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Executive Summary

In January 2005, Frontline Consultants and Alan Brazewell Economics were commissioned to conduct an evaluation of Scottish Enterprise Lanarkshire’s (SEL) High Growth Start-up Service.  This evaluation was to gauge the economic impact of the service, review all aspects of the business development service, and understand the effectiveness of the service in meeting its strategic objectives.  

The High Growth Incubation Centre is SEL’s main delivery mechanism for their High Growth Start-up Service.  The aim of the service is to provide tailored, enhanced support to prospective businesses that are believed to have the greatest chance of meeting the SE Network’s high growth criteria.  

Frontline and Alan Brazewell Economics conducted extensive interviews with participants, internal discussions, desk research and questionnaires, to reveal many aspects of the service, which have been assessed in the evaluation.

Evaluation of support services 

The high growth start-up support available in Lanarkshire has a good reputation and is viewed as being among the early leaders in this type of provision.  Overall, interviewees emphasised the strengths of the model.  Its consistent development has built upon these strengths, and many aspects of the Lanarkshire programme could be described as ‘best practice’.  However, due to the continued enhancement and evolution of the service, it was felt that the Lanarkshire offering needs to create a new image based around a unique selling point.  

Companies reported a large number of benefits as a result of direct involvement with the High Growth Start-up Service.  A trend running throughout all feedback is the positive impact that the support has had on the financial stability of programme participants with 100% of businesses citing some impact on accessing finance.  This was closely followed by business planning (87%) and business confidence (78%).  All three top impacts are crucial elements of any successful business.  It is interesting to note that business failure rates among businesses supported during the period of the review are low; only 6 from 67 supported (9%).  This reflects well on where companies have viewed the biggest impacts.

The level of input that is now given in business support by intermediaries and consultants remains constant, as opposed to technical and product development support, which is going down in line with the needs of clients.  Potential entrepreneurs are looking for higher level assistance in areas such as securing IPR (Intellectual Property Rights) rather than product development.  

Throughout all the interviews there was a consistent perception that clients were focussed on the commercial side of their venture and had obviously been well prepared to present their business case.  Individuals from both Scottish Enterprise Lanarkshire and Lanarkshire Enterprise Services were mentioned as giving “responsible” financial advice and support to clients in preparation for meetings with financiers and this gave their clients an edge when presenting a rounded and well-structured business case.

The Business Advisors were regarded highly by those using the service.  They were found to be very flexible in adapting to different management styles and personalities, also demonstrating a good understanding of their clients’ businesses.  It is interesting to note participants’ views that the importance of professional advice should be based on more “real world” experience of private industry, to add value to their expertise.  This could suggest a more crucial role for mentoring support as businesses grow and develop.  Currently, mentoring is not a formal part of this programme, and businesses indicated they would find this assistance beneficial.

The High Growth Incubation Centre provides short term space for start-up businesses at no cost.  For companies who required it, this was described as of real benefit.  The evaluation has shown that not all clients require physical incubation space.  Indeed, property availability is not an issue for a number of  companies who have been engaged in the programme.  Interestingly and importantly, it also demonstrates that client companies are not pushed into “care” accommodation to support the availability of public sector provided property.

Finally, it was felt that networking should play a greater part in the service.  Opportunities to learn from their counterparts has not occurred, and respondents felt this would be a valuable experience.  

Economic Impact

Analysis shows that the net economic impact of the High Growth Start-up Service has resulted in 1,070 jobs, and a total current turnover of £65.84m.  When non-additionality is taken into account, turnover falls to £21.63m.  At 13%, the average displacement figure in Lanarkshire is particularly good for new start businesses.  It compares favourably with the rest of Scotland, which has a 42% level of displacement.  So far, there have been 349 jobs created  in Lanarkshire compared to 269 in Scotland.  Future predictions anticipate this gap to be maintained.  Net sales in Lanarkshire are just under £22m, compared to just under £19m for Scotland.  Again, predictions expect sales to increase incrementally. 

Cost effectiveness, of £1.398m, has been calculated on the costs of delivering the support alone.  Cost per net job created amounts to approximately £5,200.  Whilst this is slightly higher than average, it must be recognised that the property element within the package of support is generally more expensive than advice, counselling or finance support.

In terms of Gross Value Added (GVA), the High Growth Start-up Service has performed very well.  Net GVA/turnover ratios created by the programmed are £8.5m for Scotland, and £9.9m at the Lanarkshire level.  The IT and manufacturing sectors have been highlighted as creating a significantly higher net GVA in Lanarkshire, compared to Scotland.

Conclusions and Recommendations

The High Growth Start-up Service in Lanarkshire is delivering good results with reasonable cost-effectiveness and there is strong evidence to suggest that it is high growth companies that are being created and supported.  One of the major drivers for making this programme a success is the determination and commitment of staff to provide the best service and deliver the most significant start-up businesses possible.  This desire to succeed must be used to greatest advantage and a very high public profile should be developed to position the Lanarkshire model as unique.

With this in mind the following recommendations were designed to build on the service’s success and strengths.  The recommendations consider the key phases of high growth start up as follows:

· Grow your own – promotion of entrepreneurs to targeted groups to include Lanarkshire students, Scottish Universities, alumni and ‘ex-pats’

· Marketing – a targeted marketing drive into specific areas such as intermediaries to encourage referrals of suitable clients to the high growth service and improve use of private sector entrepreneurial support networks

· Selection – taking a more rigorous approach to selection of potential entrepreneurs and the application of a more scientific approach to capturing “entrepreneurial flair and vision”

· Business development – placing a greater emphasis on critical success factors at both pre and post start up to provide seamless support to the businesses

Introduction 

Frontline Consultants and Alan Brazewell Economics Ltd were commissioned in January 2005 to conduct an evaluation of Scottish Enterprise Lanarkshire’s (SEL) High Growth Start-up Service to gauge the economic impact of the service, which includes the High Growth Incubation Centre from the beginning of financial year 2001/02.  The evaluation reviewed all aspects of the business development service, providing both quantitative and qualitative assessment to understand the effectiveness of the service in meeting its strategic objectives.  

The Framework for Economic Development in Scotland (FEDS) provides the context for the Scottish Executive’s vision for A Smart, Successful Scotland (SSS).  The overall vision is that of a more productive, competitive and prosperous Scottish Economy.  A refreshed SSS, released in November 2004, resulted in a number of strategic shifts including a greater focus on realising business growth potential via the development of more ‘businesses of scale’ and a ‘pipeline of growth businesses’.  The High Growth Start-up Service in Lanarkshire supports this theme as well as the ‘Growing Innovative, Competitive and Sustainable Businesses’ objective of the Lanarkshire’s Local Economic Forum strategy ‘Changing Gear: Towards 2010’.

The High Growth Incubation Centre is SEL’s main delivery mechanism for their High Growth Start-up Service.  The aim of the service is to provide tailored, enhanced support to prospective businesses that are believed to have the greatest chance of meeting the SE Network’s high growth criteria.  The main criteria are:

· anticipated turnover of over £750,000 and/or employment of 15 within three years of start-up

· market potential beyond the UK

· performance likely to double over three years (turnover, employment and profitability)

· prior experience of management of a business

· personal commitment of owners

· innovative product or service

· limited displacement

· growth potential beyond the initial 3 year phase

The rationale behind SEL’s approach is primarily based on the concept of ‘market failure’.  There are a number of areas where market failures affects the ability of the private sector to provide business incubation facilities without support.  Principal issues relate to property, finance and business development. 

The service was subject to a previous evaluation in 2000, which identified that the High Growth Incubation Centre was successful in delivering its main objectives, contributing to the overall strategic aims and direction of SEL and providing a good fit with other local initiatives.

The following report presents the findings from our evaluation which was conducted throughout February and March 2005.  

Methodology 

Figure 2.1 presents a diagrammatic representation of the methodology used.  The rest of this section sets out our approach in more detail.  
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Figure 2.1

· establishing the baseline – we started the project with a mobilisation meeting to agree the project deliverables.  Desk research and face-to-face discussions were conducted internally to gain a clear picture of the current state of the service

· questionnaire design – we worked with the team to design a questionnaire which enabled the collection of quantitative and qualitative information.  The questionnaire was structured to ensure that information could also be extracted for future ERDF and/or other funding opportunities.  A copy of the questionnaire is appended

· external consultation with companies – once the target sample of companies was identified, we developed and piloted a draft questionnaire through face-to-face interview with four companies.  In total, 53 companies were contacted by email followed by a telephone call to gauge interest and arrange appointments.  This resulted in 11 completed face-to-face interviews and a further 12 telephone interviews.  The majority (13) of the completed interviews were from the 03/04 cohort of companies.  Only four were from the 04/05 cohort.  This was due to a combination of factors: the smaller sample size; October 2005 cut-off date; and the fact that many of these firms felt unable to comment fully until more time had passed., Similarly, for 02/03 the target sample was reduced due to companies which had either ceased trading or had personnel changes which made it difficult to comment fully on the support.  A list of interviewees is appended

· external consultation with technical consultants – a range of technical consultants responsible for delivery of certain aspects of the programme were interviewed in parallel with the companies.  These were identified through consultation with SEL to align with the main elements of the programme.  A list of interviewees is appended

· analysis of findings – survey feedback was coded, input and analysed using SNAP survey software

· reporting – summary findings were presented in a workshop style meeting followed by development of conclusions and recommendations on the way forward

The remainder of this report presents our findings under the following headings:

· stakeholder feedback

· client feedback

· conclusions and recommendations

Stakeholder Feedback 

The following section summarises the findings from the stakeholder and technical consultants interviews.  A list of consultees is appended.

1.1 Overview

The High Growth Incubation Service (a subset of the High Growth Start-up Service) is driven and managed by SEL and an operational contract is awarded to Lanarkshire Enterprise Service (LES).  The relationship between SEL and LES is strong and there is a visible mutual respect in what the other organisation – and individuals within them – deliver.  This has enabled a great deal of joined-up thinking to go into the best ways of developing the programme on an ongoing basis.  A major benefit that was recognised was the ability to provide a seamless service across both organisations.

At any one time there are around 25 potential clients being worked with who are prepared to start-up their business.  This “stock” is necessary to deliver around six start-ups per quarter and to meet the Network’s priority targets.  Since 2001, SEL has performed well against these targets either managing to meet or exceed them.  (see section 4.4).

In consultation with staff from SEL and LES it became clear that there was a clear ambition to provide the best service possible and to attract clients from a wide geographical base through the quality and reputation of their business incubation service.

LES have ten business advisors, of which two full time equivalent staff are allocated to the programme.  In practice, these staff focus on the programme and advice from the others is sought when necessary.  LES staff are recruited on the basis of their own experience in running their own business or having worked across a wide range of companies to provide extensive experience.

In basic terms, the High Growth Incubation Service can be set out as follows:

· promote start-up support available

· check out product idea

· check on personal commitment

· building the financial case and supporting approaches to financiers

· provide business information, advice and services

· provide people and personal skills development

· provide client management post start-up

This reflects the broad framework that is set out in the Business Gateway programme guidance and is adhered to.  Within this however there is a great deal of flexibility that allows the advisors to be proactive in tailoring support on an individual basis.  The point is made by the providers that this flexibility is a real strength as a rigid programme could not effectively “cover all”.  The wide range of support that is available is focussed on the business of doing business rather than the quality of product.

A key activity is in attracting people to the door as well as just trying to get them in the door.  Marketing ideas to attract people to find out more about starting up a business and the support that is available is constantly refreshed.  For example: university contacts, competitions, promotion of master-classes, links to other programmes (e.g. proof of concept).  This is an area that SEL put great store in and in the past have had great success in attracting people. 

The constant march of technological progress means a variety of products coming forward that advisers’ technical knowledge is limited.  This necessitates that additional technical advice is sought to ensure a level of due diligence is provided, particularly in respect of market and IPR.  This is provided by a variety of sources that are available to clients.

Great store is set in ensuring that programme participants are encouraged to consider and understand the individual cost in both time and investment.  It is viewed as important that participants are willing to make sacrifices as they have not embarked on an easy journey.  This is an element that can also save the programme time and money and may be an area where an even greater amount of work could be done in considering the personal profile of potential high growth start-ups.

The provision of financial advice was consistently highlighted by both SEL and LES as a vital area of support for new businesses.  This was promoted as a necessary key skill for business development staff.  This was also the view of clients who stated that the support provided in terms of accessing finance had the greatest positive impact on their business.

The provision of business advice is given once a strong relationship has been established between client and business advisor.  This relationship is vitally important as the best advice will not be accepted by a client that is sceptical about its source.  This is again an area that has been cited as a great strength of the service, and the loss of an advisor who was particularly well respected reflects the importance of such relationships.  This loss was commented upon by many of those consulted as part of this process.  Further areas of service provided as part of the programme are contained in the following section.

1.2 Service components

Five external service providers were approached to gain insight into the wide range of services offered to clients and to gauge their opinion of the value and performance of the service overall.  These individuals were identified through consultation with SEL to align with the main elements of the programme.  A list of consultees is presented in Appendix 1.

1.2.1 Legal and financial advice

MacDonald Henderson is the main supplier of legal and financial advice.  They have referred some clients to the High Growth Start-up Service and describe the relationship as “healthy”.  They stated that their main input is in delivering part of a master-class focussing on the duties of directors.  

MacDonald Henderson highlighted that they enjoyed a strong relationship with the Lanarkshire Business Gateway service & LES and are regularly phoned to have companies referred to them for advice.  They have been sporadically used in the past but have “quite a lot on” just now.  Companies that they worked with have been complimentary about the service they receive in Lanarkshire.

1.2.2 Technical support

Technical (and technology) support for companies is primarily provided by two experts – a Professor formerly of Heriot-Watt University and a highly experienced business advisor.  Both said that their services had not been in much demand recently but understood that this reflected the requirements of the present client group, citing previous groups as having a higher need.  This observation is mirrored in the feedback from companies who did not mention technical support as an element of support that they used.  This may also reflect the fact that a high percentage of people were establishing a business in a sector they already had experience in, compounded by the focus that is taken by the High Growth Start-up Service on getting the business side “right”.  They agreed with this view and commented that a key ingredient in this service was finding the most relevant financier for each client.

They were complementary about the set up in Lanarkshire and expressed a high level of confidence in the people involved.  They also commented on the recent loss of an experienced business advisor and the importance of finding a replacement of a similar calibre.

The academic background of one of the technical experts has been used to support a networking drive into universities for start-ups.  This individual cited the links and support offered in Lanarkshire as “better tailored” than in other areas and that this had resulted in links being established between clients and university departments for technical product support.  It was noted that this has also not happened for some time.

1.2.3 Intellectual property

Kennedy’s provide support on protecting IPR and patenting as well as how best to exploit patents.  There is no charge made for an initial consultation but following this any costs are shared 50/50 between the client and SEL.  The main area of support required is working with clients to draft patents applications.  It was felt that many of the clients referred to Kennedy’s already have some knowledge of patents and have a balanced view of their requirements – a good sign that they are well prepared for their venture.  

Innovation

New product development and innovation support was available from UXL Ltd during the period under review (the contract has now changed, and is now more flexible, depending on the technical requirements of the customer).  The service provided by UXL was aimed at developing thinking around continuous improvement and market awareness and ensuring that people were aware of the right type of funding to target for their particular niche.  Positive comments were made in terms of the High Growth Start-up Service team’s attitude; specifically, in getting start-ups thinking about their next product or product improvement at an early stage.  The opinion provided was that the service was good and that clients have been complimentary about the service.  As a general trend the numbers of client companies that are referred or request this support fluctuate; however, recently it was believed that the general trend is down.  As with technical support, this may relate to the high proportion of new clients having previous experience in their chosen business sector or the fact that a high number of clients did not participate until the latter part of 2004/05. 

1.3 In summary

The Incubation Service and the high growth start-up support available in Lanarkshire have a good reputation and, at least anecdotally, have been viewed as being among the early leaders in this type of provision.  Overall, interviewees emphasised the strengths of the model.  Its consistent development has built upon these strengths, and many aspects of the Lanarkshire programme could be described as ‘best practice’.  For example, the holistic and flexible nature of the service which provides companies access to support based on need and not shoehorning them into something.  Another example relates to the focus on the business and finance side at the outset, providing companies with access to business advisors who specialise in this area and who can provide support at a variety of stages.  Due to the continued enhancement and evolution of the service, it was felt that the Lanarkshire offering needed to create a new image based around a unique selling point.  

The level of input that is now given in business support by intermediaries and consultants appears to be remaining constant, as opposed to technical and product development support, which appears to have tailed off.  This is based on feedback from interviews with support organisations, and reflects the high level of product, process and sector knowledge that comes with those recognised as having the “greatest potential”.  It is also connected to the fact that would be entrepreneurs are utilising alternative mechanisms to enhance their technical knowledge, such as Small Company Innovation Scheme (SCIS).  Many potential entrepreneurs are looking for higher level assistance in areas such as securing IPR (Intellectual Property Rights) rather than product development.  

A view that came through from all third party consultations was the perception that clients were focussed on the commercial side of their venture and had obviously been well prepared to present their business case.  Individuals from both SEL and LES were mentioned as giving “responsible” financial advice and support to clients in preparation for meetings with financiers and this gave their clients an edge when presenting a rounded and well-structured business case.

LES also deliver the volume start-up programme on behalf of SEL.  This enables LES to identify potential high growth companies from the 2,500 clients that go through the system and 1,000 start-ups.  This would appear to be a benefit in comparison with other areas and methods of delivery – as long as the relationship remains strong.  Whilst there could potentially be issues surrounding over-reliance on one provider, there are significant benefits from close relationships and wide product knowledge (eg the ability to find the right product for client companies).
The availability of short term space for start-up businesses (at no cost) is one element of the overall service provided, and of real benefit to those companies who require it.  The evaluation has shown that uptake levels vary.  Not all clients have a requirement for the use of the incubation space and neither are client companies pushed into “care” accommodation to support the availability of public sector provided property.

One of the major drivers for making this programme a success is the determination and commitment of staff to provide the best service and deliver the most significant start-up businesses that is possible.  This desire to succeed must be used to greatest advantage and a very high public profile should be developed to position the Lanarkshire model as unique.

Client Feedback

The following section provides detailed analysis of the findings from the client interviews.

1.4 Business background

Among the 23 companies that were interviewed, 39% (9) were previously users of the High Growth Start-up Service, 39% (9) are still using the service, 22% (5) were previously tenants of the Incubation Service, and one company was a current tenant at the time of the survey.

Current Status
Figure 4.1
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It is interesting to note the small number of respondents that are, or have been, tenants of the High Growth Incubation Centre.  In our discussions, a high proportion of respondents were not aware that they were defined as ‘high growth start-ups’ and are supposed to be getting a special service, whereas those that were tenants were more aware of this.

100% of respondents are currently trading and have private limited status.  Of these, ten were established since April 2003, ie last two years.  From the total population of 67 companies, only six (9%) have ceased trading.  All were established during 2002/03 and from a mix of sectors.  

Two-thirds of respondents indicated how long they had been using the service.  Of these, the majority (75%) had used it for less than one year.

Businesses were predominantly owned by males (65%).  The remainder are described as an equal partnership of males/females (no respondents were solely owned by females).  Although female ownership is not high amongst respondents, a high proportion (43%) indicated having females in a management role (see Table 4.1).

The majority (70%, 16) of respondents were employed in the same area or type of business that they are currently operating in.  This is common and is a good indicator of the robustness of the businesses.

Employment levels

All respondents reported full-time employment figures, represented in the diagram below.

Employment levels – full-time staff
Figure 4.2
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Nearly half (48%, 11) of respondents employed ten or less full-time staff.  26% (6) employed between eleven and twenty, and another 26% (6) employed over twenty-one, among which, included two companies, one employing forty, and the other sixty.  Although the highest proportion employ less than 10 individuals, 100% of respondents have continued to trade and the majority have or will increase their employment since participating in the programme.  

Of the 10 companies reporting part-time figures, eight reported employing less than six, one employed between six and ten, and another reported forty part-time employees.  

The following table illustrates a breakdown of full-time employment figures.  The main reason for segmenting into the following response categories was to align with future ERDF applications.  As the table shows, the largest group are other technical staff (20), followed by women not in management (14), graduates (12), women in management (10), disabled (3) and ethnic minorities/disadvantaged communities (3).  

Breakdown of full-time employment levels
Table 4.1

	
	Employment levels

	 
	1-5
	6-10
	11-15
	16-20
	Over 21
	Total

	Graduates
	11
	1
	 - 
	 - 
	 - 
	12

	Women not in Management
	14
	1
	 - 
	1
	1
	17

	Women in Management
	10
	 - 
	 - 
	 - 
	 - 
	10

	Other technical staff
	11
	5
	 - 
	1
	3
	20

	Disabled
	3
	 - 
	 - 
	 - 
	 - 
	3

	Ethnic minorities/ Disadvantaged communities
	1
	1
	 - 
	 
	1
	3


Note: Absolute values used for response data

A high proportion of high growth companies are employing both graduates and technical staff.  Of those that employ graduates (12 companies), the majority employ more than one, and on average graduates represent between 25 to 50% of the staff numbers in these companies.  The high level of graduates is an important distinction between high growth start-up businesses and standard start-ups.  Of those that are employing women in management positions (10 companies), 50% have a joint male/female ownership structure and the majority employ a minimum of 2 women in management.  Interestingly, no organisations from the sample are solely owned by a woman.  Seventeen companies employ women not in management positions, 8 of which also have women in management.  The majority of these companies employ between 2 and 5 women, although in two companies around 70% of their staff are women.  

1.4.1 Sectoral breakdown

The sector distribution of high growth businesses shows a heavy predominance of IT related companies.  This reflects the skills around in this area of activity and the relatively low barriers to market entry in this sector.  However, there are also a significant number of manufacturing, electronics and engineering businesses and a lower representation of services than is normally the case in start-up programmes.

