Futures xxx (XXXX) XXXX

: : : Di
Contents lists available at ScienceDirect FUTURES

Futures

journal homepage: www.elsevier.com/locate/futures

Bricolage and informal businesses: Young entrepreneurs in the
mobile telephony sector in Accra, Ghana

Robert Lawrence Afutu-Kotey™*, Katherine V. Gough”

@School of Continuing and Distance Education, University of Ghana, Ghana
Y Department of Geography, Loughborough University, United Kingdom

ARTICLE INFO ABSTRACT

Keywords: The concept of bricolage has primarily been used in exploring how entrepreneurs in the formal
Bricolage sector, in addition to social entrepreneurs, mobilise resources in developing their businesses.
Resource mobilisation Little is known, however, about the bricolage experiences of young informal entrepreneurs in the
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rapidly changing, technologically driven mobile telephony sector. Drawing on qualitative field
research with young people involved in informal support services in the mobile telephony sector
in Accra, Ghana, the paper reveals the existence of various kinds of bricolage processes employed
in the running and sustenance of their businesses. The findings show evidence of young people
switching from one business to another, engaging in business diversification, utilising pre-ex-
isting skills, and employing bottom-up approaches through their social networks in mobilising
resources — all of which relate to bricolage processes of improvisation, ‘making do’ and refusing
to be constrained by limitations in the resource environment. Although young people are shown
to utilise strategies of self-support and ingenuity in running and sustaining their businesses, the
paper concludes by calling for a more supportive institutional framework in order to propel the
businesses of young people into the future.

1. Introduction

The adoption and geographical spread of mobile phones during the past decade has been phenomenal in Sub-Saharan Africa.
According to the International Telecommunication Union, Africa had 23.5 mobile cellular subscriptions per 100 inhabitants in 2007,
which more than trebled to 77.8 per 100 inhabitants by 2017. A significant body of literature has emerged highlighting the varied
uses to which people put their mobile phones, including as a business tool (Komunte, 2015), to support student learning (Kuznekoff &
Titsworth, 2013; Kuznekoff, Munz, & Titsworth, 2015; Porter et al., 2016), and to aid mobility (Porter et al., 2012; Porter, 2015).
Attention has also been devoted to the emotional attachment people have to their phones (Hoffner, Lee, & Park, 2016;
Meschtscherjakov, Wilfinger, & Tscheligi, 2014; Vincent, 2006) and the developmental and security implications of mobile phones
(Asongu & Nwachukwu, 2016; Ben-Asher et al., 2011; Donner, 2015; de Reuver, Bouwman, Prieto, & Visser, 2011). Despite this
extensive research, limited attention has been paid to the entrepreneurial support services within the mobile telephony sector, how
these fare over time and their prospects for the future.

The mobile telephony support sector in Ghana is dominated by young people operating a wide range of informal businesses
including: the sale of mobile phones, accessories and airtime; the repair of mobile phones and other technical support; and mobile
money transfer services (Afutu-Kotey, 2016; Afutu-Kotey, Gough, & Yankson, 2017). Establishing and running such businesses
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requires crucial resources (Ray, Barney, & Muhanna, 2004), which is especially challenging in a Sub-Saharan African context due to
the paucity of resources and lack of institutional support (Langevang, Gough, & Namatovu, 2016). As the mobile telephony sector
changes rapidly with frequent technological innovations, it is important to understand how informal entrepreneurs operating in
resource constrained environments manage to mobilise resources to sustain, grow and diversify their businesses as they confront the
future. Drawing on longitudinal research on support services to the mobile telephony sector in Accra, Ghana, this paper addresses the
following questions: How do entrepreneurs establish their businesses amid resource constraints? How do they survive in such a
rapidly changing, technologically driven sector? How do they mobilise resources to sustain their businesses? Understanding these
issues is important as the sustainability and future of businesses, including in a Sub-Saharan African context, remains crucial for the
individual entrepreneur and society at large (Fuller, 2003; Randerson, Dossena, & Fayolle, 2016).

Following this introduction, the paper is divided into seven sections. The next section discusses the concepts of informal en-
trepreneurship, resources and bricolage, which frame the paper conceptually. The methodological approach is then presented before
the findings are divided into three sections: business trajectories, responses to changes, and mobilising resources. Bricolage and
possible futures for young people are further discussed before the conclusion summarises the findings, drawing out their wider
significance and indicates some policy implications.

2. Informal entrepreneurship, resources and bricolage

Economic restructuring and the transformation of labour markets have resulted in high levels of unemployment, especially among
‘youth’,! in Africa, Asia, and Latin America (Gough, Langevang, & Owusu, 2013). Consequently, young people across the global South
are involved in a broad range of business activities including vending goods — such as mobile phone prepaid cards, food and bev-
erages — and providing services - such as charging mobile phones, car washing and braiding hair (Gough & Langevang, 2016; Hajdu,
Ansell, Robson, & van Blerk, 2013; Kristensen & Birch-Thomsen, 2013; Thorsen, 2013). In line with Steyaert and Katz (2004) notion
of entrepreneurship as an ‘everyday societal phenomenon’, such activities are increasingly seen as being entrepreneurial, with en-
trepreneurship defined as ‘spotting and seizing an opportunity to establish a business and, in the process, taking risks and managing
the available resources creatively’ (Gough & Langevang, 2016, p. 4). Entrepreneurship is thus an activity that ‘ordinary’ individuals
engage in, not one restricted to a few select people. Although entrepreneurship discourses have been underpinned by neoliberal
market values of competition, efficiency, self-reliance and self-governance (Dolan, 2012), they can also be seen as being indicative of
‘traditional’, non-market-based principles of shrewdness and thrift (Jeffrey & Young, 2014).

