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Introduction 

The nexus between small enterprise and family has been emerged the significance. The 

global businesss conglomerates, such as; Ford, Samsung and Walmart are some of the 

household name that carry the family business tradition. Found virtually in every sector of the 

world’s economies, family enterprises are the most common form of business entity in the 
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world. Scrutiny in previous research refers that family enterprises comprise the major share 

of overall business in developed economies and made notable contribution to wealth creation, 

job generation and competitiveness (Westhead & Cowling, 1997). The small enterprises are 

also saturated with the family ideology at the workplace level (Ram & Holliday, 1993). 

However, their ownership, management, and family composition create a complexity that 

requires special knowledge and skills in order to understand and advise them effectively. 

Family-own small enterprises are very common in Malaysia, especially in remote area. 

Generally businesses followed the family ownership structure are reported to contribute more 

than half of the Malaysian's gross domestic product (GDP) (Ngui, 2002), eventually an 

impotant fuel to accelerate Malaysian economy growth. On the other hand, Family 

attachment and the evocation of family culture pretend a significant influence on social 

connections in small firms. Yet, does this seemingly generalized identification of the 

magnitude of family exercise to small nursery enterprise, which functions in a sector relavent 

more with ‘innovation’ and ‘dedication’ than kinship ties? What are the issues and challenges 

in transferring business practices to other societies? Does commercial wisdom differ across 

cultures and countries? 

Through the medium of a long observation and case study on Pak Syed Restaurant & Nursery 

(a small husband and wife –owned nursery and café business) which is a business venture 

under An Boon Enterprise in a remote location of Perlis, this case study explores above 

questions for family enterprises. Hence, this arouse interest in these questions, we first look at 

the importance of this form of business organisation; then we ask about the current state of 

knowledge in this area, then we provide some personal data on the enterprise in question. 

 

Background of Problems 
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The family-run or family-owned enterprise is the most available form of business 

oeganization in the globe. Variety of previous studies argued that family ownership is key 

form in most countries.  According to nonprofit organization Family Firm Institute, family 

businesses comprise 80 percent of all business enterprises and generate 60 percent of the 

country’s employment in the United States. As a result, families are present in 1/3 of the S 

and P 500 (Standard and Poor 500) and hold nearly 18 percent of companies’ equity stake 

(Anderson and Reeb, 2003). Conversely, research indentified that family enterprises are 

superior performers than non-family owned enterprise (Sraer & Thesmar, 2006; Favero, 

Giglio, Honorati & Panunzi, 2006; Gursoy & Aydogan, 2002). 

Contrary to the popular image of modern corporations as being widely held and run by 

professional managers, many of the world's firms continue to be controlled by families or the 

State (Porta, Lopez‐de‐Silanes, & Shleifer, 1999). Familial capitalism matters in most 

economies. However it matters in different ways--depending on the context family firms can 

exhibit best and worst practice (Morck and Steier, 2005). On the other hand, to explain the 

term ‘family enterprise’ there is no one definition, but there are a few working definitions that 

have evolved over the years.Along the side of various working definition of family 

enterprise, here is one broadest definition to explain the term; 

“Family Firms are those in which multiple members of the same family are involved 

as major owners or managers, either contemporaneously or over time (Miller, Le 

Breton-Miller, Lester, & Cannella, 2007).” 

As mentioned in the Figure 3.1, the statistics of global contribution by the family businesses 

reveals the significance and scope of this form of business organization in recent time. An 

interview with John Davis at Harvard Business School reveals that family firms account two 

thirds (2/3) of all businesses around the world and create an estimated 70-90 percent of global 
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GDP annually. Moreover, family firms generate between 50-80 percent of jobs in the 

majority of nations worldwide, whereas family firms are between 70-95 percent of all 

business entities in most countries around, and the world and 85 percent of startup firms are 

found with family capital, repoted by European Family Businesses (EFB, 2012). Eventually 

65 percent of family businesses are observing for sustainable economic growth over the next 

five years (PWC, 2012). 

 
Figure 3.1 

Percentage of family business contribution to national GDP 

Source: The Tharawat Magazine, Issue 22, 2014. 

