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INTRODUCTION

EKOS were commissioned in October 2001 to undertake an evaluation of the Business Start Up Support Service (BSUSS) - Scottish Enterprise Glasgow's main volume-based mechanism to encourage new business formation. Delivered through the network of Local Economic Development Companies (LEDC), it provided different levels of support depending on the anticipated scale of the new business idea being pursued. BSUSS distinguished between:

· Band 1 businesses, with an anticipated first year turnover of below £40,000; and

· Band 2 businesses, with an anticipated first year turnover of above £40,000.

The project was successful in attracting ERDF support through the Western Scotland Objective 2 Programme, 1997 to 1999. One of the conditions of support was, however, that Band 1 businesses be extended to include all those with an anticipated turnover of below £100,000. Another condition of ERDF grant was that an evaluation of the support provided to Band 1 businesses be carried out, against performance targets set in terms of:

· number of businesses assisted;

· level of sales in these businesses; and

· jobs generated.

The detailed objectives are to evaluate the:

· extent to which project targets have been achieved;

· extent of net economic development gain generated by the project; and

· adequacy of processes and delivery mechanisms utilised by the project.

An evaluation of both Band 1 and Band 2 elements of BSUSS were conducted in parallel. Separate reports have been written for each Band. This Executive Summary provides findings for the BSUSS programme as a whole.

PERFORMANCE

Inputs

In terms of inputs, the Band 1 Programme has progressed satisfactorily, with only 22% of claims value outstanding. The Band 2 Programme has also progressed satisfactorily, with only 12% of claims value outstanding.

Outputs

BSUSS Band 1 exceeded its target for assists markedly - by 60%. This represents a significant over-performance. In contrast, Band 2 performed badly in terms of its target for assists - under-performing by 52%. This represents a significant under-performance. There may be issues of ERDF clawback once the programme is completed.

Impacts

In terms of impacts, for Band 1, achievement was higher than targets on gross terms, with 1,580 gross new jobs being created and £22 million in gross new sales being generated over the three years 1999-2001 - as indicated in Table 6.1. For Band 2, achievement was lower than targets on gross terms, with 582 gross new jobs being created and £24 million in gross new sales being generated over the three years.

For Band 1, the gross impacts were higher partially due to the greater volume of businesses assisted than planned. However, the gross impacts per business assisted were also higher, with 1.83 gross jobs per business being created as opposed to a target of 1.36.

For Band 2, the gross impacts were lower partially due to the greater volume of businesses assisted than planned. However, this was partially offset because the gross impacts per business assisted were also higher, with 3.85 gross jobs per business being created as opposed to a target of 3.00.

The BSUSS Band 1 Programme generated the following net impacts:

· 358 FTE jobs at the Glasgow level and 60 FTE jobs at the Scottish level;

· the total net sales of £4,939,505 at the Glasgow level and £828,151 nationally;

· Cost per job is £2,937 per net new job at the Glasgow level.

The BSUSS Band 2 Programme generated the following net impacts:

· 189 FTE jobs at the Glasgow level and 74 FTE jobs at the Scottish level;

· private sector investment/leverage of £2,453,558
· the total net sales of £7,813,215 at the Glasgow level and £3,056,558 nationally;

· Cost per job is £5,577 per net new job at the Glasgow level.

On aggregate, the BSUSS Programme achieved all of its targets as set out in the two ERDF applications, when performance is combined.

	TABLE 6.1: PERFORMANCE TO TARGETS

	
	SE GLASGOW DERIVED
	EVALUATION EVIDENCE

	
	TARGETS
	CLAIMS
	GROSS
	NET


	NET



	
	Total Approved
	Total to 30.09.01
	
	GLASGOW
	SCOTLAND

	BAND 1

	Outputs
	
	
	
	
	

	No. of businesses assisted
	540
	430
	863
	863
	863

	Impacts
	
	
	
	
	

	No. of new FTE jobs created
	735
	565
	1,580
	358
	60

	Turnover of new businesses
	12,420,000
	15,176,864
	21,779,122
	4,939,505
	828,151

	Impacts per business
	
	
	
	
	

	No. of new FTE jobs created
	1.36
	1.31
	1.83
	0.41
	0.07

	Turnover of new businesses
	23,000
	35,295
	-
	-
	-

	BAND 2

	Outputs
	
	
	
	
	

	No. of businesses assisted
	315
	148
	151
	151
	151

	Impacts
	
	
	
	
	

	No. of new FTE jobs created
	945
	592
	582
	189
	74

	Private Sector Leverage/Investment
	840,000
	5,150,225
	2,453,558
	-
	-

	Turnover of new businesses
	31,500,000
	38,795,050
	24,114,860
	7,813,215
	3,056,558

	Impacts per business
	
	
	
	
	

	No. of new FTE jobs created
	3.00
	4.00
	3.85
	1.25
	0.49

	Turnover of new businesses
	100,000
	262,129
	-
	-
	-

	TOTAL
	
	
	
	
	

	No. of businesses assisted
	855
	578
	1,014
	1,014
	1,014

	Impacts
	
	
	
	
	

	No. of new FTE jobs created
	1,680
	1,157
	2,162
	547
	134

	Private Sector Leverage/Investment
	840,000
	5,150,225
	2,453,558
	-
	-

	Turnover of new businesses
	43,920,000
	53,971,914
	45,893,982
	12,752,720
	3,884,709


non-quantifiable targets

The main non-quantifiable target was to encourage more positive attitudes to entrepreneurship. Survey evidence revealed that this had been achieved in both Band 1 and Band 2 Programmes:

· for Band 1, 58% of respondents indicated that experience of their BSUSS-assisted start-up would make it more likely for them to start a business in the future, and only 5% indicated that this experience would make it less likely for them to do so;

· for Band 2, 69% indicated that they would be more likely to start a business in the future, with only 6% indicating that it was less likely; and

· in total, 60% of respondents indicated they would be more likely, whilst 5% indicated that it was less likely.

KEY ISSUES

MISPERCEPTIONS ABOUT CHANGES IN PROVISION AND SUPPORT

A number of misperceptions exist concerning changes in support. These need to be clarified, as follows:

· maintenance of benefits for unemployed start-ups: the weekly allowance or Enterprise Allowance Scheme type of support has not been completely removed - rather, it has changed in terms of provider and eligibility. It is now available under New Deal: Self Employment Option; and

· IT grant replacing BSUSS grants: a review of client database evidence suggests that this simply is not the case. To clarify - the only form of grant provision available from the SBG is the IT grant, but BSUSS grants were still available up to the end of the programme in 2001. 

SURVEY RESPONSES

All companies:

· beneficiaries were predominantly white, male, non-disabled and middle aged (36-49). Most had been in employment of unemployed for less than 12 months;

· information, advice and finance were the most popular types of support.  Financial assistance was mainly used for equipment and marketing;

· additionality was found to be quite high for both Band 1 and Band 2 start-up support programmes, especially relative to other programmes evaluated in the past;

· entrepreneurs who had been previously employed immediately prior to starting their business enjoyed better business performance on average than those who had not been in employment; and

· most start-ups conducted the majority of business within a ten mile radius of Glasgow.

Band 1:

· 40% of businesses received no aftercare and of the 60% who did, the majority (70%) felt it provided positive benefits;

Band 2:

· businesses established tended to be mainly limited companies within the service sector;

· BSUSS was mainly accessed from Glasgow Opportunities and information, advice and finance were the most popular types of support.  Financial assistance was mainly used for equipment, premises and marketing; and

· 24% of businesses received no aftercare and of the 76% who did, the majority (88%) felt it provided positive benefits.

KEY STRENGTHS AND WEAKNESSES OF BSUSS

Strengths:

· inclusive programme design, including business advisors and LDCs;

· well regarded as a simple, good mechanism for support;

· easy to integrate with other support mechanisms and frameworks;

· high performance in terms of activities, impacts and additionality; and

· changed attitudes of participants to more positively regard entrepreneurship.

Weaknesses:

· poor aftercare;

· fragmentation of delivery and high number of delivery agencies;

· lack of clarity, speed and simplicity from clients view regarding grant eligibility, applications, and processing;

· non-specific advice - lack of specialist advisor resources; and

· lack of networking element to support.

targeted client group

An issue that needs consideration for the overall delivery of start-up support is the nature of the client group and delivery infrastructure. In BSUSS, the Band 1 target client group was SIP/CED residents. There has also been a traditional emphasis on providing self employment/ start-up opportunities as a route out of unemployment. However, the survey evidence revealed that the majority individuals seeking assistance are in employment or short-term unemployment.

From this evaluation, it is apparent that the businesses of those in employment prior to start-up perform better than those not in employment. In terms of survival and economic impact, there may be more justification in targeting and tailoring future support on those in employment. This is not to say that support should be withdrawn - rather that the needs of employed and non-employed clients are differentiated sufficiently to merit different approaches to providing support. This is reinforced by consultations with LDC staff who indicated that the needs of SIP residents were often different to those who have some employment or business experience.

SUMMARY AND RECOMMENDATIONS

On aggregate, the BSUSS Programme has been successful, and has more than achieved intended targets. It has also delivered value for money. However, the Band 2 Programme has performed poorly in relation to targets - it has has not been successful in terms of inputs, outputs and impacts performance, but has been successful in terms of what it has actually delivered. Poor performance to targets is due to not meeting the target number of assists. In terms of performance per business, the programme has exceeded targets. The under-performance in terms of business assists and impacts may be a cause for concern in terms of ERDF clawback. There may be a case to investigate that Band 2 resources have been used to fund Band 1 start-ups, as Band 1 actual assists greatly exceeded targets. It may also be the case, that, after the bandings limits were redesigned from £40,000 in turnover to £100,000, the volume of target assists in each banding were not recalculated accurately.

Provision of support and services for start-ups is currently in the midst of change, and this brings a timely opportunity to introduce some improvements to the support available. Recommendations from this evaluation include:

· explore the feasibility and relevance of differentiated support between those in employment and those not in employment;

· improve availability of centralised services such as specialist advisors;

· more clarity in terms of available support;

· keep simple approach to management and delivery;

· improve aftercare delivery with more specific resources and targets associated with aftercare in delivery contracts; and

· introduce networking initiatives to new-start companies.
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1 INTRODUCTION

EKOS were commissioned in October 2001 to undertake an evaluation of the Business Start Up Support Service (BSUSS) - Scottish Enterprise Glasgow's main volume-based mechanism to encourage new business formation. Delivered through the network of Local Development Companies (LDCs), it provided different levels of support depending on the anticipated scale of the new business idea being pursued. BSUSS distinguished between:

· Band 1 businesses, with an anticipated first year turnover of below £40,000; and

· Band 2 businesses, with an anticipated first year turnover of above £40,000.

The project was successful in attracting ERDF support through the Western Scotland Objective 2 Programme, 1997 to 1999. One of the conditions of support was, however, that Band 1 businesses be extended to include all those with an anticipated turnover of below £100,000. Another condition of ERDF grant was that an evaluation of the support provided to Band 1 businesses be carried out, against performance targets set in terms of:

· number of businesses assisted;

· level of sales in these businesses; and

· jobs generated.

The detailed objectives are to evaluate the:

· extent to which project targets have been achieved;

· extent of net economic development gain generated by the project; and

· adequacy of processes and delivery mechanisms utilised by the project.

An evaluation of both Band 1 and Band 2 elements of BSUSS were conducted in parallel. The overall objective of this report is to evaluate the outcomes from support provided to businesses through the BSUSS: Band 1 Project. The methods used to conduct this evaluation include documentary analysis, consultations with practitioners involved in the design and delivery of BSUSS, and a postal and telephone survey of companies and individuals that had received support and assistance via BSUSS.

This evaluation report is structured as follows:

· Chapter 2 outlines the background to the BSUSS Band 1 programme in terms of strategic objectives, expenditure, targets and monitoring data;

· Chapter 3 discusses the findings of the primary research, referring to detailed tables in Appendix A where necessary;

· Chapter 4 reviews the main issues and themes from the consultations with practitioners;

· Chapter 5 presents the economic impacts of the BSUSS Band 1 programme; 

· Chapter 6 provides the conclusions and recommendations of the evaluation, including an analysis of the economic impacts of BSUSS Band 1; and

· Appendix A contains detailed data from the primary research in a tabular format for both Band 1, Band 2 and the total BSUSS beneficiary sample that responded to the survey.

2 background

3 INTRODUCTION

This section discusses the background to the BSUSS Band 1 programme, highlighting the main rationale and strategic priorities it set out to address, the main aspects of delivery, resourcing, targets and monitored outcomes.

4 BSUSS RATIONAL AND STRATEGY

5 Origins

BSUSS was established in May 1994, as a replacement for GISS (Glasgow Integrated Start-up Support). An evaluation in May 1998 provided a platform from which to develop and improve the BSUSS programme for the 1999 ERDF application. Traditionally, much support activity, including start-up support, has been delivered via Glasgow's eight Local Development Companies (LDCs), who provide on-site access and business advisors for individuals and companies.

