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1. Introduction: Objectives 
 

Geopolitical developments of recent years have forced people to leave their homes and to look for 

less life-threatening whereabouts, first and foremost in the Middle East, but also in Europe. However, 

only taking into consideration Western-Europe, the situation of refugees and by extension migrants 

has been a topic of societal and political debate for many years. In an effort to contribute in a positive 

way to this debate and in the conviction that society overall - both refugees and migrants, as well as 

non-immigrant inhabitants - will benefit from knowledge and experience about the challenges and 

opportunities refugees and migrants face in their new homes, specifically what the national education 

systems and the local economy is concerned, the European cooperation project SIREE (short for Social 

Integration of Refugees through Self Employment and Education) was set up.  

 

SIREE brings together municipalities, universities, the private sector, local government, refugees and 

refugee organisations from the coastal regions of Belgium, the Netherlands, France and the UK (also 

indicated by 2 Seas area) who would not have normally worked together and which represent a 

transnational pool of specialist knowledge. The project aims to improve the social and economic 

integration of refugees and migrants in the partner regions.  

 

This report specifically explores the processes of integration of immigrants into the local and regional 

economy through entrepreneurial activities. It focusses on the challenges and opportunities that 

refugees and migrants encounter when starting and developing their own business in the mentioned 

territory.  

 

This report is the result of a qualitative research trajectory based on interviews and focus groups 

conducted with refugees and migrants, NGOs working with this target group, the policy field, and 

entrepreneurship support organisations in the 2 Seas area. The goals of this study were to explore 

barriers which refugees and migrants may face in starting their own business but also to reveal 

potential opportunities which may exist in terms of developing entrepreneurial activities and creating 

their own businesses in their current country of residence. It also serves as a way to establish a peer-

to-peer network of refugees and migrants interested in entrepreneurship, and of those people with 

expertise in this area. It likewise serves as the ground work to establish workshop packages involving 

refugees, which will generate action plans during the next phase of the project. 

 

The followed methodology has an important co-creative focus for it gives refugees and migrants a 

central role in indicating their needs with regard to entrepreneurship and in improving the way regions 

approach diversity issues.  

 

This report is complementary to an earlier SIREE report called ‘Transcending Educational Boundaries. 
Challenges to the educational inclusion of refugees in Europe’s 2 Seas area’, which explores the 
processes of integration of immigrants into education systems of the 2 Seas area.1 In particular, it 
focuses on challenges and opportunities at the meso-level of the school organisation, and at the 
micro-level of individuals and interpersonal relationships in school.2   

                                                           
1 Van Maele, D. and Poeze, M. (2018). Transcending educational boundaries: challenges to the educational 
inclusion of refugees in Europe’s 2 Seas area. Kortrijk: Vives University of Applied Sciences 
2 A copy of this report is available at www.vives.be/en/siree 

http://www.vives.be/en/siree
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2. Migration into Europe 
 

The fall of the Berlin Wall caused a rupture in terms of migration flows: up to the 1990’s those people 

moving to Europe were mainly labourers or as a consequence, family members looking to reunite 

themselves. Afterwards, migration reasons diversified in terms of country of origin, destination, or 

motives per se.3 The history of Europe as a migration hub has contributed to a diversified population 

in terms of ethnic and cultural backgrounds. As families have settled and established themselves in 

their new country, the number of European citizens who never migrated themselves but who have an 

immigration history in their family going back to (one of) their parents or grandparents represents an 

important part of the European population and European societies.4  

 

Looking at the numbers, about 29% and 23% respectively of the first residence permits issued by EU 

Member States to third-country nationals (citizens of countries outside of the European Union, except 

for Switzerland, Iceland, Norway and Liechtenstein) are linked to family and employment, and as such 

these are still the most important sources of migration.5 Global processes have furthermore affected 

the nature of immigration into the (EU) the last years. The Syrian and Iraq conflicts have, for instance, 

resulted in a large number of people who seek to build a new life in one of the European Union 

Member States after having encountered war and conflict in their country of residence/birth.6  

 

 

  

                                                           
3 Van Mol, C. & de Valk, H. (2016). Migration and immigrants in Europe: A historical and demographic 

perspective. In: B. Garcés-Mascareñas & R. Penninx (eds.), Integration Processes and Policies in Europe (pp. 31-
55), IMISCOE Research Series. 
4 Van Maele, D. and Poeze, M. (2018). Transcending educational boundaries: challenges to the educational 
inclusion of refugees in Europe’s 2 Seas area. Kortrijk: Vives University of Applied Sciences 
5 King, R. & Lulle, A. (2016). Research on migration: Facing realities and maximising opportunities. A policy review. 

Luxemburg: Publication Office of the European Union. Retrieved from: https://ec.europa.eu/research/social-
sciences/pdf/policy_reviews/ki-04-15-841_en_n.pdf 
6 Van Maele, D. and Poeze, M. (2018). Transcending educational boundaries: challenges to the educational 
inclusion of refugees in Europe’s 2 Seas area. Kortrijk: Vives University of Applied Sciences 
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The below table is taken from the SIREE report called ‘Transcending Educational Boundaries. 

Challenges to the educational inclusion of refugees in Europe’s 2 Seas area’.7 

 

 

Table 1. Insights on the nature of immigration within the 2 Seas area 
 Number of 

immigrants 
born outside 

the EU 
Member 
States in 

2016 

Main countries of 
birth among the 

foreign/foreign-born 
population at the 
beginning of 2017 

Number of 
former citizens 

of non-EU 
countries 

having acquired 
the citizenship 

in 2016 

Main citizenships and 
number of non-EU 

asylum applicants in 
the reporting country 

in 2017 

Distribution of first 
instance decisions on 

(non-EU) asylum 
applications, 2017 

 (% of total 
immigrant 
population) 

(% of the total 
foreign/foreign-born 

population of the 
reporting country) 

   

BE 55 500 
(44.8%) 

1.  Morocco (11.4%) 
2. France (9.8%) 
3. Netherlands (6.9%) 
4. Italy (6.4%) 
5. Turkey (5.3%) 

23 100 TOTAL: 14 035 
1. Syria (2 625) 
2. Afghanistan (995) 
3. Palestine (815) 
4. Guinea (750) 
5. Albania (670) 

• Rejected: 48% 

• Refugee status: 40% 

• Subsidiary 
Protection: 12% 

• Humaniatarian 
reasons: / 

FR 199 900 
(52.9%) 

No detailed 
information is 
available 

108 200 TOTAL: 91 070 
1. Albania (11 395) 
2. Afghanistan (6 555) 
3. Haiti (5 565) 
4. Sudan (4 665) 
5. Syria (4 615) 

• Rejected: 71% 

• Refugee status: 17% 

• Subsidiary 
Protection: 12% 

• Humaniatarian 
reasons: / 

NL 99 800 
(52.8%) 

1. Turkey (8.9%) 
2. Suriname (8.4%) 
3. Morocco (7.9%) 
4. Poland (5.9%) 
5. Indonesia (5.7%) 

25 800 TOTAL: 26 050 
1. Syria (2 925) 
2. Eritrea (1 590) 
3. Morocco (980) 
4. Algeria (890) 
5. Iraq (845) 

• Rejected: 51% 

• Refugee status: 18% 

• Subsidiary 
Protection: 26% 

• Humaniatarian 
reasons: 5% 

UK 286 900 
(48.7%) 

