[image: image2.jpg]



SCOTTISH TECHNOLOGY SHOWCASE
EVALUATION

2012

Scottish Enterprise Appraisal and Evaluation Team

CONTENTS

	Executive Summary
	1

	
	

	1.  Introduction
	3

	
	

	2.  Strategic Case
	5

	
	

	3.  Event Attendees
	9

	
	

	4.  Attendees Feedback
	14

	
	

	5.  Benefit Achievement
	18

	
	

	6.  Economic Impact and Value For Money
	23

	
	

	7.  Conclusions
	26


EXECUTIVE SUMMARY
Introduction
In 2008 Scottish Enterprise launched the first Scottish Technology Showcase (STS) event at the Scottish Exhibition and Conference Centre (SECC), designed to showcase Scottish technology capabilities to a broad audience and provide a supportive business environment for technology providers in Scotland to collaborate, seize new opportunities and grow their business.
This evaluation has been developed by combining a range of primary research (surveys conducted just after each event as well as a follow up survey to explore any benefit realisation) and secondary sources from the current project lifespan (2010 and 2011).
Strategic case

The rationale for the STS is founded on imperfect information across the Scottish technology community.  In small technology providers there is a lack of information on who to sell to, while in large companies there is lack of information on who the best suppliers are and a general lack of understanding of collaborative opportunities across the public and private sectors.

The STS has a strong fit with policy making a contribution to the supportive business environment theme of the Government Economic Strategy, focused on the promotion of business innovation, strengthening the links between the research base and businesses and key sectors with the potential to boost Scottish productivity.

There is also a strong fit with the SE Business Plan again through the focus on technology and innovation, helping companies realise their potential and creating the best possible business infrastructure to promote the growth of priority industries.

The project is a key activity area outlined in the Scottish Technology Strategy, Towards a Brighter Future and is recognised in this as a valuable input in the process of stimulating wider communication and greater sharing of skills and knowledge in the technology area.

Overall, it would appear that there is a clear rationale for intervention around the STS and it has a strong fit with the policy environment.
Event attendees

The STS is attended by a wide range of organisations with just under half directly in the private sector, with the remaining participants in the ‘support services’ and academic sectors.  There is a broad sectoral mix of attendees mainly falling within the other services and manufacturing sectors.  The companies sell to a broad range of markets including ICT and electronics, specialist industrial/manufacturing and energy but also a broad tail of other areas (ranging from aerospace to utilities).
The vast majority of attendees hear about the events from the organisers directly and their main objectives are to hear about technology in other sectors as well as their own and to meet potential suppliers for their business.
Attendees feedback

Attendee feedback is positive, with high satisfaction (over two thirds satisfied) with the various organisational elements of the events (event website, information, online registration and venue registration).  The follow up survey suggested that 55% of respondents were either satisfied or very satisfied with the event.
The main attractors of attendees are the exhibition and matchmaking zones.  Over half of the surveyed participants suggested they had met valuable contacts at the event and that they would be following up with them after the event.
Achievement of benefits

The main benefits of attending the showcase events appears to be networking (specifically making links with new companies) and knowledge (specifically improving their understanding of support available within Scotland).  These two benefit areas were cited by at least 60% of follow up survey respondents.
Other benefits were realised as well, though in fewer of the follow up survey respondents – including finance benefits (£511,000 raised), follow up R&D/innovation  benefits (£520,000 committed) and sales benefits (£659,000 realised).
Economic Impact and Value for Money
Only two companies in the follow up survey suggested they had realised an additional turnover or employment impact (less than 5% of the respondents).  However, when grossed up (cautiously) to the whole population this could amount to a net additional GVA impact of £286,000, an impact investment ratio of 1: 2.08 and around 10 net additional jobs.  Given the small number of respondents citing net impacts this should be treated as indicative.

The economy of the intervention (the cost of inputs) is high with a modest cost to SE (around £78,000 per event), a low cost per delegate (an average of £69) and a small amount of income to offset some of the costs (£162,000 across the 2010 and 2011 events)
The efficiency appears to be high as well, with a wide range of benefits reported – especially around networking and knowledge but also in terms of follow up R&D/innovation (£520.000 committed), finance raised (£511,000) and sales generated (659,000) all far in excess of the net cost to SE (around five times the investment).

Effectiveness is more modest with a return around twice the cost of intervention and the scale of GVA and employment is low.  However, as the event is targeted at making connections and spurring further activity this is a positive level of impact.

Key Conclusions
· The STS appears to have a strong rationale for intervention and good fit with the policy environment
· The events have been well ran and satisfaction is generally high across all element of the events (organisation and delivery)

· The main benefits of the events are relatively immediate and focused on networking and knowledge – with only a small proportion of this flowing into the attraction of new finance, follow up activity and new sales

· The value for money of the intervention appears to be very positive
1.  INTRODUCTION
The Scottish Technology Showcase (STS) is an event held at the Scottish Exhibition and Conference Centre (SECC) designed to showcase Scottish technology capabilities to a broad audience and provide a supportive environment for technology providers in Scotland to collaborate, seize new opportunities and grow their business.

To date there have been three one day showcase events held (in 2008, 2010 and 2011) with a fourth planned for June 2012.  The core objectives of the STS events are to:
· Raise the profile of technology development across Scottish industry

· To promote international trade for Scottish technology companies

· To increase the cross cutting technology adoption amongst Scottish industry

· To establish new networks, both business to business and international

· To increase the level of collaborative R&D amongst Scottish companies

· To increase the level of engagement between Scottish higher education institutions and industry

The Showcase is the largest SE supported event and has received wide support from stakeholders, Scottish Government and businesses.  The purpose of this evaluation is to synthesise the range of information that exists on the events and draw out the key issues around satisfaction with the events, benefits realised and impacts achieved.

