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APP E1 - Section 1 - Background
E1.1
Q1.1: First of all I’d like to confirm that we’re both talking about the same activity.

Individual responses to this question, arranged in alphabetical order, were as follows:

· Although MTM assisted with a SCIS application, the main input has been their advice and encouragement in the development of the product.
· Gary McEwan of the High Growth Team suggested that MTM get in touch with them.
· He met Jim and Ian when the company was looking at developing new electric fires. MTM provided advice on their SCIS application.
· He remembers seeing Jim and Ian around the end of 2001, but he was never clear on what the objective of the project was.
· MTM assisted the company to get their design into production.
· MTM helped the company prepare a SCIS application for Scottish Enterprise Ayrshire. These are the best consultants she has ever used.
· The assistance they received is a bit vague. He was put in touch with one or two people, including a company locally called Electroconnect. They were also put in touch with Strathclyde University and Heriot Watt.
· The company required confirmation of the process they had invented from an academic source. MTM assisted with this.
E1.2
Q1.2:
To put our discussion in context, could you briefly outline the nature of your business?

Individual responses to this question, arranged in alphabetical order, were as follows:

· JRG is a small company, involved in the manufacture of fireplaces, bedroom furniture and leisure equipment.
· Solar and Wind have developed a demonstration kit for use in primary schools. The kit allows children to see different ways of using electricity that has been generated from sun and wind.
· The company develops product concepts for survival. These are used by the military and emergency services.
· The company invents machines, and consequently has to make prototypes. Their main markets are the food and fishing industry.
· The company is involved in developing desktop and Web based software products.
· The manufacture of electrical fires.
· This is a fridge re-processing company, who ensure that CFCs are safely contained.
· This is a small service company involved in industrial repairs to electrical and electronic systems.
E1.3
Q1.3:
And could you clarify your function within the company/organisation?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Director.
· He is a Director, mainly responsible for the financial and admin aspects of the company.
· He is the Managing Director, but his main area of concentration is the development of their own products.
· He runs the company and is the main inventor.
APP E1 - Section 1 - Background (contd)
· Operations Director.
· She is the main employee, plus one engineer. She has invented the product as a result of her many years working in the fishing industry.
· Technical Director. (2 responses)
E1.4
Q1.4:
How did you first come to hear about the Company Academic Programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Having seen a Chamber of Commerce article referring to Highquest, MTM got in touch.
· He did not know he was on the Company Academic Programme. When he applied for the SCIS award, Jim and Ian happened to be close by and popped in to help. They have been of great help to the company since then.
· He is 90% sure it was through a mailshot.
· He wasn’t really aware he was on the Company Academic Programme. He understands that MTM took over from David Thorpe, and as a result, Scottish Enterprise Ayrshire put MTM in touch with the company.
· She first heard about the Company Academic Programme through Jenny Brown.
· Small Business Gateway linked the company to MTM. The company was looking into patents at the time.
· Through Gary McEwan of the High Growth Team.
· Through Jim and Ian. He found a great difference between their very enthusiastic input, and the input received previously from a member of Scottish Enterprise Ayrshire.
E1.5
Q1.5:
Roughly when did you receive the assistance under this Programme?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Approximately a year ago.
· Around the middle of last year. They were only able to put the first invoice in, however, at the beginning of November.
· At the beginning of last year.
· It started at the end of 2002.
· It was in the latter half of 2001.
· Nearly two years ago.
· Roughly three years ago.
· Two years ago.
APP E2 - Section 2 - Description of Assistance and Underlying Purpose 

E2.1
Q2.1:
Can you give me an outline of the assistance you’ve received under the Company Academic Programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He remembers discussing with Jim Murray where the product could be used, and that he would discuss these issues with some academic colleagues. Nothing more came of the project. He was never very sure what the objective of Jim's involvement was. He actually thought that the purpose of the exercise was to give Scottish Enterprise Ayrshire a progress report on the company.
· He was hoping to develop a flame effect for an electric fire. They worked with Strathclyde University on a project to develop a working prototype, using an LED projection system. 
He also asked Heriot Watt to test a gel substance which is used in Europe to produce a smokeless non-toxic fire, indoors. Heriot Watt carried out an analysis of the material and reported on their findings.
· MTM assisted them in the preparation of the SCIS application. As the company had not been involved in this type of development before, it was difficult to estimate the likely timescales. It was also difficult to estimate the finance required for the project as a whole. They discussed various aspects of the project. MTM used their own experience to assist her in her projections, rather than using external academics.
· MTM helped prepare an application for a SCIS award. In addition, Jim and Ian spent extraordinary amounts of time identifying potential suppliers for the company, and also helped a design company who would eventually become the subcontractor. 
MTM have also introduced R&D disciplines, looking at quality functional deployment. As a result, the company feel they are far better off than they would have been had they not been introduced to MTM.
· MTM provided assistance in finding academics to confirm the process they had invented. This required the process to be analysed and verified by academics.
· MTM provided them with advice through various technical people at Aberdeen, Glasgow, Strathclyde and other universities. This enabled the company to get over various technical hurdles.
· Nothing concrete. He started to get a little concerned when it was suggested that the company apply for SCIS; and then, once the application had been sent off, MTM did not act on it. Once he had chased MTM, he received a letter from them suggesting they should apply for SCIS. He wrote to MTM telling them he was becoming concerned about the cyclical nature of their advice.
· The most important thing they received from Jim and Ian was their encouragement. Mark, his Co-Director, is very strong on physics, but it is nice for him to be able to bounce ideas off other academics. In addition, MTM put them in touch with further academics to help solve some of their technical problems, such as welding copper to copper. MTM have been acting between the company and academia, as well as providing direct assistance.
APP E2 - Section 2 - Description of Assistance and Underlying Purpose (contd)
E2.2
Q2.2:
And can you outline what involvement you and your staff had in these activities?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He did not know he was receiving assistance, he simply had a meeting with Jim Murray.
· She is the main contact, but MTM also discussed issues with the people who will be involved in sub-contracting and manufacturing.
· The company and all of the staff have had huge involvement in the activities, including the development of new designs and the development of design disciplines.
· The company had heavy involvement in the work carried out by Strathclyde University. It was the company's own idea and so their had to be significant input. This project was of little benefit to the company, however the University gained an interesting summer exercise which kept a student occupied. The customer was definitely secondary. 
On the other hand, the company had very little input to the project carried out by Heriot Watt. MTM took the problem away and had the work carried out.
· The company has developed the product itself, but has used the advice and assistance provided by MTM to add the finishing touches to the product.
· The invention was already there, all that was required was a third party to confirm its efficacy.
· The product has been developed mainly by the company, but he required specific advice from MTM. There are still one or two activities ongoing, including the need for making the products available in Europe, having first got them right for the UK. MTM provided advice on registering the design in order to get CE marking for Europe.
· They had in excess of ten meetings, from which nothing has come. They were introduced to local companies, and this is his biggest criticism. He believes that he was being introduced to "lame duck" companies, in the hope that he would revitalise them. MTM were using him to review these companies' total assets - not simply as a solution for his own company. He was only looking for a company who could develop samples.
E2.3
Q2.3:
Can you tell me why your company originally sought this assistance?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He did not seek this assistance - they were put in touch with him by the High Growth Team.
· It was a chicken and egg situation. He was predominantly at start-up stage, where there is little assistance available. Unfortunately, in order for the company to start, it required to have academic confirmation of the viability of the product.
· MTM came to him, and as it happened he had a project in mind. The product is a DC brake for wood working machinery.
· The advice seemed to be the wrong way round. He has had a lot of experience of working with people in the academic world, including Cambridge and Strathclyde Universities, and so he is well aware of the benefits of working with academia.
· The company identified that it had to introduce products, rather than be led by the market. They originally approached design companies, but had not budgeted for the level of funding required to subcontract all the design activities. Without this assistance, they would not have considered designing their own products.
APP E2 - Section 2 - Description of Assistance and Underlying Purpose (contd)
· The original idea was not so much to obtain money, but to help her to move the project on.
· They didn’t seek the assistance, it was suggested by Jim and Ian that they could benefit from it.
· They had found it very difficult to get any assistance from banks, who will not invest in product intangibles. They were therefore lacking in funding.
E2.4
Q2.4:
Specifically, can you tell me which (if any) Universities or other research establishments your company has formed (or pursued) links with?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He is aware that MTM were in contact with Aberdeen, Glasgow and Strathclyde Universities.
· He understands that Jim and Ian were talking to academics, but he did not speak to any directly. 
They considered a number of suppliers. Eventually, through MTM's help in this area, the company started using 4C Design.
· He vaguely remembers Jim speaking to a colleague at Paisley University, but he is not sure what came of this.
· Heriot Watt. 
Napier. 
Glasgow. 
Paisley.
· No-one, apart from MTM.
· The one university he was put in touch with supplied a quote which was so ridiculous that he wrote back explaining his dissatisfaction. The quote was for work that the company had already done - as this was funded in-house, why would he pay for it again?
· They have not created links as such, but have used Strathclyde and Heriot Watt Universities to solve particular problems. These are not ongoing links.
· They received advice on how to weld copper with copper, as well as other further general advice through MTM's contacts. Another link is with Heriot Watt.
E2.5
Q2.5:
Could you outline the nature of these links please?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He had a meeting with Strathclyde Electrical and Electronic Engineering Department, who helped solve a technical problem.
· He received verification letters, assisting with the patent application.
· Heriot Watt are carrying out research into photo-voltaic fibres. There is an area of overlap between the company and this research.
· N/A - no links developed. (2 responses)
· N/A - no links established (2 responses)
APP E2 - Section 2 - Description of Assistance and Underlying Purpose (contd)
E2.6
Q2.6:
What were the objectives of the assistance?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Nothing was ever formally defined. Although he believes the scope was wide, it was never communicated to him. He is still unsure what was available and what would not have been allowed.
· Nothing was formally defined.
· The main objective was to turn the product idea into a viable product, ready to market.
· The objective of the assistance was to get the product which was almost completely finished, ready for launch.
· The objective of the assistance was to help her finalise the development of the automatic humane killer for fish. This product would be used to kill the fish whilst they were still underwater.
· The original objective of the assistance was to submit a SCIS application. In reality, the company has been adopted by two remarkable men and has benefited hugely.
· There were no clear objectives. This is unlike other programmes that he has been involved in, where there have been clear objectives, and the outputs are agreed.
· There were two different problems to be solved by the two different universities: 
· The objective for Strathclyde University was to have a more realistic flame effect which could be used with their electric fires. 
· The objective for Heriot Watt was to test a non-toxic material which is used in Europe to produce a realistic flame, without fumes.
E2.7
Q2.7:
Roughly what was the cost to your company of the project that was assisted by the Company Academic Programme?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· £120k.
· Apart from his time, there was no cost to his company.
· In excess of £50k.
· It has taken around five years to get to where she is now, and she would estimate the project cost at around £46k. She is hoping to get between £18k and £20k back from her SCIS application.
· It has taken them a year to reach this stage, and has cost around £50k.
· No idea.
· The company has spent in excess of £70k in the development of these products.
· The cost to the company has not been huge, it is only a three person business. As he has carried out most of the development work himself, the only direct costs would be £400 to £500. This was spent on a kit for microprocessor control. Their biggest expense will be when they have to start paying for a factory unit.
APP E2 - Section 2 - Description of Assistance and Underlying Purpose (contd)
E2.8
Q2.8:
Can you tell me briefly about any assistance from other organisations which followed directly on from the assistance you received under this Programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Although they had written communications with various universities, there were no long term links made as a result of this exercise. 
They are now supported by Paisley University. A mature student is based within the company, and they have full use of the Environmental Faculty facilities.
· Apart from receiving a small start-up grant of £1000, they have had no other assistance.
· No other assistance.
· No other organisations.
· None. (3 responses)
· They have been put in touch with a subcontractor. As MTM did not feel that 4C Design were at the stage where they could help JRG, they also assisted the subcontractor to develop.
E2.9
Q2.9:
And can you confirm the current status of these activities?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· N/A - no follow on assistance. (3 responses)
· N/A - no further assistance.
· N/A.
· None.
· They are still working closely with 4C Design.
APP E3 - Section 3 - Outcomes 

