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1. CHAPTER I: INTRODUCTION 

The production of the Comparative Needs Analysis Report (IO1-A6) for the 
Migrapreneurs project was carried out within the IO1 during April 2017 following the 
results collected in the four National Needs Analysis Reports (IO1-A5) prepared by 
partners for UK, Turkey, France and Spain. The target groups and subjects of the 
interviews were highly skilled migrants and organizations working with them. 
  
1.1 Aims and Objectives of the Report  

 
The research is part of the Migrapreneurs project’s IO1 and thus respects its 
methodology and structure. According to the main aim indicated on the application, this 
Comparative Report (IO1 – A6) will begin the collaborative process of designing the 
development of training materials to ensure it suits the needs of the target group in the 
respective countries of the UK, Turkey, France and Spain.  
 
Namely, the Report aims to achieve three main objectives:  
 
Presentation of the comparative analysis of the national focus groups with migrants 
(IO1 – A1) and organizations working with migrants (IO1 – A2) carried out in the 
partners´ countries.  

Presentation of the comparative analysis of the national in-depth interviews (IO1 – 
A4).  

Presentation of Conclusions and Recommendations for the development of the 
training materials.  
 
1.2 General Information  

 
A desk research, the focus groups (with migrants and organizations working with 
migrants) and the in-depth interviews (with migrants and organizations working with 
migrants) were performed in each country for obtaining information and feedback to 
assist setting the key learning modules, country specific requirements, and to propose 
solutions for the improvement of the current situation. This provides an up to date 
overview of the situation of migrants in terms of employability and entrepreneurship in 
the partner countries which can be used by researchers, project managers, support 
organisations and others to gain increased knowledge of the support needed. The report 
will also contribute to the overall development of the Migrapreneurs Training 
programme and the project itself.   
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Partners working for the research in each country developed the desk research, found 
contacts, organized the focus groups, implemented the in-depth interviews and 
reported the results.  
 
Overall, a total of 24 migrants and 25 organizations working with migrants participated 
in the focus groups in UK, France, Turkey and Spain. 11 migrants and 7 organizations 
working with migrants participated in the in-depth interviews in these countries. The 
gender and sector representation were very balanced. 
 

2. CHAPTER II: SUMMARY OF RESULTS 

This chapter provides a summary of the desktop research and focus groups and the in-
depth interviews for migrants and organizations working with migrants. The overall 
summary and conclusions of all the parts of the IO1 results are in chapter III. 
 
2.1. Desk research 
 
The Desk research refers to secondary data or that which can be collected without 
fieldwork from organizations supporting the target groups and national policies 
concerning highly skilled migrants in the UK, France, Turkey and Spain. 
 

1. Statistics regarding the profile of the highly skilled migrants in the participating 
countries (major nationalities, unemployment, level of education, ...) 

 
Due to the current situation Turkey has become a major hub for mixed flows of asylum 
seekers, they acknowledge that the civil war in Syria has produced more refugees than 
any other conflict in the past two decades. About 3 million Syrians have found refuge in 
Turkey, making it the largest refugee-host country worldwide. Due to this situation 
MAKRO has not been able to access statistical data for migrant groups from other 
nationalities and it is assumed that they constitute the major migrant population in 
Turkey. 
 
The majority of the migrants in Turkey, as it has been mention before, come from Syria, 
in the UK, Spain and France the majority also come from non-EU countries. 
 

Born Residents in participating countries 

 EU Non EU Migrants in 2015 

Spain 43% 57% 4.418.898 

France 32% 68% 4.000.000 

UK 37% 63% 8.300.000 
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The unemployment rate in Spain is 20% of the total population, 19% of the Spanish 
population and 28,4% of the migrant population. The situation of vulnerability 
associated with unemployment is higher among the migrant population, given that only 
21% of them receive unemployment benefit against 30% of the Spanish in the same 
situation. 
 
The unemployment rate in Turkey has two main causes: an increasing level of youth 
unemployment and the increase in migrant flows in the country. These two issues are 
creating a big pressure on the Turkish economy and social life. It is essential to create 
new jobs and the key solution is promoting entrepreneurship as this would have a high 
impact on employment creation and the sustainability of jobs.  
 
France has an unemployment rate within the migrant population at arrival of 33%. The 
rate doubles for women; 24% are men but 48% women. It is interesting to consider here 
a statistic from ELAN where it can be seen that the migrant unemployment rate gets 
lower after 2 years of arrival, in fact over 33% lower. This shows that it is necessary to 
have an adaptation period on arrival in a new country and it can take time to establish 
employment. 
 
In the UK, the migration of highly-skilled migrants is not a recent phenomenon, however 
the annual inflow and the net annual migration of highly-skilled migrants has increased 
significantly in the past decade compared with the previous decade, as has immigration 
across all categories. 
 
The UKBA PBS Evaluation Survey shows that over 90% of Tier 1 (Entrepreneur visa) 
general migrants that have arrived to date are employed and of those nearly 90% are 
employed in knowledge jobs (MAC, 2010). However, for those migrants that were given 
Tier 1 visas through the post-study work route, only 50% were employed in knowledge 
jobs and a significant number were working in less skilled occupations (MAC, 2010).  
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According to the UK Home Office, only 25% of highly skilled migrants worked in a skilled 
job in 2010. The other 75% was mainly working in supermarkets and shops, or, in many 
cases, it is not even known what the highly skilled migrants are doing. 
 
Low-skilled migrants generally have the same employment rate as UK-born low-skilled 
workers. The highly skilled migrants have, however, a lower employment rate than 
highly skilled UK-born workers. These migrants also have a higher chance of being 
overqualified, as shown above. 
 
The chances of being overqualified for a job in the UK, for a highly skilled migrant, also 
depend on the country of origin. Migrants from English-speaking countries or the 
western EU region have a similar chance of being overqualified as UK workers. Migrants 
from other regions, like the eastern EU region, Africa, Latin America etc... are more likely 
to be overqualified compared to UK workers. 
 
