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EXECUTIVE SUMMARY

INTRODUCTION

Glasgow Exports (GE) was formed in 1996 by three partner organisations: Glasgow City Council (GCC), Scottish Enterprise Glasgow (SE Glasgow) and Glasgow Chamber of Commerce (the Chamber) as a single point of contact for businesses requiring advice and support on all aspects of international trade development.  

GE’s core business is to provide bespoke support to the international business development needs of Glasgow-based businesses.  This is achieved through delivering a wide range of targeted services such as international market audits; export marketing planning and support for international events.  

In delivering this service, GE believes it is important to regularly review their performance to ensure it continues to meet the international trade development needs of current and future clients.  Following a previous evaluation in 2000, GE commissioned EKOS to undertake an evaluation of their activities over the period to 2003.

This Executive Summary sets out the key findings from the evaluation and highlights the overall conclusions and recommendations. 

KEY ACTIVITIES 

The analysis of GE management and project information systems shows that, over the review period, GE met or exceeded all operational and output targets.  In doing so they: 

· provided 418 companies with international trade development support and assistance;

· assisted 56 companies to begin exporting;

· assisted 175 existing exporters to find new markets; and

· invested £1.5 million in supporting international trade development in the city.

PARTNER PERCEPTIONS 

As part of the evaluation, formal structured interviews were conducted with GE’s strategic and operational partners.  The overall consensus is that:

· GE delivers high quality trade development support to Glasgow companies;


· GE is consistently able to deliver against and meet its agreed operating targets; 

· GE is seen as well managed with good management procedures and systems; and

· GE fits well within the wider business support networks in Glasgow and complements other organisations,  particularly the Business Gateway.  

In addition to the perception of local partners, GE have also been recognised outside Scotland through being the winners of a national award – the 2003 UK Trade and Investment Award for Services to Exporters.

In addition, they have also been recognised internationally through being listed as an exemplar of best practice in the directory of European Best Practice produced by the Enterprise West Partnership in Northern Ireland, following its research into 250 enterprise development initiatives throughout Europe. 

CUSTOMER PERCEPTIONS 

A series of consultations were undertaken with supported companies and a total of 49 interviews were completed.  The key conclusions are presented below:

· SE Glasgow, GCC and informal sources are the main route through which companies became aware of GE support mechanisms;

· the most popular type of support was for international exhibitions (18%); general advice and information (18%) and trade missions (16%);

· assistance was sought by companies mainly due to the lack of finance (31%) and to take advantage of a business opportunity (28%);

· 85% of respondents rated the services provided by GE as being good or very good;

· 75% of customers rated the GE staff as good or very good;

· 85% of companies received follow up aftercare services; and

· 87% of companies would either definitely or possibly require future support from GE.

In addition, a business change model was developed to highlight the key learning aspects of GE support and this is described in detail in the main report.

ECONOMIC IMPACTS 

The economic impact resulting from GE support is summarised below: 

· additional export sales – total additional export sales are estimated to be approximately £7 million;

· net direct additional sales – around £9.2 million net direct additional sales accrued at the local/Glasgow level;

· gross employment - 250 gross full-time equivalent (FTE) jobs are attributable to GE assistance at both the local level and national level;
· net additional employment – 84 net additional FTEs at the local/Glasgow level;
· cost per gross job – at the local and national level, the cost per gross FTE is estimated to be £4,469 – compared with other evaluation studies of business development programmes, this represents good value for money;
· cost per net job – at the local level the cost per net FTE is estimated to be £13,300, again offering good value for money;
· leverage ratios – at the local level total public sector to private sector spend results in a leverage ratio of 1:8 ; and  
· contribution to GDP – at the local level, GE activities secure a contribution of £2.8 million to GDP.
CONCLUSIONS 

The evaluation has concluded that GE has delivered a range of economic benefits for the Glasgow and Scottish economies, including meeting its stated targets.

In particular, GE is rated very highly by their internal and external customers.  In particular it would appear that GE is maintaining standards with a similar “approval rating” of around 90% from customers as reported in the previous evaluation.

From an internal perspective, GE is seen as a well run and efficient operation with a strong delivery focus based around a supportive Board and effective management. 

From an external perspective, the companies also rate GE, their staff and advisers highly, compared with other forms of public sector support.  In particular, the companies report that they require a broad range of trade development support, rather than a narrow range of programmes. This would seem to fit well with the overall ethos of GE.

Finally, the organisation has an appropriate fit and integration with the other support services available to Glasgow companies.  Neither the companies nor the partners reported any major confusion over the roles and responsibilities of GE and there is minimal duplication with other organisations.  Importantly, GE works well with the Business Gateway in offering a streamlined trade development service. 

RECOMMENDATIONS

Overall, we would recommend that there should be no major changes to the current approach adopted by GE to the delivery of international trade development services.  

This reflects both the analysis and review highlighted in the above conclusions as well as our professional opinion based on many years experience. 

The key issues identified through the research are already being addressed by GE through the ongoing organisational development processes.  These issues include: generic branding of the service; developing the international dimension of the service sector; and management development process and procedures.

With the continual changes to the external policy and economic environment within which GE operates the ongoing monitoring of the external environment coupled with a willingness to embrace change will ensure the organisations is able to continue to deliver high level outputs in the future.  

1.
INTRODUCTION

Glasgow Exports (GE) is a ‘one-stop-shop’ providing businesses with bespoke advice and support on all aspects of international trade development.  The partnership comprises Glasgow City Council, SE Glasgow and the Glasgow Chamber of Commerce and is the designated lead agency for international trade development within the city.    

GE provides a range of support and specialist services to Glasgow-based businesses with international business development and international trade events being the core activities.  The partnership supports a wide range of companies from new exporters to seasoned veterans and across a wide range of sectors and sizes of businesses.  In particular, the support is delivered in a bespoke format to best meet the needs of individual companies. 

In delivering this service, GE believes it is important to regularly review their performance to ensure the organisation continues to meet the international trade development needs of current and future clients.  Following a previous evaluation in 2000, GE commissioned EKOS to undertake an evaluation of their activities over the period to 2003.  The main purpose of the evaluation was to:

· measure the economic impact of GE’s activities over the recent period;

· support a future ERDF funding application; and

· enhance the future development of the service.

1.1
OBJECTIVES

The overall objective of the study was to:

· undertake an economic impact evaluation of GE’s activities over the period 2001 to 2003.

The study was also to:

· undertake an audit of the activities of GE;

· assess the economic impact generated by these activities;

· provide an independent overview of the efficiency and effectiveness of the current funding and delivery mechanisms;

· provide an overview of the level and quality of integration of the service with the wider economic development network in the city; and

· review progress towards strategic objectives and the wider contribution to economic development strategy.

In particular, the study focused on positive learning experiences to demonstrate GE’s performance and achievements over the three-year period.

1.2
METHOD

The study was conducted in five stages as outlined in Figure 1.1 below.  Stage 1: Set up; Stage 2: Company Activity Review; Stage 3: Consultation Programme; Stage 4: Research Programme; Stage 5: Learning Workshop and Stage 6: Analysis and Reporting.  This approach allowed for regular contact and feedback with the Client to advise on study progress and issues, as they emerged.   

1.3
STRUCTURE

The remainder of this report is structured as follows:

· Chapter 2: the study context in terms of a description of GE activities, the strategic rationale for its operation and a market assessment, including market failure issues to address in relation the international trade activities for Glasgow companies.  This chapter also provides a baseline review which will comprise all GE management information and a detailed profile of GE client companies with regard to the GE database information; 

· Chapter 3: summary of key primary research results to provide a detailed profile of business performance with a particular focus on quantitative and qualitative benefits derived from GE support/advice;

· Chapter 4: impact evaluation in order to assess the perceived adequacy of GE support over the three-year period and thus inform the future scope and degree of assistance, as appropriate.  The impact of GE’s intervention on the performance of Glasgow businesses either engaged in outward international trade businesses or considering this as a route to growth is assessed using both quantitative and qualitative indicators; and

· Chapter 5: conclusions and recommendations on the future format, structure and delivery of GE’s support/advice to Glasgow-based companies that are trading internationally or considering doing so.

2.
STUDY CONTEXT

2.1
STRATEGIC RATIONALE

2.1.1
Global Connections Strategy

The Global Connections Strategy works towards the vision of ‘Scotland – A Globally Connected Nation’ as set out in ‘Smart Successful Scotland’.  The four key drivers of this strategy are:

· digital connectivity – where the focus is on Scotland becoming a leading digital nation and one of the best places in the world for which to do business electronically;

· increased involvement in global markets – many Scottish businesses urgently need to become more global in their outlook and operations;

· Scotland to be a globally attractive location – Scotland needs to be a world class business location in order to retain and attract leading global companies and people as well as providing the environment for Scottish companies to grow and internationalise – particularly given that all capital whether physical, financial and human is increasingly mobile; and

· more people choosing to live and work in Scotland  - an ageing population and the continuing migration of many talented people can limit economic development ambitions.  Therefore Scotland needs to offer employment opportunities to encourage the young to stay and for the more experienced to return.

There is a requirement for GE’s activities to contribute directly to the Global Connections Strategy.  The GE Board has prepared a Glasgow Exports Strategy, 2002-2005, to address the issues outlined in Global Connections and to provide a more local, Glasgow, focus for delivery of GE’s activities.  However, it is recognised that implementing such as a strategy will depend on the continued provision of financial and practical support from GE’s partners and ensuring GE is an integral part of Glasgow’s business service provision.

The principal aim for GE is to encourage companies to consider international trading and offer practical support as a means of growing their business.  GE does this through bespoke assistance with client companies.  However, it is recognised that GE cannot do everything and needs to adopt a selective and proactive approach to work with businesses that:

· fit and contribute to Glasgow’s key cluster activities, such as, architecture; oil and gas; marine; design; creative industries; engineering; tourism and call centres;

· demonstrate a willingness to engage with GE;

· need to address a market failure, such as lack of knowledge and information about the potential international markets for their service/product; and

· result in ‘best value’ solutions being delivered. 

