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Executive Summary

Background

The Ayrshire Export Partnership - now known as Business Gateway International Trade comprising SE Ayrshire, the three Ayrshire councils and the Ayrshire Chamber of Commerce and Industry - runs the Ayrshire Internationalisation Programme. The key objective of the programme is to give SMEs in Ayrshire a co-ordinated network of support for both potential and existing exporters. 

Objectives

A number of the programme’s core activities are presently co-funded under the European Regional Development Fund (ERDF):

· 10-day Export Development Programme

· 4-day Market Research/Development Programme

· Export Manager for Hire Programme

· Overseas Graduate Programme

· One-To-One Assistance

· Trade Missions

SE Ayrshire as lead partner in Business Gateway International Trade’s ERDF application, has commissioned Hall Aitken to evaluate the Ayrshire Internationalisation Programme. 

The evaluation covers all programme activities undertaken in the period April 2001 to March 2003.

Approach to the Survey

During the period under review (April 2001-March 2003), a total of 128 companies were assisted, 121 of whom were surveyed. Of these, 58 (48%) took part in the evaluation:

· 55 returned the e-mail questionnaire

·   3  returned the postal questionnaire

This figure is close to our stated target of 50% and provides a solid basis for evaluating the effectiveness of the programme. Follow-up telephone interviews were held with 8 companies to dig a little more deeply into their views on the programme.

Survey Results

Company Information

Annual turnover: the results show that companies from all size bands have participated in one or more programmes. The most common groups were the higher size bands with 61% of companies reaching an annual turnover of more than £500,000.  

Employee numbers: overall companies employing fewer than 50 employees are more likely to use the programme: 78% of companies taking part in the survey fall within this range. The strongest group are micro companies with between 1 and 5 employees. Only 2% of companies have over 250 employees reflecting the fact that larger companies will have less need for hands-on exporting support.

Ownership: The vast majority of the companies - 90% - are male owned/managed, with only 10% owned/managed by a female. In 2% of the cases the owner/manager is from an ethnic minority. These figures when compared to national level statistics show an under representation in female ownership (14% for Scotland), but the same share for ethnic minority ownership (2% for Scotland).

Company age: 63% of the companies were established after 1990, i.e. within the last 13 years. However, a significant 9% were established before 1950. 

Sectors: the strongest sector represented is Manufacturing with 17 companies, followed by Medical (6) and the Textiles (5) industry. Other than that, there is a wide spread of sectors represented. 

Awareness of programme: Participants were asked how they found out about the programmes run by the Ayrshire Export Partnership. The value of this partnership approach is evident from the results. Over three quarters had found out directly from a member of the AEP team, or from a client manager or business advisor from one of the AEP partner bodies.  

Individual Programmes

In assessing the individual programmes, we asked the SMEs how they rated the programmes, for what purpose had they participated and were there any aspects which could be improved.

10-Day Export Development Programme

On average, each participating organisation had 3 or 4 distinct purposes for taking part. These were most commonly: the identification and selection of overseas partners, coordination of market visits and Identification and selection of overseas partners.

The participants rated the 10-day Export Development Programme very highly, only one score was lower than 8 (1= very poor, 10 = very good). Every one said they would recommend it to others. 

4-Day Market Research/Development Programme

The most common reason for taking part in the programme was to carry out research on export markets, followed by identifying/selecting overseas partners. Coordinating a market visit and developing an export strategy/plan were secondary to these two main aims. 

The overall rating of the programme is lower than the 10-Day Programme, averaging out at 5 out of 10. The lower rating can be linked to participants’ expectations in relation to achievements. Although they have obtained contacts and identified new markets, most had not yet followed them up.

Export Manager for Hire Programme
Overall, participants gave very positive feedback on the programme. Respondents represented more than half of those who had been assisted under the scheme. It was suggested that the support should last longer than 12 months and should be expanded to cover more than one appointment. This perhaps highlights how critical the AEP support has been to the companies involved.

Overseas Graduate Programme

All of the respondent companies who had employed an overseas graduate through this programme would not have done so without the support. 

Although the companies generally found it too early to evaluate the outcomes, achievements since recruiting included identification of new market niches, new contacts, and improvements in quality. All respondents said they would recommend the programme to other companies.

One-To-One Assistance

Of all the programmes, One-To-One Assistance was the most widely used. A total of 22 companies had participated, representing 38% of respondents and 34% of total participants in the scheme.
Seventy-seven per cent received new orders as a direct result of the visits or exhibitions. Order values ranged from £2,000 to £750,000. 

Trade Missions

Some 39% of respondent companies had made an overseas visit. This represents 56% of the total number of companies supported under the Trade Missions Programme.
The majority of supported companies (86%) would not have taken part in a trade mission without the support from AEP. Almost two thirds received new orders as a direct result of the visits. Where figures were known, these ranged from £1,000 to £75,000. 

Export Forums (not ERDF supported)

The average number of Export Forum meetings attended by each of the participating organisations was three, with the vast majority rating them good or very good. All participants said they would recommend attending an Export Forum to others.

Benefits gained were mainly better understanding of export issues and raised awareness.

Export Training Seminars (not ERDF supported) 

A total of eight responding companies had participated in Export Training Seminars (42% of total numbers supported). However, not enough information was given in the responses to draw an accurate picture. The information available to us implies that the seminars were generally perceived as “good”. 

Impact on Company Performance

Increase in export sales: 59% could attribute an increase in sales at the end of the trading year to the support received under the programme(s). Although respondents generally found it difficult to quantify, some estimated that there was an increase of £100,000 or even more than £500,000. Sixty-two per cent also anticipated further increases in export sales as a result of the support. 

