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Executive Summary


In 2003-4, Scottish Enterprise and Highlands and Islands Enterprise undertook a strategic review of women's enterprise. Their report was published by the Depute First Minister Jim Wallace in March 05, entitled, Sharpening the Focus on Women's Enterprise, outlining the strategic approach of the agencies to increase entrepreneurial activity among women. The Sharpening the Focus on Women's Enterprise report highlights the need to focus specific action and activity at those in the pre-start phase and recommends networking, mentoring and access to funding including Microcredit as key activities to increase women's entrepreneurial activity and growth. Furthermore, the GEM - 2004 Report on Women and Entrepreneurship advises that public policy directed at supporting education, financial assistance, network development and mentoring will enable the increased involvement of women in enterprise.
Microcredit has its roots in research that demonstrated that females and certain vulnerable groups suffered from particular disadvantage when it came to starting and running a new business. The validity of the original Microcredit model as a means of tackling such disadvantage was shown in a Scottish Enterprise pilot initiative delivered to a group of females in Lanarkshire, Ayrshire and at Wellpark, in Glasgow. Scottish Executive allocated £1m over a three-year period to Scottish Enterprise to deliver and develop such a model across the Network.

The Microcredit project appraisal document shows that the Programme model is founded on three key principles identified by academic research and also from the pilot programmes (Glasgow, Lanarkshire and Ayrshire). The three key principles have guided the programme model and its development. They are:

1. Access to finance;

2. Peer support through group learning and, 

3. Group lending.


The theme of this evaluation was the location of Programme value-add for clients. The methodology used in the evaluation sets out 5 criteria by which Microcredit is assessed. The criteria are:
· The outputs as set out in the original PAG Paper;

· The set of client objectives as set out in the client registration document and Microcredit database;

· The location of Programme value add for clients;

· The robustness of the Programme’s reporting framework and.

· The strategic fit of the Programme after the introduction of SE’s Segmentation strategy.
The report concludes that the Microcredit programme, when set against the 5 criteria, has been a success:

1
The three output targets set out in the PAG Paper have been achieved or surpassed.

	Category
	Target over 3 years
	Actual output over 3 years
	As a % of the target

	No. of Microcredit groups 
	36
	74
	205%

	No. of LEC areas targeted 
	12
	12
	100%

	No. of women assisted
	180+
	502
	336%

	Total number of clients
	
	605
	


2
Programme objectives, as defined by the 17 Programme variables, have been met. A survey of all Microcredit clients identified the extent of Programme value add across the board and details of are contained in the body of the report.

3
The location of Programme value-add for clients was identified by survey evidence and face-to-face interview. The results suggest that the three guiding principles of the Programme do identify and target the nature of the disadvantage that females and vulnerable groups face when starting and running a business.

4
The robustness of the Programme’s reporting framework is demonstrated in that the Programme has in place the facility for identifying client baseline and outcome positions. This is supported by an interim report mechanism as an early warning of difficulties. Work is currently underway to enhance the reporting facility of the Programme database to move from individual reports to global Programme reports.

5
The strategic fit of the Programme after the introduction of the latest stage of SE’s Segmentation strategy has been identified.


In addition to the criteria for assessing Programme performance, the report identifies, through survey evidence and analysis of Microcredit’s database, the creation of up to 205 job equivalents.


Microcredit appears to offer value for money with a cost per job figure as low as £3,195.

Although marketed to females and males, Microcredit remains a predominantly female programme with the ratio of females to males at around 4:1


Microcredit did achieve national coverage but some LECs have made lower use of the programme e.g. Borders, Ayrshire, Grampian and Forth Valley. The extent of the range reflects a number of issues:

· The diversity of LEC provision with respect to the target group;

· The nature of the local economy (e.g. heavily rural) and the ease with which clients can be recruited and,

· The fluctuation in client demand reflecting the general health of the wider economy.


To date 85 Microcredit clients have accessed the loan fund for a total of £292k. Only 3 of 85 loans show signs of under performing to the point of concern.


Discussion with clients (individual and group) confirms the role and importance of the Programme adviser. The Programme has some exceptional advisers, but as some client survey comments indicate, there are occasions where the adviser may not be delivering what is expected, although this may also be due to the diversity of the needs and stages of the clients in the groups.

While the new database is now operational, it is clear that some gaps in data input still exist, even for those clients who have left the Programme. One consequence of these gaps might be that any concerns over advisers may not be picked up early. 


There are opportunities for a more proactive marketing of the Programme to particular groups and sectors such as art schools where potentially high value added new businesses may be found. 


Microcredit has been shown to have its roots in a clearly defined set of principles founded on research and a pilot study. The results confirm that the issues identified at the appraisal stage were indeed valid and that the Programme model has been successful in addressing the issues involved.
Table of contents












Page

1
Introduction








1

2
Approach and methodology






3

3
Background to the Microcredit programme





4

4
The foundations of the Microcredit programme 




7

5
The operation of the Microcredit programme





9

6
The operation of the loan facility






12

7
Programme fit








14

8
Assessing Microcredit 







18

9
Microcredit inputs, outputs and performance





43
10
Conclusions








49
11
Recommendations







53
Table 1: Microcredit loans status







12
Table 2: Microcredit fit within the proposed Business Start-up Framework


15

Table 3: Examples of LEC-specific products






16

Table 4: Key outputs for Microcredit for the period April 2002 – March 2005


18

Table 5: Actual number of Microcredit groups against target




18

Table 6: Number of Microcredit groups across the Network between 2002/05


19

Table 7: Actual number of female clients against target 




20

Table 8: Summary of Programme performance against targets




20

Table 9: Programme performance against objectives





21

Table 10: Programme impact on increased sales turnover




25
Table 11: Additional jobs created by the Programme





26
Table 12: Client identified Microcredit indicators





33
Table 13: Breakdown of Microcredit operational costs by overhead, 2002-05


43
Table 14: Microcredit loans status







44
Table 15: Number of Microcredit clients by gender





44
Table 16: Microcredit client status







44
Table 17: Microcredit client businesses by industry sector




45
Table 18: Number of SIP clients on the Programme





45
Table 19: Number of groups by LEC area per year (reproduced Table 6)



45
Table 20: Value for money with respect to employment




46
Figure 1: Pathways through Microcredit






11

Figure 2: Current Programme fit







14

Chart 1: Number of groups by LEC area per year





46
Appendix A: Survey questionnaire

Appendix B: Methodology for assessing self-employment and employment numbers

1
Introduction


1.1
This is the report on an evaluation of the Microcredit programme carried out between mid-December 2004 and end of January 2005 by Policy Research Network (Scotland) Limited on behalf of Scottish Enterprise.

1.2
The report is an ex post evaluation of the Programme since its formal launch in April 2002 to the end of December 2004. Initially a Scottish Executive initiative, the Programme attracts some ERDF
 funding in addition to SE funding and is offered across the whole SE network. 
1.3
After a successful pilot phase
 to test the Microcredit model, the Programme has been operating for the last 3 years during which time the model has been continually refined. An interim review by the consultants in December 2003 reported on the effectiveness of the model’s evolution
. 
1.4
The Microcredit programme is a ‘targeted Women into Business product’ and is promoted and branded as such. It is also one of a number of national (universal) products available through Business Gateway and seeks to tackle market failure on a number of levels, particularly for female-owned pre-and new-start businesses. 
1.5
While ostensibly a funding Programme, Microcredit’s main impact, at least initially, is enhancing the business skills capacity of the client group through training and the operation of group working.

1.6
The brief from the client placed considerable emphasis on understanding the qualitative and quantitative benefits available from the Programme rather than on the effectiveness of Programme processes. This was to test the effectiveness of Programme value add in terms of the set of indicators currently used in the Programme database

1.7
The implementation of recommendations from the interim review and continuous modification to Microcredit processes through a number of feedback mechanisms has resulted in an effective model for delivery of the Programme meaning that there was less concern over Programme processes.

1.8
In the following sections of the report we provide a summary of the background to the programme and our methodology for evaluation. We then look at the results of an electronic/postal survey of all clients and report on a series of face-to-face interviews with Programme clients who are running a business

2
Approach and methodology


2.1
The evaluation sets out to test the Microcredit programme against:

· The outputs as set out in the original PAG Paper and,

· The set of client objectives as set out in the client registration document and Microcredit database.

2.2
In addition, through survey and interview, we test for:

· The location of Programme value add for clients and,

· The robustness of the programme’s reporting framework

2.3
Furthermore, through discussion with SE staff we also consider:

· The strategic fit of the Programme after the introduction of Segmentation 

2.4
Our approach involved an electronic survey of all Microcredit clients, past and current. Where email addresses were not available postal questionnaires were used. In addition, 9 face-to-face interviews were undertaken with clients who had successfully completed the programme and who are currently in business. Some of the 9 had made use of the loan facility. A further series of 5 face-to-face focus groups were held with current clients and Programme graduates who had progressed from Microcredit to Women into Business’s group mentoring programme.

2.5
Of the 473 clients surveyed 95 responded, giving a response rate of 20 per cent. Given that many of those surveyed it will have been around two years since engaging with Microcredit, the response rate is positive. It also allows us to draw inferences for the whole population.

2.6
In addition, telephone interviews were held with staff from Developing Strathclyde Limited Loans, staff from SE and Programme management.

2.7
During the study we met with Microcredit representatives at an inception meeting and on a number of follow-up meetings.

3
Background to the Microcredit programme


3.1
The antecedents of Microcredit go back to January 1998 and the Glasgow Regeneration Fund’s support of Wellpark Enterprise Centre
. This was a pilot programme in Glasgow’s East End that was administered by Developing Strathclyde Limited
. According to the evaluation report on the pilot, the “project was developed in the light of a number of [at the time] emergent issues:

· business starts and self employment among women are less common than for men, although female growth rates have been higher in recent years;

· the change of government in 1997 reinforced the drive to raise Scotland’s business birth rate;

· access to finance is increasingly viewed as a serious constraint, particularly for women and for individuals drawn from more socially excluded groups and areas;

· lack of confidence was also seen as a key constraint, which could be tackled more effectively in a group setting;

· the success of Microcredit schemes in the Third World was becoming increasingly widely appreciated”
.  

3.2
At around the same time, a growing body of academic and empirical studies (Rosa et al, 1996 and Conaty and Fisher, 1999) appeared to demonstrated three key themes:

1 A link between gender and small business performance in that female-run businesses under-performed in terms of key indicators such as sales turnover, employment and growth;

2 Female run businesses appeared to have lower than average capital assets reflecting a difficulty in accessing finance; and that this difficulty may be linked to small-scale businesses not being as attractive to banks as larger businesses and,

3 Females from areas recognised as suffering from social and economic exclusion (SIP areas) were seen as being even more disadvantaged making them unattractive to banks due to:

· A lack of a credit and business track record;

· A lack of personal savings;

· A low level of business assets;

· A lack of personal collateral or housing equity and,

· Too low margins for banks given the associated risk.  