1. Poland (10.0%) 
2. India (9.2%) 
3. Pakistan (5.8%) 
4. Ireland (4.2%) 
5. Romania (3.4%) 

131 800 TOTAL: 33 310 
1. Iraq (3 260) 
2. Pakistan (3 125) 
3. Iran (3 050) 
4. Bangladesh (1 980) 
5. Afghanistan (1 915) 

• Rejected: 69% 

• Refugee status: 27% 

• Subsidiary 
Protection: 1% 

• Humaniatarian 
reasons: 3% 

Source: Eurostat (2018a,b) 

 

 

To avoid confusion and for the purpose of this study, refugees and 1st-3rd generation migrants are 

outlined by the following criteria:8 

A. The birthplace of respondents, of their maternal grandmother and of their parents 

B. The nationality of respondents and of their parents 

C. Language spoken at home 

                                                           
7 Van Maele, D. and Poeze, M. (2018). Transcending educational boundaries: challenges to the educational 
inclusion of refugees in Europe’s 2 Seas area. Kortrijk: Vives University of Applied Sciences 
8 Van Maele (2018). SIREE: an outline of the refugee research population. Kortrijk: Vives University of Applied 
Sciences (unpublished document) 
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When these criteria indicate a migration background from Third Countries, the respondent will be 

included in the research population and classified as ‘migrant’.  

D. Legal status of the respondent in the region under study 

When this criterion indicates a refugee status, the respondent will be classified as a ‘refugee’ within 

the research population.  
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3. Research set-up 
 

As mentioned, the goals of the study on which this report is based, were to explore barriers which 

refugees and migrants may face in starting their own business but also to reveal potential 

opportunities which may exist in terms of developing entrepreneurial activities and creating their own 

businesses in their current country of residence. 

 

‘Entrepreneurship’ applies to both individuals and groups (teams or organisations), and is the process 

of designing, launching and running a new business in the private, public and third sectors, and in any 

hybrid combination of the three. Within the SIREE project, we will define a ‘business start-up’ as any 

new business. 

 

Please find here more information on the set-up of the study, particularly the research population and 

the followed methodology. 

 

-- Research population -- 

 

The main target group of the SIREE project as a whole are refugees and 1st-3rd generation migrants.  

 

According to the United Nations Refugee Centre (UNHCR) 9, ‘refugees’ and ‘migrants’ are often used 

interchangeable although refugees are specifically defined and protected in international law. 

Refugees are regarded as people outside their country of origin because of feared persecution, 

conflict, violence, or other circumstances that have seriously disturbed public order, and who, as a 

result, require ‘international protection’. Their situation leads them to cross national borders to seek 

safety in nearby countries, and thus become internationally recognized as ‘refugees’ with access to 

assistance from states, UNHCR, and relevant organizations. A uniform legal definition of the term 

migrant does not exist at the international level. Some policymakers, international organizations, and 

media outlets understand and use the word ‘migrant’ as an umbrella term to cover both migrants and 

refugees. UNHCR always refers to ‘refugees’ and ‘migrants’ separately, since it allows to maintain 

clarity about the causes and character of refugee movements and not to lose sight of the specific 

obligations owed to refugees under international law.10 

 

SIREE has chosen to depart from an inclusivist view, meaning that both refugees and migrants are 

considered part of the field of study.11 Although migrant groups may legally be distinct from refugees, 

they are likely to face similar barriers in terms of social integration through entrepreneurship 

regardless of their legal status. Inclusive economic development is not only an issue for refugees and 

asylum-seekers: equally people that never migrated themselves but who have a migration background 

through their parents or grandparents often have economically and professionally a more 

disadvantaged position throughout the Global North. They are therefore likely to equally benefit from 

the to-be-developed activities within the SIREE project. 

 

                                                           
9 UNHCR: http://www.unhcr.org/en-us/news/latest/2016/3/56e95c676/refugees-migrants-frequently-asked-

questions-faqs.html 
10 See: Van Maele (2018). SIREE: an outline of the refugee research population. Kortrijk: Vives University of 
Applied Sciences (unpublished document) 
11 See: Van Maele (2018). SIREE: an outline of the refugee research population. Kortrijk: Vives University of 
Applied Sciences (unpublished document) 

http://www.unhcr.org/en-us/news/latest/2016/3/56e95c676/refugees-migrants-frequently-asked-questions-faqs.html
http://www.unhcr.org/en-us/news/latest/2016/3/56e95c676/refugees-migrants-frequently-asked-questions-faqs.html
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For the purpose of this study, we distinguished between four target groups: 

 

• Target group 1: Refugees and 1st-3rd generation migrants with a Third Country background (= non-

EU and does not include Switzerland, Iceland, Norway or Liechtenstein) 

a. Interested in starting their own business  

b. That have already started their own business  

c. That quit their entrepreneurial activities 

 

• Target group 2: People that are regularly in touch with refugees and migrants with a Third country 

background. 

a. Refugee organisations, ideally with a specific focus on entrepreneurship 

b. Migrant support initiatives, ideally with a specific focus on entrepreneurship  

c. Volunteers working on an individual basis with refugees/migrants, ideally with a 

specific focus on entrepreneurship 

 

• Target group 3: Employees of local government, policymakers or members of NGOs and other 

organisations directly engaged with migrants, refugees and/or entrepreneurship. 

 

• Target group 4: Existing (general) network- and support groups in the field of entrepreneurship. 

 

-- Representativeness -- 

 

It should be noted that given the fact that a qualitative approach was chosen in combination with the 

relative small scope of this research project and the conducted interviews/focus groups, the presented 

results are not representative in scientific terms of the complete research population. Rather, they 

indicate tendencies instead of hard data.  

 

-- Methodology -- 

 

We collected data about refugee and migrant entrepreneurs starting a new business by conducting 

semi-structured interviews and focus groups across the four target groups. The goal is to identify 

barriers and opportunities in their entrepreneurship, for example in terms of entrepreneurial skills, 

knowledge gaps, followed trajectories, successful approaches and encountered issues of refugees and 

1st-3rd generation migrants in the 2 Seas area. In the case of refugees and 1st generation migrants, we 

asked them to compare their current situation with their professional situation in their home country.  

 

Between September and November 2018, the project partners from Belgium, France, the Netherlands 
and the UK conducted interviews or focus groups with the mentioned target groups about refugee 
and migrant entrepreneurship across their respective regions. The number of interviews and focus 
groups, and the type of interview respondents and participants are presented in the below table.  
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Table 2. Number of people that participated in an interview or focus group WP2 

  Refugees / Migrants In touch with 

refugees / 

migrants 

(TG2) 

Policy 

makers / 

NGOs (TG3) 

General 

support 

groups (TG4) 

Total 

Interested in 

starting 

(TG1a) 

Already 

started 

(TG1b) 

BE 7 4 3 11 2 27 

FR 1 - 6 - - 7 

NL 3 - 1 6 - 10 

UK 2 19 3 1 1 26 

Total 13 23 13 18 3 70 

  
 
With respect to the different respondent target groups a distinct semi-structured interview guide was 

developed to support the interviews and focus groups. The guide consisted of open questions aimed 

at obtaining qualitative information with regard to the respondents’ views about the existing 

entrepreneurial challenges and opportunities in the region and country where they currently live. 

