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1. EXECUTIVE SUMMARY

Scottish Enterprise Renfrewshire (SE Renfrewshire), on behalf of the Renfrewshire and Inverclyde Export Partnership (RIE), appointed Ekos Ltd in October 2002 to undertake an economic impact evaluation of the International Trade Development Programme (ITD Programme).

2. OBJECTIVES

This evaluation examines the operation of the ITD Programme performance against objectives and assesses the achieved and likely outputs and impacts.  SE Renfrewshire wish to undertake the economic impact evaluation of the ITD Programme for the following purposes:

· to assess the full impact of the Programme;

· to identify good practice for future intervention;

· to establish its overall value for money; and

· to demonstrate the need and demand for continued ERDF funding.

3. PROGRAMME DESCRIPTION

Renfrewshire and Inverclyde Export Partnership is a ‘one-stop-shop’ providing businesses with advice and support on all aspects of international trade development.  The partnership is made up of representatives of the 3 Local Authorities (Renfrewshire, East Renfrewshire and Inverclyde Councils), Renfrewshire Chamber and SE Renfrewshire.

Table ES 1 shows the breakdown of EDF targets and achievements based on the fourth claim submitted by SE Renfrewshire at the end of December 2002.

While the actual numbers of companies supported falls short of the targets, from the company interviews and economic impact appraisal it is clear that the derived impacts (through jobs and increased turnover) are far higher than was expected.  The detailed working and assumptions for these calculations is contained at Appendix 1.

	table ES 1: breakdown of erdf targets

	
	Approved
	Dec 2002
	%

	No. of existing SMEs receiving advice or consultancy
	230
	106
	46%

	Of which are located in SIP areas
	15
	13
	87%

	Of which are owned/managed by ethnic minorities
	21
	2
	9.5%

	Total no. of gross new jobs created
	57
	122
	214%

	Of which are women
	11
	62
	564%

	Of which are ethnic minorities
	3
	0
	-

	Of which are disabled
	3
	0
	-

	Of which are areas defined as most in need
	3
	15
	500%

	Increase in sales derived from exports
	£2,419,183
	£12,415,731
	513%

	No. of new exporters
	107
	29
	27%


Source: ERDF application and Claim 4

It should be noted that these impacts cover the period to December 2002, and are not the final claim.

4. CONSULTATION PROGRAMME

Consultations were held with a range of organisations that had a role in, or remit for, the RIE Programme.  In total, 8 individuals across 6 organisations were consulted: East Renfrewshire Council, Glasgow Exports, Inverclyde Council, Renfrewshire Chamber of Commerce, Renfrewshire Council and Scottish Enterprise Renfrewshire.

The conclusion from most partners is that they are generally happy with the RIE Programme.  The changes that were introduced 18 months ago are believed to have improved the Programme and several consultees singled out the experience and approach of the RIE team members as a specific benefit.

5. RESEARCH PROGRAMME

A key aspect of the study was to conduct interviews with a range of Renfrewshire businesses.  In total 68 companies that received RIE support were interviewed (through face-to-face meetings, telephone interviews and email questionnaires) along with 10 Renfrewshire exporting businesses that have not accessed RIE support (through telephone interview).

The results from the surveys of supported companies show that, for most types of services, companies rated the services as good or very good, with the majority reporting that RIE support was better than other forms of support they had received.  In addition, they believe that RIE support has helped them to secure additional exporting sales, create additional employment, increase their trading capacity and improve their knowledge, skills and attitude toward exporting.

44 of the companies who provided estimates for expected level of sales in 3 years time, gave specific estimated figures.  Total sales amounted to £185.5 million with exporting accounting for 47% at £86.4 million.  This is a marked increase of 302% of total sales from current level and 350% of export sales from current level.  This is shown in greater detail in Table ES 1.

	TABLE ES 2: % increase in sales over period

	
	Total Sales
	Exporting Sales
	Export sales as % of total sales

	Expected sales in 3 years
	185,613,735
	86,461,593
	47%

	Current sales
	46,200,000
	19,200,000
	42%

	Sales prior to RIE involvement
	35,351,000
	12,087,660
	34%

	

	
	Total Sales
	Exporting Sales

	% increase between expected and current
	302%
	350%

	% increase between current and prior to RIE involvement
	31%
	59%

	% increase between expected and prior to RIE involvement
	425%
	615%


7 out of the 10 non-assisted companies were active exporters and 1 was a developing exporter.  Most were fully aware of the RIE Programme, but chose not to use the service, however, 3 of companies had no awareness that of support was available for exporting.

The most popular type of support accessed through RIE was general advice and information (20%) followed by exhibition support (18%) and trade missions (15%).

The majority of companies rated the support offered by RIE positively with 46% regarding it as Very Good and 31% regarding it as Good in comparison to other support received.  Overall, the staff at RIE were rated as being Good or Very Good in terms of professionalism, knowledge and understanding, efficiency and east of access.

In terms of improving the service, responses were limited but related to funding (e.g. requirement for more funding) staff (e.g. more advisors) and programme structure (e.g. more seminars and a more concentrated programme.

Most of the companies viewed the current delivery format to be the most appropriate for future delivery.  Other possible improvements to the programme included greater awareness of all services available and more clarity on funding rules.

6. ECONOMIC IMPACTS

The economic impacts were derived from information and data obtained from the survey of companies.  Impacts were reported as gross outputs, in order to convert these to net impacts for the local and Scottish economies, account was taken of additionality, displacement and multiplier effects.  Finally, the sample size of respondents was grossed up to account for the whole sample size of supported businesses.

The value of net additional sales achieved is:

· local level – around £6.32 m; and

· national level – around £6.04 m.

The level of net additional employment is:

· local level – 72.4 FTEs; and

· national level – 78.8 FTEs.

7. RECOMMENDATIONS

1. The Renfrewshire Inverclyde Export Programme should continue, but five key issues should be addressed to improve the running of the Programme:

a. Marketing – should be improved or enhanced to achieve greater participation in the Programme in the future.

b. Integration and linkages – RIE partners need to ensure better integration and linkages between company needs and exporting assistance.  It is important that partners are aware of, and keep up to date with, wider business development support initiatives.

c. Feedback – there is a need to improve the flow and type of information given to RIE partners.

d. Roles and Responsibilities – the internal working arrangements of the RIE partnership appears to be effective.  The only issue raised was the role of the Chamber of Commerce who are not actively involved in the partnership and do not regularly attend meetings.

e. Contract agreements with supported companies should be amended to include provisions regarding the supply of information to SE Renfrewshire and their agents.

2. SE Renfrewshire should apply for further ERDF support for the RIE Programme.  The value for money assessments show that the leverage ratios achieved are relatively high.  We therefore conclude that the RIE Programme is delivering substantial economic benefits to the Renfrewshire and Scottish economies, and should continue to receive public sector support, including ERDF.

3. RIE partners and SE Renfrewshire in particular, need to address the issue of Productisation and how it will impact on the RIE Programme.  We understand that Productisation will dictate what, but not how, support is delivered at a local level.  This needs to be clarified and understood.

4. Setting the issue of Productisation aside, future intervention, as far as possible, should be tailored to the Renfrewshire economic profile – based on local targets, market opportunities and business needs.

5. The RIE Programme partners should continue to compare and link with other exporting initiatives to stay up to date with best practice and take advantage of opportunities for linkage on specific initiatives and events.

6. Partners should investigate the potential to link training in Renfrewshire with other export initiatives, for example in Dunbartonshire or Glasgow.  Training is recognised by partners as an area of the Programme that has failed to deliver the expected benefits, largely as a result of lack of interest from local companies.

Overall, we believe that the Renfrewshire Inverclyde Export Programme has delivered positive economic benefits to the local and national economy and that it should continue to be managed and funded in line with present arrangements.  We have however, highlighted some key issues and recommendations above that should be adopted to improve future performance.

8. background

Renfrewshire and Inverclyde Export Partnership is a ‘one-stop-shop’ providing businesses with advice and support on all aspects of international trade development.  The partnership is made up of representatives of the 3 Local Authorities (Renfrewshire, East Renfrewshire and Inverclyde Councils), Renfrewshire Chamber of Commerce and Scottish Enterprise Renfrewshire.

The International Trade Development Programme has received ERDF support under the Western Scotland Objective 2 Programme 1997 – 1999 and continued to receive support under the current 2000 – 2006 Programme until February 2003.

Scottish Enterprise Renfrewshire (SE Renfrewshire), on behalf of the Renfrewshire and Inverclyde Export Partnership (RIE), appointed Ekos Ltd in October 2002 to undertake an economic impact evaluation of the International Trade Development Programme (ITD Programme).

1.1 study objectives

This evaluation examines the operation of the ITD Programme performance against objectives and assesses the achieved and likely outputs and impacts.  SE Renfrewshire wish to undertake the economic impact evaluation of the ITD Programme for the following purposes:

· to assess the full impact of the Programme on the regional and national economy;

· to identify good practice for future intervention;

· to establish its overall value for money; and

· to demonstrate the need and demand for continued ERDF funding to the end of 2006.

The results of the evaluation will be used to:

· develop or modify the programme and its operation and delivery for the future;

· determine the level of resources to be directed towards the programme in the future;

· establish appropriate targets for the programme; and

· provide information in support of a forthcoming European funding application.

1.2 study method

The study was undertaken in six stages between October and February 2002, as detailed below:

· Stage 1: Set up;

· Stage 2: Baseline Review;

· Stage 3: Consultation Programme;

· Stage 4: Research Programme;

· Stage 5: Learning Workshop; and

· Stage 6: Analysis and Reporting.

1.3 format of report

The remainder of this report is structured as follows:

· Chapter 2 provides a description, baseline analysis and best practice review;

· Chapter 3 discusses the outcomes of the consultation programme;
· Chapter 4 reports the findings of the company survey;
· Chapter 5 covers the economic impact and value for money appraisals; and
· Chapter 6 contains our conclusions and recommendations.

9. review of programme

2.1
programme description

Renfrewshire and Inverclyde Export Partnership is a ‘one-stop-shop’ providing businesses with advice and support on all aspects of international trade development.  The partnership is made up of representatives of the 3 Local Authorities (Renfrewshire, East Renfrewshire and Inverclyde Councils), Renfrewshire Chamber and SE Renfrewshire.

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

Manufactured exports from Renfrewshire represent 35% of the total Scottish manufactured exports.  This figure should be viewed against the population and business base of Renfrewshire, 6.8%
 and 4.7%
 of Scottish totals respectively.  Exporting is therefore a key source of business for Renfrewshire’s companies.  Electronics and Precision Instrumentation is a key sector of manufactured exports from Renfrewshire, accounting for 93% of total exports.  Other important sectors include Chemicals (3.3%) and Leather (1.1%).

