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Introduction
Promoting inclusive entrepreneurship and introducing effective support measures means
assisting people to take control of their professional future, attain professional satisfaction,
realise a better income and contribute to regional/national growth. To design and deliver
deliberately inclusive entrepreneurship policies across Europe is thus not only relevant for
reducing unemployment but also for fostering active labour-market inclusion of the
economically inactive women, single parent households, migrants and ethnic minorities, young
people, seniors, people living in rural areas, individuals with disabilities.
With regards to migrant and specially migrant women’s inclusion and economic development,
there are two very distinct areas of work with not much of a sense of shared interests. During
the last half-decade in EU countries, there has seen an exciting watershed moment connecting
traditional incl service providers, migrant rights advocates, refugee services, economic
development practitioners, chambers of commerce, businesses, and a wide array of others in
mutual efforts to integrate migrants and refugees into the economy in ways that significantly
benefit regional growth, as well as the opportunities for communities. Regardless of one’s
background, it is our hope that readers of this toolkit will develop a new understanding of what
is possible in developing robust approaches that bridge economic development and migrant
inclusion.
The reason behind this toolbox is an increasing demand for promoting entrepreneurship
among migrants in general and migrant women in specific. Many EU programs have lately
focused their resources on this area. This toolkit is an attempt in that direction namely
supporting migrant women’s entrepreneurship by providing guidance to mediators such as
social workers, trainers, cultural mediators and staff from social partners and migrant
organisation. The toolkit will provide a research background in characteristics of migrant
women’s entrepreneurship and a step-by-step tool in supporting, educating and empowering
migrant women in their quest for start-up.
The contents of this toolkit derive by the experience of the ARISE project, thanks to which
more than 80 migrant women were trained and had the chance to start-up their entrepreneurial
activity.

The migrant entrepreneurship for the European Commission1
Entrepreneurship is a powerful driver of economic growth and job creation: it creates new
companies and jobs, opens up new markets, and nurtures new skills and capabilities.
The European Commission aims to support an environment attractive to all forms of
entrepreneurship, where also business support services reach all potential entrepreneurs,
including those from more vulnerable groups, with the aim to make the EU in its entirety
stronger and more cohesive.

1

Contents of this paragraph are taken by the official EC web page: https://ec.europa.eu/growth/smes/promotingentrepreneurship/we-work-for/migrants_en
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Within the EU, migrants represent an important pool of potential entrepreneurs, but can face,
as other more vulnerable groups, specific legal, cultural and linguistic obstacles. These issues
need to be addressed in full to give support equitable to that received by all other entrepreneurial
groups.
The promotion of entrepreneurship is incorporated in the Europe 2020 strategy which aims to
create the conditions for ‘smart, sustainable, and inclusive growth’. Within that framework, the
Entrepreneurship 2020 action plan is a blueprint for decisive joint action to unleash Europe's
entrepreneurial potential, to remove existing obstacles and to revolutionise the culture of
entrepreneurship in Europe. It aims to ease the creation of new businesses and to create a much
more supportive environment for existing entrepreneurs to thrive and grow.
The Action Plan sets out a number of actions, under three different action pillars:
 Entrepreneurial education and training
 An environment where entrepreneurs can flourish and grow
 Role models and outreach to specific groups.
One particular commitment in the Action Plan is to facilitate entrepreneurship among migrants
already present and residing in the EU based on best practices from EU countries.
On the other side the EU Action Plan on the integration of third country nationals provides
a common policy framework and supporting measures which should help EU countries as they
further develop and strengthen their national integration and inclusion policies for third country
nationals. Ensuring that third country nationals can contribute economically and socially to their
host communities is key to the future well-being, prosperity and cohesion of European societies.
Supporting entrepreneurship, including through access to existing micro-credit assistance
schemes, is also a vital channel to foster third country nationals’ contribution to economy and
society as a whole.
This action plan thus encourages EU countries to encourage entrepreneurship through tailored
business training and mentoring and by opening up to third country nationals mainstream
entrepreneurship support structures. It also informed that the Commission was identifying best
practices to promote and support migrant entrepreneurship and would fund pilot projects for
their dissemination.
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The toolkit
Aim of the toolkit
The aim of this toolkit is to provide guidance and methods to mediators (social workers,
trainers, cultural mediators and staff from social partners and migrant organisation) in how to
support migrant women with knowledge and skills in entrepreneurship in order to be able to
generate business idea, plan and realise small businesses.
Since the conditions are different in different EU countries, the topics will be covered in a
general term.

Target group of the toolkit
The target group of the toolkit are mediators/peers/facilitators such as social workers, trainers,
cultural mediators and staff from social partners and migrant organisations. The toolkit is aimed
to be a step-by-step guidance for the target group in how to support entrepreneurial initiative
among migrant women.
The manual serves as a training tool for mediators/peers/facilitators for workshops that can be
structured and conducted in accordance with the sequence, content and structure of the toolkit
enabling migrant women to acquire all the necessary knowledge, information and skills that
will enable them to initiate a start-up.

Contents of the toolkit
This toolkit includes, first of all, general considerations on the final beneficiaries, i.e. typology
and characteristics of the migrant women in the six ARISE partner countries (Austria, France,
Germany, Greece, Italy, Sweden). It then contains suggestions on how to develop personal and
soft skills, general contents regarding entrepreneurship as well as training methodologies that
enable effective facilitation, participatory and experiential learning. The learning process is
based on innovative methodologies based on dialogue and group work: it is a training process
enabling participants to discover learning contents themselves in an active process.
Using the toolkit
The chapter structure of the toolkit gives the facilitator different possible ways to use this
manual:
 On Chapter 1, the toolkit gives some information on how to approach the territorial
context the user is working on. It gives suggestions and tips based on the experience of
the research realised through the ARISE project: research activities should have the aim
of having a complete and updated framework of the territory in order to better address
scouting and training activities for migrant women.
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 If the user is only interested on the training to be offered to future women entrepreneurs,
attention can be concentrated on Chapter 2 and 3. Based on the needs of entrepreneurial
knowledge, facilitators can select particular modules and facilitate a tailor-made training
for particular learning needs, for example only developing a business plan. A training
path is suggested: however a different combination among the workshops can also be
selected, according to specific needs.
 The pace of learning can be flexible. The training can be spread out over several weeks
or months, so that participants can learn at their convenience and relate the contents to
their reality. In fact it is absolutely necessary to keep attention and motivation really
high and this is possible only if structure and duration of the training are adapted to the
needs expressed by the target group.
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Chapter 1 – Characteristics of migrant women entrepreneurs
1.1 The context quantitative analysis on migrant women
In order to better know the final target group, it is first of all necessary to think to have sufficient
data on the local context where the intervention will be settled. In this sense, according to the
methodology experimented through the ARISE project, the attention should be concentrated on
the following aspects:

A. General data concerning migrants and labour market
1. Statistical data about migrant women in the territory: their country of origin, educational
level, permits/visas, employment/unemployment rates.
2. In which areas of employment do migrants find occupation. Information on sectors and
relating numbers of migrants in order to provide a national overview. Conclusions on their
possibilities to find a regular job and in which way/to which extend their origin/educational
level/gender are a key factor.
3. Numbers of employed migrant population. Percentage of employed migrant women in the
territory, in which sectors they find employment, etc. Draw a picture of their social and
professional integration, if they face discrimination or as pointed out in the European
Commission's DG for Home Affairs additional discrimination and challenges in accessing
education or the labour market in host countries, give examples and draw a picture how can
inclusion of migrant women occur in your host society. How can they be supported. Integration
in the workplace.
4. Numbers of self-employed migrants and their enterprises in your region and in your country.
In which sectors these enterprises are.

B. Business climate for the establishment of migrants and migrant enterprises
1. Existing businesses of migrants in the area.
2. Existing local competitions in order to evaluate profitability and chances of success.
3. National, regional, local existing support services for entrepreneurs or business incubators
(counselling, training, etc.).
4. National, regional, local existing financial support services for new entrepreneurs and startups.
5. National, regional, local support services / financial support services particularly addressed
to women and/or migrants (if any).

C. Preconditions for business establishment for migrants
-8-

1. Legal conditions for business establishment in general (possible organisational structures and
related national conditions) .
2. Legal conditions regarding special business areas (health/sanitary rules, needed permissions
or qualifications and related costs).
3. Financial preconditions (minimum start-up capital, necessary investment for infrastructure).
4. National or regional funding conditions if there are (including related conditions e.g. being
unemployed to get training paid).
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In order to give to the toolkit users a concrete example of a context analysis, we hereby report a synthetic table with the results of the analysis
undertaken for the ARISE six participating countries:
Austria

France

Germany

Greece

Italy

Sweden

- Population (2016):
183.192 in Sicily,
migrant women:
48,9%
- Main origins of
migrants (2016):
Romania, Tunisia,
Morocco, Sri Lanka,
Bangladesh,
Albania, China,…
Migrants have lower
education in
comparison to nonmigrant entrepreneurs

- Population: 10 Mill.,
people born outside
Sweden: 1,5 Mill
(15%)

A - General data concerning migrants and labour market
Migration
overview

- 1.267.674 foreign
nationals, among them
615.100 women (2016)
- Main origins of
migrants (2016):
Germany, Serbia,
Turkey

- 5,84 Mill. Migrants
- Main origins of migrants
(2015): Total Africa
(43.5%), Total EU27
(31.7%), other non-EU
countries (24.8%)

- Population (2015):
81,404 Mill., 21%
migrants
- Main origins of
migrants (2015):
Syria, Africa, Turkey,
Italy, Middle East,
S/SE Asia,…

- Population: 11
Mill., 10% migrants
- Main origins of
migrants (2007):
Albania, Bulgaria,
Romania, Poland,…

Education

- People with a
migration background:
disproportionately
represented in the
highest and lowest
levels of education.
- Women: 70% of
Turkish, 42% of
Former Yugoslavia
only compulsory
education. EU/EEA
countries high
qualifications.

- Migrant entrepreneurs
have lower academic
qualifications
- The lack of a diploma
among migrant
entrepreneurs is more
evident among
"traditional" businesses
managers (48%) than
those who ascribe to the
auto-entrepreneur scheme
(34%)

- Migrants have lower
education in
comparison to nonmigrant entrepreneurs

- Migrant women
have a high level of
education since,
most of them are
graduates of high
school and tertiary
education. The high
level of education
among migrant
women is not a
factor that affects
their working
situation as most of
them do jobs that do
not match with their
skills.

- Slightly higher
percentage of women
than men who are
highly educated (also
true for foreign born
people)
- Educational
background varies
depending on country
of birth (greatest
proportion of persons
with only compulsory
schooling found
among people from
Africa, Asia,
European countries
outside the EU, other
Nordic countries)
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Labour market

- Lower labour
participation rate of
migrant women.
- Higher unemployment
rate among women
with foreign
nationality.
- People with Turkish
migration background
significantly lower
employment rates.
- Sectors (migrant
employment):
housekeeping,
restaurant services,
personal care, nursing,
manufacturing,
construction, transport,
mining.

Austria

- Migrants, especially
women, face more
difficulties, are less
employed
- In 2015: 47,8% of
migrant women are
employed (employees,
farmer,
technicians/associate
professionals, white
collar professions)

France

- Unemployment in
2015: 21% women,
19% men
- Increase of
unemployment for
foreigners
- Shortage of skilled
workers > open
labour market for
migrants
- Migrant women face
multiple
disadvantages

Germany

- Generally: Low
labour market
participation rates
among women
- High unemployment
levels among
migrants
- Migrant women are
employed at low
paid, unskilled jobs
(maids, household
staff, child/elderly
care)
- Sectors (general
migrant
employment):
construction, private
households,
administrative
activities, mining,
hotels and
restaurants

- Migrants have
greater participation
in labor market (due
to age composition
of the population,
need to keep
residence permit)
- Sectors (migrant
employment):
- 45% of men
occupied in
agricultural sector,
34,1% in nonagricultural sector:
64,9% in home
service sector

- Migrants more
difficulties to enter
labour market, less
likely to have skilled
occupations
- Foreign born women
and women of foreign
origin encounter in
many respects dual
thresholds on the
labour market
- Women born outside
Europe have the
lowest employment
rate.
- Reason for
unemployment
among migrants:
education or language
skills, unfavourable
structure of labour
marke, ethnic
discrimination
- Sectors (migrant
employment): hotels,
restaurant, rental, real
estate, travel services

Greece

Italy

Sweden

B – Business Climate for the establishment of migrants and migrant enterprises
Entrepreneurship

- Migrants from the
Near East, from other
EU-MS, America and
Africa are more often
self-employed than
native Austrians

- Two major groups of
migrant entrepreneurs:
1.Young (over 60%
younger than 30 years),
highly skilled (93% have
college degrees), male (9
out of 10 times), who in

- Number of migrant
start-ups in Germany
is increasing. In 2015,
of the overall 4,16
million entrepreneurs
in Germany, 737.000
had a migration

- Migrants have
developed
significant business
activity in Greece
either as employers
or self-employed

- Foreign enterprises
are small and
medium-sized
- Sectors: mainly in
commerce handicraft shops,
costume jewelry,

- High level of
entrepreneurs from
Turkey
- Substantial increase
in proportion of selfemployed among
male migrants from
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Support services

- People from the
traditional migrant
worker source
countries, i.e., Turkey
and former
Yugoslavia, are
relatively seldom selfemployed
- Sectors: cleaning,
restaurants, food
production and retail
trade as well as in
manufacturing, above
all in clothing, leather
ware, shoes and textile
production and repairs.

over 50% of the cases
know someone who is
also an entrepreneur (has
a reliable network).
2.Adult (30% over 35)
less educated (41% do
not have high school
diploma, only 34% have
tertiary level diplomas)
male entrepreneurs. For
both groups, most of
them (74%) are originally
from non-EU countries.
- 26% of all entrepreneurs
are migrant women
- Sectors: construction,
retail trade,
hotel/restaurants, real
estate. Migrant women
more into cooking,
healthcare, domestic
help, beauty care.