1.1 Study Methods

The evaluation has been developed based on a review of existing documentary sources around the development and review of the showcase events within the current project (2010-2013), as well as feedback from attendees at three points in time:

· Almost immediately after the 2010 event – via survey monkey and based on 49 attendee responses

· Almost immediately after the 2011 event – via survey monkey and based on 146 attendee responses

· In early 2012 (6 months after the 2011 event and a year and a half after the 2010 event) – via survey monkey and based on 57 business
 responses (referred to as the ‘follow up survey’)
In the presentation of all survey results no claim is made for statistical robustness.
The review therefore attempts to synthesise this information and draw out the key issues and broad conclusions around the STS events.
1.2 Report Structure

The report is presented in six sections covering:
· Strategic case – a review of the rationale for intervention, fit with the policy environment, key inputs and activities

· Event attendees – a review of the attendees at each of the 2012 and 2011 events

· Attendees feedback – a review of the various components of the events and overall satisfaction levels
· Achievement of benefits – a review of the extent to which attendees have realised benefits from attendance at the events

· Economic impact – the net additional impact on the Scottish economy from the showcase events

· Conclusions and key learning – summary conclusions from the 2010 and 2011 showcase events
2. STRATEGIC CASE
This section reviews the strategic case around the STS, focusing on why Scottish Enterprise intervenes in this area and what the showcase is expected to deliver in relation to the Scottish policy environment.
Key Summary

· The rationale for the STS is founded on imperfect information across the Scottish company base in terms of promoting and selling technology, in identifying leading edge practice and making appropriate connections (either for collaboration or selling)
· The STS has a clear fit with the policy environment, including the GES, SE business plan and ET strategy for Scotland – particularly around making connections that provide a supportive business environment under which growth can be realised

· To date the net cost to SE (its spend less income received) of the two showcase events amounts to £127,000 – and a cost per delegate of around £67
· To date the STS has attracted 240 exhibitors, 2,074 delegates and brokered 532 connections
 – all far in excess of the initial targets for the event
2.1 Rationale for Intervention
The original rationale for the STS articulated in the approval paper
 cited information asymmetries as the main rationale for intervention, or one party having more information than another in a transaction (such as in collaboration or selling).  
However, it is perhaps more appropriate that this be defined as imperfect information more generally – with all parties being equally uninformed (or at least lacking full information to make the best decisions) around collaborative opportunities, supplier engagement and customer contact.  This would mean:
· Small technology companies lacking information on who to approach to sell their technology and what that approach should be

· Large companies not having information on who the best suppliers of technology are and therefore sticking to ‘who they know’

· Both large and small companies and academics not having all the information on support available to them

· A lack of understanding across all partners around generating collaborative ventures and then making them work to their mutual advantage
The implication is that there is an imperfect information failure in the market that is limiting the optimal generation of value in the technology community in Scotland.

Wider evaluation studies
 around networking broadly confirm this theory suggesting that there are issues around:

· Lack of information on capability across the Scottish technology community – and lack of understanding of leading edge capabilities

· Reactive approaches to collaboration and selling

· Failures of information around key organisations connecting and informing

While this has been the broad theory articulated in the approval paper and evaluation literature, the evidence from companies suggests that attendance at the STS largely helps with building knowledge (such as improved understanding of Scottish company capability) and making connections, but that beyond this there are little follow on benefits.  This implies that the real rationale is around improving connections and knowledge – not generating direct follow on projects, investment or sales.  
The STS therefore helps in building the environment under which the market for technology companies and academics can operate in Scotland.  These are the conditions under which ultimate outputs (such as R&D collaborations), outcomes (such as new sales) and impact (GVA and jobs) can be realised.
2.2 Strategic Fit
This section considers the fit and contribution of the STS to the Scottish policy environment and key national performance measures.

2.2.1 Fit with Government Economic Strategy (GES)
At the time of approval there was a strong case made around the fit of the project with the priorities of the GES.  The key aim of the GES, at the time, was the promotion of sustainable economic growth.  The STS made a contribution to the supportive business environment theme of the strategy by:

· Focusing on the promotion of business innovation beyond science and technology

· Strengthening the links between Scotland’s research base and business innovation

· Focusing on key sectors with high growth potential and the capacity to boost productivity

The GES was refreshed in 2011, with a reiteration of the need to promote sustainable economic growth.  The fit also remains strong with a continued contribution towards business innovation, strengthening the links between the company and science base and focusing on sectors with high growth potential.
2.2.2 Fit with Scottish Enterprise Business Plan
At the time of approval the project also had a strong fit with the key strategic objectives outlined in the SE business plan 2008-2009 around innovation, enterprise and investment.  This included a fit through:

· Supporting and encouraging innovation in the companies we work with, focusing in particular on account managed companies and priority industries (innovation)

· Improving the market demand for exploitation of new licenses and collaborative ventures (innovation)
· Helping companies to realise their potential (enterprise)

· Creating the best possible business infrastructure to promote the growth of our priority industries and high growth businesses (investment)

There is also a continued fit with the latest business plan around innovation, and growth companies as well as two new areas around renewables and the transition to a low carbon economy through providing a platform for:

· companies in the renewables sector to demonstrate their technology

· companies to demonstrate new technology that are more efficient, use less resources and deliver more value than current technology 
2.2.3 Fit with Enabling Technologies Strategy for Scotland

The Enabling Technology Strategy for Scotland, Towards a Brighter Future, states that one of the best ways to enable economic growth is to encourage a far wider adoption of new technology.  It articulates the promotion, adoption and exploitation of enabling technologies through three main objectives around:

· Plant – developing the seeds around which technology will be a central part of the economy

· Nurture – growing the opportunities around which technology will be a central part of the economy

· Harvest – reaping the rewards of improved economic performance

The STS fits clearly across each of the different strands with the main area of fit in the plant stage, within the network reinforcement element of the strategy, which is focused on enabling greater understanding, use and exploitation of Enabling Technologies, as well as stimulating wider communication and greater sharing of skills and knowledge.  
2.3 Inputs

This section reviews the financial inputs around the STS.  The first two events have been ran and in each case the overall cost to SE (less income) has been lower than expected (£68,000 in 2010 and £72,000 in 2011).  It is also notable that income from the events has been higher than planned and the net cost per delegate amounts to around £67.  This is outlined in Table 2.1 below.
Table 2.1: Scottish Technology Showcase Inputs