Exporting in Renfrewshire continues to be dominated by large companies (over 250 employees).  In 1999/2000, 97.5% of all Renfrewshire manufactured exports were derived from companies employing over 250 people
, with only 2.5% of exports produced from the SME business sector.  France continues to be the top market for Renfrewshire exporters, accounting for 32% of total manufactured exports.3
Following an evaluation which was completed in 2000, the ITD Programme was redesigned and subsequently re-launched in April 2001 with the following targets for 2001/2002:

· provide 210 assists;

· support 14 new exporters; and

· support 14 existing exporters to enter new markets.

From the information provided at the outset of the study, two of the targets were exceeded – one by 200%, with one falling short – 9 new exporters supported against a target of 14.

For 2002/2003 targets were revised to:

· 35 national targets (set by Scottish Enterprise); and

· 15 additional local targets (set by RIE Partnership).

Between July 2001 and December 2002, a total of 139 companies were assisted through the RIE Programme, of which 106 were eligible for ERDF funding.  The remaining 33 companies were not eligible for ERDF for 3 main reasons:

· ERDF funding can only be claimed where there has been a financial spend against the company, therefore companies that only received information or advice would not be included;

· companies that have spent money, but not submitted their financial claim would not be included; and

· a small number of companies are ineligible for ERDF funding e.g. University of Paisley.

The initial time period for the evaluation was April 2001 to August 2002, however, this was extended to December 2002 to include the most up-to-date ERDF monitoring data.

2.2
baseline review

This section summarises all relevant project data and outlines the project’s objectives, targets and activity to date.

2.2.1
Operation

The Renfrewshire Inverclyde Export Partnership comprises the following organisations:

· Scottish Enterprise Renfrewshire;

· Renfrewshire Council;

· East Renfrewshire Council;

· Inverclyde Council; and

· Renfrewshire Chamber of Commerce.

Its purpose is to provide a package of export support to companies in Renfrewshire, tailored to local needs, via a one-door approach.

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

2.2.2
Budget and expenditure

Whilst this study has the remit to review the project from April 2001 until December 2002, we have not been provided with a detailed breakdown of budgetary contributions prior to July 2001.  We have, therefore referred to figures in the ERDF application.

Table 2.1 outlines the budget contribution by each partner within the project for the period July 2001 until March 2003.  This is the total budget for both fully eligible areas and transitional areas and includes eligible and non-eligible costs.

	TABLE 2.1: TOTAL PROGRAMME CONTRIBUTION

	
	Total contribution (£)
	% of total budget

	SE Renfrewshire
	427,137
	51.3%

	Renfrewshire Council
	38,580
	4.6%

	East Renfrewshire Council
	27,478
	3.3%

	Inverclyde Council
	11,005
	1.3%

	ERDF
	329,200
	39.5%

	TOTAL
	833,400
	100.0%


Source: ERDF application

Table 2.2 shows the total anticipated expenditure over the three years of the project.

	TABLE 2.2: expenditure profile

	
	2001
	2002
	2003
	Total

	Fully eligible area
	5,500
	165,144
	47,790
	218,434

	Transitional area
	68,697
	410,639
	135,576
	614,966

	TOTAL
	74,197
	575,783
	183,366
	833,400


Source: ERDF application

Table 2.2 shows eligible and non-eligible expenditure across the fully-eligible and transitional areas.  The total budget for the project is £833,400 – this includes eligible and non-eligible expenditure.

Table 2.3 shows the breakdown of eligible expenditure for ERDF and the amount claimed up to December 2002.  Overall the expenditure for both the fully eligible area and the transitional area is similar although the percentage spent on marketing is significantly less in the fully eligible area.

	TABLE 2.3: BREAKDOWN OF ELIGIBLE EXPENDITURE

	
	Fully eligible area
	Transitional area

	
	Approved
	Actual Dec 2002
	Actual as % of approved
	Approved
	Actual Dec 2002
	Actual as % of approved

	Consultancy / sub contract
	163,853
	116,219
	68.9%
	472,437
	343,030
	72.6%

	Marketing
	7,331
	5,304
	72.4%
	14,779
	15,746
	106.5%

	TOTAL
	171,184
	121,523
	71.0%
	487,216
	358,776
	73.6%


Source: ERDF application and claim 4

In total, Programme spend on ERDF eligible items is £480,299 against a potential budget of £658,500.  This equates to 73% of potential expenditure.

Table 2.4 shows the total ERDF grant claimed at December 2002 compared to the total grant approved.  ERDF is awarded at 50% of total eligible expenditure for the Fully Eligible Area and 47.74% for the Transitional Area.

	TABLE 2.4: ERDF Grant claimed

	
	Total Eligible Expenditure
	Total Grant Claimed
	Total Grant Approved
	%

	Fully Eligible Area
	£121,523
	£60,762 (50%)
	£85,592
	71%

	Transitional Area
	£358,776
	£171,280 (47.74%)
	£232,604
	73.6%

	TOTAL
	£480,299
	£232,042
	£318,196
	73%


Source: ERDF application and claim 4

In total, 73% of the potential ERDF grant was drawn-down, equating to £232,042 of a potential budget of £318,196.

In addition to the £480,299 spend on ERDF eligible items, ineligible expenditure amounted to £175,000 (staff salaries).  The total spend on the project between July 2001 and December 2002 is therefore £655,299.

2.2.3
Targets outputs and impacts

Each year the partnership approves an operational/business plan which outlines the delivery method and targets for the project.  In addition, the project has ERDF targets to meet.  Establishing the sales and jobs targets is difficult but will form part of the survey of all assisted companies; therefore the performance of the project against these targets will be outlined later in this report.

ERDF targets

Table 2.5 shows the breakdown of targets and achievements for both the fully eligible and transitional areas.

Based on the fourth ERDF claim submitted by SE Renfrewshire at the end of December 2002, 106 ERDF eligible companies had received advice or consultancy support, 46% of its target and 13 of these were located in SIP areas, 87%.  In addition 29 new exporters had been assisted or existing exporters assisted to enter new markets, 27% of the target.

From the company interviews and economic impact appraisal it is clear that the derived impacts (through jobs and increased turnover) are far higher than was expected.  Through the research we estimate that 122 gross new jobs have been created in the ERDF supported companies as a direct result of the Programme (214% of the target).  We have assumed that 62 jobs were created for women (564%) and 15 in SIP areas (500%).  We also estimate that ERDF supported companies secured an increase in sales of £12.4 million (513% of the target).  The detailed workings and calculations for these calculations is contained at Appendix 1.

	table 2.5: breakdown of erdf targets

	
	Approved
	Dec 2002
	%

	No. of existing SMEs receiving advice or consultancy
	230
	106
	46%

	Of which are located in SIP areas
	15
	13
	87%

	Of which are owned/managed by ethnic minorities
	21
	2
	9.5%

	Total no. of gross new jobs created
	57
	122
	214%

	Of which are women
	11
	62
	564%

	Of which are ethnic minorities
	3
	0
	-

	Of which are disabled
	3
	0
	-

	Of which are areas defined as most in need
	3
	15
	500%

	Increase in sales derived from exports
	£2,419,183
	£12,415,731
	513%

	No. of new exporters
	107
	29
	27%


Source: ERDF application and Claim 4

It should be noted that these impacts cover the period to December 2002, and are not the final claim.  It is likely that progress on targets will be secured up to March 2003, however, we do not believe that all targets will be achieved.  We understand that this evaluation will be used to inform the final ERDF claim (period 1 January 2003 to 31 March 2003) and in particular to assess the progress toward the number of jobs created.

Business plan/operational plan

Table 2.6 shows the operational targets for the project for 2001/2002.  The project exceeded its target for the number of assists for companies by 9%.  There was no financial information provided as to the amount of support for new or existing exporters.

	Table 2.6: Targets for 2001/2002

	
	Target
	March 2002
	%

	No. of assists
	210
	229
	109%

	Support for new exporters
	14
	9
	64%

	Support for existing exporters
	14
	42
	300%


Source: Renfrewshire & Inverclyde Exports Operational Plan and Project Summary Totals 2001/2002

For the year 2002 to 2003, the format was different in that targets make a distinction for cluster and key sector companies.  SE Renfrewshire is allocated 7% of the overall Scottish Enterprise National budget thus have to meet 7% of the overall targets.  The target set by Scottish Enterprise is to assist 35 companies to enter new markets.  These can be companies that already export, break into new exporting markets or companies who are completely new to exporting.  In addition to these 35 companies, SE Renfrewshire set an additional local target to assist a further 15 companies, setting a target of 50 in total.

Over the 2002/03 financial year, 46 companies in total were assisted by the RIE Programme.  The target of 35 companies set by Scottish Enterprise was therefore met an exceeded – the Programme achieved 131% of this target.  The additional self-imposed local target of 15 companies set at a local level was not fully achieved – 11 additional companies were assisted, 73%.  In total, 46 companies against a national and local target of 50 were assisted – 92% of the total target.

In addition to the target of 35 company assists (as set by Scottish Enterprise), targets were defined by Cluster type across 4 sectors.  Table 2.7 shows the breakdown of targets by cluster definition.  Again, while the overall target was exceeded, there was variation across the different Cluster types from 50% to 200%.

	Table 2.7: breakdown of cluster definition

	Cluster Target
	Target
	March 2003
	%

	Service and Consumer Industries
	12
	21
	175%

	New Technologies
	12
	6
	50%

	Life Sciences
	4
	3
	75%

	Energy
	7
	14
	200%

	TOTAL
	35
	46
	131%


Source: Renfrewshire & Inverclyde Export Partnership Business Plan and Company Project Summary 2002/2003

In addition to the targets outlined above, additional local targets were set for the number of assists through the RIE Programme – these are outlined in Table 2.8.  In total RIE Programme Executives set a target of 200 assists across 4 types of support.  In total, 99% of the target 200 assists were achieved, however there is variation across the different types of support from 40% to 167%.

	Table 2.8: Targets for 2002/2003

	No. of assists
	Target
	March 2003
	%

	Exhibitions
	60
	57
	95%

	Market access (trade missions)
	50
	54
	108%

	International forum (consultancy/skills development
	50
	20
	40%

	Others including Research, Business Plan Development, Training, etc.
	40
	67
	167%

	TOTAL
	200
	198
	99%


Source: Renfrewshire & Inverclyde Export Partnership Business Plan and Company Project Summary 2002/2003

The largest part of the entire project is the exhibition element.  It has a total budget of £160,000 for the period April 2002 to March 2003 with 50% being ERDF funded.  Overall it contributes to 57 of the 200 local assists and 21 of the 50 national targets.