Entrepreneurship has recently become a solution to unemployment which is the main 
problem of today's economy. 
 
Over-qualification rates vary among countries, ranging from 5% (Czech Republic) to 26% 
(Spain). The UK is placed in a group with Spain, Ireland and Belgium, where the over-
qualification rates are high for immigrants and for the native-born population. 
 
Interestingly, migrants generally have a higher level of education than natives in the UK. 
In 2011, the amount of British people with a degree was around 21%, while the amount 
of non-EEA immigrants with a degree had risen to 38%. The increase of migrants with a 
degree in 2011 is partly caused by changes in the classification of foreign degrees; 
leading to more degrees from overseas being recognized in the UK. 
 

2. Statistics regarding the profile of migrant entrepreneurs in the participating 
countries (major nationalities, level of education, age, gender split..) 
 

The profile of the Spanish entrepreneur is a man around 38 years old with a high level 
of education. The migrant entrepreneur profile age is higher than the Spanish if they 
come from the European Union, around 42 years old, and lower for the rest of the 
countries, around 35 years old. Finally, although the most repeated pattern has been a 
greater presence of entrepreneurs with a higher level of education among the Spanish 
entrepreneurs, over time there has developed a greater alignment of profiles in terms 
of level of education. 
 
In the UK, migrant entrepreneurs are generally younger than their British counterparts. 
Their average age is 44.3 years compared to an average age of 52.1 for British 
entrepreneurs. Between migrant entrepreneurs, the age is dependent on country of 
origin as well. Migrant entrepreneurs from developing countries are more likely to be 
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younger than migrant entrepreneurs from mature economies like the US, Japan and 
Australia. 
 
The age profile of migrants entrepreneurs in France is 17 % under 30 at the time of the 
business´ creation (3% which are under 25) and 13 % 50 or older. 
 
Generally, migrant entrepreneurs have lower academic qualifications (lower level 
diplomas) than their French counterparts: 41 % of migrant entrepreneurs do not have 
an university degree, a high school diploma or a French Certificate of general education 
(brevet des collèges) or other against 17% of their French counterparts. The lack of a 
diploma among migrant entrepreneurs is more evident among "traditional" business 
managers (48 %) than those who ascribe to the auto-entrepreneur scheme (34 %) 
(DAAEN / APCE, 2013: 12). This could also be related to the lack of institutional 
recognition for foreign diplomas and/or competences.  
 
Nevertheless, 34 % of migrant entrepreneurs have a higher education qualification (ibid) 
and 27% have technical secondary-level diplomas (S. Plana in OECD, 2010: 186). 
 
Comparing the female entrepreneur profile of natural born citizens with the migrant 
population, we can see that participation for women in entrepreneurial activities is 
substantially higher in the case of female migrants in Spain than it is in the UK and 
France, information for Turkey in this matter was not available. 
 

Female entrepreneur profile 

 Natural born citizens Migrants 

Spain 35% 44% 

France 32% 26% 

UK 29% 25,9% 
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As it is mentioned in the first section of this report, the major migrant population in 
Turkey comes from Syria. In the case of the other participant countries the most 
representative nationalities of migrant entrepreneurs are very varied, but there is one 
nationality of migrant entrepreneurs that repeats in all three countries, and that is 
Chinese. The other nationalities most represented in at least two of the three countries 
are Moroccan, Italian, German and American. 
 
Of all UK companies, 464,527 companies have been created by migrants, which accounts 
for 14% of the total. Although this number seems high, entrepreneurship is not an 
obvious choice for non-UK nationals. Only 17% of this group start their own business. 
However, this is still higher than the amount of British people starting their own 
business, which is around 10%. The UK has a large positive difference between the Total 
Entrepreneurial Activity (TEA) of nationals and of immigrants, which is respectively 9% 
and 16%. However, as we will demonstrate later, it is clear that many migrants face 
significant obstacles to setting up a business and the higher numbers (compared to UK 
nationals) are likely to be due to ‘necessity entrepreneurship’.  
 
Around 8% of the new enterprises created in 2010 in France were founded by migrants 
(4% intra-EU migrants and 4% non-EU migrants) (DAAEN / APCE, 2013: 10). Accordingly, 
there were about 25,000 new enterprises founded by extra- EU migrants in 2010 (ibid). 
In Paris, 1 in 10 enterprises is manage by non-EU migrants (APUR, Mairie de Paris, 
2016:2). Of an annual volume of 200.000 enterprises created in France, around 15.000 
have been created by migrant entrepreneurs. 
 
According to the current data of the Union of Chambers and Commodity Exchanges of 
Turkey (TOBB), the number of Syrian joint-venture companies increased from 30 in 2010 
to 1599 in 2015 and 589 in just the first quarter of 2016. 
 
Comparing the entrepreneurial activity in Spain between each population group, 
migrants have a higher entrepreneurial spirit than the Spanish, 9,5% against 5,5%. 
 
There are two main migrant entrepreneurial activities that repeat in the four participant 
countries: construction and commerce. 
 

3. National legislation / policies / funding / initiatives supporting migrant 
entrepreneurs. 

 
In order to start a business in the UK, you must be a legal resident in the UK and have a 
type of visa that allows you to do business in the country.  
 
You can apply for a Tier 1 (Entrepreneur) visa if:  

 you want to set up or run a business in the UK  

 you’re from outside the European Economic Area (EEA) and Switzerland  

 you meet the other eligibility requirements  
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 You must have access to at least £50,000 investment funds to apply, or have 
£200,000 of your own money.  

 
Several research reports have concluded that migrant entrepreneurship in the UK 
should be supported by the government and migrant entrepreneurs must be 
encouraged to move to the UK, especially with the upcoming `Brexit´.  
 
