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Figure 2: Status of Business on Receipt of Assistance
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0.0
EXECUTIVE SUMMARY

Objectives

The specific objectives of this study were as follows:

· To evaluate the impact of the programme against targets agreed at the outset of the programme

· To evaluate qualitative impacts in terms of company behaviours and characteristics

· Examine the role that the High Growth team have played in encouraging networking among participant companies

Methodology

· The study was carried out using telephone interviews of participating companies. The contact details for these companies were supplied by SE Borders.

· The data was then analysed to determine the key impact data required by the evaluation project definition.

Key Findings

· Both the High Growth Project and the High Growth team have a high level of awareness among client companies.

· The client group engaged during this evaluation comprised primarily of recent start-ups, with the balance split equally between pre-start ups and established businesses.

· The bulk of High Growth interventions are based around the provision of consultancy and funding. Companies found these two areas to be most useful in developing a business plan and accessing funding for business growth.

· Companies were extremely positive in their general views of the project. Very high levels of satisfaction were indicated concerning the quality and role of Advisers, although some companies felt that they did not learn a great deal from them. However, this could be a function of the existing knowledge level of the company concerned and the role of the particular Adviser.

· High levels of absolute additionality were identified among this client group. That is to say, they would not have undertaken any project work without the assistance of SE Borders. This means that a high level of attribution can be applied to these companies outputs.

· A relatively high proportion of deadweight was also identified. However, while deadweight applied to the direct economic impacts from these companies, there was evidence that their company characteristics had been positively impacted.

· Based on jobs created and forecast, the High Growth Project will achieve its target of gross jobs created. The project has already met its sales target.

· Companies are still experiencing issues relating to lack of finance and lack of knowledge. However, it is likely that this is a symptom of growth rather than a failure of the project to address these issues. This is evidenced by the high levels of forecast growth in terms of jobs and sales.

· There is strong evidence to indicate that SE Borders should consider its approach to the aftercare of these companies once they leave the High Growth Project. The high levels of forecast growth combined with the identified current business issues support this viewpoint.

· Companies see a continuing role for SE Borders, particularly through the individual relationship they currently have with High Growth team members.

1.0
BACKGROUND & OBJECTIVES
1.1
Introduction

1.1.1
The High Growth Development Project is part funded by the ERDF under the South of Scotland Objective2, 2000-2006 programme.

1.1.2 Originally, the project was estimated for completion in March 2004. However, following a revision of project progress, this date was extended to June 2004. It is anticipated that most of the survey, assessment and analysis will be carried out and completed in the final quarter of the original timescale for the project. A supplementary exercise may be requested by SE Borders in Q3 2004/05 in order to evaluate the entire programme.

1.1.3 The purpose of this evaluation is to review the progress of the project to date against the targets set out by SE Borders and the outputs anticipated at the outset of the programme.

1.2 Objectives

1.2.1 The overall aim of the programme is to evaluate the impact against targets agreed at the outset of the programme.

1.2.2 SE Borders specified a series of ‘must have’ and ‘desirable’ objectives. ‘Must Have’ relates to the economic impacts directly attributable to the High Growth Development Project. ‘Desirable’ relates to qualitative measures relating principally to company behaviours and characteristics.

1.2.3 The role of the SE Borders High Growth Team will also be investigated as part of this evaluation. 

2.0
METHODOLOGY

2.1 Project Set Up

2.1.1 At the outset of the project, the project specifications were agreed between TLD and SE Borders at a project set-up meeting. The purpose of this meeting was to finalise the project scope, objectives, timescales and risks.

2.1.2 Following this meeting, TLD undertook a brief review of relevant project literature. This comprised mainly of project related European documentation, and a review of SE Borders business development strategy.

2.2 Research Design & Plan

2.2.1 Following  the project set-up phase, the research questionnaire was designed by TLD. This questionnaire was submitted to SE Borders in draft format, and was agreed via a telephone conversation between SE Borders and TLD.

2.3 Company Interviews

2.3.1 Companies were engaged via a 30 minute telephone interview. Each interview was carried out by trained telephone interviewers.

2.3.2 The questionnaire was designed to capture all information required for the purposes of the evaluation. SE Borders team members were consulted in a group meeting format prior to the production of this report. 

3.0 EVALUATION

3.1
This section will consider the impact of the project on both qualitative and quantitative indicators.

3.1.1
This interim report is based on the feedback from 27 companies.

3.1.2 On average, the companies interviewed employed 7.5 people. 

3.1.3 Just over half of the companies interviewed were involved in international trade. Overseas markets were primarily European or US based, although there was evidence of companies exporting to the Middle and Far East.