In support of GE’s vision, six key result areas (KRAs) are outlined in the Glasgow Exports Strategy, 1999 to 2002.  These are to:

· develop active exporters (15%+ of turnover from exports);

· stimulate, identify and assist new export potential companies;

· raise awareness of GE amongst businesses and the business adviser community in Glasgow;

· integrate GE more fully with the economic development infrastructure within the city;

· provide information and technical support to companies wishing to export; and

· provide opportunities for companies to visit countries and participate in key international events.

Furthermore, in support of the Partnership vision, five key result areas (KRAs) are outlined in the Glasgow Exports Strategy, 2002 to 2005.  As follows, these are to:

· develop Glasgow’s key clusters;

· stimulate and assist more new international traders;

· help existing exporters increase the significance of their trade activity;

· provide opportunities for companies to visit overseas markets and participate in international events; and

· promote GE’s role to customer organisations linked to the partnership, associated influencers and externally to the client business base.

2.2
MARKET ASSESSMENT

In addition to providing access to local support packages GE provides access to the expertise and services of other national organisations, for example Scottish Development International, the British Consular Network and the DTI’s Trade Partners UK service.

With reference to Growing Glasgow Through Global Connections: Glasgow’s International Trade Performance 2001/2002, Table 2.1 shows that Glasgow contributes £1,148 million, 4.2%, to Scotland’s total exports of £27,540 million.  

	TABLE 2.1: GLASGOW’S CONTRIBUTION TO TOTAL SCOTTISH EXPORTS (£ million)

	
	Scotland 2001
	Glasgow 2001/2002 
	%

	Manufactured Exports
	17,606
	846
	4.8

	Service Sector Exports
	3,244
	302
	9.3

	Primary Sector Exports*
	6,690
	0
	-

	Total Exports
	27,540
	1,148
	4.2


Source: ‘Growing Glasgow Through Global Connections: Glasgow’s International Trade Performance 2001/2002Glasgow.’  Please note the document outlines Glasgow’s international trade performance over the period 2001/2002 in comparison with Scotland, but only for the period 2001 at the national level. 

*Note: Glasgow has no primary sector exports such as agriculture, fishing, forestry, minerals and oil & gas.
GE has a client database, which includes information on 418 companies with international trade projects over the period 2001 to 2003 inclusive, identified in Table 2.2 by sector/cluster.  Significant proportions of client companies belong to the creative industries and energy sector (34% and 26% respectively).  However, it is apparent that the service sector is currently under represented particularly in relation to financial service and tourism based Glasgow companies. 

	TABLE 2.2: NUMBER OF INTERNATIONAL TRADE COMPANIES BY CLUSTER

	Cluster
	Number of companies
	% of all Glasgow Companies

	Biotechnology
	28
	6.7

	Chemicals
	8
	1.9

	Creative Industries
	142
	34.0

	Electronics assembly & component supply
	16
	3.8

	Energy
	110
	26.3

	Financial services
	8
	1.9

	Food & drink
	37
	8.9

	Forest industries
	0
	0.0

	Micro-electronics
	0
	0.0

	Optoelectronics
	4
	1.0

	Software
	0
	0.0

	Textiles 
	40
	9.6

	Tourism
	25
	6.0

	TOTAL
	418
	100


Source:  Glasgow Exports Client Database.

For the purpose of this study our analysis focused on a population of 210 companies recently in receipt of varying degrees of support (ongoing in-depth to more ad hoc) via GE.  

2.2.1
Market failure

In general, the market failure arguments for support to Glasgow-based companies with regard to international trade development are based around small to medium-sized (SME) companies, particularly in terms of employee numbers and therefore do not have sufficient resources to deal with changes in their respective business environments, efficiently or effectively.  As a consequence, SMEs are unlikely to be able to access and become competitive in international markets without initial public sector support offered via GE.  Specifically such businesses are being supported because:

· companies are small and lack the organisational skills to manage the interface between themselves and international business opportunities in potential future markets;

· companies lack knowledge and information/market research on the international markets targeted;

· there are low levels of collaboration between potential business contacts in global markets; and

· there is a lack of understanding of the process of exporting.

It should be noted that some of Glasgow’s large companies, in terms of employee numbers, also access support.  In the main, as for SMEs, such support provides access to new markets, through attendance at events such as strategic planning workshops, in order to help the businesses expand internationally and thus sustain and create employment opportunities within the Glasgow economy.  Therefore, GE has an added value role for all Glasgow-based companies regardless of size.

2.3
MANAGEMENT INFORMATION

2.3.1
Funding

Table 2.3 outlines the direct and indirect operational funding contributions by the key strategic partner organisations. It shows the reduction in funding from SE Glasgow during 2002/03 was due to an overall reduction in the budget for business growth.

	TABLE 2.3: DIRECT AND INDIRECT OPERATIONAL FUNDING, 2001-2003 (£000s)

	Funding Organisation
	Direct Funding 
	Indirect Funding

	
	01/02
	02/03
	% change
	01/02
	02/03
	% change

	Scottish Enterprise Glasgow
	150
	140
	-6.7
	200
	160
	-20.0

	Glasgow City Council
	45
	45
	-
	155
	255
	+64.5

	Glasgow Chamber of Commerce
	68
	70
	+2.9
	117
	115
	-1.7

	Scottish Development International (SDI)*
	40
	26
	-35.0
	-
	-
	-

	Other miscellaneous
	-
	10
	-
	-
	-
	-

	TOTAL
	303
	291
	-3.9
	472
	530
	+12.3


Source:
Glasgow Exports Annual Reports, 2001/2002 and 2002/2003.  It should be noted that the 2002/2003 Annual Report figures with respect to SE Glasgow’s and the Glasgow City Council’s contributions of £160k and £255k respectively differ from those outlined in the 2002/2003 Operating Plan where the former figure was £110k and the latter £155k.

Note: 
*SDI previously Scottish Trade International for 2001/2002.  For 2001/2002 other miscellaneous is included in the SDI figure.


In addition GE benefits from European Regional Development Funding (ERDF) for which the geographical area is split into eligible and transitional area for budgetary purposes.

2.3.2
Expenditure

The remit of this study was to review the project over the period 2001 to 2003, and this is reflected in the ERDF figures used for the purposes of this expenditure evaluation.

Tables 2.4 and 2.5 show a breakdown of eligible ERDF expenditure for fully eligible and transitional areas respectively and the amount claimed by SE Glasgow.  Further to discussions with Glasgow City Council’s Trade Development Department this study only focuses on the SE Glasgow spend.  The reason for this is that the Council’s Glasgow Exports Market Entry Programme is currently being evaluated as a separate exercise and only a small component of such ERDF spend is directly attributable to GE’s activities per se.  

The breakdown of expenditure across both fully eligible and transitional areas is similar with approximately 10% being spent on staffing; 84% on consultancy fees; and 6% on marketing. 

	TABLE 2.4: BREAKDOWN OF ELIGIBLE EXPENDITURE

	
	Fully eligible area

	
	Approved
	Actual
	Actual as a % of approved

	
	Total
	SEG
	ERDF
	Total
	SEG
	ERDF
	Total
	SEG
	ERDF

	Staffing
	44,100
	22,050
	22,050
	25,635
	15,454
	10,181
	58.1
	70.1
	46.2

	Consultancy fees
	395,000
	197,500
	197,500
	219,813
	120,548
	99,265
	55.6
	61.0
	50.3

	Marketing
	28,000
	14,000
	14,000
	22,510
	11,255
	11,255
	80.4
	80.4
	80.4

	TOTAL
	467,100
	233,550
	233,550
	267,958
	147,257
	120,701
	57.4
	63.1
	51.7


Source: ERDF Applications and Claims, SE Glasgow (Business Development) estimate of claims to June 2003. 

	TABLE 2.5: BREAKDOWN OF ELIGIBLE EXPENDITURE

	
	Transitional area

	
	Approved
	Actual
	Actual as a % of approved

	
	Total
	SEG
	ERDF
	Total
	SEG
	ERDF
	Total
	SEG
	ERDF

	Staffing
	9,449
	5,032
	4,417
	9,029
	4,808
	4,221
	95.6
	95.5
	95.6

	Consultancy fees
	82,999
	44,197
	38,802
	26,758
	14,249
	12,509
	32.2
	32.2
	32.2

	Marketing
	6,000
	3,195
	2,805
	7,730
	4,116
	3,614
	128.8
	128.8
	128.8

	TOTAL
	98,448
	52,424
	46,024
	43,517
	23,173
	20,344
	44.2
	44.2
	44.2


Source: ERDF Applications and Claims, SE Glasgow (Business Development) estimate of claims to June 2003. 

2.3.3
Targets outputs and impacts

Breakdown of ERDF targets

Tables 2.6 and 2.7 show the breakdown of targets for both the fully eligible and transitional areas – as in Tables 2.4 and 2.5 this excludes the Council’s achievements as they relate to the discrete Market Entry Programme and do not identify the achievements in relation to the element of GE funding  

The actual achievements shown in Tables 2.6 and 2.7 are less than the anticipated targets.  However, this is to be expected as the target information relates to the end of 2003.  For some targets, for example the number of new exporters only 42% of the proposed target has been achieved.  However, SE Glasgow has still to provide actual information for 2003, which helps to account for any discrepancies in the management information at this stage.

	TABLE 2.6: ERDF TARGETS (PHYSiCAL OUTPUTs), 2001 to 2003

	
	Project Target
	Project Actual 
	% Actual of Target

	Instances of advice with new SMEs
	60
	37
	61.7

	Instances of advice with existing SMEs
	426
	196
	46.0

	Number of new SMEs receiving advice
	60
	26
	43.3

	Number of existing SMEs receiving advice
	255
	145
	56.9


Source: ERDF Applications and Claims, SE Glasgow (Business Development) to end of 2002. 

	TABLE 2.7: ERDF TARGETS (INTERMEDIATE RESULTS), 2001 to 2003

	
	Project Target
	Project Actual
	% Actual of Target

	Total no. of gross new jobs created
	15
	8
	53.3

	· No. of gross new jobs created for women
	2
	1
	50.0

	· No. of gross new jobs created for members of ethnic minorities
	1
	0
	0.0

	· No. of gross new jobs created for disabled people
	1
	0
	0.0

	· No. of gross new jobs created in areas defined as most in need
	2
	0
	0.0

	· No. of gross new jobs directly related to environmental activity
	0
	0
	0.0

	Number of new exporters
	30
	0
	0.0

	Increase in sale derived from Exports (in £ million)
	30.0
	6.4
	21.3

	Anticipated Generated Income (£000s)
	217.0
	446.6
	205.8


Source: ERDF Applications and Claims, SE Glasgow (Business Development) to end of 2002.

operational plan

Table 2.8 and 2.9 show the operational targets for GE for 2001/2002.  It is encouraging to note that for both financial years, GE has exceeded all its targets.  In particular, the number of new exporters assisted is 40% above target in 2001/2002.  For 2002/2003, new exporters and new exporters from clusters exceed the target figures by 40% and 130% respectively.