background. Almost
half of them came
from one of the 28
EU-countries, the
second biggest quota
has Turkey with 12
%.
- Migrant entrepreneurs
have a higher income
than migrants in
general, but it is lower
in comparison to nonmigrant entrepreneurs

- Sectors: mainly in
retail/wholesale
commerce and
construction

- General support
services (business idea
analysis, business
registration,
trainings/courses/progr
ams)
- 1 support services has
focus on women
- Support services
targeting migrants (for
start-ups, founders,
young entrepreneurs;
career guidance,
programs for labour
market integration

- Institutional support
(public/private
counselling and support
schemes), training
services, some support
services specifically for
migrants
- Associative support (for
admin. Procedures,
project implementation,
personal investment),
mandatory training
course
- Some associations are
also specialized on
migrants, migrant women

- For students,
academics, qualified
employees, refugees,
multilingual, online,
e-training,
counselling, business
network, some
support services focus
on specific target
groups

- Tendency to shift
and promote
entrepreneurship as
result of high
unemployment even
through private
initiatives. Now
better information,
more programs, but
also business
incentives.

markets and
restaurants), family
sized, managed
directly by the
foreign entrepreneur,
without employees.
Migrant women in:
personal services,
care, beauty,
cosmetics, catering,
restaurants,
education, health
care

Iran, Iraq, Syria,
Lebanon. From 2010
to 2015, doubling of
proportion of selfemployed among
women from these
groups.
- Moderate increase
among European
migrants.
- Sectors (for women):
restaurant, catering,
domestic services,
cleaning; general
oversupply in terms
of grocery shops,
restaurant, cleaning
services – bankruptcy
within about 2 years

- Several measures to
innovative startups
immediately after
registration, for a
max. of 5 years since
date of incorporation
(cuts to fees,
exemptions, laws,
flexible
remuneration
system, equity
schemes/
crowdfunding, tax
incentives)
- Italia Start-up Visa:
fast-track procedure

- National, regional,
local existing support
services for
entrepreneurs or
business incubators
(including
counselling, training,
…) and financial
support services
particularly addressed
to women and/or
migrants
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through mentoring,
multilingual offers)

Austria

– associations are
intermediary between
“common law” and
migrant entrepreneurs.
- Various financial support
services
- Community support

France

for the emission of
self-employment
visas for non-EU
citizens intending to
set up an innovative
start-up in Italy
- For women/ migrant
women:
loans/benefits to
women owned
businesses. This law
funds start-ups or
innovative business
projects led by
female individual
entrepreneurs or by
SMEs having a
significant share of
women (min. 60%)
among their partners
and in boards.

Germany

Greece

Italy

Sweden

- Various legal forms
- Trades: regulated and
non-regulated.
Regulated professions
are subject to specific
regulations, detailing
which qualifications
you need in order to
practise the profession
in question. You must
be able to prove that
you hold the relevant
qualification, e.g. an

- Individual Business
- Personal Companies
(OE and EU)
- Private Equity
Company (ICE)
- Limited Liability
Company (LLC)
- Societe Anonyme
(SA)

- Individual Business
- Social enterprise
- Association
- Limited Liability
Company

- Sole trader
- Limited company
- Trading partnership
- Economic association

C – Preconditions for business establishment for migrants
Available legal
forms and
Trades

- Gesellschaft
bürgerlichen Rechts
(non-trading
partnership)
- Offene Gesellschaft
(OG) (general
partnership)
- Kommanditgesellschaf
t (KG) (limited
partnership)
- Stille Gesellschaft
(silent partnership)

- Self-entrepreneurship
- Limited liability
company (Société à
responsabilité limitée –
SARL)
- One person limited
liability (Entreprise
unipersonnelle à
responsabilité limitée –
EURL)
- Société d'exercice libéral
à responsabilité limitée
(SELARL)
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- Aktiengesellschaft
(AG) (public limited
company)
- Gesellschaft mit
beschränkter Haftung
(GmbH) (limited
liability company)
- Erwerbs- und
Wirtschaftsgenossensc
haft (cooperative and
industrial and
provident society)
- Verein (association)
- European Public
Company (Societas
Europaea - SE)
- European Economic
Interest Grouping
(EEIG)
Trades:
- Austrian law
distinguishes between
regulated
trades and nonregulated (“free”)
trades. Regulated
trades (such as joinery,
metal engineering, or
engineering
consultancy) require
a certificate of
qualification.
Regulated trades also
include so-called semitrades and associated
trades.

- Société Anonyme (SA)
- Société par actions
simplifiée (SAS)
- Société par actions
simplifiée unipersonnelle
(SASU)
- Société en nom collectif
(SNC)
- Société civile
professionnelle (SCP)

exam. Examples of
regulated professions
include many medical
professions, teachers
in state schools etc.
Non-regulated
professions are often
occupations requiring
training, such as a
butcher or hairdresser.
Commercial
professions:
professions for which
you are selfemployed. Most of
these will involve
registering a trade.
- There are also
freelance professions,
which differ from
commercial
professions.
Registration
procedure is different
for each. Freelancers
do not have to register
their company as a
business operator.
Freelancers do not
pay commercial tax.
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Residence status

- Foreigners who want
to work in Austria
generally need a
residence permit and a
working permit. The
residence permits are
issued by assigned
authorities. For some
permits the application
needs to be done
abroad, for others it
needs to be done in
Austria. most
important residence
permit is the so-called
„red-white-red
card“/"Rot-Weiß-RotKarte".

- to become selfentrepreneurs, it is
necessary to be in
possession of a temporary
residence card not
expired.

- Residence status most
important
precondition before
you can start a
business in Germany.
This legal area is very
complicated, depends
on different factors.
Not every legal status
as a migrant in
Germany gives
automatically the
permission to start a
business. One needs
a
“Aufenthaltserlaubnis
zum Zweck der
selbständigen
Tätigkeit“ (a
residence permission
for self-employed
profession) if one is
not an EU, EWR or
Swiss citizen. This
permission is granted
depending on the
economic interests
and the regional
needs.

- If the person is
waiting for renewing
the permit of
residence, he/she is
given a temporary
receipt in which in
the notes it is
specified "permit of
residence to be
issued/ renewed".
Once he/she has
permit of residence
he/she must show it
to Italian Company
Register Office to
have business
enrolled.
- If a citizen from
outside of EU wants
to come to Italy but
he or she does not
have any valid
resident permit for
starting an
enterprise, he/she
can apply for
authorization and
even for permission
of financialeconomic
parameters.
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Financial
preconditions

- Lack of adequate funding
is major obstacle to startup and development of
SMEs, regardless of the
owner’s national origin.
Nevertheless, credit
constraints tend to be
greater for migrant
entrepreneurs than for
native borns. In France,
only 10% of migrant
entrepreneurs have access
to bank loans against a
rate of 28% for all
entrepreneurs.

Austria

France

- The recent available
funding
opportunities are
open to all Greek
citizens and
migrants who have
legal right to stay in
country. Usually
interested parties are
required to apply to
programme of their
interest and
according to their
proposal and
business plan as
well as the available
funding per region,
the proposal will be
selected or not for
funding.

Germany

Greece

- Unemployed people
must be registered at
Public Employment
Services (AF) in
order to be eligible
for:
- Social unemployment
fee
- Employment
activities (labour
market training,
internship or start-up
support).
- Regarding
employment
activities, PES is
making the decision
with regards to type
of activities. All the
activities are paid by
PES through
governmental budget.
- With regards to
migrants with
residential permission
have to go through a
program called
Introduction
Assignment activities.
The migrant and
employment officer
draw up one’s
introduction plan,
then the migrant has
the right to
introduction benefit.

Italy

Sweden
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1.2 The focus groups on migrant women issues
In order to better understand the social, economic and learning needs of the project’s target
group in each country, it would be necessary also to carry out peer group discussions, involving
researchers, social workers, trainers, intercultural mediators, migrant NGOs and other local
stakeholders.

1.2.1 The focus group methodology
The methodology to be applied could follow the focus group methodology.
Focus group methodology consists in collecting qualitative information through collective
interviews of several people gathered in the same place. Focus group allows analysing how
personal attitudes and opinions of participants build up, in their social and relational dimension.
This way we get to draw up an individual assessment, which is the result of a social process. A
focus group provides data for analysis, gathered in a less formal format, exchanging information
related to the topic or group of topics for which the data are being collected. The insights and
data produced by the interaction of participants in focus groups can provide feedback to initiate
change or improve services, confirm satisfaction with services or help generate new hypotheses.
Each interview is addressed to a homogeneous group of about 7-12 people. It is important to
have a sufficient number of people to generate ideas and create discussions. It is equally
important not to have a too large group. People have to be recruited for the focus group ensuring
that there is a quite representative sample of the target group of the research.
The interview is focused on a specific topic, with few items of discussions. It is crucial to define
the expected goal, to choose the target audience, to identify the moderator and draw up the
guidelines for structuring the interview. The average length of each focus group is
approximately 2 hours.
The guidelines for the interview, aimed at leading the discussion, consist of few key questions
(maximum 10-12), as less structured as possible.
Some principles rule the preparation of the structure of the interview:
a) Start from general questions to proceed step by step to more specific questions.
b) Order the questions by their priority according to the purposes of research. Questions should
be “open-ended” to provide a wide variety and depth of responses (simple “yes/no” questions
can provide very specific information but, generally, do not help stimulate discussion or
exchange of ideas).
c) Questions should be clearly stated so that participants are not confused or misled.
d) Be neutral to avoid influencing the responses of participants.
The moderator leads the focus group meeting: he/she has to drive the development of discussion
and to balance it by maintaining the leadership of the group.
The observers take notes and record. One or more external observers are present during the
focus group meeting, without any interaction with the group or with the moderator; they take
17

care for recording the discussion, informing previously the participants about it, and analyse
the verbal and other kind of reactions of participants. Participants must feel confident and trust
that what they say during the conduct of a focus group will be treated with the same
confidentiality as the responses made on a survey questionnaire.
The moderator is in charge for assessing the risk that previous relationships between people
participating in the focus group could compromise the positive result of the discussion.
The focus group methodology includes several steps, in particular:
1. identify the purpose of the focus group
2. ask to complete any demographic information forms which may facilitate a careful
evaluation of data
3. warm up (introduction to the topic, presentation of participants, moderator and observer)
4. start from the participants experience
5. gather participants’ long and medium term expectations
6. looking carefully at power hierarchies
The language
Focus group is an observation technique, but the group of subjects selected is involved in a
debate on an established topic, on which opinions and perspectives come out and converge in
a spontaneous way. The kind of language used must be clear enough and easy to understand for
everybody.

The group
The homogeneity of the group is important in order to ensure that participants feel at ease to
discuss on certain topics because they recognise other people in the group similar to them.
Participants in the focus group should not know each other before, as someone could find it
difficult to express his/her own ideas in front of people he/she knows, or it could come out some
conflict inside the group.

1.2.2 Guidelines for a focus group on migrant women entrepreneurship
The qualitative analysis could focus on the following questions:
 How do decision-makers, advisors and entrepreneurs assess the overall framework
conditions and the economic and political funding environment for start-up initiatives
in their region?
 Do the three groups perceive existing regional support services differently?
 Is it possible to identify specific groups of people that experience disadvantage while
realising their goal of becoming self-employed?
The following guidelines can be provided to structure the group discussions:
Social needs /background
1. Personal capability to carry out self-employment
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 enough time a part of family duties
 personality with entrepreneurial spirit
2. Availability of personal support systems (families and friends)
 competencies/knowledge support
 financial support
 emotional support
 translation support
3. Personal networks for promotion / valuable contacts to the implementation of the
business idea
4. How could their social needs be supported by the project?
Economic needs
1. Checking personal start-up capital
a. for legal entity
b. necessary investments
c. costs for training, certificates, permissions
2. Insurance /support system in case of failure
3. How could their economic potential by increased by the project?
Learning needs
1. Skills and practice
2. Knowledge in second language in order to understand the necessary information /need
of ongoing help
3. Knowledge in business affairs / profitability calculations /book keeping / ...
4. Understanding of legal conditions /system in host country
5. Knowledge in networking and promoting
7. Related practical experiences
8. How could their learning needs be solved by the project? How can entrepreneurial skills
be promoted?
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In order to give to the toolkit users a concrete example of a focus group analysis, we hereby report a synthetic table with the results of the analysis
undertaken for the ARISE six participating countries:
Austria

France

Germany

Greece

Italy

Sweden

Findings of focus group discussions
Reasons for
selfemployment

- Cultural background:
self-employment is
highly respected, enjoys
high recognition and
improves people’s social
status; people have
international networks,
niche jobs
Discrimination in labour
market related to lack of
language skills,
competencies,
qualifications, to
complicated procedure
for the recognition of
qualifications gained
abroad, unemployment,
intercultural differences.
Educational level: lowskilled migrants
difficulties to earn
income from
employment.

Social and
personal needs

- Early access to education
system is one of the most
important prerequisites
for setting up a successful
business
- Parents might come from
countries where

- Tradition in
entrepreneurship in the
various countries of
origin, since people
migrating from
countries where this
tendency is greater are
more likely to create a
business in the new
country
- Ethnic specialization
can be a supporting
factor for the aspiring
entrepreneur who
intends to follow the
main career path of
his/her migrant
community of
reference

- Basic knowledge of
cooking
- Be autonomous and able
to produce about 20
dishes per day
- Know how to make
shopping

- Time
- Team start up

- Basic knowledge
of cooking
- At least basic
knowledge of
Greek and/or
English

- Organizational needs
- Support for
traumatized women
- Language

- Language
- Drivers license
- Access to information
- Available support and
network for
employment and selfemployment
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Economic
needs

education and/or
vocational training have
got a different value and
are perceived in a
different way than in
Austria.
- Understanding of
Austrian labour market
system (as well as all
related systems) highly
important for a successful
integration in labour
market.
- Sector related experience,
qualifications as well as a
sophisticated and
innovative concept with a
clear vision to stand out
of the crowd.
- Self-organization, the
willingness to take on
risks, perseverance,
entrepreneurial attitude

- Master French
- Want to share his
knowledge and show his
cook, to be passionate
- Taking initiative
- Rigor
- To be welcoming,
convivial to develop a
good contact with its
clientele
- Mental steel
- Good physical condition
- Joy
- Fantasy
- Team spirit
- Patience
- Creativity
- Diplomacy
- Curiosity
- Management capacity
- Organization

- Access to financial
resources is essential
- Know-how in businessmanagement and
commercial law
- Business plans,
calculations, funding
strategy
- Business language
- Access to information
- Experience

- Economic, financial
knowledge as well as in
assurance support and
legal pre-conditions.