In terms of regional highlights, China has 85.4 percent of their private enterprises that owned 

by families, according to Sun Yat-sen University, Zhejiang University and Hong Kong-based 

family firm Lee Kum Kee (CD, 2011). In addition, a report in the Financial Times (2014) 

exerts that the nest generation of rich family business owners in China have expressed an 

overwhelming desire to keep succession within the family. On the contrary, family business 

in Europe represent 60 persent of all business entities in the region and account 1 trillion 

Euros in turnover that contribute 9 percent of the European Union’s GDP, indeed, that creates 

5 million jobs in the region, sharing 40-50 percent of all employment (KPMG, 2013). 

Additionaly, outside the oil sector in Middle East, 80 percent of its business and the largest 

contributor of its GDP are either family-run or family controlled (PWC, 2012). 
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Figure 3.2 

Percentage of workforce employment by family businesses 

Source: The Tharawat Magazine, Issue 22, 2014 

As evidenced in the Figure 3.1, Mexico, Brazil and Dominican Republic have the highest 

contribution of family business to their GDP represent 90 percent, 85 percent and 80 percent 

respectively. Conversely, Malaysian economy contributed by 67.2 percent which is higher 

than India, China, France, USA, Germany and Singapore. Moreover, family business 

generate jobs and decrease unemployment. As reported in Figure 3.2, Italy, Ecuador and 

Lebanon are the top market that supported by this form of business and generate more 

employment and the contribution is 94 percent, 93 percent and 85 percent respectively. 

However, family business contributes in 65 percent of job creation in Malaysian market that 

is higher than USA, Germany, Chile, Brazil and Finland. In addition, the Figure 3.3 shows 

Dominican Republic, Germany, Bahrain, Italy and Venezuela are the top four countries that 

have the highest percentage of family business in the private sector represent 96 percent, 95 

percent, 93 percent and 91.5 percent respectively. In compare to them Malaysia has 70 

percentage of family business in the private sector that is still higher than the Netherlands, 

Belgium, Fance, Hong Kong and Taiwan. However, the result refers that Malaysia has larger 

percentage of family firms in the public sector compare to its counterpart. 
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Figure 3.3 

Percentage of family businesses in the private sector 

Source: The Tharawat Magazine, Issue 22, 2014 

Problem Statement 

Despite the significance of family business as a whole, the contribution of family owned 

small and medium enterprises (SMEs) is undeniable. According to The Tharawat Magazine 

(2017); 

“In the western developed countries the key pattern to consider is the high 

concentration of family ownership found among small and medium-sized enterprises 

in real economy sectors such as agriculture, manufacturing and construction. Among 

small and medium-sized companies, the percentages of family businesses can reach as 

high as 98 percent and the employment rate for family-owned SMEs is typically more 

than 65 percent.” 

Though family-run small enterprise is the same form of family business, however, there is a 

general difference between small or medium enterprises and large corporations. Depending 

on the business size and level of operation these firms may difer, yet one common family 

ideology and emotion will exist within every business organizations. However, the family 

members have to manage their emotions that affects their interpersonal dynamics which 

emerge in the family business at both the group and individual level (Betancourt, Botero, 

Ramirez, Vergara, 2014). The author argued that even interpersonal relation has affected by 
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the emotional intelligence in the organization, it was depend on the individual’s goals, 

communication history and willingness to employ their emotional intelligence capabilities to 

resolve any emerging conflict. There is even a book “Spousonomics” which uses economic 

theories to solve everyday marital conflict in the family shared works. 

Sam Prochazka---an authos of The Entrepreneur asserts “running a business with family 

requires discipline, planning and recognition that family relationships are fragile and come 

ahead of everything else.” The motivation behind this advice strikes a universal chord---

‘family first’---yet the manner in which it is implemeneted across cultures is the question to 

be probed. There are some advices that have given in the US family business, such as; 

selecting a leader, avoiding handshake agreements, relatives can’t be rired, make constructive 

criticism and recognizing clind spots. While some of the advice is true everywhere---giving 

constructive advice---it is not every culture that selects its leaders or writes out contracts 

between family members! 

