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1 Summary and Overall Results 

 

 

The Erasmus + partnership of the project “Inspire Us! Women Entrepreneurs” included as a contribution to the IO1 “Competencies Matrix 

and Policy Recommendations Report” an empirical study to supplement a State of the Art Analysis at EU level regarding female 

entrepreneurship.  

 

The study was conducted in two stages: 

o Qualitative in-depth interviews were conducted among entrepreneurs and experts or consultants for entrepreneurs.  

A sample of 60 individual respondents was involved in this stage of the research in six partner countries. 

o In a quantitative online survey future “would-be entrepreneurs” were asked to fill in a questionnaire to validate and broaden the 

findings of the first stage. 

Therefore, 120 respondents from six partner countries took part in the survey.  

 

The results of the research supplement the findings of the state of the art analysis. They give a broader and more specific insight into the 

motivation of women to start a business, on obstacles preventing them from founding one as well as on necessary competencies and 

support structures they need.  

 

The study finds that there is a variety of inspiration and motivation for women to start their own business, as well as a variety of obstacles 

to do so – individual and exogenous, which means influenced by external circumstances that affect women in specific. The fact that women 

found a business less often than men is also affected by society, its values and ideas.  

 

Chapter 2 includes a short reflection on the state of the art analysis, which serves as a basis for the empirical study. The purpose, 

methodology and implementation of the study are described in chapter 3. Details of the findings of each research stage can be found in 

chapter 4 and 5.  

 

Finally, the main conclusions and details of policy recommendations can be found in chapter 6. A competence matrix points out in a 

structured and clear way which skills and characteristics are recommendable for successful future women entrepreneurs. The report 

emphasizes several policies on a local, national and European level. 
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2 State of the Art Analysis at EU Level  

 

A State of the Art EU Report, designed and executed under the sole responsibility of the Greek partner “Four Elements,” conducted in 

collaboration with all partners in the project and summarized by the representatives of Four Elements, gives an overview on each country´s 

perspective regarding women entrepreneurs.  

 

The full report is available at  

https://trello.com/c/Fpff1oVe/8-io1-competencies-matrix-and-policy-recommendations-report 

(currently for registered users only). 

For the purposes of this second part of the initial analysis, the empirical study, some main points are summarized below. 

 

The report takes three major aspects into consideration and covers findings from each single country.  

1) General data / conditions in labor market  

2) Business climate & training programs for women entrepreneurs 

3) Funding programs/sources for women entrepreneurs  

 

In conclusion the analysis shows that all partner countries have several similarities as well as differences. Although the number of women 

entrepreneurs internationally has been increasing during the last years, the majority of founders still are male.  

The reasons for this are mainly because of the existence of some bottlenecks that make women reluctant, such as combination of work and 

family, gender stereotypes, lack of self-confidence, no easy access to funding, fear of taking risks and issues of social recognition. 

 

One issue that is noticed by the state of the art analysis is the lack of training and funding programs that focus on women entrepreneurs or 

that are especially helpful for this target group.  

 

The analysis also indicates a lack of national competences matrixes – besides the European Framework for Entrepreneurial Competences 

“EntreComp - Entrepreneurship Competence Framework.”  

This fact reinforces the significance of the Inspire Us project as one of the objectives is to develop a competence matrix for women. 

 

The state of the art report serves as basis and starting point for the empirical study conducted. All aspects contribute to the targeted 

development of proper support offers for future women entrepreneurs.  

 

The policy recommendations, which are included in the desk research report, will be discussed in the final chapter 6.2 “Policy 

Recommendations” of this report. 

 

https://trello.com/c/Fpff1oVe/8-io1-competencies-matrix-and-policy-recommendations-report
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3 Empirical Study – General Aspects  

 

In this chapter, the purpose, methodology and the implementation of the study conducted is explained and the target groups for the two 

stages of the study are introduced.  

 

3.1 Purpose of the study  

 

The main aim of the IO1 and thus of the study is to establish in a practical way the current state of entrepreneurial learning and training 

provisions towards women entrepreneurship by evaluating the situation in each partner’s country and identify the training needs, the gaps 

and barriers that this target group is facing (according to the project application).  

Based on the findings of the study in IO1, the project consortium will be able to develop a motivational and inspiring program for this 

specific target group taking into consideration all the key findings and suggest policies and initiatives that could empower and enhance this 

specific target group. 

 

The empirical study and analysis will be fundamental for the development of all other intellectual outputs which will be developed during 

the life of the project. It will assure that future women entrepreneurs receive the support they actually need. Thus, the study is a 

precondition for an appropriate and effective development of support for future women entrepreneurs.  

 

3.2 Methodology of the study – three stages 

 

In order to receive an equally broad and specific insight, the research involved exploratory, descriptive and explanatory research, using both 

qualitative and quantitative data collection methods. Data was collected in two stages in two different ways of approach, which built on 

each other, within two different target groups. Finally, the findings are combined for a comprehensive understanding of the situation, the 

needs and wishes of the project´s target group.  

 

As foundation of the empirical study, a state of the art report gathered information regarding the situation of female entrepreneurs in 

Europe. Therefore, all project partners collected data regarding the status quo in their country. The report covered statistical information 

on the number of female entrepreneurs and on hypotheses, why women start a business less often than men. The findings served as basis 

for the empirical study.  

 

Empirical Research 

 

The empirical research has been based on the findings of the initial study in the partner countries, particularly the factors of entrepreneurial 

motivation, obstacles and encouraging factors as well as critical success factors. These were used to identify the guiding questions which 

have been used for the design of the in-depth interview study.  

 

Additional questions aimed at identifying a matrix of competences have been designed by studying and adapting the European Framework 

of Entrepreneurial Competences to the needs and resources of a project aiming to tailor a training program for aspiring women 

entrepreneurs (http://publications.jrc.ec.europa.eu/repository/bitstream/JRC101581/lfna27939enn.pdf).  

 

To this end the highly complex framework has been simplified and reduced to some key aspects for each category. The findings from the 

desk research report have also been considered in setting up a list of the most important items. These were then used as a basis for 

discussion and assessment with consultants of starting entrepreneurs and actual female entrepreneurs.  

 

Stage 1 – In-depth interviews  
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Based on the findings of the initial analysis of the state of the art in Europe and based on the conceptual framework of the European 

Framework of Entrepreneurial Competences, a questionnaire was developed with an emphasis on the skills and knowledge needed 

nowadays from women aiming to start their own company and on the different psychological and societal aspects that prevent this 

decision. The qualitative, exploratory approach served to learn from the various experiences of the respondents and to get a closer insight 

on the processes successful women entrepreneurs had to accomplish. Both obstacles as well as helpful aspects were considered for the 

founding decision and process. The interviews, including several open questions, enabled a particular gain in knowledge and also reinforced 

the findings from the initial literature study.  

 

The answers given by the respondents were categorized into several sub-categories (supportive factors and obstacles, motivation and gaps 

in competence). Each of the categories was substantiated by listing the relevant statements made. The categories then were used to design 

the questions for the online survey, in order to quantify the relevance of each and to get the perspective of the actual target group of 

would-be entrepreneurs.   

 

The interviews also include a quantitative part, in which the respondents were asked to reflect their personal experience. Therefore, they 

should rate a list of selected competencies taking into consideration how important they were for their founding process and to what 

extend these competencies were developed during the time in which they decided to start their business.  

 

Stage 2 – Online survey  

 

To verify and deepen the findings of the qualitative interviews, an online survey addressing a second, different target group, aspiring 

women entrepreneurs, i.e., those who claim that they “have thought of founding a business recently” was conducted. The type of questions 

for the online survey was largely closed questions with multiple choice or ratings on a certain scale. This way, the online survey was easier 

to handle for the respondents, as the respondents did not need to write their own qualitative statements. Using this approach, a higher 

return rate was expected and also the results are easier to compare. Thanks to the quantitative survey, a statistical evaluation of the 

findings is possible.  

 

The findings from the in-depth interviews were partly available at the time of drafting the online survey and were used to further merge 

and simplify the questions asked.  

Therefore the information obtained in the two separate surveys is comparable, but not exactly the same. In general in the first interview 

survey, which is more exploratory and qualitative, more differentiated formulations were used, which were then merged to overarching 

categories in the second stage. In the more quantitative online survey, which aimed at validating the findings of the first, including the 

perspective of the actual target group and ranking and prioritizing the required competences to the form of a matrix that could be used for 

setting up a tailored training programme, the questions used were as short and clear as possible, while still being based on general 

categories of the European Matrix of Competences and the findings of the first two stages of the research. 

 

3.3 Target groups  

 

For the first stage of the study, successful female entrepreneurs, who were already experienced in the founding process, and relevant 

stakeholders, namely consultants for start-up founders, were asked to share their experiences. In total, 60 qualitative interviews were 

conducted, ten in each partners country. The target group for the first stage was chosen to get an impression of the experiences in a 

founding process and beyond. The successful entrepreneurs were asked to reflect their own founding process in retrospective and recall the 

situation at the time they decided to set up their business.  

 

For the second stage of the study, female future “would-be” entrepreneurs were asked about their expectations and first impressions 

regarding the founding process and the entrepreneurship. A sample of 120 respondents was included in the second stage, which means 

that 20 participants of each country were included in the online survey. The target group for the second stage is quite identical with the 
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target group of the whole project, which aims to give support to female entrepreneurs from the beginning of the founding process and even 

until the final decision.  

 

For both stages, respondents from all six partner countries, Cyprus, Greece, Germany, Italy, Portugal and Slovenia, were asked to realize a 

transnational perspective.  

 

This way, the perceptions and viewpoints of different women and relevant stakeholders were able to be examined and thus contribute to a 

more objective and multiple result of the research.  
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4 Results of the In-depth Interviews  

 

As a first stage of the study, guideline interviews were conducted among experienced female entrepreneurs and consultants for 

entrepreneurship. 

 

After a short reflection on the questions of the interviews, the results both of the qualitative part (open questions) as well as the results of 

the quantitative part (rating of competencies) of the interviews will be presented.  

 

4.1 Questions – Overview  

 

Before the findings of the in-depth interviews are illuminated, this chapter will give a short overview on the questions included in the 

questionnaire for the interviews.  

 

As the interviews addressed experienced entrepreneurs as well as experts or consultants working with entrepreneurs, these two target 

groups were asked slightly different questions, as shown in the following table.  

A section for personal data including the name of the respondents, the name of the respective company, a description of the consultancy 

business and the point of starting the business was put first.  

After that, several open questions to collect qualitative data followed. The questions are listed in the following table.  

 

In total, there were 49 questions included in the interview guide.  

 

For Entrepreneurs 

What gave you the idea for the kind of business? 

What was your motivation to start a business at all? 

Do you have other entrepreneurs in your family? Please comment! 

What have you perceived as the biggest obstacles in the founding process? 

What have you perceived as most helpful in the founding process?  

Do you perceive any differences to male founders? (In approach, opportunities, competences, 

attitudes or other?) 

What would you wish you would have known before you started your business? 

Connecting to the list of competencies for the rating: Please comment on the topic of individual 

competencies! What is particularly important? What is missing from the list? Which of the 

competencies must be there from the beginning? Which develop over time or can be trained? 