- To be passionate
for cooking
- Taking initiative.
- Specific
knowledge about
the national
frameworks
including the legal
and financial
aspects
- Knowledge should
also focus on
market needs
- Strong motivation,
sense of initiative,
good
communication
skills,
organisational
skills and
creativity,
managerial
capabilities
- Public funds for
starting a business

- Networks
- Start-up capital
- Information about
financial
opportunities and
source of funding

- Mentors
- Information in
migrants’ mother
tongue

- Access to credit (lack
of credit history/nontransferability of credit
history from other
countries, lack of
stable residence status,
lack of collaterals, or
more stringent criteria
set up by credit
institutions for loans
to migrant
entrepreneurs)
- Credit institutions may
encounter other issues
when dealing with

- Social services for
income support
- available support and
network for
employment and selfemployment
- Business networks
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Learning needs - The drafting and writing
of a well-thought and
useful concept
- Managerial/
entrepreneurial/
administrative/legal
know-how
- Cost calculations
- Language
- Estimation of workload
- Cultural
techniques/behaviour

- Knowledge of the legal
and health framework
(cold chain training,
kitchen safety,
accounting, IT, etc.).
- Have background in
mathematics and
accounting
- Know basic principles of
business creation and
necessary administrative
procedures (insurance,
banks, charges, etc.)
- Knowledge of basic
elements in management
(management of
employees, time,
organization, etc.)
- Culinary skills
- Art of presentation
- Knowledge in
hygiene/safety rules
- languages

- Personal
preconditions
- Time management
- Qualification
- Business idea and
registration
- Business plan and
financing
- Personal safeguarding
(insurances etc.)
- Marketing
- Networking and
cooperation
- Internet and ebusiness

- Knowledge of
legal and health
and safety rules
Know basic
principles of
business creation
and necessary
administrative
procedures,
- Knowledge of
basic elements in
management.
- Financial aspects
starting from
establishing a
business to book
keeping and
taxation system.
- Marketing skills

migrant entrepreneur
clients. Hence,
migrant entrepreneurs
rely frequently on
informal networks,
like family or
community, to obtain
financial backing.
- Network of trust
- Strengthen
entrepreneurial
development policies
- Difficulties to find
facilities for business
- Many migrant women
unaware of value of
their skills
- General skills and
knowledge related to
business establishment
- Understand ideas of
market,
entrepreneurship,
competition
- Bookkeeping
- Taxes
- Contacts with banks or
credit institutions,
pitching to investors
- Notions of the
normative framework
of enterprises
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Challenges in
accessing
labour
market/obstacl
es to
implement
business

- Qualifications (long
procedure, difficult, often
negative outcomes)
- Administration/
authorities (bureaucracy,
access to continuing
education, intercultural
difficulties,…)
- Challenges for women:
Women with children
disadvantaged, Muslim
women face
discrimination, selfemployed women face
more risks,…

Austria

- Residence status
- Childcare

France

- Compatibility of
family and career
- Language
- Time
- Information on public
funds

Germany

- Migrant women have
to face further
discrimination and
additional challenges
(i.e. compared to
migrant men)
- Migrants face cultural
barriers, difficulties to
interact with
bureaucracy, the
market, and local
authorities, both under
a theoretical and
practical point of view
– as they lack the
knowledge of
necessary phases of
entrepreneurial
initiative, they face
language barriers.
- Women face obstacles
within their family
(dependencies,
children and work),
often present heavy
psychological
pathologies. These
traumas could have an
influence on their
entrepreneurial
behaviour if not
correctly addressed.

Greece

Italy

- Language barrier,
- Low skills
- Lack of support
- Bureaucratic system
Difficulties for women:
- Women responsibility
for children
- Lack of prior working
experience
- Lack of adapted
service to women
(better language
training services
considering their
responsibility for
child care)
- Extra support needed
for women
employment and
entrepreneurship
- Unjust division of
labour at home
prevent the women to
capitalize on
available
opportunities
- Cultural pattern
- Low educational
background

Sweden

23

From the above shown table, it was possible to draw some general conclusions on the target:
Social needs/background
Based on peer groups discussions the following aspects were commonly expressed or the view
of majority in all reports:
Division of domestic work between man and woman
Majority of partners reports take this aspect as one of the barriers for migrant women
introduction path to labour market. They mention the responsibility of the women with regards
of childcare seems to be a dominant problem that support services should pay attention to and
find solution for.
Patriarchal cultural pattern
In many cases migrant women need permission from their male partner to get access to different
services and activities. This issue can hinder migrant women to learn the host country language
or participate in educational activities. Further some focus groups highlight the psychosocial
needs of migrant women because they have been subjected to violence and trafficking during
their journey to host country.
Self-esteem
The Austrian partner rise the issue of self-esteem and, the willingness to take on risks, as
prerequisite for entrepreneurial attitude that can help women to become self-employed.
Experiences, educational background and traditions
Some focus groups rise the issue of prior tradition of entrepreneurship from home country.
There are some nationalities showing more willingness to start their own business, as for people
from the Middle East and Eastern Europe. While the same wiliness is lower among Latin
American and African migrants.
Knowledge in language
Many migrant women, especially those with low educational background lack sufficient
knowledge in host country language. Prevision of language training should be more adapted to
their needs.
Knowledge about labour market system in host country
Many migrants, especially women lack knowledge about the labour market system. The
understanding of the host country labour market system (as well as all related systems) is highly
important for a successful inclusion process in the host country.
Economic needs
The focus groups of the ARISE project point out several issues with regard to economic needs:
Access to financial resources
Many migrants, especially women do not have access to loans and financial supports as natives.
In some countries, loans and other financial incitements are available only to those with
citizenships. However, in Germany and Sweden, legal migrants have access to such financial
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supports. There are special programs devoted to start-ups among migrants and specific
programs focused on women and entrepreneurship.
In some countries, the issue of access to informal financial resources has been highlighted, such
as access to loans by country men and relatives. However, some risks have been detected with
regard to high interest rates and unlawful exploitations.
Knowledge and necessary conditions for start-up (entrepreneurial knowledge)
Majority of peer groups mention lacking knowledge about business structure and
entrepreneurial prerequisite among migrants. Some of the partner countries (Austria, Germany
and Sweden) provide specific programs with regard to training in start-ups. However, these
programs have shortcomings with regard to content, length and also language barriers.
Many migrants lack also access to business network, which is necessary to facilitate and
catalyse a successful start-up.
Learning needs
Skill mapping
Many of the focus groups were of the opinion that migrant women have skills which are not
stressed or even noticed. Other focus groups also mentioned learning needs however, the needs
should be more individualised. Some aspects were mentioned by German and Swedish partners
as essential.
Provision of entrepreneurial training
As many focus groups’ stated, there is a need to consider several important aspects when an
entrepreneurial course is given to migrant women. Those aspects cover initial prerequisite,
content, form and structure of such training.
Initial prerequisite
Skills in ghost country language is an important factor when an entrepreneurial course is
elaborated for migrant women. The course has to take into account the level of knowledge in
host country language. Further, prior working experiences are of importance with regard to
elaboration of course content. It will have an impact with regard to the length of the course.
Finally, the attitude or rather entrepreneurial attitude is vital for a successful start-up. According
to Italian focus group, they should be measured and mapped before course start in order to
increase efficiency and desired impact of the course
Contents of the training
The subjects can be divided in 2 categories:
i.

ii.

General subjects
a) Business areas (idea, plan, marketing, management, financing etc.)
b) Business networking
c) ICT
Specific subjects
a) Specific knowledge and skills according to the entrepreneurial activity
b) Knowledge of the related legal and health framework

To some degree, the focus groups then reaffirmed how heterogeneous the group migrants and
for that matter migrant women are with regard to their entrepreneurship possibilities.
25

The focus groups expressed several factors that are of disadvantage character for migrant
women. With regard to their social needs, the services provided has to take into account that
these women need extra support with regard to their domestic situation. Any support has to
address childcare issue, self-esteem measures and also address such cultural patterns as
patriarchal traditions. Further attention has to be paid of their painful experiences, especially
what they went through during their journey towards host country.
Regarding financial needs of the migrant women, almost all focus groups mention that lack of
access is a major obstacle towards any entrepreneurial initiative. This issue has to be covered
by any provision of training. Although in some countries, financial support is available, existing
barriers like language skills, lack of network and knowledge about these services constitute a
major impediment.
About learning needs focus groups definitions and areas of discussion can be divided in 2
groups. The first one is general knowledge and skills regarding entrepreneurship which covers
subjects like business idea and plan, marketing and ICT and also business networking. The
second is areas focused on food and catering specific subjects such as legislation, health and
hygiene and also safety.
To summarise the barriers, according to focus groups, following can be mentioned:
i.

ii.
iii.
iv.

Lack of access to critical information: practical advice on career re-entry options; help
in obtaining a reputable evaluation of their international degree, and guidance on how
to acculturate to the American workplace.
Complex and difficult-to-navigate licensing and certification pathways.
Limited access to higher-level vocational and business language classes that go beyond
the basic language offered in community classes.
Lack of the professional networks and social capital needed for a successful start-up.

Finally, one cannot ignore that the discussion from focus groups shows that the conditions in
partner countries differs with regard to availability of resources, legislation and also market
situation.
Based on the outcome of the focus group discussions following areas were recognised as
important success factors for migrant women entrepreneurship:







Networking
Vocational training and education
Role models
Mentorship
Financial aspects and rising capital
Bureaucracy and red tape

Another aspect that was highlighted by focus groups was the fact that the percentage of women
with different ethnic background who take part of the corporate support is low and the
percentage of migrants among those who refused support are higher than the aid granted.
Finally based on conclusions from focus group discussions, following advices and
improvement areas can be mentioned:
1. Review the financial security scheme for self-employed migrant women.
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2. Increase opportunities for self-employed migrant women in sectors with low thresholds
for start-ups.
3. Strengthen and ensure the quality of business advice and training.
4. Adapt regulatory frameworks for the very smallest companies.
5. Increase education efforts.
6. Continue with efforts to initiate and reinforce networking, mentoring, and other
interfaces.
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Chapter 2 – Training methodology and facilitating process
2.1 Introduction
ARISE project aimed at trying to use non-formal and participatory learning methodologies
tailored to learners’ needs and implemented in participative form. In particular it implemented
a flexible learning path to unleash creative and innovative potential of women engaged via:
-Creative Thinking→ to find innovative solutions for problems through ideas-generating
activities.
-Experiential learning→ testing what is feasible for opportunities for work and income for
migrant women.
-Cooperative learning→ use of holistic approaches to entrepreneurship and economic
participation of migrant women through group working, support and exchange of learning
experiences.
-Peer learning→ learning from each other and migrant role models, fostered through the visits
to successful social enterprises, cooperatives and meetings with successful migrant
entrepreneurs; transferring good practices and experiences via informal networking.
-Intercultural learning→ between migrant and welcoming communities throughout i.e. during
events inviting local communities.
For the part of the training more addressed to entrepreneurial skills, ARISE also used
Entrepreneurial challenge-based learning delivered through TRIO Model for Entrepreneurial
Education. This methodology includes: entrepreneurial culture; core entrepreneurial education;
entrepreneurial civil education. Entrepreneurial Design Thinking approach led learners through
cycle of discovery (ideation, empathy, inquiry, observation, research), cycle of planning and
implementation (project
management), cycle of
prototyping (experiment
and test). Participants
encompassed work on
idea canvas, business
model canvas, prototype
testing plans, value
mapping,
marketing,
feasibility study etc.
For the ARISE project,
active participation of
learners was then a
really important base on
which
building
a
constructive training path.
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In order to give advice and suggestions to who is going to work in the same context, this chapter
makes then an effort to introduce to process of learning through effective participation. It
outlines some practical step-by-step guidance for facilitators how to provide this kind of
training. The chapter is centred on concepts and procedures for Entrepreneurship Development.
However, it is up to facilitator to use the whole guideline, all the steps and exercises or select
some steps proper and relevant to the target group.
This chapter focuses on how to prepare the participant in the training in order to engage them
in participatory learning process. It also cover the roles and responsibilities that participants can
take on in a participatory learning process.

2.2 Participatory learning steps
This paragraph makes reference to special skills, methods and techniques for successful
learning as a toolkit for facilitators to organise and conduct training sessions based on the
principles of participatory learning. Participatory Learning and Action is a family of
approaches, methods, attitudes, behaviours and relationships, which enable and empower
people to share, analyse and enhance their knowledge of their life and conditions, and to plan,
act, monitor, evaluate and reflect.

Step 0. Planning
Step 1. Selection of participants
Step 2. Introduction of participants
Step 3. Clarifying participants’ expectations and concerns
Step 4. Understanding the objectives of the training
Step 5. Agreeing a time table
Step 6. Ensuring a conducive environment and active participation
Step 7. Reaching a consensus on training norms
Step 0. Planning
Objective: Plan the training path in the most efficient way
Method: Project planning.
Tools: Information based on the context research.
Since interests and capabilities of participating women differ, the facilitator should take a keen
interest in understanding the needs and aspirations of the participants before actually conducting
the training. The participants are volunteers. If they are not offered a conducive learning
environment, they may walk away and leave the training. In order to create a favourable
environment, the facilitator should prepare lessons and exercises well ahead of time. The
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training should be limited number of participants only to allow for activity, interaction and
personal relationship building within the group. Increased participation and group coherence
can boost the quality of the participatory learning process. Facilitator should seek to form to
share and exchange their views.
There are several planning steps that has to be considered ahead of the training, depending on
the level of training. The facilitator should initiate the planning process well in advance in order
to ensure a successful participatory learning experience. The initial steps can be:
a)
b)
c)
d)
e)

Preparing the training schedule (including study visits and peer-to-peer mentorship);
Preparing training tools;
Elaborating test exercises;
Convenience of the training venue;
Organise guest speakers and involve local authorities.