Sector distribution of high growth start-ups
Figure 4.3
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1.5 Motivation and awareness

1.5.1 Motivations for starting in business

The two key motivating reasons for respondents starting in business were ‘wanting to be their own boss’ (48%, 11) and ‘had a product idea and saw a gap in the market (48%, 11).  Five individuals who ‘wanted to be my own boss’ also cited having a product idea/saw gap in market.  This was followed by better income, wanting a different lifestyle, better working environment and a way out of unemployment. 

Main motivations for starting a business
Figure 4.4
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Others included management buyout, restarting an old business, saving jobs, and job satisfaction.  

Respondents often cite the need to be their own boss as the main reason to start up on their own.  An interesting finding is the high number that saw a gap in the market or had a product idea (the majority of respondents had set up a business within the same business sector).  This suggests that setting up on their own provided them with the opportunity for development that was not previously available.

1.5.2 Awareness of High Growth Start-up Service

The majority of businesses became aware of the High Growth Start-up Service directly from SEL or the Business Gateway (65%, 15) or through word of mouth/another firm (22%, 5).  These figures suggest that SEL/BG is taking pro-active measures in order to promote the Centre and Service to interested parties.  The fact that 22% of respondents cited ‘word of mouth’ as the main source of hearing about the service further suggests that SEL are doing well to promote these initiatives. 

Awareness of High Growth Start-up Service
Figure 4.5
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The following bar chart shows the initial reasons cited by companies for approaching the High Growth Start-up Service.  Availability of support (57%, 13), possibility of revenue/capital grants (52%, 12) and recommendation from a business advisor (43%, 10) were cited as the top three reasons.

Initial reasons for approaching High Growth Start-up Service
 Figure 4.6
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Literal comments included:

“SE Lanarkshire had wide variety of initiatives that met my needs” 

“availability of premises was the main motivator”

“heard SEL had a good history and co-directors are Lanarkshire based”

“the range of services and people were an attractive proposition”

1.5.3 Expectations prior to start-up

Companies were asked to describe the most important elements of start-up support a centre or service such as the High Growth Start-up Service should provide.  The main expectation cited was the ability to attract funding and understanding how to access it.  This was cited as key by over half of the respondents.  Other important issues, ranked in order of importance, included:

· business and legal advice/support

· professional advice based on experience (including a couple of organisations  which specified a business advisor)

· office/incubation facilities

· links to contacts/partners

· sharing knowledge/information on what’s available

Based on the above list, the current service fits well with businesses’ expectations on what are the most important elements that support of this type should provide.  It is interesting to note the importance of professional advice based on experience, which could suggest a more crucial role for mentoring support as businesses grow and develop.  

1.5.4 Current level of support

65% (15) are still receiving support from the High Growth Start-up Service.  Of the companies still receiving support, 11 of them (73%, 11) cited that they continue to receive support for sourcing funding, which was a key expectation prior to start-up.  Strategy development, finance planning, HR support, and help with IIP accreditation are also still being received. 

Current level of support
Figure 4.7
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1.5.5 Objectives

Funding continues to be crucial to these businesses, being cited by the majority as the main objective for participating in the High Growth Start-up Service.  Other reasons included:

· support for marketing/business plan

· to get good advice

· to get backing

· subsidise office/legal expenses

· tap into wider market

· save on start-up costs

Respondents believed that they could not address these objectives without assistance due to a number of reasons, some of which are cited below:

“SEL support gave confidence in terms of loans from elsewhere eg banks”

“would have found a way, but would have taken longer”

“would still have started but not to the same size/level”

“SEL gave the whole business plan credibility to speak to other funders”

“too much to do at the same time, crucial to free yourself up to work”

“time issue, with assistance, do it a lot faster”

Literal comments suggest that time savings and credibility gained from SEL backing the business were key.  Some respondents added that leverage from SEL fast tracked the funding process, specifically financial support from banks, adding credibility to the company.  Others cited that by having support and assistance from the advisors, freed up the respondents time to concentrate on other aspects of their business.

1.6 Impact of the business advisor

1.6.1 Pre-start support services from the business advisor

Companies cited a wide range of pre-start support services received from their business advisor.  In order of importance, these included:

· capital grants 60% (12)

· meeting rooms/conference facilities 35% (7)

· business mentoring 30% (6)

· revenue grants 30% (6)

· incubation offices/accommodation 25% (5)

· internet/email 25% (5)

· specialist services 25% (5)

The ability to access meeting rooms/conference facilities was seen as important to enhance new business professionalism, providing them with an environment that was good for their image, especially with investors, and enabling businesses to feel more confident.  The majority of these respondents also cited access to incubation offices and accommodation.

Initial discussion

The majority of businesses (83%) reported that they recalled having an initial discussion with a business advisor.  The diagram below illustrates what their discussions included.

Initial discussion with business advisor
Figure 4.8


[image: image6.wmf]0

10

20

30

40

50

60

70

80

%

Discussion of business

idea

Discussion of funding

support

Discussion of funding

requirements

Gen. encouragement re

starting-up business

Support avail. through

Incubation Centre

Resources available 

Development of an action

plan

Other


Most discussions with the business advisor were around the business idea (68%, 13), funding support (68%, 13), funding requirements (63%, 12) and general encouragement from the advisor (53%, 10).  

1.6.2 Effectiveness

Companies were asked to rate effectiveness of the business advisor in helping to link them to key professional contacts on a five-point scale (where five is very effective).  Responses were very positive.  All companies scored at least three and half rated the advisor as very effective (5 out of 5). 

Literal comments included:

“helpful in initiating and making contacts”

“legal and financial advice were very valuable”

“professional, enthusiastic, encouraging – enabled us to grasp our opportunity very quickly”

Companies were also asked to rate the value of their business advisor in helping to access funding on the same five-point scale.  Responses were again positive with all companies scoring the business advisor either three or above.  39% rated the business advisor as very effective (5 out of 5). 

Literal comments included:

“business advisor was excellent – would recommend them [SEL] to any start-up company”

“wouldn’t have got to first base without this support”

“very professional, knew what they were doing”

“the business advisor was always available to listen to needs and provide solutions and support”

“our business advisor helped introduce us to the banks, however the speed of process in the banks was atrocious”

1.6.3 Performance

Companies rated the performance of the business advisor on a four-point scale, where four is very good.  The table below illustrates the results in order of importance.

Performance of business advisor
Table 4.2

	
	Response (Absolute)

	
	1
	2
	3
	4

	Overall assistance provided 
	 - 
	1
	9
	13

	Fit with the firm's management personalities 
	 - 
	1
	3
	15

	Fit with the firm's management style 
	 - 
	1
	4
	14

	Understanding of your firm's potential operations 
	 - 
	2
	8
	13

	Understanding of your firm's plans and aspirations 
	 - 
	2
	4
	17

	Relevance of recommendations 
	 - 
	2
	10
	10

	General communication 
	1
	2
	4
	16

	Knowledge of your firm's product and sector 
	2
	2
	10
	7

	Speed of any application process 
	2
	2
	7
	12

	Identification of future needs of your firm 
	1
	4
	8
	7

	Follow up after 'hatching' 
	2
	3
	5
	7


Performance ratings were generally very high, particularly regarding:

· ‘overall assistance provided’ (96%, 22 from 23 scoring 3 or 4)

· ‘fit with the firm’s management personalities’ (95%, 17 from 18 scoring 3 or 4)

· ‘fit with the firm’s management style’ (95%, 18 from 19 scoring 3 or 4)

· ‘understanding of your firm’s potential operations (92%, 21 from 23 scoring 3 or 4)

· ‘understanding of your firm’s plans and aspirations (91%, 21 from 23 scoring 3 or 4)

These findings suggest that business advisors were generally very flexible in adapting to different management styles and personalities, also demonstrating a good understanding of their clients’ businesses – traits which are vital in determining a successful advisor-client relationship.

Literal comments were generally very positive.  Comments frequently cited the business advisor as reliable, professional, outstanding and committed.  Some specific examples included:

“very professional.  Knew what they were doing”

“need someone on your side.  Our advisor has been outstanding in the job he does.  I would recommend him to any young start-up company” 
“flexible in their attitude and helpfulness”

“business advisor really understands how we operate”

“committed”

“reliable always there, punctual, never let us down”

1.6.4 Skills transfer

83% (19) of companies reported that they gained skills from the business advisor.  The majority of these were finance-related, including:

· access to funding

· knowledge and awareness of what is out there and available

· how to approach investors

· financial structures and funding requirements

· detailed financial planning, cash flow analysis

· forecasting 

Although businesses cited financial skills transfer, they did not seem to be using this effectively.  Indeed, a number of respondents quoted a continued need for this support.

1.6.5 Input

On average, companies worked with the business advisor for a period of thirty-nine weeks.  Among all companies, the shortest duration was six weeks, and two companies cited having support for the last two years.  Further analysis of this has revealed that the true high growth support has stopped after 6 to 9 months, at which point companies progress through SEL’s company segmentation process.  The variation in length of support emphasises the flexible nature of the support which is seen as a key benefit.  

The business advisor’s input covered advice on finance, business development, start-up support, legal issues, marketing and technical advice.

Input of the business advisor
Figure 4.9
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Most common sources of advice included financial advice (96%, 22), cited by almost all firms.  This was followed by business development advice (78%, 18) and start-up advice (57%, 13).

1.7 Economic impact

This section looks at the actual business performance of the companies which have come under the high growth umbrella.  This leads on to a discussion of additionality, economic impact and cost effectiveness of the programme of support.

Before moving on to business performance it is worth highlighting that since 2001, SEL has either met or exceeded the Network’s target for high growth start ups.  At any one time there are 25 potential clients being worked with and prepared to start-up their business.  This “stock” is necessary to deliver around 6 start-ups per quarter and to meet the Network’s priority targets.  The following shows performance over the last four years.

	Year
	Operating Plan Target
	Actual Performance

	2001/02
	25
	26

	2002/03
	20
	20

	2003/04
	24
	27

	2004/05
	24
	24


1.7.1 Business performance 

Scottish Enterprise has set criteria for start-up businesses that might benefit from enhanced High Growth business support.  The principal criterion is:

· expected turnover of £750,000 after three years and/or employment of 15 or over

There are other, secondary criteria, as follows:

· market potential beyond the UK

· performance likely to double over three years

· innovative product/service

· limited displacement

· growth potential beyond the three-year phase

The primary criteria are easier to quantify than the secondary ones.  The secondary ones are nonetheless important, however, as they relate directly to the aims of ‘A, Smart Successful Scotland’.  

It is worth looking at the businesses contacted for this evaluation to see how far these criteria have in fact been met.

Overall, the picture looks good.  Businesses which started up during year 2002-03 have shown steady growth in the interim and now turn over on average over £1.2m (Fig 4.10a).  Similarly, businesses which were formed during 2003-04 have also grown with average turnover of over £1.0m by 2004-05 (Fig 4.10b).  
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However, these averages disguise differences in performance among individual firms, with some exceptionally good performers and others less impressive.  To summarise:

· among the nine firms in the survey which started up in 2002-03, five meet the turnover criterion but four do not (neither do they meet the employment criterion)

· among the nine which started up during 2003-04, five already meet the turnover criterion, but four do not yet (though one of these meets the employment criterion)

(The figures quoted above are based on the current position; however, it should be remembered that a majority of the participating firms will not yet have been trading for three years (the allocated schedule for meeting the above criteria).  This also illustrates how quickly a number of firms have managed to meet the turnover criteria.  

If we look at other criteria (displacement, markets, growth potential), of the eight companies that have not met the two main growth criteria, four met at least two of the others.  This leaves four out of our sample of 23 companies (just under 20%) which do not meet the growth criteria.  

Overall, this seems good performance especially in view of the difficulty of predicting how firms might actually perform at start up.  The judgement of those involved has been good and their ‘gut feel’ has turned out in most cases to be correct.  

However, given that there are still a sizeable minority of supported firms (say 12 out of the population of 60 or so) which look as though they would fail to meet all of the criteria, it does suggest that there is need for somewhat more rigorous criteria at the start.  

Given their ‘high growth’ status, and the imperative to support the internationalisation of Scottish trade and business, it would be reasonable to expect that these firms might already be trading further afield than Lanarkshire.  In the event, this has turned out to be the case.  Over 50% of sales are outside Lanarkshire and 24% are outside Scotland (Fig 4.11).  This is good performance for what are essentially start-up businesses.  

Trading pattern of High Growth firms
Figure 4.11
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1.7.2 Additionality 

Additionality relates to the influence that the support has had on the business overall.  It rests on the possibility that changes in behaviour undertaken by an assisted firm might have been undertaken in any event, even had there been no support.  The ‘additionality’ of the support relates to the extent to which the firm is doing something differently, or quicker or better, as a result of the support provided by SE Lanarkshire.  In considering a start up programme such as the High Growth Start-up Service, there are two further aspects of additionality to be looked at, namely the extent to which the support has:

· influenced the business to start up in the first place; and
· influenced and encouraged its survival and growth.
The survey results present a mixed picture:

· additionality is present to some extent among all the firms which took part in the survey; that is, all acknowledge that the support has had some beneficial effect (to varying degrees); there is one case, however, where it was very small;

· there is only one case of absolute additionality – that is, where a firm just would not have started up or would not have survived at all without the support.  In this one case, it related to survival rather than start up; and
· survival additionality exceeded start-up additionality.  This is to be expected.  The actual availability of support is unlikely to influence many people to start up (though it might push them along the way to do it quicker); but promoting good practice in the business or providing finance which otherwise would not be available are likely to be significant influences on survival – as is support to a management team.
Overall additionality (taking account of both start-up and survival additionality) appears to be of the order of about 33%; that is 67% of the economic benefits created by these companies would have happened had there been no support from SE Lanarkshire; on the other hand, the remainder is net new activity
.  Put another way, over £21m of net new turnover has been generated in Lanarkshire directly as a result of the High Growth Start-up Service.  

The degree of additionality overall is relatively good, and higher than is likely to be the case in relation to volume new start support.  Given the relatively intensive support that has been received in some cases through High Growth, as well as the degree of finance made available to some businesses, higher degrees of additionality would be expected.  Additionality is of the same order as was established in the evaluation of Account and Client Managed companies undertaken for SE Lanarkshire two years ago.  

1.7.3 Net economic impact

Calculations of net economic impact take the gross impact and discount it for non-additionality (see above – the deadweight activity which would have happened anyway) and displacement (negative effect on competitors in Lanarkshire or in the rest of Scotland).  The positive effect of supplier and income multipliers has to be added.  

In the case of this programme, which relates to new start businesses, the support relates to the whole of the businesses’ existence, that is, since most of the businesses have been supported by SE Lanarkshire since before they started up, the gross impact of the support is the total turnover of the supported businesses.  This amounts to £24.85m in the 23 firms which responded to the survey.  When this is converted to reflect the surviving population of high growth new starts as a whole, the figure is £65.84m and 1,070 jobs.  This is the total current turnover and employment in the surviving firms supported through the service.

When non-additionality is taken into account, the turnover figure falls to £21.63m.  

Average displacement at the Lanarkshire level is only 13% and at the Scotland level it is 42%.  These figures are good, especially for new start businesses, and reflect the market analysis in the previous section.  These firms are trading outside their local area at significant levels.  

We have applied standard SE supplier and income multiplier values for local and national levels
.  Taking account of displacement and multiplier values suggests net attributable turnover at the Lanarkshire level of £21.78m (349 net jobs) and £18.71m (269 net jobs) at the Scottish level (the negative effects of displacement exceeding positive multiplier effects over the wider area).  

This is the net impact of the High Growth Start-up Service and is summarised in the following table.  The table also shows figures for impacts expected by firms over the next three years, though these, while very high, should clearly be given considerably less weight as they have not yet occurred.  Nonetheless, they provide an indication of the ambition of these companies.  

Gross and net sales and employment impacts
Table 4.3

	
	So far 


	Expected within 3 years

	Gross sales generated 
	£65,844,550
	£162,776,000

	Gross jobs created/safeguarded
	1,073


	

	Overall additionality 


	0.33

	Overall displacement  - Lanarkshire 
	0.13

	Supplier and income multipliers 
	Scottish Enterprise standard values were used for local and national supplier and income multipliers.  

Supplier multiplier:  local 1.10: national  1.20

Income multiplier:    local 1.05:  national 1.25

	Net sales in Lanarkshire 


	£21,776,662
	£58,341,000

	Net job creation in Lanarkshire 
	349
	742

	Overall displacement - Scotland 
	0.42

	Net sales in Scotland 
	£18,714,052
	£46,420,000

	Net job creation in Scotland 
	269
	683


Cost effectiveness

In an evaluation such as this it would be normal to look at net job creation and compare it with the costs of delivering the programme.  In this case it is more difficult.  There are some clearly attributable costs.  However, many of these businesses have also benefited from other support, such as Business Growth Initiative; Account Manager support; and loan or equity funding through other SE Lanarkshire programmes. To provide an accurate indication of cost effectiveness it would be necessary to include all the costs of the support delivered to companies, including, for example, the cost of subsidised loan rates.  

Since these are not available, and since this probably needs to be discussed in more detail with the client, the following view of cost effectiveness is based on the costs of delivering the High Growth Start-up Service alone.   

Information provided to us by SE Lanarkshire suggests that this has amounted to £1.398m over the period covered by this evaluation.  With 269 net jobs created at both Scotland and Lanarkshire levels, cost per net job created amounts to approximately £5,200.  This is within what we would understand to be acceptable limits, though somewhat higher than we have seen in recent evaluations (for example Leadership and Management Development or Account Management).  It has to be borne in mind too that the other costs (where firms have benefited from other programmes too) should probably be factored in as well.    

If the cost-effectiveness appears to be somewhat above average it is likely that this results from the property element within the package of support.  This is generally more expensive than advice, counselling or finance.   If property is to be included in any future development of the programme, it may have to be accepted that it will increase the cost per unit of outcome, though not to an extent which would be unacceptable.    

1.7.4 Impacts terms of Gross Value Added (GVA)

Scottish Enterprise now suggests that net impacts of Network activity should be expressed in net GVA terms.  For this to be done, it is necessary to look at the sector distribution of assisted businesses.  The method used is to:

· establish the sector distribution of the assisted businesses (presented in section 4.1, figure 4.3)

· establish the net turnover created in each sector as a result of the Programme 

· apply the GVA/turnover ratios that can be calculated using the tables set out in the Scottish Business Statistics published by the Scottish Executive.

If we apply this sectoral distribution to the net new turnover generated through the High Growth programme and then apply the GVA/turnover ratios derived from the Scottish Executive tables, net GVA created by the programme is of the order of £8.5m at the Scotland level and £9.9m at the Lanarkshire level (Tables 4.4a and b).  

GVA created by the High Growth Start-up Service– Scotland 
Table 4.4a

	Scotland level

	Sector
	Net t'over impact 
	Ratio of GVA to turnover
	Net GVA

	
	£18,714,052
	
	

	
	
	
	

	Mining 
	£374,281
	0.18
	£67,371

	Distribution 
	£748,562
	0.49
	£366,795

	Construction 
	£935,703
	0.4
	£374,281

	Engineering 
	£1,684,265
	0.43
	£724,234

	Services 
	£1,684,265
	0.48
	£808,447

	Business services 
	£2,058,546
	0.58
	£1,193,957

	Electronics 
	£2,245,686
	0.26
	£583,878

	Manufacturing 
	£3,929,951
	0.34
	£1,336,183

	IT 
	£5,239,935
	0.58
	£3,039,162

	
	
	0.45
	£8,494,308

	Note: figures may not add exactly because of rounding


GVA created by the High Growth Start-up Service – Lanarkshire 
Table 4.4b

	Lanarkshire level

	Sector
	Net t'over impact 
	Ratio of GVA to turnover
	Net GVA



	
	£21,776,662
	
	

	
	
	
	

	Mining 
	£435,533
	0.18
	£78,396

	Distribution 
	£871,066
	0.49
	£426,823

	Construction 
	£1,088,833
	0.4
	£435,533

	Engineering 
	£1,959,900
	0.43
	£842,757

	Services 
	£1,959,900
	0.48
	£940,752

	Business services 
	£2,395,433
	0.58
	£1,389,351

	Electronics 
	£2,613,199
	0.26
	£679,432

	Manufacturing 
	£4,573,099
	0.34
	£1,554,854

	IT 
	£6,097,465
	0.58
	£3,536,530

	
	
	0.45
	£9,884,427


Calculating the GVA impact of activity is relatively new in the SE Network so there are not many comparisons to make.  However, some recent work for SE Lanarkshire undertaken by Alan Brazewell Economics looked at some other SE Lanarkshire activities and established a range from £17.0m (Lanarkshire level) for Account Management to £1.7m (Lanarkshire level) for Leadership and Management Development.  The same basic principles were applied in all these evaluations.  Sitting well within this range, the High Growth Start-up Service performance looks to be very acceptable.  

Overall impact – client perspective

The feedback provided by respondents as to the overall impact of the support of the High Growth Start-up Service support has been very positive.  Some specific responses are cited below:

“wouldn’t have got to where we are now without this support”

“terrific – couldn’t have done without it”

“been a wonderful tool, put us in touch with the Royal Bank of Scotland and SEL, South Lanarkshire Council – for grants.  A lot of impact.”

“allowed us to start more quickly”

“confidence in marketplace to compete and tendering”

“helping us grow, putting more views, getting more customers”

“access market a lot faster.  Further down road as a direct result”

Businesses were asked to comment on where they saw the biggest impact on their business performance (Figure 4.13).  The highest proportion cited helping keeping costs down (43%), followed by improved profitability (24%).

Biggest impact of the High Growth Start-up Service on business performance
Figure 4.13
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Businesses were invited to report on the impact (significant, some or none on a range of business indicators).  Figure 4.14 presents the findings.

Impact of support on business
Figure 4.14
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A trend running throughout all feedback is the positive impact that the High Growth Start-up Service support has had on the financial stability of programme participants.  This has ranged from ability to access funding, leverage of additional funding to initial grants from SEL.  Figure 4.14 continues to back up this trend with 100% of businesses citing some impact on accessing finance.  This was closely followed by business planning (87%) and business confidence (78%).  All three top impacts are crucial elements of any successful business.  It is interesting to note that business failure rates among businesses supported to date are low, ie only 6 from 67 supported (9%); this reflects well on where companies have viewed the biggest impacts.

