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Name of individual and  information 
about personal story, including 
migration story, so: 
 
 
 
 
 
 
 
 
 
Name 
 
Age 
 
Home and host country 
 
Time in host country 
 
Expectations before arriving in host 
country 
 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  
 

 
 

 
 
 
 
 
EKE John-Paul 
 
56 years 
 
Nigeria and Austria 
 
27 years 
 
To achieve education and to work for a better 
living 
 
I faced challenges like accommodation, extension 
of visas, work permit and finding a good job.  
 
I had the opportunity to get a work permit, visa 
extensions, accommodation and a good job 
quicker than was expected because the Austrian 
people were very friendly to Africans who were 
mainly SERIOUS students. I made many friends 
and it was fun. Almost every Austrian person had 
interest in befriending an African. It was better 
then than now.  

Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

I worked with Nigerian Telecoms in Nigeria 
before deciding to further my education in 
Austria in order to get a higher position on my 
return. However, I encountered a huge problem 
because of the German language and also the 
level of education in Austria was higher 
compared to Nigeria. Again, in 1994, the Austrian 
law changed. It was “once a student, always a 
student”. This made most students to drop out 
of school and seek a job in order to change our 
student status to “working-class” so we are not 
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sent home immediately after studies. I tried to 
combine work and school but when my 
scholarship (from Afro-Asiatic Institute) was 
stopped, I dropped out of school and entered 
first into transport business which I´m still doing 
in combination with translation 

What is the nature of their business?  
 
 

IGBO (“Interessensgemeinschaft für 

Berufsoffiziere”; “Interest group for Regular 

officers”) Translator and I work with Asylum 

offices, the Austrian Police, Courts, Airports, etc.  

  

What was their motivation to start 
this specific business? 
 
 
 
 
 

I am an IGBO and PIDGIN languages translator. 
Most Immigrants from Nigeria do not understand 
the German language when they arrive newly. 
They now have the opportunity to receive 
interpretations in their core original native 
language other than in English. They are very 
happy about this situation.  

What did they do to manage the 
journey from idea to action in 
starting their business 
 
 
 
 

Transport business was my family business in 
Nigeria 

What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

 Taxation 

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

None 
 

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 

No 
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community? If yes, can you give us an 
example? If no, why not? 
 
 

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 
 

 To stay focused and to be careful not to 
run into problems with the ministry of 
finance (“Finanzamt”) and the health 
insurance (“Krankenkasse”) because this 
could lead to an immediate closure of 
their businesses.  
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Name of individual and  information 
about personal story, including 
migration story, so: 
 
 
 
 
 
 
 
 
 
 
 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  
 

 

 
 
Ifeanyi Obi 
45 years 
Nigeria & Austria  
14 years 
I absolutely had no expectations because I didn't 
know what to expect. The only thing I had in 
mind was better to die in a foreign country than 
Nigeria. The challenges I initially had was that I 
did not understand the German language and 
second problem was Racism. As in 2004, when I 
arrived, asylum seekers were not allowed to 
work, you needed to have a work permit but I 
was determined to create opportunities for 
myself and in my effort, I met people who did all 
they could do to stabilise me or better put find 
my way around the system.  

Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

While in Nigeria I was self-employed, I opened 
my first business at the age of 22, I was into 
supplies of goods and services, and I owned a 
business centre.  
I have always been a business oriented person.  

 

What is the nature of their business?  
 
 

Transport 

  

What was their motivation to start 
this specific business? 
 
 

My motivation has always been Independence, I 
love the freedom being self-employed gives you. 
It gives you the ability to make your own 
decisions, be able to take risk and taking 
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responsibility for the outcome of the decisions 
you make.  

What did they do to manage the 
journey from idea to action in 
starting their business 
 
 
 
 

Take hold of the opportunity and just start no 
matter how small. Think outside the box.  

What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

 High taxation and health insurance  

 Getting credit from the bank  

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

 
No support 

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

Understanding the language has been a great 
advantage and makes living here a lot easier. I 
feel at home here not because of the business 
skill but I see myself as a part of the system & I 
am at peace with myself, it really doesn't matter 
to me what the next person thinks of me. I have 
friends but not because of my business skills.  

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 
 

 First learn the language,  

 Know your target audience  

 Get your information from the right 
source 

 Never procrastinate  
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Name of individual and  information 
about personal story, including 
migration story, so: 
 
 
 
 
 
 
 
 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  
 

 

 
 
Mag. Aliou Dieme 
62 years 
Senegal & Austria  
31 years 
I had expectations because I could offer dance 
courses for Europeans. This is really my chance 
for a job. 
Understanding the German language was a 
major challenge at the beginning. I also 
experienced problems with Racism. 
The challenges I initially had was that I did not 
understand the German language and second 
problem was Racism. 
When I arrived in Austria I worked for a private 
dancing teacher. An Austrian guy who was in 
Senegal in my dancing school made this possible. 
I was enthusiastic in finding and creating new 
opportunities for me. During that time, I met 
mayn people, who offered me a lot of help. 

Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

While in Senegal Cap skirring (= company) I was 
self-employed. I opened my first business at the 
age of 23, a dancing school. Then I was in France 
and U.S.A. to work in this job sector.  
I have always been a business-oriented person.  

 

What is the nature of their business?  
 
 

I have a special education in dancing and a 

diploma in this field. (Mag. Aliou Dieme  

www.alioudieme.at) 

What was their motivation to start 
this specific business? 
 

Being independent was always my greatest 
motivation. Self-employment means for me 
“freedom” and the opportunity to make my own 

http://www.alioudieme.at/
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decisions, but of course also taking risk and 
responsibility for what I do. 

What did they do to manage the 
journey from idea to action in 
starting their business 
 
 
 
 

Take every chance, you can get, and start. View 
beyond the horizon. 

What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

 High taxation and health insurance  

 Supporting my Family and children in 
Senegal 

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

No business support but many good people and 
NGOs like www.fairundsensibel.at 

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

Understanding the German language has been a 
great advantage, as it “opens doors”. Austria 
means “home” for me now, not only because I 
have my own business here, but also because of 
the people and friends I met. I feel that I am part 
of the system now and am happy and satisfied 
with that. Any prejudices from other people do 
not affect me. 

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 
 

 Learn the language of your host country. 

 Do not procrastinate  
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Name of individual and  information 
about personal story, including 
migration story, so: 
 
 
 
 
 
 
 
 
 
 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  
 

 
 
 
Abou El Ezz Fouad 
55 years 
Ägypten  & Austria  
32 years 
I had no concrete expectations before arriving in 
Austria. My greatest challenge at the start was to 
find work to be able to survive. So, I worked in 
many kinds of jobs like in a kitchen, a 
gastronomy, as a waiter, labourer in the 
construction sector, etc. 
With the support of my wife we built up two 
kindergarten in Vienna for 120 children and 25 
social-workers more then 12 years ago. This is a 
really special job. (www.lernenfuersleben.at) 

Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

In Egypt, I was employed in an economic 
business from my father.   
I have always been a business and hard working 
oriented person.  

 

What is the nature of their business?  
 
 

I had a special education in economic business in 

Egypt. 

What was their motivation to start 
this specific business? 
 
 
 
 
 

I love to be independent and the freedom that 
comes with self-employment. 
I am responsible for making my own decisions, 
and taking the risk and responsibilities that come 
along with the decisions I made. 



 

9 
 

What did they do to manage the 
journey from idea to action in 
starting their business 
 
 
 
 

Take hold of the opportunity and just start no 
matter how small. Look for important and 
confidence partners of cooperation. 

What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

 High taxation and health insurance  

 To live in a democratic state with high 
human rights and to work together with 
government  

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

No business support but my wife worked in a 
kindergarten from the government in Vienna. 

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

Being able to understand the German language, 
helped me a lot, not only for developing my 
business, but also to make friends here.  

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 
 

 Learn the language of your new country. 

 Have a good business plan.  

 Look for confidence Partners. 
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted refugees to effectively 
integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
 
 

Name of individual and  information 
about personal story, including 
migration story, so: 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  
 

 
 
 
Myrna Zisimou  
42 
Home Country: Philippines  
Host Country: Cyprus  
 
Myrna Zisimou came looking for a job in Cyprus, 
in late 2002. She was 26 years old and couldn’t 
imagine 10 years ago that she would find success 
in Cyprus. In her home country, Philippines, she 
was unemployed, because her mini market shop 
closed due to economic reasons. As she was 
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unemployed, she thought it was a good 
opportunity to migrate to another country to 
seek for a better life. At the beginning, she did 
not encounter any challenges and difficulties, 
because, as she mentioned Cyprus has a big 
Philippine community, therefore they helped her 
to find a house and a temporary job. Also, she 
mentioned that was very important the fact the 
majority of people speak English in Cyprus. She 
then described some of the challenges in arriving 
Cyprus such as:  
- Cultural differences 
- Communication with her family 
- Barriers to find a better a job  

Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

Myrna holds a Bachelor degree in Hotel 
Management and she had her own business in 
Philippines. She had a clothes shop and she was 
responsible for all the works: (serving customers, 
ordering, managing and taking out stock, 
overseeing deliveries etc.). Therefore, she came 
to Cyprus with a lot of expertise in sales and 
management.  