Specifically, when we look at advice given in a mother-daughter business, once again some 

of the differences can be striking, such as; establishing clear boundries, shed your mother-

daughter roles at work, use your special ties to your advantage, use your relation to a high 

standard and schedule business-free time together. For eastern families, such advice seem 

excessively bureaucratic and formal. The contrast is equally sharp when we look at the 

suggestions provided for couples in business: in particular, the emphasis on constantly 

adjusting to ‘power’ within the family is recognisable. How can such advice be relevant or 

implemented in Malaysia. The importance of such advice perhaps lies more in making us 

aware of the issues that need to be resolved and a recognition how they are resolved, through 

explicit agreement or implicit culture, in different societies. 
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About a third of all family businesses are husband-and-wife teams. While some sweethearts 

can handle the dual pressure of building a relationship and a company, many others warn it's 

a difficult path. The constant interaction, the strain of juggling work and personal life, and the 

trials of entrepreneurship—especially in a difficult economy—can take a toll. Lots of couples 

don't see eye to eye or can't handle the stress, financial risks or sheer amount of time that 

"copreneurs" must spend together. 

Glenn Muske, a small-business specialist at North Dakota State University, has studied 

copreneurs for nearly 15 years. In the worst cases he's seen, the stress "took down the 

business and it took down the marital relationship. I don't think everyone is cut out to do it." 

The secret to making it work? Have a good marriage in the first place. Many couples say the 

complementary personalities that brought them together make them logical business partners. 

In the best cases, couples are "truly so in sync with one another that the business becomes an 

extension of the relationship they have with one another," says Mr. Muske.” 

Research Questions 

This case study is based on the following raised questions; 

1. How is the growth of the family-run enterprise? 

2. How stable is the customer base on a highway? 

3. Whaat steps are being taken to cater to customer preferences and culinary tastes? 

4. What are the issues and challenges in family-run enterprise? 

5. Does commercial wisdom differ across cultures? 

Research Objectives 

The key objectives of this case study are as per below; 



 
 

9 

1. To examain the dynamic and reason of growth in the family-run enterprise. 

2. To measure the stability of the customer base on a highway. 

3. To investigate steps are being taken to cater to customer preferences and culinary tastes. 

4. To identify the issues and challenges in family-run enterprise. 

5. To inquire the commercial wisdom across cultures. 

Research Methodology 

As a research method, case study methodology is well established in the Social Sciences. It is 

a type of research inquiry that examines a real life contemporary phenomenon. It is usual for 

multiple sources of evidence to be used (Yin, 2009). Case study is a recognized research tool 

and the role of this method in research becomes more prominent when issues with regard to 

community based problems (Johnson, 2006). Therefore, this research adopt a qualitative 

approach to conduct this study. Based on an comprehensive literature review, we first 

develop a questionnaire that may represent our research objectives and can answer our 

research questions. Futher we made an appointment with Madam Siti and we took an oral 

interview with her. We was fortunate to had Mr. Abdur Rahman on the spot for limited time 

that gave us opportunity to obtain some complementary information regarding their business. 

The interview session was about 2 hours long. Based on the information ontained, we 

analysed it issue by issue and presented as a case study.  
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Results and Findings 

An Boon Enterprise is a registered organization at Companies Commission of Malaysia or 

Suruhanjaya Syarikat Malaysia (SSM) under the name of Mr. Abdur Rahman. Mr. Abdur 

Rahman followed all the criterias and requirements in order to register an enterprise. The firm 

was involved various businesses since its establishment, from trading bags, shoes, garments 

to today’s plants business. In thses years of operations, this enterprise has managed only by 

his family members, especially his wife; Madam Siti and now son. Therefore, An Boon 

Enterprise is a full form of family enterprise that lead, manage and operate by the family 

members. 

After all the ups and downs experience of ready-made products business, currently the 

enterprise focuses on plants business in an innovative manner. Hence, they come up with 

focused name Pak Syed Restaurant & Nursery for their plats and café business. Mr. Abdur 

Rahman and his wife successfully running two nursey; one is specialized in breeding, 

nurturing, storing variety of plants (more likely to a warehouse for plants), while other one is 

precisely focused in trading plants and promoting their business. Therefore, the couple also 

put the location priority wisely and logically. 

