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1. Introduction

Scottish Enterprise Ayrshire (SEA) issued an ITT seeking support in carrying out a review of the Food Sector New Product Development Project that resulted in JacoByte being appointed to the exercise.

The brief contained details on the background to the initiative and current contract delivered by TL Dempster Associates.  The detail provided by SEA was concise and established the background to the project and the overall targets for the project.  

In line with the contractual expectation this review of progress against original objectives was planned to help in planning for the future services to meet business needs and to confirm their continued relevance, post completion of the present contract term.

It should be emphasised that the exercise was not intended as an economic review of the programme but of the services provided and their relevance to participating businesses.  Whilst it is important to review past performance it is of more importance to identify future needs and establish any improvements that can be made to the delivery process.

A number of the outcomes and impacts would be expected to be quantifiable however this has proved difficult to gain during the exercise with few of those surveyed able to establish their anticipated results.  It has to be noted that in new product development a substantive gestation period post the training can be anticipated that has to be allowed for in reaching any conclusions.

However this is of concern, as it would indicate that the organisations are not establishing targets and measures for their participation.  This leads to a recommendation that it should be established as part of the reporting process for businesses and would assist any future economic evaluation of the programme.

It is recognised, however that NPD processes can take over 18 months to result in successful launch thus initial measures will more likely be qualitative e.g. confidence, team understanding, information dissemination etc.  Where these have been identified they are noted for record.

We would thank Scottish Enterprise Ayrshire for the opportunity to work with them and the partners within the Network on the exercise.  We believe that the issues reported establish clearly the existing quality of performance and having identified a number of issues and recommendations will help to further enhance the services, to the benefit of local businesses and organisations.

2. Objectives

The original proposal by JacoByte set a number of objectives to carry out a review of the performance of the initiative, addressing the expectations of Scottish Enterprise:

· To carry out an assessment of the impacts from the 'Food Product Development Programme'.

· To assess potential amendments and focus of intervention with recommendations on how to develop the existing support mechanism.

3. Process

The process that was followed involved seven elements, summarised as follows, as set out in the proposal from JacoByte Ltd with the intent of SEA to share the main conclusions with the partners in the Network.

Commissioning meeting

Desk review

Primary review

Statistical analysis & initial draft report

Interim review workshop

Strategic report

Final review report & Action plan

As a key element a series of interviews, totalling 36, with local recipients of support, online, telephone and face to face, and stakeholders were established.  This exercise utilised bespoke questionnaire and topic issues, copies attached, as Appendix C, for information.

The interviews were summarised into a series of issues and topics of relevance to the exercise as in the Appendix.  Interviewees were advised that the discussions and input would be treated in confidence with input aggregated as general issues.  In a few cases specific issues raised were fed back to the Project Manager or LEC contact for action.

4. Key Findings

Profile and delivery

An analysis of the records held by SE indicates that the some XX businesses have been supported over the period of the contract with a number of delegates trained summarised as follows:

	Total Businesses assisted
	7
	

	Total trainees
	32 
	Peak – variable numbers attended workshops


The number of delegates attending per company varied from 2 from one company to a maximum of 8 at one workshop from one company.  The attendance levels depended on the companies desire and interest in particular workshops.

Overall Policy / Vision

In general there is a good understanding of the aims and objectives of the programme and over 75% recognition of SE Network as the source of the services provided.  This excellent response has to be subject to the caveat that businesses knew that the survey was on behalf of SE and may have influenced their response.

During the face-to-face discussions this was probed and it is believed that there may be a lower recognition of SE as underpinning the initiatives.  This is, partially caused, in our assessment, by the SE commitment and involvement perhaps requiring a slightly higher profile, both from promotional material, slides, attendance of Project Manager and the local LEC representatives / Project Manager at the first seminar and final one at which actions are agreed.

There is strong support amongst the businesses and equally amongst the stakeholders for a continuation of the programme.  On a rating of the effectiveness and relevance of the programme this was graded as very good by 80% and above average by 20% of the participants.

All interviewees indicated that the programme delivery exceeded their expectations!

Promotion & Marketing

There was an interesting comment made that the existing marketing, primarily through the LEC Account Manager may be targeting the already converted.  It may be that a more general promotional approach through press and mail may generate a number, primarily smaller businesses, which are ripe for development but not known to the LEC team.  This would require a more focused assessment / audit process at the start of the process.  This would need to ensure that companies, for which the programme is not apt at the present, are provided with options to answer their needs.

In general some 80% considered the need for NPD as a result of the mail shot by the LEC and of those joining 60% attributed their participation to the LEC / SE and 40% to the contractor - TLD Associates.

Overall Assessment

The following table summarises the assessment of the service provision and people involved:

	
	Average Grade*

	Venues


	8.0

	Staff
	

	Trainers
	8.1

	External speakers
	7.9

	Levels of expertise
	8.1

	Provide solution/s that met needs
	7.4

	Added Value


	7.3

	Case Studies


	7.2

	Independence of view


	8.1

	Administration


	8.8

	Approach


	8.6

	Working in groups


	7.6


During the face-to-face discussion it was evident that companies were in general happy with the level of expertise and support albeit some comment on need to understand the business in more detail arose.  This was particularly relevant to establishing the benefits for the individual business.

Cash input by the companies was discussed with an indication that, on average, input of c£8k was committed based on cash payment for the course, staff time and travel.

Source of support

There has been a mixed reaction to identifying the source of support.  As indicated earlier SE was recognised as providing the underpinning services.  However there is a prima facie case for increasing the SE profile on general material but mainly by attendance at workshops and liaison with the participants.

Economic impacts
There is minimal evidence of additionality identified as most clients claimed they were planning to develop their NPD Approach at the time of intervention.

However since support provided it is evident that the businesses did recognise the fact, that their approach had been developed or focused due to the support.  From this assumption it can be derived that there is a high level of additionality attributable to the services.

In respect of displacement the services in the main are non-displacing however as they have been provided for some time on a substantially subsidised basis this could preclude other alternative providers.  This issue should be considered along with the development of an exit strategy for the training programme, in particular, as it is likely that some organisations would develop a charged service if the current mechanism did not exist.  

When considering measure of impact and outputs from the NPD programme businesses had difficulty in identifying specific results that emanate from the provision claiming, prior to participation, they were already planning developments.  A number of examples of resultant activities and investment were indicated by participants and are commented upon in Appendix A.

5. Conclusions

In general the review has been positive with a good response from the organisations and businesses surveyed.  This, supplemented by feedback from the various stakeholders, indicates a good reaction to the services provided.  It would appear that service quality is high however, as with any programme, there are some minor areas of improvement that may help overall performance.  The strongest element identified during the review was the training delivery, overall administration and contact management.  TLD and SE staff was commented upon favourably and the support available was evident to all parties.