3.3
The complexity of the set of issues involved meant that there was not a single model for the Programme to follow (Conaty and Fisher, 1999). Instead there are many variations on the theme of small scale lending to female and disadvantaged groups.

3.4
Thus the challenge for Programme managers was to devise and develop a successful model; one that could cope with the complexities involved at the level of the individual as well as being relevant to the Scottish economy and its institutions in terms of addressing market failure. 

3.5
The basic objectives of the pilot were to provide to females (wishing to start a business or develop an existing business) a mix of training, support in a group setting and loans, and in this way devise a Scottish model for providing effective micro credit.
3.6
It is important to stress that the current Microcredit model is the result of a response to an identified market failure linked to a procedure of continuous modification through monitoring of Programme processes. 

3.7
In this respect, the development of a successful Microcredit programme model, its processes and set of performance indicators will have a resonance beyond SE.

3.8
The next section of the report looks in more detail at the foundations of the Microcredit programme. From the above it can be seen that Microcredit has to address a number of complex issues that constitute the nature of the market failure facing clients (mainly females and disadvantaged groups). 

4
The foundations of the Microcredit programme 


4.2
It is important that SE is able to demonstrate a link between programme rationale, programme design and evidential research of market failure. Identifying such a link lends support to the original ideals underlying the appraisal process.

4.2
It can be shown that Microcredit is linked to the research issues associated with the target client group identified earlier in the report, and is founded on three key governing principles. The principles are:

1. Access to finance;

2. Peer support through group learning and, 

3. Group lending.

4.2
The three key principles are translated into a set of aims, goals and objectives as found in the original PAG Paper
.

4.3
The aims of the Programme are to ensure that more:

1. Women’s businesses start off on a more secure financial footing;

2. Women improve the performance of their businesses and,

3. Women grow their enterprises more quickly and effectively.

4.3
The goals of the Programme are also set out in a handbook that all clients receive. They are:

· Provide access to small loans using an innovative group-lending model;

· Deliver Finance and Marketing training to Microcredit groups to enhance the survival rate of both the group and the individual businesses;

· Provide access to business support for individuals interested in starting and developing their own business;

· Assist more women to start up and develop their businesses;

· Widen the entrepreneurial base by working in partnership and providing training and advisory support and access to finance and,

· Increase the number of women starting and growing businesses

4.4
The objectives of the Programme are:

· To provide more effective business support to women starting and developing businesses;

· To provide access to small loans (£500 - £5,000) for women using an innovative group lending model; 

· To create better awareness and understanding among women of the wider sources of financial support available, from micro-credit to venture capital and informal investment, and how to access these.

· To ensure appropriate briefing and training for business advisers within the enterprise network and among partner organisations to ensure they are aware of the issues faced by businesswomen and of the network initiatives to encourage more business creation among women and,

· To develop a pool of advisers/facilitators that can support this new business development model. 

4.5
It is clear that Microcredit is founded on a set of principles identified from a research exercise and evaluation of a pilot programme. The next section of the report looks at the operation of the Microcredit model as it is designed to address the needs of a target group (females and those from a vulnerable background). 

5
The operation of the Microcredit programme


5.1
The Microcredit programme provides clients with an opportunity to take part in a mix of formal training and participative group-work during 12 fortnightly-sessions lasting 2 hours over a period of 6 months in a location agreeable to the group. Each group of between 8 and 12 clients has its own Microcredit adviser and is normally located within a specific LEC area.

5.2
At the end of the 12 sessions clients are in a position to produce a bespoke business plan for their business that is independently scrutinised by a Business Gateway adviser. In this way the work of the group and the Microcredit adviser is subject to ‘external validation’.
5.3
Subject to successful completion of the business plan (i.e. being ‘signed-off by a Business Gateway adviser) clients have the opportunity to present their case to their group peers, who assess the case for a low cost, flexible Microcredit loan. Successful peer assessment allows the loan application to be forwarded to Developing Strathclyde Limited who administer the loan and agreed a repayment schedule. Each loan applicant undergoes a credit check as part of the loan procedure before completion of the loan documentation. As part of the loan process procedure, Microcredit management and SE’s legal department have sight of the documents.

5.4
Underpinning the success of Microcredit is the chemistry between the adviser and the group, and this is confirmed by survey results.

5.5
Microcredit advisers play a pivotal role in the Programme. They:

· Facilitate meetings;

· Encourage the group to take ownership of the Programme and the lending decision and,

· Undertake group training needs analysis that provides a focus for subsequent training sessions.

5.6
Microcredit advisers help develop group cohesion and in this way the confidence, decision-making and interpersonal skills of clients are developed. This ‘process’ is fundamental to the health of the group dynamic that lies at the centre of Microcredit. 

5.7
Microcredit relies heavily on the ability of clients to bond together as a group. Within the group lies much of the Programme value for clients. The group: 

· Is a vehicle for sharing experiences;

· Helps collective learning;

· Provides support for individuals in difficult times when confidence drops;

· Provides a discipline for individual members through group loyalty and,

· Is encouraged to become self-managing, reducing dependence on external business advisors with the aim of continuing to meet after the Programme ends.

5.8
Working within the Microcredit framework, each adviser has to address the individual needs of the group whose composition may range from pre-start to established business (0 – 3 years).
5.9
Facilitating such diversity makes the job of a Microcredit adviser a very demanding one, requiring a great deal of skill which allows the imparting of core training while catering for individual and group needs. This need was identified in the Wellpark evaluation.

5.10
To overcome market failure that includes a mix of hard and soft factors ranging from lack of access to capital to no credit history to no experience of business through to low self-esteem and lack of confidence, Microcredit provides:

· Built-in training and development support for individuals and groups; 

· Access to small loans using an innovative lending model;

· Support from the Microcredit team and peer support and,

· Assistance with childcare and travel (to those with a genuine need).

5.11
Microcredit loans ranging from £500 to £5,000
 are available only for business purposes to clients who successfully complete a business plan and who are approved by peer review. In this way a nationally set criteria for loans is applied but implemented by the members of the group through peer review. As will be mentioned later in the report, this innovative procedure is instrumental in reducing loan defaults.

5.12
A major feature of Microcredit is the targeting of clients from social exclusion backgrounds (SIP areas) and in recognition of this the programme attracts ERDF funding (£30k in the current year). To date the Programme has handled 51 SIP-based clients (8 per cent of the total).

5.13
Figure 1 shows the pathway along which Microcredit clients proceed. The initial information session may be at the Programme’s first meeting or at another SE sponsored event such as a Women into Business workshop. The link with Business Gateway is provides validation of client business plans and access to subsequent assistance.

Figure 1: Pathways through Microcredit
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6
The operation of the loan facility


6.1
SE funds the Microcredit loan facility. The administration of the loan facility is handled by Developing Strathclyde Limited (DSL) which receives an administration fee for this service. The first loan was granted in July 2002.

6.2
The maximum term of any loan is 5 years and the rate of interest charged is fixed at 7 per cent. This compares to the normal DSL rate of interest of base rate plus 4 per cent. (DSL runs a West of Scotland loan fund and Microcredit clients in this region can also access this fund)

6.3
Loan decisions are part of an integrative approach whereby Microcredit management and the peer group are involved prior to the paperwork being submitted to DSL, who have no veto over loans. SE anticipates the flow of loan applications and makes the money available to DSL to administer.

6.4
The advantage of the Microcredit loan is that its conditions are less onerous that a bank and that the rate of interest charged does not reflect the degree of risk attached by the private sector (bank). The latter is true also for DSL’s standard loan funding, but this is currently 8.75 per cent compared to Microcredit’s 7 per cent.

6.5
By providing rates of interest comparable to those charged to borrowers with an excellent credit rating and credit history, Microcredit removes two of the barriers set by the market:

· Access to funds and,

· Competitive rates of interest

6.6
The latest data on loans from DSL is seen in Table 1 and shows that to date, 81 loans have been granted at an average of £3.5k per loan. 


Table 1: Microcredit loans status

	Loan status
	Number of loans
	Total amount (£)

	Completed loans
	10
	£11k

	Current
	64
	£250.3k

	In the approval process
	1
	£3k

	Live but under-performing
	6
	£28.5k

	Withdrawn clients
	3
	(£10k)

	Total
	85
	£292.8K


6.7
Of the 6 loans classified as under performing only 2 look as though they will result in a default situation. The flexibility and absence of severe penalties appear to make it easier for clients in financial difficulties to re-schedule payments and thus keep the loans performing.

6.8
According to DSL staff, Microcredit loans perform “well” compared with DSL’s standard lending. There appears to have been no reported defaults during the precursor to Microcredit (the Wellpark pilot) and peer support is deemed to have a major influence on the performance of loans. (However, although the concept is similar the size of individual Wellpark loans was significantly lower, involving hundreds rather than thousands of pounds.)

6.9
To take account of the possibility of default loans, the current loan paperwork is currently being revised to clarify that the ownership of the loan remains with SE. SE is ultimately responsible for pursuing defaulters. 

6.10
The next section looks at the one possible scenario for Microcredit fit within the new Segmentation strategy. It has to be stressed that no final decision on the composition of National Products within the strategy has been agree. We present one view of what is being proposed.

7
Programme fit


7.1
In April 2005 SE will introduce the latest phase of its new strategy of Segmentation of business support as part of the ‘change agenda’. For this reason we focus on the future fit of Microcredit rather than its historical fit which is shown in Figure 2. 

Figure 2: Current Programme fit
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7.2
In April 2005 SE moves to the next stage of the Segmentation strategy focusing resources toward account managed and client managed businesses (classified as high and medium within Segmentation). These are businesses that display high growth or growth potential, while the remainder will be classified as small businesses (universal) where support will be given on a one-to-many basis and where appropriate one-to-one. 

7.3
Although the next stage in Segmentation is due to begin in April 2005, there is no definitive model of the framework and its components i.e. which programmes will be offered nationally. To date (as a result of a rationalisation process) there are 40 Network products on offer.

7.4
Discussions with SE and Small Business Services staff on Segmentation’s new business start-up framework have produced the following version of how Segmentation may affect Microcredit. It must be stressed that NO FINAL DECISION has been made as to Microcredit’s future.

7.5
The Segmentation process will (normally) apply only when a business is already started. The Business Start-up Framework will handle new starts. The Framework covers business start-up support provided via the Business Gateway and includes support at pre-start, start-up and early stage growth/aftercare.

7.6
The Business Start-up Framework has three strands: Think, Plan and Do, and cover the pre-start and start-up phases of the new business. Table 1 shows how Microcredit will fit within the proposed Framework. Microcredit is located under Plan.

Table 2: Microcredit fit within the proposed Business Start-up Framework (one possible scenario)

	Stage of 

business
	Strand
	Activity
	Theme
	Network products by Strand

	Pre-start
	Think
	Think about you and your business idea
	Provision of information
	

	Start-up
	Plan
	Plan for getting started
	Provision of start-up assistance
	· Microcredit 

· Princes Scottish Youth Business Trust

· Women into Business – Networking

· BGateway Start Up Service

· BGateway Start Up Grant for Young People

· Cultural Enterprise Office

· Get into Enterprise
· Get into Business

	
	Do
	Do pull all you resources together
	Provision of start-up assistance
	


7.7
Furthermore, each Business Gateway has responsibility for identifying and managing High Growth Potential Start-ups, which will be delivered locally. SE also has a national High Growth Start-up Unit. 