The evaluation made some specific recommendations for the future delivery of business start-up support, and SE Glasgow (then Glasgow Development Agency) in consultation with Glasgow's Local Development Companies (LDCs) built them into the new programme. In particular, the main departures from the previous programme included:

· removing the association with unemployment - i.e. assistance through BSUSS was made available to all, and not just those unemployed for 6 months or over;

· segmenting the beneficiary base into either Band 1 businesses, with an anticipated first year turnover of below £100,000, and Band 2 businesses, with an anticipated first year turnover of above £100,000;

· tailoring support and financial assistance flexibly to the Banding and needs of the business, with the expectation that Band 1 clients may take a higher proportion of the weekly allowance form of support;

· tailored financial support to the business idea and situation of the client; and

· improved aftercare for BSUSS clients, including tailored training courses for identified business needs.

The BSUSS programme was adjusted in 2001 in order to provide services in line with the Small Business Gateway being delivered nationally. Details on how this affected delivery are discussed in the next section.

6 Strategy

The main strategic issues that BSUSS was designed to address included the following:

· to provide business start-up activities within the CED Areas* in Glasgow where self-employment and micro-business start-ups are promoted as an alternative to unemployment;

· to contribute to the change in perception of entrepreneurship and business ownership in Scotland; and

· to complement the BSUSS Band 2 Growth Start-Up project being simultaneously delivered.

*The seven designated CED/regeneration areas of Glasgow include Castlemilk, Drumchapel, Easterhouse, Glasgow North, East End, Gorbals and Govan.

7 DELIVERY

8 Original programme

Under the Band 1 BSUSS programme, the elements of support made available to a business included:

· to prepare clients who wish to enter into business with the necessary advice, information, counselling and training;

· where appropriate, access to a weekly allowance for clients with projected sales of over £10,000 per annum;

· to ascertain whether clients would benefit and meet the criteria for a Business Subsidy or Lump Sum Grant, and to award the grant if they qualify;

· to provide an advice and monitoring service to new business starts; 

· to provide advice, training and information concerning business plan preparation, introduction to finance and marketing, skills assessment, and advice on sources of funding; and

· to provide aftercare services including continued advice, information and access to appropriate training.

A condition in the ERDF application included the criteria that each client on BSUSS will have to provide a minimum of £1,000 to invest in their business. Band 2 assistance was implemented through seven local development companies, which are based in CED areas, including:

· Castlemilk Economic Development Agency;

· Drumchapel Opportunities;

· East End Partnership;

· Glasgow North;

· Gorbals Initiative;

· Govan Initiative; and

· Greater Easterhouse Development Company.

9 Small Business Gateway

SBG (Small Business Gateway) was launched in 2001. Small Business Gateway was established as a nationally co-ordinated, locally delivered Scottish Enterprise initiative that aims to provide:

· a single point of access into all the business support services in the SE area;

· start-up information and signposting to potential entrepreneurs; and

· a business information service to existing businesses addressing a range of subjects including (but not exclusively), market research, company information, patenting and finance.

Fundamentally, SBG involved a shift in the management, nature and type of assistance available to start-up companies so that a minimum level and standard of resources and provision are available locally. Additionally, the weekly allowance element of BSUSS was scrapped and a new grant for IT equipment was introduced (which could be used for non-IT equipment in SIP areas).

10 RESOURCING

11 Introduction

BSUSS Band 1 was resourced by the combination of SE Glasgow funds and ERDF funds. ERDF was awarded under Priority Community Economic Development, and Measure 5.1 CED Regeneration Initiatives.

This section briefly outlines the planned financial resources allocated to BSUSS and the performance in the programme in terms of actual expenditure and meeting ERDF claims.

12 Planned resources

The programme was scheduled to be delivered over three years 1999 to 2001, incurring a total cost of £1,052,400 for the lifetime of the project. A total of £678,000 was eligible for expenditure, and 50% matched funds of £339,000 were awarded. A breakdown of planned costs is detailed in Table 2.1 below.

	TABLE 2.1: PROJECT EXPENDITURE PROFILE

	
	1999
	2000
	2001
	Total

	Total costs of project
	316,800
	355,300
	380,300
	1,052,400

	Total eligible expenditure
	192,000
	230,500
	255,500
	678,000

	% rate of grant requested
	
	
	
	50%

	ERDF grant awarded
	96,000
	115,250
	127,750
	339,000


In terms of performance to date in resource allocation and expenditure, the Band 1 Programme has progressed satisfactorily, with only 22% of claims value outstanding.

	TABLE 2.2: ERDF CLAIMS PERFORMANCE £

	Items of Expenditure
	Total Approved
	Total Claimed to 30.09.01

	1 Business Start-up Support
	653,000
	525,037

	2 Evaluation
	25,000
	0

	Total Eligible Expenditure
	678,000
	525,037

	Total Grant Claimed @ 50%
	339,000
	262,519


13 TARGETS AND MONITORING

14 Targets

The BSUSS programme was set overall targets of assisting 540 businesses, generating 735 new full-time equivalent (FTE) jobs, and generating £12.42 million in turnover from new businesses. The annual and total targets are set out in Table 2.3 below. 

	TABLE 2.3: QUANTIFIABLE PROJECT OUTPUTS

	
	1999
	2000
	2001
	Total

	Outputs
	
	
	
	

	No. of businesses assisted
	180
	180
	180
	540

	Impacts
	
	
	
	

	No. of new FTE jobs
	245
	245
	245
	735

	Turnover of new businesses
	£4.14m
	£4.14m
	£4.14m
	£12.42m


A non-quantifiable target was established as to influence cultural factors described in the Business Birth Rate Strategy and to contribute to the change in perception of entrepreneurship and business ownership in Scotland.

Targets were established using evaluation evidence, including the following:

· during 1998 293 businesses within Band 1 criteria were assisted through BSUSS;

· an average number of jobs per Band 1 company as 1.36;

· the average projected turnover for a Band 1 company was £23,000.

15 Monitoring

performance progress from erdf claims

Performance progress has been monitored up to 30 September 2001, and is indicated in Table 2.4 below. Satisfactory performance has been achieved to date. In terms of turnover of assisted businesses, targets have been exceeded. However, evaluation evidence presented in this report will seek to clarify the validity of the claims evidence.

	TABLE 2.4: ERDF CLAIMS PERFORMANCE £

	Outputs
	Total Approved
	Total Claimed to 30.09.01

	No. of businesses assisted
	540
	430

	Impacts
	
	

	No. of new FTE jobs created
	735
	565

	Turnover of new businesses
	12,420,000
	15,176,864


performance by local development company

Further data on performance by local development company, made available by SE Glasgow is revealing and is noted for numbers of businesses assisted, FTE jobs created and average turnover in Tables 2.5, 2.6 and 2.7 respectively.

As indicated in the data, Govan Initiative assisted the largest volume of businesses amongst the LDCs, and Greater Easterhouse DC assisted the least. East End Partnership has significant levels of average job creation per business assisted. In terms of average turnover levels reported, the overall average annual turnover is £34,507. Average turnover levels per LDC vary from 20,294 in East End Partnership to 40,549 in Gorbals Initiative.

	TABLE 2.5: NUMBERS OF BUSINESSES ASSISTED 13/02/1999 TO 01/07/2001

	
	<£30k
	£30-40k
	£40-75k
	£75-100k
	Total

	Govan Initiative
	85
	18
	27
	10
	140

	Drumchapel Opportunities
	33
	5
	15
	2
	55

	East End Partnership
	31
	9
	19
	7
	66

	Glasgow North
	36
	8
	20
	3
	67

	Greater Easterhouse D.C.
	7
	1
	2
	1
	11

	CEDA
	16
	2
	9
	5
	32

	Gorbals Initiative
	10
	0
	6
	3
	19

	TOTAL
	218
	43
	98
	31
	390


	TABLE 2.6: NUMBERS OF FTE JOBS CREATED 13/02/1999 TO 01/07/2001

	
	<£30k
	£30-40k
	£40-75k
	£75-100k
	Total

	Govan Initiative
	72
	31
	32
	26
	161

	Drumchapel Opportunities
	6
	3
	18
	2
	29

	East End Partnership
	38
	16
	58
	13
	125

	Glasgow North
	46
	10
	38
	8
	102

	Greater Easterhouse D.C.
	5
	1
	3
	4
	13

	CEDA
	13
	1
	26
	8
	48

	Gorbals Initiative
	12
	0
	13
	6
	31

	TOTAL
	192
	62
	188
	67
	509


	TABLE 2.7: AVERAGE TURNOVER OF NEW BUSINESSES 13/02/1999 TO 01/07/2001

	
	<£30k
	£30-40k
	£40-75k
	£75-100k
	Total

	Govan Initiative
	17,996
	35,090
	52,113
	90,449
	31,949

	Drumchapel Opportunities
	18,013
	36,360
	49,478
	85,750
	30,726

	East End Partnership
	20,373
	34,223
	52,536
	85,571
	20,294

	Glasgow North
	20,363
	36,624
	53,550
	92,401
	35,437

	Greater Easterhouse D.C.
	20,331
	37,808
	56,659
	91,800
	35,022

	CEDA
	18,652
	33,740
	47,853
	86,370
	38,389

	Gorbals Initiative
	20,689
	-
	48,893
	90,059
	40,549

	TOTAL
	18,974
	35,342
	51,589
	88,581
	34,507


16 Beneficiaries Survey

17 INTRODUCTION
Both telephone and postal surveys were conducted with BSUSS participants. Both surveys included identical questions, and the telephone survey included additional questions and some open-ended questions. Findings are reported from aggregate responses of both surveys initially, and a further section details additional findings from the telephone survey.

In total, there were 15 responses from the telephone survey and 148 from the postal survey, from a sample of 50 and 813 respectively. This gives a response rate of almost 19%.  Both questionnaires covered issues concerning:

· personal and employment status of beneficiaries - at the time of the grant award and currently;

· initial barriers, reasons and aspirations for starting a business;

· nature of business, activity and performance;

· use of BSUSS and rating of service, including additionality and impact of grant; and

· incidence and experience of aftercare.

18 FINDINGS

19 Personal characteristics

The survey asked beneficiaries a range of questions concerning their personal characteristics. The main findings are summarised below.

In terms of age the greatest proportion of respondents were in the 36-49 year old age group (40%). This was followed by the 26-35 year old age group (36%). There were 32 respondents in the 50+year old age group, and no respondents aged between 16-19 years old.

The majority of respondents were male, as indicated in Figure 5.1.
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The vast majority of respondents were white, with less than 2% of respondents from an ethnic minority.  Only one of the respondents indicated that they were disabled.

In terms of the dates businesses started and dates assistance was received from BSUSS amongst the beneficiary sample that responded, Table A4 in the appendix indicates that these peaked in 2001.

The status of beneficiaries prior to starting in business was dominated by two types.  The majority (41%) had been in employment followed by those unemployed for less than 12 months (30%).

Most beneficiaries (39%) had heard about the availability of start up support by word of mouth. However, referrals by other organisations were also significant as indicated (32%). Examples of other means included knowledge of the network, the Job Centre and Personal Enterprise Shows.

20 Initial barriers, reasons and aspirations for starting a business

Table A8 in the appendix summarises the responses concerning the motivations for beneficiaries seeking self-employment. The main motivation was to be independent (25% of respondents). Other significant motivations included the desire to start their own company and that it gave better opportunities.

Regarding ambition most companies had aspirations for self-employment only whilst a few wanted to grow the business with as many as 57 employees in one case.  The average number of jobs anticipated was 3.9.  The turnover anticipated ranged from £6,000 to £2.5 million, with an average of £187,659 per annum.  Profit ranged from £2,600 to £100,000 with an average of just over £23,000.

The main barrier to business start-up was access to finance/capital (for 38% of all respondents) followed by lack of business skills or experience (20%).  These are outlined in Table A10.
Further questions were asked in the telephone interviews concerning barriers, aspirations and intentions, and results indicated that:

· accessing the appropriate networks for marketing to increase a client base was a problem; and

· property and premises were expensive which often was not anticipated at the outset.

21 Nature of business, activity and performance

The majority of businesses established by respondents were set up as sole traders (77%), followed by setting up as a limited company (14%) then as a partnership (9%).  None set up as a co-operative.

There was a variety of activities for the businesses established, with the most popular activities being business or personal services, which accounted jointly for 32% of respondents' businesses.  Other activities accounted for 25%, examples of which include consultancy and counselling.

The majority of business is conducted within 10 miles of Glasgow - accounting for, on average, approximately 66% of sales/turnover.

In terms of business performance, it was possible, using survey data, to calculate the average employment levels and sales for businesses.  This is based on the current year:

· on average, each business employed 2.7 full-time equivalent employees and 1.7 part-time employees;

· a few companies had grown quite large workforces - up to 100 full-time employees in one case;

· the average turnover per business per annum was almost £44,177, with a maximum of £360,000 being reported by companies; and

· average profit generated per business per annum was £12,307.

22 Support accessed

Beneficiaries received an assortment of support from the various LEDCs.  This is outlined in Table A17 in the appendix.    The majority had accessed information (28%), advice (28%) and finance (23%).  This was accessed from various LEDCs with the majority using Glasgow Opportunities (54%) followed by Govan Initiative at 18%.  This is consistent with the database source used by EKOS for the survey.

23 Financial assistance

There were different types of financial assistance accessed.  It should be noted that beneficiaries had different notions of what was a subsidy and what was a grant with some specifying the IT Grant or the subsidy as other forms of finance.  None were able to quantify the value of any advice offered. The value of awards ranged from £65 to £13,000 with the most common being £500.  The total financial assistance awarded for the 144 respondents who replied was over £167,000.