The process of establishing action plans should be incorporated into the final training session as many of the companies had found difficulties in prioritising actions post the training due to day to day pressures.  There was some indication that the setting of initial consultancy meetings sometimes 'fell through the net' due to not being set at conclusion of the final session.  The sessions did take place but the delays sometimes led to a need to refresh some topics covered on the training seminars.

Timings for delivery were not identified as of major concern.  However some delegates would prefer a mid-morning start, due to their industrial needs e.g. bakeries start at 06.00 and finishing at 6 / 7 p.m. made for an extremely lengthy day.

A number of respondees indicated that they would like a ‘hotline’ access point for access to support.

Overall the services are valued by clients and provide some evidence of change in practices as a result.  However clients are not setting measures of success for their NPD initiative despite the many advisory comments at training seminars and on advisory visits.  A simple checklist could facilitate this process and be a useful tool for Advisors, both from the SE network but also in the wider Business Support arena.

There is a difficulty in provision of advice and guidance at first level of Advisory contact through the Gateway.  A basic programme to up-skill Advisors to a minimum level of competency could facilitate effective delivery to the majority of clients.  This could include the development of focused self-assessment development tools and programmes.

This approach may involve some financial implication for SE as the SBG Advisors and others may seek 'recompense' for additional services.  This demand appears to vary at a local LEC level, based on discussions.  We would have anticipated Advisors seeing the provision of this information as being part of their client service.  Any cost implication should be minimal, as an effective Advisor should seek upgrading of skills to provide effective delivery to clients!

The service is meeting with the needs of the client base however there is a belief that more general advice could be provided, possibly online, to encourage a higher involvement of food producers and others in NPD.  This could be developed into a Network for businesses to encourage information exchange and potentially joint initiatives as being promoted via Charis.  This has to be balanced against the dangers of displacement if direct help is provided.

There were no concerns over the skills of the staff involved in the current programme.  It may be appropriate to extend the review and carry out a technical appraisal of some cases to clarify the skills base of the team members.  Again the comments on skills have to be subjet to the caveat that a business that does not know how NPD operates may rate the skills higher than otherwise!

There is a general interest in a 'think-tank' or seminar for businesses on an annual basis that could expose businesses to the latest thinking and approaches towards NPD.  In addition the seminar could provide a platform for SE to present their services to the business community.

Evaluation and measures of performance were not seen as effective - this leads to a recommendation that a full assessment be carried out at the end of the current contract.  However it is important that existing records be established as to the expectations of companies, especially those receiving support towards establishment of an NPD process.

Overall the exercise was a positive vindication of the programme for NPD offered by SE and would indicate it as one of the most effective and relevant for the target market offered by SE.

From our knowledge of the Business Development process in other sectors of industry the model could be replicated cost-effectively and be established as a Network product.

As with any exercise a number of issues of minor impact were identified and resulted in a series of recommendations, as follow, being established.  SE should accept the recommendations and ensure that future contracts take the elements into account.

6. Recommendations

There are a series of recommendations that emanate from the exercise as follows that should receive serious consideration by the LEC Network as to their implementation:

· SE should establish a 'conference / meeting' of local Advisors to launch an up-skilling programme and new approach to support for food businesses.  This should also be used to clarify the various sources of information and role of the various parties involved.

· SE should regularly review with the provider that the timings for service delivery and quality of service is adequate to meet client’s expectations.  In line with the partnership approach all parties should review this to ensure that operationally they can deliver to the client's expectations.

· SE should establish a guidance pack for businesses, building on existing material, on the Food Product NPD process, to clarify what are the service expectations and outputs.

· SE should establish and introduce a checklist for measuring costs-benefits for the businesses of the initiative for the individual business.

· SE to consider developing a 'second level' programme of providing access to the training elements only for staff of participating companies, once initial cohort and six-day programme complete.

· A review of current training course information should take place and incorporate an understanding of any prior experience / knowledge needed e.g. hands on experience within the pre-course detail provided.

· The current training programme should consider introduction of 'export' knowledge, use of e-Commerce / ICT as effective tools.  Other issues and elements highlighted in the summary review should be developed as part of the programme - see Appendix A

· In the future contract, SE should incorporate quality check procedures, preferably on an independent basis.

· An independent organisation outwith the contractor should carry out the initial audit of suitability to enter onto the programme.

· The provider under contract should ensure that facilitators / speakers at training or seminars clearly understand the objectives of the exercise and are aware of the fact that they should not sell their services to delegates on the course.

· The provider under contract should ensure that all participating companies have developed an action plan by the end of the training that clarifies delivery expectations from the, maximum, six day consultancy commitment.

· SE should continue to review the process following completion of the training and in-house consultancy support and implement appropriate improvements.

· SE and the LEC partners should establish a 'blue-sky' planning day as to future needs and requirements; especially for a phase two programme to support implementation.  This should be held as a focused workshop involving the contractor and, if possible, participant companies providing input to the exercise.

· SE should establish an evaluation process for the future contract with the provider, including a process of de-briefing supported companies.

· SE should consider the development of the process ad applicability to other sectors e.g. tourism as many of the approaches and concepts are similar albeit case studies would differ.

· SE should look to satisfying the need for general advice, possibly online, through existing channels and initiatives e.g. Charis.

· A 'think-tank' or seminar / conference for businesses on an annual basis could be established and expose businesses to the latest thinking and approaches towards NPD.  The seminar could provide a platform for SE to present their services to the business

· SE should establish an economic evaluation process for the current service on completion of the current contract.

· The proposed software / CD Rom tool for NPD should be revisited, as this is seen as a useful tool for companies completing the programme.

· SE should consider along with the contractor 'best practice' visits to businesses for participants and other areas for members of the food team.  The SEG experience in the Learning Journey to San Francisco is a good example and helped to open the eyes of delegates to the real opportunities from NPD.

R Jackson

JacoByte Ltd

28th March 2003

APPENDIX A

SCOTTISH ENTERPRISE FOOD SECTOR

NEW PRODUCT DEVELOPMENT PROGRAMME
INITIAL INTERVIEWS

Purpose & scale of interview process

The exercise commenced with a target to establish face to face or, if not possible, telephone interviews with the majority of participants and stakeholders in the programme.  This reflected the timescale and timing available for the exercise but resulted in contact with 80% of the participating companies and delegates on the programme.

A general listing of topics for discussion, as indicated in Appendix C, rather than a questionnaire, was utilised to encourage free-flow of ideas and topics.

The following summarises the various points raised by interviewees with the main issues emanating incorporated in the full report.