Any other thoughts? 

For experts / consultants 

What are typical patterns of inspiration for the kinds of businesses of your clients/the women 

entrepreneurs you have studied and you can identify?  

What patterns of motivations (= reasons to become self-employed/start a business) can you 

identify? 

Do your clients typically come from an entrepreneurial background? Please comment! 

What are the biggest obstacles in the founding process? 

What do your clients perceive as most helpful in the founding process? What support structures 

have proven to be effective? 

Do you perceive any differences to male founders? (In approach, opportunities, competences, 

attitudes or other?) 
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What do founders "discover" while founding: what would they typically wanted to have known 

before?   

Connecting to the list of competencies for the rating: Please comment on the topic of individual 

competencies! What is particularly important? What is missing from the list? Which of the 

competencies must be there from the beginning? Which develop over time or can be trained? 

Any other thoughts? 

 

The next chapters will focus on each single open question and the respective findings.  

 

Chapter 3.7 “Competencies for Entrepreneurs – Important vs. Developed” will deal with the quantitative part of the interview 

questionnaire, where the respondents were asked to rank competencies on a defined scale.  

 

4.2 Number and origin of answers 

 

The number of answers recorded in the system by country is as shown in the table below.  

 

Partner Country 

 Frequency Percent 

Valid 

Percent 

Cumulative 

Percent 

Valid Cyprus 10 17,2 17,2 17,2 

Greece 10 17,2 17,2 34,5 

Italy 11 19,0 19,0 53,4 

Germany 10 17,2 17,2 70,7 

Slovenia 7 12,1 12,1 82,8 

Portugal 10 17,2 17,2 100,0 

Total 58 100,0 100,0  

 

4.3 Entrepreneurial experience of respondents 

Entrepreneur since 

 Frequency Percent 

Valid 

Percent 

Cumulative 

Percent 

Valid max 2 yr 10 17,2 17,5 17,5 

max 5 yr 13 22,4 22,8 40,4 

max 10 yr 9 15,5 15,8 56,1 

>10 yr 8 13,8 14,0 70,2 

consultant 17 29,3 29,8 100,0 

Total 57 98,3 100,0  

Missi

ng 

System 
1 1,7   

Total 58 100,0   

 

The questionnaire was answered by 70% entrepreneurs, 40 % of whom founded their business in the last 5 years and 30% who founded it 

more than 5 years ago.   
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4.4 Inspiration and motivation to start a business 

 

To collect their motives and to understand why women decide to start their own business, in the in-depth interviews successful 

entrepreneurs from all partner countries were asked the question: “What was your motivation to start a business at all?” 

In the same context, consultants and experts from the field of Start-Up consultancy were asked: “What patterns of motivations, i.e., reasons 

to become self-employed or start a business, can you identify?” 

 

For every business founder, the decision to set up a business is a very individual and personal decision with individual motivations. Of 

course, countless individual reasons and motivations exist and are imaginable, which cannot be mentioned and categorized in this context.  

 

The following main categories arose from the statements of the respondents as most often mentioned reasons to start an own business.  

In each case, they are substantiated with some selected quotes of the respondents.   

 

The wish to be one´s own boss, make own decisions and gain more flexibility  

o “My biggest motivation was my desire of being independent using my knowledge in the 

sector setting my own business. I did not want to work for somebody else so I wanted my 

own business.” (Entrepreneur from Italy, foundation in 2015) 

o “I wanted to make my own decisions, be more independent and take responsibility. It 

gave me the chance to be more creative and develop myself.” (Entrepreneur from 

Germany, foundation in 2017). 

o “The opportunity to create and explore my creativity, freedom to manage my time, to be 

my own boss.” (Entrepreneur from Slovenia, foundation in 2013)  

o “My motivation was the will to be boss of myself due to the fact that I had worked for 

several employers in the past and I had never felt that I would be satisfied and happy in 

my work.” (Entrepreneur from Greece, foundation in 2013) 

o “Women often become self-employed in part-time, because this is not possible in their job 

as employee. They gain flexibility to combine family and job. […]” (Consultant from 

Germany)  

 

Fulfilling a personal dream or having a great business idea  

o “I understood that when you love what you do the result is much better and qualitative. 

This thought gave me the motivation to try it and escape from job positions with no 

personal interest.” (Entrepreneur from Greece, foundation in 2015) 

o “I was innovative and have good ideas which I couldn’t express elsewhere in already 

established companies.” (Entrepreneur from Slovenia, foundation in 1991) 

o “My biggest motivation came from the awareness of being able to do more in my life, to 

be able to achieve major results thanks to my knowledge. I wanted to give more of myself 

so setting my own business I could finally be able to express my competences and skills. 

(Entrepreneur from Italy, foundation in 2014) 

o “I wanted a different life. I worked in an office from 9 to 6. It was a very stressful work. I 

decided that it was time to change.” (Entrepreneur from Portugal, foundation in 2011)  

o “I like to build something that is only mine. I started from scratch, without a lot of o 

knowledge about entrepreneurship. But I wanted to prove myself that this is possible, that 

I can create a job for myself. So I find an entrepreneurship program called Podjetno v svet 

podjetništva, which helped me start my business and give me more and more motivation 

to going forward.” (Entrepreneur from Slovenia, foundation in 2011) 

o “…offers customizable books for children ages 3 to 10 to stimulate children's creativity 
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and self-esteem.” (Entrepreneur from Portugal) 

o At the time it was the lack of handmade shops in Lisbon. I always liked handmade things 

and I followed a lot of blogs of handicrafts artists. I just asked them to be part of my 

business and they agreed. (Entrepreneur from Portugal) 

o My passion about home&décor (Entrepreneur from Portugal) 

 

Others giving motivation or pushing  

o “My biggest motivation came from my partner. At that time he gave me all the 

motivation I needed. Sharing the dream gives the strength to make it real and go for it. 

(Entrepreneur from Italy, foundation in 2013) 

o The biggest motivation came from my husband who supported me a lot in this business 

project. Moreover, before funding my business, I enrolled in an association called ALAB 

addressed to artisans and here I learned that through a national law I could get some 

financial assistance helping me set my business so finally I had a practical help. This 

motivated me a lot. (Entrepreneur from Italy, foundation in 2018) 

o “I was asked by a former colleague and I took the chance. Additionally, I have prior 

experience as self-employed and with building up a new business. I think, I have kind of 

entrepreneurial disposition.” (Entrepreneur from Germany, foundation in 2011) 

 

Taking a market chance and using the sectorial knowledge  

o “It came out of the blue, it was just an area of the market not really developed.” 

(Entrepreneur from Cyprus, foundation in 2015) 

o “The thought of being self-employed was already there for a long time. I took a chance of 

my job switch. I just wanted to try it.”(Entrepreneur from Germany, foundation in 2014) 

o “Use my background as an employee in order to cover the gap in the market.” 

(Entrepreneur from Cyprus, foundation in 2011)  

o “Cover the gap in the market.” (Entrepreneur from Cyprus, foundation in 2012)  

 

 

 

Regardless of the country, women have various motivations to start their own business. Often, there are many aspects contributing to the 

founding decision. An often mentioned aspect is the possibility to decide for oneself, the wish to be one´s own boss and for more flexibility 

and creative freedom. To fulfil one´s dream by turning a great business idea into reality is another often mentioned motivation, which is 

maybe not 100% separable from previously mentioned aspect. Certainly, in most cases, the chance on the market and the societal system 

also contribute to some extent to the step into self-employment.  

 

4.5 Obstacles in the founding process  

 

With the aim to identify barriers for women that prevent them from setting up their own business, the entrepreneurs from all partner 

countries and the consultants or experts were asked: “What have you perceived as the biggest obstacles in the founding process?”   

 

The following aspects were identified as the biggest obstacles for the majority of respondents. Still, in most cases, several barriers were 

mentioned and a combination of obstacles as opposed to only one large problem prevents women from starting their business.  
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Financing  

o “There have been many obstacles during the founding process. However, the biggest 

obstacle for me was to find funding for the business. It was the hardest.” (Entrepreneur 

from Italy, foundation in 2015)  

o “Generally, I had to find resources from my family or by getting a loan, so this fact made 

me very reluctant at first due to the fear of failing. If I had my own money to open my 

business, I would have done this approximately 3 years ago, but this feeling of insecurity 

kept me back. (Entrepreneur from Greece, foundation in 2018)  

o “The availability of adequate funds to the start of activity. Those that exist are made for 

scalable technological companies and not local businesses. In addition, we have to have 

proof of concept and sales to obtain these funds. Also taxes are too high for small 

businesses.” (Entrepreneur from Portugal, foundation in 2014)  

o “The lack of capital is the biggest obstacle for women and unfortunately there are not so 

many funding opportunities to gather the needs of women who want to start their own 

business.” (Consultant from Greece)  

o “The biggest obstacles are the lack of a financial base and of a financial assistance that 

would help them start the business. Another obstacle they have is that they don´t know 

how to present themselves and their ideas. They are not really aware of their 

competences and of their strengths so it is hard for them to make other people, such as 

investors, believe in them and their ideas, too.” (Consultant from Italy)  

o “The biggest obstacle is to find a source of funding, because most people don't have their 

own capital in order to use it and they need further assistance.” (Consultant from Greece)  

o “- availability of adequate funds to the start of activity (those that exist are made for 

scalable technological companies and not local businesses, in addition, we have to have 

proof of concept and sales to obtain these funds).- taxes are too high for businesses.” (PT) 

o “High bank guarantees required for bank access” (PT) 

o government should help with no taxes in the first two years, for instance or something like 

that. 

o “Finantial sustainability at the early stage.”(PT) 

 

Bureaucracy 

o “The biggest obstacle is to deal with all the bureaucratic side of the business. That was the 

hardest part for me.” (Entrepreneur from Italy, foundation in 2013)  

o "Huge bureaucracy, enormous amount of legislation one has to know.” (Entrepreneur 

from Slovenia, foundation in 2013)  

o “The biggest obstacle in the founding process was related to all the bureaucratic path and 

paperwork I had to deal with when starting this business. It was a very stressful and hard 

moment for me, one of the biggest obstacles I had to face in my whole life.” 

(Entrepreneur from Italy, foundation in 2014)  

o “The biggest obstacles are related to the bureaucracy. Understanding the procedures 

behind the creation of your business is very hard for all the aspiring entrepreneurs, 

women too. [...]” (Consultant from Italy)  

o “Bureaucracy.” (Consultant from Portugal)  

 

Prejudice or expectation of society / Role of women  

o “The traditional conservative concept of the role of women in society. Social pressure. 

Safety risk.” (Entrepreneur from Germany, foundation in 2018)  
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o "There is prejudice regarding female consultants. E.g. they were asking me to get an MBA 

although I possessed 20 years of experience [...]” (Entrepreneur from Cyprus, foundation 

in 2013)  

o “being a woman and young" (Entrepreneur from Portugal, foundation in 1998) 

o “[...] Another obstacle they must face is the prejudice of being a woman entrepreneur. 

