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PREFACE 
Medieval Guild System 

 Internal protection of sectorally organized firms 

 Exclusion of foreigners, except in trade (and science) 

 

               

 

                      “The stranger is the trader” 

Trends towards self-employment by migrants because of: 

  non-stigmatisation  

 more opportunities in case of language deficiency 

  freedom (own boss) with better financial perspectives 

 operating in shadow area of the local economy     



Research focus:  

Transition strategies of second-generation migrant entrepreneurs, as 

their ‘break-out’ strategies  

 

Study aims: 

Investigate whether and to what extent second-generation migrant 

entrepreneurs are oriented towards mainstream or modern competitive 

markets. 

 

Study will address: 

Driving forces and success conditions of this ‘new entrepreneurship’  

. 

 



 
 
 

MOTTO: 
MIGRANT ENTREPRENEURSHIP AS A SOURCE 
OF NEW URBAN ECONOMIC OPPORTUNITIES 

http://www.ilctr.org/


 
 
 
Business activities → undertaken by migrants with a 

 specific socio-cultural and ethnic background (Choenni, 1997) 

      

Economic opportunity model   

Culture model  

Reaction model 

 

Migrant Entrepreneurs: 

New species reinforcing existing urban 

Small and Medium-sized Enterprises (SMEs) 

 

Unique Socio-cultural Business Attitude:  

 Informal Networks 

 Ethnic market orientation 

 

Migrant Entrepreneurship  



 Entrepreneurship as last resort for migrants 

 

 The city as a melting pot of migrant entrepreneurship (Jane Jacobs)   

 

 Second- generation migrant entrepreneurship oriented towards 

creative industries (break-out approach) 

 

 Transformation and re-positioning of migrant entrepreneurship in 

mainstream markets 

TRENDS IN MIGRANT ENTREPRENEURSHIP   



‘NEW ENTREPRENEURSHIP’:  
A source of new economic opportunities for regions and cities:  

 Contributes to new job creation and diversification  

 Stimulates introduction of new products and processes in the 

market (their diversity leads more to new and innovative 

combinations), which in turn will attract new companies (market 

dynamics) 

 Contributes to ‘city marketing’  ‘creative city’ to attract 

visitors, talent, innovative companies and new residents towards 

the city 

 Strengthens the urban social cohesion and cultural diversity 

 Provides a major challenge (serious competitors) to established 

firms and encourage them to improve their performance 

(price/quality ratio) 

 Reinforces urban SMEs 



    CONCEPTUAL FRAMEWORK 

  BUSINESS MODEL OF MIGRANT ENTREPRENEURSHIP:  STRATEGIES FOR DIVERSIFICATION(MAINSTREAMING) 
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Source: Ansoff Matrix (1957), adjusted by authors 

Systematic strategic framework of  migrant entrepreneurship that is helpful for mapping out new       

 business growth strategies and opportunities derived from the Ansoff  (1957) model 



 STRATEGIES FOR DIVERSIFICATION AND GROWTH 

 Market Penetration: 

In this approach, entrepreneurs are trying to sell more of the same things to the same people. They do not 

seek for new customers.  They may use traditional marketing channels to encourage more people within  

existing markets to buy their specific products and services (short-term strategies)  ------ lowest risk 

option  

    

 Market Expansion 

This strategy is based on selling more of the same product, for instance, on different geographical markets, to 

specific  groups of people,  e.g. according to age, gender, income. (short- to medium-term  

strategies) ----- medium risk option. 

  

 Product Expansion 

 Entrepreneurs are extending the range of their products and services by producing different variants, or 

packaging existing products in new ways. Furthermore, they develop new products and services to 

replace existing ones. Such products and services are then offered to their existing customers ((short- 

to medium –term strategies)   ----- medium risk option.   

 

 Diversification 

In this strategy  entrepreneurs market completely new products to new customers  (long-term strategies)    

----- highest risk option.   