What is the nature of their business?  
 
 

Having a degree in Hotel Management and with 

her experience and valuable knowledge she 

gained by working on various Asian restaurants, 

Myrna decided to open a traditional Asian 

restaurant in Nicosia.  

What was their motivation to start 
this specific business? 
 
 
 
 
 

She identified a market need for this type of 
restaurant, so she decided to make this change 
and become a restaurant owner. As she was 
actively involved in her community, she decided 
to open her own Asian traditional cuisine 
restaurant in order to cater to the Philippine 
community and to promote the Asian cuisine to 
the Cypriot community.  

What did they do to manage the 
journey from idea to action in 
starting their business 
 
 
 
 

Myrna saved some money and then she started 
looking for a place to rent. The journey from idea 
to action was very difficult because her financial 
resources were limited, but Myrna began to buy 
food products and sell them to different clients 
(door-to-door delivery). She was able to develop 
the restaurant further thanks to the profit she 
was making for the door-to-delivery.  

What challenges and opportunities 
have they faced in starting or running 
their business? 

‘’At the beginning it was very difficult due to no 
money and the difficulty to get loan’’. Also, she 
mentioned she faced some problems to find the 
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appropriate location for her restaurant in Nicosia 
and some challenges with the suppliers who they 
want all the money cash for their products at the 
beginning.  

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

Getting support on how to open a business (get 
licenses and permits). He sought help on how to 
register the restaurant.  

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

She mentioned that the skills have helped her to 
meet a lot of people and feel more at home. As a 
restaurant owner she could also be a support 
mechanism for her community as it’s become a 
meeting place for them and could provide 
selectively free lunches to her poor compatriots.  

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 
 

Find something you are can do and make it a 
business …  
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted migrants/refugees to 
effectively integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
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 Company Logo: Ceylon Today 
 

 

Name of individual and information 
about personal story, including 
migration story, so: 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
 
 
Personal challenges and opportunities 
in arriving in the host country 
 

 
 
 
Dhammika Tarukara 
56 
Sri Lanka – Netherlands - Cyprus 
6 years 
Dhammika had big expectations and a plan coming to 
Cyprus. He wanted to come to Cyprus slowly buy some 
land produce and export curry leaves (which is in high 
demand) to Germany, Lebanon and Israel.   
 
Dhammika came to Cyprus with a clear vision of what he 
wanted to do and the steps to achieve it.  

Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 

He studied in Sri Lanka and Amsterdam (master business 
and management).  

He briefly worked as a women fashion designer in the 
Netherlands but when he moved to Cyprus his skills didn’t 
match what was needed in the Cypriot market to be 
successful.  

What is the nature of their business?  
 
 

He has a small retail shop importing and selling traditional 

Asian products to the large migrant community in Cyprus. 

His store is located in the heart of Nicosia (pure Sri Lankan 
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and Indian traditional products).  

What was their motivation to start 
this specific business? 
 
 

As noted above he had a clear vision that he wanted to 
achieve business success, by identifying a need to cater 
the migrant population in Cyprus by providing traditional 
and affordable Asian products.   
Additionally, he sees himself as a community charitable 
and support individual, able to provide a safety net to the 
migrant community.  

What did they do to manage the 
journey from idea to action in 
starting their business? 
 

He didn’t waste time in implementing his plan on the 
need he identified then he used his own capital to start 
his business. Slowly, he builds the capital to purchase the 
land (for the carry leaves) and build his production 
capacity ‘in the right way’. 

What challenges and opportunities 
have they faced in starting or running 
their business? 
 

There are some challenges but he enjoys them, and they 
were minimized because of the ability to communicate in 
English very well.  

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  

No need for business support for the shop but in the 
future he may need some for the next business venture, 
because it’s a quite a big project (from Agriculture 
department). He will also need skilled workers to run the 
curry fields.  

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

Yes, he values the community and he feels it has 
transformed into friends due to the continuous 
interaction with them. Due to his business he has made 
his life in Cyprus. He provides support sometimes as a 
community focal point. He now feels more at home now, 
which has helped with the feelings of loneliness.   

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 

To have a clear vision and confidence in whatever you do, 
you need education and the background, do it the right 
way, employ specialists (accountants/lawyers) to help and 
finally follow the local rules and conditions.  
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted migrants/refugees to 
effectively integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
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 Company Logo:  

 
 

 

Name of individual and information 
about personal story, including 
migration story, so: 
 
 
 
 
 
 
 
 
 
Name 
Age 
 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
 
 
Personal challenges and opportunities 
in arriving in the host country 

 
 

Mohamed Syadi 
27 
Syria, Idlib 
5 years 
Refugee that fled  the war in Syria, he wanted to make a 
new beginning in Cyprus and support his family 
 
 
The obvious was the travel away from the war to save his 
and his wife’s life. His goal was not only to survive but 
thrive and save money to restart his life when he returns 
to Syria.  

Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 

Studying teacher and working in restaurants (not in 
Lahmadjouns)  
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of origin, if any] 

What is the nature of their business?  
 
 

The business is making and selling Lahmadjouns in the 

walled city of Nicosia.  

What was their motivation to start 
this specific business? 
 
 

To be able to be self-sufficient as soon as possible and 
start working to build his savings for when the war will 
end.  

What did they do to manage the 
journey from idea to action in 
starting their business? 
 

The creation of Lahmadjoun requires relatively minimal 
capital investment with guaranteed demand.  The 
decision was mostly based on cultural knowledge of this 
business and the ability to secure a starting capital 
through a loan.  

What challenges and opportunities 
have they faced in starting or running 
their business? 
 

No problem with government setting a business, or with 
the locals.  

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  

Some help was needed with government health 
regulations and with specialized business operations 
(accountants/lawyers etc.) 

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

The business provides cheap food and in that way is a 
support mechanism for poor people, some of them 
migrants and refugees.  

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 

Everyone has to do what they know and find their own 
way to do it, there is not a single road to success.  
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted migrants/refugees to 
effectively integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
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 Company Logo: JaZen shop 
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Name of individual and information 
about personal story, including 
migration story, so: 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
 
 
Personal challenges and opportunities 
in arriving in the host country 
 

 

 
 
Zeny Mazour and husband Jasseck Jelniek 
Philippines and Poland 
43 
 
Philippines 
10 years 
 
To have continuous work opportunities in Cyprus as a 
permanent home, save some money and start something 
on her own and if it wouldn’t work return back to 
Philippines.  
Not unusual harsh environment in Cyprus but the 
bureaucracy opening accounts and business was 
complicated and would probably would not be able to 
manage, unassisted (really big help by Jasseck). Worked 
many different jobs with good enough working 
environment, teamed with meeting her husband and the 
tediousness of work routine inspired her to start 
something on their own.  
 

Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 

In Philippines she worked in electronics industry and in 
Cyprus she worked in retail clothing store, petrol station 
and as masseuse. She always liked repair clothes with 
sewing for personal use for pleasure and as an additional 
skill during her work in retail clothing in Cyprus. That love 
of sewing was the impetus to start the business.  

What is the nature of their business?  
 
 

Starting in 2013 they started selling new and second-hand 

clothing (started as a thrift shop but with the exceptional 

cheapening of the clothes by brands like H&M or Zara) 

made it more rational to move to new clothes.  
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What was their motivation to start 
this specific business? 
 
 

The motivation came from a need to do something on her 
own after years of boring work and seizing an opportunity 
that arose (her husband supported her all the ways and it 
was a happy coincidence at the same time she was 
looking for locations that he was owed money for work he 
did as an electrician and settled with paying no rents in a 
central location in Nicosia).  

What did they do to manage the 
journey from idea to action in 
starting their business? 
 

Seizing the lucky opportunity.  

What challenges and opportunities 
have they faced in starting or running 
their business? 
 

Trial and Error mostly. They have some local challenges 
from thugs that may turn away some customers but in 
general they are learning and reacting on the spot. There 
was a challenge with the suppliers, to gain credibility, so 
sometimes she loses money due to inferior supplies. 
However, every year the business attitude is normalizing.   

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  

No support was provided (apart from the husband and 
friends). Her perception was that schooling is only formal 
education and she didn’t use google as a major VET tool. 
She would have appreciated a skill training but due to 
time limitations maybe a more ICT based option would 
have been better for the entrepreneur On the Go.  

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

They now feel like Cyprus is their second house because 
of the business and the community is their family now.  
She always provide food to people who visit her store and 
she acts as community supporter for the 3rd country 
migrant community.  