2.3
best practice review

This section outlines the findings from a desk-based review of literature on current exporting practice in both the UK and Internationally.  This research was carried out using the Planning Exchange and a range of websites, to review equivalent practice in UK and overseas.  A detailed note on the Best Practice Examples is attached at Appendix 2.

2.3.1
Current exporting provision within the UK

Scottish Exporting Activity

In order to fully evaluate the Renfrewshire and Inverclyde Export Partnership, it is important to emphasise the framework in which this local enterprise initiative operates.  Nationally, Scottish Development International (SDI) is Scotland’s devolved international trade body and governs all Scottish exporting activity.  The Scottish Council for Development and Industry, which is an independent membership network aims to strengthen Scotland’s competitiveness by influencing government policies to encourage sustainable economic prosperity.  Regionally, Scottish exporting activity is led by local export partnerships, made up of local enterprise companies, Chambers of Commerce and local councils.

All these organisations have one consistent objective, which is to provide a comprehensive and effective exporting strategy for Scotland.  Key priority is given to assisting local SMEs in identifying and developing opportunities in key overseas markets.  This priority is important for the future generation of employment opportunities and growth within the European Union.

UK Exporting Activity

UK countries are also represented by the Board of British Trade International, which provides further support to UK exporters.  This body developed the Trade UK Internet-based service, which aims to help UK firms develop their export business. On-line services available to all UK exporters include:

· Trade UK National Exporters Database; and

· Export Sales Leads Service.

In addition British Trade International offers individual country helpdesks, commercial sections at more than 200 British diplomatic posts overseas and links with all UK exporting administrations.

Similar to Scotland, both Wales and Northern Ireland have devolved exporting bodies:

· Wales Trade International; and

· Invest Northern Ireland.

These devolved administrations combine under the Trade Partners UK network.  This is comprised of services that were previously managed separately by the Department of Trade and Industry (DTI) and the Foreign & Commonwealth Office (FCO). One element of the partnership is the Small Business Service, which manages the work of the local Business Link Partnerships throughout England. 

2.3.2
Future exporting partnership improvements

Due to the overall consistency of support offered locally, nationally and internationally to SMEs wishing to export, the scope for significant findings to arise from this best practice review of current provision is limited.  Therefore the review outlines areas that Scottish exporter businesses themselves have commented would be beneficial to assist their exporting needs.

Some of these themes will already be carried out by RIE, however it is important to outline what advice, financial support and information Scottish exporting businesses wish to receive.

The following key themes emerged during desk research as to what assistance was most required:

· information is the most important tool for exporters – this needs to be readily accessible, reliable and adaptable in order for them to exploit exporting opportunities;

· greater awareness of current provision and availability of export programs is needed;

· benefits of exporting and support from export partnerships should be further promoted to dampen unfounded fears regarding export activity to encourage new exporters;

· export partnerships need to be adaptable and not view SME’s as a homogenous entity, in order to be useful; and

· there are different stages of export development that need to be appreciated and targeted individually by any export partnership.

10. consultation programme

3.1
Introduction

A key aspect of the study was to adopt a strong consultative approach.  This required consulting with a range of organisations that had a role in, or remit for, the Renfrewshire Inverclyde Export Programme.

In total, eight individuals across six organisations were consulted.  The organisations and individuals are shown below in Table 3.1.

	TABLE 3.1: KEY CONSULTATIONS

	Name
	Organisation 

	David Kermack
	East Renfrewshire Council

	Philip Prentice
	East Renfrewshire Council

	Irene Mitten
	Glasgow Exports

	Lynn Lambie
	Inverclyde Council

	Jan Forrest
	Renfrewshire Chambers of Commerce

	Gillian Scholes
	Renfrewshire Council

	Ian Morris
	Scottish Enterprise Renfrewshire

	Stewart McBride
	Scottish Enterprise Renfrewshire


All consultations were undertaken through face-to-face interviews using a semi-structured approach with an agreed pro-forma.  A range of issues were covered including:

· programme objectives;

· level of support;

· effectiveness;

· future activity; and

· level of attribution.

Not all issues were relevant to all organisations and the consultations were tailored to fit the particular organisation being consulted.  In particular, Glasgow Exports were unable to answer detailed questions on the RIE Programme, however, they provided useful information on SE’s Productisation exercise as well as valuable comparison data.

The output from the consultations is presented in aggregate form and reflects the general consensus of the Consultees.  In particular, no reference or attribution is made to any specific organisation or individual.

3.2
programme objectives

There was broad consensus across the consultees about the objectives of the Programme.  Generally, the objective can be summed up as ‘helping companies export goods and services to create jobs and wealth for Scotland’.

When asked to expand on this general statement, consultees provided a range of more detailed responses, including:

· delivering the Global Connections element of the Smart Successful Scotland economic development strategy;

· encouraging and promoting companies to take their first steps into global trade; and

· assisting companies in accessing general and financial support/advice for exporting.

All consultees felt that the general objective of the Programme was correct, however, one particular issue was raised at this stage by one consultee.  It was felt that the objectives of the Programme should be linked more closely with Scottish Enterprise’s Internationalisation Strategy.  The perception is that exporting and FDI (Foreign Direct Investment) are treated as two quite separate issues within SER, while in practice the links between them are very strong.  It was suggested that closer links between these two areas would be of direct benefit to Renfrewshire companies.

When asked how well they thought the Programme had progressed against targets, most consultees thought that it is on target to meet objectives.  Consultees generally felt that the objectives were challenging, however, there was recognition that these are number driven and that achieving the numbers is not necessarily an indication of success as there is no account taken of qualitative data e.g. contract value.

One area of concern raised by several consultees was the issue of training.  We will return to this issue later in the conclusions.

3.3
level of support

All consultees were supportive of the objectives of the RIE Programme and felt that it fitted the wider economic development objectives of their organisations.

In previous years, the 3 Local Authorities made financial contributions to RIE, however, the Local Economic Forum recommended that funding for the Programme should come solely from SER (as quid pro quo in return for them dropping funding of Local Authority sponsored schemes).  One exception to this is that East Renfrewshire Council have seconded one part-time employee to work at RIE and continue to pay their wages.

Consultees generally felt that this has been a positive move and that it has helped to clarify responsibilities, particularly in delivering exporting support.  All partners reported that where they did not have the in-house expertise, they referred companies to RIE for exporting advice and assistance, in practice viewing RIE as an extension of their own business development support.

SER now have responsibility for managing, running and funding the RIE Programme.  Consultees generally felt that it is now much clearer for companies looking for exporting support to know where to access the support.

While partners no longer make financial contributions, RIE is still managed as a partnership.  Regular meetings are held with partners to set policy, targets and decision criteria as well as to discuss non-standard applications.  This gives partners feedback on which companies are being supported and progress on targets and objectives.

3.4
effectiveness

All partners, with one exception, felt that the Programme integrated well with their other business development activities.  Referrals are often made to and from the RIE Programme Executives and partners generally felt that RIE Executives had a sound understanding of their other business development support services.

The exception to this was that one partner felt that there was still too much competition between partners who are protective of their own company base and not always willing to share information on companies that they are working with.  In contrast to the statement made in the section above, this is believed to lead to confusion on who is giving what support to a company.  This partner stated that they would refer companies to RIE only where they could not satisfy the requirement in-house.

There was less consensus when consultees were questioned on how effective they thought the Programme had been in giving advice and support to exporting businesses in Renfrewshire.  While the majority gave positive responses, two partner organisations were unable to answer this question, with one stating that while they were aware of the progress towards targets (i.e. the numerical count) this was not directly comparable with ‘effectiveness’ data.

Consultees generally felt that the RIE Programme performed as well, if not better, than other comparable exporting programmes.  One consultee commented that all the exporting partnerships in the West of Scotland are very similar.  They all came from the West of Scotland Trade Partnership and although they have been established as individual bodies for a number of years, they have not yet been established long enough to develop many differences.

3.5
future activity

Consultees were asked what they thought were the strengths and weaknesses of the RIE Programme.  The strengths were recorded as:

· the partnership of five economic development organisations, all of whom are interacting with the business community – this allows RIE collectively to gather information on what customers want and need;

· the Programme provides valuable support to companies in a daunting area – especially where it supports a new exporter accessing international trade for the first time;

· access to the Programme and advice from the Executives are considered to be good;

· the ease of access and clarity for businesses of which public sector agency they should approach for exporting advice and assistance;

· the team have credibility with businesses – they all have different backgrounds and business experience, particularly from the private business sector;

· the experience and knowledge of the team – the team have been in place together for a number of years and have built up a sound understanding of the company base and the business activities of the different project partners; and

· the links with Dunbartonshire exporting businesses through the Renfrewshire & Dunbartonshire International Forum.  This provides a joint forum with regular seminars and meetings and gives a wider focus and greater linkage for Renfrewshire’s exporting businesses.

The weaknesses were recorded as:

· the Programme tends to concentrate on the same geographic markets resulting in missed opportunities for some markets – consultees felt that this is a result of the reactive approach taken by RIE Executives.  In contrast, RIE Executives themselves believe that they have adopted a flexible approach and have driven forward new market opportunities;

· RIE staff can not access the SDI or NESSICA databases thereby limiting their access to company specific information;

· there is no help available for companies to attend UK exhibitions if they attract less than 30% of visitors from overseas;

· targets are quantitative rather than qualitative – this means that the effectiveness of the Programme is very difficult to assess;

· cohesion, marketing and profile of the Programme needs to be improved;

· the training element of the Programme has not been successful and is a key weakness – there is an question over the level of demand for training that needs to be addressed;

· the Programme is process driven – there should be more flexibility to achieve economic development objectives, rather than simply work with a company because they fit the criteria; and

· there is often not enough time for RIE staff to work with companies to prepare them for exhibitions and trade events.

When asked for suggestions on how the Programme could be improved, most consultees felt that since ‘centralisation’ of exporting advice and assistance in Renfrewshire, the operation and management of the Programme is significantly better.  A number of suggestions, however, were made:

· there should be a shift away from traditional markets and more concentration on new market opportunities;

· there is a need for more transparency about what support is available to companies – clearer guidelines about who and what is eligible would be a major benefit to customers; and

· development of promotional/marketing materials would stimulate interest in the Programme.