Figure 4.15 presents the frequency of elements of business support being ranked in the top three.  Again funding plays a key role with 88% of businesses ranking identification of funding and 65% identification of investors in the top three.

Types of support – frequency of ranked in top 3
Figure 4.15
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Benefits

Companies reported a large number of benefits as a result of direct involvement with the High Growth Start-up Service.  Some of these benefits included:

· better understanding of funding requirements

· improved knowledge of access to funding

· made new contacts

· better investment tactics

· greater awareness of networking opportunities

· better knowledge of market opportunities

· better knowledge of customer needs

· improved knowledge of competitor strength

Better understanding of funding requirements (22) was cited by all companies, except one.  This was followed by making new contacts (19) and improved knowledge of access to funding (17).  74% (17) of companies also reported a considerable increase in confidence.  

Literal comments included:

“credibility to go forward”

“the business advisor leads you through it from the basic idea to something more complex”

“encouragement of support and advice”

“business moving at a faster pace [as a result of the business advisor]”

“not alone in the business.  They encourage you”

1.8 Fit with other programmes

57% (13) respondents reported that the High Growth Start-up Service integrates well with other business start-up services offered by SE Lanarkshire.  However, 57% (13) also saw gaps in the existing infrastructure for business start-up support.  Gaps were around a number of areas:

· funding – businesses criticised funding for not being centrally co-ordinated with some respondents commenting that if they had not been informed by the business advisor that funding support was available, they would not have known otherwise.  

· experience of business advisor – some companies felt that they would like their business advisor to have ‘real world’ experience of private industry, which is not always the case  It was felt that this would add value to their experience.  

· mentoring – businesses would have liked additional support and encouragement to drive them through difficult times in their business

· networking – lack of networking opportunities was also cited as a gap area.  Companies would like the opportunity to learn from their counterparts.  

· promotion – lack of promotion and marketing of the High Growth Start-up Service was also cited as a gap.  Many respondents were not aware that they had been supported by the High Growth Service.  Some commented that they did not know that the service was named so.

Literal comments:

“lack of funding for our sector”

“external advisor rather than SEL.  People with real experience need to be in business advisor roles”

“mentoring – someone on your side to drive changes.  Better support to put ideas across”

“bring all new companies together – learn from each other.  Lack of network opportunities”

“wasn’t aware that’s what it was called”

1.9 Areas for improvement

Businesses recommended a number of improvement areas for the High Growth Start-up Service.  Key areas for improvement included:

· follow-up support

· more promotion/awareness of the facilities

· forum for business advisors/banks/decision makers

· spend more time with the company

· advisors must have real experience

· market-specific incubation areas”

Literal comments:

“company health check…would be much better doing this later, in the second year [rather than the first]”

“mentoring would have been great”

“essential to have right relationship with account manager and needs”

“some regular follow-up would have been beneficial”

“generally to make people feel welcome across the board – some of them feel like they are doing you a favour – like a charity case – like you’re getting it for nothing”

“choice of a private advisor”

Conclusions and Recommendations

1.10 Conclusions

The High Growth Incubation Unit and the High Growth Start-up Service available in Lanarkshire have a good reputation and, at least anecdotally, have been viewed as being among the early leaders in this type of provision.  Overall, interviewees emphasised the strengths of the model.  Its consistent development has built upon these strengths, and many aspects of the Lanarkshire programme could be described as ‘best practice’.  However, due to the continued enhancement and evolution of the service, it was felt that the Lanarkshire offering needs to create a new image based around a unique selling point.  

The level of input that is now given in business support by intermediaries and consultants appears to be remaining constant, as opposed to technical and product development support, which appears to be going down.  This is based on feedback from interviews with support organisations, and seems to reflects the high level of product, process and sector knowledge that comes with those recognised as having the “greatest potential”.  Expressed differently, potential entrepreneurs are looking for higher level assistance in areas such as securing IPR (Intellectual Property Rights) rather than product development.  

A view that came through from all third party consultations was the perception that clients were focussed on the commercial side of their venture and had obviously been well prepared to present their business case.  Individuals from both Scottish Enterprise Lanarkshire (SEL) and Lanarkshire Enterprise Services (LES) were mentioned as giving “responsible” financial advice and support to clients in preparation for meetings with financiers and this gave their clients an edge when presenting a rounded and well-structured business case.

LES also deliver the volume start-up programme on behalf of SE Lanarkshire.  This enables LES to identify potential high growth companies from the 2,500 clients that go through the system and 1,000 start-ups.  This would appear to be a benefit in comparison with other areas and methods of delivery – as long as the relationship remains strong.  Whilst there could potentially be issues surrounding over-reliance on one provider, there are significant benefits from close relationships and wide product knowledge (eg the ability to find the right product for client companies).

The availability of short term space for start-up businesses (at no cost) at the High Growth Incubation Centre is of real benefit to those companies who require it.  The evaluation has shown that not all clients require incubation space.  However, this needs to be put into proper context; property availability is not an issue for a number of companies who have been engaged in the programme.   Interestingly and importantly, it also demonstrates that client companies are not pushed into “care” accommodation to support the availability of public sector provided property.

One of the major drivers for making this programme a success is the determination and commitment of staff to provide the best service and deliver the most significant start-up businesses possible.  This desire to succeed must be used to greatest advantage and a very high public profile should be developed to position the Lanarkshire model as unique.

1.11 Recommendations

The High Growth Start-up Service in Lanarkshire is delivering good results with reasonable cost-effectiveness and there is strong evidence to suggest that it is high growth companies that are being created and supported.  With this in mind the following recommendations are mainly designed to build on success and strengths.  The recommendations consider the key phases of high growth start up as follows:

· Grow your own – promotion of entrepreneurship to targeted key groups

· Marketing – a targeted marketing drive into specific areas

· Selection – taking a more rigorous approach to selection of potential entrepreneurs

· Business development – placing a greater emphasis on critical success factors

We now look at each of these in turn.

1.11.1 Grow your own

There are a number of “groups” that are worth re-visiting to promote the services on offer.  These include Lanarkshire students, Scottish universities, alumni and ‘ex-pats’ (via the TalentScotland website or globalscot)

Lanarkshire has had some success in the past in attracting start-up interest through working with universities and with alumni groups as well as notable success from one ‘ex-pat’.  Keeping people informed of what is going on and promoting start up and support for it could be extremely time consuming but this is worth piloting to establish its potential for providing a flow of potential high growth start-ups.  This is also something which may prove to be cyclical in terms of interest and success.

National policy issues will inevitably affect the performance of Lanarkshire’s High Growth Start-up Service.  Traditionally, Scotland’s business birth rate has been low, and there are a number of initiatives in place which are aimed at encouraging and supporting entrepreneurial behaviour.  It will be important that agencies across Lanarkshire continue to work together to ensure that this challenge is taken seriously locally.  

1.11.2 Marketing

General marketing for high growth support is unlikely to generate a great deal of “desired” interest.  However marketing can be targeted and this should be at business intermediaries such as the banks, financiers, accountants and lawyers to encourage referrals of suitable clients to the high growth service.  This is already being done and should now be formalised and ramped up to bring a cohesive network of business support together for mutual benefit.  Better links to national campaigns should also be developed.  

The marketing activity itself should also be specific and targeted.  It has been demonstrated in the past that using newspaper adverts has not always worked.  An example of a more appropriate mechanism could be a generic brochure which is aimed at specific communities of practice e.g. High-Growth Unit Managers.  

An approach should also be made to private sector entrepreneurial support initiatives – such as the ASPIRE network, to consider any joint working that could be developed.  Public sector support is often most effective when it is allied to private sector initiatives.

SE Lanarkshire should use the knowledge held in its formal & informal business networks, and indeed by its project managers, to identify:

· “serial entrepreneurs” - that want to drive forward businesses in any market or sector that could be supported to start-up again.  

· “new money” – people who have been successful and may now wish to invest and work alongside others in a new venture

· “spin out philosophy” – companies that see the opportunity to spin out businesses to use as suppliers or to supply to as a commercial route.

There is also the possibility of attracting individuals who themselves wish to spin out from companies to take advantage of market opportunities that they would like to take up on their own, rather than from within the company itself.  Given the relatively few spin outs from higher or further education establishments among the existing group of high growth start-ups, spin outs from existing companies might be a more productive route.  Clearly, this would have to be handled with a degree of sensitivity and discretion.    

Any identified people meeting the above criteria should be approached to gauge interest and given support to think through their ideas.  This should be done informally initially and developed through building strong working relationships.

A key element to any form of marketing approach is to constantly freshen things up and to revisit approaches that have been successful in the past because they may well work again in this cyclical area.

1.11.3 Selection

Selection is the area that has proven to be the most difficult to tie down in terms of identifying “the ones that will”.  Reasons for success, and indeed failure, are varied.  Some work requires to be done to consider a more scientific approach to capturing “entrepreneurial flair and vision”.  Possible ways forward are to consider:

· personality profiling

· lifestyle goals

· levels of ambition

An approach of this nature would be used to supplement more conventional mechanisms, such as sound business planning.  It has potential to improve further the already impressive track record in identifying high-growth start-ups.  

Business development

Although this is a start-up programme, the key is providing the best and most appropriate business development support throughout the process.  Because it has been labelled as start-up, there has been a dip in support between forming a new business and becoming eligible for “Client or Account Managed” support.  This should now be changed.  Although the recommendations are split into pre and post-start, this should nevertheless be a seamless support to the businesses themselves.  The ability to give credible advice on how and where to access the right type of finance was recognised as a major strength and this should be continued and built upon where possible.

Pre start-up

A vitally important skill-set for business (Account/Client) managers is in relationship building and this should now be a pre-requisite for all front-line staff involved with this service.  Business development staff must have an appropriate level of experience to be credible with companies, and they must have strong finance raising knowledge to give confidence to companies.  Prior to bringing in expertise in different business disciplines, the views of the new company should be fully considered as true entrepreneurial thinking could be stifled by applying “text book” principles.

Post start-up

The handover from pre to post start-up support must now be seamless.  The excitement of the run up to creating a new venture can pale with the realities that actually running a business brings.  

SEL already identifies Potential Account Managed companies from among the group of surviving high growth start-ups in order that there can be a further seamless transition in support for businesses with continuing need for support and a willingness to engage.  The remaining firms fall into the ‘client-managed category’, and receive less customised support.

In the future, SEL should keep relationships with start-ups strong and look to generate ambassadors for SEL support as well as potential serial entrepreneurs and spin outs.

Frontline Consultants

June 2005
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Stakeholder Interviewees

Stakeholder Interviews

Douglas Dickson

SE Lanarkshire
Janice Andrew

SE Lanarkshire
Marian Gardiner

Lanarkshire Enterprise Services
Bill Bryan



Jim Murray

Morinne MacDonald

David Fulton

Charles Broadfoot

UXL Limited
Appendix 2

Client Respondees

	Company
	Name

	ADREL
	Graeme Harrowell

	Advance Tool Manufacture
	Brian McCrory

	Advanced Roller Doors
	Jim Spiers

	Anaxiom (Scotland) Ltd
	Phillip Benge

	Cameron Kilts
	Walter Cameron

	Covanburn Contracts
	Alex Stewart

	Emu Fast Foods
	Ray Atkins

	Flat Panel Solutions Ltd
	Martin Shaw

	Hometech
	Chris Stewart

	IBP Strategy and Research
	Eddy Graham

	Interface Technology Solutions
	Frank Cassidy

	KG interactive
	Gillian Neil

	Learning Assistant
	Harry kinloch

	Link Cable Assemblies
	Stewart Jamieson

	McArthur Mechanical & Electric Services Ltd
	Richard Oswell

	Media 4G
	Brian Ward

	Merchant City Distributors
	Sophie Largeau

	Omega Critical Care Ltd
	Dr Aws Nashef

	Semiscenic
	Don Nicolson

	SST Sensing Ltd
	Keith Wight

	Summit Engineering Services
	Bob Borland

	thru Deck Services Ltd
	Clifford Haxton

	X-Met Fabricating & Finish Ltd
	Cameron McClymont


Appendix 3

Questionnaire

Appendix 4

Economic Impact Calculations

Key assumptions and Calculations

(NB Excel spreadsheet to be attached in hard copy only)
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Turnover pattern – start up 02/03 Fig 4.10a
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Turnover pattern – start up 03-04 Fig 4.10b
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� Establishing the extent of additionality is to some extent arbitrary.  We assumed that where there was no influence, the value would be zero; where influence was absolute, it would be 1.00.  Where a firm probably would have started up, or survived, or would definitely have survived but would have been smaller, we suggested an additionality factor of 25%, and so on.  In a few cases, firms provided exact values (eg, we would have been 50% smaller).  Where so, we have used these values.  


� Scottish Enterprise; ‘A Positive Guide to Evaluation’; available on the SE website.  


� These are set out for the latest year 2002 in the Scottish Business Statistics; see �HYPERLINK "http://www.scotland.gov.uk/about/ELLD/EI/00016170/Prod_Sector_Tables.aspx"��Annual Business Statistics 2002� 
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: displacement is based on actual survey evidence and is applied firm by firm.  

Columns 10, 11, 15, 16

 apply Lanarkshire and Scotland supplier and income multiplier values as set out in the 

SE guide 'A Positive Guide to Evaluation'  

Columns 12 and 17

 take the turnover to jobs ratios calculated at the start and apply them to the net increase in 

turnover to produce net job creation figures.  It is accepted that this is crude (implies that increases in turnover 

will result in job increases exactly in proportion, which may not be the case if productivity improves at the same 

time).  However, firms are usually much more confident about talking about turnover increases following an 

intervention than employment.  

The rows at the bottom take the figures for the sample and apply a ratio to convert to the population as a whole.  

The figures in this survey were: sample of 23, population of 61, ratio = 2.65.

These notes set out the main assumptions used in the calculations of the net economic impact of the High 

Growth Service.  There are two main principles: calculations are done on a firm by firm basis and all calculations 
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The analysis is explained column by column as set out in the Impact Calculations spreadsheet.
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Key assumptions

Columns 4 and 5

 show start-up and survival additionality, again based on survey evidence.  Establishing the 

extent of additionality is to some extent arbitrary.  We assumed that where there was no influence, the value 

would be zero; where influence was absolute, it would be 1.00.  Where a firm probably would have started up, or 
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each firm, since that will express most accurately the actual influence of the High Growth support.  

_1181648621.xls
Chart9

		57		52		43		22		22		4



Availability of support

Possibility of revenue/capital grants

Recommended by business advisor

Availability of premises/offices

Support from business advisor

Recommended by another business

%



Q4

		

		Current status

		Previously High Growth User service		39

		Currently High Growth Service user		39

		Previously LBIC tenant		22

		Currently LBIC tenant		4

				104





Q4

		0

		0

		0

		0





A4

		

		Employment level (FT)

						counts						A4 Employment figures - full-time

		1-5 FT		22		5

		6-10 FT		26		6

		11-15 FT		17		4

		16-20 FT		9		2

		over 21 FT		26		6

						23

		one employs 60





A4

		0		0		0		0		0



1-5 FT

6-10 FT

11-15 FT

16-20 FT

over 21 FT

%



A4 breakdown

		

				Employment Levels

				1-5		6-10		11-15		16-20		over 21		Total companies

		Graduates		11		1		-		-		-		12

		Women not in Management		14		1		-		1		1		17

		Women in Management		10		-		-		-		-		10

		Other technical staff		11		5		-		1		3		20

		Disabled		3		-		-		-		-		3

		Ethnic minorities/ Disadvantaged communities		1		1		-				1		3





B2

		

		Main motivations for starting in business

		Be my own boss		48

		Product idea/gap in market		48

		Better income		27

		Different lifestyle		27

		Better working environ.		22

		Way out of unemployment		9

		Others		17





B2

		0		0		0		0		0		0		0



Be my own boss

Product idea/gap in market

Better income

Different lifestyle

Better working environ.

Way out of unemployment

Others

%



B3

		

		Contact from SEL		35

		Contact from BG		30

		Another firm/WOM		22

		Other public sector agency		9

		Other		4





B3

		0

		0

		0

		0

		0





B6

		

		Initial reasons for approaching the Incubation Centre/Service

		Availability of support		57		B6 Initial reasons for approaching the Incubation Centre/ Service

		Possibility of revenue/capital grants		52

		Recommended by business advisor		43

		Availability of premises/offices		22

		Support from business advisor		22

		Recommended by another business		4





B6

		0		0		0		0		0		0



Availability of support

Possibility of revenue/capital grants

Recommended by business advisor

Availability of premises/offices

Support from business advisor

Recommended by another business

%



B9

		

		Initial discussion with Business Advisor

		Discussion of business idea		57

		Discussion of funding support		57

		Discussion of funding requirements		52

		Gen. encouragement re starting-up business		43				B9 Initial discussion with business advisor

		Support avail. through Incubation Centre		39

		Resources available		35

		Development of an action plan		22

		Other		4





B9

		0		0		0		0		0		0		0		0



Discussion of business idea

Discussion of funding support

Discussion of funding requirements

Gen. encouragement re starting-up business

Support avail. through Incubation Centre

Resources available

Development of an action plan

Other

%



B11

		

		Current levels of support

								B11 Current support

		Source funding		73

		Strategy development		33

		Finance planning		33

		HR support		20

		IIP support		20

		Marketing plan		13

		IPR support		13

		Leadership development		7

		Other		20





B11

		0		0		0		0		0		0		0		0		0



Source funding

Strategy development

Finance planning

HR support

IIP support

Marketing plan

IPR support

Leadership development

Other

%



C3

		

		Importance of current site to business needs

				Rank						Base

				1		2		3

		Location (%)		61		39		-		18

		Accessibility to staff (%)		31		38		31		16

		Accessibility to customers (%)		30		20		50		16

		Image/ aesthetics (%)		25		50		25		10

		Services (%)		20		20		60		4

		Size (%)		19		38		44		5

						C3 Importance of current site to business needs





C11

		

		Business advisor support

		ID of funding requirements		88

		ID of investors		65						C11 Funding support

		Legal		47

		Help with investment strategy		41

		IPR		24

		Networking opportunities		24

		Investment tactics		18

		Other		6





C11

		0		0		0		0		0		0		0		0



ID of funding requirements

ID of investors

Legal

Help with investment strategy

IPR

Networking opportunities

Investment tactics

Other

%



C13

		

		Imact

								C13 Impact of the Incubation Centre/ High Growth Service

		Would have started up at a later date		8

		Would have started up on a smaller scale		7

		Definitely would have started up anyway		6

		Probably would have started up anyway		1

		Probably would not have started up		1





C13

		0		0		0		0		0



Would have started up at a later date

Would have started up on a smaller scale

Definitely would have started up anyway

Probably would have started up anyway

Probably would not have started up



C17

		

								C17 Element of incubator support that has made the greatest contribution

		Help with funding		55

		Access to specialist services		14

		Premises and facilities		9

		Help with IPR protection, legal advice, technical support		9

		Rent free period		5

		Business advisor support		5

		B=22





C17

		0		0		0		0		0		0



Help with funding

Access to specialist services

Premises and facilities

Help with IPR protection, legal advice, technical support

Rent free period

Business advisor support

%



C19

		

		Impact of support

		Accessing finance		100		23				C19 Impact of support on business

		Business planning		87		23

		Business confidence		78		23

		Financial control		57		23

		Marketing		48		23

		Attitude to risk taking		43		23

		Product development		26		23

		Other





C19

		0		0		0		0		0		0		0



Accessing finance

Business planning

Business confidence

Financial control

Marketing

Attitude to risk taking

Product development

%



D2

		

		Impact of High Growth Service

										D2 Imact of the High Growth Service on buisness performance

		Keeping costs down		43

		Making us more profitable		24

		Generate sales		14

		Employing more people		19





D2

		0

		0

		0

		0





E2

		

		Other benefits from the Incubation Centre

								E2 Benefits from involvement with the Incubation Centre

		Better understanding of funding requirements		96		23

		Improved knowledge of access to funding		85		23

		Made new contacts		83		23

		Better investment tactics		70		23

		Greater awareness of networking opps.		65		23

		Better knowledge of market opps.		26		23

		Better knowledge of customer needs		26		23

		Improved knowledge of competitor strength		21		20





E2

		0		0		0		0		0		0		0		0



Better understanding of funding requirements

Improved knowledge of access to funding

Made new contacts

Better investment tactics

Greater awareness of networking opps.

Better knowledge of market opps.