While for male entrepreneurs everything is easier for women is much harder: they have to 

believe in themselves a lot in order to overcome this prejudice” (Consultant from Italy)  

o “[...] Another big obstacle women have is related to their credibility. Most of the time, 

nobody believes in them, because considered unexpert, not serious, not trained. There are 

many prejudices they have to fight (Consultant from Italy)  

 

Personal issues (individual, e.g., combine family & career, missing self-confidence) 

o “The lack of self-confidence, family responsibilities, the lack of time. To take a stand in a 

male-dominated world.” (Entrepreneur from Germany, foundation in 2011)  

o “[...] The only thing that she was facing was the lack of her family, since she was working 

too much.” (Entrepreneur from Cyprus, foundation in 1990)  

o “Negative experience of my parents prevented me from an earlier step into self-

employment. And it is a challenge to combine family and job. [...]” (Entrepreneur from 

Germany, foundation in 2017)  

o “Women are lacking self-confidence and the willingness to take risks. Planning 

uncertainty. To combine family and career is difficult as entrepreneur, esp. as the founders 

age is also the age when a family is built” (Consultant from Germany)  

 

 

 

As for the motivation, it equally applies for the obstacles that barriers are individual. Further obstacles that have been mentioned by some 

of the respondents are for example the lack of appropriate support or consultancy, the difficulty to find a place to set up the business where 

the rent was affordable or the uncertainty and general fear many women have when they decide to start something new.  

 

An impression arising from the analysis of the interview results is that in some countries bureaucratic barriers are higher and a loan is more 

difficult to achieve than in other countries. Bureaucracy in Italy tends to be a bigger problem than in Germany, for example. Contrary to 

this, women in Germany seem to be more adverse to risk, which is another sort of obstacle.  

 

4.6 Helpful in the founding process  

 

Analogous to the obstacles that prevent women from founding a business, the study also analyzed what is helpful for starting a business.  

To find out what helped successful business women, the experienced entrepreneurs were asked:  

“What have you perceived as most helpful in the founding process?” 

Accordingly, the consultants and experts were to answer the question:  

“What do your clients perceive as most helpful in the founding process? What support structures have proven to be effective?”  

 

Four main categories were identified among the statements of the respondents.  

 

Network   

o “A network and contacts, […] the exchange with other young entrepreneurs in the same 

stage of founding, positive female role-models, feedback from external side” 
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(Entrepreneur from Germany, foundation in 2018)  

o "Large network in the relatively small market of Cyprus. Exchange with experienced 

persons" (Entrepreneur from Cyprus, foundation in 2011)   

o “I knew several people that we had cooperation in the past in my mother's store and they 

helped me with commodity, transfers etc. Moreover, I knew a graphic designer to create 

the e-shop. All these elements were very helpful regarding the budget I needed to start.” 

(Entrepreneur from Greece, foundation in 2018)  

o “Very helpful was the professional network I joined, contacts for recommendations and 

cooperation […]” (Entrepreneur from Germany, foundation in 2011)  

o “To have the possibility to find the right partners that helped me to create this business” 

(Entrepreneur from Portugal, foundation in 1991)  

o “The network that was already present helped me a lot, and the support of my former 

colleagues.” (Entrepreneur from Germany, foundation in 2017)  

o “Networking meetings and workshops.” (Consultant from Portugal)  

o The help and belief of relatives and other entrepreneurs.(PT) 

 

Professional consultancy or public support  

o “[…] the Start-Up-Center and professional consultancy.” (Entrepreneur from Germany, 

foundation in 2011)  

o “Being part of an excellent support entrepreneurship program.” (Entrepreneur from 

Slovenia, foundation in 2018)  

o "Increasing support for entrepreneurs in certain areas” (Entrepreneur from Slovenia, 

foundation in 2013)  

o “[…] professional consultancy, the start-up-factory, several start-up-contests […]” 

(Entrepreneur from Germany, foundation in 2018)  

o “A very helpful thing in the founding process are the financial supports that some 

programs, at regional or national level, provide. Thanks to this financial support, many 

women in Sicily could start their own business. […]” (Consultant from Italy)  

o “As a consultant company, we are trying to be always updated regarding funding 

programs and opportunities for people who want to be self-employed. Therefore, we have 

noticed that there is a lot of interest and of course need from the side of potential 

entrepreneurs to be funded by a national or European program.” (Consultant from 

Greece)  

 

Support from family and friends  

o “The most helpful thing in the founding process of my business was the support of my 

family. They have always supported me and encouraged during all the process. Without 

them I do not know how much focused I could be keeping on towards the objective.” 

(Entrepreneur from Italy, foundation in 2015)  

o “The most helpful part regarding this maintenance was the guidance and help from my 

father.” (Entrepreneur from Greece, business succession, foundation in 1977)  

o “The support from my family and friends […]” (Entrepreneur from Germany, foundation in 

2018)  

o “The support I got from my family.” (Entrepreneur from Cyprus, foundation in 1990)  

o “To work with my father” (Entrepreneur from Portugal, foundation in 1998) 

o “The help and belief of relatives and other entrepreneurs.” (Entrepreneur from Portugal, 

foundation in 2017) 
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Personality  

o “The most helpful thing was my character and my approach to things. Believing in myself 

and my professional sensibility helped me so much in this path.” (Entrepreneur from Italy, 

foundation in 2013)  

o “I managed to overcome all obstacles through my willing to do this. I tried everything, I 

spoke with a lot of people in order to be able to start my business.” (Entrepreneur from 

Greece, foundation in 2018)  

o “[…] My desire to risk and "go for it" helped me a lot. My character gave the strengths to 

face all this.” (Entrepreneur from Italy, foundation in 2014)  

o “I think, my character, endurance and just the will to do that helped me a lot” 

(Entrepreneur from Germany, foundation in 2018)  

o “It can look like a "positive prejudice" and I am sorry to say that but sometimes women 

entrepreneurs are helped by the fact that they are more concrete, organized and 

pragmatic. They have high organization skills and this help a lot when they decide to start 

their own business.” (Consultant from Italy)  

o “One more helpful thing for women is their sensitivity. Many studies on company 

management say that thanks to their sensitivity, for women it is easier to manage a 

company, they can be a very successful leader, because they are "collaborative" leader. It 

must be noticed that also the World Bank President is a woman.” (Consultant from Italy) 

 

 

While among the respondents from Italy there was a strong dominance of “personality” mentioned as most helpful aspect in the founding 

process, in general the following main categories were identified as very helpful for the founding process from respondents throughout all 

countries.  

One reason that respondents from Italy focused so much on the personality aspect – unlike the respondents from the other partner 

countries – could be that the participants from the different countries were asked by different interviewers. Possibly, with this question 

some interviewers focused more on “external” helpful factors, as the personality is closer illuminated in another part of the interview. 

There, the respondents were asked to assess the importance of several competencies and mindsets.  

 

Another dominant response can be identified in Germany, where almost all German respondents stated “network.”   

It needs to be further examined to what extent national particularities constitute obstacles or are especially helpful for female 

entrepreneurs. The sample of ten respondents from each country does still not allow a reliable conclusion on that, even though it 

stimulates a closer exploration.  

 

4.7 Influence of an entrepreneurial family background  

 

A hypothesis to be proved is that an entrepreneurial family background has a strong influence on the decision to start a business or become 

self-employed.  

 

The respondents of the interviews were therefore asked:  

“Do you have other entrepreneurs in your family? Please comment!” 

And correspondingly the consultants or experts:  

“Do your clients typically come from an entrepreneurial background?  Please comment!” 

 

The result is that more than twice as many respondents stated that they came from an entrepreneurial family or have relatives who are 

entrepreneurs as respondents without an entrepreneurial family background.  
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Some of them come from families who are traditionally self-employed, in some cases for example the husband or the mother or father has 

set up an own business.  

Another fact is also that business succession is one possible way to entrepreneurship. Still, in the study, this was not an often mentioned 

fact.  

About one third of the respondents do not have an entrepreneurial family background.  

 

Some quotes to illustrate the situation:  

 

o “Yes, my family and my sister are entrepreneurs. Since I was a child my father was playing 

with us asking to act as entrepreneurs and save our own money. Thanks to my father's 

approach, I could save money and buy my first car when I was 18.” (Entrepreneur from 

Italy, foundation in 2013)  

o “Yes, I had the best mentor, my father” (Entrepreneur from Cyprus, foundation in 1982)  

o “My mother is an entrepreneur and basically the influencer of the creation of my 

business.” (Entrepreneur from Greece, foundation in 2018)  

o “Yes, my family is traditionally self-employed. The "self-employment" experience shaped 

me from my childhood.” (Entrepreneur from Germany, foundation in 2018)   

o “Yes, in the same professional branch.” (Entrepreneur from Portugal, foundation in 2004)  

o “Yes, my family was traditionally self-employed with an antiquarian store. But business 

succession was never an option for me.” (Entrepreneur from Germany, foundation in 

2014)  

 

 

It seems to be obvious that an entrepreneurial background can definitively influence the decision to start a business because parents or 

other relatives serve as role models.  

 

One respondent´s answer also shows that the influence can also be negative:  

 

o “My family was traditionally self-employed in crafts, but the negative experiences in my 

family, namely the insolvency of my father´s business, first prevented the start of my self-

employment. So it took more time till I finally decided to start my own business, because I 

was afraid.” (Entrepreneur from Germany, foundation in 2017)  

 

 

However, not only family members, but also any other role models, personally known or popular, can influence the own step into 

entrepreneurship, as show these examples:  

 

o “In my family, I don’t have people with entrepreneurial background but my best friend has 

a business with electronic cigarettes and she was a big inspiration for me.” (Entrepreneur 

from Greece, foundation in 2015)  

o “No. But my ex-parents-in-law are entrepreneurs. They were role-models for me.” 

(Entrepreneur from Germany, foundation in 2011)  

 

 

Furthermore, the influence of an entrepreneurial background does not depend on the same branch, which would rather indicate a business 

succession. The effect is rather the influence of a role model. This applies regardless the country of the respondents.  

 



 

 
 

The European Commission's support for the production of this publication does not constitute an endorsement of the contents, which reflect 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. 

 

18 

Concluding, one might draw up the thesis, that the influence of the family background is most significant in terms of serving as a role model. 

For women not coming from an entrepreneur family, it means that other role models, friends or popular successful entrepreneurs can also 

serve as source of inspiration.  

So, a thesis would be, that not having an entrepreneurial family background does not mean less chance to become a successful 

entrepreneur, even though the results of the study show that the majority of successful entrepreneurs have other business owners in their 

family. The crucial thing is the existence of role models. Of course, those are more easily taken from the individual family, but still a societal 

focus on entrepreneurship of women could contribute to the presence of positive role models to enforce future entrepreneurship.   

 

This aspect will also appear in the next section.  

 

4.8 Differences between female and male founders  

 

The basic situation and also the justification for the project as a whole is that in all partner countries, respectively in Europe, there are fewer 

women entrepreneurs than men. Thus, there seems to be a difference in terms of gender regarding entrepreneurship. 

Besides the broad literature research, one step to find out the reason for that is implemented in the study with the question directed 

toward both successful entrepreneurs and to experts/consultants:  

“Do you perceive any differences to male founders?” 

 

Of course, the result of this survey will be a subjective perspective of women, as all respondents of the interviews are female.  