New product lines or processes: 37% of companies said new product lines or processes were developed or are still under development as a result of programme participation. 

New environmental procedures or processes: Only 6% have introduced new environmental procedures or processes as a result of their development in overseas markets. 

Job creation: A total of 23 new jobs were reported by companies, the majority of which were professional. 12 professional jobs and 5 skilled jobs were created, as well as 4 semi-skilled and 2 unskilled jobs. According to the survey results, six of the new jobs went to women and one to a disabled person. Around one third of businesses stated that jobs had been safeguarded, in some cases the whole company had been protected. 

Training: 25% had trained or re-skilled staff as a result of participating in the programme. 

IT equipment: 40% of respondents had invested in new IT equipment or e-business improvements. 

Views on Internationalisation Programme as a Whole

Overall, survey participants gave a very positive rating for the service they received from the AEP team - in terms of professionalism, knowledge and understanding, efficiency, ease of contact and access. 

Fit with Policy Objectives and Targets

Ayrshire Export Partnership

In achieving the AEP’s own priority targets, the activity reports for 2001/02 and 2002/03 show a high level of success.

	ACTIVITY
	TARGET
	ACTUAL

	New exporters created
	30
	31

	New markets entered
	90
	98


For each of the individual programmes over the two years, all the targets for number of companies participating were met or exceeded.

West of Scotland Objective 2 Programme
Progress towards targets

For the outputs, the project is very much on target to meet the projected achievements.  The Intermediate Results for job creation, however, are not on target.

Jobs created

We anticipate a more likely total for gross direct jobs created of 140 by the project end. That is, half the target number originally submitted. Our figure of 140 is based on the survey findings for jobs created and SMEs’ views on generating further increases in export sales arising from the Programme’s support. 

Jobs safeguarded

Companies also reported over 200 jobs safeguarded, which would mean over 400 across the Programme area. 

Export sales

We estimate that the Programme’s total target of £8.92m in increased export sales could be exceeded slightly, giving a revised figure of £9.06m. If we take into account the further sales anticipated by 70 companies, then even our revised target may prove to be an underestimate.

Value for money

The total cost to ERDF of supporting activity under the Internationalisation Programme is £460,661.  If we take a figure of 140 jobs created this will translate into an ERDF cost per job of £3,290. When compared to other business support schemes this Programme offers good value for money. 

Economic impact

We were asked to also include some estimate of the wider economic impact of the Programme, taking into account deadweight, displacement and likely multiplier effects. In doing this, we have followed the approach used by Scottish Enterprise in its project appraisals.

Applying these multipliers with the accompanying allowances for displacement and deadweight, the economic impact in terms of jobs created is estimated as follows:


Direct: 140


Net locally: 126


Net nationally: 108

Ayrshire Export Partnership

We interviewed representatives from each of the partner bodies to find out their views on the performance and effectiveness of the internationalisation programme in terms of: structure and resources, programme delivery, marketing of the programme and role of the partners.

Future Programme Development

For the main part, the feedback from survey responses and partner interviews has been very positive. We are not therefore putting forward any suggestions for major changes to the programme. Our suggestions for improvements are made arising from comments made by respondents when assessing the effectiveness of the programme. Improvements are suggested in marketing, branding, representation overseas, monitoring and keeping the right balance in supporting new and existing exporters.

Background & Objectives

Background

In the mid-1990s, the Ayrshire Export Partnership was set up to assist companies in trade development. Since then, the drive to internationalise SMEs in the face of global competition has become a principal objective of local economic development policy. The adoption of the Smart Successful Scotland Strategy in 2001 underlined this trend through the theme of Global Connections – one of three key priorities in the strategy.

In this context, the Ayrshire Export Partnership - now known as Business Gateway International Trade – comprising SE Ayrshire, the three Ayrshire councils and the Ayrshire Chamber of Commerce and Industry has delivered the Ayrshire Internationalisation Programme.

The key objective of the programme is to give SMEs a co-ordinated network of support for both potential and existing exporters. The programme provides a whole range of support necessary for trade development. Main activities include:

· strategy and planning

· market research

· trade missions, exhibitions

· access to experienced people in exporting

· e-business development

· international networking

· training seminars

Objectives

A number of the programme’s core activities are presently co-funded under the European Regional Development Fund (ERDF):

· 10-day Export Development Programme

· 4-day Market Research/Development Programme

· Export Manager for Hire Programme

· Overseas Graduate Programme

· One-To-One Assistance

· Trade Missions

In addition, the programme supports an international trade forum and a number of export training seminars which are not in receipt of ERDF support.

SE Ayrshire, as lead partner in Business Gateway International Trade’s ERDF application, has commissioned Hall Aitken to evaluate the Ayrshire Internationalisation Programme. The purpose will be to:

· Assess the impact of the programme using both qualitative and quantitative measures.

· Provide information in support of current ERDF monitoring and claims.

· Provide information which will support the next ERDF application for co-funding of the programme post March 2004.

· Provide feedback on the implementation of the programme from assisted SMEs, international trade partners and staff.

The evaluation covers all programmes activities (not just the ERDF supported programmes) undertaken in the period April 2001 to March 2003.
Our Approach to the Evaluation

In this section we outline the approach adopted for undertaking the evaluation: the survey methods, and the types of interviews undertaken.

Overview

During the period under review (April 2001-March 2003), a total of 128 companies were assisted, 121 of whom were surveyed. Of these, 58 (48%) took part in the evaluation:

· 55 returned the e-mail questionnaire

·   3  returned the postal questionnaire

This figure is close to our stated target of 50% and provides a solid basis for evaluating the effectiveness of the programme. Follow-up telephone interviews were held with 8 companies to dig a little more deeply into their views on the programme.