	TABLE 2.8: KEY OPERATING TARGETS, 2001/2002

	Activity
	Target
	Key Result Area
	Responsibility
	Year-end actual 
	% variance target to actual

	Companies assisted
	190
	1-6
	GE
	208
	+9.5

	Projects with companies
	250
	1-6
	All partners
	291
	+16.4

	Total exporters
	465
	1-4
	GE
	503
	+8.2

	No. of new exporters assisted
	20
	1-4
	GE
	28
	+40.0

	No. of existing exporters introduced to new markets
	90
	1-4
	GE
	94
	+4.4

	No. of existing exporters introduced to priority markets through SDI programmes
	60
	1-4
	GE
	65
	+8.3

	Exhibitions and missions

· outward trade events

· inward mission events
	10

6
	1-6

1-6
	Council

Chamber
	12

1
	+20.0

-83.3

	Export training

· assists to individuals on short courses

· assists to individuals on accredited courses
	20

4
	2,4,5

2,4,5
	Chamber

Chamber
	17

0
	-10.0

-100.0



Source:
Glasgow Exports Operating Plans, 2001/2002 and 2002/2003.

	TABLE 2.9: KEY OPERATING TARGETS, 2002/2003

	Activity
	Target
	Key Result Area
	Responsibility
	Year-end actual 
	% variance target to actual

	Introductions to new markets for existing exporters
	75
	1-4
	GE
	81
	+8.0

	Introductions to new markets for existing exporters from clusters
	40
	1-4
	GE
	72
	+80.0

	New exporters
	20
	1-4
	GE
	28
	+40.0

	New exporters from clusters
	10
	1-4
	GE
	23
	+130.0

	Total number of Glasgow businesses assisted
	200
	1-5
	GE
	205
	2.5

	Total number of projects with companies
	250
	1-5
	All partners
	297
	18.8



Source:
Glasgow Exports Operating Plans, 2001/2002 and 2002/2003

Overall, from the analysis it appears that all operating plan targets and outputs have been meet by GE, and indeed exceeded.  However, given that the information with regard to ERDF target information is incomplete, no conclusion can be drawn at this stage.

3.
PRIMARY RESEARCH

3.1
INTRODUCTION

This Chapter presents the findings and outcomes from the primary research which focused on:

· interviews with internal and partner organisations; 

· a sample of supported companies

The primary research provides supporting evidence to better understand the efficiency and effectiveness of the GE’s activities and in particular, its management and delivery. 

The results of the research are presented below.

3.2
CONSULTATION PROGRAMME

3.2.1
Introduction

The internal consultations were undertaken on the basis of: a workshop with GE management and business advisers; and face-to-face consultations with the partner organisations, including:

· Glasgow City Council;

· SE Glasgow;

· Glasgow Chamber of Commerce; and

· Business Gateway.

The consultations were based around a structured approach which sought views and perceptions across a range of issues, including:

· overall performance of GE;

· integration and complementarity; 

· management and delivery;

· strengths and weaknesses;

· areas for future development.

These issues are now described in more detail.

3.2.2
Overall Performance of Glasgow Exports
There is a general consensus that GE performs well and operates both as an effective and efficient organisation as well as delivering a high quality service.  In particular, GE is seen by the partners to:

· deliver high quality trade development support to Glasgow companies; and

· consistently deliver against its operating targets. 

In particular, the partner organisations see GE as a valuable piece of the local economic development jigsaw and importantly one that provides a unique service to the wider client base in Glasgow.

Overall, the partners are highly satisfied with the performance of the organisation, with particular recognition of the effectiveness of the business advisers who deliver the support services. 

3.2.3
Integration and Complementarity
One of the key issues to be explored through the evaluation was to establish how well GE fits within and integrates with the wider economic development support framework in the city.

In particular, with the drive to develop a one-stop-shop approach and to avoid duplication, the exact nature and role of organisations becomes quite critical.

The consultations confirmed that GE is the main organisation operating within the city that delivers targeted trade development support.  However, the wider partnership has the responsibility to deliver discrete support packages, which are key elements of this integrated approach to international trade development, to ensure the best use of resources and expertise.  These support packages are: 

· Glasgow City Council Trade Development Programme; and

· Glasgow Chamber of Commerce Export Services.

Consultations with the Business Gateway also confirmed that there is good integration between the organisations and their respective service provision with, in many cases, joint support for specific companies.   This is an important aspect to the service as with Business Gateway now being the sole provider of generic business development services, it is a key source of new enquires for GE. 

At a strategic level, Scottish Development International (SDI), the main government agency responsible for international trade, sets the overall policy and allocates targets to all export partnerships.  However, we are unable to specifically comment on how SDI perceives GE as proposed contacts declined to participate in the consultation interviews.   

Overall, there may still be some confusion on how the Council’s programme fits with GE’s activities and that while progress towards a one-door approach had been achieved the Partners could perhaps continue to seek still greater cohesion.

3.2.4
Management and Delivery
GE is generally seen as well managed, with good management procedures and systems, particularly when compared with other similar types of organisations.  It is seen to provide timely and robust reporting information to allow project sponsors to meet reporting requirements. 

In terms of delivery, all the business advisers are rated highly and deliver quality trade development support.  The bespoke approach to company support as adopted by GE is seen as highly effective with the appropriate use of resources to maximise impacts. 

The advisers are seen as not purely target driven, but with a focus more on what is right for the company. 

This is seen as allowing them to offer more appropriate advice and services to companies and to deliver better longer-term, added value, results. 

Finally, the partner organisations do not perceive any significant gaps in the current GE service provision. 

3.2.5
Strengths and Weaknesses
GE both as an organisation as well as a service deliverer is seen as having many strengths and few weaknesses.

Key strengths were seen as:

· management processes and systems;

· quality of business advisers; and

· bespoke approach to trade development support.

Although there were no significant weaknesses identified, comments were made around the following:

· potential confusion around branding issues; 

· clarity of relationships and roles and responsibilities; and


· the possible loss of flexibility within the standardised Business Gateway approach.

In many respects the above weaknesses could be described as potential external threats, given that the move to the standardised Business Gateway approach is outwith the direct control of GE.  However, having identified these issues we are able to bring them forward for consideration in the next section of the report – areas for future development.  

3.2.6
Areas for Future Development
The consultations highlighted a number of issues which GE may wish to consider in terms of its future development. These are highlighted below:

branding

Currently, GE operates within its own unique brand as Glasgow Exports.  The recent moves towards setting up Business Gateway as a national brand for all business development support services is seen as providing the one-stop-shop approach as sought after for many years by policy makers and businesses alike.  

While it is generally agreed that GE should continue as a stand alone organisation, there is also the issue of how the partnership is marketed and branded to the companies within Glasgow.  Therefore, there is a view that GE should be branded in the future within Business Gateway.

However, there was also a concern that with the focus on Business Gateway coupled with the move away from the involvement of Local Development Organisations (LDOs) in business development, there may be a danger that companies located in LDO areas may not be seen as key targets as they may have been in the past. 

developing the service sector

It is recognised by all partner organisations that the Glasgow economy is becoming more reliant on the development of the service sector with the consequential decline in the manufacturing base (traditionally the main recipients of trade development support). 

While it is acknowledged that GE is already active in supporting service sector companies, it was also recognised that this aspect of the service will need to be developed further if the city is to maintain its export performance in the longer term.  

This was therefore seen as a key challenge for the future, albeit GE is already addressing many of the challenges. 

support for uk trade development

While trade development support is currently restricted to ex-UK activities support for trade events delivered by the partners does support UK based events. 

For many companies, trade development is easiest as a first step within the UK and the types of services GE currently offers could be of assistance in these instances.

Particularly in relation to the service sector this will be a key market.  There was a view (not unanimous) that GE and Business Gateway should explore ways of co-operating more fully with each other, thereby delivering a more integrated and complete business development service.

However, it was recognised that any new activities undertaken by GE would be constrained by availability of resources and that as with any organisation, priorities would require to be agreed. 

The above are not seen as either major or crucial issues but are ones that could enhance the overall services of GE, particularly in the longer-term.  We would therefore recommend that they should be considered in more detail by the partnership for future action. 

3.3
RESEARCH PROGRAMME

3.3.1
Introduction

One of the main components of this study was to attain feedback from Glasgow businesses with an international trade focus.  

As outlined in Table 3.1 below a total of 17 face-to-face interviews took place supplemented by a further 6 telephone conversations. An 85% response rate of the required sample was realised from the face-to-face discussions, but this dropped to only a disappointing 20% of the proposed sample from the telephone survey. 

It was the intention that face-to-face interviews were held with businesses that had recently received a fairly high level of assistance from GE, with the telephone survey capturing companies that had been assisted but not to the same degree.  However, to avoid any inconvenience for the businesses in question it was necessary to interview some by telephone that we had intended to speak with face-to-face and vice versa.  The same questionnaire was delivered for these interviews.  In general, meeting with a company allows for a more in-depth discussion, however, we found that such detail was also forthcoming during the telephone conversations.  Therefore, for reporting purposes we have combined the face-to-face and telephone interview results.  

A further 151 companies with a more ad hoc relationship with GE were surveyed by e-mail – 26 responses were returned.  Although questions asked within the e-mail questionnaire mirrored those for the other surveys the questionnaire was much shorter in length.  Therefore, the results of the e-mail survey were used to supplement the analysis, as appropriate, derived from the face-to-face and telephone interviews.  

In total therefore, we received responses from 49 companies, approximately 25% of the total population.  However, it should be noted that not all 49 respondent companies answered all the questions.  Therefore, the analysis highlights the total number of responses to each discrete question – some of which include multiple responses to specific issues.