Better knowledge of customer needs

Improved knowledge of competitor strength

%



F1a

		

		Business advisor input

										F1a Input of the business advisor

		Financial advice		96

		Business development advice		78

		Start-up advice		57

		Legal advice		43

		Marketing advice		39

		Technical advice		9

		Other		13





F1a

		0		0		0		0		0		0		0



Financial advice

Business development advice

Start-up advice

Legal advice

Marketing advice

Technical advice

Other

%



F5a

		

		Business advisor's performance

				Rating (4=very good)

				1		2		3		4

		Fit' with the firm's management personalities (%)		-		5		16		79		19

		Understanding of your firm's plans and aspirations (%)		-		9		17		74		20

		Fit' with the firm's management style (%)		-		5		21		74		19

		General communication (%)		4		9		17		70		23

		Understanding of your firm's potential operations (%)		-		9		35		57		23

		Overall assistance provided (%)		-		4		39		57		23

		Speed of any application process (%)		9		9		30		52		23

		Relevance of recommendations (%)		-		9		45		45		22

		Follow up after 'hatching' (%)		12		18		29		41		17

		Knowledge of your firm's product and  sector (%)		10		10		50		35		20

		Identification of future needs of your firm (%)		5		20		40		35		20

				F5a Performance of the business advisor





C1

		

		Pre-start support services								NOT UPDATED

										C1 Pre-start support services received from the business advisor

		Capital grants		47

		Meeting rooms		32

		Incubation offices/ accommodation		26

		Business mentoring		26

		Revenue grants		26

		Specialist services		21

		Internet/ email		21

		Venture capital		16

		Admin. support		11

		IPR protection		11

		Technical support		5

		Other		53





C1

		0		0		0		0		0		0		0		0		0		0		0		0



Capital grants

Meeting rooms

Incubation offices/ accommodation

Business mentoring

Revenue grants

Specialist services

Internet/ email

Venture capital

Admin. support

IPR protection

Technical support

Other

%




_1186562891.xls
Chart1

		68		68		63		53		47		42		26		5



Discussion of business idea

Discussion of funding support

Discussion of funding requirements

Gen. encouragement re starting-up business

Support avail. through Incubation Centre

Resources available

Development of an action plan

Other

%



Q4

		

		Current status

		Previously High Growth User service		39

		Currently High Growth Service user		39

		Previously LBIC tenant		22

		Currently LBIC tenant		4

				104





Q4

		0

		0

		0

		0



39%

22%

39%



A4

		

		Employment level (FT)

						counts						A4 Employment figures - full-time

		1-5 FT		22		5

		6-10 FT		26		6

		11-15 FT		17		4

		16-20 FT		9		2

		over 21 FT		26		6

						23

		one employs 60





A4

		0		0		0		0		0



1-5 FT

6-10 FT

11-15 FT

16-20 FT

over 21 FT

%



A4 breakdown

		

				Employment Levels

				1-5		6-10		11-15		16-20		over 21		Total companies

		Graduates		11		1		-		-		-		12

		Women not in Management		14		1		-		1		1		17

		Women in Management		10		-		-		-		-		10

		Other technical staff		11		5		-		1		3		20

		Disabled		3		-		-		-		-		3

		Ethnic minorities/ Disadvantaged communities		1		1		-				1		3





B2

		

		Main motivations for starting in business

		Be my own boss		48

		Product idea/gap in market		48

		Better income		27

		Different lifestyle		27

		Better working environ.		22

		Way out of unemployment		9

		Others		17





B2

		0		0		0		0		0		0		0



Be my own boss

Product idea/gap in market

Better income

Different lifestyle

Better working environ.

Way out of unemployment

Others

%



B3

		

		Contact from SEL		35

		Contact from BG		30

		Another firm/WOM		22

		Other public sector agency		9

		Other		4





B3

		0

		0

		0

		0

		0





B6

		

		Initial reasons for approaching the Incubation Centre/Service

		Availability of support		57		B6 Initial reasons for approaching the Incubation Centre/ Service

		Possibility of revenue/capital grants		52

		Recommended by business advisor		43

		Availability of premises/offices		22

		Support from business advisor		22

		Recommended by another business		4





B6

		0		0		0		0		0		0



Availability of support

Possibility of revenue/capital grants

Recommended by business advisor

Availability of premises/offices

Support from business advisor

Recommended by another business

%



B9

		

		Initial discussion with Business Advisor

		Discussion of business idea		68

		Discussion of funding support		68

		Discussion of funding requirements		63

		Gen. encouragement re starting-up business		53				B9 Initial discussion with business advisor

		Support avail. through Incubation Centre		47

		Resources available		42

		Development of an action plan		26

		Other		5





B9

		0		0		0		0		0		0		0		0



Discussion of business idea

Discussion of funding support

Discussion of funding requirements

Gen. encouragement re starting-up business

Support avail. through Incubation Centre

Resources available

Development of an action plan

Other

%



B11

		

		Current levels of support

								B11 Current support

		Source funding		73

		Strategy development		33

		Finance planning		33

		HR support		20

		IIP support		20

		Marketing plan		13

		IPR support		13

		Leadership development		7

		Other		20





B11

		0		0		0		0		0		0		0		0		0



Source funding

Strategy development

Finance planning

HR support

IIP support

Marketing plan

IPR support

Leadership development

Other

%



C3

		

		Importance of current site to business needs

				Rank						Base

				1		2		3

		Location (%)		61		39		-		18

		Accessibility to staff (%)		31		38		31		16

		Accessibility to customers (%)		30		20		50		16

		Image/ aesthetics (%)		25		50		25		10

		Services (%)		20		20		60		4

		Size (%)		19		38		44		5

						C3 Importance of current site to business needs





C11

		

		Business advisor support

		ID of funding requirements		88

		ID of investors		65						C11 Funding support

		Legal		47

		Help with investment strategy		41

		IPR		24

		Networking opportunities		24

		Investment tactics		18

		Other		6





C11

		0		0		0		0		0		0		0		0



ID of funding requirements

ID of investors

Legal

Help with investment strategy

IPR

Networking opportunities

Investment tactics

Other

%



C13

		

		Imact

								C13 Impact of the Incubation Centre/ High Growth Service

		Would have started up at a later date		8

		Would have started up on a smaller scale		7

		Definitely would have started up anyway		6

		Probably would have started up anyway		1

		Probably would not have started up		1





C13

		0		0		0		0		0



Would have started up at a later date

Would have started up on a smaller scale

Definitely would have started up anyway

Probably would have started up anyway

Probably would not have started up



C17

		

								C17 Element of incubator support that has made the greatest contribution

		Help with funding		55

		Access to specialist services		14

		Premises and facilities		9

		Help with IPR protection, legal advice, technical support		9

		Rent free period		5

		Business advisor support		5

		B=22





C17

		0		0		0		0		0		0



Help with funding

Access to specialist services

Premises and facilities

Help with IPR protection, legal advice, technical support

Rent free period

Business advisor support

%



C19

		

		Impact of support

		Accessing finance		100		23				C19 Impact of support on business

		Business planning		87		23

		Business confidence		78		23

		Financial control		57		23

		Marketing		48		23

		Attitude to risk taking		43		23

		Product development		26		23

		Other





C19

		0		0		0		0		0		0		0



Accessing finance

Business planning

Business confidence

Financial control

Marketing

Attitude to risk taking

Product development

%



D2

		

		Impact of High Growth Service

										D2 Imact of the High Growth Service on buisness performance

		Keeping costs down		43

		Making us more profitable		24

		Generate sales		14

		Employing more people		19





D2

		0

		0

		0

		0





E2

		

		Other benefits from the Incubation Centre

								E2 Benefits from involvement with the Incubation Centre

		Better understanding of funding requirements		96		23

		Improved knowledge of access to funding		85		23

		Made new contacts		83		23

		Better investment tactics		70		23

		Greater awareness of networking opps.		65		23

		Better knowledge of market opps.		26		23

		Better knowledge of customer needs		26		23

		Improved knowledge of competitor strength		21		20





E2

		0		0		0		0		0		0		0		0



Better understanding of funding requirements

Improved knowledge of access to funding

Made new contacts

Better investment tactics

Greater awareness of networking opps.

Better knowledge of market opps.

Better knowledge of customer needs

Improved knowledge of competitor strength

%



F1a

		

		Business advisor input

										F1a Input of the business advisor

		Financial advice		96

		Business development advice		78

		Start-up advice		57

		Legal advice		43

		Marketing advice		39

		Technical advice		9

		Other		13





F1a

		0		0		0		0		0		0		0



Financial advice

Business development advice

Start-up advice

Legal advice

Marketing advice

Technical advice

Other

%



F5a

		

		Business advisor's performance

				Rating (4=very good)

				1		2		3		4

		Fit' with the firm's management personalities (%)		-		5		16		79		19

		Understanding of your firm's plans and aspirations (%)		-		9		17		74		20

		Fit' with the firm's management style (%)		-		5		21		74		19

		General communication (%)		4		9		17		70		23

		Understanding of your firm's potential operations (%)		-		9		35		57		23

		Overall assistance provided (%)		-		4		39		57		23

		Speed of any application process (%)		9		9		30		52		23

		Relevance of recommendations (%)		-		9		45		45		22
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B2

		

		Main motivations for starting in business

		Be my own boss		48

		Product idea/gap in market		48

		Better income		27

		Different lifestyle		27

		Better working environ.		22

		Way out of unemployment		9

		Others		17





B2

		0		0		0		0		0		0		0



Be my own boss

Product idea/gap in market

Better income

Different lifestyle

Better working environ.

Way out of unemployment

Others

%



B3

		

		Contact from SEL		35

		Contact from BG		30

		Another firm/WOM		22

		Other public sector agency		9

		Other		4





B3

		0

		0

		0

		0

		0





B6

		

		Initial reasons for approaching the Incubation Centre/Service

		Availability of support		57		B6 Initial reasons for approaching the Incubation Centre/ Service

		Possibility of revenue/capital grants		52

		Recommended by business advisor		43

		Availability of premises/offices		22

		Support from business advisor		22

		Recommended by another business		4





B6

		0		0		0		0		0		0



Availability of support

Possibility of revenue/capital grants

Recommended by business advisor

Availability of premises/offices

Support from business advisor

Recommended by another business

%



B9

		

		Initial discussion with Business Advisor

		Discussion of business idea		57

		Discussion of funding support		57

		Discussion of funding requirements		52

		Gen. encouragement re starting-up business		43				B9 Initial discussion with business advisor

		Support avail. through Incubation Centre		39

		Resources available		35

		Development of an action plan		22

		Other		4





B9

		0		0		0		0		0		0		0		0



Discussion of business idea

Discussion of funding support

Discussion of funding requirements

Gen. encouragement re starting-up business

Support avail. through Incubation Centre

Resources available

Development of an action plan

Other

%



B11

		

		Current levels of support

								B11 Current support

		Source funding		73

		Strategy development		33

		Finance planning		33

		HR support		20

		IIP support		20

		Marketing plan		13

		IPR support		13

		Leadership development		7

		Other		20





B11

		0		0		0		0		0		0		0		0		0



Source funding

Strategy development

Finance planning

HR support

IIP support

Marketing plan

IPR support

Leadership development

Other

%



C3

		

		Importance of current site to business needs

				Rank						Base

				1		2		3

		Location (%)		61		39		-		18

		Accessibility to staff (%)		31		38		31		16

		Accessibility to customers (%)		30		20		50		16

		Image/ aesthetics (%)		25		50		25		10

		Services (%)		20		20		60		4

		Size (%)		19		38		44		5

						C3 Importance of current site to business needs





C11

		

		Business advisor support

		ID of funding requirements		88

		ID of investors		65						C11 Funding support

		Legal		47

		Help with investment strategy		41

		IPR		24

		Networking opportunities		24

		Investment tactics		18

		Other		6





C11

		0		0		0		0		0		0		0		0



ID of funding requirements

ID of investors

Legal

Help with investment strategy

IPR

Networking opportunities

Investment tactics

Other

%



C13

		

		Imact

								C13 Impact of the Incubation Centre/ High Growth Service

		Would have started up at a later date		8

		Would have started up on a smaller scale		7

		Definitely would have started up anyway		6

		Probably would have started up anyway		1

		Probably would not have started up		1





C13

		0		0		0		0		0



Would have started up at a later date

Would have started up on a smaller scale

Definitely would have started up anyway

Probably would have started up anyway

Probably would not have started up



C17

		

								C17 Element of incubator support that has made the greatest contribution

		Help with funding		55

		Access to specialist services		14

		Premises and facilities		9

		Help with IPR protection, legal advice, technical support		9

		Rent free period		5

		Business advisor support		5

		B=22





C17

		0		0		0		0		0		0



Help with funding

Access to specialist services

Premises and facilities

Help with IPR protection, legal advice, technical support

Rent free period

Business advisor support

%



C19

		

		Impact of support

		Accessing finance		100		23				C19 Impact of support on business

		Business planning		87		23

		Business confidence		78		23

		Financial control		57		23

		Marketing		48		23

		Attitude to risk taking		43		23

		Product development		26		23

		Other





C19

		0		0		0		0		0		0		0



Accessing finance

Business planning

Business confidence

Financial control

Marketing

Attitude to risk taking

Product development

%



D2

		

		Impact of High Growth Service

										D2 Imact of the High Growth Service on buisness performance

		Keeping costs down		43

		Making us more profitable		24

		Generate sales		14

		Employing more people		19





D2

		0

		0

		0

		0





E2

		

		Other benefits from the Incubation Centre

								E2 Benefits from involvement with the Incubation Centre

		Better understanding of funding requirements		96		23

		Improved knowledge of access to funding		85		23

		Made new contacts		83		23

		Better investment tactics		70		23

		Greater awareness of networking opps.		65		23

		Better knowledge of market opps.		26		23

		Better knowledge of customer needs		26		23

		Improved knowledge of competitor strength		21		20





E2

		0		0		0		0		0		0		0		0



Better understanding of funding requirements

Improved knowledge of access to funding

Made new contacts

Better investment tactics

Greater awareness of networking opps.

Better knowledge of market opps.

Better knowledge of customer needs

Improved knowledge of competitor strength

%



F1a

		

		Business advisor input

										F1a Input of the business advisor

		Financial advice		96

		Business development advice		78

		Start-up advice		57

		Legal advice		43

		Marketing advice		39

		Technical advice		9

		Other		13





F1a

		0		0		0		0		0		0		0



Financial advice

Business development advice

Start-up advice

Legal advice

Marketing advice

Technical advice

Other

%



F5a

		

		Business advisor's performance

				Rating (4=very good)

				1		2		3		4

		Fit' with the firm's management personalities (%)		-		5		16		79		19

		Understanding of your firm's plans and aspirations (%)		-		9		17		74		20

		Fit' with the firm's management style (%)		-		5		21		74		19

		General communication (%)		4		9		17		70		23

		Understanding of your firm's potential operations (%)		-		9		35		57		23

		Overall assistance provided (%)		-		4		39		57		23

		Speed of any application process (%)		9		9		30		52		23

		Relevance of recommendations (%)		-		9		45		45		22

		Follow up after 'hatching' (%)		12		18		29		41		17

		Knowledge of your firm's product and  sector (%)		10		10		50		35		20

		Identification of future needs of your firm (%)		5		20		40		35		20

				F5a Performance of the business advisor





C1

		

		Pre-start support services								NOT UPDATED

										C1 Pre-start support services received from the business advisor

		Capital grants		47

		Meeting rooms		32

		Incubation offices/ accommodation		26

		Business mentoring		26

		Revenue grants		26

		Specialist services		21

		Internet/ email		21

		Venture capital		16

		Admin. support		11

		IPR protection		11

		Technical support		5

		Other		53





C1

		0		0		0		0		0		0		0		0		0		0		0		0



Capital grants

Meeting rooms

Incubation offices/ accommodation

Business mentoring

Revenue grants

Specialist services

Internet/ email

Venture capital

Admin. support

IPR protection

Technical support

Other

%
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1998-2002

		Last Updated 26/7/2004   (Table includes revised 2001 data)

		SCOTLAND BY DIVISION: 1998-2002

		Division		Description		Year		No. of		Total		Total		Purchases of		Gross Value Added		Net Capital		Total		Increase in		Gross Wages		Total Labour		Total Output

		(SIC92)						Units		Employees		Turnover		goods & services		at Basic Prices		Expenditure		Taxes		Total Stocks		& Salaries		Costs		at Basic Prices

										Th's		£m		£m		£m		£m		£m		£m		£m		£m		£m

				TOTALS		1998		136,860		1,551		133,853		85,804		47,137		10,251		3,487		448		20,804		23,489		101,378

						1999		139,573		1,550		136,975		89,119		46,690		8,662		3,918		444		21,382		24,069		100,235

						2000		143,682		1,586		144,298		93,570		50,891		8,447		2,999		793		22,491		25,330		107,466

						2001		145,950		1,629		155,093		99,279		55,576		8,886		3,235		358		24,587		27,687		116,875

						2002		145,531		1,589		149,436		94,788		54,903		8,964		3,068		670		24,409		27,528		112,475

		1.4/1.5		Agriculture (hunting and related services activities only)		1998		..		..		..		..		..		..		..		..		..		..		..

						1999		..		..		..		..		..		..		..		..		..		..		..

						2000		..		..		..		..		..		..		..		..		..		..		..

						2001		1,371		3		49		24		25		1		1		0		12		13		40

						2002		1,454		2		40		17		25		2		0		0		13		15		40

		2		Forestry, logging and related service		1998		..		..		..		..		..		..		..		..		..		..		..

				activities		1999		..		..		..		..		..		..		..		..		..		..		..

						2000		891		3		231		167		84		12		2		3		56		64		244

						2001		890		2		200		140		77		3		2		-1		45		51		210

						2002		902		4		224		182		93		11		2		0		47		*		270

		5		Fishing		1998		..		..		..		..		..		..		..		..		..		..		..

						1999		..		..		..		..		..		..		..		..		..		..		..

						2000		1,978		5		718		441		289		37		4		-1		63		69		711

						2001		1,966		6		497		357		169		31		1		24		72		78		519

						2002		1,912		5		524		377		179		44		6		18		58		*		539

		10		Mining of coal and lignite; extraction of peat		1998		102		2		304		201		97		12		5		-6		53		62		288

						1999		87		2		250		195		55		18		5		0		44		50		213

						2000		81		2		265		227		65		*		4		2		54		61		243

						2001		70		2		311		258		55		15		6		2		67		75		277

						2002		62		1		*		*		*		*		3		-3		44		50		211

		11		Extraction of crude petroleum and natural		1998		243		23		8,782		3,715		5,145		2,878		49		5		875		987		8,733

				gas; service activities incidental to oil and		1999		220		22		10,710		3,784		6,960		2,176		61		-23		890		1,009		10,054

				gas extraction excluding surveying		2000		247		19		14,354		4,831		9,583		*		52		8		875		988		13,140

						2001		227		19		14,565		5,108		9,590		1,990		45		36		929		1,058		13,165

						2002		269		19		*		*		*		*		51		12		883		1,000		11,978

		13		Mining of metal ores		1998		6		0		3		2		1		*		0		*		1		1		3

						1999		6		0		2		1		1		*		0		*		0		*		2

						2000		2		*		*		*		*		*		*		*		*		*		*

						2001		3		*		*		*		*		*		*		*		*		*		*

						2002		1		*		*		*		*		*		*		*		*		*		*

		14		Other mining and quarrying		1998		392		3		449		268		187		30		6		*		75		86		442

						1999		356		3		436		273		166		27		6		*		69		79		414

						2000		350		*		*		*		*		*		*		*		*		*		*

						2001		320		*		*		*		*		*		*		*		*		*		*

						2002		278		3		*		*		*		*		20		2		55		*		375

		15		Manufacture of food products and		1998		1,513		56		6,853		4,334		2,070		299		534		8		865		985		6,039

				beverages		1999		1,476		57		6,593		4,139		2,031		259		540		35		862		978		5,905

						2000		1,444		54		6,326		3,896		1,969		230		448		-80		841		956		5,490

						2001		1,446		53		6,437		4,064		2,036		255		439		45		861		979		5,760

						2002		1,413		51		6,541		4,129		2,201		300		355		84		886		1,007		6,030

		16		Manufacture of tobacco products		1998		0		-		-		-		-		-		-		-		-		-		-

						1999		0		-		-		-		-		-		-		-		-		-		-

						2000		0		-		-		-		-		-		-		-		-		-		-

						2001		0		-		-		-		-		-		-		-		-		-		-

						2002		0		-		-		-		-		-		-		-		-		-		-

		17		Manufacture of textiles		1998		678		17		1,058		637		399		47		14		-24		241		270		973

						1999		629		16		918		547		362		29		16		-4		203		227		861

						2000		580		14		934		568		363		29		12		-1		199		222		851

						2001		544		12		891		576		308		24		13		-4		187		209		787

						2002		517		12		818		508		311		29		10		1		178		200		751

		18		Manufacture of wearing apparel; dressing		1998		380		14		876		468		400		34		14		-2		186		208		816

				and dyeing of fur		1999		346		12		686		444		241		17		8		-1		172		190		567

						2000		292		8		502		308		186		10		7		-6		117		129		407

						2001		267		7		419		250		176		10		6		10		95		107		399

						2002		240		5		368		239		123		8		4		-6		74		84		336

		19		Manufacture of leather and leather		1998		42		1		*		*		*		*		0		1		14		*		113

				products		1999		36		*		*		*		*		*		1		*		*		*		*

						2000		40		1		*		*		*		*		1		*		15		*		*

						2001		40		*		*		*		*		*		*		*		14		*		*

						2002		33		1		97		*		22		1		0		*		11		13		*

		20		Manufacture of wood and of products of		1998		842		10		*		*		275		60		11		0		142		159		779

				wood		1999		778		9		*		*		*		*		12		*		136		*		*

						2000		717		8		*		*		234		47		9		1		126		142		*

						2001		703		8		*		*		*		*		12		4		135		*		745

						2002		688		9		*		*		*		*		9		-2		151		171		910

		21		Manufacture of pulp, paper and paper		1998		187		11		1,246		841		383		39		11		-23		215		243		1,197

				products		1999		178		10		1,253		837		421		48		13		4		204		232		1,231

						2000		175		10		1,281		904		384		27		12		5		205		234		1,252

						2001		170		10		1,411		959		443		44		13		-9		230		262		1,350

						2002		163		9		1,212		826		385		46		11		-1		189		215		1,149

		22		Publishing, printing and reproduction of		1998		1,414		21		1,557		829		732		66		20		6		342		387		1,487

				recorded media		1999		1,457		20		1,469		785		683		61		26		10		337		379		1,404

						2000		1,458		20		1,458		776		667		73		20		-10		365		409		1,379

						2001		1,484		20		1,593		875		722		96		22		11		384		432		1,518

						2002		1,463		20		1,533		850		687		56		14		1		361		405		1,449

		23		Manufacture of coke, refined petroleum		1998		41		2		*		*		*		*		12		-12		53		*		910

				products and nuclear fuel		1999		37		*		*		*		*		*		8		*		*		*		*

						2000		33		2		*		*		*		*		9		*		44		*		*

						2001		34		*		*		*		*		*		*		*		56		*		*

						2002		40		2		*		*		*		*		11		*		69		75		*

		24		Manufacture of chemicals, chemical		1998		273		17		2,503		1,632		908		296		16		24		371		432		2,201

				products and man-made fibres		1999		278		16		2,621		1,659		950		297		15		-29		386		444		2,353