The breeding and nurturing nursery and the cafe is located besides the Ulu Pauh-Padang 

Besar road near to the Felda Rimba Mas. The couple operates both a nursery and a café 

simultaneously---in fact, the two establishments are side by side. The place is around 4.5 km 

from Padange Besar, the land border of Malaysia and Thailand, nearly 30 km from the 

Kangar city, the capital of state of Perlis, and approximately 36 km from the Changlun city. 

This is a very remote location, however, according to the owner it’s giving them notable 

advantages for this form of business. On the other hand, second nursery is located in Padang 

Besar, where there is a trading market for customers from both side of the border. 
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Although the enterprise is register under the name of Mr. Abdur Rahman, the major 

operations are leading by Madam Siti. She usually take care of receiving orders, supplying 

plants, hiring employees and developing them, managing innovation and most importantly; 

she do the plants breeding by herself. Whereas Mr. Abdur Rahman is very talkative person 

with impressive interpersonal skill. Thus, he uses his skill to spread his business, involving 

other nursery owner, motivating surrounding community to plant more trees, either floral, 

fruits or just for decoration. 

Another key person to this couple’s business is their own son, who is young, energetic and 

dedicated person to his parent’s business. Their son is very motivated person who can be 

involved in any task related to this business at any time. However, he mostly helps to his 

mother on plant’s breeding process and also accomplishes most of the hardcore jobs. The 

couple also include one of their nephew to work independently at the Padand Besar nursery 

which is the branch nursery now beside the main nursery near felda. Besides them, the couple 

hire one extra employee for involve in planting and taking care. 

The main products of this business are different types of plants, which includes; orchid 

plants, fruits plants and decoration plants. Among all, orchid plants are the best selling items 

since their biggening. Apart from plants, they also sell different types of decoration and 

landscape items. Although Madam Siti said, she is currently not focusing on building 

landscape or private garden due to scarcity of experts, however, if someone wants to build by 

themselves she can advice them on selecting and choosing appropriate plants and landscape 

items based on her experience. The nursery also involved in selling of planting related 

materials, equipments, seeds and fertilizers. The nursery opens everyday 10 am to 6 pm. 
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The organization chart of Pak Syed Restaurant & Nursery could be like below; 

 

 

 

 

 

 

Figure 3.4 

The organization chart 

Source: Authors’ illustration based on the interview and observation 

Ideas to Innovations 

The owner, Mr. Abdur Rahman, was born in Penang and later he graduated from Institute of 

Higher Education (IPT: Institut Pengajian Tinggi). Upon graduation he appointed in the 

government service and worked undercover for the Malaysian foreign ministry in Thailand. 

Of course, we cannot ask what the undercover work was, and it has even been conjectured by 

an observer that he claims to be undercover so that people do not ask too many questions. Mr. 

Abdur Rahman met his wife, Madam Siti in Bangkok. She is a Thai citizen. After couple got 

married they moved in Malaysia. 

Due to high volume of travel in Thailand and border areas, Madam Siti generated the idea of 

import business and the couple started initialy their business by sealing ready made products, 

such as; bags, shoes and garments those are mainly imported from Thailand. In order to have 

the institutional form into their business they took a shop in Padang Besar and register the 

enterprise. After Mr. Abdur Rahman’s retairment the couple started focusing on their 

Mr. Abdur Rahman 

Madam Siti 

Nephew of the couple Son of the couple Enployees 
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business precisely. The investment of form their business was RM 500 as mentioned in the 

Table 3.1 and the formal fees to register enterprise as charged by SSM. 

However, sooner the couple identified that though there was a logical demand of Thai ready 

made products in Padang Besar, however, due to competition and excess supply curtail the 

profit margin. They also realized that there was no or limited scope of innovation since they 

are more relying on exporters and they had no access to modify their demanded items. 

However, during their trading they observed that the profit rate in selling Thai orchids in 

Padang Besar was 100 percent. 