Step 1. Selection of participants
Objective: Select participant with capacity to manage the program.
Method: Elaborating criteria for selection and interviewing candidates.
Tools: Interviews and grading scales.
Facilitator’s tasks:
For entrepreneurship programs to be successful, it is important to elaborate selection criteria. It
is perhaps not surprising that programs with a successful track record were able to be highly
selective of women participating in start-ups.
Selection criteria can depend at what stages the participants are:
 Aspiration stage (I want to be a founder/entrepreneur).
 Intention stage (I will become an entrepreneur).
 Business Model Discovery (I’ve discovered an issue I’m passionate about solving –
problem, solution and product market fit validation) – can include development of
business plan or early market testing.
Some indicators to be taken into consideration are:
Indicator areas

Candidate’s specific constraints

Human capital



Selection of Sector





Access to
Information




Lack of a combination of education, work experience, vocational and
technical skills
Differences in preferences and barriers to entry and exit
Overrepresentation in traditional sectors that have low start-up costs
and limited barriers to entry
Female entrepreneurs, especially those in informal enterprises, operate
home-based businesses
Lack or limited access to technology due to affordability, lack of
knowledge, and/or social norms
Women more likely to start enterprise in sectors with low effective
demand leading to lower profits
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Access to Finance






Institutional
Factors




Less favourable profile with investors since women own small
businesses and do not have adequate collateral
Financial institutions may require higher collateral from female
entrepreneurs. Some banks may also require women to have a male
co-signer in order to open accounts
Low financial market participation
Preference for own savings to finance enterprises instead of credit
from financial institutions
Informality and home-based enterprises are mainly the result of a need
to combine work and family responsibilities
Limited vocational and technical skills may be caused by women’s
lower educational attainment or social norms that limit their physical
mobility

Step 2. Introduction of participants
Objective: To get to know each other.
Method: Participants form pairs and introduce themselves to each other. After 2-3 minutes they
return to the group and introduce their co-participants to the other participants.
Tools: Material as pieces of paper, flip charts, markers.
Facilitator’s tasks:
Example of introduction topics for participants:
 Name, meaning of name
 Educational background
 Contributions as a youth club/association member
 Previous engagement in entrepreneurship
 Something special about themselves
Step 3. Clarifying participants’ expectations and concerns
Objective: To identify what participants expect to gain from the training.
Method: Participatory techniques to allow participants to express their expectations and
concerns.
Tools: Material as flip charts and markers.
Facilitator’s tasks:
Examples of expectations and concerns
Expectations:
 Gain knowledge in establishing and running a business
 Gain experience and skills in applying participatory learning methods and tools
 Develop skills on how to facilitate entrepreneurship trainings
 Learn how to develop a business plan
Concerns:
 Time allocated for the training is not sufficient
 Schedule is not adapted to the participants
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 Participation is limited
 Childcare
 Support from family

Step 4. Understanding the objectives of the training
Objective: Enable participants to understand the objectives of the training.
Method: Participants discuss and compare their expectations against the set objectives of the
training.
Tools: Listed training objectives on a flip chart.
Facilitator’s tasks:
Objectives of the training could be listed as follows:
 Understand how to generate, identify and select business ideas.
 Acquire relevant knowledge and skills to start and successfully manage an enterprise/
business venture.
 Understand the preparation of a specific, comprehensive business plan tailored to each
individual’s entrepreneurial needs.
 Understand the linkages between the entrepreneur and all the resources and services
needed to successfully launch and sustain an enterprise.
 Understand saving as a life skill for individual livelihood and business improvement.
 Creating links between participants and with associations, etc.
 Enhance their skills and restore their self-confidence, enable them to identify their
internal and external resources.
Step 5. Agreeing a time table
Objective: To reach a consensus with participants on a time table and time management.
Method: Open discussion.
Tools: Detailed time table for the training, days’ time table.
Facilitator’s tasks:
The process of agreeing with participants the training timetable can be summarised in the
following steps:
 Introduce the training content and present the detailed time table (3-5 minutes) that
should be well prepared in advance. Then ask participants to agree upon the day’s time
table.
 Inform participants that the detailed time table is flexible, will be reviewed on a daily
basis.
 Mention that the detailed time table will be left visible on the wall until the end of the
training.
Step 6. Involving participants and assigning roles for active participation
Objective: To ensure participants actively take part in the participatory learning process.
Method: Share information on active participation and assign roles to participants.
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Tools: Participants’ daily task table.
Facilitator’s tasks:
Each participant is supposed to assume the role of a facilitator at least once in order to gain
first-hand experience in facilitating the participatory learning processes. He/she will be assigned
a session or exercise and asked to prepare himself/herself by reading the relevant chapter
carefully and preparing the materials needed for the session. In order to assign participants, the
facilitator will do the following:
1. Assign participants to facilitate exercises of the participatory learning process
 Select and arrange suitable exercises/activities for different sessions.
 Note down the exercise number and the number of the page where the respective
exercise can be found on a piece of paper and roll it up.
 Put the paper rolls in the middle of the circle of participants.
 Ask participants to pick a roll.
 Ask participants to study and prepare the exercise indicated on their respective notes
and offer help and support in case of any questions.
2. Assign volunteers for daily activities
 Every day, there will be various other roles to be assumed by participants to help
structuring and supporting a smooth participatory learning process. In order to assign
such other roles to participants, the main facilitator will do the following:
o Draft a “Daily Tasks Table” daily activities or functions required ensuring a
smooth participatory learning process,
o Then ask participants to facilitate the learning process attached to the respective
exercise.
o Specify the day and time when they will be expected to facilitate the exercise.
o Explain that following each facilitated exercise, participants will evaluate and
discuss the performance of the facilitator.
Step 7. Reaching a consensus on training norms
Objective: Allowing participants to discuss and reach a consensus on training norms.
Method: Small or large group discussions.
Tools: Material as flip charts, markers.
Facilitator’s tasks:
 Ask participants to form pairs or small groups of 3-6 individuals and to come up with
three training norms that they consider important (5 minutes).
 Put up a flip chart on which all proposed training norms and procedures will be noted
and displayed throughout the entire training.
 After the small group discussions, the groups are supposed to present their results in
plenary.
 Note down the points raised by the groups on the flip chart and correct or classify
redundant points with the help of participants.
 Summarise the main “training norms” and get the agreement of all participants to adhere
to the negotiated norms throughout the entire training.
 Point out that the procedure supervisor will ensure that the agreed training norms are
observed and respected.
Example of Training Norms:
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All mobile phones to be on silent mode
We are attentive
We cooperate with the facilitator
We are on time
We do not refrain from giving our constructive opinions
We do not waste time or cause a distraction by talking amongst ourselves while the
training is ongoing
We do not interrupt others while they are speaking
We care and will understand if other participants are not feeling well
What we discuss in the group is confidential.

2.3 Intercultural Communication
Together with facilitating processes, it is important to take care of communication towards this
particular target. In the case of actions addressed to migrants, we commonly speak about
“intercultural communication”.
It is however important to define culture before exploring how better communicate with persons
with different cultural framework in an effective way.
Up until the 19th century, culture was mostly synonymous with what was considered “high
culture”, such as paintings, music and literature. This meaning was largely changed by the
newly emerging science of anthropology that started to define culture as something that belongs
to everyone and not just a small elite. British anthropologist Edward Tylor (1871) provided the
first all-encompassing definition of culture as “that complex whole which includes knowledge,
belief, art, morals, law, custom, and any other capabilities and habits acquired by man
[meaning human beings] as a member of society”.
Culture can also be modelled in many different ways. While models are overly simplistic and
do not reflect the depth and diversity of real life, they are useful as a tool of learning.
According to onion model, culture is like an onion that has several layers to be peeled off until
we get to the core. As we peel off the layers, we move from the external, more manifest aspects
of culture to its less visible and more structural dimensions.

What happens in an intercultural encounter?
Cultures never meet – it is always people who meet and interact with each other and it is these
people who are embedded in different culture(s). The model of the onion is useful to understand
the complexity of identity as well. We each represent an onion that is made up of multiple
layers. In order to understand a person, we need to peel off the layer of habits, clothing and
appearance first, then the layer of the person’s internalised norms and values second, and finally
the layer of their fundamental, unquestionable values and assumptions.
In turn, our individual onions are all part of the bigger and even more complex onions of the
various cultures we belong to. In fact, when we interact with each other, it is our “onions” that
interact. As we try to make sense of each other, our identity-onions meet at all the different
layers from visible to more hidden aspects.
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The more different our onions, the more probable it is that conflicts and misunderstandings will
arise. While every layer is prone to creating conflict, it is usually harder to face differences, as
we get closer to the core. The black hole is where the most serious conflicts take place – these
dimensions of culture are so natural and at the same time so essential to us that it is very difficult
to accept that they may not be universally shared by everyone.
Moreover, another important concept to better understand intercultural communication issues,
is that we are all determined by our own cultural and social context. Culture is like a pair of
glasses that we cannot take off, we can only see the world through them. We do not realise the
existence of our own cultural values and norms until they are questioned or challenged and it
happens usually when we face rules and norms different from our own. It is through meeting
the “other” that our values become manifest.
Based on these issues, the Frech psychologist Margalit Cohen-Emerique has developed a
method of Critical Incidents very useful to facilitate intercultural communication and conflict
resolution in professional situations.

Principles of Critical Incidents Methodology
According to this methodology, in all cross-cultural conflict there are two sides involved so that
conflict can never be explained by the strangeness of the other but rather the interaction of two
differing cultural reference frames.
Through the analysis of culture shock experiences (or critical incidents) the method allows a
better understanding of how our own cultural framework shapes the interaction and helps us
reach some degree of cultural neutrality, allowing for a better negotiation of possible solutions.
Culture shock is an interaction with a person or object from a different culture, set in a specific
space and time, which provokes negative or positive cognitive and affective reactions, a
sensation of loss of reference points, a negative representation of oneself and feeling of lack of
approval that can give rise to uneasiness and anger.
Cohen-Emerique’s intercultural approach is based on three steps, each based on different
training methods and tools and requiring the development of different competences from the
professionals.

1st STEP: Decentration
The first step – decentration - is based on the recognition that if there is a conflict it is not the
mere consequence of the culturally different other, but rather the interaction between two
different cultural reference frames. Decentration thus invites to the exploration of the
involvement of one’s own cultural – including professional - models, practices, norms and how
they enter in interaction with the values / norms / expectations of the other.
This first phase implies the acquisition of tools helping self-awareness, self-perception. A core
skill is the capacity to take a step back from a potentially delicate situation and try to resist the
need of immediately looking for the answer and judgment in the other (“how can they oppress
the women by forcing them to hide their face and body curves?”) and instead turn the attention
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to ourselves (“why is it so important for me to choose the way I want to dress? Why is it
important that women show their face and body curves?”).

2nd STEP: Understanding the reference frame of the other
Once we have gained awareness of our own cultural norms, values, patterns, we are ready to
open our eyes on the other. The objectives of this phase are:


Gaining a more elaborate idea of the cultural values, norms, patterns of people from
other cultures, going beyond simplistic assumptions and stereotypes;
 Becoming aware of the multitude of factors that may influence the cultural reference
frame of the other.
Key skills in this phase are: Daring to be curious; Observation; Connecting the observations in
a systemic way to our set of knowledge and practices (e.g. widening our representations of what
a greeting ritual can be by slowly learning the delicate nuances of the bow).

3rd STEP: Negotiation
The third step, negotiation implies finding a solution to a concrete problem in a way that
respects as much as possible the identities of both parties. A variety of attitudes and skills can
be developed to improve our negotiation:




Active listening, non-violent communication: listening to the other, not just focusing on
what we want to achieve and where our own reservation line is.
Resistance to the need for closure: avoiding our genuine wish to close communication
and end the relation in emotionally challenging, threatening situations.
Awareness of non-verbal communication (our own and that of others).

2.4 Creation of a safe and creative atmosphere
In order to build up the basis for a safe intercultural space we propose to:
 Introduce of everybody in a playful way (using ice-breakers, warm-ups...); the main
goal is to get to know each other while creating a safe and comfortable space.
 Underline the importance of knowing that it is possible to share but it is not compulsory
to do so, as well as to define the confidentiality framework (eg, “what will be said in
this room will remain in this room”). The idea is to make people feel comfortable and
safe right from the beginning.
 Before presenting the program, invite participants: to share their expectations
concerning the workshop and to identify their own learning goals and motivation in
participating in the course. This will help you reflect on each participant’s expectations
while presenting the program and clearing uncertainties and doubts. You can start
asking a general question as: “What it’s your dream?”. This question helps to find out
wishes and become the group more open-minded.
 Establish group ground rules to respect during the workshop with the whole. You can
write them down on a flip chart and hang it on a visible part of a wall. This will help to
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ensure effective group working and to promote mutual respect and understanding
between learners and you.
 Start with ice-breakers and group building games before each activity in order to bring
the group closer together and create a real group dynamic.
 Find common subjects to launch discussions and promoting exchanges.
 Use cooperative learning instead of competitive learning.
On the other hand, in order to keep participants engaged during the whole training, it is
important to show learners from the start the benefits of the whole programme: improvement
of skills, gaining new competences, enjoying interesting activities, bonding with new people
etc. Each session should highlight the learning achievements and give some interesting subjects
that will be worked during the next session for motivating the participants to engage in the next
one.
Regarding language obstacles, some practical ideas to overcome them are:





Set up an active listening: focusing totally on the person who speaks to us, checking if
you are right – from time to time- by summarising what you understood.
Prioritize non-verbal activities such as artistic exercises, collages, theatre…
Choose medium of communications basis on imagery (photos, images) avoiding text
block
Use key words in order to highlight skills they will acquire through the program as well
as key words to underline the positive impact that such a workshop could have on them.
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Chapter 3 – Entrepreneurship training
3.1 Introduction
This chapter focuses on entrepreneurship training program implementation and includes
practical solutions and recommendations to guide the design and implementation of genderinformed programs. The chapter includes training and technical assistance programs and
recommendations to support the integration of gender in the training, access to finance and ICT
programs. The contents included in this chapter have been taken from ARISE project
implemented by the partner organisations. All together, these cases show that:
 Business development services and technical assistance can allow women entrepreneurs
to tap into new and more profitable markets.
 Improved access to finance can support the growth of women-owned businesses.
 Better access to knowledge and use of ICT and social networkcan provide new business
opportunities.
Training programs can be especially important for women. A marginal increase in schooling
rises an entrepreneur’s business income by 5.5 percent on average. This return on marginal
schooling is higher for women. Researches shows that countries that provide more incentives
and support systems specifically designed for women entrepreneurs have higher rates of female
entrepreneurship. In countries where such specific support services do not exist, there are lower
levels of women’s entrepreneurship. Training could cover a range of skills such as:
 Communication – text messaging, emails and Internet use.
 Networks and sharing – use of social networks and social media
 Advocacy and governance – connecting with women’s groups, advocacy to promote the
participants.
 Knowhow – accessing market information and market prices, sourcing materials,
information on farming practices, and finding new markets.
 Using ICTs to improve business efficiency – recordkeeping, financial management,
customer databases, etc.
 Accessing business development support services – business planning, funding sources,
etc.
 Banking – banking and online banking.
As said in Chapter 1, while developing the training, it could be particularly important to map
the local ecosystem in order to give the right support to migrant women when they will want to
start their enterprise.
Mapping and assessing regional/local business support infrastructures and their inclusive
approach towards entrepreneurship, combines a secondary analysis of the overall start-up
environment in the region with a direct survey among decision-makers, start-up and business
advisors, and entrepreneurs.

