Female Migrants’ Entrepreneurial
Potential and Trends in Europe –
Findings from the Kaleidoscope Project
2018
The European Commission support for the production of this publication does not constitute an
endorsement of the contents which reflects the views only of the authors, and the Commission
cannot be held responsible for any use which may be made of the information contained therein.

Title of the Report
Female Migrants’ Entrepreneurial Potential and Trends in Europe – Findings from the Kaleidoscope
Project
Project Title
Kaleidoscope – Supporting Female Migrant Entrepreneurs
Project Acronym
Kaleidoscope
Program
Erasmus+
KA2 Strategic Partnerships for Adult Education
Project Number
2017-1-FI01-KA204-034732
Project Duration
1.9.2017 – 31.8.2019
Authors and Project Partners
Vaasa University of Applied Sciences | Finland
Consorzio Materahub Industrie Culturali e Creative | Italy
Inova Consultancy Ltd. | United Kingdom
Elan Interculturel | France
Project website
http://www.kaleidoscopeproject.eu/
© 2018 All rights protected

The European Commission support for the production of this publication does not constitute an endorsement of the
contents which reflects the views only of the authors, and the Commission cannot be held responsible for any use
which may be made of the information contained therein.

2

Table of Contents
EXECUTIVE SUMMARY ........................................................................................................................... 5
TIIVISTELMÄ .......................................................................................................................................... 7
SOMMAIRE EXÉCUTIF ............................................................................................................................ 9
SINTESI ESECUTIVA .............................................................................................................................. 11
WHAT IS IT ABOUT? ............................................................................................................................. 13
ABOUT THIS REPORT ............................................................................................................................ 14
1.

MIGRATION TRENDS IN PARTNER COUNTRIES – DESK RESEARCH.............................................. 15

1.1 BACKGROUND ........................................................................................................................................... 15
1.1.1 How we studied ........................................................................................................................ 15
1.2 KEY INSIGHTS – WHAT WAS FOUND ............................................................................................................. 15
1.2.1 Migration trends during the last few years in the European Union ......................................... 15
1.2.2 Migration trends in Kaleidoscope partner countries during the last few years ....................... 17
1.2.3 Migrants’ educational background .......................................................................................... 19
1.3 MIGRANTS IN LABOUR MARKET .................................................................................................................... 22
1.4 ENTREPRENEURSHIP ACTIVITY AMONG MIGRANTS............................................................................................. 24
1.4.1 Migrant entrepreneurs in partner countries ............................................................................ 26
1.5 BUSINESS ENVIRONMENTS IN PARTNER COUNTRIES ........................................................................................... 29
1.5.1 Biggest obstacles for starting a new business among migrant women ................................... 30
1.5.2 Obstacles in partner countries ................................................................................................. 32
1.6 SUPPORT AND CONSULTANCY FOR MIGRANT ENTREPRENEURS............................................................................. 34
1.6.1 Support systems for starting a new business ........................................................................... 35
1.6.2 Consulting services for starting a new business ....................................................................... 37
1.7 NEEDED COMPETENCES FOR MIGRANT WOMEN TO START THEIR OWN BUSINESS ..................................................... 40
1.8 SUMMARY OF THE DESK RESEARCH PHASE ....................................................................................................... 41
2.

FINDINGS FROM THE FIELD - SURVEY ........................................................................................ 44

2.2 KEY INSIGHTS – WHAT WAS FOUND ............................................................................................................. 44
2.2.1 Respondents’ profile ................................................................................................................ 44
2.2.2 Entrepreneurial ambitions ....................................................................................................... 48
2.2.3 Entrepreneurial experience and ambitions .............................................................................. 50
2.2.4 Obstacles for starting an own company .................................................................................. 51
2.2.5 Skills an entrepreneur should possess ...................................................................................... 52
2.2.6 Migrant womens’ entrepreneurial skills .................................................................................. 53
2.2.7 Areas of development .............................................................................................................. 54
2.2.8 Support systems available for migrant women ....................................................................... 55
2.3 SUMMARY OF THE SURVEY RESULTS ............................................................................................................... 55
3.

FINDINGS FROM THE FIELD – EXPERT INTERVIEWS .................................................................... 57

3.1 BACKGROUND ........................................................................................................................................... 57
3.1.1 How we studied ........................................................................................................................ 57
3.2 RESULTS – WHAT WAS FOUND ...................................................................................................................... 57
3.2.1 Migrant women and their needs .............................................................................................. 57
3.2.2 Services offered for migrants by the interviewed organizations .............................................. 58
3.3 NEEDED SKILLS, ATTITUDES, COMPETENCES ..................................................................................................... 58

3

3.3.1 Areas where migrant women need support ............................................................................. 60
3.3.2 Obstacles that migrant women face as entrepreneurs ............................................................ 61
3.4 SERVICES AVAILABLE FOR MIGRANT ENTREPRENEURS......................................................................................... 61
3.5 THINGS THAT SHOULD BE TAKEN INTO ACCOUNT IN PLANNING A COURSE FOR MIGRANTS.......................................... 62
4.

SUMMARY OF THE THREE PHASES PRIOR TO THE COMPETENCE FRAMEWORK ......................... 64

5.
THE KALEIDOSCOPE COMPETENCE FRAMEWORK FOR ENTREPRENEURIAL SUPPORT OF
MIGRANT WOMEN .............................................................................................................................. 67
REFERENCES ......................................................................................................................................... 76
APPENDICES......................................................................................................................................... 80
APPENDIX 1: TOPICS AND QUESTIONS FOR THE DESK RESEARCH ............................................................................... 80
APPENDIX 2: QUESTIONNAIRE FOR MIGRANT WOMEN ............................................................................................ 82
APPENDIX 3: QUESTIONNAIRE FOR EXPERTS ......................................................................................................... 87

4

Executive Summary
‘Kaleidoscope: Supporting Female Migrant Entrepreneurs’ is a collaborative project between Finland,
France, Italy and the UK, funded by the European Union under the ERASMUS+ programme. The project
aims to develop a training model to support migrant women in developing their entrepreneurial soft skills.
The first phase of the project, Intellectual Output 1, aims to prioritise the key competences migrant
women should possess to be able to start their business or entrepreneurial activities. This area of study
has not been adequately researched before, therefore findings made during IO1 will be useful in later
phases of the project and used externally.
This report explores the overall situation of migrant women, and is based on previous research reports,
survey findings from the target group and the insights of experts who are working in the field of
migrant/entrepreneurship education, in all four Kaleidoscope partner countries.
Migration to Europe has a long history, but it has increased substantially in the late 20 th century. About
one third of migration occurs within EU, but a significant share flows from outside the EU. The four
Kaleidoscope partner countries have different trends in migration when considering their history of
migration, reasons for migration and the range of countries of origin. The UK, Italy and France have been
major receiving countries for decades with hundreds of thousands of incoming migrants every year,
comparatively, Finland’s history is very modest and its volume relatively small.
The employment potential of the migrant population is high, because they are comparatively younger
than the native population. However, the employment rate for working age migrants is lower than that
of the native population and the unemployment rate is higher. There are differences in employment
between various migrant groups, as well as between sexes (men are more likely to be in employment
than women). According to various sources, entrepreneurial ambitions among migrants are higher than
that of the native population. Entrepreneurship can be an occupational choice that may be a result of
push or pull factors. Pull factors are factors that make the choice of entrepreneurship attractive, push
factors are factors that push migrants to choose entrepreneurship as they have no other choice and
choose it as a means of economic survival. Migrant entrepreneurs are usually younger and their
businesses are focused in the service sector, which is favourable for new migrant entrepreneurs with
limited financial resources.
Entrepreneurial activity is similar in all Kaleidoscope partner countries: on average migrant entrepreneurs
are behind 10–14% of all companies in the UK, France, Italy and Finland. Migrant women’s entrepreneurial
activity is generally lower than men’s. Italy is the only country among the Kaleidoscope partner countries
where migrant women are slightly more active than men. The survey results gave an extremely positive
picture of the entrepreneurial ambitions among migrant women, as over half of the respondents in
Finland, Italy and the UK stated that entrepreneurship would be an option they would consider. However,
there are numerous obstacles and barriers hindering migrant women achieve their ambitions. Challenges
are similar in nature to those that all entrepreneurs face, but these are amplified among the migrant
population. According to survey data, the obstacles were most often related to challenges in access to
funding, and lack of resources and networks. It is evident in literature that discrimination and the double
discrimination women entrepreneurs face emphasised the challenges in obtaining funding.
The huge entrepreneurial potential among migrants has been recognised by the EU. During the recent
years the EU and its’ member states have put effort into overcoming the obstacles migrants face. This can
be seen in Kaleidoscope’s partner countries as well. There are various public and private counselling and
support schemes at local, regional and national levels aimed at supporting and promoting business
creation available to migrants. In addition, there are numerous initiatives and projects targeting migrant
entrepreneurs specifically. Consultancy services do exist, they tend to be of high quality, but they are not
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widely used by migrants. Family and relatives seem to be the first contact to lean on. Thus, it can be
argued that migrants’ low level of reliance on business services is a challenge.
Competences, skills and attitudes that migrant women need in order to start their businesses were similar
in all four partner countries. The most common are host-country language proficiency, cultural
understanding and access to networks. These skills, attitudes and competences needed by a migrant
woman are listed later in this report and will be used in later phases of the project.
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Tiivistelmä
”Kaleidoscope–Supporting Female Migrant Entrepreneurs” on suomalaisten, ranskalaisten, italialaisten ja
englantilaisten partnerien toteuttama yhteistyöhanke, jota rahoittaa Euroopan Unionin Erasmus+ ohjelma. Hankkeen tavoitteena on kehittää koulutusmalli, jonka avulla voidaan tukea
maahanmuuttajanaisten yrittäjyystaitojen kehittymistä. Yrittäjyystaidoilla tarkoitetaan erityisesti
pehmeitä taitoja. Hankkeen ensimmäisessä vaiheessa (IO1) pyritään selvittämään, mitkä ovat ne
kompetenssit, jotka maahanmuuttajanaisten tulisi omata toimiessaan yrittäjinä tai yrittäjämäisellä
tavalla. Aihepiiriä on tutkittu aiemmin erittäin vähän, joten ensimmäisen vaiheen tulokset ovat
kiinnostavia koko hankkeen kannalta. Myös muut tahot hyötyvät tuloksista.
Tässä raportissa keskitytään luomaan kokonaiskuva maahanmuuttajanaisten yrittäjyydestä
partnerimaissa ja EU-tasolla. Raportin sisältö pohjautuu tutkimustietoon, hankkeen aikana
maahanmuuttajanaisille toteutettuun kyselyyn sekä maahanmuuttajakysymysten parissa työskentelevien
asiantuntijoiden haastatteluihin.
Eurooppaan suuntautuneella maahanmuutolla on pitkä historia, mutta se on lisääntynyt merkittävästi
1900-luvulta alkaen. Kolmannes maahanmuutosta tapahtuu EU:n sisällä, mutta merkittävä osa
maahanmuuttajista tulee Euroopan ulkopuolisista maista. Kaleidoscope-hankkeen neljä maata eroavat
toisistaan monella eri saralla, kuten maahanmuuton historian, trendien, maahantulon syyn, lähtömaan ja
määrien perusteella. Iso-Britannia, Italia ja Ranska ovat olleet vuosikymmenten ajan merkittäviä
maahanmuuton kohdemaita ja niissä jokaisessa asuu tänä päivänä noin 5 miljoona maahanmuuttajaa. Ne
myös vastaanottavat edelleen tänäkin päivänä satoja tuhansia maahanmuuttajia vuosittain. Sen sijaan
Suomessa maahanmuutto on varsin uusi ilmiö ja maahanmuuttajien määrä hyvin pieni verrattuna
kolmeen muuhun partnerimaahan.
Maahanmuuttajaväestö on keskimäärin nuorempaa kuin kantaväestö, mistä johtuen maahanmuuttajien
työllisyyspotentiaali on korkea. Maahanmuuttajien työllisyys on kuitenkin matalammalla tasolla ja
työttömyys korkeammalla tasolla kuin kantaväestön. Eri maahanmuuttajaryhmien ja sukupuolien välinen
ero on merkittävä, joten yleistyksiä tulisi välttää Esimerkiksi miesten työllisyys on yleisempää kuin naisten.
Useiden tutkimusten mukaan maahanmuuttajien yrittäjyysaktiivisuus on korkeampaa kuin kantaväestön.
Yrittäjäksi ryhtyminen on ammatillinen valinta, johon eri tekijät motivoivat. Puhutaan työntö- ja
vetotekijöistä. Vetotekijät houkuttelevat yrittäjyyteen. Työntötekijät ovat puolestaan yrittäjyyteen
pakottavia. Esimerkiksi maahanmuuttaja voi kokea, että oman yrityksen perustaminen on taloudellisen
pärjäämisen näkökulmasta ainoa vaihtoehto. Maahanmuuttajayrittäjät ovat usein iältään nuorempia kuin
kantaväestön yrittäjät. Heidän liiketoimintansa on voimakkaasti keskittynyt palvelualalle, mikä on varsin
järkevä valinta maahanmuuttajille, joiden taloudelliset resurssit saattavat olla rajalliset.
Maahanmuuttajien yrittäjyysaktiivisuus on samalla tasolla kaikissa Kaleidoscope-hankkeen
partnerimaissa – maahamuuttajayritysten osuus kaikista yrityksistä on noin 10–14 prosenttia.
Maahanmuuttajanaisten yrittäjyysaktiivisuus on matalampaa kuin maahanmuuttajamiesten kaikissa
muissa maissa kuin Italiassa, jossa maahanmuuttajanaiset toimivat yrittäjinä useammin kuin miehet.
Hankkeen ensimmäisen vaiheen aikana toteutettu maahanmuuttajanaisille suunnatun kyselyn tulokset
antoivat varsin myönteisen kuvan vastaajien kiinnostuksesta yrittäjyyttä kohtaan, sillä yli puolet Suomen,
Italian ja Ison-Britannian vastaajista pitivät yrittäjyyttä yhtenä vaihtoehtonaan. On kuitenkin huomioitava,
että yrittäjyyspolulla on haasteita, jotka omalta osaltaan hidastavat ja estävät yrittäjäksi ryhtymistä.
Haasteet olivat samoja, mitä yrittäjät yleensäkin kohtaavat, mutta maahanmuuttajat kohtaavat niitä
kantaväestön useammin. Kyselyn vastauksista kävi ilmi, että esteet yrittäjyydelle liittyivät rahoituksen
saamiseen ja yleisesti ottaen vähäisiin resursseihin sekä verkostojen puutteeseen. Etniseen ja/tai
sukupuoleen liittyvään syrjintään liittyviä näkökulmia nousi esiin erityisesti aiemmissa tutkimuksissa,