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 

The need to be grounded, in order to pay the overheads, 
to experiment and find out what you love to do and to 
seize opportunities by taking risks.  
Even if you are afraid, do it (take the risk), if you have 
something in your mind, in your head that you like to do, 
do it, take a risk, it’s no harm if you lose, if you work hard 
just take a risk.  
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted migrants/refugees to 
effectively integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
 
 

 Company Logo:  
 
 
 
 
 
 

 

Name of individual and information 
about personal story, including 
migration story, so: 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 

 
 
 
Evaldas Adomonis 
45 years old 
Home Country: Lithuania  
Evaldas has been living in Ireland for 17 years  
 
Before arriving, Evaldas had no big expectations and in 
fact had originally planned to stay a few years and then 
return to Lithuania, but it did not work out that way. 
 
Evaldas found the migration at first somewhat 
challenging, but he had friends who had already migrated 
to Ireland previously and based on their advice and 
guidance his transition to Ireland became relatively easy 
and straight forward after the initial few months.  
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Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

Evaldas worked in Lithuania as a panel beater in a car 
garage having gained a technical and mechanical 
qualification from school. 

When Evaldas arrived in Ireland he managed to find work 
as a panel beater in a local garage, but after a while the 
garage closed down due to the economic recession and he 
found himself out of work. 

What is the nature of their business?  
 
 

Evaldas runs a business called SkyView4U. He makes 

available for hire a mobile “dome” planetarium which is 

capable of showing spherical movies, such as space trips, 

roller coasters etc. The planetarium is mainly used for 

entertainment and parties, as well as an educational tool 

in schools etc.   

What was their motivation to start 
this specific business? 
 
 

Evaldas and his wife began looking for business ideas and 
opportunities when Evaldas was out of work and they 
uncovered this idea. After some thought, they decided to 
buy the planetarium. 

What did they do to manage the 
journey from idea to action in 
starting their business? 
 
 
 
 

Evaldas was very apprehensive at first and not sure of the 
best way to go about starting his business. As he was out 
of work, he found himself in a meeting with his case 
officer from the Department of Social Welfare about his 
SkyView idea and he was referred to Meath Partnership’s 
business start-up programme Business Options to get 
support to apply for an Enterprise Allowance. Through this 
programme he received the first clear advice on the steps 
to take to open the business. Evaldas said he could not 
have started the business without this support.  

What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

Challenges: Making initial sales was very difficult. Evaldas 
believes that there were some initial “anti-foreigner” 
attitudes especially when trying to make first contact with 
prospective customers and schools over the phone as his 
English was not perfect.  
 
Opportunities: Evaldas identified a market for children’s 
birthday parties and family celebrations however this 
segment of the business was somewhat limited in that the 
venue needed to have 3 meters height clearance to fit the 
dome, as the dome could not be used outside. Evaldas is 
currently exploring the purchase of a new planetarium 
that could be used outdoors, in gardens for example, that 
would help the business expand.  

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 

Receiving advice on how to approach schools and 
understanding the process of how schools and education 
settings “do business” when booking external educational 
attractions for their pupils was critical; especially in rural 
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development of the individual as an 
owner-manager and the development 
of the business]  
 
 

Ireland. He sought help on how to frame the initial “cold 
call” as it was here he had experienced blocks and found it 
difficult to explain verbally to school administrators what 
the product was and its benefits.  The development of a 
structured approach to the “cold call”, then the format of 
the follow up email were the school could see the product 
proved to be helpful to grow this customer base. 

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

Yes, most definitely. The skills have helped me feel at 
home and be more confident. We have gotten to know 
many of the school principals and teachers in towns 
across Ireland.  Once we started to get bookings and 
receive recommendations, we realised we were 
overcoming the initial barriers and that our early fears of 
dealing with schools and the worry about our English 
language skills had been dealt with.  

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 
 

My first piece of advice would be to “not start in business 
on day 1” in Ireland and instead try and find a job to work 
first and get established. People should observe and begin 
to understand how Irish people work and do business and 
only then focus on the new business. Trying to settle and 
run a business at the same time would be too difficult in 
my opinion. I would also advise any migrants with 
experience of the Sushi bar industry in other countries to 
consider Ireland as that market is very underdeveloped 
here! 
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted migrants/refugees to 
effectively integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
 
 
 

Name of individual and information 
about personal story, including 
migration story, so: 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  
 

 
 
 
Ganna Golovkov 
Age not given 
Home Country: Estonia 
18 years in Ireland 
 
Ganna had no expectation when she arrived as 
she was very young, and was mainly curious 
about what it would be like to live in a different 
county.  
 
The main challenges Ganna faced were related to 
her language skills and qualifications; she had 
little formal education and almost no English, so 
getting a job was very difficult.  
 
The opportunity she saw was that she is a 
determined person and she could see that, in 
Ireland, with hard work you could achieve what 
you wanted, you just had to go for it.  

Briefly, what is their background? 
 Ganna had the equivalent of a School leaving 
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[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

qualification in Estonia. 

Since arriving in Ireland, she has completed a 
business diploma and secretarial studies and 
worked within the finance sector for about 10 
years. She developed an interest in 
complementary medicine and completed courses 
in massage therapy. 

What is the nature of their business?  
 

Complementary Healthcare and Alternative 

Medicine 

What was their motivation to start 
this specific business? 

Ganna had an interest in this sector. She wanted 
flexibility in her work, to be more independent 
and in control of her own working hours.  

What did they do to manage the 
journey from idea to action in 
starting their business? 
 

Ganna started with research, both of the 
business idea, the education she would need and 
the supports and services that existed for new 
business start-ups.  

What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

Challenges: Marketing was Ganna’s main 
struggle specifically how to promote her 
business. She would like to be able to attract 
more Irish clients to her business, but she feels 
some are put off because her treatments are 
delivered from her own home and that Irish 
people were sometimes reluctant to go into 
somebody’s house.  
 
She sees longer term opportunities, especially in 
relation to the development of new services 
which combine both mental and physical health 
aspects. Ganna is also exploring the possibility of 
opening up a clinic separate from her house in a 
town centre location to expand her business. 

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

She needed help with marketing mainly. She 
took a “Start Your Own Business” course but 
found that this focused too much on 
bookkeeping and tax and not enough on 
marketing, promotion and sales.  
 
She felt she needed help with confidence at the 
early stages, with a “fear of failure” sometimes 
inhibiting her from driving forward with the 
business.  

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 

Yes, starting the business has forced her to be 
more confident in approaching people and 
talking to agencies and customers alike which 
has helped her personally deal with her own 
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community? If yes, can you give us an 
example? If no, why not? 

inhibitions about running the business.  

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 
 

She feels that starting a business in a developed 
country encompasses mostly the same types of 
considerations no matter the country, but that 
her main advice to a new migrant in Ireland 
starting a business would be to research 
thoroughly the target market that you a trying to 
sell to.  
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted migrants/refugees to 
effectively integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
 

Name of individual and information 
about personal story, including 
migration story, so: 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  
 

Yemi Adenuga 
Age not given                       
Home Country: Nigeria 
Host Country: Ireland 
 
Yemi had no 
expectations on arrival 
in Ireland.  Yemi was not 
sure she would even be 
able to migrate out of Nigeria. She considered it 
a blank canvas, and was open to any possibility.  
 
Challenges: first challenge was the climate, Yemi 
found it difficult to adjust. From a business and 
personal development perspective, she took 
each step at a time, and as she had no 
expectations, there was little in the way of 
disappointment.  
 
Opportunities: 
Her first priority was to get a job and she was 
successful in securing employment with a 
multinational company dealing in computer 
hardware in Ireland as a supply chain accountant.  
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Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

In Nigeria, Yemi had a background in 
broadcasting, journalism and media.  

In Ireland, Yemi leveraged her accounting studies 
she had completed in Nigeria to enable her to 
gain employment in the area of supply chain and 
logistics.  

What is the nature of their business?  
 
 

Yemi runs a consultancy business for Personal 

Development and Business Growth. Although she 

dislikes the term “life coach” she says some 

people might describe her business in those 

terms.  

What was their motivation to start 
this specific business? 
 
 
 
 

When Yemi was working with IBM, she realised 
she needed employment that was more flexible 
were she was in control of her own calendar for 
family reasons. She also identified a need for this 
type of work at that time, so she decided to 
become self-employed. 

What did they do to manage the 
journey from idea to action in 
starting their business 
 
 
 

Yemi found that she needed to test her idea and 
build a portfolio and did so primarily offering 
“pro bono” type work with contacts. She found 
people needed to experience the service and the 
tangible benefits first-hand to realise that this 
was actually something that they would pay for.  

What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

Challenges: Yemi said identifying the steps 
involved in setting up a business was difficult. 
Even completing a Start Your Own Business 
course was not a huge help. Yemi also found it 
difficult to fully commit to the business due to 
what she describes as a “fear of failure” she felt 
at the outset. This self-doubt could be somewhat 
paralysing at first and made finding the first 
clients really difficult.  
 