38

3.2 General tools and training activities for Workshops
Before starting presenting each of the Workshops that will be held for every module, it would
be useful to mention some commonly used tools and training methods that aim not only to assist
the trainers but also to make the best out of every workshops’ participant.
For example, it would be nice if the training during the Workshops was variated, in order to fit
the different needs and preferences of the participants. Some people learn easier by working in
groups, some others by working individually. Some are intrigued by games, while others prefer
stories. Because people have different styles of learning, having a mix of learning activities
might be the best way to make the training fun and engaging for everyone, and so to enhance
its efficiency.
Switching between individual and group work is always an effective way to address different
learning preferences. Individual work can be beneficial to develop a sense of independence and
raise self – confidence, but group work is also important to cultivate cooperation and provide
space for everyone to speak and share ideas and opinions.
Another challenge that may come up during the Workshops is the limited level of engagement
on the behalf of the participants. In order make sure that participants will keep their interest and
actively participate through the whole duration of the workshops, various methods can be used.
For instance, if the trainer is the only one who does the talking, it can get boring for everyone
else. Asking questions gives participants a chance to share their knowledge, which is significant
when teaching adults. However, the key is to ask good questions which cannot be answered
with a simple yes or no, but questions that can foster further discussion and sharing of opinions.
Trainers can also ask participants for real – world experiences that are related to specific issues
of the Workshops, so as to engage their interest and make them open up.
Except for discussion during the Workshops, participants’ interest can be caught through the
use of games, as an interactive way of learning. Games work very well for lifting energy and
also as a basis for reflections. Often, we learn something better when we use our body in some
way, it helps to make a topic concrete, fun, and easy to remember. If participants start to look
sleepy or bored, it might be time for a game!
Moreover, reflection on experience is important when teaching adults. The key to facilitate
good reflections is to focus on personal experience and insights by letting participants express
themselves in an open and receptive environment. As a prerequisite, participants should have
already acquired a feeling of trust in order to share personal stories with the group, as it is not
easy for everyone to open up to strangers.
Last but not least, we should not forget that Workshops are some form of teaching classes, so
it would be helpful to include some class features. For example, a flip chart is always a good
way to focus attention and write down or draw what is important. It can be used to explain
things, and it also works well to invite someone up to the chart and do some kind of task while
the class watches. In general, it adds to the interactive side of the Workshops, which is crucial
for the achievement of the desired outcomes. And of course, don’t forget breaks! When there
is a feeling of energy – dropping, take a short break for stretching and having some water or
snacks, and then go back to class with a brand new positive attitude.
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3.3 Training contents for migrant women
The ARISE project included non-formal education divided in three parts:
 Module 1: Five Workshops about development of personal and soft skills
 Module 2: Ten Workshops about entrepreneurial education, entrepreneurial culture,
entrepreneurial civil education
 Module 3:Five Workshops of “Learning by Doing”
In this specific methodology the participants have a leading role, gaining in this way an
immediate understanding as they come from a different cultural environment and the local
language is not their mother tongue. Cooperative learning has been found to be an effective
strategy (Edvantia, 2007, p 90). Also, group discussion is a teaching method that can be
effective because it can be challenging, promote learning and encourage tolerance. Social
studies’ teachers are charged with giving students an understanding of what democracy entails,
and that accepting other ideas and opinions different than the majority is a key aspect of
democracy (McMurray, 2007, p 49). McMurray states “meaningful discussion should be
promoted in a manner to ensure that learning is occurring, beliefs are substantiated by
evidence, and minority opinions are protected” (p 49).

3.3.1 Module 1: Development of Personal and Soft Skills
In this Module, five Workshops can be implemented focusing on the development of personal
and soft skills crucial for entrepreneurs. Those include, among others, creative thinking,
leadership, team – work, time and work management, sense of initiative and entrepreneurship,
overcoming risk aversion, communication skills, value mapping, transformation of problems
into challenges, etc.

1st Workshop: Welcoming
The 1st Workshop of the training will be an opportunity for everyone to meet and introduce
themselves. Following the welcoming and presentation of the ARISE project, its goals and
methods by the project manager or trainer, participants will be informed specifically about the
Workshops.
The main objective of this 1st Workshop is to set the fundamentals for creating a good learning
space. Participants will also have the chance to say hello and present themselves to the group.
At the end of the first meeting the group will set its goals, lay down operating rules and assess
the personal and team development that they would like to have at the end of the program.

2nd Workshop: Ice – breaking activities
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The 2nd Workshop will focus on ice – breaking exercises and the development of the feeling
of trust. As many of the upcoming Workshops will include reflection activities and sharing of
personal experience, participants should be feeling comfortable among the group to open up
and share. This is not an easy thing, especially for adults, and that is why building trust through
simple exercises and games is a long process that has to start from those early stages of the
Workshops.
A good idea would be to have participants set goals and aspirations regarding the Workshops,
but also ways to evaluate their achievement. They can be asked to write down why they’ve
joined the group and what are their thoughts and plans about after completing the project. At
the last Workshop, it would be nice to look back at this paper and compare what they were
expecting or hoping to learn and what they actually gained during the Workshops.

3rd Workshop: Development of Communication Skills
The next workshop will cover the thematic issue of personal development of communication
skills, both as a team member and as an individual.
Participants will be introduced to some basic communication skills that are important for
entrepreneurs, and which will help them develop the ability to understand and respond to a
customer’s demands. Using communication and interpersonal skills, participants will be able
to form a trusting relationship with business – related people, effectively promote their products
in face – to – face discussions, and, at some point, face the bureaucracy of local legislation and
public services.
More specifically, this Workshop will focus on:





Basic communication skills
Active listening: listening and understanding the customer
EPIC (Engage, Problem, Inform, Call to action) communication
Cultivating interpersonal skills

Table 1: Learning Outcomes of 3rd Workshop: Development of Communication Skills
Learning
outcomes
Knowledge
Skills

Competence

Understanding the importance of communication and interaction
in the business field
Utilizing communication and interpersonal skills to attract
customers and improve business
 Effectively listen and understand others
 Becoming able to clearly express themselves
 Successfully interact with customers and gain their trust
 Effectively inform customers and partners about
products/services and the needs those can satisfy
 Using honesty and frankness in everyday communication
Being able to appropriate interact with customers and other
business – related people (e.g. providers, partners, competitors,
etc.)
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4th Workshop: Development of Soft Skills
In this Workshop, participants will learn about the importance of some key soft skills in running
a business. Through exercises and games, participants will be encouraged to build trust in
themselves and believe in their abilities and potential. With adopting an approach of “Myself =
My friend”, participants will learn to identify and embrace their weaknesses and turn them into
points of uniqueness, that differentiate them from everyone else.
The content of this Workshop will include the following:





Basic soft skills
Building trust in ourselves
Getting to know our weaknesses and how to turn them into strengths
Adopting positive attitudes: Deriving positives from negatives

Table 2: Learning Outcomes of 4th Workshop: Development of Soft Skills
Learning
outcomes
Knowledge
Skills

Competence

Understanding the importance of soft skills for entrepreneurs
Identifying how exploit basic soft skills in every – day business
interactions
 Acquiring basic soft skills for entrepreneurs
 Developing self-confidence and motivation
 Learning to convert weaknesses and negatives into strengths
and positives
Using personal soft skills to manage a successful business

5th Workshop: Perseverance in Business
In the last Workshop of the 1st Module, participants will start getting their feet deeper in the
business waters. While establishing an enterprise is one thing, persevering in business is a whole
separate matter that has to be addressed at the start, so that participants will be as much prepared
as they can when starting their own businesses.
During this Workshop, participants will be presented with some crucial aspects that need to be
managed while maintaining a business, and that may be factors of instability and uncertainty if
not addressed properly. In order to engage participants, it would be helpful to use small group
exercises, for example making them work on a scenario where they overhear a bad comment
about their business and asking them how they would response or handle the situation. In that
way, the appropriate theoretical knowledge can be better assimilated and easier put to practice
when needed.
The following topics will be cover during the 5th Workshop:
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 Understanding uncertainties and the need to persevere in business
 Stress management
 Time management
 Making time matter
 Balancing between business and personal time
 Fear and Risk management
 Risk – taking
 Motivation and leadership in managing fear and risk
 Emotional Intelligence
 Conflict management: negotiating and putting emphasis on winning
Table 3: Learning Outcomes of 5th Workshop: Perseverance in Business
Learning
outcomes
Knowledge

Skills

Competence

Understanding business perseverance and the various issues that
have to be taken care of in order to achieve it
 Effectively manage
 Stress
 Time
 Fear and Risk
 Emotion
 Conflict
 Being able to identify factors that may influence the
functionality of the business
 Knowing how to manage factors of instability
Successfully persevering in business

3.3.2 Module 2: Entrepreneurial Education, Culture, and Civic Education
This Module consists of 10 Workshops focusing on core entrepreneurial education,
entrepreneurial culture and entrepreneurial civic education. They will be delivered through the
TRIO Model for Entrepreneurial Education, i.e.
i.

ii.
iii.

entrepreneurial culture: fostering entrepreneurial thinking, open – mindedness, risk –
taking, goal – setting, culture of sustainability; examples of innovative economically
sustainable models of food – related social enterprises and cooperatives (pop – up and
home restaurant, roaming eateries, social dining networks, cooking classes, food
markets, childcare cooperatives, direct – selling businesses);
core entrepreneurial education: working with ideas canvas, SWOT analysis, building –
partnership maps, sustainable business models, innovative flowcharts;
entrepreneurial civil education: sustainable business models, practical tools to trigger
and support social innovations, development of new ways of responsibility, citizenship,
networking and partnerships that are beneficial to oneself, community, and the
environment.
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1st Workshop: Introduction
The 1st Workshop of this Module will be an introduction to some basic terminology and
concepts of the entrepreneurial field. Participants will be introduced to entrepreneurial
education, culture, and civic education and will get a general idea about the various types of
enterprises, as well as the differences among them.
It would be beneficial to correlate business terms with conventional concepts that are more
familiar to participants. For instance, a common but straight – forward metaphor is the one that
presents a business and its elements as a tree and its parts. In that way, participants can visualize
the term and have it in mind every time it will be needed.
Specifically, the 1st Workshop will focus on:






Entrepreneurial education: educating about, for and through entrepreneurship
Understanding entrepreneurial culture
Civil entrepreneurial education
Enterprises and entrepreneurs: different types and concepts
Entrepreneurial core competencies

Table 4: Learning Outcomes of 1st Workshop: Introduction
Learning
outcomes

Understanding basic entrepreneurial terminology and
competencies
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Knowledge
Skills
Competence

Familiarizing with the concepts of entrepreneurship and
entrepreneurial culture, and comprehending basic business terms
 Distinguishing between different kinds of enterprises
 Identifying important competencies for entrepreneurs
Connecting basic theoretical concepts with practical aspects of
running a business

2nd Workshop: Business Plan
In this Workshop, participants will be presented with some basic ideas about the development
of a business plan, and then they will be asked to prepare one for their own future businesses.
It might not be an easy thing to compose a fully functioning plan at this early stage, but this
initial try can be used as a reference point at the last Workshop, in order to compare the progress
made during the training, the additional knowledge acquired, and the different ideas that will
may have come up until then.
This Workshop will be mainly about:
 What a business plan is
 Necessity of a business plan
 Basic components of a business plan (product, market, technical factors, infrastructure,
financial analysis)
Table 5: Learning Outcomes of 2nd Workshop: Business Plan
Learning
outcomes
Knowledge
Skills

Competence

Understanding the concept of a business plan and its components
Understanding the importance of a business plan and knowing
how to develop one
 Analyzing market needs and potential opportunities
 Recognizing and using comparative advantage
 Clearly identifying the basic components of their business plan
Developing and implementing a complete and functioning
business plan

3rd Workshop: Financial Education
This Workshop is an important one, as establishing and running a business is by definition a
financial initiative. Participants should be familiarized with basic financial terms and concepts
and become competent in using this knowledge to make the most suitable financial decisions
for their business.
As the content of this Workshop might be too theoretical for some participants, it is highly
recommended to use practical exercises and reflection activities during its delivery. Participants
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should be asked to actively participate, express their comments or questions, and share personal
experience related with the discussed issues.
Financial education will refer to:
 Managing your money: profit and loss
 Staying within the budget
 Making a savings plan
 Financial restrictions and barriers
 Getting a loan: different types, interest rates, and repayment options
 Selling or buying on credit
 Debt vs. equity financing
Table 6: Learning Outcomes of 3rd Workshop: Financial Education
Learning
outcomes
Knowledge