7

mutta ei merkittävästi hankkeen aikana kerätyssä aineistossa. Kohdemaan kieliosaamiseen liittyvät
ongelmat nousivat esiin erityisesti asiantuntijahaastatteluissa ja aiemmissa tutkimuksissa, mutta ei
juurikaan maahanmuuttajanaisille suunnatussa kyselyssä.
Maahanmuuttajissa piilevä yrittäjyyspotentiaali on noteerattu myös EU-tasolla, joka on viimeisten
vuosien aikana panostanut usein eri tavoin maahanmuuttajien yrittäjyyttä estävien asioiden
poistamiseen. Julkiset ja yksityiset toimijat tarjoavat maahanmuuttajille esimerkiksi neuvontaa ja
tukitoimia niin kansallisella, alueellisella kuin paikallisella tasolla. Tämä on havaittavissa Kaleidoscopehankkeen partnerimaissa, joissa on käynnissä erilaisia maahanmuuttajien yrittäjyyttä edistäviä hankkeita
ja toimenpiteitä. Itse asiassa maahanmuuttajille suunnattuja palveluita on varsin paljon, mutta haasteena
on niiden matala käyttöaste maahanmuuttajien keskuudessa. Maahanmuuttajat näyttäisivät tukeutuvan
ensisijaisesti perheeseen ja tuttaviin.
Hankkeen ensimmäisen vaiheen aikana pyrittiin selvittämään minkälaisia kompetensseja, taitoja ja
asenteita maahanmuuttajanaisilta tarvitaan, jotta he voivat ryhtyä yrittäjiksi. Tulokset olivat varsin
samansuuntaisia kaikissa Kaleidoscope-hankkeen partnerimaissa. Kohdemaan kielen osaamista,
kulttuurin ymmärtämistä ja verkostoja pidettiin tärkeimpinä osa-alueina. Yksinomaan
maahanmuuttajanaisia koskevat haasteet jäivät kyselyn ja haastatteluiden tulosten valossa hyvin
pinnallisiksi, toisaalta kuitenkin sukupuoleen ja etnisyyteen perustuva syrjintä korostui aiemmissa
tutkimuksissa Ison-Britannian, Italian ja Ranskan osalta. Epävarmuus ja itsetuntoon liittyvät asiat
nostettiin esiin erityisesti asiantuntijahaastatteluissa, mutta kyselyn tulokset eivät kuitenkaan tukeneet
kyseistä näkökulmaa. Tulosten perusteella laadittiin 20-kohtainen viitekehikko maahanmuuttajanaisten
yrittäjyystaitojen arvioimiseksi, jota hyödynnetään hankkeen myöhemmässä vaiheessa osallistujien
osaamisen ja sen kehittymisen arvioimisessa.
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Sommaire exécutif
« Kaléidoscope – Accompagnement des migrantes entrepreneuses » est un projet collaboratif entre la
Finlande, la France, l’Italie et le Royaume-Uni. Il est réalisé dans le cadre du programme ERASMUS +
financé par l’Union européenne. Le projet vise à développer un modèle de formation dans le but
d’encourager les migrantes à développer leurs compétences non-formelles entrepreneuriales. La
première phase du projet « Production intellectuelle 1 » met l’accent sur les compétences-clés
nécessaires pour démarrer une activité entrepreneuriale ou agir dans ce sens. Ce champ d’étude ayant
été peu investigué jusqu’à présent, les résultats observés dans cette première phase seront utiles aussi
bien pour les phases suivantes du projet qu’à un public externe.
Ce rapport expose une vue d’ensemble de la problématique. Il est basé sur des résultats de recherches
antérieures, les conclusions de notre enquête sur le groupe cible, ainsi que le point de vue de spécialistes
en formation entrepreneuriales pour les migrants, dans les 4 pays partenaires.
La migration vers l'Europe a une longue histoire, et le flux des déplacements a considérablement
augmenté vers la fin du 20è siècle : environ un tiers s’effectue à l’intérieur de l’Union européenne, la part
restante provient d'autres régions du monde. Il existe des différences entre les 4 pays partenaires du
projet Kaléidoscope, en ce qui concerne les raisons politiques ou personnelles pour émigrer, les
tendances, les pays d’origine ou les flux : alors que le Royaume-Uni, l’Italie et la France ont accueilli depuis
des décennies le plus grand nombre de migrants, environ 5 millions avec une entrée de plusieurs
centaines de milliers tous les ans, la Finlande a quant à elle toujours joué un rôle plus modeste.
Le potentiel d’emploi des migrants en âge de travailler est élevé, car ils sont plus jeunes que la population
autochtone. Cependant, par rapport à elle, leur taux d’emploi est plus faible et leur taux de chômage, plus
élevé. On constate également des différences au sein des différents groupes de migrants, ainsi qu’entre
les sexes : les hommes ont plus de chance d’être en activité que les femmes. Selon différentes sources,
les ambitions entrepreneuriales des migrants sont plus élevées que celles des autochtones et peuvent
résulter de facteurs d’attraction ou de répulsion : comme étant un choix de carrière ou un choix par défaut
de survie économique. Ils s’investissent principalement dans le secteur des services, plus favorable aux
entrepreneurs ayant des ressources limitées.
Le taux entrepreneurial est sensiblement identique dans les 4 pays de Kaléidoscope, les migrants étant à
la tête de 10 à 14 % des entreprises. Celui des femmes est plus faible, excepté en Italie, seul pays du projet
Kaléidoscope où il est légèrement supérieur. Les résultats de l’enquête montrent un portrait très positif
des ambitions des migrantes : plus de la moitié des enquêtées estiment, sauf en France, que créer une
entreprise pourrait être un choix de carrière. Cependant, de nombreux obstacles entravent les migrantes
dans la réussite de leurs projets, inhérents à leur statut d’entrepreneuses, aussi qu’elles semblent
rencontrer plus souvent que la population autochtone : difficultés à obtenir des financements, manque
de ressources et de relations. La littérature met particulièrement l’accent sur la discrimination et/ou
double discrimination que subissent les migrantes entrepreneuses, ainsi que sur les difficultés
linguistiques, point que soulignent également les spécialistes.
L’Union européenne reconnaît le gros potentiel entrepreneurial des migrants et a favorisé la mise en
place, ces dernières années, d'initiatives soutenant la création d'entreprises leur étant spécialement
destinées. Ainsi, dans les états membres comme dans ceux du projet Kaléidoscope, il existe divers services
de conseil, public ou privé, des dispositifs de soutien, ainsi que de nombreux projets, aux niveaux local,
régional et national. Cependant, ils sont peu utilisés par les migrants, qui cherchent d'abord un appui
auprès de leurs proches. Il serait alors bon de les inciter à recourir davantage à ces services aux
entreprises.
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Les principales compétences dont les migrantes ont besoin pour démarrer une activité entrepreneuriale
sont assez semblables, selon les 4 pays de l'enquête : compétence linguistique, connaissance culturelle et
l’entretien d’un réseau sont ainsi les plus communes. Cependant, d'autres ayant besoin d'être améliorées,
spécifiques aux migrantes, sont simplement survolées. Ainsi, les spécialistes soulignent l'incertitude et la
faible estime de soi, ce que l’enquête n'a pas validé. Le cadre de compétence de Kaléidoscope présente
donc ci-après les compétences non-formelles, attitudes et connaissances qui seront utilisés dans les
phases ultérieures du projet.
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Sintesi Esecutiva
Kaleidoscope – Supporto alle Donne Migranti Imprenditrici- è un progetto che si svolge in partenariato fra
la Finlandia, la Francia, l’Italia e il Regno Unito ed è finanziato dall’Unione Europea attraverso il
Programma ERASMUS+. Il progetto mira ad implementare un modello di formazione che possa supportare
le donne migranti nello sviluppo delle loro competenze trasversali imprenditoriali. La prima fase del
progetto, il Prodotto Intelletuale 1 (IO1), punta a definire le priorità sulle competenze chiave che le donne
migranti dovrebbero possedere per poter avviare la propria attività o agire in modo imprenditoriale.
Questa area di studio non è stata adeguatamente indagata o affrontata prima, motive per cui i risultati
ottenuti tramite l'IO1 saranno utili nelle fasi successive del progetto, ma anche per altri destinatari esterni.
Questo report esplora l'immagine complessiva del fenomeno e si basa su precedenti rapporti di ricerca,
risultati delle survey condotte sul gruppo target e approfondimenti di esperti che stanno lavorando sul
tema migranti/educazione all’imprenditorialità in tutti e quattro i paesi partner di Kaleidoscope.
La migrazione verso l'Europa ha una lunga storia, ma è cresciuta notevolmente alla fine del XX secolo.
Negli ultimi anni il flusso migratorio è stato ancora più considerevole. Circa un terzo delle migrazioni si
verifica all'interno dell'UE, ma una quota significativa proviene da paesi extra UE. I quattro paesi partner
di Kaleidoscope presentano differenze per ragioni storiche, tendenze e cause dei movimenti migratori,
nonché per i suoi volumi e i paesi di provenienza dei migranti. Considerando che il Regno Unito, l'Italia e
la Francia sono stati i principali paesi ricettori per decenni con circa 5 milioni di migranti e centinaia di
migliaia di migranti in entrata all'anno, in Finlandia questo fenomeno è molto modesto e il suo volume
relativamente piccolo.
ll potenziale occupazionale della popolazione migrante è elevato, in quanto l’età dei migranti è giovane
rispetto alla popolazione locale. Tuttavia, il tasso di impiego per i migranti in età lavorativa è inferiore a
quello della popolazione locale e il tasso di disoccupazione è più alto. Esistono differenze di occupazione
tra vari gruppi di migranti, così come anche di sesso (gli uomini vengono preferiti alle donne). Secondo
alcune fonti, le ambizioni imprenditoriali dei migranti sono superiori a quelle della popolazione locale.
L'imprenditorialità può essere una scelta occupazionale dovuta a fattori di impulso o attrattivi. I fattori
trainanti sono fattori che rendono attraente la scelta dell'imprenditorialità, quelli di impulso sono fattori
che spingono i migranti a scegliere l'imprenditorialità perché non hanno altra scelta, scegliendola quindi
come mezzo di sussistenza economica. Gli imprenditori migranti sono di solito giovani e le loro imprese si
concentrano nel settore dei servizi, che è piuttosto favorevole per i nuovi imprenditori migranti con
risorse finanziarie limitate.
L'attività imprenditoriale è piuttosto simile in tutti i paesi partner di Kaleidoscope: in media gli
imprenditori migranti si trovano dietro al 10-14% di tutte le società. L'attività imprenditoriale delle donne
migranti è inferiore a quella degli uomini. L'Italia è l'unico paese tra i paesi partner di Kaleidoscope in cui
le donne migranti sono leggermente più attive rispetto agli uomini. I risultati dell'indagine hanno fornito
un'immagine estremamente positiva delle ambizioni imprenditoriali tra le donne migranti, poiché oltre la
metà delle intervistate in Finlandia, Italia e Regno Unito ha affermato che l'imprenditorialità potrebbe
essere un'opzione. Tuttavia, persistono numerosi ostacoli e barriere che impediscono alle donne migranti
di concretizzare le proprie ambizioni. Le sfide sono di natura abbastanza simile a quelle che tutti gli
imprenditori affrontano, ma i migranti sembrano affrontarle più frequentemente rispetto alla
popolazione locale. Secondo i dati dell'indagine, gli ostacoli sono principalmente legati alle sfide
nell'ottenere finanziamenti, oltre che alla mancanza di risorse e di reti. La discriminazione e/o i problemi
di doppia discriminazione nei confronti delle donne imprenditrici sono stati enfatizzati soprattutto nella
letteratura disponibile. Le barriere linguistiche sono state evidenziate soprattutto da esperti e nella
letteratura.
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L'enorme potenziale imprenditoriale dei migranti è stato riconosciuto dall'UE. Negli ultimi anni l'UE e i
suoi Stati Membri hanno compiuto alcuni sforzi per superare gli ostacoli e ciò può essere riscontrato anche
nei paesi partner di Kaleidoscope. Esistono vari sistemi di consulenza e sostegno, pubblici e privati e a
livello locale, regionale e nazionale, volti a sostenere e promuovere la creazione di imprese a favore dei
migranti. Inoltre esistono numerose iniziative e progetti rivolti esplicitamente agli imprenditori immigrati.
I servizi di consulenza esistono, sono di qualità piuttosto buona, ma non sono ampiamente utilizzati dai
migrant perchè la rete familiare e parentale sembra essere il primo contatto a cui appoggiarsi. Pertanto
si può sostenere che il basso livello di affidamento dei migranti ai servizi alle imprese rappresenta ancora
una sfida.
Le competenze, le abilità e le attitudini di cui le donne migranti hanno bisogno per avviare la loro attività
sono in qualche modo simili in tutti e quattro i paesi partner. Le competenze linguistiche del paese
ospitante, la comprensione culturale e la mancanza di reti sono state considerate le più comuni. Tuttavia,
le aree di sviluppo riguardanti esclusivamente le donne migranti sono rimaste piuttosto superficiali. Gli
esperti hanno evidenziato in tal senso problemi di incertezza e autostima, ma i risultati dell'indagine non
hanno supportato tale punto di vista. Le abilità, le attitudini e le competenze necessarie a una donna
migrante sono elencate nel Quadro delle Competenze di Kaleidoscope che verrà utilizzato nelle fasi
successive del progetto.
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What is it about?
The Kaleidoscope project aims to develop a training model that will be used to support migrant women
in developing their entrepreneurial soft skills. Entrepreneurship education is becoming increasingly
popular in Europe but the access to training is limited for certain groups including migrants.
Kaleidoscope’s target group, migrant women, is among the lowest skilled in European countries with
minimal chances to get access to relevant entrepreneurial competences.
By focusing on the development of entrepreneurial skills in a group of adults with a double disadvantage,
the partnership is working in line with the EC policies on developing key competences; the eighth
competence is entrepreneurship.
The promotion of entrepreneurship is incorporated in the Europe 2020 strategy which aims to create the
conditions for ‘smart, sustainable, and inclusive growth’. Within that framework, the entrepreneurship
2020 action plan is a blueprint for decisive joint action to unleash Europe's entrepreneurial potential, to
remove existing obstacles and to revolutionise the culture of entrepreneurship in Europe. It aims to ease
the creation of new businesses and to create a much more supportive environment for existing
entrepreneurs to thrive and grow. The Action Plan sets out a number of actions, under three pillars:
‘Entrepreneurial Education and Training, ‘An Environment where Entrepreneurs can Flourish and Grow
and ‘Role Models and Outreach to Specific Groups’. One particular commitment in the Action Plan is to
facilitate entrepreneurship among migrants already present and residing in the EU based on best practices
from EU countries. The most important is the promotion of entrepreneurial competences among women.
Europe is facing an unprecedented wave of migration: European countries have become an immigration
destination for many populations facing distress in their home countries. The economic integration of
migrants is one of the priorities of the EU comprehensive approach to migration. It is crucial to empower
migrants and refugees to develop the skills and to get access to knowledge and support schemes that can
enable them to build a solid livelihood, and also to create added value. This should include the possibility
of becoming entrepreneurs and thus contribute to further job creation. Entrepreneurship is one of the
ways to ensure the integration and the economic independence of migrants and the project is aiming at
this.
Last but not least, by empowering migrant women the project is also working to activate a process of
social inclusion where the target group receives those skills and competences needed to integrate best
into their host societies with an active role both from the social and economic point of view, overcoming
marginalization and gender discrimination.
The Kaleidoscope project is taking place simultaneously by its partners in Finland, France, Italy and the
UK.
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About this report
‘Kaleidoscope: Supporting Female Migrant Entrepreneurs’ is a project funded by the European Union
under the Erasmus+ programme and carried out by partners in Finland, France, Italy and the UK. The aim
of the project is to facilitate entrepreneurship among migrant women already residing in the EU in order
for them to become self-employed and build a successful company. The project will achieve this objective
by offering a targeted and comprehensive business creation support scheme that takes into account
migrant and gender dimensions. It will also take an intercultural approach with a strong focus on
entrepreneurial soft skills. The project is divided into four intellectual outputs.
The key objective of Intellectual Output 1 is to list and prioritise the key competences migrant women
should possess in order for them to be able to start their own business and entrepreneurial activities. This
report provides a comprehensive overview of the situation of migrants and migrant women. The report
is a synthesis of extensive research, which will be used to create the basic outline, structure, and scope
for the next phase of the project.
Project partners conducted the data collection nationally and started with a literature review of written
material concerning migration trends and migrant entrepreneurship in partner countries. After that
further data was gathered from migrant women (the main target group) through an online survey,
followed by interviews with experts of migrant integration and entrepreneurship education.
The following chapters will present an overview of the current situation in partner countries, as well as
methods, processes and insights gathered from the research in more detail. Chapter 1 is an insight into
the current situation regarding migration and migrant entrepreneurship in Kaleidoscope partner
countries based on the literature. Chapter 2 introduces migrant women’s outlook to the topic by
representing the main findings of the survey. Chapter 3 sums up the findings of the expert interviews.
Conclusions from the key findings will be drafted in Chapter 4. The final section, Chapter 5, illustrates the
Kaleidoscope Competence Framework for the entrepreneurial support of migrant women.
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1.

Migration trends in partner countries – desk research

1.1 Background
The aim of the desk research phase was to investigate migration and entrepreneurship trends in partner
countries and in Europe. It is important to understand the context of the research in order to have a
general understanding of the national ecosystems and the system as a whole. Data gathered for the desk
research will help to identify the general situation in partner countries and allow for deeper understanding
of the findings in the online survey and expert interviews.
We were interested in finding out several factors of the migration situation, including:
Migration trends in partner countries during the last 1–5 years
Entrepreneurship and migrants
o Labour market situation of migrants
o Entrepreneurship activity amongst migrants
o Characteristics of migrant entrepreneurs
Support and consultancy for new entrepreneurs in partner countries
Attractiveness of business environments for new entrepreneurs
Obstacles for starting a new business amongst women entrepreneurs
The needed competences for migrant women to start their own businesses
1.1.1 How we studied
Desk research, the first activity of the IO1 of the Kaleidoscope project, was carried out in November–
December 2017 in Kaleidoscope partner countries, and also at the EU level. The particular focus of the
desk research was to investigate the current environment for migrant women, their entrepreneurial
activity and possible obstacles hindering their entrepreneurial ambitions. The data were gathered
nationally from several sources: previous studies, EU commission reports, policy documents,
development and research reports, discussion papers, project webpages, national statistics and case
studies. It was analysed using a template shown in Appendix 1 of this report.
1.2 Key Insights – What Was Found
1.2.1 Migration trends during the last few years in the European Union
Citizens of EU member states have the freedom to travel and freedom of movement inside the EU’s
internal borders. Labour migration is encouraged. EU’s migration policies regarding migrants from nonmember countries are increasingly concerned with attracting a particular migrant profile, often in an
attempt to alleviate specific skills shortages. Selection can be carried out on the basis of language
proficiency, work experience, education and age. Alternatively, employers can select employees so that
migrants already have a job upon their arrival. 1
The EU compiles statistics of the migrant population by country of birth and by citizenship. The numbers
differ somewhat as seen in the statistics shown in Table 1. 2

1
2

Migration and migrant population statistics, (2017a). Eurostat – Statistics Explained.
Ibid.
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Table 1. Statistics of the volume of migration (2016).
Internal migration within the EU member states

External migration to the EU member states

Born in different member state: 19.3 million

Born outside EU: 35.1 million

Citizenship of another member state 16.0 million

Citizenship of a non-member country: 20.7
million

Migrants coming from outside the EU can be characterised as young and geographically centralised, as a
majority (76%) are geographically concentrated in five European countries: Germany (8.7 million), the
United Kingdom (5.6 million), Italy (5.0 million), Spain (4.4 million) and France (4.4 million). On the
contrary, the share of the EU-28 population in these same five countries is only 63%. An analysis of the
age structure of the population shows that the foreign population is younger than the national population
(the EU28 as a whole). The distribution by age shows that there is a greater proportion of relatively young
working-age adults amongst the foreign population. In 2016, the median age of the national population
in the EU-28 was 44 years, whilst the median age of non-EU-nationals was 36 years. 3
Migration to Europe has a long history, but it has increased substantially since the later 20 th century. In
recent years, the migration flow has been even more considerable. For instance during the year 2015,
about 4.7 million people migrated to one of the member states (Figure 1). More than half (2.4 million)
were citizens from non-member countries, 1.4 million possessed citizenship of a different EU member
state from the one to which they migrated, around 860,000 persons were returning nationals or nationals
born abroad (migrating to an EU member state in which they had citizenship), and about 19,000 were
stateless people.

Figure 1. The characteristics of EU migrants in 2015

Source: Eurostat (2017a

3

Ibid.

16

On a country level, Germany received the largest number of migrants (1.54 million) in 2015, followed by
the UK (630,000), France (364,000), Spain (342,000) and Italy (280,000). These countries were also the
biggest countries of emigration. The gender distribution of the migrants who arrived in 2015 was not
even. There were slightly more men (56%) than women (44 %). The highest share of male migrants was
in Germany (63 %) and the highest share of female migrants was reported in Cyprus (57 %). The median
age of the migrants who arrived in 2015 was 27.5 years, which is remarkably younger than the average
migrant population in the EU. 4
1.2.2 Migration trends in Kaleidoscope partner countries during the last few years
The four Kaleidoscope partner countries – Finland, France, Italy and the UK – have differences in history,
trends and migration patterns, as well as countries of origin and volume of migrants. Whereas the UK,
Italy and France have been the major receiving countries for centuries with hundreds of thousands of
migrants per year, in Finland, migration has been very modest and the volume relatively small. As seen in
Figure 2, the share of foreign-born population is the highest in the UK, and lowest in Finland.
Figure 2. Population and foreign-born population in partner countries in 2016.

Population total
(million)

Foreign born population
(million)

Percentage
(%)

Finland

5,487

0.329

6.0

France

66,759

7.902

11.8

Italy

60,665

5.907

9.7

65,382

8.698

13.3

UK
Source: Eurostat (2017a).