Opportunities: she realised that she really had to 
get into a frame of mind were she would be 
telling absolutely everyone about her business, 
to get in front of people and to get the message 
out online.  

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 

Yemi identified her biggest business needs as 
getting support to help her explore the technical 
aspects of how to bring some of her services 
online, for example conducting effective online 
One to One session.  
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of the business]  

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

Yes, she feels that just by running the business 
on her own it puts her in the position where she 
has to go out and meet people; network and 
generate contacts. Since starting her own 
business she has joined local groups, attends 
community meetings and has been invited to talk 
at conferences.  She feels this also benefits her in 
terms of making new contacts and generates 
new ideas for her business.  

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 

Ask questions. Ask lots of questions. Assuming 
the answer can be dangerous, so always ask, 
there are agencies and people out there who can 
help you – find them and ask! 
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted migrants/refugees to 
effectively integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
 

Company Logo:   
 

 
 

Name of individual and information 
about personal story, including 
migration story, so: 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  

Grazvidas and Ziggy Urbeitis  
(Father and Son) 
43 / 22 
Home Country: Lithuania 
Host Country: Ireland 
 
Grazvidas came over to Ireland on his own in 
2008 to work in the construction sector while his 
family remained at home in Lithuania. The family 
came over to visit in 2010 and it was at this visit 
that they decided that the whole family should 
move over and make a new life in Ireland. Ziggy 
was only 12 years old at this point, he said he 
was happy to move as he thought he would get 
greater opportunities in Ireland in relation to 
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 education and work.  
 
Challenges: Language was the biggest challenge 
of all. No one in the family spoke English very 
well. The children had limited exposure to the 
language in school in Lithuania for couple of 
years but had only reached a very basic level. 
Grazvidas and his wife had almost no English. 
 
Opportunities - at that time there was work for 
Grazvidas but this was about to change – the 
economic crash and following recession.  

Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 

Grazvidas was a welder in Lithuania for 16 years 
but when he started work in Ireland he 
transitioned to working with stone, 
manufacturing and cutting and found this to be 
his “calling”. 

What is the nature of their business?  
 
 

Gravidas and Ziggy have opened a family 

business which is a stone fabrication company 

called Granite Empire. They supply quality 

granite and other stone products to the private, 

domestic and commercial markets. The stone is 

primarily used in kitchen and bathroom counter 

tops.  Grazvidas and Ziggy source the stone and 

cut and prepare it to exact specifications. 

What was their motivation to start 
this specific business? 
 
 
 
 
 

When out of work, Grazvidas had a preference to 
continue to try and find work as an employee; 
however, it was the rest of the family who 
encouraged him to use his skills to explore self-
employment. Ziggy had finished his business 
degree by then and would take on the business 
development and administrative roles. The 
family felt that the time was right to take matters 
into their own hands and try and build 
something. They had some savings to invest 
which could be used for equipment and other 
essential items.  

What did they do to manage the 
journey from idea to action in 
starting their business? 
 
 
 

This took quite a long time. They were planning 
the business for at least two years before the 
business finally opened. They sought advice from 
local agencies, Department of Social Protection 
and Meath Partnership for example and engaged 
with a mentor to produce a business plan.  

What challenges and opportunities Undertaking marketing and advertising was and 
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have they faced in starting or running 
their business? 
 
 
 
 

still is the biggest challenge. They find the types 
of promotion they believe they need are quite 
expensive, especially good search engine 
optimization.  They are hopeful that “word of 
mouth” referrals will increase as they build their 
portfolio of completed jobs.  
 
The big opportunity for the company is the 
growing economy and positive improvements in 
the construction sector especially home 
renovation projects. People are spending money 
on upgrading their kitchens and bathrooms 
again. They also see an opportunity to potentially 
buy a small piece of land and build their own 
workshop rather than renting. Rental costs are 
very high.  

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

It was helpful to get the Enterprise Allowance, a 
Social Welfare payment that helped supplement 
their income in the initial phases and also to get 
the small grant. Acting on the business advice 
they were receiving at these stages was the 
reason it took so long to get started, but this was 
a good thing really, as it made sure they were 
talking the correct steps to starting. It also 
helped that they have a mix of skills throughout 
the family to help contribute to the business 
development.  

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

Running the family business means they can’t 
just go to work and then head home at night and 
not really have interacted with too many people. 
If you are going to be self-employed you have to 
get involved more, develop business 
relationships etc. This has helped the family out 
of its “comfort zone” and has made a big impact 
especially in learning the language.  

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 

If you have an idea, you need to try it. Do the 
research, of course, take your time, but make 
sure and try it so you will not be left always 
wondering if it might work. 

 



The European Commission support for the production of this publication does not constitute an 

endorsement of the contents which reflects the views only of the authors, and the Commission 

cannot be held responsible for any use which may be made of the information contained therein.  

[Project Number: 2017-1-PT01-KA204-036010] 

 

 

 

  

 

 

 

 

 

 

 

IO4 

Case Study Template  

 

Prepared by Oxfam Italy and SFEDI 



 

1 
 

  

 
Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted refugees to effectively 
integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
 
 

Name of individual and  information 
about personal story, including 
migration story, so: 
Name 
Age?? 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  
 

My name is Marcela Esteban and I’m a tea 
sommelier. I left Argentina 15 years ago and I’ve 
been living in Florence for 10 years. I was 23 
when I decided to leave. In 2001 Argentina was 
running a deep economic crisis and many 
representatives of my generation decided to go 
abroad. At the time I chose to go to Italy because 
I thought that this country could offer more work 
opportunities than Spain, where most young 
Argentinians used to go. I was wrong. Early times 
were quite hard in Rome. I didn’t have neither 
documents, nor money, nor knowledge of Italian 
language. I lived for a period with an Argentinian 
family that I met in Rome but it happened that I 
had to spend some nights in hostel or in the 
subway. After some time I became a full-time 
domestic worker for a family but it was a difficult 
situation because my life was completely 
different in my country of origin. At a certain 
point I moved to Madrid where I got regular 
documents. This is the turning point of my life. In 
Madrid I met an Italian man. Since then I lived in 
several places like Tenerife, London and 
Florence, where I got married. 
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Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

I got my high-school diploma in Argentina, where 
I attended also a private English language course. 
I didn’t have any business training so, when I 
moved to Madrid, I started to attend free 
training courses for becoming an entrepreneur. 
In 2012 I got studies in Argentinian Tea 
Sommelier. In 2014 I studied in the Tea Research 
Institute of Hangzhou, in China. In 2015 I became 
a Food Sensory Project Manager. In 2016 I 
travelled around Sri Lanka to improve my 
knowledge of Ceylon black tea. 

 

What is the nature of their business?  
 
 

In 2010 I opened an artisan tea shop in Florence 

called Tealicious, where I sell handmade teas and 

natural infusions. Tealicious is a mixture of my 

life experiences. It stems from my love for teas 

and natural infusions, which are largely 

consumed and produced in my country of origin, 

and originates also from my passion for the 

Italian gastronomic culture. I had the idea to 

combine natural beverages to food, 

reinterpreting the traditional Italian principle of 

the perfect match between good food and good 

drink by substituting wine with natural blends. 

The idea is becoming very appreciated in the 

Arab world where people don’t drink alcohol. 

In the last years my professional activity provided 

me of several awards.  

 

What was their motivation to start 
this specific business? 
 
 
 
 
 

As I said before, passion is at the basis of my 
professional activity but I decided to open my 
own business also because I wanted to have 
enough time to devote to my family. Of course, 
to be an entrepreneur is a risk: you are 
responsible for everything but this makes me feel 
more motivated. 

What did they do to manage the 
journey from idea to action in 
starting their business 
 
 

In 2008 I started to think about Tealicious and I 
spent 2 years trying to understand the needs of 
the market. The creation of a "Non-Alcoholic and 
natural beverage menu" was inspired by my ex-
husband, who is a chef. I started to think about 
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how to creatively apply to the “liquid” the 
gastronomic techniques generally used to make 
“solid” food. All my products are hand blended. 
The Florentine artisanal culture made me 
understand the importance of time and passion 
as the two main ingredients to achieve 
excellence in something. Initially I didn’t have 
any business training so I relied on instinct and 
common sense. I chose an international word 
game “Tealicious” for my shop cause I wanted 
something international that could be 
understood by every culture. At the beginning 
the difficulty was to not have a big market for my 
products but I started to work hard in my lab, 
trying to understand the needs of my customers 
and how  to satisfy them. Gradually I gained the 
confidence of people and this made Tealicious 
great in time. 
 

What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

After 8 years I expanded my business in Dubai. 
I’m perceived as an Italian who is exporting an 
alternative version of the Mediterranean culture 
of eating good and healthy food. It’s a bit 
strange, I’m an Argentinian who represents Italy 
in regards to a particular sector of the 
gastronomy that isn’t part of the Italian culture 
at all but I created it. 
 