 

The aspects stated by the respondents mainly refer to differences in attitude, approach and conditions of society. Moreover, women are 

naturally different in character and set up their business in different branches than men. Women found rather in a creative or educational 

or artistic sector, whereas men often found in the technical branch like MINT subjects.  

 

In the following table, some quotes are listed to illustrate the identified main differences.  

 

Differences in approach or attitude  

o "Women are more perfectionists, they take less risks and are more afraid of failing and 

less self-confident. Women feel responsible for housework and family and need to 

combine it with their work.” (Entrepreneur from Germany, foundation in 2017)  

o “Yes, I have perceived. In business men can be more concrete and practical, that helps a 

lot in business relationships. On the contrary, women entrepreneurs are more careful 

about details and can get lost and less concrete when approaching customers.” 

(Entrepreneur from Italy, foundation in 2017) 

o “Women are very meticulous in the preparation, they are perfectionists. And they have 

the issue to combine family and career, why it is harder for women to find investors. 

Women are also more risk-avoiding and more reticent.” (Entrepreneur from Germany, 

foundation in 2014)  

o "In my area of creative crafts there are very few male founders. […] Men want to make 

money, I want to make prints and make the money to allow me to do so, to maintain 

liveliehood. Most men want to grow their business, I want to stay small in order to be self-

determined and flexible. […]” (Entrepreneur from Germany, foundation in 2011)  

o "Yes, male entrepreneurs are less concrete and organized than female entrepreneurs. 

Male entrepreneurs want to stand out and become the "best" the "number one", while 

women entrepreneurs are more willing to do "something good, something beautiful", they 

would not abuse of their position to stand out. […]” (Consultant from Italy)  

o "Women lack the confidence that men have. Men are in a difficult position to accept and 
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take seriously a woman entrepreneur." (Consultant from Cyprus)  

o “women do less networking and have lower social capital”(PT) 

o yes, in an attitudes(PT) 

o Approach/attitudes, opportunities(PT) 

 

Different opportunities: societal perspective / disadvantage for women  

o “Yes, because male entrepreneurs are seen only as entrepreneurs, if they are good at their 

job or not. On the contrary, women entrepreneurs are not only judged for their 

professionality and skills but are judged also for their personality, characters and physical 

appearance. That is very unfair. (Entrepreneur from Italy, foundation in 2013) 

o “There is discrimination: two people, one male and one female, with the same educational 

background and professional expertise, the man is better remunerated.” (Entrepreneur 

from Cyprus, foundation in 2011) 

o “Yes, they are facing different prerequisites. A woman has also other responsibilities: as a 

mother and a wife. A man is only a businessman.” (Entrepreneur from Cyprus, foundation 

in 2013) 

o “Compatibility of family and career is rather a question affecting women […]” 

(Entrepreneur from Germany, foundation in 2018) 

o “[...] in general terms, there are some minor differences between men and women with 

regards to opportunities and attitudes, especially the fact that men are considered by 

society to have all needed competences for being business owners, in comparison with 

women that have to prove if they are capable or not.” (Entrepreneur from Greece, 

foundation in 2013) 

o “The attitude of some men has been stuck in beliefs of the previous generations and 

unfortunately we are still talking about discriminations […]” (Consultant from Greece)  

o “[…] Moreover, women entrepreneurs have to fight more against all the prejudices about 

them and must work harder. The social context we are living in, still force them to have 

many roles at the same time: business women, mothers, wives, friends, lovers, etc. and in 

the 80% of the time, they manage all the family on their own" (Consultant from Italy)  

o “There are several types of founders so there is no general truth if we are trying to 

compare male and female founders. But I can say that usually the opportunities for men 

are more easily given than women, due to the fact that there are still stereotypes […].” 

(Consultant from Greece)  

 

 

A bright spot is that more than a quarter (26%) of the respondents stated that at least nowadays they do not recognize gender specific 

differences anymore that influence the success of entrepreneurship for women.  

 

Some statements of the respondents characterize equal opportunities of men and women:  

 

o “Not really anymore, the conditions have been improved, and the chances for a woman to 

become an entrepreneur are better now.” (Entrepreneur from Cyprus, foundation in 

1995)  

o “No, at all. I have not perceived any differences to male founders.” (Entrepreneur from 

Italy, foundation in 2014)  

o "That´s difficult to generalize. It rather depends on the personality than on gender. But I 

think, the interests and branches are different” (Entrepreneur from Germany, foundation 
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in 2018)  

o “I have never felt any obstacle for being a woman.” (Entrepreneur from Portugal, 

foundation in 1991) 

o “Not at all.” (Entrepreneur from Slovenia, foundation in 2018)  

o “[…] Regarding opportunities, I think it is the same if we compare both genders.” 

(Entrepreneur from Greece, foundation in 2018)  

o “I have never felt any obstacle for being a woman” (PT) 

o No. Between entrepreneurs the only thing that matters is if you have the money to start 

and most important if you have the money to survive in the first years.(PT) 

 

 

Additionally, some sector-specific advantages and advantages for female entrepreneurs, referring to the character and competences of 

women were stated:  

 

o “No, I did not see any differences. Also, because being a woman and a mother in the 

sector I am working in is an advantage, it is considered by customers and other 

entrepreneurs as an added value. (Entrepreneur from Italy, foundation in 2015)  

o “In general, women are usually better organized, responsible, more financially educated 

so they can have even advantages over men.” (Consultant from Slovenia) 

 

 

Summarizing the responses of the participants of the interviews, differences between male and female founders can be identified in all 

countries. The differences arise from multiple aspects, such as societal system, stereotypes, differences in character or attitude of men and 

women and others. Still there is  a bright spot to be seen, meaning women can have the same chance to become a successful entrepreneur 

and times have changed and are still changing regarding discrimination of women. Such a statement came from at least one respondent 

from each country, indicating that there are no significant country-specific disadvantages for women.  

 

4.9 Competencies for Entrepreneurs – Important vs. Developed  

 

Included in the in-depth interviews was also a quantitative part, where the respondents were asked to assess a list of competencies. For 

each competence or mindset, they should rate,  

1) how important they felt each presented competence was for the founding process and 

2) how well developed the respective competence was to the time they decided to set up their own business.  

 

The instruction for the rating was:  

“Please rate how important the competencies to follow are for female founders. Please also rate how well developed you feel they are in 

you/among female founders.” 

 

For each competence, the respondents should first assess how important each competence was. The classification was based on a scale 

from 1 to 5 with the values  

1 = not important at all  

2 = not very important  

3 = somewhat important  

4 = important  

5 = very important  
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Second, based on the same scale, they should assess how well developed these competences were when they started their business or in 

general among female entrepreneurs.  

1= not developed at all  

2 = not well developed  

3 = somewhat developed  

4 = developed  

5 = very well developed  

 

There was always the option for the respondents to skip with “no answer.”  

 

The aim of this approach was to identify the biggest discrepancies and thus the competencies with the biggest needs for development to 

focus on further in further project.  

 

The list of competencies to rate was based on the research on entrepreneurship in Europe prior to the study, incorporated as a state of the 

art analysis in each country. Additionally, the European Framework of Entrepreneurial Competence “EntreComp,”published in 2016, had a 

substantial influence on the list of competences.  

 

According to the survey, the most important competencies are:  

• Believe in yourself and keep developing (82% “very important” + 10% “important”)  

• Stay focused and don't give up 

• Use imagination and abilities to identify opportunities for creating value 

• Prioritize, organize and follow up 

• Team up, collaborate and network 

• Learn by doing 

• Work towards your vision of the future 

• Develop creative and purposeful ideas 

 

According to the survey, the competencies with the biggest need to be developed are:  

• Make decisions dealing with uncertainty, ambiguity and risk (only 14% “very well developed”)  

• Gather and manage the resources you need 

• Make the most of ideas and opportunities 

• Assess the consequences and impact of ideas, opportunities and actions 

• Work towards your vision of the future 

• Develop financial and economic know how 

• Taking initiative (“go for it”) 
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Ill.: Importance of competences vs. perceived actual development 

 

Among the competences surveyed, these are most relevant for the development of a training program, i.e., the competences which are the 

most important, but the least developed. 

On the whole it can be said that the entrepreneurs and consultants who have been surveyed validate the importance of those competences 

which have been pre-selected. 

None of the competences are rated at less than 4,5 (out of 5) on average in importance.  

In fact, the respondents are also very confident about the actual development of these competences. All are rated at 3,5 or higher, i.e., in 

the strong positive area.  

 

There is a high correlation between the values for importance and the actual development, i.e., those competences which are considered as 

important are also assessed as well developed. The differences are small; however, some competences can be singled out as a field for 

development, highlighted in pink in the chart. These competences, which are important but rated as not very well developed by the 

entrepreneurs and the experienced consultants, are:  

• Work towards your vision of the future 

• Make the most of ideas and opportunities 

• Assess the consequences and impact of ideas, opportunities and actions 

• Gather and manage the resources you need 

• Inspire, enthuse and get others on board 

• Prioritize, organize and follow up 

 

4.10 Useful aspects as preparation for a business start up  

 

As the last question of the interview, to draw a conclusion on the individual founding experience, the entrepreneurs were asked to 

remember the challenge they faced. They should think about: 

“What would you wish you would have known before you started your business?”  

Likewise, the consultants should assume the same for their clients:  

“What do founders "discover" while founding: what would they typically wanted to have known before?” 
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The intention of this question was to enable the project team to support future women entrepreneurs to learn from the experience of 

former women entrepreneurs by considering the findings of the study. This approach gives the chance to avoid mistakes others made 

before. 

 

The results of this question can be classified in four categories, as listed in the table to follow.  

 

Nothing or individual issues  

o “There are no shortcuts. I think that I had to pass all the stages and levels to become a 

person as I am now, with the knowledge I have and with the experience, that I can also be 

much better.” (Entrepreneur from Slovenia, foundation in 1991)  

o “I don’t regret for anything because even my mistakes helped me to learn and become 

more experienced on how to be a business owner.” (Entrepreneur from Greece, 

foundation in 2015)  

o “A thousand things. But nobody can know everything from the beginning. Failures are 

part of the process, one needs to learn from them.” (Entrepreneur from Germany, 

foundation in 2014) 

o “I wish that my English was better and I wish I had the technological advantages that new 

entrepreneurs have today. Millennials are very lucky since they live in this era with such 

technological advances. It is a crucial tool for businesses.” (Entrepreneur from Cyprus, 

foundation in 1982) 

o “I was very scared and full of fears when I started to think of transforming my idea into 

something real. It was a long path for me and before starting the business I was very well 

informed about any details. So, there is nothing I needed to know more or I wish I had 

known since I was prepared very well.” (Entrepreneur from Italy, foundation in 2018) 

o “I think, this is very individual and there is nothing specific for women.” (Consultant from 

Germany) 

 

Organizational aspects (bureaucracy, funding, business plan)  

o “I wish I knew how to write my business plan. It would have helped me a lot.” 

(Entrepreneur from Italy, foundation in 2013) 

o “When you begin, you are naive: you don't know how to manage employees, do financial 

management and, in general, how to run a business.” (Entrepreneur from Cyprus, 

foundation in 2012) 

o “I wish I had had more information about the legal and fiscal aspects of starting and 

managing a business. This is still a very hard part of being an entrepreneur for me.” 

