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Executive Summary

Scottish Enterprise Renfrewshire (SER) commissioned EKOS to undertake an evaluation of the Internationalisation Programme aimed at examining its performance against targets, achievement of objectives and outputs, and to assess the economic impact at the local and national level.

Objectives

The objectives of the evaluation were to provide SER with an understanding of:

· the extent to which the Programme’s  objectives and targets had been achieved;

· the impact that the Programme has had on the local and national economy in terms of employment and sales impacts;

· the impact that the Programme has had on company performance; and

· future activity that SER should engage in relation to internationalisation.

Programme Description

Companies supported through the International Trade programmes are those identified as possessing the necessary attributes and potential to make significant local impact and compete in the global economy, and who operate in the network priority sectors.  Support is offered through a number of Network products:

· international strategy guidance and awareness;

· exhibitions and mission participation and attendance;

· international mentoring;

· international market presence; and 

· overseas market support.

The funding for the Programme, which is delivered by Business Gateway International Renfrewshire (BGIR), has been just under £1.1m over the period 2003-2006, with SER providing £0.847m and ERDF £0.43m.  BGIR work with Scottish Development International to prepare companies for export, market entry and overseas support.

Consultation Programme

Consultations were held with executives from both SE Renfrewshire and BGIR, and with officials from key partners within the local authorities – East Renfrewshire Council, Inverclyde Council and Renfrewshire Council.  The key findings from the consultation were that:

· although targets have changed over time they are being met;
· strengths – experience of advisers, flexibility of the programme to meet company needs, and involvement of BGIR in the export forum which enables best practice to be shared; and

· weaknesses – the lack of funding in 2006 to allow export activity, confusion amongst companies in relation to branding (SER, BGIR, SDI etc), and the SE segmentation model, which excluded some companies from support who might previously have benefited from support. 
Business Survey

A key aspect of the study was to conduct interviews with a range of Renfrewshire businesses that had received support from the Programme.  In total 35 companies that received support were interviewed (through face-to-face meetings, telephone interviews and email questionnaires).
The results from the surveys of supported companies show that, for most of the products that constitute the Programme, companies rated the products highly.  In addition, they believe that support has helped them to secure additional exporting sales, create additional employment, increase their trading capacity and improve their knowledge, skills and attitude toward exporting.  Key statistics, relating to gross impacts resulting from the support received, include:

· 71% have experienced a change in export turnover;

· 71% expect to achieve a change in turnover in the next 2-3 years;

· 50% have experienced an increase in employment;

· 83% expect to experience an increase in employment in the next 2-3 years;

· 50% have experienced an increase in profits;

· 50% expect to achieve an increase in profits in the next 2-3 years;50%

· 69% have improved their competitive position; and 
· 66% have improved their export confidence. 
Economic Impact

The economic impacts were derived from information and data obtained from the survey of companies.  Impacts were reported as gross outputs, in order to convert these to net impacts for the local and Scottish economies, account was taken of additionality, displacement and multiplier effects.  Finally, the sample size of respondents was grossed up to account for the whole sample size of supported businesses.  GVA calculations and cost per job figure were also calculated.  Table 1 presents the results.

	Table 1: Summary of Realised Economic Impacts (Grossed Up)

	Gross sales 
	£52.2m

	Gross employment 
	570.5 FTEs

	Realised net sales – local 
	£16.4m

	Realised net sales – national 
	£18m

	Realised net employment – local 
	189.6 FTEs

	Realised net employment – national 
	233.6 FTEs

	Realised GVA contribution – local 
	£8.2m

	Realised GVA contribution – national 
	£9.8m

	Cost per job – gross
	£1,282

	Cost per job local 
	£1,795

	Cost per job national
	£1,425


Gross sales were just over £52m and gross employment of 570 FTEs.  The value of the net additional realised sales, after taking account of attribution, additionality, displacement and multiplier impacts were some £16.4m at the local level, and £18m at the national level.  Net additional employment was 190 FTEs at the local level and 234 FTEs at the national level.  The support to companies has generated additional GVA of just over £8m at the local level and almost £10m at the national level. 

Table 2 presents results with respect to anticipated impacts.

	Table 2: Summary Anticipated Economic Impacts (Grossed Up)

	Anticipated net sales – local
	£43.6m

	Anticipated net sales – national
	£53.2m

	Anticipated net employment – local
	282 FTEs

	Anticipated net employment – national
	360.4 FTEs

	Anticipated GVA contribution – local 
	£12.1m

	Anticipated GVA contribution – national 
	£15.5m


Business expect over the coming two years to generate additional sales and employment impacts, which exceed those already realised.  Sales are expected to be some £44m at the local level and £53m at the national level.  Employment growth is anticipated to be 282 jobs at the local level and 360 FTEs at the national level.  GVA will be £12m at the local level and £16m at the national level.

When compared to the 2003 evaluation the 2006 evaluation seems to indicate that significant improvement has been achieved in terms of generating additional export sales and employment.

Recommendations

Discussions with the BGIR partners and supported businesses has revealed a high degree of satisfaction with the Internationalisation Programme, with few if any suggestions for significant changes that would improve the programme leading to enhanced economic impact.  We therefore offer a relatively small number of recommendations for minor changes to the operation of the Programme.

Recommendation 1: Continue to deliver an effective programme that is well regarded by supported companies.

Recommendation 2: That BGIR establish and maintain effective communication links with its supported to companies to ensure that they understand and can adapt their business behaviour accordingly, to any changes in the nature and level of support available.

Recommendation 3:That the support provided to companies be provided under a single agency brand.

Recommendation 4: Although recognising that hoteliers will increase their tariffs when an exhibition/mission visits their city, costs should be kept to a minimum to encourage more companies to participate. 

Recommendation 5: Where resources are limited, they should be focused on providing support to allow companies to attend exhibitions and missions.

Recommendation 6: That consideration is given to restoring the team of advisers to 3 to enable supported companies to continue to benefit from a highly regarded service.

1. Introduction

1.1 Background

SER’s International Trade programme contributes to the three broad objectives of Smart Successful Scotland, with a particular focus on Global Connections and Growing Businesses, as well as contributing to providing skills and knowledge to enable informed choices to be made.  SER has identified “increased involvement in global markets” as a priority to both aiding company growth and establish companies of scale within the region.  

Companies supported through the International Trade programmes are those identified as possessing the necessary attributes and potential to make significant local impact and compete in the global economy, and who operate in the network priority sectors.  Support is offered through a number of Network products:

· international strategy guidance and awareness;

· exhibitions and mission participation and attendance;

· international mentoring;

· international market presence; and 

· overseas market support.

The funding for the Programme, which is delivered by Business Gateway International Renfrewshire (BGIR)
, has been just under £1.1m over the period 2003-2006, with SER providing £0.847m and ERDF £0.43m.  BGIR work with Scottish Development International to prepare companies for export, market entry and overseas support.

SER commissioned EKOS to undertake an evaluation of the Programme aimed at examining its performance against targets, achievement of objectives and outputs, and to assess the economic impact at the local and national level.

1.2 Study Objectives

The detailed evaluation objectives are as follows:

Objectives & Targets

· Establish the baseline position – size, sector, segmentation group, year of support – prior to involvement in the Programme;

· Review the success of the programme in meeting overall aims and objectives, and assess the extent to which these remain valid; and

· Assess whether ERDF targets have been met, and the extent to which they remain valid.

Economic Impact

· Assess the overall economic impact of the Programme with regard to:

· Deadweight – absolute, and partial, time, scale and quality

· Displacement/substitution at the local and Scottish level

· Leakage

· Multiplier effects

· project impacts – gross and net additional - including GVA

· cost per job – gross and net additional

· effects on business performance:

· improved processes

· increased exports

· increased turnover

· increased employment.

company Performance

· categorise individual project objectives, along with intensity of support received, impacts, and implementation of acquired skills;

· establish whether high, medium and lower level impact companies have differing needs, and what they might be;

· assess whether there have been changes over time in:

· confidence/morale in overseas market development

· developing different approaches to engage new partners

· gaining awareness of the wider business market and establishing a diversified customer base; and

· an assessment of how companies became aware of the Programme, and the effectiveness of marketing activity.

Future Activities

· identify strengths and weakness of the Programme, and make recommendations to improve the model for Client support and optimise economic impact; and

· establish the likely demand for the programme within Renfrewshire from SER’s priority target groups.

Study Method

The study method, as illustrated in Figure 1.1, was conducted in four main stages: 

· Desk Research and Analysis; 

· Consultations; Fieldwork; and 

· Analysis & Reporting.
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1.3 Report Structure

The remainder of the report is structured as follows:

· Chapter 2: The Internationalisation Programme:

· describes the project in detail – its history and development, rationale, targets, performance etc;

· Chapter 3: ERDF Targets:

· Describes the ERDF targets and progress towards their achievements;

· Chapter 4: Consultations:

· reports on the findings from the consultation programme to provide an internal perspective on the Programme;

· Chapter 5: Survey Findings:

· reports the results from the company surveys;

· Chapter 6: Economic Impact Assessment:

· presents an economic impact assessment of the project;

· Chapter 7: Conclusions & Recommendations:

· presents a set of conclusions based around the objectives of the study as detailed in the brief

· presents a range of recommendations aimed at the future development of the Programme.

The Internationalisation Programme

1.4 Introduction

This chapter presents an overview of the Internationalisation programme: 

· its history and development

· its strategic fit amongst regional and over-arching national economic development policy; and

· project activity;

1.5 Programme Development

BGIR was established to provide businesses with advice and support on all aspects of international trade development.  The partnership is made up of representatives of the three local authorities (Renfrewshire, East Renfrewshire and Inverclyde Councils) alongside Renfrewshire Chamber of Commerce and Scottish Enterprise Renfrewshire (SER).

In addition to providing access to local support packages BGIR provides access to the expertise and services of other national organisations, for example Scottish Development International (SDI), the British Consular Network and the Department of Trade and Industry (DTI) Trade Partners UK service.

Renfrewshire has been the export capital of Scotland since the early 1990’s when a substantial growth in the electronics sector saw the area account for 28.5% of Scotland’s exporting activity. However, SMEs in Renfrewshire only account for approximately 3 per cent of the areas total exports. The internationalisation programme aims to redress the imbalance through client and account managed support.

1.6 Strategic Rationale 

The programme is eligible for funding through West of Scotland ERDF Objective 2 Programme (Priority 1/Measure 1.2) “Enhancing SME advice and support services to develop a competitive and innovative business base”.
The project fits closely with wider Scottish economic development policies. The Framework for Economic Development in Scotland (FEDS) seeks to build existing Scottish companies to a scale where they are able to compete on a global stage through improving productivity. Improved productivity is the key source of international competitive advantage and therefore the preoccupation of the Framework. The principal means of achieving this is by enhancing the export working practices and processes through increased knowledge and innovation; the framework is about working smarter not harder.  

A Smart Successful Scotland, which sets out the overarching economic strategy for the enterprise networks, aims to grow enterprises through increasing the skills base and encourages Global Connections through Government and public sector intervention focusing on maximising internationalisation activity and competitive place potential.

The objectives of BGIR Programme fit with the wider strategic context of FEDS and Smart Successful Scotland by helping to increase the skills and internationalisation activity of Scotland’s SMEs. In addition, it is anticipated that as a result of the programme, Renfrewshire’s SMEs will engage more frequently in export activity and strengthen the international competitiveness of the region.