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

At the beginning I tried to ask for an enterprise 
support but I didn’t get it cause I didn’t have a 
clear vision of my business project. My 
professional activity grew in time. I opened my 
shop without external funding but I believe that, 
especially at the beginning, an entrepreneurial  
support could have been useful to me.  

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

Sometimes, being married with an Italian and 
living in Italy made me feel like “eaten” by 
dominant culture so I needed to create a place 
which represents me, allowing me to integrate in 
Italy without losing my identity and culture. My 
shop is full of me and people who get into it 
immediately perceive that they are coming into 
my life. I think that only people who really want 
to get in touch with me, they enter my shop and 
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this provides me with the establishment of true 
relationship. In the last 8 years I had good 
feedback from people. The real wealth for me it’s 
to learn from people who come in my shop to 
suggest me where to buy local raw materials. I’m 
so glad to have transmitted my passion to them.  

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 
 

I think that a person who arrived in a new 
country should try to understand the local 
culture and commit himself to find a way to be 
useful for the community. I used tea, that is a 
typical Argentinian product, and I found the way 
to take it into the Italian culture. This means 
integration and this is the value added that a 
migrant can bring into a new country. Of course, 
at the beginning it’s important to study but also 
you need to have in mind a clear idea about the 
project. You need to practise a lot because 
practise is the only way to find out the love for 
what you’re doing. You have to risk, to work hard 
to reach your objective. You’re the only 
responsible of your dream, especially if you’re 
alone in a foreign country.  

 
 
According to Florence project meeting, there is the possibility of capturing some video footage of 
the migrant entrepreneurs to be profiled as part of the case study exercise (this it was strongly 
encouraged)  
 
Cardet agreed to circulate guidelines for video production to all partners in June and also offered 
to support in the editing and production of a short video which could be used on the project 
website and across our social media platforms. 
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted refugees to effectively 
integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
 
 

Name of individual and  information 
about personal story, including 
migration story, so: 
Name 
Age?? 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  
 

My name is Marie Terese Mukamitsindo. I 
arrived in Italy 22 years ago. I didn’t have neither 
documents, nor money, nor bags. I left with my 3 
children of 5, 8 and 17 years olds. I escaped the 
civil war in Rwanda and I arrived in Kenya. I 
chose Italy cause in that period one could come 
here without VISA, so I bought a fake passport 
and I left. Early times in Rome were quite hard: I 
ended up in a reception centre for migrants near 
Fregene where living conditions were very bad. 
We used to sleep in a really cold container, 
showers were 10 minutes far away with no hot 
water at all. A few months later my fourth son 
arrived. I applied for asylum but my application 
was denied and I received an expulsion order. In 
the meanwhile I moved to Sezze. Local people 
were very welcoming with me and many of them 
signed a subscription to let me get the 
documents. In 1998 I got a political asylum and in 
2005 I became an Italian citizen.  
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Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

I got a social work degree in Belgium. I obtained 
the recognition of my academic qualification in 
Italy, joining the professional register of social 
workers. I had several work experiences in my 
life. During my studies abroad I joined the 
organization of Catholic Union of social services. 
When I came back to Rwanda I started to work in 
the regional office of social services where I was 
in charge of the health education programme. In 
Italy, after the initial period passed in the 
reception centre, I got a job as caregiver for a 
family in Sezze. In 1998 I started to work for CIR 
(Italian Refugee Council). 

What is the nature of their business?  
 
 

I’m the chief of a social cooperative called 

Karibu. The mission of my activity is to welcome 

and give work opportunities to asylum seekers. 

The name of my cooperative derived from a 2001 

project  called “Karibu Project” which means 

“welcome” in Swahili. The Karibu Project was 

born out of PNA (National Asylum Programme). 

It was focused on single women or women with 

babies who were refugees or asylum seekers. 

The SPRAR centre hosts about 50 women today. 

In 2014 we set up two more SPRAR centres in 

Priverno and Monte San Biagio, that host nuclear 

families and individual adults. We also set up 

three group homes for unaccompanied minors in 

Roccagorga, Sezze and Latina. After the 

migration emergency of the recent years, we 

decided to manage some Extraordinary 

Reception centres (CAS) led by the Prefecture of 

Latina. 

Today my cooperative hosts more than 800 

migrants, organizing language and professional 

courses. It has 159 workers among which 147 are 

Italians. I won the Money Gram Awards as the 

best immigrant entrepreneur of the year.  
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What was their motivation to start 
this specific business? 
 
 
 
 
 

My dramatic experience persuaded me to work 
in this field. I wanted to safeguard women like 
me who arrive in Italy and don’t receive enough 
support from the Italian reception system. 
Women who are refugees and travel alone or 
with their babies are extremely vulnerable: the 
90% of them experienced violence and 
humiliations. 

What did they do to manage the 
journey from idea to action in 
starting their business 
 
 
 
 

I would have liked to stay in Africa but I had to 
escape my country. I arrived in Italy with nothing 
in my hand. I didn’t have any long-run projects 
for my life, I just wanted me and my sons  to 
survive. In 2001, when the call of PNA was 
issued, I was strongly motivated to apply and had 
to fight a lot with the major of my municipality to 
have the permit to submit my project .  

What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

My work is very difficult and represents a 
continuous challenge to me. It gives you the 
opportunity to help people but at the same time 
it can be exhausting. It’s fundamental to keep up 
with listening to people’s needs, both of hosts 
and workers.    
 

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

I feel lucky because since the beginning I had the 
support of UNHCR and CIR who were positively 
impressed with the very good work I did for the 
implementation of Karibu project in 2001. They 
told me that I got excellent results in terms of 
integration and strongly suggested me to create 
an organization which could bring together all 
local activities in support of immigrants.  

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

I have to say that sometimes to be an African 
woman at the head of a cooperative which works 
with immigrants can be uncomfortable in this 
country. It happened that some male workers of 
my cooperative tried to question my role or that 
contradicted me in front of the others. In this 
kind of situations I had to make a stand and bring 
out my personality. 

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 
 

The most important thing is to have clear in mind 
your objectives and to carefully plan the 
necessary steps to reach them. Determination, 
diligence and patience are fundamental because 
we refugees have to face many difficulties. I’m 
sorry to say it but often there is no clear 
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distinction between rights and favours in this 
country and there are many differences in the 
provision of services between the different 
territorial municipalities. 

 
 
According to Florence project meeting, there is the possibility of capturing some video footage of 
the migrant entrepreneurs to be profiled as part of the case study exercise (this it was strongly 
encouraged)  
 
Cardet agreed to circulate guidelines for video production to all partners in June and also offered 
to support in the editing and production of a short video which could be used on the project 
website and across our social media platforms. 
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted refugees to effectively 
integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
 
 

Name of individual and  information 
about personal story, including 
migration story, so: 
Name 
Age?? 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  
 

My name is Philip. I come from Nigeria. I arrived 
in Italy on May 4th 2014. In Italy I received the 
humanitarian protection. 
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Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

I got a sociology degree in Nigeria. For one year I 
worked in a construction company. I didn’t have 
any experience in import/export sector but my 
father is a welder and he taught to me how to 
deal with electrical instruments. 

What is the nature of their business?  
 
 

I have an import/export company called “Philip 

and sons”, founded in 2017. Basically, I buy and 

repair second-hand appliances in Italy and I sell 

them in Nigeria 

What was their motivation to start 
this specific business? 
 
 
 
 
 

I couldn’t get a job so I decided to start my own 
business. I need money cause I have a family to 
take care of. 

What did they do to manage the 
journey from idea to action in 
starting their business 
 
 
 
 

I decided to start such a business cause I have 
some friends in Nigeria who do the same work, 
so I have some contacts in my country of origin 
who can help me to sell appliances there.  

What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

 

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  

I don’t have a driving license for tracks and this 
fact is very bad for my business. I have a driver to 
transport appliances. 
It would be useful to have some funds to help my 
professional activity get bigger.   



 

3 
 

 
 

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

My business provides me the possibility to be 
more in contact with the Italians. The driver who 
works for my company is Italian and I have 
several professional contacts throughout Italy. I 
buy second-hand appliances everywhere in the 
country. 

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 
 

It’s fundamental to carefully plan and manage 
your economic resources to do well in this kind 
of activity. 

 
 
According to Florence project meeting, there is the possibility of capturing some video footage of 
the migrant entrepreneurs to be profiled as part of the case study exercise (this it was strongly 
encouraged)  
 
Cardet agreed to circulate guidelines for video production to all partners in June and also offered 
to support in the editing and production of a short video which could be used on the project 
website and across our social media platforms. 
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 
and skills has assisted migrants and refugees to manage the journey from idea to action and/or 
integrate into host communities. 
 
Oxfam Italia and SFEDI developed prototype case studies. Each partner will produce 4 case studies 
showing how enterprising learning and skills development has assisted refugees to effectively 
integrate into host communities and the labour market. 
 