7.8
In addition to the Network products there will also be some LEC-specific products available to new start clients. Table 3 shows some examples and indicates that, for Microcredit, there is an issue of overlap in terms of product content and target market (i.e. Women and SIP-based clients).

Table 3: Examples of LEC-specific products

	LEC
	Local product
	Strand

	SEGr
	Encouraging Entrepreneurship
	Think

	SEF
	Winning Ways for Women
	Think

	SEEL
	Women into Business - Workshops
	Think

	LEC
	Local product
	Strand

	SEGl
	Complete Business Manager Workshops
	Plan

	SER
	Special Projects for Volume Start-up
	Plan

	SER
	Seminars for Success
	Plan

	SER
	SIP Business Start Up Advisory Support
	Plan

	SER
	SIP Business Start Up Grant
	Plan

	SEFV
	SIP Into Business (SIB) - 
	Plan

	SEFV
	SIP Start-Up Support
	Plan

	SEL
	Supplementary Start-Up Support Programme for SIPs (SSUP)
	Plan


7.9
It is expected that within the Framework there will be some degree of flexibility to accommodate the different entry points that clients engage with the Network and the variety of BG client manager contracts. For example:

· There is evidence that this has indeed been happening with some Microcredit clients, who have engaged with Business Gateway and had some initial training along the lines of Think, Plan, Do prior to joining the Programme. 

· In some LEC areas client managers will, in addition to working for BG, also manage the network’s High Growth Start-ups at the local level as well as managing the LEC High Growth Potential Start-ups. 

7.10
There is potential for Microcredit to liaise with client managers to help identify potential high growth client businesses and to feed them into the appropriate Network product and aftercare.

7.11
The next section assesses Microcredit against 5 different tests of performance as set out in the methodology section.

8
Assessing Microcredit 


8.1
In the methodology section we identified a number of ways that Microcredit could be assessed. They are:

· The outputs as set out in the original PAG Paper;

· The set of client objectives as set out in the client registration document and Microcredit database;

· The location of Programme value add for clients;

· The robustness of the Programme’s reporting framework and.

· The strategic fit of the Programme after the introduction of Segmentation 

8.2
Each of the above is taken in turn.

8.3
The outputs as set out in the original PAG Paper

8.3.1
The original PAG paper approved a set of key outputs for the period April 2002 to March 2005 and is shown in Table 4.

Table 4: Key target outputs for Microcredit for the period April 2002 – March 2005

	Category
	Target

	Number of Microcredit groups (6-8 per group) across SE area including existing 6 groups)
	36

	Number of LEC areas targeted 
	12

	Number of women assisted
	180+


8.3.2
Table 5 shows the performance of the Microcredit programme in terms of number of groups formed across the Network. The target of 36 Microcredit groups has been surpassed, with 74 groups across the Network in over the period 2002/05 

Table 5: Actual number of Microcredit groups against target

	Target number of groups
	Actual number of group
	As a percentage of target

	36
	74
	205%


8.3.3
Table 6 summarises the formation of Microcredit groups per LEC area over the period 2002/Mar 05. The number of groups per LEC area range from 2 (SE Forth Valley) to 16 (SE Edinburgh & Lothian). The extent of the range reflects a number of issues:

· The diversity of LEC provision with respect to the target group; some LECs rely heavily on Microcredit while others have/had their own similar training and funding vehicles;

· The nature of the local economy and the ease with which clients can be recruited and,

· The fluctuation in client demand reflecting the general health of the wider economy.

Table 6: Number of Microcredit clients and groups across the Network between 2002/Mar 05

	LEC area
	Clients
	% of total clients
	Groups
	% of total groups

	SE Ayrshire
	18
	2.98
	3
	4.05

	SE Borders
	26
	4.30
	3
	4.05

	SE Dumfries and Galloway
	59
	9.75
	7
	9.46

	SE Dunbartonshire
	47
	7.77
	6
	8.11

	SE Edinburgh and Lothian
	130
	21.49
	16
	21.62

	SE Fife
	39
	6.45
	5
	6.76

	SE Forth Valley
	16
	2.64
	2
	2.70

	SE Glasgow
	120
	19.83
	13
	17.57

	SE Grampian
	22
	3.64
	3
	4.05

	SE Lanarkshire
	44
	7.27
	5
	6.76

	SE Renfrewshire
	57
	9.42
	7
	9.46

	SE Tayside
	27
	4.46
	4
	5.41

	TOTAL
	605
	100.00
	74
	100.00


8.3.4
Microcredit has achieved coverage across the Network as required by the target set out in the PAG Paper. However, as Table 6 shows, the depth of coverage across the Network does vary significantly. Coverage is something that would be expected to improve in some LEC areas given the proposed position of Microcredit within the next stage of SE’s Segmentation strategy. This is an opportunity for Microcredit.

8.3.5
In terms of number of women assisted, Table 7 shows that Microcredit has again surpassed the target set out in the PAG Paper. Over the period 2002/Mar 05 the Programme has trained a total of 605 clients, of which 502 (83 per cent) were female.

Table 7: Actual number of female clients against target 

	Target total of females
	Actual number of females on Microcredit
	As a percentage of target

	180+
	502
	336%

	Total number of clients
	605 (of which 502 were female and 103 were male)
	


8.3.6
Although the Programme was initially designed for female clients it is also available to male clients. The Programme achieves an approximate 4:1 female/male ratio (83:17) and this ratio reflects the target marketing of the Programme, specifically through Women into Business and other predominantly female channels of promotion.

8.3.7
The 4:1 ratio is a global figure, with the specific ratio per group varying around this proportion. Only in one exceptional case were there more males than females and this was due to a particular set of circumstances. The route to the programme for males is normally the Business Gateway adviser.

8.3.7
In terms of the criteria set out for the three indicators in the original PAG Paper, Microcredit achieves all three targets. For two of the indicators the Programme surpasses the target by a substantial margin. Table 8 summarises Microcredit’s performance.

Table 8: Summary of Programme performance against targets

	Indicator
	% Performance

	Number of Microcredit groups 
	205%

	Number of LEC areas targeted 
	100%

	Number of women assisted
	336%


8.4
The set of client objectives as set out in the client registration document and Microcredit database

8.4.1
As part of Microcredit’s monitoring framework, the registration process asks clients to set out their objectives when joining the Programme and to state whether these have been achieved by the end of their involvement.

8.4.2
It is not possible to interrogate the Microcredit database to achieve a collective picture of how much impact the Programme has had. Currently the database is only able to do this on an individual basis, although work is currently underway to provide such reports and the results of this evaluation will inform this process.

8.4.3
In the absence of this facility on the database, the survey questionnaire was designed to record such information. In this way the survey is able to identify the impact that Microcredit has had on clients achieving their objectives. Table 9 lists the set of objectives against which clients are asked to report when joining the Programme and records survey response to programme contribution.

8.4.4
In each case clients were ask to record the percentage ‘contribution’ of Microcredit to the achievement of the objective. In this way a measure of Programme value add is achieved.

Table 9: Programme performance against objectives

	Set of client objectives that Microcredit seeks to influence
	% of clients achieving 50% or more Programme contribution 
	% of clients achieving 100% Programme contribution

	Ensure the survival of my business
	56
	14

	Grow and develop my business
	59
	14

	Develop a clear marketing plan
	53
	17

	Develop a new business idea
	52
	12

	Develop my product or service
	58
	12

	Increase sales turnover
	47
	11

	Increase the number of staff employed
	24
	14

	Improve training investment (self or staff)
	47
	14

	Increase opportunities for business
	45
	11

	Achieve funding for growth
	78
	36

	Improve my understanding of key business issues
	59
	17

	Improve my ability to problem solve
	67
	13

	Increase my network of business contacts
	63
	15

	Increase my confidence
	74
	19

	Increase my ambition
	78
	23

	Increase my aspirations for my business
	75
	25

	Develop my market
	53
	13


8.4.5
The figure for achieving funding for growth is particularly high, and this suggests that Microcredit is achieving its goal with respect to issues of funding. Confidence, ambition and aspiration; all show high levels of Programme achievement.

8.4.6 As Table 9 shows, the highest single response was for a Programme contribution of 100% for the following 5 objectives:

· Achieve funding for growth;
· Improve my understanding of key business issues;
· Increase my confidence;
· Increase my ambition and,
· Increase my aspirations for my business
8.4.7
We now look at each objective in turn.

Ensure the survival of my business

Of those who credit the programme with ensuring the survival of their business, 14% of clients stated that Microcredit was 100% responsible for the survival of the business while a further 16% of clients recorded a Programme contribution of 70%. 

Taking a conservative approach and using ONLY those who answered this particular question, analysis of the contribution of the programme to business survival suggests that Microcredit is totally responsible for the survival of 7 businesses (of which 5 are female owned). Looking only at those who are ‘already trading’ the figure falls to 6.

Analysis of the results suggest that Microcredit attribution in the survival of a further 19.5 businesses equivalent. 

Continuing in this vein, we assume all businesses are lifestyle businesses and with no employees and that Microcredit is therefore responsible for 26.5 jobs (self-employment). 

The figures for females are similar to that of the respondent population i.e. around 75%. Thus, in terms of the Programme’s impact on female self-employment the figure is 20 jobs (self-employment).

Analysis
 of the survey response suggests that when it comes to looking at Microcredit’s contribution to ensuring business survival, the Programme has an additionality figure of 0.522. 

If we assume the survey response is indicative of the population as whole, then Microcredit can claim to have made a contribution to ensuring the survival of over half (0.522) of the 371 current Microcredit businesses. This equates to an equivalent of 194 businesses, of which 75 per cent (145.5) are female run businesses.

If we also assume that each business is a lifestyle business and with NO employees, then Microcredit may be seen as ensuring the survival of a total of 194 self-employment-jobs. (The assumption of zero employment is made to err on the side of caution. One of the businesses interviewed employed a total of 22 staff and while the business was not solely dependent on Microcredit, the Programme is credited with speeding start-up.)
Note: We are not in a position to estimate the degree of displacement involved with the Programme.

Grow and develop my business

Looking solely at survey responses, 14% state that Microcredit is 100% responsible for growth and development. This translates into 5 businesses being totally dependent on Microcredit for their current situation. 20% of respondents (11 businesses) credit the Programme with being 50% responsible for the growth and development of their business. A further 40 businesses have been positively assisted (ranging from 10% through to 90%) to grow and develop due to Microcredit. 

33 businesses state that Microcredit is at least 50% responsible for their growth and development. 

Applying the same methodology as above, survey evidence suggests that Microcredit has an additionality figure in this area of 0.505, and that this translates into the Programme being responsible for the growth and development of the equivalent of 187 businesses. 