E3.1
Q3.1:
Overall, what difference has the assistance under the Company Academic Programme made to your company so far?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· As MTM have been involved in this type of work for so long, they came up with very sensible plans. They were also extremely approachable.
· Initially, the company were probably not going to devote any time to the development of this product. By having the conversation with MTM, however, it sparked their enthusiasm to make it happen. When you are already working a 60 hour week, you require a little encouragement to make change.
· It made no difference.
· MTM have provided an essential part of their company's start-up success. They received a grant to help with the launch - but, more importantly, Jim and Ian are always at the end of a phone to give them information. Nothing has been too much trouble.
· No difference.
· So far they have developed the new products, and have been able to show these prototypes at the Harrogate Show.
APP E3 - Section 3 - Outcomes (contd)
· The work carried out by Heriot Watt has had no impact on the company so far, as they have been unable to pursue this project. 
On the other hand, the work carried out by Strathclyde University has put them back a year and a half. When they first approached the University, they expected this to be of great benefit - but all it has done is delay the project internally.
· This is a difficult question to answer. As he was not aware that this programme existed, he was not aware that he was part of it. What Scottish Enterprise Ayrshire provide is a grey area. If you ask at Reception if there is any help available, they don’t even have any booklets. 
What Ian and Jim provide is a credit to the organisation. Without this project, his company would not have progressed. He would have to add, however, that what was available seemed to be very "cloak and dagger". Although he had no idea that he was receiving assistance under a formal programme, the assistance provided by MTM has been of immense benefit.
E3.2
Q3.2:
And what difference, overall, do you expect your participation in the Programme ultimately to make to your company?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· As a result of being on this programme, there is a viable product available on the market, sooner.
· Having gone through the design and development process with the initial products, they have a further 15 products which will take the company forward during the next two to three years. They have also looked at using China to develop cast products for them, as this, unbelievably, will be cheaper than using subcontractors locally.
· If sales go as planned, the company should turn into a manufacturing organisation with five staff.
· No difference. (2 responses)
· None.
· Ultimately, they expect the product to be available more quickly, and also to have a more professional finish.
· Without the assistance from Jim and Ian, it is unlikely that the project would have progressed as quickly.
E3.3
Q3.3:
More specifically, can you tell me about any improvements in sales performance, turnover or profitability that have happened as a result of this assistance?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Although he believes that this assistance helped generate additional sales, the true benefits will be in the current calendar year. The orders placed last year for the new products will come to fruition soon.
· His existing market in traditional machine tools was drying up. This product will more than replace the lost turnover. So far they have shown a 20% increase.
· No improvements in this area.
· None.
APP E3 - Section 3 - Outcomes (contd)
· The programme allowed a product that had been under development for six or seven years, to finally be finished. The product will now be in a marketable state and be available for the exhibition to be held at the SECC in May of this year.
· There was no particular assistance, and so there has been no improvement in sales performance.
· This is not applicable yet.
· Without the SCIS assistance, the launch would have taken longer. If Jim and Ian had not come along, they might have lost the encouragement that they required to keep going.
E3.4
Q3.4:
And can you tell me about any changes to your products and services (including product quality) that have taken place as a result of this assistance?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Far from actually making any positive change to their products, they were led down a track to nowhere.
· In the service area in which they traditionally work, they have no control over when sales come in. With this product, which is European driven, there is a huge potential market. Once they have this product under development and in production, they have many other ideas that they can add to their product lines.
· It made no change to the products or service, as the assistance purely provided confirmation of his own findings.
· No suggestions in this area.
· None.
· Not relevant.
· The advice provided gave the product a more professional finish by improving the PCB. The assistance provided by Zot Engineering has transformed the look of the product.
· They have developed the products in a way that they did not expect, and have an additional set of products waiting to be developed. This will enhance their product range over the next two to three years.
E3.5
Q3.5:
And can you tell me about any productivity improvements, or changes in working practices or business processes, that have taken place as a result of this assistance?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· N/A.
· None. (4 responses)
· Not relevant.
· The work with MTM has enabled the company to introduce R& D disciplines to the organisation.
· Their productivity and working practices will change more when they move into their factory unit.
APP E3 - Section 3 - Outcomes (contd)
E3.6
Q3.6:
Thinking about all the differences you’ve told me about in the last few questions, how do these differences compare with the expectations you had when you first applied for assistance under the Company Academic Programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Generally speaking, all of the activities he has been involved in with Scottish Enterprise Ayrshire have been very positive. This is the only time that he has questioned the effectiveness.
· He did not know he was on the Company Academic Programme, but the assistance provided was exceedingly beneficial. Without it, the prototype would not have been built.
· The assistance provided was a 180 degree divergence from his expectations. He was the business mentor who was instrumental in marketing Scotland abroad. Through this he handled LECs, councils and Locate in Scotland, and so he is well versed in the possibilities. He was not asking for a grant, he was looking for assistance to solve a problem.
· They are very disappointed. They would be very wary of using any university or academic to help the company again in the future.
· They had no expectations - their only objective was to put in a SCIS application. In the end they have not completed the SCIS application, therefore the advice they received was completely in addition to their expectations.
· They had no pre-conceived idea of how the assistance would help. After the first meeting they however felt pretty good, and this has continued.
· They were unaware that they were on a programme called the Company Academic Programme. The assistance that they have received has, however, gone beyond the call of duty. They certainly did not expect the intensity of support that they have received from Jim and Ian.
E3.7
Q3.7:
To what extent would these differences have happened WITHOUT the assistance provided under the Company Academic Programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Dealing with MTM has held him back.
· Having access to Jim and Ian has provided her with the knowledge to move a product from development through to a saleable state by the end of May.
· It is unlikely that the products would have been developed. They would have made a "fox's paw" of it.
· The prototype would not have been built without the assistance provided by MTM.
· There have been no differences.
· They would not have gone ahead with this product had it not been for the intervention of Jim and Ian.
· Without MTM's encouragement, they might have given up on the product.
· Without the University, they would have been forced to use industry based assistance and would therefore have been far further forward. This would have resulted in answers far quicker.
APP E3 - Section 3 - Outcomes (contd)
E3.8
Q3.8:
As you know, there are several other Ayrshire companies participating in this Programme as well as your own.  Can you tell me about any dealings or communications that you’ve had with any local companies as a result of your involvement in the Programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He has met a few companies through the networking events held by MTM. As the company is still in the throes of start-up, the benefits will not be seen in the near future.
· It was through attending a lunch in Kilmarnock that they were first put in touch with Electroconnect.
· None.
· They have attended a lunch - but it is difficult to discuss things fully, due to confidentiality.
· They have attended a lunch meeting in which they met with one or two other companies. One of these companies will become part of their manufacturing assembly chain, and the lunch was therefore very useful.
· They have attended two networking events, and have been put in touch with the MD of a company who will help them to develop their other products further. By attending these events, they have had access to the top of the tree within companies that might be of use to them in the future.
APP E4 - Section 4 - Ratings of Key Aspects of Project

E4.1
Q4.1:
Based on your experiences so far, how would you rate the relevance of the Company Academic Programme to your company’s needs?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Again, they were unaware of being on the programme. They would nonetheless rate the assistance they received as 11 out of 10.
· Excellent.
· Fairly low, compared to other initiatives that he has been involved in.
· He would rate the relevance of the Programme at only two out of ten.
· It has been detrimental, as all he was met with was delay. Sometimes it is better if consultants say that they can't help you. It is better to know these things early on in the project, before too much time is wasted.
· The assistance he received was extremely relevant. Had he known that he was on a programme, however, he might have made even better use of it. 
What is the nature of the Company Academic Programme?
· This programme was vital to the product's completion.
· Very highly.
APP E4 - Section 4 - Ratings of Key Aspects of Project (contd)
E4.2
Q4.2:
How would you rate the quality of service you’ve received on the Programme?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Excellent.
· For Strathclyde University, he would have to place a minus figure on this. He got what he expected and required from Heriot Watt. 
The service he received from MTM was average.
· Gauged on delivery, there has been no outcome. Initially there was great excitement, but nothing was delivered.
· Good.
· It is difficult to say, as he received nothing concrete. He had a good chat with a lovely man, but nothing further.
· No complaints. They have received assistance whenever they needed it.
· The quality of service was brilliant. Jim and Ian are very user friendly, and are true disciples of product development.
· Very high.
E4.3
Q4.3:
And how would you rate the Programme in terms of project management and communications?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Excellent. (2 responses)
· Excellent. Jim and Ian were always available at the end of the phone.
· He was not aware that he was on a programme, and he therefore was not aware that there was a deliverable. Communications must be poor if he was outside the loop on these fundamentals.
· It is hard to say, as he doesn’t think there was very much input.
· Project communication was often broken. There would be no plan, and the consultants from MTM would simply appear when they felt like it, with no pre-arrangement.
· Superb. They have brought disciplines to this company that he would not have expected.
· Very good.
E4.4
Q4.4:
Overall, how successfully has this assistance addressed your company’s needs?


Individual responses to this question, arranged in alphabetical order, were as follows:

· Entirely.
· Fully.
· It 80% addressed their needs. It would have been further enhanced if they had received the financial assistance.
· It has not addressed his company's needs.
· Jim and Ian answered everything they could, within the right timescale. Until then, she did not know how all aspects of R&D worked.
· Not particularly.
APP E4 - Section 4 - Ratings of Key Aspects of Project (contd)
· There might be a gap in his perception, but he is not aware of the purpose of this programme. In his position, he can see the benefits of working with academia - and if a relationship can be built, he is happy to invest time in it. 
He has a feeling that, if he were wanting a widget developed, or had queries on materials, then the programme would have been more relevant. His company required input on a soft product, and this didn’t seem to be an area of knowledge where Jim could help.
· Very much.
APP E5 - Section 5 - Recommendations for the Future; AOB

E5.1
Q5.1:
Are there any aspects of the Company Academic Programme that you would recommend changing for the future?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Can't think of anything.
· He has been put off from using academics again in the future.
· He still doesn’t understand the Programme - he was not introduced to any academic, apart from one whom he believes is a friend of MTM. He believes there were some conflicts of interest in this relationship.
· He would like to have known that he was on a programme, and what the boundaries of that programme were. What is the fund, and what are its objectives? Had he known this, he would have been able to choose how best to make use of it.
· He wouldn’t recommend changing any aspect of this programme, as it was very good to have MTM on board. It’s the individuals that count. If another organisation has been in MTM's place, he might not have felt so strongly. The big benefit of using MTM is that both Jim and Ian have a good grasp of technology and business.
· It wouldn’t change anything.
· They should be more explicit at the beginning about what they are trying to achieve through the programme.
· They were unaware of being involved in the Company Academic Programme. It is unlikely that the programme would be of as much benefit without Jim and Ian. So it has really been these two people who have provided the huge assistance to the company, rather than a programme.
E5.2
Q5.2:
If another company, similar to your own, were thinking of seeking assistance under this programme, what would you recommend them to do?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He would be very cautious about getting involved. He would suggest that the company should think carefully about what they were wanting out of it. Only use this programme if there is a specific problem where a technical academic could provide assistance.
· He would certainly recommend them to do it, if it was with Jim and Ian providing the advice.
· He would certainly recommend anyone to work with Jim and Ian.
· He would suggest they think very carefully before they go ahead.
APP E5 - Section 5 - Recommendations for the Future; AOB (contd)
· He would suggest they buy a crystal ball, as there is no literature or information available on any programmes like this. MTM were hidden under a mountain of bureaucracy. 
He had dealt with Scottish Enterprise Ayrshire for 18 months before he knew that this assistance was available. 
This type of hands-on assistance is far more beneficial to companies than simply providing them with a computer.
· He wouldn’t recommend it to a competitor.
· His main criticism is that the programme was not clear cut. There should be a contract, and an obligation on the company seeking the assistance to understand what the project will involve. Terms of Reference have to be defined to show the expected outcomes.
· Only if the company were really sure they wanted the hassle of an R&D project. It’s a pity that finance is not available at earlier stages, as this could be more easily backed up by bank funding at the start.
E5.3
Q5.3:
If another Ayrshire company told you that it was thinking of developing a partnership with an academic institution, what advice would you give it?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Don’t do it.
· He would recommend it. If you are sure of your product, then universities will back it up.
· It is important to try and be clear about what you are trying to achieve from such a relationship. It is also important to agree on exactly how the two sides will work together. In his experience, industry and academia march to the beat of a different drum. He would recommend that companies work in areas where there is benefit and interest, but which are not crucial to the success of the business. There is often a lack of urgency within academia, when compared with a commercial situation.
· It is vital that the company and the academic can communicate properly. They have found that there is often a different way of talking and thinking, and academics can also take a much longer term view of a project. The commercial and academic relationship can be frustrating, and it is useful to have a good go-between.
· She would avoid getting into partnerships with academic institutions. It is very unlikely that an academic would be able to provide practical assistance. What is required is practical experience based on industry knowledge.
· They did not really have a partnership developed with an academic institution - it was more that they had specific technical problems that the University were able to give them answers to.
· This is not an area that they required. He was looking for a company who could produce the samples, not a link with academics.
APP E5 - Section 5 - Recommendations for the Future; AOB (contd)
E5.4
Q5.4:
If you were responsible for planning what assistance Scottish Enterprise Ayrshire should make available to companies requiring assistance of a similar nature in the future, what sort of scheme(s) would you put in place?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He would like to see more small factory units available. There are a number of offices available, but what he needs is three phase supply. Although units are available, they all have long term leases, which makes it difficult for companies such as his to get involved in manufacturing without too much risk. Companies such as his require as much flexibility as possible.
· It is useful for companies to have links with teaching companies in order to speed up the process of developing products. The best method is to have an expert working in-house, on a regular basis. Even in this case, where they were keen to develop products quickly, progress slowed when Jim and Ian were not around.
· One of the main areas that is lacking is advice on funding and financial management. Ideally, Scottish Enterprise Ayrshire should be providing a "Jim Murray" on the financial side. In his own company's case, this wasn’t a problem, as his background is finance. It is, however, an area where a lot of start-up companies are very weak. 
After providing this fundamental advice, similar advice should be provided on the marketing side. It is not enough just to attend a course or seminar, it is more important to have someone onsite to show the company how to implement financial or marketing procedures.
· Over the years, Scottish Enterprise Ayrshire have operated a number of schemes, and it is very difficult to have a "one size fits all". They are now better at tailoring the support, and he finds it less attractive to be part of the bigger schemes. It is more appropriate for small companies to take part in the smaller, more customised programmes.
· Provide small start-up companies with specialist help, rather than just handing them the money to buy a computer. 
Through promotional literature, they should make it more obvious exactly what is available. This way, companies can choose when it would be of greatest benefit.
· She applied to the EC for funding with the development of this product. Instead of funding her product, however, they provided funding to five academics. Their project stopped, however, when they discovered that her company was two years further on in the development process. 
It would be better if, instead of trying to fund academics to carry out work, they tried to assist companies like hers at an earlier stage, in order to make ideas into products.
· The problem with the enterprise network is the diversity of forces involved. Over the last fortnight, he has had five visits from different advisors. Three of these were sent by the local authority and two were sent by the Local Enterprise Network, one of whom was from Fife. A more extensive audit of the company's needs at the start would help it to be steered in the direction of the relevant programme.
· There should be greater emphasis on pushing students into industry, rather than pushing industry towards academia. The training and skills transfer should happen onsite, not just by meeting a student's tutor.
APP E5 - Section 5 - Recommendations for the Future; AOB (contd)
E5.5
Q5.5:
Is there anything else you'd like to add to what we've discussed?


Only one of the interviewees provided a comment in response this question:

· He knocked back a couple of the High Growth Team, as they were not of the quality that would have been anticipated from that very specialist group.  

The barrier tends to be the perceived need for a business plan, which a small company will produce as a make-over and will be of no value to it.  What is required is a three to six month snapshot of where the company would like to be, however this is not so interesting for consultants.

APP F1 - Section 1 - Confirmation of Context for Interview

F1.1
Q1.1:
First of all I’d like to confirm that we’re both talking about the same activities.  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Bill Faerestrand discussed what assistance might be available for a technical innovation project.
· Confirmed - assistance related to potential applications for SCIS and SMART.
· Confirmed - Bill Faerestrand was involved in two meetings, which were aimed at helping the company move forward with a product development programme which requires a development partner.
· Confirmed - she visited Bill at Scottish Enterprise Ayrshire.
· Confirmed - the company has had one introductory meeting with Bill, at which Bill suggested some schemes that could possibly be of use.
· Confirmed - they spoke to Bill because they were making an application for a SPUR project.
· The company has had extensive help from North Ayrshire Council through their Business e-Volution scheme. He has also had a meeting with Bill Faerestrand regarding SCIS.
· They discussed with Targeting Innovation the possibility of applying for a SCIS grant.
F1.2
Q1.2:
To put our discussion in context, could you briefly outline the nature of your business?