Skills

Competence

Becoming familiar with the basic financial aspects of running a
small business and acknowledging the financial uncertainties,
potential restrictions and barriers that may come up
 Identifying profit and loss
 Being able to adequately manage the finances of a small
business
 Familiarizing with the concept of savings
 Understanding basic terminology on financial barriers, and
becoming familiar with their meaning and effects on a
business
 Understanding what causes profit and loss and under what
circumstances
 Recognizing the relation between profit and loss, how profit
can turn into loss and vice versa
 Identifying ways to cut spending by prioritizing expenses
 Knowing how to keep a balanced budget
 Developing and implementing a savings plan
 Deciding whether there is a need for loan, and if there is,
which loan product is the most suitable
 Identifying the advantages and disadvantages of using credit
Applying knowledge and skills into running a financially
sustainable business and being able to handle financial barriers
and restrictions, by deciding what is the most appropriate way to
act under given circumstances

4th Workshop: Avoiding Failure
Participants should be familiarized with all concepts relevant to owning a business, one of
which is the possibility of failure. As the learning audience will be adults, someone might think
that it will not be that difficult to teach them how to avoid or handle failure. However, the
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investment of not only money, but also of personal time and mental effort renders learning
about failure an integral and very sensitive part of the training.
This specific Workshop will include the following:
 Why do businesses fail?
 Managerial inadequacy
 Financial issues (income<expenses, running dry before becoming profitable, unpaid
debts)
 Personal problems
 Other reasons
 How to handle potential business failure
Table 7: Learning Outcomes of 4th Workshop: Avoiding Failure
Learning
outcomes
Knowledge
Skills

Competence

Identifying potential failure, addressing its causes and successfully
facing them
Acknowledging common reasons that lead businesses to fail, but
also ways to avoid and/or overcome failure
 Recognizing why a business might fail
 Identifying alarming signs of potential failure
 Efficiently avoiding failure
 Handling failure
Being able to minimize potential financial and other risks, and if
presented, being able to successfully overcome them

5th Workshop: SWOT Analysis
The 5th Workshop of this Modules focuses on a specific method used, among others, in
business management, the SWOT Analysis. Participants will be introduced to the basic
components of the method, aiming to become so familiar with its whole concept as to use it
when the time to make business decisions comes.
Again, it is proposed to choose an interactive way of presenting the contents of this Workshop,
as participants may become confused or bored while being presented with the theoretical part
of the SWOT Analysis. Active participation and sharing of questions and experience should be
highly encouraged to keep everyone engaged.
The content of this Workshop will include:
 Recognizing factors that may influence business decisions and plans
 Identifying Strengths, Weaknesses, Opportunities and Threats
 Using SWOT Analysis results to make business decisions
Table 8: Learning Outcomes of 5th Workshop: SWOT Analysis
Learning
outcomes

Familiarizing with the basic components of a SWOT Analysis
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Knowledge

Skills
Competence

 Recognizing both internal and external factors that may affect
a decision or an outcome
 Using those factors during the planning phase of a strategy or
decision
Analyzing Strengths, Weaknesses, Opportunities and Threats of
ideas and plans
Using SWOT Analysis to develop business strategies

6th Workshop: Legal and Regulatory Education
Nowadays that every business is considered a legal entity, every entrepreneur should have a
basic understanding of the current legal and regulatory framework. This Workshop will
introduce participants to some introductory issues of business law and will give them a general
idea of their legal rights and obligations. Depending on the circumstances, special focus will be
given to bureaucratic procedures and preconditions.
During this 6th Workshop, issues to be addressed will be:
 Basic terms of business law
 Legal and regulatory framework for businesses
 Legal rights and obligations of business owners (taxing, insurance, work health and safety,
etc.)
 Bureaucratic preconditions (relevant authorities, necessary documentation)
Table 9: Learning Outcomes of 6th Workshop: Legal and Regulatory Education
Learning
outcomes
Knowledge
Skills

Competence

Understanding the general legal and regulatory framework for
establishing and running a business
Becoming familiar with basic business law terminology, legal
rights and obligations, and bureaucratic procedures
 Developing a sense of legality
 Being able to realize and abide by legal obligations
 Knowing the legal rights of businesses and business owners
 Understanding and being able to perform basic bureaucratic
procedures
Successfully managing a law – abiding business

7th Workshop: Funding Opportunities
This Workshop will provide the participants with useful knowledge and skills about identifying
and taking advantage of funding opportunities. Even for small or medium sized enterprises,
founding reliable sources of funding depends mainly on experience and networking, and this is
why being able to access funding is more than important for running a financially sustainable
business.
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During this Workshop, the following issues will be covered:
 Resource mobilization (mechanisms and providers)
 Owner’s equity
 Pros and cons of different funding sources
 Own resources
 Gifts and offers
 Loans
 Credit
 Grants
 Access to funding programmes
 Social entrepreneurship: opportunities and challenges
Table 10: Learning Outcomes of 7th Workshop: Funding Opportunities
Learning
outcomes
Knowledge
Skills

Competence

Realizing the existence of various funding opportunities and
understanding both the advantages and disadvantages of each one
Basic understanding of funding concepts, sources, and
programmes
 Distinguishing between different funding sources
 Recognising and taking advantage of funding opportunities
 Becoming capable of gaining access to funding programmes
 Familiarizing with the concept of social entrepreneurship
Identifying which are the most appropriate sources of funding,
how to gain access to them, and what rights and obligations they
entail

8th Workshop: Marketing
In this Workshop, participants will be introduced to some basic terms and tools of marketing.
It should be noted that in today’s business world, marketing is a great opportunity to attract
customers and make a business profitable, as the existing methods and practices of marketing
are countless and can fit every enterprise’s needs.
Nevertheless, the concept of marketing can be quite abstract for some participants, so it is again
highly recommended to use some familiar metaphor or correlation that will help participants
assimilate and remember the relevant terms. For example, the notion of the “Marketing Flower”
can be presented, explaining to the participants that as plants have flowers in order to attract
insects and survive, so do enterprises need to attract clients to stay in business too.
The 8th Workshop will be focused on:





Basic terms of marketing policies
The 4 Ps: Product, Price, Place, Promotion
The Marketing Process: market research assessment of needs and deficits
Choosing the appropriate marketing mix
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Table 11: Learning Outcomes of 8th Workshop: Marketing
Learning
outcomes
Knowledge
Skills

Competence

Understanding the concept of marketing and basic terminology
Familiarizing with marketing tools and methods and becoming
capable of applying them in practice
 Researching markets and assessing market needs
 Using marketing policies to attract customers
 Choosing a marketing mix, according to their needs
Identifying the most appropriate marketing strategy, by using the 4
Ps

9th Workshop: Good Practices
In this Workshop, participants will have the chance to see everything that they will have already
learnt put to practice. They will be presented with existing good practices, in order not only to
provide them with examples, but also to make them believe that everything can be achieved if
there is strong will and that the theoretical part of the learning process can actually function in
real life. They will also be introduced to some key European tools and networks for women’s
entrepreneurship, that can be used in their future initiatives.
This second to last Workshop of this Module will be about:
 Examples of good practices in the area of women’s entrepreneurship (per partner country
and in general)
 Examples of food – related social enterprises and cooperatives
 Tools and networks for women’s entrepreneurship
 The European on – line Platform for women entrepreneurs (WEgate)
 The European Community for Women Business Angels and women entrepreneurs
 The European network to promote women’s entrepreneurship (WES)
Table 12: Learning Outcomes of 9th Workshop: Good Practices
Learning
outcomes
Knowledge
Skills

Competence

Realizing the feasibility of running a business, and becoming
familiar with useful tools and relevant networks for
entrepreneurship
Starting to get a more practical approach about establishing and
managing a business
 Associating theoretical knowledge to practical application of
real food – related businesses
 Recognizing potential opportunities for networking and growth
Becoming able to adapt working examples to their own business
plans and ideas, and taking full advantage of the available tools
and networks
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10th Workshop: Business Plan Competition
The last Workshops of the 2nd Module will be a game between participants, more particular a
“Business Plan Competition”. Everything that the group will have learnt until that time, will be
put in this simulation game.
For example, participants will start a game of role – playing in groups of two, where one person
will act as a businessman looking for funding, and the other as an unwilling banker being
persuaded to fund the business plan he is being presented with. In order for that business plan
to be good enough to persuade the banker, the potential entrepreneur will have to put in practice
the skills and competences she will have acquired during the Workshops, such as implementing
a SWOT Analysis and identifying and evaluating potential financial barriers. The plan will be
even more attractive for funding if it includes a solid marketing policy, which can be developed
using the “4 Ps”, as those were analyzed during the 8th Workshop.
The purpose of this Workshop is for participants to have a first, close – to – real, experience of
what they will face when they go out to the real business world. It can also help them identify
misunderstandings of concepts or ideas that were mentioned during the Workshop and clarify
possible points of confusion. Hopefully, when finishing all Workshops of this Module,
participants will have acquired general knowledge of almost every important aspect of
establishing and running a small business, and will be able to make their first steps in
entrepreneurship.

3.3.3 Module 3: “Learning by Doing”
This Module consists of 5 Workshops, composed of:
 3 visits to migrant – led enterprises and/or meetings with successful migrant entrepreneurs;
 2 Workshops to finalize business ideas developed at Module 2. Pivoting ideas using
business model canvas under experts’ guidance. Assessment of the business concepts on
their feasibility by the Expert Panel.
Visits to migrant-led enterprises (3 Workshops)
The role of experience is increasing productively. The participants can learn practically how
they can start and create their own business idea. This situated nature of learning and
remembering through activity is a central fact.
In particular, the objectives of those visits will be to:
 Foster intercultural dialogue between the migrant entrepreneurs and migrant women
 Foster networking, knowledge, and experience-sharing among them
 Positive motivate participants to create their own food project-labor market
 Share knowledge and experience of successful social enterprises
 Create the opportunity for participants to learn tips of successful marketing and how to
develop entrepreneurial initiatives
 To build in a long term of Cooperatives as effective of those visits to support the
integration of migrant women and to
 Get advice and feedback from customers to facilitate access to the labor market
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4th Workshop: From Theory to Practice
This second to last Workshop of the training will be about starting the “business journey”.
Participants will understand that the Workshops were just one step of a longer journey towards
running their own successful business, and that is nice to dream and talk about starting a
business, but they actually have to do to accomplish their goal is to take the first crucial step.
Participants will also be encouraged to plan their next steps, for example by working in groups
and sharing the next three things that each one would like to do. Those steps can be incorporated
in the participants’ business plans, now that everyone will have a better view and understanding
about running a business.
The Workshop’s contents will be focused on:
 Pivoting ideas using business model canvas under experts’ guidance
 Assessing business concepts regarding their feasibility by the Expert Panel
 Creating a simple personal action plan
5th Workshop: What we learnt
Concluding the training, this last Workshop will be an opportunity for participants to reflect
what they’ve learnt, to share their ideas and thoughts, and to evaluate their progress through the
Workshops.
Participants can spend some time in groups and talk about their experience. The goal is to make
them understand and share what they’ve learnt. Some questions that can think about are, for
instance:





What was the most important thing I’ve learnt
Why was it important
How will I use what I’ve learnt?
What inspired/motivated me during the Workshops

3.4 Some additional transversal workshops
If time and resources are available, it is possible to enrich the previously described training path
with some additional workshops, some of which are briefly described hereby.
Additional workshop: Time management
Time management refers to a range of skills, tools, and techniques used to manage time when
accomplishing specific tasks, projects and goals. Time management is about getting more value
out of your time and using it to improve the quality of your life.
Initially time management referred to just business or work activities, but eventually the term
broadened to include personal activities.
Factors that waste time: Poor planning, lack of contingency plan, lack of self-confidence about
how to accomplish task at hand absence from, or being late to the work place, postponing jobs
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or assignments, poor organisation, difficulty with task prioritisation - not knowing which tasks
to focus on in what order.
Objective of workshop: Enable participants understand effective time management system.
Instructions: The participants will be grouped into three/four. One group will list timemanagement challenges/factors that waste time (experiential)The other group will list some
ways to overcome these challenges/time management strategies you can think of (experiential).
Summarise the discussion based on the hand out.

Additional workshop: Methods for gathering information
The participant has to spend time collecting information about their customers, competitors,
suppliers, relevant technology and markets. Gathering relevant information is important to
ensure that the entrepreneur makes well informed decisions.
An entrepreneur should have sufficient information and seek additional information on various
factors that are relevant to his/her intended new business activity. The different types of
information required are following:
Market: Market segments for low, middle and high income groups; Competitors and similar
products; Sales forecast; Strategic business location.
Supply: Machines/equipment; Raw materials; Other assets like office furniture; List of
suppliers and prices.
Infrastructure: Business premises available; Size of premises and rooms; Power, water and
other facilities; Transport facilities.
Business Management: Organisational form of the business; Needs in accounting and
accounting courses; Availability of qualified personnel; Training facilities for staff and owner.
Finance: Micro-finance loan conditions; Government financial facilities.
Legislation: Commercial code; Business registration process; Tax obligations; Tender
procedures.