The case studies provide an opportunity to profile migrants and refugees and different aspects of 
their experiences including: 

 Who they are 

 Where they have come from 

 How they have got to where they have 

 What is the nature of their business idea and what has been the journey from idea to 
action 

 What support have they received to date 

 What advice and guidance would they provide to others 
 
 

Name of individual and  information 
about personal story, including 
migration story, so: 
Name 
Age?? 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
[Elements of personal information can 
be optional depending on the 
background of the individual]  
 

My name is Tito Anisuzzaman and I’m an 
entrepreneur. In 1999 I came to Italy from 
Bangladesh with a fake document. I was 17 years 
old. During my first year in Italy I lived in Milan 
and Rome. At the time I didn’t have anything and 
it happened to spend days with no food and no 
sleep. After a year I got the documents and some 
compatriots helped me to find a job in Arezzo. I 
started to work in a factory as a goldsmith. I 
didn’t have any work experience so I began to 
work as an apprentice. I worked there for 11 
years, becoming the main responsible for dealing 
with both customers and workers.  
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Briefly, what is their background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

I  attended the middle and high school in Arezzo 
and I got a professional license to work as a 
goldsmith. This year I would like to attend a 
University to obtain a social mediation degree. 

What is the nature of their business?  
 
 

I run a business in Arezzo called Amici 

International that deals with precious metals by 

using the galvanic jewellery technique. We work 

on behalf of third parties for both local and 

foreign producers. My company employs actually 

10 workers. The economic crisis obliged me to 

fire 5 workers in the last years but the 

relationship between me and my employees is 

very important to me. We are grew up together, 

we are a big family. They are all from Bangladesh 

however in previous years I had also Italians, 

Pakistani and Albanians. In 2013 I won the 

money gram award as the best foreign 

entrepreneur. 

I’m the president of the Bangladesh cultural 

association, founded in 2007. It was created in 

order to facilitate the reunion of the Bengali 

community in Italy and now it’s involved in 

reception projects for migrants. It employees 11 

Italians and Bengali workers. 

What was their motivation to start 
this specific business? 
 
 
 
 
 

At the beginning I simply needed to survive: the 
economic crisis caused problems to the company 
where I worked so I decided to start up in 
business on my own. 
  

What did they do to manage the 
journey from idea to action in 
starting their business 
 

In 2007 I started to think about how to run my 
own business in the gold sector. At that time 
some friends proposed to me to join together 
and we decided to create Amici International. 
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What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

My business has always been a challenge for 
local entrepreneurs.  I’m an Italian citizen but I 
will always remain a foreign guy who created a 
company which represents an important local 
entrepreneurial reality. There is a lot of 
competition in this sector.  

What business support needs did 
they have in starting their business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

For 10 years my business has been bringing 
about economic development  to the territory of 
Arezzo so I continue to be strongly supported by 
the local entrepreneurs society. 
 

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

Since I’ve been in Italy I’ve tried to be open-
minded. I met people with different way of 
thinking and values but I strongly believe in 
listening and dialogue to build a more strong and 
united society. 

What one piece of advice would they 
offer to other migrants/refugees 
looking to start a business? 
 
 

An entrepreneur should be a man of honesty and 
integrity. He should have the capability to build a 
strong and based-on-trust relationship with his 
workers. It’s fundamental to be open-minded: 
you have to maintain a link with your country of 
origin but also to love the place where you 
arrived. You need to know the culture and the 
law of the host country to live a dignified 
existence. 

 
 
According to Florence project meeting, there is the possibility of capturing some video footage of 
the migrant entrepreneurs to be profiled as part of the case study exercise (this it was strongly 
encouraged)  
 
Cardet agreed to circulate guidelines for video production to all partners in June and also offered 
to support in the editing and production of a short video which could be used on the project 
website and across our social media platforms. 
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Overall aim of IO4 is to: develop a series of case studies of how developing enterprising learning 

and skills has assisted migrants and refugees to manage the journey from idea to action and/or 

integrate into host communities. 

 
Please, answer the questions below. 
 

Your personal story, including 
migration story, so: 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 

 
 
Sidati 
36 
Morocco, Lithuania 
10 years 
Holidays 
 
Different language, complicated laws 

Briefly, what is your background 
(professional experience)? 
 

business 

What is the nature of your business?  Import and selling wholesale and retail 

  

What was your motivation to start 
this specific business? 
 
 

All the time doing this 
 

What did you do to manage the 
journey from idea to action in 
starting your business? 
 
 
 

working 

What challenges and opportunities 
have you faced in starting or running 
your business? 
 
 
 

Big taxes, non friendly environment for business, 
contract between Morocco and Lithuania – no 
import taxes for handicrafts 

What business support needs did you 
have in starting your business? 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  

 
Less taxes in the start of business, help with 
business contacts and etc 
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Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

 
If person will work with people and will 
communicate with them, naturally will start to 
know more people and will be known in 
community. Success in business or good skills will 
not make to feel more at home.  

What one piece of advice would you 
offer to other migrants/refugees 
looking to start a business? 
 
 

Business in Lithuania is better than work for 
others.  
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Name of individual and  information 
about personal story, including 
migration story, so: 
Name 
Age 
Home and host country 
Time in host country 
Expectations before arriving in host 
country 
Personal challenges and opportunities 
in arriving in the host country 
 
 

I am Natia Labadze-Gelziniene from Republic of 
Georgia and 5 years ago arrived in Lithuania for 
study. Expectation before arriving here were to 
get European education and better living 
conditions here… It was my first step to start 
independent life here and at the beginning I had 
always the feeling that I was doing everything 
wrong (even when I was crossing the roads) but 
then I got many friends and had amazing time 
with them at the university and at dormitory as 
well. 

Briefly, what is your background? 
 
[from the point of view of training and 
previous professional experience, 
both in our country and in the country 
of origin, if any] 
 
 

I was a student when I left my country and was 
working in international company there. Later I 
started to work here in Lithuania and it was very 
hard for me to manage both things together. 
Differences what I can compare, here professors 
were not that strict as there were in Georgia and 
they did help me a lot here. 

What is the nature of your business?  
 
 

It is food industry. I opened a Georgian 

restaurant here. 

  

What was your motivation to start 
this specific business? 
 
 
 
 
 

The motivation was food which I loved and was 
impossible to get them anywhere here in Kaunas. 
 

What did you do to manage the 
journey from idea to action in 
starting your business 
 
 
 
 

The first step was to share my idea to my best 
friend and suggest to do it together. I did not 
want to be alone in this and he agreed to my 
idea. After we needed to get enough knowledge 
how to start business here, what kind of 
regulations there are. After we needed some 
financial support and it was also pretty hard to 
make sure our families to support us financially. 
After that step by step we made everything how 
we could.  
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What challenges and opportunities 
you have faced in starting or running 
own business? 
 
 
 
 

The biggest challenge and difficulties were 
language barrier and Bureaucracy here. 

What business support needs did you 
have in starting the business? 
 
[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

The biggest support was between me and my 
partner. We did not ask for any help from 
anybody. Everything what we did were from our 
knowledge and experience. 
 

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

For sure. 
After the first article came out in the local 
newspaper “kauno diena” we felt a lot of 
warmness from people. They started to smile me 
at shops and talk like we knew each other. Our 
guests like to communicate with us.  

What one piece of advice would you 
offer to other migrants/ foreigners 
looking to start a business? 
 
 

Never give up of trying to achieve them goals. On 
the way there gonna be lots of difficulties but it 
worth of result. 
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Name of individual and information 
about personal story, including 
migration story, so: 
Name 
Age 
Home and host country 
 
Time in host country 
 
Expectations before arriving in host 
country 
 
 
 
 
 
Personal challenges and opportunities 
in arriving in the host country 
 
 

 
 
 
Tom Nicholson 
43 
Great Britain, Lithuania 
 
4 years.  
 
Come to Lithuania because of loving wife (she is 
Lithuanian). Willingness to spend more time with 
children, less work, more sports, more frequent 
holidays outside Lithuania and to improve the 
Lithuanian language. 
 
 
Challenges: at first, there was still an attempt to 
lead own real estate company in London, but as 
a family man did not want to spend most time in 
airports and not seeing a family. 
 
Opportunities: there were so many untapped 
opportunities in Lithuania to set up a business 
here in Lithuania. 
 

Briefly, what is your background 
(professional experience)? 
 
 

Owner and manager of real estate company in 
Great Britain. 

What is the nature of your business?  
 
 

Food industry. Founder and owner of “Jurgis ir 

drakonas” (literally translated as George and the 

Dragon), a rapidly growing pizza chain in 

Lithuania.  

George and Dragon make pizza for the real 

heroes. Real heroes understand the best quality. 
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What was your motivation to start 
this specific business? 
 