1.6.1 Market Failure:  Risk Aversion & Information Deficiencies

The project also addresses a number of market failure issues. Without funding and support, many of Renfrewshire SMEs would not have the resources in terms of finance, time and internal capacity to develop internationalisation and export activities.

In addition, intervention is necessary for many SMEs due to the level of risk aversion they display with regards to business development and internationalisation in particular.  SMEs are often reluctant to invest in new practices due to the costs involved and uncertain returns and as a consequence, are failing to maximise their international competitive advantage.

There is also a recognised market failure in the form of information deficiencies from the public sector.  Many business owners, particularly SMEs want to gain market entry or improve their exporting activates but do not have access to the correct information regards exporting opportunities or research materials.  By addressing these issues the Programme can enhance the capacity and confidence of businesses to initiate internationalisation activity. 

Market failure in the form of information deficiencies coupled with risk adverse behaviour puts many SMEs at a disadvantage and public sector intervention is required to address the issue. 

1.7 Project Activity

1.7.1 Introduction

This chapter presents a summary of the export activity that has taken place 2003/04 to 2006/07. SE Renfrewshire has provided the data and the analysis will include examining the number of companies assisted; the segmentation group these assists fall into; the industry sectors receiving support and the type of project support received by the export companies. However, it should be noted that when analysing the segmentation groups of the export businesses there was a change in how the businesses growth  /segmentation was recorded and therefore the tables are not always comparing like for like.

Analysis of the individual years is provided in an appendix.

1.7.2 Population Review

Summary 2003/04 – 2006/07

The final section of the chapter summaries all the support that export companies have accessed from 2003/04 to 2006/07. In total 151 companies received support. This support ranged from one year to four years and included different types and size of assistance. There have been 399 assists to date. 

However, it is important to note that there has not been a constant amongst all the companies receiving support.  For example, the industry definitions have been altered over the period, the type of support a company receives one year may be different the next year, companies merge and change name and activities and the customer segmentation group has also been altered and expanded to cover a broader range of issues.

Table 2.1 shows the breakdown of support by industry sector 2003/04 to 2006/07.

	Table 2.1: Support By Industry Sector

	Sector Code
	Number
	%

	Service & Consumer Industries
	97
	24.3%

	Energy & Engineering
	77
	19.3%

	New technologies
	57
	14.3%

	Electronics/MOCT
	36
	9.0%

	Creative Industry/Education/Tourism
	36
	9.0%

	Life Sciences
	35
	3.3%

	Energy/Engineering/Aerospace
	30
	7.5%

	Food/Drink/Textiles/Forestry
	20
	5.0%

	Industry sector codes (I, N, G, H, J)
	8
	0.5%

	Financial Services
	4
	1.0%

	Total
	399
	100%


The Service / consumer industries and energy and engineering sectors have received the most support, with 97 (24 per cent) and 77 (19 per cent) of assists being attributed to these sectors respectively. However due to the merging and reclassification of industry sectors there is no consistency over the period. Financial services received the least amount of support and shows that the industry is mainly based on a national level.

Table 2.2, over, shows the support broken down by segmentation group. Again there was re-classification of the groups extending the definitions from High, medium and universal growth companies.

	Table 2.2: Segmentation Groups

	Segmentation group
	Number
	%

	Account Managed Growth
	104
	26.1%

	High
	93
	23.3%

	Medium
	58
	14.5%

	Unknown
	47
	11.8%

	Client Managed Growth
	28
	7.0%

	Bus Gateway growth
	23
	5.8%

	None
	16
	4.0%

	CMWB
	12
	3.0%

	Other
	11
	2.8%

	FDI AM Growth
	5
	1.3%

	Universal
	1
	0.3%

	Not Applicable
	1
	0.3%

	Total
	399
	100%


Account managed growth and high growth companies received the most support during the course of the programme. Approximately two thirds of the support offered through the duration of the programme was for these companies. Client managed growth and Business Gateway growth companies received seven percent and 6 per cent respectively.

Table 2.3 examines the type of support the export companies have received.

The three main types of support offered for the export companies were:

· exhibition support - 114 assists (29 per cent);

· overseas market support - 89 assists (22 per cent); and

· mission support - 71 assists (18 per cent).

The above forms of support accounted for 274 (68.7 per cent) of the total support offered. Other forms of support were; market development support, 49 assists (12.3 per cent); international strategy workshops, 23 assists (5.8 per cent) and market research support, 15 assists (3.8 per cent).

	Table 2.3: Type Of Support Received

	Projects
	Number
	%

	Exhibition
	114
	28.6%

	Overseas Market Support
	89
	22.3%

	Mission
	71
	17.8%

	Market Development
	49
	12.3%

	Int Strategy Workshop
	23
	5.8%

	Market Research
	15
	3.8%

	Market Explorer Mission
	4
	1.0%

	Learning Journey
	4
	1.0%

	One Day Strategy W/Shop
	3
	0.8%

	Flexible Financial product
	3
	0.8%

	Market Development Flex Fin Prod
	3
	0.8%

	Export Mgr for Hire
	2
	0.5%

	Int Preparedness Prog
	2
	0.5%

	Unknown
	2
	0.5%

	Mission Support/OMS
	2
	0.5%

	Int Trade Directory
	1
	0.3%

	MAP
	1
	0.3%

	Marketing Support
	1
	0.3%

	New Prod Dev
	1
	0.3%

	TMIR
	1
	0.3%

	Training Plus Support
	1
	0.3%

	Various
	1
	0.3%

	Global Companies Dev Prog
	1
	0.3%

	Int Training Prog
	1
	0.3%

	Oil & Gas Supply Chain W/Sh
	1
	0.3%

	Int Trade Training
	1
	0.3%

	Int Mentoring
	1
	0.3%

	SDF - FFP
	1
	0.3%

	Total
	399
	100%


Overview

From the support offered by Business Gateway International Renfrewshire, export companies in Renfrewshire have taken up a total of 399 assists. Service and consumer industries and energy and engineering companies have accessed the most support to date as have those companies classified as high or account managed growth companies. The analysis has shown that the most common type of support or the most likely to receive funding is the overseas market support or exhibition support.

1.8 Spend

This section presents an overview of the actual financial spend.

Table 2.4 shows the actual spend on each of the types of project support, however, it should be noted these figures are not actual spend.

	Table 2.4: Spend 2003/04 – 2006/07

	
	Actual Spend

	Overseas Market Support
	£265,569.14

	Exhibitions
	£276,645.02

	Market Development - Flexible Financial Product
	£162,740.88

	Missions & Learning Journeys
	£33,756.48

	International Mentoring
	£23,211.38

	Skills Development
	£23,870.70

	International Strategy Workshop
	£21,086.09

	Int Strategy Development
	£16,404.49

	Readiness to Internationalise
	£13,720.20

	International Forum
	£3,568.19

	Consultancy
	£5,529.30

	International Trade Training
	£550.00

	Total
	£846,651.87


The analysis shows the actual total spend on the project so far is £846,652. The types of support that have received the greatest funding allocation are Exhibitions (£276,645) and Overseas market support (£265,569). 

ERDF Targets

1.9 Introduction

The International programme was part funded by EU funding through ERDF – this Chapter presents an overview of progress made towards the achievement of targets upon which funding was approved.

1.10 Targets and Outputs

Tables 3.1 and 3.2 over, present the total physical outputs of the Eligible and Transition areas, with the most recent ERDF claim forms (May 2006) and the results from the business survey being used to source the data.

Table 3.1 shows that:

· there have been 36 assists (67 per cent)  achieved to May 2006;

· from the original forecasted target of assisting 11 businesses from areas deemed most in need, currently 10 assists (91 per cent) have been achieved;

· the target for number of instances of business assists was 180 and the total number of instances businesses have received assistance is 151, giving an achievement rate of 84 per cent; 

· a target of 18 instances of assistance to businesses in areas of most need, 40 (222 per cent) have been achieved; and

· other targets that have been achieved or exceeded include:

· number of businesses supported that are owned or managed by woman (150 per cent achieved) or ethnic minorities (200 per cent)

· number of instances of support for businesses owned by woman (142 per cent) and ethnic minorities (300 per cent).

However, there have also been a number of targets that the programme has not achieved to date:

· there have been no assists to businesses from the environmental sector;

· there was a target of 64 new jobs to be created, to date, 11 (17 per cent) have been created; and

· the target of 21 new exporters/businesses entering new markets has not been met and currently only eight businesses (38 per cent) have entered into new markets.

	Table 3.1: Eligible Areas Physical Outputs

	
	Target
	Actual Eligible
	% Achieved

	Number of existing SMEs assisted
	54
	36
	67%

	Number of existing SMEs assisted located in SIP areas 
	11
	10
	91%

	Number of existing SMEs assisted in the environmental sector
	3
	0
	0%

	Number of existing SMEs assisted owned or managed by ethnic minorities 
	1
	2
	200%

	Number of existing SMEs assisted owned or managed by women
	4
	6
	150%

	Number of existing SMEs assisted owned or managed by disabled people
	0
	0
	-

	Number of instances of assistance to SMEs
	180
	151
	84%

	Number of instances of assistance to businesses in SIP areas
	18
	40
	222%

	Number of instances of assistance to businesses in the environmental sector
	5
	0
	0%

	Number of instances of assistance to businesses owned or managed by ethnic minorities 
	3
	9
	300%

	Number of instances of assistance to businesses owned or managed by women
	12
	17
	142%

	Number of instances of assistance to businesses owned or managed by disabled people
	1
	0
	0%

	Total number of gross new jobs created
	64
	11
	17%

	Number of gross new jobs created for women
	16
	6
	38%

	Number of gross new jobs created for members of ethnic minorities
	6
	1
	17%

	Number of gross new jobs created in SIP areas
	8
	9
	113%

	Number of gross new jobs directly related to environmental activity 
	3
	0
	0%

	Increase in sales derived from exports
	£800,280
	-
	-

	Number of new exporters/businesses entering new markets
	21
	8
	38%

	Anticipated generated income 
	£107,000
	£84,885
	79%


Note: These figures are derived from ERDF monitoring forms and the business survey and some data is missing

	Table 3.2: Transitional Areas Physical Outputs

	
	Target
	Actual Transition
	% Achieved

	Number of existing SMEs assisted
	88
	93
	106%

	Number of existing SMEs assisted located in SIP areas 
	5
	2
	40%

	Number of existing SMEs assisted in the environmental sector
	2
	2
	100%

	Number of existing SMEs assisted owned or managed by ethnic minorities 
	0
	0
	-

	Number of existing SMEs assisted owned or managed by women
	6
	11
	183%

	Number of existing SMEs assisted owned or managed by disabled people
	2
	1
	50%

	Number of instances of assistance to SMEs
	335
	298
	89%

	Number of instances of assistance to businesses in SIP areas
	17
	2
	12%

	Number of instances of assistance to businesses in the environmental sector
	5
	11
	220%

	Number of instances of assistance to businesses owned or managed by ethnic minorities 
	3
	0
	0%

	Number of instances of assistance to businesses owned or managed by women
	30
	52
	173%

	Number of instances of assistance to businesses owned or managed by disabled people
	0
	6
	-

	Total number of gross new jobs created
	71
	30
	42%

	Number of gross new jobs created for women
	14
	11
	79%

	Number of gross new jobs created for members of ethnic minorities
	5
	6
	120%

	Number of gross new jobs created in SIP areas
	11
	2
	18%

	Number of gross new jobs directly related to environmental activity 
	1
	4
	400%

	Increase in sales derived from exports
	£2.2m
	-
	-

	Number of new exporters/businesses entering new markets
	30
	9
	30%

	Anticipated generated income 
	£457,000
	£277,160
	61%


Note: These figures are derived from ERDF monitoring forms and the business survey and some data is missing.

