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 

Abstract: Family Business plays an important role in any 

economy to enhance employment in low income strata of 

population. They are included in house hold enterprises where 

the resources of business and owner is inseparable. A few family 

baseness had grown from informal level to formal due to 

consistent growth while a few had extinct. The extinction and 

survival of small family business ignite a curiosity to identify 

reasons for it. The inseparability in resources between business 

and owner limit the growth trajectory and scope for availing 

finance from formal system. This compels the small family 

business to depend on own resources or to rise fund on personal 

risk.The population in this research is grocery traders as it is one 

of the prominent in family business as it can be started as a part 

of residence, all family members can contribute, need of less 

expertise and lower investment. This paper analyse how small 

family business manage resources in time when they are in need. 

The research is conducted in Coimbatore District in Tamilnadu 

and the sample size is 392. It is a longitudinal survey as the data 

is collected over a period of one year. The shops were classified 

on two parameters, floor area and daily sales and measures for 

comparison are Net Trading Cycle, Gross Margin Return on 

Investment ( GMROI) and Net Profit Ratio (NPR). Family 

business use Resource Bootstrapping and Bricolage (RBB) 

strategies to overcome resource scarcity or to reduce the cash 

outflow which include the use of own fund, premises, vehicles 

and family members. The Paper explain how the RBB strategies 

add to the value addition through reducing operating expenses. 

 

Index Terms: Grocery retailers, informal enterprises, 

Resource bootstrapping, revenue to expense ratio, return on 

investment.  

I. INTRODUCTION 

  Role of Family business in economy 

 Family business are entrepreneurships that use own 

resources for business. It is a sort of necessity 

entrepreneurship as they opt business as a last sort in 

choosing a career choice or occupation. The role of family 

business in economy, especially in grocery retailing, is to 

widen the supply chain network to rural areas to reduce the 

possibility of food desert in India. The root causes for the 
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emergence of food desert is the travelling distance and 

accessibility to the shops which may increase due to the 

closure of shops in rural areas (Paula Dutko, 2012).The 

family business has its own unique success propositions like 

long hours of working, function from own premises to 

sustain in competitive environment. Hence, the family 

business has a social responsibility and commitment to make 

the life of rural economy more powerful and growing in 

enhancing self-employment.  

The resource management of informal family business is 

different from organised model which are resource 

self-reliant. The management of resource scarcity can be 

explained using two theories. 

Resource bootstrapping and bricolage: two 

behavioural strategies in resource management 

Resource bootstrapping is a strategy to substitute an 

expensive or a scarce resource with a cheap resource while 

bricolage is a strategy to manage a resource scarcity with 

what is readily available in hand at that time. a few resources 

constrain that informal enterprises face are, capital, spatial, 

expertise, and legal assistance. This paper attempts to 

analyse how resource bootstrapping and bricolage are used as 

the managerial strategies by informal enterprises taking the 

grocery retailers as a special case. Grocery retail shops spread 

over everywhere people live. Hence, population density, 

distance to travel, demographic factors of shops, size of the 

retail shops in terms of floor area, capital used, inventory 

range are the controlling variables in this research. Sales, 

total cost, and profitability are the dependant variables used 

to compare the performance of different strata of retailers and 

how resource bootstrapping and bricolage influence these 

variables is to be analysed.  

The main challenges in analysing the operational 

efficiency of informal enterprises is, information asymmetry, 

inseparability of business from owner, heterogeneity in 

resources used, low education, and fear to respond to surveys. 

Hence the data on operational activities must be collected 

through continuous interaction and observation.  

 

Research Methodology  

The data is collected from the family business in 

Coimbatore and sample size is 392 shops. The prime data 

was collected using a longitudinal data collection process in 

which the respondents were 

observed continuously to 
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understand how these shops manage resource scarcity. 

Multiple regression model is used to explain the factors that 

influence the profitability of the firms. 

 

Findings 

 

 The response to different parameters of operations by 

the retails vary significantly with the size of the retail shop.   
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II. CONCLUSION 

Resource bootstrapping and bricolage are two behavioural 

strategies seen among entrepreneurs to overcome the 

resource constrains when they are either scarce or expensive. 

All entrepreneurs use one or another type of resource 

bootstrapping methods but varies from one person to another 

and one industry to another industry. They can be temporary 

or permanent. The factors that influence the selection of 

resource bootstrapping or bricolage, are size of the firm, age 

of the firm, location, capital used etc.  

The results of this research also support the findings of 

Ebben(2006), Winborg (2008), Padachi (2011), Fatoki 

(2013) , Auken and Neely (2006) and Lehm and Little 

(2005). There is a positive effect of resource strategies on 

profitability. The extension of research to the informal retail 

formats also support the findings of previous researches.  
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