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SECTION 1: INTRODUCTION 

This report is part of a wider study of the Fostering Adult Migrant Entrepreneurial Training and 

Qualification (FAMET) project. The project consist of partners from Denmark, Spain, Poland and 

Italy. The focused of the project is on migrant/refugee entrepreneurship education and lifelong 

learning. The project aims at doing away with discrimination barriers and obstacles using education 

and training. The project hopes to achieve this aim by creating, developing and enhancing the 

knowledge, skills, competencies and capacity of migrants and refugees. 

The first task, in the bid to develop the entrepreneurial capacity of migrants and refugees, is to 

understand the needs and competences required by migrant groups in the EU represented by the 

FAMET partners. To achieve this task, each FAMET partner has conducted country studies that will 

highlight opportunities, challenges and competences needed by migrants and refugees to become 

entrepreneurs. Entrepreneurship is an avenue by which migrants and refugees can establish 

themselves economically as well as provide employment opportunities. Migrant entrepreneurship 

will contribute positively to the GDP of EU member states. As highlighted in the Entrepreneurship 

2020 action plan, 52% of start-ups in Silicon Valley, are created by immigrants. Hence it is an 

important initiative that deserves attention.  

In the EU Migrant entrepreneurship is being promoted. Such initiatives include the entrepreneurship 

2020 action plan, EU networks for exchange of best practice in migrant entrepreneurship, and EU 

projects on entrepreneurial capacity building for young migrants1. However, at the national level the 

initiatives vary. Some national level initiatives are available only to immigrants than refugees. In 

other cases the initiatives are available for both. Despite the existence of these initiatives, most 

migrants are either unaware of the opportunities available for them, face market entry barriers that 

discourages their participation in the national entrepreneurship landscape or lack the competences to 

become an entrepreneur. As a result, there is the need for study that will provide a close to accurate 

picture of the entrepreneurship related needs of migrants in EU member states. 

This report provides that picture. The report is based on the outcomes of focus groups conducted by 

FAMET partners namely, Aalborg University Denmark, Crossing Borders Denmark, Euronet Italy, 

MEUS, Spain, Danmar Poland and Kainotomia, Greece. Each partner conducted focus group 

interviews with 10 migrants/refugees, 5 organization dealing with migrants and 2 migrants that 

 
1 https://ec.europa.eu/growth/smes/promoting-entrepreneurship/we-work-for/migrants_en 

https://ec.europa.eu/growth/smes/promoting-entrepreneurship/we-work-for/migrants_en


 

currently own businesses. In all insights from 51 respondents have been gathered. The interviews 

have been transcribed and analyzed to extract insights on the opportunities, challenges and 

competence needs of Migrants. In this report, analysed insights from Spain is represented. The 

insights gathered from this report will be used to understand the migrant needs which will result in 

the development of training modules for a certified training programmes for migrants. The training 

programme will be available for migrants online where they can on part-time basis follow the course 

which will equip them with competences to become entrepreneurs. 

 

 

SECTION 2: STATE OF THE ART BASED ON INDICATORS ON MIGRANT 

ENTREPRENEURSHIP IN SPAIN 

 

Table 1: Indicators on migrant entrepreneurship in Spain 

Indicators  

• Number of 

migrants 

 

6.104.203 (12.96% of the total population)2 

• Educational level 

and income level 

for migrants 

 

Educational Level: 

Migrants studying university Degrees 69.346 

Migrant studying rest of educational levels: 751.390 

Level of Migrants’ income compared to Spanish citizens3: 

 
2 ONU data 
3 http://www.ces.es/documents/10180/5209150/Inf0219.pdf 

http://www.ces.es/documents/10180/5209150/Inf0219.pdf


 

 

Resource: INE 

• Number of 

migrant 

entrepreneurs 

compared to the 

rest of the 

population. 

 

Spain is the fourth country in the European Union in number of entrepreneurs who come 

from foreign countries, according to Eurostat. Of the nearly three million freelancers that 

Spain has, around 169,274 came from non-EU countries and 157,255 from European 

States, for a total of 326.529 migrants entrepreneurs, representing about 10% of the total 

number of self-employed according to the figures from the Ministry of Labour, 

Migration and Social Security. 

• Number of 

migrant 

entrepreneurs 

with 10 

employees and 

more 

No specific data is available on the number of migrants’ entrepreneurs with more than 

10 employees in Spain. However, according to the EESC, in 2007 and 2008 immigrant 

entrepreneurs hired more than 1,000,000 employees in Spain4 

• Number of new 

migrant 

entrepreneurs per 

year. 

Again, there is no exact number of new migrant entrepreneurs per year. However, it is 

possible to say that the part of foreign entrepreneurs over the total amount of 

entrepreneurs in Spain grows. According to the figures from the Ministry of Labour, 

Migration and Social Security, the percentage of Spain has represented around 10% of 

total self-employed workers in October 2018, a percentage that has grown compared to 

the end of 2017, when it was 9.7%.  