	
	Year 1
	Year 2
	Year 3

	
	Anticipated
	Actual
	Anticipated
	Actual 
	Anticipated

	Event management
	£40,000
	£24,000
	£40,000
	£64,500
	£40,000

	Promotion
	£3,000
	£27,200
	£3,000
	£14,000
	£3,000

	Venue Hire
	£25,000
	£20,000
	£25,000
	£18,000
	£34,000

	Venue preparation
	£31,000
	£74,000
	£34,000
	£61,000
	£38,000

	Catering
	£3,000
	£800
	£3,000
	£500
	£3,000

	Event costs
	£102,000
	£146,000
	£105,000
	£156,000
	£118,000

	Income
	£25,000
	£78,000
	£26,000
	£84,000
	£59,000

	SE Funding rate
	75%
	£47%
	75%
	48%
	50%

	Net cost to SE 

(per delegate)
	£77,000

£102
	£68,000

£68
	£79,000

£99
	£72,000
£66
	£59,000

£70


2.4 Activities

This section reviews the two showcases that have been held to date and considers the key activities associated with them.  Overall it is clear that the number of delegates has exceeded expectations in both years and there has been a steady increase between 2010 and 2011, rising from 987 in 2010 to 1,087 in 2011.  Furthermore, the number of brokered face to face meetings has been substantially in excess of those planned and more than doubled between 2010 and 2011.  In addition, the number of exhibitors has also been above expectations, though has been static in each year. 
It should be noted that the targets were set back in 2008 when this STS project was being planned.  There has been some changes to these reflecting the learning from the events held so far.  For example, the target for delegates in year 3 has been increased from 850 to between 1,200 and 1,500.

However, progress in terms of international delegates has been substantially lower than anticipated, one of the few areas where expectations have not been realised.  Full details are included in Table 2.2 below.

Table 2.2: Scottish Technology Showcase Activities
	
	Year 1
	Year 2
	Year 3


	
	Anticipated
	Actual
	Anticipated
	Actual 
	Anticipated

	Exhibitors
	100
	120
	110
	120
	120

	Delegates
	750
	987
	800
	1,087
	850

	International delegates
	100
	3
	110
	18
	120

	Partnering events
	1
	1
	2
	1
	3

	Growth companies exhibiting
	70
	65*
	77
	66*
	84

	Number of new connections made
	150
	n/a
	170
	n/a
	190

	Number of brokered face to face meetings
	40
	167
	45
	365
	50


* Number of all business exhibiting

3.  EVENT ATTENDEES
This section reviews the attendees from the two showcase events held to date using feedback gained immediately after each event as well as feedback gained at least nine moths later.  It considers how they heard about the events and outlines what they wanted to achieve from attendance.  Rather than provide two sets of analysis (for each year the showcase has ran) the section focuses on the general points in relation to each issue with detail provided in tables.
Key Summary

· The STS is largely attended by industry (48% of attendees in 2010 and 42% in 2011), with the ‘support services’ of the public, private and academic sectors making up the remaining participants
· The companies responding to the follow up survey are generally small (less than 50 staff)
· The events are attended by a broad mix of sectors with no one industry dominating either event held
· The companies are largely operating in growing markets and not competing with other Scottish firms
· Follow up survey respondents operate in a wide range of sectors, with the main areas being ICT and electronics, specialist/industrial manufacturing and energy, though there are a wide range of other target markets
· The vast majority of attendees hear about the event direct from the organiser
· The main objectives of attendees are to hear about technology in their own sector and others and to meet a potential supplier/partner for their business
3.1 Attendee Characteristics

The attendees at the events are largely from industry (around 45% in each year), with a relatively even split across the academic, service and public sectors.  
This suggests that the event is largely focused on the private sector with those who can support industry making up the remainder of the attendees.  This is outlined in Table 3.1 below.

Table 3.1:  Broad Area of Work

	Attendee Working in
	2010
	2011

	Industry
	48%
	42%

	Academic environment
	25%
	15%

	Services
	18%
	25%

	Public sector/government
	8%
	19%

	Base
	48
	146


The main sectors of attendees at the events have included professional services, engineering, electronics, ICT/software and life sciences, with a much wider tail of other sector participation.  This suggests there is a broad mix of sectors represented at the event providing a good opportunity to network in areas outside of the norm if desirable to companies.  This is outlined in Table 3.2 below.

The follow up survey used broad standard industrial classification codes (SIC) categories to identify company sector.  The main groups were other services (55% of respondents) and manufacturing companies (26% of respondents).
Table 3.2: Sector of Respondents
	Broad Sector
	2010
	2011

	Chemicals
	4%
	1%

	Construction
	0%
	2%

	Consultancy 
	6%
	9%

	Digital Media
	2%
	5%

	Electronics
	10%
	13%

	Energy
	2%
	1%

	Engineering
	6%
	12%

	Food & Drink
	2%
	7%

	ICT/Software
	10%
	18%

	Life Sciences
	10%
	8%

	Professional Services
	13%
	n/a

	Universities
	19%
	n/a

	Other
	15%
	25%

	Base
	48
	146


The single main group of participants at the showcase events were micro businesses (companies employing between 1 and 9 staff) accounting for 61% of survey respondents.  This was followed, some way behind by small firms (16% with between 10 and 49 staff) and then medium sized firms (12% with between 50 and 249 staff).  Just one respondent to the follow up survey was a large company (employing over 250 staff).  Full details are included in Table 3.3 below.
Table 3.3: Company Size
	Company Size
	

	None (no operation in Scotland)
	9%

	1-9
	61%

	10-49
	16%

	50-249
	12%

	250+
	2%

	Base
	57


There was a mix to the time the companies have been trading in Scotland with the single largest group being companies trading for over 10 years, which accounted for 34% of the follow up survey respondents.  However, when considered as young companies (companies less than 5 years old) and older companies (companies over 5 years old) the balance shifts towards younger companies, who account for 55% of the follow up survey respondents.  This highlights the mixed attendance from the company base.  Full details are included in Table 3.4 below.

Table 3.4: Time Trading in Scotland
	Trading in Scotland
	

	Less than 1 year
	11%

	1-2 years
	21%

	3-5 years
	23%

	6-10 years
	11%

	Over 10 years
	34%

	Base
	56


3.2 Attendee Markets

The follow up survey suggests that the attendees at the showcase events are largely competing internationally, rather than just with Scottish companies, with around one third suggesting they had no competitors at all in Scotland and a further 27% suggesting only a minority of their competitors were based in Scotland.
Taking this further, location of competition can be used a proxy for displacement effects (or the potential for one company in Scotland to grow at the expense of another Scottish company – and thus not adding to overall economic growth).  Overall, 58% of respondents to the follow up survey would be ‘low displacers’, in effect will not just be taking market share from other Scottish companies.  Just under a third would be high displacers, in effect will likely be growing at the expense of other Scottish companies and the remaining 13% would be medium displacers.  The main implication is that displacement effects are likely to be low.  This is to be expected given that the STS is about innovation and collaboration and demonstrating technology that is new to the market.  Full details are included in Table 3.5 below.