Individual responses to this question, arranged in alphabetical order, were as follows:

· The "Well Business" involves a year long journey. A company signs on for a year long "Wheel of Life" programme, and each individual within the company signs on for the support they require. This is not just about business training - as the company has a physiotherapist as part of the team, the support covers body and spirit as well as mind. The company is based in Ayrshire, but has been reaching out to the world.
· The company develops traceability software, specifically for the food sector.
· The company is involved in screen process printing, with a long history of innovation. One area they have been exploring (with the Defence Diversification Agency) is "downstream" applications of military technology, and one particular technology opportunity they have been looking at is the development of an embedded composite system which has the potential for use as the basis of "the PCB of the future".
· The company is involved in car wash chemicals and janitorial supplies.
· The company provides specialist equipment for the protection of electrical switch gear. The equipment is used to monitor electrical equipment remotely.
· The main company is involved in manufacturing fire and gas detection systems - e.g. for the offshore industry. A subsidiary is involved in optical instrumentation, and it is this company that has the most potential for diversification via technology.
· They are a knitwear manufacturer and embroiderer.
· They manufacture single use drape and gown systems for hospitals.
APP F1 - Section 1 - Confirmation of Context for Interview (contd)
F1.3
Q1.3:
And could you clarify your function within the company/organisation?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Director.
· He is a consultant to the company.
· Managing Director. (5 responses)
· Technical Director.
F1.4
Q1.4:
How did you first come to hear about Targeting Innovation?


Individual responses to this question, arranged in alphabetical order, were as follows:

· He vaguely remembers coming across Targeting Innovation through his email system - he must have seen information on a scheme while he was looking for life science and medical partner contacts.
· He was introduced to them by Elaine Calderwood.
· He was referred to Targeting Innovation by Scottish Enterprise Ayrshire, and Targeting Innovation subsequently approached his company and asked him to speak at a conference. (He thinks the theme of the conference was technology partnerships).
· She got talking to Bill at a Matrix training event at which she found herself at the same table as him.
· Targeting Innovation's name was passed to him by either North Ayrshire Council or Scottish Enterprise Ayrshire.
· Through Colin Naysmith at Scottish Enterprise Ayrshire.
· Through Lynne Pringle.
· Through Scottish Enterprise Ayrshire.
F1.5
Q1.5:
Roughly when did you receive the assistance from Targeting Innovation?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· 19th June 2003.
· Autumn 2003.
· During the latter half of 2003.
· November 2003.
· The first contact was in February 2003, and the main visits were during March and April 2003. (Bill still pops in occasionally).
· The project has been ongoing for the last 18 months, but they have only recently spoken to Bill Faerestrand regarding the SCIS element.
· There was a meeting in November 2003.
· They had one meeting with Targeting Innovation at the end of last year. He is in the process of completing the application, and is currently speaking to Colin Naysmith about various things relating to their new products.
APP F2 - Section 2 - Description of Assistance and Underlying Purpose 

F2.1
Q2.1:
Can you give me an outline of the assistance you’ve received from Targeting Innovation?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Bill Faerestrand has given them advice regarding a SCIS application. The funding will be used for developing a design for an electronic assembly. The new product requires the use of a microprocessor, and it is for this that they will use the grant.
· He had a meeting with Bill Faerestrand in the context of the project that the company has been looking at with the Defence Diversification Agency. He gave Bill an overview of the areas that the company is involved in, as well as some of their ideas for futuristic projects, and Bill responded positively. In particular, he offered further support and suggested one or two schemes that the company might consider.
· In essence, Bill's main assistance was to alert him to various award schemes which appeared to match his company's funding requirement. He received a total of around three visits from Bill in connection with potential applications for SCIS and SMART (the company has not yet proceeded with these applications), and Bill still calls in periodically.
· She had one meeting with Bill at Scottish Enterprise's premises in Kilmarnock in June 2003. She went to the meeting with a set of Well Business brochures, and explained to Bill that, as this was a new type of business, innovation was inherent to the concept. When she asked him how he could help her, however, he said that he couldn’t.
· The advice he received from Bill Faerestrand was on how to apply for financial assistance from Scottish Enterprise Ayrshire.
· The company obtained a CRAFT award from Brussels, in relation to two product development projects. Both of the projects involve the development of optical instrumentation, and they are intended for two separate markets (hydraulics and shipping). 
Heriot Watt University was appointed as the academic partner. The final report for the initial activity concluded that the company had to find further partners in order to take the product on. These have been difficult to find, however, and further development of the product has been in a state of hiatus. 
Bill Faerestrand's involvement comprised two meetings - a first meeting with the company, and then a second meeting with Heriot Watt. Apparently Heriot Watt concurred with the findings of the report, and agreed that the company could move no further with this product development project without the involvement of another partner. There has been no further communication with Bill since that meeting.
· The company wants to develop a new product, which is a system to heat patients before, during and after an operation. In connection with this, they have pursued a SPUR application, and have had two meetings with Bill, two meetings with Scottish Enterprise Ayrshire and one meeting with Jim Allan at Scottish Executive. These meetings were very productive - Bill suggested contacts with suppliers, and also made a number of suggestions as to how the company could move forward. He also made some good points on how to fill in the SPUR documentation.
· They had one meeting to discuss the funding schemes available.
APP F2 - Section 2 - Description of Assistance and Underlying Purpose (contd)
F2.2
Q2.2:
And can you outline what involvement you and your staff had in these activities?

Individual responses to this question, arranged in alphabetical order, were as follows:

· It was only herself who was in the meeting with Bill.
· He had one meeting with Bill Faerestrand.
· It was just him at one meeting.
· It was just him.
· Mainly himself, plus also a small amount of involvement by his financial director.
· Only he, himself, has been involved.
· Only himself (the Managing Director).
· The meetings were attended by himself and Jim Milne (his business development person).
F2.3
Q2.3:
Can you tell me why your company originally sought this assistance?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· As the company is involved in several development projects, they required assistance with the development costs.
· He was looking to see what funding was available for potential software development projects, as the company couldn't afford to proceed with these developments on its own. Unfortunately, however, they have not been able to identify any specific funding scheme that matches the company's current situation and requirements - "There was nothing we could see that would fit into the box". 
Expanding on the above, he explained that the funding was all "back-end" - whereas, in software development, all of the expenditure is up-front. Another issue was that all of the funding appeared to be for the use of external people (for marketing, market research, technical issues, etc). His own view was that he had all of the required skills in-house, and so this was no help. He therefore wanted funding that would go into the company to be used internally. This has left him very frustrated.
· His company is not a large company, but it has developed quite a bit of technology. It had a prototype idea to develop a system to heat patients before, during and after an operation, and from his previous experience he knew that developing this into a product would likely cost up to £250k. Because of this, he thought that grant assistance would be useful.
· She was looking for guidance in taking the next step forward in the business.
· The company wants to diversify, and has two potential products in the area of optical instrumentation. Lacking the resources to pursue these product development projects on its own, it has had to seek external assistance.
· The company was looking for advice on an entirely new venture, and for this they would require financial aid.
· The reason he sought the meeting with Bill was really only to see what was available. In collaboration with a construction company, his company had been looking at futuristic technologies for use inside the home - particularly for energy saving applications and the "smart home". His company had found it difficult to kick start a project in this area - largely because concepts such as the "smart home" cut across various industry sectors.
· They were looking for assistance to help develop a technical product. They required funding to make it possible.
APP F2 - Section 2 - Description of Assistance and Underlying Purpose (contd)
F2.4
Q2.4:
What were the objectives of the assistance?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Identifying funding opportunities.
· It is too early to say, as they haven't actually applied for the grant yet.
· N/A - Bill said he couldn’t help her.
· No real objectives were discussed with Bill Faerestrand, other than that he would see how he could help to clear the logjam on the two product development projects.
· Nothing has been laid down in black and white. There is a possibility that they will require new equipment, and so any grants or financial aid would be of assistance.
· The project has not started yet - he is still at application stage. The day before this interview, he had sent a two page summary of the project to Jim Allan at Scottish Executive.
· There were no objectives, it was just one meeting.
· Too early to say - Bill has given them some pointers, and the ball is really in his own company's court.
F2.5
Q2.5:
Roughly what was the cost to your company of the project or task that Targeting Innovation assisted you with?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· N/A - Bill said he couldn’t help her.
· N/A - the applications for SCIS and SMART were not taken further.
· N/A - the projects are in a state of hiatus, and there has been no further involvement from Targeting Innovation beyond the two meetings referred to earlier.
· So far, the project has cost around £12k.
· The project has not started yet, but the SPUR application process is likely to take around one man-week.
· There has been no cost to the company so far, as they are still considering one of the schemes. He expects there will probably be another meeting with Bill Faerestrand.
· They expect project cost to be around £50k eventually.
· Too early to say - Bill has given them some pointers, and the ball is really in his own company's court.
F2.6
Q2.6:
Can you tell me briefly about any assistance you’ve received from other organisations besides Targeting Innovation - either at the same time or following on afterwards?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· N/A - Bill said he couldn’t help her.
· N/A - he is really only at the start of the process.
· N/A - the projects are in a state of hiatus.
· No other assistance.
· There has been no such assistance.
APP F2 - Section 2 - Description of Assistance and Underlying Purpose (contd)
· They have not received any further advice, apart from what Bill gave them on the day. However, they had been talking extensively, prior to this, with North Ayrshire Council and Net Focus.
· They have received a lot of advice and assistance from Scottish Enterprise Ayrshire, but not necessarily as a result of speaking to Targeting Innovation.
· Too early to say - the project has not started yet.
F2.7
Q2.7:
And can you confirm the current status of these activities?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Beyond the one meeting with Bill Faerestrand, all communication has been directly with Scottish Enterprise Ayrshire. The SCIS application is being completed.
· Having been turned away by Bill, the company has been progressing on its own.
· He has sent off a two page project summary to Jim Allan at Scottish Executive. The next step in the process is for Jim to review the two page summary, and this will then hopefully lead to the green light from Jim for a business plan, etc, to be developed as the basis of the main SPUR application.
· N/A.
· The company is still considering the pointers that it was given by Bill Faerestrand. Organisationally, it is not that simple to move forward with the project, as various departments are involved as well as the MD.
· The company is still looking at development opportunities. The problem is that this takes management energy away from their day-to-day focus.
· The products have huge potential. The shipping product, in particular, has very large potential worldwide in detecting NOx fumes from ships. The company needs a development partner, however, and this has so far proved impossible to take forward. This is through no lack of trying on the part of the company: 
· They previously held discussions with MAN BMW which looked promising, but reached a dead end because the potential partner was not interested. 
· The company has also carried out further searches on relevant European Web sites, as well as talking (ultimately without results) to Honeywell and another partner in the automotive industry. 
In summary, the product development projects are in a state of hiatus. 
As far as Targeting Innovation's involvement is concerned, he is still waiting to hear from Bill regarding the outcome of the Heriot Watt meeting.
· The projects are ongoing.
APP F3 - Section 3 - Outcomes 

F3.1
Q3.1:
Overall, what difference has the assistance from Targeting Innovation made to your company so far?

Individual responses to this question, arranged in alphabetical order, were as follows:

· N/A - Bill said he couldn’t help her.
· N/A - no project yet, simply an introductory meeting at which Bill provided pointers.
· No difference - the product development projects are currently on hold.
· No difference at all - funding application has not proceeded.
· None so far - they are still at the stage of applying for the SPUR assistance.
· The advice given to them by Bill Faerestrand helped them to decide to move forward on the project.
· The entire project, of which the SCIS application is only part, will give the company the ability to move into new markets and be more competitive. They are one of three worldwide companies, and have to be innovative to stay in contention.
· They have only had one meeting with Targeting Innovation. Hopefully the financial aid will swing the project one way or another, but that is still being applied for.
F3.2
Q3.2:
And what difference, overall, do you expect the assistance from Targeting Innovation ultimately to make to your company?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He sees the benefit of working with Bill as predominantly to keep him on the right track - e.g., by talking to suppliers about licensing agreements. Essentially, the eventual outcome of using Targeting Innovation will be to get the project up and running smoothly.
· If awarded, the financial assistance would have been significant. The company is likely to apply within the next 12 months).
· If they receive the financial assistance from the grants suggested by Targeting Innovation, then the company will be involved in the production of a completely innovative product.
· It is very difficult to say, as, they haven't even put the application form in yet. Hopefully it will make a difference to the company.
· N/A - Bill said he couldn’t help her.
· N/A - no project yet, simply an introductory meeting at which Bill provided pointers. If, however, a project were to go ahead, it would make a fantastic difference, as his company would be provided with the ability to construct and test prototypes to prove their product concept.
· The product development projects are currently on hold. If they were eventually to go ahead, the difference they would make to the company's prosperity would be massive.
· Ultimately, they hope to be able to manufacture in-house. Previously this would not have been done. The products that they will be developing will be far more innovative, containing new software protocols, and with the ability, eventually, to show graphical displays. This will be more easy to understand for the people using the products.
APP F3 - Section 3 - Outcomes (contd)
F3.3
Q3.3:
More specifically, can you tell me about any improvements in sales performance, turnover or profitability that have happened as a result of this assistance?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Again, the whole project is greater than the SCIS application. Once the products are ready, it will reduce the company's costs through no longer having to outsource software development. It will also provide them with a competitive edge.
· Because they are still at the stage of applying for the assistance, it is far too early to say. The impact could, however, be huge.
· It is too early to say, but it looks promising.
· N/A - Bill said he couldn’t help her.
· N/A - no project yet, simply an introductory meeting at which Bill provided pointers.
· N/A - product development projects on hold.
· N/A.
· No difference at all - the funding application has not proceeded.
F3.4
Q3.4:
And can you tell me about any changes to your products and services (including product quality) that have taken place as a result of this assistance?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· If the project goes ahead, the company will be manufacturing this new product from scratch, which will be a new situation for it.
· N/A - Bill said he couldn’t help her.
· N/A - no project yet, simply an introductory meeting at which Bill provided pointers.
· N/A - product development projects on hold.
· N/A.
· No difference at all - the funding application has not proceeded.
· The eventual goal will be to convert their concept into a product. They are looking at a simple system to keep patients warm before, during and after an operation. The product will be single use and cost-effective, and there is no direct competition. (There are a number of products which can be used to keep the patient warm during an operation, but not before and after).
· Their product range will be enhanced and modernised as a result of all the changes that are taking place.
F3.5
Q3.5:
And can you tell me about any productivity improvements, or changes in working practices or business processes, that have taken place as a result of this assistance?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· N/A - Bill said he couldn’t help her.
· N/A - no project yet, simply an introductory meeting at which Bill provided pointers.
· N/A - product development projects on hold.
· N/A.
APP F3 - Section 3 - Outcomes (contd)
· No difference at all - the funding application has not proceeded.
· Too early to say.
· Working practices will change as a result of the education they are getting. Not only will their products contain more modern software protocols, but it will allow them to monitor more, remotely.
F3.6
Q3.6:
Thinking about all the differences you’ve told me about in the last few questions, how do these differences compare with the expectations you had when you first made contact with Targeting Innovation regarding this project/task?