Surveys

As the majority of the companies had e-mail addresses, we used this form of communication in preference to the slower postal method. The particular software used – US-patented web-based Survey monkey – provides rapid analysis of returns and instantaneous reminders to be sent out.

A total of 121 companies were sent the email questionnaire. This represented the total number assisted less seven companies who, for various reasons, could not be reached.

As it turned out, some of the email addresses were returned as undeliverable. In consequence, 15 postal versions of the questionnaire were sent out. 

The survey questionnaire allowed for a mix of quantifiable and some qualitative responses in order to achieve results which would provide data for clear statistical analysis and comment to identify issues arising. 

The results and analysis of the questionnaire returns are presented in tables and commentary form in this report. The full details are provided separately in an Excel spreadsheet on disk for further use by the Partnership.

We also sought the views of companies who took part in the Export Forum meetings and the training seminars, asking how they rated the speakers, how the events could be improved and what benefit they provided.  

Company Interviews

In our proposal, we anticipated following up the questionnaire returns with face-to-face interviews with a sample of participating companies. Our objective in doing this was to pick up on emerging issues from the survey responses in more depth.

As it turned out, the shortage of time to carry out the survey precluded our setting up face-to-face interviews. We instead arranged a series of telephone interviews. Our interview schedule split the companies into new and existing exporters as follows:

Where a company is a new exporter, for example we:

· explored their reasons for getting involved in overseas markets 

· obtained detailed feedback on their participation in each of the sub-programmes

· found out the impact of that participation on such as percentage of turnover now in export sales, plans for further export activity, etc

Where a company already has a background in exporting, we:

· got a feel for the importance of exporting activity prior to their involvement in the Programme

· explored their reasons for getting involved in the Programme

· obtained detailed feedback on their participation in each of the sub-programmes

· found out the impact of that participation, for example in increased export sales

For new and existing exporters alike, we ask about any non-financial benefits from their involvement in the Programme, like differences in demands of overseas markets compared with the UK, development of new products or processes etc

We also investigate the contribution AEP assistance has made to their overall competitiveness. 

Partner Interviews

We carried out a number of interviews with constituent members of the Partnership. These interviews cover questions such as the role played by the partner body in supporting companies, whether the Programme adequately covers all aspects of trade development, does it represent value for money, does it reach all the companies who need export support, etc 
The feedback from these interviews will help us determine what is working effectively, and what is practicable in putting forward suggestions for improving the effectiveness of the programme. 

Nomenclature

With effect from April 2003, the Ayrshire Export Partnership (AEP) was renamed Business Gateway International Trade – Ayrshire. Along with the name change, Scottish Enterprise changed or reformatted the individual programmes in line with the network’s new national products approach to delivery of SME support and assistance.

Given that the study period for this evaluation is April 2001-March 2003, it was agreed we would use the AEP name in the questionnaire to avoid confusion over which suite of programmes were being surveyed. We took the opportunity in the survey to remind companies of the name change.

Survey Results

Company Information

The first section of the survey form dealt with how companies typically use the support offered by Ayrshire Export Partnership. To find out the size of the companies, we asked survey participants for their gross annual turnover and employee numbers. Looking at annual turnover, the results show that companies from all size bands have participated in one or more programmes. The most common groups were the higher size bands with 61% of companies reaching an annual turnover of more than £500,000.  

	Gross annual turnover of respondent companies (in %)

	£0-56,000
	£56,001– 150,000
	£150,001- 250,000
	£250,001- 500,000
	£500,001- 1,000,000
	£1,000,001- 2,000,000
	Over £2,000,000

	15
	8
	13
	4
	19
	21
	21


With regard to employee numbers, overall we can see that companies employing fewer than 50 employees are more likely to use the programme. Seventy-eight per cent of companies taking part in the survey fall within this range. The strongest group are micro companies with between 1 and 5 employees. Only 2% of companies have over 250 employees reflecting the fact that larger companies will have less need for hands-on exporting support.
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The vast majority of the companies - 90% - are male owned/managed, with only 10% owned/managed by a female. In 2% of the cases the owner/manager is from an ethnic minority. These figures when compared to national level statistics* show an under representation in female ownership (14% for Scotland), but the same share for ethnic minority ownership (2% for Scotland).

The chart below shows in which year the companies which responded to the survey were established. According to this, 63% of them were established after 1990, i.e. within the last 13 years. However, a significant 9% were established before 1950. The programmes were therefore not only used by relatively young and start-up businesses, but also by long established ones.
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Looking at the number of companies by sector, the strongest is Manufacturing with 17 companies, followed by Medical (6) and the Textiles (5) industry. Other than that, there is a wide spread of sectors represented. The strong participation of manufacturing companies is encouraging for the continuation of Ayrshire’s impressive manufactured exports record. With under 8% of Scotland’s population the area accounts for over 10% of Scotland’s manufactured exports. 

	Number of companies by sector

	Aerospace
	2

	Manufacturing
	17

	Leisure
	2

	Textiles
	5

	Fish
	2

	Electronics
	3

	Food & Drink
	2

	Giftware
	3

	Tourism
	4

	Music
	3

	Creative industries
	1

	Oil & Gas
	3

	Medical
	6

	Other services
	4

	Not known
	1

	Total
	58


Participants were asked how they found out about the programmes run by the Ayrshire Export Partnership. The value of this partnership approach is evident from the results. Over three quarters had found out directly from a member of the AEP team, or from a client manager or business advisor from one of the AEP partner bodies.  
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Individual Programmes

In assessing the individual programmes, we asked the SMEs how they rated the programmes, for what purpose had they participated and were there any aspects which could be improved.