Over half the respondents had raised external or bank finance to start up in business.  The amounts varied from £500 to £115,000 with the most common being £1,000.  The total external financial assistance raised by those who replied was £848,850.

The majority of beneficiaries used any financial assistance for equipment, tools or clothing - accounting for 42% of all beneficiaries, followed by marketing and advertising (25%).  The other major use was for cash flow and working capital purposes or salary.

24 Additionality

In terms of additionality of BSUSS, 55% of respondents would have started their business at exactly the same scale and time.  35% would have started at a later and/or smaller scale and 10% would not have started at all.

Overall 72% of the start-up support received was rated as good or very good as indicated in Figure 5.2 below.
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In terms of the rating of importance that beneficiaries attached to BSUSS. Most businesses regarded BSUSS as having some degree of importance in the success of their business with 60% rating it as important, very important or essential.  Only 16% considered it not to be important and 3% found the support detrimental.

A majority of BSUSS beneficiaries (58%) indicated that the experience of starting their own business has made it more likely to start another business in the future. Only 5% reported that their experience had made it less likely.

Table A25 in the appendix also summarises the personal benefits that beneficiaries associated with starting their own business.  26% stated that it had improved their knowledge and understanding followed by an improvement in confidence at 20%.  Other benefits included personal satisfaction and a better quality of life without stress.

25 Incidence and experience of aftercare

From both the postal and phone surveys, only 17 indicated that they had ceased trading, however many beneficiaries did not return a questionnaire or were not contactable by phone therefore it can be assumed that the real figure is much higher. 

For those businesses that had ceased trading, respondents were asked what they were doing now. 3 respondents were in full-time employment, and 4 respondents were in part-time employment.  4 had started another business.  Only 2 individuals were currently unemployed.  Other reasons given were maternity leave and business being slow - and these individuals were also registered for benefits/unemployment.

60% of  beneficiaries recalled that they had received some kind of follow up or aftercare as part of the support package that they had received. 40% indicated that they had received no aftercare or follow up.

In terms of the type of aftercare received, the offer of more counselling or advice was the most common form of aftercare with 43% followed by training with 36%.  Other aftercare included general follow-up calls, networking and for account details.

70% of those who had received aftercare considered it to be good or very good.  Only 8% considered it poor and 1% very poor.

26 ADDITIONAL TELEPHONE SURVEY FINDINGS

The telephone survey provided an opportunity to probe in more depth on certain issues and questions. The main additional findings are summarised as:

· generally people started in business as it related to previous employment and provided better opportunities than being unemployed;

· other barriers included getting appropriate networking opportunities to widen client base, age, and difficulties obtaining funding and with cashflow;

· the support offered was well received and the advice and assistance very helpful:

· financial support was helpful although a few interviewees stated that they would have sourced the finance elsewhere had it not been available

· others said that they could not have started otherwise, focusing particularly on good advice

· strengths

· good help and advice.  One-to-one relationships with advisers helped to establish trust

· weaknesses

· slow to respond with financial assistance;

· after could have been better; and

· some had received little support and felt that their business adviser was most unhelpful.

· personal benefits from starting in business included the personal satisfaction of a more fulfilling career and having more control;

· aftercare

· generally welcomed as a good sounding board but could be a bit more pro-active; and

· sometimes the impression is given that BSUSS staff just have quotas to fill.

· improvements

· better and more specific advice for specialised companies rather than just general advice

· quicken up the process

· more flexible and less bureaucratic

· more financial assistance

· more aftercare

· other comments

· failure rate due to lack of aftercare

· should be better networking

· better networking between organisations

· "overall good support but takes too long & too fragmented. pots of funding, too many applications, could streamline & simplify"

27 ANALYSIS OF BUSINESS PERFORMANCE BY BENEFICIARY BACKGROUND

A separate analysis was conducted to cross-tabulate business performance with the entrepreneur's employment background, as presented in Table 3.1. This indicates that, in all performance indicators, those respondents that were in employment prior to starting their business enjoyed better performance on all measures in the 3 years of the BSUSS programme 1999-2001 than those not in employment (unemployed > 12 months; unemployed < 12 months; under threat of redundancy; or returner to workforce). In terms of projected performance, the same results hold - projected performance is greater for those previously in employment.

	TABLE 3.1: AVERAGE BUSINESS PERFORMANCE (PER BUSINESS) BY BENEFICIARY EMPLOYMENT BACKGROUND

	
	FT Jobs
	PT Jobs
	Turnover
	Profit

	
	prev. employed
	not prev. employed
	prev. employed
	not prev. employed
	prev. employed
	not prev. employed
	prev. employed
	not prev. employed

	1999*
	1.25
	1.11
	1.45
	1.33
	28,429
	15,023
	2,200
	6,543

	2000*
	2.64
	1.13
	1.71
	1.13
	47,946
	19,272
	6,621
	6,558

	2001*
	2.65
	2.78
	2.16
	1.25
	76,251
	34,552
	22,215
	12,035

	2002
	2.96
	4.34
	1.93
	1.38
	120,719
	58,907
	35,923
	17,028

	2005
	4.70
	8.09
	2.85
	2.63
	415,577
	129,261
	91,239
	36,300


* denotes actual performance, 2002 and 2005 denote projected performance

28 SUMMARY

The main findings from the beneficiary surveys are summarised as follows.

· Characteristics of beneficiaries indicate that they are mainly white, male, non-disabled aged between 36-49.  Most had been in employment or unemployed for less than 12 months.

· Businesses established tended to be mainly sole traders within the service sector, conducting the majority of business within a ten mile radius of Glasgow.  Average business figures put employment at 2001 was 2.7 full-time and 1.7 part-time with £44,177 turnover and £12,307 profit.

· Although only 17 indicated that they had ceased trading, the figure is likely to be much higher.

· BSUSS was mainly accessed from Glasgow Opportunities and information, advice and finance were the most popular types of support.  Financial assistance was mainly used for equipment and marketing.

· 45% of beneficiaries said BSUSS had provided some form of additionality and 55% would have started in exactly the same way had it not been available.  60% did consider it’s impact as important and felt that their business knowledge and understanding and confidence.

· 40% of businesses received no aftercare and of the 60% who did, the majority (70%) felt it provided positive benefits.

29 CONSULTATIONS

30 introduction

As part of the evaluation, EKOS consulted with the various partners involved in delivering BSUSS to review their perceptions of BSUSS in relation to the economic environment.  This included:

· their roles and responsibility;

· marketing and promotional activity;

· targeting and selection criteria;

· strengths and weaknesses;

· content of pre-start support services;

· aftercare programme;

· integration with other public sector programmes; and

· suggested improvements.

It should be noted that the findings presented here represent our summary of consultees perceptions, and as such are open to qualification and validation. The remainder of this Chapter details the findings.

31 Delivery agents - Local Development Companies

32 Roles and responsibility

In terms of the Local Development Companies interviewed, all had a wider remit than the provision of BSUSS, and all had access to other resources and programmes related to business start up. The key points that were made by LDC interviewees were that:

· they were the local provider of a range of economic development and regeneration services, including services for start-up businesses; and

· there were a large range of other business start-up support programmes and initiatives available in addition/ or complementary to BSUSS. These included:

· Local Enterprise Action Fund (LEAF)

· Princes Youth Business Trust

· Women into Business Programme/ Wellpark Centre

· West of Scotland Regeneration Fund

· LDC's own small loan funds.

Overall, there was no significant issues or problems with roles and responsibilities.

33 Marketing, promotion, targeting and selection

marketing and promotion

A variety of marketing and promotional methods were used, including:

· mailshots;

· press advertisements or features; and

· open days and events;

The local profile of each LDC and the contacts through 'word of mouth' were felt to be significant factors. Many enquiries were thought to occur on the basis of interested individuals calling in or enquiring in person.

targeting and selection

It was apparent that there was an 'open door' policy to initial consultations and advisory sessions. Selection did occur on the basis of assistance according to whether the company was in Band 1 or Band 2. 

An observation from the consultations is that LDCs tended to be reactive to enquiries, and that there was little proactive action or selective marketing to assist individuals or start-ups with certain characteristics.

A problem that a few LDCs commented on was that it was often difficult for Band 1 companies to find matched funding themselves, so there was reliance on other public sector sources to provide the BSUSS matched funding component.

34 Strengths and weaknesses

STRENGTHS

The strengths outlined by the LDCs included:

· overall, a simple straightforward programme to administer and implement - both in terms of management relations with SE Glasgow and delivery to clients on the ground;

· clear and simple eligibility criteria;

· flexible and very easy to combine with other support packages, programmes, initiatives and funds;

· the delivery agencies had significant input into the development of policy and strategy for start-ups and the development of BSUSS;

· BSUSS enabled high quality advice and assistance to be given;

· BSUSS didn't require its own branding, so it was easy to integrate with the overall support and service package offered by LDCs; and

· the Banding of companies and tailored assistance was regarded as appropriate and an improvement on previous support.

WEAKNESSES
The weaknesses outlined by the LDCs included:

· the loss of the Enterprise Allowance Scheme element to support for Band 1 start-ups in 2001 was seen as a problem and a loss in terms of the overall support package;

· a few LDCs commented that they couldn't meet BSUSS targets through BSUSS funding alone - that other funding sources were used;

· the BSUSS business planning element was too basic and did not involve the client enough;

· annualised targets and the exclusive measure of start-up volumes were a problem. There was no incorporation of targets such as survival rates, service quality , etc;

· the actual enforcement of contracts and tying performance to contracts and payments, although established in principle was not applied; and

· the recently introduced SBG has introduced a number of identified weaknesses, which will be discussed in Section 4.2.8 below.

35 Content of pre-start support services

Generally, within the pre-SBG BSUSS programme, there was no standard for service at the pre-start stage. Overall, the approach introduced by SBG was thought to be an improvement, and helped to filter out individuals and companies who were serious about their business and prospects. However, the group approach, such as Think, Plan, Do, was thought to be less suitable to SIP residents. A number of LDCs indicated that they felt one-to-one support was more appropriate for this client group.

36 Aftercare programme

Aftercare was offered by all LDCs, but there was a problem cited by all LDCs concerning the insufficient level of resources made available to implement aftercare services. Aftercare was thought to be better in SIP areas are there were more resources available, sourced from alternative programmes or initiatives.

Drumchapel's book-keeping service for start-ups was thought by many LDCs to be an effective way of maintaining contact with start-up companies, that involved the early diagnosis of problems, as well as providing a valuable service.

A problem identified by a few LDCs was that it was difficult to maintain the interest of some companies, as there were now less sources of grant finance available to them.

37 Integration with other public sector programmes

Most interviewees thought that BSUSS and their start-up services were integrated well, and that BSUSS formed part of a good package of support. In terms of integration with other organisations, this was thought to have operated effectively.

The point was made that it was important to recognise that a client often doesn't need to know, or is not interested in, the name or source of support - just that its available and what it is for.

38 Overall rating of BSUSS

BSUSS was well-rated as a programme and form of grant support to enable deliver of start-up support services.

Overall, SE Glasgow's role in managing and implementing BSUSS was thought to be good, and had improved significantly over recent years.

39 Introduction of Small Business Gateway

The introduction of Small Business Gateway in 2001, and the re-design of start-up support to align with that was the source of a number of problems for LDCs. These are summarised below as:

· the loss of the weekly allowance/Enterprise Allowance scheme form of support was thought of as detrimental, especially for SIP clients (although subsequent research invalidates this argument by highlighting the availability of support through New Deal to replace this - see Section 4.4);

· SBG was implemented too quickly, and procedures had not been properly established - an example cited by most interviewees was that the central telephone number was not effective on launch;

· services were not as suitable for SIP residents - i.e. there was a move from one-to-one support towards group-based support and training;

· there was no consultation with delivery organisations for business support; and

· the attempt to develop a consistent service with uniform standards of provision is difficult - no less because there are other regeneration programmes and support schemes outwith SBG which dilute this consistency.

40 Suggested improvements

Various improvements were suggested by all consulted.  These included:

· improve resources for aftercare and aftercare services;

· more focus on quality and survival to balance the past focus on volume as the sole objective of assistance;

· recognise and retain the need for, and provision of, specialised support - e.g. for women, SIPs, and social economy organisations;

· reduce the number of delivery agencies in Glasgow and achieve better economies of scale and scope;

· use specialisms and experience of business advisors better and more widely throughout Glasgow;

· more training and induction for business advisors; and

· try not to reinvent or replace services that are already working well and are recognised for this.

41 SCOTTISH ENTERPRISE

42 Roles and responsibility

Scottish Enterprise Glasgow provided the strategic management and resources for start-up support, and was responsible for the overall design and implementation of BSUSS. Scottish Enterprise Glasgow refer all business start up enquiries through the Small Business Gateway administered by the LDCs.  The only form of finance available from the Small Business Gateway specifically targeted at start up businesses is for IT equipment where match funding of 50% of the costs up to a maximum of £500 is available.

43 Marketing,promotion, targeting and selection

SBG was thought of as an improvement in terms of marketing and promotion, with a national identity and centralised telephone lines. However the lack of a client contact management system that operates between all SBGs is seen as a problem where improvements could be made. 