Differences between partner countries reflect the diversity of migration in the entire EU, which the
implementation of the Kaleidoscope project will need to be consider.
4

Ibid.
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The UK
Between 1993 and 2015 the foreign-born population in the UK more than doubled from 3.8 million to
around 8.7 million. During the same period, the number of foreign citizens increased from nearly 2 million
to more than 5 million. The highest growth in the population of foreign-born people was between 2005–
2008 coinciding with ‘the significant inflow of East European migrants following EU enlargement in 2004’.
5
This huge increase has caused immigration to dominate British politics and become one of the most
important topics to the British public.
The number of both female and male migrants has increased over time, but women have made up the
majority of the UK’s migrant population since 1993. In 2015 for example, 52% of the foreign-born
population were women. Poland, India and Pakistan are the main three foreign countries of birth
accounting, respectively, for 9.5%, 9.0% and 5.9% of the UK’s foreign born population, followed by Ireland
(4.5%) and Germany (3.3%). People of Polish and Indian citizenship are also the main foreign nationalities
in the UK, with Poles being the largest group, accounting for 15.7% of foreign citizens.’ 6
Italy
The number of foreign nationals living in Italy was about 5.05 million in 2017, which is 8.2% of the
country's population and represented an increase of over 92,000 over the previous year. Of non-EU
nationals, Moroccan, Albanian, Chinese and Ukrainian citizens were the largest groups residing in Italy in
2016. About 48.5% of non-EU nationals were women. 7
Most migration to Italy occurs through regular avenues, such as family reunification. In 2016, almost half
(45%) of the 227,000 new permits issued were for family reunification reasons, 34% were for
humanitarian reasons (asylum seekers, refugees, persons entitled to humanitarian or subsidiary
protection), and 5.7% for work. 8
An interesting fact in the findings in Italy is that more than three quarters of male migrants made the
decision to leave, whilst only half of women were the decision-makers, citing their partner as the main
decision-maker in migrating. The cultural and geographical origins of female migrants are some of the key
elements influencing the entire migration and integration process. On a general level, there are three
main reasons that lead a woman to choose to migrate to Italy. Chinese and Filipinos normally decide to
migrate for economic reasons. In particular, the latter tend to act as ‘pioneers’: they usually move on their
own, without other members of their family. Later on, when they have a job and a solid financial situation,
other family members join them. On the other hand, the migration of Eritrean, Nigerian and Gambian
women is particularly frequent for humanitarian reasons (fleeing from persecutions, unrest, an abusive
family or uncertain political situations). Finally, family reunification is the reason behind the migration of
Egyptian and Moroccan women. In fact, a female migrant coming from these countries is less likely to
migrate on her own; her husband, as the head of the family, is usually the first to move abroad in order
to find a better job or to improve his family’s life. 9
France
There are about 5.84 million migrants living in France, comprising 9% of the population. Almost half are
originally from Africa, and 37% are from other countries in the EU. Just over half are women, at 51%. Until
the end of the 20th century, the migrant population consisted mostly of men; however, the current trends
5
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suggest that migrants are predominantly women. Women are migrating more and more independently,
mainly for work or study. The feminisation of the migrant population varies greatly depending of the
country of origin. Men remain the majority percentage amongst certain countries, such as Turkey,
Morocco and Tunisia. 10 11
Finland
The picture of migration to Finland differs from other EU countries in terms of volume, structure and
reasons for migration. The number of migrants began to increase in the beginning of the 21st century, and
during the last couple of years, about 30,000 migrants per year have moved to Finland. Despite the recent
increase in the number of foreigners, Finland has considerably fewer foreigners compared to other
Western European countries. 12 13
Almost 244,000 foreign nationals lived in Finland in 2016 (4.4% of the total population). Those who were
born abroad are most likely from the former Soviet Union, Estonia and Sweden. In 2016, Iraqi citizens
rose as the third largest citizen group followed by Chinese, Swedish, Thai and Somali people—altogether
foreign nationals represented almost 180 foreign nationality groups. Women account for 48.7% of the
migrant population. However, differences in the gender distribution depending of country of origin are
considerable. Family reasons, such as marriage to a Finnish citizen, are the most common reason for
migration to Finland, including about 28%. Work-based immigration is lower at 12%. 14

1.2.3 Migrants’ educational background
Migrants are a heterogeneous group of people, but there are some trends regarding their educational
background. An analysis for the EU28 working-age population (25–54 years old) shows that in 2016 of the
migrants born outside the EU, about 36 % had successfully completed at most a lower secondary level of
education. The equivalent share for EU-born working-age migrants was 21%, which is slightly higher than
that recorded for native-born individuals residing in their member state of birth (18.6 %). See Figure 3.
This shows that the share of the EU28 working-age population born outside the EU with at most a lower
secondary level of educational attainment was almost twice as high as amongst those living in their
member state of birth.15
In 2016, the share of working-age women with a tertiary level of educational attainment was consistently
higher (than the share for men) across all three population subgroups. The biggest gender gap between
sexes was recorded for the native-born working-age population, where the share of women with a tertiary
level of education was 36.7%, compared with 30.7% for men, whilst the gender gap was 5.8 percentage
points amongst migrants born elsewhere in the EU and 2.9 percentage points amongst migrants born
outside the EU. These shares were reversed for the other levels of educational attainment, with a higher
proportion of working-age men (than women) possessing an upper secondary or post-secondary nontertiary level of education or at most a lower secondary level of education; this pattern held across all
three population subgroups (native-born, born elsewhere in the EU and born outside the EU). 16
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Figure 3. Levels of education of the groups: native born, born in the EU and born outside EU per gender.

There are some clear disparities regarding migrants’ educational backgrounds amongst Kaleidoscope
partner countries as shown in Table 2: Population by Educational Attainment Level. The UK has the highest
proportion of foreign-born people with tertiary level education; Italy has the lowest. Furthermore, the UK
has one of the highest proportions of highly educated foreign-born residents in the EU. According to the
Telegraph, compared to the EU, ‘Britain is the only one where the migrants are better educated than the
locals. In the UK 54% of foreign-born residents have higher education qualifications compared with only
31% of UK natives. 17

17
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Table 2. Foreign citizen population by educational attainment level in 2016

Source: Eurostat (2017a).

In Italy, in general, the migrants lack formal education, however they speak multiple languages. The level
of formal schooling for migrants moving to Italy is quite low, with an average of 7.5 years of education
completed. Women tend to be less educated than men, with almost 90% not having completed lower
secondary school. 18
In France, migrants form a population with very diverse levels of education and are often more educated
than the average in their country of origin. In general, people who migrate to France are more often highly
educated and less often found to have no schooling, compared to individuals of the same age and sex in
their country of birth. A comparison between native population and some migrant groups in France shows
interesting disparities. Less than 1% of the native population never went to school and 27% have
completed higher education. For instance 8% of migrants born in Portugal and 15% of migrants born in
Turkey have no schooling, and the corresponding proportion in these nationality groups who have
completed higher education is rather low, 7% and 9%. In other groups, there are greater differences, with
an overrepresentation of both individuals with no schooling and of those with higher education. For
example, the proportion of Senegalese migrants who never went to school is 17%, whilst the proportion
of university graduates is 27%. Amongst Moroccan migrants, the proportion is the same for both of these
categories (19%). It is also important to mention, contrary to popular belief, that 37% of Romanian
immigrants are university graduates at a proportion that is higher than the native population in France. 19
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According to a large survey on work and well-being amongst people of foreign origin in Finland, over one
half of migrants aged 25–54 living in Finland in 2013 belonged to the group with low education or
unknown education. According to the Register of Completed Education and Degrees data, only 24% of
those aged 25–54 had upper secondary level and 25% had tertiary level education. 20
The educational background of migrants in Finland is rather polarised. About 40% of the working-aged
migrants living in Finland had completed a tertiary level qualification, which is more or less the same share
as in the same-age native population (44%). On the other hand, the educational level of every sixth (17%)
working-aged migrant was at most on the level corresponding to lower secondary level (comprehensive
school or similar), whilst this was so for only 7% amongst the native population. Very few had gone to
school for at most a few years. In addition, there are major disparities according to the country of origin.
The highest educated migrants in Finland come from Eastern Europe, Western Europe and North America.
Those with the lowest level of education are amongst refugees, Turkish and Thai people. 21
1.3 Migrants in labour market
According to the OECD report22, the employment gap between migrants and the native population is not
significant. Migrant men are more likely to be employed than women. Migrants often work under shortterm contracts and less favourable working conditions than the native population. The education level of
migrants also has importance in the participation to the labour market. In many countries, migrants with
low qualifications find employment more often than native population with a similar level of education.
Nevertheless, education obtained in the country of origin facilitates finding employment, albeit educated
migrants are often forced to settle with low-skilled jobs. Migrants’ reasons for migration also affect their
chances of finding a job. Labour migrants often have a job waiting for them in the new country, so their
situation in the labour market is different from humanitarian migrants. A majority of migrants arrive for
family reasons, and their capabilities and opportunities to gain employment are influenced by many
background factors.
Employment potential of the migrant population is high, because their age structure is young compared
to the native population. However, the employment rate for working age migrants is lower than that of
the native population and the unemployment rate is higher. Challenges may occur because the labour
market in the new country of residence may not function according to the same rules the country of
origin. Obstacles to employment can also include employers' preconceptions, educational requirements,
language barriers, and a lack of adequate training, professional skills, or work experience. 23
The labour market situation of migrants living in Kaleidoscope partner countries is somewhat similar and
reflects the overall situation of migrants in the EU.
The UK
In the UK, the migration observatory notes ‘there can sometimes be a mismatch between an individual’s
educational attainment and the skill level required for his or her job in the UK’24. ‘Migrants from Eastern
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Europe, Bulgaria and Romania are likely to work more hours and earn lower wages than other workers,
partly reflecting their numbers in lower-skilled jobs. Many EU migrants are also more likely to be overeducated for the jobs they are in 25. The employment rate of the foreign-born has been lower than of the
UK-born. However, the employment rate of foreign-born males has been increasing since 2010; the
employment rate for foreign-born men was 80% in 2015, higher than that for UK-born males, which was
75% in the same year.
Foreign-born men in the UK are particularly employed in professional occupations (e.g. software
professionals and health professionals), elementary occupations (e.g. cleaners, kitchen and catering
assistants), and processing occupations (e.g. transport drivers, food, drink and tobacco process
operators)26. ‘About 30% of foreign-born male workers were employed in elementary and processing
occupations compared to 20% of their UK-born counterparts’27. The statistics for women are similar.
However, a ‘greater share of female migrants is employed in professional, and at the low-skilled end in
elementary and processing occupations. About 29% of the female migrants in the professional
occupations are nurses and midwives.’ 28
Italy
In Italy, migrants represent 10.5% of the Italian labour force and are younger and more active than the
same age group in the native population. Migrants’ labour market participation reflects the segmented
structure of the Italian labour market across regional, sectoral, skill, class, migratory status and gender
lines, with migrants overrepresented in specific sectors (e.g. care economy for female migrant workers
and construction, agriculture and semiskilled manufacturing for male migrant workers). Both male and
female migrant workers are overrepresented in low-skilled occupations (37% versus 8% amongst Italians)
and only 6% of migrant men and 8% of migrant women are employed in highly-skilled occupations (e.g.
as managers, professionals, and technicians). Other underlying factors may include the limited recognition
of foreign degrees and qualifications; the imperfect transferability of skills and previous work experience;
and social forces (e.g. Italians may shun low skilled jobs, their social networks affect their incorporation
into the labour market and their concentration in specific sectors or occupations and they face
discrimination in the labour market). Female migrant workers are overrepresented in the cleaning and
catering industries and in the care sector, especially for the elderly and children, thus contributing to
enabling female Italian workers to participate in the labour market outside the private sphere of the
home. Male migrant workers are more concentrated in construction, agriculture and other semi-skilled
manufacturing occupations. 29
France
According to INSEE30, age increases challenges in migrants’ employment in France. Young migrants and
those who are 50 years old and older face more challenges in finding a job. The most active age group is
30–49 year old, but also their employment rate is low (77.3%) compared to non-migrant population
(90.6%). African nationals are less employed than other residents in France. The unemployment rate for
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them is high and the same observation applies to inactive but not retired people, as housewives for
example31.
Finland
In 2012, the employment rate of the foreign-born population in Finland was 63.8% and the unemployment
rate was 14.2%. The corresponding proportions for the native population were 69.6% and 7.5%. The
difference in employment between various migrant groups is very large in Finland. There seems to be a
link between citizenship, reasons for moving to Finland, and how actively a migrant takes part in the
working life. The highest unemployment rate was amongst African nationals at 38%. Comparatively, the
lowest rate amongst EU citizens is 22% and the native population is 12%). Gender differences in
employment are also significant. Men's employment is generally higher than that of women, but the
length of stay tends to affect that positively, especially for migrant women in Finland. In 2014, the
employment rate of migrant men aged 20–64 was 71%, and that of migrant women was 56%. As time
passes, the share of migrant women in employment is growing faster than that of migrant men. 32

1.4 Entrepreneurship activity among migrants
New companies, especially SMEs, represent the most important source of new employment; SMEs create
more than 4 million new jobs every year in Europe. However, the trend since 2004 has been decreasing;
the share of entrepreneurs has dropped in most EU countries (in 23 out of the EU27). Self-employment is
the first choice for 37% of Europeans, dropping from 45% a few years earlier. By contrast, in the US and
China, the proportion is much higher: 51% and 56%, respectively. Moreover, when new enterprises are
founded, they grow more slowly in the EU than in the US or emerging countries, and fewer of them join
the ranks of the world's largest firms. 33
According to the OECD, migrants are more entrepreneurial than the native population. Furthermore each
foreign-born entrepreneur who owns a small or medium firm creates 1.4–2.1 additional jobs. Thus,
migrants represent an important pool of potential entrepreneurs in Europe. The EU has publicly
recognised the key contribution that migrant entrepreneurs can make to sustainable growth and
employment. The European Agenda for the Integration of third-country nationals stresses the important
role of migrants as entrepreneurs and states, ‘their creativity and innovation capacity should also be
reinforced’. However, today’s European migrant businesses are mainly micro-businesses with no or very
few employees. They are also smaller in comparison to indigenous businesses in turnover and profit.
Although migrants have higher business creation rates than the rest of the population, the businesses fail
more. 34
Because entrepreneurship can be an engine to sustainable economic growth, numerous studies speculate
on what factors compel someone to become an entrepreneur. The common reasons why a migrant, or
anyone, might attempt entrepreneurial activity are: cultural and personal predispositions, a regulatory
environment supportive of entrepreneurship, if they have commercially viable business idea, access to
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capital, and lack of alternative employment options. These factors can have particular implications for
migrants and explain why they often become entrepreneurs. 35
Furthermore, the higher entrepreneurial activity of migrants is justified from two point of views: the
current migration situation and the weak labour market position. Migrants take risks more than the native
population, moving to another country is the first evidence of that. Related to the migration situation,
migrants often have more innovation potential than average, because they are living in a kind of
intermediate space between two or more cultures, which allows a comparison of cultural practices. On
the other hand, entrepreneurship activity is explained by the migrant’s labour market position. Job offers
in the country of arrival are often limited due to a lack of language skills, difficulty in getting proper
education or work experience, and direct discrimination. If migrants’ possibilities are limited, they often
find themselves in a few in low-wage sectors. From this point of view, migrant entrepreneurship
represents the reversal of migrants’ limited career opportunities in the labour markets. 36
A report that looks at entrepreneurship amongst migrants found that ‘entrepreneurship is an
occupational choice that may be a result of push or pull factors’ 37 (see Table 3). Pull factors are factors
that make the choice of entrepreneurship attractive, push factors are factors that push migrants to choose
entrepreneurship, as they have no other choice and choose it as ‘a means of economic survival’ 38.
Table 3. Pull and push factors for entrepreneurship
Examples of Pull factors
‘entry is attractive because of perceived
opportunities of realising a unique, inimitable
project’39
the wish to be independent

Examples of Push Factors
A way of generating rent

Non-validated foreign education and skills
qualifications
Not having the legal right to work – may provide
work that enables migrants to escape detention
by the authorities
Language differences, ‘cultural differences,
prejudices and discrimination’40

Despite the economic importance of female entrepreneurs, their number is still lower than the number
of male entrepreneurs. In 2012, there were 10.3 million women entrepreneurs in the EU28, representing
31% of all entrepreneurs. The top five countries with the highest entrepreneurship rate for women are
Greece, Albania, Portugal, Italy and Croatia, and the countries with the lowest rates are Norway, Estonia,
Denmark, Liechtenstein and Sweden.41 According to Eurostat, in the EU28 about 37% of migrant
entrepreneurs are women (having citizenship other than the current country of residence).
35

OECD, (2010), ‘Entrepreneurship and Migrants, Report by the OECD Working Party on SMEs and
Entrepreneurship’.
36
Ibid.
37
HART, M., and MICKIEWICZ, T., (2016), ‘Ambitious Entrepreneurship and Migration: A Multi-Level Study
across the Local Authorities in England and Wales’ Enterprise Research Centre, Research Paper, No. 47.
38
Ibid., pg. 9.
39
Ibid., pg. 6.
40
Ibid., pg. 8.
41
Kökalan Ö. & G. Akinci, (2016). ‘A Cross-Country Comparison of EU Countries in Terms of Women
Entrepreneurship Determinants: a Statistical Analysis’.

25

1.4.1 Migrant entrepreneurs in partner countries
Similarities in geographical concentration and sectors
One similar factor in each Kaleidoscope country is the fact that most of the companies owned by migrant
entrepreneurs are highly centralised in big cities. In the UK, London is the most likely location where,
according to the Centre for Entrepreneurs, about 188,000 migrant entrepreneurs have started businesses.
Correspondingly, in France, non-EU migrants manage 10% of all companies in Paris. The same trend is
valid in the capital area of Finland as well. In Italy, the Lombardy region has attracted the majority of
migrant companies (111,000), followed by the Lazio region (75,000) and Tuscany (53,000). Furthermore,
in Italy there are ethnic concentrations of migrant companies; for example, in the province of Milan
Egyptians own almost half (45%) of all migrant companies, people from Bangladesh are centred in Rome
(42%), Pakistanis in Naples (19%), and Romanians in Turin (13%).
Migrants' business activities are strongly focused on the service sector in all partner countries. This is
mainly due to society’s industrial restructuring, which has led to a surge of small- and medium-size
businesses concentrating on services. Furthermore, the service sector is more favourable for new
immigrant entrepreneurs with limited financial resources 42. In the UK, female entrepreneurs are
‘overrepresented within service sectors’43. Also in Finland, migrants' business activities are focused on the
service sector, with restaurants being the most common businesses (more than one fifth of the
companies), followed by wholesale and retail. In addition, beauty services, hairdressing, cleaning,
construction, translation and interpreting, management consultancy, motor vehicle repair and
maintenance, and food business operations are common industries amongst migrant entrepreneurs.44
In Italy, most migrant companies are concentrated in the wholesale and retail trade sector (35% of the
total), followed by the service sector (22%) and construction (21%) 45. Whereas in France, there is a high
concentration of migrant entrepreneurs in construction (25%) and the retailing domain (25%), followed
by the hotel and restaurant industry (20%) and transport (10%) 46.