Table 3.2 shows that:

· there have been 93 assists (106 per cent)  achieved to May 2006;

· the target for number of instances of business assists was 335 and the total number of instances businesses have received assistance is 298, giving an achievement rate of 89 per cent; and

· other targets that have been achieved or exceeded include:

· number of businesses been supported that are owned or managed by woman (183 per cent achieved) 

· number of instances of support for businesses or owned by woman (173 per cent) and businesses from the environmental sector (220 per cent).

However, there have also been a number of targets that the programme has not achieved to date:

· there have been no assists to businesses owned or managed by ethnic minorities;

· there was a target of 71 new jobs to be created, to date, 31 (42 per cent) have been created; and

· the target of 30 new exporters/businesses entering new markets has not been met and currently only nine businesses (30 per cent) have entered into new markets.

Consultation Programme

1.11 Introduction

A short consultation programme was developed to seek an internal perspective of the Programme’s rationale and performance.  

Consultations were held with executives from both SE Renfrewshire and BGIR, and with officials from key partners within the local authorities – East Renfrewshire Council, Inverclyde Council and Renfrewshire Council.  The discussion agenda focused on:

· perceptions:

· success of the programme in meeting objectives and targets

· company satisfaction with key aspects of the Programme’s offerings and delivery 

· strengths and weaknesses of the Programme

· role and adequacy of the external support contracted to deliver assistance

· views:

· the Programme’s fit and contribution to strategic and operational frameworks

· the Programme’s linkages with other SER programmes and those delivered by other agencies, and the mechanisms by which companies can access these

· on whether the supported companies were the most appropriate to benefit from the Programme

· the impact of the Programme in terms of changes to company performance, culture and attitudes to exporting

· the effectiveness of the Programme in providing advice and support to exporting businesses

· lessons and best practice from implementation of the Programme; and

· areas for improvement that will enhance service delivery and economic impact.

As the views offered were of a similar nature a composite summary is provided for SER/BGIR and the three local authority partners rather than the individual views of the consultees.

Targets & Objectives

The Internationalisation Programme’s targets have changed over time from an initial focus on involving new exporting companies, assisting companies to export in new markets, through to assisting companies to internationalise, which were then further refined to focus on engaging with Account/Client Managed companies rather than volume companies.

The general view was that the programme is continuing to meets its targets and fulfilling the objectives of assisting more Renfrewshire based companies to enter export markets for the first time or to grow their export business through selling into new markets. 

1.12 Company Satisfaction

The previous evaluation had highlighted a high degree of company satisfaction with the delivery of the Programme, and there was an expectation that this would continue.  However a number of factors had led some consultees to question whether this positive view remains:

· 2006 had been a difficult year for the SE network due to budgetary difficulties, which had meant that funding restrictions had limited what the programme could do, and some companies may have been adversely affected by this;

· over the past three years the eligibility criteria had changed as a result of the segmentation process, which focused the network’s support on high impact companies.  Previously the programme was open to all companies, and those companies who were no longer eligible for support may feel aggrieved; and

· there has been a reduction in the number of internationalisation advisers – from 3 to 2 – and this may have had an adverse impact on the relationship between the adviser and the company; and

1.13 Strengths & Weaknesses

Strengths

The key strengths of the Internationalisation programme included:

· experience of the advisers:

· the experience and knowledge of the team – the team have been in place together for a number of years and have built up a sound understanding of the company base; and

· flexibility:

· although the Internationalisation programme is a SE network product, delivered consistently across Scotland, it component parts are sufficiently flexible to meet the needs of companies in different parts of Scotland with different needs; and

international forum:

· the links with Dunbartonshire exporting businesses through the Renfrewshire & Dunbartonshire International Forum.  This provides a joint forum with regular seminars and meetings and gives a wider focus and greater linkage for Renfrewshire’s exporting businesses.

Weaknesses

Weaknesses of the Internationalisation programme included:

· budget:

· although the programme has been well funded in previous years the SE network budget problems in 2006 meant that much of its activity was curtailed and this could have a negative impact of export activity.  If the budget is not restored then many of the expected impacts may not be realised;

· branding:

· there are too many brandings linked to the Programme which could confuse businesses – BGIR, SER, SDI etc; and

· segmentation process:

· the segmentation process introduced by the SE network may have led to smaller companies interested in exporting being excluded from the support package.

1.14 External Support

The quality of the external support contracted to deliver the Programme was variable, and relates to the strategy workshops and training elements of the support.  Three providers are used for the strategy workshops and one provider for the training programmes.  Each contract is due for re-tendering in 2007, when, due to BGIR’s engagement with the metropolitan LEC group, a wider pool of external providers will be invited to tender for the delivery of the Programme.

1.15 Fit & Contribution

The Internationalisation programme operates under Smart Successful Scotland’s (SSS) Global Connections theme.  The four key drivers of this strategy are:

· digital connectivity;

· increased involvement in global markets;

· Scotland to be a globally attractive location; and

· more people choosing to live and work in Scotland.

The Internationalisation programmes aims to address all of these issues.  The outputs and impacts achieved by supported companies, in terms of additional sales and job creation, will also contribute to the Growing Business agenda within SSS.  

The reduction in the number of products offered by the SE network has meant that the products have both become easier to understand and are better focused.  A consistent approach is now being offered to businesses seeking to internationalise. 

1.16 Linkages

There are good and effective linkages between BGIR and:

· SER and its account managers;

· SDI;

· the partners – local authorities and Chamber of Commerce;

· UK export services, such as UK Trade & Invest (UK T&I).

The strength of these linkages ensure that Renfrewshire based companies are provided with a good internationalisation service, but also that when other businesses development needs are identified companies are signposted to the most appropriate agency, thus ensuring an holistic approach to company needs is maintained.

1.17 The Companies

Three years ago the internationalisation products were open to all companies who expressed an interest in exporting outwith the UK.  The segmentation process has resulted in the focus of the support being targeted at Account/Client managed companies – these are companies that have been identified as currently, or that have the potential to, make a significant contribution to the Renfrewshire and Scottish economies.  As such, these companies are the appropriate companies to receive internationalisation support.

Around 20% of supported companies are not Account/Client managed companies – however a robust appraisal is undertaken to ensure that the internationalisation programme is appropriate for these companies, who are expected to become Account/Client managed companies in the short term.

1.18 Culture/attitudes

In the past two years the Programme has sought a deeper form of engagement with participating companies aimed at changing the culture and attitudes towards internationalisation within companies.  

The programme includes intensive individual company strategic workshops that lead to an action/implementation plan.  These workshops create a different culture/attitude towards exporting within companies as they enable the senior management to see the linkages between exporting activity and wider company performance.  The workshops typically involve the finance, production and logistic directors, as each will need to address internationalisation issues.

1.19 Effectiveness

The consensus was that this was an evaluation issue. A previous evaluation concluded that Programme was effective in providing advice and support to exporting businesses – the expectation is that the current evaluation will demonstrate that this is still the case.

1.20 Best Practice

Since mid-2005 BGIR/SER has been working more closely with neighbouring LECs (Glasgow, Dunbartonshire, Ayrshire, Lanarkshire) to look at greater synergy/partnering in relation to overseas trade missions.  This has included pooling resources – funding and time.  Best practice is generated through learning from the experience of the advisers based in the individual LECs.

BGIR provides UK T&I, with a detailed profile of each company that seeks support to attend trade missions/exhibitions, which enables the commercial officers to better tailor assistance to meet company needs.  This may lead the company to visit an overseas market.

1.21 Enhance Effectiveness

An internal audit review has concluded that the linkages between BGIR and SDI as not as strong as they might be – this is currently being addressed where the focus will be on:

· clarification of roles;

· communication; and

· branding.

Addressing these key issues successfully will enhance the effectiveness of the delivery of support. 

As highlighted earlier (Section 3.3) resources available to support companies was severely limited in 2006 – the restoration of funding would significantly enhance the impact of the programme, as it would enable companies to engage in exporting activity.  This issue also emerged during the company survey element of the work programme, as discussed in Chapter 5.

2. Company Survey

2.1 Introduction

A key part of the evaluation was the company fieldwork stage.  A total of 35 companies that had been assisted by the BGIR Programme between 2003-2006 took part in our survey:

· 29 were surveyed face to face in their own business premises;

· 3 were surveyed over the telephone; and

· 3 took part in our shorter online survey.  

The Programme supported a total of 151 companies over the study period and from this total, SER provided the details for 98 companies to be contacted as part of the evaluation. The target of 35 face-to-face interviews to be carried out was only marginally underachieved
.  The 35 companies consulted overall generated a 36% response rate from the sample provided which is fairly low given the numerous attempts made by the study team to contact companies as well as informing those unable to take part that they would be given the opportunity to participate through the online survey.  

The level of detail however, provided by those companies that did participate in the survey was high and the remainder of this chapter summarises the key issues and outcomes from our analysis of this sample.  

It is important to note that one of the companies supported by the BGIR Programme between 2003 and 2006 had since closed and another was the result of an existing business spin-off, which had yet to begin formally trading independently.   Consequently the current active business sample accounted for 33 of the 35 businesses. 

2.2 Company Sample Characteristics

Businesses were asked to identify how they first heard about the international support available through BGIR and the key source of information was SER, typically via business account managers. Some of the businesses located within Hillington Innovation Centre became aware of support through the centre itself and the various local authority business advisers were also identified means of finding out about the Programme.  

The BGIR programme supports a wide range of business sectors. Figure 5.1 summaries the proportion of businesses represented within each sector in the company survey sample based on current Scottish Enterprise sectoral codes.  
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Figure 5.1:  Sectoral Breakdown
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The survey sample comprised:

· 20% of businesses within the food, drink, textiles and forestry sector (sector A);

· 1 company/3% within the life sciences sector (sector B);

· 31% of businesses within energy, engineering or aerospace (sector C);

· 20% of businesses in the electronics/MOCT sector (sector D);

· 23% of businesses in the creative industry, education or tourism sector (sector F);

· 1 company/3% within textiles (sector G); and

· no businesses represented within the financial services sector.  

In relation to the status of companies interviewed, the majority were private limited companies (94%) and the remainder private partnerships. As previously mentioned, one of the businesses surveyed had yet to begin formally trading independently as they were an existing business spin-off but had benefited from BGIR support whilst a further six (17%) had been operating for just two or three years.  For the remainder of the sample
 the average operating period was nine years, but did range from five to 30 years in practice.  

Table 5.1 below summarises the individual management and ownership details of the companies surveyed.

	Table 5.1:  Company Management and Ownership Details

	 
	Management
	Ownership

	 
	No.
	%
	No.
	%

	Male
	81
	80
	77
	78

	Female
	20
	20
	22
	22

	Disabled Person
	2
	2
	1
	1

	Ethnic Minority
	1
	1
	5
	5

	Total No. Managers
	101
	-
	99
	-


Based on the responses by 33 active companies.  