44 Strengths and weaknesses

STRENGTHS

· The weekly allowance element of BSUSS was regarded as a strength - as it was easier for clients to start their own business, especially if they were from a SIP area or a disadvantaged background.

WEAKNESSES
· Poor aftercare was regarded as a weakness - it was cited as having few resources and was not prescribed enough. It was recognised that requirements were not made specific enough in the contracts with LDCs, and that it was not specifically funded.

· Too much emphasis was placed on the volume of start-ups and the volume of grants disbursed - with no emphasis on the survivability of businesses.

· Trying to manage nine contracts with varying scales of client volumes in order to deliver start-up support in Glasgow.

45 Content of pre-start support services

This was thought to have improved markedly since the introduction of SBG.

46 Aftercare programme

The lack of detailed aftercare provision and resources in the BSUSS contract with LDCs was seen as a weakness in the programme. Overall, the lack of structured aftercare was a perceived problem of the programme.

47 Overall rating of BSUSS

Overall BSUSS's performance was regarded as good, and at least as good as anywhere else in Scotland. The banding was seen as particularly appropriate and worth keeping for future provision.

48 Introduction of Small Business Gateway

The introduction of SBG was seen as providing several advantages over BSUSS:

· stronger pre-start elements including seminars; and

· more explicit in terms of content of support and eligibility.

49 Suggested improvements

The following improvements were suggested in relation to BSUSS or its replacement within SBG:

· a formal review of company progress could have been incorporated into the support package - it would have helped the company as well providing monitoring information for the support agencies. An example of good practice cited was Drumchapel Opportunity's Certificate of Achievement;

· more structure or services linked to aftercare - e.g. Drumchapel's hot-desking and book-keeping service for start-ups;

· more emphasis on business survival; and

· support should be more explicit in terms of offering packages of support from pre-start to establishment.

In terms of current SE thinking on best practice, this is characterised by an increase in flexible mentoring for businesses, and for more sophisticated and intensive account and client management.

50 Current developments

A number of developments in start-up support are currently being considered, including:

· PC-based packages for support and information that are delivered by an advisor;

· a substantial increase in the volume of companies assisted, as Glasgow lags behind in terms of starts per unit of expenditure;

· the challenge of SBG means a more open scrutiny of performance, accreditation for business advisors, and a national customer care charter

In terms of the overall approach to business support and assistance in Scotland, there are several trends apparent that will be implemented over the next few years:

· less discretionary support for businesses;

· an increase in the centralisation and productisation of business assistance and start-up services;

· less grant assistance, more direct services provision from SBG;

· the establishment of a modular approach to service provision; and

· a diagnostic approach that will assess businesses and their needs based on growth characteristics, and will assign businesses to appropriate modules of support for their growth needs.

51 ISSUE - WEEKLY ALLOWANCE/EAS

52 Introduction

The issue concerning the weekly allowance or Enterprise Allowance Scheme is worth discussing in more depth, as it was raised during consultations frequently. From discussions, it was apparent that the provision of a weekly allowance for individuals entering self employment or starting up their own business had been removed from the assistance portfolio.

In terms of eligibility, anyone unemployed and on benefits for 6 months or more; or anyone under threat of redundancy was entitled to participate in the scheme, which paid the equivalent of weekly benefits for up to a year whilst an individual started a business.

However - as one respondent mentioned, and as further research reveals - this form of provision is provided under the New Deal: Self Employment Option. Eligibility criteria are detailed below:

· 18-24 years of age: claiming Job Seeker's Allowance for 6 months;

· 25-50 years of age: unemployed for 18 out of the last 21; and

· 50 + : on benefit for the past 6 months.

New Deal maintains benefits levels for 26 weeks whilst the client starts and runs their business. In addition, advice and guidance is part of the assistance package.

The conclusion that can be made is that similar provision is available to the BSUSS weekly allowance, but that the eligibility criteria are slightly different and the provider has changed. Only one of the LDCs indicated knowledge of New Deal Self Employment Option - it may well be that clients are losing out if they are not signposted to this as part of the start-up assistance process.

53 summary

This chapter has outlined the key points of discussion that emerged from consultation with staff and advisors from the Scottish Enterprise Network and Local Development Companies involved in the delivery of BSUSS and Small Business Gateway.

The key summary points are as follows:

· BSUSS was part of a portfolio of services on offer to businesses and provided by LDCs, and it was well regarded in terms of clarity, simplicity and ease of management. LDCs also placed value on the consultative process that formed part of the programme design.

· There was little proactive targeting of individuals and businesses - marketing, promotion and client selection were performed on a more 'passive' basis, with an open door policy to those interested in starting a business.

· The main strengths of BSUSS were interpreted as:

· simplicity and clarity - management, administration, eligibility;

· easy to combine with other support packages;

· enabled high quality provision to be delivered; and

· banding was appropriate and led to more effective results.

· The main weaknesses of BSUSS were interpreted as:

· exclusive use of volume of start ups as a performance measure;

· performance to contract was not heavily scrutinised; and

· poor aftercare - not enough emphasis in contracts and resources allocated to it.

· The need to maintain differentiated support according to the situation and needs of different client groups was emphasised - SIP residents' needs were often cited as important.

· Aftercare was emphasised as an area of service poorly addressed by BSUSS.

· BSUSS integrated well with other organisations, programmes and initiatives.

· The introduction of Small Business Gateway had caused a few problems - LDCs were having difficulty adjusting to the new framework for delivery.

· Suggested improvements to BSUSS or its successor included:

· improve emphasis and resources for aftercare;

· more focus on quality of service and survival of businesses as performance targets;

· more economies of scale and scope in terms of delivery; and

· more/better training and induction for business advisors.

· The loss of the weekly allowance through business support assistance by the Small Business Gateway was much discussed. However, it was found that the New Deal now offers a similar support package, and that there may be a need to ensure delivery agencies are more aware of this.

· The nature of support for start-up businesses will continue to change - to become more centralised, differentiated, productised, modularised, and with better client mentoring and account management.

54 ECONOMIC IMPACT

55 INTRODUCTION

In reporting the impacts of BSUSS both the postal and telephone surveys questioned each business in terms of:

· employment levels;

· sales performance;

· markets/displacement; and

· additionality.

The following assumptions have been made in calculating the impact of BSUSS:

The postal survey returned 148 questionnaires and the telephone returned 15 questionnaires, representing 17% of the total number of businesses receiving BSUSS (863). A survival rate was calculated from the telephone interviews - from a sample of 50 companies, a total of 19 could not be traced - either their telephone number had been cancelled or they had moved premises. If it assumed that these companies have gone out of business, this gives an approximate survival rate of 60% - which calculates as 518 businesses surviving. This will be applied to the impact calculations.

56 DATA

Over all years where respondents an average annual sales level was calculated. Average employment and sales per company were calculated as follows:

· 3.55 FTE employees per company

· £44,177 annual sales per company

Aggregate gross outputs can then be calculated by using these average figures for the 518 companies that are still trading, and survey data to indicate the length of time that each company has been trading.

57 INPUTS

The project is resourced by a package of SE Glasgow and ERDF funds. If all planned expenditure will be exhausted, a total of £1,052,400 in expenditure will be incurred for the BSUSS programme 1999-2001.

58 OUTPUTS

The (gross) outputs for the programme are described in Table 5.1 below. They have been estimated using this evaluation's survey data, and are summarised as:

Employment:
the average number of Full Time Equivalent (FTE) jobs is 3.55 per company, grossing up (on the basis of 518 companies surviving) to 1,838.

Turnover: 
the average sales per annum per company for 2001 is £44,177.  Grossed up, accounting for the age of the companies and the survival rate, this gives a total estimated sales of £21,779,122 for the programme period.

Profitability: 
the average profit per annum per company for the same period is £12,307, which equates to an average of 28% profitability. When average profits are grossed up, accounting for the survival rate, this gives estimated total profits of £6,067,125.

	TABLE 5.1: OUTPUTS

	
	Average per company
	Total for all surviving companies

	Jobs
	3.05
	1,580

	Annual Turnover
£
	44,177
	21,779,122

	Annual Profits 
£
	12,307
	6,067,125


59 IMPACTS

60 Impact model

In order to arrive at the net impact of the programme, gross employment and sales estimates will need to be adjusted to take account of the following:

additionality:

· The degree to which public sector (including ERDF funding) changes the nature of the project, in terms of whether it would go ahead at all, or whether the scale, timing or quality are enhanced.  

· An average additionality factor of 45% has been estimated from this evaluation's survey evidence.

displacement:

· the extent to which the supported development inhibits the development of - or subtracts from - other commercial businesses.  

· Survey findings indicated that businesses were small – either microbusinesses or sole traders, and that business activities were highly displacing at the local and national level.

· From the survey evidence, displacement factors of 65% for Glasgow and 95% for Scotland have been calculated and applied.
multipliers:

· Represent the income multipliers from induced employment generated by the consumption expenditures of net additional employees and the supplier multipliers from the  indirect employment impact generated by the purchase of goods and services by business participating in the Programme.  

· Standard (Scottish Enterprise) income multiplier factors applied are 20% for Glasgow and 30% for Scotland.

· Standard (Scottish Enterprise) supplier multiplier factors applied are 20% for Glasgow and 30% for Scotland.

Phasing:

· To calculate net sales that have accrued from the programme, we need to sum sales from companies year on year.

· This has been done in Table 5.2 below which assumes that all company starts will make 0.5 years worth of sales in year 1 of operation, with 12 months sales and a survival rate of 60% in subsequent years.

· This calculation produces a total of 483 revenue years from which to calculate net sales.

	TABLE 5.2: CALCULATED REVENUE-YEARS FOR START UPS SUPPORTED UNDER BSUSS BAND 1

	
	1999
	2000
	2001

	1999
	145
	173
	173

	2000
	-
	161
	193

	2001
	-
	-
	126

	Total
	145
	334
	493


The net impact of BSUSS is shown in Table 5.3 below. It is estimated that, at the Glasgow level, the BSUSS Programme has created 417 net new jobs, and generated a net additional £4,939,505 in turnover. At the Scottish level, the BSUSS programme is estimated to have generated 70 net new jobs, and £828,151 in net additional turnover.

	TABLE 5.3: IMPACTS

	
	Gross Outputs
	Net Impacts

	
	
	Glasgow
	Scotland

	Jobs
	1,838
	358
	60

	Turnover
£
	21,779,122
	4,939,505
	828,151


In terms of value for money, the calculated cost per net job is £2,937 per net new job at the Glasgow level, and £17,518 at the Scottish level.

61 KEY FINDINGS

Overall, the key findings from the impact analysis lead us to conclude that:

· The net number of new jobs is 358 FTE employees at the Glasgow level and 60 FTE employees at the Scottish level.

· The total net sales are £4,939,505 at the Glasgow level and £828,151 nationally.

· This represents fairly good levels of impact relative to other business start-up schemes. This is due to relatively high levels of additionality at the local level, compared to other start-up programmes.

· Cost per net job is £2,937 per net new job at the Glasgow level.

62 conclusions and recommendations

63 INTRODUCTION

This Chapter presents the key conclusions and recommendations to emerge from the evaluation.

64 PERFORMANCE AGAINST TARGETS

Inputs

In terms of inputs, the Band 1 Programme has progressed satisfactorily, with only 22% of claims value outstanding.

Outputs

BSUSS Band 1 exceeded its target for assists markedly - by 60%. This represents a significant over-performance.

Impacts

In terms of impacts, achievement was higher than targets on gross terms, with 1,580 gross new jobs being created and £22 million in gross new sales being generated over the three years 1999-2001 - as indicated in Table 6.1. The gross impacts were higher partially due to the greater volume of businesses assisted than planned. However, the gross impacts per business assisted were also higher, with 1.83 gross jobs per business being created as opposed to a target of 1.36.

The BSUSS Band 1 Programme generated the following net impacts:

· 358 FTE jobs at the Glasgow level and 60 FTE jobs at the Scottish level;

· the total net sales of £4,939,505 at the Glasgow level and £828,151 nationally;

· Cost per job is £2,937 per net new job at the Glasgow level.

	TABLE 6.1: PERFORMANCE TO TARGETS

	
	SE GLASGOW DERIVED
	EVALUATION EVIDENCE

	
	TARGETS
	CLAIMS
	GROSS
	NET


	NET



	Outputs
	Total Approved
	Total to 30.09.01
	
	GLASGOW
	SCOTLAND

	No. of businesses assisted
	540
	430
	863
	863
	863

	Impacts
	
	
	
	
	

	No. of new FTE jobs created
	735
	565
	1,580
	358
	60

	Turnover of new businesses
	12,420,000
	15,176,864
	21,779,122
	4,939,505
	828,151

	Impacts per business
	
	
	
	
	

	No. of new FTE jobs created
	1.36
	1.31
	1.83
	0.41
	0.07

	Turnover of new businesses
	23,000
	35,295
	-
	-
	-


non-quantifiable targets

The main non-quantifiable target was to encourage more positive attitudes to entrepreneurship. Survey evidence revealed that this had been achieved. 58% of respondents indicated that experience of their BSUSS-assisted start-up would make it more likely for them to start a business in the future, and only 5% indicated that this experience would make it less likely for them to do so.