1. Reasons for participation, quality & timing

	Mail shot from SE / LEC that fitted with timing


	80%

	Independent view



	0%

	Customers commenting on need for NPD





	10%

	Development of business strategy and plans





	10%

	Origin of contact with SE NPD Programme
	

	Contact originated via LEC / SE







	60%

	Contact originated via TLD





	40%

	Other


	0%


A short review of the effectiveness and relevance of the support gained to the business took place and is summarised in the following table in respect of the overall service provision.  

	Not effective
	
	
	
	
	Excellent

	
	
	
	20%
	80%
	


The main positive comments made relate to the professionalism of the project support with an indication that this exceeded the business expectations.  Secondly the administration was positively commented upon by all surveyed.

It can be taken from the above table that all of the participants and businesses are satisfied with the service provided.

2. View on importance of service provided, as exist.

The vast majority of respondees and those interviewed saw the initiative as excellent, providing some positive benefits to their approach to new product development.  Unfortunately few could directly quantify business benefits as a direct result of the support provided, primarily due to elapsed time being insufficient to allow new products to have been established however the majority believed that in some way they had benefited.  As the interviews progressed some information was identified and is noted in the report.

Some concerns were expressed that the exercise helped establish the needed actions to introduce a NPD process and associated systems requirements.  However all commented that their way forward was often hampered by conflicting priorities in the work environment.  This reinforces the conclusion that follow-up action is required to ensure that the businesses make progress in the implementation of the new approach.  This confirms the sense behind the provision of targeted consultancy access; post the training input.

Comment was made that the support:

"…was critical in helping to structure our approach and the way forward."

"…although we would have developed products it would take much longer and may not have been successful as we would have missed some critical stages!"

"…without the programme we would continue to struggle!"

"…may not be as successful as we could be."

"…due to loss of key staff we will need to re-attend but would be interested in opportunity to widen staff exposure to the programme, in any case."

Overall there was a positive reaction and belief that the service is critical for food sector business with a belief that the process is transferable across sectors.  This was an interesting observation by the companies and would be reinforced by JacoByte's awareness of NPD processes in other sectors needing similar training support and the cross transferability, subject to establishment of appropriate case studies.

3. Pre-attendance / participation

A short discussion on the companies and participants experience before the programme took place.  This indicated that most businesses had an informal approach or ad hoc attitude to NPD with varying levels of activity ongoing.  During the review a number of comments were made in respect of pre-meeting processes.

"…we only have been ad hoc towards product development however being invited by ASDA to list some products prompted us to look at our processes."

"…had set up team but saw the need to look at systems and processes with the opportunity to formalise the process through the programme welcomed."

"Initial introduction by TLD was interesting but feedback would have been useful - did not realise an audit process was taking place."

"We have, previous to the training support, had an informal approach and started a marketing manager but more for promotional activities - needing to structure approach."

"No formal approach - mostly led by technical / factory team that did not always succeed."

"Business lacked capacity- time, staff and resources - that the programme through its approach will help resolve."

4. Attendance / support provision

The main issue that JacoByte would take from this element of the review is the importance of good communications of the service and the contractor’s role in ensuring that they clearly establish the company expectations and address any misconceptions.

Overall there was good feedback on the quality of delivery, advice and support albeit some minor problems.  Generally the courses are rated as good and relevant to business needs however some evidence that companies need some additional information on courses to ensure relevance to their needs.  In particular there was comment made in respect of changes to presenters that appeared to lead to a slightly lower quality but not of major concern as the main aims of the programme were achieved.

One concept was to make case studies more relevant to the companies and perhaps use a new product case study for each business attending.  This would not be able to be completed in the course time but could be used between training seminars to translate training into practice.

5. Post-event / support

There was evidence that those receiving the consultancy support were pleased with the quality however believed that it could have been more effective if actions agreed during the final workshop.  The main role carried out by the consultant for businesses that have accessed the support appeared to be chairing NPD teams and ensuring that initial meetings did not lose sight of the techniques presented on the courses.

It was of concern and related to TLD that some of the recent attendees had not yet been contacted relating to the delivery of consultancy support.  It is recommended that before completion of the final module that the forward action plan should be agreed and initial meeting date to kick off any consultancy support agreed.

During the review it was identified that not all companies will require the full 6 days of support.  However others, especially the smaller business, may require supplementary support.  This leads to a recommendation that the contractor should be able to vary the commitment to company support subject to an average 6 days per participant business.

Companies interviewed indicated that within the LEC Network there was access to skilled staff aware of food and drink sectoral needs however outwith the Network there was a shortage, especially amongst start up support.  This is an issue that should be considered by SE and whether there is justification for a skills development initiative for Advisors to be established.

6. Stakeholders Comments

A series of interviews were established with stakeholders in the initiative, primarily LEC / SE and the contractor.  A summary of the interviews is attached as Appendix B to this report with the main issues identified as follows:

Other partners and stakeholders are aware of the main objectives that underpin the SE Food Sector New Product Development service to Business however there is a desire to establish more clearly relationships and awareness.

In the experience of the various stakeholders their expectations for delivery are met albeit some clients may have higher levels of need than can be delivered from the programme requiring a more personalised or one to one service.

Generally the various stakeholders’ view of the services was as a useful support in getting companies established with a systematic process and a greater understanding of the NPD process.  As with similar initiatives there are a number of clients whom whilst advised and supported may not take action without further prompting!

It was also established that the follow-up actions might be unsatisfactory with clients left to their own devices after training or support is delivered.  There were a number of observations in this respect and also some low level ‘not my job’ comments amongst the stakeholders.

There was a unanimous view that the services should continue however there is an indicative need to provide additional service e.g. technical assessment.  At the same time this will need to be careful of any displacement aspect being introduced.

7. Specific Concerns / Issues

During the review a number of issues and / or concerns arose that would be summarised as relating to:

	Relevance of case studies to participants, esp. small
	Copy slides & information packs too large
	Future actions post the training seminars

	Chemistry with consultant who will support
	Briefing of external speakers / presenters
	Specific topic detail lacking e.g. HACCP, export, labelling etc


Specific comment was made, as follows, by various businesses / delegates:

"…as a small business I had difficulty in relating the large company examples."

"…the packs were comprehensive but are too weighty - I need a short summary or CD version that will help me show other staff the process without boring them."

"…actions after the course are not clear and I could benefit from an action plan template or guide schedule."

"…shelf life and HACCP were not fully explored in the programme and, as this is an important bit that I am responsible for, needs detailed."

"…prefer if able to nominate the consultant who will work with me and they should be at workshops to understand our needs."

"Some presenters did not appear to be fully briefed on the exercise or au fait with the approach."

"…the speaker on packaging, for example, did not present what we anticipated and was selling himself rather than explaining how design works."

"…the spend and commitment needed may be too much for some businesses - possibly support and pay over a longer time, based on royalties?"