Develop a clear marketing plan

The Programme seeks to enhance the business and marketing skills of clients. Of the 95 survey respondents, 48 (51%) claim that Microcredit is made a positive contribution to the development of their marketing plan, ranging from 10% through to 100% .17% of respondents were totally dependent on Microcredit for their plan. Surprisingly, of those already trading, Microcredit is totally responsible in 11% of cases and for 17 clients; Microcredit has made a contribution of 50% or more.

Of the 371 active businesses Microcredit has had (will have) a positive effect on half (185, sole traders, partnerships, and limited companies) that are recorded on the Microcredit database.

Develop a new business idea

26 respondents record that Microcredit has been responsible to some extent for their new business idea. 3 clients state that the Programme is wholly responsible, while 13 record the contribution as being 50% or more.

For those who are trading, 19 record some Microcredit contribution to their business idea. 2 clients credit the Programme with fully additionality. For 8 of this group, Microcredit has made a contribution of 50% or more to the development of a new business idea.

While these results appear modest, they do show that Microcredit does support the creation of new business ideas. This is an important link in SE’s chain of activity to identify and promote new business ideas and reinforces the need for Microcredit to be able to identify new business ideas and growth businesses to pass on to the Network.

Develop my product or service

The data show that Microcredit is twice as effective in developing an existing product or service as developing a new product or service. This is the case for both the survey population in general and for those who are already trading. The figures suggest that Microcredit is able to make a real difference to product and service development with 82% of those who are trading crediting the programme with a contribution of 10% or more to product/service development. 48% of this group attribute the Programme with a contribution of 50% or more. 4 businesses (10%) that are trading state that Microcredit was 100% responsible for product/service development. Surprisingly, the respective data for the respondents as a whole are less buoyant, with 73% crediting the programme with a contribution of 10% or more to product/service development. However, 57% of this group attribute the Programme with a contribution of 50% or more.

The data suggest that for those trading and those seeking to trade; Microcredit is able to make a significant contribution to product/service development. We do extrapolate these data to the whole Microcredit population and suggest that the results still show high levels of value add.

Increase sales turnover

Focusing only on those respondents who are trading, 70% report a Programme contribution to increased sales of 10% or more. 46% record the contribution as being 50% or more. Survey evidence suggests that sales turnover additionality is 0.48. Table 10 uses Microcredit data to show recorded increase in sales and adjusted for additionality. The programme can claim responsibility for £250.9k in additional sales.

Table 10: Programme impact on increased sales turnover

	Sales range £
	mid point £
	No. of clients
	Total sales increase
	Additionality @ 0.48

	0 - 4,999
	2500
	44
	110000
	£52.82k

	5,000 - 9,999
	7500
	19
	142500
	£68.4k

	10,000 - 19,999
	15000
	4
	60000
	£28.8k

	20,000 - 49,999
	35000
	2
	70000
	£33.6k

	50,000 plus
	50000
	2
	100000
	£48.0k

	Total
	
	
	
	£231k


Increase the number of staff employed

21 respondents (30% of those who answered the question) claim that the programme made a contribution to increasing the number of staff employed. Again with such an important variable we take a conservative approach when assessing the Programme’s impact on employment.

The questionnaire made it clear to respondents that employment did NOT include them, rather those who are additional to the owner. The answer to this question indicates that 21 businesses from the 70 who responded are actually employing at least one other person. 

The results show that Microcredit is solely responsible for the employment of 3 of the new employees. Estimates of the remaining contribution suggests that Microcredit can claim to have created a further 4 jobs equivalent. In terms of solely respondents, total the Programme can claim to have helped create 7 new-employee equivalents.

We can improve on this estimate using the latest data from the Microcredit database that is contained in Table 11. Survey evidence suggests that for new jobs created the Programme has an additionality factor of 0.30 then of the 36 jobs that have emerged within the client group since starting Microcredit; just over half of them (36 x 0.30) can be attributed to the programme. Again, taking a conservative approach and to avoid double counting, we assume that the 7 new-employee equivalents above are included in the 11 new jobs of Table 11. 

Table 11: Additional jobs created by the Programme

	Additional Employees
	Clients
	Gross jobs
	Net jobs

	No information
	378
	
	@ 0.52 additionality

	0 employees
	203
	0
	0

	1 employee
	11
	11
	3.4

	2 employees
	2
	4
	1.2

	3 employees
	1
	3
	1.0

	4 employees
	2
	8
	2.4

	5 - 10 employees
	0
	0
	0

	0ver 10 employees
	1
	10
	3.0

	Unknown
	7
	0
	0

	Total
	605
	36
	11


Source: Microcredit database
Improve training investment

30% of those who answered the question reported that the Programme had helped improve their investment in training. Of these, 14% recorded that the Programme was totally responsible for the improved position with respect to investment in training. The size of Programme benefit is evenly split: with 50% of respondent’s record credit the Programme contribution 50% or more to improved training investment. When looking only at those who are already trading, 33% report Programme contribution as being 50% or more. 

Increase opportunities for business

66% of those who responded to the question thought that Microcredit had made a contribution of 10% or more increase to business opportunities, with 45% stating the contribution to be 50% or more. A similar picture is found among those who are already trading. Around 10% of both sets of client put Microcredit’s contribution as 100%.

It is clear that the Programme is impacting on opportunity, which is one of the main reasons for Microcredit.

Achieve funding for growth

36% of respondents reported that Microcredit made a contribution of 10% or more to them achieving funding for growth. 68% estimate the impact to be 50% or more. Significantly for the aims of Microcredit, 36% claim the Programme’s contribution as being 100%. The respective figures for those who are already trading are even more impressive at 73% and 39%.

While females make up around 80% of Programme clients they account for only 50% of those who say Microcredit helped achieve funding for growth. This appears to suggest that females remain less likely than males to borrow for business purposes.

However, more females (43%) report a programme contribution of 100% against 36% for all respondents and 27% for males only. If this is the case Programme-wide, then it confirms the original Programme rationale that females are less likely to borrow for business purposes and that a programme such as Microcredit can achieve a large impact when they do.

Improve my understanding of key business issues

77% of those who answered the question reported that Microcredit contributed 10% or more to their understanding of key business issues. For those that are already trading Microcredit has had a larger impact with 63% reporting a Programme contribution of 50% or more compared to 59% for the sample as a whole. 

This distinction is maintained when looking at the proportion that attribute the Programme with 100% contribution, 21% and 17% respectively. It appears that Microcredit can add value to understanding of business issues across to pre and current traders. There does not appear to be a distinction between female and male responses.

Improve my ability to problem solve

Across the board for females, traders and the sample population as a whole, 67% state that Microcredit contributes 50% or more to their improved ability to problem solve. Again, this is one of the key issues that the Programme seeks to address as it can impact across a wide range of business decisions.

Increase my network of business contacts

87% of those who responded to the question claim that Microcredit has increased their network of business contacts. This is a significant figure and highlights the success of the Programme in removing the isolation that female and vulnerable groups may initially feel when setting out in business.

Interestingly, those who are already trading show a higher figure (93%) than for the sample population as a whole, which suggests that there is a deeper networking value attached to the Programme.

Increase my confidence

Curiously a very similar picture emerges here as with the previous question. There is no distinction between female and overall response, 77% report a Programme contribution of 10% or more to increased confidence while 81% of those trading report a similar contribution.

Again, it appears to demonstrate that the Programme has value across the board.

Increase my ambition

The survey results again show that those trading appear to get more value form the Programme in terms of contribution. 70% of those trading report a Programme contribution of 10% or more to an increase in their ambition compared to 62% and 63% respectively for the sample as a whole and females.

In each case total contribution (100%) was reported in 24% of cases. This is a very high figure for Programme contribution and highlights the impact on a key area.

Increase my aspirations for my business

69% of all respondents identified credited the Programme with making a contribution to their ambition. For one quarter of all respondents (in all categories, whole sample population, those already trading and females), Microcredit is solely responsible for the increase in client aspiration for the business. For 75% of all cases the Programme contributed 50% or more to their increased ambition. 

One of the key issues that the Programme seeks to address is lack of client confidence and ambition. The data suggest that Microcredit does indeed make a significant contribution in this area. These data support the evidence gathered at group and individual client interview, where almost all respondents noted the boost to confidence and ambition that Microcredit has brought about.

Develop my market

70% of those already trading state that Microcredit has made a contribution to the development of their market. This figure is slightly more that the 67% for the sample population as a whole and for females only.

However, the spread of the results suggest that females appear to derive more benefit. 59% of females credit the Programme with a contribution of 50% or more to developing their market. The figure for the population as a whole is 53% and for those already trading, 46%.

The figures suggest that Microcredit training and networking assistance is having an impact across the board.

8.4.5
When tested against Microcredit objectives, survey results show that across all objectives the Programme is achieving what it set out to achieve. This is the case for both hard and soft indicators (e.g. developing a business plan, increasing confidence). 

8.4.6
In addition, Microcredit shows an impact on business survival, business growth and employment.

8.5
The location of Programme value add for clients

8.5.1
In addition to the universal survey of Programme clients, face-to-face interviews were held with individual clients and also Microcredit focus groups. The intention was to gauge the client experience and to locate Programme value add. 

8.5.2
Individual clients were chosen for interview on the basis of their having completed the Programme. In addition, a distinction was drawn between those who had applied successfully for a loan and those who had not applied for a loan. 

8.5.3
Group interviews were determined by the schedule of Microcredit meetings across the Network and having had sufficient time to have become established. In this way the groups selected were ‘random’. Coverage included: Aberdeen, Dumfries and Galloway, Borders, Forth Valley, Dunbartonshire. 

8.5.4
The schedule of face-to-face interviews ensured a broad coverage in terms of geographic area, length of time on the Programme, urban and rural location, loan borrower and non-borrower. A diversity of view was sought and Programme managers provided free access to all clients.

8.5.5
Analysis of the interview data.


Individual clients


Method


The names of 14 clients were provided by Microcredit management and attempts were made to contact and visit all of them. The outcome was 9 interviews. The remaining clients could not fit in an interview and others could not be contacted. A further constraint was the need to complete the interviews within a two-week period. In this way the number and composition of the group of interviewees was determined by accessibility. A consequence of the constraints was that the desired mix between loan and non-loan client was skewed heavily towards the loan applicant.


The following client and group analysis is our interpretation of the summary of responses.


Business type


The type of businesses being operated by the interviewees included: ceramic studio, language and web-design company, nursing support, fashion design, photography, training consultancy, restaurant, coffee/bookshop and interior design.


Gender


All clients interviewed were female and had accessed a Microcredit loan. Thus, interviewees represent around 10% of the loan population.


Loan/non-loan 


7 of the 9 interviewees had accessed a Microcredit loan. The most common amount is £5k. Total amount of loans for this group was £30k.


Business status

5 interviewees had already stated their business prior to joining the Programme. 4 Interviewees were pre-start businesses. 


There was a mix of company type ranging from sole trader to limited company. 