All consultees confirmed (to a greater or lesser degree of enthusiasm) that they believed there was a requirement for a continued RIE Programme and that they would continue to support it.  The following key future activities were recommended:

· pre-readiness for exporting prior to international travel to ensure companies are fully prepared;

· development of new market opportunities for exporting businesses;

· concentration on exhibitions and trade missions as these seem to be the most popular element; and

· lobbying to achieve greater emphasis on the local area profile rather than delivering targets set by Scottish Enterprise that are based on a Scottish profile.

To some extent, there was a recognition that future activities will be set by Scottish Enterprise through their ‘Productisation’ work.  Through their research, SE identified 64 individual ‘products’ that were being delivered across the SE Network for International Trade.  A best practice review, along with demand analysis of what companies want, is ongoing and will identify which standard products should be delivered in the 2003/04 financial year.

While Productisation will guide what support is provided, it should not affect how products are delivered.  Each individual local partnership will be free to decide how the standard products are delivered in their local area.

When questioned on this issue, most consultees felt that delivery should continue as present through the centralised delivery of SE Renfrewshire with Partnership input.  Some consultees raised concern that attendance at the Partnership meetings, especially from the Chamber of Commerce, was not regular and that this affected the overall quality of the partnership approach.

3.6
level of attribution

Finally, consultees were asked a range of questions on the level of attribution they believe is being captured by the Programme.  All consultees felt that some level of attribution was evident, however, there was no real consensus over where that level was.

Most felt that businesses would have done some exporting without the assistance, but that this would probably have been on a smaller scale, at a later date and possibly with fewer products.  Additionality is therefore assumed to be on scale and size factors rather than absolute.  While it was accepted by all that some companies would have done the same things at the same time and on the same scale, it is very difficult to say which would fit into this category and which could be classed as additional.  In addition, the Programme helps to prepare companies in advance of foreign visits, thereby reducing potentially expensive disasters.

The assistance, especially financial, is believed to make companies more relaxed about spending money speculatively to visit foreign markets in search of new work.  This is especially true of first time exporters and companies who are visiting new markets.

When questioned about what they thought would happen if the Programme was discontinued, most felt that there would be very little impact in the short term, but that in the longer term it would result in companies doing less exporting. This would probably happen gradually but continually.  The current economic climate is difficult for exporting businesses; one consultee felt that the Programme should be working hard now to promote international trade to prepare companies for future exporting activities.

There are also growing numbers of small new-start companies that go straight to exporting because there is no, or limited, domestic market.  These companies have often given a lot of thought to the product itself, but very little on the commercialisation of the product i.e. where the market is and what they need to do to get their product there.  Exporting programmes help these companies to focus their effort (as many have little or no exporting experience) and ensure that more survive.

3.7
conclusions

The conclusion from most partners is that they are generally happy with the Programme.  The changes that were introduced 18 months ago are believed to have improved the Programme and several consultees singled out the experience and approach of the team members as a specific benefit.

We return to a number of the issues highlighted in this section later in the report.

11. research programme

4.1
introduction

This part of the study carried out a more detailed review of the project, including an agreed set of consultations with the following relevant businesses:

· businesses that received support through the programme:

· 23 face-to-face meetings;

· 25 telephone interviews;

· 20 by email; and

· exporting businesses in Renfrewshire that did not receive support through the programme:

· 10 telephone interviews.

While the responses were generally favourable, it is unfortunate that the response rate was relatively low, despite numerous attempts to contact companies.

The first part of this chapter focuses on the responses from the face-to-face, telephone and email survey; the latter section outlines the responses from the non-assisted company telephone interviews.

Not all companies were willing or able to answer every question.  Our analysis below highlights the responses that were received to individual questions.

4.2
company details

4.2.1
Background

Of the companies who provided information on the nature of their business, the majority were in the Service & Consumer Industries sector (53%) or Energy & Engineering (27%).  Table 4.1 shows this in more detail.

	Table 4.1: business SECTOR

	
	Number
	%

	Service & Consumer Industries
	33
	53.2%

	New Technologies
	7
	11.3%

	Life Sciences
	5
	8.1%

	Energy & Engineering
	17
	27.4%

	Other
	0
	-

	TOTAL
	62
	100


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

4.2.2
Sales

Table 4.2 shows the current level of total sales and sales derived from exporting.  The scale is fairly widespread, but companies with the smallest level of sales (less than £50,000) would appear to derive the highest level of exporting sales (37%).  43 companies specified an exact figure, with sales totalling £46.3 million; exporting accounts for approximately 41% of these sales at £19.2 million.

	table 4.2:  current level of sales

	
	Total Sales
	Exporting Sales

	
	No.
	%
	No.
	%

	< £50k
	12
	17.9
	24
	36.9

	£50k-£100k
	5
	7.5
	11
	16.9

	£100k-£150k
	6
	9.0
	3
	4.6

	£150k-£200k
	4
	6.0
	3
	4.6

	£200k-£250k
	4
	6.0
	2
	3.1

	£250-£500k
	4
	6.0
	7
	10.8

	£500k-£1m
	11
	16.4
	6
	9.2

	£1m-£2m
	6
	9.0
	2
	3.1

	£2m-£5m
	10
	14.9
	7
	10.8

	£5m-£10m
	2
	3.0
	0
	-

	> £10m
	3
	4.5
	0
	-

	TOTAL
	67
	100
	65
	100


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

Table 4.3 shows the level of sales prior to involvement with the initiative.  36 companies stated an exact figure for both total and exporting sales.  Sales totalled just over £35 million with exporting accounting for 34% of these sales at just over £12 million.  This would suggest that exporting has increased among participating companies.

	TABLE 4.3: LEvel of Sales prior to involvement in initiative

	
	Total Sales
	Exporting Sales

	
	No.
	%
	No.
	%

	<£50k
	12
	20.7
	26
	45.6

	£50K-£100k
	9
	15.5
	8
	14.0

	£100K-£150K
	3
	5.2
	1
	1.8

	£150k-£200k
	1
	1.7
	1
	1.8

	£200k-£250k
	3
	5.2
	4
	7.0

	£250k-£500k
	5
	8.6
	6
	10.5

	£500k-£1m
	7
	12.1
	4
	7.0

	£1m-£2m
	10
	17.2
	5
	8.8

	£2m-£5m
	7
	12.1
	2
	3.5

	£5m-£10m
	0
	-
	0
	-

	> £10m
	1
	1.7
	0
	-

	TOTAL
	58
	100
	57
	100


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

Table 4.4 shows the expected level of sales in three years time.

	TABLE 4.4: LEvel of Sales EXPECTED IN THREE YEARS TIME

	
	Total Sales
	Exporting Sales

	
	No.
	%
	No.
	%

	<£50k
	2
	3.0
	9
	15.8

	£50K-£100k
	3
	4.5
	2
	3.5

	£100K-£150K
	3
	4.5
	5
	8.8

	£150k-£200k
	4
	6.0
	3
	5.3

	£200k-£250k
	1
	1.5
	1
	1.8

	£250k-£500k
	8
	11.9
	6
	10.5

	£500k-£1m
	6
	9.0
	10
	17.5

	£1m-£2m
	15
	22.4
	7
	12.3

	£2m-£5m
	14
	20.9
	9
	15.8

	£5m-£10m
	8
	11.9
	4
	7.0

	> £10m
	3
	4.5
	1
	1.8

	TOTAL
	67
	100
	57
	100


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

44 of the companies who provided estimates for expected level of sales in 3 years time, gave specific estimated figures.  Total sales amounted to £185.5 million with exporting accounting for 47% at £86.4 million.  This is a marked increase of 302% of total sales from current level and 350% of export sales from current level.  This is shown in greater detail in Table 4.5.

	TABLE 4.5: % increase in sales over period

	
	Total Sales
	Exporting Sales
	Export sales as % of total sales

	Expected sales in 3 years
	185,613,735
	86,461,593
	47%

	Current sales
	46,200,000
	19,200,000
	42%

	Sales prior to RIE involvement
	35,351,000
	12,087,660
	34%

	

	
	Total Sales
	Exporting Sales

	% increase between expected and current
	302%
	350%

	% increase between current and prior to RIE involvement
	31%
	59%

	% increase between expected and prior to RIE involvement
	425%
	615%


Table 4.6 shows the additional sales due to RIE involvement.  The majority of additional sales for each company was less than £50,000.  32 companies stated an exact figure, totalling £5.26 million additional exporting sales, accounting for 27% of current exporting sales.

	TABLE 4.6: additional sales due to rie involvement

	
	Total Sales
	Exporting Sales

	
	No.
	%
	No.
	%

	<£50k
	29
	63.0
	32
	65.3

	£50K-£100k
	4
	8.7
	6
	12.2

	£100K-£150K
	2
	4.3
	0
	-

	£150k-£200k
	2
	4.3
	2
	4.1

	£200k-£250k
	1
	2.2
	2
	4.1

	£250k-£500k
	4
	8.7
	3
	6.1

	£500k-£1m
	2
	4.3
	2
	4.1

	£1m-£2m
	2
	4.3
	2
	4.1

	£2m-£5m
	0
	-
	0
	-

	£5m-£10m
	0
	-
	0
	-

	> £10m
	0
	-
	0
	-

	TOTAL
	46
	100
	49
	100


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

4.2.3
Staff

Table 4.7 shows the current, previous and anticipated staffing levels among companies.

	TABLE 4.7: staffing levels

	Current
	Prior to RIE
	In 3 years time

	FT
	PT
	Total FTEs
	FT
	PT
	Total FTEs
	Total FTEs

	1,176
	92
	1,222
	620
	136
	688
	1,460


Table 4.8 shows the amount of employment created as a direct result of support from the initiative.  Almost 60% of companies reported no additional jobs, 29% reported creating less than five jobs and 12% created between five and ten jobs.  In total, 81 jobs have been created as a direct result of support provided by RIE.

	TABLE 4.8: EMPLOYMENT CREATEd AS A DIRECT RESULT OF SUPPORT FROM RIE

	
	No of companies
	% of companies

	None
	35
	59.3

	Less than 5 jobs
	17
	28.8

	5-10 jobs
	7
	11.9

	10-15 jobs
	0
	-

	15-20 jobs
	0
	-

	20-50 jobs
	0
	-

	More than 50 jobs
	0
	-

	TOTAL
	59
	100


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

Table 4.9 shows the type of employment created.  Of the companies who reported the type of employment created, the most common jobs created were professional followed closely by Managers & Administrators and Plant & Machine operatives.