Early studies of the informal economy, which were dominated by the structuralist school of thought, depicted it as absorbing
surplus labour in subordinated economic units that served the competitiveness of larger firms (Castells & Portes, 1989); from this
perspective, workers engage in informal work out of economic necessity. During recent decades, scholars subscribing to legalist and
neo-liberal schools of thought have challenged this idea (Langevang, 2016), reconceptualising informal workers as people ‘displaying
entrepreneurial attributes, traits and qualities’ (Gurtoo & Williams, 2009, p. 57). Conceptualising business owners in the informal
economy as entrepreneurs has been endorsed by international organisations, such as the World Bank and the ILO, which claim that
informal entrepreneurs demonstrate acumen, creativity, dynamism, and innovation (Gurtoo & Williams, 2009). This is essential in
Sub-Saharan Africa, where the informal economy was estimated by the Organisation for Economic Co-operation and Development to
already contribute 55 % of GDP and 80 % of employment in 2012. Access to scarce resources, widely defined as “the tangible and
intangible assets firms use to develop and implement their strategies” (Ray et al., 2004, p. 24), remains critical to the establishment
and growth of informal businesses. Although most entrepreneurs operate under conditions of resource paucity (Baker & Nelson,
2005), informal businesses are particularly constrained by resource availability (Holt & Littlewood, 2017) as they mostly do not have
the means to afford standard resources. In order to understand how businesses, navigate the challenges of resource constraints, the
concept of bricolage has been shown to be useful in a range of contexts (Baker & Nelson, 2005; Desa & Basu, 2013; Langevang et al.,
2016; Senyard, Baker, Steffens, & Davidsson, 2014; Witell et al., 2017).

The concept of bricolage was widely popularised by Baker and Nelson (2005) but can be traced back to the work of Lévi-Strauss
(1967, p. 17) who described bricolage as “always to make do with ‘whatever is at hand.” One of the most widely cited definitions is
Baker & Nelson’s (2005, p. 333) “making do by applying combinations of the resources at hand to new problems and opportunities”.
Bricolage can thus refer to the “combination and reuse of resources for different applications than those for which they were ori-
ginally intended or used” (Baker & Nelson, 2005, p. 335). Similarly, Gibbert, Hoegl, and Valikangas (2007) define bricolage as having
the capabilities to discern and utilise resources at the periphery in order to gain innovative outcomes, while Salunke, Weerawardena,
and McColl-Kennedy (2013) see bricolage as the capacity to recombine resources under conditions of resource constraints or when
having to work with limited resources to generate greater value for clients. Key to all the various definitions are the themes of making
do with resources at hand, improvisation and refusal to be constrained by environmental limitations (Baker & Nelson, 2005; Baker,
Miner, & Eesley, 2003; Di Domenico, Haugh, & Tracey, 2010; Gibbert et al., 2007; Linna, 2013; Salunke et al., 2013; Weick, 1993). In
this paper we draw on the ‘making do’ with resources at hand approach, which highlights combining existing resources for new
purposes while creating value by using the resources at hand (Di Domenico et al., 2010). We also pay close attention to bricolage as
improvisation and refusal to be constrained by resource availability. Through improvisation, individuals involved in bricolage adapt
standard ways of working and respond to changing opportunities, while refusal to be constrained by resources depicts how bricoleurs
try out different solutions to overcome limitations imposed by the institutional/political settings and the available resource

! The UN definition of youth is people aged between 15 and 24 but in a Sub-Saharan African context the age range of 15 to 35 is commonly used.
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environments (Di Domenico et al., 2010). We employ these conceptualisations of bricolage to explore the ways in which young
entrepreneurs in the mobile telephony sector mobilise resources in running and sustaining their businesses going into the future.

Two perspectives stand out from the research on bricolage in relation to entrepreneurs. One focusses on addressing the oppor-
tunities and problems that using existing unappreciated or superfluous resources, which are mostly available for free or at a low cost,
presents (Desa & Basu, 2013). Through bricolage, small businesses are accorded the opportunity to attain their goals with the barest
minimum of resources at their disposal. Such businesses, however, more often than not engage in bricolage because they do not have
the means to afford the cost of standard resources. Bricolage, therefore, becomes essential for small businesses leading to the idea of
‘necessity based’ bricolage (Duymedjian & Riiling, 2010). A second angle is the way some businesses are able to utilise the potential of
superfluous unappreciated resources in a much more creative way in value creation (Desa & Basu, 2013). Through bricolage,
businesses are able to employ discarded resources to create new products or ideas. This form of bricolage has been referred to as
‘ideational bricolage’, where businesses take advantage of existing values that discarded resources present (Carstensen, 2011; Desa &
Basu, 2013). The bricolage process, therefore, helps to mitigate conditions of resource constraint by enabling businesses to develop
new values, ideas or innovations that contribute to their expansion (Desa & Basu, 2013). In the case of the mobile telephony sector, it
is more the former perspective that is relevant, though in line with Langevang, Namatovu, and Dawa (2012), we take exception to the
idea that entrepreneurs can be simplistically divided into opportunity and necessity entrepreneurs.

Many studies have observed positive bricolage outcomes especially with respect to the growth of firms or entities and innova-
tiveness (Baker & Nelson, 2005; Garud & Karnge, 2003), with some reporting relatively better outcomes for bricoleur firms compared
with their well-resourced counterparts (Gibbert et al., 2007; Senyard et al., 2014). Other studies, however, have observed that the
bricolage process produces lower or inferior quality (Garud & Karnge, 2003) or ‘just good enough’ (Berchicci and Hulsink (2006)
outcomes. Lanzara (1999: 347) argued that, “bricolage is usually associated with second best solutions, maladaption, imperfection,
inefficiency, incompleteness, slowness” and under circumstances where “the outcomes of it are hybrid, imperfect, transient artifacts.”
The duopolistic views on bricolage outcomes highlight the importance of studying the experiences of young entrepreneurs operating
in the resource constrained informal mobile telephony sector.

The bricolage process has been used extensively to explore resource mobilisation initiatives among commercial entities, especially
in the formal sector (An, Zhao, Cao, Zhang, & Liu, 2018; Baker & Nelson, 2005; Baker et al., 2003; Salunke et al., 2013), while
emerging literature has given cognisance to bricolage in the field of social entrepreneurship (Desa & Basu, 2013; Di Domenico et al.,
2010; Langevang & Namatovu, 2019). Little attention, however, has been paid to bricolage processes among informal economy
entrepreneurs operating within resource constrained environments. One exception is Holt and Littlewood (2017) study of waste
livelihoods among the poor in Kenya, which observed various dimensions of bricolage including improvisation, making do and
recombining resources, showing how the nature of bricolage and the bricoleur agent varies depending on the resources used. Al-
though their study provides a good understanding of the processes of bricolage in the area of waste livelihoods in a Sub-Saharan
African context, little is known about the bricolage experiences of informal entrepreneurs working in the rapidly changing, tech-
nologically driven mobile telephony sector in Sub-Saharan Africa. This paper aims to fill this gap by exploring the lived experiences of
informal mobile telephony entrepreneurs in Accra, Ghana. By paying attention to the resources they rely upon to evolve their
businesses in a rapidly changing market, we demonstrate how the concept of bricolage is highly relevant in such contexts.