(Entrepreneur from Italy, foundation in 2014) 

o “Before starting my business, I wish I had known more about the bureaucratic and 

administrative path to follow. I wish I had focused more on the objective of the business 

and less on the research of available funding. […]” (Entrepreneur from Italy, foundation in 

2015) 

o “Usually they wish they could know more about the access to funding. According to my 

experience, both male and female entrepreneurs have many difficulties in finding the 

available funding sources. This is due to a lack of knowledge on the available resources 

and most of the time because banks are not very open and quite often have a close 

mindset to the outside world.” (Consultant from Italy)  

o “Where can they gather information about the bureaucracy and paperwork needed - easy 

to understand. How to plan financially the project. How to improve and develop the team 
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they picked.” (Consultant from Portugal)  

 

Assessment of the challenge and the effort  

o “How hard it is and how many hours you have to dedicate to your project so it can 

survive.” (Entrepreneur from Portugal, foundation in 2011)  

o “I wish I would have known the time management you need in order to catch up 

everything and how difficult it is to combine with other activities in your social life.” 

(Entrepreneur from Greece, foundation in 2018) 

o “Not to under-estimate the effort from the idea to success. […]” (Consultant from 

Germany) 

o “How fast markets run when you talk about IT & technologies.” (Entrepreneur from 

Portugal, foundation in 2017) 

o “[…] I am sure that they would be happy to know more and be more aware about all the 

necessary steps to be done before starting their own business.” (Consultant from Italy) 

o “How much endurance is necessary. […]” (Consultant from Germany) 

Importance of a network and contacts  

o “There is need for mentors when you are entering the labor market because by this way 

many mistakes would have been prevented. If you have someone to warn you about 

possible obstacles and provide you with solutions, I think it would be easier to run a 

business than learning all these things by your own.” (Entrepreneur from Greece, 

foundation in 2013) 

o “I couldn´t imagine how useful a professional and well-maintained network is. It still helps 

me a lot” (Entrepreneur from Germany, foundation in 2011) 

o “Contacts and networking, people to assist me at my own first steps […]” (Entrepreneur 

from Cyprus, foundation in 1995) 

o “The importance of networking and finding customers. […]” (Consultant from Germany)  

 

 

An interesting finding is that a large number of the interviews entrepreneurs stated that there is nothing they wish they would have known 

before. Instead of that, they confirm, that it is very important to pass through the founding process by managing all the challenges step by 

step. They state that in general women are very well prepared in terms of qualification and the preparation of the business starting.  

 

A particularity is that by answering this question Italian respondents focus a lot on organizational aspects. This allows the guess that, 

especially in Italy, future entrepreneurs have a strong need of for support and consultancy in terms of organizational tasks.  

 

4.11 Conclusion of In-depth Interviews  

 

In total, 58 respondents, successful, experienced female entrepreneurs and consultants or experts working with them contributed to the 

findings of the “Individual Interviews Stage” of this study. 

 

They gave an insight on the founding process with a special focus on challenges and helpful aspects for women. Sources of inspiration and 

motivation are various, equally as obstacles and as helpful aspects. Still, some adjusting screws could be identified where support is most 

needed.  

 

Based on these findings, support can especially focus on:  

• Consultancy in terms of bureaucracy  

• Consultancy in terms of financing a start-Up  
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• Consultancy in terms of writing a business plan  

• A network to exchange personal experience with other entrepreneurs  

• A women-specific network to exchange experiences and thoughts  

• A local professional network  

• Workshops for necessary Soft Skills for Business Owners  

• Branch-specific education and training in the respective sector 

 

These potential offers were presented for choice to the future entrepreneurs in the next stage of the study.   
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5 Results of the Online Survey  

 

As a second stage of the study, in order to verify and deepen the findings of the interviews, an online survey was conducted among 

potential female entrepreneurs.  

The online questionnaire was spread via link by each partner, who aimed to include 20 responses each in the survey.  

The survey was anonymous in order to encourage participation; therefore, the nationality of the respondents could be identified only 

through the names of respondents as well as list of invited entrepreneurs, which were provided by some of the partners. Overall 107 

responses were collected by the deadline of the survey on March 31.1 

In this chapter, the findings from the quantitative survey are presented.  

 

5.1 Questions – Overview  

 

Before focusing on the results, the questions included in the online survey are summarized.  

There were 20 questions in the survey.  

 

In a first sector, information about the responding person was collected to assess the actual situation of potential entrepreneurs.  

For each question, there was a selection of possible answers (single choice) and, if necessary, the option to add a comment.  

 

• Name of Respondent 

• Age Group  

• Educational Background (highest education level + additional certificates)  

• Since when have you considered starting a new business?  

• Have you participated in specific training which prepares you for entrepreneurship before?    

• Plans for the business 

o Working hours model 

o Size of the planned business 

• Have you started a business before?  

• What is your motivation/inspiration to start a business?  

→ Multiple Choice  

 

 

In the second section of the questionnaire, the respondents were asked to give their ratings on a scale from 1 to 5 with the values:  

1 = not at all, 2 = not much, 3 = somehow, 4 = much, 5 = very much  

In the following table the rating question with several proposals to rate in each case are listed:  

 

To which extent do you think the following aspects could be obstacles for your business 

foundation? 

• Compatibility of family and career  

• Bureaucracy  

• Financing / find investors   

• Know-how in law and economic issues  

• Self-confidence & believe in your competence  

• Fear to fail/uncertainty  

                                                           
1 The deadline was extended to achieve a better response rate. For 90 % of the respondents the nationality could be identified with a high degree of confidence. Those 
who could not be identified have been distributed equally among the partner countries, so that an analysis of the data set by partner country could be conducted and 
the impact of non-identified responses could be minimized.    
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• Finding customers  

• Prejudice in society against women as entrepreneurs  

 

To which extent do you think the following aspects could be helpful for your business 

foundation? 

• Emotional support of family and friends  

• Financial support of family and friends  

• General professional network  

• Women specific network  

• General entrepreneurs network  

• Consultancy, coaching & training  

• Institutions like start-up hubs/incubators  

• Knowing successful role-models  

• Financial support from public funding programs  

• Access to investors/funding opportunities  

• Good educational background  

 

How important do you rate the following competencies for your business foundation?  

AND  

How well do you feel you have already developed these competencies? 

• Believe in yourself  

• Keep developing continuously  

• Taking initiative 

• Endurance & frustration tolerance (“don´t give up”)  

• Use imagination and abilities to identify opportunities for creating value  

• Identifying and exploiting opportunities  

• Prioritize & organize  

• Gather and manage the resources you need  

• Develop financial and economic know-how  

• Make decisions dealing with uncertainty, ambiguity and risk  

• Assessment of the market and the target group  

• Assessment of the consequences of your acting  

• Establish a network and useful business contacts  

• Leadership skills  

 

The latter distinction would be used to project the values obtained on an XY chart which would identify which competences have been 

assessed as important but least identified. These are those which a training program should prioritize, as for those which are less important, 

the impact of a lesser degree of development will have less impact, and those which are important but also already well developed 

probably do not need further improvement.  
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5.2 Characteristics of the target group: potential entrepreneurs  

 

As a result of the first sector of the questionnaire the characteristics of the respondents can be described. 

 

Age of Respondents 

 Cy GR IT DE SI PT Total 

No answer    5,3%   0,9% 

< 25 4,2%  17,6% 10,5% 15,4%  7,5% 

25-30 33,3% 35,0% 35,3% 21,1% 30,8% 21,4% 29,9% 

31-40 45,8% 35,0% 35,3% 31,6% 7,7% 14,3% 30,8% 

>40 16,7% 30,0% 11,8% 31,6% 46,2% 64,3% 30,8% 

Total 100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

N= 107 

 

The survey collected answers from a very balanced sample in terms of age. Less than 10% of respondents are younger than 25 years and the 

rest is equally distributed. Among country specifics, a higher number of younger entrepreneurs were included in Italy, while in Portugal the 

majority of respondents was already above age 40.  
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Education – Highest Degree Obtained 

 CY GR IT DE SI PT Total 

 4,2%   5,3%   1,9% 

Secondary school 4,2% 20,0% 5,9% 5,3%  14,3% 8,4% 

Graduate of Technical/ 

Vocational School or 

Apprenticeship Graduation 

8,3% 15,0% 5,9%  30,8% 28,6% 13,1% 

University Bachelor Degree 29,2% 40,0% 23,5% 21,1% 53,8% 28,6% 31,8% 

University Master Degree 45,8% 25,0% 64,7% 57,9% 15,4% 28,6% 41,1% 

PhD 8,3%   10,5%   3,7% 

Total 100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

N= 107 

The large majority of entrepreneurs surveyed have a university degree, the master degree being the most frequent highest qualification. In 

Germany and Cyprus some PhD graduates participated and Portugal stands out with a number of graduates which have a secondary school 

or technical school exam.  

 

Entrepreneurial Aspiration – “Since when have you considered starting a new business?” 

 CY GR IT DE SI PT Total 

No answer 4,2% 5,0%  5,3%   2,8% 

It was always on my mind 45,8% 35,0% 29,4% 31,6% 23,1% 14,3% 31,8% 

Since I finished my 

education/training 
25,0% 30,0% 23,5% 21,1% 38,5% 14,3% 25,2% 

Recently 25,0% 30,0% 47,1% 42,1% 38,5% 71,4% 40,2% 

Total 
100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

N= 107 

40% of the respondents only recently built their plans for founding a company. In Cyprus a high share of respondents who say that being an 

entrepreneur has always been on their mind stands out. Also in Greece becoming an entrepreneur is obviously quite common for women. 

In Slovenia the education system does a good job giving young women the idea to become an entrepreneur. 38,5% say that they got the 

idea after their graduation.  

The mainstream education system nowadays is not the only source of training; therefore, it was asked if the respondents had previously 

participated in other relevant training.  

Only a quarter of respondent affirmed this, Germany showing the highest share of those who participated in such training. 

 

Prior training Experience - Have you participated in specific training which prepares you for entrepreneurship before? 

 CY GR IT DE SI PT Total 

No answer 16,7%  5,9%  30,8%  8,4% 

no 58,3% 70,0% 64,7% 68,4% 53,8% 85,7% 66,4% 

yes, namely: 25,0% 30,0% 29,4% 31,6% 15,4% 14,3% 25,2% 

Total 
100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

N= 107 
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Asked about the kind of training the respondents listed a broad range of business-related training, of which 13 are business related 

(management, accounting, financing etc) in the more narrow sense.  A number of coaching and consultancy related trainings are 

mentioned, along with technical training and others. 