The UK government presents itself as the ideal country to set up a business for the 
following reasons:  

 the UK has one of the lowest corporation tax rates in the G20  

 you can register a company within 48 hours  

 the labour force is the second largest in the Europe  

 the UK government offers support to start-ups and entrepreneurs  
 
In order to encourage people to launch their own businesses, the UK government has 
developed policies and initiatives to support start-ups. These policies provide funding 
and support programmes to make loans available for more small businesses. The 
financial support has been realised by establishing a special scheme with the Bank of 
England that enables banks to borrow from them at cheaper rates so that they can lend 
to SMEs at lower interest rates. Moreover, the government works with private sector 
investors and encourages them to invest in SMEs.  
 
The government also encourages young people to start a business by providing them 
with the necessary skills. 
 
Once a migrant has obtained the paperwork allowing him or her to set up a business, 
the entrepreneur has full access to all government support mechanisms in place for 
start-ups. However, in the report by the Institute of Directors, the authors feel that it is 
too hard to find all the mechanisms. Most UK-born entrepreneurs are unaware of them, 
which means that migrants probably have even more difficulty finding them. In short, 
the support is there, but cannot be easily found. This feeling can be projected to the 
other participant countries. The same report concludes that the government must 
undertake actions to enable migrants to better access the funding mechanisms 
available. Other suggestions include working with communities to simplify the visa 
process for entrepreneurs. However, evidence from the report shows that migrants 
offer complementary skills to the labour market, improve international networks and 
trade links, and improve innovation and enterprise in their host country.  
 
In Spain a distinction should be made between migrant entrepreneurs from European 

Union Countries and those from other countries. The first ones have the same legal 

situation and employment policies as a national entrepreneur. 

In order to facilitate the entrance and residence in Spain of migrants from other 

countries, with economics interests, the government has developed some new policies 
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and laws like the law 14/2013, 27 September, for the provision of support to 

entrepreneurs and their internationalization, which introduced facilities of entry to: 

 Investors 

 Entrepreneurs with an entrepreneurial activity, valuing the viability of the 
business plan, work creation and innovation. 

 Highly qualified professionals (highly qualified managers; graduates and 
postgraduates in prestigious universities) 

 Research staff 

Once a migrant has obtained the paperwork allowing him or her to set up a business, 
the entrepreneur has full access to all government support mechanisms. 
 
The entrepreneurs funding instruments in Spain are: 

 
Source: GEM Spain 

 
Through different measures the government and regions encourage new entrepreneurs 
to start a business, or legalize activities that are already operational, by providing a 
reduction during 18 months in the social security contribution, subsidies for the startup 
costs, office rental, financial funding and through different organizations they provide 
training and advice providing them with the necessary skills. Unfortunately due to the 
crisis of the last years the resources offered to immigrants have been reduced. 
 
In France, to finance their project, 27% of migrants made use of bank loans, and for 17% 
of them this was a business loan. These bank loans contributed, on average, 57% of all 
of the capital used. Access to bank loans is less frequent for migrant entrepreneurs than 
for the French (38%). This difference chiefly concerns the largest amounts of capital. 
 
In France few entrepreneurs set up their project alone: two-thirds of them declare 
having received support. Most often, they receive assistance from someone close to 
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them in preparing the business plan (45%). This person could be a spouse (22%), another 
family member (26%) or a person that they know from work (7%). In addition, many of 
them also sought support from start-up professionals (39%). This included organisations 
specialised in business creation, such as the Chamber of Commerce and Industry or the 
Chambers of Trades and Crafts and support networks (24%), but also specialists such as 
lawyers, accountants, etc. (18%). However, they used such forms of support less 
frequently than entrepreneurs of French nationality (respectively 32 and 23%). 
 
In addition to methodological support, migrant entrepreneurs also received financial 
and social assistance. For example, 36% said that they had received public subsidies or 
waivers while setting up the project, and 28% had received aid under the programme 
for assistance to unemployed persons who create or purchase a business Accre (Aide 
aux chômeurs créateurs/repreneurs d’entreprises). However, they received this aid less 
often than their French counterparts (ibid). 
 

4. Challenges and opportunities for migrant entrepreneurs. 
 
Despite specific individual situations the participant countries remark similar 
opportunities and challenges. These are: 
 
Opportunities:  
 
Job creation and economic inclusion: Migrants often feel excluded from the formal job 
market due to cultural differences or the feeling of being under-utilized. Setting up a 
business provides them with employment and income, but also potentially provides 
employment for fellow migrants. 
 
Social inclusion and integration: A business provides the opportunity for business 
owners to connect with and integrate in the wider community. New migrants who are 
employed in migrant businesses can benefit from the sharing of information on 
education, social and health issues and develop new relations. 
 
Innovation: The knowledge of other markets and activities provides migrants with a 
different point of view that can be used to innovate in the country where they develop 
their business.  
 
Apprenticeships for would-be entrepreneurs: Migrants who are employed in migrant 
businesses are able to acquire skills and experience that they need in order to become 
entrepreneurs themselves. Especially highly skilled migrants who have a formal 
education, but not practical skills will benefit from these experiences. 
 
Challenges: 
 
Lack of information and administrative formalities: New migrants often struggle to 
secure information on the process of business start-ups, and functions like marketing 
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and business planning. Highly skilled migrants have the knowledge of the field they 
study, but do not have the practical skills needed to run a business. This also applies to 
the administrative formalities that normally overwhelm. 
 
Access to finance: New migrants often struggle to secure finance from banks and other 
‘mainstream’ financial intermediaries. This leads to reliance on informal sources and the 
running of severely under-capitalised businesses. They also struggle when opening a 
bank account. 
 
Diploma equivalence: There is a lack of institutional recognition for foreign diploma and 
or competences.  
 
Cultural constraints: Language is a barrier for some groups, as is a lack of familiarity with 
rules and regulations surrounding business activities. Equally, business support 
intermediaries rarely have an appreciation of the different cultural traditions of new 
migrant communities. 
 