 
 
 
 

When considering business plans, I decided to 
produce pizza. A brave move, maybe? Lithuania 
seems so saturated with pizza. Whilst on holiday 
in Italy, my wife Beata (she is popular food 
expert, author of cookbooks and she hosts a 
widely viewed TV cooking show in Lithuania) and 
I consistently eat amazing pizzas, even in the 
simplest places and we started to wonder how 
and why this taste was absent in Lithuania. Well I 
decided to bring a new quality of pizza to 
Lithuania and to serve it in a unique way. I 
decided, don’t let the people come to the pizza, 
let’s take pizza to the people! And so, the idea of 
selling authentic Neapolitan pizza from mobile 
wood fired ovens was born. 
 
The demand for authentic pizza made to the 
highest standards here in Lithuania is growing by 
the day! When I first arrived here, pizza was very 
popular, but the food served up at most outlets 
was dry and tasteless – a world away from the 
delicious flavours and textures of real Italian 
food. I wanted to offer an alternative, using 
traditional cooking techniques and the best 
ingredients around – and the locals are taking to 
it in their droves. 
 

What did you do to manage the 
journey from idea to action in 
starting your business? 
 
 
 
 

I always trusted my strength. Of course, the 
restaurants “Jurgis ir Drakonas” are not only the 
result of that belief. It is both effort and risk. I am 
a person of positive thinking. I always see the 
future from a positive perspective. 
 
I’m stubborn. Perhaps in a personal life this is a 
disadvantage, but in business – strength. I think I 
also understand the issues of negotiation, I am 
looking for the most appropriate solution. What 
else? I have a good intuition and I’m guided by it. 
I try to understand each business chain. Even if I 
need to take up physical work, I put on the 
sleeves and do this. 
 
The essence of the business is to offer the 
necessary service and successfully sell it. A good 
entrepreneur is one who sees the need and is 
able to satisfy that need. But, of course, people 
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and their taste are constantly changing, so the 
best entrepreneurs are constantly improving 
their business to get to the customer. 
 
Finally, my wife Beata. She is the author of the 
original idea, understands what is needed for a 
modern person in Lithuania. I think that is the 
most important thing. 
 

What challenges and opportunities 
you have faced in starting or running 
own business? 
 
 
 
 

For a foreigner living in Lithuania is one thing – 
but setting up a business there is an entirely 
different proposition. There is a whole different 
set of rules to learn, inconsistencies to 
understand and ‘shortcuts’ to master. 
 
Over the past few months that When I have 
begun setting up my own business here, I have 
felt the high and lows that any entrepreneur 
would feel, coupled with the immense 
satisfaction and incredible frustration that is 
achieved in doing that on foreign soil. 
 
I have met many people in the course of my 
business, in the few short months I have been on 
this journey. I came to the conclusion, businesses 
in Lithuania fall into two broad categories. The 
first type is the mature more established 
businesses, where the answers would often be 
‘No’, or ‘why?’ No free thinking or spontaneity or 
willingness to consider unusual requests. But the 
other category is the new, younger businesses 
that appear to be popping up everywhere. The 
companies that say, ‘yes we can’ and ‘why the 
hell not?’ ‘How about this as well.?’ Having come 
across too many of the first type of businesses, I 
became despondent – how could I get anything 
done? But looking harder I found there are some 
amazing businesses in Lithuania, run by amazing 
and forward thinking people and I have enjoyed 
meeting and getting to know. Life is too short to 
do business with people you don’t like – so 
search for the people you do! 
 

What business support needs did you 
have in starting the business? 
 

I spent half a year researching all about pizza and 
how to make the quality product that will be 
differentiated from the commercial chain brands. 
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[Support can relate to both 
development of the individual as an 
owner-manager and the development 
of the business]  
 
 

I travelled to Napoli, the birthplace of pizza to 
learn from the real pizza masters. I travelled all 
over the UK to learn how to cook pizza from 
mobile ovens. Then I brought this knowledge 
back and started to figure out how this would 
work in Lithuania. 
 

Do you think the skills you developed 
to start your business have helped 
you to make friends and feel more at 
home and involved in your local 
community? If yes, can you give us an 
example? If no, why not? 
 
 

In the past, lots of time spent in Lithuania before 
business (because wife’s parents live here, the 
wife’s business here), so lots of friends are in 
both countries. Nevertheless, now all time is 
dedicated to Lithuania – home is here. 

What one piece of advice would you 
offer to other migrants/ foreigners 
looking to start a business? 
 
 

Commitment to quality or be the best! Real 
heroes understand the best quality. 

Note: information about the success story of Tom Nicholson was gathered from freely available internet sources. 
 
 



Jayamini's Story 

Name:  Jayamini  De Silva 

Age:  46 

Home and host country:  Sri Lanka, 

United Kingdom 

Time in host country: 14 years 

Jayamini arrived in Newcastle upon Tyne, UK in 2004 from Sri Lanka to study a Masters in Art 

Conservation at Northumbria University.  In Sri Lanka she had been working as a Fine Art 

lecturer at the University of Peradeniya, in  Kandy and when the opportunity arose to study 

in the UK, she decided to take it, bringing her husband, and eldest child with her. She had 

managed to secure some scholarship funds from the Sri Lankan government.  Her plan was 

for the family to return to Sri Lanka after her studies were complete. Things did not go quite 

to plan.  Jayamini found returning to Sri Lanka was difficult, at the time the country was in 

civil war and life was quite challenging.  Jayamini successfully applied to Northumbria 

University again for a PhD place, but this time things were much harder as there was no 

financial support and Jayamini struggled to survive financially and undertake her PhD at the 

same time, she was also pregnant with her third child and so she made the difficult decision 

to give up the PhD studies and concentrate on raising her family. 

Jayamini struggled  to secure employment in the UK despite her skills and 

qualifications 

When Jayamini was ready to look for work, she unsuccessfully applied for numerous jobs.  

Initially she wanted to secure work using her professional skills in paper conservation but 

though she applied to many organisations, she very rarely even secured an interview.  When 

she asked for feedback, it was always positive, but focused on the higher quality of 

applicants that had applied.  Jayamini found this difficult to believe as she had the skills, 

qualifications, experience and even spoke 3 languages including Chinese.  Jayamini felt that 

not having local experience was  a significant barrier for her as it seemed that was what 

employers were looking for, and she felt that an element of prejudice was also colouring 

employers decision making. Jayamini trained as an Adult tutor in the hope of finding work as 

an Art Teacher but this was not successful either. Unable to secure work in her profession, 

Jayamini began to look at the scope of going freelance and creating her own opportunities 

as an entrepreneur. 

Creating her own opportunities through self-employment as a freelance Artist 

Having decided that there was no scope to pursue her professional career in the UK, 

Jayamini considered what other skills she had, and decided to put her artistic and creative 

talent to use. However, her biggest issue was her very limited contacts and networks in 

Newcastle.  Back in Sri Lanka, she had a large circle of friends and family which she often 

used professionally, this was not the case in Newcastle and it limited the opportunities she 

was made aware of.  She became a member of GEM Arts, a community arts organisation that 

promotes the work of black and ethnic minority artists.   Through GEM arts, she secured her 

first piece of work with a Hotspur Primary school.  The school was interested in exposing 

" Migrants face, enormous barriers when looking for 

employment or creating their own opportunities, 

whenever  possible, be the person that helps them to 

break one of those barriers down, go that extra mile!"  

Jayamini De Silva 

 



their students to different cultural and festive celebrations as part of their integrated 

approach to equality and diversity.  This got Jayamini thinking about other opportunities and 

she spent hours compiling a list of all the local schools approaching them individually to 

provide arts and cultural experiences that would enhance their cultural diversity programmes 

and so work began to flow.  

Growing a successful business takes time and comes with challenges 

Jayamini faced challenges in finding reasonably priced places to exhibit.  She has also 

struggled with trying to sell her art to established places in the North East.  Jayamini is keen 

to state that going into self-employment is her second choice and she would ideally prefer 

to be engaged in professional employment, but she feels there are strong barriers keeping 

her out of the labour market, a key one of them being discrimination.  As a freelance artist 

Jayamini feels more in control of her destiny, engaging in work she wants to do and making 

a success of it.  

Over the years, Jayamini has had some great successes, with her exhibitions and her work 

within schools. In 2010 Jayamini participated in "Made in Newcastle" where local artists go 

together in an exhibition space in the City Centre, this was her first exhibition in Newcastle 

and it got big coverage.  The actual exhibition went on for about six months, and during that 

time Jayamini established many networks and contacts that have proved beneficial for the 

business in the years that followed. 

Jayamini would have benefited from a range of business support advice, but didn't 

know where to go… 

" It would have been so beneficial to find a way to accelerate the knowledge of the cultural 

and arts links in the North East."  Says Jayamini, she feels she had no support or help to link 

into the Creative sector landscape and still feels she doesn't always know what is going on in 

the area.  Having knowledge about where to get affordable premises would also have been a 

huge help.   Jayamini feels that her own business skills and her husband's skills at 

researching and identifying opportunities as well as the support he has provided throughout 

is what has really helped her to develop the business.   She was not aware of anywhere in 

Newcastle that she could go to, to receive business support which she would very much have 

welcomed and still would.   