• I am a success mindset Consultant and trainer certified by the Proctor Gallagher Institute 

• I have training certificates from participating in seminars for technical and professional development 

• Marketing, Sales, Technical Analysis (financial instruments) 

• Docent Guide for Levemtis Gallery, Nicosia 

• Small Animal Veterinary Surgery 

• First Aids certificate Many different dental courses 

• Nails Eyelashes extensions Microblogging Hairdressers 

• Training certificate in pastry 

• ECDL Accounting 

• PhD Candidate in Communication Bachelor Degree in Journalism Certificate in Public Relations Certificate in Webpage design 

Certificate in Accounting 

• ArcGIS 

• CERTIFICATE OF INSURANCE AGENT 

• Social MediaWeb Design 

• Social media, email and mobile marketing 

• Many in different fields: - project management - regulation - photography - history of art - video editing 

• Monitoring environmental risc 

• I have been certificated from private educational institution on customer service 

• As a pharmacist, I took a certificate in chronic diseases 

• management and marketing 

• Training certification in management 

• human resources 

• Geographical  Information Systems 

• Training course in E+ 

• YouthPass - 2017Certification of Skills in European Funds Project Management - 2016Master in Communication and Marketing - 2003 

• corso "Certificazione etica ed altre certificazioni su base volontaria per la filiera agrumicola",- corso per il rilascio del certificato di 

abilitazione all'attività di consulente di prodotti fitosanitar 

• TEFL certificate for English language teachingHACCP for self monitoring of hygienic conditions in business activities 

• Master in European Programmes/Funds/Project/Project ManagementProfessional course in European 

Programmes/Funds/Project/Project Management 

• Trainer for trainers 

• Master class in touristic management 

• Seminar series:> Business and Administration for Non-Economists> Marketing and Sales> Experts and Management Training> Agile 

Project Management 

• NLP Coaching 

• I am a certified banker, professional Scrum Master and agile PRINCE2 Project Manager. 

• Youth Psychologist 

• Master Inverstor Relations 

• Train the Trainer Certificate 

• CIID Summer School- Prototype to Provoke- Designing Connected Spaces- Design for Behaviour and Impact 

• Physical Therapist 

• Mountainbike-Trainer Sports-Therapy- Mental-Coach- Resiliency-Trainer Project management certificate 
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Plans for the Future Business – Aspiration for Working Hours Model 

 CY GR IT DE SI PT Total 

  5,0%     0,9% 

Full-time 75,0% 65,0% 47,1% 21,1% 76,9% 50,0% 56,1% 

Part-time 8,3% 10,0% 17,6% 31,6% 15,4% 21,4% 16,8% 

Side business next to 

employment 16,7% 15,0% 5,9% 42,1% 7,7% 21,4% 18,7% 

Other, do not know yet  5,0% 29,4% 5,3%  7,1% 7,5% 

Total 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 

N= 107 

The large majority of respondents want to found a business they can live from and plan to work full-time. This number is the highest for 

Slovenia, followed by Cyprus. The rate of those who plan to start with a side business is the highest in Germany (42,1%), probably reflecting 

the excellent employment opportunities there. Also the part-time model is above-average attractive for female entrepreneurs in Germany. 

 

Plans for the Future Business – Size of the planned business: “I strive to create…/in some years my company should be….” 

 CY GR IT DE SI PT Total 

No answer    5,3%   0,9% 

…a major, growing company 

with 10 employees or more 33,3% 5,0% 11,8%  23,1% 14,3% 15,0% 

…a company with a small 

team up to 10 members 45,8% 50,0% 64,7% 31,6% 23,1% 50,0% 44,9% 

… solo/self-employment 20,8% 35,0% 17,6% 52,6% 53,8% 35,7% 34,6% 

other (please comment 

below):  10,0% 5,9% 10,5%   4,7% 

N= 107 

This trend of women entrepreneurs wanting to be flexible is also shown in the highest rate of would-be solo entrepreneurs in Germany and 

Slovenia. Most women entrepreneurs overall aim for a company with a small team of up to 10 members. The aspiration for building a larger 

scale business is the highest in Cyprus, where 33% of the respondents, more than twice the average, say that they aim to found a big and 

growing company.  

 

Prior Experience – “Have you started a business before?” 

 CY GR IT DE SI PT Total 

No answer 4,2%  11,8% 5,3%   3,7% 

This is my first foundation of a 

business 
75,0% 90,0% 88,2% 68,4% 92,3% 64,3% 79,4% 

I already built up another 

business or more 
20,8% 10,0%  26,3% 7,7% 35,7% 16,8% 

Total 100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

100,0

% 

N= 107 
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Overall, almost 80% of respondents aim to build their first business. In Germany and Portugal, also reflecting the older respondents, a 

relatively large group already has built a business before (26% and 36%). 

 

5.3 Motivation for founding a business 

 

A very critical factor for planning a useful training program and for thinking about political frameworks which can promote women 

entrepreneurship is the motivation of women to found a business. The respondents were asked to choose a list of three out of 9 potential 

motives, which were identified by the prior research.  

 

Motivation for founding a business – “What is your motivation/inspiration to start a business?” 

 CY GR IT DE SI PT 

Overal

l 

(% of 

overall 

resp.) 

 % within country responses  

Fulfilling your “own dream”  21,7% 14,6% 24,4% 27,3% 6,7% 26,7% 
 

20,6% 

Wanting to be your own boss 18,8% 12,5% 19,5% 13,6% 13,3% 10,0% 
 

15,3% 

Profit from your own ideas and 

effort  14,5% 16,7% 12,2% 15,9% 10,0% 10,0% 
 

13,7% 

Time sovereignty / flexibility  11,6% 6,3% 17,1% 20,5% 10,0% 13,3% 
 

13,0% 

Earning more money  5,8% 14,6% 7,3% 4,5% 16,7% 20,0% 
 

10,3% 

Better career opportunities 

compared  to working employed 11,6% 10,4% 7,3% 2,3% 10,0% 10,0% 
 

8,8% 

Taking opportunity of a market 

chance  5,8% 10,4% 7,3% 9,1% 20,0% 0,0% 
 

8,4% 

I have a great business idea  7,2% 8,3% 0,0% 4,5% 13,3% 6,7% 
 

6,5% 

Business succession/taking over 

of parents´/family´s company 2,9% 6,3% 4,9% 2,3% 0,0% 3,3% 
 

3,4% 

       

262 

100,0

% 

Cases N= 107 Answers = 262. Each respondent could contribute up to 3 answers. Percentages are percentages of answers given. 

 

The responses have been ranked by overall score. Intrinsic motivation to follow one´s own path is the strongest motivator for women to 

found a business, “own dream” and “being your own boss” being the most frequent motivations of the respondents. There is a very wide 

agreement among the partner countries on these motives, while some others are more country-specific. Again, in Germany flexibility and 

independence are much stronger motivators than income and career. Only very few women expect that they could win financially from 
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running their own business vs. being employed. Having a business idea or taking opportunity of an identified market chance ranks 

surprisingly low, with the highest relative values in Slovenia.  

As it seems, for women the idea to become an entrepreneur comes first and only then a product or service is selected. The “inventor type” 

business founder, driven by a product or service idea, is most frequent in Slovenia.  

The respondents were asked to list other motives. Only few used this opportunity, obviously the list that was presented is quite 

comprehensive. The few who named other motives again list highly intrinsic motivations, either to help and being useful to society or to 

arrange their own lives in a more satisfactory way.  

 

Others: 

• To create our own job with my partner 

• I want my business to be connected with my studies 

• To invest in a future in my city 

• Change in the professional life 

• Help  more people 

• Being part of the people that oppose current economic structures and do not business for business, but business for people and 

planet 

• Self-employment 

• Lost my job in the previous company. 

• Previous job too demanding. 

 

5.4 The biggest obstacles in the founding process 

 

Based on the prior research, the respondents were asked to rate a list of potential obstacles in the founding process from 1 = not important 

to 5 = very important.  

 

 CY GR IT DE SI PT 
Overa

ll 

Financing / Find investors  3,78              4,33              3,88              3,11                          4,17              4,07                         3,85                 

Bureaucracy  3,38              4,25              4,00              3,05              3,69              3,43              3,63              

Know-How in Law and Economic Issues  3,13               4,10               3,18               3,28               3,69               3,93               3,52          

Finding customers  2,83              3,95              3,50              3,47              4,54              2,71              3,45           

Fear to fail/uncertainty 2,58              3,40              3,18              2,84              4,92              2,79              3,20          

Self-Confidence & Believe in your 

competence  2,17                3,95                2,24                3,00                4,69                1,64                2,90             

Compatibility of family and career 2,54  2,90    2,12      2,32    3,54     1,93     2,55  

Prejudice in society against women as 

entrepreneurs  2,58                 3,30              2,59              2,16              1,85              1,57                 2,42              

Other  3,00 1,00 1,00 2,33 . 2,00 

N= 107 

 

Ranking these obstacles by the average of the numeric values of answers given, overall, financing, bureaucracy and know-how in law and 

economics are the top obstacles, next to fear of not finding customers. Overall the obstacles seem not to be too high and prejudice against 
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women is the lowest ranked in the list.  Also compatibility of family and career a concern frequently pointed out when discussing women 

career opportunities, obviously is not regarded as an important hindrance.  

There are national differences, e.g., bureaucracy is regarded as a very relevant obstacle in Greece and Italy, while in Slovenia the fear to fail 

and a lack of self-confidence stand out as stumbling blocks. Prejudice against women as entrepreneurs is a factor in Greece, while in 

Portugal this is no concern at all.  

 

5.5 The most helpful in the founding process 

 

After rating various obstacles, the women founders were also asked to assess which factors they regard as most helpful in their founding 

process. Also here the list has been selected from the results of the previous research.  

 

 CY GR IT DE SI PT Overall 

Emotional support of family and friends  4,33 4,25 4,53 4,53 5,00 4,50 4,49 

Consultancy, Coaching & Training 4,34 4,40 4,47 3,90 4,62 4,43 4,34 

General professional network  4,42 4,30 4,53 4,53 3,30 4,29 4,28 

Financial support from public funding 

programs 
4,33 4,42 4,53 3,47 4,33 4,00 4,19 

Access to investors/funding 

opportunities 
4,22 4,45 4,47 3,63 4,25 4,00 4,17 

Institutions like Start-Up-

Hubs/Incubators 
4,08 4,20 4,24 3,56 4,69 4,00 4,10 

Good educational background  4,46 3,75 4,35 4,00 3,25 4,50 4,09 

Knowing successful role-models  3,80 4,15 3,94 3,79 4,46 4,43 4,05 

General Entrepreneurs Network  3,96 4,20 4,56 3,78 3,38 4,29 4,04 

Women specific network 3,80 4,20 3,65 3,36 3,15 3,64 3,66 

Financial support of family and friends  3,42 3,45 3,53 3,50 3,85 3,86 3,57 

N= 107 

 

Entrepreneurship requires a lot of personal and emotional engagement and causes turmoil on all fronts, therefore unsurprisingly the 

emotional support of friends and family is ranked the highest among the support factors by the respondents. There is a wide consensus 

about this among partner countries and interestingly this assessment is the strongest in Slovenia where confidence and fear of failure are 

factors of concern.  

 

Also the other important success factors are ones that reflect the need for a strong support network: good coaching and a strong 

professional network. 

Interestingly the would-be entrepreneurs ask for such a network, but rank a women-specific network at last place among the relevant 

factors.  

Interestingly the national differences in the assessment of the success factors are small. 

One rating stands out, however, corresponding to the mentioned still existing prejudice against women entrepreneurs in Greece; the Greek 

respondents are those who would appreciate a women-specific network of support the most.  

 

5.6 Development needs for future entrepreneurs  

 

The comparison of how important and how well developed each necessary entrepreneurial competence is allows the definition of the 

development needs for future entrepreneurs.  