3.3.2
Company Details

Table 3.1, over, provides information on the nature of their business using predetermined clusters.  The majority of responses (33%) came from companies within the creative industries cluster and those captured under ‘other’ (33%).  

	Table 3.1: nature of business by cluster

	
	Number
	%

	Biotechnology
	1
	2.0

	Creative Industries
	16
	32.7

	Energy
	1
	2.0

	Electronic Assembly and Component Supply
	2
	4.1

	Food and Drink
	7
	14.3

	Textiles
	3
	6.1

	Tourism
	3
	6.1

	Other
	16
	32.7

	TOTAL
	49
	100


Source: Company face-to-face, telephone and e-mail interviews, July, August and September 2003.

Note: numbers may not add to 100% due to rounding.

Other: includes companies such as those in IT consultancy and the engineering sector that did not consider themselves to fit with the predetermined cluster categories.

sales


With regard to the sales data the majority of respondent companies did not provide an exact figure, but all those who responded did indicated an appropriate range (see Tables A1 to A3 in Appendix A).  

Of the 41 respondent companies that provided estimates for the expected level of sales in 3 years time, total sales (using a mid-range analysis as detailed in Appendix A) amounted to £98 million with exporting accounting for 65% at just over £63million.  This is an increase of 13% of total sales from the current level and 57% of export sales from current level.  This is shown in greater detail in Table 3.2.

	TABLE 3.2: percentage increase in sales over period

	
	Total Sales
	Export Sales
	Export sales as % of total sales

	Expected sales in 3 years
	98,000,000
	63,275,000
	65

	Current sales
	87,025,000
	40,200,000
	46

	Sales prior to GE involvement
	56,825,000
	28,125,000
	49

	

	
	Total Sales
	Export Sales

	% increase between expected and current
	13
	57

	% increase between current and prior to GE involvement
	53
	43

	% increase between expected and prior to GE involvement
	72
	125


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.
It is encouraging to note the fairly significant increases in current total sales and current export sales further to GE intervention.

Table 3.3 shows the additional sales due to GE’s involvement.  As outlined below, the majority of additional sales (48%) and export sales (59%) was less than £50,000 for each company.  However, given that GE is working with more companies within the service sector the value of sales might look deceptively low, but profitability is actually fairly high.  The nature of the changing environment means that companies are trading knowledge and “know-how” as a channel to market driven by customer demand.  

Of the 29 respondent companies, total additional exports sales due to GE intervention are estimated to be approximately £7 million, accounting for 78% of the total additional sales of around £9 million.

	TABLE 3.3: additional sales due to glasgow exports involvement

	
	Total Sales
	Export Sales

	
	No.
	%
	No.
	%

	<£50k
	12
	48.0
	17
	58.6

	£50k-£100k
	2
	8.0
	4
	13.8

	£100k-£150k
	4
	16.0
	2
	6.9

	£150k-£200k
	1
	4.0
	0
	0.0

	£200k-£250k
	1
	4.0
	0
	0.0

	£250k-£500k
	1
	4.0
	2
	6.9

	£500k-£1m
	1
	4.0
	1
	3.4

	£1m-£2m
	2
	8.0
	3
	10.3

	£2m-£5m
	1
	4.0
	0
	0.0

	£5m-£10m
	0
	0.0
	0
	0.0

	> £10m
	0
	0.0
	0
	0.0

	TOTAL RESPONSES
	25
	100
	29
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Note1: Numbers may not add to 100% due to rounding.

At first glance it may seem strange that more companies report additional export sales than report additional total sales. There are a number of potential reasons for this. For example, some respondents may have been reluctant to disclose what they perceive to be commercially sensitive information. Others may have lost domestic markets and increased overseas sales may not have fully compensated for this.

employment

Table 3.4 shows the current and previous employment levels as reported by respondent companies as a direct result of support from GE
.  Therefore, 62.5 gross jobs are attributable to such assistance. 

	TABLE 3.4: employment levels of respondent companies 

	Current
	Prior to GE support

	FT
	PT
	S
	Total FTEs
	FT
	PT
	S
	Total FTEs

	500
	51
	43
	547
	441
	44
	43
	484.5


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Note; S – denotes seasonal employment.  FTEs: - full-time equivalent job i.e. a job that is anticipated to last for 10 years.  A part-time or seasonal job is equivalent to 0.5 FTE.

Further analysis on the type of employment created as a direct result of support from GE and the average salary for such additional staff is outlined in Appendix B, Tables B1 and B2. 

3.3.3
Support from Glasgow Exports 

Awareness

Table 3.5 below indicates the level of awareness companies had prior to contact with GE.  Less that half (48%) of respondent companies were aware that some support was available for exporting or were fully aware of the services delivered by GE.  Although six responses are recorded with regard to those not aware of any type of support for exporting within Glasgow, it is encouraging to note that only one such response was recorded during the more in-depth face-to-face and telephone interviews.  

	TABLE 3.5: AWARENESS OF GLASGOW EXPORTS 

	
	No.
	%

	Was fully aware
	5
	10.4

	Was aware that there was some support available for exporting/international trade
	18
	37.5

	Thought there might be some support available for exporting/international trade
	19
	39.6

	Was not aware of any type of support for exporting/international trade
	6
	12.5

	TOTAL RESPONSES
	48
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.
Note: Numbers may not add to 100% due to rounding.

Table 3.6 shows how companies first became aware of the support available through GE.  The vast majority of companies were made aware of the support mechanism via SE Glasgow (37%), Glasgow City Council (19%) and other sources (26%), such as at dinner meetings and seminars run by the public sector. 

	TABLE 3.6: FIRST AWARENESS OF GLASGOW EXPORTS (multiple responses)

	
	No.
	%

	Scottish Enterprise Glasgow
	20
	37.0

	Glasgow City Council
	10
	18.5

	Glasgow Chamber of Commerce
	3
	5.6

	Scottish Development International
	3
	5.6

	Another Export Partnership
	-
	0.0

	Another company
	4
	7.4

	Other
	14
	25.9

	TOTAL RESPONSES
	54
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Other: this category captures issues such as awareness raising at seminars, dinner meetings and through previously involved in the Glasgow Apparel project prior to been taken over by Glasgow Exports.
Note: Numbers may not add to 100% due to rounding.


Companies gave more than one response therefore the total responses are higher than total number surveyed.

In general all companies have a clear understanding of what GE was trying to achieve, that is, helping local companies increase their contacts and profile overseas in order to break into and penetrate international markets.  Companies understood that expanding into international markets would ultimately increase their company competitiveness and assist in the creation of longer-term, sustainable, employment opportunities for Glasgow-based firms.  

From the in-depth interview programme, only one respondent company had a good understanding of how the partnership worked.  In the main, people did not know how the partnerships worked in practice and were not particularly interested as long as they managed to access the type and level of support required.  However, such profile issues could become a concern for GE in future.  At present delivery is focused primarily through individuals. If people move on, then unless an appropriate handover period occurs, businesses may lose such direct contacts and their understanding of international trade development activities delivered by GE.  

Support Accessed

Table 3.7 shows the type of support accessed by companies.  In total, companies cite 98 instances
 of support accessed through GE.  The most popular support was for exhibition support (18%); general advice and information (18%) and trade missions (16%).  International business development; export/international trade skills development & training; e-commerce and export/international trade resources was the least accessed support service among companies with a total of only eight responses.  ‘Other’ support includes information on how to access financial support.  The above findings imply that companies anticipate a broad level of service requirements from GE – not just financial inputs.

	TABLE 3.7: SERVICES AND SUPPORT ACCESSED (multiple responses)

	
	No.
	%

	General advice and/or information
	18
	18.4

	Export/international trade planning e.g. attendance at strategic planning workshops
	4
	4.1

	International market research & information (product/market/sector)
	10
	10.2

	International market access & development
	10
	10.2

	International business development
	1
	1.0

	Exhibition support
	18
	18.4

	Trade missions
	16
	16.3

	Learning journeys
	5
	5.1

	Export/international trade resources
	3
	3.1

	Export/international trade skills development & training
	2
	2.0

	E-commerce
	2
	2.0

	Practical aspects of exporting/international trade (agency/distributor agreements, documentation, languages, logistics)
	5
	5.1

	Other
	4
	4.1

	TOTAL RESPONSES
	98
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Other: includes support on how to access financial support in particular.
Note: Numbers may not add to 100% due to rounding.  


Most companies gave more than one response therefore total responses higher than total number of surveys.

Reasons for participating

Table 3.8 indicates the main reasons respondent companies participated with GE.  The majority of businesses were looking for assistance to access new markets for existing products (22%) followed by those that were interested in any available assistance (20%) on offer.

	Table 3.8: reasons for participating (multiple responses)

	
	No.
	%

	For any available assistance
	21
	20.2

	To access new markets for new products
	17
	16.3

	To access new markets for existing products
	23
	22.1

	To source new distribution outlets/agents
	8
	7.7

	To source new suppliers or products
	6
	5.8

	To make sales contacts
	15
	14.4

	Market research
	5
	4.8

	Specialist exporting advice/assistance
	8
	7.7

	Other
	1
	1.0

	TOTAL RESPONSES
	104
	100


Source: Company face-to-face, telephone and e-mail interviews, July, August and September 2003.

Other: includes issues such as financial assistance required to attend exhibitions and trade missions.

Note: Numbers may not add to 100% due to rounding. 


Most companies gave more than one response therefore total responses higher than total number of surveys.

Table 3.9 shows the reasons companies required assistance and support.  Assistance was sought by companies mainly due to the lack of finance (31%) and to take advantage of the opportunity (28%).

	TABLE 3.9: REQUIREMENT FOR SUPPORT (multiple responses))

	
	No.
	%

	No internal capacity/time
	8
	9.2

	Lack of expertise/skills
	9
	10.3

	Lack of knowledge
	17
	19.5

	Lack of finance
	27
	31.0

	To take advantage of opportunity
	24
	27.6

	Other
	2
	2.3

	TOTAL RESPONSES
	87
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Other: includes the opportunity to network and raise company profiles abroad.

Note: Numbers may not add to 100% due to rounding.


Most companies gave more than one response therefore total responses higher than total number of surveys.
quality of services & support

The rating companies gave to the services and support offered by the GE is presented in Table 3.10.