	TABLE 4.9: EMPLOYMENT CREATEd AS A DIRECT RESULT OF SUPPORT FROM RIE

	
	No.
	%

	Managers & administrators
	7
	18.4

	Professional
	8
	21.1

	Assoc. professional & technical
	4
	10.5

	Clerical
	5
	13.2

	Craft & related
	1
	2.6

	Personal & protective services
	0
	-

	Sales
	5
	13.2

	Plant & machine operatives
	7
	18.4

	Other occupations
	1
	2.6

	TOTAL
	38
	100


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

Table 4.10 shows the average salary for the additional staff.  In total, 25 companies provided information on average salaries of the jobs created as a direct result of RIE assistance.  The salary value of the jobs created is fairly evenly spread between under £10,000 and £25-30,000.

	TABLE 4.10: AVERAGE SALARY

	
	No.
	%

	Less than £10k
	6
	24.0

	£10-£15k
	2
	8.0

	£15-£20k
	5
	20.0

	£20-£25k
	5
	20.0

	£25-£30k
	6
	24.0

	£30-£35k
	0
	-

	£35-£40k
	1
	4.0

	£40-£45k
	0
	-

	£45-£50k
	0
	-

	More than £50k
	0
	-

	TOTAL
	25
	100%


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

4.3
support accessed

4.3.1
Awareness

Table 4.11 indicates the level of awareness companies had prior to contact with RIE.  Most companies were aware that there was some support available for exporting or were fully aware of the initiative, however, a significant proportion, 22%, were not aware that there was any type of support available to help companies export.

	TABLE 4.11: AWARENESS OF RIE

	
	No.
	%

	Was fully aware
	14
	20.6

	Was aware that there was some support available for exporting
	21
	30.9

	Thought there might be some support available for exporting
	18
	36.5

	Was not aware of any type of support for exporting
	15
	22.1

	TOTAL
	68
	100%


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

Table 4.12 shows how companies first became aware of the support available through RIE.  The vast majority of companies were made aware of the initiative via SE Renfrewshire direct (60%).

	TABLE 4.12: FIRST AWARENESS

	
	No.
	%

	SE Renfrewshire
	46
	59.7

	East Renfrewshire Council
	6
	7.8

	Renfrewshire Council
	1
	1.3

	Inverclyde Council
	2
	2.6

	Other Council
	0
	-

	Renfrewshire Chamber of Commerce
	2
	2.6

	Greenock Chamber of Commerce
	0
	-

	Scottish Development International
	5
	6.5

	Another Export Partnership
	0
	-

	Another company
	2
	2.6

	Other
	13
	16.9

	TOTAL
	77
	100%


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


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

Generally all companies had a clear understanding of what the Renfrewshire Inverclyde Exporting partnership was trying to achieve in helping local companies break into the export market; ultimately to increase their competitiveness and increase employment in the long run.  The majority of companies had a good understanding of how the partnership worked, however 11 companies thought only SE Renfrewshire were involved and five stated that they were unaware of the Chambers of Commerce involvement.

4.3.2
Support Accessed

Table 4.13 shows the type of support accessed by companies.  In total, companies sited 203 instances
 of support accessed through RIE.  The most popular support was for General Advice and Information (20%) followed by Exhibition Support (18%) and Trade Missions (15%).  Export Resources was the least accessed support among companies with only four of the companies interviewed having used this service.  Other support included finance and general information.

	TABLE 4.13: SERVICES AND SUPPORT ACCESSED

	
	No.
	%

	General advice/info
	40
	19.7

	Export planning
	9
	4.4

	Market Research & Info
	20
	9.9

	Market access & Development
	22
	10.8

	Exhibition Support
	37
	18.2

	Trade Missions
	31
	15.3

	Export Resources
	4
	2.0

	Export Skills Development & Training
	7
	3.4

	E-commerce
	8
	3.9

	Practical aspects
	17
	8.4

	Other
	8
	3.9

	TOTAL
	203
	100%


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


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

4.3.3
Reasons for participating

Table 4.14 indicates the main reasons companies participated in the initiative.  The majority of companies were looking for any available assistance (18%) followed by making sales contacts (16%) and accessing new markets for existing products (14%).

	Table 4.14: reasons for participating
	
	

	
	No.
	%

	For any available assistance
	39
	18.2

	To access new markets for new products
	25
	11.7

	To access new markets for existing products
	30
	14.0

	To source new distribution outlets/agents
	20
	9.3

	To source new suppliers or products
	8
	3.7

	To make sales contacts
	35
	16.4

	Market Research
	28
	13.1

	Specialist exporting advice/assistance
	23
	10.7

	Other
	6
	2.8

	TOTAL
	214
	100%


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


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

Table 4.15 shows the reasons companies required assistance and support.  Assistance was sought by companies mainly to take advantage of the opportunity (31%) and due to lack of finance (30%).

	TABLE 4.15: REQUIREMENT FOR SUPPORT
	
	

	
	No.
	%

	No internal capacity/time
	12
	8.1

	Lack of expertise/skills
	20
	13.5

	Lack of knowledge
	23
	15.5

	Lack of finance
	45
	30.4

	To take advantage of opportunity
	46
	31.1

	Other
	2
	1.4

	TOTAL
	148
	100%


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


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

4.3.4
Target Market and Competition

Table 4.16 shows the target market for the participating companies.  North America and the Rest of EU were each the main target markets for 23% of companies, followed by the Asia/Pacific Rim (13%).

	table 4.16: target market

	
	No.
	%

	Rest of UK
	6
	4.3

	Rest of EU
	32
	22.7

	North America
	32
	22.7

	Asia/Pacific Rim
	18
	12.8

	Central/Eastern Europe
	13
	9.2

	Africa
	5
	3.5

	South America
	8
	5.7

	Australasia
	8
	5.7

	Russian area
	4
	2.8

	Other
	15
	10.6

	TOTAL
	141
	100%


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


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

competitors

Table 4.17 shows where companies’ main competitors were based.  The majority of competitors were outwith Scotland, with 36% being within the UK and 39% being outwith the UK.  Only 5% of competitors were located within Renfrewshire and only 10% within the West of Scotland.

	table 4.17: location of main competitors

	
	No.
	%

	Within Renfrewshire
	6
	5.4

	Within West of Scotland
	11
	9.8

	Within Scotland
	11
	9.8

	Within UK
	40
	35.7

	Outwith UK
	44
	39.3

	TOTAL
	112
	100%


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


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

4.4
quality of services & support

4.4.1
Services and Support

Table 4.18 shows the rating companies gave to the services and support offered by the initiative.

Only three services were rated as being very poor by a small number of companies – Market Access & Development, Market Research & Information and E-commerce – however the majority believed these services to be good or very good.  This was generally the case for most of the support given.

	table 4.18: rating of services and support

	
	Very Good
	Good
	Average
	Poor
	Very Poor
	N/A

	General advice and/or information
	31
	14
	3
	-
	-
	4

	Export Planning
	4
	5
	2
	-
	-
	13

	Market Research & Info
	9
	6
	3
	2
	1
	11

	Market Access & Development
	13
	5
	4
	-
	1
	12

	Exhibition Support
	29
	6
	2
	1
	-
	6

	Trade Missions
	21
	9
	2
	-
	-
	7

	Export Resources
	7
	4
	-
	-
	-
	9

	Export Skills Development/training
	4
	5
	-
	-
	-
	12

	E-commerce
	7
	3
	-
	1
	1
	12

	Practical aspects of exporting
	11
	5
	3
	1
	-
	11

	Other
	4
	2
	-
	-
	-
	7


Table 4.19 illustrates how the companies rated RIE against other types of support they had received.  

The majority of companies rated the support offered by RIE positively, with 46% regarding it as Very Good and 31% regarding to it as Good in comparison to other support received.  Only 6 companies (11.5%) rated the support as Poor or Very Poor.

	TABLE 4.19:  RATING AGAINST OTHER TYPES OF SUPPORT RECEIVED

	
	No.
	%

	Very Good
	24
	46.2

	Good
	16
	30.8

	Poor
	5
	9.6

	Very Poor
	1
	1.9

	No other support to compare to
	6
	11.5

	TOTAL
	52
	100%


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

accessibility

Table 4.20 indicates companies’ perception of similar support being accessible elsewhere.  Only one company believed similar support could be accessed elsewhere very easily.  Most companies (43%) believed that support could not be accessed elsewhere, while 28% thought that support may be available from elsewhere, but that the one-stop-shop facility offered by RIE would be a loss.  Such support would also be more difficult and time consuming to obtain.

	Table 4.20: accessibility of similar support elsewhere

	
	No.
	%

	Very easily
	1
	1.5

	Some from some sources
	13
	19.1

	Probably, but unsure where
	6
	8.8

	Don't know
	19
	27.9

	No
	29
	42.6

	TOTAL
	68
	100%


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

4.4.2
Staff

Table 4.21 shows how companies rated the staff at RIE.  Overall the staff were highly thought of and rated as being good or very good.  A very small percentage felt that their efficiency and ease of access was poor.

	table 4.21: staff at rie

	
	Very Good
	Good
	Average
	Poor
	Very Poor
	N/A

	Professionalism
	48
	15
	1
	-
	-
	3

	Knowledge and understanding
	45
	14
	4
	-
	-
	4

	Efficiency
	44
	16
	3
	1
	-
	3

	Ease of access
	46
	11
	3
	3
	-
	4

	Other
	2
	1
	-
	-
	-
	-


4.4.3
Aftercare

Table 4.22 identifies the range and scale of aftercare services received by the companies interviewed.

The results show a good commitment by RIE in aftercare provision, with 86% of respondents receiving some form of aftercare.  The majority (46%) benefited from an ongoing aftercare service, whilst 26% receive a follow up calls and 12% mail shots.

	TAble 4.22:  Aftercare services

	
	No.
	%

	Ongoing 
	39
	45.9

	Follow up call
	22
	25.9

	Mail shots
	10
	11.8

	Don't know
	4
	4.7

	None
	10
	11.8

	TOTAL
	85
	100%


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


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

4.4.4
Business change and opportunities

44% of companies felt that RIE had helped them to build linkages with other local or Scottish companies.  Five of these companies stated that these linkages were with local companies and four were with other Scottish companies.  90% of the companies who had built links stated that it had led to new opportunities.

Table 4.23 shows the degree of additional support that RIE involvement led the companies to access.  Overall additional support accessed as a result of RIE involvement was fairly low, but it is possibly the case that companies were already accessing a range of other support services prior to their involvement with RIE and therefore could not attribute this support to their involvement with RIE.