Men accounted for the majority of managers (80%) and business owners (78%).  The number of businesses owned or managed be women, people of ethnic origin or disabled are in the minority, however as this is a key output target for ERDF it was an important issue to assess.  

The last contextual area with regards to the business sample to be discussed is the level of exporting carried out by supported companies both currently and prior to receiving support.  This analysis will help to illustrate the extent to which the BGIR Programme is encouraging increased exporting activity or supporting existing activity.  

	Table 5.2:  Proportion of Turnover Stemming From Export Sales

	% Of Turnover related 

to export sales
	When support was first received
	Currently

	0
	15%
	15%

	Under 15%
	18%
	9%

	15%-25%
	9%
	9%

	26%-50%
	6%
	12%

	51%-75%
	15%
	6%

	Over 75%
	38%
	48%


Based on the responses of 34 companies operating in 2002 (when support was first received) and 33 companies still operating at the time of the evaluation (currently).

As illustrated in Table 5.2 the proportion of businesses attributing over 75% of turnover to export sales has increased by 10 percentage points, therefore overall the level of exporting activity has increased after BGIR support was received.  

The proportion of businesses not presently exporting remained static at 15%.  However, those already involved in exporting expanded their international sales after support was received.   

2.3 BGIR Support Accessed

The BGIR Programme provides a range of business development support strands under the banner of the “Business Development Tool Kit” which encompasses:

· Readiness to Internationalise: advisory assistance from internalisation advisor for Account/Client manager including company healthcheck and business review;

· International Strategy Development:  one-to-one counselling on early stage internationalisation, in-depth strategic consultancy and tailored one day strategy workshops;

· BGIR Training and Forum events;

· International Mentoring: assistance from an experienced international business manager for 6 months to 2 years, postgraduate student placement;

· Overseas Market Support:  via organised in-market research, tailored financial assistance for visits to overseas markets; and

· Exhibitions, Missions and Learning Journeys.  

Table 5.3 highlights the types of support accessed by the company sample.  

	Table 5.3:  BGIR Support Accessed

	
	No.
Companies
	%

	Readiness to Internationalise
	8
	23

	Attended BGIR Forum or Training Events
	1
	3

	International Strategy Development 
	2
	6

	International Mentoring
	1
	3

	Overseas Market Support
	23
	66

	Exhibitions, Missions, Learning Journeys
	24
	69


Based on the responses of the total company sample (35 businesses).  

Views regarding the effectiveness and business impacts of each type
 of support identified in Table 5.3 were captured during the company interview stage and are outlined below.  Evidently, the proportion of companies that received assistance for overseas market support and exhibitions, missions and learning journeys was substantially higher than support in other areas such as International Mentoring therefore the range and volume of discussion varies accordingly.  

Readiness To Internationalise 

Through the Scottish Enterprise Account and Client management process, the BGIR Programme is marketed to eligible businesses.  A total of eight companies consulted identified that they had received specific “Readiness to internationalise” support however many more commented that they had the frequent support of a local authority or SE business advisor – this lead to some confusion over the distinction between BGIR Programme Assistance and general business development support.

A range of business advisors were identified as providing support to the companies surveyed since 2001 and they are all are still working with the companies identified.  The types of support provided included:

· providing good general advice in relation to exporting matters – a useful sounding board for businesses;

· updating them on support available/valuable signposting role; and

· organising quarterly reviews with the business to identify progress and support likely to be available to them.  

The rating of business advisors was extremely positive – 3 companies providing a good rating and the remaining five companies stating advisors were excellent.  Generally when companies were asked what was particularly good about the advisors – the issue of offering valuable support was most frequently raised.  Other aspects included businesses appreciating and benefiting from the expertise of advisors and their understanding of individual business requirements.  

Without a doubt the companies surveyed felt that the business advisory support they received had impacted on their business, with six of the companies stating they had taken direct action as a consequence of this particular type of support.  Furthermore a high level of additionality was reported, with two companies stating they would have done nothing and three companies stating action would have been taken between one and three years later.  Examples of such action included making the decision to participate in exporting exhibitions and travel to new international markets to seek future business sales.  

The only area of weakness and indeed the only improvement suggested for the readiness to internationalise support was related to recent Programme cutbacks, and dissatisfaction by companies that Programme activities and level of financial support had been reduced as a direct result.  

International Strategy Development

Two of the companies interviewed had participated in a tailored international strategy development workshop.  These workshops are delivered by internationalisation advisers in-house and help identify key markets for businesses to focus on with regards to exporting.  

Whilst the numbers of companies within the study sample receiving this particular form of support were limited, they rated the workshops as good and excellent respectively.  

Both companies had received additional BGIR support for attending exhibitions and missions therefore identifying the actual impact this specific type of support had on business performance was difficult. However one company did comment that the international strategy workshop had helped them to prioritise key markets they should approach and that this decision would have perhaps been addressed up to 18 months later had support not been available.  

Our ability to comment more fully on the impact or indeed success of the International Strategy Development component of the BGIR Programme has been constrained by the number of businesses that accessed this particular type of support within our survey sample.   Given that our sample reflects nearly a quarter of all businesses supported over the evaluation period however, perhaps this specific tool has been under-utilised or indeed not promoted effectively by the BGIR Programme.  

International Mentoring

Only one company from the sample of 35 businesses supported had received specialist International Mentoring support as part of the BGIR Programme.  This particular company had benefited from a specialist consultant being placed within their business for approximately eight months with the sole purpose of advancing their exporting activity.  The individual company in question rated the international mentoring support as excellent and commented on the following benefits in particular: 

· providing the company with a much clearer understanding of their current and potential future international markets;

· production of high quality, specific market research tailored to the company;

· identification of potential international contacts; and 

· further development of key international business relationships.  

With respect to the impact this support had on business performance, the company did take action and follow up new identified contacts as a result of assistance.  Had the Programme not provided this specialist consultancy support the company stated that their efforts to carry out internationalisation work would have been at least one year later and on a much reduced scale (75% smaller) due to limited internal capacity.  

Overseas Market Support

The overseas market support provided by the BGIR Programme included market research assistance, financial support for visits to overseas markets and support from SDI offices and personnel overseas.  Of the 23 companies
 that had identified receiving some type of overseas market support:

· 14 (61%) companies were provided with market research;

· 19 (83%) received financial support or overseas visits; and

· three businesses (13%) identified receiving support from SDI offices or personnel overseas.  

Looking firstly at the market research assistance, this specific type of support included reports for companies relating to:

· key markets, providing useful contextual information;

· key contacts; and

· translations.

Identification of key contacts was undertaken by 12 of the 14 companies that received market research support and 10 companies further commented that they had since followed up these contacts.  Outputs and benefits derived from this process was high, with seven businesses stating there had been an increase in business sales through new partnerships and contracts for international sales being agreed.

The outputs and benefits derived by businesses that had received financial support for visits to overseas markets included:

· enabled companies to make follow-up visits to key contacts or markets which they had identified via market research or indeed attendance at exhibitions or learning journeys;

· allowed businesses to better develop relationships with overseas clients resulting in increasing their levels of international sales; and

· supported businesses to test potential new markets – the financial support aiding the financial risk of overseas visits.

Overall the flexibility of the financial support for overseas visits meant that businesses could use this form of assistance to test new markets and contacts as well as to further develop existing contacts to help expand their exporting activity.  The support was identified as increasing the capacity of Scottish businesses to make expensive but vital overseas visits and was viewed as one of the most valuable types of support offered by the BGIR Programme.  

Lastly, three of the companies surveyed commented that they had received various levels of support from SDI offices or personnel services. Assistance provided included:

· support to search for a suitable US business location;

· SDI grant to help fund the cost of a USA patent; and

· personnel support to compile contact details of suitable companies to invite to an exhibition.

From the limited number of businesses interviewed that had received this specific type of support it appears that the SDI support complemented the assistance provided by the BGIR Programme by providing practical assistance to companies wishing to expand operations or their customer base overseas.  

Overall the level of additionality reported by companies for the overseas market support was high, with only two of the 23 companies that received support commenting they would have undertaken the same level of activity (0% additionality) had support not been available.  For the remainder of the sample:

· a third stated they would have done nothing – therefore the overseas market support was 100% additional;

· a further 38% stated their activities would have been delayed by between 9 months and 3 years; and

· 62% commented the scale of their overseas visit activities would have been reduced by between 25% to 75%.  

Evidently the overseas market support offered by the BGIR has been identified by the company sample as having a real impact on their overseas activities.  Some additional benefits generated by this support included:

· increasing company awareness of overseas markets – key to international business growth;

· helped businesses approach new markets which may have been as viewed as too risky without financial support; and

· enhanced the overseas credibility of the company through supporting their ability to make overseas visits. 

Exhibitions, Mission and Learning Journeys

As previously mentioned, 69% of the businesses surveyed had received support from the BGIR Programme to attend one or multiple exhibitions, and/or missions between 2002 and 2006.  Companies accounted for a total of 38 exhibitions and 25 missions being supported through the Programme between 2003-2006.  Notably during the study period no Learning Journeys were formally organised by the BGIR Programme, hence no reference is made to this specific type of event.  

The objectives and benefits identified by businesses as having been achieved after attending exhibitions and missions included:

· to try and tap into new international markets and expand business activities within existing markets;

· to assist the company with networking and building up contacts at an international level;

· to get feedback from potential customers on their products and services – market research role;

· to market and expand the level of awareness of the products/services of the company at an international level; and

· to assure existing international business contacts – e.g. attendance at a key annual exhibition is often a pre-requisite to be active within a particular the marketplace.  

To establish the impact of assisting businesses to attend missions, and exhibitions businesses were asked if they made new contacts or developed existing ones as a result of attendance to such events.  A total of 22 companies stated that yes, new contacts had been made or existing contacts developed which has resulted in:

· 15 companies reporting a total of 84 formal legal agreements being signed to date (ranging from 1 to 40 agreements per company);

· 8 companies commenting that a total of 17 formal legal agreements are likely to be signed in the future (ranging from 1 to 5 likely agreements per company);

· 8 companies reporting a total of 17 agency agreements had been signed from new relationships (ranging from 1 to 4 agency agreements per company);

· 8 companies reporting a total of 27 distribution agreements had been signed from new relationships (ranging from 1 to 6 distribution agreements per company);

· one company stating that 6 representation agreements had been signed as a result of a new relationship;

· 3 companies identified a total of 6 joint working/collaboration agreements had been signed from new relationships (ranging from 1 to 4 agreement per company); and

· lastly 2 companies commenting and joint venture agreements had been signed based on a new relationship.  

Evidently the missions and exhibitions resulted in a wide range and high number of agreements being established both currently and in the future. In order to assess whether these agreements were directly attributable to the events supported, companies were asked how many of the outcomes would have occurred had they not attended events and Table 5.4 presents the results.

	Table 5.4:  Realisation of outcomes had events not been attended

	 
	%

	All outcomes realised
	0

	Many would have been realised
	6

	Approximately half 
	0

	Few
	17

	None of the outcomes realised
	78


Based on the responses of 18 companies that had received exhibition/mission/learning journey support.

If the BGIR Programme had not assisted companies to attend the range of events between 2003 and 2006, 78% stated the various outcomes/agreements would not have been realised.  These results clearly demonstrate the strong linkages between event attendance and outcome generation for assisted businesses.  