Entrepreneurship activity in partner countries
The activity of female migrant entrepreneurs (with citizenship other than the current country of
residence) in Kaleidoscope partner countries in 2016 is shown in Table 4 (statistics in Finland were not
available). The results indicate that entrepreneurship activity amongst migrant women is higher than that
of migrant men in Italy.
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Table 4. Entrepreneurship activity of female migrant entrepreneurs in EU28 and Kaleidoscope partner
countries in 2016 (citizenship other than the current country of residence).
Migrant
entrepreneurs total

Migrant female
entrepreneurs

Finland

2,300

France

77,900

25,500

33 %

Italy

23,200

12,500

54 %

132,400

56,500

43 %

593,000

216,500

37 %

UK
EU28
Source: Eurostat (2017b).

not available

Percentage
not available

The UK
In the UK, migrant entrepreneurs are ‘behind 1 in 7 of all companies’ and their ‘entrepreneurial activity is
near double that of UK-born individuals’47. Foreign-born entrepreneurs are on average ‘eight years
younger than the typical UK-born entrepreneur’48, their ‘average age is 44.3 compared with 52.1 years
old for UK nationals’49. Romanian, Afghan and Albanian migrant entrepreneurs are amongst the youngest
migrant entrepreneurs, compared to Japanese, American and Swiss migrant entrepreneurs, who are likely
to be an average of 20 years older. Migrants are therefore clearly more likely to be entrepreneurs; ’17.2%
of non-UK nationals start their own companies compared with 10.4% of UK nationals’50.
Migrant entrepreneurs in the UK are described as follows:
They tend to ‘display qualities of self-reliance and determination’51
For women, the ‘feelings of displacement, change and uncertainty’ 52 as a result of the double
discrimination they face – being a women and a migrant, ‘can be personal motivations in life and
career success’53.
They are often more likely to start their own company than the UK-born population because the
‘the wider experience and skills of many immigrants and returnee migrants may enable them to
spot and exploit opportunities more readily’54
In the UK, where ‘women account for 29% of British business founders, only 26% of migrant entrepreneurs
are female’55. Female entrepreneurs’ businesses tend to be smaller in size than males and are
‘overrepresented within service sectors’56. There is a huge difference in these numbers when we consider
nationalities, for example, Thai, Filipino and Vietnamese female migrants are more likely than their male
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counterparts to start their own businesses57. Libyan, Syrian and Afghan women are far less likely to start
their own businesses than their male compatriots; for example, 92.5% of Libyan entrepreneurs in the UK
are men.
Italy
In Italy, migrant-owned businesses have become a widespread social phenomenon in recent years. The
number of companies run by migrants has grown by 25.8% in the last five years. Migrant entrepreneurs
have shown great resilience—their growth in Italy has not been discouraged by inflation of laws and
regulations, nor by the credit crunch or other hindering factors. 58 According to Unioncamere, in 2017,
9.5% of the officially registered enterprises were migrant-owned enterprises.
In Italy, the presence of women amongst migrant entrepreneurs is growing, as well. Italy is the only
country amongst Kaleidoscope partner countries where migrant women are more active than men: 9.3%
of companies are run by migrant women, whilst 8.5% are run by men. During the last five years, the
number of companies owned by migrant women has increased by 3 percentage points. The majority of
women entrepreneurs are in the commercial sector, in the service sector and in the textile and clothing
sector. The Chinese community has the largest number of women involved in entrepreneurship, with
more than 10,000 female entrepreneurs. Albanian women represent another large group.
France
In 2014 about 2.8 million people pursued an activity as a self-employed person in France, thus
representing 10.6% of the active labour force. Every year more than 25,000 (9%) companies are
established by foreigners, 22% of whom employ employees from the start of the activity. The
correspondent percentage for the native population is 12%.59
Hotels and restaurants, real estate and trade are the main sectors of activity of companies owned by nonEU-nationals in Paris. Some activities are more widespread amongst certain nationalities. For example,
hotel and restaurant entrepreneurs are most likely from China. In Paris, a half of all non-EU migrant
entrepreneurs come from China, Algeria, Tunisia, Morocco and Turkey. Americans and Egyptians are also
represented in a significant portion. 60
In France, an average migrant entrepreneur is 30–39 years old (43%, whilst the national population is
31%), have a lower diploma or no diploma (41%, whilst the national population is 17%). The lack of a
diploma amongst migrant entrepreneurs is common (48%) amongst ‘traditional’ businesses
entrepreneurs. Migrant entrepreneurs from third countries are generally much less educated, as 46% of
them do not have a degree. However, 14% of highly qualified migrant entrepreneurs are from third
countries. 61
About 26% of migrant entrepreneurs in France are women, whilst the share of French woman
entrepreneurs is 32%62. Only 18% of entrepreneurs from third countries are women 63. However, migrant
men entrepreneurs tend to be more active than men amongst the native population (74% versus 68%).
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Finland
In 2012, there were about 100,000 foreign nationals in the Finnish labour market, of whom approximately
7,700 were entrepreneurs (8%). During the 21st century, the number of migrant entrepreneurs (foreign
nationals and foreigners) has more than tripled. 64
The biggest entrepreneurial activity is amongst migrant groups, where the level of education is low (highly
trained immigrants start their own businesses more rarely than less educated entrepreneurs, similar trend
is valid for Finnish entrepreneurs too), and in groups where the reason for moving to Finland has been
marriage with a Finnish citizen. The latter mentioned group has more contacts to native population due
to family ties. Exceptionally low entrepreneurial activity has been within Somali population. 65
There are some clear concentrations by industry and by country of origin. The construction sector has
more Estonian companies than average. Migrants from North Africa, Turkey, the Middle East and Asia
have established companies in the restaurant industry. Accommodation and catering companies owned
my migrants are mainly of those migrants from Turkey and Asian countries. Russian people run companies
in the transport sector more often than average. Trade and business services are provided by
entrepreneurs from the Nordic countries, Western Europe, Russia and the Baltic countries. 66
In Finland about one-third (the official number is impossible to find) of migrant entrepreneurs are women
(as mentioned earlier, the numbers are low. Of the total 7,700 migrant entrepreneurs, one-third is about
2,500). There are large gender disparities in entrepreneurship activity amongst migrants: women from
Thailand and men from Middle East work as entrepreneurs more often.67

1.5 Business environments in partner countries
The European Commission aims to support an environment that is attractive to all forms of
entrepreneurship, where business support services reach all potential entrepreneurs, including those
from more vulnerable groups, with the aim to make the EU in its entity stronger and more cohesive.
Migrants represent an important group of potential entrepreneurs; however they can encounter barriers,
such as legal, cultural and linguistic obstacles. 68
According to findings in national desk research studies, business environments in the Kaleidoscope
partner countries are rather fruitful for new companies. For instance, the UK has one of the lowest
corporate tax rates in the G2069. According to EY 70, France is the third most popular European destination
for international investors; it has had a significant increase in the number of foreign investment projects,
distinguished by the number of logistical and industrial establishments. The competitive advantages for
France are found in innovation, its tourist appeal and the quality of its infrastructure. As for Finland71, it
is one of the world’s most innovative economies; there is an efficient and strong collaboration amongst
Finnish industries, research institutes, university centres of innovation and the government, delivering

64

Suomen virallinen tilasto (SVT): Väestörakenne.
Joronen Tuula, (2012). ’Maahanmuuttajien yrittäjyys Suomessa’.
66
Ibid.
67
Ibid.
68
Migrant Entrepreneurs (2017). European Commission.
69
DEPARTMENT FOR INTERNATIONAL TRADE, (2017), op cit.
70
EY, Barometer of the attractiveness of France, 2017.
71
Study: Finland Astounds as the Most Attractive EU Country for FDI (2016). Invest in Finland.
65

29

disruptive technologies and innovative design. Amongst EU member states, Finland has the most
appealing political, regulatory and legal environment for foreign direct investment.
A previous study in Finland states that entrepreneurs are generally quite satisfied with Finland as a terrain
for entrepreneurial activity. Those who have lived in Finland longer are very satisfied. Support from
authorities had usually gone smoothly, though some challenges related to language and cultural
understanding have been noticed. Finland is highlighted by a low level of corruption, good security and
high reliability. Cautious and somewhat negative attitudes towards foreigners are pointed out quite often.
Furthermore, some migrants, especially those who have lived in Finland for a short time, complain about
bureaucracy, paperwork and difficulty in finding the information they need. 72
1.5.1 Biggest obstacles for starting a new business among migrant women
Despite the fact that migrants have higher business creation rates than the native population, they fail
more due to a lack of information, knowledge and language skills. The European Commission has created
a benchmarking tool73 containing ten key dimensions in order to evaluate various support and promoting
services for migrants in the European scale (Table 5). These dimensions give us a hint of the ecosystem in
which migrants are functioning and the challenges they are facing.
Table 5. Key dimensions in evaluating support and promotion services for migrants in the EU
Visibility

Networking

Legal and
regulatory advice

Individual business
support

Group business
training

Creating awareness of existing support services and relevant institutions and
organisations amongst the migrant population is a challenge for service providers
who are not necessarily used to engaging in a targeted manner with this
population. SINGA in France was taken into account in this dimension.
Many migrants lack a business network in the new host country and this
dimension includes support in accessing relevant business networks and in
establishing contacts with business associations, as well as with suppliers and
potential customers.
Part of setting up and running a business requires dealing with legal questions
such as registering the enterprise, obtaining permits, filling out tax reports and
others. For a migrant who has no previous experience in the area and is also not
used to the administrative system and institutions in the host country, this might
be a significant obstacle and a migrant entrepreneur may face greater difficulties
than a native counterpart. Migrant entrepreneurs may also need advice
regarding immigration regulations (for example concerning permit renewal and
status change). Italy’s CAN World was recognised in this dimension.
Opening a business is a demanding task even for someone who is familiar with
the business environment. Fulfilment of administrative procedures in setting up
a business can entail complex procedures and processes. For example,
registration of the business, business management, design of a business model,
finding customers, and adapting the product can be challenging. Therefore, the
provision of individual business support for migrant entrepreneurs at each step
of the process is essential.
The provision of group business training plays a key role for the development of
entrepreneurial skills and should include concrete steps to set up and run a
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Mentoring

Access to finance

Facilities provision

Language/cultural
sensitivity

Impact

company. Furthermore, the inclusion of an introduction to specific characteristics
of the national business environment that might be new to migrant
entrepreneurs is of great value. Indeed, support schemes targeting migrants in
particular often have a focus on the national context and business environment
of the host country as part of the training, in order to prepare the migrant
entrepreneur for specific characteristics of the labour market.
It is common that migrant entrepreneurs encounter difficulties related to the lack
of country-specific business skills and social capital in the new host country.
Mentoring can provide valuable support based on practical experience. The
mentorship includes skills and knowledge development, as well as helping to
access a network that might enhance the mentee’s professional and personal
growth.
Access to credit is crucial for entrepreneurs as a lack of adequate financing is one
of the main obstacles to develop a business. Migrant entrepreneurs without
sufficient resources often face difficulties accessing credit from mainstream
institutions to finance their entrepreneurial ventures. Credit institutions may
encounter other issues when dealing with migrant entrepreneur clients, related
to a lack of knowledge and understanding of this specific group of clients. For
these reasons, migrant entrepreneurs rely frequently on informal networks, like
family or community, to obtain financial backing.
Migrant entrepreneurs might have additional difficulties in finding facilities for
their businesses in comparison to native entrepreneurs. This may be due to for
example a lack of knowledge about the ideal location for their business, or
difficulty finding affordable facilities. This issue is tackled by a number of service
providers through different forms of facility provision.
This dimension is a cross sectional dimension as it applies to all types of support
schemes. Language and cultural differences are amongst the main barriers
preventing migrants from actively participating in the labour market of their host
countries.
The impact dimension can also be considered as a cross-sectional element since
it relates to all the schemes presented in this volume.

Source: EC (2016).

Eurostat has gathered useful information about obstacles to getting a suitable job amongst natives and
foreign-born migrants. The results are somewhat similar in entrepreneurship. As seen in Table 6, lack of
language skills is problematic, especially in Finland, whereas the lack of recognition of diplomas is
highlighted in Italy.
Table 6. Obstacles to getting a suitable job (2014), percentage % of respondents
Lack of
language skills
Finland
France
Italy
UK
Source: Eurostat.

29.7
9
12.1
9.1

Lack of
recognition of
diplomas
7.9
9
25.2
9.8

Origin,
religion
data missing
6.3
8.2
2.4

No barrier
33
56.9
45.3
33.5

Other
23.9
17.5
2
42
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An interesting point of view from this analysis is an OECD-EU study74 that claims that certain migrant
groups are faring better than others in terms of literacy proficiency and labour market outcomes. These
include:
- Migrants who are native-speakers of the host-country language,
- Those who acquired their qualifications in the host country,
- Those who migrated as young children,
- Migrants from EU countries,
- Migrants who have been in the host country for 5 years or longer,
- International students who have recently entered the labour market (in comparison with nativeborn recent labour market entrants).
1.5.2 Obstacles in partner countries
The findings from desk research in Kaleidoscope partner countries are rather similar to those that have
been emphasised on the EU level. An interesting finding is that despite the countries have different
histories with migration, their ecosystems are different and their migrant population is different (e.g. by
number, origin), migrant entrepreneurs are facing somewhat similar challenges. Obstacles seem to be
universal.
A study in France75 gives an interesting point of view of the obstacles that migrants face. About 88% of
foreign entrepreneurs interviewed in France state that they have encountered difficulties when starting
their business (78% amongst the native population). One-third (31%) of migrant entrepreneurs stated
that the difficulties related to obtaining financing (20% amongst the native population), and in particular,
to open a bank account (12% versus 4%) and obtain the authorization of a bank overdraft (12% versus
5%).
In Finland, migrant entrepreneurs encounter challenges especially due to poor host-country language
proficiency and insufficient experience in the Finnish system. Completing official documents and
applications, making contracts and taking care of legal issues and taxation matters cause difficulties. In
addition, migrants find it difficult to justify their business plans to financiers. Migrants face challenges
quite similar to those of Finnish SME entrepreneurs; however, immigrants face problems and business
barriers more than the native population. 76
Discrimination or double discrimination issues were emphasised, especially in countries with a long
tradition of migration, thus France, Italy and the UK. Migrant entrepreneurship is still very small scale in
Finland, which is why the phenomenon is under-studied. However, an interesting fact could be found in
the Finnish literature77: in Finland, regardless of the sector, migrants feel that they are more
entrepreneurs than migrants or migrant entrepreneurs; in other words, migrant entrepreneurs do not
feel they differ from other entrepreneurs. It is uncertain whether this point of view reflects cultural
differences (Finland being a very equal country), or rather its short experience of migration.
Nonetheless, migrant entrepreneurs encounter challenges. Table 7 contains a summarised list of
challenges that were found from numerous sources for the national desk research reports. As shown, the
challenges are rather similar to those of the ten key dimensions by the EC.
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Table 7. Obstacles that migrant (women) entrepreneurs encounter
Obstacle
Administrative
obstacles of
entrepreneurs

Legal constraints for
the start of business

Difficulty in getting
funding

Lack of country specific
skills and knowledge of
local markets

Discrimination

Description
National legislations impose a series of obligations to entrepreneurs who
need to regularise their legal position in the host country. Often,
bureaucratic rigidity lengthens waiting times: for example, for renewal of a
residence permit. In the absence of such a document, the entrepreneur
does not a legal identity and consequently, cannot perform actions
necessary to conduct the business (like signing contracts).
Depending on the legal form chosen and the business sector in which an
entrepreneur decides to operate, a series of requirements are necessary,
especially for a migrant. Often the constraints imposed by the bureaucracy
generate delays in the start of business with inevitable economic and
financial repercussions.
Access to the credit market is one of the major obstacles for migrant
entrepreneurship, even more so for women. Economic resources are
already scarce because of the economic crisis, and decrease when the
potential entrepreneur is migrant. This is justified by the "lower reliability"
resulting from the difficulty of providing guarantees in dealing with the
credit system.
- Linguistic barriers: generates closure by the interlocutors resulting in a
real obstacle to access to information needed for business
development. It is not easy to overcome the difficulties of integration
in the economic and social context and the relative isolation condition
that characterises migrant companies. The company not only
represents an activity of production of goods and services but, in
contrast, it contains the entrepreneur's whole experience. The
migratory experiences, the prospects of integration, the ties with the
country of origin are not just traits of entrepreneur's personal life but
also contribute to connote the company and influence the strategic
choices
- Migrants also have limited familiarity with the mainstream businesssupport infrastructure. Thus, they face greater difficulties than the
native born in fulfilling the various procedures for business setup and
development-from drawing up business plans and submitting requests
for start-up capital from financial institutions, to registering the
enterprise and dealing with fiscal declarations, recruitment
procedures, and social security obligations.
- Lack of the country-specific business skills
- Lack of country-specific human capital and networks also make
immigrant
entrepreneurs
disproportionally
vulnerable
to
administrative burdens
- Lack key resources to navigate intricate bureaucratic regulations and
procedures
- Discriminatory attitudes and behaviours towards immigrants are quite
common
- Double discrimination of sexism and ethnic discrimination: on the one
hand their competences, expertise and diplomas are not adequately
recognised and on the other hand, they are often subject to fixed
gender stereotypes and directed to performing "feminised jobs" such
as baby-sitting, nursing or domestic help jobs.
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Personal and family
obstacles

-

Their education and skills that they have received in their home country
may not be recognised in the country of residence
Cultural obstacles
Family obligations and societal pressure often limit women's freedom,
which can limit migrant women's commitment and ability to engage in
business creation.
Pressure from the relatives/friends/surrounding people.

Lack of confidence
(personal uncertainty)

-

Starting or embarking a business creation project can frighten or even
discourage migrant entrepreneurs.

Lack of confidence
coming from outside

-

Linked with creating relationships, immigrants fail to have confidence
in the other participants in their economic sector because of difficulties
of the migratory path and the precarious living conditions in the host
country. At the same time, the existence of widespread distrust of the
migrant entrepreneur should be highlighted.