Table 3.5: Location of Competition
	Competition
	

	All in Scotland
	4%

	Majority in Scotland 
	25%

	Around half in Scotland 
	14%

	Minority in Scotland
	27%

	None in Scotland
	31%

	Base
	52


The follow up survey shows that there have been variable market conditions affecting the businesses, with one third suggesting that conditions had remained about the same over the past 3 years.  Just under a third suggested they had improved moderately, while a further 12% suggested they had improved strongly.
This suggests that around 41% of the follow up survey respondents were operating in growing markets, a third in static markets and the remaining 24% in declining markets.  The declining market companies are those most likely to have been affected by the global economic slowdown. Full details are included in Table 3.6 below.

Table 3.6: Market Conditions

	Market Conditions
	

	Declined strongly
	10%

	Declined moderately
	14%

	Are about the same
	35%

	Improved moderately
	29%

	Improved strongly
	12%

	Base
	51


The follow up survey shows that respondents operate across a wide range of target markets.  The main areas include:
· ICT and electronics (53% of respondents)

· Specialist industrial/manufacturing (45% of respondents)

· Energy (38% of respondents)

There was also a broad tail of engagement with a wide range of other areas including telecoms, digital and creative industries, food and drink and life sciences amongst others.  Full details are included in Table 3.7 below.  The implication is that a number of the respondents are selling to Scottish Enterprise priority sectors.  This reinforces the view that the showcase is cross sector and links with the key sectors.

Table 3.7 Market Areas

	Markets Sold To
	

	ICT and electronics
	53%

	Specialist / industrial manufacturing
	45%

	Energy
	38%

	Telecoms
	36%

	Digital and creative
	34%

	Food & drink
	34%

	Life Sciences
	34%

	Aerospace
	28%

	Automotive
	26%

	Retail
	25%

	Defence
	23%

	Marine
	23%

	Utilities
	23%

	Chemicals
	21%

	Government
	21%

	Built environment
	19%

	Financial services
	19%

	Security
	15%

	Textiles
	11%

	Tourism
	11%

	Forestry
	9%

	Base
	53


3.3 Event Promotion

The vast majority of attendees in each year heard about the event from a direct e-mail contact from the organiser (41% in 2010 and 63% in 2011).  Beyond this there was a long tail of wider communication methods ranging from newsletters from the organiser, leaflets, SE and STS websites as well as some contact from industry groups.
While the direct contact is a narrow means of promoting the event, the increase in attendance does suggest that it is broadly successful.  However, there may be scope for broader methods to reach out to those not traditionally engaged in events of this kind and further increase attendance.
3.4 Attendee Objectives

The main objectives of the attendees were concentrated around building increased knowledge of the latest technology (in other sectors as well as their own industry) as well as meeting potential partners or suppliers to their business.  These are largely broad objectives focused on networking and knowledge building rather than explicitly focused on areas like problem solving, accessing finance or selling to new companies.  
This suggests the events have the potential to overcome the information failures cited earlier and move companies to be proactive in this area.  The full details are included in Table 3.8 below.
Table 3.8: Objectives from Attendance

	Objectives from Attendance
	2010
	2011

	To hear about technology development in other industries
	38%
	44%

	To meet a potential partner / supplier for my business
	43%
	44%

	To see the latest technology development in my industry
	40%
	39%

	To demonstrate my technology to new industries
	25%
	31%

	To meet a potential investor in my business
	6%
	9%

	To identify a solution to my technical problem
	4%
	4%

	Base
	48
	146


4. ATTENDEES FEEDBACK

This section provides feedback on the various components of the showcase, ranging from the overall organisation of the event to the zones and sessions held.  It also considers feedback on the quality of business opportunities presented at the events and a review of the matchmaking zone for those who used it.  It also considers overall satisfaction based on more recent feedback from attendees to try to see if immediate satisfaction is maintained over time.

Key Summary

· General satisfaction with the organisation of the event was high, with over two thirds being satisfied with the event website, information about the event, online registration and venue registration
· The main element of the event that was most attractive to attendees was the exhibition, though the matchmaking zone was also important
· Feedback on the matchmaking zone was broadly positive – with around half of the participants surveyed believing that the meetings attended were valuable
· Over half of the surveyed participants believed that they had met valuable contacts at the event and that they would be following up with them
· Overall satisfaction, asked at least eight months after the last event suggested that around 55% of respondents were either satisfied or very satisfied – while around a third were relatively undecided about the event
4.1 Event Organisation
Feedback on the organisation of the event (from the website, pre information, pre registration and attendance registration) is largely positive, with the majority of attendees rating all aspects as either good or very good, while only a minority suggested any elements where poor or very poor

Full details are included in Table 4.1 below.

Table 4.1: Satisfaction with Event Organisation

	
	2010
	2011

	Area
	Good / very good
	Poor / Very poor
	Good / very good
	Poor / Very poor

	Website
	65%
	2%
	77%
	21%

	Information about the event
	72%
	11%
	79%
	19%

	Online registration
	76%
	4%
	77%
	16%

	Venue registration
	78%
	4%
	83%
	15%

	Base
	48
	146


4.2 Zones

Most of the main zones were seen as part of the offer that attracted attendees to the event, though the main exhibition received the most favourable attraction ratings in both 2010 and 2011 – cited by eight out of ten respondents in each year and fitting with the general objective of participants to find out about the latest technology in their own sector and others.

In each year the matchmaking zone was seen as attracting attendees to the event by over half of those who responded to the surveys again suggesting there is a group who are active in seeking out new partners/suppliers/customers beyond the more general interest in finding out about technology. 

The other zones were also seen to be attractive with just the funding and support zone being cited by less than half of the respondents as attractive.  Full details are included in Table 4.2 below.