Qualification


A common feature of those interviewed is their high level of qualifications; most were graduates. Some had extensive prior business experience or came from backgrounds in business. 


One interviewee had used the Programme in conjunction with a Social Security initiative (DHP) to help move from into self-employment by making use of art school training. This is an important example whereby the combination of two initiatives has smoothed the pathway to economic independence for a vulnerable female.


Microcredit value


When asked about the benefits of Microcredit, by far the most common response centred on the traditionally more soft variables such as confidence building, boosting self-belief, improving networking. In the same vein are comments about Microcredit providing a safe haven within which those who feel vulnerable can express their concerns and gain the support of other members of the Programme.

Interview and survey evidence confirm that Microcredit does offer and deliver to most clients the range of softer benefits for which the Programme was designed. 


A recurring issue was the difficulty in maintaining group contact post-Programme. Many of those interviewed had tried to continue to meet with their group but difficulties with scheduling and the lack of discipline of a structured programme had made it difficult. 


For those who maintain post-Programme contact it is normally on a social basis. Most report having made new friends and valued the social side of the Programme. Almost all would welcome structured monthly meetings under the auspices of Microcredit as a way of maintaining group solidarity. However, this would affect the exit strategy of the Programme, where one of the aims is to encourage independent group and networking activity.


Benefits of the group


In all cases the group to which the interviewee was assigned worked well. Many mention the “great support” that was found among members. This appears to be the case even within groups that displayed some diversity with respect to business experience: all clients were able to gain some positive outcome.


There was no concern among the female interviewees about male participation in groups. Some welcomed the balance that a mix of gender brings, with some noting that female and male thought patterns were different and that males tended to be less open when discussing their business/business idea.


Training versus funding


For most interviewees training and funding were of equal importance. Given that 7 of the 9 interviewed had accessed a Microcredit loan this is not a surprising result. Most of those who had accessed a loan joined the Programme with a loan application in mind.


Alternative source of funding


6 of the 9 interviewees stated that they would not have access to alternative funding. Four interviewees stated that without Microcredit they would not be in business. Most had no collateral or business track record, displaying the characteristics of the vulnerable and the excluded for which the Programme was designed. Importantly, funding was used at critical moments of the client business and made the difference between survival, slower growth or missed opportunity.
Access to funding


With one exception, those who secured a Microcredit loan are happy with the loan application process, noting its ease and lack of bureaucracy. Some also noted the low and fixed interest rate. Further investigation showed that this single exception to this view had not completed the required stages to qualify for the full tranche of the requested loan.

Role of the Microcredit adviser


Almost all interviewees reported the adviser as excellent and/or very good. The adviser was crucial to the successful gelling of the group and for organizing tasks and planning activities and training. Many noted that they were able to contact the adviser at any time for some advice or guidance and that having this facility was exceptionally important. This latter point is important, particularly for the Programme’s target market, which would normally not have access to a wide circle of business friends or source of business advice. Having such assistance on call (and without charge) is something that most Microcredit clients would not find in the market or within their normal social sphere. (In one of the group interviews, an American-born client expressed amazement at the level of assistance Microcredit and other SE programmes offer.)


These comments confirm evidence from the survey and also evidence form the interim review of Microcredit. While there is some variability within the group of advisers (inevitably), most appear to be very good. It is fair to say that the success of Microcredit depends on the quality of the advisers.


Range of indicators to measure Microcredit impact


Interviewees were asked to note in what way Microcredit and its funding has impacted, or is likely to impact, on the business. Table 13 shows the indicators mentioned.

Table 12: Client identified Microcredit indicators

	Hard indicators
	Soft indicators

	· Sales

· Output

· Efficiency

· New markets

· New services/products
	· More business-like attitude

· Increased confidence

· Changed outlook and perspective

· More professional approach

· More aspirational



Group interviews


Method


Focus group meetings were held with 5 groups: 4 currently on Microcredit and 1 group of clients who moved from Microcredit to the Women into Business Group Mentoring programme.


As with the individual interviews, interviews were semi-structured to allow clients to respond freely and to pursue points of interest.


The selection of each group was determined by the schedule of meetings and also the length of time on the Programme. In this way the group selection was determined by the need to get access to client and group experience of Microcredit.


Selecting a post-Programme group through the mentoring programme allowed client experience of Programme exit and aftercare to be examined.

Note: Each group contained fewer than the original number of clients and this means that there is a degree of self-selection in that only those who are getting a benefit from the Programme are continuing to attend and their responses are liable to be more positive than those who no longer attend. This must be kept in mind when looking at the results.

Initial impression of each group


In the case of the 4 Microcredit focus groups the initial impression gained was very positive. All 4 groups appeared very satisfied with the Programme content and delivery. All groups appeared well motivated. Taking part in one Group’s training exercise we saw at first hand the enthusiasm with which clients participated and also and team spirit that the Programme could achieve.


Structure of delivery


It was clear from discussion with clients and the advisers that while there is a Programme framework within which the Microcredit is delivered, each group’s need is different and that there is a requirement to tailor the content and schedule. This means there is a high degree of discretion exercised by the adviser. This is how the Programme is meant to operate.

Training needs analysis


This is an important feature of the Programme and the evidence is that groups do indeed participate in training needs analysis. The analysis is done at different stages of Programme depending on the composition of the group e.g. one group did marketing and finance before undertaking the training needs analysis.

Composition and mix of group


A key feature of the Programme is the range of client experience. Some groups contained a very diverse mix of age, educational qualification, business experience and proposed area of new business.


One group contained 2 PhDs looking at a medical business while another member had no qualifications and was looking to develop a carpet cleaning business. Other groups contained clients who had previous experience of running a business while some were still at the early stages of their new business. Some groups had clients who are already trading.


Such an eclectic mix puts a strain on Programme delivery. The role of the adviser is crucial in managing such diversity and making the Programme relevant to all within the group.


Some of the critical comments recorded by the electronic survey mention the inappropriate mix of client within the group and how this has hampered the individual’s experience of the Programme. However, this is balanced by comments during the group interviews to the effect that a broad mix of client is actually a positive feature of the Programme. The survey comments do have weight in that (as noted earlier) those still remaining within the group and taking part in the group interviews would tend to be more favourably disposed. 


Although individual client comments reflect the individual client experience (and that may be counter to the rest of the group’s experience) they do provide a very rich source of feeling and emotion, and should be used to help to help understand the diversity of Programme client base. This is a broader issue for SE in general in that satisfaction ratings will never be 100% due to some clients having un-realistic ambitions with respect to what programmes can do for them.

	Examples of client comment 

	Our group was particularly difficult and did not gel therefore the Microcredit advisor needs to be very competent at handling such a group. 

The training was pitched at the lowest common denominator. We got the feeling the group consisted of anybody that SE and the Microcredit adviser could get hold of rather than being balanced.

...if the group chemistry is wrong then it is very difficult to feel a part of the group and achieve one’s goals...
	I found the Microcredit programme very useful as there are others in the same situation as yourself. It gives you support/guidance the opportunity of a loan if required. Advice on areas that you may find difficult. I would recommend it to anyone who is starting their own business as it gave me confidence to go out and do something for myself. 

It's already an excellent programme.



Value add of the Programme


This question drew a very positive response. Answers include:

· Provision of encouragement;

· Mutual support;

· Understanding;

· Camaraderie;

· Capacity building;

· Ability to look afresh;

· Range of business experience at hand and,

· The opportunity to discuss one’s own business.

The importance to clients of the opportunity to talk about their business in a relaxed and supportive atmosphere cannot be over-stated. This is where the value added lies. Time and again, and without prompting, clients stated how much benefit they received simply by being in the company of others who are going through or who have gone through what they are currently experiencing in business.

This is the common denominator for all clients irrespective of their stage of business. In the words of one client, everyone has to deal “with the same issues but from different angles”.

Another said, “some brilliant advice” which allowed her to “think outside the box”.

When asked, none could identify an alternative source of such comfort. Other than those who have friends in business, most clients have no access to such assistance.

The importance of funding 

In each group visited Microcredit loans had been or were being taken out. In one all-female group there were 4 loan applications. However, there was a consensus that funding was not the main reason for joining the Programme. (However, one comment from the survey suggests that some clients may be leaving immediately after their loan application and not waiting for other applications to be discussed.)

The Microcredit name

A few clients mentioned that the name Microcredit did not convey what the Programme delivers. They claimed that had they relied solely on the name, they would not have joined the Programme. 

It is understood that Microcredit management is aware that there is an issue with the name and that some potential clients, relying on the name alone, may be dissuaded form applying. This is an issue that will have to be addressed. The launch of Segmentation and the strategic restructuring that this entails may be an opportunity to reconsider how best to title the programme and what it has to offer.

Microcredit versus other assistance

There are two issues here: content and delivery.

Content

Some of those interviewed had been on marketing and finance course under Think, Plan, Do. They noted that there is some overlap in content with Microcredit. However, the general view was that Microcredit allowed for more depth and, more importantly, the opportunity to consider these topics in relation to their own business.

Delivery

While Women into Business meetings offered a forum for discussing their problems, most female clients stated that Microcredit was more appropriate for their needs, allowing much more time to discuss their issues. Having fortnightly meetings as opposed to monthly meetings (WIB) was highly valued. 

Future of the group

All groups expressed an intention to maintain contact as a group once the Programme had ended. This is an implicit aim of Microcredit. However, discussions with individual clients who have completed the programme confirms that maintaining contact is difficult, with many having lost contact or keeping in touch with those who have become friends.

Those now on Group Mentoring

The group who are now on group mentoring consisted of three clients from two Microcredit groups. They joined mentoring from Microcredit, having had a presentation from mentoring staff at one of the meetings. All three miss the fortnightly meetings. 


Of the two Microcredit groups represented, one group was judged a success while the other was judged as poor. The latter view reflected the fact that group cohesion did not take place and membership of the group dwindled, leaving a core of 3. 

Again, this last point highlights the importance of initial selection and establishing group cohesion. Importantly, the same adviser managed both groups, which removes the influence of adviser on the result.

This group experienced a very smooth transition from Microcredit to group mentoring. Their exit from Microcredit was handled well.

Two of the three had accessed Microcredit funding and stated they would “not be here” without it. The remaining client stated they were at a more advanced stage due to having been on Microcredit. All mentioned the life-changing impact of Microcredit due to its support and confidence building and training. 

All mentioned being able to access their Microcredit adviser at anytime for advice as one of the key features of the Programme. 

For this group, the value add of Microcredit lay in:

· Being able to share information; 

· Not having to work in isolation (a key concern for sole traders working from home);

· Being able to bring a problem to the group;

· Knowing that others are going through the same experience and,

· Accessing the assistance of the adviser.

8.6
The robustness of the Programme’s reporting framework

8.6.1
A new Microcredit database has recently been activated and most of the transfer of details between the old and new database has been completed. Advisers enter client details directly into the new system.

8.6.2
The database records information on all Microcredit client objectives per client at the registration stage. An interim report is generated indicating client progress or difficulty and finally an exit report is generated.