10-Day Export Development Programme

The 10-day Export Development Programme is designed to support companies to effectively plan their export development at the outset (typically a 1-2 day process to deliver an Action Plan) and then to work closely with them to ensure effective implementation of the plan for the remainder of the 10 days. The programme is typically delivered by an external consultant.

Of the organisations that have responded to the questionnaire, 8 had taken part in the 10-Day Export Development Programme. This represents just under 15% of total respondents and 42% of those who participated in the 10-day Programme. On average, each participating organisation had 3 or 4 distinct purposes for taking part. These were most commonly,  the identification and selection of overseas partners, coordination of market visits and Identification and selection of overseas partners.
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The participants rated the 10-day Export Development Programme very highly, only one score was lower than 8 (1= very poor, 10 = very good). Every one said they would recommend it to others. 

Most of the participants had identified new overseas agents or customers, with half of them saying they would not have carried out the work without the aid of the programme.

Only one area was suggested for improvement – pre-assessment of market compatibility. Participants also felt that the programme itself should be better promoted. 

4-Day Market Research/Development Programme

The 4-Day Market Research/Development Programme is designed to support companies for up to 4 days in order to effectively research new markets and plan an effective overseas visit programme/attendance at an overseas exhibition. The programme is typically delivered by an external consultant.

Ten companies that had participated in this scheme responded out of a total of 24. The most common reason for taking part in the programme was to carry out research on export markets, followed by identifying/selecting overseas partners. Coordinating a market visit and developing an export strategy/plan were secondary to these two main aims. Only one respondent would have undertaken the activity without the support through the programme.
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The overall rating of the programme is lower than the 10-Day Programme, averaging out at a score of 5 out of 10. Companies felt that a better definition of markets and more specialist knowledge for specific industries would improve the programme. Despite this, every participant stated that they would recommend it to others.

We interviewed one of the companies who had received support from the 4-day programme on its experience in order to dig a little more deeply. Whilst the interviewee felt it was a good programme, it could do with the researcher being sited on the business premises rather than remotely. The researcher did not know the market, but could have been given a steer in the right direction if they had been on site. As it was, the company did not gain anything useful from its participation. Overall, “the AEP was excellent, but the quality of the external researchers/consultants was variable”. The same company was at the same time full of praise for the Export Manager For Hire programme.

The lower score can also be linked to participants’ expectations in relation to achievements. Although they have obtained contacts and identified new markets, most had not yet followed them up.

Export Manager for Hire Programme

The Export Manager for Hire Programme offers financial support to companies to recruit and employ a dedicated Export Manager for the first 12 months of their appointment. The programme helped nearly 20% of the questionnaire respondents.

The ten participating companies had already experienced difficulties in expanding into new markets without a dedicated member of staff. With the help of the programme they had been able to recruit an export manager, often based within the target market. Some commented that this had vastly improved their export sales.
Overall, participants gave very positive feedback on the programme. Respondents represented more than half of those who had been assisted under the scheme. It was suggested that the support should last longer than 12 months and should be expanded to cover more than one appointment. This perhaps highlights how critical the AEP support has been to the companies involved.

One of the follow-up interviewees experienced an increase in turnover of just under 9% as a result of being able to employ an export manager. They stressed how the business could not have grown to its present level without the support from the AEP. Having an export manager in the target market has also provided them with invaluable market intelligence. “It has given us an incredible increased knowledge of how they sell in the USA, even the different vocabulary that they use.”  These results and comments have been echoed by other interviewees.

Overseas Graduate Programme

The Overseas Graduate Programme is similar to the Export Manager for Hire Programme, but offers financial support to bring in a graduate or experienced post-graduate for the delivery of a defined export development project.

All of the respondent companies who had employed an overseas graduate through this programme would not have done so without the support. 

Four respondents had used the scheme. The reasons for accessing the support were mainly for developing new export markets and developing companies’ overseas supply chain. Although the companies generally found it too early to evaluate the outcomes, achievements since recruiting included identification of new market niches, new contacts, and improvements in quality. One candidate wasn’t suitable for the job and had to stop after 6 weeks. All respondents would recommend the programme to other companies.

One-To-One Assistance

This programme provides tailored financial assistance to help companies make individual visits to new markets or attending international exhibitions.

Of all the programmes, One-To-One Assistance was the most widely used. A total of 22 companies had participated, representing 38% of respondents and 34% of total participants in the scheme.
Slightly less than half of the companies supported would not have visited new markets or attended international exhibitions without the support. Seventy-seven per cent received new orders as a direct result of the visits or exhibitions. Order values ranged from £2,000 to £750,000. 

Trade Missions

Another popular programme was the Trade Missions Programme, with 39% of respondent companies making an overseas visit. This represents 56% of the total number of companies supported under the Trade Missions Programme.
The majority of supported companies (86%) would not have taken part in a trade mission without the support from AEP. Almost two thirds received new orders as a direct result of the visits. Where figures were known, these ranged from £1,000 to £75,000. According to the survey, 90% would participate in a trade mission again. All respondents would recommend the programme to others. 

Export Forum

The Export Forums involve a series of meetings on a range of topics, from specific markets (Trade with America, Opportunities in China) to general expertise (E-Commerce and Exporting, Managing Agents and Distributors). More than a third of the companies had been to an Export Forum. 

The average number of Export Forum meetings attended by each of the participating organisations was three, with the vast majority rating them good or very good. Again, all participants said they would recommend attending an Export Forum to others. The following suggestions for future topics were made:

· “Beating competition matching Far East suppliers.”