2.2. Focus Groups  
 
Within this research period of the project, partners have delivered two focus groups in 
each country during November 2016 to January 2017. In all participant countries 
partners conducted face to face Focus Groups with the support of guidelines provided 
by APEM in order to ensure that results could be compared. Focus Groups took place 
with both Highly Skilled Migrants and representatives from Support Organisations (i.e. 
Job Centres, Business Support Agencies etc).. Both focus groups contained 6 main 
questions which were for open discussion in addition to introductory and demographic 
questions concerning the level of education, current position and sectors of interest of 
the sample group. The open discussion results are summarized below in respect to the 
questions asked to both groups. 
 
 2.2.1. Focus groups with highly skilled migrants 
 
General information  
 
A total of 24 migrants participated in the focus groups in UK, Spain, Turkey and France. 
The gender, nationality and the sector representation were very balanced and all the 
participants were highly skilled (with a minimum degree level qualification or 
equivalent).  
 
Entrepreneurship 
 
The participants were asked to say what entrepreneurship means to them and what 
comes to their minds when they think about it. 
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It is curious that in Spain all entrepreneurs pointed out “freedom” when setting up a 
business. In UK, the skill that all participants pointed out was “innovation” a skill that 
curiously only one participant pointed out in Spain. 
 
In Spain and Turkey the participants expressed their worry about the risk associated with 
opening a business, and also the difficulties it carries. The procedure and formalities it 
carries was also mentioned here. 
 
In Turkey and the UK, the participants were able to suggest certain characteristics which 
they felt an entrepreneur should possess. This included having self-discipline and being 
organized as basic requirements, so they can deal with many difficulties at the same 
time. Participants in the UK emphasized as an individual characteristic, leadership and 
“charisma” and that an entrepreneur should be able to “dream big”, and Turkey pointed 
to “being lucky and starting everything from zero”. 
 
Position as a migrant entrepreneur in comparison to a natural born citizen 
 
In Spain, the participants see as an opportunity the potential to offer something of their 
countries of origin that is still not available in Spain. They feel this may give them an 
advantage as they will fill a gap in the market. When talking about difficulties, they feel 
that they have had no difficulties specifically related to being a migrant and see that 
there is a great diversity and that Spain is betting on it. But they see that natural born 
citizens have an advantage since they have roots in the country and the cost of living 
assured by living with their families. Therefore, they recognised that there is a 
disadvantage in terms of setting up a business related to building knowledge of key 
contacts and certain financial obstacles.  
 
In Turkey the majority of participants said that their situation is definitely different than 
a natural born citizen. Before the countless challenges, learning the local language and 
adapting to the culture takes time and necessitates too much effort. However, 1 Syrian 
and 2 Iraqi participants thought differently about their situation, because they believe 
Turkish and their own cultures are similar. That is why it was easier for them to adapt in 
Turkey, by also having clues about Turkish culture before migrating. 
 
In the UK, the participants all felt that being a migrant did place them in a more difficult 
position than a native person when it came to setting up a business.  
 
The lack of networks and knowledge of legislation around UK businesses was identified 
as an additional challenge for migrant entrepreneurs. The participants stated that they 
would need to build contacts with people who could advise and support them. Language 
has been identified as a possible barrier for some migrants, however, there was 
agreement that this could be turned into an opportunity as it could make a company 
more global. There was a general agreement that being a migrant could help an 
entrepreneur to expand their business outside of the host country, not only because 
they speak at least one other language and have contacts in their native countries but 



 
 

MIGRAPRENEURS PROJECT                                 
 

 
 

   
  O1 – Comparative | 14 

also because migrants already have a more global mind set and therefore may be more 
willing to trade internationally. Doing business abroad should therefore be part of the 
Migrapreneurs training programme. 
 
Most of the participants said they would ask for help from local/national institutions, 
such as Job Centers, local NGOs that support entrepreneurs, the British Council or 
Chambers of Commerce. All of them said that they would also check online to find 
information, but that having a good support network could really help. Paperwork would 
be a challenge for most of them and they’d seek support for this, especially for help with 
financial aspects, tax etc. The training materials of Migrapreneurs should therefore 
include a list of these organizations in Sheffield, Ankara, Paris and Madrid as a guide.  
For most of the participants in the UK setting up a business in their home country seems 
easier as they are already more aware of the markets and legislation. Setting up in the 
UK, as a migrant, is seen as being much more difficult and requiring more support. 
 
Skills for entrepreneurs 
 
The participants were asked to name an entrepreneur they know and the skills he or she 
has and what skills they see as important in an entrepreneur. 
 
UK participants remarked that most migrants did not know an entrepreneur personally 
and that it would therefore be relevant to show some role modules during the course. 
They said “leadership” was the main trait of the entrepreneurs they know. In Spain 
entrepreneurs are seen by the group as really brave people with high confidence and 
willing to act without thinking twice. 
 
To facilitate the discussion in all countries skills were divided into soft and hard skills. 
The skills mentioned as being most needed by all participants in all the participant 
countries were: 
 
Soft skills: 

- Networking 
- Determination and passion 
- Communication skills  
- Leadership (conflict management, self-confidence) 

 
Hard skills: 

- Language 
- Management (financial, accountancy, tax obligations) 
- ICT (marketing on-line, how to make a website, social media, new technologies) 
- Marketing (marketing on-line,…) 

 
These are therefore the skills which should be focused on when providing support to 
this target group. It is interesting to note that participants were more interested in 
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developing soft skills, stating that soft skills were more important than hard skills as they 
are more difficult to learn and there is less training already available for these.   
 
Preferable learning methodology and length of program 
 
In Spain, due to the actual situation of some members of the group the interest for the 
training was divided. Half thought that it is of interest and the other half prefer to focus 
on work or finding a job. 
 