8. Strengths and weaknesses of current operation.

A number of issues and concepts were identified when discussing the SWOT of the initiative.  These are captured in this section and summarised in the main report.

	Strengths
	Weaknesses

	· SE commitment and the Project Manager who is willing to listen and change direction

· Skills, in general, appear to meet clients needs

· Good value for money

· Mix of participants and non-competing opens debate

· Quality of training and support

· Meeting other companies

· Speakers and presenters had 'been there, done it!"


	· Follow-up action and how to ensure that companies take forward the process

· Documentation to be developed by the company - can templates / examples be established

· Case studies sometimes not relevant and laboured over much - use real situation

· Lack of working directly on a company’s individual issues

	· Communications

· Publication of initiative - generally good but some felt could have been more informative!

· Timing of courses was felt, in general, to be acceptable but a number indicated a desire for early evening or other time schedule to minimise disruption to working day



	Opportunities
	Threats

	· Online support mechanism

· Develop process across other sectors


	· National guidelines restrict local flexibility

· Take up lower than expected leading to delays in setting group training and eventual dissatisfaction




9. Issues of concern or comments.

There are a number of issues that were raised during the interview process, supplementing the SWOT analysis, as follows:

· It was identified that the assessment of needs and eligible businesses to participate will need to be more rigorous as the programme becomes a national product with associated expectations of food sector businesses to participate.

· A number of 'negative' comments on the start-up and support Advisory services were seen indicating a lack of knowledge of the food sector amongst general advisors.  However it is not the intent of the Business Gateway to possess specialist sectoral knowledge and thus the comments have to be taken in this context.  However an opportunity exists to provide fact sheet and development information for the Network that will help upskill provision.

· There is some interest in establishing a longer-term commitment and approach to support of businesses identified.  The majority of the interviewees were interested in working with SE and others on developing partnerships.

· In respect of charging there was a general belief that the services should remain at current levels however if charges were to increase there would need to be a statement of clear benefits for the business.

· There were a number of comments that some topics need enhancing e.g.:

· Packaging needs expanded, as it appears to focus too much on design issues.  This is especially in respect of labeling and legal issues.

· Branding and goal setting for businesses were felt to be areas needing improvement.

· A specialist in logistics indicated logistics and transport needs incorporated as to cost effective solutions.

· Sources of support and specialist input could be developed as a specific handout or better emphasised on the Food & Drink site. 

· In respect of timing and start it was indicated by a number of interviewees that they would prefer an a.m. start say 09.30, as this would fit better with their operational needs.  An equal number who preferred the existing time of delivery offset this request.

· The initial audit was felt to be useful to focus mind but could provide written actions for the business.  There was also an indication that this should be carried out by an independent organisation to ensure impartiality.

· A positive outcome was the development of enhanced culture and team approach towards the businesses by participants.

10. Future requirements / needs?

A range of needs were expressed with the main issues collated as follows:

· There is a general desire for access to information on legislation, current and proposed, to be provided in an easily accessible format.

· Information and support on marketing was identified with interest in shared marketing resources seen.  This has been incorporated as a recommendation for SE to consider a project of "Marketing Manager for Hire" as was operated successfully in the export field for some years.

· There is interest in a partnering / brokerage service to bring companies together for collaborative NPD / research projects.

· The programme needs to establish the next stage at the end of the training programme.  A number of businesses did not realise their entitlement to <6 days of consultancy input and many felt that they would not need this total!

· Labelling, as already indicated, is an issue of concern to all companies and should be further embedded in the programme, especially given current EU guidelines and Directives, proposed and existing.

· Transfer back to LEC at the end of the process was unclear and there is a need for a summary action report to be produced by the contractor that will assess the future needs of the participating business and appropriate support available.

· A number of individual delegates expressed concern that they were swamped or confused by some of the topics, e.g. finance.  They believed that it would help if an "idiot's guide" or online support could be provided prior to the programme to ensure that they at least followed the programme learning.

· In general the participants all rated the programme highly but felt that the process could be more personalised to their particular business situation.

11. Economic Impacts

When carrying out the review it has not been the intent to carry out an economic appraisal however some data was gathered that has allowed comment on relevant issues to be made as follows.

In respect of displacement the services in the main are non-displacing however as they have been provided for some time on a subsidised basis this would preclude alternative provision.  This issue should be considered along with the development of an exit strategy for the programme, in particular, as it is likely that some organisations would develop a charged service if the current mechanism did not exist.  

When considering measure of impact and outputs from the service businesses had difficulty in identifying specific results that emanate from the provision as, in the main, prior to participation they already had product developments.  A number of examples of resultant activities and investment were indicated by participants and are commented upon below.

"Too early to quantify but already seeing some initial work and ideas resulting"

"Too early but had a new product in development at time of course and revisited the approach with a launch planned in the next few weeks"
There is minimal evidence of additionality as most were planning to develop their NPD approach, previous to contact.  How correct this statement is has been difficult to assess as companies cannot prove or confirm what their intents were, retrospectively!

When considering issues related to economic impacts one measure is the assisted organisations NPD approach at the time of intervention and whether the support had any impact on the client.  However since support was provided the businesses did admit to the fact, that their approach had been developed / focused.  Thus there can be seen to be a medium / high level of additionality attributable to the services.

12. Overall assessment of services and people involved

	
	Average Grade*

	Venues


	8.0

	Staff
	

	Trainers
	8.1

	External speakers
	7.9

	Levels of expertise
	8.1

	Provide solution/s that met needs
	7.4

	Added Value


	7.3

	Case Studies


	7.2

	Independence of view


	8.1

	Administration


	8.8

	Approach


	8.6

	Working in groups


	7.6


* Graded 1 (poor) to 10 (Ex.)

Overall this is a good performance mix with the only areas of concern being the provision of solutions, added value and case studies.  It has to be noted that the average was affected by a number of individuals who stated that they had specific needs that had not been addressed and expected more direct input.  These clients had marked the grading at the low end of the spectrum and if they are excluded from the survey the average rating moves above 8.

No evaluation of individual’s performance was carried out however a number of favourable comments on individuals, with one exception, were made during all forms of interview.

13. What would interviewee see as key development issue?

There were few direct comments made however, in general, all indicated a commitment to continue the process and desire to continue working with their LEC contact.

Questions were raised on the timing and content of meetings with the Consultants after the training provision.  Whilst they recognised the need to establish the approach and timing within the company's plans it was indicated as preferable to establish their overall approach at completion of the training programme rather that use the first consultancy day.  It was indicated that this would allow the time with the Advisor to be better utilised to the benefit of the business.

The support provided by SE received generally positive reactions with a belief that this should be positively promoted and one delegate stating:

'It was the best value course and service I have ever seen!'
Other issues and concepts suggested include:

· Induction process 
in-house before course to ensure that establish benefits

· Bring team together to establish action plan

· If pricing increased would need full details of pilot case studies, client referrals to justify investment.