3. Methodology

This paper is based on fieldwork conducted in Accra with young entrepreneurs operating businesses in the mobile telephony
sector over the period 2011-2013, with repeat interviews conducted in 2017. A qualitative multi-method approach was adopted to
explore the lived experiences and businesses of young entrepreneurs in the mobile telephony sector. The first round of data collection
in 2011 involved a mapping exercise of localities in Accra with a concentration of mobile telephony businesses. Resulting from this
mapping exercise, five study localities were selected to represent the diversity of mobile telephony businesses: Kwame Nkrumah
Circle, Madina, Tema Lorry Station, Kaneshie Station and the Legon-Madina road (see Fig. 1).

Following the mapping exercise, life trajectory interviews with 11 young people operating various informal mobile telephony
businesses in the study localities were conducted.” Repeat interviews, lasting 45 minutes on average, were carried out on a quarterly
basis over a three-year period from 2011 to 2013. These interviews focussed on the young people’s life courses paying attention to
how their businesses have changed over time and the key resources they have drawn on to sustain their businesses over the years. In
addition, biographical interviews were conducted with 25 young people (two-thirds male and one-third female) operating different
mobile telephony businesses in the study localities in 2012, lasting 50-70 minutes. The respondents ranged in age from 21 to 33 years
with an average age of 25. These interviews focused on the young people’s lived experiences, with attention given to their life before
and after starting a business in the mobile telephony sector.

Following a gap of four to five years, we decided to try to trace these 36 young people to discover how their businesses and lives
had evolved. Out of the 11 respondents who participated in the life trajectory interviews, we were able to re-interview eight; two
could not be traced and one had taken a temporary break from running her business following childbirth. Out of the 25 young people
who participated in the biographical interviews, repeat interviews were conducted with 20; regarding the remaining five, three could
not be traced, while one had quit the business to further his education and another had taken a temporary break due to childbirth.
Consequently, a total of 28 follow-up interviews were conducted in 2017, of which 7 were with females (see Table 1). The age of the

2 The life trajectory interviews in 2012/2013 started with 15 participants - three dropped out during the process and one unfortunately died.
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Fig. 1. Map of the Greater Accra Metropolitan Area showing study localities.
Source: RSGIS Lab, University of Ghana.
Table 1
Characteristics of respondents traced.
Source: Compiled from interviews 2011 and 2017.
Name Sex Age Level of education Main business (2011) Main business (2017)
Chub Male 33 SHS Battery recharging Accessories
Boakye Male 30 SHS Repairer Accessories
Frank Male 30 SHS Battery recharging Accessories
John Male 30 SHS Accessories Accessories
Kwesi Male 29 JHS Accessories Accessories
James Male 38 Tertiary Airtime Airtime
Peace Female 29 No qualification Airtime Airtime
Efe Female 25 SHS Airtime Airtime
Prince Male 29 JHS Airtime Mobile money
Ama Female 28 SHS Accessories Mobile money
Akua Female 33 SHS Airtime Mobile money
Innocent Male 31 SHS Airtime Mobile money
Kelly Female 34 SHS Airtime Mobile money
Adjoa Female 28 SHS Airtime Mobile money
Peter Male 25 JHS Airtime Mobile money/Airtime
Naana Female 28 SHS Airtime Mobile money/Airtime
Fausty Female 28 JHS Airtime Mobile money/Airtime
Dago Male 32 JHS Airtime Mobile money/Airtime
Sam Male 26 JHS Phone sales Phone sales
Elvis Male 32 SHS Phone sales Phone sales
Kofi Male 33 No qualification Phone sales Phone sales
Fred Male 30 SHS Phone sales Phone sales
Dave Male 35 JHS Battery recharging Phone sales
Sack Male 34 SHS Phone sales Phone sales/Accessories
Martins Male 29 JHS Repairer Repairer
Kobina Male 33 JHS Repairer Repairer
Okai Male 33 Tertiary Repairer Repairer
Michael Male 29 JHS Repairer Repairer/Accessories
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young people interviewed ranged from 25 to 38, with an average of 30 years. Fourteen of these had attained a Senior High School
qualification, 10 had completed Junior High School and two have a tertiary qualification.® The interviews focussed on discovering
how the life course of the operators had evolved, the current state of their businesses, the key resources they were drawing upon, and
how they had sustained their businesses over the years.

All the interviews were conducted at the business premises of the young people and were audio recorded after obtaining informed
consent. The recordings were transcribed verbatim and several readings of the text conducted in order to get a good understanding of
the data before the analysis, which was done manually using inductive themes and codes depicting the nature of bricolage processes
— ‘making do’, improvisation and refusing to be constrained by lack of resources.*

4. Changes in the mobile telephony businesses

At the time of the initial data collection in 2011, the most dominant business activities in the mobile telephony sector were: sale of
mobile phones and mobile phone accessories, airtime sales, mobile phone repairs and technical support. These activities are pre-
sented individually in this section, drawing on the longitudinal primary data collected to show how they have evolved in differing
ways over time.

4.1. Sale of mobile phones and accessories

The mobile phone sales business has expanded over the years with the growing desire among the Ghanaian populace for mobile
phones. Total mobile telephony voice subscription in Ghana increased from approximately 5 million in 2006 to almost 41 million in
2018 (National Communications Authority (NCA), 2018). With a total population estimated at 30 million, this highlights how it is not
uncommon to have more than one phone in Ghana; this is both a matter of prestige and in order to reduce costs, since it is cheaper to
ring to a phone number on the same network. Moreover, as data packages and charges differ between networks, people prefer to use
specific networks for different purposes to reduce the cost.

Alongside the growing number of Ghanaians owning mobile phones, the number of entrepreneurs who have established phone
sales businesses has expanded to meet the rising demand (Afutu-Kotey, 2013). According to our respondents, initially these busi-
nesses stemmed from the activities of young university students and individuals on business trips who travelled to Europe and the
United States and brought back with them both used and new phones. Such businesses have remained a male dominated activity with
a heavy concentration of sales taking place in the Kwame Nkrumabh Circle Tip-Toe area of Accra and Madina Zongo (see Fig. 1). The
most notable change identified in such businesses between 2013 and 2017 was the increasing proportion of new and technologically
sophisticated phones being sold, relative to the sale of used phones that previously dominated the market.