• Number of 

policies aimed at 

promoting 

migrant 

entrepreneurship 

 

National level 

The law regarding entrepreneurship in Spain is the same for national and foreign 

entrepreneurs, especially at fiscal level. This said, the major policy supporting 

entrepreneurship at national level is the Law 14/2013 called ”Support for entrepreneurs 

and their internationalization”. This Law includes specific tools of support for migrant 

 
4 https://www.eesc.europa.eu/our-work/opinions-information-reports/opinions/contribution-migrant-entrepreneurs-
economy 
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http://www.mitramiss.gob.es/itss/ITSS/ITSS_Descargas/Atencion_ciudadano/Normativa_documentacion/Otra_docum/Afil_Extranj_Octub_2018.pdf
http://www.mitramiss.gob.es/itss/ITSS/ITSS_Descargas/Atencion_ciudadano/Normativa_documentacion/Otra_docum/Afil_Extranj_Octub_2018.pdf
https://www.eesc.europa.eu/our-work/opinions-information-reports/opinions/contribution-migrant-entrepreneurs-economy
https://www.eesc.europa.eu/our-work/opinions-information-reports/opinions/contribution-migrant-entrepreneurs-economy


 

entrepreneurs. One of the main advantage of this law for migrants is the wide variety of 

residence visas that it contemplates:  

• Investor residence visa. 

• Visa for SME entrepreneurs or freelancers. 

• Visa for researchers and trainers who are hired by a research center, a 

University or a business school. 

• Visa for highly qualified professionals. Those who are going to carry out their 

functions in a sector considered as strategic. 

By mid-2018, 26,090 residence permits had been granted by application of this law. 

Another important advantage of the Entrepreneurs Law for foreign citizens is the 

acceleration of the business creation procedures. 

Local level:  

It is also possible to find local policies supporting entrepreneurship and migrants’ 

entrepreneurship. For instance, the Barcelona City Council Development Agency 

launched an inclusive entrepreneurship model in 2004, to make entrepreneurship a 

realistic option for all people. The Barcelona Activa model is "universal", "tailored", 

"mixed" and "integrated": it is aimed at all people who want to be entrepreneurs.  The 

model has supported 18,000 new companies, creating 32,000 jobs. 

• Amount or 

number of 

financial 

instruments and 

credits for 

migrant 

entrepreneurs  

 

Several financial instruments are available to help entrepreneurs starting with their 

businesses. Despite those are not always tools that are specifically designed for 

migrants, they are offered and disseminated to this target. 

Here are some examples:  

The guide “Financing for entrepreneurs in the Community of Madrid5” has been 

carried out thanks to funding from the General Directorate of Migrations of the 

Ministry of Employment and Social Security and co-financed by the European Social 

Fund, which has supported the project «Comprehensive Itinerary of entrepreneurship 

for immigrants ”, within the call for subsidies from the General Directorate of 

Migrations for the integration of immigrants, executed during 2015.  

The Impuls@ Project is part of the Integrated Employment Services (SIE) of the Red 

Cross and works primarily with immigrants, but also with other people who have 

difficulties accessing and staying in the labor market. Through this project, assesors 

support entrepreneurs to access to the microfinance necessary to start their business idea. 

(11 micro-credits offered in 2018 in Valencia). 

In the same way, Tomillo Foundation offers free supporting services to migrant 

entrepreneurs, including support to access funding.6 

 
5https://www.accioncontraelhambre.org/sites/default/files/documents/guia_vives_proyecto._financiacion_emprend
edores.pdf 
6 https://www.parainmigrantes.info/programas-de-emprendimiento-para-inmigrantes-fundacion-tomillo/  

https://www.accioncontraelhambre.org/sites/default/files/documents/guia_vives_proyecto._financiacion_emprendedores.pdf
https://www.accioncontraelhambre.org/sites/default/files/documents/guia_vives_proyecto._financiacion_emprendedores.pdf
https://www.parainmigrantes.info/programas-de-emprendimiento-para-inmigrantes-fundacion-tomillo/


 

The Association of Self-Financed Communities (ACAF) promotes a group savings 

model to empower the low-income people (often migrants) to access credit, without 

outside help. In 2013 ACAF launched an online platform to help spread the methodology 

for self-financing communities around the world. http://www.winkomun.org/en (in 

English). 