Madam Siti picked this observation seriously. She also observed that every household in 

Malaysia has plants, which maybe flower, fruit or simple decoration plants. In her later trip to 

Bangkok she focused on the plantation business there and she amazed with the innovation in 

the nursery industry. This was the key turning point where she was convinced by mainly 

innovation opportunity within the business. Planting is her hobby and she was doing it since 

her childhood. Moreover, she realized doing this plants business won’t only benefit her in 

financial profit, but it could be the support for her and her family member here after. 

Therefore, it was total blending of idea, innovation, spirituality and passion that eventually 

opened a new opportunity for the couple and for their family enterprise. 

Table 3.1 

Cost of investment for the Padang Besar nursery 

 Cash Investment 

(Savings) 

Purchase of 

Products (A/C 

payable) 

Total 

 (RM) (RM) (RM) 

Padang Besar nursery 500 - 500 

Source: Based on the information obtained through interview 

Madam Siti took charged of their new plants business and she started ordering Thai orchid 

once in a week and sell them from their Padang Besar shop. Day by day their plants business 
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growed bigger and the demand of other plants besides Thai orchid also has grown. The 

couple decided to stop working on their ready made products business and put total 

concentration of nursery business. Madam Siti able to reach rapidly to local cultivators and 

innovators due to her Thai nationality and became among the few who has direct connection 

with various plants and orchid supplier in Thailand. 

The couple had done well in last few years after taking this new dimension in their family 

business. They were good selling point at the border who import various plants; mostly 

orchid from Thailand, however, at this point the couple identified to establish a full fledge 

nursey, where they can practice the innovation process as madam siti observed in Bangkok. 

That can reduce their dependency on import items, if they can cultivate those locally. 

Moreover, with the passage of time, competition in Padang Besar increased and has reduced 

the profit rate to about 30 percent. Therefore, due to less opportunity of innovation and 

dropping 70 percent in profit rate in Padang Besar, the couple started looking for new 

location. 

Relocation for Opportunity 

After few search within nearby areas the Mr. Abdur Rahman found an empty place near the 

Felda Rimba Mas, just 4.5 km away from Padang Besar. He prefered the new location 

because of access to the highway and the cheap rent. The land is owned by the Felda and 

previously few business including car washing shop were operated here, but eventually all of 

them stopped due to failure. When Mr. Abdur Rahman first approached the landlord, he 

didn’t want to give the land to the couple, because the landlord also wasn’t sure that the 

couple can run a nursery business successfully. 

Finally the land owner agrred and gave the land for 6 months trial period. So a new nursery 

operations stated here. According to Madam Siti, they started slowly here, but since they 
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planed to included innovation process and expand their business, they needed to invest a 

large amount this time. The investment of this project has presented in the Table 3.2 below. 

No loans have been taken, nor does he plan on taking any, because the bureaucracy involved 

is too irritating. However, this extension gave her full opportunity to utilize her knowledge 

and expertise. Today this is the place where zero to end plants process take place. Madam Siti 

has 14 years of experience to hanld plants, thus she do the breeding and innovation process 

by herself. After having this location she became more kin to different types of plants. She 

keep updating her breeding experiments that results new and innovative plants and according 

to her this is one of the major reason of their growth, because customers don’t like to buy 

repeated plants.  

Table 3.2 

Cost of investment for the new nursery (Relocation) 

 Deposit Rent Renovation  Materials Total 

 (RM) (RM) (RM) (RM) (RM) 

Food stall 2,000 1,000 15,000 12,000 30,000 

Source: Based on the information obtained through interview 

Since the location is besides highway, it provides positive effect on its sale too. During the 

festival or holidays, many people use that highway to go Thailand. Apart from that, the 

highway is the key way to go to Padang Besar for people from other than Kangar. In 

summary, this is the key passing way for both occational and regular visitors and traders. It 

increases the sale of this family-rum nursery 2-3 times more compare to normal session. On 

the other hand, due to short distance customes from Padang Besar also have easy access to 

this nursery. 