Almost half (48%) of respondents rated GE’s support services as being very good or good.  However, five services were rated as being very poor by a small number of companies – general advice and/or information; international market research & information; international market access & development, international business development, trade missions and e-commerce.  A couple of companies highlighted the issue of GE providing suggested contacts for specific markets.  Once followed up (by the company and not GE) they turned out to be inappropriate and caused some frustration. 

	table 3.10: rating of services and support (multiple responses)

	
	Very Good
	Good
	Average
	Poor
	Very Poor
	N/A

	General advice and/or information
	15
	10
	3
	1
	-
	5

	Export/international trade planning e.g. attendance at strategic planning workshops
	7
	9
	-
	-
	-
	11

	International market research & information
	5
	9
	3
	-
	1
	9

	International market access & development
	3
	10
	3
	-
	1
	8

	International business development
	5
	9
	2
	-
	1
	9

	Exhibition support
	10
	11
	1
	-
	-
	8

	Trade missions
	9
	5
	1
	-
	1
	13

	Learning journeys
	2
	6
	1
	-
	-
	15

	Export/international trade resources
	2
	5
	2
	-
	-
	12

	Export/international trade skills development & training
	2
	4
	2
	-
	-
	13

	E-commerce
	2
	4
	2
	-
	1
	13

	Practical aspects of exporting/international trade (agency/distributor agreements. Documentation, languages, logistics)
	5
	5
	3
	-
	-
	11

	Other
	2
	1
	-
	-
	-
	11

	TOTAL RESPONSES
	69
	88
	23
	1
	5
	138


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Other: includes the opportunities to create networks of contacts and businesses with respect to exporting activities and support such as brainstorming sessions.
Details of additional public sector support and the accessibility of such assistance are contained in Appendix C. 

glasgow exports staff

Table 3.11 shows how companies rated the staff at GE.  Overall the GE’s staff was highly thought of and three-quarters of respondent companies rated advisers as being good or very good.  A very small number of respondents (7%) scored the staff as poor across the board.  One explanation for this appears to be a lack of clarity between the adviser and company in terms of what the company’s needs and the expected outcomes further to GE support.  

With regard to the average scores, there was a broad appreciation by the majority of respondent companies that GE staff could not possibly be expert in all sectors and products.  However, some companies commented that in some instances advisers were too generalist in their approach to international trade development and they would welcome more specialised advice and support. 

Some the evidence reported above could be considered in terms of ongoing development for the GE staff from an individual and team perspective.

	table 3.11: staff at glasgow exports (multiple responses)

	
	Very Good
	Good
	Average
	Poor
	Very Poor
	N/A

	Professionalism
	29
	10
	4
	1
	1
	-

	Understanding of your businesses
	14
	17
	11
	1
	2
	-

	Knowledge of the international market for your product/service
	8
	14
	14
	3
	2
	2

	Efficiency
	18
	16
	8
	1
	1
	-

	Effectiveness
	16
	16
	4
	1
	3
	2

	Ease of access
	22
	17
	1
	1
	2
	-

	Other
	2
	1
	-
	-
	-
	4

	TOTAL RESPONSES
	109
	91
	42
	8
	11
	8


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Other: includes levels of pro-activity.

Note: Numbers may not add to 100% due to rounding.

Most companies gave more than one response therefore total responses higher than total number of surveys.
Aftercare

The range and scale of aftercare services received by interviewed companies was identified in Table 3.12.  

The results show a good commitment by GE in aftercare provision, with 85% of respondents receiving some form of aftercare.  The majority (41%) benefit from an ongoing aftercare service, whilst 35% receive follow up calls and 9% mail shots.  Many companies highlighted the positive benefits, knowing there was someone they can contact for a quick chat on international trade issues, derived from the relationships built up with specific advisers. 

	TAble 3.12: Aftercare services (multiple responses) 

	
	No.
	%

	Ongoing 
	22
	40.7

	Follow-up call
	19
	35.2

	Mail shots
	5
	9.3

	Don't know
	3
	5.6

	None
	5
	9.3

	TOTAL RESPONSES
	54
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Note: Numbers may not add to 100% due to rounding.


Some companies gave more than one response therefore total responses higher than total number of surveys.

Business opportunities

Only 20% of respondent companies felt GE had helped them to build linkages with other local or Scottish companies, particularly those involved in the development of international markets.  In the main, these linkages were with local companies.  Unfortunately, only four companies (from all surveys) identified that such links had led to new business opportunities.  Further to the instigation of such business-to-business relationships the management of client expectations is key, particularly with regard to the practicalities and cultural aspects of entering new markets, such as Russia and Japan. 

Improvements

Companies views on how the current service provided by GE could be improved are outlined below.  35% of companies were totally satisfied with the current service provision offered by GE and did not identify any room for improvement.  One respondent had limited experience of GE’s activities and felt unable to comment.  However, just over 60% of companies highlight areas of improvement as detailed below:

· clarity of GE’s role  - allow all companies to know exactly what is available to them both financially and generally through the GE;

· funding - more funding with a particular focus on travel grants for trips to organised trade missions or bespoke visits to international markets as required.  It was suggested that GE should have the capacity to underwrite more projects in the short-term to counteract issues of accessing credit and associated risk for businesses trying to break into global markets;

· specialist not generalist support - a number of companies highlight the need for advisers with specific sectoral expertise, for instance e-commerce.  In particular some companies would welcome a mentoring facility with an adviser who had had appropriate experience of running a business within international markets;

· market research - it was suggested that GE provides more detailed market research by sector and country – however, it is appreciated that such a function is outwith the organisation’s remit;

· greater connectivity – this focused on increasing the level of current connectivity and integration with contacts and markets overseas and outwith Scotland, but within the rest of the UK;

· redefining the export market – assistance for trade development is currently only applicable outwith the UK.  However, respondent companies highlighted that exhibition/trade missions in London, for example, were attended by the same people and in general no different from those held in internationally.  To attend such events can be just as expensive as travelling abroad, yet GE cannot support costs to attend events held in the national arena;

· specific contacts – respondent companies commented that staff needed to give more specific information about companies in international markets that can actually provide the services sought.  There was a degree of dissatisfaction where suggested contacts had not delivered as discussed and anticipated;

· time lag - quicker turnaround on support decisions to ensure the public sector delivery mechanisms reflected those of the private sector; and

· aftercare – although in general most respondents viewed the level of follow-up as good, as depicted in Table 3.12, there is still a perception that the ongoing contact with GE could be maintained over a longer period and not just for the duration of a specific project.  Furthermore, it was suggested that GE assist more in establishing business-to-business contacts and networks.  With the exception of mere ad hoc financial inputs, this is a key area worth consideration particularly with regard to Glasgow-based SMEs.

Future Support
Table 3.13 shows the future interest of assisted companies in utilising the services offered by GE.

60% of assisted companies reported that they would definitely have an interest or requirement in accessing future support through GE.  A further 27% of respondent companies highlighted that future assistance may be required.  Only four companies reported that it would be unlikely they would seek GE assistance in the future and two respondents would definitely never use the service again.

	TABLE 3.13: FUTURE INTEREST IN ACCESSING GE SUPPORT

	
	No.
	%

	Yes, definitely
	29
	60.4

	Possibly
	13
	27.1

	Unlikely
	4
	8.3

	No, definitely not
	2
	4.2

	TOTAL RESPONSES
	48
	100


Source: Company face-to-face, telephone and e-mail interviews, July, August and September 2003.

Note: Numbers may not add to 100% due to rounding

A range of views were offered with respect to the type of support most helpful to companies:

· further financial assistance, particularly for attendance at future exhibitions and trade missions;

· increased overseas intelligence and market information;

· access to translation facilities for company leaflets/brochures;

· assistance to enter new markets for new and existing products; and

· business development support.

Delivery

Most of the companies viewed the current delivery format to be the most appropriate for future delivery.  Other possible improvements to the delivery of bespoke GE assistance include:

· quicker and more efficient delivery of services, with a particular focus on greater clarity with regard to funding rules – although all GE funding is discretionary, this point relates to the issue of clarity and understanding of GE’s role and intervention with Glasgow companies, in particular SMEs;

· greater awareness of all services available; and

· allow exchange of information between companies and GE through ongoing dialogue and aftercare provision.


level of attribution of impacts
The impact that individual forms of GE assistance had secured for businesses is outlined below.  As anticipated, it is difficult to unambiguously map the cause and effect relationships between such GE interventions with Glasgow companies and discrete outcomes.  Although a degree of attribution was reported, other factors, such as personal business drive and commitment, were involved in realising such benefits and therefore making it problematic to identify a clear link from support to an impact on international business performance.  

Table 3.14 shows that the biggest impacts were secured through exhibition support (18%) – where attendance at events incorporates a degree of learning with regard to the current competition and market conditions, international market research & information (17%) and general advice and/or information and trade missions (11%).  In addition to these, respondent companies reported that in many instances over a quarter of anticipated impacts were deemed as still pending.

	table 3.14: GE SERVICES IMPACT ON BUSINESSES 

	
	No.
	%

	General advice and/or information
	26
	14.7

	Export/international trade planning e.g. attendance at strategic planning workshops
	14
	7.9

	International market research & information (product/market/sector)
	19
	10.7

	International market access & development
	21
	11.9

	International business development
	15
	8.5

	Exhibition support
	33
	18.6

	Trade missions
	18
	10.2

	Learning journeys
	9
	5.1

	Export/international trade resources
	6
	3.4

	Export/international trade skills development & training
	5
	2.8

	E-commerce
	6
	3.4

	Practical aspects of exporting/international trade (agency/distributor agreements, documentation, languages, logistics)
	2
	1.1

	Other
	3
	1.7

	TOTAL RESPONSES
	177
	100


Source: Company face-to-face and telephone interviews, July, August and September 2003.

Other: includes responses that did not fit with the categories shown in Table 3.14. 

Note: Numbers may not add to 100% due to rounding.


Most companies gave more than one response therefore total responses higher than total number of surveys.

The detailed analysis of the impact of the top three services are outlined in Figures 3.1, 3.2 and 3.3 below. 
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Data presented in Appendix D highlights the companies’ prediction of the future impact of GE involvement and a summary of the respondent companies various international trade development activities attributable to GE support mechanisms.

Table 3.15 highlights the scale of the change that GE assistance has induced.