1.6 Support and consultancy for migrant entrepreneurs
The European Commission seeks to propose policy initiatives to attract migrant entrepreneurs and to
facilitate entrepreneurship amongst migrants already present in the EU or arriving for reasons other than
setting up business, building on the best practices developed in the member states, including those by
local authorities (cf. Table 5: Ten key dimensions). Furthermore, it analyses the opportunity of proposing
legislation aimed at removing legal obstacles to establishment of businesses and giving qualified
immigrant entrepreneurs a stable permit. Alongside, the member states are challenged to develop
practices on national levels, remove legal obstacles to establishment of businesses by legal migrant
entrepreneurs, and to facilitate access to information and networking for migrant entrepreneurs and
prospective migrant entrepreneurs by actions like creating relevant information centres in areas densely
populated by migrants. 78
The promotion of entrepreneurship is incorporated in the Europe 2020 Strategy, which aims to create
conditions for smart, sustainable, and inclusive growth. Within that framework, the Entrepreneurship
2020 Action Plan is a blueprint for joint action to unleash Europe's entrepreneurial potential, to remove
existing obstacles and to revolutionise the culture of entrepreneurship in Europe. It aims to ease the
creation of new businesses and to create a more supportive environment for existing entrepreneurs to
thrive and grow. 79
The Entrepreneurship 2020 Action Plan considers women entrepreneurs, migrant entrepreneurs as well
as third country nationals by setting out a number of actions, under three action pillars:
1. Entrepreneurial education and training
2. An environment where entrepreneurs can flourish and grow
3. Role models and outreach to specific groups.
According to the findings made in the Kaleidoscope project’s desk research phase, there are numerous
services available for migrant entrepreneurs in each partner country. In the following sub-chapter, we will
focus on various support systems and consultancy services available for migrants in partner countries.
The systems and services are rather country specific, but there are some similarities amongst them.
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1.6.1 Support systems for starting a new business
Access to funding is crucial for entrepreneurs, because lack of adequate financing is one of the main
obstacles to developing a business80. For instance, in France, only 10% of migrant entrepreneurs have
access to bank loans (the share is 28% amongst all entrepreneurs) 81. The majority (62%) of migrant
entrepreneurs finance their projects with personal, family or associates resources; this is clearly more
prevalent than amongst French entrepreneurs (49%).
Social networks are a key resource for entrepreneurs. Entrepreneurs (migrant and others) lean on friends,
acquaintances and close relatives for financial support and/or practical help. Family support is important
for migrant entrepreneurs in gathering information, maintaining social networks and gaining language
skills. In Finland especially, migrant entrepreneurs tend to be more dependent on public authorities, local
business guidance services and paid services (accountancy firms), because their networks in Finland are
limited and the networks rarely include lawyers and other experts in entrepreneurship 82.
In Kaleidoscope partner countries there are various support systems for new entrepreneurs on local,
regional and national levels—some of them will be represented here. Most of the support systems are
available for all entrepreneurs, but France, for instance, there is a program (ADIE, described later in this
section) that is tailored for particular migrant groups.
The UK
‘In the UK, the government offers support to start-ups and entrepreneurs including access to mentoring
programmes and funding, working with the private sector’ 83. Furthermore, migrants—who often struggle
to get access to governmental support and bank loans—may choose other options such as:
- Reward-based crowdfunding – this is one of the best ways to gain investment and develop early brand
ambassadors. Kickstarter is a crowdfunding platform where ‘investors pledge funds in return for
being sent a product at a later date, or in exchange for a reward such as a discount of future
purchases’. 84
- Incubators and accelerators – ‘the majority of accelerator and incubators run over a 13-week period
in which [the entrepreneur] generally [works] in the accelerator’s space under the pupillage of
previously successful entrepreneurs’. 85 They often require entrepreneurs to give up a part of their
business in return for investment and guidance.
- Angel Investors – these are ‘high-net-worth individuals, looking to invest in other businesses’ 86. Angel
investors may invest in business directly – called ‘direct investment’ by meeting at potential business
events. These events however are likely to be difficult to access by both women and migrants.
Italy
The national government in Italy has not designed special measures to encourage business creation by
ethnic minorities or recent immigrants or to improve the quality of the enterprises they own. Any
programmes that exist are rare and small scale, often carried out at the local level. The main national
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programme in Italy for micro credit policy involves the allocation of a portion of the Central Guarantee
Fund to micro loans. The degree that ethnic minority entrepreneurs take advantage of these loans should
be monitored over time to ensure migrants and ethnic minorities are fairly presented as compared to
their incidence in the population of entrepreneurs. In addition, finance offers should be accompanied by
skills-enhancement initiatives (e.g. business coaching and entrepreneurship training), particularly because
of the relatively low average educational levels of Italy’s immigrant and ethnic minority entrepreneurs. A
few pilot projects should be developed and tested by business chambers and other policy actors in order
to see what approaches will work best in Italy and what might merit scaling up into national initiatives. 87
France
In France, financial support for entrepreneurs is available on local and regional levels 88. For example:
Accre is an incentive scheme for starting a business, which consists mainly of a partial exemption
from social security contributions and support during the first years of activity. It also allows
certain beneficiaries to claim other forms of aid.
France active is a structure that financially helps people who create their own employment via
guarantees of bank loans and solidarity loans.
ADIE (Association for the right to economic initiative, a microcredit-financing structure) helps
people who are excluded from the labour market and the banking system to create their own
businesses, funding essential commercial activities via microcredit. The principle of ADIE involves
making small loans with interest rates at market rates; a deposit of 50% of the amount is
requested in the entourage. This deposit system can cause problems because migrants have just
recently arrived and do not have the networks to find reliable people. ADIE also offers credit in
solidarity groups that is very successful amongst women from sub-Saharan Africa. ADIE grants
them micro credit as well as micro insurance adapted to their situation. It can also accompany
them through training, expert assistance and even individual coaching. Younger entrepreneurs
(18–32 years old) can apply for the ADIE CréaJeunes program to receive funding and specific
training. To overcome cultural barriers, for example, the ADIE proposes a "liberty loan" for
Muslims allowing them to pay interest immediately in the form of an application fee. Micro
credit supports immigrant populations who are three-fold excluded from the banking system:
their greater precariousness, their difficulty in presenting their project according to the
expectations of financiers and their ethnic origin are constraints.
Paris initiatives enterprise (Pie): is a structure supported by France active that deals with 600
cases per year, of which about 240 are registered. Public services or associations send project
leaders to Pie as soon as the question of funding arises.
The BGe: in partnership with MyMajorCompany, launched a platform for crowd funding
entirely dedicated to the financing of entrepreneurial projects.
Some migrants rely on the support of their community, either for access to premises or more often, for
financing. According to a study by APCE 89, most foreign business creators used the assistance of their
social networks to fund a project. Within the Asian community, the use of tontines is widespread to
finance the creation of an activity. This type of approach is less common nowadays, since the younger
generation has more access to banking. Interest rates are currently low and inter-community loans can
help to build up initial capital. Within the Maghreb and Sub-Saharan communities, there is also a strong
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appeal to the community and the network to finance the activity. The help of the community is not only
financial; it also consists of human resources.
Finland
In Finland, start-up grants and the services of Finnvera are the most important public financial services
for an entrepreneur's initial livelihood and business. Corporate development subsidies, European
Agricultural Fund for Rural Development subsidies (EAFRD) and Tekes grants are also possible for startups. Basically, all of these funding possibilities are available for Finnish nationals or those with a
permanent residence permit in Finland.
A start-up grant is a discretionary state subsidy provided to a person who is becoming a full-time
entrepreneur at the start-up and establishment stage of a business. The maximum duration of the grant
is 12 months. A grantee must have a permanent residence permit in Finland, so it is available for foreignborn people as well. The start-up grant corresponds to the basic unemployment benefit in compliance
with the Unemployment Benefit Act. In 2017, the basic grant was 32.4€ per day. 90
In the 2010s, an average of 350 migrants (foreign nationals born outside Finland) per year received startup grants. The largest nationalities were Estonians and Russians. There were differences in the national
distribution of male entrepreneurs and female entrepreneurs. Amongst the female entrepreneurs, the
largest groups were Russians, Estonians, Chinese and Thai entrepreneurs. Russian and Estonian
entrepreneurs comprise about 40% of the foreign entrepreneurs who have received start-up grants. Male
entrepreneurs are more heterogeneous. However, no one citizenship group covers more than 15% of all
migrant entrepreneurs. 91
In Finland, loan financing is mainly granted by commercial banks and Finnvera. Finnvera is a special
financing company, which can provide up to 50,000€ to the founder of an enterprise. If an entrepreneur
needs a guarantee for a bank loan, Finnvera may issue a guarantee for the loan. 92
1.6.2 Consulting services for starting a new business
According to the European Commission93, opening a business is a demanding task even for someone who
is familiar with the business environment. Fulfilment of the administrative tasks in setting up a business
can entail complex procedures and processes. For example, registration of the business, business
management, design of a business model, finding customers, and adapting the product, can prove
challenging. Therefore, it is essential to provide individual business support for migrant entrepreneurs at
each step of the process.
There are various public and private counselling and support schemes at the local, regional and national
levels aimed at supporting and promoting business creation available for migrants in Kaleidoscope partner
countries. In addition, there are numerous initiatives and projects targeting explicitly to immigrant
entrepreneurs, like incubators. There are also services available especially for migrant women.
Interestingly, consultancy services exist, but they are not widely used by migrants. Entrepreneurs reach
out to family and relatives first. For instance, according to the survey in Finland, about 44% of the migrant
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entrepreneurs received entrepreneurial information only from their personal contacts, 25% from the
authorities and 16% from both. Business advisory services were used most often by Russians and Central
Europeans and least often by people from North Africa, Turkey and the Middle East. Migrants’ low level
of reliance on business services is a problem in Finland. 94
The situation is somewhat similar in France, where entrepreneurs most often set up their companies
alone: two-thirds declare they have not having received support95. In most cases (45%), they received
assistance from someone close to them in preparing the business plan. This person could be a spouse
(22%), another family member (26%) or a person from work (7%). In addition, many also get support from
start-up professionals, including organisations that specialise in business creation (39%). 96
Italy
In Italy today, there are still few immigrant entrepreneurs who turn to business advisors; as a result, the
effectiveness of their activities remains limited. Public bodies and trade associations form a network of
fundamental support for those migrants who aim for a structured path to start a business. Trade
associations, chambers of commerce and public services are showing interest in migrant
entrepreneurship by supporting companies in meeting the standards of the Italian market. The national
government in Italy has not designed special measures to encourage migrants’ business creation or
improve the quality of their companies. The existing programs are rare and small in scale, and are often
carried out at the local level. 97
Referring specifically to female immigrant entrepreneurship, consultancy services are supported by
associations that promote good practices, initiatives and projects that represent the interests and
common issues of the association with local institutions. Committees for immigrant women's
entrepreneurship have been set up in chambers of commerce and organise information and training
meetings on business opportunities for women. Although specific and effective support to migrants
wishing to start their own businesses is offered and guaranteed by local municipalities, chambers of
commerce and provinces throughout the Italian territory, the main consulting services/organisations
supporting migrant start-up companies in Italy worth mentioning are:
The CNA World association promotes measures to inform and guide foreign citizens on the issues
of doing business. The objective of the initiative is to support non-EU citizens that are, or intend
to become, entrepreneurs in Italy. By offering support on how to start a business, credit, tax
compliance and employee training, the initiative aims to integrate migrants into Italian society.
The CNA, understanding the type of businesses run by foreign nationals, created the World
Service Daedalus to help those starting their own businesses to search for funding and identify
training paths.
The Start-up Visa Program represents the Italian Government’s policy to attract innovative
entrepreneurs from all over the world. Italy’s start-up visa scheme was inspired by one of the
proposals of the “Destinazione Italia” plan, a national strategy launched by the Italian
Government in late 2013 to attract foreign investment and enhance the competitiveness of
Italian companies. It proposes a vast and streamlined visa issuance procedure. A technical
committee established by the Ministry of Industry and Economic Development evaluates the
eligible start-up companies. To obtain an entry visa for start-ups, foreign entrepreneurs must
show they have no less than 50,000€ of financial resources. This funding can be raised through
venture capital, crowdsourcing, investors, or Italian/foreign government and non-government
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organisations. Special facilitations are provided for foreign citizens who have secured the support
of a certified incubator. Requirements and conditions to apply for this type of visa are listed in
the documents published on the Italian Ministry of Foreign Affairs website (under Startup visa
guidelines and Italia Startup Procedures).
France
In France, there are general advice and training services that can be used by migrants as well:





Chambers of trades and crafts offer regular information meetings in order to present the
specificities of the “self-employer” status.
Chambers of commerce and industry offers personalised or collective help. For example,
migrants can attend information meetings, a five-day training session or benefit from individual
support for the formalisation of their project.
The agency for the creation of companies (APCE) is an association that targets professionals and
public authorities to raise awareness. They also offer guidance and help throughout the creation
process and development of a business. It has an observatory for business creation and provides
documentary resources at all stages. Specialised websites managed by the APCE address
particular self-entrepreneurs, women and projects especially for priority neighbourhoods.

In addition, there are numerous initiatives and projects aimed explicitly to immigrant entrepreneurs.
For example, there are associations that often place themselves as intermediaries between "common
law" and migrant entrepreneurs. Nevertheless, they go beyond their mission of accompanying the
creation—they often manage related problems: mastery of the French language, administrative situations
(papers), preventing discrimination (reminder of the law). Project promoters are trained to help
entrepreneurs to start a business, but also they have skills on how to deal with intercultural diversity. It is
a matter of restoring their confidence, particularly in the case of refugees, whose life experiences may
have been particularly destructive. The following groups are notable:
 Singa (https://www.singafrance.com/), which receives relatively non-francophone refugees,
relatively graduated.
 The Research Group Realization Rural Development (GRDR) (http://www.grdr.org/)
accompanies historically Malians, Senegalese or Mauritanians. Nevertheless, more and more
people from Eastern Europe, Indians and Sri Lankans are monitored by the GRDR. However,
there are few or no associations specialised for Asian migrant in Paris.
 IRFED Europe (http://blog.irfed-europe.org/), specialises in helping migrant women and
providing business support, created in 1980.
To help more people, associations such as Singa or SIAD are digitising their activities in the form of elearning platforms or social networks. For example, SIAD launched the Cré'Afrique e-learning platform in
partnership with the East-Ensemble agglomeration community, the Cofides Nord-Sud (a bank guarantee
company) and Graine de talents, a business incubator located in Yaoundé Cameroon. These initiatives
offer services that supplement those of general business development organisations and are designed to
address the specific needs of migrants.
Finland
In Finland, entrepreneurship is mainly supported by the principle ‘same service for all’. Start-up
entrepreneurs are offered advice, courses and events, incubator activities, business accelerators,
mentoring networks, ideas competitions, etc. Altogether, there are nearly 50 different kinds of
productised services. In addition to the established service offering, there are also fixed-term, projectbased services. Some services are offered in English or Russian in regions with a large number of migrant
entrepreneurs. Bureaucracy (e.g. administrative forms and registration) is handled either in Finnish or
Swedish, which is one of the reasons why other languages are not emphasised.
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Several actors, especially in major cities, organise entrepreneurship courses for migrants, independently
or in cooperation with other service providers. Vocational entrepreneurship qualification courses are also
organised for those wishing to become entrepreneurs. In recent years there have been courses especially
for migrant women. The majority of entrepreneurship courses are held in the Finnish language. This is
justified by the fact that business management and market access to Finnish language courses is easier
when the language skills of the entrepreneur's business become stronger during the course. Some of the
courses are organised in English if there is a need for it. 98
1.7 Needed competences for migrant women to start their own business
The goal of the Kaleidoscope project is to list and prioritise the key competences migrant women should
possess in order to be able to start a business. Needed competences, especially by migrant women to
start their own businesses, have not been adequately searched or addressed before. The findings in all
partner countries are more or less reflected in the overall situation or for migrants as a group.
The needed competences for migrants were somewhat similar in all four of the partner countries.
Proficiency in the host-country language was emphasised in all four countries. A summarised list of
needed skills and competences is represented in Table 8.
Table 8. Skills and competences needed by migrant woman entrepreneurs

Soft skills
-

Leadership skills
Self-efficacy and self-determinations
Desire for autonomy and self-determination
Good work ethic
Communication skills
Problem solving abilities
Interpersonal/people skills
Hard-working
Creativeness
Bold, works on one’s own initiative
Strives for good results
Determined
Prepared to take risks
Can cope with uncertainty

Hard skills
-

-

-

Proficiency in locally spoken language
(English, Finnish, French, Italian), speaking
and writing
ICT skills, e.g. knowledge of accounting
software (‘Quickbooks’ or ‘Xero’ etc.)
Knowledge of employment and HR law when
looking to recruit employees for the business
Knows how to sell her product
Female networks and informal support e.g. by
family
Information on finding funding
Financial business support
Support in developing a business idea
including business plan
Understanding how to set goals to move
forward
Entrepreneurial
skills,
e.g.
business
management,
financial
administration,
marketing and the actual service or
production, pricing, budgeting
Knowledge of the markets/field
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Another factor is women’s leadership skills. Women are successful and suitable for management positions
because they possess features such as empathy, sensitivity, creativity, attention to details, ability to listen,
ability to negotiate, a spirit of collaboration and an ability to communicate99. Female leadership
characteristics can be summarised into two broad categories: interpersonal skills and multitasking knowhow. Listening, mediation and care are basic components of relational skills. These components are
needed each day, in relationships with customers but also in relations with employees and partners. The
natural propensity to motherhood transcends the strictly domestic dimension and becomes a transversal
competence. Women’s particular skills include:
 ‘Multitasking’ or the ability to perform simultaneous multiple actions. Women are accustomed
to having a global view of situations and managing multiple things at once because of their
historically domestic role.
 Diversity in terms of backgrounds, skills and experiences has a positive impact on creativity and
innovation. In general, migrants are often assumed to be more entrepreneurial than natives.
Migration itself is a risky activity and reflects a certain risk attitude, which is also important for
entrepreneurship. A person who took an opportunity to migrate, is more likely to spot a good
business opportunity.
 Understanding one’s own strengths and weaknesses to reduce risk-taking anxiety and increase
self-confidence100

1.8 Summary of the desk research phase
Migrants are a heterogeneous group of people residing in various environments
Migration to Europe has a long history, but it has increased significantly in the later 20th century. In recent
years, the migration flow has been even more considerable. During 2015, for example, about 4.7 million
people migrated to one of the member states. About 2.4 million of them were citizens from non-member
countries, 1.4 million had a citizenship of a different EU member state from the one to which they
migrated, and around 860,000 persons were returning nationals or nationals born abroad (migrated to an
EU member state of which they had the citizenship), and about 19,000 were stateless people.
The four Kaleidoscope partner countries—Finland, France, Italy and the UK—have differences in history,
trends and reasons for migration, as well as migrants of different volumes and countries of origin.
Whereas the UK, Italy and France have been the major receiving countries for decades with hundreds of
thousands of migrants per year, in Finland, the history is very modest and the volume relatively small
(foreign nationals count about 4.4% of the population). Migrants coming from outside the EU can be
characterised as young and geographically centralise—most of them (76%) are geographically
concentrated in five European countries: Germany (8.7 million), the United Kingdom (5.6 million), Italy
(5.0 million), Spain (4.4 million) and France (4.4 million).
Migrants are a heterogeneous group of people. There are some clear disparities regarding migrants’
educational backgrounds amongst the Kaleidoscope partner countries. The UK has one of the highest
proportions of highly-educated foreign-born residents in the EU, whilst a remarkable share of migrants in
Italy lacks formal education. The level of formal schooling for migrants coming to Italy is quite low, with
an average of 7.5 years of education completed.
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Entrepreneurial potential is huge among migrants
Employment potential of the migrant population is high because their age structure is young compared
to the native population. However, the employment rate for working-age migrants is lower than that of
the native population and the unemployment rate is higher. Migrant men are more likely to be employed
than women. There are differences in employment between various migrant groups as well. Challenges
may occur if the labour market in the new country of residence does not function according to the same
rules as the country of origin. Also, highly educated migrants may not be seen as skilled in the target
country, but primarily as outsiders whose skills can not be identified. Other obstacles to employment can
be employers' preconceptions, education requirements, or a lack of adequate training, professional skills,
language skills or work experience.
New companies, especially SMEs, represent the most important source of new employment; for instance
SMEs create more than 4 million new jobs every year in Europe. However, the trend during the last ten
years has been decreasing; the share of entrepreneurs has dropped in most EU countries. According to
various sources, migrants are more entrepreneurial than the native population. This is justified from two
points of view: the migration situation and the weak labour market position. Migrants seem to take more
risks than the native population—moving to another country is evidence of that. Migrants are seen to
have innovation potential because they are living in a kind of intermediate space between two or more
cultures, which allows a comparison of cultural practices. On the other hand, entrepreneurship activity
can be explained by the labour market position. Job offers in the country of arrival are often limited due
to language barriers, difficulty in getting education and work experience and direct discrimination. From
this point of view, entrepreneurship is used to reverse the limited career opportunities in labour markets
for migrants.
Entrepreneurial activity is rather similar in all of the Kaleidoscope partner countries: on average, migrant
entrepreneurs are behind 10–14% of all companies and their entrepreneurial activity is higher than that
of native population. Migrant entrepreneurs can also be characterised as young and focused on the
service sector. One reason for this is that the service sector is more favourable for new migrant
entrepreneurs with limited financial resources. If we look more precisely at female entrepreneurs, we see
that their activity is lower than men. Women account for about one-third of business founders, but the
share of migrant women entrepreneurs is somewhat similar or higher in the Kaleidoscope partner
countries. Italy is the only country amongst Kaleidoscope partner countries where migrant women are
slightly more active than men are.
Problems that migrant entrepreneurs are facing are quite similar in nature to those that all entrepreneurs
are facing, but migrants seem to face problems and business barriers more than the native population.
The most distinctive features are language barriers, financial limitations, discrimination, and double
discrimination for women entrepreneurs.
The EU has recognised the huge entrepreneurial potential of migrant people. In recent years, it has
emphasised it and tried to simplify the environment. There are various public and private counselling and
support schemes at the local, regional and national levels aimed at supporting and promoting business
creation by migrants in Kaleidoscope partner countries. In addition, there are numerous initiatives and
projects explicitly targeting immigrant entrepreneurs, e.g. incubators. There are also services available,
especially for migrant women. Interestingly, consultancy services exist, but are not widely used by
migrants. Entrepreneurs reach out to family and relatives first. According to the survey in Finland, about
44% of the migrant entrepreneurs received entrepreneurial information only from their personal
contacts, 25% from the authorities, and 16% from both. Migrants’ low level of reliance on business
services is a challenge.
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Skills needed by migrant women entrepreneurs
Competences, skills and attitudes needed by migrant women to start their own businesses have not been
adequately searched or addressed. There is limited knowledge regarding both soft skills and hard skills
that migrant women should possess. Therefore, findings made during the Kaleidoscope project are
valuable. Competences that migrants need to start a business were somewhat similar in all four partner
countries. The distinctive skills were language and cultural issues, which are valid requirements for
migrants in general. The female point of view has been quite narrowly defined.
The findings of the desk research phase are interesting and important to the following phases in the
Kaleidoscope project. It is important to consider the heterogeneity of the migrant population, their
backgrounds, skills, cultures, religions and family situations.
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2.