The mobile phone accessories business comprises the sale of phone accessories and replacement parts, such as chargers, earpieces,
screen protectors, and phone covers among others. Whilst some mobile phone sellers also sell accessories, our mapping exercise
revealed that there are many businesses specialising solely in the sale of accessories. Such businesses are also a male dominated
activity. Although the precise items being sold have evolved over the years, the nature of the business has not seen any major
changes.

4.2. Sale of airtime

For most of the mobile telephony evolution in Ghana, pre-paid customers have outnumbered post-paid customers, although the
latter were in the majority at the initial stages when only the elite could afford a mobile phone (Afutu-Kotey, 2013). As pre-paid
customers must purchase airtime, this opened a window of opportunity to primarily young people who started airtime businesses to
meet this demand. The airtime business is a female dominated activity, which mostly takes place along major or traffic intense roads,
in residential areas, and in other business spaces such as markets and transport terminals.

The airtime business intensified initially with the increase in the number of people with mobile phones, resulting in higher
demand for the scratch cards to upload airtime. In recent years, however, those working in the trade reported that the airtime
business has undergone significant changes as the use of scratch cards to upload airtime on phones has reduced significantly, being
replaced by electronic means of uploading airtime through mobile money services. The drive for so-called ‘e-airtime’ has been heavily
influenced by telephony operators who have been offering bonuses to people who purchase airtime electronically. As the proportion
of people who recharge their phones electronically has increased, the number of people in the airtime trade has reduced substantially
(see Table 1), as is readily visible on the streets of Accra, which has gender implications as this was the one sector dominated by
women.

4.3. Phone repairs and technical support

The mobile phone repairs and technical support sector comprises businesses that fix or replace old mobile phone parts, upload
songs onto phones, and recharge phone batteries. Our data revealed that the repair business is dominated by young males who

3 The educational qualification of respondents did not differ between the two interview periods.
*Pseudonyms have been used in the paper in order to protect the anonymity of respondents.
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typically were previously involved in the repair of watches, radio and other electronic devices. With the emergence of the mobile
phone, and the strong desire of many people to fix rather than replace broken phones, these young people recounted how they saw a
more profitable niche which they moved into. Although the technology of phones is constantly changing, resulting in entrepreneurs
having to learn new skills, the nature of the phone repair business has not changed significantly over the past half-decade.

Some entrepreneurial young men engage in the recharging of mobile phone batteries at transport terminals and markets, a service
that is popular among market women, drivers and their assistants, and other travellers who need to recharge their phones. This was
especially important for individuals who did not have, or had an unreliable, electricity supply in their homes. With the increasing
access to and reliability of the electricity supply in recent years (Amankwaa, 2017; Eshun & Amoako-Tuffour, 2016), most people can
recharge their phones at home or even use a source of electricity, either at the market or transport terminals. Consequently, there has
been a reduction in the demand for phone recharging and a corresponding fall in the number of such businesses. The respondents who
were still running mobile phone charging businesses complained that the business is not as lucrative as it used to be.

4.4. Mobile money services

The most striking change in the mobile telephony sector over the past decade is the emergence of mobile money businesses (see
Table 1), which use mobile phones in conducting financial transactions, such as transfer of airtime, payment of bills and transfer of
money between individuals (Aker & Mbiti, 2010). Over the past few years, a major technological innovation has resulted in the
introduction of an electronic payment system via network operators using a mobile money payment platform. This system enables
individuals to top-up their mobile phones through mobile money platforms. Alongside the bonus they receive by topping up in this
manner, there is also the greater convenience of electronic top-ups, which has made it more attractive than scratch cards. As our
interviews revealed, the mobile money businesses tend to be run by both men and women operating from numerous locations, such as
residential areas, transport terminals and bus stations, and other designated business spaces including markets.

5. Entrepreneurs’ responses to the changing sector using bricolage

In this section we examine the ways in which entrepreneurs working in the various support services of the mobile telephony sector
utilise various forms of bricolage in responding to the changes confronting them in their attempts to sustain and grow their businesses
in the context of limited resources. As Ligthelm (2010) has argued, the ability of entrepreneurs to adapt to changing environmental
circumstances is an important attribute in the sustenance of enterprises in competitive or challenging business environments. Three
key strategies are presented: switching business, diversifying business, and skills acquisition.

5.1. Switching business

By switching businesses, the young entrepreneurs engage in bricolage through improvisation (Di Domenico et al., 2010) by
creatively switching from one business activity to another in order to survive the challenging and fast changing business environment
in which they operate. The operators who specialised in selling airtime are those who have had to improvise by creatively switching
out of their business with the greatest frequency. With the gradual shift from scratch cards for airtime to electronic transfers, many of
the airtime operators have either switched into the provision of mobile money services or added mobile money services to their
existing operations in order to remain in business. Naana (female, aged 28) was operating an airtime business when we first in-
terviewed her in 2012. By 2017, she had added mobile money services to her business, explaining that, ‘mobile money business
moves faster than airtime business these days.’ Similarly, Prince (male, aged 29), was exclusively running an airtime business in 2012
but when we met again in 2017, he had switched into mobile money services. Several of these young people had improvised by
creatively switching into mobile money in order to stay in business.

Many of the young entrepreneurs who had operated phone recharging businesses had switched business due to a drop in the
demand for their service. There were two key reasons for this falling demand: first, the power supply in Ghana had become much
more reliable — at the peak of the power crisis some young people were even using generators to supply power for their mobile phone
charging businesses — resulting in there being easy access to power for recharging their phones; second, many people own smart-
phones for which they carry power banks in order to recharge their phones. Common strategies for former phone recharging business
owners include moving into other activities, such as a mobile money transfer business or the selling of phone accessories. Chub (male,
aged 33), who had switched from mobile battery recharging into the sale of phone accessories explained how:

Most people are not bringing their phones for recharging as the power situation is good and they are able to charge their phones
using power banks. Some people also don’t feel comfortable leaving their smart phones with us.

This shows how, coinciding with the increasing use of smartphones, individuals have become more security conscious and have
data concerns regarding their phones (Ben-Asher et al., 2011) making them reluctant to leave their phones for recharging in public.
Through the switching process, young people engage in bricolage through improvisation to create value for themselves and their
businesses in a sector confronted with increasing change.