· Keep the human interface, as this is an essential element but look at ways of issuing material in more manageable format e.g. CD-ROM, online PDF etc.

· Assess in advance what the company has / has not got re an NPD process and group together with others that have similar issues

· Take a 'real product' innovation through the process to provide real benefits for the participants.

14. What are seen as main Activities and Impacts?

During the interview process details were sought however as few businesses had established measures during their planning process this was difficult to differentiate from general business performance.  The following summarises the issues that could be established however this difficulty leads to a recommendation in the main report that businesses should be encouraged to establish measures of performance as targets before starting the training or at an appropriate stage in the intervention.

Activities 
- A high proportion of clients are holding regular NPD meetings at present 

· 20% are in advanced development of new products

· One company is pre-market testing a new product with a key client

Outputs
- client relationships and new contracts resulting

- New approach and improved communications with clients

· new export contact to Canaries established

· understanding of the process and the various steps involved

Impacts 
- Some businesses expressed growth of turnover but others indicated loss due to changing business circumstances.  None could specifically attribute what percentage related to the NPD support.

- Some employment indicators were seen 

· Various investments have been seen but minimal quantification has been available.

· Soft impacts on culture and team approach seen in other areas of business

· One business reported an increase in turnover of 30% and attributes a large element to the new culture and team spirit that is evolving.

15. Conclusions

Overall the service is meeting with the needs of the client base however there is a belief that more general advice could be provided, possibly online, to encourage a higher involvement of food producers and others in NPD.  This could be developed into a Network for businesses to encourage information exchange and potentially joint initiatives as being promoted via Charis.  This has to be balanced against the dangers of displacement if direct help is provided.

There were no concerns over the skills of the staff involved in the current programme.  It may be appropriate to extend the review and carry out a technical appraisal of some cases to clarify the skills base of the team members.  Again the comments on skills have to be caveated that a business that does not know how NPD operates may rate the skills higher than otherwise!

There is a general interest in a 'think-tank' or seminar for businesses on an annual basis that could expose businesses to the latest thinking and approaches towards NPD.  In addition the seminar could provide a platform for SE to present their services to the business community.

Evaluation and measures of performance were not seen as effective - this leads to a recommendation that a full assessment be carried out at the end of the current contract.  However it is important that existing records be established as to the expectations of companies, especially those receiving support towards establishment of an NPD process.

R Jackson

JacoByte Ltd

31st March 2003

Appendix Ai

Interviewees

	Name
	
	Company

	Jenny Brown
	
	Scottish Enterprise Ayrshire

	Rosa Soberia
	
	Scottish Enterprise Grampian

	Maggie McKinley
	
	Scottish Enterprise Food & Drink

	Helen McKelvey
	
	Scottish Enterprise Renfrewshire

	Adrian Gillespie
	
	Scottish Enterprise Glasgow

	Jim Murray
	
	Scottish Enterprise Lanarkshire

	Allan Addison
	Telephone
	Scottish Enterprise Forth Valley

	Lindsay Dempster
	
	T L Dempster Associates

	
	
	

	
	
	

	
	
	

	George Crawford
	Plus 4 staff participants
	Korway Foods Ltd

	Lucy Husband
	Plus 6 staff participants
	A K Stoddart Ltd

	Enzo Porelli
	
	Porellis, Paisley

	Robert Hood
	Plus 1 participant - 3 left company
	P C Morris

	George Stevenson
	Plus 2 participants
	R Mathieson & Sons

	
	
	

	RDA's 
	8 contacted by telephone
	

	Irish Food and Drink Initiative
	Telephone contact
	


List of companies unwilling to participate in evaluation / review

	Company
	Contact Details
	Comments / reason for non-participation

	
	
	

	Lawson of Speyside
	David Lawson
	Company would not respond despite various attempts.

	MacPhie of Oakwood
	
	Company would not respond despite 8 attempts.  Indication is that internal changes constrained involvement.

	
	
	

	
	
	

	
	
	


APPENDIX B

STAKEHOLDER INTERVIEWS

	Area
	Comment / Observation

	Overall aims and objectives


	There was a general belief that the programme has established clear aims and objectives although some concern expressed over the issue of added value for the companies.  However it is recognised that the programme is more about establishing teams that will then result in added value for the businesses.

A particular strength recognised by stakeholders is the fact that the process takes delegates out of the office and provides ‘time to think!’

One reservation related to the consultancy support element and whether this truly adds value or not to the exercise and whether this would be better as bespoke to a business needs.

	Promotion & Marketing


	Current practice is to approach the account managers within LEC’s and they nominate potential participants based on their knowledge of relevance to the business.  The Account Manager from the LEC should speak to companies as an introduction however does not always appear to effectively happen.

The main promotion is handled by the contractor who visits the company and explains the rationale and background before carrying out the ‘audit’ as below.  This leads to a question over impartiality of the audit however on the basis of the review does not appear of too great a concern.

With the programme becoming a ‘national initiative’ in the coming year awareness and promotion through ‘Scottish Food & Drink’ should help awareness raising.  However there is scope for some material to be generated both for offline but also online promotion.  Some comment was made on the confusion caused by all the various initiatives in the food sector and needs considered by Scottish Food & Drink.

On the basis of current evidence there is a strong opportunity for a positive PR exercise to take place using previous participants as case studies.

	Recruitment


	There are some concerns over the likely demand for the future based on current levels of demand and uptake of the recent programme.  However based on the restricted number of companies that participate in workshops, with average three businesses, this should be achievable.  The one concern would be with a national initiative there might be difficulties in establishing geographic proximity, to minimise travel for delegates.

During recruitment an issue that is of concern to potential business recruits is the time out of the workplace for delegates.  Based on the past experience of delegates they can be used as a referral point for future cohorts to expand on the benefits they obtained.  Current practice of half days out at training over a 12-week period is believed to be the favoured option giving sufficient time between workshops to consider implications for their business and also minimising disruption to the workplace.

	LEC Involvement
	From discussions there is a variance in the priority and resource allocation to the food sector within LEC's.  This, obviously, reflects the importance of the sector within the areas economic structure however also is a symptom of whether there is a dedicated food executive in situ.  As LEC's move towards an account / client management structure there will be a need for co-ordination and linkages to be established.

It is also believed that there is a need to widen stakeholder involvement to ensure that companies that would benefit from the programme do not 'slip the net'.  This is particularly relevant to the smaller company, which can, potentially, gain the most from the process as currently evidenced.

	Audit Process


	The audit process, as earlier comment, is carried out by the delivering contractor thus there is an incentive to accept all clients onto the programme.  However, based on discussions with the stakeholders and participating companies, the process appears fair but, with no evidence of companies not being accepted onto the programme, some unfair conclusions could be drawn.