	TABLE 4.23:  FURTHER SUPPORT RECEIVED

	
	No.
	%

	SE Renfrewshire
	12
	54.5

	Renfrewshire Council
	4
	18.2

	East Renfrewshire Council
	4
	18.2

	Inverclyde Council
	2
	9.1

	TOTAL
	22
	100%


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

Examples of the other types of support received include:

· Small Business Gateway and general business growth support;

· staff training advice; and

· non-exporting seminars and conferences.

4.4.5
Improvements

Companies were asked for their views on how the current service provided by RIE could be improved.  15% of companies questioned said that they were unsure or had limited experience of the current service and were unable to comment.  A further 17% said that there was no room for improvement and that the current service was excellent. Consequently nearly one third of assisted companies were unaware of any improvements that could be made to the current RIE programme. Improvements that were suggested have been summarised into three main categories.

Funding

The common area for improvement tended to involve the financial assistance offered by RIE.  Improvements suggested included:

· more funding;

· quicker financial re-imbursement for assisted companies in order to prevent cash flow problems for SMEs;

· funding should be less rigidly structured;

· provide subsidy for staff hours abroad and not just travelling expenses;

· less bureaucracy for bigger funding applications; and

· no limit on the number of times can visit the same exhibition.

Staff

A number of improvements were associated directly with the staff input provided by RIE and encompassed the following views:

· greater number of experienced advisors;

· consistency amongst staff in relation to the level of support offered to companies; and

· try and ensure long-term relationships can be built up between RIE contact and company, through less staff turnover.

Structure

The last area of improvements highlighted by companies’ involved changes to the programme structure.  Comments included:

· should be less abuse of the system – attendance should be taken at organised seminars;

· establish a good internet site, with detailed information on different markets and economic climates;

· more seminars on the benefits of diversifying into exporting for SMEs;

· programme should be more concentrated – RIE need to appreciate that SME’s are likely only to want to export to 1 or 2 markets; and

· allow all companies to know exactly what is available to them both financially and generally through the RIE programme.

4.4.6
Future Support

Table 4.24 shows the future interest of assisted companies in utilising the services offered by RIE.

79% of assisted companies reported that they would definitely have an interest or requirement in accessing future support through RIE.  A further 15% of companies felt that future assistance may possibly be required.  Only four companies felt that it would be unlikely they would seek RIE assistance in the future, whilst no respondents felt they would definitely never use the services again in the future.

	TABLE 4.24:  FUTURE INTEREST IN ACCESSING RIE SUPPORT

	
	No.
	%

	Yes, definitely
	54
	79.4

	Possibly
	10
	14.7

	Unlikely
	4
	5.9

	No, definitely not
	0
	-

	TOTAL
	68
	100%


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

When questioned on what type of support would be most helpful to companies surveyed, a range of views were offered.  The majority of companies felt that the current support programme would be the most helpful to their business and many stated specific services they would use again in the future. Other future support areas that were perceived to be useful included:

· further financial assistance;

· increased overseas intelligence & market information;

· basic export training (SWOT analysis of exporting for SME’s, Opening Euro bank accounts); and

· business development support.

4.4.7
Delivery

Most of the companies viewed the current delivery format to be the most appropriate for future delivery.  Other possible improvements to the RIE programme delivery included:

· quicker and more efficient delivery of services;

· greater awareness of all services available;

· more seminars on general themes (i.e. introduction to exporting);

· allow exchange of information between companies and RIE;

· make funding rules clearer; and

· continually visit companies on a quarterly basis.

4.5
impact

In-depth questions were asked about the impact that individual forms of RIE assistance had secured for businesses.  The detailed analysis is contained at Appendix 3.
Table 4.25 shows that the biggest impacts have been secured through Exhibition Support (15%), General Advice & Information (14.2%) and Trade Missions (8.7%).  In addition to these, companies reported that a further 20% to 30% of impacts were deemed as still pending.

	table 4.25:  RIE SERVICES IMPACT ON BUSINESSES

	
	No.
	%

	General advice/information
	40
	14.2

	Export planning
	14
	5.0

	Market Research & Information
	26
	5.4

	Market Access & Development
	36
	7.5

	Exhibition Support
	74
	15.4

	Trade Missions
	42
	8.7

	Export Resources
	8
	1.7

	Export Skills Develop/Training
	7
	1.5

	E-commerce
	13
	2.7

	Practical aspects of exporting
	13
	2.7

	Other
	9
	1.9

	TOTAL
	282
	100%


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


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

The detailed analysis of the impact the top three services have had is outlined in Figures 4.1, 4.2 and 4.3 below.
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Table 4.26 highlights the companies’ predictions of the future impacts of RIE involvement.  The main perceptions were that attending exhibitions (12%), visiting markets through trade missions (11%) and training (11%) would be the main impacts in the future of RIE assistance already provided.

All other potential impact areas received some response by the companies.  Importantly, only one respondent felt there would be no further action in the short-term, resulting from RIE involvement.

Feedback by companies highlighted that some believed the range of impacts would develop in a greater number of different markets.  Furthermore, one company stated that through exporting successfully this would have a knock on effect of improving the company’s overall business confidence.

	TABLE 4.26:  FUTURE IMPACTS
	
	

	
	No.
	%

	No further action in short-term
	9
	3.8

	Attend exhibitions
	28
	12.0

	Visit market independently
	22
	9.4

	Visit market through trade mission
	27
	11.5

	Product development
	11
	4.7

	New marketing materials
	15
	6.4

	Advertising
	12
	5.1

	Market Research
	18
	7.7

	Recruit an agent/distributor
	14
	6.0

	Recruit new employees
	14
	6.0

	New processes or systems
	11
	4.7

	Joint Venture
	13
	5.6

	Participate in training
	26
	11.1

	E-commerce
	13
	5.6

	Other
	1
	0.4

	TOTAL
	234
	10%


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


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

4.5.1
Level of attribution

Table 4.27 directly attributes the companies various exporting activities to the RIE programme.  Analysis shows that RIE involvement produced the greatest impact for companies through: increasing company profile (13%); increasing internal knowledge (13%); and making contact with overseas agents (13%).

	TABLE 4.27:  RIE PARTICIPATION IMPACT

	
	No.
	%

	Start exporting
	15
	4.1

	Develop an exporting strategy
	34
	9.3

	Make contact with overseas agents
	48
	13.1

	Implement new systems
	20
	5.4

	Break into new export markets
	41
	11.2

	Expand existing export markets
	31
	8.4

	Increase internal knowledge
	49
	13.4

	Changed attitudes
	33
	9.0

	Increased profile of company
	49
	13.4

	Increased skills and capacity of staff
	41
	11.2

	Has had no impact
	4
	1.1

	Other
	2
	0.5

	TOTAL
	367
	100%


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


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

One key point to draw is that only one company felt that the RIE programme had had no impact whatsoever.  Consequently all other companies considered the partnership to have some impact for their business.

Table 4.28 highlights the scale of the change that RIE assistance has induced.  Our analysis shows that:

· 29% of respondents felt that RIE did not lead to any change in their attitude towards exporting;

· 26% reported a minor change through an improved knowledge of exporting;

· 29% reported a minor change in their exporting skills; and

· 31% reported a major change in the trading capacity of their company as a direct result of RIE assistance.

	TABLE 4:28:  ATTRIBUTION

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

	
	No.
	%
	No.
	%
	No.
	%

	A change in your attitude towards exporting
	29
	31.1
	21
	23.3
	17
	20.2

	Improved your knowledge of exporting
	20
	21.0
	23
	25.6
	24
	28.6

	Increased your skills in exporting
	24
	25.5
	26
	28.9
	17
	20.2

	Improved your trading capacity
	21
	22.3
	20
	22.2
	26
	31.0

	TOTAL
	94
	100%
	90
	100%
	84
	100%


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


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

Table 4.29 illustrates the full impact that RIE has had on its assisted companies.  Only 8% of respondents reported that they would have carried out their exporting activities to the same extent had RIE assistance not been available.

Consequently 92% of respondents attribute a proportion of their exporting activities to the RIE services they have received.  The main impacts had no assistance been available would have been for companies to export on a smaller scale (31%) and for companies to export later (28%).

	TABLE 4.29:  IMPACT HAD NO RIE ASSISTANCE BEEN AVAILABLE

	
	No.
	%

	Would have done it anyway
	9
	8.3

	Would have done it later
	30
	27.8

	Would have done it on a smaller scale
	34
	31.5

	Would have sought assistance from elsewhere
	15
	13.9

	Would not have done anything
	8
	7.4

	Other
	12
	11.1

	TOTAL
	108
	100%


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


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

4.6
non assisted companies

In addition to interviewing companies that had received support through RIE, we also interviewed 10 companies who had never received exporting advice or support through RIE.

The results presented below represent the results of these interviews.

4.6.1
Background

The majority of companies were in the manufacturing sector (30%) or other (40%).  Table 4.30 shows this in more detail.  Examples of other include Research and Development, Mechanical engineering recruitment, Aerospace engineering and Seafood distribution.

7 out of the 10 non-assisted companies interviewed were active exporters prior; 2 of the companies were non-exporters and 1 company was a developing exporter.

	TABLE 4.30:  NATURE OF YOUR MAIN BUSINESS

	
	No.
	%

	Agriculture, forestry, fishing
	0
	-

	Energy and water
	0
	-

	Manufacturing
	3
	30%

	Construction
	1
	10%

	Distribution, hotels & restaurants
	1
	10%

	Transport and communications
	0
	-

	Banking, finance and insurance
	0
	-

	Public admin, education & health
	0
	-

	Other services
	1
	10%

	Other 
	4
	40%


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

4.6.2
Staff

Table 4.31 shows the previous, current and anticipated staffing levels among all the non-assisted companies. All the companies reported that none of the employment created was a direct result of their exporting activity.  In fact as the table indicates, employment among these companies has actually fallen over the past 2 years.

	TABLE 4.31:  STAFFING LEVELS 

	Full Time
	Part Time

	2 years ago
	Current
	Next 2 years
	2 years ago
	Current
	Next 2 years

	230
	201
	220
	3
	1
	7


4.6.3
Sales and Profit

The average current sales levels for 9 out of the 10 companies who responded are £2,411,111.  From this figure, average exporting sales are £1,173,111 (49%) and non-exporting sales are £1,238,000 (51%).

This current average is a significant decline from the average sales figure 2 years ago, however for this analysis only 6 out of the 10 companies responded.   Previously total average sales had been £4,731,667, comprising of £2,533,375 (54%) exporting sales and £2,198,292 (46%) non-exporting sales.