3.1.4 Exporting activity in these companies is either being maintained at current levels or expanding. No companies reported that their exporting activity was in decline.

3.1.5 Companies cited a number of reasons as to why they initially approached SE Borders for assistance. The majority of companies were either seeking assistance with funding or were in a start up phase looking for general help.

3.1.6 Well over half the companies recalled receiving assistance through the High Growth Development Project. Those that were not were able to name members of the High Growth team who they had worked with. Therefore, there is a high awareness level among companies of both the High Growth Project and members of the High Growth Team.

3.1.7 The overwhelming nature of High Growth interventions were based around funding and consultancy.  Two companies said that they had received training and property assistance. 

3.1.8 Funding and consultancy are, however, very broad areas. Companies were asked to specify in more detail where they had found the assistance to be of greatest value to them. This response is shown in Figure 1.
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3.1.9 The areas of assistance where companies found greatest value are, therefore, in the areas of business planning and access to finance. To an extent, this was to be expected given the start-up nature of the client base, and gives a positive message as to the relevance of assistance.

3.1.10 The status of companies when they received this assistance is shown in Figure 2.
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3.1.11 As can be seen above, almost half of the companies assisted were recent start ups, with the remainder equally balanced between pre start up and established businesses.

3.2 Companies View of Project

3.2.1 In order to gauge companies initial views of the programme, we identified a number of factors that entrepreneurs believe to be important in their relationship with support agencies. They were asked to what extent they agreed with the following statements.

3.2.2
The relationship with my Adviser was based on trust    

Just under half the sample strongly agreed with this statement, with just over half indicating agreement. Two companies did not express any view. This is a key element of any advisory based relationship, and one that cannot necessarily be significantly influenced by SE Borders. It is highly dependent on the nature of the individuals involved. Consequently, we would suggest that this is an extremely positive indicator on the quality of Advisers being used by SE Borders.

3.2.3
Assistance was developed in line with my needs
Again, almost all the sample either strongly agreed or agreed with this statement. One company responded with ‘neither/nor’, indicating no real view either way. Again, this is an extremely encouraging result for SE Borders. In our opinion, companies are looking for bespoke interventions that meet their needs, rather than off-the-shelf packages that may not quite match company needs. The flexibility of the High Growth project is seen as a key feature by participating companies.

3.2.4
Assistance was delivered rapidly

While the majority of companies agreed or strongly agreed with this statement, two gave a ‘neither/nor’ response and two disagreed. Whilst this is still a small proportion of the overall sample, it is still worth highlighting given the high levels of agreement with other statements. It should, of course, be borne in mind that any public sector intervention takes a certain period of time while appropriate appraisal and audit requirements are met. This level of disagreement may be due to unrealistic expectations on the part of the companies.

3.2.5
My Adviser  had the necessary skills to help me 


The majority of the sample either agreed or strongly agreed that this was the case. However, four companies gave a ‘neither/nor’ response. This does not necessarily indicate a lack of skills in certain Advisers, but could indicate that they were not in a position to add significant value to what the business owner already knew. This is one area, however, where skills development requirements can be addressed by SE Borders.

3.2.6 My adviser had a sound understanding of my business proposition

The majority of the sample either agreed or strongly agreed with this statement. Three companies gave a ‘neither/nor’ response. However, two of these same companies also gave the same response to 3.2.5. In these cases, there may be an issue with matching Adviser skills with client business requirements. 

3.2.7 I learned a great deal from my adviser

This statement generated an interesting response. Five companies strongly agreed and eleven agreed. However, eight companies gave a ‘neither/nor’ response and two disagreed. This could indicate that Advisers are seen as facilitators and generators of contacts rather than being a source of additional business knowledge.

3.2.8
My business benefited significantly as a result of this programme
Eight companies strongly agreed and twelve agreed. Five gave a ‘neither/nor’ response and two disagreed. The nature of these benefits will now be discussed. 

3.3
Business Benefits

3.3.1 Businesses undertook a variety of actions as a result of the assistance received.  These are summarised below.

	ACTION
	OUTPUT

	Developed better business plan
	Vertical office in US and looking into web sites 

	Restructured management, Restructured business development, learned to focus on step by step projects.
	Increased productivity.