In the contrary in Turkey all the participants believe that the project is crucial and also 
useful for the people who cannot afford to take paid entrepreneurship training. But if it 
will develop an e-learning program, it also should be in a user-friendly format. 
 
It is common in all participant countries that the training methodology should be a 
blended methodology (a combination of face - to - face and on-line learning). Turkey 
remarks that for the people who have limited time to participate in a face - to - face 
program, e-learning is more preferable. 
 
Other tools that were mentioned as being liked and/or useful are: 

- Workshops 
- Coaching 
- Courses 
- Case studies 
- Networking support 

 
In Spain, the group point out that the thing that attracts them the most is to make 
contact with a community to share experiences. 
 
Turkey remarks that for people who have limited time to participate in face-to-face 
programmes, participating in trainings through mobile devices would be more 
preferable.  
 
UK participants highlight that they found it interesting that the learning package 
proposed includes both hard and soft skills as this last one is often overlooked. A 
programme which would help them to develop soft skills was of particular interest to 
the group as these skills are much harder to learn. As outlined in the proposal, the first 
modules will help the participants to understand if they are ready to start a business and 
will then split depending on their decision at this point. The participants felt this would 
be very beneficial since often people believe they can start a business but when they 
look at the reality of doing it, it is much harder than first thought. The participants felt 
that this format would help them to learn how to be more entrepreneurial if they realize 
they’re not during the first stages of the training. 
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Over the length of the training in Spain participants are interested in short term training 
may be one intensive month in the morning or a few hours a day but no more than three 
months, with workshops at least once a month. 
 
2.2.2. Focus groups with organizations working with migrants 
 
General information  
 
A total of 25 organizations working with migrants participated in the focus groups in the 
UK, Spain, Turkey and France. The representation of organizations was very varied, 
participants included a broad range of professions and worked with different target 
groups. 
 
Migrants as entrepreneurs 
 
In Spain the impression of the organisations is that migrants are not entrepreneurs as 
such but the market pushes them to start a business since they don´t have the language 
knowledge to work or they don´t find a job due of their level of education. In 
comparison, the Spanish themselves are less enterprising because they have help from 
friends and family when they are out of work and so they don´t take the risk to start a 
business. 
 
The organizations in Spain commented that the business started by migrants are usually 
not related to their training. From all the projects only 1% are new ideas (innovative) 
and the rest are traditional business ideas. 
 
Also in Turkey organizations remark that entrepreneurship is still a challenging path to 
follow, and in the case of migrant entrepreneurship, the challenges are doubled. 
 
Organizations in the UK point out that some migrants have a very clear idea that they 
want to be an entrepreneur, but others need more understanding of what it entails and 
more confidence before they are able to make a proper decision as to whether it is for 
them. In this sense, a course like this one (which provides an opportunity for an 
individual to find out if entrepreneurship is really for them), could be very beneficial. 
 
They point out that migrants are often unprepared for how formal the labour market 
and business world is.  
 
A common remark of the organizations is that migrants from poorer regions (such as 
Africa) are often familiar with ‘neccessity’ or ‘survival’ entrepreneurship and have run 
businesses in their own country on a non-formal basis. They are often unaware that it is 
not possible to set up a business in, for example, the UK without going through formal 
channels. It is therefore crucial to take this into consideration for the Migrapreneurs 
course and ensure that people are aware of the legal requirements related to setting up 
a business.   
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Situation when it comes to starting a business 
 
The organisations in Spain notice that migrants ask for the employment permit from 
their own countries but, because this takes at least 7 months, they come and ask for it 
directly from Spain. In this case the time of resolution takes 3 months. However due to 
their necessities they start their business although the permit is not certain, thinking 
that acting like that they will get the permit sooner. To start their business they also look 
for financing from banks without looking into grants or investors, most of the time 
because they don´t know about other resources. They therefore face greater risks and 
higher debts. For newcomers, it is more challenging since they must first learn the 
language and the country and that takes time.  
 
All participants in Turkey agreed that migrants are not in the same situation as natural 
born citizens when it comes to starting a business. It is challenging for migrant 
entrepreneurs to reach the right information. Most of the participants have experienced 
huge problems when they try to develop a business plan, open a bank account, find out 
the relevant legislation and develop/reach out to relevant business networks 
 
Again it is highlighted the role of entrepreneurship as a survival tool due to exclusion 
from the labour market.  It is also mentioned, the need to build confidence among 
people aiming to be an entrepreneur. 
  
Participants in the UK highlighted also the difficulties of some migrants because, even if 
their degrees are recognized, they have a status to remain in the country usually only 
for a short period of time, and that makes it impossible to set up a business or even work 
with a company in any long-term or sustainable way. 
 
Knowledge and skills which are most needed 
 
The participants were asked to identify the main soft skills and hard skills, that they 
thought migrants need to develop in order to fulfill their business project. The skills 
mentioned in the participant countries were: 
 
Soft skills: 

- Networking 
- Communication skills (also body language) 
- Leadership (conflict / stress management, self-confidence. People skills and 

problem solving as key success factors) 
 
Hard skills: 

- Language 
- Law, relevant legislation 
- Management (financial, accountancy, tax obligations) 
- ICTs (how to make a website, social media, new technologies,…) 



 
 

MIGRAPRENEURS PROJECT                                 
 

 
 

   
  O1 – Comparative | 18 

- Marketing (Commercial awareness of the needs and wants, market research,…) 
 
These were very similar to the skills recognized by the migrants themselves in the other 
Focus Groups. 
 
The organizations detected a priority that migrants should be aware of the reality of the 
market in the country and they should be trained in adjusting their growth perspectives. 
It will be of a great value for new entrepreneurs to take time to set real goals. 
Entrepreneurs often lack perseverance, dropping the idea when difficulties arise. That 
could be because from the beginning they didn´t take the time to study the market and 
the resources. 
 