5.2. Diversifying business

Closely linked to switching is diversification, whereby young people engage in bricolage by improvisation (Di Domenico et al.,
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2010) in order to sustain their businesses. In response to changes within the mobile telephony sector, many operators do not depend
on a single line of business. Their strategy is to engage in bricolage through improvisation by diversifying their business activities in
order to survive and potentially expand in the future. As Sack (male, aged 34), a phone dealer, explained, ‘You cannot depend on only
one business line if you want to survive in future. You must add different products that sell quickly’. Typically, the business lines that
are added are also within the mobile telephony sector. For example, the majority of people who were engaged in the sale of airtime
scratch cards have diversified their activities by adding mobile money transfer services since they are more profitable; most mobile
phone users who rely on the electronic payment system utilise the services of mobile money operators to transfer money into their
accounts. Fausty (female, aged 28) recounted how:

I was doing the recharge cards and airtime transfer only but I have added mobile money. As for the mobile money, now it is
moving faster than the rest. At first it was credit transfer and airtime that were moving but mobile money has taken over and that
is more profitable.

The diversification process is also illustrated by the experiences of Dago (male, aged 32), who was initially just selling airtime:

The electronic system of recharging mobile phones has also brought intense competition as many people would want to recharge
online [purchase airtime] and get bonuses. The mobile money services have reduced my customer base and I need to be in
business. I've added mobile money services as that is what is moving faster.

Some phone repairers have diversified their business activities by adding the sale of replacement parts, such as batteries, phone
screens and screen protectors to their repertoire, in order to boost their income base. These entrepreneurs have noted that there has
been an increase in the number of repairers over the past few years resulting in rising competition. This was captured by Boakye
(male, aged 30) who asked:

Have you seen these screens? I'm selling them and if people come with faulty screens, I don’t have to go elsewhere to buy the
screens before replacing it to customers. I use my screens and take the small profit on it. This has kept the business moving.

The ultimate objective of improvising by diversifying, as exemplified by Boakye, is to move with the times in order to stay in
business. Using the strategy of diversifying into more profitable activities within the mobile telephony sector is a creative way of
making the most efficient use of the meagre resources at the disposal of the young entrepreneurs (Di Domenico et al., 2010; Salunke
et al., 2013). By engaging in these bricolage processes, young people are able to keep moving with the changing times while
remaining in business.

It is important to note that not all young people are able to successfully switch and diversify their businesses. Young people who
are unable to do so have experienced the greatest challenges in keeping their businesses going over the years. A key challenge is the
increasing competition in the sector, which reduces their customer base and future business prospects. This requires continuous
improvisation by bringing creativity into their businesses in order to succeed (Di Domenico et al., 2010; Salunke et al., 2013). Young
people who are unable to improvise experience their businesses stagnating. The inability to engage in bricolage to bring about
improvements in his business was captured in the narrative of James (aged 38) who deals in airtime at the wholesale level:

With the advent of the electronic system of mobile credit recharging and its numerous attractive bonus packages, the airtime
business has slowed down. My profit margin compared to what I was making five years ago has reduced significantly. This has
seriously affected me as the business is not moving forward.

James has maintained the same business line since we first met in 2011, demonstrating the impact of not being innovative and
moving with the times.

5.3. Skills acquisition

Most young people involved in the mobile phone repair business have picked up the skills of repairing phones through traditional
apprenticeship arrangements (see Aryeetey, Doh, & Andoh, 2013; Gough, Langevang, Yankson, & Owusu, 2019) under the tutelage of
master phone repairers. Many of these master craftsmen were previously engaged in repairing watches and other electronic gadgets.
With the advent of the mobile phone and associated decline in the number of people using watches, many of these repairers have
moved into the phone repair business where they engage in bricolage by ‘making do’ with the limited resources at their disposal
(Baker & Nelson, 2005). Not only do they engage in bricolage by using their already existing skills from the watch repair business, but
the master craftsmen have subsequently trained a number of young people who do not have the means to go through formal training
programmes in phone repairs.

Once an apprentice has been accepted by a master repairer, the learning process takes between six months and one year. At the
initial stages, the apprentice must run errands ranging from buying repair parts and food for the master. Over time, the apprentice is
exposed to the repair process and gradually learns under the guidance of the master repairer until reaching the point where he” is able
to handle repairs on his own. As is typical for apprenticeships in Ghana, during this learning period, the apprentice is not paid but
receives small allowances and tips from the master repairer (Gough et al., 2019). Michael, a mobile phone repairer (aged 29),
explained how through his own ingenuity he managed to save some money even while an apprentice: ‘Sometimes, you will go out to

5 We use the pronoun he here as all those engaged in repairing mobile phones were male.
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buy something and you’ll bargain for them to reduce the price. As for that one, the money is yours. It is not for your Master; it is your
own money.” Through the skills acquisition process, the young entrepreneurs are thus able to create value from nothing (Baker &
Nelson, 2005; Salunke et al., 2013).

In addition, young phone repairers engage in bricolage through improvisation in periodically upgrading their skills in order to
keep up with the technological changes in the sector. Upgrading of skills is particularly key for the phone repairers, where advances
in technology result in new more sophisticated phones frequently entering the market. To keep themselves abreast of these changes,
the repairers spend considerable time on the internet learning about the features of these new phones. The process of acquiring new
skills amid continuing technological change was captured by a phone repairer Martins (male, aged 29) as follows:

If you take the iPhones for instance, at first there were only a few models, but now they come in different models. So, the more we
get new phones, when you visit the internet you will understand everything. ... This one for instance I was not taught, but when
the time came, I did my own research and got to know it.

The repairers reported that they rely on their own ingenuity and efforts in the acquisition of the knowledge and skills needed in
repairing mobile phones. There is no avenue for the young entrepreneurs to upgrade their skills, because of which they have to
improvise by picking up pieces of information on the internet in order to stay in business.

Having explored the changes in the mobile telephony sector in recent years, and the ways in which those working in the sector
have confronted these by engaging in various forms of bricolage to stay in business, we now turn to examine how young en-
trepreneurs utilise bricolage in mobilising different kinds of resources to sustain and move their businesses into the future.

6. Mobilising resources for business

Gaining access to resources for business is challenging, especially for young people running their own businesses in the informal
economy (Langevang et al., 2016). Financial institutions are reluctant to lend to informal economy entrepreneurs, especially young
people, as they are considered risky (Ghana Trades Union Congress, 2009; Langevang et al., 2016; Nassuna, Jeppesen, & Balunywa,
2016), hence banks and other institutions make it difficult for such individuals to meet their collateral requirements. Loans that are
issued are charged high interest rates.® Due to their inability to raise monetary resources through the official financial system, young
entrepreneurs within the mobile telephony sector engage in bricolage by mobilising resources through their own initiatives and
ingenuity, through improvising, and via their social networks (Mumba, 2016). These resources extend beyond just finance to include
information about available spaces to operate from, and ideas for starting and running businesses. This section is divided into two
themes: self-support and social networks.