	Enabled expansion & growth
	Staff was increased

	Marketing - mail shots, looked to expand website
	Increased our clients and also sales

	Bought equipment, looking to buy current premises at the moment
	Don’t run vans up and down to Edinburgh, everything now in house. Also taken on more staff

	Grant enabled us to take on more staff
	The business has grown because of this help

	Sales strategy
	Identify customer base

	Grant funding, accommodation
	Further product development, fund new premises

	Made prototype
	If successful increased orders and increased staff

	Bought new machinery & contacted new contacts supplied
	Better production facility, will increase sales

	Went to bank with business plan / figures
	We are currently waiting for results.  Now becoming a LTD company

	Commissioned professional market research company for development of product
	Recognised markets for products, should lead to higher output.

	Start up business
	Safeguarding jobs, by creating new jobs

	Used loan for working capital and buying more manufacturing and tools
	Able to expand our range and taken on more employees

	We decided to pursue a couple of avenues that were opened up to us
	We sold the company

	Taken on more staff and expanded our markets
	Increased productivity

	Set up a website
	Enabled us to have a much better and more professional website

	Grant used to develop product
	Developed product

	Grant advice
	Looked at markets

	Accessed all the different grants
	Enabled us to make a prototype

	Nothing as yet we are still waiting on grant
	

	Developed a new enterprise
	Took on more staff 1-ft, 1-pt

	We developed our offering
	Marketing and people development

	From SCIS built my system
	This allowed me to pilot with major banking firm in UK so this was allowed to happen due to funding


3.3.2 In order to quantify in more detail the impacts from these interventions and the attribution to SE Borders, we first of all established what additionality, if any, could be attributed to SE Borders intervention through the High Growth Project.

3.3.3 Absolute Additionality:  Absolute additionality occurs when an action would not have occurred at all without SE Borders intervention. In total, ten companies said that they would not have undertaken the actions at all without SE Borders assistance. This is extremely positive for SE Borders and the High Growth project, since a high level of company impacts can be attributed to the High Growth project.

3.3.4 Time Additionality: Seven companies said that their actions were carried out faster than would otherwise have been the case without the High Growth project. Two said that the projects were brought forward by between one and three months, one said the project had been brought forward by around four to six months, two said seven to nine months and two said their projects were brought forward by between ten months and one year. 

3.3.5 Scale Additionality: Five companies said that the scale of their projects had been impacted by the High Growth project. Two companies said that the scale had been increased by 70%, two said 50% and one said 30%.

3.3.6 Quality: We identified one case where a company felt that the quality of their project had been improved. The company was unable to quantify this improved quality.

3.3.7 Deadweight: Seven companies said that regardless of SE Borders or the High Growth project, they would have delivered their projects. Whilst this is an area of concern, in that public funding has apparently achieved no economic benefit, we did identify areas where company behaviour had been impacted. This will be analysed later in this report.

3.4 Direct Economic Impacts

3.4.1 Since participating in the High Growth Development Project, companies have reported a total increase of £4.45 million in sales and the creation of 67 jobs. They are also anticipating the creation of a further 122 jobs and £21 million pounds of sales over the next three years.

3.4.2 However, not all of this increase can be wholly attributed to SE Borders or the High Growth Development Project. A number of companies have already stated that they would have undertaken the actions regardless of the Project, or have said that they undertook actions quicker as a result of the project.

3.4.3 In order to try and ascertain the level of impact that the project has had on these figures, companies were asked to what extent they believed the project had impacted on these sales and job figures. 

3.4.4 Of the 67 jobs that were created through the project, companies said that the programme had strongly impacted on the creation of 53 of these jobs. Companies that showed absolute additionality created a total of 20 jobs. Consequently, as far as direct jobs created, the project demonstrates an extremely high attribution level in 20 jobs. The remaining 33 were strongly impacted by the project.

3.4.5 A total of 122 new jobs are anticipated over the next 3 years as a result of the project. Of these, 75 were strongly impacted by the project. In terms of absolute additionality, 32 jobs are forecast by companies who said they would not have undertaken any actions without the intervention of the High Growth Development Project.

3.4.6 Turning now to sales, a total of £4.45 million of sales have been created through the High Growth Development Project. Companies are forecasting a total of a further £29 million over the next 3 years.

3.4.7 Of the total £4.45 million in sales, £4 million have been strongly impacted by the High Growth Development Project. Of this, £900,000 in sales would not have occurred without the intervention of the project. 

3.4.8 Concerning forecast growth, a total of £13 million has been strongly impacted by the project. Of this figure, £7.2 million would not have happened without the project.

3.4.9 These sales figures, like the job figures, show a high level of impact resulting from the High Growth Development Project. A great deal of these economic benefits are forecast to occur over the next three years. This is not unusual, given the client base for this particular programme. It does illustrate, however, the importance of aftercare, and working with companies to ensure that these economic benefits are realised.