						2000		257		16		2,728		1,903		890		293		16		60		392		450		2,224

						2001		259		15		3,383		2,345		1,051		256		20		-4		442		505		2,893

						2002		259		15		3,229		2,255		963		133		18		-45		421		485		2,803

		25		Manufacture of rubber and plastic products		1998		379		14		1,075		675		409		69		9		4		231		263		1,001

						1999		369		13		1,129		685		440		47		10		-5		249		280		1,031

						2000		359		12		1,084		688		402		67		10		4		236		265		976

						2001		370		13		1,115		685		431		41		12		-2		254		285		984

						2002		356		11		1,135		723		418		31		9		1		228		255		1,061

		26		Manufacture of other non-metallic mineral		1998		486		10		806		450		361		52		8		2		166		189		782

				products		1999		485		9		812		453		354		75		9		-7		159		181		772

						2000		498		9		826		482		357		46		8		11		167		188		781

						2001		505		9		774		446		327		41		10		-2		172		194		728

						2002		487		8		681		394		290		36		11		2		156		176		653

		27		Manufacture of basic metals		1998		173		5		666		408		241		24		5		-19		103		116		638

						1999		192		4		546		326		215		18		6		-9		95		107		533

						2000		173		4		545		371		179		16		6		4		88		99		529

						2001		155		4		539		369		183		13		5		13		88		99		501

						2002		145		4		534		380		149		13		6		-6		90		103		491

		28		Manufacture of fabricated metal products,		1998		1,731		28		2,168		1,209		999		101		21		33		510		578		2,144

				except machinery and equipment		1999		1,755		28		2,313		1,413		903		112		21		0		597		671		2,240

						2000		1,694		26		2,100		1,242		870		75		19		10		589		661		2,024

						2001		1,758		27		2,132		1,243		903		58		26		13		541		610		2,045

						2002		1,747		26		1,803		1,016		805		61		19		6		480		541		1,757

		29		Manufacture of machinery and equipment		1998		981		26		2,311		1,428		875		80		17		-14		505		572		2,085

				not elsewhere classified		1999		960		23		2,354		1,568		811		66		17		22		504		573		2,164

						2000		928		26		2,114		1,327		777		44		17		-16		472		539		1,935

						2001		903		23		2,206		1,361		872		74		22		17		492		563		2,045

						2002		863		21		2,010		1,214		823		57		18		16		457		522		1,843

		30		Manufacture of office machinery and		1998		102		13		8,502		7,231		1,206		95		18		-57		401		453		7,191

				computers		1999		101		17		8,245		7,608		568		*		7		-69		342		380		6,667

						2000		110		16		8,452		7,833		654		62		8		34		363		406		6,958

						2001		127		10		7,016		6,493		459		90		8		-64		279		312		6,731

						2002		110		10		4,929		*		1,575		*		8		-5		235		262		4,551

		31		Manufacture of electrical machinery and		1998		326		13		1,000		639		363		185		8		0		194		217		885

				apparatus not elsewhere classified		1999		323		12		955		630		347		46		7		5		190		214		888

						2000		307		12		996		679		326		29		7		-9		210		235		923

						2001		300		12		1,144		715		420		26		12		-11		235		264		1,049

						2002		300		10		795		520		290		13		9		-7		190		214		762

		32		Manufacture of radio, television and		1998		187		21		4,036		2,849		1,193		273		12		-2		461		522		3,067

				communication equipment and apparatus		1999		177		19		4,587		3,445		1,153		*		18		13		434		495		3,364

						2000		176		20		5,140		4,096		1,257		352		17		205		460		529		3,986

						2001		183		18		4,223		3,105		841		157		18		-289		456		522		3,207

						2002		172		12		2,417		*		509		44		10		15		256		298		1,729

		33		Manufacture of medical, precision and		1998		402		14		1,482		937		576		53		8		26		283		326		1,365

				optical instruments, watches and clocks		1999		394		15		1,553		1,025		497		50		8		-33		302		349		1,440

						2000		369		13		1,456		953		567		83		7		61		312		357		1,467

						2001		362		13		1,546		1,118		529		89		10		99		338		390		1,582

						2002		349		13		1,406		868		551		*		10		13		330		393		1,395

		34		Manufacture of motor vehicles, trailers and		1998		145		5		650		496		163		14		3		7		89		100		632

				semi-trailers		1999		137		5		644		532		110		11		2		-2		97		110		615

						2000		140		5		525		372		156		14		3		3		89		99		502

						2001		136		4		501		385		113		14		3		-3		88		104		472

						2002		126		4		481		395		94		*		3		8		85		96		460

		35		Manufacture of other transport equipment		1998		246		18		1,734		1,070		651		52		10		-24		378		428		1,626

						1999		233		16		1,941		1,109		746		51		9		-89		370		418		1,750

						2000		209		15		1,568		923		685		34		9		39		337		380		1,569

						2001		212		14		1,701		1,006		707		35		10		11		372		421		1,681

						2002		204		12		1,687		962		746		*		10		20		352		405		1,651

		36		Manufacture of furniture; manufacturing not		1998		905		8		602		346		258		24		9		4		124		139		555

				elsewhere classified		1999		952		8		539		343		196		18		9		3		110		123		495

						2000		939		7		542		347		191		16		8		-2		109		122		478

						2001		930		7		540		352		190		16		9		4		112		126		472

						2002		893		8		658		416		244		21		8		1		131		147		576

		37		Recycling		1998		95		1		66		40		25		3		1		0		12		14		59

						1999		92		1		77		50		26		2		1		0		13		15		64

						2000		93		1		110		75		34		5		1		-1		16		18		85

						2001		98		1		119		86		34		4		1		1		19		21		100

						2002		109		1		123		84		40		12		1		1		19		22		106

		40		Electricity, gas, steam and hot water supply		1998		154		13		*		*		*		*		131		*		496		*		5,927

						1999		167		11		4,524		2,776		1,753		517		114		*		389		429		4,547

						2000		178		10		4,279		3,145		1,195		517		127		5		354		396		4,306

						2001		163		15		4,998		3,846		1,364		573		134		22		360		415		5,166

						2002		159		*		*		*		*		*		*		*		*		*		*

		41		Collection, purification and distribution of		1998		11		6		*		*		*		*		22		-1		115		*		579

				water		1999		363		3		351		96		261		179		14		-1		84		98		358

						2000		385		4		436		118		332		228		13		0		100		117		448

						2001		353		4		504		143		386		367		16		-1		98		114		529

						2002		352		*		*		*		*		*		*		*		*		*		*

		45		Construction		1998		14,177		138		8,387		5,304		3,206		185		46		113		1,816		2,038		8,494

						1999		14,167		133		9,461		6,123		3,575		182		56		242		2,014		2,268		9,563

						2000		14,290		133		9,788		6,070		3,857		177		50		134		2,109		2,365		9,697

						2001		14,136		119		9,643		5,869		3,755		172		56		-29		2,127		2,384		9,515

						2002		13,996		121		10,287		6,314		4,064		227		56		85		2,200		2,484		10,195

		50		Sale, maintenance and repair of motor		1998		5,825		48		7,530		5,886		1,660		109		126		89		576		656		2,169

				vehicles and motorcycles; retail sale		1999		5,699		49		8,464		6,914		1,570		125		101		34		612		687		2,309

				of automotive fuel		2000		5,696		47		8,178		7,010		1,179		115		65		4		613		686		1,914

						2001		5,657		46		8,690		7,372		1,329		144		116		57		647		716		2,140

						2002		5,528		45		9,103		7,745		1,493		179		76		139		623		690		2,104

		51		Wholesale trade and commission trade,		1998		7,949		70		18,294		13,321		4,648		226		481		79		1,187		1,360		6,722

				except of motor vehicles and motorcycles		1999		7,783		71		16,632		13,321		2,807		208		691		97		1,110		1,263		4,395

						2000		7,745		69		16,482		13,811		2,409		223		320		-22		1,151		1,311		4,747

						2001		7,834		72		18,893		15,169		3,144		256		682		-12		1,282		1,459		5,709

						2002		7,832		71		16,427		13,004		3,056		247		519		56		1,252		1,426		5,022

		52		Retail trade, except of motor vehicles and		1998		26,513		230		14,208		11,017		3,263		553		*		91		1,534		1,695		4,787

				motorcycles; repair of personal and		1999		26,819		229		15,535		11,909		3,749		494		*		144		1,703		1,873		5,509

				household goods		2000		26,838		226		15,890		12,114		3,853		456		*		94		1,796		1,977		5,887

						2001		26,550		258		17,880		13,267		4,662		560		369		74		2,039		2,239		6,980

						2002		26,512		261		18,041		13,673		4,441		659		*		87		2,082		2,283		6,973

		55		Hotels and restaurants		1998		13,444		148		3,599		1,845		1,766		307		98		2		863		936		3,086

						1999		13,653		144		3,629		1,826		1,815		336		111		4		903		978		3,070

						2000		14,002		158		4,079		2,039		2,043		336		123		0		985		1,063		3,552

						2001		13,968		159		4,149		2,084		2,068		395		140		3		1,112		1,203		3,602

						2002		14,088		162		4,408		2,273		2,155		406		143		10		1,147		1,240		3,819

		60		Land transport; transport via pipelines		1998		3,870		46		2,377		1,468		1,160		238		41		*		681		769		2,585

						1999		3,845		46		2,431		1,405		1,239		194		49		-3		660		743		2,533

						2000		3,797		42		2,768		1,517		1,527		225		48		5		674		753		2,979

						2001		3,808		48		3,012		1,697		1,590		202		43		-2		743		825		3,189

						2002		3,753		43		3,095		1,808		1,522		260		41		2		760		847		3,260

		61		Water transport		1998		166		2		182		101		92		9		2		*		39		44		189

						1999		161		4		214		117		117		*		2		*		63		70		223

						2000		166		3		296		159		167		*		2		*		63		72		320

						2001		176		3		294		158		166		*		2		0		63		72		294

						2002		185		3		*		*		110		*		2		0		67		*		279

		62		Air transport		1998		78		4		506		380		116		54		15		*		96		111		494

						1999		82		5		646		379		256		*		17		*		123		143		631

						2000		84		5		671		369		291		*		19		*		122		143		656

						2001		87		5		668		383		269		*		25		0		134		156		644

						2002		89		5		*		*		296		*		25		*		132		*		665

		63		Supporting and auxiliary transport activities;		1998		2,044		24		3,869		2,328		507		281		*		*		421		475		2,805

				activities of travel agencies		1999		2,073		25		4,002		2,314		485		357		*		7		434		490		2,529

						2000		2,085		28		3,820		2,503		607		362		*		16		470		529		2,623

						2001		2,198		32		5,017		3,378		1,288		424		505		57		667		762		4,397

						2002		2,099		31		4,578		3,105		1,070		384		*		31		642		740		3,967

		64		Post and telecommunications		1998		1,376		36		2,070		784		1,337		444		14		*		588		655		2,107

						1999		1,461		36		2,360		1,103		1,323		623		19		3		709		795		2,149

						2000		1,630		38		2,486		1,223		1,352		508		24		13		735		828		2,223

						2001		1,710		41		3,610		1,579		2,146		344		30		9		912		1,036		3,026

						2002		1,802		42		3,656		1,570		2,146		409		47		*		897		1,021		2,954

		70		Real estate activities		1998		3,784		17		952		397		611		767		13		42		184		212		986

						1999		4,062		18		916		413		522		145		16		13		187		215		904

						2000		4,282		21		1,151		631		689		442		15		157		217		254		1,269

						2001		4,556		21		1,655		819		1,096		253		29		244		324		374		1,735

						2002		4,922		22		1,813		856		1,097		605		19		120		296		341		1,797

		71		Renting of machinery and equipment		1998		1,530		12		860		349		510		246		14		*		149		167		771

				without operator and of personal and		1999		1,656		14		1,135		418		725		198		29		1		174		196		1,066

				household goods		2000		1,779		15		1,029		445		596		203		23		2		215		241		955

						2001		1,757		15		1,187		431		766		123		30		0		231		257		1,085

						2002		1,812		14		1,211		476		740		183		19		1		239		267		1,112

		72		Computer and related activities		1998		4,607		15		1,159		514		649		73		11		2		341		395		1,108

						1999		5,363		17		1,505		690		832		82		18		13		430		498		1,332

						2000		5,596		24		1,817		879		964		97		14		13		559		652		1,678

						2001		5,836		26		1,884		969		989		106		19		*		711		818		1,856

						2002		5,737		26		2,203		957		1,287		87		24		21		826		956		2,100

		73		Research and development		1998		249		7		274		142		129		41		5		-3		129		148		267

						1999		227		6		293		153		145		42		4		4		148		167		287

						2000		242		7		324		188		138		36		4		-1		160		183		316

						2001		259		7		338		201		140		35		5		1		169		195		312

						2002		269		8		425		281		148		32		6		-5		203		235		401

		74		Other business activities		1998		18,556		168		6,893		2,752		4,168		191		84		19		2,243		2,534		6,806

						1999		19,110		165		6,662		2,481		4,231		322		87		50		2,226		2,500		6,280

						2000		20,032		185		7,012		2,463		4,567		302		87		17		2,637		2,971		6,637

						2001		20,167		196		8,837		3,425		5,463		556		114		78		3,064		3,430		8,415

						2002		20,602		181		9,228		3,783		5,382		496		176		7		3,042		3,400		8,494

		80		Education		1998		1,452		69		1,156		778		387		179		11		*		1,109		1,284		1,155

						1999		1,427		72		976		803		183		185		14		1		1,125		1,305		972

						2000		1,421		80		975		698		284		173		13		2		1,190		1,385		970

						2001		1,451		74		1,028		765		259		175		14		*		1,238		1,441		991

						2002		1,512		72		1,046		758		295		225		12		*		1,288		1,495		1,046

		85		Health and social work		1998		3,740		63		1,008		433		588		73		7		*		510		556		1,011

						1999		3,618		64		875		329		558		74		7		2		523		576		871

						2000		3,651		67		908		302		607		19		8		1		548		599		897

						2001		3,717		69		724		226		498		19		5		0		469		510		717

						2002		3,429		68		841		275		566		96		13		0		535		582		832

		90		Sewage and refuse disposal, sanitation and		1998		129		5		685		210		495		300		26		*		149		172		700

				similar activities		1999		229		10		713		253		648		376		26		-2		139		162		886

						2000		231		6		772		237		615		335		86		-4		124		146		845

						2001		209		8		784		294		487		267		38		-2		131		150		772

						2002		227		6		933		328		614		250		33		1		178		201		940

		91		Activities of membership organisations not		1998		2,349		14		380		207		176		31		9		0		129		144		349

				elsewhere classified		1999		2,244		13		377		211		168		53		9		1		127		143		351

						2000		2,199		15		340		176		166		35		8		0		124		140		313

						2001		2,135		13		396		213		184		35		8		0		141		159		354

						2002		2,055		13		470		259		213		31		10		2		149		170		429

		92		Recreational, cultural and sporting activities		1998		5,189		40		1,664		1,009		640		155		54		*		369		411		1,523

						1999		5,172		48		1,856		1,147		687		204		61		5		441		488		1,689

						2000		5,297		48		3,013		1,414		1,557		167		80		1		463		513		2,647

						2001		5,383		49		3,757		1,827		1,838		216		94		*		578		648		3,247

						2002		5,452		52		4,612		2,519		2,045		220		98		4		641		724		4,098

		93		Other service activities		1998		7,397		23		812		407		408		63		17		1		191		213		749

						1999		8,138		26		873		458		421		105		19		3		222		246		809

						2000		7,516		25		746		347		399		68		17		0		214		236		654

						2001		8,007		29		1,009		495		514		110		20		0		297		327		899

						2002		7,564		29		1,150		600		554		72		24		3		305		341		1,048

		Notes:		1. Totals may not sum due to rounding.																		Source:		Office for National Statistics,  Annual Business Inquiry

				2. Annual Business Inquiry coverage excludes certain areas such as the financial sector and some of the public sector.																				(Compiled by Scottish Executive)

				3.   ..  =  Data not available

				4.   *  =  Denotes disclosive data.

								total employment		Total GVA		GVA per employee

				mining - 10		2002		1,000		55,000,000		55,000

				Engineering - 28 and 29		2002		47,000		1,628,000,000		34,638

				Manufacturing - 15, 17, 18, 20, 21, 24, 25, 26, 27, 31, 32, 33, 34, 35, 36, 37		2002		184,000		7,548,000,000		41,022

				Electronics - 30		2002		10,000		1,287,000,000		128,700

				construction - 45		2002		121,000		4,064,000,000		33,587

				distribution - 60		2002		43,000		1,522,000,000		35,395

				IT - 72		2002		26,000		1,287,000,000		49,500

				Business services - 74		2002		181,000		5,382,000,000		29,735

				Services - 93		2002		29,000		554,000,000		19,103

				Mining		2%		1		0.02

				Distribution		4%		2		0.33

				Construction		5%		3		0.25

				Engineering		9%		5		0.00

				Services		9%		5		0.83

				Business services		11%		6		0.50

				Electronics		12%		7		0.00

				Manufacturing		21%		12		0.00

				IT		28%		16		0.00

						1		57		0.0
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		q1		q3		q7		q76		q78		q80		q82						q62		q68						q89										q90										q85				q86				q87				q88				q92		q93		q94		q95

		Business name		Position		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time		Curent employment		T/over employment ratio		C13 start-up additl		C16 Survival addtinl		biggest of the two		t'over net of additionality		D4 % Lanrk displ		less Lanrk displ		plus lank supp multplr 1.1		plus Lanrk inc mult 1.05		convert to Lank jobs		D4 % Sco displ		less Sco displ		plus sco supply mult 1.2		plus sco inc mult 1.25		convert to Sco jobs		D3 % sales Lan		actual sales Lanarks		D3 % sales RoS		actual sales scot		D3 % sales RoUK		actual sales roUK		D3 % sales out of UK		actual sales out UK		D6a More jobs Lan		D6a More jobs elsewhere		D6a More jobs out Scot		D6b Likely jobs materialise (%)

		Advanced Roller Doors		Owner/director		6/3/03		475,000		475,000		475,000		750,000		9		52,778		0.25		0.50		0.50		237,500		0.25		178,125		195,938		205,734		3.9		0.75		59,375		71,250		89,063		1.7		0.15		71,250		0.7		332,500		0.15		71,250		0		0		3						80

		McArthur Mechanical & Electric Services Ltd		Director		Sep-03				1,900,000		2,500,000		5,000,000		40		62,500		0.25		0.25		0.25		625,000		0.5		312,500		343,750		360,938		5.8		0.2		500,000		600,000		750,000		12.0		0.05		125,000		0.75		1,875,000		0.2		500,000		0		0								100

		X-Met Fabricating & Finish Ltd		Director		Dec-02		2,400,000		3,100,000		3,500,000		4,000,000		60		58,333		0.25		0.25		0.25		875,000		0.2		700,000		770,000		808,500		13.9		0.6		350,000		420,000		525,000		9.0		0.2		700,000		0.7		2,450,000		0.1		350,000		0		0		10						80

		Omega Critical Care Ltd		managing director		Aug-03								6,000,000		16		0		0.5		0.50		0.50		0		0		0		0		0				1		0		0		0				0		0		0.01		0		0.04		0		0.95		0		16						95

		SST Sensing Ltd		Managing Director		Aug-02		214,000		846,000		1,300,000		4,500,000		6		216,667		0.25		0.25		0.25		325,000		0		325,000		357,500		375,375		1.7		0		325,000		390,000		487,500		2.3		0.5		650,000		0.05		65,000		0.1		130,000		0.35		455,000		18				3		75

		Semiscenic		Operations Director		Apr-03				670,000		1,000,000		3,500,000		9		111,111		0.5		0.25		0.5		500,000		0.25		375,000		412,500		433,125		3.9		0.25		375,000		450,000		562,500		5.1		0		0		0.1		100,000		0.4		400,000		0.5		500,000		5		10		0		50

		Summit Engineering Services		director		Feb-03		465,000		700,000		825,000		1,200,000		15		55,000		0		0.25		0.25		206,250		0.25		154,688		170,156		178,664		3.2		0.75		51,563		61,875		77,344		1.4		0.2		165,000		0.8		660,000		0		0		0		0		7		2		0		50

		ADREL		MD		Sep-03				900,000		1,500,000		2,500,000		28		53,571		0		0.30		0.30		450,000		0		450,000		495,000		519,750		9.7		0.5		225,000		270,000		337,500		6.3		0.1		150,000		0.8		1,200,000		0.1		150,000		0		0		28						90

		Anaxiom (Scotland) Ltd		CEO		Dec-04						150,000		3,000,000		18		8,333		0.5		0.25		0.5		75,000		0		75,000		82,500		86,625								0		0				0.4		60,000		0.3		45,000		0.3		45,000		0		0		29						80

		Euro Fast Foods		director		2002		400,000		450,000		1,000,000		2,500,000		12		83,333		0		0.50		0.50		500,000		0		500,000		550,000		577,500		6.9		0.4		300,000		360,000		450,000		5.4		0.1		100,000		0.35		350,000		0.55		550,000		0		0		6						90

		Link Cable Assemblies		director		Apr-02				1,400,000		1,800,000		6,500,000		35		51,429		0.25		0.50		0.50		900,000		0		900,000		990,000		1,039,500		20.2		0.2		720,000		864,000		1,080,000		21.0		0.2		360,000		0.4		720,000		0.2		360,000		0.2		360,000		10						80

		Media 4G		Managing Director		Nov-02				90,000		400,000		3,000,000		9		44,444		0		0.25		0.25		100,000		0		100,000		110,000		115,500		2.6		0		100,000		120,000		150,000		3.4		0		0		0.95		380,000		0		0		0.05		20,000		10						80

		IBP Strategy and Research		Director		Dec-02				29,000		400,000		1,000,000		26		15,385		0		0.10				0		0.1		0		0		0		0.0		0.7		0		0		0		0.0		0.1		40,000		0.7		280,000		0.2		80,000		0		0		3						75