This way, a proper support offer can be developed within the project, tailored to the needs of the target group.  
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There is a wide consensus of the would-be entrepreneur women in the partner countries that “belief in yourself,” a learning mind, i.e., 

“developing continuously” and “taking initiative” are the most important three competences for an entrepreneur.  

In the assessment of the would-be entrepreneurs such attitudes are what make an entrepreneur. Frustration tolerance comes fourth and 

the first “technical” competence “identifying opportunities” is ranked only fifth.  

While the differences in scoring the competences are not huge, obviously the list presented is a valid matrix of the necessary competences, 

and the focus on non-technical competences is striking.  

“Financial and economic know-how” is only tenth.  

“Developing networks” is considered as relatively unimportant in Slovenia, while in Portugal the right attitude, like taking initiative, is 

ranked the highest.  

 

Importance 

 CY GR IT DE SI PT 
Over-

all 

1 Believe in yourself  4,92 4,55 4,88 4,68 4,92 4,93 4,80 

2 Keep developing continuously  4,88 4,45 4,88 4,53 4,85 4,93 4,74 

3 Taking initiative  4,74 4,65 4,81 4,58 4,69 5,00 4,73 

4 Endurance & Frustration Tolerance 

(“don´t give up”)  
4,79 4,55 4,71 4,26 4,85 4,93 4,66 

6 Identifying and exploiting opportunities 4,63 4,35 4,59 4,44 4,69 5,00 4,59 

5 Use imagination and abilities to identify 

opportunities for creating value 
4,54 4,10 4,59 4,26 4,85 4,93 4,50 

7 Prioritize & Organize  4,61 4,25 4,65 4,42 4,00 4,93 4,48 

13 Establish a Network and useful business 

contacts  
4,67 4,45 4,71 4,21 3,85 4,86 4,48 

11 Assessment of the market and the target 

group  
4,48 4,35 4,29 4,16 4,69 4,79 4,43 

9 Develop financial and economic know-

how  
4,63 4,60 4,41 4,11 3,69 4,93 4,42 

10 Make decisions dealing with uncertainty, 

ambiguity and risk  
4,50 4,10 4,24 4,32 4,46 4,86 4,39 

8 Gather and manage the resources you 

need 
4,57 4,35 4,53 4,16 3,62 4,93 4,38 

14 Leadership skills 4,67 4,35 4,41 3,58 3,62 4,71 4,25 

12 Assessment of the consequences of your 

acting 
4,42 4,05 4,06 3,89 4,31 4,79 4,23 

N= 107 

 

Do the would-be women entrepreneurs think they have already developed these competences? The respondents were asked to assess 

themselves along the same competences. Overall the respondents show a quite sober self-assessment. While the ratings for importance all 

are in the 4+ range, the assessment of actual development is in the 3 range. 

Looking at the overall confidence (average of rating of each competence development) the respondents in Greece are the most confident 

(4,00), while the respondents in Germany are the most skeptical about themselves (3,25).  

Developing financial and economic know-how is the area least developed. The gap is the widest in Portugal and Italy, while the respondents 

in Slovenia are comparably confident about their technical skills. 

Skills to establish a network of useful contacts is also regarded as less developed.  



 

 
 

The European Commission's support for the production of this publication does not constitute an endorsement of the contents, which reflect 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. 

 

36 

Also here Greece is quite confident, while in particular the German respondents see a gap here. 

In Greece the respondents see the least developed competence in finding market opportunities, while in Cyprus the hard skill financial and 

economic knowledge is lacking the most competence. 

The same applies to Italy and Germany. 

Slovenians are skeptical about their leadership and networking skills, while the Portuguese, next to the hard skills, find it hard to gather the 

necessary resources. 

Overall the competences which are least developed are ones which can be learned, as financial and economic know-how, but also assessing 

the market and managing risks (consequences of acting), gathering resources and also how to establish good networks. This affirms the 

hypothesis that training programs for would-be entrepreneurs are needed and make sense. 

 

Development 

 CY GR IT DE SI PT Overall 

Develop financial and economic know-how  

 

2,96 

 

4,10 

 

2,69 

 

2,72 

 

3,62 

 

2,64 

 
3,13 

Establish a Network and useful business contacts  

 

3,09 

 

4,00 

 

3,25 

 

2,78 

 

3,00 

 

3,14 

 
3,23 

Assessment of the market and the target group  

 

3,59 

 

4,05 

 

3,19 

 

2,67 

 

3,46 

 

3,14 

 
3,38 

Assessment of the consequences of your acting 

 

3,73 

 

3,60 

 

3,44 

 

2,94 

 

3,54 

 

3,07 

 
3,41 

Gather and manage the resources you need 

 

3,65 

 

3,90 

 

3,19 

 

3,06 

 

3,69 

 

3,00 

 
3,44 

Make decisions dealing with uncertainty, ambiguity and risk  

 

3,59 

 

3,80 

 

3,44 

 

3,00 

 

3,69 

 

3,14 

 
3,46 

Leadership skills 
3,83 

 

4,05 

 

3,56 

 

3,22 

 

3,00 

 

3,50 

 
3,58 

Identifying and exploiting opportunities 

 

3,83 

 

4,00 

 

3,38 

 

3,28 

 

3,46 

 

3,50 

 
3,61 

Prioritize & Organize  

 

3,83 

 

3,90 

 

3,69 

 

3,28 

 

3,69 

 

3,36 

 
3,64 

Taking initiative  

 

4,17 

 

4,16 

 

3,63 

 

3,61 

 

3,46 

 

3,57 

 
3,82 

Endurance & Frustration Tolerance (“don´t give up”)  

 

4,09 

 

4,21 

 

3,63 

 

3,72 

 

3,54 

 

3,79 

 
3,86 

Use imagination and abilities to identify opportunities for 

creating value 

 

4,09 

 

3,60 

 

3,75 

 

3,82 

 

4,00 

 

3,93 

 
3,86 

Believe in yourself  

 

4,36 

 

4,35 

 

3,75 

 

3,78 

 

3,31 

 

4,21 

 
4,01 

Keep developing continuously  

 

4,26 

 

4,25 

 

4,40 

 

3,61 

 

3,77 

 

4,15 

 
4,09 

Overall assessment of development of critical competences 
3,79

  
4,00  3,50  3,25  3,52  3,44  3,61 

N= 107  
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What should be included in such training programs? In order to set up a sensible program it is necessary to identify the priorities for 

developing competences. 

Obviously, priority should be given to those competences, which are ranked as being very important, but the least developed. 

Important and well developed as well as less developed but also less important is a “nice to have” field of development, but not necessarily 

a priority for developing a training program with limited resources. 

Therefore we have plotted the overall values for importance and degree of development in a XY chart. 

 

 

 

Along the logic of “important, but less developed” the competences to follow stand out: 

 

• Developing financial and economic know-how 

• Establishing networks and business contacts 

• Assessment of market and target groups 

• Gather and manage resources 

• Making decisions with ambiguity and risk 

• Identifying and exploiting opportunities 

• Prioritize and organize 

 

5.7 suggestions for a training program 

 

Are the priorities which have been identified above through comparing the rating for importance vs. level of development of competences 

validated by the ranking of fields of training, which respondents make, when asked “expressis verbis” about the desired content of a 

training program? 

This is in fact the case. 
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Training content desired – “What should a training program that would be useful for you include?” 

 CY GR IT DE SI PT Overall 

Training and workshops for necessary Soft 

Skills for Business Owners  
4,61 4,55 4,19 4,05 4,85 4,21 4,41 

Branch-specific education and training in 

your sector (knowledge of market and 

products) 

4,61 4,26 4,06 4,16 4,69 4,54 4,37 

Training and consultancy on developing the 

business idea and writing a business plan 
4,50 4,45 4,24 3,58 4,31 4,62 4,27 

Training and consultancy in terms of 

financing a Start-Up  
4,52 4,65 4,24 3,61 3,69 4,38 4,22 

A general local professional network  4,14 4,25 4,29 4,00 3,62 3,93 4,07 

Initiating a network to exchange your 

experience with other entrepreneurs  
3,96 4,20 4,18 3,95 3,73 4,29 4,06 

Initiating a women-specific network to 

exchange your experiences and thoughts  
4,00 4,35 3,94 3,67 3,00 3,71 3,85 

Training and consultancy to handle 

bureaucracy  
3,78 4,35 4,00 3,74 2,23 4,21 3,78 

N= 107 

 

Soft skills, which closely relate to the attitudinal factors mentioned, rank the highest, followed by the technical, branch-specific skills, the 

knowledge of the market and the products. 

Unsurprisingly for the group of would-be entrepreneurs, planning how to up a business, i.e., development of the business model and 

business plan, comes close third.  

While being ranked low in comparison, creating a network of entrepreneurs is still considered as important, with a ranking above 4 on 

average, while the idea of creating a women-specific network is less popular. 

Again, Greece is an exception here. The respondents in Greece rank the idea of a women-specific network very high (4,35), which confirms 

the perceived discrimination and limited opportunities for women entrepreneurs, which have been identified already in other items. 

The respondents were given the opportunity to suggest additional topics. The suggestions were quite heterogeneous and few; therefore, 

the list of potential topics obviously is quite valid. Answers included: 

 

Other topics mentioned:  

• Personal and Professional balance 

• Presentation skills, personal development and self-promoting, dealing with professional rejection, dealing with rude 

clients/associates 

• product placement marketing social media 

• Branding 

• Prioritize & organize 

• Branding marketing 

• Dealing with crisis situations, rejection and failure 

• social networks for management of the business 

• maybe tips and support in trade rules, skills etc. as well as customer service 

• I would like to participate in a training regarding customer service 

• Marketing of products, approaching customers, dealing with competition 

• advertising 

• time management, handling suppliers and customers 

• marketing, pricing, selling processes, product development, team management skills 
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• Amongst the soft skills, I would appreciate specific modules about stress management and problem solving (something like "how to 

avoid to be arrested when dealing with public officials"- business training for the social sector - elements on circular economy 

• Training in Self-Awareness and Self-Trust; Training in Strategies to reach customers; Training in How to present your business idea to 

the European/National/Regional Funds, in order to be financed? Training in Global/European market access. 

• Practical Training we don't have time... 

• Web design interactive will be important for my "company" 

• Continuing support group about once every 6 week 

• Exchange of Experiences with successful entrepreneurs (Role Model) 

• Training on how to place a product in a specific market. 

• I would like to participate in a training regarding the ways that migrants can set up a business 

• Examples of good practices of business models. 

• Digital marketing, online business models 

• something for small business 
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6 Main Conclusions, Competencies Matrix and Policy Recommendations  

 

Concluding the findings of the empirical study results with a focus on the immediate target group of would-be women entrepreneurs, some 

characteristics stand out.  

 

As to the type of business the large majority of would-be entrepreneurs responding wants to found a business they can live from and plan 

to work full-time. This number is the highest for Slovenia, followed by Cyprus. Around 40% want to start out part-time or as a side business. 

The rate of those who plan to start with a side business is the highest in Germany (42,1%), probably reflecting the excellent employment 

opportunities already in place. 

 

The strongest motivator for women to found a business is to follow their “own dream” and “being your own boss.” There is a very wide 

agreement among the partner countries on these motives, while some others are more country-specific.  