3.5 Exporting

3.5.1 There is evidence that the High Growth Project has had a positive impact on companies current export levels and future propensity to export. In total, £600,000 of export sales can be attributed to the High Growth Project, with forecast growth to £900,000 anticipated over the next five years. 

3.5.2 However, most companies said that the High Growth Project itself had had minimal impact on these export sales. However, two companies did say that the programme had had a major effect on their exporting activity. Between them, these two companies have increased their current exporting by £66,000 and anticipate future levels of £275,000. 

3.6 Company Behaviours

3.6.1 There is significant evidence that the Project has had an impact on the behaviours and characteristics of companies.

3.6.2
Companies were asked what impact they felt the Project had had on the following behaviours and characteristics:-

· Promotes innovation and encouragement of new ideas

· Better understands customer needs

· Better understands the value of training and has implemented training plans

· Understands the value of networking and actively engages in networking activities

· Better understands e-trading and the implications for the business

· Adopted a strategy for growing the business

· Started or expanded our international trade activities

· Improved marketing methods

· Expanded our existing premises or moved into new premises

· Stronger financial position

· Improved skills of management team

· Better understands global implications for business

3.6.3
Twenty two companies said that they had experienced an impact in some or all of the above characteristics as a result of the High Growth Project. Of the companies that did not experience these impacts, two demonstrated absolute additionality on their economic impacts and two demonstrated additionality on terms of time. The remainder did not progress with their planned projects.

3.6.4
The characteristic that demonstrated the highest level of impact among companies was ‘adopted a strategy for growing the business’. This links closely with the nature of the client group, being predominantly pre-start up or recent start up businesses. Where this client group found the High Growth Project assistance to be of greatest value was in business planning. It is encouraging for SE Borders that client companies are able to demonstrate a behavioural impact from the programme that is directly linked to a key programme objective.

3.6.5
While 'adopted a strategy for growing the business' demonstrated the highest level of impact among companies, the remaining characteristics are listed below to reflect the order that companies said there had been an impact. 

· Stronger financial position

· Promotes innovation and encouragement of new ideas


· Improved marketing methods

· Understands the value of networking and actively engages in networking activities

· Better understands customer needs


· Started or expanded our international trade activities

· Expanded our existing premises or moved into new premises

· Improved skills of management team

· Better understands the value of training and has implemented training plans


· Better understands global implications for business

· Better understands e-trading and the implications for the business

3.6.6
The fact that ‘stronger financial position’ is second in the list should present no surprises. Again, this is an area where companies felt the High Growth Project added the most value, and again it is encouraging that this has been translated into the characteristics of the client companies.

3.7
Current Business Issues

3.7.1
Companies were asked what current business issues they were facing. Overwhelmingly, they are facing issues relating to access to finance, lack of skills and staff and lack of market knowledge.

3.7.2
On the face of it, this could question the sustainability of the High Growth Project outputs. The majority of companies, when they participated in the programme, said that they were facing issues relating to business planning and lack of finance.

3.7.3
However, given the impacts that the project has had, and the level of forecast growth, it is unlikely that this is the case. As companies grow and expand, they will have a continuing need for finance and knowledge of their marketplace. However, as a company becomes maturer, it is likely that the nature of these requirements will change and, in essence, become more sophisticated. That is to say, a company will require more detailed knowledge on particular markets rather than general market knowledge. They will require to access finance to fund further expansion rather than to fund a business start up.

3.7.4
This continuing need for support highlights a need for SE Borders to give careful consideration to a policy of aftercare with these companies. The level of potential economic returns, combined with the ongoing need for support, lend credibility to a carefully thought through approach to aftercare. 

3.7.5
Aftercare will require to be responsive to these companies increasingly sophisticated knowledge requirements. Consequently, SE Borders should consider carefully the priority that is allocated to these companies.

3.7.6
Over 80% of companies believe that SE Borders has a continuing role in helping them to address their growth challenges. In all cases, companies said that this role centred on the provision of advice and information. The majority of companies also said that access to funding and networks was an important aspect of the SE Borders role.

3.7.7
This perceived role links back to companies views of the general impact of the project. The biggest proportion of neither/nor responses was evident when companies were asked whether or not they had learned a great deal from their Adviser. This could be due to two reasons. Firstly, that these companies believe that they already have a sufficient resource of knowledge when it comes to developing their business, and they are seeking help in facilitating access to information and networks.  Secondly, the particular skillset of an Adviser may not match the requirements of the client business.