· “Support with languages and translations.”

· “Chasing payments, methods of payment, and assistance with best possible currency hedging practice would be useful.”

Benefits gained were mainly better understanding of export issues and raised awareness.

The ratings given for each Forum meeting are shown in the graph below. It must be noted that although the ‘Opportunities in China’ event shows only a Fair rating, only one responding organisation had attended this event.
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Export Training Seminars

A total of eight responding companies had participated in Export Training Seminars (42% of total numbers supported). However, not enough information was given in the responses to draw an accurate picture. The information available to us implies that the seminars were generally perceived as “good”, although there were also one “poor” and two “fair” ratings. Five out of the eight respondents did not name any benefits gained through participation. One positive comment was that the seminar had been a good networking opportunity. One respondent found the presentation “somewhat patronising”. With regard to seminar contents, he also suggested placing more emphasis on how people buy at trade exhibitions.

Significantly, over a third stated that they would not recommend attendance at the Training Seminars to others.

Impact on Company Performance

Participants were asked if, as a result of the support received from the programme(s), their company was now exporting for the first time. The number of new exporters responding to the questionnaire was low. AEP’s own activity data shows a total of 31 new exporters created, as against the 4 who replied.  From the table below we can see that 91% had already been involved in exporting. However, for around 50% of respondents new markets had been opened up. One company commented that they had re-established themselves in markets previously lost. 
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Fifty-nine per cent of companies could attribute an increase in sales at the end of the trading year to the support received under the programme(s). Although respondents generally found it difficult to quantify, some estimated that there was an increase of £100,000 or even more than £500,000. Sixty-two per cent also anticipated further increases in export sales as a result of the support. Estimated amounts ranged from £500 to more than £500,000. 

For 37% of companies new product lines or processes were developed or are still under development as a result of programme participation. One company mentioned that they were now also acting as traders supplying other producers’ products to their customers in addition to their own products. 

Only a small minority of six per cent have introduced new environmental procedures or processes as a result of their development in overseas markets. One company, for instance, has invested in chemical processes and installed stratifying fans to decrease the impact on global warming. Two companies mentioned ISO 14001.

Participants were asked if there had been any additional jobs created as a result of taking part in the programme(s). A total of 23 new jobs were reported by companies, the majority of which were professional. 12 professional jobs and 5 skilled jobs were created, as well as 4 semi-skilled and 2 unskilled jobs. According to the survey results, six of the new jobs went to women and one to a disabled person. Around one third of businesses stated that jobs had been safeguarded, in some cases the whole company had been protected. 

One quarter also had to train or re-skill staff as a result of participating in the programme. New skills required included additional stitching skills and gaining a better understanding of the export and import laws. Forty per cent of respondents had to invest in new IT equipment or e-business improvements. Examples are investment in web site development and new hardware. 

Other Business Services

A third of the respondents had sought external support from business services other than AEP. The table illustrates the number of respondent companies that had used other local business development services.

	Service
	Number

	Starting a Business
	9

	Business Plan Development
	7

	Financing a Business
	4

	Business Property
	1

	Personnel Management
	1

	E-Business
	8

	Sales and Marketing
	7

	Innovation: New Products and Services
	8

	Management and Leadership
	5

	Environmental Practices
	3


Total number of companies = 19

Views on Internationalisation Programme as a Whole
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Overall, survey participants rated the service they received from the AEP team - in terms of professionalism, knowledge and understanding, efficiency, ease of contact and access – very positively. Typical comments included:

· “The support provided by AEP combined with SDI has been exceptional and provided an excellent solution to our problem.”

· “The AEP have provided unrivalled support for our business and helped us develop our overseas markets.”

· “Keep up the good work”.
That the support is highly regarded by the respondents is also borne out by the number who were involved in more than one programme. One third of the respondents had used the support of more than one of the ERDF-funded programmes. This figure ties in with the AEP’s own activity reports which show that over the two years 35% (42) of the companies assisted had used the support of more than one of the programmes. If the numbers also attending the export forum events and the training seminars are included then this figure of course rises even further.

In analysing the comments and feedback on the overall performance of the programme, we have categorised them as follows:

· Programme strengths

· Programme improvements

· Non-financial benefits

Programme strengths

In praising the support received from AEP, the respondents’ comments flag up three main strengths of the programme: value for money, additionality and professionalism:

Value for Money: 

The programme helps companies over the initial – and time consuming – information hump when they are trying to determine the most suitable markets to go for. The programme then offers follow-through support to enable the company to test the market and establish contacts with the aid of experienced personnel. The AEP assistance cuts down on the time and direct costs associated with these activities.

Typical comments:

“A programme that can make the initial exercise more manageable is often the deciding factor in making the necessary first step”

“It provided excellent value for money, especially for a new start company”.

Additionality

In the majority of cases, the respondents would not have undertaken the assisted activity if AEP support was not available. This high level of additionality underscores the Programme’s significance for Ayrshire SMEs in developing overseas markets.

In some cases, companies said they themselves could have done the market research, gone on overseas sales tours etc, but the Internationalisation Programme support allowed the companies to focus their resources on other aspects of the business. The support enabled companies to identify and react more quickly to market opportunities and at the same time have the resources on hand to follow through.

“The company would export anyway, but with the AEP help we have been able to do more”.

“We could have undertaken some of the tasks that were completed during the export programme, but they would have taken longer to complete without the support provided”.
Professionalism

There are a number of references to the professionalism of the support offered by the Internationalisation Programme. The team’s own personal effort, understanding of companies’ requirements and attention to detail when dealing with the clients was highly complimented. This appreciation was expressed typically as:

“We have an excellent working relationship with the team who are actively supportive of our business requirements”.