		KG interactive		MD				100,000		220,000		400,000		1,100,000		5		80,000		0.25		1.00		1.00		400,000		0		400,000		440,000		462,000		5.8		0		400,000		480,000		600,000		7.5		0.5		200,000		0.3		120,000		0.2		80,000		0		0		15						90

		Interface Technology Solutions		MD		5/1/04				250,000		250,000		750,000		4		62,500		0.5		0.25		0.5		125,000		0		125,000		137,500		144,375		2.3		0		125,000		150,000		187,500		3.0		0.05		12,500		0.5		125,000		0.45		112,500		0		0		15		3		2		100

		Flat Panel Solutions Ltd		Funders, Financial Controller		Feb-05						275,000		605,000		3		91,667		0.5		0.50		0.50		137,500		0		137,500		151,250		158,813		1.7		0		137,500		165,000		206,250		2.3				0		0		0		1		275,000		0		0		15						100

		thru Deck Services Ltd		Director		1-Feb-04				890,000		1,200,000		1,200,000		12		100,000		0.75		0.75		0.75		900,000		0.05		855,000		940,500		987,525		9.9		0.2		720,000		864,000		1,080,000		10.8		0.2		240,000		0.45		540,000		0.15		180,000		0.2		240,000		6						75

		Merchant City Distributors		Marketing & Account Manager		Mar-93		1,400,000		2,577,000		3,000,000		10,000,000		29		103,448		0.1		0.00		0.1		300,000				300,000		330,000		346,500		3.3		1		0		0		0		0.0		0.7		2,100,000		0.3		900,000		0		0		0		0		20		5		5		100

		Hometech		MD		May-02										30		0		0.25		0.00		0.25		0		0		0		0		0				1		0		0		0				0		0		0.5		0		0.5		0		0		0				23		7		100

		Advance Tool Manufacture		director		29-Apr-02		460,000		600,000		600,000		1,000,000		10		60,000		0.25		0.25		0.25		150,000		0.2		120,000		132,000		138,600		2.3		0.8		30,000		36,000		45,000		0.8		0		0		0.5		300,000		0.1		60,000		0.4		240,000		6						90

		Learning Assistant		Director		21.02.02		50,000		90,000		130,000		720,000		4		32,500		0.25		0.25		0.25		32,500		0		32,500		35,750		37,538		1.2		0		32,500		39,000		48,750		1.5		0.05		6,500		0.75		97,500		0.2		26,000		0		0		5				5		100

		Covanburn Contracts		MD		Feb-04						1,000,000		2,000,000		14		71,429		0.25		0.00		0.25		250,000		0.7		75,000		82,500		86,625		1.2		0.3		175,000		210,000		262,500		3.7		0.35		350,000		0.6		600,000		0.05		50,000		0		0		6		8				100

		Cameron Kilts		MD		9-Feb-03				220,000		350,000		600,000		11		31,818		0		0.25		0.25		87,500		0.8		17,500		19,250		20,213		0.6		0.2		70,000		84,000		105,000		3.3		0.4		140,000		0.3		105,000		0.25		87,500		0.05		17,500		8						100

		Sample Total		23								22,055,000				405		62,880		0.25		0.32		0.39		7,176,250		0.15		6,132,813		6,746,094		7,083,398		100.2				4,695,937.5		5,635,125.0		7,043,906.3		100.3				5,470,250				11,245,000				3,507,250				1,832,500		241

		Population no.		61

		P/R ratio		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65				2.65				2.65				2.65				2.65		2.65		2.65		2.65

		Populkation totals		61		0		0		0		58,445,750		0		1,073		166,633		1		1		1		19,017,063		0		16,251,953		17,877,148		18,771,006		266		0		12,444,234		14,933,081		18,666,352		266		0				0				0				0				639

																																																				22,055,000

																																								541		% sales in Lanarkshire		25%

																																								1120		% sales in rest of Scotland		51%

																																								346		% sales in rest of UK		16%

																																								183		% sales outside UK		8%

																																								2190





ec imp now

		





ec imp 3 yrs

		q1		q80		q82						q62		q68						q89										q90

		Business name		D1 T/O 04-05		D1 T/O 3 yrs time		Curent employment		T/over employment ratio		C13 start-up additl		C16 Survival addtinl		biggest of the two		t'over net of additionality		D4 % Lanrk displ		less Lanrk displ		plus lank supp multplr 1.1		plus Lanrk inc mult 1.05		convert to Lank jobs		D4 % Sco displ		less Sco displ		plus sco supply mult 1.2		plus sco inc mult 1.25		convert to Sco jobs

		Advanced Roller Doors		475,000		750,000		9		52,778		0.25		0.50		0.50		375,000		0.25		281,250		309,375		324,844		6.2		0.75		93,750		112,500		140,625		2.7

		McArthur Mechanical & Electric Services Ltd		2,500,000		5,000,000		40		62,500		0.25		0.25		0.25		1,250,000		0.5		625,000		687,500		721,875		11.6		0.2		1,000,000		1,200,000		1,500,000		24.0

		X-Met Fabricating & Finish Ltd		3,500,000		4,000,000		60		58,333		0.25		0.25		0.25		1,000,000		0.2		800,000		880,000		924,000		15.8		0.6		400,000		480,000		600,000		10.3

		Omega Critical Care Ltd				6,000,000		16		0		0.5		0.50		0.50		3,000,000		0		3,000,000		3,300,000		3,465,000				1		0		0		0

		SST Sensing Ltd		1,300,000		4,500,000		6		216,667		0.25		0.25		0.25		1,125,000		0		1,125,000		1,237,500		1,299,375		6.0		0		1,125,000		1,350,000		1,687,500		7.8

		Semiscenic		1,000,000		3,500,000		9		111,111		0.5		0.25		0.5		1,750,000		0.25		1,312,500		1,443,750		1,515,938		13.6		0.25		1,312,500		1,575,000		1,968,750		17.7

		Summit Engineering Services		825,000		1,200,000		15		55,000		0		0.25		0.25		300,000		0.25		225,000		247,500		259,875		4.7		0.75		75,000		90,000		112,500		2.0

		ADREL		1,500,000		2,500,000		28		53,571		0		0.30		0.30		750,000		0		750,000		825,000		866,250		16.2		0.5		375,000		450,000		562,500		10.5

		Anaxiom (Scotland) Ltd		150,000		3,000,000		18		8,333		0.5		0.25		0.5		1,500,000		0		1,500,000		1,650,000		1,732,500								0		0

		Euro Fast Foods		1,000,000		2,500,000		12		83,333		0		0.50		0.50		1,250,000		0		1,250,000		1,375,000		1,443,750		17.3		0.4		750,000		900,000		1,125,000		13.5

		Link Cable Assemblies		1,800,000		6,500,000		35		51,429		0.25		0.50		0.50		3,250,000		0		3,250,000		3,575,000		3,753,750		73.0		0.2		2,600,000		3,120,000		3,900,000		75.8

		Media 4G		400,000		3,000,000		9		44,444		0		0.25		0.25		750,000		0		750,000		825,000		866,250		19.5		0		750,000		900,000		1,125,000		25.3

		IBP Strategy and Research		400,000		1,000,000		26		15,385		0		0.10				0		0.1		0		0		0		0.0		0.7		0		0		0		0.0

		KG interactive		400,000		1,100,000		5		80,000		0.25		1.00		1.00		1,100,000		0		1,100,000		1,210,000		1,270,500		15.9				1,100,000		1,320,000		1,650,000		20.6

		Interface Technology Solutions		250,000		750,000		4		62,500		0.5		0.25		0.5		375,000		0		375,000		412,500		433,125		6.9		0		375,000		450,000		562,500		9.0

		Flat Panel Solutions Ltd		275,000		605,000		3		91,667		0.5		0.50		0.50		302,500		0		302,500		332,750		349,388		3.8		0		302,500		363,000		453,750		5.0

		thru Deck Services Ltd		1,200,000		1,200,000		12		100,000		0.75		0.75		0.75		900,000		0.05		855,000		940,500		987,525		9.9		0.2		720,000		864,000		1,080,000		10.8

		Merchant City Distributors		3,000,000		10,000,000		29		103,448		0.1		0.00		0.1		1,000,000				1,000,000		1,100,000		1,155,000		11.2		1		0		0		0		0.0

		Hometech						30		0		0.25		0.00		0.25		0		0		0		0		0				1		0		0		0

		Advance Tool Manufacture		600,000		1,000,000		10		60,000		0.25		0.25		0.25		250,000		0.2		200,000		220,000		231,000		3.9		0.8		50,000		60,000		75,000		1.3

		Learning Assistant		130,000		720,000		4		32,500		0.25		0.25		0.25		180,000		0		180,000		198,000		207,900		6.4		0		180,000		216,000		270,000		8.3

		Covanburn Contracts		1,000,000		2,000,000		14		71,429		0.25		0.00		0.25		500,000		0.7		150,000		165,000		173,250		2.4		0.3		350,000		420,000		525,000		7.4

		Cameron Kilts		350,000		600,000		11		31,818		0		0.25		0.25		150,000		0.8		30,000		33,000		34,650		1.1		0.2		120,000		144,000		180,000		5.7

		Sample Total		22,055,000				405		62,880		0.25		0.32		0.39		21,057,500		0.15		19,061,250		20,967,375		22,015,744		245.3				11,678,750.0		14,014,500.0		17,518,125.0		257.6

		Population no.

		P/R ratio		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65

		Populkation totals		58,445,750		0		1,073		166,633		1		1		1		55,802,375		0		50,512,313		55,563,544		58,341,721		650		0		30,948,688		37,138,425		46,423,031		683

																																541		% sales in Lanarkshire		25%

																																1120		% sales in rest of Scotland		51%

																																346		% sales in rest of UK		16%

																																183		% sales outside UK		8%

																																2190





ec imp 3 yrs

		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08



02-03 starts

		q1		q7		q76		q78		q80		q82

		Business name		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time		employment

		Advanced Roller Doors		6/3/03		475,000		475,000		475,000		750,000

		X-Met Fabricating & Finish Ltd		Dec-02		2,400,000		3,100,000		3,500,000		4,000,000

		SST Sensing Ltd		Aug-02		214,000		846,000		1,300,000		4,500,000

		Summit Engineering Services		Feb-03		465,000		700,000		825,000		1,200,000

		Euro Fast Foods		2002		400,000		450,000		1,000,000		2,500,000

		KG interactive				100,000		220,000		400,000		1,100,000

		Merchant City Distributors		Mar-93		1,400,000		2,577,000		3,000,000		10,000,000

		Advance Tool Manufacture		29-Apr-02		460,000		600,000		600,000		1,000,000

		Learning Assistant		21.02.02		50,000		90,000		130,000		720,000

		Sample Total				5,964,000		9,058,000		11,230,000		25,770,000

						662,667		1,006,444		1,247,778		2,863,333

		2002-03		5.96

		2003-04		9.08

		2004-05		11.23

		2007-08		25.77

		2002-03		$662,000

		2003-04		$1,006,000

		2004-05		$1,247,000

		2007-08		2,863





02-03 starts

		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08



03-04 starts

		





04-05 starts

		





		q1		q7		q76		q78		q80		q82

		Business name		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time

		McArthur Mechanical & Electric Services Ltd		Sep-03				1,900,000		2,500,000		5,000,000

		Semiscenic		Apr-03				670,000		1,000,000		3,500,000

		ADREL		Sep-03				900,000		1,500,000		2,500,000

		Link Cable Assemblies		Apr-02				1,400,000		1,800,000		6,500,000

		Media 4G		Nov-02				90,000		400,000		3,000,000

		IBP Strategy and Research		Dec-02				29,000		400,000		1,000,000

		Interface Technology Solutions		5/1/04				250,000		250,000		750,000

		thru Deck Services Ltd		1-Feb-04				890,000		1,200,000		1,200,000

		Cameron Kilts		9-Feb-03				220,000		350,000		600,000

		Sample Total						6,349,000		9,400,000

								705,444		1,044,444

		2003-04		$705,000

		2004-05		$1,044,000





		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08



		





		q1		q7		q76		q78		q80		q82

		Business name		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time

		Omega Critical Care Ltd		Aug-03								6,000,000

		Anaxiom (Scotland) Ltd		Dec-04								3,000,000

		Flat Panel Solutions Ltd		Feb-05						275,000		605,000

		Hometech		May-02

		Covanburn Contracts		Feb-04						1,000,000		2,000,000

		Sample Total								1,275,000





		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08
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		Current status

		Previously High Growth User service		39

		Currently High Growth Service user		39

		Previously LBIC tenant		22

		Currently LBIC tenant		4

				104
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A4

		

		Employment level (FT)

						counts						A4 Employment figures - full-time

		1-5 FT		22		5

		6-10 FT		26		6

		11-15 FT		17		4

		16-20 FT		9		2

		over 21 FT		26		6

						23

		one employs 60
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A4 breakdown

		

										REVISE LAST, IF NECESSARY

		Employment figures in categories

				Graduates		Women not in management		Women in management		Disabled		Ethnic minorities/ disadvantaged communities

		0		7

		1-5		10

		6-10		1

		11-15		0

		16-20		0

		21-30		0

		31 +		0

				18

				counts

		Graduates

		Women not in management

		Women in management

		Other tehnical staff

		Disabled

		Ethnic minorities/ disadvantaged communities
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		Main motivations for starting in business

		Be my own boss		48

		Product idea/gap in market		48

		Better income		27

		Different lifestyle		27

		Better working environ.		22

		Way out of unemployment		9

		Others		17
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		Contact from SEL		35

		Contact from BG		30

		Another firm/WOM		22

		Other public sector agency		9

		Other		4
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		Initial reasons for approaching the Incubation Centre/Service

		Availability of support		57		B6 Initial reasons for approaching the Incubation Centre/ Service

		Possibility of revenue/capital grants		52

		Recommended by business advisor		43

		Availability of premises/offices		22

		Support from business advisor		22

		Recommended by another business		4
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		Initial discussion with Business Advisor

		Discussion of business idea		57

		Discussion of funding support		57

		Discussion of funding requirements		52

		Gen. encouragement re starting-up business		43				B9 Initial discussion with business advisor

		Support avail. through Incubation Centre		39

		Resources available		35

		Development of an action plan		22

		Other		4
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		Current levels of support

								B11 Current support

		Source funding		73

		Strategy development		33

		Finance planning		33

		HR support		20

		IIP support		20

		Marketing plan		13

		IPR support		13

		Leadership development		7

		Other		20
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HR support
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C3

		

		Importance of current site to business needs

				Rank						Base

				1		2		3

		Location (%)		61		39		-		18

		Accessibility to staff (%)		31		38		31		16

		Accessibility to customers (%)		30		20		50		16

		Image/ aesthetics (%)		25		50		25		10

		Services (%)		20		20		60		4

		Size (%)		19		38		44		5

						C3 Importance of current site to business needs
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		Business advisor support

		ID of funding requirements		88

		ID of investors		65						C11 Funding support

		Legal		47

		Help with investment strategy		41

		IPR		24

		Networking opportunities		24

		Investment tactics		18

		Other		6
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		Imact

								C13 Impact of the Incubation Centre/ High Growth Service

		Would have started up at a later date		8

		Would have started up on a smaller scale		7

		Definitely would have started up anyway		6

		Probably would have started up anyway		1

		Probably would not have started up		1
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								C17 Element of incubator support that has made the greatest contribution

		Help with funding		55

		Access to specialist services		14

		Premises and facilities		9

		Help with IPR protection, legal advice, technical support		9

		Rent free period		5

		Business advisor support		5

		B=22
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		Impact of support

		Accessing finance		100		23				C19 Impact of support on business

		Business planning		87		23

		Business confidence		78		23

		Financial control		57		23

		Marketing		48		23

		Attitude to risk taking		43		23

		Product development		26		23

		Other
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		Impact of High Growth Service

										D2 Imact of the High Growth Service on buisness performance

		Keeping costs down		43

		Making us more profitable		24

		Generate sales		14

		Employing more people		19
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		Other benefits from the Incubation Centre

								E2 Benefits from involvement with the Incubation Centre

		Better understanding of funding requirements		96		23

		Improved knowledge of access to funding		85		23

		Made new contacts		83		23

		Better investment tactics		70		23

		Greater awareness of networking opps.		65		23

		Better knowledge of market opps.		26		23

		Better knowledge of customer needs		26		23

		Improved knowledge of competitor strength		21		20
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		Business advisor input

										F1a Input of the business advisor

		Financial advice		96

		Business development advice		78

		Start-up advice		57

		Legal advice		43

		Marketing advice		39

		Technical advice		9

		Other		13
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F5a

		

		Business advisor's performance

				Rating (4=very good)

				1		2		3		4

		Fit' with the firm's management personalities (%)		-		5		16		79		19

		Understanding of your firm's plans and aspirations (%)		-		9		17		74		20

		Fit' with the firm's management style (%)		-		5		21		74		19

		General communication (%)		4		9		17		70		23

		Understanding of your firm's potential operations (%)		-		9		35		57		23

		Overall assistance provided (%)		-		4		39		57		23

		Speed of any application process (%)		9		9		30		52		23

		Relevance of recommendations (%)		-		9		45		45		22

		Follow up after 'hatching' (%)		12		18		29		41		17

		Knowledge of your firm's product and  sector (%)		10		10		50		35		20

		Identification of future needs of your firm (%)		5		20		40		35		20

				F5a Performance of the business advisor





C1

		

		Pre-start support services								NOT UPDATED

										C1 Pre-start support services received from the business advisor

		Capital grants		47

		Meeting rooms		32

		Incubation offices/ accommodation		26

		Business mentoring		26

		Revenue grants		26

		Specialist services		21

		Internet/ email		21

		Venture capital		16

		Admin. support		11

		IPR protection		11

		Technical support		5

		Other		53
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		Current status

		Previously High Growth User service		39

		Currently High Growth Service user		39

		Previously LBIC tenant		22

		Currently LBIC tenant		4
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A4

		

		Employment level (FT)

						counts						A4 Employment figures - full-time

		1-5 FT		22		5

		6-10 FT		26		6

		11-15 FT		17		4

		16-20 FT		9		2

		over 21 FT		26		6

						23
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A4 breakdown

		

				Employment Levels

				1-5		6-10		11-15		16-20		over 21		Total companies

		Graduates		11		1		-		-		-		12

		Women not in Management		14		1		-		1		1		17

		Women in Management		10		-		-		-		-		10

		Other technical staff		11		5		-		1		3		20

		Disabled		3		-		-		-		-		3

		Ethnic minorities/ Disadvantaged communities		1		1		-				1		3
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		Main motivations for starting in business

		Be my own boss		48

		Product idea/gap in market		48

		Better income		27

		Different lifestyle		27

		Better working environ.		22

		Way out of unemployment		9

		Others		17





B2

		0		0		0		0		0		0		0



Be my own boss

Product idea/gap in market

Better income

Different lifestyle

Better working environ.