Additional workshop: Defining a business goal
A Goal is a general direction, or long-term aim that you want to accomplish. It is not specific
enough to be measured. It is large in scope, not necessarily time-bound, and is something that
people strive for by meeting certain objectives which will hopefully add up to eventually
achieving the goal.
Objectives are specific and measurable. They can be output objectives, or they can be attitudinal
or behavioural. But most of all, they can be measured. They are concise. They are specific.
An entrepreneur must have a goal and an objective which is specific, measurable and attainable
relevant, and time bound (SMART).
 Specific: Great goals are well-defined and focused. The moment participant focus on a
goal, participant’s goal becomes a magnet, pulling participant and her resources toward
it. The more focused participant energies, the more power she generate.
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 Measurable: A goal without a measurable outcome is like a sports competition without
a scoreboard or scorekeeper. Numbers are an essential part of business. Put concrete
numbers in participant’s goals to know if she is on track.
 Attainable: Far too often, entrepreneurs can set goals which are beyond their
reach.Dream big and aim for the stars but keep one foot firmly based in reality.
 Relevant: Achievable business goals are based on the current conditions and realities of
the business climate. For example, participant may desire to have her best year in
business or increase revenue by 50%, but if a national economic crisis is looming and
three new competitors just opened in participant’s market, then participant’s goals are
not relevant to the realities of the market.
 Time-Based: Business goals and objectives just don’t get done when there’s no time
frame tied to the goal-setting process. Whether participant’ business goal is to increase
revenue by 20% or to find two new clients, it is important to choose a time-frame to
accomplish your goal.
Additional workshop: Planning
Planning is making a decision about the future in terms of what to do, when to do, where to do,
how to do, by whom to do and using what resources. An effective entrepreneur therefore usually
plans his/her activities and accounts as best as they can for unexpected eventualities.
The facilitator will ask the participants whether they have a plan for their businesses and
encourage those who do to share their experience.
Checklist for business plan: think about the following issues (not an exhaustive list).
 The product - Why would customers buy the product/service?Are the product
specifications clear and acceptable?
 The market- Geographical description of the business location. Is there local demand
for the product and if not, how can it be created?Who are the big competitors, how can
you counteract them and their influence?How many competitors does the business
have? If they are many, participant’s market share is low, which means that aggressive
promotion is necessary to ensure visibility.Does participant product need publicity and
if so, what expenses would that create?What is the trend in the selling price? Is there
any seasonality?
 Technical factors - Have you selected all the necessary equipment? What are your
reasons for this selection?Does participant know where to source the equipment from?
Who is the supplier?Does participant has the necessary skills and if not, where can you
get them?
 Infrastructure - Is the working/selling space adequate for business operation to
function?Are ownership/tenancy documents for the land/shop/workshop in order?Is
transport of raw materials or finished goods a critical factor and if so, how do you plan
to handle it while minimising costs?Do you need to register your business? What are
the legal requirements?
 Financial analysis - Have she done financial calculations of needed costs, resources,
income etc.?Have all the costs of production been included in her calculations?Does the
business generate enough cash from the beginning so as to meet immediate liabilities
(e.g. rent, loan repayment).Check her cash flow projections. Are they realistic?Check
all estimates of capital required as well as running costs.
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Additional workshop: Business Networks
In a business environment where we are in, we network with customers, suppliers, competitors,
various firms, different organisations, government offices and family, etc. Factors that affect
persuasion and networking:
 Socio-cultural background and perceptions.
 Communication skills (both verbal and non-verbal).
 Negotiation skills.
Additional workshop: Strengthening self-confidence
Self-confidence is the state of being certain that a chosen course of action is the best or most
effective given the circumstances. Confidence can be described as a subjective, emotional state
of mind, but is also represented statistically as a confidence level within which one may be
certain that a hypothesis will either be rejected or deemed plausible. Self-confidence is having
confidence in oneself when considering a capability. Overconfidence is having unmerited
confidence-believing something or someone is capable when they are not.
The training has to focus on different activities that develop the participant’s self-confidence in
order rise following characteristics:








Risk-taking: willing to take risks and go the extra mile to achieve better things.
Independent: entrepreneurs like to be their own masters and want to be responsible for
their own decisions.
Resilience: Ability to endure and survive setbacks and continue to build confidence in
whatever you do in your business.
Able to learn to live with failure. Entrepreneurs are going to make mistakes. They are
human. But they learn from these mistakes and then move on.
Ability to find happiness and contentment in work.
Doing what you believe to be right, even if others mock or criticise you for it.
Admitting mistakes and learning from them

3.5 Evaluation of the learning process
This paragraph will give some brief suggestion on the process of evaluation. Every session,
every day and the training as a whole will be concluded with an evaluation. Repeated evaluation
motivate the participant for mutual learning and helps to adapt to changes very fast. It will also
enable, intensify and support the ongoing improvement of the participatory learning process.
There are different methods for evaluation:
 Confidential evaluation - Every participant writes down his/her comments on a piece
of paper and passes it to thefacilitator.
 Open discussion- Participants are requested to record their evaluation on large grids
provided on the wall. Thefollowing morning, participants will be expected to give
their opinions about the evaluationresults and discuss these openly.
 Evaluation grid to evaluate a training day - The evaluation grid allows participants to
rate the content and delivery of training and theuse of time for each training day.
Example of evaluation
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1 = Inadequate 2 = Satisfactory 3 = Good 4 = Very Good 5 = Excellent
Evaluation aspects

1

2

3

4

5

Was the content essentially important
Did the facilitator use effective communication skills?
Was it encouraging/ participatory
Was the time use well-balanced
Was the training too long
Was enough time provided

At the beginning of the training, participants have identified their expectations and concerns.
On the last day of the training, they will be asked to express their thoughts again and compare
it with their initial expectations and concerns as listed on the flip chart and kept on the wall
throughout the training. In addition, each participant will be asked to fill in a final evaluation
form.
Also questionnaires to evaluate the level of satisfaction of the participants can be submittend at
the beginning and at the end of the workshops. In the following pages we give you example of
questionnaires to be used.
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Pre-questionnaire


General information

Name of contact person:
Age:
Country/City:
Name of the organization:
Contact email address:
Have you ever participated to another workshop related to development of entrepreneurial skills? If so,
please describe it:



Personal and soft skills

Please indicate on a scale of 1 to 5 (where 1=low, 5=excellent) your knowledge or skills about:
1

2

3

4

5

Creative thinking
Leadership skills
Team-work
Time and work management
Sense of initiatives and entrepreneurship
Overcoming risk aversion
Communication skills
Value mapping
Transformation of problems into challenges



Entrepreneurial education and culture

Please indicate on a scale of 1 to 5 (where 1=low, 5=excellent) your knowledge about:
1

2

3

4

5

Innovative economically sustainable models
Food-related social enterprises and cooperatives
Social dining networks
Food markets
Direct-selling businesses
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Business Plan
SWOT analysis
Canvas ideas
Building-partnership maps
Sustainable business model
Innovative flowcharts
Practical tools to trigger and support social innovations
Development of new ways of responsibility
Networking related
entrepreneurship



with

food

enterprises

and

migrants

Expectations, suggestions and comments

Please answer the following questions…

Yes

No

Why yes/why no ?

Do you have any expectations on the
event?
Do you think that you will have to face
some difficulties/challenges during this
activity?
Do you have any comments or suggestions
concerning the preparation of the
workshops and your expectations as a
future entrepreneur?
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Questionnaire for the final evaluation of the workshops



General information

Name of contact person:
Age:
Country/City:
Name of the organization:
Contact email address:



General impression

1- Please give three words that describe your experience of the module workshop:

2- According to you, what was the best part of the module workshop?

3- In your opinion, what was the least good part of the module workshop?



Organization of the module workshop

Please indicate on a scale of 1 to 5 (where 1= not at all, 5=very much) to what extent you are satisfied
with:
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1

2

3

4

5

Scheduling and timing
Location
Logistic/organization
Length of the module workshop
Participant’s synergy



Content of the module workshop

Please indicate on a scale of 1 to 5 (where 1= not at all, 5=very much) to what extent you are satisfied
with:
1

2

3

4

5

The overall module workshop program
The topics discussed
The quality of the activities completed
The intercultural collaboration
The preparation and competences of the facilitators/trainers
Others



Personal and soft skills

Please indicate on a scale of 1 to 5 (where 1=not at all, 5=very much) your knowledge after the module
workshop about:
1

2

3

4

5

Creative thinking
Leadership skills
Team-work
Time and work management
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Sense of initiatives and entrepreneurship
Overcoming risk aversion
Communication skills
Value mapping
Transformation of problems into challenges



Expectations, suggestions and comments

Please answer the following questions…

Yes

No

Why yes/why no?

Did the module workshop meet your
expectations?
Did you face some difficulties/challenges?
Do you have any comments or suggestions
concerning the preparation of the
workshops and your expectations as a
future entrepreneur?
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Conclusions and recommendations
The characteristics of the target group
The experience of the ARISE project tells that, generally speaking, the target group taken into
consideration has some general characteristics.
Migrant small business women are older on average when commencing business than all other
business people. This reflects the constraints imposed by family responsibilities and a period of
time necessary to become sufficiently confident in a new culture. It has been noted, however,
that the average age of small business women may vary substantially between areas of business,
and that for some newer areas of business the average age may be considerably lower.
The level of formal education background is generally not relevant to the success of migrant
small business women. However the overall duration and relevance of education, does
contribute to a successful business. An education which was relevant to the migrant woman's
small business pursuits contributed to the success of her business. Native women may be less
dependent on their education because they are more easily able to draw on life experiences and
knowledge of the business scene gained by living in the native milieu. This suggests that access
to relevant education and to business and societal experience may be important to the business
success of migrant women.
More than all other business people, the financial background of the migrant women's parents
can have a strong effect on their likelihood of operating a successful business. Women from
low income backgrounds are probably most likely to operate successful businesses.

The designing process of a training program
From a gender perspective, it is important to understand the specific constraints and incentives
that impact women and their businesses with respect to the type of program that you are
designing and implementing to ensure their effective participation.
Design programs that are tailored to the size and type of enterprise as well as the capacity and
needs of the entrepreneur. Female entrepreneurs with migrant background are not an
homogenous group. The type of entrepreneur, size of the business and sector to be targeted can
have a large impact on the provisions and outreach that are required to ensure participation of
women within your trainings’ target population. For example, women who are running an SME
may be more likely to recognize the importance of a training program on business planning
than women who are just starting their business. Similarly, programs that focus on formalization
may be of more interest to female entrepreneurs who operate a small enterprise, rather than
those that have a micro-enterprise. The duration and content of the training program can also
be different depending on the entrepreneur being targeted, including the level of education,
language level, literacy and numeracy. Short and focused training programs could be optimal
for women already operating a business, while longer and more general training programs may
be best for those just starting out. Consult with women’s groups and relevant stakeholders as
part of the design of specific products for female entrepreneurs or the selection of genderspecific program targets. These consultations will ensure that the right products are developed.
With regards to gender-specific program targets, prior consultations with women’s groups will
assist in the identification of the type, size and sector of the entrepreneur that should benefit
from the program’s activities and serve to channel information and advice on available services.
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The training program
Further to the contents suggested on Chapter 3, it is necessary to underline, how some contents
would always be included in the path.
Soft and hard skills such as customer care, hygiene and negotiations can be important additions
to a training program and are highly valued by women trainees. A focus on constraints such as
health, family planning, confidence, and nutrition are typically not included even though they
can hinder business growth. Consultations with women’s groups undertaken during program
identification should assess whether these additional areas should be included in the training
program.
It is also possible to add that some contents have always to be included in the program, such
us:
 Development of business plan, accountancy, marketing, economic and financial
literacy, business regulations and information and communication technology.
 Administrative procedures for business setup covering business registration and
affiliation with relevant chamber of commerce or professional body.
 Compliment with tax regulation, labour law and social security obligations.
 Accessing relevant business networks and establishing contact with suppliers and
potential customers.
 Rising start-up capital through facilitating access to bank loan and unconventional
finance such as microcredit mechanism and investment by venture capitalists and
business angels.

The training methodology
As previously underline, ARISE project showed how participative learning methodology can
play a crucial role in making the training effective.
Role models can also be important in developing entrepreneurial spirit and have impact on the
entrepreneurial propensity. Role models can foster entrepreneurship through role
representations and images.
Mentoring relationships between experienced and novice entrepreneurs can also have many
benefits for new and potential entrepreneurs. These relationships can increase awareness for
entrepreneurship, help with developing entrepreneurial attitudes and provide support and
encouragement during business creation and development.
Consider women’s time, mobility and childcare constraints during program design and
implementation. Provisions that might help to alleviate constraints on women’s time and
mobility include coverage of transport costs or distributing food that can be taken home. Special
attention should be given to the time and duration of the training program to ensure that it does
not add to women’s already heavy time burden or places them in potentially unsafe situations.
Providing childcare to program participants should also be discussed since many women may
choose not participate in the training program due to lack of childcare options.
Consider also including awareness raising activities and providing gender sensitization training
to family or community members. Cultural norms related to the role of women in society and
in the economy, as well as access to resources and opportunities need to be taken into account
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when designing and delivering an entrepreneurial training program. Awareness raising and
gender sensitization training in communities may be necessary before the start of the training.
For example, if the training program includes mentoring or coaching it may be more appropriate
for your project to match women entrepreneurs only with female mentors and coaches, or
mentors and coaches of the same religious group.
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Appendix 1 - The ARISE project
„ARISE–Appetite for Enterprise“ was a 24-month project
involving 6 partners from 6 EU countries - Italy, Greece,
France, Austria, Germanyand Sweden. The ARISE
project has been funded with support from the European
Commission, AMIF (Asylum, Migration and Integration
Fund) Union Actions Programme.
Aim of the ARISE project was to promote the social and
entrepreneurial capacities of migrant women through the
development and exploitation of knowledge and skills
that provide possibilities for income-generating activities.
Main objectives of the project were:
 To foster networking, for supporting integration of migrant women and their access to
work and development of entrepreneurial initiatives.
 To support migrant women to better integrate into local communities and increase their
economic potential via soft and entrepreneurial skills with an emphasis on food-related
industries.
 To promote the social and entrepreneurial capacities of migrants.
 To stimulate development and implementation of economically sustainable food-related
innovative business ideas.
 To share knowledge and experiences across partner countries with involvement of
successful migrant entrepreneurs raising awareness of social enterprises and
cooperatives.
 To foster intercultural dialogue and a culture of welcoming communities in partners’
countries to reduce social exclusion of migrants and contribute to their better
integration.
Main activities of the ARISE project were:
 Realisation in the 6 Countries of a quantitative and qualitative research on migrant
women‘s social and economic learning needs.
 Analysis of food-related (or other sector) business climate and preconditions.
 Implementation of an international training course for social workers, trainers and
intercultural mediators.
 Implementation of 20 local Workshops for 15 migrant women in each Country on skills
development, entrepreneurial education and finalisation of business ideas.
 Organisation of local enterprise events lead by migrant women, including the creation
of promotional films on business ideas developed.
 Development and production of an “Appetite for Enterprise” Toolkit for organisations
promoting economically sustainable innovative business ideas.
 Organisation of a final international conference in Hannover (Germany).
Thanks to the ARISE project:
- 23 social workers, trainers and intercultural mediators met and were trained.
- 120 training workshops and more than 500 training hours on entrepreneurship were
give throughout Europe.
- About 80 migrant women were trained and had the chance to develop their
entrepreneurial ideas.
- More than 1.000 people were sensitize (through social media, articles, events, etc.) to
the topic of promoting entrepreneurship among migrant people and women.
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Appendix 2 - The entrepreneurial ideas born through ARISE
(in alphabetical order)

Name of the
entrepreneurial idea
/ start-up

AFGHAN DINNER

Place in which it will
operate

Innsbruck (Austria)

Picture

Description of the
activities of the
enterprise

Afghan cuisine goes Innsbruck! The woman wants to open an Afghan diner
where vegan, healthy dishes with many variations can be consumed.
Moreover, customers will enjoy a quick service, and university students
will find special deals.
“The Afghan cuisine enriches the culinary diversity of the city. I would like
to be part of this enrichment.”