6.1. Self-support

Entrepreneurs draw heavily on their own initiative to start their businesses. The funding for starting and operating small busi-
nesses in Ghana, especially those operated by young people, largely comes from their own savings or informal contacts, with very
little support from banks and the institutional system (Yankson and Owusu, 2016). Through self-support and ingenuity, young people
mobilise financial resources to maintain and even expand their businesses. The sentiments of a section of young people on how they
mobilise financial resources in running and sustaining their businesses are captured below:

I have never gone for a loan. Never! But the little profit [ earn is what I use. It is this little profit that I reinvest into the business.
(Prince, male, aged 29, mobile money vender)

I raise funds only from my profit. Like I said, I don’t get funding from any bank or relative. I rather give to some of my relatives.
(Sam, male, aged 26, mobile phone sales)

Who will help you? We own ourselves. As for the bank I don’t know if they are there for some of us. (Kobina Baah, male, aged 33,
mobile phone repairer)

As all of these young people reported in both the initial and subsequent interviews, they have never received any support from the
formal financial system, either from a bank or microfinance institution. The alternative for most young people is to engage in
bricolage by gradually mobilising savings from any money they earn or can raise. Through this process, young people are able to
make do with the little at hand irrespective of the constraints posed by the financial system (Baker et al., 2003; Ciborra, 1996; Di
Domenico et al., 2010; Duymedjian & Riiling, 2010; Holt & Littlewood, 2017). They must mobilise from any meagre resources that
come their way, while confronting the challenge of limited institutional support to young people, especially those operating within
the informal economy.

The self-support and ingenuity of the young entrepreneurs is not limited to financial resources. Many alluded to engaging in
bricolage by relying on their own initiatives with respect to ideas for starting and expanding their businesses. The young people look
for any opportunities in the challenging business terrain to start businesses that they think have a future. Moreover, many rarely rely
solely on one line of business; while running one enterprise they look out for opportunities to start other business lines alongside. A
quote from Innocent (male, aged 32, airtime and mobile money vender) captures this phenomenon:

6 According to the Bank of Ghana, average base rate at end of January 31, 2018 was 25.6 % compared to 27.6 per cent at end of January 2017.
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Nobody introduced me to this business. It was my own initiative. I first started operating a communication centre [pay phone
service], then I started the space-space business alongside selling recharge cards. I look out for every little business opportunity
and act on it. I must say that the profit from these small businesses is what I use in expanding the business.

Similarly, Elvis (male, aged 32, mobile phone seller) reported how he slowly managed to expand his business:

I started with keypad phones on my own and gradually the profit you get then you put it down. When you save enough then you
go and buy another one. Let’s say you sell it and get 50 Ghana [Cedis] and you buy another phone. Gradually the business will be
growing, little by little.

From the narratives above, it is clear how young people utilise bricolage by relying on their own initiative and ingenuity (Baker
et al., 2003; Di Domenico et al., 2010) in exploring business avenues to invest in within a difficult and fast changing environment,
while ploughing back the little profit they make in order to expand and sustain their business.

6.2. Social networks

Aside relying on ingenuity and self-support, for some of the entrepreneurs, evidence of bricolage could be seen in the form of
support from their network of relations (social capital), which is crucial in the resource mobilisation process. This network of
relations comprises primarily of support mobilised from friends and family members for business purposes. Over two-thirds of all the
young entrepreneurs interviewed alluded to receiving some support from family relations and friends. For most young people, the
institutional setting places a constraint on their ability to mobilise resources for their businesses due to difficult collateral require-
ments and high interest rates. They respond by engaging in bricolage through the utilisation of bottom-up approaches of mobilising
resources from friends and family relations. This support comes in various forms such as finance, information, advice, and access to
space for business, as captured in the following statements from two young entrepreneurs:

I started this business [airtime] at a corner under a staircase in Madina. But through a conversation with a friend, I got to know
that the owner for my current shop was looking for someone to rent the shop because the previous tenant was not paying her bills
regularly. So, I quickly went to talk to the shop owner, paid some money to him and he rented the shop to me. (Kelly, female, aged
34, mobile money and airtime)

A friend introduced me to the business. From the beginning I wasn’t comfortable with it because [I went] right from SHS to the
street. Sometimes you will be meeting a lot of friends and they will be asking so many questions, but I had to do it as there were
limited opportunities. (Elvis, male, aged 32, phone sales)

Although Elvis mobilised ideas for his business through friends, as he indicates, some of his friends tease him because after leaving
high school he started a business on the street, indicating the double-edged sword of people’s networks of relations. Elvis was hesitant
in going ahead with his business but had no other option as there is limited paid employment, especially in the formal sector. Through
their friends and family relations, young people are able to mobilise various kinds of resources in a business environment that offers
very little in terms of support to young informal economy operators, thus, demonstrating the value of social capital for generating
resources for small and informal businesses (Fuller, 2003; Mumba, 2016).

Access to business operating space has become extremely difficult for young people in the informal economy. This has been
worsened by concerns regarding the influx of foreign nationals, primarily Chinese and Nigerians (Bosiakoh, 2017; Giese, 2017), who
have ventured into the retail trade, despite this being against the law in the case of small businesses.® The influx of foreign nationals
has contributed to increases in rental values, with some landlords preferring to rent out their stores or business spaces to foreigners
who are able to pay more than Ghanaians. In an attempt to overcome the lack of business operating space, many young people,
especially those engaged in the sale of mobile phones, accessories and airtime, start their businesses by selling out of their hands
moving from one location to another or position themselves at strategic spaces from where they sell their goods to passers-by. Selling
by hand amidst densely occupied spaces demonstrates how young people engage in bricolage by making do with the limited resources
at hand. When we met Elvis (male, aged 32) in 2012, he did not have a fixed location from where he sold mobile phones but roamed
around at Madina Zongo junction. He narrated how he has mobilised resources over the years to expand his business:

I started my business in my hands. I didn’t have anywhere to sell, and I couldn’t afford to rent a place at the time. What I did was to
hold the phones in my hands and approach people and sell to them by the roadside. Gradually, the small profit I was making was
what I reinvested into the business. I got the capital from the little profit I raised, and I used it to buy one or three phones and I had
to make my own table on which to sell the phones. Getting a place wasn’t easy from the beginning, but I met a friend who has a
store, so I approached him to position my table in front of his store and he allowed me.