 

 

 



PHASES IN MIGRANT ENTREPRENEURSHIP:  

SURVIVAL           VS.             SUCCESS 
(FIRST GENERATION)                                           (SECOND GENERGATION) 

  

A Theory of  Human Motivation (Maslow 1943 )             The Achievement Motive  (Maslow 1943 ;                                               

                                                                                               McClelland, 1953) 

•   Traditional motives (e.g, social exclusion, weak position  in the labour market) are replaced by         

     entrepreneurial motives (e.g., profit-making, ambitions, social esteem) 

http://3.bp.blogspot.com/_AbZNYaPSTwQ/TU3OhPwHhrI/AAAAAAAAAC8/l-dCD27uV5E/s1600/maslow-pyramid.jpg


 Personal and Business Characteristics 
• Need for Achievement (Maslow 1943 ; McClelland, 1953) 

• Locus of Control (Rotter, 1966) 

• Risk-taking Propensity (Brockhaus, 1980)  

 Motivation and Driving Forces 
• Experience, Innovation, Personnel, Funding & Business Strategy (Basu, 

1998) 

 Participation and Social Support Networks 
• Formal Networks 

• Informal Networks 

 Composition of Employees and Clients 

 Strategic Business Performance 
• Financial and non-financial results 

Concise Literature Overview  
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Previous Research 

1. Performance Analysis of Business Champions among 

Migrants (IJURR) 

New geography of migration  

New role of migrant entrepreneurs 

Motives and socio-economic implications 

Who is the business champion, and why? 

  Tool: Data envelopment analysis (DEA)  

Comparative analysis of efficiency of firms (benchmarking) through a study of 

outputs in relation to inputs. Identification of efficient firms in a standard 

DEA model  

Case study: Moroccan entrepreneurs in the Netherlands  

 



Illustration of a set of CSFs and conditions 
5 INPUTS:  

1. Human Capital:  e.g., education level, education country, language Dutch, 

language English, country birth, arrival year, reasons to start up a business 

2. Social Capital:  e.g., network participation, support from the social network 

3. Creative Capital and Knowledge Capital: e.g., foundation firm, previous 

position, previous experience, plans for start, info sources, diversity employees 

4. Entrepreneurial Capital: e.g., starting situation firm, problems start up, sector 

choice, situation sector, present situation sector, attractive market, diversity 

custom, focus group, marketing efforts, managerial and operational support, 

vision, strategies 

5. Financial Capital: e.g., capital source, financial support 

 

 OUTPUTS: Business Performance: 

 Financial Outputs: e.g., development  sales, profit, reduction costs  lastyear 

 Non-financial Outputs : e.g., higher quality, more innovativeness, higher pro-

activity 



Summary previous main results 1 
Business Characteristics  (BC) 
•  Majority of  the Moroccan businesses are small-sized (< 5 employees (71%)) 
•  Active in the ICT, and Consultancy and Research sectors 
•  Moroccan businesses are relatively young (54% of  the entrepreneurs started after 2006); 8% are older   
    than 2001 
   
 

Personal Characteristics (PC) 

•   Majority of  the entrepreneurs falls between the age of  25-39 (83%) 

•   Majority of  the entrepreneurs was born in Morocco and more than 50% of  them came between 1971    

    and 1980 to the Netherlands (< 12 years) 

•   Most of  them achieved their highest level of  education in the Netherlands (92%): higher vocational    

    education, University and Post-doc (79%); and speak Dutch fluently 
 

 

Motivation and Driving Forces (MDF) 
•   Majority of  the entrepreneurs were student (67%) and active part-time as an entrepreneur    
    in their previous position and in the same sector (83%)  
•   The main reasons to become an entrepreneur were to be independent and own boss (80%) in    
     the same sector (attractive and growing market opportunities 
•   Previous position and experience in the same sector create a pull affect on self-employment 
•   Most of  them used their own savings (67%) to set-up a business, no detailed financial plan  
    and no support from formal institutions, obtained information from their own experience   
    and family and friends 
 
 Factors such as capital and information sources show that the new generation Moroccan entrepreneurs are 
quite independent of  their family, friend and others 



Summary previous main results 2 
Composition of Employees & Clients (CEC) 

 Majority of the firms serve Dutch clients; they are not dependent on customers and labor source 
from their own ethnic group (84%) 

 

Participation and Support Social Capital (PSSC) 

 The majority of the firms (84%) participate in  social networks and have received support and 
additional information from their social networks (e.g. family & friends) 

 However, almost 60% of the firms have not obtained financial, managerial (84%) or operational 
(63%) support from family 

 

Family and social networks contribute to the independence of Moroccan entrepreneurs, while 
supporting their personal and human development 

 

 

 

 

http://www.google.nl/imgres?imgurl=http://www.eerstdeklas.nl/images/Algemeen/logo_mkb_nederland.bmp&imgrefurl=http://www.eerstdeklas.nl/%3Fpid%3D81&usg=__cIaHV-5gVjNq1ORrKqaKMzgvUJA=&h=273&w=591&sz=474&hl=nl&start=2&zoom=1&um=1&itbs=1&tbnid=hcJPlzH7204h4M:&tbnh=62&tbnw=135&prev=/search%3Fq%3Dmkb-nederland%26um%3D1%26hl%3Dnl%26sa%3DN%26biw%3D1260%26bih%3D839%26tbm%3Disch&ei=Q9C2TeW3DYudOuCtvJUP