Findings from the field - survey

The data was gathered between 11 November 2017 and 10 January 2018 using an online questionnaire.
Each partner was responsible for finding the respondents nationally. The questionnaire is available in
Appendix 2 of this report. Due to some challenges and limitations in data collection, the response rate
was rather small and the profile of respondents somewhat special.
In Finland, the survey was disseminated in two Facebook pages: Muova/VAMK and Auroras Vaasa (which
is a group for migrant women with higher education degrees in the Vaasa region). Since partners noticed
that migrant women are difficult to reach in sparsely populated regions and there is no pool for migrant
women, information about the survey was also delivered through various channels/persons: a mailing list
that combines about 100 migrant education workers in the Vaasa region, various municipalities where
the number of migrant entrepreneurs was known to be high (e.g. Närpiö and Jakobstad), universities and
universities of applied sciences in Vaasa and Seinäjoki, migrant associations located in Vaasa, incubators
and business advisors (in Helsinki, Espoo, Tampere, Oulu, Turku and Joensuu), and directly to certain
migrant women who were known to have entrepreneurship experience. Furthermore, some printed
surveys were handed to random migrant women. In addition, some printed surveys were translated into
Finnish, because the number of illiterate migrant women in Vaasa is significant. Generally, it was known
that online surveys do not engage people in large numbers; the data collection turned out to be extremely
challenging. Thus, the number of respondents, providing 30 total answers, is extremely low compared to
the broad distribution.
In France, the survey link was sent by email to a list of migrant women who in the past had shown interest
or they had participated in educational programs for migrant entrepreneurs. Additionally, personal
contacts were used. The number of recipients was 70. The number of answers was 27, thus response rate
was 38.5%.
In Italy, the survey was published on Materahub’s Facebook page using Facebook ADV. According to
statistics, 56 125 people saw the link and the total number of clicks was 1963. In total, 53 migrant women
filled in the survey. Thus, the response rate was extremely low in Italy, 2.6%.
In the UK, the survey was disseminated to about 40–50 people using emails, printed surveys and instant
messaging. The survey link was also promoted through social media platforms including Facebook. The
only challenge was the poor language skills of some respondents. In those cases, partners printed hard
copies and went through the questionnaire verbally. In total, 28 answers were collected in the UK.
2.2 Key Insights – What Was Found
2.2.1 Respondents’ profile
A total of 138 migrant women answered the online survey. This group of migrant women can be described
as heterogeneous by their age and origin. The results will be examined on a country level to see if there
are any similarities or major differences.
The migrant women respondents were young and in an active working age, which reflects the current
migrant population in Europe. Some differences can be found on a country level as seen in Figure 4. The
migrant women respondents were younger in Finland and the UK than in Italy and France. In Finland, the
majority (75%) of respondents were 15–34 years old. In the UK, the share of 15–24 years old was the
biggest. In contrast, in Italy and France the majority of respondents were 35–44 years old.
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Figure 4. Age structure of the respondents by country
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On average, one-third of the respondents were single, and two-thirds were in a relationship or married.
The older age structure of the respondents in France and Italy reflects the fact that about half of them
had children. In Finland and the UK, the share of migrant women with children is smaller (17% and 29%,
respectively).
Respondents came from all over the world, originally from 57 different countries. The geographical
distribution by continents (Figure 5) corresponds to the actual situation in partner countries quite well.
For instance, majority of migrant women in Italy and the UK were originally from Europe. Africa was a less
frequently represented continent in all of the other countries than in Finland. Overall, Africans were
overrepresented, even in Finland’s data.
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Figure 5. Geographical distribution of migrant women’s origins by continents
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As seen in Figure 6, the respondents have lived in their current country of residence for various lengths
of time. The majority of the respondents in Finland were recently arrived migrant women: 70% of them
had arrived during the last seven years. In the UK, the tendency is somewhat similar, but the share of very
long (17 years or longer) resident migrant women is significant. On the contrary, most (60%) of the
respondents in Italy have lived there for 15 years or longer. Most likely, length of stay has some effects
on a person’s integration and language skills.
Figure 6. Duration of stay in the current country of residence
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The reasons stated for migration were diverse as shown in Figure 7. This survey especially attracted
migrant women whose reason for moving was studying or work. The results are somewhat biased.
Studying as a reason is overrepresented if compared to actual statistics; for example, in Finland about
15% of migrants come to the country to study versus 46% in the survey. In Italy, the most common reason
for moving was working. However, according to statistics, the share of work-based immigration is low
(6%) in Italy.
Figure 7. Reasons for moving to the current country of residence
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Due to a shortage in the survey instructions regarding educational background, the respondents have
answered somewhat differently, and interpretations are quite difficult to make. However, there is one
quite clear tendency – the survey respondents are well-educated women. They have high education
qualifications – a majority hold a bachelor’s or master’s degree (Figure 8). The educational background of
the respondents is high, which is a solid base for developing their competences further in the
entrepreneurial sector.
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Figure 8. Respondents’ educational background
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2.2.2 Entrepreneurial ambitions
In this section, we were interested to find out what kind of feelings ‘entrepreneurship’ as a word brings
out and whether migrant women see entrepreneurship as an option.
According to the survey data, migrant women perceive the word ‘entrepreneurship’ extremely positively.
Almost all (90%) respondents found it positive, only a few negative or did not have an opinion. This is a
very encouraging finding for the future steps of our project. We were also interested to find out if
migration and being a foreigner in a new country influences their views of ‘entrepreneurship’—has the
new country of residence pushed or pulled them to think differently? As seen in Figure 9, migration does
have an impact somewhat, but less in Finland than in other countries.
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Figure 9. Changes in views since moving to the current country of residence
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The reasons for changing their view can be categorised in four main reasons. The categories are
represented in Table 9 with some examples.
Table 9. Reasons for attitude changes in a new country of residence

REASONS FOR ATTITUDE CHANGES AFTER MIGRATION
Positive reasons
‘Before I moved to Finland, I didn't realise how much more
opportunities every single person in EU has in regard to starting a
business. I feel like the EU gives people good support and
motivation to do so.’
‘In Finland there are possibilities for women, not in my home
country. But I don't know how to start a business in Finland.’
1. Positive, welcoming and
supportive environment for
women entrepreneurs

‘It is much easier to carry out business due to the stable economy.’
‘Spain's leadership culture doesn't really encourage women to
take power roles. It is highly authoritarian, whereas Finland works
more by teamwork.’
‘I have never thought of starting my own business until recently.
Because in my country having a business means dealing with
corruption, lying to yourself and to your government, being afraid
for your own life and health even if your business is a very small
one.’
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‘I think you can get more support here than I could get in my home
country’
‘It seems to me that there are more opportunities in the UK’
‘London has a lot of start-ups’
‘It gives me work.’
2. A way to employ oneself

‘More job opportunities’
‘Can help to move on from prejudice’

3. Entrepreneurship enables
personal and professional
development

‘Because of my study and because I have attended some events
relating entrepreneurship.’

Negative reasons
‘Expensive rents, high taxes guarantor, bank interest!!’
4. Surrounding ecosystem is not
inspiring

‘Everything is made so difficult in Finland, the bureaucracy,
everything. In Somalia it is very easy to establish a business, you
just start a business and that’s it. In Finland it is a loooong process
with all the regulations and permits….’

2.2.3 Entrepreneurial experience and ambitions
There were a number of migrant women who had gained some entrepreneurship experience in their
country of origin or current country of residence. The data in Figure 10 indicates that the respondents in
France were the most experienced, as 60% of them already had some experience, compared to 11% in
the UK. The sectors in which they operate vary a lot as follows:
- Migrant women living in Finland: cleaning, catering, IT, caring industries
- Migrant women living France: henna tattoo and candle decoration, bed & breakfasts,
hair salons, retail businesses, private practices (like psychologists), private lessons for
students
- Migrant women living in Italy: language and cultural services, hospitality & tourism,
food services, translation & immigration services, counselling & social services, advisory
services, manufacture & trade, beauty care
- Migrant women living in the UK : small businesses, freelance researchers
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Figure 10. Migrant women’s entrepreneurship experience
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Even though a majority of the migrant women did not have any experience of entrepreneurship or running
their own company, a significant share stated that entrepreneurship could be an option—in Finland, 92%;
in Italy, 73%; and in the UK, 61% of the respondents stated they had thought about starting their own
businesses. France was an exception; only 37% would consider starting a new business. Business ideas
varied a lot, and the majority were in service sector:
- Finland: service sector, e.g. ethnic restaurant, family hotel or a company that offers
health care services or deals with environmental conservation
- France: restaurant, repair shop, accounting consulting, private practice (psychologist)
- Italy: handmade jewellery & crafts, immigration, education and translation,
consultancy, quality and safety, fashion for kids, food, health and care
- UK: self-employed musician, online businesses selling craft goods, photos and art
products, private psychological counselling practice, law firm, marine conservation
2.2.4 Obstacles for starting an own company
According to the survey findings, there are numerous obstacles that migrant women encounter as
entrepreneurs or in planning to establish a company (Figure 11). An interesting finding is that the
obstacles seem to be somewhat similar in all partner countries, despite some differences. Obstacles were
mostly related to challenges in getting funding, lack of resources and networks, and lack of business
mindset were mentioned in France and the UK. Uncertainty about the future was in the top four in all
countries except France. In France, the biggest obstacle was lack of time, which was seen as an extremely
minor obstacle in other countries.
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Figure 11. Obstacles for starting a business by country
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2.2.5 Skills an entrepreneur should possess
The survey respondents were asked to list three of the most important skills that an entrepreneur should
possess. Creativity, skills, confidence and networking were the skills that recurred in all countries (Figure
12). There were some differences between countries regarding the top three skills (nevertheless it is not
relevant in this case):
Finland: communication, hard skills, leadership
Italy: creativity, leadership, risk assessment
France: creativity, networking, perseverance
UK: confidence, creativity, skills, motivation
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Figure 12. The most needed skills for an entrepreneur.

2.2.6 Migrant womens’ entrepreneurial skills
As creativity, hard skills and leadership skills were seen to be the most important skills for an
entrepreneur, the next step was to see how migrant women self-evaluate their own skills. At this point
we already know that the survey respondents were well-educated women. The data in Figure 13 indicates
that they all (regardless of their current country of residence) state that they have good or excellent skills
in idea generating, in other words, they are good or excellent in solving problems, they are creative, they
are eager for critical thinking and aim at continuous improvement.
On a country level, more variation was seen in communication and collaboration skills (country of
residence is an artificial way of examining the results because it is unclear if it affects the skills or not).
Migrant women in the UK, France and Italy have a good or excellent global mind-set, more often than
their counterparts in Finland. On the other hand, networking skills and cultural awareness were slightly
stronger amongst migrant women in the UK than in Finland, France and Italy. On contrary, leadership and
teamwork skills were self-evaluated as very good in Finland and France, but somewhat weaker in the UK
and Italy.
In all countries, the weakest skills were related to organisational and business situations, such as
valorization & intellectual property, commercialisation and knowledge transfer, but also were related to
negotiation skills; in Finland and Italy, networking was also mentioned as a weakness.
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Figure 13. Migrant women’s skills (scale 1–5), average of self-evaluation
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Language skills
There is a huge difference on how migrant women evaluate their host-country language proficiency.
Almost all (with only a few exceptions) respondents in the UK and Italy stated that their language skills
are sufficient for working and living in their current country of residence. Also in France, the majority
(85%) had sufficient language skill. In Finland, the equivalent share was only 60%. This aspect should to
be taken into consideration in the Kaleidoscope training.
2.2.7 Areas of development
The potential areas of development match quite well with findings in the self-evaluation of skills.
Furthermore, the results are similar in all partner countries. As seen in Table 10, the most needed areas
of development are in business planning, business idea development, entrepreneurial skills and
networking. In France, integration into society and communication issues were also pointed out.
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Table 10. Areas of development
RANK
1

Finland
Business planning

France
Entrepreneurial skills

Italy
Business planning

2

Networking

Business planning

Entrepreneurial skills

3

Business idea
development
Entrepreneurial
skills

Self-confidence

Business idea development

Exploring the hosting
culture and ways to
integrate
Communication

Opportunity spotting and
recognising

UK
Business
planning
Entrepreneuri
al skills
Business idea
development
Selfconfidence

Networking

Networking

4

5

Self-confidence

2.2.8 Support systems available for migrant women
As shown in the previous figures and tables, there are various areas in which migrant women do not feel
very confident at and need support. There are various kinds of support and consultancy services available
for new entrepreneurs in all countries, as stated in the desk research report. One striking finding in the
survey was that, on average, 20 to 30% of the respondents did not know about existing
services/authorities. Migrant women would most turn to their family and relatives with questions
regarding starting a business likely (Finland 33%, France 66%, Italy 31%, UK 40% of the respondents). This
phenomenon is supported by the fact that roughly half (Finland 57%, France 44%, Italy 47%, UK 46%) of
the respondents have entrepreneurs in their family or in their networks, usually a “spouse, father, mother,
aunt, uncle, nephew, father in law, grandfather, or friend…” These results reflect the actual situation in
countries, according to the desk research.

2.3 Summary of the survey results
The survey data was limited by the small sample: only 138 migrant women in four partner countries were
represented in the data. In many countries, the survey was also disseminated to a certain group of migrant
women and not distributed randomly. This means that the survey results are not likely to be generalised.
However, the responses are still useful and can be used in later phases of the Kaleidoscope project.
The survey covered mostly skilled migrant women with university degrees. The reasons for moving to the
current country of residence were somewhat skewed (for example, an exceptionally large number of
women said they moved for study or work). This is one of the reasons why the overall picture of
entrepreneurship ambitions is extremely positive. For instance, according to literature, highly-trained
immigrants are less likely to start their own businesses than less educated entrepreneurs.
Even though the respondents were skilled and well educated, they felt that their skills (especially hard
skills) and networking skills need to be developed. In Finland, not all migrant women have sufficient
language skills to work in their current country of residence. Migrant women see financial issues as the
main obstacle for starting a new business. Also, lack of networks and uncertainty about the future hinder
their ambitions. An interesting finding is that these obstacles were similar in all partner countries.
It is essential to note that the migrant women felt that they were creative, but they had shortages in
business knowledge. Most probably, these two factors signal a need for business planning. However, the
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base is a very fruitful one, and the migrant women need encouragement and counselling in order to bring
their visions into reality. Self-esteem or double discrimination issues could not be perceived in the survey
data.
For organisers, the most problematic thing is how to find and recruit participants. Especially in Finland,
the number of migrants is still rather small and the population is scattered and language skills can cause
some challenges.
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3.

Findings from the field – expert interviews

3.1 Background
To supplement the desk research and survey data, direct inputs from experts in entrepreneurship
education and/or migrant integration is essential. Interviewing experts supported and extended the desk
research, deepened our knowledge of actual practice and helped us to find a focus for future outputs
during the project period time.
We were interested in finding out:
The background of the experts and the organisations they represent
What kind of support these organisations offer (e.g. entrepreneurship courses, integration
courses)
Who are their customers, what kind of needs do they have?
What competences, skills and attitudes migrant women need in order to succeed as
entrepreneurs?
What are the main areas migrant women need support with to enter the job market or start a
career in self-employment?
What are the main obstacles for migrant women looking to start their own businesses?
An evaluation of the current services provided for migrant women
What needs to be taken into consideration when developing entrepreneurship courses for
migrant women?

3.1.1 How we studied
The expert interviews were conducted as face-to-face or phone interviews between November 2017 and
January 2018 in Kaleidoscope partner countries by using a questionnaire template (shown in Appendix 3).
The total number of interviewed experts was 17 (6 in Finland, 5 in France, 4 in Italy and 3 in the UK), in 14
different organisations. Interviewees worked with migrants in one way or another, as business advisors
or coaches, language teachers, project workers, intermediators in resolving migrants’ issues, confidence
and self-esteem trainers, etc. Their work experience in the field varied from 3 months to 30 years.

3.2 Results – what was found

3.2.1 Migrant women and their needs
All of the interviewed experts encounter migrants from all over the world. Migrant and migrant women
are a heterogeneous group of people and their needs are diverse according to factors like length of stay
in current country of residence, reason for moving, level of education, skills and ambitions. Some of the
organisations offer services for all migrants regardless of gender or origin, whilst other offer services
tailored for a certain group of migrants (such as according to country of origin). The following list reveals
what kind of needs the migrant women usually have when they encounter the interviewed experts. At
the same time, the variety of needs emphasises the heterogeneity amongst migrant women.
-

Need of guidance and support in entrepreneurship ambitions, business advising
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-

Need of information about society, entrepreneurship, etc.
Socialising with others, networking
Improve their language skills
Integration into society, rules of society
Education, for illiterate women
Boosting confidence and self-esteem
A wish to learn a specific skill, such as cooking or driving
Family- and children-related needs, such as benefits, divorce
Migration-related administrative issues, such as permissions and documents, protection for
political refugees and asylum seekers
Services for traumatised migrants
Social assistance in health care or victims of violence

Based on the interview findings, migrant women possess various skills and knowledge; some have
qualifications, some do not. In general, it was mentioned that migrant women are eager to learn more;
they want to integrate and find their place in the society. Some experts have noticed that for some
migrant women from certain cultures, a new country of residence can be a turning point, where education
and work is possible for them for the first time in life. Migrant women’s positive attitudes towards life
were also mentioned. This can be perceived as willingness to serve others, which is essential in the service
sector where they often work. In addition, experts stated that migrant women have survival skills,
demonstrated by how they found their way to a new foreign country.

3.2.2 Services offered for migrants by the interviewed organizations
In general, the services offered by interviewed organisations are free charge, and may be part of the
official integration program of social inclusion. The organisers are either part of charitable organisations
or receive public funding for their activities.
Only a few organisations offer courses that were designed exclusively around entrepreneurship (these
were all located in France). A closer look at the course contents shows that these courses are either
theoretical (different topics at each meeting, such as business planning, legal systems etc.) or nontheoretical training where the focus is on self-confidence. Course goals seemed to meet the needs of the
target group because they were tailored and adapted according to actual needs, and according to
participants’ skills. The course content could be modified during the course if needed. ‘To the extent that
the idea of being between migrant women relieves them in some way they have more courage to speak in
public and they feel being in their place.’ The courses are free of charge and open to women. One essential
requirement is the participant’s entrepreneurial ambition.
Many interviewed organisations work with issues that are preparatory prior to establishing a business,
such as learning a vocational or professional skill (e.g. catering, sewing, cleaning services), learning about
the surrounding society, learning a language, learning soft skills or boosting migrants’ confidence and selfesteem (like CV writing or competence assessment). A few organisations offer services (like business
advising) for migrants who are planning to establish a business.
3.3 Needed skills, attitudes, competences
The interviewed experts were asked to point out what kind of competences, skills and attitudes are
exclusively needed by migrant women to succeed as entrepreneurs. The answers were somewhat similar
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in each partner country. Cultural, religious and background issues had influence in the overall picture.
However, it was emphasised that migrant women are a heterogeneous group of individuals and
generalisations are difficult to make. There were a few experts who did not see any distinctive issues
between migrant women and the native population or between women or male entrepreneurs. ‘An
entrepreneur needs certain skills and this applies to a migrant entrepreneur as well.’
Based on the findings, it can be summarised that a migrant woman should be equipped with various hard
and soft skills and an entrepreneurial attitude in order to succeed as an entrepreneur (see Table 11).
Particularly, business knowledge, language skills, networks and creativity were mentioned as essential
skills.
Table 11. Skills, attitudes and competences a migrant women entrepreneur needs according to experts.