 

At the beginning of the interviews or focus groups, respondents were informed about the project and 

research goal. Conversations were recorded with the respondents’ permission and transcribed shortly 

after. Respondents were informed about their anonymity, that their participation was voluntary, and 

that they could stop the interview or withdraw from participation at any time. All information was 

treated confidentially so that no connection can be made anymore between personal details and what 

respondents talked about.  

 

• The interviews 

 

The interviews that were held were semi-structured, which means that there is a topic list with open 

ended questions to guide the interviews. The interviews were carried out face-to-face and rather than 

a typical structured question and answer session, it was more of a conversation where the questions 

facilitate respondents to talk about a wide range of experiences, attitudes and perceptions. The role 

of the interviewer was mainly to listen, to make sure that the conversation centred around the topic 

under investigation, and to probe in such a way that respondents were encouraged to talk in-depth 

about the topic under research.  
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• The focus group 

 

Focus groups were used to let a group of typically 3-4 people converse about shared experiences about 

a particular topic. The moderator was there to ask the questions and guide the conversation where 

necessary. Just as in the case of the face-to-face interviews, the semi-structured topic list with open 

ended questions guided the focus groups. Similar to the interview setting, the moderator stimulated 

the respondents to talk in-depth about the topic under investigation by asking questions. In addition 

to listening, summarizing and analysing, it was also expected of the moderator to make sure that 

people did not talk at the same time, to follow up on what had been said, to make sure the 

conversation continues, to ensure that all respondents are involved in the conversation, and to keep 

track of time.  
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4. Results: Challenges and opportunities in entrepreneurship 
 

Please find here the main outcomes of the conducted interviews and focus groups in order of country 

(BE, FR, NL, UK) and target group (TG1a, TG1b, TG2, TG3, TG4). If a certain target group is not listed, it 

means that there were no respondents pertaining to this category.  

 

-- Belgium -- 

 

• TG1a: Refugees / Migrants interested in starting a business  

Belgian legislation makes it complex for refugees and migrants to do business. The paperwork and 

taxes are cited as an enormous stumbling block. Life in Belgium is more complex than in their home 

country, where you could start up, do business and go bankrupt without anyone noticing. Hence, 

acquiring the right business skills in terms of finding customers, advertising, website design, etc. is a 

challenge. Moreover, for a foreign diploma to be accepted, a new university enrolment is often 

required, but studies can only start after obtaining level 2.4 in Dutch. Having finances available is often 

a major obstacle to start a business and the start-up costs are high.  

 

• TG1b: Refugees / Migrants with a business 

For any kind of entrepreneur it is important to know the (financial) regulations. At the same time, it is 

very difficult to be able to understand the complete structure and the different rules one needs to 

comply with, especially any additional regulation specific for newcomers. Not with every type of 

profession or start-up is it necessary to know the national language. 

 

However, official institutions are not necessarily interested in giving individualised advice; their main 

goal is to get somebody to work, no matter how suited that work is. This may also lead to supplying 

the wrong advice. Additionally, the support offer is fragmented. As an alternative that might be more 

practical, interviewees express the wish to have a mentor to contact; to receive individual guidance 

by (more established) foreigners that have personal experience with entrepreneurship 

 

Contact with the bank was reported being difficult. They were overly bureaucratic and very resistive. 

 

There exists a problem of trust. Potential customers are less open to use the offered services because 

they are offered by a non-Belgian.  

 

• TG2: People that work with refugees and migrants from non-EU countries 

There exists a gap between 'the city, the government institution' and the entrepreneur. Due to a lack 

of trust and a lack of understanding that the city can also be a partner, the threshold to contact the 

city seems enormous (this can also be a result from the experience people have with the government 

functioning in their countries of origin). Entrepreneurs often go to their own 'network', their own 

'community', in search of answers to their questions. To avoid being seen as a deterrent, governments 

should make sure to gain confidence step by step and listen to the story each single person has to tell. 

Often entrepreneurs with a migrant background come from a much more personal culture than the 

Belgian one. A more personal approach with less formal and a more proactive communication, easier 

formulated permits, applications, etc. seems necessary to overcome certain obstacles.  

 

Language is a barrier for some entrepreneurs but generally appears to be less of a need (it will depend 

on the kind of business). On the other hand, financial restrictions can play a factor in ideas not being 
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developed. Moreover, too often counsellors or advisors assume that everything is clear, that everyone 

is familiar with procedures, etc., but practice shows that this is often not the case. So one should be 

conscious to also supply 'natural information'.  

 

Financial restrictions often mean that migrants start a business with limited start-up costs. They often 

see it as a stepping stone to their dream. They would have the skills and capacity to do other things, 

but they get stuck in a vicious circle due to their lacking financial situation, which leaves them no 

choice. Given that refugees and migrants often encounter difficulties in finding a suitable workplace, 

entrepreneurship is often seen as the only 'escape strategy'. It is therefore important to guide people 

on the basis of their competences, regardless of whether this leads to starting a business or not. It is 

mentioned that an important business skill is assertiveness: people need to develop the skills how to 

find the knowledge and competences that they need to succeed.  

 

• TG3: Employees of local government, policymakers or members of NGOs and other organisations 

directly engaged with migrants, refugees and/or entrepreneurship  

Refugee and migrant entrepreneurs would like more start-up support and knowledge of all aspects 

related to running a business. It is however important to realise that people have a 'learning ceiling' 

(how much a certain person is able to take in; will differ between individuals); good screening in 

advance is necessary in this context.  

 

Being sufficiently integrated (e.g. with regard to the development of a network) before taking the step 

towards entrepreneurship ensures better coordination of a business with the Belgian context, more 

openness towards the non-ethnic consumer. Business organisations could play a role in offering a 

network to entrepreneurs, but tend to stick to 'classical' concepts that leave little openness to people 

with a migration background. Role models, Best practice examples, experienced experts can be 

inspiring and helpful because they know the obstacles to starting and running a business. These role 

models should also have a diverse background and be ones that are active outside of the classical 

`migrant` entrepreneurial sector, i.e. the food segment such as night shops, small supermarkets, 

restaurants, etc.. Also highly educated profiles will get 'stuck' in these low range businesses.  

 

Organisations accompanying entrepreneurs have a need for fewer projects that are better geared 

towards each other. Currently there is too little coordination between the different organisations and 

existing projects, and projects take place separate from each other. There is a lack of clarity to which 

organisation/ project clients should be referred, so better coordination could make projects more 

sustainable. As an organisation that guides refugee and migrant entrepreneurs, a better insight into 

the thresholds for accessibility of the city services is needed, since many do not yet find their way 

there. o the city. Language barriers can hinder the step towards the existing offer and trainings. 

 

• TG4: Existing (general) network- and support groups in the field of entrepreneurship 

Needs of entrepreneurs from all profiles: guidance with business plan, financing plan, marketing, 

administration at start-up phase. Unlike Brussels and Wallonia, it is in Flanders not mandatory 

anymore to show so-called ‘knowledge of profession’, which has made the administrative burden a 

lot less heavy. Nevertheless, depending on the legal status of the person, there is a procedure of 

formalities to go through which is also rather costly.  

 

Refugee and migrant entrepreneurs have the tendency to only ask for help if they had a very specific, 
concrete problem, but not at the start and with the concept development of their business, i.e. the 
more strategic level. They reach out relatively late.  
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There might exist a lot of offer for starters, there is a lot of support, but it is very fragmented and it 
remains difficult for starters to see the wood for the trees. That is actually a contradiction because 
there is a lot of support, but many still find it difficult to get started. 
 