One issue that arose is the gaining of basic company data from the LEC contact could be improved.  There was evidence that companies did not understand why they needed to provide base data on their operation at the audit meeting.  They believed that the LEC would have the detail requested thus it would be appropriate if a briefing document by the LEC Account Manager could be issued.  It is unlikely that this would provide and difficulties with DPR or internal policies on releasing details as the delivering body is working under contract to SE.

It should be noted that during the company interview process there was some evidence that companies had not received copies of their audit reports.  It is understood that this was not part of the original contract but should be an outcome for the company's benefit.

In general feedback to the LEC stakeholders was verbal on issues with a regular summary report provided of actions.  Only concern was that on the few occasions where company did not go forward to programme or did not continue there was no feedback to the LEC as to reasons and conclusions.  Whilst generation of paperwork should not be condoned the contractor should send electronic copies for the LEC and companies' record.

	Delivery
	The current practice for delivery especially mixing of companies was seen as adding specific value to the exercise.  To date the mix of companies coming forward has facilitated a non-competitive mix however as time goes on this may be more difficult to achieve and future delivery process will need to take this into account.

The one issue that arose in respect of delivery was a desire for more involvement by the LEC Network to reinforce the commitment to the process.  This can be easily accommodated by attendance at first and sixth module conclusion and communication via the evaluation process that is proposed for the programme.  In addition, feedback by the LEC team of comments / observations by participating companies to the contractor would facilitate addressing any issues as they arise rather than at a later date when they may be seen as a greater issue!

	Management


	Overall there is a high degree of satisfaction with the approach of the current contractor – T L Dempster Associates - and the detail information on progress that is supplied.  TLD has established a credibility and positive reputation within the food sector and all stakeholders are happy with the expertise even though there has been a change of personnel during the current contract.

One area of concern is over the perception of SE's role in the process and this was fed into the company survey activities.

	Administration


	All interviewees were complimentary relative to the quality and value of the feedback that was commented as adequate for the needs of the exercise.  One element considered was that this could be established as an 'electronic' rather than paper based process and this may lead to further improved discussion and communication between the Network.

	Future vision / approach


	In general support for continuation of the programme was very strong with the need for a potential 'stage two' of support for the smaller companies in implementation being seen as required.  This would need careful consideration as issues of displacement could arise fairly quickly.

Overall the stakeholders saw the programme as providing 'value for money', although the relative costs were high when compared to leverage of company input.

As indicated earlier there was some concern over the level of actual demand however with a focused PR and promotional campaign should be addressed.

	General / Other Issues


	In respect of charging for participation it is believed that the need to encourage NPD should see the costs maintained at existing levels.  However should any 'phase 2' be established this cost input should be reconsidered and a maximum of 50% be provided.

Should a phase II programme be considered this should focus more on international issues than at present.

It was indicated that smaller companies should be encouraged to become involved and that the informal restriction of the number of delegates available per company should be reconsidered.  Many larger companies are restricted by this constraint on taking full advantage of the programme.

Overall there was little evidence of additional interventions resulting from the support provided however it is the general belief that this will improve as time goes on.

The stakeholders, from their company contacts, noted no evidence of impacts or outputs.

	What would contractor need as support from:


	Generally all saw a positive relationship with suitable information exchange however it was identified that closer involvement by the LEC managers in attending parts of the workshops would facilitate involvement and also establish ownership and partnership with the businesses.


APPENDIX C

Survey Documentation

The following sections enclose copies of the documentation and survey material utilised during the exercise:

Appendix Ci
Face to Face Topic survey

Appendix Cii
Stakeholders Topic

Appendix Ci

FOOD PRODUCT DEVELOPMENT - COMPANIES

	1. GENERAL


	This section will look at the main benefits from the support provided?  Open discussion leading to a focused review of specific areas of impact as follows.


1.1 What was the process of NPD before participation on the programme?

1.2 How did you identify the opportunity to join and the possible solution?

1.3 Did you understand the objectives of that underpin the programme and how does this fit with your experience of participating

1.4 What difference/s did you see in your business, as a result of the programme attendance?


1.5
Could you estimate what the influence of the support provided was on the difference made?

	None
	
	
	
	
	Totally due

	0%
	20%
	40%
	60%
	80%
	100%

	
	
	
	
	
	


1.6 What would you establish as the costs of involvement for your organisation in financial and non-financial terms.

	Base financial cost
	
	

	Staff time
	
	

	Travel costs
	
	

	Other costs
	
	


1.7 Would you consider, taking into account the above, that the programme offered value for money?

1.8 Would you have considered paying a larger amount for involvement in the programme?

1.9 What would have convinced you to invest the funds, time and effort into the programme?

	
	Yes
	Comment

	Referrals
	
	

	Case Studies
	
	

	SEA Recommendation
	
	

	Other
	
	


	2. PROCESS
	Review the process undertaken and how the recipient viewed the process.


2.1 How or who identified the potential support for the initiative and was there sufficient information on the support, whether verbal or on paper?

2.2 What would you consider the benefits of the audit process before entry and could this process be improved?

2.3 What was your impression of the time taken to agree what support could be offered and the communications from and to your company?

2.4 Has there been any follow-up contact or involvement, during the programme or after if completed, and if so has this been beneficial.  If not would this have been of benefit?

2.5 If you were asked to identify areas where we could improve the services offered what would those be?




2.6 Would you be able to identify where the support provided originated?


2.7 During the programme was it explicit that this was an SE innovation designed to help companies improve their NPD processes.


	3. ADMINISTRATION & MANAGEMENT


3.1 How did you access the programme and was sufficient data provided on the process.

3.2 Were you happy with all communications and the process of information dissemination?

3.3 During the programme was there continuity of delivering staff or if not were there any difficulties that arose as a result?

3.4 During the initial contact were the following issues satisfactory or need improvement?

	
	Grading
	Comment

	Information on programme
	
	

	Response to queries
	
	

	Flexibility on timing
	
	


3.5
During the audit were the following processes and practices satisfactory or need improvement?

	
	Grading
	Comment

	Initial information
	
	

	Contact and interview times
	
	

	Process and issues
	
	

	Key issues identified
	
	

	Action plan produced
	
	

	Recommendations
	
	

	Hand over
	
	


3.6
During the training processes were the following elements satisfactory or need improvement?

	
	Grading
	Comment

	General information
	
	

	Joining and overall admin
	
	

	Venues inc. catering
	
	

	Facilitation
	
	

	External speakers
	
	

	Handouts
	
	

	Group interaction
	
	


3.7 Is the timing of the training programme right i.e. 2pm – 8pm?

If not – options / preferences?

Should it split into 
- 2 x 3 hour sessions?