The organizations in Spain detected that migrants have excessive expectations and they 
don’t take the time to study the clients and the reality of the market, lacking creativity. 
The participants agree that migrants go to friends and members of their community for 
advice and financing, getting the wrong information and becoming more confused, 
instead of getting into contact with the local entities who could provide more 
knowledgeable advice and support.  
 
In Spain, the participants confirm that training in administration and management is of 
crucial importance so that the migrants can successfully develop their business idea, 
putting them up to date with key issues on the country and specifications of what is the 
reality, i.e. “financial management and knowledge of what you really earn”. They also 
pointed out that it will be really interesting to include training on business planning and 
focusing on attracting resources. 
 
The administrative process is different in every country and the entrepreneurs should 
take their time to know it and to know where they can access support to address their 
business related doubts.  
 
Turkey remarks that although the majority of participants do not consider the trainings 
related to human and children rights and gender equality, some of the participants 
insisted that these kinds of trainings are a necessity for migrants’ social integration 
before entrepreneurship.  
 
UK participants mentioned that learning about the English business culture is more 
important for migrants outside of the EU as African and Asian migrants are culturally 
further away from English businesses than EU migrants. 
 
Preferable learning methodology and length of program 
 
In the case of delivery methodology for the training programmes, organizations in Spain 
highlight that few see the need of training, and all were agreed that men and women 
were interested in different methodologies, with women preferring on-line training to 
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reconcile personal and work life. They also notice that the higher the level of education 
is, the more preference they have to participated in on-line training. 
 
However, all the participant countries remark that migrants are often more driven to 
take part in trainings than natural born citizens.  
  
Some tools were mentioned in all the countries but the organizations agree that face – 
to –face is the most beneficial. Turkey remark that the migrants might benefit from face-
to-face formal courses, not only for training purposes, but also in terms of the social 
environment and networking opportunities which are essential in the case of migrants. 
 
Coaching, mentoring and networking are also mentioned as important aspects of a 
training programme. Case studies have very good impact on migrants; they feel more 
motivated when they become aware of success stories of other migrant entrepreneurs. 
 
However a tailoring of the programme to the specific needs of migrants is crucial for the 
impact of the programme 
 
In Spain the organizations remark that the training should be on-line but with a tutor to 
guide them through out the process, in groups or individual, both combine tutor and e-
learning.  
 
UK participants suggest that legal issues could be dealt with online, but that soft skills 
and confidence building had to be in person, in order to share experiences. Switching 
from training to practice is most important to keep in mind. 
 
In Turkey, E-learning could be a preferable, because, in general, almost all migrants have 
mobile devices and internet access. However, the problem is that they are using limited 
internet tariff mainly for the purpose of communicating with their relatives in other 
cities and countries. Taking e-learning training, which will consume these tariffs shortly, 
would not be preferable for them. These participants thus believe that e-learning can 
only be considered if the materials in the platform are also interesting enough, small in 
megabytes - easy to download and can be reached also offline after the first download.  
 
Turkey remarks that migrants will be willing to be a part of the training programme. 
However, half of the participants in Turkey believe that the hardest part of training 
programmes designed for migrants is the sustainability. In case of training programmes 
aimed to develop soft skills, such as entrepreneurship skills, if there is no direct financial 
grant for migrants to participate, reaching and finding participants, who are highly 
motivated and aware about benefits of training, might be difficult. Because they are 
mostly keen on and continue the programmes which help them acquire hard skills and 
certifications to find a job, not make their own.  
 
A difference should be remarked between Spanish organizations and UK organizations 
since Spanish organizations point out that entrepreneurs will be more interested in short 
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term training 15 or 20 hours maximum and UK organizations strongly valued the long-
term approach to the project’s training programme proposal. 
 
Organizations in Spain have seen that training chains work really well. By training chains 
they mean short-term trainings connected with each other. To end the participants give 
a little advice that it could be of great interest, “due to the situation of the entrepreneurs 
will be interesting to empower them to follow their own personal capacities to cope 
with their difficulties, without following establish patterns”. 
 
A participant in Turkey gave advice about the understanding of entrepreneurship as a 
concept. He emphasized the use of creative and sustainable methods to increase the 
participation, such as concluding the training journey with tangible results; such as 
guiding them to project markets and start-up events to accelerate business 
development. 
 
All participant countries highly regarded the importance of picking correctly the times 
and days of the training so that the greatest number of migrants can benefit from it, 
taking into account: 

- Migrants already employed: They might have difficulties getting time of to 
attend the training. 

- Mothers: They often need the most support and will benefit greatly from having 
an opportunity to become more financially independent. 

 
Participants in Spain remark that they notice more absence during training on Fridays 
even if it takes place during school hours. 
 
About the locations, Turkey marks that if the training programmes will be realised in a 
training centre, the centre should be in a central location to be reached easily and 
transportation expenses could be paid.  
 
2.2. In-depth interviews  
 
A total of 18 participants were involved in in-depth interviews in UK, Spain, Turkey and 
France, 11 highly skilled migrants and 7 organizations working with migrants. The 
gender, nationality and the sector representation were very balanced. 
 
The in-depth interviews were developed during December 2016 to February 2017 in all 
participant countries and conducted either face to face or via Skype following guidelines 
that contained 7 main questions for open discussion in addition to the introductory and 
demographic questions concerning the level of education, position and sectors of 
interest of the sample group. The open discussion results are summarized below in 
respect to the questions asked to both groups. 
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Main areas/issues of deficiency when providing/receiving entrepreneurs support 
 
In Turkey migrants consider that starting a business is not that challenging, but accessing 
commercial bank loans and public grants are difficult because these require applicants 
to hold a national ID. 
 