On a different note, there are also incubators around, but not everyone gets access to those 
incubators. So the incubators are effective, but they do not work broad enough. There are too few 
people who can reap the benefits. 
 

A way to overcome language barriers could be the development of an image dictionary (app) that 

combines image, text and speech, and focuses on basic vocabulary.  

 

A buddy system can be intensive, it is often more intensive than initially thought.  

 

Entrepreneurship does not have to be an automatic response as a way to alleviate the migrant’s 

integration, it is just one of them. In fact, entrepreneurship can offer solutions, but in the sense of a 

process than as a result: in supporting refugees and migrants creating professional opportunities, the 

acquirement of certain entrepreneurial skills is more important than how many start-ups were in the 

end created. It means seeing entrepreneurship and the needed skills that go with it, as a 21st-century 

skill that as many people as possible should have.  

 

• General country conclusions: 

Challenges: 

- Finding finance is not easy for refugees/migrants in Belgium;  

- Language can be a barrier for refugees/migrants that want to start their own business in 

Belgium, but it is only one of the factors that play a role; 

- Administrative system in Belgium is complex. The administrative system in Belgium is stricter 

and subject to more rules than in many countries of origin of migrants / refugees. 

 

Opportunities: 

- There is an opportunity to give more personal support: we could install mentorship by an 

experienced entrepreneur with a migration-background in the same field. For example an 

entrepreneur who has a business in catering will be linked to someone who wants to start a 

business in catering too. This person can guide the refugee/migrant towards institutions that 

can help, help to gain a network, help with practical tips, tools and know-how. Besides, a coach 

with knowledge of the Belgian market can guide the migrant/refugee to become familiar with 

the Belgian administration system; 

- Peer-to-peer learning could be installed, so that refugees/migrants within the same field can 

exchange; 

- Belgian organisations should have an Inclusive offer (which makes it easier for people to find 

their way): organisations that offer support to refugees/migrants shouldn’t distinguish 

between them and should help everybody inclusively. No separate programmes for 

refugees/newcomers/migrants but an integrated program; 

- Organisations/Institutions should start outreach programmes that can support 

refugees/migrants: they should go and find refugees/migrants actively in the networks they 

already operate in; 
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- More local programs should be formed: refugees/migrants usually operate in a local context 

and need to know that specific context. For that reason, local support programmes (i.e. per 

region) are interesting: support is more specific and can be more demand-driven and personal. 

 

 

-- France -- 

 

• TG1b: A refugee / migrant with a business 

From the migrant-entrepreneurside, it is reported that in France the entrepreneurial climate is 

generally very positive. Furthermore, there are several regional state institutions that offer support in 

a satisfactory way, both in terms of advice (help with the business plan) as well as financial aid 

(financial loan). On the other hand, it is of help to have somebody with a local network in order to 

being able to develop the entrepreneurial activities, this can be financially and to understand how 

things work. A down point is the too inflexible attitude of the bank in giving out loans. 

  

• TG2: People that work with refugees and migrants from non-EU countries 

It is mentioned that a problem of the official go-to organisations is that those who are there to give 

advice are people who have never set up a business themselves. So their ‘support’ often remains very 

administrative and very institutional, and they are not able to help remove the concrete obstacles that 

start-ups face. What is needed are successful (migrant) entrepreneurs that can serve as examples to 

those that want to start. Secondly, setting up meetings between entrepreneurs (those starting and 

those with a bit more experience), specifically between migrants could be beneficial, because it allows 

to exchange on the difficulties and specific experience that they bring. 

  

Refugees that have just arrived are generally not able to directly embark on entrepreneurship, as there 

are usually legal and practical constraints, such as not being allowed to work or not having a stable 

home yet. Moreover, no matter from what country one is, as newcomer someone needs to get to 

know the entrepreneurial ecosystem. This necessarily takes time. 

  

On the other hand, there is a need with migrant entrepreneurs for their business to succeed very 

quickly, because it needs to ensure an income very quickly. In other words, migrant entrepreneurs do 

not have the time to concentrate on more long-term projects, in the sense of businesses that will start 

to make a profit after a longer period of time. 

  

It is also pointed out that the refugee and migrant communities are a very diverse group and they do 

not all face the same challenges and opportunities. For example, women or young people are much 

less represented as start-up entrepreneurs, possibly pointing to specific gender or age related 

difficulties. Anglophone migrants have more difficulty understanding and adjusting to the French 

socio-economic structure. The financial position might be different, with some arriving already in debt 

due to the journey/smuggling channels they used. And there is a tendency of people receiving help 

within their own ethnic group, so that those that are part of a community that is already established 

in a given place, have more chances of succeeding. If one cannot draw back on such a network, 

chances of succeeding are very much diminished. On top of that, people from the Global South are 

often judged negatively for the pure fact that they are not from a ‘Western’ country. They are seen as 

‘migrants’ in the derogative sense of the word and therefore face more obstacles that are linked to 

discrimination. 
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One specific initiative that exists in France is Singa, which is an organization that helps create 

opportunities for refugees and asylum seekers by putting them in touch with host communities. This 

is done through the so-called Buddies: a person is put in touch with a mentor, with a French person 

who has had a similar experience and who can therefore offer support. It is about giving tools to 

someone to be able to realize his or her project. In the end, the idea is to create a welcoming economy, 

so to support refugees in their professional project by helping them create a social and professional 

network. 

 

• General country conclusions: 

Challenges: 

- Existing (governmental) initiatives do not have enough practical know-how. They can help in 

a theoretical and administrative way, but not with practical challenges, since they are not 

entrepreneurs themselves; 

- Stereotypes of migrant/refugees are perceived in French society. 

 

Opportunities: 

- Look for success-stories of migrant-entrepreneurs and communicate about them through local 

media, so that French people get over their stereotypes about migrants/refugees and see the 

potential;  

- Develop local networks that are able to guide refugees/migrants towards the correct 

institutions/organisations within the region; 

- Develop specific programs for women, based on their specific needs/demands; 

- There is an opportunity to give more personal support: we could install mentorship by an 

experienced entrepreneur with migration-background in the same field. This person can guide 

the refugee/migrant towards institutions that can help, help to gain a network, help with 

practical tips, tools and know-how. Besides, a coach with knowledge of the French market can 

guide the migrant/refugee to become familiar with the French administration system; 

- Mentorship/Buddy systems/Peer-to-peer learning: at the moment only institutions coach 

refugees with administration and theory, which is not enough; 

- Voluntary work within the field of business can be the first step for people who aren’t able to 

start their business yet. 

 

 

-- Netherlands -- 

 

• TG1a: Refugees and migrants interested in starting a business 

The interviewed migrants that are interested in starting their own business bring up needing the 

financial backing to be able to do this. Apart from that, support in setting up the business, such as 

writing the business plan and managing administrative issues, would be of help. It is also important to 

get to know the judiciary structure and understand the market better.  

  

It is felt that the existing governmental institutions have not been able to offer much support or 

reliable information. On the contrary, the way they work and certain regulation that is in place make 

it more difficult to be self-supporting. An issue to also keep in mind is that refugees may be vulnerable 

as concerns psychological issues and their local network is limited. 