· All day 10.00 – 17.00

· Weekend?

3.8
During the provision of one to one support were the following elements satisfactory or need improvement?

	
	Grading
	Comment

	Assessment of needs
	
	

	Provision of support
	
	

	Details left in company
	
	

	Transfer of skills / knowledge
	
	

	Future assessment and actions
	
	


3.9 When considering the needs for, level and style / type of one to one support how was the decision reached?

	Audit
	Supported

Self diagnosed
	

	TLD recommend
	
	

	Self selection
	
	

	Standard provision
	
	

	Other
	
	


3.10
On conclusion of the programme, if applicable, were the following provided or have been helpful:

	Summary plan
	
	

	Handouts
	
	

	De-briefing
	
	

	Handover to LEC
	
	

	Other
	
	


3.11 During the process there were a large number of facilitators and presenters involved – could you assess their performance and identify any issues or concerns that you had.

	
	Grading
	Comment

	Lindsay Dempster
	
	

	Eddie Graham
	
	

	Brian Curl
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


3.12 How would you rate the programme, management and delivery overall:

	Extremely poor
	Poor
	Slightly below average
	Above average
	Very good
	Excellent

	0%
	20%
	40%
	60%
	80%
	100%

	
	
	
	
	
	



	4. IMPACTS
	During the evaluation we are seeking to identify the impacts seen as a result of the support provided – details confidential not for reporting apart from aggregation.


4.1
Would you be able to indicate / estimate what impacts on your business have been seen whether of sales, jobs or other impact?  Define what growth can be attributed to support provided

	Training outputs


	Certificated and non-certificated



	Skills and abilities

(non-quantifiable)


	Cultural, lower absenteeism, turnover of labour, loyalty, attitude 



	Performance


	Productivity / Efficiency, GP, Operational Profitability, NP

	Financial
	Sales Turnover

Gross Profit

Net Profit before Interest & Tax



	Jobs
	Full Time (minimum 35hours per week)

Part Time Number & Hours worked

Category:

Category:

Category:



	Others


	

	Future


	Net Profit before Interest & Tax




4.2 Have you seen any change/s in the company since participation that is not easily quantifiable?  If so what?


	5. FUTURE
	This area of the survey will explore new ideas for support and support needed by businesses as well as delivery mechanisms.


5.1 If programme completed:

What actions have you taken since completion?

Have you disseminated course theme / material to other staff

Has your attitude to working with SE improved as a result?

Have you worked with consultants since conclusion of the programme?

5.2
Would you have areas in your business where support could be considered for development as part of the programme, which would be helpful for your business?

5.3 What help or guidance could we develop / provide in the future?

5.4 If you could change one element of the process or support what would it be?

6 CONCLUSION

6.1
What were the positive / negative aspects of the process and support provided?

	
	Grading*
	Yes
	No
	Comment

	Staff
	
	
	
	

	Added Value
	
	
	
	

	Independence of view
	
	
	
	

	Administration
	
	
	
	

	Approach
	
	
	
	

	Working with other businesses
	
	
	
	

	Other
	
	
	
	


* Graded 1 (poor) to 10 (Ex.)

6.2 How, if at all, could the following be improved:

	Evaluation of needs
	

	Support provided
	

	Input to project
	

	Follow up support
	


6.2
Have you perceived any gaps or elements missing from the programme?


6.3 If you were asked to summarise what difference the programme has made to your companies approach to NPD what would that be?

6.4
Would you have any other comments or observations on the audit process, training support or in-company support that we have not touched upon?

THANK INTERVIEWEE FOR TIME AND REAFFIRM THAT INFORMATION WILL BE TREATED AS CONFIDENTIAL.

ONLY IF THEY REQUESTED VISIT OR CONTACT WILL THIS REQUEST BE PASSED TO SEA / LOCAL LEC.

IT MAY BE THAT WE WISH TO FOLLOW UP FOR MORE IN-DEPTH DETAIL OR SEEK INPUT TO THE NEW APPROACH / FINDINGS - ASCERTAIN WILLINGNESS TO PARTICIPATE.

Appendix D

RDA’s & Others

- Actions to Support local food operations -

Introduction

During the review of the review of the Food Sector New Product Development initiative it was identified that it would be useful to consider current actions and activities by the RDAs

Regional Development Agencies (RDAs) have a similar role to Scottish Enterprise in supporting local food businesses but also have a role in sustaining the overall food economies in their regions and promoting public awareness.

As within Scotland different regions have different economic needs and the RDA’s plans with approaches reflecting this.  It is evident however that most, with the exception of SWRDA and the Irish Agricultural and Food Authority lag behind Scotland.  During the survey a number of RDA’s were interested in the Scottish model and were advised of the appropriate contact in the Food Team.

During the review it was identified that Eire has established a food product development initiative based on the Scottish model piloted in Grampian.   The Irish Agricultural and Food Development Authority identified that any initiative to support New Product Development needed to be established on a National on-going basis to ensure that sufficient companies came forward for participation.

It was disappointing that, although many attempts were made, and onward referrals to individuals provided that there was a general reluctance to provide relevant data.  The low level of current activities constraining interest in taking part may have caused this!!

This reinforces the plans by Scottish Enterprise to re-launch the current programme as a National branded programme.

Regional Development Agency Activities

Advantage West Midlands 

The West Midlands has a diverse agricultural sector ranging from sheep and beef farming to grain and fruit production, with the remoter parts to the west and northeast heavily dependent on agriculture. In parallel with Scotland the mid - late 1990s saw serious difficulties emerging in the agricultural sector with the collapse of farm incomes, particularly affecting smaller livestock farms. The rural areas have come under pressure, due to their proximity to urban markets, with a migration of commuters from urban to rural areas and an increase in the number of tourists.

As a response a number of initiatives have taken place including:

· Closer links and marketing skills within the agriculture and food sector developed by improving IT infrastructure – piloted in Shropshire.

· The Market Towns Initiative aims to build links between rural producers and urban customers by having country markets in cities.

· There is an initiative to develop a West Midlands Regional Food Network.

· A regional response to the FMD crisis has been launched.

· The West Midlands Round Table for Sustainability is working on a Regional Sustainability Action Framework.

· There is a proposal to work on organic processing activities in Shropshire.

· Local companies and local distribution networks may be promoted.

East of England Development Agency (www.eeda.org.uk)

EEDA covers Bedfordshire, Cambridgeshire, Essex, Hertfordshire, Norfolk, and Suffolk with a high proportion of small market and coastal towns. 

Agriculture accounts for two per cent of GDP cf1.5 per cent in the UK but its impact in some rural areas is far greater with in some parts of the East of England, agricultural-related employment accounting for 20 per cent of all employment.