Sales and Revenue 

The nursery has no fixed sale as like other business and the sale varies every day. Therefore, 

the couple calculate the sale on monthly rolling basis. Madam Siti said, after looking into 
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monthly rooling of sales and expenditure, the business is doing well and the growth is 

positive so far. The best selling item of the nursery is Thai orchid since the biggening till to 

date. They don’t order orchid in a bulk amount rather they prefer to order in small portion in 

every week. However, they customize the order by increasing or decreasing based on the 

previous week’s sales. Other than orchid, the nursery also sale high productive breeded fruits 

and bonsai tree. A brief summary on everyday sales has presented in the Table 3.3 below. 

Table 3.3 

A brief of sales sammury in Septembre, 2017 

 Off-session Session Main Nursery Brance Nursery 

 (RM) (RM) (RM) (RM) 

Orchid 300-400 >1000 - 300-1,000 

Fruit 150 150 150  

Other 300 300 300  

Total 750-850 >1,450 450 300-1,000 

Source: Based on information collected through interview 

Since the main point of orchid business is Padang Besar, the couple also sell their Thail 

orchid at their Padang Besar nursery. The main nursery used as orchid plants’ warehouse and 

periodically shift in the Padang Besar nursery. The business eventually observes a steady 

growth. Madam Siti proclaims the first main reason behind this growth is innovation; they 

don’t seal same plants over the time rather they always try to include some difference. The 

innovation has driven in many form and various ways. She has learved these skills and 

technique by try and observing from Thai plantation industry. 

Second main reason of growth is customer relationship. Due to adding various differences 

over the time, customers also get excited and visit multiple times. They put Thai orchid in the 

back, so that when customers come to by orchid they need to go through other plants that put 

in the front row. Many customer come to buy only orchid, but due to this process plants 

lovers motivated to buy other plants too. The thitd main reason of growth is to be up to date 

in social media. The nursery has Facebook page and a WhatsApp number. So, whenever they 
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get the new consignment of plants they update their virtual identity. Many nursery owner 

from other part of Malaysia also connected with them trhough either Facebook page or 

WhatsApp number. If some nursery needs any plants which is not available in Malaysia, but 

may be available in Thailand, this nursery can plays a mediating role by ordering those plants 

from Thailand. However, for any case of order, they secure their payment by taking it in 

advance. One point she added that they don’t prefer individuale to order through social media 

because that may troubles their business or need extra one employment. 

Issues and Challenges 

Madam Siti has identified the prime challenge of their nursery business is plants itself. It is 

very crutial for them to maintain the overall environment for each plants so that they can 

survive and sustaine for long time. They had a case before, previously the couple brought 

plants from Cameron Highlands, however, those plants could not survive for longger time 

once they reached in Perlis. Many customer made complain about that. 

Later ther realized that the weather in Cameron Highlands and Perlis difers widely. The 

weather in Cammeron Highlands fluctuate between day and night, howver, in overall the 

place is cooler. On the contrary, Perlis is the hottest state in Malaysia, thus its tempareture is 

hot in general. As a result, the nature of plants’ survival system also varies between these 

states. It was a leason for this family business. Now a days, they consider and hanld this issue 

very carefully and only sustainable process apply. 

Another issue as discussed in the previous section that this business required a large and own 

land in order to expand more. Since they have idea to establish a supermarket for plants, they 

required a big land for that. Since they are yet to have that, the couple need to resolve the 

issue or find new solution. 
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Conclusion 

This case study amis to undersantd the issues and challenges of family-run small business 

based on five key research objectives. The investigation finds that the business is focusing on 

three major things to obtain steady growth, those are innovation, customar relation and using 

social media. Though initially it was assumed that the remote location may not be beneficial 

for this business, however, through this study it has identified that the location is giving them 

huge advantages. Since this is they key passing way for visitors and traders, the location 

strategy was well analysed. Similarly, many of the occational visitors and trader may not able 

to or need to cross the border, however, there is a plousable demand of Thai cuisine at border 

zone. The new café would not be any far from the border that makes it a logical addition to 

this family business. Moreover, the study reveals two major challenges for this enterprise. 

First, to ensure the sustainability of plants in the environment of Perlis. Second, finding a 

bigger land that can be own by the couple in order to expand their family business and 

establish plants supermarket. At the end, the study identifies that the commercial wisdom 

does not differ across cultures, however, the approach to achieve the commercial success has 

to be different in order to find the suitability of the relevant culture.   
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