The levels of additionality reported by the business sample for supported events are summarised in Table 5.5.  

	Table 5.5:  Levels of Additionality in relation to supported events

	
	No. Companies
	%

	Would have done nothing - 100% Additional
	11
	46

	Later and on a smaller scale
	3
	13

	Later
	2
	8

	Smaller Scale
	2
	8

	Less likely to proceed
	3
	13

	No change - 0% Additional
	3
	13

	Total No. Responses
	24
	100


The majority of companies reported some level of additionality in relation to the supported events with almost half of the companies commenting they would not have attended any event had the BGIR Programme not supported them.  With respect to the impact on time, scale and likeliness to proceed:

· timescale was reported as slipping between 6 months and three years had support not been available;

· the scale in terms of the number of events would have been reduced between a third and 75%; and

· companies felt that they would have been 50% to 75% less likely to proceed with attended events without BGIR support.  

2.4 Impact of BGIR Support

In order to assess the economic impact of the BGIR Programme and the added value which this support generates the business survey focussed on key changes to business sales, profitability, staffing levels and other quantifiable issues which are now discussed in turn.  

2.4.1 Impact on Sales and Profits

Table 5.6 identifies the business sales levels of respondent companies both currently and prior to BGIR support (e.g. in 2002).  

	Table 5.6:  Business Sales

	 
	Currently
	Previous (2002)

	 
	No.
	%
	No.
	%

	Under £50k
	0
	0
	1
	4

	£50k-£99,999
	1
	3
	2
	7

	£100k-£149,999
	2
	6
	1
	4

	£150k-£249,000
	2
	6
	3
	11

	£250-£499,999
	4
	13
	6
	22

	£500k-£999,999
	8
	26
	6
	22

	£1m-£1,999,999
	5
	16
	1
	4

	£2m-£4,999,999
	7
	23
	6
	22

	£5m-£999,999
	2
	6
	1
	4

	No. Companies
	31
	100
	27
	100


Note:  Not all businesses were operating currently or in 2002 and not all businesses provided business sales data hence the number of companies responding to this question do not equate to the total business sample (35).  

Some business formation and closure changes have occurred in the sample analysed since 2002 – with one company closing and four companies only recently being established therefore the data outlined in Table 5.6 is not directly comparable.  However, what is noticeable is that the number of businesses in the higher turnover categories such as the £1m to £1.99m and £5m to 9.99m groupings has increased whilst lower turnover groupings have reduced.  This suggests the business sample has experienced growth in terms of business sales over the study period.

77% of the businesses surveyed stated that the BGIR support they had received led to improvements in company turnover levels.  Businesses identified the following aggregate impacts
 on turnover:

· additional £7,098,600 of business turnover;

· 97.6% of which will be export related business turnover

· anticipated additional future business turnover of £23,375,500;

· 97.7% of which is expected to be export related business turnover

Businesses were also asked if support had resulted in cost savings.  Only three companies could identify any cost savings as a result of support both currently or in the future totalling £260,000.  These savings resulted from software support savings and other efficiency gains in terms of product manufacturing stemming from outcomes of BGIR Programme support.  

Just under a third of respondents (31
%) commented that the BGIR Programme support had also resulted in improvements in current operating profits and 47% anticipated an impact on future operating profits.  Table 5.7 summarises the feedback on the actual impact on current and future operating profits for those respondents able to provide further details.

	Table 5.7:  Business Operating Profits

	
	Current Year
	Future (2 years)

	No. Respondents reporting impact
	10
	15

	Total Increase in operating profits
	£2,645,000
	£8,412,500

	 - Average Increase
	£264,500
	£560,833

	 - Min Increase Reported
	£5,000
	£10,000

	 - Max Increase Reported
	£1,000,000
	£2,500,000


Whilst the impact of BGIR support of operating profits varied widely with the scale of the companies supported, from the analysis above it is clear support is contributing to improved profitability, particularly in the future for a number of respondents.  

2.4.2 Impact on Employment

A total of 570.5 FTEs are currently employed by the 35 businesses surveyed that received BGIR support.  This figure has increased by 15% (74.5 FTEs) since 2002.

Almost half the business sample (17 out of 35 companies) identified an impact on employment as a direct result of the BGIR support they had received.   Respondents quantified this impact in terms of 42 new jobs and 20 safeguarded jobs.

Businesses were further asked to identify characteristics of the people supported by the new and safeguarded jobs identified. In relation to the locations employees would live in/come from:

· 51% (32 jobs) of new/safeguarded jobs identified would be taken by people within Renfrewshire, East Renfrewshire and Inverclyde local authority areas;

· 33% (20 jobs) would be taken by people from the rest of Scotland; and

· the remaining 16% of jobs would be taken by people from other parts of the UK and Eastern Europe.  

Table 5.8 provides a further breakdown of the jobs created/safeguarded.

	Table 5.8:  Employment Breakdown:  Jobs created/Safeguarded

	
	No.
	% as Proportion of all jobs created/safeguarded

	Ethnic Minority
	7
	11.3

	Disabled
	1
	1.6

	Women
	22
	35.5

	Resident in Areas of most need

	11
	17.7

	Environmental Activity
	10
	16.1


Over a third of the jobs created/safeguarded as a direct result of the BGIR Programme supported female employment alongside other key employment groups targeted by European Economic Development Programmes.  

Future Employment Creation

Approximately further two thirds (65.7%) of the business sample anticipated that additional jobs due to BGIR Programme support would be created within two years.  A total of 103 jobs were identified. 

Once again businesses were asked to consider the characteristics of the people to be employed in these future positions.  Respondents found it very difficult
 to provide estimations of the likely ethnicity, gender, likelihood of disability, or residency of future employees as jobs would be allocated on skill and suitability terms only however Table 5.9 outlines the best guess estimates provided by some of the business respondents.   

	Table 5.9:  Future Employment Breakdown

	 
	No.
	% as Proportion of all jobs likely to materialise

	Likely to come from the 3 Local Authority Areas
	39
	45.9

	Likely to come from the Rest Of Scotland
	43
	50.6

	Likely to come from outwith Scotland
	3
	3.5

	Total
	85
	100

	 
	% Jobs Possible to identify

	Ethnic Minority
	10
	24.7

	Disabled
	3
	7.4

	Women
	25.5
	63.0

	Resident in Areas of most need
	2
	4.9

	Environmental Activity
	0
	0

	Total
	40.5
	100


The majority of future employment (likely to materialise) created as a result of BGIR support will support Scottish employment – 45.9% concentrated within the Renfrewshire, East Renfrewshire and Inverclyde Local Authority areas.  

Almost half of the companies (11 out of 23 that identified future employment creation) provided the study team with an estimation of future employee characteristics and its encouraging to see that 63% of future jobs are likely to be taken by women and 24.7% by people of ethnic minority origin.  

Employment Efficiency

Only one company
 lost jobs through an increase in efficiency as a result of the support they had received from the BGIR Programme.  This particular company identified that 4.5 FTEs had been lost from their business due to finding an agent as a consequence of a BGIR mission that could outsource a component of their activities at a much cheaper labour cost.  

2.4.3 Further Impacts on Business Performance

As a result of BGIR support 21 companies (66%) now operate in new markets and a further 22 companies (69%) identified a number of potential new markets they are likely to operate in the future.  

Businesses were also asked to assess whether their medium-term competitiveness had altered as a result of BGIR Programme support with the following results:

· 34% (11 respondents) felt their medium-term competitiveness had improved considerably;

· 34% (11 respondents) commented their had been a slight improvement;

· 25% (8 respondents) stated there had been no change; and

· 6% (2 respondents) felt that their medium-term competitiveness had declined slightly.

Notably none of the respondents stated that their medium-term competitiveness had declined considerably, therefore the majority of (69%) identified that BGIR support had a positive effect.  Justifications provided by respondents as to how BGIR support assisted business competitiveness included:

· helped diversify the company and therefore improve competitiveness;

·  by supporting overseas visits the business was able to demonstrate their commitment to key overseas clients;

· improved company profile; and

· assisted the business to develop into new markets and make new business contacts.  

As summarised in Table 5.10 businesses were asked to comment on the impact of BGIR support for a further wide range of benefits.  

	Table 5.10:  Wider Business Benefits 

	
	No Change
	Some Change
	Significant Change

	
	No.
	%
	No.
	%
	No.
	%

	Knowledge of market opportunities
	3
	8.8
	20
	58.8
	11
	32.4

	Knowledge of competition strength
	17
	50.0
	10
	29.4
	6
	17.6

	Increased Profile of firm
	7
	20.6
	10
	29.4
	17
	50.0

	Diversification of customer base or new business 
	9
	26.5
	16
	47.1
	9
	26.5

	Better follow-up of new contacts made
	11
	32.4
	12
	35.3
	11
	32.4

	Understanding of how to export effectively
	20
	58.8
	9
	26.5
	5
	14.7

	Networking/development of existing contacts
	3
	8.8
	12
	35.3
	19
	55.9

	Learned more about internationalisation
	18
	52.9
	11
	32.4
	5
	14.7

	Improved internal processes
	26
	76.5
	5
	14.7
	3
	8.8

	Achieved cost savings
	30
	88.2
	2
	5.9
	2
	5.9

	Increased profits
	15
	44.1
	14
	41.2
	5
	14.7

	Improved customer service through online technologies
	30
	88.2
	1
	2.9
	3
	8.8

	Increased sale or level of business generated
	11
	32.4
	15
	44.1
	8
	23.5

	Achieved efficiency savings
	28
	82.4
	4
	11.8
	2
	5.9


Based the responses of 34 companies.

From the data above it is clear to identify where BGIR support has had the most significant benefit through networking/development of existing contacts (55.9%), increased profile of the firm (50%) and knowledge of market opportunities (32.4%). Areas where BGIR support has had no change included achieving cost savings (88.2%), improved customer service (88.2%) and efficiency savings (82.4%).  

In addition to the above areas, businesses were asked if BGIR support changed the confidence of owner/managers:

· 23% of respondents stated that owner/management confidence had increased considerably;

· 45% identified that there had been some increase in owner/management confidence; and

· 32% felt that there had been no change.

Evidently the BGIR support has generated a number of wider benefits for assisted companies in addition to quantitative impacts in terms of sales, profits and employment. 

2.5 Recommended Improvements

The last area to be discussed concerns the recommended improvements identified by respondent businesses.  The main issues can be summarised as follows:

· Funding – recent SE funding cutbacks were noticed and felt by respondent businesses unable to attend exhibitions/missions, therefore raising the level of BGIR Programme funding was a key improvement sought;

· Tailoring Support – some respondents commented they would like to see more bespoke forms of internationalisation support, tailored to individual business needs particularly for those businesses operating in niche markets;

· Business Planning – respondents would ideally like to know at the beginning of a financial year what support was and was not available to assist with their business planning;

· BGIR Programme Expenditure – a few of the companies commented on the need for the Programme to be more cost efficient in terms of the flights and accommodation chosen for missions/exhibitions; and

· Executing Exporting – again a few of the companies felt that more support should be available to assist businesses at the implementation to stage to exporting and not just at the market identification stage.  

Economic Impact Assessment

2.6 Introduction

This Chapter reports the economic impact of the internationalisation support provided by BGIR to local companies – it is derived from information and data obtained from the business survey. 