Around 35 per cent of all manufacturing employment is in the food-processing sector but changes have had a major impact on rural communities particularly in respect of farm incomes and jobs in the sector.  A number of initiatives have taken place to combat this trend including:

· Rural Development Programmes, inherited from the Rural Development Commission.

· Market Towns Initiative implemented under the Rural Priority Areas project.

· Sectoral Initiatives have been set up for agriculture, food processing and tourism.

· Taste of Anglia – a regional branch of a locality food group ‘Food from Britain’, is working with the RDA to develop the local food experience and manufacturing capability. 
East Midlands Development Agency (EMDA) http://www.emda.org.uk
The area is characterised by livestock farming and market towns with a concentration of food production companies in the east. Three cities in the south are experiencing development and growth problems with the area having a high dependency on declining industries, low wage employment, and perceived poor accessibility.

A number of initiatives are ongoing including:

· A Rural Action Plan that establishes EMDA’s role in the rural development of the region.

· The Market Towns Template outlines the number of facilities and the ‘health-check criteria’ for towns of different sizes. 

· Specific rural spending programmes have been outlined for different projects.

· Working with The Heart of England (a group of companies involved in entertainment and promotion) to improve rural tourism and gain further funding.

London Development Agency (LDA) http://www.lda.gov.uk 
Greater London has a large area in farmland (13,566 hectares3) with an estimated 500 farms occupying this area. There are a number of specialist sectors including fruit and vegetable with the main production area in the Lea Valley.  The food industry contributes significantly to London’s overall GDP, and accounts for around 11% of total jobs in the city although these are very often low status, badly paid, and temporary in retail and catering. 

A number of initiatives are underway including:

· The promotion of Borough Market, near Greenwich, which includes markets for specialist products.

· Three Mills Farmers' Market and Voucher Scheme with a SRB in East London pump priming a farmers' market combined with a food voucher scheme to enable vulnerable groups to access healthy, affordable food.

· Feasibility study into food clusters in West London has been established.

· Grahame Park, Healthy Estate Initiative funded through the SRB, to set up a food co-operative and farmers' market on a deprived estate with limited access to fresh produce.  Includes the construction of a community garden & advice on cultivation and nutrition.

· Support for the regional food link group, London Food Link

· Development of a strategic framework for engagement with the London food economy

· Initiatives identified by the Greater London Authority’s work on food access and regeneration

North West Development Agency (NWDA) http://www.nwda.co.uk 
The main region is rural with contrasts in land fertility and with a National Park in its boundaries. To support the food and land sectors longer-term sustainability the NWDA is suggesting major reorganisation of the agricultural sector and creation of viable business units with a specific Northern Organic Food Initiative. Funding for the initiative came from the agency, the England Rural Development Program (ERDP), and the Department for Environment, Food and Rural Affairs (DEFRA).

Various initiatives are underway including:

· Market towns

· A major strategy for the agrifood sector

· Addressing the issue of capability of many delivery agencies in the area. Many of them are understaffed or inexperienced

· Opportunities for product development and marketing in rural areas

One Northeast http://www.onenortheast.co.uk 
The urban areas of this region are some of the poorest in the UK leading to a focus on their problems.   The rural areas are populated with small towns that are reliant, primarily, on agriculture. The food and drink sector contributes over £2 billion to the economy, and sustains over 25,000 jobs in a wide range of quality food and drink manufacturers, retailers, and distributors from multinationals to innovative homegrown companies.

A number of initiatives are underway including:

· Development of the local food chain in a coherent way, focusing on market opportunities, local and traceable foods, renewable energy and stewardship of the countryside.

· Rural tourism - development of niche markets and improvement of the tourism infrastructure.

· Northern Rural Network (NRN) - was introduced to bring private businesses and public spheres in contact with academic research to focus on rural issues and needs.

· The execution of the Rural Action Plan is a key priority of One Northeast.

· Four sub-regional partnerships (Tees Valley, County Durham, Tyne and Wear, and Northumberland) developed their own three-year action plan along side the larger, more general Rural Action Plan.

South East of England Development Agency (SEEDA) http://www.seeda.co.uk 
On overall economic perspective this region is prosperous and accessible but there are significant problems of disadvantage, with pockets of rural deprivation and disparities in rural incomes and lifestyles, particularly to the east of the region. The agricultural and horticultural sector is relatively small, yet highly diverse and vital to successful countryside management.  Within SEEDA’s Regional Economic Strategy a key objective is boosting rural tourism through local produce. This includes the support of farmers’ markets and monitoring on training and quality issues.

A number of initiatives are underway to support the local industry including:

· Working with farmers groups, local food groups and other agencies to promote the development of local food products through the South East Food Group Partnership.

· Development of 30 new Enterprise Hubs across the region.

· Farm diversification will be an important focus of activity, as will the integration of agriculture.

South West Regional Development Agency (SWRDA) http://www.southwestrda.org.uk 

The South West is a predominantly a rural region with a large percentage (over 33%) of all English Farmers’ Markets with rural development and support for the food sector a core element of SWRDA’s activities. The region is extremely diverse, with some rural and urban areas suffering high levels of deprivation and low health levels. On a national scale, however, the region as a whole performs very well in these areas.

A number of actions are underway to address the needs of the sector including:

· Food and drink support, especially the development of the organic sector

· The Agrinet initiative promotes the use of IT in adapting and diversifying the agriculture sector.

· SWARD (South West Agricultural and Rural Development) deals with the adaptation of rural sectors, and has established various local groups, including a group of organic producers.

· Redundant Building Grants Scheme is helping to bring disused buildings back into productive use, providing farmers with a potential new source of income.

· Sectoral initiatives in Food and Drink and Tourism promote local purchasing and the use of local produce by hoteliers.

· SWRDA is working with Dorset Food and Land Trust to expand their Food Links Project and funding the South West Local Food Partnership to set up a regional network and support for all food link projects in the region.

Yorkshire Forward

Yorkshire and Humber has 21% of the land designated as National Park, the highest percentage of any region, and as a result substantive economic spin-offs as a result.  However a large part of the economic has seen poor results over recent years due as a result of Foot & Mouth, intensive farming and industrial difficulties. 

A number of initiatives are underway including:

· The Market Towns Initiative promotes the development of market towns and currently involves 18 market towns in the region.

· The Rural Development Programme aims to develop environmental, social and economic themes in an integrated manner.

· The Rural Renaissance agenda helps to align Yorkshire Forward’s activities to the regional economic strategy and raises the profile of activities.

· Research on organics and local food networks in partnership with Northwest RDA and One Northeast has been completed but is not available to the public.

· The agency has identified that the food and drink sector is one of the five sectors that is going to be developed fully in the next five years.
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e.g. Packaging, especially re export, E-Comm / ICT and effect on market development, future legislation / export needs e.g. packaging, distance sales etc.
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