2. New Entrepreneurship in Urban Diasporas (JUM) 

 The global diaspora economy 

 Performance assessment of migrant entrepreneurs 

 XXPQP:  

 education 

 duration of stay 

 gender 

 social networks 

 financial support 

 target groups    

 

    In search of critical success factors, on the basis of qualitative  interview     

      information  

    

Tool : rough set analyse  

A qualitative multivariate decision-analytic classification method that originates from 

the artificial intelligence methodology 

 Case study: Moroccan entrepreneurs 

 

 



3. CHALLENGES TO PREVIOUS RESEARCH  

 More colourful set of entrepreneurs 

 Transition strategies and risks of migrant 

entrepreneurs 

 Pattern recognition of distinct entrepreneurial 

performance factors: Self-Organizing Maps 

(SOM) 



New Research Approach  
RESEARCH QUESTION:  

What are the critical success conditions for break-out strategies of second- 
generation migrant entrepreneurs? 

 

 Step 1: Structured interviews with migrant entrepreneurs in  4 large cities  

                  in the Netherlands 

 Step 2: Statistical indicators to identify the critical success conditions (and  

     failures) in terms of risk strategies 

 Step 3: Presentation of differences in strategies and performance of migrant   

                   entrepreneurs by means of Self-Organizing Mapping (SOM) model 
 

Self-Organizing Maps (SOMs): an algorithm for multidimensional visualization  

of the relative differences in the performance of migrant entrepreneurs in four large 
Dutch cities, namely Amsterdam, Rotterdam, The Hague and Utrecht 

 

 

 Step 4: Statistical analysis to determine the relations between the various  

     conditions / failures   

 Step 5: Lessons 
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Database on Migrant Entrepreneurship 
 212 entrepreneurs 

 4 big cities in the Netherlands: Amsterdam, Rotterdam, Utrecht and                                

                                                     The Hague  

 

 Extensive survey questionnaire through structured interviews 

 

Data collection:  

Personal contacts 

Snowballing 

Yellow pages 

Business associations 

Ad hoc contacts 

Network meetings 

 

 Focus on 4 ethnic groups: Turks, Moroccans, Surinamese and  

   Antilleans 



Methodology 
 Descriptive statistical representation and spatial 

mapping 

 

 Exploratory pattern analysis through Self-Organizing 

Mapping (SOM) procedures, derived from data-

instigated artificial intelligence methods (in particular, 

Computational Neural Networks – CNN)  

 

 Explanatory statistical analysis of the spatial-

economic determinants of the performance of 

migrant entrepreneurs in their transition to main 

markets  



List of input and output indicators of migrant entrepreneurs 

•age 

•level of education 

•first or second generation 

•legal form of business 

•diversification and growth strategies 

•target group(s) 

•personal expertise 

•experience in the market 

•risk-taking issues 

•starting problems 

•market competition 

•use of information or professional advice in business 

•(formal and informal) network contacts or participation  

•use of ICT 

•knowledge and expertise enhancement (training, courses) 

•success factors for business 

•major bottlenecks in business 

•innovative attitude (products, processes, organisation) 

•growth strategies and future orientation (short term and long term) 

•business performance: turnover 

•profitability  

•high-quality products 

•innovation 





SOM RESULTS : Topological virtual map obtained from a SOM network 

• Map shows that the distribution of  migrant firms across the input and the global score   

   SOMs is better spread across the networks  suggesting  larger degree of  diversity    

   between the observations  as well as more particular and unique combinations of  characteristics 

 

•Map show 3 small clear clusters of  migrant firms, suggesting that these are similar     

   groups of  the observed migrant firms 

few small 

clusters 



•Map does not show clear patterns, neither in the geographical location scores nor in the  

   business performance - turnover 

•   

few small 

clusters 





Additional tool Component Planes t: a map of the statistical space that contains all the    

     information from the original datase to better understand the location patterns of   

    migrant firms 

 Component planes for each of the specific performance variables in which the values  

     are displayed on a gradient from white (lowest levels of that factor of performance) to 

     dark blue (always implying a better performance)  



have very high scores  

have poor scores  

have very 

high 

scores  



Explanatory Econometric Model 

  
•   A switch from an exploratory to a more confirmatory approach by adopting a causal    

     regression framework 

•  To test hypotheses of whether second-generation migrants tend to attain higher levels of  

    performance  

•  Measure the entrepreneur's output: ‘turnover’, ‘high quality’ and ‘‘profitability’ 