Table 4.2: Value of Zones in Attracting Attendees

	Value of the zone in attracting the attendee to the event
	2010
	2011

	Keynote arena
	48%
	66%

	Opportunity zone
	46%
	56%

	Exhibition
	85%
	81%

	Matchmaking zone
	57%
	57%

	Funding and support zone
	34%
	40%

	Base
	48
	146


4.3 Sessions

Satisfaction, for those who attended the various sessions at each technology showcase was generally high.  The morning keynote address in 2010, for example received a good or very good rating by 81% of those attending the session.  
However, across each year a large number of respondents suggested that the sessions were not applicable suggesting that they did not attend all the events. This suggests that attendees are selective in what they attend and how they use the events.
4.4 Matchmaking Zone Feedback

In each year around 27% of the respondents had pre booked meetings with other participants in the matchmaking zone.
Feedback was asked differently in each year around the success of the matching zone for the attendees.  

In 2010 just under half of those attending the matchmaking zone suggested the meetings were very valuable, while just under half suggested they were of limited value and just one in ten suggesting there was no value.  

In 2011 participants were asked about their rating in terms of successful outcomes for their business.  Overall 64% suggested that the matchmaking zone was either good or very good for the business, while one third were undecided and just 5% suggested the zone was very poor in terms of successful outcomes.
Overall, the feedback from the matchmaking zones was positive, though it was also clear that this was only one part of the reason for attendees seeking to come to the showcase.
4.5 Quality of Business Opportunities
The majority of respondents (around two thirds) suggested that they met valuable business contacts at least at one of the events.  Only a minority (no more than 10%) felt they hadn’t made valuable contacts.  Full details are included in Table 4.3 below.

Table 4.3: Rating of Contacts Made
	Meeting Valuable Contacts
	2010
	2011

	Not applicable
	0%
	4%

	Strongly disagree
	4%
	4%

	Disagree
	6%
	9%

	Neither agree nor disagree
	17%
	17%

	Agree
	43%
	52%

	Strongly agree
	30%
	15%

	Base
	48
	146


The majority of participants also suggested that they would be following up the contacts made after the event, reinforcing the point above that the contacts they made were valuable.  Again only a minority suggested they wouldn’t follow up with contacts made.  Full details are included in Table 4.4.

Table 4.4: Following up Contacts

	I intend to follow up with contacts made at the event
	2010
	2011

	Not applicable
	0%
	4%

	Strongly disagree
	2%
	2%

	Disagree
	7%
	3%

	Neither agree nor disagree
	7%
	12%

	Agree
	52%
	58%

	Strongly agree
	32%
	21%

	Base
	48
	146


The majority of attendees felt that the quality of exhibitors was suitable for their needs, though there was a higher degree of uncertainty at the 2011 event (the respondents neither agreed nor disagreed about the following up of contacts).  Full details are included in Table 4.5 below.

Table 4.5: Quality of Exhibitors
	The quality of exhibitors was suitable for my needs
	2010
	2011

	Not applicable
	10%
	7%

	Strongly disagree
	3%
	7%

	Disagree
	10%
	9%

	Neither agree nor disagree
	13%
	30%

	Agree
	55%
	39%

	Strongly agree
	10%
	10%

	Base
	48
	146


4.6 Overall Satisfaction

Overall satisfaction based on the follow up survey was generally high, with 48% satisfied and a further 7% very satisfied.  However, around a third of the follow up respondents were relatively undecided about the event (neither satisfied nor dissatisfied) and a small number were either dissatisfied (13%) or very dissatisfied (2% - though this only equates to one response).  Full details are included in Table 4.6 below.
Table 4.6: Overall Satisfaction with Most Recent Event
	Overall satisfaction
	

	Very satisfied
	7%

	Satisfied
	48%

	Neither satisfied nor dissatisfied
	30%

	Dissatisfied
	13%

	Very dissatisfied
	2%

	Base
	56


5. BENEFIT ACHIEVEMENT
This section provides an overview of the actual benefits achieved by businesses as a result of attendance at the STS.  It breaks these down into a number of areas that are broadly sequenced in the order in which they might be achieved starting with networking and knowledge benefits achieved from attendance through to the attraction of new finance into the businesses, new R&D/innovation and any sales benefits achieved.
Key Summary

· Overall the main benefits of the showcase events are around networking and knowledge improvements
· The main networking benefit was around making links with new companies
· The main knowledge benefit was around improved understanding of support available within Scotland
· Few companies report R&D/innovation, finance or sales benefits
· Total R&D/innovation spend associated with the showcase events amounted to £520,500 in respondents – a median value of £10,000 per company
· Total new finance raised amounted to £511,500 in respondents – a median value of £7,500 per company
· Total new sales generated amounted to £659,000 in respondents – a median value of £5,000 per company
· Overall most benefits are relatively immediate around the events (networking and knowledge) – with other benefits being rarer but potentially valuable to companies
5.1 Benefits realised
The broad range of benefits realised as a result of attending the events are outlined in chart 5.1 below.  These are ordered in terms of the pathway to impact – or point on the steps to impacts from top to bottom.

Chart 5.1: Overall Benefit and Impact Realisation
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Overall, it is clear that a wide range of benefits have been achieved, though the main two were networking benefits (meeting new contacts, etc), cited by 81% of follow up survey respondents and knowledge benefits (new knowledge on technology, support available, etc), cited by 69% of respondents.  These are the two main benefits that can be realised almost immediately after the showcase (or at the events).

The short to medium term benefits that involve taking new connections and knowledge and applying them in some way were less common, with 27% suggesting follow on R&D/innovation activity, 18% actual sales benefits and 7% finance benefits.  This suggests that a smaller proportion of companies were actually following up the showcase events with substantive activity (though the survey may miss ongoing but light touch engagements or engagements and activity led from other areas of the business).

There are some striking differences when the results are cut by those exhibiting and those who attended the matchmaking zone, though it should be noted these are based on a small number of respondents (13 for exhibitors and 17 for matchmaking attendees).  

In terms of those exhibiting more success was shown in relation to finance benefits with 15% suggesting a benefit against 7% in all respondents

However, an apparently poorer performance for exhibitors was shown in all other areas, including:

· Networking benefits with just 69% suggesting benefit against 81% in all respondents

· Knowledge benefits with just 46% suggesting a benefit against 69% in all respondents

· Sales benefits with just 15% suggesting a benefit against 18% in all respondents

In terms of those attending matchmaking events more success was shown in relation to sales benefits with 24% suggesting some benefit against 18% in all respondents.
However, most other areas showed few differences, with:

· Networking benefits reported by 76% against 81% in all respondents

· Knowledge benefits reported by 65% against 69% in all respondents

· Finance benefits reported by 7% against 12% in all respondents

The only area with an apparent difference was follow on activity, where 12% of matchmakers reported a benefit against 27% in all respondents.  This implies that the short meetings taking place in the Matchmaking Zone are being used to quickly establish potential for the contacts to work together.
The number who suggest a sales or employment benefit that wouldn’t have happened anyway was also lower again (in this case just one respondent).