SKILLS
- Technical skills (administrative,
management, business plan)
depending of the sector
- Language skills
- Know the market
- General knowhow of the society
(written and unwritten rules)
- IT-skills
- Driving licence in areas where
the public transportation is
limited

ATTITUDES

- Changing their mind-set
- Not thinking in limits

- Commitment

- How culture and religion
interplay
- Resilience and self-belief

- Multidimensional networks
related to business partners,
source of information, family and
running daily tasks

- Attitude to work together

- Hard-working

- Willingness to learn

- Work morale should be high
enough and usually it is even
higher than that of the native
population

- Women need encouragement
- Role models – showing them
successes

- Education

- Commitment

- Basic problem solving

- Confidence and self-belief

- Creativity (by hand particularly)

- Perseverance

- Time management
- Networking
- Group work and ability to work
as part of a team
- Social and communication skills,
negotiation skills

COMPETENCES
Competences ended up to be a
difficult question, because most of
the experts felt that they are not
able to exploit competencies on
individual level. Competences
could be seen as a combination of
skills and attitudes, thus:

- Conscientious
- Risk-taking
- Understanding of other cultures
- Communication (listening, not
having misunderstandings)
- Self-confidence
- Allow you start small

- Flexible

- Ability to set priorities

- Ability for long term planning

- Time management
- More knowledge of the sector
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3.3.1 Areas where migrant women need support
The interviewed experts were asked to analyse possible training and/or development needs of migrant
women. The findings were somewhat similar in all Kaleidoscope partner countries. Host-country language
proficiency and cultural aspects were pointed out in all countries. Administrative issues, regulations and
unwritten rules of the society were emphasised, especially in France, Italy and Finland.
Based on the findings, the areas where migrant women need support can be divided into four categories:
technical issues related to establishing a company, language skills, personal aspects and family issues.
These are illustrated in Table 12.
Table 12. Areas of support regarding establishing a business

AREAS OF SUPPORT
-

Information, support
and consultancy about
how to start and run a
business

-

Language and
integration into society

-

Personal aspects need to
be strengthened

-

Family and networks

-

Depending of the business, there are various regulations,
legislation and rules that an entrepreneur should know, but
which are not evident for a migrant. These country specific
administrative blocks can deteriorate their possibilities e.g. to
obtain financing.
Migrant women need more information on the business advising
networks that are available in their current country of residence
that could give them proper advice on the markets, regulations,
rules, etc.
Business skills such as bookkeeping, taxes, profit margins, and
internet knowledge
Migrant women face challenges in bureaucracy issues regarding
visas, obtaining citizenship or even recognition of foreign
diplomas or degrees.
Migrant women need to learn the local language and integrate
into the society. After that, they can develop their competences
to find a job or to become self-employed.
Encouragement: feeling of being involved in society and
eliminate the feeling of rejection
Self-awareness
Personal ambition and willingness to seize new opportunities
Self-confidence: migrant women may be stuck in negative mindset which can originate from harsh experiences
In some cases cultural aspects may be a barrier, there may be
resistance amongst their family and friends, so they might need
more support in that area.
Family aspect needs to be taken into consideration, like who
takes care of the children, logistical arrangements if public
transportation is limited, and does the family have other
networks than relatives (not in every case).
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3.3.2 Obstacles that migrant women face as entrepreneurs
The interviewed experts were aware of certain obstacles that migrant women face as entrepreneurs
(Table 13). Obstacles were strongly linked with the areas where migrant women need support (refer to
Table 12). Some experts stated that obstacles are the same for all entrepreneurs, thus, lack of networks
and language skills are the most distinctive features. However, some experts, especially in France, Italy
and the UK, pointed out discrimination issues, e.g. ‘The challenges are the same as those that the native
population is facing, but beyond these challenges, migrant women face double punishment due to their
origin, ethnicity, administrative problems, housing and logistical problems, their language problems…they
face difficulties regarding all that is cultural and that is not obvious.’ Otherwise, the findings were almost
identical in the partner countries.
Table 13. Obstacles that migrant women encounter as entrepreneurs

OBSTACLES THAT MIGRANT WOMEN ENCOUNTER AS ENTEREPRENEURS
Information, support
and
consultancy
about how to start
and run a business

-

Regulated entrepreneurship, bureaucracy, taxation issues cause
challenges
Poor general knowhow on things happening (written/unwritten rules
in society)
As they do not know the sources of information, networks, they quite
often turn into their relatives or other networks

Financial obstacles

-

Funding and start-up loans
Quite often they use their networks in order to overcome the
obstacles

Language

-

-

Is a reason for lack of information
Cultural barriers – diverse cultures. For example, Somali women may
need permission to attend a course from their spouse, or not allowed
to attend if the class is mixed gender.
Religion

Personal aspects

-

Time management and commitment
Self-confidence should be strengthened

Pressure coming from
outside

-

Prejudice
Racism

and cultural barriers

3.4 Services available for migrant entrepreneurs
The interviewed experts were asked to evaluate the current services for migrants in general and regarding
entrepreneurship. The findings were quite interesting and emphasise the current situation in the partner
countries. In general, the services for migrant women were estimated to be good, however there are
some deficiencies. Migrant women need information and guidance as was stated by one expert: ‘It is
necessary to be more human and attentive, to know how to adapt to people and not to follow a guideline
entirely, to be more in the accompanying than the result. Besides working on their professional project
and putting in place a feasibility study, it is important to accompany them in their professional projects.’
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However, the recent recession has caused cuts in funding issues, which are having major effects in the
service network, and prioritising some issues over others has become a huge issue with the lack of
support/funding.
There are two points of view regarding the services: migrant women are not aware of available services
or do not utilise them in wide extent, or the course or service content does not include the human side
(soft skills development).
Services are unknown amongst migrants
Generally speaking, administrative systems concerning entrepreneurship and establishing a company are
described as somewhat chaotic in some countries: people do not know where to obtain information and
who to ask. Meanwhile, country-specific regulations, legislation and rules must be followed, so the
information needs to be received somehow. Migrant women may have challenges with language, which
means that they are on threat to be left outside, or at least they encounter more challenges. It was
suggested that service providers should communicate more towards migrant women and let them know
about the services that exist. One expert proposed carrying out an awareness campaign telling these
women that there is an opportunity to start their own businesses and there is some guidance available.
Entrepreneurship possibilities are promoted during the official integration process in many countries, but
it is impossible to see how effective it is.
Content of the services should be more encouraging
It was pointed out by some experts that the content of the integration or entrepreneurship promotion
should be broader and the focus should be more on the development of soft skills. For instance, it was
suggested that migrants should be encouraged and let them know that entrepreneurship could be an
option and a way to develop skills and find a good job. They also need encouragement in the actual
process of establishing a company.
Furthermore it was also mentioned in the UK that there is a gap in the system, meaning that there are
certain groups that no one wants to take ‘ownership of’ e.g. migrant women. Organisations like social
services keep passing things on rather than dealing with them themselves. In Finland it was mentioned
that one threat is migrant women who are more or less outsiders, meaning that there is a need for a
‘searching activity’ for those who arrived for marriage or stay at home with children in order to find them
and activate them to meet people, to use language, to integrate.
The service network was seen as a two-way issue by one expert: ‘I would like to think that the idea about
services will become clear when we’ll find out what these people really need. The main thing is to get
people present, or at least to get comments about what is needed and how, and start to build service from
here.’
3.5 Things that should be taken into account in planning a course for migrants
We received a number of ideas and tips that should be taken into account in planning a course or services
for migrant women (Table 14). These ideas were rather similar in all countries. Some were very practical
and others more theoretical. In fact, the challenge is that migrant women are a heterogeneous group of
people, they have numerous needs and there can be restrictive issues based on family, religious or cultural
issues.
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Table 14. Things to take into consideration in planning a course for migrant women

THINGS TO TAKE INTO CONSIDERATION
IN PLANNING A COURSE FOR MIGRANT WOMEN
How to combine work and
family

-

Some experts pointed out that women are difficult to reach
and to engage/commit them

Peer support amongst
migrant women

-

This can be fruitful, because women are in the same situation
(lack of networks), they are able to solve the practical
challenges

-

-

Flexibility, take into consideration their situation, culture,
history.
IT-skills are diverse
Mixture of soft and hard skills
Recognising the diversity of different cultures
Information about support systems
how to find support networks
Country specific information, general information, how does it
work here, where do you get help from – legislation, rules….
Mentoring or other way of sparring
Inviting spouses and sensitising them

-

Obtain information for free
Location of the training venue should be easy to access

-

Believe in them, recognise their diplomas and skills. Avoid
judging their goals. Trust in them.

Course content should be
tailored according to
individual needs

Practical issues
Encouraging atmosphere

-
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4.

Summary of the three phases prior to the Competence
Framework

The goal of the Kaleidoscope project is to list and prioritise the key competences migrant women should
possess in order to be able to start their own businesses. Competences that are especially needed by
migrant women to start their own businesses have not been adequately researched or addressed before.
In this report, we have focused on outlining an overall picture of the phenomenon by exploring previous
research reports, collecting data directly from migrant women and interviewing experts who are working
with migrant/entrepreneurship education matters in all four Kaleidoscope partner countries.
Migrants are a heterogeneous group of people
Our survey data was limited in that only 138 migrant women were represented in the data. This is not
very large, especially when we compare it to the data that the desk research was built on. This means our
survey results are not likely to be very generalisable (actually there were major disparities in certain
areas). However, they are still useful for application to further stages of the Kaleidoscope project. The
same can be said about the expert interviews. The number of interviewed experts was quite small and
limited; however, excellent and pertinent information was gathered from the experts. All three methods
enable the researchers to see the overall picture with some special nuances.
Migration to Europe has a long history, but it has increased substantially in the later 20th century. In recent
years, the migration flow has been even more considerable. About one-third of the migration occurs
within the EU, with migrants moving from one EU country to another, but a significant share come from
outside the EU. This latter group of migrants can be characterised as young and geographically centralised,
as a majority of them (76%) are geographically concentrated in five European countries: Germany, the
UK, Italy, Spain and France, The four Kaleidoscope partner countries—Finland, France, Italy and the UK—
have differences in history, trends and reasons for migration, as well as country of origin and volume of
migration. Whereas the UK, Italy and France have been the major receiving countries for decades with
hundreds of thousands of migrants per year, in Finland, the history is very modest and the volume
relatively small. Furthermore, migrants are a heterogeneous group of people by age, educational
backgrounds, employment and entrepreneurial ambitions.
Entrepreneurial potential is huge amongst migrants
Employment potential of the migrant population is high, because their age structure is young compared
to the native population. However, the employment rate for working-age migrants is lower than that of
the native population and the unemployment rate is higher. Migrant men are more likely to be employed
than women. There are differences in employment between various migrant groups as well.
According to various sources, migrants are more entrepreneurial than the native population. This is
justified from two points of view: the migration situation and migrants’ weak labour market position both
contribute. Migrants are seen to have more innovation potential than average people because they are
living in a kind of intermediate space between two or more cultures, which allows comparisons of cultural
practices. On the other hand, entrepreneurship activity is explained by migrants’ labour market position.
Job offers in the country of arrival are often limited due to lack of language skills, difficulty in getting
education and work experience and direct discrimination. From this point of view, migrant
entrepreneurship can overcome limited career opportunities in the labour markets.
A general trend is that the biggest entrepreneurial activity is amongst migrant groups with lower levels of
education (highly-trained immigrants are less likely to start their own businesses than less-educated
entrepreneurs). Migrants are, on average, less educated than the native population except in the UK,
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which has one of the highest proportions of highly educated foreign-born residents in the EU.
Entrepreneurial activity is rather similar in all Kaleidoscope partner countries: on average, migrant
entrepreneurs are behind 10–14% all companies and their entrepreneurial activity is higher than that of
native population. Migrant entrepreneurs can also be characterised as young and focused on the service
sector, which is favourable for new immigrant entrepreneurs with limited financial resources. The
duration of living in the new country tends to positively influence many aspects related to integration,
host-country language proficiency, employment, and entrepreneurial ambitions.
Migrant women’s entrepreneurial activity is lower than men. In general, women account for one-third of
business founders; however, the share of migrant women entrepreneurs is somewhat lower. Italy is the
only country amongst the Kaleidoscope partner countries where migrant women are slightly more active
than men are. Previous studies about entrepreneurship ambitions exclusively amongst migrant women
could not be found, but our survey gave an extremely positive picture of this issue, as over half of the
migrant women in Finland, Italy and the UK stated that entrepreneurship could be an option. France was
an exception: only 37% would consider starting a new business. As a matter of fact, our survey
respondents were quite unique and did not follow the standards – they were well-educated women, and
their entrepreneurial ambitions were extremely positive. This is an encouraging finding for the future.
However, there are numerous obstacles and barriers that hinder migrants and especially migrant women
from achieving their ambitions. The challenges are quite similar in nature to those faced by all
entrepreneurs, but migrants seem to face them more often than the native population. According to the
survey data, obstacles were most often related to challenges in getting funding, lack of resources and lack
of networks. Women in France and the UK also mentioned a lack of business mind-set. Uncertainty about
the future was in in the list of the top four obstacles in all countries except France. In France, the biggest
obstacle was lack of time, which was seen as an extremely minor obstacle in other countries.
In the literature, discrimination and double discrimination for women entrepreneurs were emphasised,
along with challenges in obtaining funding and linguistic barriers. It was interesting to see that the
challenges were similar in all partner countries and was echoed in the literature, survey data and expert
interviews. Discrimination issues were not emphasised in Finland, however. This may derive from the fact
that Finland’s migration history is a rather recent phenomenon and the experiences are minimal, but also
may have cultural explanations.
The huge entrepreneurial potential amongst migrants has been recognised by the EU. In recent years the
EU and its member states have put forth effort to simplify the entrepreneurial environment. In
Kaleidoscope partner countries, there are various public and private counselling and support schemes
available to migrants at the local, regional and national levels aimed to support and promote business
creation. In addition, there are numerous initiatives and projects explicitly targeting immigrant
entrepreneurs. There are also services available especially for migrant women.
An interesting fact perceived in the literature, survey data and expert interviews, is that good quality
consultancy services exist, but they are not widely used by migrants. Family and relatives seem to be the
first contact for support. Almost one-third of the respondents were not even aware of existing
services/authorities for guidance. Migrants’ low level of reliance on business services offers a challenge.
Skills needed by migrant women entrepreneurs
In general, the competences that migrants need to start a business were somewhat similar in all four
partner countries. The distinctive skills were host-country language proficiency and cultural issues. Having
a female point of view was left quite narrow. Uncertainty and self-esteem issues were pointed out by
experts, however the findings of the survey did not support that point of view.

65

The findings of the desk research, survey and interviews are interesting and important to the next phases
of the Kaleidoscope project. It is important to consider the heterogeneity of the migrant population, their
varied backgrounds, skills, cultures, religions and family situations.
To build on the previous work, the skills, attitudes and competences needed by migrant women will be
examined in the Kaleidoscope Framework in the next chapter.
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5.

The Kaleidoscope Competence Framework for
entrepreneurial support of migrant women

The competences, skills and attitudes needed by migrant women to start their own businesses have not
been adequately researched or addressed. This means that there is limited information available
regarding both soft skills and hard skills that a migrant woman should possess. Therefore, findings made
during the Kaleidoscope project are valuable. In general, competences that migrant women
entrepreneurs need were somewhat similar in all four of the partner countries. The distinctive skills were
language proficiency, cultural issues and networking, which are valid for migrants in general. Issues
exclusively concerning migrant women have not been defined. Experts pointed out uncertainty issues,
but the survey findings did not support that fact.
The framework is structured according to ‘level of achievement’ linked to the grade of entrepreneurial
potential. It is connected to a questionnaire that will work at the ‘entry level’ to assess the entrepreneurial
level of the target group and guide them to the specific learning action to follow in order to consolidate,
improve or create their ‘fempreneurial’ profile. The identified levels refer to migrant women’s
"entrepreneurial potential" and relevant grades (high, moderate and limited) to be a successful facilitator
of the entrepreneurial education process the project aims to realise.
The competence areas (Table 15) are partly based on the framework developed in the project ‘i-SKILLS–
Fostering Innovation Skills as Key Competences for improving Employability of PhDs in SMEs’ (funded by
the Erasmus+ programme of the European Union), and partly on the findings made during the IO1.
Development of a ‘fempreneurial’ profile can be divided into three phases (Picture 1).
Phase 1: Self-assessment
In the first phase, participants will self-assess their competence areas (soft skills, attitudes and
knowledge) on 0–3 scale.
Phase 2: Areas of development and respondent’s profile
The results of self-assessment will be presented in a radar chart, which enables us to see the areas of
development and their linkage to the sessions in IO2. Attitudes are seen more or less as cross-cutting and
connected to all competence areas; whereas, knowledge is not directly part of the IO2 training and is
therefore not linked to IO2.
Phase 3: ‘Fempreneurial’ profile
The third phase is the action phase – consolidating, improving or creating various competence areas in
IO2.
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Picture 1. Development of ‘fempreneurial’ profile.

Table 15. Kaleidoscope Competence Framework for self-assessment.

GRADE (0 – 3 )
1. SOFT SKILLS

1.1 Creativity

1.2 Critical
thinking

Description

0

LOW – 1

MEDIUM – 2

HIGH – 3

Ability to transcend tradi
tional
ideas, rules, patterns,
relationships and to crea
te
meaningful new ideas, fo
rms, methods, interpreta
tions

Generally looks for patterns
and trends. Tends to work
best within well-defined
parameters and boundaries.
Approaches challenges in a
structured, logical and
routine way,

Considers both traditional and
new solutions. Tends to focus
on issues that are clearly
defined but considers other
issues that go outside the
normal patterns. Looks for
innovative solutions once
challenged with a nontraditional problem.

Looks for new relationships,
outside the traditional
patterns. Usually
experiments with new ideas
and applications. Recognises
non-traditional approaches
and is open to new
solutions.

3

Covers the process of
thinking of creative ideas
and then applying critical
thinking to settle on a
useable one.

Follows a recurrent pattern
for analysing and decision
making process. Decisions
are based on previous
experiences and
expectations.

Considers a set of options that
may include creative and nontraditional solutions.
Evaluates available options
considering general criteria of
efficiency and effectiveness.
Selects based on the criteria
and on the familiarity with the
solution.

Considers all options
available. Evaluates the
available options and selects
the most relevant
considering criteria of
efficiency and effectiveness.
Selects the best option.

3
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Connected
to… (IO2)

1.3 Problem
solving

1.4 Risk
assessment

1.5
Confidence
and resilience

1.6
Negotiation
skills

Using generic or ad
hoc methods, in an
orderly manner, for
finding solutions to
problems

Deals with problems if they
affect own processes or
tasks. Resistant to new
approaches on problem
solving.

Contributes with ideas if
required once a problem is
identified. Accepts alternative
ways for problem solving once
proposed and agreed upon.

Identification, evaluation
, and estimation of the
levels of risks involved in
a situation, their
comparison
against benchmarks or
standards, and
determination of an
acceptable level of risk.
Capacity to withstand
stress and catastrophe,
adapt and overcome risk
and adversity

Avoids ambiguity and
prefers routine processes.
Persists with the regular
approach and usual
processes/methods.
Considers risk unnecessary.

Avoids ambiguity. Recognises
the importance of risk-taking
to business. Accepts risktaking after risks are assessed
and agreed by others.