Elvis currently operates his business in a glass box in front of his friend’s store at Madina Zongo junction. His case shows how
young people use their social networks to confront the challenge of gaining access to business operating space in Accra. Over time,
some are able to creatively mobilise financial resources by saving from their profits to rent space elsewhere for their businesses.
Through this gradual process of bottom-up resource mobilisation and conscious savings, young people have been able to expand their

7 SHS is an acronym for Senior High School.
8 The Ghana Investment Promotion Council (GIPC) Act, 2013 (Act 865) forbids foreigners from engaging in lower echelons of retail trade in
Ghana.
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businesses. The attempts to resolve the space challenge demonstrate how young people make do with the little at hand by creating
value from nothing (Duymedjian & Riiling, 2010; Holt & Littlewood, 2017).

Key to sustaining social networks and accessing embedded resources is trust building. The young people creatively utilise this
avenue by mobilising resources to sustain their businesses. In order to overcome the challenge of limited access to credit, some young
people arrange with specific suppliers who provide them with goods on credit; after selling these goods they reimburse the suppliers.
The young entrepreneurs described this avenue as a less expensive means of accessing credit without paying the exorbitant interest
rates and charges of banks and micro-finance institutions. The success of this arrangement, however, largely depends on the trust the
young people have built with suppliers over time, as captured by Peter (aged 25), an airtime dealer located in Madina:

For the airtime, I have an agent who supplies me on credit. Because of the good relationship I have with him, sometimes he can
even call me to ask if [ need credit, and if I say yes, he sends it to me and comes for the money or I go give it to him later.

For young people who make repayments regularly, suppliers are willing to continue to honour the credit arrangements as they are
confident that repayments will be made. Through this process, the young entrepreneurs make do by creatively mobilising interest free
resources from non-conventional sources that they use in running and sustaining their businesses.

As well as gaining the trust of suppliers, young entrepreneurs try to build up a loyal customer base. Strategies to do this include
offering good customer service and selling high quality products. John (male, aged 30), who was selling phone accessories, explained
how he treated his customers:

For some people it depends on the way you talk to them as well as the quality of the product you sell. This will make them buy
your product and when they leave, they will tell others to come and buy. Sometimes people come around to say, ‘Oh it is someone
who gave me the direction’. We are honest people sitting here.

Similarly, Baaba (female, aged 30) who was selling mobile phones emphasized the importance of customer service:

Oh, you see it is about the way you approach and talk to your customers. Whether good or bad, right or wrong, the way you will
relate with the customer is what will motivate the customer to purchase your phone and come back next time or recommend you
to another person. If people come to you and you don’t treat them well, they will not return to you again.

These narratives show how young people make do by utilising their ingenuity to establish relationships based on trust with their
customers in order to survive in the competitive business environment in which they find themselves. They build this trust through
selling quality products and offering excellent customer service, all of which bring about recommendations from customers.
Consequently, most young people through their ingenuity and innovativeness manage to stay in business (Wildman, 2007). Having
demonstrated how young entrepreneurs engage in bricolage to mobilise resources for their businesses, we now turn our attention to
the role of bricolage processes in envisioning their possible futures.

7. Bricolage and possible futures of entrepreneurs in the mobile telephony sector

Many of the young entrepreneurs in the mobile telephony sector were observed to be engaged in bricolage through improvisation,
whereby they switch businesses, diversify and learn new skills in order to keep their enterprises running. This raises some key
questions regarding their futures: How do these bricolage activities affect the young entrepreneurs’ prospects? What futures do young
people in the mobile telephony sector envision for themselves? What power do these young people have to shape their own futures?
These questions will be discussed in turn here.

First, having to engage in bricolage clearly affects the ways in which young entrepreneurs run their businesses and has im-
plications for their future. Having to rely on self-funding, support from their social networks and ingenuity to mobilise financial
resources, all of which are insecure sources, results in the entrepreneurs being vulnerable financially. Mobilising resources informally
has long been noted to affect future growth prospects of businesses (Cressy, 1995) and is not exclusive to the mobile telephony sector
or Ghana. As Gough, Chigunta and Langevang (2016) have shown in a Zambian context, young entrepreneurs operate in very
insecure environments where the death of a sponsor, for example, can signify the end of a business. Obtaining funding from formal
sources, such as banks, however, would not necessarily be advantageous for the young entrepreneurs. Mobilising funds informally
shields business operators from the high interest rates charged by the formal financial system. Afutu-Kotey (2013) shows how young
entrepreneurs who have obtained funding from banks or microfinance institutions have struggled to pay these high interest rates,
resulting in some businesses collapsing. Despite the insecurity, raising finance through informal sources by engaging in bricolage can
be advantageous for the future of young entrepreneurs’ businesses. It can also increase the entrepreneurs’ personal control over their
enterprises, which has been shown to ensure brighter prospects (Fuller, 2003). Having a good understanding of the potential sources
of cash and knowing when, how and which source to approach, is crucial for the success of businesses (Henry, 2016).

In Ghana, and elsewhere in Sub-Saharan Africa, although many people start businesses, there is a high failure rate; the dis-
continuance rate in Ghana for men is 31.6 % and is even higher for women at 45.1 % (Langevang, Gough, Yankson, & Owusu, 2015).
The main reasons these businesses fail are accessing finance, lack of profitability, and personal reasons (Langevang et al., 2015). The
fact that most of the young people interviewed in 2012 were still operating their businesses five years later, reflects their ability to
engage in bricolage through a continued process of improvisation, ingenuity, drawing on social capital and personal commitment. It
also demonstrates the attractiveness and continued importance of the rapidly changing mobile telephony sector, which augers well
for the future of the young entrepreneurs.

Second, we turn to consider the futures young people in the mobile telephony sector envision for themselves. Most young people
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operating mobile telephony businesses plan to stay within the sector, which is markedly different from other business types that
typically young people move into and out of ‘trying their luck’ (Esson, 2015; Langevang, 2008). This practice of seizing opportunities
as they unfold and rapidly changing business sectors has been aptly coined ‘zigzagging’ (Gough, Chigunta, & Langevang, 2016; Jones,
2010). The mobile telephony sector differs as it is seen by young people as being profitable with a promising future. Moreover, a key
motivation for entering the sector is the passion that young people have for mobile phones (Afutu-Kotey, Gough, & Owusu, 2017),
which results in them wanting to stay in mobile telephony even if they switch businesses and diversify within the sector. As Fuller
(2003) has argued, personal commitment can transcend economic constraints for small (including informal) businesses. Most young
people interviewed expressed growth aspirations including acquiring bigger premises, expanding into wholesale, opening new
branches, purchasing new equipment, and acquiring new skills (Afutu-Kotey, Gough & Owusu, 2017). Some are successful in
achieving these aspirations whereas for others, although their aspirations remain elusive, they tend to stay in the sector.