This reinforces the point that the events are about making connections and improving knowledge rather than directly leading to follow on activity which can result in net additional GVA and employment.

The full ranges of benefits are explored below, while the impact is considered in the next section.
5.2 Networking Benefits

Networking benefits are those relatively immediate benefits from attendance at the showcase events in terms of engagement with customers, suppliers, universities and support providers.

Overall, 81% of follow up survey respondents suggested some form of networking benefit, with the main areas covering:

· New improved links with other Scottish companies cited by 48% of follow up respondents

· New improved links with Scottish suppliers and the Scottish science/research base (both cited by 27% of follow up survey respondents)

Engagement with non Scottish businesses was cited less, with the main links being with other international companies.  Just 15% of follow up survey respondents suggested there was no networking benefits with Scottish organisations and just 17% suggested there was no networking benefits with non Scottish organisations.  Full details are included in Table 5.1 below.
Table 5.1: Networking Benefits

	Networking Benefits
	Scottish
	Non Scottish

	Established new/improved links with other companies
	48%
	13%

	Established new/improved links with suppliers
	27%
	10%

	Established new/improved links with science/research base
	27%
	6%

	Established new/improved links with the public sector
	25%
	4%

	Established new/improved links with customers
	23%
	10%

	Established new/improved links with support providers
	23%
	2%

	Established new/improved links with networks
	19%
	2%

	No networking benefits from attendance
	15%
	17%

	Base
	52
	52


5.3 Knowledge improvements

Knowledge benefits are those changes in awareness or understanding of key business operation areas, such as market, technical and available support.
Overall, 69% of follow up survey respondents suggested some form of knowledge benefit, with the main areas covering:

· Improved awareness or understanding of support available in Scotland, cited by 41% of follow up survey respondents
· Improved awareness/understanding of Scottish company technology capabilities, cited by 37%

Around one third of follow up survey respondents claimed no knowledge benefits as a result of attending a showcase event.  Full details are included in Table 5.2 below.
Table 5.2: Knowledge Benefits

	Knowledge Benefits
	

	Improved awareness of support available in Scotland
	41%

	Improved awareness/understanding of Scottish company capabilities
	37%

	Improved market awareness/understanding
	28%

	Improved technical awareness/understanding
	15%

	Improved awareness of support available in the UK
	11%

	Improved problem solving in relation to technology
	2%

	No knowledge improvements from attendance
	32%

	Base
	54


5.4 Financial Benefits

Financial benefits are the attraction of various forms of finance into the companies attending the showcase events.  This includes debt, equity and public sector finance sources.
Overall, 93% of follow up survey respondents claimed no finance benefits, suggesting only a small minority of companies actually realise these benefits.  The main finance benefit, only experienced by 5% of follow up survey respondents, was new Scottish public sector investment (from organisations like Scottish Enterprise).  Full details are included in Table 5.3 below.
The total finance raised by companies as a result of showcase events amounted to £511,500, though virtually all of that was from one company.

Table 5.3: Financial Benefits

	Financial benefits
	

	Secured new Scottish public sector investment
	5%

	Secured new equity investments
	4%

	Secured new debt finance
	4%

	Secured new UK public sector investment
	4%

	No finance benefits from attendance
	93%

	Base
	57


5.5 R&D Innovation Benefits

R&D/innovation benefits are follow up activities in the R&D and innovation space – done either internally in the company or in collaboration with other partners.  It also includes the development of new intellectual property as well as product/process/service innovation.
Overall, 73% of follow up survey respondents claimed no R&D/innovation benefits, suggesting only a small minority of companies actually realise these.  The main R&D/innovation benefits included the establishment of new innovation collaborations, cited by 13% of respondents.  A small proportion of respondents also claimed R&D collaborations (6%) and improved services (7%).  Full details are included in Table 5.4 below.
The total R&D / innovation spend associated with the activity amounted to £520,500, though again virtually all of that was from one company.

Table 5.4: R&D/Innovation Benefits

	R&D / Innovation Benefits
	

	Established new collaborations
	13%

	Developed improved services
	7%

	Established new collaborative R&D activities
	6%

	Developed new products
	4%

	Developed improved products
	4%

	Developed improved processes
	4%

	Adopted new cross cutting technology
	2%

	Established new innovation activities
	2%

	Developed new intellectual property
	2%

	Established new R&D activities
	0%

	Developed new processes
	0%

	Developed new services
	0%

	No follow on benefits from attendance
	73%

	Base
	55


5.6 Sales Benefits

Sales benefits are follow up revenue generated through contacts made at one of the showcase events.  This includes new contracts and licensing revenue.
Overall, 82% of follow up survey respondents claimed no sales benefits, suggesting only a small minority of companies actually realise these.  The main sales benefits included new contracts with Scottish firms (15%).  Full details are included in Table 5.5 below.
The total sales realised amounted to £659,000, though again virtually all of that was from one company.

Table 5.5: Sales Benefits

	Sales Benefits
	

	Developed new sales/contracts with Scottish companies
	15%

	Developed new sales/contracts with non Scottish companies
	4%

	Developed new licensing deals with Scottish companies
	2%

	Developed new licensing deals with non Scottish companies
	2%

	No sales benefits from attendance
	81%

	Base
	55


6. ECONOMIC IMPACT AND VALUE FOR MONEY
This section provides an overview of the net additional impacts reported from attendance at the STS events held.  The section also considers the value for money of the intervention.
Key Summary

· The economic impacts should be treated with some caution as they are based on reported impact from just two separate companies, from the 57 surveyed
· The net additional GVA impact is estimated at around £286,000, or an impact investment ratio of 1: 2.08
· The net additional employment impact is estimated at around 9 jobs, a cost per job of £15,600
· The intervention appears to have a very high level of economy, with a modest cost to SE, a low cost per participant and the generation of a small amount of income to offset the costs
· The intervention also appears to have a very high level of efficiency, with the generation of follow on R&D activity, finance levered to companies and sales generated each over five times the SE cost of intervention (excluding the many non quantifiable network and knowledge benefits where no financial value can be used)
· The effectiveness of the intervention however is relatively modest, with few companies citing additional impact as a result of the event, an impact ratio above the cost of intervention and cost per job at a level 40% lower than the median earning level in Scotland (£24,000 per annum for full time workers)
6.1 Approach to Assessment

The approach to the economic impact assessment has focused on the achievement of impact to date.  Due to the nature of the event no attempt was made to quantify future impacts from the events.