65 KEY ISSUES

MISPERCEPTIONS ABOUT CHANGES IN PROVISION AND SUPPORT

A number of misperceptions exist concerning changes in support. These need to be clarified, as follows:

· maintenance of benefits for unemployed start-ups: the weekly allowance or Enterprise Allowance Scheme type of support has not been completely removed - rather, it has changed in terms of provider and eligibility. It is now available under New Deal: Self Employment Option; and

· IT grant replacing BSUSS grants: a review of client database evidence suggests that this simply is not the case. To clarify - the only form of grant provision available from the SBG is the IT grant, but BSUSS grants were still available up to the end of the programme in 2001. 

SURVEY RESPONSES

· beneficiaries were predominantly white, male, non-disabled and middle aged (36-49). Most had been in employment of unemployed for less than 12 months;

· information, advice and finance were the most popular types of support.  Financial assistance was mainly used for equipment and marketing;

· additionality was found to be quite high for a start-up support programme;

· 40% of businesses received no aftercare and of the 60% who did, the majority (70%) felt it provided positive benefits; and

· entrepreneurs who had been previously employed immediately prior to starting their business enjoyed better business performance on average than those who had not been in employment.

KEY STRENGTHS AND WEAKNESSES OF BSUSS

Strengths:

· inclusive programme design, including business advisors and LDCs;

· well regarded as a simple, good mechanism for support;

· easy to integrate with other support mechanisms and frameworks;

· high performance in terms of activities, impacts and additionality; and

· changed attitudes of participants to more positively regard entrepreneurship.

Weaknesses:

· poor aftercare;

· fragmentation of delivery and high number of delivery agencies;

· lack of clarity, speed and simplicity from clients view regarding grant eligibility, applications, and processing;

· non-specific advice - lack of specialist advisor resources; and

· lack of networking element to support.

targeted client group

An issue that needs consideration for the overall delivery of start-up support is the nature of the client group and delivery infrastructure. In BSUSS, the Band 1 target client group was SIP/CED residents. There has also been a traditional emphasis on providing self employment/ start-up opportunities as a route out of unemployment. However, the survey evidence revealed that the majority individuals seeking assistance are in employment or short-term unemployment.

From this evaluation, it is apparent that the businesses of those in employment prior to start-up perform better than those not in employment. In terms of survival and economic impact, there may be more justification in targeting and tailoring future support on those in employment. This is not to say that support should be withdrawn - rather that the needs of employed and non-employed clients are differentiated sufficiently to merit different approaches to providing support. This is reinforced by consultations with LDC staff who indicated that the needs of SIP residents were often different to those who have some employment or business experience.

66 SUMMARY AND RECOMMENDATIONS

In sum, the BSUSS Band 1 programme has been successful, and has more than achieved intended targets. It has also delivered value for money.

However, provision of support and services for start-ups is currently in the midst of change, and this brings a timely opportunity to introduce some improvements to the support available. Recommendations from this evaluation include:

· explore the feasibility and relevance of differentiated support between those in employment and those not in employment;

· improve availability of centralised services such as specialist advisors;

· more clarity in terms of available support;

· keep simple approach to management and delivery;

· improve aftercare delivery with more specific resources and targets associated with aftercare in delivery contracts; and

· introduce networking initiatives to new-start companies.
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67 INTRODUCTION

EKOS were commissioned in October 2001 to undertake an evaluation of the Business Start Up Support Service (BSUSS) - Scottish Enterprise Glasgow's main volume-based mechanism to encourage new business formation. Delivered through the network of Local Development Companies (LDCs), it provided different levels of support depending on the anticipated scale of the new business idea being pursued. BSUSS distinguished between:

· Band 1 businesses, with an anticipated first year turnover of below £40,000; and

· Band 2 businesses, with an anticipated first year turnover of above £40,000.

The project was successful in attracting ERDF support through the Western Scotland Objective 2 Programme, 1997 to 1999. One of the conditions of support was, however, that Band 1 businesses be extended to include all those with an anticipated turnover of below £100,000. Another condition of ERDF grant was that an evaluation of the support provided to Band 1 businesses be carried out, against performance targets set in terms of:

· number of businesses assisted;

· level of sales in these businesses; and

· jobs generated.

The detailed objectives are to evaluate the:

· extent to which project targets have been achieved;

· extent of net economic development gain generated by the project; and

· adequacy of processes and delivery mechanisms utilised by the project.

An evaluation of both Band 1 and Band 2 elements of BSUSS were conducted in parallel. The overall objective of this report is to evaluate the outcomes from support provided to businesses through the BSUSS: Band 2 Project. The methods used to conduct this evaluation include documentary analysis, consultations with practitioners involved in the design and delivery of BSUSS, and a postal and telephone survey of companies and individuals that had received support and assistance via BSUSS.

This evaluation report is structured as follows:

· Chapter 2 outlines the background to the BSUSS Band 2 programme in terms of strategic objectives, expenditure, targets and monitoring data;

· Chapter 3 discusses the findings of the primary research, referring to detailed tables in Appendix A where necessary;

· Chapter 4 reviews the main issues and themes from the consultations with practitioners;

· Chapter 5 presents the economic impacts of the BSUSS Band 2 programme; 

· Chapter 6 provides the conclusions and recommendations of the evaluation, including an analysis of the economic impacts of BSUSS Band 2; and

· Appendix A contains detailed data from the primary research in a tabular format for both Band 1, Band 2 and the total BSUSS beneficiary sample that responded to the survey.

68 background

69 INTRODUCTION

This section discusses the background to the BSUSS Band 2 programme, highlighting the main rationale and strategic priorities it set out to address, the main aspects of delivery, resourcing, targets and monitored outcomes.

70 BSUSS RATIONAL AND STRATEGY

71 Origins

BSUSS was established in May 1994, as a replacement for GISS (Glasgow Integrated Start-up Support). An evaluation in May 1998 provided a platform from which to develop and improve the BSUSS programme for the 1999 ERDF application. Traditionally, much support activity, including start-up support, has been delivered via Glasgow's eight Local Development Companies (LDCs), who provide on-site access and business advisors for individuals and companies.

The evaluation made some specific recommendations for the future delivery of business start-up support, and SE Glasgow (then Glasgow Development Agency) in consultation with Glasgow's Local Development Companies (LDCs) built them into the new programme. In particular, the main departures from the previous programme included:

· removing the association with unemployment - i.e. assistance through BSUSS was made available to all, and not just those unemployed for 6 months or over;

· segmenting the beneficiary base into either Band 1 businesses, with an anticipated first year turnover of below £100,000, and Band 2 businesses, with an anticipated first year turnover of above £100,000;

· tailoring support and financial assistance flexibly to the Banding and needs of the business, with the expectation that Band 1 clients may take a higher proportion of the weekly allowance form of support;

· tailored financial support to the business idea and situation of the client; and

· improved aftercare for BSUSS clients, including tailored training courses for identified business needs.

The BSUSS programme was adjusted in 2001 in order to provide services in line with the Small Business Gateway being delivered nationally. Details on how this affected delivery are discussed in the next section.

72 Strategy

The main strategic issues that BSUSS was designed to address included the following:

· to provide business start-up activities within the CED Areas* in Glasgow where self-employment and micro-business start-ups are promoted as an alternative to unemployment;

· to contribute to the change in perception of entrepreneurship and business ownership in Scotland; and

· to complement the BSUSS Band 2 Growth Start-Up project being simultaneously delivered.

*The seven designated CED/regeneration areas of Glasgow include Castlemilk, Drumchapel, Easterhouse, Glasgow North, East End, Gorbals and Govan.

73 DELIVERY

74 Original programme

Under the Band 2 BSUSS programme, the elements of support made available to a business included:

· to prepare clients who wish to enter into business with the necessary advice, information, counselling and training;

· to ascertain whether clients would benefit and meet the criteria for a Business Subsidy or Lump Sum Grant, and to award the grant if they qualify;

· to provide an advice and monitoring service to new business starts; 

· to provide advice, training and information concerning business plan preparation, introduction to finance and marketing, skills assessment, and advice on sources of funding; and

· to provide aftercare services including continued advice, information and access to appropriate training.

A condition in the ERDF application included the criteria that each client on BSUSS will have to provide a minimum of £1,000 to invest in their business. Band 2 assistance was implemented through eight local development companies - seven of which are based in CED areas, and one which is based in the city centre, including:

· Castlemilk Economic Development Agency;

· Drumchapel Opportunities;

· East End Partnership;

· Glasgow North;

· Glasgow Opportunities;

· Gorbals Initiative;

· Govan Initiative; and

· Greater Easterhouse Development Company.

75 Small Business Gateway

SBG (Small Business Gateway) was launched in 2001. Small Business Gateway was established as a nationally co-ordinated, locally delivered Scottish Enterprise initiative that aims to provide:

· a single point of access into all the business support services in the SE area;

· start-up information and signposting to potential entrepreneurs; and

· a business information service to existing businesses addressing a range of subjects including (but not exclusively), market research, company information, patenting and finance.

Fundamentally, SBG involved a shift in the management, nature and type of assistance available to start-up companies so that a minimum level and standard of resources and provision are available locally. Additionally, the weekly allowance element of BSUSS was scrapped and a new grant for IT equipment was introduced (which could be used for non-IT equipment in SIP areas).

76 RESOURCING

77 Introduction

BSUSS Band 2 was resourced by the combination of SE Glasgow funds and ERDF funds. ERDF was awarded under Priority Community Economic Development, and Measure 1.3 - Business Development for SMEs.

This section briefly outlines the planned financial resources allocated to BSUSS and the performance in the programme in terms of actual expenditure and meeting ERDF claims.

78 Planned resources

The BSUSS programme was scheduled to be delivered over the three years 1999 to 2001, incurring a total cost of £1,275,000 for the lifetime of the project. A total of £865,000 was eligible for expenditure, and 50% matched funds of £432,750 were awarded. A breakdown of planned costs is detailed in Table 2.1 below. Financial claims to date are detailed in Table 2.2, indicating that good progress has been made in claims to date, especially in terms of the main components (1 & 2) of service delivery. 

	TABLE 2.1: PROJECT EXPENDITURE PROFILE £

	
	1999
	2000
	2001
	Total

	Total costs of project
	450,000
	405,000
	420,000
	1,275,000

	Total eligible expenditure
	322,500
	264,000
	279,000
	865,500

	% rate of grant requested
	
	
	
	50%

	ERDF grant awarded
	161,250
	132,000
	139,500
	432,750


	TABLE 2.2: ERDF CLAIMS PERFORMANCE £

	Items of Expenditure
	Total Approved
	Total Claimed to 30.09.01

	3 Business Start-up Support
	535,500
	535,500

	4 Financial Assistance to New Start (lump sum grants)
	90,000
	90,000

	5 Marketing of the service
	185,000
	128,858

	6 Mentoring
	30,000
	0

	7 Evaluation
	25,000
	0

	Total Eligible Expenditure
	865,000
	754,358

	Total Grant Claimed @ 50%
	432,750
	377,179


79 TARGETS AND MONITORING

80 Targets

The BSUSS programme was set overall targets of assisting 315 businesses, generating 945 new full-time equivalent (FTE) jobs, and generating £31.50 million in turnover from new businesses. The annual and total targets are set out in Table 2.3 below. 

	TABLE 2.3: QUANTIFIABLE PROJECT OUTPUTS

	
	1999
	2000
	2001
	Total

	Outputs
	
	
	
	

	No. of businesses assisted
	105
	105
	105
	315

	Impacts
	
	
	
	

	No. of new FTE jobs
	315
	315
	315
	945

	Turnover of new businesses
	£10.50m
	£10.50m
	£10.50m
	£31.50m


A non-quantifiable target was established as to influence cultural factors described in the Business Birth Rate Strategy and to contribute to the change in perception of entrepreneurship and business ownership in Scotland.

81 Monitoring

performance progress from erdf claims

Performance progress has been monitored up to 30 September 2001, and is indicated in Table 2.4. Performance in terms of numbers of businesses assisted has badly lagged - as only 53% of the target volume of businesses assisted had been met at the end of September 2001. The number of FTE jobs created has also lagged, although private sector leverage and the turnover of new businesses have performed well above original targets. However, evaluation evidence will be used to substantiate the claims data.

	TABLE 2.4: ERDF CLAIMS PERFORMANCE £

	Outputs
	Total Approved
	Total Claimed to 30.09.01

	No. of businesses assisted
	315
	148

	Impacts
	
	

	No. of new FTE jobs created
	945
	592

	Private sector leverage/investment
	840,000
	5,150,225

	Turnover of new businesses
	31,500,000
	38,795,050


performance by local development company

Further data on performance by local development company, made available by SE Glasgow is revealing and is noted for numbers of businesses assisted, FTE jobs created and average turnover in Tables 2.5, 2.6 and 2.7 respectively.

As indicated in the data, Glasgow Opportunities assisted the largest volume of businesses amongst the LDCs, and Greater Easterhouse DC and Gorbals Initiative assisted the least. East End Partnership has significant levels of average job creation per business assisted. In terms of average turnover levels reported, the overall average annual turnover is £262,950. Average turnover levels per LDC vary from 147,000 in East End Partnership to 304,346 in Glasgow Opportunities.