•  These are included in subsequent models in which the following equation is estimated by   

   means of ordinary least squares: 

 

 

 

perfi =  β0  + β1 age + β2  educationi + β3 generationi + β4 legal_formi + β5 

Ansoff_matrix_sectori + β5 experiencei + β6 risk_takingi + β7 competition_leveli + β8 

problems_startingi + β9 info_advicei + β10 participating_networki + β11 

informal_networki + β12 formal_networki + β13 it_supporti + β14 expertise_ai + β15 

successi + β16 futurei +  εi, 

 

 

 

Perfi: output performance measure for entrepreneur I 

Β0:  constant term  

βx : coefficients associated with the explanatory variables introduced in the previous sections  



Explanatory statistical analysis of the spatial-economic determinants of the 

performance of migrant entrepreneurs in their transition to main markets  

 

TUR ACTIVA PROFITABILITY 

Coef. Std. Err. Coef. Std. Err. Coef. Std. Err. 

C 3.1353*** 0.993 3.2572*** 0.846 2.9288*** 0.979 

Age -0.2082** 0.085 -0.1379* 0.072 -0.1594* 0.084 

Education 0.0375 0.121 -0.1087 0.103 -0.0589 0.120 

Generation 0.4329* 0.227 0.2156 0.193 0.3854* 0.224 

legal_form -0.0601 0.188 0.0268 0.160 0.0587 0.186 

ansoff_matrix_sector 0.0026 0.123 0.0033 0.105 0.0576 0.121 

Experience 0.0527 0.107 0.0247 0.091 -0.0079 0.106 

risk_taking -0.0457 0.100 -0.0376 0.085 -0.0279 0.099 

competition  level -0.0662 0.131 0.0251 0.112 0.0002 0.130 

problems_starting -0.1272* 0.076 -0.1595** 0.065 -0.1783** 0.075 

info_advice -0.0171 0.069 -0.0281 0.059 -0.0368 0.068 

participating_network 0.3424 0.211 0.3182* 0.180 0.3361 0.208 

informal_network 0.3628 0.396 -0.0966 0.337 0.1424 0.390 

formal_network -0.5016* 0.993 -0.3195 0.227 -0.3892 0.263 

it_support 0.0999* 0.085 0.0902* 0.048 0.1092* 0.056 

expertise_a 0.0516 0.121 0.1069 0.187 0.0448 0.217 

Innovation 0.0514 0.227 -0.0301 0.094 0.0397 0.108 

Success 0.0470 0.188 0.0853 0.059 0.0605 0.068 

Future -0.0018 0.123 0.1196 0.097 0.0481 0.112 

R2 0.169 0.193 0.18 



OLS Results : Turnover 

 The younger the better 

 Second generation performs better 

  Facing problems in starting the business 

 Investment in ICT-support for product, service, 

process innovation has a positive effect on 

turnover     



OLS Results: Profitability 

 Problems in starting the business (face risks and 

problems) 

 Business Administration 

 Financial problems  

 Competition 

 Regulation 

 Employees 

 Economic situation 

  etc. 



Lessons 
What are the critical success conditions for break out strategies migrant 

entrepreneurs? 

 The younger generation of migrant entrepreneurs is very well educated, and 
integrated in the Dutch community; through their human capital and 
motivation and driving forces they have the ability to be involved in many 
areas of business activities; they are more open and look for new 
opportunities outside the ethnic group. 

 

 

 Are there differences in economic performance of various migrant 
entrepreneurs? 

 The results offer a meaningful contribution to decision support and 
planning for the efficiency improvement of the firm´s strategy. And 
therefore, our findings may act as a policy vehicle that may have great 
added value for operational decision making and planning in firms. Clearly, 
migrant firms have the possibility to increase their potential. This 
improvement potential differs for each firm, but our results offer 
operational guidelines on a case-by-case basis or branch basis. 

 



GENERAL CONCLUSION 

 

 MIGRANT ENTREPRENEURS ARE 

CHARACTERIZED BY A HIGH DEGREE OF 

HETEROGENEITY 

 

 IT IS THEIR CAPACITIES AND RESOURCES AND 

NOT THEIR ETHNICITY THAT INFLUENCE 

BUSINESS PERFORMANCE AND SUCCESS!  
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Thank you! 