• %measure of 

Success rate of 

Migrant 

entrepreneurs  

Despite of the lack of statistical data on this aspect, several sources appoint that migrants’ 

entrepreneurs are keener to be successful than other entrepreneurs. This would be 

explained by the fact that migrant entrepreneurs are used to working longer and harder 

to achieve their goals. In general, coming from another country, they have had to 

overcome more barriers and challenges.7 

 

• Contribution of 

migrant 

entrepreneurs to 

GDP 

The most solid source of information on this question dates from 2012 and the opinion 

published by the EESC called “The contribution of migrant entrepreneurs to the EU 

economy”8. According to this opinion, the contribution of migrant entrepreneurs to EU 

GDP is clearly positive. “It is very difficult to gather true empirical evidence as regards 

the actual contribution to the EU economy, however, there is data from the UK which 

shows that their contribution is estimated at GBP 25 billion to the UK economy per year 

- 6% of the total SME Gross Value Added (GBP 430 billion in 2007)9. This compares 

with a US study that shows small businesses in which immigrants make up half or more 

of the owners contribute an estimated USD 776 billion per year – 13% of total small 

businesses (USD 6 trillion in 2007).” 

 

 

  

 
7 https://byzness.elperiodico.com/es/emprendedores/20181218/negocios-lanzados-inmigrantes-tienen-exito-7207383;  

https://www.telemundo.com/lifestyle/2017/08/16/ser-emprendedor-inmigrante-tiene-sus-ventajas-descubrelas-
tmna1476798?image=8323484; https://www.emprendedores.es/crear-una-empresa/a72381/inmigrantes-
autonomos/; https://www.eleconomista.es/emprendedores/noticias/4425937/11/12/El-emprendedor-es-inmigrante-
y-crece-con-la-crisis.html 
8 https://www.eesc.europa.eu/our-work/opinions-information-reports/opinions/contribution-migrant-entrepreneurs-
economy 
9 http://www.bis.gov.uk/assets/biscore/enterprise/docs/b/11-515-bigger-better-business-helping-small-firms. 

https://byzness.elperiodico.com/es/emprendedores/20181218/negocios-lanzados-inmigrantes-tienen-exito-7207383
https://www.telemundo.com/lifestyle/2017/08/16/ser-emprendedor-inmigrante-tiene-sus-ventajas-descubrelas-tmna1476798?image=8323484
https://www.telemundo.com/lifestyle/2017/08/16/ser-emprendedor-inmigrante-tiene-sus-ventajas-descubrelas-tmna1476798?image=8323484
https://www.emprendedores.es/crear-una-empresa/a72381/inmigrantes-autonomos/
https://www.emprendedores.es/crear-una-empresa/a72381/inmigrantes-autonomos/
https://www.eleconomista.es/emprendedores/noticias/4425937/11/12/El-emprendedor-es-inmigrante-y-crece-con-la-crisis.html
https://www.eleconomista.es/emprendedores/noticias/4425937/11/12/El-emprendedor-es-inmigrante-y-crece-con-la-crisis.html
https://www.eesc.europa.eu/our-work/opinions-information-reports/opinions/contribution-migrant-entrepreneurs-economy
https://www.eesc.europa.eu/our-work/opinions-information-reports/opinions/contribution-migrant-entrepreneurs-economy
http://www.bis.gov.uk/assets/biscore/enterprise/docs/b/11-515-bigger-better-business-helping-small-firms


 

SECTION 3: OPPORTUNITIES AVAILABLE FOR MIGRANTS  

 

SUBSECTION 1:  A1 - PERSPECTIVES FOR MIGRANTS PER PARTNER COUNTRIES 

 

Migrants interviewed. Country of origin. 

Out of the 10 migrants interviewed we highlight the following variety in countries of origin: 

• America: 1 person (New York) 

• Europe: 5 persons (3 Poland, 1 Italy, 1 France) 

• Latin America: 3 persons (1 Colombia, 1 Venezuela, 1 Cuba) 

• Asia: 1 person (Lebanon) 

 

Current situation of migrants in Spain 

The labor situation in Spain is not in a moment of prosperity, but rather of recession, where the job search is 

complicated not only for migrants, but also for Spaniards themselves. Along with this, the COVID crisis will 

further worsen the Spanish economic and labour situation, further raising the problems of insertion about 

Spaniards and migrants. 

Taking this starting point into account, we can speak of three types of migrant profiles: 

• Those with specific training that is currently valued by the Market, and who have languages. These 

have not encountered serious problems entering the labor market, where the place of origin is less 

taken into account for the benefit of training and experience. 

 

• Those with general training (either vocational or university training) comparable to the average 

training of Spaniards. This type of migrant is already in a situation of competition in the labor market 

with the Spaniards themselves. 

 

• Those with basic training who are not eligible for a large part of the qualified offers demanded by the 

Spanish labor market. This type of profile is directly found with undervalued job offers, with lower 

salaries for being foreigners. 

We can summarize the situation with the following contributions from some of the interviewees: 

Dzhaner Ahmed Yashar “The current situation, the result of Covid-19, which affects the entire world globally, 

will make the situation of unemployment and crisis affect both migrants and nationals more strongly. However, 



 

in a situation like a crisis, nationalist sentiments arise, and the idea of 'Spain for the Spanish' grows. For 

example, when faced with a job offer, candidates, a migrant and the other Spanish, the employer will choose 

the Spanish worker without taking into account the professional competences, choosing him simply for the 

mere fact of being a national. In addition, there are occasions when wage differences occur, favouring the 

Spanish worker. Such cases are first-hand or familiar experiences. 