Individual responses to this question, arranged in alphabetical order, were as follows:

· He didn't really have any expectations - they were simply looking for help.
· N/A - Bill said he couldn’t help her.
· N/A - no project yet, simply an introductory meeting at which Bill provided pointers.
· N/A - product development projects on hold.
· They didn’t have any specific expectations. This was one meeting to discuss the SCIS award.
· They only had one meeting with Bill Faerestrand, and had very little expectations of this.
· Too early to say. (2 responses)
F3.7
Q3.7:
To what extent would these differences have happened WITHOUT the assistance from Targeting Innovation?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Again it is too early to say, as he is still in the process of applying for SPUR assistance. So far, however, Bill has made the process much easier, and provides good, simple advice. He finds Bill proactive to deal with.
· In conjunction with developing the new products, the company has to invest in more land and property. Without the assistance they might be able to do one or the other, but they really should be embarked upon together.
· N/A - Bill said he couldn’t help her.
· N/A - no differences resulted from the assistance.
· N/A - no project yet, simply an introductory meeting at which Bill provided pointers.
· Not relevant - the assistance provided by Targeting Innovation did not get to the point where it would have made any difference.
· The project will probably progress further if they do receive assistance from SCIS.
· Without all of the assistance they have received from North Ayrshire Council, and potentially from Scottish Enterprise Ayrshire, they might never have embarked on the project. These projects are extremely time consuming and it is difficult to justify their investment.
APP F4 - Section 4 - Ratings of Key Aspects of Assistance

F4.1
Q4.1:
Based on your experiences so far, how would you rate the relevance of the assistance you’ve received from Targeting Innovation?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Based on the outcomes, he would have to rate the relevance as two out of ten. There was ultimately no assistance which matched his company's current situation and requirements.
· Good.
· It wasn’t really a case of the relevance of the assistance, as none was offered. The problem was that she was told that her business did not fit into the categories of assistance that Targeting Innovation was able to provide. She felt rather dissatisfied with this outcome as (presumably) Bill had a Scottish Enterprise Ayrshire hat on. More than anything else, the thought that has stuck with her since the meeting is: "Surely there must have been something that Scottish Enterprise Ayrshire could offer to a business like mine!"
· Some of the advice they received was relevant, some was not. It was just one meeting to discuss options.
· The assistance they have received from Bill Faerestrand so far has been of use, as they will apply for the SCIS award. Bill has offered to provide more assistance, and there will be a further meeting in the next month.
· This assistance is highly relevant. He doesn’t know if the company will end up going in the product development direction that he has been contemplating, but any initiative of this type would be a non-starter without the type of assistance that Targeting Innovation provides.
· This is difficult to quantify, as he has had not had much involvement from Targeting Innovation.
· Too early to say.
F4.2
Q4.2:
How would you rate the quality of service you’ve received from Targeting Innovation?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Because she was sent away with the feeling that her business wasn’t right for the specific types of assistance that Scottish Enterprise Ayrshire could offer, she feels that the quality of service was rather poor. She finds it ironic that someone from an organisation called Targeting Innovation, presumably working on behalf of Scottish Enterprise Ayrshire to encourage more innovation in Ayrshire businesses, turned away a new type of business that was trying to develop itself internationally.
· Eight out of ten - "The problem is probably us, rather than Bill. Bill is always there for us, and I can't fault him". 
He added that he has a perception that Targeting Innovation's resources are biased towards assisting companies in urban areas. One result of this is that Bill Faerestrand's time seems incredibly stretched. Bill wants to help, but as he has only one day a week to spend on Ayrshire companies, he is undermanned.
· Excellent.
· Good. (2 responses)
APP F4 - Section 4 - Ratings of Key Aspects of Assistance (contd)
· He can't really comment on Targeting Innovation, as there has been not been much involvement. The quality of service he gets from Scottish Enterprise Ayrshire, however, is high - Elaine Calderwood keeps in regular contact.
· It is too early to say, but he is sure that they will receive further help from Bill Faerestrand.
· Very helpful.
F4.3
Q4.3:
And how would you rate this assistance in terms of project management and communications?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Eight out of ten - "Bill's spelt it all out".
· Excellent.
· It is early days, but good.
· N/A - Bill said he couldn’t help her.
· N/A - he has not had much involvement from Targeting Innovation.
· Not relevant. (3 responses)
F4.4
Q4.4:
Overall, how successfully has this assistance addressed your company’s needs?


Individual responses to this question, arranged in alphabetical order, were as follows:

· N/A - Bill said he couldn’t help her.
· N/A - the projects are on hold.
· N/A - there were no schemes which matched his company's current situation and requirements.
· Not relevant.
· So far so good - he has no criticisms.
· The assistance was useful, and ultimately it might result in them introducing a new product. As a result, they will employ more people.
· Too early to say.
· Ultimately, he is sure that the advice given by Bill will address their needs.
APP F5 - Section 5 - Recommendations for the Future; AOB

F5.1
Q5.1:
Are there any aspects of the assistance from Targeting Innovation that you would recommend changing for the future?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He can't particularly comment on this as he has not had much involvement from Targeting Innovation.
· He has no suggestions for improving this type of assistance - it is very specific, and they have simplified the application process enormously.
· He hasn’t been involved sufficiently to suggest changes.
· He hasn’t really been involved with Targeting Innovation enough to suggest any changes to the scheme.
APP F5 - Section 5 - Recommendations for the Future; AOB (contd)
· His perception is that there is a need for more integration at a lower level within Scottish Enterprise Ayrshire - the executives should be networking amongst each other, in order that the support they provide to companies is more coherent. There is also room for improvement with regard to telling companies what sort of assistance is available.
· It is too early to make any suggestions.
· None - he seemed to provide good advice.
· The main problem that has to be addressed is that the people who are employed within Scottish Enterprise Ayrshire to help businesses need to talk internally. "They sit in little boxes, and don’t cross over to see how their colleagues are helping businesses". It was at Bill's, suggestion that she went and visited him at Scottish Enterprise Ayrshire, and yet she is sure that he was not representing all of the forms of assistance that were available.
F5.2
Q5.2:
If another company, similar to your own, were thinking of seeking this type of assistance, what would you recommend them to do?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· "Do it!".
· Based on his experiences so far, he would suggest that they go ahead.
· Before seeking this type of assistance, it is important to do a little of your own market research to give yourself confidence that it is worth progressing. It is worth remembering, however, that you shouldn’t take your project too far, as you can't cost against any developments that have already taken place.
· Definitely talk to Bill.
· Despite the disappointing outcome of her meeting with Bill, she wouldn’t do anything different if she found herself in the same situation again - so her advice would be to talk to Scottish Enterprise Ayrshire.
· It is certainly worth meeting with Bill to see what advice he can give.
· There's no harm in having the initial meeting.
· They should at least go and talk to Bill - the more assistance companies like his own can get, the better.
F5.3
Q5.3:
If you were responsible for planning what assistance Scottish Enterprise Ayrshire should make available to companies requiring assistance of a similar nature in the future, what sort of scheme(s) would you put in place?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Finance is always required by companies who are trying to grow, but so is training as it is expensive. It would be useful if there was training available for growing companies, where the needs of the individual will change as the company develops. 
It would also be useful is there was assistance for premises, as the rent is extortionate for industrial units.
· He has a bee in his bonnet about RSA, and the way that the funding application/claim process is structured. In particular, he finds it very time consuming to keep putting in applications for small amounts of money. The best approach would be to enable the company to put a plan in place right at the start of the process, and then to allow flexibility in its claims as the project moved forward.
APP F5 - Section 5 - Recommendations for the Future; AOB (contd)
· He would put in place a scheme to provide direct grant assistance, based on what companies would typically spend in relation to a high risk development project.
· It has been very expensive to develop their staff internally in the new software protocols required. If Scottish Enterprise Ayrshire had experts who could spend time in-house, assisting companies like his to enhance their existing skills, this would be very useful. It costs a great deal of money to teach your staff a new software language, and it is also very expensive to buy-in these software skills from a third party.
· On the whole, he thinks that Scottish Enterprise Ayrshire do the job reasonably well - particularly with regard to those activities which are based on face-to-face meetings. They also have good experience, and have contacts throughout Europe. He is not a great fan of workshop events, however. These may, on a surface level, appear to be a good way to assist many companies at the same time, but he does not feel that they have much sustained impact.
· Scottish Enterprise Ayrshire should network more with each other, and they should also network with the media. As well as "getting out of their little boxes", they should also make companies aware of the full range of assistance that is available.
· They require to be a more effective political lobby for the textiles industry.
· They should assist companies to find an easier route to market, and they should also help with: 
· market research; 
· technology demonstrators; 
· helping companies get their projects closer to a finished state.
F5.4
Q5.4:
Is there anything else you'd like to add to what we've discussed?

Only two of the interviewees provided comments in response to this question:

· "I am very disappointed that the train is parked at the buffers at this moment".
· "I know that Bill's going to be there when we're ready to move on".
APP G1 - Section 1 - Confirmation of Context for Interview

G1.1
Q1.1:
First of all I’d like to confirm that we’re both talking about the same activities.  Could you tell me which (if any) of the Innovation Workshops you’ve participated in? 

All eight interviewees confirmed that they had participated in this programme in some way.  (See notes on individual interviews in Appendix M). 
G1.2
Q1.2:
And could you give me a brief description - just in a few sentences - of what that/these event(s) involved?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· It was a lecture style event, held at the Big Idea in Irvine. There was one presenter, and he was essentially trying to get the participants to think creatively.
· It was colleagues, rather than himself, who attended the courses, so he doesn’t have the details.
· The event was held at Turnberry, and they were introduced to the Six Sigma theory. The event involved a presentation of the benefits of the system, and was followed by role playing and table-top exercises.
· The event was mainly based on someone addressing the audience in a theatre/auditorium style presentation. It was more like a seminar than a workshop, and it was about lateral thinking - de Bono, etc.
· They listened to a presentation and then there was an informal group activity. This was followed by a lunch.
· They received a lecture from the Black Belt at Turnberry, this was followed by a role play exercise.
· They were provided with a lecture, and an active demonstration of the possible improvements when using the Six Sigma system.
G1.3
Q1.3:
Can you tell me now whether your company has received assistance under the Innovation Mentoring Programme?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Graeme Crombie was the name of the mentor.
· Graeme Crombie.
· Mentoring assistance has been provided by Eric Flannigan.
· The mentoring assistance started during the week before this interview. The mentor is Gordon Robertson (who apparently has a psychology background).
APP G1 - Section 1 - Confirmation of Context for Interview (contd)
G1.4
Q1.4:
Roughly when did you receive the assistance under this Programme?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Between August and September last year, until January this year.
· The essence of the mentoring was to identify various different markets that could be addressed by the company, and then to identify what products and services might be of interest to these markets. The mentoring took the form of four day-long workshops in Autumn 2002.
· The first awayday took place during the week before this interview (i.e., mid-February 2004).
· This assistance is still ongoing. Of the four visits, they have had two.
G1.5
Q1.5:
To put our discussion in context, could you briefly outline the nature of your business?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Food manufacturer.
· Football, entertainment, hospitality, hotel related activities, advertising, sponsorship, retail and community programmes.
· Hotel.
· They are a small, two person IT consultancy.
· They are electrical contractors.
· They are manufacturers of pre-cast masonry and building mortars.
· They manufacture and distribute sports equipment.
· Tourist Board.
G1.6
Q1.6:
And could you clarify your function within the company/organisation?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Engineering Manager.
· Financial Director.
· Her function is admin and report writing.
· Industry Liaison Co-ordinator. (The Tourist Board is a membership organisation, and her role is to recruit and maintain its membership).
· Managing Director. (2 responses)
· Sales and marketing manager.
· She is the owner.
APP G1 - Section 1 - Confirmation of Context for Interview (contd)
G1.7
Q1.7:
How did you first come to hear about the Innovation Workshops / Innovation Mentoring programmes?