Way out of unemployment

Others

%



B3

		

		Contact from SEL		35

		Contact from BG		30

		Another firm/WOM		22

		Other public sector agency		9

		Other		4
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		Initial reasons for approaching the Incubation Centre/Service

		Availability of support		57		B6 Initial reasons for approaching the Incubation Centre/ Service

		Possibility of revenue/capital grants		52

		Recommended by business advisor		43

		Availability of premises/offices		22

		Support from business advisor		22

		Recommended by another business		4
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		Initial discussion with Business Advisor

		Discussion of business idea		57

		Discussion of funding support		57

		Discussion of funding requirements		52

		Gen. encouragement re starting-up business		43				B9 Initial discussion with business advisor

		Support avail. through Incubation Centre		39

		Resources available		35

		Development of an action plan		22
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		Current levels of support

								B11 Current support

		Source funding		73

		Strategy development		33

		Finance planning		33

		HR support		20

		IIP support		20

		Marketing plan		13

		IPR support		13

		Leadership development		7

		Other		20
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		Importance of current site to business needs

				Rank						Base

				1		2		3

		Location (%)		61		39		-		18

		Accessibility to staff (%)		31		38		31		16

		Accessibility to customers (%)		30		20		50		16

		Image/ aesthetics (%)		25		50		25		10

		Services (%)		20		20		60		4

		Size (%)		19		38		44		5

						C3 Importance of current site to business needs
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		Business advisor support

		ID of funding requirements		88

		ID of investors		65						C11 Funding support

		Legal		47

		Help with investment strategy		41

		IPR		24

		Networking opportunities		24

		Investment tactics		18

		Other		6
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		Imact

								C13 Impact of the Incubation Centre/ High Growth Service

		Would have started up at a later date		8

		Would have started up on a smaller scale		7

		Definitely would have started up anyway		6

		Probably would have started up anyway		1

		Probably would not have started up		1
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								C17 Element of incubator support that has made the greatest contribution

		Help with funding		55

		Access to specialist services		14

		Premises and facilities		9

		Help with IPR protection, legal advice, technical support		9

		Rent free period		5

		Business advisor support		5

		B=22
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		Impact of support

		Accessing finance		100		23				C19 Impact of support on business

		Business planning		87		23

		Business confidence		78		23

		Financial control		57		23

		Marketing		48		23

		Attitude to risk taking		43		23

		Product development		26		23

		Other
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		Impact of High Growth Service

										D2 Imact of the High Growth Service on buisness performance

		Keeping costs down		43

		Making us more profitable		24

		Generate sales		14

		Employing more people		19
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		Other benefits from the Incubation Centre

								E2 Benefits from involvement with the Incubation Centre

		Better understanding of funding requirements		96		23

		Improved knowledge of access to funding		85		23

		Made new contacts		83		23

		Better investment tactics		70		23

		Greater awareness of networking opps.		65		23

		Better knowledge of market opps.		26		23

		Better knowledge of customer needs		26		23

		Improved knowledge of competitor strength		21		20
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		Business advisor input

										F1a Input of the business advisor

		Financial advice		96

		Business development advice		78

		Start-up advice		57

		Legal advice		43

		Marketing advice		39

		Technical advice		9

		Other		13
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F5a

		

		Business advisor's performance

				Rating (4=very good)

				1		2		3		4

		Fit' with the firm's management personalities (%)		-		5		16		79		19

		Understanding of your firm's plans and aspirations (%)		-		9		17		74		20

		Fit' with the firm's management style (%)		-		5		21		74		19

		General communication (%)		4		9		17		70		23

		Understanding of your firm's potential operations (%)		-		9		35		57		23

		Overall assistance provided (%)		-		4		39		57		23

		Speed of any application process (%)		9		9		30		52		23

		Relevance of recommendations (%)		-		9		45		45		22

		Follow up after 'hatching' (%)		12		18		29		41		17

		Knowledge of your firm's product and  sector (%)		10		10		50		35		20

		Identification of future needs of your firm (%)		5		20		40		35		20

				F5a Performance of the business advisor
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		Pre-start support services								NOT UPDATED

										C1 Pre-start support services received from the business advisor

		Capital grants		47

		Meeting rooms		32

		Incubation offices/ accommodation		26

		Business mentoring		26

		Revenue grants		26
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		IPR protection		11

		Technical support		5

		Other		53
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ec imp now

		q1		q3		q7		q76		q78		q80		q82						q62		q68						q89										q90										q85				q86				q87				q88				q92		q93		q94		q95

		Business name		Position		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time		Curent employment		T/over employment ratio		C13 start-up additl		C16 Survival addtinl		biggest of the two		t'over net of additionality		D4 % Lanrk displ		less Lanrk displ		plus lank supp multplr 1.1		plus Lanrk inc mult 1.05		convert to Lank jobs		D4 % Sco displ		less Sco displ		plus sco supply mult 1.2		plus sco inc mult 1.25		convert to Sco jobs		D3 % sales Lan		actual sales Lanarks		D3 % sales RoS		actual sales scot		D3 % sales RoUK		actual sales roUK		D3 % sales out of UK		actual sales out UK		D6a More jobs Lan		D6a More jobs elsewhere		D6a More jobs out Scot		D6b Likely jobs materialise (%)

		Advanced Roller Doors		Owner/director		6/3/03		475,000				475,000		750,000		9		52,778		0.25		0.50		0.50		237,500		0.25		178,125		195,938		205,734		3.9		0.75		59,375		71,250		89,063		1.7		0.15		71,250		0.7		332,500		0.15		71,250		0		0		3						80

		McArthur Mechanical & Electric Services Ltd		Director		Sep-03				1,900,000		2,500,000		5,000,000		40		62,500		0.25		0.25		0.25		625,000		0.5		312,500		343,750		360,938		5.8		0.2		500,000		600,000		750,000		12.0		0.05		125,000		0.75		1,875,000		0.2		500,000		0		0								100

		X-Met Fabricating & Finish Ltd		Director		Dec-02		2,400,000		3,100,000		3,500,000		4,000,000		60		58,333		0.25		0.25		0.25		875,000		0.2		700,000		770,000		808,500		13.9		0.6		350,000		420,000		525,000		9.0		0.2		700,000		0.7		2,450,000		0.1		350,000		0		0		10						80

		Omega Critical Care Ltd		managing director		Aug-03								6,000,000		16		0		0.5		0.50		0.50		0		0		0		0		0				1		0		0		0				0		0		0.01		0		0.04		0		0.95		0		16						95

		SST Sensing Ltd		Managing Director		Aug-02		214,000		846,000		1,300,000		4,500,000		6		216,667		0.25		0.25		0.25		325,000		0		325,000		357,500		375,375		1.7		0		325,000		390,000		487,500		2.3		0.5		650,000		0.05		65,000		0.1		130,000		0.35		455,000		18				3		75

		Semiscenic		Operations Director		Apr-03				670,000		1,000,000		3,500,000		9		111,111		0.5		0.25		0.5		500,000		0.25		375,000		412,500		433,125		3.9		0.25		375,000		450,000		562,500		5.1		0		0		0.1		100,000		0.4		400,000		0.5		500,000		5		10		0		50

		Summit Engineering Services		director		Feb-03		465,000		700,000		825,000		1,200,000		15		55,000		0		0.25		0.25		206,250		0.25		154,688		170,156		178,664		3.2		0.75		51,563		61,875		77,344		1.4		0.2		165,000		0.8		660,000		0		0		0		0		7		2		0		50

		ADREL		MD		Sep-03				900,000		1,500,000		2,500,000		28		53,571		0		0.30		0.30		450,000		0		450,000		495,000		519,750		9.7		0.5		225,000		270,000		337,500		6.3		0.1		150,000		0.8		1,200,000		0.1		150,000		0		0		28						90

		Anaxiom (Scotland) Ltd		CEO		Dec-04						150,000		3,000,000		18		8,333		0.5		0.25		0.5		75,000		0		75,000		82,500		86,625								0		0				0.4		60,000		0.3		45,000		0.3		45,000		0		0		29						80

		Euro Fast Foods		director		2002		400,000		450,000		1,000,000		2,500,000		12		83,333		0		0.50		0.50		500,000		0		500,000		550,000		577,500		6.9		0.4		300,000		360,000		450,000		5.4		0.1		100,000		0.35		350,000		0.55		550,000		0		0		6						90

		Link Cable Assemblies		director		Apr-02				1,400,000		1,800,000		6,500,000		35		51,429		0.25		0.50		0.50		900,000		0		900,000		990,000		1,039,500		20.2		0.2		720,000		864,000		1,080,000		21.0		0.2		360,000		0.4		720,000		0.2		360,000		0.2		360,000		10						80

		Media 4G		Managing Director		Nov-02				90,000		400,000		3,000,000		9		44,444		0		0.25		0.25		100,000		0		100,000		110,000		115,500		2.6		0		100,000		120,000		150,000		3.4		0		0		0.95		380,000		0		0		0.05		20,000		10						80

		IBP Strategy and Research		Director		Dec-02				29,000		400,000		1,000,000		26		15,385		0		0.10				0		0.1		0		0		0		0.0		0.7		0		0		0		0.0		0.1		40,000		0.7		280,000		0.2		80,000		0		0		3						75

		KG interactive		MD				100,000		220,000		400,000		1,100,000		5		80,000		0.25		1.00		1.00		400,000		0		400,000		440,000		462,000		5.8				400,000		480,000		600,000		7.5		0.5		200,000		0.3		120,000		0.2		80,000		0		0		15						90

		Interface Technology Solutions		MD		5/1/04				250,000		250,000		750,000		4		62,500		0.5		0.25		0.5		125,000		0		125,000		137,500		144,375		2.3		0		125,000		150,000		187,500		3.0		0.05		12,500		0.5		125,000		0.45		112,500		0		0		15		3		2		100

		Flat Panel Solutions Ltd		Funders, Financial Controller		Feb-05						275,000		605,000		3		91,667		0.5		0.50		0.50		137,500		0		137,500		151,250		158,813		1.7		0		137,500		165,000		206,250		2.3				0		0		0		1		275,000		0		0		15						100

		thru Deck Services Ltd		Director		1-Feb-04				890,000		1,200,000		1,200,000		12		100,000		0.75		0.75		0.75		900,000		0.05		855,000		940,500		987,525		9.9		0.2		720,000		864,000		1,080,000		10.8		0.2		240,000		0.45		540,000		0.15		180,000		0.2		240,000		6						75

		Merchant City Distributors		Marketing & Account Manager		Mar-93		1,400,000		2,577,000		3,000,000		10,000,000		29		103,448		0.1		0.00		0.1		300,000				300,000		330,000		346,500		3.3		1		0		0		0		0.0		0.7		2,100,000		0.3		900,000		0		0		0		0		20		5		5		100

		Hometech		MD		May-02										30		0		0.25		0.00		0.25		0		0		0		0		0				1		0		0		0				0		0		0.5		0		0.5		0		0		0				23		7		100

		Advance Tool Manufacture		director		29-Apr-02		460,000		600,000		600,000		1,000,000		10		60,000		0.25		0.25		0.25		150,000		0.2		120,000		132,000		138,600		2.3		0.8		30,000		36,000		45,000		0.8		0		0		0.5		300,000		0.1		60,000		0.4		240,000		6						90

		Learning Assistant		Director		21.02.02		50,000		90,000		130,000		720,000		4		32,500		0.25		0.25		0.25		32,500		0		32,500		35,750		37,538		1.2		0		32,500		39,000		48,750		1.5		0.05		6,500		0.75		97,500		0.2		26,000		0		0		5				5		100

		Covanburn Contracts		MD		Feb-04						1,000,000		2,000,000		14		71,429		0.25		0.00		0.25		250,000		0.7		75,000		82,500		86,625		1.2		0.3		175,000		210,000		262,500		3.7		0.35		350,000		0.6		600,000		0.05		50,000		0		0		6		8				100

		Cameron Kilts		MD		9-Feb-03				220,000		350,000		600,000		11		31,818		0		0.25		0.25		87,500		0.8		17,500		19,250		20,213		0.6		0.2		70,000		84,000		105,000		3.3		0.4		140,000		0.3		105,000		0.25		87,500		0.05		17,500		8						100

		Sample Total		23								22,055,000				405		62,880		0.25		0.32		0.39		7,176,250		0.15		6,132,813		6,746,094		7,083,398		100.2				4,695,937.5		5,635,125.0		7,043,906.3		100.3				5,470,250				11,245,000				3,507,250				1,832,500		241

		Population no.		61

		P/R ratio		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65				2.65				2.65				2.65				2.65		2.65		2.65		2.65

		Populkation totals		61		0		0		0		58,445,750		0		1,073		166,633		1		1		1		19,017,063		0		16,251,953		17,877,148		18,771,006		266		0		12,444,234		14,933,081		18,666,352		266		0				0				0				0				639

																																																				22,055,000

																																								541		% sales in Lanarkshire		25%

																																								1120		% sales in rest of Scotland		51%

																																								346		% sales in rest of UK		16%

																																								183		% sales outside UK		8%

																																								2190





ec imp now

		0

		0

		0

		0





ec imp 3 yrs

		q1		q80		q82						q62		q68						q89										q90

		Business name		D1 T/O 04-05		D1 T/O 3 yrs time		Curent employment		T/over employment ratio		C13 start-up additl		C16 Survival addtinl		biggest of the two		t'over net of additionality		D4 % Lanrk displ		less Lanrk displ		plus lank supp multplr 1.1		plus Lanrk inc mult 1.05		convert to Lank jobs		D4 % Sco displ		less Sco displ		plus sco supply mult 1.2		plus sco inc mult 1.25		convert to Sco jobs

		Advanced Roller Doors		475,000		750,000		9		52,778		0.25		0.50		0.50		375,000		0.25		281,250		309,375		324,844		6.2		0.75		93,750		112,500		140,625		2.7

		McArthur Mechanical & Electric Services Ltd		2,500,000		5,000,000		40		62,500		0.25		0.25		0.25		1,250,000		0.5		625,000		687,500		721,875		11.6		0.2		1,000,000		1,200,000		1,500,000		24.0

		X-Met Fabricating & Finish Ltd		3,500,000		4,000,000		60		58,333		0.25		0.25		0.25		1,000,000		0.2		800,000		880,000		924,000		15.8		0.6		400,000		480,000		600,000		10.3

		Omega Critical Care Ltd				6,000,000		16		0		0.5		0.50		0.50		3,000,000		0		3,000,000		3,300,000		3,465,000				1		0		0		0

		SST Sensing Ltd		1,300,000		4,500,000		6		216,667		0.25		0.25		0.25		1,125,000		0		1,125,000		1,237,500		1,299,375		6.0		0		1,125,000		1,350,000		1,687,500		7.8

		Semiscenic		1,000,000		3,500,000		9		111,111		0.5		0.25		0.5		1,750,000		0.25		1,312,500		1,443,750		1,515,938		13.6		0.25		1,312,500		1,575,000		1,968,750		17.7

		Summit Engineering Services		825,000		1,200,000		15		55,000		0		0.25		0.25		300,000		0.25		225,000		247,500		259,875		4.7		0.75		75,000		90,000		112,500		2.0

		ADREL		1,500,000		2,500,000		28		53,571		0		0.30		0.30		750,000		0		750,000		825,000		866,250		16.2		0.5		375,000		450,000		562,500		10.5

		Anaxiom (Scotland) Ltd		150,000		3,000,000		18		8,333		0.5		0.25		0.5		1,500,000		0		1,500,000		1,650,000		1,732,500								0		0

		Euro Fast Foods		1,000,000		2,500,000		12		83,333		0		0.50		0.50		1,250,000		0		1,250,000		1,375,000		1,443,750		17.3		0.4		750,000		900,000		1,125,000		13.5

		Link Cable Assemblies		1,800,000		6,500,000		35		51,429		0.25		0.50		0.50		3,250,000		0		3,250,000		3,575,000		3,753,750		73.0		0.2		2,600,000		3,120,000		3,900,000		75.8

		Media 4G		400,000		3,000,000		9		44,444		0		0.25		0.25		750,000		0		750,000		825,000		866,250		19.5		0		750,000		900,000		1,125,000		25.3

		IBP Strategy and Research		400,000		1,000,000		26		15,385		0		0.10				0		0.1		0		0		0		0.0		0.7		0		0		0		0.0

		KG interactive		400,000		1,100,000		5		80,000		0.25		1.00		1.00		1,100,000		0		1,100,000		1,210,000		1,270,500		15.9				1,100,000		1,320,000		1,650,000		20.6

		Interface Technology Solutions		250,000		750,000		4		62,500		0.5		0.25		0.5		375,000		0		375,000		412,500		433,125		6.9		0		375,000		450,000		562,500		9.0

		Flat Panel Solutions Ltd		275,000		605,000		3		91,667		0.5		0.50		0.50		302,500		0		302,500		332,750		349,388		3.8		0		302,500		363,000		453,750		5.0

		thru Deck Services Ltd		1,200,000		1,200,000		12		100,000		0.75		0.75		0.75		900,000		0.05		855,000		940,500		987,525		9.9		0.2		720,000		864,000		1,080,000		10.8

		Merchant City Distributors		3,000,000		10,000,000		29		103,448		0.1		0.00		0.1		1,000,000				1,000,000		1,100,000		1,155,000		11.2		1		0		0		0		0.0

		Hometech						30		0		0.25		0.00		0.25		0		0		0		0		0				1		0		0		0

		Advance Tool Manufacture		600,000		1,000,000		10		60,000		0.25		0.25		0.25		250,000		0.2		200,000		220,000		231,000		3.9		0.8		50,000		60,000		75,000		1.3

		Learning Assistant		130,000		720,000		4		32,500		0.25		0.25		0.25		180,000		0		180,000		198,000		207,900		6.4		0		180,000		216,000		270,000		8.3

		Covanburn Contracts		1,000,000		2,000,000		14		71,429		0.25		0.00		0.25		500,000		0.7		150,000		165,000		173,250		2.4		0.3		350,000		420,000		525,000		7.4

		Cameron Kilts		350,000		600,000		11		31,818		0		0.25		0.25		150,000		0.8		30,000		33,000		34,650		1.1		0.2		120,000		144,000		180,000		5.7

		Sample Total		22,055,000				405		62,880		0.25		0.32		0.39		21,057,500		0.15		19,061,250		20,967,375		22,015,744		245.3				11,678,750.0		14,014,500.0		17,518,125.0		257.6

		Population no.

		P/R ratio		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65

		Populkation totals		58,445,750		0		1,073		166,633		1		1		1		55,802,375		0		50,512,313		55,563,544		58,341,721		650		0		30,948,688		37,138,425		46,423,031		683

																																541		% sales in Lanarkshire		25%

																																1120		% sales in rest of Scotland		51%

																																346		% sales in rest of UK		16%

																																183		% sales outside UK		8%

																																2190





ec imp 3 yrs

		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08



02-03 starts

		q1		q7		q76		q78		q80		q82

		Business name		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time

		Advanced Roller Doors		6/3/03		475,000		475,000		475,000		750,000

		X-Met Fabricating & Finish Ltd		Dec-02		2,400,000		3,100,000		3,500,000		4,000,000

		SST Sensing Ltd		Aug-02		214,000		846,000		1,300,000		4,500,000

		Summit Engineering Services		Feb-03		465,000		700,000		825,000		1,200,000

		Euro Fast Foods		2002		400,000		450,000		1,000,000		2,500,000

		KG interactive				100,000		220,000		400,000		1,100,000

		Merchant City Distributors		Mar-93		1,400,000		2,577,000		3,000,000		10,000,000

		Advance Tool Manufacture		29-Apr-02		460,000		600,000		600,000		1,000,000

		Learning Assistant		21.02.02		50,000		90,000		130,000		720,000

		Sample Total				5,964,000		9,058,000		11,230,000		25,770,000

						662,667		1,006,444		1,247,778		2,863,333

		2002-03		5.96

		2003-04		9.08

		2004-05		11.23

		2007-08		25.77

		2002-03		$662,000

		2003-04		$1,006,000

		2004-05		$1,247,000

		2007-08		2,863





02-03 starts

		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08



03-04 starts

		0

		0

		0





04-05 starts

		0

		0

		0





		q1		q7		q76		q78		q80		q82

		Business name		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time

		McArthur Mechanical & Electric Services Ltd		Sep-03				1,900,000		2,500,000		5,000,000

		Semiscenic		Apr-03				670,000		1,000,000		3,500,000

		ADREL		Sep-03				900,000		1,500,000		2,500,000

		Link Cable Assemblies		Apr-02				1,400,000		1,800,000		6,500,000

		Media 4G		Nov-02				90,000		400,000		3,000,000

		IBP Strategy and Research		Dec-02				29,000		400,000		1,000,000

		Interface Technology Solutions		5/1/04				250,000		250,000		750,000

		thru Deck Services Ltd		1-Feb-04				890,000		1,200,000		1,200,000

		Cameron Kilts		9-Feb-03				220,000		350,000		600,000

		Sample Total						6,349,000		9,400,000

								705,444		1,044,444

		2003-04		$705,000

		2004-05		$1,044,000





		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08



		0

		0





		q1		q7		q76		q78		q80		q82

		Business name		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time

		Omega Critical Care Ltd		Aug-03								6,000,000

		Anaxiom (Scotland) Ltd		Dec-04								3,000,000

		Flat Panel Solutions Ltd		Feb-05						275,000		605,000

		Hometech		May-02

		Covanburn Contracts		Feb-04						1,000,000		2,000,000

		Sample Total								1,275,000





		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08
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Chart2
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		2004-05
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ec imp now

		q1		q3		q7		q76		q78		q80		q82						q62		q68						q89										q90										q85				q86				q87				q88				q92		q93		q94		q95

		Business name		Position		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time		Curent employment		T/over employment ratio		C13 start-up additl		C16 Survival addtinl		biggest of the two		t'over net of additionality		D4 % Lanrk displ		less Lanrk displ		plus lank supp multplr 1.1		plus Lanrk inc mult 1.05		convert to Lank jobs		D4 % Sco displ		less Sco displ		plus sco supply mult 1.2		plus sco inc mult 1.25		convert to Sco jobs		D3 % sales Lan		actual sales Lanarks		D3 % sales RoS		actual sales scot		D3 % sales RoUK		actual sales roUK		D3 % sales out of UK		actual sales out UK		D6a More jobs Lan		D6a More jobs elsewhere		D6a More jobs out Scot		D6b Likely jobs materialise (%)

		Advanced Roller Doors		Owner/director		6/3/03		475,000				475,000		750,000		9		52,778		0.25		0.50		0.50		237,500		0.25		178,125		195,938		205,734		3.9		0.75		59,375		71,250		89,063		1.7		0.15		71,250		0.7		332,500		0.15		71,250		0		0		3						80

		McArthur Mechanical & Electric Services Ltd		Director		Sep-03				1,900,000		2,500,000		5,000,000		40		62,500		0.25		0.25		0.25		625,000		0.5		312,500		343,750		360,938		5.8		0.2		500,000		600,000		750,000		12.0		0.05		125,000		0.75		1,875,000		0.2		500,000		0		0								100

		X-Met Fabricating & Finish Ltd		Director		Dec-02		2,400,000		3,100,000		3,500,000		4,000,000		60		58,333		0.25		0.25		0.25		875,000		0.2		700,000		770,000		808,500		13.9		0.6		350,000		420,000		525,000		9.0		0.2		700,000		0.7		2,450,000		0.1		350,000		0		0		10						80

		Omega Critical Care Ltd		managing director		Aug-03								6,000,000		16		0		0.5		0.50		0.50		0		0		0		0		0				1		0		0		0				0		0		0.01		0		0.04		0		0.95		0		16						95

		SST Sensing Ltd		Managing Director		Aug-02		214,000		846,000		1,300,000		4,500,000		6		216,667		0.25		0.25		0.25		325,000		0		325,000		357,500		375,375		1.7		0		325,000		390,000		487,500		2.3		0.5		650,000		0.05		65,000		0.1		130,000		0.35		455,000		18				3		75

		Semiscenic		Operations Director		Apr-03				670,000		1,000,000		3,500,000		9		111,111		0.5		0.25		0.5		500,000		0.25		375,000		412,500		433,125		3.9		0.25		375,000		450,000		562,500		5.1		0		0		0.1		100,000		0.4		400,000		0.5		500,000		5		10		0		50

		Summit Engineering Services		director		Feb-03		465,000		700,000		825,000		1,200,000		15		55,000		0		0.25		0.25		206,250		0.25		154,688		170,156		178,664		3.2		0.75		51,563		61,875		77,344		1.4		0.2		165,000		0.8		660,000		0		0		0		0		7		2		0		50

		ADREL		MD		Sep-03				900,000		1,500,000		2,500,000		28		53,571		0		0.30		0.30		450,000		0		450,000		495,000		519,750		9.7		0.5		225,000		270,000		337,500		6.3		0.1		150,000		0.8		1,200,000		0.1		150,000		0		0		28						90