Marwan Alaily “The current situation of migrants and refugees is difficult, as well as for the local, because 

everything is affected by how the economy of the countries is going and how it goes around the world, it is 

harder for immigrants than locals, but at the same time I think they currently have the same opportunities”. 

Nina Nikolaeva Ivanova “From my personal experience, arriving in Spain many years ago, it was very difficult 

for me to have and get basic things. In principle, the Spanish bosses took advantage and by working in the 

fields, they paid less than the Spaniards, well-known people, me and my husband. Currently, things have 

changed, it is true that the foreign worker is paid the same and is considered equal, but in some cases, there 

is still a preference for the Spanish worker simply because he is a national in times of crisis”. 

Lily Haffaf “In Spain, the current situation is catastrophic in terms of employment for foreigners due to the 

high unemployment rate among Spaniards themselves. Foreigners are only left with exploitative jobs in 

subhuman conditions, except those with high-level training”. 

Opportunities 

In general, Spain is presented by migrants interviewed as a relatively open mind country, which offers good 

professional opportunities for people that are working hard and have a strong willingness to succeed.  

According to María Paola Soto Quintero: “Migrants are needed to do the work that nobody wants to do. The 

foreigner goes to work and even, the Spanish is going to stop, they are less reliable. In Venezuela we do not 

stop in the middle of the morning to rest and these things. There are cultural differences at work.” 

Also, opportunities are relatively similar to the ones offered to Spaniards, once the discrimination and other 

possible barriers are overcome. New technologies also offer number of opportunities, despite it is easy to get 

lost among those. 

 

SUBSECTION 2: A2 – PERSPECTIVES FOR ORGANIZATIONS WORKING WITH 

MIGRANTS. 

People interviewed, profiles of organisations 

5 professionals working in migrants supporting organizations participating to the focus group, belonging to 3 

NGOs which were selected for their different and complementary profiles: 



 

• Cruz Roja (Red Cross – Spain), with the participation of 2 technician staffs managing education 

services and employment services respectively, and both participating to a national project called 

impulse, dedicated to migrant entrepreneurship. The Red Cross is an international organization that 

started to operate in Spain in 1984 and that currently count with about 10.000 workers and about 

200.000 volunteers. In Valencia, they offer support to about 150 migrant entrepreneurs per year.  

 

• CEPAIM is a national NGO with offices in Spain and one office in Senegal (Dakar). CEPAIM was 

established on May 5, 1994, as a Consortium of Entities for Integral Action with Migrants, in an 

attempt to articulate a network structure between organizations in the third sector of social action, 

specialized in the processes of integration of immigrants and Refugees who met years before within 

the framework of the European Puzzle Network. The Cepaim consortium became a foundation in 

2008, in an attempt by its partners to promote a new process of articulation of a strongly consolidated 

entity at the state level, with the ability to tackle with greater capacity the multiple factors that affect 

the sustainability of the entities of the third sector of social action. A state-level entity with a strong 

territorial implantation at the local level and with the ability to gain professionalism, preserving the 

values, principles, capital knowledge and the social base of each of its partner entities. They count 

now with about 1000 collaborators, being workers and volunteers. In 2019, they offered support to 

781 migrants at national level.  

 

• “Pasa la bola” is a small NGO that promotes social integration through sport. They run the "Pass the 

Ball" inclusive sport Awards with entities from all over Spain. This NGO was established at the end 

of 2008 in Valencia, it is made of five members, who work with suppliers, collaborators and volunteers 

per project. One member of the NGO participated to the FG, together with a volunteer, promotor of 

the current edition of the inclusive sports awards. Among activities, they offer workshops and 

conferences about association set up and management together with the city council of Valencia.  

All the participants have long experience of working with migrant, between 10 and 18 years. Most of their 

activities in the frame of the NGOs are dedicated to migrants, from 40% (Pasa la bola) to 80% (Red Cross and 

CEPAIM) 

Among the NGOs selected, 2 of them offer specific services of support to migrant in their journey to become 

entrepreneurs. CEPAIM helps 39 to get registered at self-employed in 2019, while accompanying other 218 in 

their journey. Red Cross supported 60 people in Valencia to become entrepreneurs in 2019, and 10 so far for 

2020. Pasa la Bola doesn’t offer such services. However, they participated in this focus group as they represent 

the large majority of small NGOs working with migrants and that can be found in Valencia region, that doesn’t 

offer this kind of service. Indeed, MEUS listed and reviewed the profile of about 40 local NGOs working with 



 

migrants. They requested CEPAIM and the Red Cross to participate as they are renown for offering 

entrepreneurs support, but they are about the only ones offering such services. This is why we included other 

NGO representative of other organisations working with migrants and on social inclusion.  