	TABLE 2.5: NUMBERS OF BUSINESSES ASSISTED 13/02/1999 TO 01/07/2001

	
	£100-£125k
	£125-£150k
	£150k+
	Total

	Glasgow Opportunities
	9
	12
	47
	68

	Govan Initiative
	10
	4
	11
	25

	Drumchapel Opportunities
	1
	1
	3
	5

	East End Partnership
	0
	1
	7
	8

	Glasgow North
	3
	3
	7
	13

	Greater Easterhouse D.C.
	0
	0
	1
	1

	CEDA
	4
	0
	4
	8

	Gorbals Initiative
	0
	1
	0
	1

	TOTAL
	27
	22
	80
	129


	TABLE 2.6: NUMBERS OF FTE JOBS CREATED 13/02/1999 TO 01/07/2001

	
	£100-£125k
	£125-£150k
	£150k+
	Total

	Glasgow Opportunities
	22
	47
	163
	232

	Govan Initiative
	23
	21
	29
	73

	Drumchapel Opportunities
	3
	3
	19
	25

	East End Partnership
	0
	3
	31
	34

	Glasgow North
	16
	18
	44
	78

	Greater Easterhouse D.C.
	0
	0
	32
	32

	CEDA
	6
	0
	17
	23

	Gorbals Initiative
	0
	4
	0
	4

	TOTAL
	70
	96
	335
	501


	TABLE 2.7: AVERAGE TURNOVER OF NEW BUSINESSES 13/02/1999 TO 01/07/2001

	
	£100-£125k
	£125-£150k
	£150k+
	Total

	Glasgow Opportunities
	108,197
	140,062
	383,852
	304,346

	Govan Initiative
	114,730
	136,750
	318,802
	208,045

	Drumchapel Opportunities
	115,440
	139,500
	377,694
	277,605

	East End Partnership
	-
	149,000
	261,214
	247,188

	Glasgow North
	119,754
	136,886
	270,143
	204,686

	Greater Easterhouse D.C.
	-
	-
	185,024
	185,024

	CEDA
	115,850
	-
	300,502
	208,176

	Gorbals Initiative
	-
	147,000
	-
	147,000

	TOTAL
	113,303
	139,723
	347,343
	262,950


82 Beneficiaries Survey (Band 2)

83 INTRODUCTION

Both telephone and postal surveys were conducted with BSUSS participants. Both surveys included identical questions, and the telephone survey included additional questions and some open-ended questions. Findings are reported from aggregate responses of both surveys initially, and a further section details additional findings from the telephone survey.

In total, there were 16 responses from the telephone survey and 24 from the postal survey, from a sample of 50 and 101 respectively. This gives a response rate of over 26%.  Both questionnaires covered issues concerning:

· personal and employment status of beneficiaries - at the time of the grant award and currently;

· initial barriers, reasons and aspirations for starting a business;

· nature of business, activity and performance;

· use of BSUSS and rating of service, including additionality and impact of grant; and

· incidence and experience of aftercare.

84 FINDINGS

85 Personal characteristics

The survey asked beneficiaries a range of questions concerning their personal characteristics. The main findings are summarised below.

In terms of age the greatest proportion of respondents were in the 36-49 year old age group (49%). This was followed by the 26-35 year old age group (33%). There were 7 respondents in the 50+year old age group, and no respondents aged between 16-25 years old.
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Even more respondents were male (79%) than for Band 1 companies, as indicated in Figure 5.1.

The vast majority of respondents were white, with less than 2% of respondents from an ethnic minority.  None of the respondents indicated that they were disabled.

In terms of the dates businesses started and dates assistance was received from BSUSS amongst the beneficiary sample that responded, Table A4 in the appendix indicates that these peaked in 2001.

The status of beneficiaries prior to starting in business was dominated by two areas.  The majority (68%) had been in employment followed by those unemployed for less than 12 months (15%).  9% had been unemployed over 12 months, 6% were returners and 3% were under threat of redundancy.

Most beneficiaries (39%) had been heard about the availability of start up support by word of mouth. However, referrals by other organisations was also significant as indicated (13%) and 10% was via a newspaper or advertisement. Examples of other means (21%) included knowledge of the network, the Job Centre and Personal Enterprise Shows.

86 Initial barriers, reasons and aspirations for starting a business

Table A8 in the appendix summarises the responses concerning the motivations for beneficiaries seeking self-employment. The main motivation was to be independent (24% of respondents) followed by wishing to start own company (20%).

Regarding ambition most companies had aspirations for self-employment only whilst a few wanted to grow the business with as many as 50 employees in one case.  The average number of jobs anticipated was 7.5.  The turnover anticipated ranged from £4,000 to £5 million, with an average of £525,704 per annum.  Profit ranged from £1,000 to £100,000 with an average of £28,927.

The main barrier to business start up was access to finance/capital at 46% followed by lack of business skills or experience (32%).  These are outlined in Table A10.
Further questions were asked in the telephone interviews concerning barriers, aspirations and intentions, and results indicated that:

· accessing the appropriate networks for marketing to increase a client base was a problem; and

· property and premises were expensive which often was not anticipated at the outset.

87 Nature of business, activity and performance

Unlike Band 1 companies, the majority of businesses established by respondents were set up as limited companies (43%), followed by setting up as a sole trader (35%) then as a partnership (19%).  3% set up as a co-operative.

There was a variety of activities for the businesses established, with the most popular activity being in business or personal services, which accounted jointly for 30% of respondents' businesses.  11% of start ups were in manufacturing and design and 8% in printing, publishing or photography, Other activities accounted for 27%, examples of which include consultancy and counselling.

The majority of business is conducted within 10 miles of Glasgow - on average, Band 2 businesses made 56% of sales/turnover locally. Approximately, on average, 30% of sales were made within the rest of Scotland and 20% outwith Scotland.

In terms of business performance, it was possible, using survey data, to calculate the average employment levels and sales for businesses.  This is based on the current year:

· on average, each business employed 3.6 full-time equivalent employees and 1.9 part-time employees;

· in total there were 55 full-time equivalent and 77 part-time employees in 2001;

· the average turnover per business per annum was almost £223,286, with a maximum of £750,000 being reported by companies; and

· average profit generated per business per annum was £41,888

88 Support accessed

Beneficiaries received an assortment of support from the various LEDCs.  This is outlined in Table A17 in the appendix.    The majority had accessed information (29%), advice (29%) and finance (21%).  This was accessed from various LEDCs with the majority using Glasgow Opportunities (46%) followed by Govan Initiative at 15%.  This is consistent with the database source used by EKOS for the survey.

89 Financial assistance

There were different types of financial assistance accessed.  It should be noted that beneficiaries had different notions of what was a subsidy and what was a grant with some specifying the IT Grant or the subsidy as other forms of finance.  None were able to quantify the value of any advice offered. The value of awards ranged from £400 to £30,000.  The total financial assistance awarded for the 36 respondents who replied was over £106,640.

Over half the respondents had raised external or bank finance to start up in business.  The amounts varied from £1,200 to £50,000.  The total external financial assistance raised by those who replied was £364,200.

The majority of beneficiaries used any financial assistance for equipment, tools or clothing - accounting for 40% of all beneficiaries, followed by marketing and advertising (23%) and premises at 15%.  The other major use was for cash flow and working capital purposes or salary.

90 Additionality

In terms of additionality of BSUSS, 48% of respondents would have started their business at exactly the same scale and time.  45% would have started at a later or smaller scale and 7% would not have started at all.

Overall 81% of the start-up support received was rated as good or very good as indicated in Figure 5.2 below.

[image: image6.wmf]Figure 5.2: Support rating

Very good

50%

Good

31%

Neither/nor

13%

Very poor

3%

Poor

3%

Very good

Good

Neither/nor

Poor

Very poor


In terms of the rating of importance that beneficiaries attached to BSUSS, most businesses regarded BSUSS as having some degree of importance in the success of their business with 86% rating it as important, very important or essential.  Only 13% considered it not to be important and none found the support detrimental.

A majority of BSUSS beneficiaries (69%) indicated that the experience of starting their own business has made it more likely to start another business in the future. Only 6% reported that their experience had made it less likely.

Table A25 in the appendix also summarises the personal benefits that beneficiaries associated with starting their own business.  The most significant benefits include improved business knowledge and understanding (27%) and improved confidence (18%).

91 Incidence and experience of aftercare

From both the postal and phone surveys, only 3 indicated that they had ceased trading, however many beneficiaries did not return a questionnaire or were not contactable by phone therefore it can be assumed that the real figure is higher but less than the rate for Band 1 companies

For those businesses that had ceased trading, respondents were asked what they were doing now. 2 respondents were in full-time employment and the other had retired.

76% of  beneficiaries recalled that they had received some kind of follow up or aftercare as part of the support package that they had received. 24% indicated that they had received no aftercare or follow up.

In terms of the type of aftercare received, the offer of more counselling or advice was the most common form of aftercare received (by 50% of respondents) followed by training (34%).  Other aftercare included general follow-up calls, networking and for account details.

88% of those who had received aftercare considered it to be good or very good.  None considered it in negative terms.

92 ADDITIONAL TELEPHONE SURVEY FINDINGS

The telephone survey provided an opportunity to probe in more depth on certain issues and questions. The main additional findings are summarised as:

· generally people started in business as it related to previous employment and provided better opportunities and motivation to provide quality work

· other barriers included getting appropriate networking opportunities to widen client base, age, and difficulties obtaining funding and with cashflow;

· the support offered was well received and the advice and assistance very helpful:

· financial support was helpful although a few stated that they would have sourced the finance elsewhere had it not been available

· strengths

· good help and advice.  One-to-one relationships with advisers helped to establish trust

· weaknesses

· slow to respond with financial assistance; and

· advice not specific enough to company type.

· personal benefits from starting in business included the personal satisfaction of a more fulfilling career and having more control;

· aftercare

· generally welcomed as a good sounding board but could be a bit more pro-active.

· improvements

· better and more specific advice for specialised companies rather than just general advice

· quicken up the process

· more flexible and less bureacratic

· more financial assistance

· more aftercare

· other comments

· Failure rate due to lack of aftercare

· Should be better networking

· Better networking between organisations

· "overall good support but takes too long & too fragmented. pots of funding, too many applications, could streamline & simplify"

93 ANALYSIS OF BUSINESS PERFORMANCE BY BENEFICIARY BACKGROUND

A separate analysis was conducted to cross-tabulate business performance with the entrepreneur's employment background, as presented in Table 3.1. This indicates that, in all performance indicators (except for PT employment in 2001), those respondents that were in employment prior to starting their business enjoyed better performance on all measures in the 3 years of the BSUSS programme 1999-2001 than those not in employment (unemployed > 12 months; unemployed < 12 months; under threat of redundancy; or returner to workforce). In terms of projected performance, the same results hold - projected performance is greater for those previously in employment.

	TABLE 3.1: AVERAGE BUSINESS PERFORMANCE (PER BUSINESS) BY BENEFICIARY EMPLOYMENT BACKGROUND

	
	FT Jobs
	PT Jobs
	Turnover
	Profit

	
	prev. employed
	not prev. employed
	prev. employed
	not prev. employed
	prev. employed
	not prev. employed
	prev. employed
	not prev. employed

	1999*
	1.00
	2.00
	2.50
	-
	124,000
	25,000
	-
	3,737

	2000*
	2.40
	2.33
	2.00
	1.00
	196,750
	71,000
	30,938
	2,250

	2001*
	3.76
	3.31
	1.75
	2.33
	261,267
	128,333
	76,550
	16,000

	2002
	7.06
	3.00
	2.43
	1.83
	397,083
	211,000
	52,714
	39,000

	2005
	11.57
	3.17
	1.86
	2.50
	727,500
	337,500
	133,714
	90,000


* denotes actual performance, 2002 and 2005 denote projected performance

94 SUMMARY

The main findings from the beneficiary surveys are summarised as follows:

Characteristics of beneficiaries indicate that they are predominantly male, white, non-disabled aged between 26-49.  Most had been in employment or unemployed for less than 12 months.

Businesses established tended to be mainly limited companies within the service sector, although a greater percentage operated in the manufacturing field than for Band 1 companies.  Most conducted the majority of business within a ten mile radius of Glasgow although there was an a larger percentage that operated elsewhere compared to Band 1 companies.  Average business figures put employment at 2001 was 3.6 full-time and 1.9 part-time with 223,286 turnover and £41,888 profit.

Only 3 indicated that they had ceased trading, however the figure is likely to be much higher.

BSUSS was mainly accessed from Glasgow Opportunities and information, advice and finance were the most popular types of support.  Financial assistance was mainly used for equipment, premises and marketing.

52% of beneficiaries said BSUSS had provided some form of additionality and 48% would have started in exactly the same way had it not been available.  81% did consider it’s impact as important and felt that their business knowledge and understanding and confidence had improved.

24% of businesses received no aftercare and of the 76% who did, the majority (88%) felt it provided positive benefits.

95 CONSULTATIONS

96 introduction

As part of the evaluation, EKOS consulted with the various partners involved in delivering BSUSS to review their perceptions of BSUSS in relation to the economic environment.  This included:

· their roles and responsibility;

· marketing and promotional activity;

· targeting and selection criteria;

· strengths and weaknesses;

· content of pre-start support services;

· aftercare programme;

· integration with other public sector programmes; and

· suggested improvements.

It should be noted that the findings presented here represent our summary of consultees perceptions, and as such are open to qualification and validation. The remainder of this Chapter details the findings.