2.7 Economic Impact Measures

2.7.1 Introduction

This section details the reported impacts of the Internationalisation Programme in terms of:

· gross sales and employment;

· additionality;

· displacement;

· net direct additional sales;

· linkage and multiplier effects;

· net additional jobs; and

· GVA.

2.7.2 Gross Sales and Employment

Current & Anticipated

As detailed in Table 6.1 current sales and employment in the assisted companies providing data was £52.2m and 570.5 FTEs respectively.

	Table 6.1: Current Gross Sales and Employment Outcomes

	
	Responses
	Total 
	Average
	Range

	Sales
	31
	£52.2m
	£1.68m
	£0.1m - £6.2m

	Employment
	33
	570.5
	17.3
	1- 125


There is a wide range in terms of both sales and employment levels across the sample.  Employment ranged from 1 FTE to 125 FTEs, and sales varied from £100,000 to £6.2m. 

Over the past three years gross employment had increased from 496, an increase of 74.5 FTEs.  Employment had declined in almost 30% of the companies responding – the largest decline was 8 FTEs, following the company ceasing to trade.  The largest employment gain was 32 FTEs.

Total sales had increased by £34m over the period since 2002 – only 1 company had registered a decline in sales.  

Attributed To BGIR Support

Employment and sales gain realised and anticipated are not necessarily attributable to the support provided BGIR.  Companies were therefore asked to estimate the proportion of sales growth that was attributed to BGIR support and the scale of employment gain, anticipated and safeguarded by BGIR support.  Table 6.2 provides the details.  Table 6.2 includes one company whose anticipated sales - £10m - were outwith the norm.  This company is excluded from the grossing up calculations as they could skew the results, but are included in the economic impact calculations as they results have been realised.

	Table 6.2: Attributed Gross Sales And Employment – Realised And Anticipated

	Sales
	Responses
	Total sales
	Average
	Range

	Realised
	21
	£6.86m
	£0.327m
	£0.02m - £2m

	Anticipated 
	19
	£22.83m
	£1.1m
	£0.035m- £10m

	

	Employment
	Responses
	Total FTE jobs
	Average
	Range

	Realised
	17
	60
	3.5
	-4 - 20

	Anticipated 
	23
	105
	4.7
	1 - 22


Of the 35 companies who took part in the survey 17 reported that as a result of BGIR support jobs had been created – these totalled 62 FTEs.  In addition 23 of the companies surveyed reported that they expected to create jobs over the next 2 years – these totalled 105 FTEs.

A total of 21 companies reported on the extent to which BGIR support had generated additional sales.  These totalled some £6.86m. In addition 19 of the companies surveyed reported that they expected to achieve additional sales over the next 2 years – these totalled £22.83m, and include the “outlier” company. 

The sample that featured in the survey accounted for around one in four of BGIR’s supported companies.  Grossing up these figures to the population of BGIR’s supported companies would suggest a gross (realised and anticipated) sales impact of £78.64m
 and a gross jobs impact of 660 

Additionality

Non-additionality is traditionally understood to be the proportion of gross direct sales/jobs impacts that would have been expected to occur even if the company had not received BGIR support.  Additionality was assessed by asking whether the business would still have undertaken the internationalisation activity that realised business performance improvements if support had not been available.   Responses to this question then allowed us to assessed businesses according to a hierarchy of additionality factors:

· absolute additionality: where all gross direct impacts are additional, was taken to apply where the business would not have undertaken the activity in the absence of BGIR support;

· time additionality: where support enabled the activity, and resultant impacts, to take place/emerge sooner;

· scale: where internationalisation support had a positive influence on the scale of the business’ internationalisation activity and resultant impacts.

Based on the responses received, we found that:

· 9 companies reported absolute additionality; 

· 15 companies reported time and/or scale additionality; and

· 2 companies reported no additionality.

In determining the partial additionality factor – in most cases time additionality – we have assumed 10% additionality for each year that the BGIR support has brought forward the impact.

2.7.3 Displacement

Our investigation of displacement considered those factors that would dilute the gross impact of any increases in business activity.  It included collecting information on a variety of areas, including:

· how much of any increase in business would have been taken by competitors if the business had not received BGIR support;

· what proportion of any increase in business would have been taken by competitors in the local area; and

· what proportion of any increase in business would have been taken by competitors in Scotland.

Displacement was then assessed according to the following factors:

· high displacement:  where the company estimates a significant proportion of their increase in business would have been taken by competitors in the local area in the absence of BGIR support.  We assumed a displacement range of 70% to 90%;

· medium displacement: where the company estimates a significant proportion of their increase in business would have been taken by competitors in Scotland in the absence of BGIR support  We assumed a displacement range of 40% to 60%; and

· low displacement: where the company estimates only a small proportion, if any, of their increase in business would have been taken by competitors.  We assumed a displacement range of 10% to 30%.

Displacement was assessed at the local (SER) and national (Scottish) levels.  The assessed levels of displacement are shown at Table 6.3 for the 21 companies that provided the relevant information.

	Table 6.3: Levels Of Displacement

	
	Number of Companies

	Factor
	Local
	Scotland

	Low 
	26
	19

	Medium
	0
	7

	High
	0
	0


The analysis shows that BGIR has supported low levels of displacement at both the Renfrewshire level (as supported companies had few local customers) and Scotland level as companies had significant sales outwith Scotland and the UK.  It should be recognised that in many cases, due to the niche market that the companies operate in, and the lack of competitors at the local or national level, displacement has been factored in at the lowest level- 10%. 

2.7.4 Multiplier Effects

The increase in economic activity as a result of the support provided by SER to its account managed companies will have two types of wider impact on the economy:

· supplier effect: an increase in sales in a business will require it to purchase more supplies than it would have otherwise.  A proportion of this ‘knock-on’ effect will benefit suppliers in the local and Scottish economies; and

· income effect: an increase in sales in a business will usually lead to either an increase in employment or an increase in incomes for those already employed.  A proportion of these increased incomes will be re-spent in the local and Scottish economies.

It is difficult to extract relevant data from the companies on levels and, in particular, the distribution of purchases.  However, we believe that overall the BGIR’s supported companies supported will have a normal pattern of purchases and have assumed that these will be within the norm.  These were assumed to be:

· 1.15 for the combined supplier and income multiplier at the Renfrewshire level; and

· 1.30 for the combined supplier and income multiplier at the Scottish level.

These coefficients are consistent with those recommended in HM Treasury best practice.
2.7.5 Net Direct Additional Sales

Realised

Applying additionality, displacement and multiplier effects to the gross realised sales identified in Table 6.2, the estimates of net direct additional sales shown in Table 6.4 are obtained.

	Table 6.4: Net Additional Realised Sales 

	
	Local
	Scotland

	Gross Direct
	£6.86m
	£6.86m

	Less Non Additional
	£3.2m
	£3.2m

	Gross Direct Additional
	£3.6m
	£3.6m

	Less Displacement
	£0.6m
	£1m

	Net Direct Additional
	£3.1m
	£2.6m

	Plus Supplier Linkage
	£0.47m
	£0.79m

	Plus Income Multiplier
	£0.54m
	£1m

	Net Additional
	£4.106m
	£4.5m


Values subject to rounding 

The value of the net additional realised sales provides estimates of net additional realised sales of £4.106m at the local level and £4.5m at the national level. 

The sample that featured in the survey accounted for around one in four of BGIR’s supported companies.  Grossing up these figures to the population of BGIR’s supported companies would suggest an impact of:

· local level - £16.4m realised sales; and

· national level - £18m realised sales.

Anticipated

Applying additionality, displacement and multiplier effects to the gross anticipated sales identified in Table 6.2, the estimates of net direct additional sales shown in Table 6.5 are obtained.

	Table 6.5: Net Additional Anticipated Sales 

	
	Local
	Scotland

	Gross Direct
	£12.8m
	£12.8m

	Less Non Additional
	£3.6m
	£3.6m

	Gross Direct Additional
	£9.3
	£9.3

	Less Displacement
	£1m
	£1.4m

	Net Direct Additional
	£8.3m
	£7.9m

	Plus Supplier Linkage
	£1.24
	£2.4m

	Plus Income Multiplier
	£1.43m
	£3.1m

	Net Additional
	£10.9m
	£13.3m


Values subject to rounding

The value of the net additional sales provides estimates of net additional anticipated sales of £10.9m at the local level and £13.3m at the national level; the difference is accounted for by a higher level displacement and multipliers at the Scottish level.  

The sample that featured in the survey accounted for around one in four of BGIR’s supported companies.  Grossing up these figures to the population of BGIR’s supported companies would suggest an impact of:

· local level - £43.6m anticipated sales; and

· national level - £53.2m anticipated sales.

Net Present Value

Discounting the anticipated grossed up net additional sales from 2008 to 2006 gives the following impacts
:

· local level - £40.6m and

· national level - £49.5m.

2.7.6 Net Additional Employment

Realised

Applying additionality, displacement, and linkage and multiplier effects to the realised gross employment as detailed in Table 6.2 provides estimates of net additional employment as shown in Table 6.6.

	Table 6.6: Net Additional Realised Employment (FTEs)

	
	Local
	Scotland

	Gross Direct
	60
	60

	Less Non Additional
	19.5
	19.5

	Gross Direct Additional
	40.5
	40.5

	Less Displacement
	5.4
	6

	Net Direct Additional
	35.8
	34.5

	Plus Supplier Linkage
	5.4
	10.4

	Plus Income Multiplier
	6.2
	13.5

	Net Additional Employment
	47.4
	58.4


Values subject to rounding

Net additional realised employment is estimated at 47.4. FTEs at the local level and 58.4 FTEs at the national level; the difference is accounted for by a higher level displacement and multipliers at the Scottish level.

The sample that featured in the survey accounted for around one in four of BGIR’s supported companies.  Grossing up these figures to the population of BGIR’s supported companies would suggest an impact of:

· local level –189.6 FTEs; and

· national level –233.6 FTEs.

Anticipated

Applying additionality, displacement, and linkage and multiplier effects to the realised gross employment as detailed in Table 6.2 provides estimates of net additional employment as shown in Table 6.7.
	Table 6.7: Net Additional Anticipated Employment (FTEs)



	
	Local
	Scotland

	Gross Direct
	105
	105

	Less Non Additional
	40.2
	40.2

	Gross Direct Additional
	60.8
	60.8

	Less Displacement
	7.5
	7.5

	Net Direct Additional
	53.3
	53.3

	Plus Supplier Linkage
	8
	16

	Plus Income Multiplier
	9.2
	20.1

	Net Additional Employment
	70.5
	90.1


Values subject to rounding

Net additional anticipated employment is estimated at 70.5 FTEs at the local level and 90.1 FTEs at the national level; the difference is accounted for by a higher level multipliers at the Scottish level.

The sample that featured in the survey accounted for around one in four of BGIR’s supported companies.  Grossing up these figures to the population of BGIR’s supported companies would suggest an impact of:

· local level –282 FTEs; and

· national level –360.4 FTEs.

2.8 GVA

GVA is a simple but effective means of monitoring business performance and is included as one of the acceptable outputs for measuring the impact of business development projects.  

To measure GVA we have used data (latest 2004) as outlined in the Scottish Annual Business Statistics.  Although data is provided for some key sectors, and sub sectors, it is not available for all sectors supported by the Internationalisation Programme. It has therefore been necessary estimate GVA using aggregate data provided at the local authority level – East Renfrewshire, Inverclyde and Renfrewshire. 