 

Opportunities offered: 

Among the services offered by Red Cross and CEPAIM to migrants, we can list: 

• Assessment / assessment on business ideas 

• Accompaniment- Analysis of entrepreneurial skills 

• Design and preparation of the business plan and feasibility 

• Vocational and occupational training (qualifications) 

• Training on entrepreneurial soft skills 

• Access to funding 

• Follow-up and referrals to other internal and external services 

• Advice on active businesses. 

 

National government in Spain doesn’t implement policies talking directly the needs of migrant entrepreneurs, 

the regulation for them is the same as for Spaniards entrepreneurs. Also, the only way of addressing the specific 

needs of migrant entrepreneurs is through projects developed by social organisations and NGOs, that might 

receive funds from the Spanish Government (for instance through a yearly call made to support migrants to 

create companies http://extranjeros.mitramiss.gob.es/es/subvenciones/index.html). Red Cross project, 

Impulsa, is funded by European policies and the European Social Fund.  

About 50% of the business created and supported by the NGOs survive over time.  

 

SUBSECTION 3: A3 – PERSPECTIVES FOR MIGRANTS THAT HAVE STARTED BUSINESS 

IN THE LAST THREE YEARS 

 

Migrants interviewed. Country of origin. 

The 2 migrants’ entrepreneurs interviewed come from Europe, 1 comes from France, and 1 comes from 

Ireland and lived in Spain since 10 and 47 years, respectively.  

Current situation and opportunities received  

http://extranjeros.mitramiss.gob.es/es/subvenciones/index.html


 

The 2 entrepreneurs created their own business motivated by the desire to be independent and to be able to 

work according their needs and development capacity, with the underpinned desire to express freely their 

creativity and ideas. 

Both of them are nowadays successful entrepreneurs. Also, they already had a good knowledge of the 

Spanish culture and legal framework at the time they launched their business, and they consider this aspect 

crucial to sustain a business.  

According to Géraldine Pochon, “you must know it because the country works in a certain way and you have 

to work under the rules to be successful” 

Cristobal is administrator and manager of an IT company, he works with 2 employees and has contracts with 

external companies for some services such as accountability and invoicing. Géraldine has a small tourism 

company together with her husband.  

None of them received support from any NGO or governmental policies supporting entrepreneurs.  

 

  



 

SECTION 4: CHALLENGES AVAILABLE FOR MIGRANTS 

 

SUBSECTION 1:  A1 - PERSPECTIVES FOR MIGRANTS PER PARTNER COUNTRIES 

 

Main problems of migrants and refugees in the Spanish labor market 

These are the main problems migrants can find: 

• One of the main problems, especially for refugees, is the lack of work permits and the difficulty of 

updating their legal situation. Another problem, for both refugees and migrants, the real problem is 

language (in the case of not mastering it, this is not the case for instance for migrants from Latin 

America.) and prejudice in the case of some of the nationalities.  

• Coupled with this, the cultural and ideological differences, but in most cases, when a migrant or 

refugee moves from their country of origin because they are prepared to change and affect the 

destination. 

• Another problem that is faced is the rejection at first by the national. Spain is a country that receives 

and accepts migrants and refugees in a more open and positive way, but there are always situations of 

rejection that make it difficult for them to prosper and have the same opportunities. Those are increased 

in case of physical differences such as different skin color. As a result, a person who has had to leave 

their country of origin due to economic, social, or plowed conflict issues, has to face rejection and 

greater difficulties to prosper. It is to be noticed that most of the persons interviewed didn’t face 

directly such rejection, but all have examples of people that suffered it in their surroundings. 

Basically, they are the same around the world, the barriers of language, culture, the sense of the laws, the 

connection with people they know in the country, generally companies prefer to hire locals who are foreigners 

or refugees, who stay in second place. People interviewed also highlighted the negative connotation that the 

“refugee” terms has in many cases, which increases the difficulties for such people.  

 

Major challenges to start a business 

The first challenges quoted are the same for migrants and refugees as for any other entrepreneurs:  

• knowledge of the market,  

• make the things rights, especially taking care of the legal aspect of the business.  

• Count with a good assessment 



 

All interviewed mentioned the importance of getting well assessed. However, the difference between migrants, 

refugee and other entrepreneur is the degree of the challenge. Several people said that the challenge is much 

higher in the case of migrant and refugees because they are not so familiar with the context, they need to 

understand the legal context and get well supported. Overall, they might always face some lack of trust and 

prejudice from others and from eventual investors which will slow down the entrepreneurial process. 

And again, if the situation is more complicated for foreigner than for Spaniards, the difficulties are even 

more increased in the case of refugees. 