  

A buddy-system (or mentorship system) is perceived to be able to help them move forward.  
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• TG2b:People that work with refugees and migrants from non-EU countries 

It is mentioned that it will be easier to be successful in establishing a business when the person has 

been in the country for a bit longer so that that person will know the language and legal framework 

and existing regulations better. Starting entrepreneurs might also not have a realistic image of the 

market and its possibilities.  

  

In general, it seems easier for refugees to get a salary job than to start a business. It is furthermore 

important to consider the different conditions of rural versus urban areas, offering different 

opportunities and limitations.  

  

• TG3:Employees of local government, policymakers or members of NGOs and other organisations 

directly engaged with migrants, refugees and/or entrepreneurship 

Refugees have a limited knowledge of the institutions, the way Dutch society is organised, and as a 
consequence their ideas about starting a business are not realistic. The information that they need to 
start is available, but it is a matter of knowing where to go to retrieve the correct information.  
  
That what was expressed by the refugees themselves is confirmed: their biggest need lies with 
language skills, being able to obtain the required finances and having sufficient knowledge of the 
institutional environment. At the same time, with certain people, entrepreneurship is chosen out of 
necessity and is not necessarily a positive choice. The chances of success, especially when formal 
knowledge of entrepreneurship is lacking, are in those cases much slimmer. 
  
From the political side, cooperation and communication between the different stakeholders could be 
improved. And in terms of offering support to refugees, there is a political decision at stake: does the 
national and local government want to allocate sufficient funds to support newcomers starting their 
business?  
  
In this rural region of the Netherlands, there are currently no initiatives that specifically focus on 
supporting refugees and migrants to develop their professional activity, be it employment or 
entrepreneurship. In fact, the policy is short-term focused: get people off of unemployment benefits 
as quickly as possible, which is in practice any kind of employment instead of entrepreneurship. 
However, it is important to acknowledge the interrelatedness of people and society: employment is 
linked to education, to well-being, to care, to integration, to social cohesion, etc. It not purely a 
financial matter. Any kind of policy that is put in place should reflect this interrelatedness. Linked to 
that is the need to offer a customized approach. . 
  
Interviewees express support for creating a mentorship-like programme, experienced entrepreneurs 
supporting starting entrepreneurs. 
 

• General country conclusions: 

Challenges 

- Initiatives and support-programs for refugees/migrants-entrepreneurs are not known enough, 

refugees/migrants don’t know/find these initiatives; 

- Finding financial support is a challenge for refugees/migrants. It is hard to get a business loan 

through the bank; 

- Rural areas have less initiatives/support programmes than urban areas; 

- Entrepreneurship is related to many other aspects: well-being, education, care, etc. It is 

important to acknowledge this interrelatedness. 
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Opportunities 

- It would be interesting to work with a buddy-system to develop a network; 

- Organisations can work on wellbeing, education, etc. as part of the programmes on 

entrepreneurship for refugees. Organisations that coach refugees/migrants towards 

entrepreneurship should also offer workshops on language, wellbeing and other side-

conditions that are important to become an entrepreneur; 

- The instalment of 1-stop-shops could be an opportunity. These are local centres where 

migrants/refugees can find all the knowledge, support, mentorship, skills they need in order to 

become an entrepreneur. In these centres all organisations/institutions are gathered. There 

should be a ‘single point of information’ so that refugees/migrants can have better access to 

information; 

- Rural areas can learn from urban areas where systems are already more established and 

already work more on refugees/migrants and entrepreneurship. On the organizational level, 

exchange should be more strived for. Organizations should work on exchanging best-practices 

and lessons-learned at a national level. 

 

 

-- United Kingdom 

 

• TG1a: Migrants interested in starting a business  

The interviewees have no knowledge of any existing support offered with regard to starting a business. 

The networks they can fall back on are limited in size. Limited language skills and available finances 

are perceived as hindering their professional development.   

  

• TG1b: Migrants with a business  

It is not enough to develop an offer in terms of tools, trainings and events. It is also important to reach 

out to the target group and let them know about it.  

  

The interviewed entrepreneurs would welcome courses on marketing, starting up in retail and real 

estate. However, in general, they perceive it to be easy to set up a business in the UK, although it is 

not always easy to understand the specific terminology that is used. 

  

All of the interviewees are in touch with and use an (informal) professional network, be it face-to-face 

and/or online, to turn to when they need information with regard to their entrepreneurship. 

  

In certain instances, the contact with the bank could have been better. 

  

• TG2: People that work with refugees and migrants from non-EU countries 

A lack of language skills as a major barrier for refugees and migrants gaining employment or self-

employment is highlighted. A lot of online learning opportunities are only available in English which is 

a real challenge. Secondly, marketing skills are in demand. They need to be able to know how to do 

that, not just in the British market but towards the British public, and they need to have a realistic 

business plan to then try and get the finances together. 

  

Migrant entrepreneurs have the tendency to stick to certain neighbourhoods and might lose out on 

enlarging their customer circle. Positive entrepreneurial role models could help with engagement and 

outreach so that aspiring entrepreneurs have something to work towards.  
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A lot of refugees have been through a lot so it is recommended to better understand what 

displacement means, better understand trauma and also what to look out for which can be as simple 

as a general understanding of referrals. In terms of workshops, it is the often the ‘softer’ skills of 

confidence building and helping them to have a stable lifestyle which are the most valuable 

  

Since asylum seekers are not allowed to work in the UK, once the refugee status is approved, there is 

a hurry to find employment and many refugees feel unsupported through this time. 

  

Public opinion might turn against running programmes specifically for refugees and/or migrants. There 

is a delicate balance to strike between wanting to support but at the same time having to offer the 

support to the entire community as opposed to specific groups. 

  

• TG3: Employees of local government, policymakers or members of NGOs and other organisations 

directly engaged with migrants, refugees and/or entrepreneurship 

What is needed is proper policies and initiatives that tackle the problem of newcomers to this specific 

region. The interviewees see however some promising developments and the work of the council with 

local organisations would be a good basis for future work around refugees. Concretely, the council 

should supply free English courses for migrants and refugees to facilitate their integration life and 

employment skills. 

  

Needs are seen in terms of better channelling of communication and of information sharing. 

  

• TG4: Existing (general) network- and support groups in the field of entrepreneurship 

The interviewed organisation runs a creative entrepreneurship programme enabling young people, 

aged 15-25 from underserved areas, to create social change projects based on the needs of their 

communities. However, they have hardly worked specifically with refugees but work regularly with 

migrants.  

  

There is a certain level of racism and prejudice within this society. This automatically poses barriers 

on people of colour or from a certain background. 

 

• General country conclusions: 

Challenges: 

- It is difficult for refugees/migrants to become an entrepreneur when they do not speak the 

language fluently enough; 

- Refugees/migrants do not find their way towards organizations/institutions/systems to start 

their own business; 

- It is difficult to get a business financed as a migrant/refugee; 

- The tax-system and administrative burdens are complex and it can be a challenge for 

refugees/migrants to find their way in the system; 

- Sometimes the refugees/migrants experience racism. 

 

Opportunities 

- Organizations could install training courses on soft skills (confidence, how to deal with 

customers, etc.); 

- Whatsapp as a good communication-tool to communicate with refugees/migrants; 

- It is not enough to develop an offer in terms of tools, trainings and events. On top of that, an 

outreach programme for the target group will be of use; 
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- Organisations could develop a digital platform with better information and communication-

sharing-tools. 