	TABLE 3:15:  ATTRIBUTION and change

	Has the assistance received through GE led to:
	No Change
	Minor Change
	Major Change

	
	No.
	%
	No.
	%
	No.
	%

	A change in your attitude towards exporting
	27
	60
	14
	31
	4
	9

	Improved your knowledge of exporting
	18
	42
	12
	28
	13
	30

	Increased your skills in exporting
	22
	51
	10
	23
	11
	26

	Improved your trading capacity
	14
	31
	12
	27
	19
	42


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Note: Numbers may not add to 100% due to rounding.


Most companies gave more than one response therefore total responses higher than total number of surveys.

A sizeable proportion of the respondents to each question reported that GE had induced no change in their attitude, knowledge, skills or capacity in or towards exporting. This is particularly so for attitude and skills, where more than half were unaffected. A more positive finding is that a significant majority report an impact on their trading capacity, with 42% describing it as major.

3.4
SUMMARY

business change model

As outlined in the initial study proposal, to gain an appreciation on the qualitative feedback from companies within Glasgow developing their international trade capacity, a business change model was implemented, as outlined below.  This model also provides a good overview in terms of the whole research programme.

It was hoped that through the consultations it would be established how GE assistance had impinged on individuals within the companies as well as the organisation as a whole.  However, in the main responses tended to be fairly mixed with a tendency towards individual perceptions.  Therefore, it was not possible to make a clear distinction in terms of the personal and the organisational view in the following analysis.

· awareness – in general participants became aware of GE in the first instance through a contact in SE Glasgow, as outlined in Table 3.6;

· understanding – overall there appeared to be a clear understanding that GE was there to help locally-based companies create or development their international trade capability and capacity.  However, there was little appreciation of how the actual partnership functioned, but in the main this is not considered to be a key concern; 

· reaction – the level of satisfaction derived from GE’s assistance as depicted in Tables 3.10 and 3.11.  Overall, from our face-to-face and telephone interview discussions, 57% of respondent companies strongly agreed that GE support met their needs.  Only three companies, 13%, did not find this to be the case.

· learning – through the consultations businesses were asked to define the extent to which participation with the activities delivered by GE had changed attitudes, improved knowledge and/or increased skills.  Overall, 10.5% of respondent companies could attribute an increase in internal knowledge, 8.9% a change in attitude and 6.8% an increase in skills and capacity of staff with regard to international trade development issues further to links with GE (for details see Appendix D); 

· behaviour – some companies outlined a change in their approach to international trade particularly where assistance with their strategic approach had resulted in a review of internal operational systems often fundamentally and successfully altering their approach to international business activities; 

· relationships - this part of the consultations focused not only on the current and potential relationships between the companies, key organisational partners and customers, but also in terms of new areas of business with regard to international market development opportunities.  16.5% of respondent companies highlighted that GE had assisted in making contact with overseas agents.  However, at the local and Scottish business-to-business level, only 20% of respondent companies felt GE had helped them to build such linkages; and

results – impact data is incorporated into Chapter 5 as appropriate.  However, key improvements to the current service delivered by GE were identified by 60% of respondent companies with a particular focus on issues such as greater connectivity with appropriate contacts both at a national and international level and aftercare facilities.  

It is suggested that a key component of future evaluation studies would be to review the qualitative issues outlined in the above model to allow GE to compare and contrasts future changes in the development of the international trade/exporting process for Glasgow businesses.  

4.
IMPACT EVALUATION 

4.1
INTRODUCTION

With reference to the initial study brief, an impact evaluation was to be one of the key components to assess the level of tangible measurable benefits associated with the support provision to companies through the GE.  The economic impact assessment was derived from information and data gathered from the primary research programme.  

4.2
ECONOMIC IMPACT MEASURES

4.2.1
Introduction

This section details the impact of GE support in terms of gross additional sales and additional employment to net direct additional sales and net additional employment through the application of additionality, displacement, linkages and multiplier effects at the local Glasgow and Scottish levels.

4.2.2
Gross Sales and Employment

As detailed in Table 4.1 company current additional sales and employment attributable to participation with GE was just under £9 million and around 62.5 FTEs respectively.

	TABLE 4.1: GROSS SALES AND EMPLOYMENT OUTCOMES

	
	No. of responses
	Total sales
	Average

	Increase in sales
	25
	8,975,000
	£359,000

	
	No. of responses
	Total FTE jobs
	Average

	Jobs created (FTEs)
	37
	62.5
	1.69


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

The detail around the derivation of gross to net impacts is outlined in Appendix E.  

4.2.3
Net Direct Additional Sales

Applying additionality and displacement factors to the gross additional sales identified in Table 4.1, the estimates of net direct additional sales
 are outlined in Table 4.2.

	table 4.2: net direct additional sales

	
	Local
	Scotland

	Gross direct
	£8,975,000
	£8,975,000

	Less non-additional (100%-30% approx. 70%)
	£6,282,500
	£6,282,500

	Gross direct additional
	£2,692,500
	£2,692,500

	Less  displacement 
	£403,875
	£807,750

	Net Direct Additional sales
	£2,288,625
	£1,884,750


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

The sample of respondents to the survey accounted for around 25% of companies assisted via GE.  Ideally we had aimed for a response rate of approximately 30%, however, a rate of 25% was sufficiently near to the right order of magnitude required to allow for grossing to provide credible and robust impacts.  

Prior to accounting for additionality and displacement effects, gross sales are as follows:

· local level – around £36 million; and

· national/Scottish level – around £36 million.
The value of the net additional sales taking into account additionality and displacement, provides estimates of net direct additional sales of £2.3m at the local level and £1.9m at the national level - the difference is due to slightly higher levels of displacement at the national level.  As above, grossing up these figures to the population as a whole would suggest an impact of:

· local level – around £9.2 million; and

· national/Scottish  level – around £7.5 million.
4.2.4
Net Additional Employment

Applying additionality, displacement and linkage and multiplier effects to gross employment as detailed in Table 4.1 provides estimates of net additional employment as shown in Table 4.3.  Details of the linkage and multiplier factors applied are presented in Appendix E.

	table 4.6: net additional employment

	
	Local
	Scotland

	Gross direct
	62.5
	62.5

	Less non-additional (approx = 70%)
	43.75
	43.75

	Gross direct additional
	18.75
	18.75

	Less  displacement 
	2.8
	5.6

	Net Direct Additional FTEs
	15.95
	13.15

	Plus supplier multiplier
	2.4
	3.9

	Plus multiplier
	2.8
	5.1

	Net Direct Additional Employment
	21.2
	22.1


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

As outlined above the sample that responded to the survey accounted for around 25% of companies supported during 2001 and 2003 by GE.  Gross direct jobs are as follows:

· local level – 250 FTEs; and

· national/Scottish level – 250 FTEs.

Net additional employment is estimated at 21.1 FTEs at the local level and 22.1 FTEs at the national level - the difference is due to slightly higher multiplier factors at the national level.

Grossing up these figures to the sample as a whole provides an impact of:

· local level – 84.4 FTEs; and

· national/Scottish  level – 88.4 FTEs.

4.2.5
Contribution to GDP

The net additional sales, secured by companies as a result of GE support contributes to the Gross Domestic Product (GDP) i.e. wages plus profits.  This was assessed using an average proportion of gross value added to sales of 30%
. 

At the local level, the net additional sales, secured through GE is £9.2m, giving a £2.8m contribution to GDP.

At the Scottish level, the net additional sales, secured through GE is £7.5m, giving a £2.3m contribution to GDP.

4.3
VALUE FOR MONEY

The value for money assessment outlines the cost per job calculation and leverage ratios.  These can be used as a guide to assess the effectiveness of public sector spending on GE.

4.3.1 Cost per Job

Assessment of cost per job (of the actual public sector spend with respect to GE’s activities over the period 2001 to 2003) is outlined below at the local and national levels.  The analysis derived for total public sector spend, as outlined in the 2001/2002 and 2002/2003 GE Annual Reports, depicted in Table 2.3.

The cost per job calculation considers total public sector spend of GE less staff costs (approximately 10% to 30% per annum). 

COST PER GROSS JOB 

Local and national/Scottish level – cost per gross job

250 FTEs from £1,117,200 public sector spend

= £4,469 cost per gross FTE job.

COST PER NET JOB

Local level – Cost per net job

84 FTEs from £1,117,200 public sector spend

= £13,300 cost per net FTE job at the Glasgow level.

National level – Cost per net job

88 FTEs from £1,117,200 public sector spend

=£12,695 cost per net FTE job at the Scottish level.

We have compared GE cost per job figures against four recent economic impact evaluations
 completed by EKOS Ltd.  These evaluation studies found cost per job figures ranging from £6,989 to £16,381 at the local level and £8,333 to £13,780 at the national level.  In general, we can conclude that Glasgow Export activities represent good value for money. 

4.3.2
Leverage

Leverage between public and private (net direct additional sales) cost is outlined below at the local and national levels.  The public sector spend is shown as the total public sector cost (minus staffing costs) based on 2001/2001 and 2002/2003 GE Annual Reports. 
Local level – Public : Private spend

£1.12 million: £9.2 million

= 1 : 8

National level – Public : Private spend

£1.12 million : £7.5 million

= 1 : 7

Our experience of conducting economic impact evaluations of business development programmes suggests that on the whole this represents good value for money.

5.
CONCLUSIONS AND RECOMMENDATIONS

5.1
CONCLUSIONS

5.1.1
Introduction

The overall objective of this study was to undertake an economic impact evaluation of Glasgow Export’s activities over the period 2001 to 2003.  Specific study objectives also included:

· an audit of the activities of GE;

· an independent overview of the efficiency and effectiveness of the current funding and delivery mechanisms;

· an overview of the level and quality of integration of the service with the wider economic development network in the city; and

· a review of the progress towards strategic objectives and the wider contribution to economic development strategy.

Addressing these objectives forms the basis of the conclusions and recommendations.

5.1.2
Impact of Glasgow Exports’ Activities 

It is clear from the primary research and analysis of internal reporting that GE has delivered a range of economic benefits for the Glasgow and Scottish economies, including meeting its stated targets as reported earlier.

GE has supported relatively low levels of displacement at a local level and low displacement at a Scottish level.