 

Challenges regarding the working life: 

Regarding the daily working challenges, here are the major issues reported by participants, due mostly to the 

difficult market and labor situation, as well as cultural differences: 

• Find a job 

• Reach the customers / public and retain it 

• Financial management 

 

How people overcome these challenges 

The solutions mentioned relies mostly on the determination and character of people. They should be 

determined to succeed and have a “positive attitude” (Aleksandra) Taken this willingness as a basis, the rest 

of solutions are found on the ground. One of the major needs being to find proper assessment, work hard, find 

a place in the local community, and show one’s value.  

As said by Alkairina Rivero “On an emotional level when you have things clear there is nothing that gets in 

your way, and on an economic and informative level, because you have to move, inform yourself, ask for help, 

look under the stones.” 

Other mentioned solutions are a good organization, adaptability, empathy, have high levels of self-demand. 

 

How to deal with discrimination? 

Not all the people interviewed had to directly face this problem, but about half of them did. All of them 

approach this issue on an emotional perspective and the difficulty to deal with it. 2 opposite reaction are 

presented:  



 

•  some just decide to ignore this problem and go on 

• Others decide to face the problem, and again, work harder to show the value of the migrant person, 

explain the history and context that motivated the migration, and make effort of integration.  

According to Alkairina Rivero, “this topic is very relative, emotionally, at first it is very complicated, a very 

strong impact because you do not understand anything, over time you make it relative because you realize that 

it depends on many factors, what is important is the control of immigration to the government, what cannot be 

is that you let in and then you leave that person to their fate. Also if you are Spanish, you live here and you see 

that someone from outside comes to take your job, you can feel a certain threat, and until the immigrant 

understands this, it takes a long time.” 

 

Linguistic barriers 

All respondents at this point highlight the importance of learning the language as soon as possible in order to 

adapt to the country and people. 

 

Assessment need 

Assessment need is linked to the importance of having contacts to assess one. Interviewed also mentioned that 

it is possible to consult professional assessors, but then it has an important cost, so it goes back to the need of 

having a financial capacity to get assessed.  

 

Education need 

For people interviewed, the education need should be supplied by: 

• Seeking for free online resources 

• Use contacts 

• Seeking for experienced entrepreneurs for mentorship 

 

Need of access to finance 

It is complicated and means a lot of paperwork, but this is finally the same than for national entrepreneurs.  

 



 

 

SUBSECTION 2: A2 – PERSPECTIVES FOR ORGANIZATIONS WORKING WITH 

MIGRANTS. 

 

From the perspective of NGOs, the major challenges observed for migrants to start a new business are:  

• Lack of economic resources and financing alternatives / The difficulty in obtaining financing and 

investment. 

• Lack of skills and abilities (reading, writing, tics, economic-administrative management) 

• Break with barriers of mistrust and prejudice 

• The absence of a network of support, family, friends, and contacts 

• Lack of knowledge of the legal and administrative environment. 

• Lack of training and skills in own business management. 

 

This is the reason why NGOs such as Red Cross and CEPAIM intend to fill these gaps and offer assessment, 

training and support to access funding. Also, CEPAIM creates groups of mutual support where migrants can 

meet with other entrepreneurs, migrants or not, for peer learning.   

 

After the first initial phase of entrepreneurship, the main challenges found for migrant entrepreneurs are: 

• Funding 

• Surround yourself with a competitive work team. 

• Persevere, maintain despite adversity. 

• Know how to communicate and market. 

• Maintain the business, taking into account the continuous transformation of the market.  

• Keep recycling and training.  

The digital factor also continues to be a challenge in migrant businesses, as a lot of traditional businesses are 

established without being digitized. 

 

Also, the NGOs offering entrepreneurial support services usually extend their services a few years to reach 

the consolidation of the companies created to access further funding, maintain the business activities, access 

new support programmes and continuous training.  

 

Some participants’ regrets that the government policies aimed at supporting sustainability of the business 

have requests that migrants cannot fill, so they can not access to such programme. There are however some 

European funding possibilities.  



 

 

SUBSECTION 3: A3 – PERSPECTIVES FOR MIGRANTS THAT HAVE STARTED BUSINESS 

IN THE LAST THREE YEARS 

 

Major challenges faced by entrepreneurs 

Cristobal Mcivor had a lot of technical and commercial aptitudes when he started his business, but he had no 

idea about labor, fiscal and financial aspects, which he needed to develop to be able to run his company. In the 

case of Géraldine, her main lack was similar, in the field of budget and financial management, but her business 

partner had this skill, so luckily, they could combine their complementary skills to go further. 

A posteriori, the registration process of the company is not considered as very challenging by the 2 experienced 

entrepreneurs. When the first one request the support if a specialized consortium to deal with it (has his 

business was modeled on a franchise), the second one just followed instructions that they received from 

assessors at the time of proceeding to the legal aspects.  

However, the paper work and legal / fiscal aspects remains challenging after this initial phase. According to 

Cristobal, “Above all, (It is difficult) growing up, at a time when business life is made more difficult every day 

by government obstacles, which burden with taxes and superfluous expenses that paralyze the sustained 

growth of my project.” 