 

21 
 

5. Main conclusions of the interviews and focus groups 
 

The process of getting to know the local environment takes time and is an important requirement step 

in order to not fail in starting and developing a business. It could therefore be easier to work with 

migrants that have been in a country for at least a year since they had some time to arrive, to get 

settled, to solve legal and administrative issues that are linked to having a refugee status. 

 

On average, the percentage of refugee and migrant men participating in the offered programmes is 

higher than the percentage of women. There are also regional differences, where certain nationals 

are more prone to embark on entrepreneurial activities than other nationals.  

 

There is a strong need to have an improved knowledge of regional and/or national administrative 

structures and relevant legal frameworks.  

 

Existing institutional support is often lacking, since the advice given tends to be on a theoretical basis. 

Coaches, motivated as they may be, often lack practical experience and are thus not able to support 

entrepreneurs concretely enough and in the needed detail. In certain countries there exists little 

support or the support is fragmented, making it more difficult to obtain reliable information.  

 

Those interviewees that already had entrepreneurial experience in a specific region confirmed they 

be willing to offer advice and support to starting entrepreneurs. Such a peer-to-peer network is 

generally regarded as being an effective way to help refugee and migrant entrepreneurs. 

 

Among the interviewees (from all target groups), there is no consensus on how important sufficient 

knowledge of the national language is: some say language barriers play a big role, others say language 

barriers can be circumvented. On the other hand, the right entrepreneurial and business knowledge 

is much more essential. 

 

Multiple interviewees mention stereotypes, prejudice, discrimination against refugees and migrants 

from the Global South as an additional factor that hampers their professional success.  

 

The current political climate in the targeted countries is such that offering specific programmes for 

refugees and migrants can be regarded as giving them unfair preference over the non-immigrant 

population. 

 

Banks are generally reluctant to give loans to refugees or migrants in fear of supporting non-successful 

businesses. As finances are often an important requisite, this banking policy hinders entrepreneurial 

development.  

 

Not all refugees are the same: their age will vary, their level of education will vary, their professional 

and entrepreneurial experience will vary, their trajectory before arriving will vary, whether or not they 

belong to an already established community will vary, etc. As a consequence, this means that their 

needs and the ability to acquire business skills will vary.  

 

Coordination and communication between the different organisations and projects in a specific region 

or country is not always optimal. This can lead to a lack of clarity to which organisation clients should 

be referring to and hampers their business sustainability.  
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6. Gap analysis 
 

In addition to the interviews and focus groups, all project partners mapped existing enterprise training 

provision per country in the below tables. This information was used to identify complementarity and 

exposing gaps specific for migrants and the conclusions are integrated in the all-country synthesis in 

part 7. 

 

BELGIUM 

Initiative Location Focus Target group 

AZO Flanders Group training; 

coaching 

Refugees 

Starterslabo (Etno 

entrepreneurship) 

Kortrijk Group training; 

coaching; workshops 

General 

Start! Genk Workshops Pre-starters; Parttime 

freelancers 

VDAB: ‘Springplank 

naar zelfstandige’ 

Flanders Coaching Unemployed 

interested in starting 

their own business 

Microstart Flanders Group training; 

coaching; e-learning; 

microfinance 

General 

Impulskrediet Flanders Coaching; 

microfinance 

General 

VOKA Flanders Coaching General 

Unizo Flanders Group training; 

coaching 

General 

Start and Go West-Vlaanderen Training; coaching; 

networking; 

workspaces 

General 
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Syntra Flanders Education General 

SBM Brugge, Kortrijk, Gent Training Entrepreneurs 

Youth Start West-Vlaanderen Training; coaching General 

VLAIO Flanders Personal coaching & 

finance 

General 

 

 

FRANCE 

Initiative Location Focus Target group 

SINGA France Paris, Lille, Lyon Engagement and 

collaboration between 

refugees and their host 

society 

Refugees and migrants 

Finkela Paris Incubator General 

Babyloan Worldwide Microfinance Very low incomes 

MakeSense Worldwide Support to social 

entrepreneurship 

Entrepreneurs 

Adie Hauts-de-France 

region 

Microfinance General 

The Human Safety Net Worldwide Support towards 

entrepreneurship 

Refugees 

Entrepreneurs du 

Monde 

Vaulx-en-Velin Microfinance Very low incomes 

BGE Hauts-de-France 

region 

Advice, training and 

networking 

opportunities 

Entrepreneurs 
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GRDR Lille Training Migrant entrepreneurs 

COSIM Dunkerque Advice, training and 

networking 

opportunities 

Migrants 

 

 

NETHERLANDS 

Initiative Location Focus Target group 

DELITELABS Amsterdam & 

Rotterdam 

Inclusive startup 

school that supports 

aspiring entrepreneurs 

in developing and 

realising professional 

projects and thus 

activating 

entrepreneurial spirit 

Refugees 

Refugees forward Amsterdam & 

Rotterdam 

A 4-month incubator 

programme with 

trainings and individual 

coaching 

Refugee 

entrepreneurs 

Faces of Change Utrecht Emancipation and 

empowerment of 

refugees and their 

participation in society 

Refugees 

Spark Worldwide Training and coaching 

packages for diaspora 

with the ambition to 

start a business in their 

country of origin. 

Migrant entrepreneurs 

(spec. Somalia, 

Afghanistan, 

Iraq/Kurdistan, Ghana, 

Morocco and 

Suriname) 
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Vluchtelingenwerk National Volunteer coaching 

and support 

Refugees 

UAF (Foundation for 

Refugee Students) 

National Training courses, 

labour market support 

and networking 

opportunities 

Student or recently 

graduated refugees 

Refugee Talent Hub National Collects and presents 

information on 

immigration law and 

policy 

Employers, NGOs and 

professional 

institutions 

IAMNL Veldhoven Intermediary between 

employees and 

businesses 

‘Statushouders’ 

(asylum seekers) 

Brilliant Entrepreneur Wordwide Training and 

workshops 

Female entrepreneurs 

MigrantINC Den Haag Support and coaching 

towards 

entrepreneurship 

‘Statushouders’ 

(asylum seekers) 
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UK 

Initiative Location Focus Targetgroup 

The Entrepreneurial 
Refugee Network 

London Start up programmes 
for refugees - The 
Entrepreneurial 
Refugee Network 
(TERN) is the UK’s first 
incubation programme 
exclusively for 
refugees. In addition to 
their flagship 
programme, an 
intensive three-month 
incubator, the 
organisation has also 
partnered up with Ben 
& Jerry’s for its ICE 
Academy. This pre-
incubator offers part-
time employment with 
the company. 

Refugees 

http://www.wearetern.org/about-tern/
http://www.wearetern.org/about-tern/
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Restart Refugees UK Loans for refugees - 
The Restart Refugee 
Support initiative was 
started in response to 
the ongoing refugee 
crisis and the growing 
need for rapid 
integration and is 
aimed at those with 
refugee status UK-
wide. The initiative is 
funded and 
implemented by the 
Barry Family 
Foundation and 
supports individuals’ 
own efforts towards 
self-sufficiency by 
providing cost and 
interest-free loans. 

Refugees 

Intergr8 UK South Devon     

Medway City of 
Sanctuary 

Medway Network for people 
helping refugees - City 
of Sanctuary is a 
movement committed 
to building a culture of 
hospitality and 
welcome, especially for 
refugees seeking 
sanctuary from war 
and persecution. 
Wherever refugees go, 
we want them to feel 
safe and find people 
who will welcome 
them. 