Average GVA per employee at the local level has been estimated at £43,030 and £42,213 at the Scottish level.  This suggest that the Internationalisation Programme has generated additional GVA of:

· realised:

· Local level - £8.2m; and

· National level - £9.8m.

anticipated:

· Local level - £12.1m; and

· National level - £15.5m.

2.9 Cost per job

The spend by SER on the Internationalisation programme over the period 2004-2006 was £0.847m.  This provides the following cost per job figures - realised and anticipated:

· gross:

· £1,282; and

· net additional:

· local – £1,795;

· national - £1,425.

2.10 Summary

The economic impacts resulting from the delivery of Internationalisation support by BGIR to companies are summarised in Table 6.8.

	Table 6.6: Summary Economic Impacts (Grossed Up)

	Gross sales 
	£52.2m

	Gross employment 
	570.5 FTEs

	Realised net sales – local 
	£16.4m

	Realised net sales – national 
	£18m

	Anticipated net sales – local
	£43.6m

	Anticipated net sales – national
	£53.2m

	Realised net employment – local 
	189.6 FTEs

	Realised net employment – national 
	233.6 FTEs

	Anticipated net employment – local
	282 FTEs

	Anticipated net employment – local
	360.4 FTEs

	Realised GVA contribution – local 
	£8.2m

	Realised GVA contribution – national 
	£9.8m

	Anticipated GVA contribution – local 
	£12.1m

	Anticipated GVA contribution – national 
	£15.5m

	Cost per job – gross
	£1,282

	Cost per job local 
	£1,795

	Cost per job national
	£1,425


Our evaluation of the Internationalisation programme to the year 2002 revealed the following economic impacts:

· Net additional sales local - £6.32m;

· Net additional sales - £6.04m;

· Net employment local – 72.4; and

· Net employment national – 78.8.

Some caution should be exercised when seeking to compare the previous evaluation results with the current evaluation:

· additional sales were not subject to multiplier application in 2002:

· net additional sales in 2002 would be expected to be lower, but not by a factor of 10;

· the samples sizes and populations were different, which would affect grossing up:

· however, the number of respondents in 2002 were higher than in 2006.

The 2006 evaluation therefore seems to indicate that significant improvement has been achieved in terms of generating additional export sales and employment.

Conclusions & Recommendations

2.11 Introduction

This chapter draws on the various elements of the work programme to present a brief set of conclusions.  The conclusions are organised around the detailed objectives of the study, as reported in Chapter 1.  In addition, a brief set of recommendations are offered.

2.12 Conclusions

2.12.1 Objectives & Targets

Baseline

The supported businesses exhibited the following characteristics:

· almost one in four companies operated in the service and consumer sector, one in four in energy/engineering and one in ten in new technologies;

· from the business survey, prior to engagement with the programme, total employment was 570.5, average 16.3 and the range 1-125; and

· 39% of supported companies were account managed/high impact, 23% were client managed/medium impact, 6% were Business Gateway Growth companies, and 33% had no segmentation code.

Targets

As highlighted in Chapter 3 – Consultations – the objectives and targets for the programmes changed each year and were qualitative rather than quantitative.  In essence the target was to assist companies to engage in and benefit from internationalise their business.  The business survey highlights the success of the programme – business engaged in internationalising activities, identified new customers and partners, generating additional sales and employment.

Given the increasing globalisation of business activity these objectives remain valid.

2.12.2 Economic Impact

With regard to the economic impact objectives of the study we conclude the following:

Deadweight 

The company survey highlighted only two instances of deadweight.  For nine companies they would not have undertaken the export related activity at all without BGIR support, and for 15 companies BGIR support time and/or scale additionality.

Displacement/substitution at the local and Scottish level

The survey results demonstrated that there was limited if any displacement/substitution in either the Renfrewshire or Scottish economies.  The supported businesses operated in niche international markets.

Leakage

The survey highlighted that for most companies – 7 out of the 11 who were able to answer the question – all of the new jobs created were taken by people who lived in one of the three local authorities that make up the SE Renfrewshire area.  For the other four companies some of the jobs were taken by those who lived outwith the local area, but still within Scotland.  

Leakage is therefore minimal.

Impacts

The 2006 evaluation indicate that significant improvement has been achieved since the 2003 evaluation n terms of generating additional export sales and employment  as a direct result of the BGIR support.

Effects On Business Performance

The business survey highlight the following outcomes:

· improved processes:

· the support from BGIR did not have a major impact on internal processes – 76% said no impact , with 15% saying some change and 9% saying a significant change;

· increased exports:

· almost three quarters of the surveyed companies highlighted that as a result of BGIR support they had achieved additional export sales;

· increased turnover:

· those companies who attributed turnover growth to BGIR support reported an average turnover increase of £1.14m.

· increased employment:

· employment in supported companies increased by 165 jobs as a result of the support ( 60 realised, 105 anticipated).

2.12.3 company Performance

Businesses first heard about the international support available through BGIR from SER, typically via their account managers. Some of the businesses located within Hillington Innovation Centre became aware of support through the Centre itself and the various local authority business advisers were also identified means of finding out about the Programme.  

The key ultimate objective of companies that received support from BGIR was to generate sales in export markets.  Companies however did realise that this could be a long term process and therefore short term aims were related to:

· raising the company’s profile;

· establishing new contacts and relationships; and

· understanding the market in which they sought to enter.

For most of the surveyed companies the only support they accessed was related to overseas visits – either through the Overseas Market Support programme or through attending Exhibitions, missions or Learning Journeys.  This support is consistent with their ultimate objective of becoming involved in the Programme.

The companies interviewed as part of the survey were primarily high impact companies as they were all account managed.  Intuitively we would expect medium and low impact companies to have different needs, as they are further away from actually engaging in export activity.  The Internationalisation programme does cater fro these companies through:

· Readiness To Internationalise;

· International Strategy Development; and

· International Mentoring.

The business surveyed identified the following key changes in business performance as a result of BGIR support:

· almost 70% reported that there had been some positive change in the confidence of owners/managers in relation to export activity;

· almost 70% reported that their medium term competitiveness had improved as a result of BGIR support; and

· almost 75% reported diversifying their customer base as a result of BGIR support.

2.13 Recommendations

Discussions with the BGIR partners and supported businesses has revealed a high degree of satisfaction with the Internationalisation Programme, with few if any suggestions for significant changes that would improve the programme leading to enhanced economic impact.  We therefore offer a relatively small number of recommendations for minor changes to the operation of the Programme.

Recommendation 1: Continue to deliver an effective programme that is well regarded by supported companies.

2.13.1 Communication with Supported Companies

Many of the companies that were consulted highlighted that they had received support as part of the Programme – in particular missions and exhibitions – that had led to the establishment of new contacts/relationships.  These had been built into their business plan for 2006/07 and they would have sought further assistance from BGIR to aid the implementation of these new export opportunities.  They were unable to do so – and sales and jobs impacts may have been reduced as a consequence – due to Scottish Enterprise’s budget difficulties.  

Whilst they recognised that there was never any guarantee that BGIR would have been able to provide additional support, earlier communication from BGIR that funding for 2006/07 was significantly reduced would have enabled them to introduce contingency plans at a much earlier juncture.

Recommendation 2: That BGIR establish and maintain effective communication links with its supported to companies to ensure that they understand and can adapt their business behaviour accordingly, to any changes in the nature and level of support available.

2.13.2 Branding

The discussions with supported companies highlighted some confusions as to which agency provided support under the Internationalisation Programme – SER and/or BGIR and or/SDI.  

Recommendation 3:That the supported provided to companies be provided under a single agency brand.

2.13.3 Costs of Overseas Trips

Although companies were highly appreciative of the support provided to enable them to take part in missions and exhibitions, some felt that the costs of accommodation and flights were unduly expensive, and they would have been more than happy to stay in lower level hotels.  Some companies had been deterred from participating in some overseas trips due to costs. 

Recommendation 4: Although recognising that hoteliers will increase their tariffs when an exhibition/mission visits their city, costs should be kept to a minimum to encourage more companies to participate. 

2.13.4 Focus of the Support

Interrogation of the survey data revealed that changes in business performance – sales and jobs – stemmed almost exclusively from the companies attending missions/exhibitions.  In fact few if any of the surveyed companies had benefited from any other form of support – but where they had no impacts had been realised.

Recommendation 5: Where resources are limited, they should be focused on providing support to allow companies to attend exhibitions and missions.

2.13.5 Staff Resource

The supported business commented very favourably when questioned about the SER/BGIR advisers in terms of their knowledge, experience and professionalism.  However, those companies that had been involved with the Programme over the medium/long term did comment that the staffing resource had been reduced from 3 to 2 advisers, and did express some concern that this may have an adverse impact on the advice and guidance that could be offered.  

Recommendation 6: That consideration is given to restoring the team of advisers to 3 to enable supported companies to continue to benefit from a highly regarded service.

Appendix A: Project Activity

2003/04

In 2003/04 there were a total of 78 companies involved in 123 assists. The most number of assists received by an individual company was four. The four companies that received the greatest number of assists were: Devol Engineering, MRH Marine, Scottish Specialty Foods and Kare Ltd.

Tables A.1 – A.3 show the support broken down by industry sector, segmentation group and type of support received.

	Table A.1: Support by Industry Sector

	Sector Code
	Number
	%

	Service & Consumer Industries
	49
	39.8%

	Energy & Engineering
	41
	33.3%

	New technologies
	25
	20.3%

	Life Sciences
	8
	6.5%

	Total
	123
	100%


The table shows that companies in the Service & Consumer and Energy & Engineering Industries make up approximately 73 per cent of the total assists. New Technologies comprise 20 per cent.

Table A.2 examines the customer segmentation groups, in relation to the relative growth of companies who received support.

	Table A.2: Segmentation Groups

	Segmentation group
	Number
	%

	High Growth
	33
	26.8%

	Medium Growth
	26
	21.1%

	Account Managed Growth
	9
	7.3%

	None
	8
	6.5%

	Client Managed Growth
	5
	4.1%

	Bus Gateway growth
	3
	2.4%

	Other
	3
	2.4%

	CM Watching Brief
	2
	1.6%

	Unknown
	34
	27.6%

	Total
	123
	100%


High and medium growth companies comprise the greatest number of assists with approximately 27 and 21 per cent respectively. However, there is still a large number, 34 (28 per cent) that have an unknown segmentation group.

Table A.3 shows the type of project support that the companies have received.

	Table A.3: Type Of Support Received

	Projects
	Number
	%

	Exhibition
	36
	29.3%

	Mission
	36
	29.3%

	Market Development
	25
	20.3%

	Market Research
	10
	8.1%

	Market Explorer Mission
	4
	3.3%

	International Strategy Workshop
	3
	2.4%

	International Trade Directory
	1
	0.8%

	Market Access Programme
	1
	0.8%

	Market Research & Dev
	1
	0.8%

	Marketing Support
	1
	0.8%

	New Prod Dev
	1
	0.8%

	Tailored Market Info
	1
	0.8%

	Training Plus Support
	1
	0.8%

	Various
	1
	0.8%

	Export Mgr for Hire
	1
	0.8%

	Total
	123
	100%


Exhibition and mission support was the most common type of support received, comprising approximately 72 assists, 60 per cent of the total. Market Development projects also received a large number of assists, 25 (20 per cent). 