Also, the reputation and advertising in fundamental to reach customers.  

The lack of resources is another important challenge, as well as the adaptation to the local culture. For this last 

aspect, Geraldine mentioned that there should be public services focused on language training, because those 

services are currently mostly offered by private entities and are expensive.  

 

  



 

SECTION 5: OVERVIEW OF CONDENSED MIGRANT AND REFUGEE NEEDS  

 

SUBSECTION 1:  A1 - PERSPECTIVES FOR MIGRANTS PER PARTNER COUNTRIES 

Capacity and attitudes needed to become entrepreneur 

Attitude and soft skills are valued over the technical capacity. Above all, interviewed mentioned: 

• Communication and networking are mentioned by all participants. They insist on the importance of 

having contacts, knowing the right people to help you, to have people skills, talk to people, convince 

them, etc. 

This omnipresent comment is well developed in the interview made with María Paola Soto Quintero, who 

says: “You need people skills [...]. You have to know how to treat people all over the world equally and to do 

things well. Both legally and morally, keep an open mind. Not giving up on the first problem, knowing how to 

get up and start again. You need to know how to get people do what you want, there are people who serve 

more to obey and others who have character to give order. You have to know how to delegate.” 

• Capacity to find funds, products of good quality and different marketing strategies, have a good market 

study and business plan and find the funds (mentioned 2 times) 

• Adaptability to the new environment 

• Management and marketing 

• Focus and creativity, reckless 

• Leadership 

Training needs  

Among the main training needs mentioned, we can highlight: 

• Culture and Language skills (x5) 

• Entrepreneurial skills 

• Be proactive, perseverant, patient 

• Adaptability 

• Legal aspects 

• Networking 

 

 

 

 



 

SUBSECTION 2: A2 – PERSPECTIVES FOR ORGANIZATIONS WORKING WITH 

MIGRANTS. 

NGOs in their majority consider that the migrants lack of knowledge about the cultural and legal framework 

(depending on their social and economic integration) of their hosting country to start with their business. Also, 

it is an additional challenge for them as they must adapt to their new environment, and one of the NGOs main 

function is to help them to deal with administrative and legal work. On their perspective, there is a need of 

training in this field, so migrants understand better their environment, which will help them to be more 

successful in their project. However, the main need for migrants isn’t to acquire such high level legal 

competence and become expert in administrative and legal issues, but rather to know where they can go and 

ask for support for their different activities.  

Then, there is a need for proactive attitude. According to CEPAIM, “They have to be people with skills for 

entrepreneurship: ability to manage frustration, resilient, with initiative, with their business idea and clear 

and validated objectives, ... most immigrants have these skills innate, they are brave people and who have left 

a life behind to look for better alternatives, they just need the support to discover and train them”. 

Other participants add:  

• Continuous training: to constantly learn and improve. 

• Perseverance: to persist and fight 

• Creativity: to design, invent, experiment 

• Organization: project management and administration tools 

• Communication: to disclose and build trust 

• Marketing: to “sell yourself” as an entrepreneur and sell your products and / or services. 

• Management skills, business skills and uncertainty management. 

 

Also, among the competence proposed in the questionnaire, all of them are considered relevant, with a 

particular emphasis on planning and management, face uncertainty and risk, and creativity.  

 

Finally, they highlight a need for public initiatives. Authorities “should take financing measures available to 

people with limited resources and without guarantees, not only for migrants, there are also indigenous people 

who would rethink self-employment if it were more within reach of their realities. The self-employed quotas 

according to the company's income have made them more flexible, but they are still very high for small 

businesses that also fluctuate greatly in their activity, promoting the social economy, cooperativism, 

community of goods, ... these are formulas that would be very viable for these people, but they need to be 

redefined and adapted to their realities. More aid and subsidies for the social entities that we know the group 

and its realities, actions to promote entrepreneurship, lack of culture to undertake”. 



 

 

SUBSECTION 3: A3 – PERSPECTIVES FOR MIGRANTS THAT HAVE STARTED BUSINESS 

IN THE LAST THREE YEARS 

According to the 2 entrepreneurs interviewed, it would be good to get public services that helps in the 

creation of business by providing market information as well as financial guidelines to reach entities that can 

provide financial support to starters. 

Also, the major skills needed quoted were:  

• Motivation and preseverance 

Constancy is needed, to have some financial resources in the event of a possible failure, and to be very 

convinced and excited about the project to which we are going to dedicate all our efforts. 

• Spotting opportunitets 

• Self Awaraness and Self Efficacy 

• Financial & Economical Lilteracy & Mobilizing resources 

”We cannot risk losing everything at the first change, since apart from being demoralized when starting a 

new project, we could be financially ruined, and we would have to depend on third parties to return to a 

social and economic normality” 

• Learning through experience 

• Planning and management 

• Coping with ambiguity, uncertainity and risk 

Few additional needs were mentioned, such as 

• Cultural knowledge about the hosting country 

• learn how to play the game according to the country rules 

• Need for funding (financial support for migrants) 

• Capacity building for organizations dealing with migrants 

As a conclusion on this aspect, Geraldine Pochon says: “You must be patient, reasonable, honest with your 

skills about what you can and cannot do, know your business sector well and work in reality.”  