		Anaxiom (Scotland) Ltd		CEO		Dec-04						150,000		3,000,000		18		8,333		0.5		0.25		0.5		75,000		0		75,000		82,500		86,625								0		0				0.4		60,000		0.3		45,000		0.3		45,000		0		0		29						80

		Euro Fast Foods		director		2002		400,000		450,000		1,000,000		2,500,000		12		83,333		0		0.50		0.50		500,000		0		500,000		550,000		577,500		6.9		0.4		300,000		360,000		450,000		5.4		0.1		100,000		0.35		350,000		0.55		550,000		0		0		6						90

		Link Cable Assemblies		director		Apr-02				1,400,000		1,800,000		6,500,000		35		51,429		0.25		0.50		0.50		900,000		0		900,000		990,000		1,039,500		20.2		0.2		720,000		864,000		1,080,000		21.0		0.2		360,000		0.4		720,000		0.2		360,000		0.2		360,000		10						80

		Media 4G		Managing Director		Nov-02				90,000		400,000		3,000,000		9		44,444		0		0.25		0.25		100,000		0		100,000		110,000		115,500		2.6		0		100,000		120,000		150,000		3.4		0		0		0.95		380,000		0		0		0.05		20,000		10						80

		IBP Strategy and Research		Director		Dec-02				29,000		400,000		1,000,000		26		15,385		0		0.10				0		0.1		0		0		0		0.0		0.7		0		0		0		0.0		0.1		40,000		0.7		280,000		0.2		80,000		0		0		3						75

		KG interactive		MD				100,000		220,000		400,000		1,100,000		5		80,000		0.25		1.00		1.00		400,000		0		400,000		440,000		462,000		5.8				400,000		480,000		600,000		7.5		0.5		200,000		0.3		120,000		0.2		80,000		0		0		15						90

		Interface Technology Solutions		MD		5/1/04				250,000		250,000		750,000		4		62,500		0.5		0.25		0.5		125,000		0		125,000		137,500		144,375		2.3		0		125,000		150,000		187,500		3.0		0.05		12,500		0.5		125,000		0.45		112,500		0		0		15		3		2		100

		Flat Panel Solutions Ltd		Funders, Financial Controller		Feb-05						275,000		605,000		3		91,667		0.5		0.50		0.50		137,500		0		137,500		151,250		158,813		1.7		0		137,500		165,000		206,250		2.3				0		0		0		1		275,000		0		0		15						100

		thru Deck Services Ltd		Director		1-Feb-04				890,000		1,200,000		1,200,000		12		100,000		0.75		0.75		0.75		900,000		0.05		855,000		940,500		987,525		9.9		0.2		720,000		864,000		1,080,000		10.8		0.2		240,000		0.45		540,000		0.15		180,000		0.2		240,000		6						75

		Merchant City Distributors		Marketing & Account Manager		Mar-93		1,400,000		2,577,000		3,000,000		10,000,000		29		103,448		0.1		0.00		0.1		300,000				300,000		330,000		346,500		3.3		1		0		0		0		0.0		0.7		2,100,000		0.3		900,000		0		0		0		0		20		5		5		100

		Hometech		MD		May-02										30		0		0.25		0.00		0.25		0		0		0		0		0				1		0		0		0				0		0		0.5		0		0.5		0		0		0				23		7		100

		Advance Tool Manufacture		director		29-Apr-02		460,000		600,000		600,000		1,000,000		10		60,000		0.25		0.25		0.25		150,000		0.2		120,000		132,000		138,600		2.3		0.8		30,000		36,000		45,000		0.8		0		0		0.5		300,000		0.1		60,000		0.4		240,000		6						90

		Learning Assistant		Director		21.02.02		50,000		90,000		130,000		720,000		4		32,500		0.25		0.25		0.25		32,500		0		32,500		35,750		37,538		1.2		0		32,500		39,000		48,750		1.5		0.05		6,500		0.75		97,500		0.2		26,000		0		0		5				5		100

		Covanburn Contracts		MD		Feb-04						1,000,000		2,000,000		14		71,429		0.25		0.00		0.25		250,000		0.7		75,000		82,500		86,625		1.2		0.3		175,000		210,000		262,500		3.7		0.35		350,000		0.6		600,000		0.05		50,000		0		0		6		8				100

		Cameron Kilts		MD		9-Feb-03				220,000		350,000		600,000		11		31,818		0		0.25		0.25		87,500		0.8		17,500		19,250		20,213		0.6		0.2		70,000		84,000		105,000		3.3		0.4		140,000		0.3		105,000		0.25		87,500		0.05		17,500		8						100

		Sample Total		23								22,055,000				405		62,880		0.25		0.32		0.39		7,176,250		0.15		6,132,813		6,746,094		7,083,398		100.2				4,695,937.5		5,635,125.0		7,043,906.3		100.3				5,470,250				11,245,000				3,507,250				1,832,500		241

		Population no.		61

		P/R ratio		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65				2.65				2.65				2.65				2.65		2.65		2.65		2.65

		Populkation totals		61		0		0		0		58,445,750		0		1,073		166,633		1		1		1		19,017,063		0		16,251,953		17,877,148		18,771,006		266		0		12,444,234		14,933,081		18,666,352		266		0				0				0				0				639

																																																				22,055,000

																																								541		% sales in Lanarkshire		25%

																																								1120		% sales in rest of Scotland		51%

																																								346		% sales in rest of UK		16%

																																								183		% sales outside UK		8%

																																								2190





ec imp now

		0

		0

		0

		0





ec imp 3 yrs

		q1		q80		q82						q62		q68						q89										q90

		Business name		D1 T/O 04-05		D1 T/O 3 yrs time		Curent employment		T/over employment ratio		C13 start-up additl		C16 Survival addtinl		biggest of the two		t'over net of additionality		D4 % Lanrk displ		less Lanrk displ		plus lank supp multplr 1.1		plus Lanrk inc mult 1.05		convert to Lank jobs		D4 % Sco displ		less Sco displ		plus sco supply mult 1.2		plus sco inc mult 1.25		convert to Sco jobs

		Advanced Roller Doors		475,000		750,000		9		52,778		0.25		0.50		0.50		375,000		0.25		281,250		309,375		324,844		6.2		0.75		93,750		112,500		140,625		2.7

		McArthur Mechanical & Electric Services Ltd		2,500,000		5,000,000		40		62,500		0.25		0.25		0.25		1,250,000		0.5		625,000		687,500		721,875		11.6		0.2		1,000,000		1,200,000		1,500,000		24.0

		X-Met Fabricating & Finish Ltd		3,500,000		4,000,000		60		58,333		0.25		0.25		0.25		1,000,000		0.2		800,000		880,000		924,000		15.8		0.6		400,000		480,000		600,000		10.3

		Omega Critical Care Ltd				6,000,000		16		0		0.5		0.50		0.50		3,000,000		0		3,000,000		3,300,000		3,465,000				1		0		0		0

		SST Sensing Ltd		1,300,000		4,500,000		6		216,667		0.25		0.25		0.25		1,125,000		0		1,125,000		1,237,500		1,299,375		6.0		0		1,125,000		1,350,000		1,687,500		7.8

		Semiscenic		1,000,000		3,500,000		9		111,111		0.5		0.25		0.5		1,750,000		0.25		1,312,500		1,443,750		1,515,938		13.6		0.25		1,312,500		1,575,000		1,968,750		17.7

		Summit Engineering Services		825,000		1,200,000		15		55,000		0		0.25		0.25		300,000		0.25		225,000		247,500		259,875		4.7		0.75		75,000		90,000		112,500		2.0

		ADREL		1,500,000		2,500,000		28		53,571		0		0.30		0.30		750,000		0		750,000		825,000		866,250		16.2		0.5		375,000		450,000		562,500		10.5

		Anaxiom (Scotland) Ltd		150,000		3,000,000		18		8,333		0.5		0.25		0.5		1,500,000		0		1,500,000		1,650,000		1,732,500								0		0

		Euro Fast Foods		1,000,000		2,500,000		12		83,333		0		0.50		0.50		1,250,000		0		1,250,000		1,375,000		1,443,750		17.3		0.4		750,000		900,000		1,125,000		13.5

		Link Cable Assemblies		1,800,000		6,500,000		35		51,429		0.25		0.50		0.50		3,250,000		0		3,250,000		3,575,000		3,753,750		73.0		0.2		2,600,000		3,120,000		3,900,000		75.8

		Media 4G		400,000		3,000,000		9		44,444		0		0.25		0.25		750,000		0		750,000		825,000		866,250		19.5		0		750,000		900,000		1,125,000		25.3

		IBP Strategy and Research		400,000		1,000,000		26		15,385		0		0.10				0		0.1		0		0		0		0.0		0.7		0		0		0		0.0

		KG interactive		400,000		1,100,000		5		80,000		0.25		1.00		1.00		1,100,000		0		1,100,000		1,210,000		1,270,500		15.9				1,100,000		1,320,000		1,650,000		20.6

		Interface Technology Solutions		250,000		750,000		4		62,500		0.5		0.25		0.5		375,000		0		375,000		412,500		433,125		6.9		0		375,000		450,000		562,500		9.0

		Flat Panel Solutions Ltd		275,000		605,000		3		91,667		0.5		0.50		0.50		302,500		0		302,500		332,750		349,388		3.8		0		302,500		363,000		453,750		5.0

		thru Deck Services Ltd		1,200,000		1,200,000		12		100,000		0.75		0.75		0.75		900,000		0.05		855,000		940,500		987,525		9.9		0.2		720,000		864,000		1,080,000		10.8

		Merchant City Distributors		3,000,000		10,000,000		29		103,448		0.1		0.00		0.1		1,000,000				1,000,000		1,100,000		1,155,000		11.2		1		0		0		0		0.0

		Hometech						30		0		0.25		0.00		0.25		0		0		0		0		0				1		0		0		0

		Advance Tool Manufacture		600,000		1,000,000		10		60,000		0.25		0.25		0.25		250,000		0.2		200,000		220,000		231,000		3.9		0.8		50,000		60,000		75,000		1.3

		Learning Assistant		130,000		720,000		4		32,500		0.25		0.25		0.25		180,000		0		180,000		198,000		207,900		6.4		0		180,000		216,000		270,000		8.3

		Covanburn Contracts		1,000,000		2,000,000		14		71,429		0.25		0.00		0.25		500,000		0.7		150,000		165,000		173,250		2.4		0.3		350,000		420,000		525,000		7.4

		Cameron Kilts		350,000		600,000		11		31,818		0		0.25		0.25		150,000		0.8		30,000		33,000		34,650		1.1		0.2		120,000		144,000		180,000		5.7

		Sample Total		22,055,000				405		62,880		0.25		0.32		0.39		21,057,500		0.15		19,061,250		20,967,375		22,015,744		245.3				11,678,750.0		14,014,500.0		17,518,125.0		257.6

		Population no.

		P/R ratio		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65		2.65

		Populkation totals		58,445,750		0		1,073		166,633		1		1		1		55,802,375		0		50,512,313		55,563,544		58,341,721		650		0		30,948,688		37,138,425		46,423,031		683

																																541		% sales in Lanarkshire		25%

																																1120		% sales in rest of Scotland		51%

																																346		% sales in rest of UK		16%

																																183		% sales outside UK		8%

																																2190





ec imp 3 yrs

		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08



02-03 starts

		q1		q7		q76		q78		q80		q82

		Business name		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time

		Advanced Roller Doors		6/3/03		475,000		475,000		475,000		750,000

		X-Met Fabricating & Finish Ltd		Dec-02		2,400,000		3,100,000		3,500,000		4,000,000

		SST Sensing Ltd		Aug-02		214,000		846,000		1,300,000		4,500,000

		Summit Engineering Services		Feb-03		465,000		700,000		825,000		1,200,000

		Euro Fast Foods		2002		400,000		450,000		1,000,000		2,500,000

		KG interactive				100,000		220,000		400,000		1,100,000

		Merchant City Distributors		Mar-93		1,400,000		2,577,000		3,000,000		10,000,000

		Advance Tool Manufacture		29-Apr-02		460,000		600,000		600,000		1,000,000

		Learning Assistant		21.02.02		50,000		90,000		130,000		720,000

		Sample Total				5,964,000		9,058,000		11,230,000		25,770,000

						662,667		1,006,444		1,247,778		2,863,333

		2002-03		5.96

		2003-04		9.08

		2004-05		11.23

		2007-08		25.77

		2002-03		$662,000

		2003-04		$1,006,000

		2004-05		$1,247,000

		2007-08		2,863





02-03 starts

		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08



03-04 starts

		0

		0

		0





04-05 starts

		0

		0

		0





		q1		q7		q76		q78		q80		q82

		Business name		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time

		McArthur Mechanical & Electric Services Ltd		Sep-03				1,900,000		2,500,000		5,000,000

		Semiscenic		Apr-03				670,000		1,000,000		3,500,000

		ADREL		Sep-03				900,000		1,500,000		2,500,000

		Link Cable Assemblies		Apr-02				1,400,000		1,800,000		6,500,000

		Media 4G		Nov-02				90,000		400,000		3,000,000

		IBP Strategy and Research		Dec-02				29,000		400,000		1,000,000

		Interface Technology Solutions		5/1/04				250,000		250,000		750,000

		thru Deck Services Ltd		1-Feb-04				890,000		1,200,000		1,200,000

		Cameron Kilts		9-Feb-03				220,000		350,000		600,000

		Sample Total						6,349,000		9,400,000

								705,444		1,044,444

		2003-04		$705,000

		2004-05		$1,044,000





		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08



		0

		0





		q1		q7		q76		q78		q80		q82

		Business name		Start up date		D1 T/O 02-03		D1 T/O 03-04		D1 T/O 04-05		D1 T/O 3 yrs time

		Omega Critical Care Ltd		Aug-03								6,000,000

		Anaxiom (Scotland) Ltd		Dec-04								3,000,000

		Flat Panel Solutions Ltd		Feb-05						275,000		605,000

		Hometech		May-02

		Covanburn Contracts		Feb-04						1,000,000		2,000,000

		Sample Total								1,275,000





		% sales in Lanarkshire

		% sales in rest of Scotland

		% sales in rest of UK

		% sales outside UK



0.25

0.51

0.16

0.08
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		Previously High Growth User service

		Currently High Growth Service user

		Previously LBIC tenant

		Currently LBIC tenant



39%

22%

39%

39

39

22
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Q4

		

		Current status

		Previously High Growth User service		39

		Currently High Growth Service user		39

		Previously LBIC tenant		22

		Currently LBIC tenant		4

				104





Q4

		



39%

22%

39%



A4

		

		Employment level (FT)

						counts						A4 Employment figures - full-time

		1-5 FT		22		5

		6-10 FT		26		6

		11-15 FT		17		4

		16-20 FT		9		2

		over 21 FT		26		6

						23

		one employs 60





A4

		0		0		0		0		0



1-5 FT

6-10 FT

11-15 FT

16-20 FT

over 21 FT

%



A4 breakdown

		

				Employment Levels

				1-5		6-10		11-15		16-20		over 21		Total companies

		Graduates		11		1		-		-		-		12

		Women not in Management		14		1		-		1		1		17

		Women in Management		10		-		-		-		-		10

		Other technical staff		11		5		-		1		3		20

		Disabled		3		-		-		-		-		3

		Ethnic minorities/ Disadvantaged communities		1		1		-				1		3





B2

		

		Main motivations for starting in business

		Be my own boss		48

		Product idea/gap in market		48

		Better income		27

		Different lifestyle		27

		Better working environ.		22

		Way out of unemployment		9

		Others		17





B2

		0		0		0		0		0		0		0



Be my own boss

Product idea/gap in market

Better income

Different lifestyle

Better working environ.

Way out of unemployment

Others

%



B3

		

		Contact from SEL		35

		Contact from BG		30

		Another firm/WOM		22

		Other public sector agency		9

		Other		4





B3

		0

		0

		0

		0

		0





B6

		

		Initial reasons for approaching the Incubation Centre/Service

		Availability of support		57		B6 Initial reasons for approaching the Incubation Centre/ Service

		Possibility of revenue/capital grants		52

		Recommended by business advisor		43

		Availability of premises/offices		22

		Support from business advisor		22

		Recommended by another business		4





B6

		0		0		0		0		0		0



Availability of support

Possibility of revenue/capital grants

Recommended by business advisor

Availability of premises/offices

Support from business advisor

Recommended by another business

%



B9

		

		Initial discussion with Business Advisor

		Discussion of business idea		57

		Discussion of funding support		57

		Discussion of funding requirements		52

		Gen. encouragement re starting-up business		43				B9 Initial discussion with business advisor

		Support avail. through Incubation Centre		39

		Resources available		35

		Development of an action plan		22

		Other		4





B9

		0		0		0		0		0		0		0		0



Discussion of business idea

Discussion of funding support

Discussion of funding requirements

Gen. encouragement re starting-up business

Support avail. through Incubation Centre

Resources available

Development of an action plan

Other

%



B11

		

		Current levels of support

								B11 Current support

		Source funding		73

		Strategy development		33

		Finance planning		33

		HR support		20

		IIP support		20

		Marketing plan		13

		IPR support		13

		Leadership development		7

		Other		20





B11

		0		0		0		0		0		0		0		0		0



Source funding

Strategy development

Finance planning

HR support

IIP support

Marketing plan

IPR support

Leadership development

Other

%



C3

		

		Importance of current site to business needs

				Rank						Base

				1		2		3

		Location (%)		61		39		-		18

		Accessibility to staff (%)		31		38		31		16

		Accessibility to customers (%)		30		20		50		16

		Image/ aesthetics (%)		25		50		25		10

		Services (%)		20		20		60		4

		Size (%)		19		38		44		5

						C3 Importance of current site to business needs





C11

		

		Business advisor support

		ID of funding requirements		88

		ID of investors		65						C11 Funding support

		Legal		47

		Help with investment strategy		41

		IPR		24

		Networking opportunities		24

		Investment tactics		18

		Other		6





C11

		0		0		0		0		0		0		0		0



ID of funding requirements

ID of investors

Legal

Help with investment strategy

IPR

Networking opportunities

Investment tactics

Other

%



C13

		

		Imact

								C13 Impact of the Incubation Centre/ High Growth Service

		Would have started up at a later date		8

		Would have started up on a smaller scale		7

		Definitely would have started up anyway		6

		Probably would have started up anyway		1

		Probably would not have started up		1





C13

		0		0		0		0		0



Would have started up at a later date

Would have started up on a smaller scale

Definitely would have started up anyway

Probably would have started up anyway

Probably would not have started up



C17

		

								C17 Element of incubator support that has made the greatest contribution

		Help with funding		55

		Access to specialist services		14

		Premises and facilities		9

		Help with IPR protection, legal advice, technical support		9

		Rent free period		5

		Business advisor support		5

		B=22





C17

		0		0		0		0		0		0



Help with funding

Access to specialist services

Premises and facilities

Help with IPR protection, legal advice, technical support

Rent free period

Business advisor support

%



C19

		

		Impact of support

		Accessing finance		100		23				C19 Impact of support on business

		Business planning		87		23

		Business confidence		78		23

		Financial control		57		23

		Marketing		48		23

		Attitude to risk taking		43		23

		Product development		26		23

		Other





C19

		0		0		0		0		0		0		0



Accessing finance

Business planning

Business confidence

Financial control

Marketing

Attitude to risk taking

Product development

%



D2

		

		Impact of High Growth Service

										D2 Imact of the High Growth Service on buisness performance

		Keeping costs down		43

		Making us more profitable		24

		Generate sales		14

		Employing more people		19





D2

		0

		0

		0

		0





E2

		

		Other benefits from the Incubation Centre

								E2 Benefits from involvement with the Incubation Centre

		Better understanding of funding requirements		96		23

		Improved knowledge of access to funding		85		23

		Made new contacts		83		23

		Better investment tactics		70		23

		Greater awareness of networking opps.		65		23

		Better knowledge of market opps.		26		23

		Better knowledge of customer needs		26		23

		Improved knowledge of competitor strength		21		20





E2

		0		0		0		0		0		0		0		0



Better understanding of funding requirements

Improved knowledge of access to funding

Made new contacts

Better investment tactics

Greater awareness of networking opps.

Better knowledge of market opps.

Better knowledge of customer needs

Improved knowledge of competitor strength

%



F1a

		

		Business advisor input

										F1a Input of the business advisor

		Financial advice		96

		Business development advice		78

		Start-up advice		57

		Legal advice		43

		Marketing advice		39

		Technical advice		9

		Other		13





F1a

		0		0		0		0		0		0		0



Financial advice

Business development advice

Start-up advice

Legal advice

Marketing advice

Technical advice

Other

%



F5a

		

		Business advisor's performance

				Rating (4=very good)

				1		2		3		4

		Fit' with the firm's management personalities (%)		-		5		16		79		19

		Understanding of your firm's plans and aspirations (%)		-		9		17		74		20

		Fit' with the firm's management style (%)		-		5		21		74		19

		General communication (%)		4		9		17		70		23

		Understanding of your firm's potential operations (%)		-		9		35		57		23

		Overall assistance provided (%)		-		4		39		57		23

		Speed of any application process (%)		9		9		30		52		23

		Relevance of recommendations (%)		-		9		45		45		22

		Follow up after 'hatching' (%)		12		18		29		41		17

		Knowledge of your firm's product and  sector (%)		10		10		50		35		20

		Identification of future needs of your firm (%)		5		20		40		35		20

				F5a Performance of the business advisor





C1

		

		Pre-start support services								NOT UPDATED

										C1 Pre-start support services received from the business advisor

		Capital grants		47

		Meeting rooms		32

		Incubation offices/ accommodation		26

		Business mentoring		26

		Revenue grants		26

		Specialist services		21

		Internet/ email		21

		Venture capital		16

		Admin. support		11

		IPR protection		11

		Technical support		5

		Other		53





C1

		



Capital grants

Meeting rooms

Incubation offices/ accommodation

Business mentoring

Revenue grants

Specialist services

Internet/ email

Venture capital

Admin. support

IPR protection

Technical support

Other

%