56% of respondents recorded some level of additionality – 5% reported absolute additionality i.e. where all of the sales and employment outputs were attributable to the support; and 51% reported time and/or scale additionality – where outputs happen quicker or at a higher level as a result of the GE intervention.

The economic impact assessment shows that GE has generated net direct additional sales of £9.2 million at the local level and £7.5 million at the Scottish level. 

It also shows that gross employment of 250 FTEs is estimated to create net additional employment of 84 FTEs at the local level and 88 FTEs at the Scottish level.

The value for money assessment in Chapter 4 shows that the economic benefits were realised at a gross public sector cost (minus staff costs) of £6,384 per FTE and a net cost of £13,300 per FTE at the local level and £12,695 at the Scottish level.  At face value these figures are comparable with similar business development programmes and we believe that GE’s activities will offer value for money around the norm for such interventions. 

We therefore conclude that GE is meeting its operational and its national (SDI) targets and delivering value for money for the public sector agencies.  Given the ERDF claims are currently behind schedule we are not able at this stage to make any true assessment of GE’s achievements with respect to ERDF targets.

5.1.3
Glasgow Exports’ Operations 

A review of GE’s operations were from three perspectives based on:

· views of the GE Board;

· views of key partners; and

· results of the primary research

In particular, GE is rated very highly by their internal and external customers, with an overall high rating given by their customers.  Interestingly, GE obtained a similar “approval rating” of around 90% from their customers compared with the previous evaluation.

From an internal perspective, GE appears to be a well run and efficient operation with a strong delivery focus based around a supportive Board and effective management. 

The only issue we would highlight is the opportunity to continue to work at improving the internal customer database with the ultimate goal of having full and complete information on all customers, recognising of course the difficulties in extracting information from companies on an ongoing basis.

From an external perspective, the companies also like GE and their staff and advisers, generally rating them highly compared with other forms of public sector support.  In particular, the companies reported that they require a broad range of trade development support, rather than a narrow range of programmes and this would seem to fit well with the overall ethos of GE.

While there were dissenting comments from a small number of companies (which is always to be expected), in our experience, the level was low when compared with other projects and programmes we have evaluated. 

Finally, the organisation has an appropriate fit and integration with the other support services available to Glasgow companies.  Neither the companies nor the partners reported any major confusion over the roles and responsibilities of GE and there is minimal duplication with other organisations.  Importantly, GE works well with Business Gateway in offering a streamlined trade development service. 

5.1.4
Future Operations
Issues relating to future operations were considered from both an internal and external stand point.  From an internal perspective the major issue of the branding of GE in relation to Business Gateway is already being addressed.  Furthermore, it is recognised that GE will need to continue to work with the Business Gateway to ensure Glasgow companies are able to access a broad range of bespoke support, including assistance for trade opportunities outwith Scotland but within the UK, currently delivered by GE. 

The second key issue relating to developing the service sector is again also being addressed, although progress in this area should be kept under review.  We touch on this issue again in our recommendations.

From the customer perspective, the feedback on key issues for the companies was highlighted earlier, although it is worth recognising that only 60% of companies provided a response to this and as such there is no overall consensus on individual issues.

However, based on our discussions with the companies we believe that the overall “flavour” of what the key issues are, as seen by the companies, include:

· redefining the export market to be outwith Scotland;

· detailed market research by sector and country; 

· greater connectivity with appropriate contacts both at a national and international level; and

· aftercare facilities.

It is recognised that many of these issues are outwith the control or remit of GE and their partners and as such are not brought through to the recommendations section of the report. 

5.2
RECOMMENDATIONS

One of the key outputs from any evaluation is the learning that can help us better shape and deliver economic development services.  

However, based on the evaluation, we would recommend no major changes to the current approach adopted by GE in their delivery of international trade development services.  This view reflects both the analysis and review highlighted in the above conclusions as well as our professional opinion based on many years experience. 

GE is already addressing the key issues identified through the research, as highlighted earlier, through ongoing organisational development processes. 

These issues include: 

· generic branding of the service in line with national guidelines;

· developing the international dimension of the service sector; and 

· management information processes and procedures.

With the continual changes to the external policy and economic environment within which GE operates the ongoing monitoring of the external environment coupled with a willingness to embrace change will ensure the organisations is able to continue to deliver high level outputs in the future. 

APPENDIX A: SALES 


With regard to the sales data outlined in Tables A1 to A5 below the majority of respondent companies did not provide an exact figure, but all those who responded did indicate an appropriate range as detailed in the tables.  Therefore, for the purpose of the economic impact assessment in Chapter 4 we propose to take the mid-point of each range to provide an indicative impact further to GE intervention.  Where responses identify a level of sales greater than £10 million, we used £10 million as an indicative figure.

Table A1 shows the current level of total sales and sales derived from exporting.  The scale is fairly widespread.  However, the highest proportion (27%) of respondent companies reported having export sales of less that £50,000.  However, given that GE is working with more companies within the service sector the value of sales might look deceptively low, but profitability is actually fairly high.  The nature of the changing environment means that companies are trading knowledge and “know-how” as a channel to market driven by customer demand.

Using the mid-point analysis, the total level of current sales was approximately £87 million with export sales accounting for £40 million of these sales, namely 46%. 

	table A1: current level of sales  

	
	Total Sales
	Export Sales

	
	No.
	%
	No.
	%

	< £50k
	2
	4.7
	11
	26.8

	£50k-£100k
	3
	7.0
	8
	19.5

	£100k-£150k
	3
	7.0
	1
	2.4

	£150k-£200k
	2
	4.7
	2
	4.9

	£200k-£250k
	4
	9.3
	1
	2.4

	£250-£500k
	9
	20.9
	7
	17.1

	£500k-£1m
	5
	11.6
	4
	9.8

	£1m-£2m
	5
	11.6
	1
	2.4

	£2m-£5m
	3
	7.0
	4
	9.8

	£5m-£10m
	4
	9.3
	1
	2.4

	> £10m
	3
	7.0
	1
	2.4

	TOTAL RESPONSES
	43
	100
	41
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Note: Numbers may not add to 100% due to rounding.

Table A2 shows the level of sales prior to involvement with the GE.  Sales total just under £57 million with exporting accounting for 49% of these sales at around £28 million.  In comparison with the data presented in Table A1, this suggests that exporting sales have increased by around 43% (£28 million up to £40 million) for participating companies.

	TABLE A2: LEvel of Sales prior to involvement with Glasgow exports  

	
	Total Sales
	Export Sales

	
	No.
	%
	No.
	%

	<£50k
	4
	10.5
	15
	41.7

	£50k-£100k
	7
	18.4
	7
	19.4

	£100k-£150k
	2
	5.3
	2
	5.6

	£150k-£200k
	5
	13.2
	2
	5.6

	£200k-£250k
	2
	5.3
	
	

	£250k-£500k
	5
	13.2
	3
	8.3

	£500k-£1m
	5
	13.2
	2
	5.6

	£1m-£2m
	2
	5.3
	2
	5.6

	£2m-£5m
	1
	2.6
	1
	2.8

	£5m-£10m
	3
	7.9
	1
	2.8

	> £10m
	2
	5.3
	1
	2.8

	TOTAL RESPONSES
	38
	100
	36
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Note: Numbers may not add to 100% due to rounding.

Table A3 shows the expected level of sales in three years time.

	TABLE A3: LEvel of Sales EXPECTED IN THREE YEARS TIME 

	
	Total Sales
	Export Sales

	
	No.
	%
	No.
	%

	<£50k
	2
	4.9
	3
	7.3

	£50K-£100k
	0
	0.0
	6
	14.6

	£100k-£150k
	3
	7.3
	5
	12.2

	£150k-£200k
	2
	4.9
	1
	2.4

	£200k-£250k
	1
	2.4
	2
	4.9

	£250k-£500k
	6
	14.6
	4
	9.8

	£500k-£1m
	5
	12.2
	6
	14.6

	£1m-£2m
	8
	19.5
	6
	14.6

	£2m-£5m
	9
	22.0
	4
	9.8

	£5m-£10m
	1
	2.4
	3
	7.3

	> £10m
	4
	9.8
	1
	2.4

	TOTAL RESPONSES
	41
	100
	41
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.Note: 

Numbers may not add to 100% due to rounding.

APPENDIX B: EMPLOYMENT

Table B1 shows the type of employment created as a direct result of support from GE.  From the survey evidence (only 23 responses given), the most common jobs are professional, managers & administrators, and associate professional & technical.  

	TABLE B1: TYPE OF EMPLOYMENT CREATED AS A DIRECT RESULT OF SUPPORT FROM GE 

	
	No.
	%

	Managers & administrators
	5
	21.7

	Professional
	7
	30.4

	Assoc. professional & technical
	4
	17.4

	Clerical
	1
	4.3

	Craft & related
	2
	8.7

	Personal & protective services
	-
	-

	Sales
	3
	13.0

	Plant & machine operatives
	-
	-

	Other occupations
	1
	4.3

	TOTAL RESPONSES
	23
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Note: Numbers may not add to 100% due to rounding.

Table B2 shows the average salary for the additional staff as a direct result of GE assistance.  However, data has only been supplied for 14 of the jobs recorded in Table 3.4 in Chapter 3.  Over half of the responses highlight a salary value of between £10,000 and £20,000.  

	TABLE B2: AVERAGE SALARY 

	
	No.
	%

	Less than £10k
	1
	7.1

	£10-£15k
	5
	35.7

	£15-£20k
	3
	21.4

	£20-£25k
	4
	28.6

	£25-£30k
	-
	-

	£30-£35k
	1
	7.1

	£35-£40k
	-
	-

	£40-£45k
	-
	-

	£45-£50k
	-
	-

	More than £50k
	-
	-

	TOTAL RESPONSES
	14
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Note: Numbers may not add to 100% due to rounding.

APPENDIX C: ADDITIONAL SUPPORT AND ITS ACCESSIBILITY

In total 12 companies had accessed additional support from SE Glasgow and 13 companies from Glasgow City Council further to their contact with GE, although overall such supplementary assistance tended to be fairly low.  However, some companies had already accessed a range of other support services prior to their involvement with GE and therefore could not attribute this support to their involvement with GE.