 

  



 

SECTION 6: RECOMMENDATIONS 

Among the main solutions that are mentioned by the participants to the focus groups, we can find the 

following recommendations: 

For the wannabe entrepreneurs: 

• Have a positive and perseverant attitude, be ready to work hard and make efforts, be ready to fight 

for one’s ambitions, be honest and reliable. Be patient  

• Adapt the business idea to the local market and culture 

• Seek for local NGOs offering entrepreneurs support services, that will help them, so they don’t feel 

alone in their entrepreneurial journey 

• Be innovative and creative, to differentiate the business idea from other existing companies in the 

market 

• Make a deep market study and a viability plan with a detailed diagnostic to be included in the 

business plan 

• Get assessment and support to enter the Spanish market, especially regarding legal aspects. Seek for 

experienced entrepreneurs’ advice.  

• Training, both in terms of language and entrepreneurship skills.  

• Overcome fear 

• Be realistic at the time of evaluating the resources needed and own financial capacity before starting, 

and always keep some margin to face eventual failure.  

• Be aware of skill needs and seek for partners with complementary skills.  

At policy level: 

• Training should be tailored, as each one has different circumstances. It should be free. 

• Public services should offer training and assessment on market, providing market data, as well as 

information on existing financial supporting programmes, micro-credits, etc.  

• Promotion of a higher cultural differences’ acceptance, offering equality of opportunities without 

discrimination,  

• Developing internship and placement programmes, such as what is offered in Germany, where there 

are programmes that train migrants in the language and train them to qualify them for specific work 

where there is a need.  

• Offering public funds and public supporting policies to offer for instance micro-credits with low 

interest rates to migrant entrepreneurs  

 



 

SECTION 7: CONCLUSIONS 

The support and legal framework for entrepreneurship in Spain is the same for autochthonous, migrants and 

refugees. All have to face the same regulation when starting a business, framed under the Law 14/2013.  

However, migrants and refugees face major obstacles in their journey toward the business creation than the 

Spaniards. First, they face challenges that are common to all entrepreneurs, such as the need to make a deep 

market study, develop a viable business plan, be creative, meet their customer, find funding, overcome the 

paperwork, etc. In addition to these challenges, they have to face additional barriers, which are the 

misunderstanding of the local culture and legal framework that might be very different from the one of their 

country of origin, the language, and in some cases, the lack of trust and prejudices from the national citizens. 

In addition, migrants are more likely to lack of local contacts and assessment to help them in the different 

administrative procedures that are needed to launch a business.  

The perception of the obstacles faced by the migrants themselves varies according to the countries of origins, 

levels of education and revenues. Latin American migrants are for instance less concerned by the language 

barrier, as they already speak Spanish. However, they feel affected by the strong cultural differences between 

their countries of origin and the Spanish framework. They insist on the need to make things right, especially 

on administrative and fiscal level, while this would not be a priority in their countries. In addition, the way of 

working is not the same, the need to rest during the day, etc. For European migrants, cultural difference is less 

significant regarding working and entrepreneurial pathway, but the language is more challenging. In all the 

cases, all participants to the different focus groups and interviews insisted on the importance of getting quality 

assessment, accompanying people to trust and that will help to overcome legal administrative and financial 

aspects. All also mentioned the access to finance as one of the main issues. 

In Spain, and in the region of Valencia, many NGOs works for the support to migrants inclusion at social and 

professional level. However, only very few of them offer services dedicated to the support to migrant 

entrepreneurs. The 2 most important NGOs offering those services in Valencia are CEPAIM and the Red 

Cross, working thanks to workers and volunteers, and thanks to funds from the national government and the 

European Social Fund, respectively. Both of them offer among their services assessment, training and follow-

up, from the initial business idea to its consolidation. The Red Cross also support migrants to get access to 

microcredits, helping them to start with their business. Both initiatives meet good results, with a elevated rate 

of survival of the business launched with their support (about 50%). 

NGOs and migrants claim the need for more training and support programmes to help potential entrepreneurs 

in Business creation. Those should be institutionalized and provided with financial resources to create free 

tailored entrepreneurial training, including language and soft entrepreneurial, creative and financial skills, as 

each migrant has a different profile and needs. Mentoring initiatives and framework for collaboration between 

experienced and new entrepreneurs are also called.  



 

If migrants in Spain represent nearly 13% of the population, they have a greater propensity to take initiative 

and create successful business. In addition, encouraging them in this way would support the national economy 

and employment, in addition to the benefits meant for their social and economic integration.  

 