An absence of functional mechanisms in Turkey which can help migrant entrepreneurs 
reach the correct information on setting up a business, is the main area of deficiency 
when providing entrepreneurship support. In addition to this, a lack of recognition of 
diplomas received in the home countries is also a major difficulty faced by migrants 
when they try to continue their professional life by finding a job relevant to their 
qualifications or start a new business. This problem makes them lose their self-
confidence even at the beginning of their journeys and demotivates them to continue. 
 
In Spain both organizations and entrepreneurs thought that the main areas of deficiency 
were financing and grants. Entrepreneurs complain that often the procedure and the 
information to apply for grants is not really clear and the language used is too 
complicated. Organizations, in this matter, point out the lack of funding due to the crisis. 
Organizations also mark that migrants launch start-ups as a way out of their situation 
and they don´t have a clear idea of their business aims the goals. The administrative 
system also often overwhelms them. 
 
In France, migrants consider that social initiatives should give them more autonomy 
since there is no common vision to all types of migration. 
 
Migrants in the UK point out that the most important step to set up a business is to find 
back-up, but unfortunately they have to battle prejudice and discrimination, “as a 
migrant, you are not recognised as part of the community”, and they think the word 
“migrant” itself has gained a bad connotation. They also lack access to grants and 
financing from the government, rather receiving support and information from friends 
and people they know. Due to their visas they don´t have access to long-term financing 
which can add extra barriers to setting up successful businesses since it takes at least 3 
years to become fully established in most instances. 
 
The migrants in the UK point out that there is a lack of support for the next steps after 
the beginning of the business, where they actually need to make it work. In Spain 
migrants have the same feeling. There is support for start-ups but they need people 
around to encourage them and advise them. 
 
Organizations in the UK remark that it is especially difficult for migrants to understand 
or find information regarding legislation or market specifics. They also point out low 
levels of English as a major obstacle, not all migrants have mastered the language and 
this holds many people back.   
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“Soft skills” most need to be strengthened 
 
All the participant countries remark that the most important soft skill to support migrant 
development is networking. To have a reliable network that can back up migrant 
entrepreneurs and share expertise can make a difference over the long term. 
 
Other soft skills which were seen to be important were: 

- Communication 
- Creativity 
- Language 
- Cross-cultural awareness 
- Competences related to resilience (problem-solving, Risk management, 

improvement) 
- Leadership 

 
In Spain, when talking about gender one organization points out that men are more 
interested in training and they manage better in negotiation, while women manage 
better in networking. They also wanted to remark that women need to improve their 
self-esteem and communication abilities. This need is also detected in the UK. It is widely 
recognised that strong support can improve a migrant entrepreneur´s self-belief and 
make them more likely to succeed. 
 
Areas of training 
 
As identified by participants in the interviews across all countries, the most important 
areas for migrants to receive training on are: 

- Networking 
- Languages 
- Communication 
- Marketing (market research, digital marketing, local business culture, how to 

sell, promote the idea)  
- New technologies  
- Government policies (regulations, legislation) 
- Management (financial capacities, accounting, record keeping) 

 
In Spain, both organizations and migrants agree the reinforcement is needed in concrete 
technical capacities, like creating a website, practical accounting with their own 
accounts, not training in general. Organizations point out that entrepreneurs 
appreciated more short training that teaches them practical tools, to use directly in their 
businesses, instead of theoretical training. 
 
Learning methodology and tools 
 
Among migrants the preferable methodologies are a mix between e-learning and face-
to-face workshops or mentoring / coaching, i.e. blending learning. If people facing the 
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same issues can be brought together to share their experience and reflect together on 
solutions they could come up with innovative solutions – but special attention must be 
taken to ensure confidentiality. Face-to-face training might be one of the best ways as 
it allows individuals to set up relationships and get feedback – on the other hand an 
online programme allows people to go at their own pace even though commitment can 
be an issue. 
 
Organizations were more specific that they see the importance of having on-line training 
because the majority of the entrepreneurs´ don´t have time to attend regular face to 
face session and access, in this case, is easier. 
 
In Spain, organizations remark that they notice that most entrepreneurs over 35 have 
more difficulties with new technologies and on-line training can be complicated for 
them. They also mark that the selection of the candidates for the training can be hard 
because they need to be people committed to using new technologies, otherwise they 
will give up, and regarding the training they mark that it should be with coaching, and 
better in groups, practical and short. 
 
In the UK, one organization points out that intercultural communication is an essential 
skill to develop as having contacts is crucial in setting up a business, but you need to 
learn how to build a network in each country and understand the mechanisms behind 
engagement. Coaching and mentoring would therefore be an effective way to help 
migrants to network. They also think that effective learning methodologies should 
include case studies and work experiences; so participants can try out theoretical 
knowledge and learn from eventual mistakes in a safe environment. Together with the 
mentor and other participants (in peer coaching situations) they can reflect on solutions. 
A blended methodology where participants can do complementary research online but 
also have face-to-face modules can be most effective as it ensures that different learning 
preferences can be catered for. 
 
Previous business support/training 
 
When asked about their previous experience of business support and training the 
entrepreneurs have had very different experiences. Those who have previously received 
support/training were mixed in how useful they had found it: some had not benefited 
from the training they received and others thought it had been useful but lacked 
practical processes and strategic planning. 
 
The organizations highlighted that there are many free of charge trainings on many 
entrepreneurship topics. Migrants can also benefit from all of these, but the problem is 
that almost all these trainings are provided in the mother language of the country and 
often migrants have trouble to understand. This refers back to the obstacle identified by 
organizations earlier, that often migrants need to improve their language skills in order 
to access effective support and set up a business. 
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In Spain, the organizations highlighted again that the training works better if it is short 
and practical. 
 
The best way to communicate 
 
Regarding the best way to communicate with migrants to promote and involve them in 
the project the answers are various: 

- Social media tools (Facebook, LinkedIn) - as they intensively use social media 
- Telephone 
- Email  
- Face-to-face communication 
- Participating in workshops 

 
Organizations indicate that there is an age gap in the use of social network tools, which 
are often complicated for older people. They can also represent a language gap, since 
communication on these platforms will always be in the native language (see above). 
 