Anticipated sales in 2 years time is expected to rise slightly (5.5%) from the current level.  Total average sales are expected to be at £2,553,33, with £1,235,944 (48%) from future exporting sales and £1,317,389 (52%) from non-exporting sales.

Only 2 out of the 10 companies would disclose information on their profit levels and one of those companies had not been operating 2 years ago so only current and anticipated figures could be calculated.

4.6.4
Awareness

Table 4.32 illustrates the level of awareness of non-assisted companies to the RIE exporting programme. The majority of companies were fully aware of the exporting programme.  However 3 out of the 10 companies had no awareness of any type of support that was available for exporting.

	TABLE 4.32:  AWARENESS OF RIE

	
	No.
	%

	Fully aware
	7
	70%

	Aware some support available for exporting
	0
	-

	Thought may be some support available for exporting
	0
	-

	Was not aware of any type of support for exporting
	3
	30%


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

Table 4.33 shows how those companies who were aware of the RIE partnership first became associated with it.  SE Renfrewshire directed 6 out of the 7 companies who were aware of the programme.  The only other route for awareness came from Scottish Development International.

	TABLE 4.33:  FIRST AWARENESS

	
	No.
	%

	SE Renfrewshire
	6
	86%

	East Renfrewshire Council
	0
	-

	Renfrewshire Council
	0
	-

	Inverclyde Council
	0
	-

	Other Council
	0
	-

	Renfrewshire Chamber of Commerce
	0
	-

	Greenock Chamber of Commerce
	0
	-

	Scottish Development International
	1
	14%

	Another export partnership
	0
	-

	Another company
	0
	-

	Other 
	0
	-


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

7 out of 10 companies had a general understanding of what the Renfrewshire and Inverclyde Exporting Partnership was trying to achieve.  However the remaining 3 companies had no appreciation of the objectives of the partnership.

4.6.5
Support Accessed from SER & Others (Not RIE)

Table 4.34 indicates the services, which the non-assisted companies currently receive from bodies out with the support offered by RIE.  Services are evenly split between the various types of support.  Other services, which all came from SER included: financial help, exhibition support, an environmental placement student and general exhibition support.

	TABLE 4.34:  SERVICES CURRENTLY ACCESSED

	
	No.
	%

	General advice and/or information
	3
	15%

	Export planning
	2
	10%

	Business development advice/support
	3
	15%

	Skills training advice/support
	3
	15%

	Property advice/support
	0
	-

	None
	4
	20%

	Other
	5
	25%


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


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

Notably 40% of respondents said they received no assistance.

Table 4.35 indicates why companies had not participated in RIE.  Factors included a lack of awareness of the programme (20%) and a perception that the support available is not valuable (20%).

	TABLE 4.35:  REASONS FOR NOT PARTICIPATING IN RIE

	
	No.
	%

	Wasn't aware of the programme
	2
	17%

	Don't think the business needs the support
	1
	8%

	Don't think the support is valuable
	2
	17%

	Don't have the time to access the support
	1
	8%

	The method of providing support is not accessible to company
	0
	-

	Other
	6
	50%


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


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

4.6.6
Target Market and Competition

Table 4.36 shows the target market for non-assisted companies.  The Rest of the European Union was the main target market for 63% of the companies, followed by North America (38%)

	TABLE 4.36:  MAIN EXPORTING MARKETS

	
	No.
	%

	Rest of UK
	1
	7%

	Rest of EU
	5
	33%

	North America
	3
	20%

	Asia/Pacific Rim
	2
	13%

	Central/Eastern Europe
	0
	-

	Africa
	0
	-

	South America
	2
	13%

	Australasia
	1
	7%

	Russian Area
	0
	-

	Other
	1
	7%


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


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

Table 4.37 shows where companies’ main competitors were based.  75% of respondents considered their competitors to be based within the UK and a further 50% within Scotland.

	TABLE 4:37:  MAIN COMPETITOR BUSINESSES LOCATED

	
	No.
	%

	Within Renfrewshire
	2
	11%

	Within West of Scotland
	2
	11%

	Within Scotland
	4
	22%

	Within UK
	6
	33%

	Outwith UK
	4
	22%


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


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

4.6.7
Business Change and Future Opportunities

The non-assisted companies were also questioned if they had any links with local or Scottish companies. Only 1 company had a link with another Scottish company which brought no new opportunities or trade for either business.

Table 4.38 shows the interest of currently non-assisted companies to accessing RIE in the future.  The majority (80%) considered future use of the programme to be a possibility in the future and one company felt this would definitely occur.

	TABLE 4.38:  FUTURE INTEREST IN ACCESSING RIE

	
	No.
	%

	Yes, definitely
	1
	10%

	Possibly
	8
	80%

	Unlikely
	0
	-

	No, definitely not
	1
	10%


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

Future support that non-assisted companies considered to be most useful to their business in the future included; financial assistance, more market research and development information and exhibition support.

The vast majority of companies felt that the delivery of future support should be within its current format, either due to their support of the current RIE delivery or because of their inexperience with the programme so far.  Suggested improvements include:

· needs to be greater awareness of the current services that can be accessed via RIE;

· more local delivery to target SME’s better and there should be less input by the Chambers of Commerce as they are inefficient; and

· greater targeting by RIE on smaller or more unique exporting activities.

4.7
conclusion

In total 68 companies that received RIE support were interviewed; along with 10 Renfrewshire exporting businesses that have not accessed RIE support.  These businesses were contacted through face-to-face, telephone and E-mail survey.

The results from the surveys show that, for most types of services, the supported companies rated the services as good or very good, with the majority reporting that RIE support was better than other forms of support they had received.  In addition, they believe that RIE support has helped them to secure additional exporting sales, create additional employment, increase their trading capacity and improve their knowledge, skills and attitude toward exporting.

12. ECONOMIC impact

5.1
introduction

This Chapter reports the economic impact of the Programme – it is derived from information and data obtained from the survey of companies.

5.2
ECONOMIC IMPACT MEASURES

5.2.1
Introduction

This section details the reported impacts of the Programme in terms of:

· gross sales and employment;

· additionality;

· displacement;

· net direct additional sales.

· linkage and multiplier effects (only applied to gross jobs); and

· net additional jobs.

5.2.2
Gross Sales and Employment

As detailed in Table 5.1 company actual/forecast gross sales and employment in those companies attributing changes in key business performance indicators to participation in the Programme were just under £8m and 80 FTEs respectively.

	table 5.1: GROSS SALES AND EMPLOYMENT OUTCOMES

	
	Number Reporting
	Total
	Average

	Increase in Sales 
	42
	£7,960,250
	£189,530

	
	
	
	

	Jobs Created (FTEs)
	22
	80
	3.6


In order to convert gross outputs/outcomes to their net impact on the local and Scottish economies it is necessary to take account of additionality, displacement and multiplier effects.  These are discussed below.

5.2.3
Additionality

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

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

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

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

· quality and scale additionality; and

· any other impacts upon reported business performance.

Businesses were assessed according to a hierarchy of additionality factors:

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

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

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

· scale additionality: where Partnership support had a positive influence on the level of gross direct employment.  Following in-depth discussions with companies to ascertain the nature of scale and quality impact of Partnership assistance, we adopted an assumption of between 10%-20% additionality.

Based on the responses received, we found that:

· 4 companies reported absolute additionality; 

· 36 companies reported time and/or scale additionality; and

· 7 companies reported no additionality.

5.2.4
Displacement

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

· location of major competitors;

· location of main markets; and

· current market conditions.

Displacement was then assessed according to the following factors:

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

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

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

Displacement was assessed at the local (LEC) and national (Scottish) levels.  The assessed levels of displacement are shown at Table 5.2.
	table 5.2: levels of displacement

	
	Number of Companies

	Factor
	Local
	Scotland

	Low 
	30
	33

	Medium
	3
	5

	High
	9
	4


The analysis shows that the Programme has supported relatively low levels of displacement - this is to be expected for Programmes where the focus is on generating export activity.

5.2.5
Net Direct Additional Sales

Applying additionality and displacement effects to the gross sales identified in Table 5.1, the estimates of net direct additional sales
 shown in Table 5.3 are obtained.

	table 5.3: net direct additional sales 

	
	Local
	Scotland

	Gross Direct
	£7,960,250
	£7,960,250

	Less Non Additional
	£4,612,700
	£4,612,700

	Gross Direct Additional
	£3,347,550
	£3,347,550

	Less Displacement
	£1,682, 264
	£1,820, 952

	Net Direct Additional
	£3,162,416
	£3,023,728


The value of the net additional sales taking into account the additionality factor, provides estimates of net direct additional sales of £3.2m at the local level and £3m at the national level - the difference is due to slightly higher levels of displacement at the national level.  The sample that responded to the survey accounted for around 50% of companies participating in the Programme.  Grossing up these figures to the sample as a whole would suggest an impact of:

· local level - around £6.32m; and

· national level - just under £6.04m.

5.2.6
Linkages and Multiplier Effects

Linkages refer to the indirect employment impact generated by the purchase of goods and services by businesses participating in the Programme.  Multiplier effects refer to the induced employment generated by the consumption expenditures of those directly and indirectly employed by these businesses.  In line with SE guidance we have assumed these to be:

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

· 1.30 for both linkages and multiplier effects at the Scottish level.

5.2.7
Net Additional Employment

Applying additionality, displacement, and linkage and multiplier effects to gross employment as detailed in Table 5.1 provides estimates of net additional employment as shown in Table 5.4.

	TABLE 5.4: NET ADDITIONAL EMPLOYMENT (FTEs)

	
	Local
	Scotland

	Gross Direct
	80
	80

	Less Non Additional
	42
	42

	Gross Direct Additional
	38
	38

	Less Displacement
	10.6
	14.7

	Net Direct Additional
	27.4
	23.3

	Plus Supplier Linkage
	4.1
	7.0

	Plus Multiplier
	4.7
	9.1

	Net Additional Employment
	36.2
	39.4


Net additional employment is estimated at 36.2 FTEs at the local level and 39.4 FTEs at the national level - the difference is due to slightly higher levels of displacement and multiplier factors at the national level.

As outlined above the sample that responded to the survey accounted for around 50% of companies participating in the Programme.  Grossing up these figures to the sample as a whole would suggest an impact of:

· local level - 72.4 FTEs; and

· national level 78.8 FTEs.

5.2.8
Contribution to GDP

The net additional sales, secured by companies as a result of RIE support, have contributed to the Gross Domestic Product (GDP).  This has been assessed using an average proportion of Gross Value Added to Sales of 30%.

At the local level, the net additional sales, secured through RIE is £6.32m, giving a £1.9m contribution to GDP.