8.6.3
The current system can generate a number of pre-programmed reports for the Microcredit programme as a whole.

8.6.4
While the system can generate final reports on individual clients it cannot do so on a global basis i.e. generate reports covering a single cohort or year. This has to be done manually.

8.6.5
We understand from Microcredit management that a new report generation system is being written. If this is done with the needs of evaluation in mind it, will generate baseline and exit information for individuals and groups. This will significantly enhance the Programme’s monitoring and evaluation capability. (See recommendations.)

8.6.6
It is clear from looking at the database that not all client details are being recorded and that gaps, particularly for those no longer on the Programme, are evident. This may be as a consequence of the move between old and new systems but it is something that has to be checked.

8.6.7
It is our opinion that if the proposed changes are indeed implemented then Microcredit will have a robust monitoring framework that will be able to track individuals and groups from baseline positions through to achievement of Programme objectives. 

8.7
The strategic fit of the Programme after the introduction of Segmentation

Section 7 of the report looks at one of the number of possible scenarios that may affect Microcredit with respect to strategic fit.

8.8
Issues for Microcredit

8.8.1
The results from the group interviews are very positive and show that clients are happy and enthusiastic. However, there is a danger of self-selection in that only those that are happy on the Programme remain; those who are dissatisfied for whatever reason will have left. There is a need to balance this picture with some of the more negative comments from the survey evidence. 

8.8.2 Furthermore, although the focus of our study was on client value-add, we provide the following insights on some Programme processes. The following client comments from the survey are classified to alert Microcredit management to some areas of concern:

Selection of the group should be more rigorous

· The mix within the group was too diverse and people's businesses and business knowledge were far too diverse…I think it is an excellent programme but I really think more needs to be done to match the group skills better
· We go the feeling the group consisted of anybody that SE and the Microcredit adviser could get hold of rather than being balanced
Training should be more focussed

· The training was pitched at the lowest common denominator. 
· Having identified training needs no further help with training has been forthcoming
Link to other network training

· I had already taken the Starting Up workshops series from Business Gateway, and had attended different seminars previous to my participation in the Microcredit programme. Some of the participants have not taken any previous training. It is important to ensure the complement of the different programmes that are available.
More structure to the programme

· I thought that the course lacked a structure. Some members were allowed to dominate the time available.
· Better preparation and planning of classes by Microcredit executive. Clear handouts that include outlines of classes.
Issue with adviser

· Mix of people needs to be looked at. Set up of groups needs to be followed through ours was a good group which was allowed to fall by the wayside as organizer wanted two groups to join together for her convenience and this disrupted the mix and we have now not heard from her to arrange further meetings.
· Agree the course content and stick to it. Less time wasted on listening to the grumbles in personal lives. Focus on the task at hand. Most problems due to the ineptitude of leader.
· The executive seemed to ad lib from week to week and too much time was spent on general chat.
8.8.3
Some gaps in the database i.e. some records are incomplete


During our study we came across a number of cases where client details were not complete. We are aware that there has been a changeover to a new database and that all records are now kept up to date.
8.8.4
Recent changes to SE E-Business strategy


SE has recently decided to embed e-business in all activities and delivery. E-business is no longer a stand-alone feature. Microcredit’s appears to still treat e-business as distinct e-commerce and IT and provided as separate entities rather than as embedded in all activity.

8.8.5
Duplication of course content

The introduction of Segmentation provides an opportunity to look again at content over-lap. Some Microcredit clients who engaged with BG prior to the Programme had exposure to marketing and finance training.

A recommendation from our earlier interim report was that some of hierarchy of SE ‘qualification’ be looked at in order that clients could be accredited with different levels of training and so avoid repetition as they progress through various programmes.

SE trains a significant number of clients every year and should look at formalising the training. SE has strong links with SQA and they could assist with undertaking this task.

8.8.6
Opportunities for target marketing

Two of the clients interviewed had been to Art School. While studying, neither had received business advice or information about becoming self-employed. Both interviewees praised Microcredit as a means for them to look at Art as a business opportunity and to avoid the high levels of under-employment within the artist community. Indeed the whole arts/crafts sector could benefit from a Microcredit-type programme. 


Another interviewee had combined Microcredit with an innovative Social Security package to re-enter the world of work. This is a good example of the potential of the Programme to make a real impact on those at disadvantage by providing an essential link between state benefit and access to self-employment. Cases such as this need to be identified by the adviser and made known to management. This would help management understand the reach of the Microcredit in the community and assist with cross-cutting targets for SSS.

9
Microcredit inputs, outputs and performance


9.1
Inputs

9.1.1
The latest data from Microcredit management shows that the projected total operational funding (excluding loans) for the Programme between April 2002 and March 2005 will be £655k. Table 13 shows Programme cost breakdown by overhead.

Table 13: Breakdown of Microcredit operational costs by overhead, 2002-05

	Operational costs 2002-2005
	£K

	Year 1
	

	Toolkit/Procedures manual, design & production
	£30k

	Staffing costs
	£130k

	Training & development of m\credit groups
	£10k

	Marketing
	£10k

	Developing Strathclyde Ltd
	£20k

	Events
	£10K

	Total
	£210k

	
	

	Year 2
	

	Contractor costs
	£150k

	Management fee and administration
	£10k

	Developing Strathclyde Ltd
	£25k

	Database Development
	£7k

	Independent evaluation
	£7k

	Total
	£215k

	
	

	Year 3
	

	Contractor costs
	£165k

	Operational costs e.g. training, room hire, speakers
	£10k

	Management & Admin Costs
	£15k

	Developing Strathclyde Ltd
	£20k

	EU support
	£6

	Database development 
	£5k

	Review of DSL
	£7k

	Total
	£230k

	
	

	Cumulative total
	£655K


Source: Microcredit management

9.1.2
Table 14 shows data from Developing Strathclyde Limited with respect to loan status.


Table 14: Microcredit loans status

	Loan status
	Number of loans
	Total amount (£)

	Completed loans
	10
	£11k

	Current
	61
	£230.3k

	In the approval process
	1
	£3k

	Live but under-performing
	6
	£28.5k

	Withdrawn by client
	3
	(£10k)

	Total
	81*
	£272.8K


*Note: In addition there are a number of loans at various stages of the application process and these will be processed before end March 2005 and indicate that Microcredit has 85 loans accounting for approximately £292k.

9.1.3
According to the Microcredit database there have been a total of 11 advisers involved with the programme. The database credits the advisers with managing 47 groups although the actual number of groups handled is 74. There is a number of such discrepancies on the Microcredit database.

9.2
Outputs

9.2.1 Data from Microcredit’s database show that between April 2002 and March 2005 show the following:

Table 15: Number of Microcredit clients by gender

	Microcredit clients
	Number
	%

	Female
	502
	83

	Male
	103
	17

	Total
	605
	


Table 16: Microcredit client status

	Client status
	Number

	Employed
	90

	Self-employed
	235

	Unemployed
	66

	Student
	0

	Unknown*
	179

	Total
	605


* There are gaps in the recorded data

Table 17: Microcredit client businesses by industry sector

	Industry sector of Microcredit business
	Number

	Agriculture: 
	1

	Fishing: 
	0

	Manufacturing: 
	25

	Construction: 
	3

	Wholesale Retail: 
	54

	Personal Services: 
	66

	Hotels and Restaurants: 
	9

	Transport Storage and Communication: 
	1

	Financial Services: 
	4

	Real Estate Activities: 
	6

	Education: 
	10

	Health: 
	11

	Business Services: 
	59

	Unknown: 
	241

	Total* 
	490


* There are gaps in the recorded data

Table 18: Number of SIP clients on the Programme

	Number of SIP clients
	51


Table 19: Number of Microcredit clients and groups across the Network 2002/Mar 05 (reproduced Table 6)

	LEC area
	Clients
	% of total clients
	Groups
	% of total groups

	SE Ayrshire
	18
	2.98
	3
	4.05

	SE Borders
	26
	4.30
	3
	4.05

	SE Dumfries and Galloway
	59
	9.75
	7
	9.46

	SE Dunbartonshire
	47
	7.77
	6
	8.11

	SE Edinburgh and Lothian
	130
	21.49
	16
	21.62

	SE Fife
	39
	6.45
	5
	6.76

	SE Forth Valley
	16
	2.64
	2
	2.70

	SE Glasgow
	120
	19.83
	13
	17.57

	SE Grampian
	22
	3.64
	3
	4.05

	SE Lanarkshire
	44
	7.27
	5
	6.76

	SE Renfrewshire
	57
	9.42
	7
	9.46

	SE Tayside
	27
	4.46
	4
	5.41

	TOTAL
	605
	100.00
	74
	100.00


Chart 1: Number of groups by LEC area per year
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9.3
Value for money

9.3.1
In terms of value for money Microcredit may be assessed against inputed jobs (self-employment-equivalents and employment created). By the end of the current three-year cycle ending 31 March 2005, the total cost of the programme is estimated to be £655k. Against this figure Table 20 looks at value for money with respect to employment. Note: we do not have sufficient information to estimate the degree of displacement involved.
Table 20: Value for money with respect to employment
	Assumption
	Self-employment jobs
	Number of new employees
	Total new jobs
	Programme cost £
	Cost per job £

	Zero displacement
	194
	11
	205
	£655k
	£3,195


9.3.2
We do not have sufficient data to make a definitive judgement of the size of any displacement activity. However, it is our opinion based on interviews, the nature of the client base and work on the interim report, that displacement activity will be low. However, more research is need with regard to the issue of displacement and it should be considered when looking at developing a revised monitoring framework.
9.4
Programme performance

9.4.1
We report on Programme performance against the 5 levels identified in the Methodology section:

1
The outputs as set out in the original PAG Paper.

Microcredit has achieved its targets as shown by Table 8 (reproduced).

Table 8: Summary of Programme performance against targets

	Indicator
	% Performance

	Number of Microcredit groups 
	205%

	Number of LEC areas targeted 
	100%

	Number of women assisted
	336%


2
The set of client objectives as set out in the client registration document and Microcredit database.

Survey evidence shows that Microcredit has impacted on all key objectives as set out in the PAG Paper and Programme monitoring framework. With the exception of 4, all 17 Programme objectives, 50% of clients report a Programme contribution of 50% or more.

3
The location of Programme value add for clients.

Survey and interview evidence shows that Microcredit provides value add in training, support and lending.

4
The robustness of the Programme’s reporting framework.

A new database is in operation and work continues to extend the number and quality of reports that may be generated. The eventual system will produce detail Programme performance data. (See recommendations.)

5
The strategic fit of the Programme after the introduction of Segmentation.


Microcredit does fit within Segmentation’s framework and addresses the needs of the non-segmented client sector. The potential is there for Microcredit to feed into LEC and Network high growth start-up units. 

9.4.2
In addition, we have identified that Microcredit can, excluding displacement, claim to have created 205 job equivalents (self-employment and employment).