Individual responses to this question, arranged in alphabetical order, were as follows:

· Either Scottish Enterprise Ayrshire or Matrix approached the Chief Executive.
· One of his colleagues suggested that this workshop would be useful.
· Probably from Scottish Enterprise Ayrshire.
· She approached Scottish Enterprise Ayrshire to find out what assistance was available, and she was introduced to these workshops.
· She is on the Scottish Enterprise Ayrshire mailing list.
· She was asked to go by one of her colleagues who was originally registered but unable to make it.
· They were probably contacted through Elaine Calderwood at Scottish Enterprise Ayrshire.
· Through mailshots from Scottish Enterprise Ayrshire.
APP G2 - Section 2 - Description of Assistance and Underlying Purpose

G2.1
Q2.1:
Can you give me an outline of the assistance you received under the Innovation Mentoring Programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· As indicated earlier, the mentoring programme had started the week before the interview. The first event was a whole company awayday, and it started by splitting people into groups and doing character analysis to see how people would work together. The next stage that was planned was to go back to work with Gordon Robertson one-to-one, and there will also be more workshop sessions (probably half-day). These will be aimed at coming up with further innovative ideas to improve the business.
· He and other management members met with Graeme Crombie. They are involved in a new type of dry mortar. The assistance they have received from Graeme Crombie will help them to market this. This assistance is spread over five two hour sessions.
· The assistance is to help release his time to better address the business development issues of the company. Through making the company more efficient, they will be able to devote more time to marketing.
· The mentoring was tutor-led, with involvement from the team. The themes were: 
· "What markets do we have?". 
· "What products and services would be suitable for these markets?". 
Within the above, some processes were repeated by the mentor in order to drum the messages into the participants. The last two sessions focused on developing the ideas and then drawing up an implementation plan.
APP G2 - Section 2 - Description of Assistance and Underlying Purpose (contd)
G2.2
Q2.2:
And can you outline what involvement you and your staff had in these activities?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He and his management team are involved in discussions with Graeme Crombie.
· Involved in the mentoring were various members of the team:
· three commercial; 
· two community coaches; 
· the ticket office manager; 
· the PR manager. 
At the end of each session, the participants were also encouraged to prepare for the next workshop.
· It has mainly involved himself, and also Lorna Thomson who is responsible for the admin for the company.
· The entire organisation was involved (around 20 people).
G2.3
Q2.3:
Can you tell me why your company originally sought this assistance?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Like many companies, they were simply jogging along managing the company on a day-to-day basis. On reflection, he felt that the company could become more efficient if they addressed some of their management skills.
· The company realised that it had a young and talented squad, but also that it needed some form of mentoring and some encouragement to develop ideas. (David Heath, the Chief Executive at the time, had quite a challenge managing his team).
· The organisation has recently gone through a restructuring process, and there are now a lot of new staff (which means that there has been a fair amount of role changing). In addition, there have been major changes in the industry and in how the Board operates (e.g. with the introduction of a national call centre). They therefore decided that they needed an awayday as a "feel good thing". When Scottish Enterprise Ayrshire sent them the information on this programme, they thought that it was interesting and that it would fit well with what they knew they needed.
· This company is competing with multi-nationals, and they have used Matrix and Scottish Enterprise historically. As a result, they were proposed for this scheme.
G2.4
Q2.4:
What were the objectives of the assistance?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He wasn’t party to determination of the objectives at the time, but the bottom line was to get an increase in revenues via the activities which came out of the mentoring sessions.
· The intention was to know how to compete effectively with this new mortar. The purpose of the exercise was to provide a strategy, to help them develop their market share.
APP G2 - Section 2 - Description of Assistance and Underlying Purpose (contd)
· The project is to help develop key aspects of the business management activities. It should provide a structured set of processes for management and to allow the company to focus on their local market, whilst developing their customer base further.
· There aren't really any formal objectives. They know, however, that they need to be thinking more creatively.
G2.5
Q2.5:
Roughly what was the cost to your company of the Innovation Mentoring project?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· As far as he is aware, the assistance has been free, apart from his time.
· Matrix's fee for the mentoring is £1200, and the venue cost is around £200 a time. In addition, there are 20 staff - so the initial awayday absorbed 20 man-days, and each subsequent half-day session will take ten man-days.
· Not huge, between £500 and £1000.
· The assistance from Matrix was free, but he estimates that the cost to the company of having the various team-members involved in the mentoring sessions was around £2500 overall for the four days.
G2.6
Q2.6:
Can you tell me briefly about any assistance from other organisations which followed directly on from the assistance you received under this Programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He has kept the relationship with Matrix going, and periodically phones Eric Flannigan.
· No other assistance.
· Not directly, but they might still have to reach that point.
· Too early to say - the mentoring programme only started the week before this interview.
G2.7
Q2.7:
And can you confirm the current status of these activities?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· N/A - no further assistance.
· The mentoring programme is underway.
· The status of these activities has changed slightly. They had to change tack at the last meeting, as the company are having to gear up to re-bid for a particular contract. Matrix have been helping them with the development of the tender, in conjunction with the environmental consultant that Elaine Calderwood put them in touch with.
· The theme of the mentoring sessions was "packaged events which are priceless" - e.g. a trip including a round of golf with Tiger Woods. 
The background to wishing to formulate new ideas was that the Club had been through turbulent times, and had also lost a lot of staff internally. He has now resurrected this initiative, and has already organised a golf tournament in this context.
APP G3 - Section 3 - Outcomes

G3.1
Q3.1:
Overall, what difference has your participation in the Innovation Workshops and/or the Innovation Mentoring Programme made to your company so far?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Although this is quite a small company, it has been useful for her to use the Six Sigma approach. It allowed her to consider in what areas the company is not efficient. It is always useful to get out of your own environment, and reflect on other peoples' businesses.
· It is too early in the mentoring programme for it to have had any effect, and Irene also feels that she did not benefit particularly from the event at the Big Idea. This was essentially because she was pulled in at the last minute in place of the person who was originally supposed to attend.
· It will make no difference to the company as it was only one workshop. It was very interesting, as he was interested in the topic. A lot of the ideas are already carried out by the company, with a different name.
· No difference - it was just one workshop to provide an insight to the Six Sigma system. They have not progressed it any further, as yet.
· Nothing much as yet (because of the problems that the company has been through).
· So far, the assistance has enabled him to focus on some of their weaker areas.
· The difference so far is that they have been able to accelerate their market share strategy.
· The workshop hasn’t made any direct difference. These events can feed ideas and build on knowledge, and so any difference will be indirect.
G3.2
Q3.2:
And what difference, overall, do you expect your participation in the Innovation Workshops and/or the Innovation Mentoring Programme ultimately to make to your company?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· In the long term, she is sure that she will be able to feed on these ideas, but they make no specific differences to the company.
· None.
· Not relevant.
· She will continue to use some of the ideas suggested at the event in managing her company.
· The purpose of their participation is to achieve culture change. An ideal result would be if people felt that they could think creatively and contribute ideas - e.g. to help the Tourist Board raise its profile.
· Ultimately, he expects it to make a huge difference - chiefly in the form of: 
· money coming in; 
· the individuals within the team applying the Matrix process to anything they are involved with;
· confidence building among his colleagues.
· Ultimately, they hope to have a culture where the management team are willing to innovate continually.
· Ultimately, they hope to develop a strategy and work more efficiently within the office.
APP G3 - Section 3 - Outcomes (contd)
G3.3
Q3.3:
How do these differences compare with the expectations you had when you first decided to participate in the Innovation Workshops and/or the Innovation Mentoring Programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He had no expectations. It was suggested out of the blue.
· She had no particular expectations, but the workshop was as expected.
· She was more pleased with it than she expected. The reality was better than what was advertised. This is very important, as it is expensive for her to attend these events - it requires her to pay for extra staff to cover for her absence.
· The pace of change will be faster.
· The workshop was as expected.
· They have exceeded his expectations.
· To be honest, he expected it to be limited to background information, and that is exactly what he got.
· Too early to say.
G3.4
Q3.4:
To what extent would these differences have happened if you had not participated in the Innovation Workshops and/or the Innovation Mentoring Programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Because the mentoring programme takes the staff away from day-to-day distractions, the effect would have been much more limited if they had not participated.
· It would have happened, but much more slowly.
· N/A. (2 responses)
· Not relevant.
· She wouldn’t have known about the Six Sigma approach without attending.
· They wouldn’t have been achieved otherwise.
· Too early to say.
APP G4 - Section 4 - Ratings of Key Aspects of Workshops and/or Mentoring

G4.1
Q4.1:
Based on your experiences so far, how would you rate the relevance of the Innovation Workshops and/or the Innovation Mentoring Programme to your company’s needs?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Average to good. She felt that the group exercises went on a bit too long.
· Highly relevant.
· It has been very important to the company.
· It was very relevant, and provided a clear management direction.
· The event was all about "thinking outside the box", which is very relevant. Something to note, however, is that the Tourist Board is not a business as such. Rather than being about profitability or business performance in the usual sense, for them it is therefore more about having a more creative approach towards using their budget.
APP G4 - Section 4 - Ratings of Key Aspects of Workshops and/or Mentoring (contd)
· The workshop was interesting, and will give them food for thought. In the future, they might even look at problems using the suggestions made at the workshop.
· This was a relevant workshop for him to attend.
· Very relevant.
G4.2
Q4.2 (1st part):
What do you think of the Innovation Workshops, in terms of event organisation?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Fine.
· No problems.
· The Big Idea wasn’t a great venue. There were not enough participants to warrant an auditorium, and there wasn’t a good atmosphere - it was rather cold.
· This wasn’t good. The format was perhaps constrained by the nature of the Big Idea as a venue - he felt that the event was "done on the cheap". In other words, it was an attempt to cover as many companies as possible within a limited budget.
· Very good, moreover it was held at the right time of day for her.
· Very well organised.
· Well organised.
G4.3
Q4.2 (2nd part): What do you think of the Innovation Workshops, in terms of facilitation of workshop sessions?


Individual responses to this question, arranged in alphabetical order, were as follows:

· Good.
· Graeme Crombie was really interesting, and a good presenter.
· No problems.
· The group sessions went on a bit, but in general it was fine.
· This didn’t really work. Matrix tried to do workshop sessions within a lecture style format - basically asking the audience to come up with "wild and crazy" ideas - but nothing much was achieved.
· Very good, there was no time-wasting.
· Very good.
G4.4
Q4.2 (3rd part): What do you think of the Innovation Workshops, in terms of location? 


Individual responses to this question, arranged in alphabetical order, were as follows:

· Fine.
· Good.
· It was fine, however it is a long drive.
· No problems.
· This was fine, although the Big Idea wasn’t right for what they were trying to do.
· This wasn’t good, primarily because the venue was too big.
· Turnberry is a little remote, but it was a very pleasant day out.
APP G4 - Section 4 - Ratings of Key Aspects of Workshops and/or Mentoring (contd)
G4.5
Q4.2 (4th part): What do you think of the Innovation Workshops, in terms of themes and topics? 

Individual responses to this question, arranged in alphabetical order, were as follows:

· Good and relevant.
· There was certainly something of value in the content that was presented, although it didn’t go very far. In his view, this was because the event took place in isolation. There was no preparation for the individual companies and participants, and there was no follow-up afterwards.
· These were very good. Graeme mentioned de Bono, etc, which gave you a different perspective.
· This was O.K., but she didn’t feel that the Six Sigma system was particularly well explained.
· This was quite well done.
· Very good.
· Very relevant, and she found them very interesting.
G4.6
Q4.3:
And what topics would you like to see covered at future Innovation Workshops?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Nothing springs to mind at the moment.
· Nothing springs to mind.
· She likes to be on the mailing list, as it stimulates ideas as to what would be a useful topic to learn about.
· She would like to see more events on entrepreneurship.
· Similar topics to the event at the Big Idea would be good, but on a more sustained basis. He also likes motivational speakers.
· Team-building would be a useful focus - e.g., sometimes there is duplication of activity between different members of staff.
· The current range of topics is more than adequate.
G4.7
Q4.4:
How would you rate the quality of service you’ve received on the Innovation Mentoring Programme?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He is very happy with the quality of service that he is receiving.
· This was excellent.
· This was fine - the scheduling difficulties on the mentoring programme have been due to AATB and not Matrix.
· Very good.
APP G4 - Section 4 - Ratings of Key Aspects of Workshops and/or Mentoring (contd)
G4.8
Q4.5:
And how would you rate the Programme in terms of project management and communications?  
· If anyone has delayed the project management, it has been him. He has no complaints about Matrix's project management and communications skills.
· It was good.
· Too early to say.
· Very good.
G4.9
Q4.6:
Overall, how successfully has this assistance addressed your company’s needs?


Individual responses to this question, arranged in alphabetical order, were as follows:

· It has been successful, especially now that he is picking it up again. It could have been much more successful in the interim, however, had it not been for the company's difficulties.
· It has certainly been of benefit.
· It is not completed yet.
· Too early to say.
APP G5 - Section 5 - Recommendations for the Future; AOB

G5.1
Q5.1:
Are there any aspects of the Innovation Workshops and/or the Innovation Mentoring Programme that you would recommend changing for the future?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He has no doubts that it will be beneficial, but it is hard to say in what ways. The main benefit has been the flexibility of the programme, as he has had to change the emphasis mid-way through.
· He only attended one of the workshops, so he can't suggest any changes. He was aware that the other events were going on, but they were not as relevant to him.
· He was aware of various workshops being run, and he attended the one that he felt was most relevant to him. He can't think of any changes that he would make to the programme.
· He would use a better venue than the Big Idea. 
He would make the workshop aspect more sustained. 
With regard to the mentoring assistance, he would ensure that the individual participating companies had more commitment at Board level. (In the case of his own company, the initiative is only being carried forward because he, himself, has decided to champion it).
· No.
· Nothing springs to mind.
· Nothing.
· Perhaps a more in-depth understanding of the Tourist Board would have helped before the mentoring programme started.
APP G5 - Section 5 - Recommendations for the Future; AOB (contd)
G5.2
Q5.2:
If another company, similar to your own, were thinking of participating in either the Innovation Workshops or the Innovation Mentoring Programme, what would you recommend them to do?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Go along and see if it is useful.
· He would certainly recommend that people attend any that they felt were relevant.
· He would recommend they participate.
· He would recommend them to go for it, provided there is buy-in at senior level. He believes that this initiative can apply to any type of company.
· He would suggest they participate.
· She would recommend the mentoring programme.
· She would suggest that they pass their details to Matrix, to ensure that they are included in any mailing lists. There are opportunities available, if you know where to look for them.
· This type of workshop is useful for gaining background on a particular topic. It is unlikely that one workshop would provide enough for a company to actually implement changes.
G5.3
Q5.3:
If you were responsible for planning what assistance Scottish Enterprise Ayrshire should make available to companies requiring assistance of a similar nature in the future, what sort of scheme(s) would you put in place?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He doesn’t have enough contact with Scottish Enterprise Ayrshire to make a reasoned answer.
· He would put more emphasis on ensuring that companies follow through on the support they've received - "If we are paying for this, you also have an obligation to make sure that it is a good use of public money". This might involve putting conditions on the assistance.
· No thoughts.
· One of the issues is that smaller businesses in the tourism industry (such as bed & breakfasts) don’t see themselves as a business. As a result of this, there are all sorts of marketing activities that they don’t think of undertaking - such as getting feedback from their customers and promoting themselves to appropriate markets. Businesses like these also tend not to realise that people are looking for quality of service as well as value for money. She believes that the best way to address this would be via case studies - perhaps, for example, demonstrating how the showcased B&B tripled its income via quality improvements and marketing activities.
· Scottish Enterprise Ayrshire should introduce more co-ordination to their events. There are so many things being run by Scottish Enterprise Ayrshire at one time that you can miss one by attending another.
· The current arrangements are fine.
APP G5 - Section 5 - Recommendations for the Future; AOB (contd)
· The difficulties this company has had have related to management structure and internal working practices. They have been quite happy with this programme, but it would be useful if the process could be continued. Unfortunately the funding is a little limited, and therefore any assistance will be short term.
· There are training needs that might be addressed through Scottish Enterprise Ayrshire, such as negotiation skills for management, and also developing customer service relationships. They also have a lot of people in the workshop who would be interested in applying for NVQs. These people are more than 25 years old, however, and so are excluded - this is something he would like to see changed.
G5.4
Q5.4:
Is there anything else you'd like to add to what we've discussed?