2004/05

In 2003/04 there were a total of 81 companies involved in 121 assists. The most number of assists received by an individual company was three. The companies that received the greatest number of assists were: Microclean, Network Sales (Scottish Specialty) and Professional Beauty Systems

Tables A.4 – A.6 show the support broken down by industry sector, segmentation group and type of support received.

	Table A.4: Support by Industry Sector

	Sector Code
	Number
	%

	Service & Consumer Industries
	48
	39.7%

	Energy & Engineering
	36
	29.8%

	New technologies
	32
	26.4%

	Life Sciences
	5
	4.1%

	Total
	121
	100%


Table A.4 shows that companies in the Service & Consumer and Energy & Engineering Industries make up approximately 70 per cent of the total assists. New Technologies comprise 26 per cent and the Life sciences sector comprises a small number (five per cent) of total assists.

Table A.5 examines the customer segmentation groups, in relation to the relative growth of companies who received support.

	Table A.5: Segmentation Groups

	Segmentation group
	Number
	%

	High Growth
	60
	49.6%

	Medium Growth
	32
	26.4%

	None
	8
	6.6%

	Account Managed Growth
	5
	4.1%

	Bus Gateway growth
	2
	1.7%

	Client Managed Growth
	1
	0.8%

	Other
	1
	0.8%

	Universal
	1
	0.8%

	Unknown
	10
	8.3%

	Not Applicable
	1
	0.8%

	Total
	121
	100%


Approximately half the companies receiving support were high growth companies, 60 in total. Medium growth companies received 32 assists (26 per cent). There were no other groups who received a proportionately large numbers of assists.

Table A.6 shows the type of support received by beneficiary companies.

	Table A.6: Type Of Support Received

	Projects
	Number
	%

	Overseas Market Support
	34
	28.1%

	Exhibition
	28
	23.1%

	Mission
	23
	19.0%

	Market Development
	12
	9.9%

	Int Strategy Workshop
	9
	7.4%

	Market Research
	4
	3.3%

	Int Strategy Development
	3
	2.5%

	Int Preparedness Programme
	2
	1.7%

	Export Mgr for Hire
	1
	0.8%

	Global Companies Dev Programme
	1
	0.8%

	International Training Programme
	1
	0.8%

	Oil & Gas Supply Chain W/Shop
	1
	0.8%

	Unknown
	2
	1.7%

	Total
	121
	100%


Table A.6 shows that 34 companies (28 per cent) received overseas market support. Similar to 2002/03, exhibition and mission support was also used by a large number of companies, 28 and 23 companies (23 and 19 per cent) respectively.

2005/06

In 2004/05 there were a total of 71 companies involved in 108 assists. The most number of assists received by an individual company was four. The companies that received the greatest number of assists were: Dimensional Imaging (formally t/a Virtual Clones), Agripa, Mixipix, Gas Measurement Instruments and Dreamteam Interactive.

Tables A.7 – A.9 show the support broken down by industry sector, segmentation group and type of support received.

	Table A.7: Support By Industry Sector

	Sector Code
	Number
	%

	Electronics/MOCT
	32
	29.6%

	Energy/Engineering/Aerospace
	29
	26.9%

	Creative Industry/Education/Tourism
	19
	17.6%

	Food/Drink/Textiles/Forestry
	17
	15.7%

	Life Sciences
	8
	7.4%

	Financial Services
	3
	2.8%

	Total
	108
	100%


It should be noted that industrial classifications have been altered since the programmes inception and there may not be continuity across sector definitions. This being said 32 (30 per cent) electronics/MOCT companies and 29 (27 per cent) Energy/Engineering/Aerospace related companies received the most support through the programme in 2005/06. Similar to 2003/04 and 2004/05, life sciences related companies received less than 10 per cent of the total support.

Table A.8 shows the support broken down by segmentation group.

	Table A.8: Segmentation Groups

	Segmentation group
	Number
	%

	Account Managed Growth
	59
	54.6%

	Bus Gateway growth
	14
	13.0%

	Client Managed Growth
	12
	11.1%

	CM Watching Brief
	10
	9.3%

	Other
	6
	5.6%

	FDI AM Growth
	5
	4.6%

	Unknown
	2
	1.9%

	Total
	108
	100%


Account managed growth companies received approximately 55 per cent, of total support offered in 2004/05.

Table A.9 shows the type of support received by the participant companies.

	Table A.9: Type Of Support Received

	Projects
	Number
	%

	Overseas Market Support
	38
	35.2%

	Exhibition
	35
	32.4%

	Mission
	10
	9.3%

	Market Development Flex Fin Prod
	9
	8.3%

	Int Strategy Workshop
	8
	7.4%

	One Day Strategy W/Shop
	3
	2.8%

	Mission Support/OMS
	2
	1.9%

	Int Trade Training
	1
	0.9%

	Int Mentoring
	1
	0.9%

	Learning Journey
	1
	0.9%

	Total
	108
	100%


Similar to previous years and as would be expected of export companies, the largest number of assists is for overseas market support with 38 companies (35 per cent). Further to this, 35 (32 per cent) companies received exhibition support.

2006/07

In 2006/07 (part) there were a total of 40 companies involved in 47 assists. Dimensional Imaging (formally t/a Virtual Clones), Agripa, Greenoak and RSVP Design have so far received the greatest number of assists. However it should be noted that at the time of data collection the data for 2006 only extends to May and does not include the same timescale as the previous years examined.

Tables A.10 – A.12 show the support broken down by industry sector, segmentation group and type of support received.

	Table A.10: Support By Industry Sector

	Sector Code
	Number
	%

	Creative Industry/Education/Tourism
	17
	36.2%

	Life Sciences
	14
	29.8%

	Electronics/MOCT
	4
	8.5%

	Food/Drink/Textiles/Forestry
	3
	6.4%

	Industry codes (I, N, G, H, J)
	7
	14.9%

	Financial Services
	1
	2.1%

	Energy/Engineering/Aerospace
	1
	2.1%

	Total
	47
	100%


The Creative Industry/Education/Tourism sector has to date received the most support through the programme with 17 companies (36 per cent) having assists. Unlike previous years, life science companies have received a comparatively high level of support in 2006/07 14 companies (30 per cent) have received support.

Table A.11 shows the support broken down into segmentation groups.

	Table A.11: Segmentation Groups

	Segmentation group
	Number
	%

	Account Managed Growth
	31
	66.0%

	Client Managed Growth
	10
	21.3%

	Bus Gateway growth
	4
	8.5%

	Other
	1
	2.1%

	Unknown
	1
	2.1%

	Total
	47
	100%


Account managed growth companies received 66 per cent of the total support so far in 2006/07, this equates to 31 companies that are account managed.

Table A.12 shows the companies who have received support broken down by the type of support they received.

	Table A.12: Type Of Support Received

	Projects
	Number
	%

	Overseas Market Support
	17
	36.2%

	Exhibition
	15
	31.9%

	Learning Journey
	3
	6.4%

	Market Development Flex Fin Prod
	3
	6.4%

	Int Strategy Workshop
	3
	6.4%

	Flexible Financial product
	3
	6.4%

	Mission
	2
	4.3%

	SDF - FFP
	1
	2.1%

	Total
	47
	100%


Overseas market support and exhibition support have been the most frequently used types of support to date for export companies in 2006/07. 17 (36 per cent) and 15 (32 per cent) companies have used this type of support respectively.

Appendix B: Project Spend

Table B.1 shows the spend on each of the types of project support, 2003/04

	Table B.1: Spend 2003/04

	
	Actual Spend

	Market Access/R&D
	£92,082.73

	Exhibitions
	£84,328.08

	Skills Development
	£17,124.65

	Missions
	£9,841.05

	Consultancy
	£5,529.30

	Total
	£208,905.81


Market access/R&D support had the greatest actual spend in 2003/04  -  £92,082.73 followed by exhibition support with £84,328.08.

Table B2 shows the actual spend on each element of project support, 2004/05.

	Table B2: Spend 2004/05

	
	Actual Spend

	Overseas Market Support
	£103,850.54

	Exhibitions/Missions/LJ's
	£59,347.32

	Int Strategy Development
	£11,197.37

	Ready to Internationalise
	£13,720.20

	Int Mentoring
	£8,400

	Total
	£196,515.43


Again overseas market support received the greatest amount of actual spend with £103,850.54. Exhibition and mission support received £59,347.32.

Table B3 over, shows actual spend on each of the types of project support for 2005/06.

	Table B3: Spend 2005/06

	
	Actual Spend

	Overseas Market Support
	£138,969.03

	Market Development - Flexible Financial Product
	£137,759.28

	Exhibitions
	£108,178.11

	Missions & Learning Journeys
	£13,675.83

	International Mentoring
	£14,811.38

	International Strategy Workshop
	£21,086.09

	International Forum
	£3,568.19

	International Trade Training
	£550.0

	Total
	£438,597.91


Overseas market support received the most actual spend with £138,969. Market development and exhibition support also received a large amount of funding support, £137,759 and £108,178. To date 2005/06 has received the greatest amount of money to fund the support.

Table B4 shows the actual spend on each of the types of project support, however, it should be noted these figures are not actual spend.

	Table B4: Spend 2006/07

	
	Actual Spend

	Overseas Market Support
	£22,749.57

	Exhibitions
	£24,791.51

	Market Development - Flexible Financial Product
	£24,981.60

	Missions & Learning Journeys
	£2,956.00

	International Mentoring
	£0.00

	International Strategy Workshop
	£0.00

	Total
	£75,478.68


Overseas market support, exhibitions and market development support represent 96.1 per cent of the total actual spend in 2006/07.
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� A partnership involving SER, Renfrewshire Council, Inverclyde Council, East Renfrewshire Council and Renfrewshire Chamber of Commerce.


� The questionnaire used to carry out the three telephone surveys (which were not carried out at the premises of the respondent businesses due to time constraints on their behalf) was the same as that used in the face to face business consultations therefore full information was obtained from 32 companies.  


� Data relating to actual operating periods were known for 31 of the 35 businesses consulted.  


� The one company that had identified attending a BGIR forum or training event responded via the shorter online survey and did not provide sufficient details to enable discussion of this particular type of BGIR Programme support.  


� Two of the companies that received overseas market support responded to the shorter online survey, we were therefore unable to identify specifically what type of support within this category they had received.  


� The aggregate turnover impacts are based on the responses from 22 of the 23 companies that stated support had impacted company turnover.  One company that replied to the online survey did not provide further details to be included within this assessment.  


� Figure derived by analysis of the 10 respondents identifying an impact on operating profits from a total sample of 32 (this question was not included within the online survey).  


� Areas defined as most in need referred to the previous Social Inclusion Partnership areas of each local authority (Renfrewshire/East Renfrewshire and Inverclyde).  We would caution the degree of accuracy in relation to the figure expressed in Table 4.8 as many employers were making as assumption about the likely residency of employees whose position had been created/safeguarded as a result of BGIR support.  


� In total, 12 of the companies that stated future employment would be generated as a result of BGIR Programme support were unable to provide a definite response to the ethnicity, disability, gender, residency or likely environmental activities of future employees.  


� One company from a total possible sample of 32 – as this question was not included in the online survey.


� These estimates exclude the outlier companies.


� a discount factor of 3.5% has been applied - 
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Figure 5.1:  Sectoral Breakdown
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