9.4.3
Furthermore, Microcredit can claim to have contributed £231k in additional sales for Programme clients.

9.4.4
Survey and interview evidence shows that the aims of Microcredit are being met and that they ensure that more:

1. Women’s businesses start off on a more secure financial footing;

2. Women improve the performance of their businesses and,

3. Women grow their enterprises more quickly and effectively.

10
Conclusions


10.1
Microcredit has its roots in research that demonstrated that females and vulnerable groups suffered from particular disadvantage when it came to starting and running a new business. A Scottish Enterprise pilot initiative delivered to a group of females in Glasgow, Lanarkshire and Ayrshire demonstrated the validity of the original Microcredit model as a means of tackling that disadvantage.

10.2
Scottish Executive allocated £1m over a three-year period to Scottish Enterprise to deliver and develop such a model across the Network. Actual Programme spend is scheduled to come in within budget.

10.3
The Microcredit project appraisal document shows that the Programme model is founded on three key principles identified by academic research and also from a pilot programme carried out with Wellpark, Glasgow (circa 1999). The three key principles have guided the programme model and its development. They are:

1
Access to finance;

2
Peer support through group learning and, 

3
Group lending.

10.4
The theme of this evaluation was the location of Programme value-add for clients. The methodology used in the evaluation sets out 5 criteria by which Microcredit is assessed. The criteria are:

· The outputs as set out in the original PAG Paper;

· The set of client objectives as set out in the client registration document and Microcredit database;

· The location of Programme value add for clients;

· The robustness of the Programme’s reporting framework and.

· The strategic fit of the Programme after the introduction of SE’s Segmentation strategy.

10.5
The report concludes that Microcredit performance, when set against the 5 criteria, has been a success:

1
The three output targets set out in the PAG Paper have been achieved or surpassed.

	Category
	Target over 3 years
	Actual output over 3 years
	As a % of the target

	No. of Microcredit groups 
	36
	74
	205%

	No. of LEC areas targeted 
	12
	12
	100%

	No. of women assisted
	180+
	502
	336%

	Total number of clients
	
	605 (including males)
	


2
Programme objectives, as defined by the 17 Programme variables, have been met. A survey of all Microcredit clients identified the extent of Programme value add across the board, the details of which are contained in the body of the report.

3
The location of Programme value-add for clients was identified by survey evidence and face-to-face interview. The results suggest that the three guiding principles of the Programme (access to finance, peer support through learning and group lending) do identify and target the nature of the disadvantage that females and vulnerable groups face when starting and running a business.

4
The robustness of the Programme’s reporting framework is demonstrated in that the Programme has in place the facility for identifying client baseline and outcome positions. This is supported by an interim report mechanism as an early warning of difficulties. Work is currently underway to enhance the reporting facility of the Programme database to move from individual reports to global Programme reports.

5
The strategic fit of the Programme after the introduction of the latest stage of SE’s Segmentation strategy has been identified.

10.6
In addition to the criteria for assessing Programme performance, the report identifies through survey evidence, the creation of 205 job equivalents (excluding allowance for displacement). 

10.7
Depending on assumptions regarding displacement activity, cost per job estimates could be as low as £3,195.

10.8
Although now marketed to females and males, Microcredit remains a predominantly female programme with the ratio of females to males at around 4:1.

10.9 Microcredit did achieve national coverage but some LECs have made lower use of the programme e.g. Borders, Ayrshire, Grampian and Forth Valley. The extent of the range reflects a number of issues:

· The diversity of LEC provision with respect to the target group;

· The nature of the local economy (e.g. heavily rural) and the ease with which clients can be recruited and,

· The fluctuation in client demand reflecting the general health of the wider economy.

10.10
To date 85 Microcredit clients have accessed the loan fund for a total of £292k. Only 3 of 85 loans show signs of under performing to the point of concern.

10.11
Discussion with clients (individual and group) confirms the role and importance of the Programme adviser. The Programme has some exceptional advisers, but as the survey comments indicate, there are occasions where the adviser may not be delivering what is expected, although this may also be due to the diversity of the needs and stages of the clients in the groups.

10.12
While the new database is now operational, it is clear that some gaps in data input still exist, even for those clients who have left the Programme; one consequence of these gaps may be that some of the concerns over advisers are not being picked up. For example, one client comment was that the adviser merged two groups and then failed to maintain contact. 
10.13
There are opportunities for a more proactive marketing of the Programme to particular groups and sectors such as art schools where potentially high value added new businesses may be found. 

10.14
Microcredit has been show to have its roots in a clearly defined set of principles founded on research and a pilot study. The results confirm that the issues identified at the appraisal stage were indeed valid and that the Programme model has been successful in addressing the issues involved.

11
Recommendations


Under the developing Segmentation strategy Microcredit will be one of the few targeted programmes available to the universal market segment and this will serve to enhance Microcredit’s position within the suite of SE provision. Microcredit management should take this opportunity to review how Microcredit is positioned and marketed within the Network as it is likely that demand for the Programme will increase.

An essential part of future positioning will be how Microcredit relates to BG advisers, who will have an enhanced role as Segmentation develops further. Microcredit management should have a promotional strategy in place to show how Microcredit can enhance BG value added e.g. preparing some clients to become client or account managed businesses.

Few Microcredit clients may have the potential to become ‘high growth’ companies (employing 15 and/or with a sales turnover of £750k within three years; indeed one of the interviewees employs 22 staff) and Microcredit advisers need to be kept up-to-date on SE strategy for this and in the ways in which such clients can be identified and passed on to LEC High Growth Potential Start-up Units.

Any increase in demand for the Programme offers the opportunity to review selection procedures and for Programme management to consider offering thematic or sectoral cohorts. This would be particularly useful were Microcredit to be used as a ‘gateway’ to client or account managed-type programmes. It would also help ease concerns over inappropriate Programme recruitment.

Programme management should consider linkages to higher education establishments such as art schools/design colleges to pave the way to self-employment. Successful linkages between education and self-employment will reduce the level of under-employment that is found among some graduates within these sectors. SE initiatives such as Get into Enterprise and Get into Business are components of such a strategy and Microcredit can be the logical next step for many clients of these programmes.

Linkages between Microcredit and other SE and related programmes and networks such as Scotland the Brand, SDI and ScotlandEuropa should be explored. This will offer the Microcredit clients (e.g. artists) an entry to some high value added contacts and allow some to easier access to global markets. Microcredit in its way can help some clients feed into the Globalisation theme of SSS. 

With the integration of SE’s E-Business Directorate into Small Business Services and SE’s drive to embed e-business within all aspects of its provision, Microcredit management should revisit the content and delivery of Programme training to ensure that e-business is embedded throughout.

As part of this move all Microcredit clients should be online and have an email address. As part of Connecting Scotland it should be a fundamental requirement of all seriously minded new and pre-start businesses to be online. Again, Microcredit can have a part in helping Scottish Executive achieve its objectives on e-business and digital inclusion and SE’s drive for more online delivery. Practical assistance could be the direction of clients to assistance with purchasing a PC or the location of the nearest Public Internet Access Point.

The Microcredit database should continue to be developed to allow the production of global reports in addition to individual reports. The reports should be enhanced to include the degree of Programme contribution to the set of initial set of client objectives. This will allow baseline and value added to be identified.

As one of the few targeted programmes at the universal level Microcredit management may want to consider looking at formalising some of the training through achieving SQA accreditation. This has been done for certain components of Get into Enterprise and Get into Business. Microcredit may be in the right place to help structure SE business training for the universal market in order to avoid duplication of training effort as clients move through the SE system.

A strategic analysis of the Programme’s fit should be undertaken to understand the role and importance of micro/small businesses and the part that programmes such as Microcredit and Business Mentoring may play in developing a supportive infrastructure for the future economy. In many ways micro businesses will be ‘the oil in the economy’s machine’ in that they will increasingly fill the gaps in service of an increasingly complex economy (e.g. an aging population will require that the market provide more personal health provision).
The review identified a potentially important distinction between female/male interaction with the Programme and more research should be undertaken along these lines and help to inform the full evaluation and the wider Network of how this may affect programme content and delivery. This work would complement the themes identified in SE’s wider strategy for women.
The performance of the uniqueness of Microcredit’s funding (funding available only after appropriate training and business planning) should be evaluated against alternative models operating in LECs whereby funding is more immediately available. The very low default rate would indicate that the Microcredit model has merit, but more research needs to be done and the lessons made available to a wider audience.
Microcredit management should consider whether the name ‘Microcredit’ accurately communicates to potential clients what the actually Programme does. Some interviewees claimed that they were initially put off by the name.

Microcredit management should also consider the possibility of running a ‘Microcredit II’ for clients who have graduated from the Programme and whose businesses are at the next critical stage of development. This would allow a longer term perspective to be taken by clients who would have the assurance of a ‘top-up’ from the Programme at an important stage of development. 
Appendices

Appendix A: Survey questionnaire

Q1
In which LEC area did your Microcredit programme take place?

	
	Please tick

	Ayrshire
	

	Borders
	

	Dumfries and Galloway
	

	Dunbartonshire
	

	Edinburgh and Lothian
	

	Fife
	

	Forth Valley
	

	Glasgow
	

	Grampian
	

	Lanarkshire
	

	Renfrewshire
	

	Tayside
	


Q2:
Are you?

	
	Please tick

	Female
	

	Male
	


Q3: Which of the following best applies to you?

	
	Please tick

	Have a business idea and already trading
	

	Have a business idea but at the pre-start stage
	

	Still developing a business idea
	

	Looking for a business idea
	

	Other reason. (Please state)
	


Q4:
Which of the following best describes your reason for starting a business?

	
	Please tick

	Wanted to combine business and family/care commitments
	

	Disappointed at lack of progression in employment
	

	Became unemployed
	

	Had taken early retirement
	

	Family grown up and now free to re-enter the world of work
	

	Saw an opportunity in the market to use your skills
	

	Had worked in the same type of area for an employer and saw an opportunity of striking out on your own
	

	Always wanted to be your own boss
	

	Other reason. (please state)
	


Q5
Which of the following sectors does/will your company occupy?

	
	Please tick

	Health 
	

	Education
	

	Transport
	

	Personal Services 
	

	Finance
	

	Marketing
	

	Other business services
	

	Retail/Wholesale
	

	Manufacturing
	

	Agriculture
	

	Other sector. (please state)
	


Q6:
How did you hear of the Microcredit programme?

	
	Please tick

	Business Gateway advisor
	

	Personal contacts
	

	Promotional materials/leaflets
	

	Businessgateway.com
	

	Scottishbusinesswomen.com
	

	Newspaper/media
	

	Other organisation (please state)
	


Q7:
 Which of the following best describes you reason for joining the Microcredit programme?

	
	Please tick more than one if necessary

	The possibility of funding
	

	The mix of funding and business training
	

	To benefit from the support/ business experience of the other members of the group
	

	The opportunity to join a programme targeted towards female entrepreneurs
	

	Other (please state)
	


Q8:


	How many sessions has your Group had?
	