Again, in Germany flexibility and independence are much stronger motivators than income and career. Only very few women expect that 

they could win financially from running their own business vs. being employed.  

As it seems, for women the idea to become an entrepreneur comes first and only then a product or service is selected. The “inventor type” 

business founder, driven by a product or service idea is most frequent in Slovenia.  

 

Ranking obstacles for founding a business, overall, financing, bureaucracy and know-how in law and economics are the top obstacles, next 

to fear of not finding customers.  

Overall the obstacles seem not to be too high, and prejudice against women is the lowest ranked in the list.  Also compatibility of family and 

career, a concern frequently pointed out when discussing women career opportunities, is not regarded as an important hindrance.  

There are national differences, e.g., bureaucracy is regarded as a very relevant obstacle in Greece and Italy, while in Slovenia the fear to fail 

and a lack of self-confidence stand out as stumbling-blocks. Prejudice against women as entrepreneurs is a factor in Greece, while in 

Portugal this is no concern at all. 

 

Entrepreneurship requires a lot of personal and emotional engagement and causes turmoil on all fronts, therefore unsurprisingly the 

emotional support of friends and family is ranked the highest among the support factors by the respondents. There is a wide consensus 

about this among partner countries and interestingly this assessment is the strongest in Slovenia where confidence and fear of failure are 

factors of concern.  

Also the other important success factors are ones that reflect the need for a strong support network: good coaching and a strong 

professional network. 

Interestingly the would-be entrepreneurs ask for such a network, but rank a women-specific network at last place among the relevant 

factors.  

Interestingly the national differences in the assessment of the success factors are small. 

One rating stands out; however, corresponding to the mentioned still existing prejudice against women entrepreneurs in Greece, the Greek 

respondents are those who would appreciate a women-specific network of support the most. 

6.1 Competencies Matrix 

As explained in chapter 3.2. the choice of competences on which a matrix of key competences and a competence-based training 

programme are to be based has been developed from combining a simplified version of the EC matrix of Entrepreneurial Competences with 

the findings of the initial in-depth interviews.  

We compare the top 5 ranked competencies, identified by the more experienced consultants and actual entrepreneurs with the top 5 

competences expected to be important by the would-be entrepreneurs.  
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Important Experts/Important would be TOP 5 

Experts/Consultants/Actual Entrepreneurs Would-be Entrepreneurs 

• Believe in yourself and keep developing  

• Stay focused and don't give up 

• Use imagination and abilities to identify 

opportunities for creating value 

• Prioritize, organize and follow up 

• Team up, collaborate and network 

 

• Believe in yourself  

• Keep developing continuously  

• Taking initiative  

• Endurance & Frustration Tolerance (“don´t 

give up”)  

• Identifying and exploiting opportunities 

 

The list is remarkably consistent. Believe in oneself is on top in both rankings. Also identifying opportunities and not giving up is part of both 

lists.  

Looking back on their own experience or reflecting the experience of their clients, the entrepreneurs/consultants rank “team up, 

collaborate and teamwork” among the top 5. 

 

We conclude that the Inspire US project should consider the list to follow as the top competences needed for successful entrepreneurs: 

 

• Believe in yourself 

• Keep developing 

• Identify and exploit opportunities 

• Endurance and frustration tolerance 

• Prioritize, organize, follow-up 

• Team up, collaborate, network 

 

 

Developed would be/Important would be TOP 5 

Experts/Consultants/Actual Entrepreneurs Would-be Entrepreneurs 

• Make decisions dealing with uncertainty, 

ambiguity and risk  

• Gather and manage the resources you need 

• Make the most of ideas and opportunities 

• Assess the consequences and impact of 

ideas, opportunities and actions 

• Work towards your vision of the future 

 

• Develop financial and economic know-how  

• Establish a Network and useful business 

contacts  

• Assessment of the market and the target 

group  

• Assessment of the consequences of your 

acting 

• Gather and manage the resources you need 

 

 

Contrasting with the importance of certain competences, both groups were asked about which competences they consider as less 

developed in aspiring women entrepreneurs or themselves respectively. 

Here some differences are obvious. 

The more experienced respondents consider the ability to make bold decisions under conditions of uncertainty as a top gap, along with risk 

management (“Assess the consequences…”). Also gathering resources is considered as a gap.  

The would-be entrepreneurs mainly miss in themselves the technical skills which are required, the “financial and economic know-how”. 

Also they feel that their ability to develop networks could be better.  

The lists are quite complementary. 

We recommend that the project considers the competences to follow as comparatively less developed in would-be female entrepreneurs: 
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• Develop financial and economic know-how  

• Establish a network and useful business contacts  

• Gather and manage the resources you need 

• Assessment of the market and the target group  

• Assessment of the consequences of your acting 

• Make decisions dealing with uncertainty, ambiguity and risk  

 

Priority for Training  

Experts/Consultants/Actual Entrepreneurs Would-be Entrepreneurs 

• Work towards your vision of the future 

• Make the most of ideas and 

opportunities 

• Assess the consequences and impact of 

ideas, opportunities and actions 

• Gather and manage the resources you 

need 

• Inspire, enthuse and get others on board 

 

• Developing financial and economic know-

how 

• Establishing networks and business contacts 

• Assessment of market and target groups 

• Gather and manage resources 

• Making decisions with ambiguity and risk 

 

 

As described in 4.9 and 5.6 the ratings allow for a priorisation of training content for a future program of competence development. We 

identified those which are regarded by the respective respondents as very important, but less developed.  

Again the list of top priorities is surprisingly consistent, if in slightly different wording.  

For the use in the project InspireUS, in particular for the development of a training programme, we recommend to consider these priorities 

for development: 

 

• Developing financial and economic know-how 

• Work towards your vision of the future 

• Make the most of ideas and opportunities  

• Assessment of market and target groups 

• Assess the consequences and impact of ideas, opportunities and actions 

• Gather and manage the resources you need 

• Establishing networks and business contacts 

• Gather and manage resources 

• Making decisions with ambiguity and risk  

• Inspire, enthuse and get others on board 

 

6.2 Policy Recommendations 

 

In order to improve the framework conditions for aspiring women entrepreneurs, a number of recommendations for shaping policies on 

local, national and European level can be given, based on the findings of the literature review and the empirical study. 

 

Local Level:  

As a result of the literature review and the empirical study, for the local level it can be recommended: 

Create a conductive start-up ecosystem, including universities, training providers, entrepreneurs’ networks, among them women-specific 

ones, accelerators, industry- and sector-specific cluster organisations and others. The aim must be to create a local climate in which the 
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entrepreneurship of women is well known, appreciated, supported and welcome by the local community. The promotion of role models, an 

early exposure to entrepreneurial know-how and attitudes also for girls who are not raised in entrepreneur`s families, all can contribute to 

this.  

 

As confidence and resilience, making plans and assessing risks are all key features of an entrepreneurial attitude, such attitudes should be 

appreciated and promoted in the local community. The local community also has a strong role in building the confidence of young women 

from less privileged parts of the population. It should be appreciated that, while formal education is important, some of the key 

entrepreneurial attitudes and competences, like a “can do attitude” and the development of good practical skills, creativity and initiative 

are not necessarily those built in the traditional education system.  

Local government and the local community therefore should build alternative learning environments like “junior companies,” “STEM labs,” 

alternative “adventure playgrounds” self-governed youth centres and others, where organisational skills and organisational creativity, 

persistence and resilience can be built.  

 

Access to financial and management education (“financial literacy”) must also be provided to those without access to a university 

education. Modular training on these topics, including in virtual formats, should be actively promoted, in particular through an inclusive 

local entrepreneurial community, which reaches out not only to traditional circles, but also encourages “newcomers,” i.e., non-traditional 

groups, among them women, and among these women from non-entrepreneurial background, migrant-background, of later age, etc.  

 

 

National Level: 

Information about entrepreneurship and in particular about entrepreneurship as a career option for women should already be given at 

school. While in some counties like Greece women still feel a level of discrimination as entrepreneur candidates, in all of the partner 

countries financial and management know-how is lacking. School would be the place to make entrepreneurship popular, a “normal” thing 

and teach basic financial and management literacy. 

This learning aim should be followed up in all subjects at university as a part of the topical curriculum or as part of a “general studies” offer. 

 

Exposure to entrepreneurship should include hands-on training and internships early on, as there is a demand/preference for practical 

training and exposure in contrast to theoretical learning only. Where students are exposed to the world of work, e.g., through internships, 

the planning of such internships should consider not only employment as a perspective, but should strongly focus on entrepreneurial 

businesses as internship hosts.  

 

More needs to be done by national policies, schools, universities and industry organisations to level out the perception of sectors/branches 

as being particularly male or female.  

In particular in areas such as STEM subjects, finances and other traditionally “male” areas, the presentation of good role models can also 

help to create a perception of accessibility of these sectors for women. 

 

Until a good balance of male and female entrepreneurs is achieved, a quota for female participation should be considered in all relevant 

programmes and initiatives. 

 

Women on average aim for more limited, smaller and more flexible business models, which do not involve the need of external financing 

and do not carry a high risk. 

Educational initiatives should also demonstrate that bigger businesses (such as those which use research results) are accessible to women 

with limited risk. Cluster organisations, start-up incubators or hubs can play an important role here. 

 

In many partner countries the work-life balance of women is also an issue and potential entrepreneurs feel that they cannot reconcile 

family and entrepreneurship. While this is less of an issue among those interviewed, the literature is quite clear here. In some cases 

entrepreneurship is regarded as allowing for more flexibility in the family, while in other cases women feel that they cannot devote enough 

energy to be successful entrepreneurs. National policies therefore should take care that childcare provisions are comprehensive and 
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affordable. The planning of start-up support facilities should always consider the needs of families, i.e., childcare access, flexible hours and 

affordability.  

 

A main concern voiced in literature (see country report Italy) is the level of bureaucracy faced by aspiring entrepreneurs, along with the 

challenge to secure financial resources. It is recommended that efforts to reduce the bureaucratic burden are continued.  

In addition, in order to cope with the existing burden, consultancy and support mechanisms should be set up and funded which assist 

aspiring women in managing this burden. Also these consultancy mechanisms need to be made better known and fully accessible, including 

mechanisms to actively reach out to potential entrepreneurs in schools, universities, vocational training and also virtually.  

Start-up hubs and accelerators are in a strategic position here. While they often act at local level (see recommendations for the local level) 

the national policy making can contribute through bold financing schemes.  

 

Financing and access to resources, mentioned in the national reports as well as in the empirical study) can be improved through seed 

capital, loan guarantees and business plan competitions. All such offers must be accompanied with active reach out strategies; those who 

need the funds most should be supported vs. those who are already confident and informed enough and could probably obtain financing on 

regular schemes. 

 

 

European Level: 

The European Union should continue to encourage and fund initiatives to build those competences which are described in the European 

Framework of Entrepreneurial Competence. 

 

International exchange and mobility should be encouraged and more boldly funded. 

 

In particular examples of well working start-up ecosystems should be encouraged to share their experience. 

 

All such initiatives should be encouraged to more boldly establish English as a working language and to also present their initiatives in 

English in order to facilitate international mobility.  
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