Jayamini's advice to others –Go that extra mile for a migrant and help them to break 

down barriers to enterprise and work.  

Her one piece of advice to those supporting migrants and to locals is this " Migrants face, 

enormous barriers when looking for employment or creating their own opportunities, 

whenever possible, be the person that helps them to break one of those barriers down, go 

that extra mile!"  



 

 

 

 



Mo's Story 

Name:  Mohammed Afzal 

Age:  59 

Home and host country:  Pakistan, 

United Kingdom 

Time in host country: 47 years 

Mohammed Afzal (Mo) arrived in the United Kingdom from Faizlabad, Pakistan at 12 years 

old to join his father, brothers and wider family in Newport, Wales.   His father had arrived in 

the 1960's and had worked across the UK, travelling to different regions, wherever the work 

was and ending up working in the Steelworks in Port Talbot.  In the 1980's his elder brother 

bought up a corner shop (a shop selling groceries and general goods in the UK is called a 

'corner shop' as they used to always be located on a street corner) and Mo used to help out 

in the shop.  

Learning English was a big challenge 

When Mo first arrived in Newport, Wales at the age of 12 he could not speak any English. 

Learning English was going to be his first challenge.  He had been doing very well at school 

in Pakistan, and felt that if he had arrived in England even 5 years earlier, he might have 

stayed on in education and done very well.  There were about 15-20 migrant children in the 

school, from various African countries including Somalia and Mo from Pakistan.  Mo's school 

decided to run a six-month intensive programme for the new migrant children to learn 

English first before they were put into their respective year groups.  The programme was very 

good and Mo quickly mastered English and was put into his year group where he went on to 

complete his secondary education.   

Mo sought employment in engineering but it was not lasting… 

Mo's passion was for mechanical engineering, and he was employed, as a motor mechanic 

for a short time, where he received on the job training.  However, things didn't work out and 

he was unable to find sustainable work, he found himself back working within the family 

businesses.  He had  a sister in Edinburgh, so he went to help her out in her shop for a 

month and then returned to Wales.  His brother had bought a Newsagent in Newcastle and 

moved up North.   

He bought a fish and chip shop with no knowledge of frying!  The business was not a 

success…but it taught him some lessons. 

Mo married and moved up North too, he bought a fish and chips shop in Sunderland, his 

father loaned him the money and he also borrowed from the bank.  Because of his family 

history in business, he found it wasn't difficult to get a business loan.  However, the interest 

rates in the 1980's were very high and he was paying it back at 11-15% which he knew was 

high but there was no option. 

Sales nose dived… no one wanted to buy fish and chips from a foreigner 

"Go for it! Never be afraid to try anything out. 

In business, luck and timing have as much to 

do with success as anything else!"  

Mohammed Afzal (Mo) 



The fish and chips shop was not a success.  He doesn't know why he bought it, he looks back 

and sees it as a mistake.  The shop wasn't doing very well, but sales plummeted when word 

got out that an Asian family now owned the shop.  Sunderland in the 1980's was a 

monoethnic city, with very few people from different places. Local people did not like 

foreigners coming over and taking over their local businesses as they saw it.  Mo also said 

that he had no clue whatsoever about frying things. 'I had never fried anything in my life'   so 

that might have also contributed to the nose dive of sales!  

Mo employed local people in his shop…the customers started coming back! 

It would have been easy to give up but Mo decided to stick with it and invest significantly in 

the business despite it making a loss, he injected £20,000 and bought a new Pizza making 

machine and employed local people to help him run the shop.  When asked how he set out 

to overcome prejudice in the local area he said "I just kept going" Mo employed an older 

woman in the shop, that commanded the respect of many locals and she had very good 

community networks.  Her son was well known in the local area as someone that you didn't 

mess about with, from then on, local people did not make any trouble for Mo and customers 

started returning to the shop and sales improved, though the business was never profitable.  

Mo sold the business at a loss and ended up having a spell in employment before buying the 

corner shop he has in Heaton. Mo has made many mistakes, but he feels his trial and error 

approach meant that he has learned a great deal from these mistakes.  He has never had any 

formal business advice, but he relies on his family and extended families experience to 

provide him with the skills and knowledge to run his business.  

Mo found another opportunity….and another challenge…. 

Mo now owns one of the Premier Stores, one of 2400 local convenience stores in the UK 

which are independently owned but with common branding. Mo's store is in Heaton, 

Newcastle upon Tyne.  He has once again experienced mixed fortunes - the business was 

doing fine until a major supermarket chain opened a local outlet opposite.  Overnight 

business reduced, and Mo says sales whilst improving are still below the levels they were 

before the supermarket opened opposite. Mo is hoping to weather that storm too.  

In business you must be willing to take risks and have solid financial backing… 

Mo has a "just do it"  attitude when it comes to business, he is happy to overcome obstacles 

along the way and unafraid of the challenges that come his way.  His family are all in 

business, and access to finance initially came from within the family but banks have also 

been willing to support his ventures, so he has found it relatively easy to access bank 

support.  This is what has enabled Mo to move his ideas into action.  He has however never 

accessed any formal business support along the way, though it is evident he could have 

done with some business planning and business growth support as well as some market 

research which might have informed some of the decisions he took.  

Running his business, has enabled Mo to be at the heart of the local community…. 

Mo is the centre of the local community and knows everyone locally as they all use his shop.  

Running his own business has definitely helped him get to know everyone and he feels more 



integrated and connected with the local community and enjoys passing the time chatting 

about football and the various issues of the day.  

Mo's advice to others – Go for it! 

His one piece of advice to any migrant wishing to set up in business is "Go for it! Never be 

afraid to try anything out, and in business luck and timing have as much to do with success 

as anything else.!"  

 



 

ONDGO - Case Study Template 

ONDGO 
Case Study Template 
 

Name of individual (Optional) 
 
 

 

Nationality, age, gender (Optional) 
 
 

Nationality: Jordanian 
Age: 23 years old 
Gender: Female 

How long have they been in the 
country. 
 

8 months. Since 19 September, 2017 

Briefly, what is their background? 
What training or professional 
experience, both in country of origin 
and this country have they had? 
 
 

-BSc in Business administration and Marketing. 
MA in Art, Business and Creativity. 
-A 3 year music pedagogical teacher at Sounds of 
Palestine 
-3 months internship in parish and public 
relations, marketing and fund development at 
Catholic Charities Fort Worth and Washington DC 
-8 weeks of consultancy; provided a final report 
of research and recommendations for Take pArt 
organization in North Shields as part of Managing 
Creative Enterprises Module 
-January 2018, with 4 more people we started a 
record label named as Ricta Discs in Newcastle. 
 

What is the nature of their business?  
 
 

The business is a record label call Ricta Discs that 
aims to bring people together, not only artists. As 
a start, we are holding parties at different venues 
and working on building our base and networks 
for artists to sign up with our record label. 

What was their motivation to starting 
this business? 
 
 
 
 

Having a common thing with the team is 
important, and that what brought us together; 
Appreciation and love for arts. Passion, vision 
and teamwork are what motivate us to keep on 
working on this idea to become a success. As we 
are also aware the need many artists have for 
finding a proper record label to share their work. 

What was the first step they made 
from their idea to making the 
business happen? 
 
 
 
 

Our first event was held in February, after only a 
month of the Ricta Discs creation. But from the 
beginning, we knew how to work together and 
first step we did was to be confident, take a step 
forward, be open to failure and “Just Do It”. It 
ended up a success and learnt a lot about what 
we need to do for future events. Realizing that 
only your mindset can make things happen once 
you take advantage of opportunities. 



 

ONDGO - Case Study Template 

What challenges and opportunities 
have they faced in starting or running 
their business? 
 
 
 
 

In my own opinion, one of the major challenges 
was finding the tagert market. As most of the 
people who attended our events for now were 
students- which is not our main target. This 
relates to the importance of reaching out to 
people and promotion, which is not an easy thing 
to do and needs a lot of time. On the other hand, 
doors started to open for Ricta Discs as in 
summer an event will be held in a really well-
known venue. In addition, the partners of Ricta 
Discs come from different nationalities and that 
will allow Ricta Discs to go do international such 
in Netherlands, Palestine and Jordan. 

  

What business support needs do they 
have now or would have liked if help 
had been available? Are there specific 
skills/areas of knowledge they needed 
or would be needed? 
 
 
 

It requires more digital marketing expertise, in 
order to increase the level of engagement on 
social media. 

What one piece of advice would they 
offer to others looking to start a 
business? 
 
 

Remember two things: One, people need people 
and you always need to work on your network. 
Two, nothing is easy in this world. Starting a 
business is challenging, but staying in business is 
harder. My advice is: To ‘at least’ survive, you 
need to do something you love and work with 
someone who shares your vision. Take your time, 
find what you are passionate about and if it does 
not work in the first time do not give up, just try 
a different techninque. It is called; consistency. 
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