97 Delivery agents - Local Development Companies

98 Roles and responsibility

In terms of the Local Development Companies interviewed, all had a wider remit than the provision of BSUSS, and all had access to other resources and programmes related to business start up. The key points that were made by LDC interviewees were that:

· they were the local provider of a range of economic development and regeneration services, including services for start-up businesses; and

· there were a large range of other business start-up support programmes and initiatives available in addition/ or complementary to BSUSS. These included:

· Local Enterprise Action Fund (LEAF)

· Princes Youth Business Trust

· Women into Business Programme/ Wellpark Centre

· West of Scotland Regeneration Fund

· LDC's own small loan funds.

Overall, there was no significant issues or problems with roles and responsibilities.

99 Marketing, promotion, targeting and selection

marketing and promotion

A variety of marketing and promotional methods were used, including:

· mailshots;

· press advertisements or features; and

· open days and events;

The local profile of each LDC and the contacts through 'word of mouth' were felt to be significant factors. Many enquiries were thought to occur on the basis of interested individuals calling in or enquiring in person.

targeting and selection

It was apparent that there was an 'open door' policy to initial consultations and advisory sessions. Selection did occur on the basis of assistance according to whether the company was in Band 1 or Band 2. 

An observation from the consultations is that LDCs tended to be reactive to enquiries, and that there was little proactive action or selective marketing to assist individuals or start-ups with certain characteristics.

A problem that a few LDCs commented on was that it was often difficult for Band 1 companies to find matched funding themselves, so there was reliance on other public sector sources to provide the BSUSS matched funding component.

100 Strengths and weaknesses

STRENGTHS

The strengths outlined by the LDCs included:

· overall, a simple straightforward programme to administer and implement - both in terms of management relations with SE Glasgow and delivery to clients on the ground;

· clear and simple eligibility criteria;

· flexible and very easy to combine with other support packages, programmes, initiatives and funds;

· the delivery agencies had significant input into the development of policy and strategy for start-ups and the development of BSUSS;

· BSUSS enabled high quality advice and assistance to be given;

· BSUSS didn't require its own branding, so it was easy to integrate with the overall support and service package offered by LDCs; and

· the Banding of companies and tailored assistance was regarded as appropriate and an improvement on previous support.

WEAKNESSES
The weaknesses outlined by the LDCs included:

· the loss of the Enterprise Allowance Scheme element to support for Band 1 start-ups in 2001 was seen as a problem and a loss in terms of the overall support package;

· a few LDCs commented that they couldn't meet BSUSS targets through BSUSS funding alone - that other funding sources were used;

· the BSUSS business planning element was too basic and did not involve the client enough;

· annualised targets and the exclusive measure of start-up volumes were a problem. There was no incorporation of targets such as survival rates, service quality , etc;

· the actual enforcement of contracts and tying performance to contracts and payments, although established in principle was not applied; and

· the recently introduced SBG has introduced a number of identified weaknesses, which will be discussed in Section 4.2.8 below.

101 Content of pre-start support services

Generally, within the pre-SBG BSUSS programme, there was no standard for service at the pre-start stage. Overall, the approach introduced by SBG was thought to be an improvement, and helped to filter out individuals and companies who were serious about their business and prospects. However, the group approach, such as Think, Plan, Do, was thought to be less suitable to SIP residents. A number of LDCs indicated that they felt one-to-one support was more appropriate for this client group.

102 Aftercare programme

Aftercare was offered by all LDCs, but there was a problem cited by all LDCs concerning the insufficient level of resources made available to implement aftercare services. Aftercare was thought to be better in SIP areas are there were more resources available, sourced from alternative programmes or initiatives.

Drumchapel's book-keeping service for start-ups was thought by many LDCs to be an effective way of maintaining contact with start-up companies, that involved the early diagnosis of problems, as well as providing a valuable service.

A problem identified by a few LDCs was that it was difficult to maintain the interest of some companies, as there were now less sources of grant finance available to them.

103 Integration with other public sector programmes

Most interviewees thought that BSUSS and their start-up services were integrated well, and that BSUSS formed part of a good package of support. In terms of integration with other organisations, this was thought to have operated effectively.

The point was made that it was important to recognise that a client often doesn't need to know, or is not interested in, the name or source of support - just that its available and what it is for.

104 Overall rating of BSUSS

BSUSS was well-rated as a programme and form of grant support to enable deliver of start-up support services.

Overall, SE Glasgow's role in managing and implementing BSUSS was thought to be good, and had improved significantly over recent years.

105 Introduction of Small Business Gateway

The introduction of Small Business Gateway in 2001, and the re-design of start-up support to align with that was the source of a number of problems for LDCs. These are summarised below as:

· the loss of the weekly allowance/Enterprise Allowance scheme form of support was thought of as detrimental, especially for SIP clients (although subsequent research invalidates this argument by highlighting the availability of support through New Deal to replace this - see Section 4.4);

· SBG was implemented too quickly, and procedures had not been properly established - an example cited by most interviewees was that the central telephone number was not effective on launch;

· services were not as suitable for SIP residents - i.e. there was a move from one-to-one support towards group-based support and training;

· there was no consultation with delivery organisations for business support; and

· the attempt to develop a consistent service with uniform standards of provision is difficult - no less because there are other regeneration programmes and support schemes outwith SBG which dilute this consistency.

106 Suggested improvements

Various improvements were suggested by all consulted.  These included:

· improve resources for aftercare and aftercare services;

· more focus on quality and survival to balance the past focus on volume as the sole objective of assistance;

· recognise and retain the need for, and provision of, specialised support - e.g. for women, SIPs, and social economy organisations;

· reduce the number of delivery agencies in Glasgow and achieve better economies of scale and scope;

· use specialisms and experience of business advisors better and more widely throughout Glasgow;

· more training and induction for business advisors; and

· try not to reinvent or replace services that are already working well and are recognised for this.

107 SCOTTISH ENTERPRISE

108 Roles and responsibility

Scottish Enterprise Glasgow provided the strategic management and resources for start-up support, and was responsible for the overall design and implementation of BSUSS. Scottish Enterprise Glasgow refer all business start up enquiries through the Small Business Gateway administered by the LDCs.  The only form of finance available from the Small Business Gateway specifically targeted at start up businesses is for IT equipment where match funding of 50% of the costs up to a maximum of £500 is available.

109 Marketing,promotion, targeting and selection

SBG was thought of as an improvement in terms of marketing and promotion, with a national identity and centralised telephone lines. However the lack of a client contact management system that operates between all SBGs is seen as a problem where improvements could be made. 

110 Strengths and weaknesses

STRENGTHS

· The weekly allowance element of BSUSS was regarded as a strength - as it was easier for clients to start their own business, especially if they were from a SIP area or a disadvantaged background.

WEAKNESSES
· Poor aftercare was regarded as a weakness - it was cited as having few resources and was not prescribed enough. It was recognised that requirements were not made specific enough in the contracts with LDCs, and that it was not specifically funded.

· Too much emphasis was placed on the volume of start-ups and the volume of grants disbursed - with no emphasis on the survivability of businesses.

· Trying to manage nine contracts with varying scales of client volumes in order to deliver start-up support in Glasgow.

111 Content of pre-start support services

This was thought to have improved markedly since the introduction of SBG.

112 Aftercare programme

The lack of detailed aftercare provision and resources in the BSUSS contract with LDCs was seen as a weakness in the programme. Overall, the lack of structured aftercare was a perceived problem of the programme.

113 Overall rating of BSUSS

Overall BSUSS's performance was regarded as good, and at least as good as anywhere else in Scotland. The banding was seen as particularly appropriate and worth keeping for future provision.

114 Introduction of Small Business Gateway

The introduction of SBG was seen as providing several advantages over BSUSS:

· stronger pre-start elements including seminars; and

· more explicit in terms of content of support and eligibility.

115 Suggested improvements

The following improvements were suggested in relation to BSUSS or its replacement within SBG:

· a formal review of company progress could have been incorporated into the support package - it would have helped the company as well providing monitoring information for the support agencies. An example of good practice cited was Drumchapel Opportunity's Certificate of Achievement;

· more structure or services linked to aftercare - e.g. Drumchapel's hot-desking and book-keeping service for start-ups;

· more emphasis on business survival; and

· support should be more explicit in terms of offering packages of support from pre-start to establishment.

In terms of current SE thinking on best practice, this is characterised by an increase in flexible mentoring for businesses, and for more sophisticated and intensive account and client management.

116 Current developments

A number of developments in start-up support are currently being considered, including:

· PC-based packages for support and information that are delivered by an advisor;

· a substantial increase in the volume of companies assisted, as Glasgow lags behind in terms of starts per unit of expenditure;

· the challenge of SBG means a more open scrutiny of performance, accreditation for business advisors, and a national customer care charter

In terms of the overall approach to business support and assistance in Scotland, there are several trends apparent that will be implemented over the next few years:

· less discretionary support for businesses;

· an increase in the centralisation and productisation of business assistance and start-up services;

· less grant assistance, more direct services provision from SBG;

· the establishment of a modular approach to service provision; and

· a diagnostic approach that will assess businesses and their needs based on growth characteristics, and will assign businesses to appropriate modules of support for their growth needs.

117 ISSUE - WEEKLY ALLOWANCE/EAS

118 Introduction

The issue concerning the weekly allowance or Enterprise Allowance Scheme is worth discussing in more depth, as it was raised during consultations frequently. From discussions, it was apparent that the provision of a weekly allowance for individuals entering self employment or starting up their own business had been removed from the assistance portfolio.

In terms of eligibility, anyone unemployed and on benefits for 6 months or more; or anyone under threat of redundancy was entitled to participate in the scheme, which paid the equivalent of weekly benefits for up to a year whilst an individual started a business.

However - as one respondent mentioned, and as further research reveals - this form of provision is provided under the New Deal: Self Employment Option. Eligibility criteria are detailed below:

· 18-24 years of age: claiming Job Seeker's Allowance for 6 months;

· 25-50 years of age: unemployed for 18 out of the last 21; and

· 50 + : on benefit for the past 6 months.

New Deal maintains benefits levels for 26 weeks whilst the client starts and runs their business. In addition, advice and guidance is part of the assistance package.

The conclusion that can be made is that similar provision is available to the BSUSS weekly allowance, but that the eligibility criteria are slightly different and the provider has changed. Only one of the LDCs indicated knowledge of New Deal Self Employment Option - it may well be that clients are losing out if they are not signposted to this as part of the start-up assistance process.

119 summary

This chapter has outlined the key points of discussion that emerged from consultation with staff and advisors from the Scottish Enterprise Network and Local Development Companies involved in the delivery of BSUSS and Small Business Gateway.

The key summary points are as follows:

· BSUSS was part of a portfolio of services on offer to businesses and provided by LDCs, and it was well regarded in terms of clarity, simplicity and ease of management. LDCs also placed value on the consultative process that formed part of the programme design.

· There was little proactive targeting of individuals and businesses - marketing, promotion and client selection were performed on a more 'passive' basis, with an open door policy to those interested in starting a business.

· The main strengths of BSUSS were interpreted as:

· simplicity and clarity - management, administration, eligibility;

· easy to combine with other support packages;

· enabled high quality provision to be delivered; and

· banding was appropriate and led to more effective results.

· The main weaknesses of BSUSS were interpreted as:

· exclusive use of volume of start ups as a performance measure;

· performance to contract was not heavily scrutinised; and

· poor aftercare - not enough emphasis in contracts and resources allocated to it.

· The need to maintain differentiated support according to the situation and needs of different client groups was emphasised - SIP residents' needs were often cited as important.

· Aftercare was emphasised as an area of service poorly addressed by BSUSS.

· BSUSS integrated well with other organisations, programmes and initiatives.

· The introduction of Small Business Gateway had caused a few problems - LDCs were having difficulty adjusting to the new framework for delivery.

· Suggested improvements to BSUSS or its successor included:

· improve emphasis and resources for aftercare;

· more focus on quality of service and survival of businesses as performance targets;

· more economies of scale and scope in terms of delivery; and

· more/better training and induction for business advisors.

· The loss of the weekly allowance through business support assistance by the Small Business Gateway was much discussed. However, it was found that the New Deal now offers a similar support package, and that there may be a need to ensure delivery agencies are more aware of this.

· The nature of support for start-up businesses will continue to change - to become more centralised, differentiated, productised, modularised, and with better client mentoring and account management.

120 ECONOMIC IMPACT

121 INTRODUCTION

In reporting the impacts of BSUSS both the postal and telephone surveys questioned each business in terms of:

· employment levels;

· sales performance; and

· additionality.

The following assumptions have been made in calculating the impact of BSUSS:

The postal survey returned 24 questionnaires and the telephone returned 16 questionnaires, representing 27% of the total number of businesses receiving BSUSS (151). A survival rate was calculated from survey responses and non-responses at 85% - which calculates as 128 businesses surviving. This will be applied to the impact calculations.

122 DATA

Average sales and employment per company were calculated as follows:

· 4.55 FTE employees per company

· £223,286 annual sales per company

Aggregate gross outputs can then be calculated by using these average figures for the 128 companies that are still trading, and survey data to indicate the length of time that each company has been trading.

123 INPUTS

The project is resourced by a package of SE Glasgow and ERDF funds. If all planned expenditure will be exhausted, a total of £1,275,000 in expenditure will be incurred for the BSUSS programme 1999-2001.