Examples of the other types of support received include:

· business start-up award, training courses and general advice from SE Glasgow; and

· patent advice and support to attend trade missions and exhibitions from Glasgow City Council.  The Glasgow City Council run a Glasgow Exports Market Entry Programme which is a supplementary initiative to the bespoke assistance (including support for trade missions) delivered via GE.

Prior to the establishment of GE the respondent companies within the textile sector/cluster had accessed support via the Glasgow Appareil Project run by the Glasgow City Council.

Table C1 illustrates how companies rated GE support against other types of public sector support received.  Almost two-thirds of respondent companies rated GE’s assistance as good or very good.  Responses to this question were dependent on the level and type of support accessed elsewhere.

Only one company scored the support from GE as very poor.

	TABLE C1: RATING AGAINST OTHER TYPES OF SUPPORT RECEIVED

	
	No.
	%

	Very Good
	14
	45.2

	Good
	6
	19.4

	Average
	8
	25.8

	Poor
	2
	6.5

	Very Poor
	1
	3.2

	TOTAL RESPONSES
	31
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Note: Numbers may not add to 100% due to rounding.

accessibility

Table C2 indicates companies’ perception of similar support being accessible elsewhere.  No respondent company believed that similar support could be accessed elsewhere very easily.  Most companies (31%) believed that support could probably be accessed elsewhere, but were not sure where and appreciated that such support may be difficult and time consuming to obtain.  

	Table C2: accessibility of similar support elsewhere

	
	No.
	%

	Very easily
	-
	-

	Some from some sources
	11
	22.9

	Probably, but unsure where
	15
	31.3

	Don't know
	11
	22.9

	No
	11
	22.9

	TOTAL RESPONSES
	48
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Note: Numbers may not add to 100% due to rounding.

APPENDIX D: ATTRIBUTION OF GLASGOW EXPORTS’ SUPPORT

Table D1 highlights the companies’ predictions of the future impacts of GE involvement.  The main perceptions were that visiting markets independently (15%) and further market research (15%) would be the main impacts in the future of GE assistance already provided.  Although as noted in the main report, a market research function per se is not within GE’s remit.

Importantly, four respondents report no further action in the short-term, resulting from GE involvement, but this is not necessarily a reflection of the assistance given.

Feedback by companies highlighted a desire to capitalise on their profile in established markets to break into new markets. 

	TABLE D1: FUTURE IMPACTS
	
	

	
	No.
	%

	No further action in short-term
	4
	10.0

	Attend exhibitions
	3
	7.5

	Visit market independently
	6
	15.0

	Visit market through trade mission
	3
	7.5

	Product development
	4
	10.0

	New marketing materials
	3
	7.5

	Advertising
	2
	5.0

	Market research
	6
	15.0

	Recruit an agent/distributor
	2
	5.0

	Recruit new employees
	2
	5.0

	New processes or systems
	1
	2.5

	Joint venture
	2
	5.0

	Participate in training
	1
	2.5

	E-commerce
	0
	0.0

	Other
	1
	2.5

	TOTAL RESPONSES
	40
	100




Source: Company face-to-face and telephone interviews, July, August and September 2003.

Other: refers to an increase in sales. 

Note: Numbers may not add to 100% due to rounding.


Most companies gave more than one response therefore total responses higher than total number of surveys.

Table D2 provides a summary of the respondent companies various international trade development activities and a level of attribution with the GE support mechanisms.  The analysis shows that GE involvement produces the greatest impact for companies through: making contact with overseas agents (16%); breaking into new markets (15%); and increasing company profile (14%).

	TABLE D2: GE PARTICIPATION IMPACT

	
	No.
	%

	Start exporting
	12
	6.3

	Develop an exporting strategy
	16
	8.4

	Make contact with overseas agents
	31
	16.2

	Implement new systems
	9
	4.7

	Break into new export markets
	28
	14.7

	Expand existing export markets
	7
	3.7

	Increase internal knowledge
	20
	10.5

	Changed attitudes
	17
	8.9

	Increased profile of company
	27
	14.1

	Increased skills and capacity of staff
	13
	6.8

	Has had no impact
	10
	5.2

	Other
	1
	0.5

	TOTAL RESPONSES
	191
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Other: includes issues not specifically shown in Table D2. 

Note: Numbers may not add to 100% due to rounding.


Most companies gave more than one response therefore total responses higher than total number of surveys.

One key point to draw is that 10 respondent companies considered that GE had no impact.  Through ongoing follow up with companies, GE needs to identify such instances and hence redirect support to other companies where their assistance can make a difference.  This evidence was dependent on the size of the company, whether the businesses were already exporting and the type of assistance accessed.  In the main, all other companies considered the GE partnership activities to have some impact on their business.

APPENDIX E: DERIVATION OF NET IMPACTS

ADDITIONALITY

Non-additionality is traditionally understood to be the proportion of gross direct sales/jobs impacts that would have been expected to occur even if the company had not been a beneficiary of GE support.  It was assessed by asking questions regarding the influence of the GE assistance on:

· the generation of sales and employment which would have occurred in the absence of GE support;

· if GE support had not been available, what action would the companies have taken;

· timing of any reported changes in the absence of GE support; 

· quality and scale additionality; and

· any other impacts upon reported business performance.

Businesses were assessed according to a hierarchy of additionality factors:

· absolute additionality: where all gross direct employment impacts are additional, was taken to apply where none of the sales or employment outputs would have occurred, in the absence of GE support.

Where there was no evidence of absolute additionality we made allowance for:

· time additionality: where GE support enabled the reported changes to happen sooner.  Adopting the standard assumption that a project has a 10 year life, we allocated 10% additionality for every year for which the reported changes were brought forward; and

· scale additionality: where GE support had a positive influence on the level of gross direct employment.  

The data presented in Table E1 provides an estimate of the additionality of the assistance received by companies within Glasgow with a specific interest in international trade development.  From the evidence outlined below it is clear that the support, and other appropriate assistance from GE was perceived as additional (although not fully) in terms of time, scale and quality.  Therefore although 29% of respondent companies reported that the project would go ahead, it would do so at some point in the future, at a reduced size and level of quality.  

Absolute additionality was evident for three respondents who would not have done anything if it had not been for GE support.

	TABLE E1: additionality further to support from Ge (multiple responses)

	
	No.
	%

	Would have done it anyway
	19
	28.8

	Would have done it later
	10
	15.2

	Would have done it on a smaller scale
	14
	21.2

	Would have done it at a lower quality
	10
	15.2

	Would have sought assistance from elsewhere
	8
	12.1

	Would not have done anything
	3
	4.5

	Other
	2
	3.0

	TOTAL RESPONSES
	66
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Other: includes any further aspects of additionality not captured in Table E1. 

Note: Numbers may not add to 100% due to rounding.

Most companies gave more than one response therefore total responses higher than total number of surveys.

Based on the responses outlined in Table E1:

· 3 respondents reported absolute additionality; 

· 34 respondents reported time and/or scale additionality; and

· 29 respondents reported no additionality.

Given the above results we assumed that between 20% to 30% additionality was appropriate with respect to GE assistance.

DISPLACEMENT

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

· location of main target markets; and

· location of main competitors.

Target Markets 

Table E2 shows the target market for the participating companies.  The rest of the EU (22%) and North America (19%) are the main target markets for respondent companies, followed by the Rest of the UK (17%).

	table e2: target market (multiple responses)

	
	No.
	%

	Rest of UK
	27
	17.1

	Rest of EU
	34
	21.5

	North America
	30
	19.0

	Asia/Pacific Rim
	14
	8.9

	Central/Eastern Europe
	14
	8.9

	Africa
	5
	3.2

	South America
	9
	5.7

	Australasia
	13
	8.2

	Russian area
	7
	4.4

	Other
	5
	3.2

	TOTAL RESPONSES
	158
	100


Source: Company face-to-face, telephone and e-mail surveys July, August and September 2003.

Other: includes Norway in Scandinavia not included in rest of EU.

Note: Numbers may not add to 100% due to rounding.

Most companies gave more than one response therefore total responses higher than total number of surveys.
competitors

Displacement was assessed according to the following factors:

· high displacement:  where the company sold most of their products or services locally and where there was a high level of local competition.  We assumed a displacement range of 70%-90%;

· medium displacement: where the company was a partial exporter with limited Scottish competition and operated in a growing market.  We assumed a displacement range of 40%-60%; and

· low displacement:  where the company operated mainly in export markets with only a few Scottish based competitors and their market is growing.  We assumed a displacement range of 10%-30%.

Table E3 shows where companies’ main competitors are based.  The majority of competitors (59%) are within or outwith the UK.  A smaller proportion (16%) of competitors is currently located within Glasgow (16%) and within Scotland, including West of Scotland (25%).

	table E3: location of main competitors (multiple responses)

	
	No.
	%

	Within Glasgow
	17
	15.9

	Within West of Scotland
	17
	15.9

	Within Scotland
	10
	9.3

	Within UK
	34
	31.8

	Outwith UK
	29
	27.1

	TOTAL RESPONSES
	107
	100


Source: Company face-to-face, telephone and e-mail surveys, July, August and September 2003.

Note: Numbers may not add to 100% due to rounding.


Most companies gave more than one response therefore total responses higher than total number of surveys.

Therefore further to the evidence outlined in Table E3 for the purpose of this economic impact assessment we assumed a displacement factor of approximately 15% at the local level and 30% at the Scottish level.

LINKAGES AND MULTIPLIER EFFECTS
Linkages refer to the indirect employment impact generated by the purchase of goods and services by businesses in receipt of support from GE.  Multiplier effects refer to the induced employment generated by the consumption expenditures of those directly and indirectly employed by these businesses.  In line with Scottish Enterprise Network guidance we assumed these to be:

· 1.15 for both linkages and multiplier effects at the local level; and

· 1.30 for both linkages and multiplier effects at the Scottish level.
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� It should be note that although some of the respondent companies interviewed received assistance from Glasgow Exports prior to 2001 the actual employment impacts came to fruition during the period of this current evaluation, 2001 to 2003.


� An instance of support represents the type of support accessed by each company and can represent the company accessing that type of support on more than one occasion.


� We can only calculate sales to net direct additional sales as, unlike jobs, multipliers are not available for sales.


� This percentage was derived from assuming an average wage of £20,000 and a profit margin of 5% of net additional sales.


� Evaluations completed by EKOS Ltd in 2001 and 2002 and selected at random
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