Lacks confidence on own
ideas.
Prefers to listen to others
opinions before sharing his
own. Unable to deliver
under stress.
Recognises the importance
of negotiation. Defines a set
of arguments to convince
others.
Strategically avoids
discussing others’ opinions.
Avoids any kind of
concessions. Looks for a
winning scenario.

Willing to share own ideas if
requested. Able to deal with
stress and pressure to some
extent. Manages failure,
drawing lessons for the
future.
Develops a line of reasoned
argument. Discusses the
arguments in favour of and
against trying to convince
others. Understands the need
to be assertive. Understands
the need to make some
concessions. Looks for a
winning scenario.

Capacity to maintain
a dialogue between two
or more people or
parties, intended to
reach an understanding,
resolve points of
difference or gain
advantage in the
outcome of a dialogue,

Recognises problems and
proposes ways of action.
Confidently contributes with
ideas to identified problems.
Willing to accept and
approach alternative ways
proposed by others.
Recognises the importance
of risk-taking to business.
Learns from experiences
and applies knowledge to
new situations. Takes
calculated risks after a
reasoned judgment.

2,3

Recognises own and others
value. Promotes knowledge
sharing. Copes under
pressure. Manages failure,
drawing lessons for the
future.
Develops a line of reasoned
argument. Tactfully
challenges others views.
Handles objections
assertively. Understands the
need to make concessions.
Defines a win-win
agreement.

2,4
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2,3,4,5

5

1.7
Communicati
on, public
engagement

1.8 Global
mind-set

to produce an agreedupon courses of action,
to bargain for individual
or collective advantage,
to craft outcomes to
satisfy various interests
of two people/parties
involved in negotiation
process.
Ability to communicate
complex ideas effectively
in a range of formats and
to a range of audiences

Capacity to
communicate and work
taking into consideration
the specificities of each
individual

Prefers to work alone and
generally takes decisions
without consulting others.
Great communication skills
if required to present ideas
to peers. Fails to engage an
audience unfamiliar with
the subject.
Lacks the ability to establish
a relationship with different
people (e.g. cultural,
gender, age, etc.)
Ignores the differences
inside the organisation.
Lacks the ability to consider
different perspectives
(cultural, gender, age, etc.)
once analysing new
problems / solutions. Thinks
within its own academic
background.

Works comfortably alone or
with others. Shares
information and expertise
willingly and tries to adapt the
communication to the
audience.

Encourages others to share
ideas and to collaborate.
Adapts information to the
audience. Masters
presentation skills and easily
engages the public.

2

Accepts diversity and makes
an effort to understand
others perspectives.
Recognises the impact of
cultural background on the
organisational climate.
Respects the differences.
Lacks the ability to consider
other perspectives (cultural,
gender, age, etc.) once
analysing new problems /
solutions. Thinks within its
own academic background.

Welcomes diversity and
capitalises on the strengths
that different people bring.
Recognises the main
characteristics of cultural
clusters and how it affects
the organisational climate.
Acts to ensure an inclusive
organisation. Considers
diversity once looking for
new challenges or
developing new solutions.
Thinks across disciplines.

5
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1.9
Networking

Cultivation of productive
relationships for
personal, employment
or business purposes

1.10
Leadership,
teamwork

Ability to develop or
inspire cooperative
efforts of a group of
people who work
together to obtain a
desired objective

1.11 Project
management

Capacity
to
plan,
organise and control
resources to achieve
specific goals

Maintains a restricted group
of peers with similar
background and common
professional interests.
Collaborates with others
upon request. Lacks the
ability to deepen contacts
and build a network.
Prefers to work individually.
If required to work in a
team, lacks the ability to
share ideas and work
cooperatively. Recognises
individual successes and
failures.

Prefers to wait for others to
build relationships. Cultivates
a diverse group of coworkers
and friends. Recognises the
importance of building a
network for personal and
professional goals.

Seeks out and engages with
others.
Cultivates a diverse group of
co-workers and friends.
Proactively manages a
personal and professional
network.

2,3,4,5

Successfully works on a team.
Recognises the advantages of
team work. Facilitates all
team members’ participation
and work. Lacks the ability to
lead a team.

2,3,4,5

Complies with specific
activities / tasks of a
detailed plan of action.
Expects to be monitored
and given the set of
resources available for a
specific project. Focus on
specific activities / tasks.

Complies with a detailed plan
of action. Understands the
importance of managing the
resources allocated to a
specific project. Focuses on
specific activities / tasks.
Adapts to changing
circumstances.

Highlights the individual
efforts and the team
achievements. Manages
conflict as a privileged
generator of ideas to be
respected and discussed.
Challenges all to participate,
accepting failure as a step in
the process. Inspires and
promotes a more conscious
leadership role by providing
success stories with a focus
on organisational leadership
and the nurturing of
innovation.
Organises a detailed plan of
action within a log frame.
Considers all the required
resources to organise and
implement a project. Gives
the necessary attention to
detail without losing the
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2,3,4

1.12
Customer
oriented
approach,
commercialisa
tion

Ability to take customers’
needs and satisfaction
into account. Ability to
transform a product,
process or service into an
attractive and desirable
asset to potential buyers.
Ability to protect, add
value and transform
theoretical
research
results into products,
processes, services or
innovative
and
economically
viable
forms of technology duly
protected by intellectual
property rights

2. ATTITUDES

Description

0

Systematically looks for
innovation despite specific
market needs. Develops
new products and solutions
upon own research
interests. Lacks the ability to
understand the
requirements of the product
to be placed in the market.

Systematically foster
innovation within a context of
global market opportunity.
Takes into consideration the
target users requirements
when developing new
products/solutions.

LOW – 1

MEDIUM – 2

overall perspective. Plans
for contingencies.
Systematically plans and
fosters innovation within a
context of global market
opportunity. Develops
considering the target users.
Understands the
importance of design to
commercialisation. Coaches
others on how to turn ideas
into new or improved
products, processes and
services.

HIGH – 3

2.1
Perseverance,
self-reliance

Reliance on oneself or
one's own powers,
resources. Doing
something despite
difficulty or delay in
achieving success.

Trust in own strengths is
rather weak and constantly
gets irritated by new things.

Trust own strengths and
resources is inconstant and
sometimes gets confused by
new things.

Has a strong reliance on
own strengths and
resources. Move forward
despite of the challenges
without becoming confused.

2.2 Tolerance
for ambiguity

Not to be confused with
a love of risks.
Willingness to accept an

Gets irritated by
uncertainty, avoids risk
taking.

Does not love risk taking, but
is able to live with
uncertainty.

Does not get confused with
uncertainty, loves to take
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3

Connected to
… (IO2)
ALL

ALL

2.3
Commitment,
entrepreneurs
hip

2.4 Selfawareness,
self-respect
3.
KNOWLEDGE
3.1 Business
skills,
Knowledge

3.2 IT-skills

uncertain future.
Willingness to give up a
corporate work
environment and
comfortable routines.
Feel good about what
she is doing, but always
know that more could be
done. Willing to stretch
herself.
Not happy with what’s at
hand because things
could be done better.
Conscious knowledge of
one's own character and
feelings
Description
Theoretical and/or
practical understanding
of how to do business,
e.g. finances, marketing,
sales. Knowledge of
support systems that are
available for
entrepreneurs.
Theoretical and/or
practical understanding
of IT skills.

risks, is willing to accept
uncertainty.

0

Is happy with the current
situation.

Is happy with the current
situation, but tries to seek
better options.

Is eager to do things better,
and strives for better
solutions constantly.

ALL

Has challenges in knowing
and judging his/her own
character.
LOW – 1

Is able to somewhat know and
judge her own character

Knows and judges her own
character very well

ALL

MEDIUM – 2

HIGH – 3

Knows something about
how to do business, and/or
about the support systems.

Knows the basics of how to do
business and the overall
situation where to ask for
guidance on how to obtain
financing.

Is familiar with various
support systems and knows
how to do business without
effort.

Is able to use computer with
supervision or has a limited
knowledge of IT-programs in
general.

Knows the basic programs,
such as Microsoft Word and
Excel and is able to use them
without effort.

Masters various programs,
is able use advanced
features of these programs,
such as Excel macros.
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Connected to
… (IO2)
Not included
in IO2 training

Not included
in IO2 training

3.3 Host
country
language
proficiency

Language skills (speaking
and writing) of the
language that is spoken
in the host-country.

3.4
Surrounding
society and
culture

Social integration
focuses more on the
degree to which
immigrants adapt local
customs, social relations,
and daily practices

Is a basic user, can
understand sentences and
frequently used expressions
related to areas of most
immediate relevance (e.g.
very basic personal and
family information,
shopping, local geography,
employment). Can
communicate in simple and
routine tasks requiring a
simple and direct exchange
of information on familiar
and routine matters.
Knows some occasional
things about the host
country, its culture and local
customs.

Is an independent user, can
understand the main ideas of
complex text on both
concrete and abstract topics,
including technical discussions
in their field of specialisation.
Can interact with a degree of
fluency and spontaneity that
makes regular interaction
with native speakers quite
possible without strain for
either party.

Knows how the surrounding
society works, knows local
customs and has built some
social relations with locals.

Is a proficient user, can
understand with ease
virtually everything heard or
read. Can summarise
information from different
spoken and written sources,
reconstructing arguments
and accounts in a coherent
presentation. Can express
herself spontaneously, very
fluently and precisely,
differentiating finer shades
of meaning even in the most
complex situations.
Knows how the surrounding
society works and actively
takes part in local customs
and networking with locals.
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Not included
in IO2 training

Not included
in IO2 training
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Appendices
Appendix 1: Topics and questions for the Desk Research
Kaleidoscope
DESK RESEARCH
The topics and questions for the Desk Research
The information will be collected following the structure of the desk research template. Please use
the template as a base to report the results. Total length of the desk research will be 10–20
pages/country.
PART 1: GENERAL INFORMATION
1.

Migration trends in partner countries during the last 1–5 years
- Migrant profile
- Numbers (female/male)
- Countries of origin
- Educational background and other skills (in general)
- Other trends

2.

Entrepreneurship and migrants
- Labour market situation of migrants; employment rates
- Entrepreneurship activity among migrants (compared to total population)
- Male/female entrepreneurs in numbers
- Characteristics of migrant entrepreneurs
- Fields of operation
- Comparison between various migrant groups (nationality, gender, etc…)
- The biggest barriers for starting a business among migrants? Among migrant
females?
- Other specific/unique aspects

PART 2: SUPPORT AND CONSULTANCY FOR NEW ENTREPRENEURS
3.

Support systems for starting a new business
- Organizers, funding system
- Content in short, criteria for migrants
- Availability of business information for migrants
- To which extent migrants have utilized the system

4.

Consulting services for starting a new business
- Organizers
- Content in short, criteria for migrants
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-

To which extent migrants have utilized the services
Is entrepreneurship promoted during the official integration process? If yes, how,
when?

PART 3: POSSIBILITIES AND/OR BARRIERS FOR NEW ENTREPRENEURS
5.

What does the business environment in your country look like?
- Is it attractive for entrepreneurs/companies?
- Are there any (governmental) support systems in place that help people who want to
set up their own business?

6.

Biggest obstacles for starting a new business among female migrants?
- Refer to obstacles that female migrants have (skills, competences) or they have to
face (national systems)

PART 4: NEEDED COMPETENCES
7.

The needed competences for migrant women to start their own business?
- Soft skills
- Hard skills

8.

What else needs to be taken into account when starting a new business? Specific
aspects, e.g. attitudes, networks?

PART 5: PREVIOUS EXPERIENCES
9.

Previous experiences/best practices/case studies of entrepreneurship education,
women and business projects, migrant and business projects in formal and nonformal learning environment
Choose the best 3–5 examples, which could be useful for our project.
- Organizers
- Selection criteria for participants
- Content
- Duration
- Apparent strengths and weaknesses of the course content or other point of views
- Results. Have these courses increased entrepreneurship among migrant women? In
which fields?
- Lessons learnt. What can we (Kaleidoscope consortium) learn from these best/worst
cases?
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Appendix 2: Questionnaire for migrant women
Questionnaire about entrepreneurship ambitions
among migrant women
Welcome!
The aim of this questionnaire is to identify entrepreneurship ambitions among migrant women and
to identify their competences. The outcomes of the questionnaire will be used for developing
entrepreneurship training for migrant women. The questionnaire is part of the project
“Kaleidoscope: supporting female migrant entrepreneurs”, which is a collaborative project between
four countries (Finland, France, Italy and the UK), funded by the European Union under the
ERASMUS+ programme. The project aims to develop a training model to support migrant women in
developing their entrepreneurial soft skills.
Completing the questionnaire takes approximately 10–15minutes.
If you want to stay updated about the project’s activities and seize the opportunity to take part in our
free training sessions that are to start in 2018, then do not forget to include your email address in
the contact information box.
All information will be treated strictly confidentially and no personal information will be
disclosed or be otherwise used except for research purposes.
The European Commission support for the production of this publication does not constitute an
endorsement of the contents which reflects the views only of the authors, and the Commission
cannot be held responsible for any use which may be made of the information contained therein.
Thank you for your time!
All the best,
The Kaleidoscope project consortium
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PART 1: PROFILE
1.

Age
 15-24
 25-34
 35-44
 45-54
 55-64
 65+

2.

Country of origin

3.

When did you move to your current country of residence? (year)

4.

Reason for entering
 Work
 Studies (e.g. higher education, etc.)
 Family reasons (marriage, relationship)
 Family reunification
 Refugee status
 Other, please specify (open field)

5.

Family and children
 Single
 In a relationship / married
 Child/children

PART 2: EDUCATION AND PROFESSIONAL EXPERIENCE
6.

Educational background
 Primary education
 Secondary education
 Bachelor’s degree
 Master’s degree
 Doctoral degree
 No education
 Other

PART 3: YOUR ENTREPRENEURIAL AMBITIONS
7.

Do you think that the word “entrepreneurship” is:
 Positive
 Negative
 I am not sure

8.

Have your views of entrepreneurship changed since you moved to your current
country of residence?
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 No
 Yes, please specify how and why.
9.

Have you worked as an entrepreneur in your country of origin or in your current
country of residence?
 No
 Yes. Please describe sector, duration and other relevant information. (open field)

10.

Have you ever thought about starting your own business? (in case your response to
the previous question was ‘No’)
 No
 Yes, please specify (open field)

11.

If you have ever thought of starting your own business, what systems of support do
you have around you? (you may tick more than one option)
 Family and relatives
 Local authorities
 Networks for women entrepreneurs
 Migrant services
 I am not aware of any authorities that could offer me any guidance

12.

Are there entrepreneurs in your family or among other networks of yours?
 No
 Yes, please specify (open field)

13.

What do you see as obstacles for starting your own business? (you may tick more
than one option)
 Lack of adequate education
 Lack of needed soft skills (personal attributes that enable someone to interact effectively
and harmoniously with other people)
 Lack of needed hard skills (specific, teachable abilities that may be required in a given
context, such as a job or university application)
 Lack of business mindset
 Lack of networks
 Unable to get initial capital or other funding
 Lack of resources
 Lack of business idea
 Lack of business partner
 Family issues
 Lack of time
 I have received too much negative feedback from other entrepreneurs
 I am happy with my current position
 Uncertainty about the future
 Lack of interest towards entrepreneurship
 Cultural reasons
 Other, please specify

1.

PART 4: YOUR ENTREPRENEURIAL SKILLS
14.

In your opinion, which are the three most important skills an entrepreneur need?
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15.

The following are key skills which an entrepreneur needs. Which of these skills do
you think you already possess, and to what extent?
Please evaluate on scale: 1 low – 2 below average – 3 average – 4 good – 5 excellent
Generating ideas
1. Creativity 1 2 3 4 5
2. Critical thinking 1 2 3 4 5
3. Continuous improvement 1 2 3 4 5
4. Problem solving 1 2 3 4 5
Entrepreneurial mindset
5. Risk assessment 1 2 3 4 5
6. Confidence/resilience 1 2 3 4 5
7. Negotiation skills 1 2 3 4 5
8. Sense of initiative & entrepreneurship 1 2 3 4 5
Communication and collaboration
9. Communication & public engagement 1 2 3 4 5
10. Global mindset 1 2 3 4 5
11. Networking 1 2 3 4 5
12. Leadership & teamwork 1 2 3 4 5
13. Cultural awareness 1 2 3 4 5
Organizational & Business case
14. Project management 1 2 3 4 5
15. Valorization & intellectual property 1 2 3 4 5
16. Commercialization 1 2 3 4 5
17. Knowledge transfer 1 2 3 4 5
*The skills framework is based on the findings of the project “i-SKILLS – Fostering Innovation
Skills as Key Competences for improving Employability of PhDs in SMEs”.

16.

Are your language skills sufficient to live and work in your current country of
residence?
 Yes
 No
If you answered “no”, how would you need to improve them?

17.

Imagine you are planning to start a new business. Which of the following areas do
you think you would need to improve and/or develop? (you may tick more than
one option)
 entrepreneurial skills
 business planning
 resilience and entrepreneurship
 intercultural skills
 exploring the hosting culture and ways to integrate
 creativity and innovation skills
 daily problem solving
 networking
 communication
 self-confidence
 business idea development
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 target group understanding
 target group orientation
 opportunity spotting and recognizing skills
 other, please specify

PART 5: CONCLUSIONS
18.

We are planning to produce an educational training package for migrant women to
help develop the transferable skills needed to set up a business. Would you be
interested in receiving more information and/or participating in the training
programme?
 Yes
 No
If “yes”, please provide your contact information below.
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Appendix 3: Questionnaire for Experts
Kaleidoscope: supporting female migrant entrepreneurs
QUESTIONNAIRE/PROMPT SHEET – EXPERTS

Information about interviewee(s)
Country
Name of interviewee
Position of interviewee
Name of the organisation
Date and time of interview
Location of interview (skype, face-toface)
Audio record (e.g. file name, format)
The European Commission support for the production of this publication does not constitute
an endorsement of the contents which reflects the views only of the authors, and the
Commission cannot be held responsible for any use which may be made of the information
contained therein.
PART 1: INTERVIEWEE PROFILE
1.

Please introduce yourself briefly: where are you working and how is your work
linked to migrants?
1.1 How long have you worked in the field (migrants, migrant integration, migrant
entrepreneurship – focused on women)?
1.2 How long has the organization worked with migrants and migrant related issues?
1.3 What kind of support does the organisation offer to female migrants?
1.4 Who are the migrant women you are working with and what kind of needs do they
have?

2.

Do you offer entrepreneurship courses?
2.1 What is the main goal of the courses?
2.2 Do the goals meet the specific needs of your target group? (e.g. are they based on preconducted research?)
2.3 Tell us about the course contents, participation fee, criteria for participating, etc.
2.4 The most important results of the course according to
- Participants
- Organisers
PART 2: COMPETENCES NEEDED BY MIGRANT WOMEN

3.

What competences, skills and attitudes do migrant women need in order to
succeed as entrepreneurs?
3.1 Competences
3.2 Skills (hard/soft)
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3.3 Attitudes
4.

What are the main areas migrant women need support with to enter the job
market or start a career in self-employment?

5.

Based on your observations, what are the main barriers for migrant women
looking to start their own business?
5.1 Are these barriers similar to those the native population is facing?
PART 3: DEVELOPMENT OF SERVICES FOR MIGRANT WOMEN

6.

Do you think that the current services provided for migrant women are sufficient?
6.1 How would you improve them, if needed?

7.

What would you suggest we need to take into consideration when developing
entrepreneurship courses for migrant women?

PART 4: CONCLUSION
8.

Other comments regarding the topic?

Thank you for participating in our initial research.
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