124 OUTPUTS

The (gross) outputs for the programme are described in Table 5.1 below. They have been estimated using this evaluation's survey data, and are summarised as:

Employment:
the average number of Full Time Equivalent (FTE) jobs is 4.55 per company, grossing up (on the basis of 128 companies surviving) to 582.

Turnover: 
the average sales per annum per company for is £223,286.  Grossed up, accounting for the age of the companies and the survival rate, this gives a total estimated annual sales of £28,580,574 for the programme.

Profitability: 
the average profit per annum per company for the same period is £41,888, which equates to an average of 19% profitability. When average profits are grossed up, accounting for the survival rate, this gives estimated total profits of £4,523,923.

	TABLE 5.1: OUTPUTS FOR THE PROGRAMME

	
	Average per company
	Total 

	Jobs
	4.55
	582

	Private investment/leverage
£
	19,168 (per company)
	2,453,558

	Turnover


£
	223,286 (per annum)
	24,114,860

	Profits 


£
	41,888 (per annum)
	4,523,923


125 IMPACTS

126 Impact model

In order to arrive at the net impact of the programme, gross employment and sales estimates will need to be adjusted to take account of the following:

· additionality:

· The degree to which public sector (including ERDF funding) changes the nature of the project, in terms of whether it would go ahead at all, or whether the scale, timing or quality are enhanced.  

· An average additionality factor of 50% has been estimated from this evaluation's survey evidence.

· displacement:

· the extent to which the supported development inhibits the development of - or subtracts from - other commercial businesses.  

· Survey findings indicated that businesses were small – either microbusinesses or sole traders, and that business activities were highly displacing at the local and national level.

· From the survey evidence, displacement factors of 55% for Glasgow and 85% for Scotland have been calculated and applied.
· multipliers

· Represent the income multipliers from induced employment generated by the consumption expenditures of net additional employees and the supplier multipliers from the  indirect employment impact generated by the purchase of goods and services by business participating in the Programme.  

· Standard (Scottish Enterprise) income multiplier factors applied are 20% for Glasgow and 30% for Scotland.

· Standard (Scottish Enterprise) supplier multiplier factors applied are 20% for Glasgow and 30% for Scotland.

Phasing:

· To calculate net sales that have accrued from the programme, we need to sum sales from companies year on year.

· This has been done in Table 5.2 below which assumes that all company starts will make 0.5 years worth of sales in year 1 of operation, with 12 months sales and a survival rate of 85% in subsequent years.

· This calculation produces a total of 108 revenue years from which to calculate net sales.

	TABLE 5.2: CALCULATED REVENUE-YEARS FOR START UPS SUPPORTED UNDER BSUSS BAND 2

	
	1999
	2000
	2001

	1999
	19
	31
	31

	2000
	-
	28
	48

	2001
	-
	-
	29

	Total
	19
	59
	108


The net impact of BSUSS is shown in Table 5.3 below. It is estimated that, at the Glasgow level, the BSUSS Programme has created 189 net new jobs, and generated a net additional £7,813,215 in turnover. At the Scottish level, the BSUSS programme is estimated to have generated 74 net new jobs, and £3,056,558 in net additional turnover.

	TABLE 5.3: IMPACTS

	
	Gross Outputs
	Net Impacts

	
	
	Glasgow
	Scotland

	Jobs
	582
	189
	74

	Leverage/investment

£
	2,453,558
	-
	-

	Turnover


£
	24,114,860
	7,813,215
	3,056,558


In terms of value for money, the calculated cost per job is £5,577 per net new job at the Glasgow level, and £14,256 at the Scottish level.

127 KEY FINDINGS

Overall, the key findings from the impact analysis lead us to conclude that:

· the net number of new jobs is 189 FTE employees at the Glasgow level and 74 FTE employees at the Scottish level;

· £2,453,558 in private leverage/investment was achieved;

· the net sales at a local level are £7,813,215 at the Glasgow level and £3,056,558 nationally;

· this represents fairly good levels of impact relative to other business start-up schemes. This is due to relatively high levels of additionality at the local level, compared to other start-up programmes; and

· cost per job is £5,577 per net new job at the Glasgow level.

128 conclusions and recommendations

129 INTRODUCTION

This Chapter presents the key conclusions and recommendations to emerge from the evaluation.

130 PERFORMANCE AGAINST TARGETS

Inputs

In terms of inputs, the Band 2 Programme has progressed satisfactorily, with only 12% of claims value outstanding.

Outputs

BSUSS Band 2 performed badly in terms of its target for assists markedly - under-performing by 52%. This represents a significant under-performance. There may be issues of ERDF clawback once the programme is completed.

Impacts

In terms of impacts, achievement was lower than targets on gross terms, with 582 gross new jobs being created and £24 million in gross new sales being generated over the three years 1999-2001 - as indicated in Table 6.1. The gross impacts were lower partially due to the greater volume of businesses assisted than planned. However, this was partially offset because the gross impacts per business assisted were also higher, with 3.85 gross jobs per business being created as opposed to a target of 3.00.

The BSUSS Band 2 Programme generated the following net impacts:

· 189 FTE jobs at the Glasgow level and 74 FTE jobs at the Scottish level;

· £2,453,558 in private leverage/investment was achieved;

· the total net sales of £7,813,215 at the Glasgow level and £3,056,558 nationally;

· Cost per job is £5,577 per net new job at the Glasgow level.

	TABLE 6.1: PERFORMANCE TO TARGETS

	
	SE GLASGOW DERIVED
	EVALUATION EVIDENCE

	
	TARGETS
	CLAIMS
	GROSS
	NET


	NET



	Outputs
	Total Approved
	Total to 30.09.01
	
	GLASGOW
	SCOTLAND

	No. of businesses assisted
	315
	148
	151
	151
	151

	Impacts
	
	
	
	
	

	No. of new FTE jobs created
	945
	592
	582
	189
	74

	Private Sector Leverage/Investment
	840,000
	5,150,225
	2,453,558
	-
	-

	Turnover of new businesses
	31,500,000
	38,795,050
	24,114,860
	7,813,215
	3,056,558

	Impacts per business
	
	
	
	
	

	No. of new FTE jobs created
	3.00
	4.00
	3.85
	1.25
	0.49

	Turnover of new businesses
	100,000
	262,129
	-
	-
	-


non-quantifiable targets

The main non-quantifiable target was to encourage more positive attitudes to entrepreneurship. Survey evidence revealed that this had been achieved. 69% of respondents indicated that experience of their BSUSS-assisted start-up would make it more likely for them to start a business in the future, and only 6% indicated that this experience would make it less likely for them to do so.

131 KEY ISSUES

MISPERCEPTIONS ABOUT CHANGES IN PROVISION AND SUPPORT

A misperception exists concerning changes in support. There may be scope to misunderstand that the IT grant had replaced BSUSS grants. A review of client database evidence suggests that this simply is not the case. To clarify - the only form of grant provision available from the SBG is the IT grant, but BSUSS grants were still available up to the end of the programme in 2001. 

SURVEY RESPONSES

· beneficiaries were predominantly male, white, non-disabled aged between 26-49.  Most had been in employment or unemployed for less than 12 months;

· businesses established tended to be mainly limited companies within the service sector;

· most start-ups conducted the majority of business within a ten mile radius of Glasgow;
· BSUSS was mainly accessed from Glasgow Opportunities and information, advice and finance were the most popular types of support.  Financial assistance was mainly used for equipment, premises and marketing;

· 24% of businesses received no aftercare and of the 76% who did, the majority (88%) felt it provided positive benefits; and

· entrepreneurs who had been previously employed immediately prior to starting their business enjoyed better business performance on average than those who had not been in employment.

KEY STRENGTHS AND WEAKNESSES OF BSUSS

Strengths:

· inclusive programme design, including business advisors and LDCs;

· well regarded as a simple, good mechanism for support;

· easy to integrate with other support mechanisms and frameworks;

· high performance in terms of activities, impacts and additionality; and

· changed attitudes of participants to more positively regard entrepreneurship.

Weaknesses:

· poor aftercare;

· fragmentation of delivery and high number of delivery agencies;

· lack of clarity, speed and simplicity from clients view regarding grant eligibility, applications, and processing;

· non-specific advice - lack of specialist advisor resources; and

· lack of networking element to support.

targeted client group

An issue that needs consideration for the overall delivery of start-up support is the nature of the client group and delivery infrastructure.

From this evaluation, it is apparent that the businesses of those in employment prior to start-up perform better than those not in employment. In terms of survival and economic impact, there may be more justification in targeting and tailoring future support on those in employment. This is not to say that support should be withdrawn - rather that the needs of employed and non-employed clients are differentiated sufficiently to merit different approaches to providing support. This is reinforced by consultations with LDC staff who indicated that the needs of SIP residents were often different to those who have some employment or business experience.

132 SUMMARY AND RECOMMENDATIONS

In sum, the BSUSS Band 2 programme has not been successful in terms of inputs, outputs and impacts performance, but has been successful in terms of what it has actually delivered. Poor performance to targets is due to not meeting the target number of assists. In terms of performance per business, the programme has exceeded targets. The under-performance in terms of business assists and impacts may be a cause for concern in terms of ERDF clawback. There may be a case to investigate that Band 2 resources have been used to fund Band 1 start-ups, as the Band one actual assists greatly exceeded targets. It may also be the case, that, after the bandings were redesigned from £40,000 in turnover to distinguish bandings, to £100,000, the volume of target assists in each banding were not recalculated accurately.

Provision of support and services for start-ups is currently in the midst of change, and this brings a timely opportunity to introduce some improvements to the support available. Recommendations from this evaluation include:

· explore the feasibility and relevance of differentiated support between those in employment and those not in employment;

· improve availability of centralised services such as specialist advisors;

· more clarity in terms of available support;

· keep simple approach to management and delivery;

· improve aftercare delivery with more specific resources and targets associated with aftercare in delivery contracts; and

· introduce networking initiatives to new-start companies.

� EMBED Excel.Sheet.8  ���





� EMBED Excel.Sheet.8  ���





� EMBED Excel.Sheet.8  ���





� EMBED Excel.Sheet.8  ���








PAGE  
1
EKOS


[image: image7.wmf]Figure 5.1: Gender

Male

79%

Female

21%

Male

Female

[image: image8.wmf]Figure 5.2: Support rating

Very good

29%

Good

43%

Neither/nor

13%

Poor

8%

Very poor

7%

Very good

Good

Neither/nor

Poor

Very poor

[image: image9.wmf]Figure 5.1: Gender

Female

41%

Male

59%

Female

Male

[image: image10.wmf]Figure 5.1: Gender

Male

79%

Female

21%

Male

Female

_1070279845.xls
Chart3

		Very good

		Good

		Neither/nor

		Poor

		Very poor



Figure 5.2: Support rating

Very good
29%

Good
43%

Neither/nor
13%

Poor
8%

Very poor
7%

46

70

21

12

11



Sheet1

		Very good		40		28%		6		40%		46		29%

		Good		66		46%		4		27%		70		44%

		Neither/nor		19		13%		2		13%		21		13%

		Poor		11		8%		1		7%		12		8%

		Very poor		9		6%		2		13%		11		7%

		Total		145		100%		15		100%		160		100%





Sheet1

		0

		0

		0

		0

		0



Figure 5.2: Support rating

Very poor
7%

Poor
8%

Neither/nor
13%

Good
43%

Very good
29%



Sheet2

		





Sheet3

		






_1070286220.xls
Chart1

		Very good

		Good

		Neither/nor

		Poor

		Very poor



Figure 5.2: Support rating

Very good
50%

Good
31%

Neither/nor
13%

Very poor
3%

Poor
3%

20

12

5

1

1



Sheet1

								BAND 1		BAND 2		Total - all companies

								Band 1 Postal		Band 1 Telephone		Total Band 1		Band 2 Postal		Band 2 Telephone		Total Band 2

								No.		%		No.		%		No.		%		No		%		No		%		No.		%		No.		%

						Very good		40		28%		6		40%		46		29%		10		43%		10		63%		20		51%		66		33%

						Good		66		46%		4		27%		70		44%		10		43%		2		13%		12		31%		82		41%

						Neither/nor		19		13%		2		13%		21		13%		2		9%		3		19%		5		13%		26		13%

						Poor		11		8%		1		7%		12		8%		1		4%		0		0%		1		3%		13		7%

						Very poor		9		6%		2		13%		11		7%		0		0%		1		6%		1		3%		12		6%

						Total		145		100%		15		100%		160		100%		23		100%		16		100%		39		100%		199		100%





Sheet1

		0

		0

		0

		0

		0



Figure 5.2: Support rating

Poor
3%

Very poor
3%

Neither/nor
13%

Good
31%

Very good
50%



Sheet2

		





Sheet3

		






_1070286013.xls
Chart1

		Male

		Female



Figure 5.1: Gender

31

8



Sheet1

		31		79%		Male

		8		21%		Female

		39		100%





Sheet1

		0

		0



Figure 5.1: Gender



Sheet2

		





Sheet3

		






_1070279208.xls
Chart1

		Female

		Male



Figure 5.1: Gender

41

59



Sheet1

		Female		41

		Male		59





Sheet1

		0

		0



Figure 5.1: Gender



Sheet2

		





Sheet3

		






