.27 0.45 1.07 -0.92 55 4.07 0.42 -1.04 11.48 

Importance 33 4.27 0.45 1.07 -0.92 55 4.07 0.42 -1.04 11.48 

C
om

pe
tit

io
n 

Importance 

9o 33 4.39 0.50 0.46 -1.91 55 4.53 0.50 -0.11 -2.06 

Importance 33 4.39 0.50 0.46 -1.91 55 4.53 0.50 -0.11 -2.06 

Constraints 

7c 33 4.18 0.73 -1.34 3.43 55 4.02 0.68 -1.49 4.05 

7h 33 4.15 0.71 -1.33 3.65 55 4.02 0.83 -1.26 1.75 

7j 33 4.21 0.86 -1.39 2.06 55 4.25 0.87 -1.42 1.87 

7d 33 2.85 1.09 0.62 -1.39 55 3.45 1.07 -0.45 -1.31 

Constraints 33 3.85 0.63 -0.95 1.96 55 3.94 0.69 -1.66 2.60 
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APPENDIX C.6: Results of Mann-Withney test for testing the 
hypotheses 

 
 

Variable 
Mann 

Whitney U 
Statistic 

Mean Rank 
(Less 

successful) 
Mean Rank 

(Successful) Z value Significance 

Age of the 
business 687.5 37.83 48.5 -3.808 .000 

Number of 
employees 689 37.88 48.47 -2.002 .045 

Annual turnover 633.5 36.2 49.48 -2.603 .009 

Location of the 
business 668.5 37.26 48.85 -2.220 .026 

Gender of the 
entrepreneur 852.5 46.17 43.5 -1.836 .066 

Age of the 
entrepreneur 709.5 50.5 40.9 -2.115 .034 

Education of the 
entrepreneur 192 22.82 57.51 -6.41 .000 

Years of work 
experience 763 40.12 47.13 -1.387 .167 

Relevance of 
experience to the 
business 

330.00 27 55 -6.741 .000 

Education of father 506.00 32.33 51.8 -3.842 .000 

Education of 
mother 540.5 33.38 51.17 -3.391 .001 

Self-employment 
of parents 390.5 28.83 53.9 -5.427 .000 

Need for 
achievement 651 36.73 49.16 -2.358 .018 

Locus of control 888 45.09 44.15 -.221 .825 

Propensity for risk-
taking 501 32.18 51.89 -4.000 .000 

Entrepreneurial 
competences 848.5 42.71 45.57 -.536 .599 

Managerial 
competences 705 38.36 48.18 -1.985 .047 

Functional 
competences 657 52.09 39.95 -2.411 .016 

Finance Cost 845 42.61 45.64 -.568 .569 

Availability 391.5 60.14 35.12 -4.705 .000 
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Variable 
Mann 

Whitney U 
Statistic 

Mean Rank 
(Less 

successful) 
Mean Rank 

(Successful) Z value Significance 

Taxation 613 53.42 39.15 -3.019 .002 

Corruption 833.5 46.74 43.15 -.669 .507 

Bureaucracy 822.5 47.08 42.95 -.777 .440 

Regulations 812 41.61 46.24 -.998 .323 

Business 
registration & 
licenses 

788 48.12 42.33 -1.432 .166 

Service of 
government 
institutions 

864.5 45.8 43.72 -.401 .692 

Availability of 
support 714.50 50.35 40.99 -1.752 .080 

Access to 
technology 440 30.33 53 -4.353 .000 

Access to 
information 718.5 38.77 47.94 -1.929 .054 

Availability of 
infrastructure 889.5 45.05 44.17 -.295 .818 

Cost of 
infrastructure 734.5 49.74 41.35 -1.582 .115 

Access to network 390 28.82 53.91 -4.986 .000 

Access to 
customers 378 28.45 54.13 -5.932 .000 

Importance of 
customers 816 41.73 46.16 -.967 .334 

Access to 
suppliers 482 57.39 36.76 -4.445 .000 

Importance of 
suppliers 747 49.36 41.58 -2.068 .039 

Competition 740 39.42 47.55 -1.470 .143 
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APPENDIX C.7: Final Thematic map   
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