3.7.8 Companies feel that the most appropriate role that SE Borders has to play is in the continuation of the individual relationship they have with key SE Borders staff. Also seen as important is participation in SE Borders programmes and industry wide initiatives. However, it is likely that access to these programmes and initiatives will be facilitated through the individual relationship with SE Borders staff. Consequently, this is the area where SE Borders should focus their resources.

3.7.9 The members of the High Growth Team see their role as being primarily facilitative in nature. That is to say, they work closely with businesses to understand their requirements, and then develop mechanisms to address these requirements. 

3.7.10
Companies were invited to make any other comments regarding either SE Borders or the High Growth Project. These comments are detailed below.

“Christine Payne a great help. A font of all knowledge and keeps us up to date on everything.”

“I can’t praise SEB enough they had faith in us - supported us throughout, their help was invaluable to us, would not have been able to do the things we have done without their support.”
“Had a very good business adviser would like to see more of him.  He was with Inovateck scheme, he was very good.”

“They are a large organisation - have to have a contract that you can go to all the time - which is why a consultant is a good idea as you just deal with him.”

“Contact with them was very helpful, they were professional but at the end of the day we decided not to go ahead.”

“We would not have the number of employees we have if it was not for SEB,  In fact we would not exist if they had not given us assistance.”

“They have been a great help to me.”

“Continued support from them.”

“They have been very helpful, help I received has been faultless.  Paul Cruickshanks was helpful to us.”

“Very professional people I’ve dealt with.  Advice beneficial to you.”

“Very helpful to us in pointing us in the right direction.  Their courses have been very good e.g. Employment law.”

“Very pleased with all their help.”

“It looks as though I am being negative but they were very helpful and eager.  Only negative thing is the funding - very difficult to get.”

“Delighted with the help we received, good to talk to someone outside the industry, who has a broader picture of things.”

“Have worked closely with SEB in the past, I have been more than happy with the assistance they have given me.”

“Richard is very responsive he knows the system.  Has helped me a lot.  Got me accepted with SE does not take no for an answer.”

“Very helpful to us and I have been most impressed.  Christine Payne so   helpful to us.”

“The support has been absolutely wonderful.  Especially helpful was Christine Payne and Bob Cunningham their help was invaluable.”

“Found them very refreshingly pro-active, Extremely helpful.”

“They have been a great help to us.”

 "Worthwhile most useful scheme available."

“Very happy with everything Christine Payne most helpful.”
“Don’t have a high opinion of SEB, they don’t have a great understanding of our business.”

“Help has been very slow and very expensive.  Rates for loans are very high.  Any help from them has been very expensive.”

“Lots of things going on which are not particularly joined up. If they had a business consultancy to help small companies to expand, to advice small businesses on how to go about developing their company.  Perhaps someone to visit them for approx. 1 hour per week.”

3.7.11
As can be seen from the above comments, on the whole, companies are extremely positive towards SE Borders and members of the High Growth Team.

4.0 CONCLUSIONS

4.1
On the whole, this has been an extremely positive evaluation, demonstrating significant direct economic impacts and qualitative impacts associated with company behaviours and characteristics. Our conclusions are detailed below.

4.1.1
The impact to date in terms of job numbers and sales compare favourably with the targets set out in the original ERDF application. To date, 67 jobs have been created and a further 122 are forecast. This exceeds the ERDF target of 180 gross jobs created between 2000 and 2008.

4.1.2 The sales target of £3.5m for the project has already been exceeded, with £4.45m in sales already generated.

4.1.3 The High Growth Project has also impacted on the behaviours and characteristics of companies. This is a key area, since it can be central to the sustainable success of business growth. Companies who do not take a strategic view of their business growth, or who do not understand their customers are unlikely to deliver significant economic impacts in the medium to long term.

4.1.4 Companies place a lot of value on the individual nature of their relationship with SE Borders. This is not necessarily in an advisory sense, but more in a facilitative role, enabling companies to access areas of knowledge that they would not otherwise have been able to do.

4.1.5 Aftercare of these companies will be an area of crucial importance. Significant forecast growth figures, combined with ongoing business issues, make this particular client group extremely important to SE Borders. 

4.1.6 It should not be assumed that because businesses are continuing to face issues of knowledge and funding that the programme has not effectively targeted these areas. As companies grow, their needs change and become more sophisticated. It is important to understand the continuing nature of these needs, and, where appropriate, intervene to help companies continue to address these issues.

4.1.7 There is a high level of correlation between the types of companies being assisted, where they found the programme to be most useful and where their business characteristics have been impacted. This correlation is based around access to funding and assistance with business planning. Throughout the evaluation, this is where companies felt their greatest need to be, and where they found the greatest value from the programme.
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