Additional comments 
 
Participants said that sufficient capital and a good business idea are necessary to start a 
business for all entrepreneurs. The project must make sure the participants have a clear 
view of what it means to be an entrepreneur and make sure they think twice before 
starting a business. Raising awareness about migrant entrepreneurship, putting them in 
touch with relevant organizations and offering training courses with the possibility to 
adapt them by sector and to their cultural background (e.g. women trained by other 
women) could help them in setting-up a business. 
 
One migrant in Spain comment that the project should be well promoted “Since there 
are many people with good ideas and high education who are sure to be interested in 
support for their development” 
 
In the UK, one migrant recommendation was “You should put people of the same 
ethnicity together before you mix them. Arabs don’t easily trust other people and having 
conversations in the same language between people of the same background can 
encourage them to open up. After this, you can put them in groups with other people.” 
Also the participant points out the lack of interest in formal training. “Again, I can do this 
online. What I would like to see is people who experienced different issues and let them 
speak. Bring real people to the class room or show a good movie that shows a typical 
issue that migrants face.” The recommendation of the migrant is also shared with one 
organization by stressing that it’s important to pay attention to how personal and 
professional lives of migrants (especially for women) link up and to be aware of possible 
conflicts between different migrant groups. 
 
If migrants wish to start a business, in the beginning, they should be prepared for the 
general suspicious and mistrustful approach of native people to themselves as migrants. 
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As an additional comment, one of the organizations in Turkey highlighted that the 
inclusion of native participants together with migrants is very important to solve 
adaptation problems in these kinds of projects. Another organization added that 
simultaneous support for personal and psychological development should also be 
provided to migrants who are involved in training programmes, in order to make them 
gain self-confidence and continue in the programme. 
 
Organizations in Spain remark again that the training must be short, and a mix of on-line 
and coaching, which is better delivered in groups so as to provide peer support.  
 
“I am personally a very academic person and I love to attend lectures. However, for this 
course, I think it is important to be able to directly implement what you are learning. 
Don’t just tell people how social media works, but have them open their own social 
media and implement directly what is being said.” 
 
In the UK, one organization suggested that to link the programme with the university 
and potentially offer some sort of accreditation at the end could help increase the 
participants’ commitment. The organization highlighted that special attention should be 
given to the resources migrants have access to: do they all have a good internet 
connection, a computer or a laptop? 
 

3. CHAPTER III: GENERAL SUMMARY AND CONCLUSIONS 

From the desk research, focus groups and interviews, important, in-depth information 
was revealed pointing out the different points of view of organizations and high skilled 
migrants about the training needs of the target group. In any case, conclusions were the 
same in all three participatory studies. The conclusions are summarised as follows: 
 

 The first step of the training should give the participants the opportunity to find 
out if entrepreneurship is really for them. It has to help them to understand if 
they are ready to start a business. It would be relevant to show some role 
modules during the course and help them understand to that starting up a 
business is not only for survival. Businesses grow from a person’s passion and 
less from a person’s need to survive. 

 
 Soft skills modules must have some focus on networking since it is considered 

one of the most important skills required which migrants can often struggle with. 
Other soft skills to see in the modules should be: 

- Communication 
- Competences related to resilience (problem-solving, Risk 

management, improvement) 
- Leadership 

 
 Hard skills detected for the modules are: 
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- Law, relevant legislation 
- Management (financial, accountancy, tax obligations) 
- ICT (how to make a website, social media, new technologies…) 
- Marketing (Commercial awareness of the needs and wants, market 

research…) 
Language is also detected as a hard skill to develop so it could be of great help to 
provide the participants with information on the entities or institutions that can 
help develop this skill. 
 
Participants should be aware of the reality of the market in the country and they 
should be trained in adjusting their growth perspectives. It will be of a great value 
for new entrepreneurs to take time to set real goals.  

 
 The most preferable methodology is blended training with a mix of e-learning, 

coaching, workshops and complementary online resources. 
 
E-learning material and online resources should be in a user-friendly format and 
it should be taken into account that the use of social media would be appropriate 
only if they use it and it is not complicated. 
 
It is important to pick correctly the times and days of the training so that the 
most participants can benefit from it, taking into account: 

- Migrants already employed: They might have difficulties getting time 
of work to attend the training. 

- Mothers: They often need the most support to reconcile personal and 
professional commitments but will benefit greatly from having an 
opportunity to become more financially independent. 
 

The training center must be located in an easily accessible area, to facilitate the 
largest number of participants. 
 

 Points to keep in mind throughout the training: 
- Strong support can improve a migrant entrepreneur´s self-belief. The 

Migrapreneur project must empower them to follow their own 
personal capacities and self-esteem to cope with their difficulties.  

- Special attention should be given to the resources participants have 
access to: do they all have a good internet connection, a computer or 
a laptop? 

- It´s important to pay attention to how personal and professional lives 
of participants (especially for women) link up and to be aware of 
possible conflicts between different migrant groups. 

- The training materials of Migrapreneurs should include a list of 
organizations and resources in Sheffield, Ankara, Paris and Madrid as 
a guide to compliment the training and provide ongoing support. 
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- Emphasize creative and sustainable methods for training (e.g.  
concluding the training journey with a tangible results such as the 
development of a business plan) 

- Track what participants have tried to put into practice between each 
sessions; train them to keep records. 

- Modules should include some technical capacities like practical 
accounting or development of their own webside. 
 

 General recommendations and advices: 
- The Migrapreneurs training could benefit from having some sort of 

accreditation to increase commitment to the full programme. 
- In case of training programmes with no direct financial grant for 

migrants to participate, it may be difficult to find and engage 
participants, who are highly motivated to complete the programme. 

 
 
 
 
 
 
 
 
 
 
 
 
 