A typical case is Kwesi, a young man aged 29 who was dealing in phone accessories when we first interviewed him in 2012. His
vision at that time was to expand his business into wholesale phone accessories. Five years later, Kwesi had expanded his business and
was operating from a bigger glass cabinet but he had not managed to move into wholesale due to lack of financial capital. He was
continuing to engage in bricolage in order to try to achieve his ambition to travel outside the country and bring back phone ac-
cessories to sell wholesale. Similarly, Okai (male, aged 33, phone repairer), whose plans have not changed since 2012, foresees
himself in the future expanding his business into training young people in phone repairs:

I see myself establishing a mobile phone repair training school for the youth in future. This is the project I want to do, and I think I
will need support to get a big place to train the youth... I am thinking about what I can do to help them.

In both cases, these young men have high ambitions for the future but their lack of access to any formal support means they have
no clear pathway to achieve their goals. Thus, although engaging in bricolage has enabled them to stay in business, it has not yet
provided them with a means to expand their small informal businesses.

It is important to recognise, however, that not all the young people interviewed envisioned their futures in the mobile telephony
business, especially those selling airtime who saw it as a quick way of earning money. A typical example is Efe (female, aged 25) who
was selling airtime in 2012 when we first interviewed her. She noted at the time that, ‘I don’t see my future in this business.” Her aim
was to save money in order to go back to school. When we interviewed Efe in 2017, her situation was unchanged. She was still
running her airtime business because she aspires to go back to school but her chances of doing so are tied to the prospects of the
business going well.

Third, we address the interesting but challenging issue of the power these young people have, to shape their own futures. As this
study has shown, young people clearly have a degree of agency, deciding which businesses to enter and engaging in bricolage to try to
grow their businesses. They face restrictions though at every turn having to rely on the limited resources they can raise informally and
having to be ingenious to find ways of learning new skills to run their businesses. Inevitably, young people are constrained by the
neoliberal economic environment they are working within. As Carmody (2012) has argued, ‘Africa is incorporated into the global
technological revolution primarily in a dependent manner — as an importer, rather than producer of technology’. Consequently,
mobile phones are being absorbed into economic structures but are not transforming them, rather they reinforce inequitable
structures and poverty (Carmody, 2012). Thus, while the mobile telephony sector enables some young people to run profitable
businesses, and the sector holds much more promise than many others, young entrepreneurs are heavily restrained by national and
global economic processes.

8. Conclusions

This paper contributes to our understanding of how informal economy entrepreneurs in a global South context engage in bricolage
in order to establish and run businesses in resource constrained environments. Young entrepreneurs operating in the rapidly
changing, technologically driven mobile telephony sector in Ghana utilise bricolage in various ways to mobilise resources that enable
them to set up and sustain businesses. Bricolage as improvisation (Di Domenico et al., 2010) is a key process whereby the young
entrepreneurs creatively utilise strategies, such as switching from one business to another or diversifying their business activities
within the same sector, as they perceive better ways of increasing their incomes within the continually changing sector. A core
example of this is young entrepreneurs who had innovatively established mobile phone recharging businesses in busy marketplaces
and transport hubs, moving into other sectors, such as mobile money transfer or sale of mobile phone accessories after the electricity
supply improved making their initial businesses redundant.

Another key bricolage process observed is making do (Baker & Nelson, 2005). Young people were found to utilise pre-existing
skills gained from other activities and use them in the mobile telephony sector. Here those engaged in mobile phone repairs stand out
for the way in which they use skills gained in learning to repair watches to instead repair mobile phones, after the demand for the
latter came to far exceed the former. The young entrepreneurs do not only ‘make do’ though, they also must be innovative to acquire
new skills, most of which they gain from the internet, as mobile phone technology develops. Bricolage as refusing to be constrained
(Salunke et al., 2013) is clearly evident throughout the mobile telephony sector in Ghana. Despite the challenges they face, the young
entrepreneurs rarely admit defeat, drawing on social networks of people they trust, especially friendship groups, to mobilise resources
(including financial and accessing business space) to run and develop their businesses. The sustainability of these businesses is
important for the individual entrepreneurs, their families and their futures (Fuller, 2003).

The paper has also added valuable knowledge concerning the trajectories of young people entering the mobile telephony sector.
Unlike sectors, such as dressmaking and cane weaving, where the technologies have changed little over the years and the trades are
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seen as being for ‘school dropouts’ (Gough et al., 2019), or other sectors that young people enter and quickly leave again ‘trying their
luck’ (Esson, 2015; Langevang, 2008), mobile telephony is seen as a desirable sector which, for those able to engage in bricolage, it
can provide a sustainable livelihood. Where other studies have illustrated the way in which young people ‘zigzag’ between sectors,
(Gough et al., 2016; Jones, 2010) by adopting a longitudinal approach, this paper shows that the majority of young people who
establish a mobile telephony related business chose to enter and stay within the sector. This is even more remarkable given the pace
of technological change affecting the sector; for example, within a five-year period, a whole activity - the airtime business - was
totally transformed with the introduction of electronic payment systems. Although technological change affects all informal economy
operators, the rate and magnitude of change is greater within the mobile telephony sector compared with other sectors. In settings
where resource availability is especially limited for young people (Gough & Langevang, 2016), their commitment to remain in the
mobile telephony sector is an encouraging finding.

The mobile telephony sector will undoubtedly continue to be seen by young people in the global South as an attractive sector
within which to set up a business. As forthcoming technological developments affect entrepreneurs operating within the sector, they
will have to maintain their creative strategizing in order to stay in business. The future for young entrepreneurs in the mobile
telephony sector looks promising as they have demonstrated an ability to creatively utilise numerous strategies in confronting its
rapidly changing nature. Despite many young entrepreneurs having demonstrated an ability to survive through engaging in bricolage,
however, it is important that they are not just expected to cope on their own (Gough & Langevang, 2016). A supportive institutional
framework, including affordable credit facilities and training in small business management, from governmental agencies, civil
society and interested private organisations, would help young entrepreneurs propel their businesses into the future.
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