None of the interviewees provided additional comments in response to this question. 
APP H1 - Section 1 - Confirmation of Context for Interview

H1.1
Q1.1:
First of all I’d like to confirm that we’re both talking about the same activities.  Could you tell me which (if any) of the Grow Your Business Through Knowledge workshops and other events you’ve participated in?  

All nine interviewees confirmed that they had participated in this programme in some way.  (See notes on individual interviews in Appendix N).
H1.2
Q1.2:
And could you give me a brief description - just in a few sentences - of what that/these event(s) involved?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· As they are a marketing and branding agency, they attend these events in order to learn from their peers and to network. He does not attend workshops, as that would not be appropriate, so he cherry-picks the events where their competitors are fielding speakers.
· Presentations were given by Matrix and their chosen speakers. These presentations were based on the individual's experience, plus some theory. This was followed by an activity in which they each completed a matrix relating to their own company. There was also a game where some of the theory was put into practice.
· The event covered protection of Intellectual Assets and Trade Marks. There were speakers and an exercise, followed by discussion.
· The event was mainly geared towards retail. The speakers were very good, just not fully applicable to his circumstances.
· The Introduction to Intellectual Assets event provided an insight into how to identify what is an Intellectual Asset. This has been of great benefit. The Branding and Knowledge event emphasised the benefits of branding and image.
· There was a lunch, followed by presentations by three speakers. The speakers were a representative from Innocent Drinks, a representative from a whisky company, and Brian Mackie.
· There were three speakers, each approaching branding from a different point of view. They had a discussion on how to build and reinforce a brand, and this was followed by a workshop. The end of the event was a feedback session, where there was an opportunity to talk to one or more of the speakers on a one-to-one basis.
· There were various presentations relating to protecting intellectual property.
H1.3
Q1.3:
Can you tell me now whether your company has received direct assistance under the Grow Your Business Through Knowledge programme?  (I understand that Matrix refer to this as “In-company Support”).  

The two mentors/consultants cited in response to this question were:

· Alison Riddell.
· Ian Bruce.
H1.4
Q1.4:
Roughly when did you receive the assistance under this Programme?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Between 2002 and 2003.
· October last year.
· September last year. (2 responses)
APP H1 - Section 1 - Confirmation of Context for Interview (contd)
· Six months to a year ago.
· Unfortunately they had to stop the assistance, as this is a charity and funding became an issue. The assistance they did receive was between Spring and Summer of last year.
H1.5
Q1.5:
To put our discussion in context, could you briefly outline the nature of your business?

Individual responses to this question, arranged in alphabetical order, were as follows:

· A joinery company.
· Architects firm.
· The company manufactures signs.
· This is a charity, providing independent advocacy for people with mental health issues.
· This is a marketing and branding agency.
· This is a trade supplier to retail blinds companies.
H1.6
Q1.6:
And could you clarify your function within the company/organisation?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Architect.


· Director and owner.


· Managing Director.


· Sales Director.


· Sales Executive.


· Service Manager.


H1.7
Q1.7:
How did you first come to hear about the Grow Your Business Through Knowledge programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He wanted to attend the two day Jumpstart Course, as he was very impressed by Doug Hall. Unfortunately he did not have time to complete the course, and so approached Matrix for one-to-one assistance.
· One of his colleagues received a mailshot, and mentioned that this might be a useful event to attend.
· Probably through a mailshot.
· She received a flyer from Scottish Enterprise Ayrshire. She then contacted SEA to see what assistance would be available, as they are a charity.
· Through a mailshot. (2 responses)
APP H2 - Section 2 - Description of Assistance and Underlying Purpose

H2.1
Q2.1:
Can you give me an outline of the In-company Support (i.e. the direct assistance) you received under the Grow Your Business Through Knowledge programme?

This question turned out to be relevant to only two of the interviewees:
· Alison visited the company and illustrated in what ways they were not making enough of their Intellectual Capital. By working closely with them, Alison isolated the knowledge that existed within the company. From this, she was able to develop the company's profile further.
· The project was to provide new wording for their marketing literature and Web site.
H2.2
Q2.2:
And can you outline what involvement you and your staff had in these activities?

This question turned out to be relevant to only two of the interviewees:

· Alison worked through all of the activities with them. She was very good at focusing on the real issues, rather than the issues that the staff believed were important.
· The company was at a loss. He was hoping that, between the company and Ian Bruce, they would come up with more appropriate wording.
H2.3
Q2.3:
Can you tell me why your company originally sought this assistance?  

This question turned out to be relevant to only two of the interviewees:

· He originally asked for the assistance, because he was unable to attend the Jumpstart workshops.
· They knew that they were not good at portraying as good an image as they could, especially when they applied for additional funding. They weren't sure how to do it, but they knew they had to portray themselves differently.
H2.4
Q2.4:
What were the objectives of the assistance?

This question turned out to be relevant to only one of the interviewees:

· The objective of the assistance was to modernise their literature through improving the text.  What they actually received was a bit on the corny side.  There were too many promises in it, and the statements were a bit bold.

H2.5
Q2.5:
Roughly what was the cost to your company of the project on which you received In-company Support?  

This question turned out to be relevant to only one of the interviewees:

· He is not sure what costs were covered by Scottish Enterprise Ayrshire, but he received three days input from Matrix.

APP H2 - Section 2 - Description of Assistance and Underlying Purpose (contd)
H2.6
Q2.6:
Can you tell me briefly about any assistance from other organisations which followed directly on from the assistance you received under the Grow Your Business Through Knowledge programme?

Not relevant - neither of the two companies who had received In-company Support had received any follow-on assistance.
H2.7
Q2.7:
And can you confirm the current status of these activities?  

Not relevant - of the two companies who had received In-company Support neither had received any follow-on assistance.
APP H3 - Section 3 - Outcomes

H3.1
Q3.1:
Overall, what difference has your participation in the Grow Your Business Through Knowledge programme made to your company so far?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· As this is a contracting company and not a manufacturing company, he doesn’t expect attending the workshop to make a huge difference. He is now more aware of the problems, however, and the company will be drawing up manuals to describe their knowledge and experience in more detail.
· Attending these events has provided the company with new contacts and potential clients. It also allows the company to compare itself with its peers and to view new case studies. The company benefits from a fresh look at the marketplace, and also from challenging their own views.
· By attending this workshop, it helped them to focus on how they are perceived. The company wants to present itself as being able to carry out larger projects; and in order to do this, they had to develop the image and re-brand the company. They also had to be able to portray the new image to graphic designers in order to develop the brand through marketing materials.
· He now has a far better understanding of Intellectual Assets. His organisation has developed a behaviour modifying programme for perpetrators of domestic violence. They wanted to take this development further, but the behavioural scientist with whom they developed the programme felt that is was her property. 
As the organisation had not put in place any contract, they wanted to get an understanding, from this workshop, of what their position was and who had ownership. As a result of attending the workshop, they have now come to a commercial agreement with the scientist. They own the product, but the scientist delivers the programme.
· It is unlikely to make any difference to the company. It sounded of interest, but in the end it seemed to relate more to branding. This was of no direct benefit to his company.
· So far, the participation has made little difference to the company. In time, he will look at a few issues that were raised, including trade marks and logos.
· The difference has not been that great. He is still working on the wording, and also updating the Web site. Although the assistance was useful, it was not really what they were looking for.
· The Programme would have been more useful to the company had it been geared towards trade suppliers. As a result, it has had no impact on the company.
APP H3 - Section 3 - Outcomes (contd)
· They recently underwent an external evaluation, and had one of the top scores. She relates this directly to the work carried out by Alison as, with her help, they are now able to speak with confidence and illustrate clearly what they have to offer.
H3.2
Q3.2:
And what difference, overall, do you expect your participation in the Grow Your Business Through Knowledge programme ultimately to make to your company?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· By making the company look larger, they will hopefully gain a "foot in the door" on projects. Unfortunately, their larger clients feel obliged to use larger Glasgow architects when actually there is no difference.
· He wouldn’t expect it to make a great deal of difference, ultimately.
· None. (2 responses)
· Probably not a lot of difference.
· The organisation is now in a far stronger position, in a very competitive arena.
· Ultimately, Jumpstart will not do the company any harm, and he will still try and use some of the ethos. He is now trying to develop the text himself using the Jumpstart theory. The three day programme was not three days of work.
· Ultimately, they expect to be considerably tighter on contracts, in order to avoid a similar situation occurring again.
H3.3
Q3.3:
How do these differences compare with the expectations you had when you first decided to participate in the Grow Your Business Through Knowledge programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Although the event did not cover what he expected, it was very relevant. He expected it to be more to do with trademarking and copyright, and less about knowledge as property.
· He had no particular expectations, but attending the workshops has definitely developed their understanding of intellectual assets. They will also be far more tight in the area of contracts in the future.
· He has been going to these events for years now, and this set were as expected. He would love to see a surprise. The event that he attended on the day of the interview, which was run by Strategem, did surprise him.
· Her initial expectation was that this would be very "airy fairy", but it turned out to be of great benefit. These differences will result in a tangible cost benefit per hour.
· It compared favourably with his original expectations.
· It was up to expectations. He didn’t expect to win business by attending, he simply expected to learn a little bit more about the Programme.
· Matrix had a hard job. This is not a straightforward, clear-cut business. He really wanted assistance with the text, but had no real expectations.
· She was not sure what she would get out of attending, but what she did receive were: 
· a method of homing in on the issues; 
· methods to avoid pitfalls.
· You have to attend these events to find out if they are of value.
APP H3 - Section 3 - Outcomes (contd)
H3.4
Q3.4:
To what extent would these differences have happened if you had not participated in the Grow Your Business Through Knowledge programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Eventually he would have considered these issues, but by attending the event it has moved them up the agenda a bit.
· He would not have had the insight into this type of marketing had he not learned about Jumpstart.
· It has made no difference.
· It is difficult to know whether or not they would have made these changes without participating, but it certainly helped them focus on the area.
· Not relevant.
· The improvements would not have been made without the assistance.
· There are no differences as a result of participating.
· They would probably have looked at this at some point, but this has definitely accelerated their understanding of assets.
APP H4 - Section 4 - Ratings of Key Aspects of Programme

H4.1
Q4.1:
Based on your experiences so far, how would you rate the relevance of the Grow Your Business Through Knowledge programme to your company’s needs?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· As they are a contracting company, and not a manufacturing company, it wasn’t quite as relevant as he had hoped.
· Eight out of ten.
· He would regard it as interesting, rather than of relevance. As this is a very small company, it is very difficult for senior staff to attend these events. As he is no longer directly involved in the running of the company, it is easier for him to attend.
· It was relevant.
· Nine out of ten.
· Not only was it very relevant, but the timing was fortuitous.
· The Grow Your Business Through Knowledge Programme is partially relevant. His company benefits from cherry-picking which events they attend.
· The Programme seemed interesting, but this event was not directly relevant to his company.
· Very relevant.
APP H4 - Section 4 - Ratings of Key Aspects of Programme (contd)
H4.2
Q4.2 (1st part):
What do you think of the events (workshops, surgeries, launch events, etc) in terms of event organisation?

Individual responses to this question, arranged in alphabetical order, were as follows:
· Fine. (2 responses)
· Fine. It is important to him to receive a delegate list.
· Good.
· Very efficient.
· Very good - very professional.
· Very good. (2 responses)
H4.3
Q4.2 (2nd part): What do you think of the events (workshops, surgeries, launch events, etc) in terms of facilitation of workshop sessions?


Individual responses to this question, arranged in alphabetical order, were as follows:
· Fine. (2 responses)
· Good - there was a nice balance of theory and practical. It was useful to be able to share experiences with the other attendees.
· Good.
· It was fine.
· The speakers were organised well, and the workshop sessions were put together in such a way as to ensure a good mix.
· Very good. (2 responses)
H4.4
Q4.2 (3rd part): What do you think of the events (workshops, surgeries, launch events, etc) in terms of location? 

Individual responses to this question, arranged in alphabetical order, were as follows:
· Excellent.
· Fine.
· Good. (2 responses)
· It was only ten minutes away, so it was very good.
· The Park Hotel was good.
· This was the first time he had been at that venue, and it was very good.
· Very nice.
APP H4 - Section 4 - Ratings of Key Aspects of Programme (contd)
H4.5
Q4.2 (4th part): What do you think of the events (workshops, surgeries, launch events, etc) in terms of themes and topics? 


Individual responses to this question, arranged in alphabetical order, were as follows:
· Interesting.
· It provided sufficient information to enable better understanding of the world of patents.
· It was good.
· It was not quite what he expected, but it turned out to be very relevant.
· It was very relevant to manufacturers, and not so relevant to contracting companies.
· Some of these speakers can "self puff" a bit. The whisky representative's feet didn’t seem to be quite on the ground.
· The themes and topics were very relevant. Other interesting topics discussed were insurance, and licensing.
· This was not directly relevant to trade suppliers. It would have been more relevant to retailers.
H4.6
Q4.3:
And what topics would you like to see covered at future Grow Your Business Through Knowledge events?


Individual responses to this question, arranged in alphabetical order, were as follows:

· Although a couple of the events did relate to branding, he would like to see more on this topic. It is incredible how few people know that you don’t have to be Richard Branson to have a brand.
· He attended another event more recently, and this was far more relevant.
· No specific topics.
· No suggestions. He simply looks at the up and coming events, and picks ones that are relevant.
· Nothing springs to mind.
· She would like to attend an event where they fine tuned some of the topics that were discussed at the branding event.
· The main issues for small developing companies are finance and financial management. This might be a good area to cover at future events.
· The original workshops did touch on insurance and licensing, but this is an area where he would like to have more detail.
H4.7
Q4.4:
How would you rate the quality of service you’ve received on the In-company Support?  