“The AEP has been invaluable to this company”.
Programme improvements

Other comments received on the overall performance of the Internationalisation Programme put forward suggestions for its improvement mainly under the following headings: marketing, branding, forms of assistance and red tape.

Marketing

Some of the respondents felt the Programme could be better publicised. They themselves had benefited from the assistance, but wondered whether other companies knew this help was available. A question prompted by their own experience of knowing about the programme more by accident than design.

“This is an exceptionally well run programme, but it could be better publicised and easier to access”.

Branding

There were some comments about the change of name from AEP to BGIT being confusing and unnecessary. However, it appears that, in some cases at least, the good working relationship with the AEP team can win through.

“[the new name] is impossible to remember, hopeless to get your mouth round and flies in the face of branding/marketing precepts”.

“There are so many schemes and ever changing names for these, having a good contact within Scottish Enterprise makes all the difference. My thanks to Margaret Dalrymple in Ayrshire”.

Forms of assistance

Suggestions for improving the assistance and making it more relevant to companies’ needs included:

Ayrshire representatives: Many companies spend a great deal of time on trade missions with senior personnel’s time tied up at exhibitions, business events etc. Could AEP/SDI organise a composite mission such as those offered in England. An AEP representative could attend the events on behalf of interested companies, take note of enquiries, distribute brochures and obtain contact names. It would then be up the companies to follow up the information and sales leads. “Why cannot this form of support happen here [as it does in England]?”

Training: It would be helpful to have training available to help companies train and develop their export staff once the exporting activity begins to take off. Such training will help embed the new practices and ensure continuity in the company’s export development strategy.

Red tape

Overall there were not too many criticisms of the bureaucracy, which inevitably accompanies public sector financial assistance for the private sector. Here again the AEP team’s willingness to assist helped to smooth out the process. Calls for streamlining of the process were not very specific on what exactly could be done away with or what should be improved. As the AEP team were in most cases able to assist companies if they had difficulties in getting paid or filling out forms, the bad experiences were down to circumstances probably beyond the team’s control. An example of this is one company’s attempts to send its brochures to Italy via AEP and SDI before they were sent on to the UK Embassy. The brochures were lost along the way; another batch were duly despatched and they too disappeared. The company was told it was not possible for it to despatch the brochures direct to the Embassy.

Non-financial benefits

As well as the anticipated impacts of the Internationalisation Programme in terms of jobs created and increased export sales; there were clearly a number of non-financial benefits gained in the process. The examples given below are typical:

Pricing

“AEP support allowed us to break even for the initial exhibitions/shows and build a momentum of interest for future events. We found that our product was underpriced for the market and as a result poorly perceived by the end customers”.

First time exporters frequently find that “getting the price right” is crucial for entering new markets overseas. The price on the home market may be at odds with the overseas prices and therefore no guide to optimum pricing of export goods. These prices are often down to sectoral differences in distribution and market size. Support from AEP has helped companies identify this as a major issue and respond with appropriate pricing strategy for the new market.

Quality control

That companies need to ensure their products once sold do not cause problems is self-evident. It is problem enough on the home market, but it can be a logistical nightmare if the product has been sold /installed overseas. The cost of rectifying the fault can erase the profit made on the sale or worse. One of the respondents found this out the hard way. Now they have introduced higher quality control measures to eliminate this problem and in so doing have also improved the quality of their home market products and processes.

Summary 

In summary the typical AEP-supported company:

· was set up after 1990

· has an annual gross turnover of £500,000 + 

· has up to 50 employees 

· is in the manufacturing sector

· would not have developed their exporting potential without the support of the AEP programmes

· rates the assistance highly and would recommend AEP to another company

Fit with Policy Objectives and Targets

This chapter draws together the survey and research findings set in the context of Scottish Enterprise, Ayrshire Export Partnership objectives and of the ERDF programme objectives and targets.

Scottish Enterprise Policy Objectives

Smart Successful Scotland

The theme of international competitiveness is one of the three key priorities of the Scottish Executive’s strategic direction to Scottish Enterprise network in A Smart Successful Scotland.

Involvement in global markets is recognised as the main area of focus for the Export Partnership network, working in conjunction with Scottish Development International, overseas offices and British embassies. 

The Ayrshire Internationalisation Programme helps deliver this strategy in the region and is centred on the successful international development of Ayrshire businesses. 

Ayrshire Export Partnership

The AEP’s own activity reports reflect the range of targets set throughout the SE Network for business support. These targets complement the ERDF set of targets (analysed below), the latter concentrating more on socio-economic impact of ERDF in terms of geographic, economic and social inclusion.

In achieving the AEP’s own priority targets, the activity reports for 2001/02 and 2002/03 show a high level of success.

	ACTIVITY
	TARGET
	ACTUAL

	New exporters created
	30
	31

	New markets entered
	90
	98


For each of the individual programmes over the two years, all the targets for number of companies participating were met or exceeded.

West of Scotland Objective 2 Programme 

The Internationalisation Programme fits with the Western Scotland Objective 2 Programme, Priority 1 Measure 2: Enhancing SME advice and support services to develop a competitive and innovative business base. Specifically, the Internationalisation Programme has contributed to realising the Measure 1.2 targets for increased export sales, new exporters, and gross new jobs created in new and existing SMES. 

Support is available for businesses, in both Objective 2 and Transition areas, to ensure that expansion into new markets is undertaken in a controlled and strategic manner.  