At the Scottish level, the net additional sales, secured through RIE is £6.04m, giving a £1.8m contribution to GDP.

5.3
value for money

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

5.3.1
Cost per Job

Assessment of cost per job (of the public sector spend on the Programme) is outlined below at the local and national levels. Public sector spend is based on the latest ERDF claim (December 2002).

Cost per job is presented at two levels.  Firstly total spend of the RIE Partnership:

Local level – Cost per job

72 FTEs from £655,299
 public sector spend

= £9,101 cost per net FTE job at the Renfrewshire level.

National level – Cost per job

79 FTEs from £655,299 public sector spend

= £8,295 cost per net FTE job at the Scottish level.

Secondly, total spend of the RIE Partnership, less staff costs:

Local level – Cost per job

72 FTEs from £480,299
 public sector spend

= £6,671 cost per net FTE job at the Renfrewshire level.

National level – Cost per job

79 FTEs from £480,299 public sector spend

= £6,080 cost per net FTE job at the Scottish level.

Our experience of conducting numerous evaluations of business support programmes suggests that this represents good value for money.

We have compared this Programme against 4 recent economic impact evaluations
 completed by Ekos Ltd.  These evaluation studies found cost per job figures ranging from £6,989 to £16,381 at the local level and £8,333 to £13,780 at the national level.  We therefore conclude that the RIE Programme represents good value for money, based on cost per job.

This represents a simple cost per job calculation based on net additional employment (actual and predicted) versus public sector spend over the period of the ERDF application (up to December 2002).  It should be recognised that these two figures are not entirely compatible as they cover slightly different time periods.  We do, however, believe that the cost per job figure calculation is based on the best available information.

5.3.2
Leverage

Leverage between public and private (Net Direct Additional Sales) cost is outlined below at the local and national levels.  The public sector spend is shown as the total public sector cost based on the latest ERDF claim (December 2002).

Local level – Public : Private spend

£655,299 : £6.32 million

= 1 : 9.6

National level – Public : Private spend

£655,299 : £6.04 million

= 1 : 9.2

Our experience of conducting economic impact evaluations suggests that this represents good value for money.

Again, it should be recognised that this represents a simple leverage calculation and the same issues as outlined in the cost per job calculation are pertinent.

13. conclusion & recommendations

The overall objective of the study was to undertake an economic impact evaluation in order to:

· assess the full impact of the Programme on the regional and national economy;

· identify good practice for future intervention;

· establish its overall value for money; and

· demonstrate the need and demand for continued ERDF funding to the end of 2006.

These objectives form the basis of the Conclusion & Recommendations.

6.1
Programme impact

It is clear from the economic impact assessment in Section 5 that the RIE Programme has delivered significant economic benefits for the Renfrewshire and Scottish economies.

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

85% of companies reported some level of additionality – 8.5% reported absolute additionality i.e. where all of the sales and employment outputs are attributed to the support; and 76.5% reported time and/or scale additionality – where outputs happened quicker or at a higher level as a result of the Programme.

The economic impact assessment shows that the Programme has generated net direct additional sales of £6.32 million at the local level and just over £6 million at the Scottish level.  It also shows that the estimated net additional employment created is 119 FTEs at the local level and 130 FTEs at the Scottish level.

6.2
good practice

From the best practice assessment it is evident that the Renfrewshire Inverclyde Export Programme is already meeting and delivering best practice.  The only issues which the RIE Partnership need to address are:

· integrating RIE support with business development support mechanisms;

· further promoting the benefits of exporting through improved marketing activity; and

· advising businesses of the range of support that is available through the RIE programme.

In addition, the company interviews reported in Section 4, reveal that the businesses that received RIE support, feel that the services received were effective in helping them to improve their exporting performance.

In particular, it is worth noting here that the experience and commitment of the exporting team at RIE is regarded as a positive benefit by local businesses.

6.3
value for money

The value for money assessment in Section 5 shows that the project has secured significant economic benefits at relatively low cost to the public sector.

We have compared the value for money assessments against other business support initiatives and can report that the RIE Programme is delivering higher economic impacts that other similar initiatives.  As outlined earlier, we compared the Programme with other recent evaluation studies completed by Ekos and found that it has delivered better value for money and higher economic impacts (through lower cost per job or better leverage ratios).

We therefore conclude that the Programme is delivering value for money for the public sector agencies.

6.4
erdf support

The evaluation demonstrates that the project is delivering sound economic impacts for the Renfrewshire and Scottish economy, that it is delivering good practice and that compared with other similar initiatives, it represents value for money (for the public sector support).  It is therefore clear that the project justifies continued ERDF support.

On the negative side, it is clear from the December 2002 ERDF claim form that the Programme has not, and is unlikely to, achieve the targets outlined in the ERDF application.  There are 3 main reasons that explain why this has happened:

· changed priorities from Scottish Enterprise early on in the ERDF period changed the profile of targets and priorities for RIE;

· the targets that were outlined in the ERDF application are felt by the RIE team to be optimistic and do not reflect the full impact of the Programme; and

· the December 2002 claim is not the final claim for ERDF funding, therefore further progress will be made in achieving targets;

In addition, the RIE Programme Executives believe that the terrorist attack on September 11th 2001 had an impact on targets.  The attack has had repercussions throughout the world – short term effects included a rapid decline in travel and tourism.  The RIE Executives believe that this had an impact on willingness to travel overseas for business.

One final factor could be the global economic slowdown that has been present since early 2001.  Overall this has had significant dampening effects on the Scottish economy and it is likely to have played a role in the level of exporting sales secured by Scottish companies, particularly where they are exporting to the United States.  While the US is not the top exporting market for Renfrewshire businesses, the knock-on effect of the US economic slowdown on other international economies has arguably had a bigger impact on Scottish exporters, particularly the impact on other European countries which account for a higher amount of exports.

Recent studies undertaken for Scottish Executive and SCDI
 suggest that the global economic downturn has had a bigger and longer lasting impact on exports than the terrorist attack in September 2001.

6.5
conclusions

1. The Renfrewshire Inverclyde Export Programme should continue, but five key issues should be addressed to improve the running of the Programme:

a. Marketing – should be improved or enhanced to achieve greater participation in the Programme in the future.  This would achieve a wider participation across services from businesses that are only accessing one or two elements, but more importantly it would ensure greater participation from Renfrewshire’s exporting businesses that have never participated in the Programme.  Through our consultation with non-supported businesses, 80% responded that they would possibly use the Renfrewshire Inverclyde Export Programme in the future.

One key method of enhancing marketing would be to establish better links between the marketing of RIE and international trade web sites (e.g. www.tradepartners.gov.uk).  Through our consultations with exporting businesses, companies felt that there was a lack of detailed country and sector specific information to assist in planning future exporting activities.  This information largely exists through the Trade Partners web site, but there would appear to a lack of knowledge to direct companies to this information source.

b. Integration and linkages – RIE partners need to ensure better integration and linkages between company needs and exporting assistance.  It is important that partners are aware of, and keep up to date with, wider business development support initiatives.  In promoting an integrated package of support to Renfrewshire businesses, it is imperative that partners know what support others have to offer.

c. Feedback – there is a need to improve the flow and type of information given to RIE partners.  At the moment, partners are given quantitative information on an ad hoc basis (e.g. the numbers of businesses supported), however, there is an interest among partners to receive qualitative feedback.  Regular case study reports at partnership meetings would provide the desired information.

d. Roles and Responsibilities – the internal working arrangements of the RIE partnership appears to be effective.  Through the individual consultations partners advised that they were comfortable with their role and responsibility and with the role of SE Renfrewshire as lead partner.  This was affirmed at the workshop session.

The only issue raised was the role of the Chamber of Commerce who are not actively involved in the partnership and do not regularly attend meetings.  It is accepted that the role of the Chamber is slightly different from other partners (private profit generating company rather than public sector body), however, there is a need to ensure that the Chamber are involved in the partnership in the future, particularly as they are considering the provision of direct exporting services to local businesses.  The RIE partnership must ensure that these services integrate with the current RIE Programme to the benefit of local exporting companies.

e. Contract agreements with supported companies should be amended to include provisions regarding the supply of information to SE Renfrewshire and their agents.  As outlined in Chapter 4, despite our best endeavours, we were unable to obtain a full sample of businesses who participated in the Programme and received support.  By including formal clauses in contract agreements, future evaluations and assessments of the Programme should achieve a higher participation from supported businesses.

2. SE Renfrewshire should apply for further ERDF support for the RIE Programme.  ERDF funding contributes 38% of the total Programme funding (over the total ERDF funded period) but 48% of eligible Programme costs.  It is therefore reasonable to assume that 38% of the economic impacts achieved can be attributed to the ERDF support.

The value for money assessments show that the cost per job and leverage ratios achieved are higher than Scottish Enterprise guidance.  We therefore conclude that the RIE Programme is delivering substantial economic benefits to the Renfrewshire and Scottish economies, and should continue to receive public sector support, including ERDF.  There is, however, an issue over how targets are set for any future ERDF application.

3. RIE partners and SE Renfrewshire in particular, need to address the issue of Productisation and how it will impact on the RIE Programme.  We understand that Productisation will dictate what, but not how, support is delivered at a local level.  This needs to be clarified and understood.

4. Setting the issue of Productisation aside, future intervention, as far as possible, should be tailored to the Renfrewshire economic profile – based on local targets, market opportunities and business needs.  If possible, the RIE Programme should focus on local factors and should not seek to deliver a percentage of overall Scottish total.

5. The RIE Programme partners should continue to compare and link with other exporting initiatives to stay up to date with best practice and take advantage of opportunities for linkage on specific initiatives and events.

6. Partners should investigate the potential to link training in Renfrewshire with other export initiatives, for example in Dunbartonshire or Glasgow.  Training is recognised by partners as an area of the Programme that has failed to deliver the expected benefits, largely as a result of lack of interest from local companies.

There is also, however, the issue of the training provider (the Chamber in this case) having responsibility to fund training events up-front and rely on high participation rates to recoup investment.  There is a perceived lack of demand for export specific training and therefore a reluctance to deliver training events.  This is a common issue with export partnerships, therefore there should be some scope to link training with other export partnerships to ensure higher participation rates across a wider audience, achieve course delivery and secure economic benefits for local businesses.

Overall, we believe that the Renfrewshire Inverclyde Export Programme has delivered positive economic benefits to the local and national economy and that it should continue to be managed and funded in line with present arrangements.  We have however, highlighted some key issues and recommendations above that should be adopted to improve future performance.
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