The approach follows standard practice in that it develops gross impact results for both employment and GVA and then adjusts for:

· Deadweight: the extent to which impact would have been realised anyway

· Displacement: the extent to which impact could come at the expense of other Scottish companies

· Substitution: the extent to which impact could be realised by the company simply substituting one area for another to benefit from public sector support

· Leakage: the extent to which the impacts are realised beyond Scotland

· Multipliers: the positive wider effects in the economy (in suppliers and through the spending of wages by staff) of employment or GVA generation
This provides the net additional economic impact of the Scottish Technology Showcase.

This is then grossed to the whole population of companies attending the events to arrive at the ultimate net additional impact of the project.  In this case the 57 survey respondents represent around 11% of the total companies attending the events.  This would normally represent a grossing factor of 8.8.  However, as there is a high chance of self selection using e-survey methods a more cautious grossing factor of 4.4 has been used (this is half the 8.8 value)

The impact of the events is then compared with the cost of intervention to arrive at a net additional impact of the showcases to date.
6.2 GVA Impacts
The survey proxies GVA impact by asking about the extent to which turnover was different in a given year as a result of attendance at the showcase events.  Overall, just one company (2% of the follow up survey respondents) suggested there has been an additional impact as a result of attendance.  This means 98% of the follow up survey respondents suggested no net additional impact as a result of the events.

On this basis and adjusting for additionality and grossing to the whole population of attending companies suggests a net additional GVA impact between 2010 and 2011 of £286,000.

The discounted cost over the same period amounted to £137,500, giving an estimated impact ratio of 1: 2.08.  This suggests the showcase events have provided almost as twice as much net additional GVA in the economy as the cost of intervention.  It should be noted this is driven as much by the low cost of intervention as the scale of impact realised (which is modest).  

Given the relatively low levels of follow on activity and the low numbers of companies citing an additional impact from the event this is perhaps unsurprising and further suggests that the events are about networks and knowledge rather than the generation of net additional GVA (though these are also positive when compared with the costs).

6.3 Employment Impacts
The survey used the estimates of the extent to which employment was different in a given year as a result of attendance at the showcase events.  Overall, just one company (2% of the follow up survey respondents) suggested there has been an additional impact as a result of attendance.  This means 98% of the follow up survey respondents suggested no net additional impact as a result of the events.
On this basis and adjusting for additionality and grossing to the whole population of attending companies suggests a net additional employment impact between 2010 and 2011 of 9 jobs.
The discounted cost over the same period amounted to £137,500, giving an estimated cost per job of £15,600.  This compares with the median annual salary of full time workers in Scotland of £24,000.
Again, given the relatively low levels of follow on activity and the low numbers of companies citing an additional impact from the event this is perhaps unsurprising and further suggests that the events are about networks and knowledge rather than the generation of net additional employment (though again these are also positive when compared with the costs).

6.4 Value for Money

Value for money considers three key areas around:

· If the cost of inputs are reasonable (economy)

· If the costs are leading to the desired outputs (efficiency)

· If the cost are leading to the desired impact (effectiveness)
Each of these are considered in turn below but overall the Scottish Technology Showcase events appear to provide very high value for money.
6.4.1 Economy
The total SE cost of intervention for the two showcase events to date amounts to £140,000 (or a discounted total of £137,500).  However, this is partly because there is income associated with the events giving a low net cost of intervention.  This amounts to a net cost per delegate of £100.  This represents a low cost way to engage a large number of individuals and companies.  This suggests that the cost of inputs is reasonable and that the economy of the intervention is high.
6.4.2 Efficiency
The total SE cost of intervention of £140,000 is also leading to the desired outputs.  In terms of non quantifiable benefits this includes new or improved knowledge and connections with businesses and the science base.  When compared with the levels of follow on R&D/innovation, finance levered in to businesses and sales generated the cost of intervention is dwarfed (each of the benefits citied amount to values five times the SE investment).  This suggests that the inputs are leading to the desired outputs and represents a high level of efficiency.
6.4.3 Effectiveness

The project impact ratio is broadly twice the level of investment and the cost per job below the median annual wage for full time workers in Scotland representing a positive level of effectiveness.  However, this is as much driven by the low cost of intervention as the scale of impact (which is relatively modest).  The ratio is also lower than the average for all sector delivery projects (which range from 1: 3-5).  This reinforces the point that the showcase is as much about soft and intangible variables, such as making connections and improving knowledge as it is about generating net additional GVA or employment.  However, it is likely that there may be more indirect future impacts as a result of the positive environment that the showcase creates (though recognising it is only one element in building a supportive environment for technology).  As such the overall level of effectiveness is positive but modest.

7.  CONCLUSIONS
This section draws together the key conclusions arising from the study and draws out key areas of learning that can inform future showcase events.

Rationale for intervention

The rationale for the showcase events is founded on imperfect information across the Scottish company base in terms of promoting and selling technology, in identifying leading edge practice and making appropriate connections across the Scottish technology ‘community’.

The events have the scope to overcome these failures by showcasing leading technology and providers and bringing a range of interested parties together to share knowledge and make connections.  To that end the follow on survey suggests that the connections are being made and knowledge is being developed – but this doesn’t appear to be leading to finance benefits, follow up benefits and sales benefits.  It may be further activity is required to ensure these are realised.
Strategic Fit

The project clearly fits with the priorities in the GES – though makes its greatest contribution in developing a supportive business environment rather than resulting in high numbers of collaborations, exports and economic impacts (due to the relatively low scale associated with).  It therefore has a high level of fit with the priorities but only makes a modest contribution in tangible terms to government performance measures around R&D, exports and productivity.
It also clearly fits with the ET Strategy for Scotland and lives up to its tag as a network reinforcement intervention, building the environment rather than being a direct generator of GVA in its own right.  From a sector development point of view it is therefore a valuable part of the portfolio of investment needed to maximise the potential of technology in Scotland.
Achievement of project objectives

The achievement of project objectives takes two forms – progress against the high level objectives of the STS and the quantifiable benefits that flow from these.