In the tables below, we analyse the performance of the Internationalisation Programme set against the targets put forward in the ERDF application. The first table sets out the anticipated outputs from the programme and the second shows the anticipated intermediate results (impacts).

	Physical Outputs
	Total targets Objective 2
	Expected Achievement by 30June 2003
	Achievements
	Projected Outcome by the end of Project 
	Total targets Transition
	Expected Achievements by 30June 2003
	Achievements
	Projected Outcomes by the end of Project

	No. of SMEs receiving advice
	340
	255
	274
	365
	88
	66
	64
	85

	No. of existing SMEs receiving advice -SIP
	50
	37
	40
	53
	11
	8
	6
	68

	No. of existing SMEs receiving advice –Equal Opportunities
	24
	18
	15
	20
	17
	13
	12
	16

	No. of existing SMEs receiving advice -Env
	6
	45
	4
	5
	3
	2
	2
	3

	No. of new SMEs receiving advice – SIP
	9
	7
	7
	9
	10
	7
	5
	7

	No. of new SMEs receiving advice – equal Opportunities
	8
	6
	4
	5
	3
	2
	3
	4

	No. of new SMEs receiving advice – 


	0
	0
	2
	3
	1
	1
	1
	2

	Intermediate Result
	Total targets Objective 2
	Expected Achievement by 30June 2003
	Achievements

     Actual
	Projected Outcome by the end of Project
	Total targets Transition
	Expected Achievements by 30June 2003
	Achievements

    Actual
	Projected Outcomes by the end of Project

	No. of gross new jobs created
	195
	131
	50
	88
	85
	63
	30
	52

	No. of gross new jobs created for women
	35
	26
	12
	20
	18
	13
	6
	8

	No. of gross new jobs created for ethnic minorities
	5
	4
	0
	2
	2
	1
	0
	0

	No. of gross new jobs created for disabled people
	5
	4
	2
	3
	3
	2
	0
	1

	No. of gross new jobs created in areas of need
	68
	51
	17
	31
	0
	0
	0
	0

	Increase in sales derived from exports (£m)
	7.10
	5.3
	5.1
	6.8
	1.82
	1.3
	1.7
	2.26

	No. of new markets entered
	96
	72
	85
	113
	24
	18
	20
	26

	Generated income (£m)
	0.59
	0.44
	0.39
	0.518
	0.13
	0.092
	0.092
	0.122

	No. of new exporters created
	35
	26
	28
	37
	9
	7
	7
	9


Progress towards targets

By 30 June 2003 the project was expected to achieve the targets as set out in column 2 in the above tables. For the outputs, the project is very much on target to meet the projected achievements.  The Intermediate Results for job creation, however, are not on target.

Jobs created

We anticipate a more likely total for gross direct jobs created of 140 by the project end. That is, half the target number originally submitted. From our experience of working on ERDF applications and Structural Fund programme evaluations, applicants will be, in nearly all cases, over-optimistic in setting the “ jobs created” target figure.
Our figure of 140 is based on the survey findings for jobs created and SMEs’ views on generating further increases in export sales arising from the Programme’s support. 

Survey findings

Of the jobs created by the companies who responded to the survey there were:

· 12 Professional jobs

· 5 Skilled jobs

· 4 Semi-skilled

· 2 Unskilled

This meant around 23 new jobs reported or 46 across the programme.  One company reported by the AEP team, which had had not responded to the survey, had employed at least 12 new people.  This would increase the jobs created so far to 58.  In addition the jobs created by the Export Manager for Hire (9) and the Graduate Recruitment (4) would bring this figure up to 71.  This tallies more accurately with the figure submitted in the last claim made by the project.  

If we project these results to the end of the project then we estimate that 95 jobs would be created. This would mean that the project would achieve only 34% of its target related to this indicator.

Future export sales

However, we must also take into account that over 60% (35) of the respondents said they expected further increases in export sales in addition to the figures given for sales achieved to date. As we have no figures for these anticipated sales, we have assumed that if as whole 70 companies have further increased sales, then there must be a prospect of additional jobs to the 95 already forecast. 

If we add to this the “slipstream effect” of trade development assistance – jobs are created 12 to 18 months down the line from the assistance – then we consider it safe to estimate a 50% increase on the projected 95 jobs, that is 140.

In arriving at the figure of 140, we appreciate this is half the original target, but we consider it to be more achievable in the light of the survey findings.

In summary, we recommend therefore that the Programme’s targets for joib creation are reprofiled as follows:

	Indicator
	Original target
	Revised targets

	No. of gross new jobs created
	280
	140

	No. of gross new jobs created for women
	53
	28

	No. of gross new jobs created for ethnic minorities
	7
	2

	No. of gross new jobs created for disabled people
	8
	4

	No. of gross new jobs created in areas of need
	91
	31


Jobs safeguarded

Companies also reported over 200 jobs safeguarded, which would mean over 400 across the Programme area.  For this figure, however, it would seem that the companies are simply reflecting the value of the support in making the whole company more viable. 

Export sales

We estimate that the programme’s total target of £8.92m in increased export sales could be exceeded slightly, giving a revised figure of £9.06m. Once again if we take into account the further sales anticipated by 70 companies, then even our revised target may prove to be an underestimate. As a cross-check on the jobs created figure of 140, increased sales of £65,000 would generate one new job.

Value for money

The total cost to ERDF of supporting activity under the Internationalisation Programme is £460,661.  If we take a figure of 140 jobs created this will translate into an ERDF cost per job of £3,290. When compared to other business support schemes this Programme offers good value for money. 