Q9:
Do you have a Business Gateway advisor? (Please tick)

	Yes
	

	No
	


Q10:
Please rate the following aspects of the Microcredit course:

	
	Excellent
	Very good
	Good
	Fair
	Poor
	N/a

	The Micro-credit adviser 
	
	
	
	
	
	

	The format of the Programme 
	
	
	
	
	
	

	The content of the Programme in general
	
	
	
	
	
	

	The marketing training
	
	
	
	
	
	

	The finance training
	
	
	
	
	
	

	Ability to access to other training
	
	
	
	
	
	

	Ability to access to other specialists
	
	
	
	
	
	

	The relevance of the material covered
	
	
	
	
	
	

	The support of your Business Gateway advisor with your business plan
	
	
	
	
	
	


Q11
With respect to training session delivery and content, please comment on each of the following:

	
	Always
	Mostly
	Sometimes
	Never
	N/a

	
	
	
	
	
	

	Overall the training was delivered well
	
	
	
	
	

	Followed a logical structure
	
	
	
	
	

	Content was of interest
	
	
	
	
	

	Were able to engage in group-work 
	
	
	
	
	

	Started on time 
	
	
	
	
	

	Finished on time
	
	
	
	
	

	Achieved stated objectives
	
	
	
	
	


Q12:
Please rate what improvement the Microcredit course has had on your abilities in the following areas.
	
	Very major improvement
	Large improvement
	Positive improvement
	No improvement
	N/a

	Increased your competence in understanding business finance 
	
	
	
	
	

	Increased your awareness of the importance of marketing
	
	
	
	
	

	Has clarified your approach to business and business strategy 
	
	
	
	
	

	Improved your confidence in running your business
	
	
	
	
	

	Increased your confidence in approaching other funders, including banks
	
	
	
	
	

	Improved your ability to network/develop contacts and create sales
	
	
	
	
	

	Helped you to address key issues within the business
	
	
	
	
	


Q13
Thinking now of your Group, please tell us to what extent you agree or disagree with the following statements:
	
	Agree
	Mostly agree
	Do not agree
	N/a

	Works well as a team
	
	
	
	

	
	
	
	
	

	Acts as a sounding board for ideas
	
	
	
	

	Provides a balanced mix of individual experience 
	
	
	
	

	Provides you with a useful level of support 
	
	
	
	

	Is a useful source of business contacts
	
	
	
	

	Provides encouragement and motivation
	
	
	
	


Q14
Please tell us to what extent you agree or disagree with the following statements.
	
	Agree
	Mostly agree
	Do not agree
	N/a

	The Microcredit executive provides sufficient support to help you identify and address your training needs as an individual
	
	
	
	

	The Microcredit executive provides support for you to identify and refine the core training needs of the a group
	
	
	
	

	Having completed the training, you are now better equipped to cope with running a business
	
	
	
	

	Having completed the training you are able to make more informed decisions about the level of funding/finance your business required to operate viably
	
	
	
	

	Having completed the training you feel more confident about assessing the funding applications of others in the group
	
	
	
	

	The briefing on the loan fund by Developing Strathclyde was useful in understanding how the loans are processed and monitored 
	
	
	
	

	The briefing by Developing Strathclyde clarified the terms and conditions of the loans and the responsibilities of each individual to repay the loan 
	
	
	
	

	The Group wished to continue to meet together at the end of the programme 
	
	
	
	

	The self-managed group continues to meet and support each other 
	
	
	
	

	During the Microcredit programme, you were made aware of other Business Gateway services, such as Business Mentoring
	
	
	
	

	At the end of the Microcredit programme you were offered the opportunity to join other relevant Business Gateway programmes
	
	
	
	


When you joined the Microcredit programme you were asked to consider what business performance objectives you wished to achieve. 

Q15
Please tick the answer(s) to the follow question:

	I joined the Microcredit programme to:
	You may tick more than one answer

	Ensure the survival of my business
	

	Grow and develop my business
	

	Develop a clear marketing plan
	

	Develop a new business idea
	

	Develop my product or service
	

	Increase sales turnover
	

	Increase the number of staff employed
	

	Improve training investment (self or staff)
	

	Increase opportunities for business
	

	Achieve funding for growth
	

	Improve my understanding of key business issues
	

	Improve my ability to problem solve
	

	Increase my network of business contacts
	

	Increase my confidence
	

	Increase my ambition
	

	Increase my aspirations for your business
	

	Develop my market
	

	Other (please state)
	


We are looking to assess how successful the Microcredit programme has been in helping you achieve your business performance objectives.

Q16
For the business objectives that you ticked above, please indicate the extent to which Microcredit has helped you achieve your objectives.

	
	Contribution of Microcredit (percentage)

	Microcredit has made the following contribution to me achieving my objectives:
	10
	20
	30
	40
	50
	60
	70
	80
	90
	100

	Ensure the survival of my business
	
	
	
	
	
	
	
	
	
	

	Grow and develop my business
	
	
	
	
	
	
	
	
	
	

	Develop a clear marketing plan
	
	
	
	
	
	
	
	
	
	

	Develop a new business idea
	
	
	
	
	
	
	
	
	
	

	Develop my product or service
	
	
	
	
	
	
	
	
	
	

	Increase sales turnover
	
	
	
	
	
	
	
	
	
	

	Increase the number of staff employed
	
	
	
	
	
	
	
	
	
	

	Improve training investment (self or staff)
	
	
	
	
	
	
	
	
	
	

	Increase opportunities for business
	
	
	
	
	
	
	
	
	
	

	Achieve funding for growth
	
	
	
	
	
	
	
	
	
	

	Improve my understanding of key business issues
	
	
	
	
	
	
	
	
	
	

	Improve my ability to problem solve
	
	
	
	
	
	
	
	
	
	

	Increase my network of business contacts
	
	
	
	
	
	
	
	
	
	

	Increase my confidence
	
	
	
	
	
	
	
	
	
	

	Increase my ambition
	
	
	
	
	
	
	
	
	
	

	Increase my aspirations for your business
	
	
	
	
	
	
	
	
	
	

	Develop my market
	
	
	
	
	
	
	
	
	
	

	Other (please state)
	
	
	
	
	
	
	
	
	
	


A major component of the Microcredit programme is the opportunity to access a Microcredit loan. 

Q17
Please indicate which of the following situations applies to you:

	
	Please tick

	I have already accessed a Microcredit loan
	

	I intend to apply for a Microcredit loan
	

	I do not intend to apply for a Microcredit loan
	

	I am still considering whether to apply for a Microcredit loan
	

	I am considering other sources of finance
	

	I intend to rely solely on my own finances
	


Q18

	If you have received a Microcredit loan, please state how the loan has helped your business

	


Q19

	If you do not intend to apply for a loan, please state why you have made that decision

	


Q20
IF you have started a business SINCE joining the Microcredit programme, please indicate the impact of Microcredit on your decision to start up your business.

	
	Contribution of Microcredit (percentage)

	Microcredit has made the following contribution to me starting my own business:
	10
	20
	30
	40
	50
	60
	70
	80
	90
	100


Q21
Please rate your overall experience of the Microcredit programme.
	Excellent
	Very good
	Good
	Fair
	Poor

	
	
	
	
	


Q21
Please tell us if you have any suggestions how the programme may be improved to help people like you.
	


End of questionnaire.

Thank you for your co-operation.

Appendix B: Methodology for assessing self-employment and employment numbers

Table shows survey response when asked Microcredit’s contribution to Programme objectives.

Figures in bold show most popular response.

	
 


	10%
	20%
	30%
	40%
	50%
	60%
	70%
	80%
	90%
	100%

	Ensure the survival of my business
	
	14%
	6%
	14%
	12%
	14%
	6%
	16%
	6%
	0%
	14%

	Grow and develop my business
	
	12%
	7%
	16%
	5%
	20%
	11%
	7%
	7%
	0%
	14%

	Develop a clear marketing plan
	
	8%
	15%
	19%
	4%
	12%
	6%
	6%
	8%
	4%
	17%

	Develop a new business idea
	
	15%
	4%
	19%
	12%
	12%
	8%
	4%
	8%
	8%
	12%

	Develop my product or service
	
	12%
	12%
	16%
	4%
	16%
	6%
	12%
	6%
	6%
	12%

	Increase sales turnover
	
	14%
	17%
	14%
	8%
	8%
	8%
	14%
	6%
	0%
	11%

	Increase the number of staff employed
	
	48%
	5%
	14%
	10%
	5%
	5%
	0%
	0%
	0%
	14%

	Improve training investment (self or staff)
	
	19%
	10%
	5%
	19%
	14%
	14%
	5%
	0%
	0%
	14%

	Increase opportunities for business
	
	15%
	11%
	17%
	11%
	17%
	7%
	4%
	4%
	2%
	11%

	Achieve funding for growth
	
	20%
	12%
	0%
	0%
	4%
	8%
	4%
	16%
	0%
	36%

	Improve my understanding of key business issues
	
	7%
	11%
	7%
	15%
	11%
	9%
	13%
	7%
	2%
	17%

	Improve my ability to problem solve
	
	8%
	5%
	11%
	11%
	16%
	13%
	11%
	11%
	3%
	13%

	Increase my network of business contacts
	
	16%
	5%
	7%
	10%
	16%
	15%
	2%
	10%
	5%
	15%

	Increase my confidence
	
	6%
	7%
	6%
	9%
	17%
	4%
	11%
	19%
	4%
	19%

	Increase my ambition
	
	0%
	14%
	7%
	2%
	9%
	0%
	23%
	14%
	9%
	23%

	Increase my aspirations for my business
	
	2%
	2%
	10%
	10% 
	12% 
	0% 
	15% 
	17% 
	6% 
	25% 

	Develop my market
	
	15%
	6%
	13%
	13% 
	4% 
	6% 
	11% 
	13% 
	6% 
	13% 


The methodology used involved taking the % contribution for each response and multiplying that by the stated Programme contribution. The results for each case were summed to produce a figure for Programme contribution. This was figure was applied to the number of extant Microcredit businesses (371).










� This is relatively small amount (£30k) whose expenditure is restricted to the east of Scotland on certain areas undergoing transition or other eligibility criteria. 


� A separate evaluation of the pilot programme was carried out in 1999


� The Microcredit Programme: A Review, December 2003 


� The Glasgow Women’s Microcredit Project was established in 1997. The project was based on a group lending model, common in many developing countries, but at that time relatively unknown - and unused - in the UK. It targeted women would otherwise never have had the confidence to go into business, and women who had particular difficulty accessing capital for their existing business.


� Developing Strathclyde Ltd (DSL) is a Glasgow based Community Development Finance Initiative (CDFI). Its formation in 1993 was a direct response to research into the difficulties faced by people from disadvantaged areas when attempting to access funding for business start-up, or the development of existing business.


� Evaluation of the original pilot, Alan McGregor of Glasgow University, 1999, pp 1


� Scottish Enterprise Project Advisory Group, November 2001


� For businesses trading for less than 6 months a maximum loan of £3,000 is available with a further top-up of £2,000 at a later date.


� Appendix B contains a note on the methodology applied.


� See Appendix B for an explanation of the methodology employed
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