This question turned out to be relevant to only two of the interviewees:

· Great.
· The quality of service he received was quite good.
APP H4 - Section 4 - Ratings of Key Aspects of Programme (contd)
H4.8
Q4.5:
And how would you rate the In-company Support in terms of project management and communications?  

This question turned out to be relevant to only two of the interviewees:

· This was O.K., however not outstanding. On the communications side, he believes that the consultant missed the point a bit.
· Very good.
H4.9
Q4.6:
Overall, how successfully has the In-company Support (i.e. the direct assistance) addressed your company’s needs?

This question turned out to be relevant to only two of the interviewees:

· It didn’t entirely meet his needs, as he still has to develop the text for the literature himself. The overall advice will help in the long run, however.
· Receiving the in-company support has changed their way of thinking. They are far more assertive and confident when dealing with third parties.
APP H5 - Section 5 - Recommendations for the Future; AOB

H5.1
Q5.1:
Are there any aspects of the Grow Your Business Through Knowledge programme that you would recommend changing for the future?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He only attended one event, so he can't suggest any changes to the programme.
· He would suggest adding financial management to the list of topics covered.
· He wouldn’t make any recommendations.
· No changes.
· Not sure.
· She wouldn’t make any changes to the programme at all. Her colleague has recently attended another of the events, and also found it very good.
· The Programme seemed comprehensive, but tailored to a different type of company. You can never have too much information. The only way to find out how relevant these workshops are is to attend them.
· There is a case for having an international speaker to attend one of the workshops. It would be very good to have a Canadian, for example, who could outline the differences between working abroad, compared to working in the UK. 
It would also be useful to have a smaller organisation speaking. A multi-national's experiences go over the head of most of the attendees. It would be better if a company the size of Laings the Jewellers, for example, were asked to speak. It would also show that branding is a valid expense for a small to medium sized enterprise.
· They only attended workshops that were relevant to them, and these were very good.
APP H5 - Section 5 - Recommendations for the Future; AOB (contd)
H5.2
Q5.2:
If another company, similar to your own, were thinking of participating in the Grow Your Business Through Knowledge programme, what would you recommend them to do?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Being able to allocate enough resources to attending these events is the main difficulty for small companies. If a company has the time to attend, then they can benefit. In general, the main problem is not generating ideas, but having the time to develop them.
· Go along, if it seems relevant to the company.
· It is certainly worth attending these events.
· Not relevant.
· She would recommend another company to attend. With only a wee bit of background knowledge on what will be covered, it is certainly worthwhile attending with an open mind.
· She would recommend other organisations to participate. It is important to read the information carefully to ensure that the in-house support is tailored to your specific needs.
· The best way of finding out if they are of any use is to attend them.
· They were lucky, as they had identified these workshops as being relevant to their situation. It is important to identify issues where more information is required, and then to find out if workshops are available for these topics. They had already undergone an organisational health check, and were aware of the areas where development was necessary.
· You have to attend the Jumpstart Programme in full, to get the point.
H5.3
Q5.3:
If you were responsible for planning what assistance Scottish Enterprise Ayrshire should make available to companies requiring assistance of a similar nature in the future, what sort of scheme(s) would you put in place?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He would like to see more business development assistance. Organisations often need to have an understanding of how to negotiate service level agreements, and this is not information that is readily available. 
It is also useful, before embarking on a programme of workshops, to have gone through an organisational health check. This provides the company with a list of areas to concentrate on, and also provides Scottish Enterprise Ayrshire with a list of topics suitable for future events.
· It is better to have a joint initiative where several companies come along with similar problems, and can share their solutions. If the consultant doesn’t fully understand what it is that you're looking for, then this is better than one-to-one assistance. Participants in joint sessions benefit from getting away from the office and other business distractions.
· It is good for a charity to be involved with this type of programme. She would like to see events which specialise in the requirements of the voluntary sector.
· It might be better if companies were able to attend all of the events, as this would take them through all of the stages. It would also be useful if there were some way of monitoring a company's progress, after it had attended the events.
APP H5 - Section 5 - Recommendations for the Future; AOB (contd)
· Managing finances for small companies is an area SE Ayrshire should consider looking at. Another area that is sometimes difficult to find unbiased information on is IT. This topic should be covered by someone who can speak in a practical manner, whilst avoiding jargon.
· More advice in the financial management area. It would also be useful to have more events held at breakfast time. Whatever is provided, resources are the main constraint holding companies back.
· No suggestions.
· Scottish Enterprise Ayrshire should provide one point of contact. He receives information from various sources, and it would be useful if there was one contact who would suggest specific events that were relevant to him.
· These events should have less emphasis on the extremely large companies and more emphasis on the medium companies that have grown from small start-ups. By doing this, the companies in the audience can actually visualise how their growth might happen.
H5.4
Q5.4:
Is there anything else you'd like to add to what we've discussed?

The only response to this question was as follows:
· Are there any events on managing finances or IT systems?

APP I1 - Section 1 - Confirmation of Context for Interview

I1.1
Q1.1:
First of all I’d like to confirm that we’re both talking about the same activities.  Could you tell me which (if any) of the Grow Your Business Through Forward Thinking workshops and other events you’ve participated in?  
All six interviewees confirmed that they had participated in this programme in some way.  (See notes on individual interviews in Appendix O).
I1.2
Q1.2:
And could you give me a brief description - just in a few sentences - of what that/these event(s) involved?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· A representative from a company in East Kilbride was there to talk about key accounts. This was followed by a questions and answers session.
· He attended an event at the Park Hotel. It was presented by John Meiklejohn, and was essentially about "thinking outside the box". It very much took the form of a workshop, in which the participants were split into four groups. It seemed appropriate to him at the time - a lot of it was about business analogies.
· He attended the How to Manage Change for The Future event. This involved a presentation followed by exercises.
· He was disappointed in the sessions that he participated in. One, which was especially poor, was "How to Handle Your Key Accounts". Two presentations were given, neither of which were relevant to managing key accounts. One of the presenters described the growth of his company, whilst the other one was struggling to present anything relevant. As a result, he deliberately skipped the next session. He only attended the final one, as it was already booked.
· The launch event was well attended, and was based around a keynote speaker (Ellis Watson). This event was attended by a lot of people, and she was subsequently quite shocked to find that the other workshops were each only attended by around 15. The workshop events mainly involved presentations. There was some group discussion, although possibly not on a scale that you would call a workshop.
· The workshops involve presentations, followed by interactive group sessions.
I1.3
Q1.3:
To put our discussion in context, could you briefly outline the nature of your business?


Individual responses to this question, arranged in alphabetical order, were as follows:

· A private company that provides care for people in their homes.
· An accountancy firm.
· He is involved in the leisure industry with 251 staff.
· She is part of a newspaper group.
· The organisation delivers training for the unemployed. It also provides child care for the trainees, as required.
· Travel agents.
APP I1 - Section 1 - Confirmation of Context for Interview (contd)
I1.4
Q1.4:
And could you clarify your function within the company/organisation?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Chief Executive. (2 responses)
· Managing Director. (2 responses)
· Owner.
· She is a Sales Executive.
I1.5
Q1.5:
How did you first come to hear about the Grow Your Business Through Forward Thinking programme?


Individual responses to this question, arranged in alphabetical order, were as follows:

· He heard about it directly from Scottish Enterprise Ayrshire, although his company already deals with Strategem.
· He usually hears about these programmes through Scottish Enterprise Ayrshire mailshots.
· She first heard about the programme through her Sales Manager.
· She received a mailshot from Scottish Enterprise.
· Through a mailshot.
· Through a Scottish Enterprise Ayrshire mailshot.
I1.6
Q1.6:
Can you tell me why you decided to participate in this programme?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He decided to participate because, as with any organisation that changes on a regular basis, change requires managing.
· Her main reason for participating was that her own role has changed. Until six months ago, she was involved in the day-to-day running of the company, but now she has moved on to concentrate on strategic business development. 
She was also keen to see the specific speakers who were doing presentations at the events, in addition to which she gets a lot out of networking with other companies.
· Meetings that his company had with Lynne Pringle suggested that this was a very good programme.
· She looks after the motor section, which includes a number of very large accounts. She was joined on the day by their Commercial Team Leader, as well as their Classified Manager.
· She was keen to grow the business, but was not sure how.
· The programme seemed to be relevant.
APP I2 - Section 2 - Outcomes

I2.1
Q2.1:
Overall, what difference has your participation in the Grow Your Business Through Forward Thinking programme made to your company so far?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· It made very little difference. He would think twice now about committing to a programme in the future.
· Not very much, apart from the message that the real key to success is to be a good leader, as opposed to a good manager.
· She was very disappointed in the event. Although the presentation was interesting, it had nothing to do with handling key accounts.
· So far, participation in the programme has helped her formulate her ideas for her business plan. She wanted to have a better idea of how to differentiate between opportunities that she might want to tackle.
· This was one of the few occasions when he was disappointed. The approach taken was fairly simplistic, and did not provide him with any new insight into change management.
· Very little.
I2.2
Q2.2:
And what difference, overall, do you expect your participation in the Grow Your Business Through Forward Thinking programme ultimately to make to your company?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· As it has not had any impact so far, there is unlikely to be any beneficial effect in the future unless he does something additional. He had originally hoped that it would give him fresh ideas about how to manage his managers. What he is finding, however, is that it is difficult to get the motivational aspects across. The solution might be to send his managers on the workshops themselves, so that they can get the messages directly.
· It will make a huge difference to her ultimately - now her plans will be based on some knowledge. To date she has been providing consultancy, but now she wants to look at developing the company through increasing the number of staff in a controlled manner.
· No difference.
· No significant change.
· None.
· She will continue to try and be a good leader - otherwise, the programme has confirmed what she had already been thinking.
I2.3
Q2.3:
How do these differences compare with the expectations you had when you first decided to participate in the Grow Your Business Through Forward Thinking programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He was a bit disappointed in this event, and this is unusual for Scottish Enterprise Ayrshire events. He attended this particular event because he was looking for new insights into managing change, but he felt he was far beyond the stage covered by the workshop.
· He was quite disappointed. Even if the programme is great, the relevance becomes questionable if it is not pitched correctly.
APP I2 - Section 2 - Outcomes (contd)
· Her formal business plan will now be quite different.
· Last year was a heavy year for these types of programme, and his expectations on all of them have really not been met at all. As well as the Grow Your Business Through Forward Thinking event, his company has had a Growing Business Review, IIP assistance, and "all manner of things besides". All this has been very disappointing, as none of these things have really made a difference.
· Overall, she had slightly higher expectations: 
· she believes that she would have had more out of the corporate culture event if she had been able to attend it; 
· the speaker at the "How to Handle Your Key Accounts" event did not talk about key account management. 
Her expectations regarding enjoyment of the events and presentations were, however, met.
· She actually manages key accounts, and wanted to get tips on how her skills could be developed in this area. What they were actually told about was how a software company had developed its marketing through using in-flight magazines.
I2.4
Q2.4:
To what extent would these differences have happened if you had not participated in the Grow Your Business Through Forward Thinking programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· N/A - attending the Grow Your Business Through Forward Thinking event has not made any difference.
· N/A. (2 responses)
· She would not have changed the company. She has no access to this type of expertise, and the only way of developing these skills would be through such a programme.
· She would probably have done some reading or gone to other events, and ultimately would have gained this knowledge in some way or other.
· There were no differences.
APP I3 - Section 3 - Ratings of Key Aspects of Programme

I3.1
Q3.1:
Based on your experiences so far, how would you rate the relevance of the Grow Your Business Through Forward Thinking programme to your company’s needs?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He thought the event was terrific, but it cannot really be expected to have an effect on the company if only just one person participates - the company needs everyone to think outside the box.
· It was not relevant, as it did not cover the topic described in the title.
· It wasn’t particularly relevant to him. It might have been more helpful to someone just starting the process of managing change.
· Pretty low relevance.
APP I3 - Section 3 - Ratings of Key Aspects of Programme (contd)
· The speakers at the two workshops she attended were both from a completely different industry (IT) - one from Cisco and one from Gael Quality. Although the principles and theory were relevant, these case studies were not, therefore, terribly relevant to her own business (her company is in the care sector). She also finds this issue at other events she attends in Ayrshire. The Business Excellence Ayrshire events, for example, are usually geared towards manufacturing.
· Very relevant. There was only one drawback, and that was the seminar on "How to Handle Key Accounts". This was very disappointing, as it was not relevant to handling key accounts. She actually felt that the consultants giving the presentation were struggling to hold the audience.
I3.2
Q3.2 (1st part):
What do you think of the events in terms of event organisation?


Individual responses to this question, arranged in alphabetical order, were as follows:

· Fine.
· Reasonable.
· There was a bit of confusion about the location, but that was sorted out quite quickly.
· They were well organised. She particularly liked the fact that: 
· the programme of events was promoted well in advance; 
· each event only occupied a morning, which meant that she still had a good part of the working day left afterwards.
· This was very good - there were no issues at all. The majority of people seemed to participate and enjoy it.
· Very good.
I3.3
Q3.2 (2nd part): What do you think of the events in terms of facilitation of workshop sessions?  


Individual responses to this question, arranged in alphabetical order, were as follows:

· Although there was group discussion at these events, there weren't really workshop sessions as such. (Only a very small number of people attended the events - around 15 to 20 people at each).
· He took quite a lot out of the workshop sessions - the two facilitators kept the workshop going very well.
· No problem.
· The people actually running the show were O.K. - it was the speakers and the content that were poor.
· Very good.
· Well managed.
APP I3 - Section 3 - Ratings of Key Aspects of Programme (contd)
I3.4
Q3.2 (3rd part): What do you think of the events in terms of location?  


Individual responses to this question, arranged in alphabetical order, were as follows:

· A good location, with a nice buffet.
· Excellent.
· Fine.
· It was good. Quite handy for him.
· The Marine Highland was a good, central location.
· These were perfect.
I3.5
Q3.2 (4th part): What do you think of the events in terms of themes and topics?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Apart from the key account event, they were all very good.
· It was a little simplistic for his situation.
· The content was not as expected, and did not relate to handling major accounts.
· The themes and topics might have been interesting, but they were too general. They did not reflect the title "How to Handle Key Accounts".
· The thing he found difficult was to take the areas that they looked at in the workshop and imagine how they would apply to his own business.
· What originally attracted her to the programme were the themes and topics. These were all relevant, and all appeared interesting. In practice, however, the events she attended seemed very much geared towards manufacturing companies. She was also very disappointed that the speaker at the "How to Handle Your Key Accounts" workshop didn’t talk about how to handle your key accounts! (Instead, he talked about "How to Handle Your Sales Tunnel)".
I3.6
Q3.3:
And what topics would you like to see covered at future Grow Your Business Through Forward Thinking events?