Taking high level objectives first it is clear that the showcase events:

· Are raising the profile of technology across Scottish industry
· Is establishing new networks and making a contribution towards new collaborations

· Is making connections between Scottish HEIs and industry

· Is not making progress on international trade (though this has been recognised by the project team and represents a conscious change to focus on the Scottish technology community and the 2012 event will have the theme of ‘Global Trends, Global Opportunities’)

· May be making some progress on the adoption of technology – though the follow up activity suggests this may be a slower process than might be hoped
Taking the more quantifiable targets progress and commentary is included in the Table below.
Table 7.1: Progress Against Targets

	Target
	Quantification
	Commentary

	Increasing the number of delegates and exhibitors attending the STS both domestically and internationally.
	Attendees up from 987 in 2010 to 1,087 in 2011, an increase of 100 or 10%.
Exhibitors have been at 120 – above the 100 planned in 2011 and 110 planned in 2011
	The number of domestic delegates has increased substantially and is above those planned, as are exhibitor numbers.
International delegates have been lower than expected

	Increase the number of business to business connections made at showcases.
	Target set at 150 in 2010 and 170 in 2011.  While not formally tracked, 48% of follow up survey respondents reported new improved links with other companies.  Even assuming just 1 contact each and scaled to the whole population would amount to over 200 new connections
 (this doesn’t include connections made to suppliers, science base, public sector, customers and support providers)
	Not formally collected due to the challenge of measurement, but 81% of follow up survey respondents suggested ‘networking’ benefits of some form indicating progress.
In addition, there were 167 brokered face to face meetings in 2010 and 365 in 2011 again suggesting extensive new or improved connections.

	Increase in sales arising from new connections made at showcases.  The impact of this is expected to be visible 3-5 years after the event.
	Sales values amount to £659,000 from the follow up survey respondents less than 2 years after the events, or a median per company of £5,000 
	Modest progress is being made on sales – with only a minority of companies (18%) reporting sales as a result of the event.  This is at between 6-20 months (less than 2 years) after the event(s).



	Increased investment in innovation / R&D by companies.  The increased investment arising should be visible within 12 months of the event.
	R&D / innovation spend  values amount to £520,500 from the follow up survey respondents less than 2 years after the events, or a median per company of £10,000
	Modest progress is being made – with around 27% of the follow up respondents suggesting follow up R&D / innovation activity.  This is between 6-20 months (less than 2 years) after the event(s).

	Increased update of SE innovation products.
	41% of follow up survey respondents suggested improved awareness of support available in Scotland, though it has not been tracked what that amounts to in terms of product up take, specifically innovation products
	Not possible to measure without matching attendees with products and checking if this was a result of the showcase events.


This suggests that progress is solid against objectives, but more needs to be done to maximise the potential benefits of the events and meet all objectives.  To that end project support is ongoing around the STS 2012 and 2013 focusing on exhibitors with exhibition skills to maximise opportunities (and to realise sales in particular).
The events
Feedback immediately after each event has been positive – with most elements of organisation and delivery viewed positively and overall satisfaction a few months later also being positive.

Companies are generally interested in looking at new technology and meeting other businesses – objectives which they feel are met at the time and backed up with the follow up survey that suggests these connections and knowledge improvements are being realised – though other follow up activity may not be.
Benefits and impacts
The showcase events are clearly leading to a wide range of benefits, mainly immediate ones around knowledge and networking, but there are also short and medium term benefits around R&D/innovation, finance and sales – those only a minority of companies seem to be realising these.

The net additional impact is positive, but relatively low in scale terms.  However, as the cost of intervention is low this means the overall value for money is positive.

The key message though would appear to be that the event is mainly about building a supportive business environment though improving knowledge and connections than leading to directly measurable GVA in itself.  This is an important distinction and one recognised in the ET Strategy, with the STS seen as a key building block that allows other activity that may have more immediate potential to realise economic impacts to happen.

Overall, the events have been very successful and bring about a number of positive benefits in the Scottish company base – as well as delivering an impact that is greater than the public investment in the project.

Recommendations
The evaluation has shown that the showcase events have been well planned, managed and received by attendees.  To that end the recommendations are focused on potential areas that could be explored further to further enhance the planning, management and delivery of the events rather than any more substantive changes.

The monitoring data held on the events, attendees and financial inputs is fairly strong, and the post event survey collects valuable process feedback on the events.  However, the survey questions have changed, in some cases quite subtly (coded answers have been different) and in others in more major ways (different questions and coded answers) over the last two years the events have ran.  In order to provide consistent feedback on the events, and any relevant actions around areas of concern or possible improvements – the core questions asked should be the same in each year.
While the feedback from exhibitors is generally positive, it is clear that tangible benefits around collaboration, follow on projects, attraction of investment and sales are only cited by a small number of exhibitors.  Scottish Enterprise should continue to work with exhibitors (there is already ongoing activity in this area) on exhibition skills to maximise the chances of positive follow on benefits from exhibiting at the event.
Building on this recommendation there is potentially scope for more follow up with those who attend the matchmaking events, to strengthen new relationships developed, encourage follow on activity and continue the community building the events appear to facilitate.

Finally, the marketing channels for the events appear to be quite narrow, with most participants hearing directly from the organisers.  While this is clearly not a barrier, as attendance has continued to grow year on year, wider marketing channels may encourage businesses outside of the ‘norm’ to attend.  These wider channels should be explored and any genuine opportunities to reach new companies exploited.

� This excludes attendees who were not from businesses – including staff from universities and those in the public sector (such as Scottish Enterprise and the Technology Strategy Board)


� This may include exhibitors and attendees who attended more than one showcase event but illustrates the scale of engagement across the two events


� Scottish Enterprise (2008) For Approval: Scottish Technology Showcase 2009-2011, Scottish Enterprise.


� Including Ekosgen (2012) Evaluation of Scottish Stem Cell Network (SSCN), Scottish Enterprise and SQW (2011) Evaluation of Nexxus, Scottish Enterprise.


� Targets in the table cover those developed in 2008 when the project was developed


� Worked out at 48% of the 52 follow up survey respondents (25 companies with contacts) multiplied by the grossing factor to the whole population (8.8) giving circa 219 contacts