Migrant woman
involved

1
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Name of the
entrepreneurial idea
/ start-up

AFRICAN RESTAURANT

Athens (Greece)
Place in which it will
operate

She will look for a very good location where there are many African
people, close to train and bus stations.

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

It will be a home-style restaurant with a relaxed atmosphere, greeting
customers with a warm smile like they are home. She is planning to open
for everybody both Africans and Greeks, where the Africans will feel like
home having their county’s taste and also Greeks will have a new taste. The
prices will be affordable so as rich and poor people can visit the restaurant,
enjoying delicious home-made food.
She will need 10 workers
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Name of the
entrepreneurial idea
/ start-up

AFRITA

Place in which it will
operate

Palermo (Italy)

Picture

Description of the
activities of the
enterprise

Afrita will be an enteprise promoting the African culture and the relationship
between African continent and Italy. It will be made by three departments:
the Food Unit will include a restaurant and a food market selling African
products, the Tourism Unit will operate both in incoming (Africans coming
to visit Italy) and outcoming tourism (for assisting Italian tourists to travel
through Africa), the Education Unit will promote African culture through
seminars/laboratories/other cultural activities addressed to schools, young
people and, generally speaking, citizens.

Migrant woman
involved

The enterprise will be founded by 9 women of different nationalities:
Chile, Ivory Coast, Kenya, Nigeria and Senegal.
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Name of the
entrepreneurial idea
/ start-up

ARABIC DINNER

Place in which it will
operate

Innsbruck (Austria)

Picture

Description of the
activities of the
enterprise

The woman wants to focus on high quality dishes, freshly cooked. The
oriental specialities should be as authentic as possible and original as well
as innovative. An authentic Arabic diner has not yet been established in
Innsbruck.
“So many oriental specialities are unknown here. We would like to
introduce the local people from Innsbruck to our cuisine”.

Migrant woman
involved

Min. 1
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Name of the
entrepreneurial idea
/ start-up

CHALLENGER

Place in which it will
operate

Paris (France)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

She wants to set up a cooperative for women of migrant origin, especially
women working in the informal sector. According to her, all women have
skills, but when they arrive in France, they have problems validating these
skills, for the equivalence of diplomas. Starting from the observation that
most of them stay at home, or they trade but informally, Rokhaya wishes to
allow these women to work in a structured framework, where they can create
rights (pension, social security) but also create sustainable incomes. The
cooperative will take care of everything that can be shared (administrative,
legal, accounting), to let women devote themselves to their core business.
Rokhaya, who comes from Senegal.
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Name of the
entrepreneurial idea
/ start-up

CHEZ GHADA

Place in which it will
operate

Paris (France)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

The concept of his restaurant consists in implementing the know-how of the
cooks to enhance all the cuisines throughout the world. She had had this idea
for a long time, but when she arrived here in Les Grands Voisins in 2016, she
immediately understood that she was going to set up her restaurant in this
place, because it is a small society where there is a lot of diversity. Thanks to
its restaurant, there are no borders, and you can travel wherever you want
(there is a different dish every day). The trip is free, you just have to pay the
price of the plate!
Ghada, who comes from Tunisia.

71

Name of the
entrepreneurial idea
/ start-up

CONSULTING AGENCY

Place in which it will
operate

Innsbruck (Austria)

Picture

Description of the
activities of the
enterprise

The duo wants to make use of their intercultural and communication
competencies: A consulting agency for enterprises with focus on stress and
capability management, communication and promotion of creativity.
“Improving the business climate in companies is very important to us. With
our methods conflicts can be solved, communication and stress
management can be improved.”

Migrant woman
involved

2
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Name of the
entrepreneurial idea
/ start-up

COUNSELLING SERVICE FOR MIGRANTS

Place in which it will
operate

Nienburg (Germany)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

Many migrants who come to Germany have difficulties to cope with the
new situation, concerning language, public administration, health system
and many more. The counselling service shall give them support in a way
that is helping them to integrate into the new society.
Alina Wiesemeyer
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Name of the
entrepreneurial idea
/ start-up

DINNER AND DELIVERY SERVICE FOR STUDENTS

Place in which it will
operate

Innsbruck (Austria)

Picture

Description of the
activities of the
enterprise

The woman describes herself as multi-talented. She wants to use this gift to
open up a diner offering high quality Egyptian food to university students
at a low price. The range of food will be broad, the service extraordinary.
The combination of Egyptian food at a low price for students and delivery
service is new to local people in the city of Innsbruck.
“Customers will find a wide variety of specialties here. Whether vegetable
dishes, fruit variations or pastries - the entire offer can be bought at a
reasonable price.”

Migrant woman
involved

Min. 1
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Name of the
entrepreneurial idea
/ start-up

FRIENDLY CAFÉ

Place in which it will
operate

Uppsala (Sweden)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

A café offering affordable and gut-friendly coffee and food to people with
sensitive stomachs. Typical cafés in Sweden do not offer this kind of food
to a broad extent.

Maimouna Ahmat Hamid
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Name of the
entrepreneurial idea
/ start-up

GASTRONOMIE ET MARIONETTES
(Gastronomy and puppets)

Place in which it will
operate

Paris (France)

Picture

Description of the
activities of the
enterprise

She wants to introduce Eastern European cuisine to the French public through
targeted events, such as creative cuisine inspired by popular tales. She works
with a puppeteer friend who leads the tasting workshops with a puppet show.
She hopes to bring a cultural, playful approach to the pleasure of eating a
wide and inspired healthy diet.

Migrant woman
involved

Brigitta, who comes from Ukraine.
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Name of the
entrepreneurial idea
/ start-up

HAUSWIRTSCHAFTSSERVICE EHLERS
(Housekeeping Service Ehlers)

Place in which it will
operate

Nienburg (Germany)

Picture

Description of the
activities of the
enterprise

The Housekeeping Service is supporting its customers in any kind of
housekeeping needs from cleaning and caring to cooking and catering. The
service has been starting at a small scale shortly prior to the ARISE
workshops; with the help of ARISE, the company owner Ludmilla Ehlers
was able to start a professional marketing campaign. Meanwhile the
Service has already 3 staff members.

Migrant woman
involved

Ludmilla Ehlers
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Name of the
entrepreneurial idea
/ start-up

INTERCULTURAL MEDIATION

Place in which it will
operate

Paris (France)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

She would like to be intercultural mediator. As she speaks 3 langages fluently
(french, arabic and italian), she could be a mediator for groups or people who
needs help.

Zohra, who comes from Morocco.
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Name of the
entrepreneurial idea
/ start-up
Place in which it will
operate

LE PIMENT DE GISELE
(Gisèle’s Pepper)

Paris (France)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

Gisèle loves cooking with spices, and she wants to open a restaurant where
she will combine African and European foods. It will be aimed at all type of
clients, from parents to children, and local people, workers or people passing
through.
Gisèle, who comes from Togo.
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Name of the
entrepreneurial idea
/ start-up

LET’S PARTY

Place in which it will
operate

Uppsala (Sweden)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

Organization of events and parties for various occasions. Main target
groups: children and women. Birthday parties, baby showers, parties
exclusively for women, bridal showers.

Ola Barghouthi
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Name of the
entrepreneurial idea
/ start-up

MEDIATION SERVICES

Place in which it will
operate

France

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

Rokia would like to be the mediator between existing associations in France
and newcomers to enable them to create a network more easily, to avoid
being lost, to explain their rights, to transmit cultural codes to them for
better integration.
Rokia, who comes from Ivory Coast.
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Name of the
entrepreneurial idea
/ start-up

MINI- MARKET

Place in which it
will operate

Centre of Athens (Greece)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

The products will be fresh food like meat, fish, fruits and African food like
seme, dry fish as well as cosmetics of both Africa and Greece and cleansing
materials. All these products will target everybody (men, women, children,
elders)
She will need 2 workers
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Name of the
entrepreneurial idea
/ start-up

MOBILE TAILORING SERVICE

Place in which it will
operate

Innsbruck and the region of Tyrol (Austria)

Picture

Description of the
activities of the
enterprise

A mobile tailoring service founded by a migrant woman is an innovative
start-up for Innsbruck and its region. The woman wants to combine
European as well as Oriental looks, designs and ideas. The business will
offer high quality fashion for men and women.
“On request, we come directly to the customer's home. Especially elderly
and sick people need more support and help.”

Migrant woman
involved

1
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Name of the
entrepreneurial idea
/ start-up

MULTICULTURAL CLOTHING BUSINESS

Place in which it will
operate

Innsbruck (Austria)

Picture

Description of the
activities of the
enterprise

A business that offers traditional, modern but also old school clothing for
women. Women from different cultures should have the possibility to buy
their clothes at this very shop. The shop should highlight Innsbruck’s
multicultural aspect.
“People always enjoy identifying with their cultural heritage and their
homeland.”

Migrant woman
involved

Min. 1
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Name of the
entrepreneurial idea
/ start-up

MYCLOTHES

Place in which it will
operate

Uppsala (Sweden)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

Clothing store addressing women between the ages of 12-30, selling
affordable clothes with a unique design to what is found in Sweden.

Jinat Sharmin
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Name of the
entrepreneurial idea
/ start-up

ORIENTAL SHOP

Place in which it will
operate

Innsbruck (Austria)

Picture

Description of the
activities of the
enterprise

The choice of oriental accessories and home decor articles will be
exceptional as the shop will be authentic and yet exotic. On request of the
customer, an interior consultant can provide professional advice.
“Many offered articles will only be available at our store - that makes us
unique in Innsbruck.”

Migrant woman
involved

1-2
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Name of the
entrepreneurial idea
/ start-up

PASTRY SHOP

Place in which it will
operate

Innsbruck (Austria)

Picture

Description of the
activities of the
enterprise

It will be the first pastry shop in Innsbruck that offers specialities from
Ukraine/Russia. The pastries will be home made and exquisite, they will
combine modern and traditional food.
“With my pastry shop, I want to create a place where people do not only
find sweets, but also happiness and energy.”

Migrant woman
involved

1
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Name of the
entrepreneurial idea
/ start-up
Place in which it will
operate

RAHIMA

Paris (France)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

Zerfouna has chosen to work in the restaurant sector, as she has done
different work in this field for 12 years in Spain. She wants to open a intercontinental restaurant, where she would serve all types of cuisines from
around the world.
Zerfouna, who comes from Mauritania.
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Name of the
entrepreneurial idea
/ start-up

RESTAURANT

Place in which it will
operate

Athens (Greece)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

The cuisine will be inspired from African and Greek food. Using the social
media and complimentary cards she intends to promote her restaurant.

Besides her, she will need two workers and a chef
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Name of the
entrepreneurial idea
/ start-up

SWEET THINGS RUNNING ON VEGGIES

Place in which it will
operate

Uppsala (Sweden)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

Manufacturing and supplying locally produced dairy free creamy desserts
(sorbets and granitas) with a reduced fat content in comparison to the
dairy alternative sold by commercial ice cream producers.

Roxana Summers
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Name of the
entrepreneurial idea
/ start-up

SYRIA IN UPPSALA

Place in which it will
operate

Uppsala (Sweden)

Picture

Description of the
activities of the
enterprise

A café with a touch of Syria, providing live Syrian music, authentic Syrian
food and culture. Organizing Syrian themed parties and events, both
regularly and by request.

Migrant woman
involved

Julia Wazaifi
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Name of the
entrepreneurial idea
/ start-up

TAILORING SERVICE

Place in which it will
operate

Innsbruck (Austria)

Picture

Description of the
activities of the
enterprise

A business that wants to combine the traditional and the modern aspects of
the fashion world. The woman’s idea is to make women wear interesting
clothes, to upcycle old clothes and offer an express service.
“People will be convinced of the quality of service. The attention to detail
makes the difference.”

Migrant woman
involved

1
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Name of the
entrepreneurial idea
/ start-up
Place in which it will
operate

UBUNTU, PME SANS-FRONTIERES
(Ubuntu, SME without borders)

Paris XVI Arrondisement (France)

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

Ubuntu is a South African term meaning "I am what I am, thanks to what
we all are". As a highly qualified migrant, she found that most migrants or
French people from minority or from disadvantaged areas face
discrimination and exclusion from the labour market. It therefore came up
with the idea of working for a better integration of this public so that they
could participate in the productive system. It is in fact a business incubator
with shared services, administrative management, logistics, such as IT etc.
And among these services, there will also be a solidarity restaurant and a
grocery store.
Jacqueline, who comes from Cameroun.
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Name of the
entrepreneurial idea
/ start-up

WASSAKARA

Place in which it will
operate

Mali

Picture

Description of the
activities of the
enterprise

Migrant woman
involved

This project is called as her husband's nickname, to pay tribute to him
because before his death he wanted to open a restaurant in Mali. Assitan
aims to offer a mixed African and European cuisine, bringing some details
she has learned during her training in France. For example, she wants to
introduce a membership card in Mali, which does not yet exist. With the
benefits of her restaurant, she also wants to offer food training for young
girls so that she can pass on her knowledge.
Assitan, who comes from Mali.
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