Individual responses to this question, arranged in alphabetical order, were as follows:

· A topic he would like to see covered at future events would be "How to cost a new product". It is sometimes difficult to calculate the effort involved in developing a product, and also to fix a price on it.
· After the time he wasted on this programme, he is unlikely to risk wasting his time on a future one. He might consider sending one of his colleagues.
· An event on "How to Handle Your Key Accounts" where the speaker talked about how to handle your key accounts would be good. 
Another useful event would be "How to Develop Your Key Staff" - especially in her company's sector, where there tends to be a high turnover of staff.
· She is still interested in attending an event that did cover handling large accounts.
· She would like to see various topics covered at future events, including how to handle new business and how to negotiate for new business. Personally, she would like to have information on how to develop meeting skills.
· There is nothing he would really suggest.
APP I4 - Section 4 - Recommendations for the Future; AOB

I4.1
Q4.1:
Are there any aspects of the Grow Your Business Through Forward Thinking programme that you would recommend changing for the future?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He was disappointed in this programme. He can't suggest any changes, but it might be better if Scottish Enterprise Ayrshire reviewed what organisations are looking for, and then developed programmes which met their requirements.
· He would suggest making the marketing material clearer. Not only should the marketing material give the title of the workshop, but it should also provide information on what will be covered, and for whom it would be relevant.
· She can't really comment, as she is only aware of that one event.
· She would be keen to attend another series, if there was a new set of topics.
· The two main things he would suggest are: 
· to make these workshops more accessible to people lower down the management structure; 
· to take the workshops in-house for teams of people within individual companies.
· They should make sure that the speaker speaks about what was advertised. 
They should also make sure that they cater for the various industries in Ayrshire. She is sure that the care sector, plus sectors which include similar types of business - e.g. tourism with bed and breakfast - are not at all well covered by the events that are organised by Scottish Enterprise Ayrshire, Business Excellence Ayrshire and other organisations. It is also good, however, to hear from people from different industries - and particularly those industries which have a global reach.
I4.2
Q4.2:
If another company, similar to your own, were thinking of participating in the Grow Your Business Through Forward Thinking programme, what would you recommend them to do?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He would recommend that, before attending the workshop, the company should confirm the level that it is going to be pitched at.
· He would suggest that any company should look carefully at the content.
· Sending one person to the workshop doesn’t really get the full value for the company - so the first thing he would recommend would be to regard the individual workshops as "tasters". The other thing he would say is that they must take the ideas forward after the workshop, and then develop them within their own businesses.
· She believes that the main benefit is gained from attending the entire programme. Some attendees were only there for one or two workshops, and she doesn’t feel that they will have benefited as much.
· She doesn’t know enough about the programme to make a recommendation.
· She would probably recommend that they went, and she would probably go on it herself again if it were re-run. She would also, however, advise them to look at who the speakers were and what industries they came from.
APP I4 - Section 4 - Recommendations for the Future; AOB (contd)
I4.3
Q4.3:
If you were responsible for planning what assistance Scottish Enterprise Ayrshire should make available to companies requiring assistance of a similar nature in the future, what sort of scheme(s) would you put in place?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Although Scottish Enterprise Ayrshire has people dedicated to the leisure and tourism industry, they seem more aimed at the home market than his type of business. Perhaps this is because they see travel agents such as his as taking people out of Scotland, rather than contributing to the economy, but there seems very little expertise or resource available from Scottish Enterprise Ayrshire for his type of company.
· No thoughts.
· Scottish Enterprise Ayrshire should try and develop their communications with businesses, and then develop programmes which actually address their needs.
· She would use speakers from other industries (e.g. from one of the bigger care homes in Ayrshire). Perhaps, also, she would put on seminars on what financial assistance and grant aid is available. It always annoys her how often people at Scottish Enterprise Ayrshire say to her, "If we had known that you had been doing that sort of thing, we could have helped you !". 
Something else that she would change would be the scope of the events in terms of what sectors they relate to. In particular, she would ensure that there were some events that were suitable for service industry companies such as the care sector and tourist accommodation.
· There is an organisation called The Pacific Institute. This organisation runs events called "Investors in Excellence". These workshops are aimed at developing a company's soft skills.
· These seminars have met her needs in full. She is also considering using the mentoring which is available through Business Gateway. The only additional thing would be funding.
I4.4
Q4.4:
Is there anything else you'd like to add to what we've discussed?

Only one of the interviewees provided a comment in response to this question:
· In general, he is very impressed by the events run by Scottish Enterprise Ayrshire.  Unfortunately, this time it was not particularly well pitched.  The event itself would have been fine, had he been just starting out on the change programme.  It is important that marketing literature makes it clear who would benefit from attending.
APP J1 - Section 1 - Confirmation of Context for Interview

J1.1
Q1.1:
First of all I’d like to confirm that we’re both talking about the same activities.  Could you tell me which (if any) of the Business Excellence Ayrshire workshops and other events you’ve participated in?  

All five interviewees confirmed that they had participated in this programme in some way.  (See notes on individual interviews in Appendix P). 
J1.2
Q1.2:
And could you give me a brief description - just in a few sentences - of what that/these visits/event(s) involved?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· A presentation, followed by participation.
· She attended several of the best practice visits, including those to Bioforce, Hewlett Packard and The Strathclyde Police College. These events involve travelling to the organisation, where you are given information by senior staff on its procedures. This is followed by a tour of the site.
· The event included role playing on different management styles, and then a discussion on the Kaizen Culture. In the afternoon, they re-ran the role play exercise, this time using the Kaizen system.
· They visited Sun Microsystems, where three of the senior staff gave a talk and then they were given a tour of the site. The visit provided a background to Sun Microsystems and how what is delivered is a value added service, rather than simply computers.
· They visited the Tunnocks factory in Uddingston, where they were given a presentation by the owner of Tunnocks, followed by a tour of the factory. Finally, they were given some biscuits to take home with them.
J1.3
Q1.3:
To put our discussion in context, could you briefly outline the nature of your business?

Individual responses to this question, arranged in alphabetical order, were as follows:

· A chartered accountancy.
· An insurance company.
· They are a carpet manufacturer, and he is in the winding section.
· They are a printing manufacturer.
· This is a housing information and advice centre, which also provides advocacy services.
J1.4
Q1.4:
And could you clarify your function within the company/organisation?


Individual responses to this question, arranged in alphabetical order, were as follows:

· Account Manager.
· Quality Assurance Manager.
· Senior Administrator.
· She is the HR Officer.
· Winding Manager.
APP J1 - Section 1 - Confirmation of Context for Interview (contd)
J1.5
Q1.5:
How did you first come to hear about the Business Excellence Ayrshire programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· Not sure.
· She heard about the programme through her manager.
· The Partners suggested he should attend.
· Through a colleague.
· When the organisation was awarded Investors In People, Jim McGeehan presented the plaque. Subsequently, he suggested that she attend these events.
J1.6
Q1.6:
Can you tell me why you decided to participate in this programme?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He had never heard of the Six Sigma ethos before, and was interested in gaining some background on it.
· He was nominated to attend the event, as it was felt that it would be useful for his department.
· She only attended one event. She was interested to find out about how a company like Tunnocks addresses HR issues.
· She thought it would be interesting to experience how other types of organisation carry out their business.
· The Partners suggested that it would be useful for him to attend this workshop.
APP J2 - Section 2 - Outcomes

J2.1
Q2.1:
Overall, what difference has your participation in the Business Excellence Ayrshire visits/workshops made to your company so far?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He did propose a change based on Six Sigma when he came back. Unfortunately, the Managing Director knocked it back.
· It is unlikely to make a difference to the company in general. Within his own area, however, he is hoping to use the method to assist him during a period of change.
· It is unlikely to make any difference to the company.
· It was useful to see how other, larger, organisations organise different aspects of their business. She was interested to see that Hewlett Packard also find difficulties in obtaining responses to their customer evaluations.
· The Business Excellence Ayrshire workshop has made no difference to the company, but he does remember that it was an enjoyable event. It provided him with some ideas that he might introduce to his own environment at some point.
APP J2 - Section 2 - Outcomes (contd)
J2.2
Q2.2:
And what difference, overall, do you expect your participation in the Business Excellence Ayrshire visits/workshops ultimately to make to your company?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He is hoping that his participation will help him to make his department a happier, more efficient environment. Unfortunately, the Group is going through a significant period of change, which means that it will now be more difficult for him to implement.
· Nothing concrete, although some ideas might be introduced at some point.
· She viewed it more as a day out where she could network with other companies.
· Ultimately, she hopes it will improve the services they provide, and that it will generate new ideas.
· Very little.
J2.3
Q2.3:
How do these differences compare with the expectations you had when you first decided to participate in these visits/events?

Individual responses to this question, arranged in alphabetical order, were as follows:

· As he expected.
· It exceeded his expectations. He found the visit very stimulating and rewarding.
· She didn’t expect to gain too much from the visits, but she has gained interesting information on various areas, such as marketing.
· She had no great expectations, she viewed it more as a way to find out how other companies deal with HR issues.
· The event itself met his expectations, however his ability to implement it is diminishing.
J2.4
Q2.4:
To what extent would these differences have happened if you had not participated in these visits/events?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He came back full of energy, but this soon fades once you are in the reality of your own department.
· N/A. (2 responses)
· She would probably have achieved these differences had she not attended, but one of the benefits of this type of programme is the ability to network with other organisations in the area.
· There was no difference.
APP J3 - Section 3 - Ratings of Key Aspects of Programme 
J3.1
Q3.1:
Based on your experiences so far, how would you rate the relevance of the Business Excellence Ayrshire programme to your company’s needs?

Individual responses to this question, arranged in alphabetical order, were as follows:

· He would say that the event was more geared to owners or managers of businesses, rather than members of staff such as himself. A lot of the issues discussed were outwith his area of control.
· It was very relevant; but is difficult to implement, as he is only part of a very large company.
· It wasn’t so much relevant, as interesting.
· Personally he is open to new ideas, however his company has to focus more on the day-to-day running of the business. This is a very niche market, but the company has to watch that it is not left behind.
· Quite relevant.
J3.2
Q3.2 (1st part):
What do you think of the visits/events in terms of visit/event organisation?  


Individual responses to this question, arranged in alphabetical order, were as follows:

· Extremely well organised.
· Good.
· Very good. (2 responses)
· Very well.
J3.3
Q3.2 (2nd part): What do you think of the visits/events in terms of facilitation of workshop sessions?  


Individual responses to this question, arranged in alphabetical order, were as follows:

· Excellent. This is one of the better events that he has attended.
· Exemplary.
· Fine.
· Good.
· It all ran smoothly.
J3.4
Q3.2 (3rd part): What do you think of the visits/events in terms of location?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Excellent. (2 responses)
· Good choice.
· He liked the venue.
· The visits that they organised were good, apart from Hewlett Packard. It was quite a distance to travel, and she is not a very good traveller.
APP J3 - Section 3 - Ratings of Key Aspects of Programme (contd)
J3.5
Q3.2 (4th part): What do you think of the visits/events in terms of themes and topics?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· He found it enjoyable and interesting.
· It covered a pretty wide scope, but it definitely covered what he was interested in.
· It was not quite what she was expecting. It did, however, provide her with one or two pointers, although nothing concrete.
· These were all very interesting, and the host organisations provided a lot of information to the attendees.
· This was relevant to his situation. The main theme related to communications.
J3.6
Q3.3:
And what topics would you like to see covered at future Business Excellence Ayrshire visits/events?


Individual responses to this question, arranged in alphabetical order, were as follows:

· He would like to attend another, similar, visit, but to a smaller company. Sun Microsystems is enormous, whereas his company has ten staff. A future visit should be to a company somewhere in between.
· It was useful, but it might be more useful from his point of view if events on team building were organised.
· Nothing in particular.
· She would like to see more visits, especially to companies that are similar to her's. It would be interesting to see how other service based companies are run.
· The problem with these programmes is that, although the theory works on the day, these practices are very difficult to implement back in reality.
APP J4 - Section 4 - Recommendations for the Future; AOB

J4.1
Q4.1:
Are there any aspects of the Business Excellence Ayrshire visit/event programme that you would recommend changing for the future?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Although the topic covered was very interesting, day-to-day realities such as health & safety and absenteeism tended to be left out. It might be better if organisations could attend a series of events where they can build up their knowledge, taking account of the true requirements of an organisation or department.
· He would like to see more events relating to team building.
· He would like to visit an organisation that has progressed in a similar way to Sun Microsystems, but perhaps not quite as far. Sun Microsystems were so advanced that it is difficult to see how this company could ever attain what they have achieved.
· Introduce more service based companies for future visits.
· She doesn’t know enough about the programme to suggest any changes.
APP J4 - Section 4 - Recommendations for the Future; AOB (contd)
J4.2
Q4.2:
If another company, similar to your own, were thinking of participating in the Business Excellence Ayrshire visit/event programme, what would you recommend them to do?  

Individual responses to this question, arranged in alphabetical order, were as follows:

· Get in touch with Scottish Enterprise Ayrshire, and find out what visits are coming up.
· It is worth participating in these events, as long as they cover topics which are relevant to your function within an organisation.
· It should consider in what ways it might want to change, prior to attending one of these visits.
· The best thing is to hit these events stone cold.
· There are pros and cons to going. She found the event interesting, but she is unlikely to change the way the company works as a result. It didn’t take too long; and as long as you're not too busy, this type of event provides a nice change.
J4.3
Q4.3:
If you were responsible for planning what assistance Scottish Enterprise Ayrshire should make available to companies requiring assistance of a similar nature in the future, what sort of scheme(s) would you put in place?  

Only one interviewee had a suggestion to make in this context:
· Some kind of Internet forum could be useful, especially in the areas of quality, environment and health & safety.
J4.4
Q4.4:
Is there anything else you'd like to add to what we've discussed?
None of the interviewees provided additional comments in response to this question.
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