Migrants & Refugees 

The Bike Project London At The Bike Project, we 
take second-hand 
bikes, fix them up and 
donate them to 
refugees and asylum-
seekers. 

  

http://restartrefugeesupport.org/index.php/rrs/programme-rationale
https://integr8uk.org/
https://medway.cityofsanctuary.org/
https://medway.cityofsanctuary.org/
https://thebikeproject.co.uk/pages/mission
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Launch 22 London Workspace & 
mentoring programme 
that would consider 
giving our 
entrepreneurs space 
for work in London 

Entrepreneurs 

Medway Council 
English Lessons 

Medway Our ESOL courses are 
designed for people 
who live in the UK and 
need to learn English 
for their everyday 
lives.  We offer basic, 
elementary, 
intermediate and 
advanced courses. 

People that need to 
learn English 

Concept Training - 
Language & 
Integration Skills 

Ashford, Kent The course offers CV 
writing, interview skills, 
language practice, job 
search, driving test 
theory preparation and 
work experience to 
name but a few 
activities. 

Refugees 

Refugee Council UK wide Having been denied 
access to public funds 
and services during the 
asylum process, newly 
recognised refugees 
need to address some 
immediate essential 
issues, namely: 
immigration 
documentation, 
financial support, 
addressing any health 
issues, finding 
somewhere to live and 
securing employment 
and financial 
independence 

Newly recognised 
refugees 

https://www.launch22.co.uk/
https://www.medway.gov.uk/info/200162/adult_education/313/adult_education_for_speakers_of_other_languages/2
https://www.medway.gov.uk/info/200162/adult_education/313/adult_education_for_speakers_of_other_languages/2
http://www.concepttraining.co.uk/online/index.php/list-programme
http://www.concepttraining.co.uk/online/index.php/list-programme
http://www.concepttraining.co.uk/online/index.php/list-programme
https://www.refugeecouncil.org.uk/what_we_do/refugee_services
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Kent Refugee Action 
Network 

Kent A safe, positive space 
where young people 
who are seeking 
asylum or are refugees 
can be supported to 
succeed. We offer a 
range of activities and 
project for young 
people, as well as 
opportunities for local 
people to become 
involved. We are young 
people centred, and do 
all we can to ensure 
that our young people 
live fulfilled and 
independent lives. 

Refugees/Asylum 
seekers 

Red Cross Gravesend We’ll look at your 
needs and may be able 
to give one-to-one 
support. Services 
include: 
 
one-to-one support 
group work 
life skills learning 

Refugee, asylum seeker 
or vulnerable migrant 
aged 15 to 25 

Fresh Start London EU funded project - 
Fresh Start develops 
and enhances the 
entrepreneurial skills of 
ambitious migrants in 
London. 

Newcomer 

https://kran.org.uk/
https://kran.org.uk/
https://www.redcross.org.uk/get-help/get-help-as-a-young-refugee-or-asylum-seeker
https://www.freshstarteu.com/
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MAGNET (Migrant 
Acceleration for 
Growth – Network 
for Entrepreneurship 
Training) 

UK/Netherlands 
/Germany/ 

MAGNET (Migrant 
Acceleration for 
Growth – Network for 
Entrepreneurship 
Training) brings 
together European 
organizations active in 
the field of migrant 
entrepreneurship 
support, as well as 
interested public and 
private actors. 
The MAGNET Network 
aims to support at the 
practical, political as 
well as the scientific 
level. MAGNET will 
seek to promote the 
creation, further 
development and 
broad dissemination of 
existing support 
schemes for migrant 
entrepreneurs. 

Migrants 

Refugee Action UK   Refugees 

Chamber of 
Commerce  

      

Medway Council's 
Business Start Up 
support 

      

Tax office referral   We'd refer them to get 
to the tax office which 
show them how- how 
to get a national 
insurance number or 
how to set up a UTR 
number and that sort 
of thing. 

  

https://migrantacceleration.eu/
https://migrantacceleration.eu/
https://migrantacceleration.eu/
https://migrantacceleration.eu/
https://migrantacceleration.eu/
https://www.refugee-action.org.uk/our-services/
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Innovation Centre in 
Medway 

  there are monthly 
business courses 
available to all people 
at the Innovation 
Centre in Medway. 
There they receive 
support to develop a 
1:1 plan and get 
mentors (for free). 

  

Medway Council   MC has a scheme that 
offers grants for start 
ups for everybody. 
They can receive £500 
for a start up based at 
their home and up to 
£1000 if they find 
premises. 
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7. All-country synthesis 
 

This synthesis is an overview of general challenges within all the countries this report focuses on. It is 

based on both the interviews and focus groups and on the gap analysis.  

We provide some practical solutions that can be implemented in order to coach/guide and serve 

refugees/migrants better towards entrepreneurship within the four countries. 

We selected the main challenges that we saw in (almost) all the countries and tried to provide overall 

solutions that can be additional to the existing offers/organizations. With this synthesis, we intend to 

give some potential solutions for the challenges we’ve discovered within our research, it is a non- 

exhaustive list. 

 

  CHALLENGES SOLUTIONS 

 1. Language-barriers and communication can be 

a big challenge for refugees and migrants 

1.     A digital platform in different 

languages with practical tools: 

-        Business Model Canvas 

-        Outcome of workshops 

-        Information on the tax system 

-        How to gain funding 

  

2.     The use of whatsapp: many 

refugees/migrants are used to a 

more informal way of 

working/communicating. 

Whatsapp can be an interesting 

tool to work with. 

  

3.     Free courses in the language 

of the country where the person 

wants to do business. 

  

 2. No access to a network, no knowledge of the 

administrative system, no idea on where to 

start. 

Mentorship as a more personal 

supporting tool. Entrepreneurs with a 

migrant background become buddies 

of entrepreneurs who want to start. 

We try to match entrepreneurs in the 

same region and same sector. 

Besides, all migrants/refugees also 

need to have a professional coach who 

can guide them through the 

administration process. Both of those 

persons are ‘counsellors’, but both on 

different aspects of the process. 
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 3. Migrants/refugees are not able to find their 

way in the complex system of institutions and 

organizations that might help them to 

develop their business. 

Institutions/organizations work 

together to develop a one-stop-shop: 

these are physical places combined 

with an online platform within the 

local context of the migrants/refugees 

where they can find: 

-        Knowledge (books, courses, 

trainings, workshops) 

o   On entrepreneurial 

skills (business 

modelling, 

marketing, finance, 

…) 

o   On additional skills 

(soft skills, 

wellbeing, 

language, …) 

-        Network (info-evenings, 

events, mentorship, peer-to-peer-

support) 

-        Information on the local 

system (on law, institutions, tax, 

etc.) 

The context of the one-stop-shops is 

demand-driven and can change, based 

on the needs of the migrants/refugees. 

These one-stop-shops are open on a 

regular basis and also work on 

outreaching: they actively promote 

their work to refugees/migrants in the 

local community where they operate 

(by going on the street, mingle on 

network-events of refugees/migrants 

and so on). 

  

The one-stop-shops are places that 

group institutions and organizations. 

Each of the refugees/migrants that 

start the trajectory with the one-stop-

shop will be guided by a coach 

(professional, having know-how on 

local system, business planning etc) 

and by a buddy (a mentor who is also a 

migrant-entrepreneur in the same 

sector). 
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 4. Financial support is difficult to find More access to microfinance, more 

information on different systems to 

find financial support in general 

trainings. 

 5. Racism/Stereotypes of migrants and refugees 

block their business potential 

Create awareness campaigns which 

show refugees/migrants that 

successfully started their business and 

show them on local media. 

 6. Fewer women join programs and training on 

entrepreneurship. Women have less 

opportunities to start a business. 

Create programs for women only. 

Focus on the sectors they want to be 

involved in. Foresee daycare for their 

children. 

 7. Some refugees are not allowed to work due 

to their legal status or are too occupied 

bringing structure in their day-to-day life. 

Develop voluntary work within the 

field of business. This can be the first 

step for people who aren’t able to start 

their business yet, but are eager to get 

to know the local context. 

 

Run workshops on how to grow a 

business slowly alongside your existing 

job. 

8. Rural areas sometimes lack information. Less 

initiatives are enrolled in rural areas. 

Organisations should collaborate 

within the country to exchange on 

lessons-learned and best practices. 

There should be a network of local 

organisations within the country, to 

learn from each other and to further 

develop their offer towards 

refugees/migrants. 
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8. Appendix: Description of interview questions 
 

-- Target group 1 -- 

 

For target group 1: Refugees and 1st to 3rd generation migrants with a Third Country background 

 

This target group includes: 

Refugees and up to 3rd generation migrants with a Third Country background (= non-EU and does not 

include Switzerland, Iceland, Norway or Liechtenstein) 

a. Interested in starting their own business  

b. That have already started their own business  

c. That quit their entrepreneurial activities 

 

1. General opening questions on entrepreneurial activities  
 

Interviewer’s introduction: The next questions deal with your current professional life in terms of 

entrepreneurship. You may think of this in the ways that you have developed any new projects or 

businesses to make money and any past experience you have in the field.  

 

2. Adaptability of entrepreneurship  

These questions are only included if interviewee has his/her own business 

 

Interviewer’s introduction: These sets of questions are about getting a clear view on the opportunities 

available in your current country of residence for people to set up their own business. You may think of 

this in terms of the ways in which you are involved in entrepreneurial activities and how you feel about 

that or about the contacts you have with fellow entrepreneurs, be them refugees, migrants or 

otherwise. 

 

3. Acceptability of entrepreneurship 

 

Interviewer’s introduction: Making the world of entrepreneurship accessible to refugees and 

migrants, besides entrepreneurs per se, is important for everyone involved in our research project. With 

this we refer to providing a good business climate in the field of entrepreneurship, which offers you the 

best possible conditions to build and continue your activities.  

 

4. Background information about the interviewee 
 

Interviewer’s information: This information can also be gathered by using the separate document 

‘respondent’s background information’.  

 

Interviewer’s introduction: The information you provide to us during this interview and information 

about who you are will be treated strictly anonymously. For our research it is important however to 

ask you some questions about your personal background so that we can compare your answers with 

the answers of other respondents. Therefore the next questions are about you as a person and your 

family. 
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5. Closing questions 

 

Interviewer’s introduction: Some final questions to give the interviewee the opportunity to still add 

any information that they deem important, but was not discussed at all or in enough detail. 

 

-- Target group 2 -- 

 

For Target group 2: People that are in touch with refugees and migrants with a Third country 

background 

 

Target group 2 can be broken down into: 

d. Refugee organisations, ideally with a specific focus on entrepreneurship 

e. Migrant support initiatives, ideally with a specific focus on entrepreneurship  

f. Volunteers working on an individual basis with refugees/migrants, ideally with a 

specific focus on entrepreneurship 

 

1. Background information about the interviewee and the organisation 
 

Interviewer’s introduction: The information you provide to us during this interview and information 

about who you are will be treated strictly anonymously. For our research it is important however to 

ask you some questions about both your personal and professional background so that we can 

compare your answers with the answers of other similar respondents.   

 

2. The organisation’s needs for entrepreneurial involvement of refugees and migrants  
 
Interviewer’s introduction: Making our entrepreneurial environment available and accessible to all 
people and especially refugees and migrants is an important concern for the research partners, next 
to providing a quality support system. The next questions deal with the needs and barriers you and 
your organisation experience with respect to this. 
 

3. Good practices for entrepreneurial integration of refugees and migrants  
 
Interviewer’s introduction: Given your expertise, we do not only wish to hear what your organisation’s 
obstacles are in strengthening the entrepreneurial involvement of refugees and migrants. We are also 
interested to learn from you what has gone well. The next questions deal with opportunities for 
improvement. 
 

4. Closing questions  
 

Interviewer’s introduction: Some final questions to give the interviewee the opportunity to still add 

any information that they deem important, but was not discussed at all or in enough detail. 
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-- Target group 3 -- 

 

Target group 3: Employees of local government, policymakers or members of NGOs and other 

organisations directly engaged with migrants, refugees and/or entrepreneurship 

 

1. Background information about the interviewee and the organisation  
 

Interviewer’s introduction: The information you provide to us during this interview and information 

about who you are will be treated strictly anonymously. For our research it is important however to 

ask you some questions about both your personal and professional background so that we can 

compare your answers with the answers of other similar respondents.  

 

2. Barriers to the entrepreneurial involvement of refugees and migrants 
 
Interviewer’s introduction: Making our entrepreneurial environment available and accessible to all 
people and especially refugees and migrants is an important concern for the research partners, next 
to providing a quality support system. The next questions deal with the needs and barriers you and 
your organisation experience with respect to this. 
 

3. Opportunities to the entrepreneurial integration of refugees and migrants 
 
Interviewer’s introduction: Given your expertise, we do not only wish to hear what your organisation’s 
obstacles in strengthening the entrepreneurial involvement of refugees and migrants are. We are also 
interested to learn from you what has gone well. The next questions deal with opportunities for 
improvement. 
 

4. Closing questions 

 

Interviewer’s introduction: Some final questions to give the interviewee the opportunity to still add 

any information that they deem important, but was not discussed at all or in enough detail. 

 

-- Target group 4 -- 

 

Target group 4: Existing (general) network- and support groups in the field of entrepreneurship 

 

1. Background information about the interviewee and the organisation 

 

Interviewer’s introduction: The information you provide to us during this interview and information 

about who you are will be treated strictly anonymously. For our research it is important however to 

ask you some questions about both your personal and professional background so that we can 

compare your answers with the answers of other similar respondents.  

 

2. The existing entrepreneurial support system, its support measures and barriers 

 

Interviewer’s introduction: Understanding the existing entrepreneurial environment available to 

start-up entrepreneurs and those planning to become a start-up entrepreneur is important for our 
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research as it will provide comparative data. The below questions serve to give us more insight into 

that.  

 

3. Barriers to the entrepreneurial involvement of refugees and migrants 

 

Interviewer’s introduction: We would also like to ask you about your experience with refugees and 

migrants and the opportunities available and accessible to them with regard to starting and further 

developing entrepreneurial activities. The next questions deal with the needs and barriers you and your 

organisation have identified with respect to this. Some questions might sound similar to ones in the 

previous section, but we now want to specifically focus on refugees and migrants.  

 

4. Closing questions 

 

Interviewer’s introduction: Some final questions to give the interviewee the opportunity to still add 

any information that they deem important, but was not discussed at all or in enough detail. 