Economic impact

For ERDF monitoring purposes, applicants are not required to calculate the net jobs created or the wider economic impact other than using the Intermediate Results indicators which we examined in the previous section.

For the purposes of this evaluation, we have been asked to also include some estimate of the wider economic impact of the Programme, taking into account deadweight, displacement and likely multiplier effects. In doing this, we have followed the approach used by Scottish Enterprise in its project appraisals.

Deadweight

Accurate measurement of the deadweight – would the companies have gone ahead with the trade development activity if the Programme did not exist  - is not possible from the survey responses. We found from the feedback that in most cases, the assisted companies would not have otherwise undertaken the assisted activity. Earlier in this report, under Additionality – the other side of the coin from deadweight – we noted that in some instances companies had used the Programme support to accelerate or increase their own activity.  From this feedback we have assumed that a 15% deadweight figure should be applied.

Displacement

Given the very nature of the Programme as an export development vehicle, the incidence of displacement  - the potentially adverse effect on other local SMEs – can be assumed to be low. Overseas sales are not going to displace sales of local companies to any great degree. From previous studies on this issue, we have taken 10% as an appropriate displacement figure at the local level, and 30% at the national level.

Multipliers

In determining the total number of jobs created, we need to look at not only the direct jobs created but also the indirect jobs – workers in supplier companies employed as a result of the increased expenditure by the assisted exporters, and induced employment – jobs in other businesses benefiting from the extra income of those in the direct and indirect jobs.

Normally these multiplier effects are based on sectoral activity. In this programme some 15 sectors are represented. In line with previous assessments we have done on Ayrshire projects, we have adopted multipliers at the lower end of the range as follows: 1.2 at local level, and 1.4 at Scottish level.

Applying these multipliers with the accompanying allowances for displacement and deadweight, the economic impact in terms of jobs created is estimated as follows:

	
	Jobs created

	Direct
	140

	Net Locally
	126

	Net Nationally
	108


Ayrshire Export Partnership

We interviewed representatives from each of the partner bodies to find out their views on the performance and effectiveness of the internationalisation programme, their role in the Partnership and to what extent the programme offers value for money.

Structure and Resources

The AEP was set up following the Scottish Trade International’s report on support services for exporting, “The International Challenge – An Export Development Strategy for Scotland” in 1995.

As in other LEC areas, the Ayrshire Export Partnership was set up comprising the constituent local authorities, the LEC and the Chamber of Commerce. Scottish Development International has provided support and guidance and attended AEP meetings with observer status.

The Internationalisation programme itself is run by a core team of three: a Manager, an International Trade Adviser and a Coordinator. SE Ayrshire has the line management responsibility.

With the majority of the funding coming from the network, SDI/DTI and ERDF, the local authorities’ contribution amounts to 10% of total funding with the Chamber of Commerce contribution being in-kind. The Chamber holds the chair at AEP meetings as an independent body representing the interests of the private sector.

The local authorities’ contribution comprises a business support element (matched by ERDF money applied for under the wing of the AEP application) and core funding for premises at Prestwick Airport. All the local authorities – to varying degrees – offer their own 1:1 business support to local companies.

All the Council representatives interviewed stated that if AEP did not exist, the local authorities themselves would not have the resources to operate a similar trade development service for Ayrshire companies. They therefore saw the continuation of the Internationalisation programme as essential for boosting and maintaining the competitiveness of local companies.

Overall the interviewees felt there was an adequate balance between resources and SMEs’ demands on the service. Some SMEs, the interviewees noted, had unrealistic expectations of what the public sector could – or should – offer by way of financial support. Even expecting 100% funding the day before going to an overseas exhibition. 

Programme Delivery

The balance between resources and demand appears to feed through into the actual running of the Programme. Partner interviewees told us there was a very good relationship between the councils and the Internationalisation Programme team. This mutual trust at the officials’ level has generated a willingness to offer cross-referrals, working together with an individual company to address specific needs (each partner offering complementary support), ease of accessibility for ad hoc advice from the AEP team and generally perceiving the team as an extension to the Councils’ own business support services. This Complementarity is evident also in the services on offer from the Chamber of Commerce which provides training support and export related event organisation.

All the interviewees felt that a great deal of this mutual trust was down to the programme team’s willingness to “go the extra mile” for companies. The positive attitude of the team and their enthusiasm for helping local companies do well, came over very clearly to the partners and – most importantly – to the SMEs.

The openness of the working relationship is reinforced by what the partners referred to as the excellent reporting procedures. Each Council receives detailed information on the assistance provided by the team to companies in its area. This was contrasted with the poor communications links between SDI and the local authorities as regards visits to companies in their areas.

Marketing of the Programme

On the issue of marketing and making local companies aware of the Internationalisation Programme, there was less agreement on the Programme’s effectiveness.

The team themselves and SE Ayrshire believe that all those companies who need to know about the programme probably already know about it. Other interviewees however took the view that more marketing and PR activity would not go amiss. There was some criticism of:

· a lack now of a regular newsletter to promote the programme’s activities,

· a need for PR in local press on stories covering local companies’ success in new overseas markets,

· a need for promotional efforts to reach out to potential new exporters, and

· a lack of an Ayrshire exports website. Currently a search under “exporting Ayrshire” will bring up on screen Business Gateway International Trade – Ayrshire with the contact names. It does not identify the forms of assistance available. Searching elsewhere on the Scottish Enterprise website under Services for Business International will bring up on screen, among other services, Expanding Overseas. Clicking on this item gives a brief overview of the range of assistance and further contacts. It does not give any detail, for example, of the core activities which since July this year form the range of ERDF-supported programmes currently on offer in Ayrshire.

We believe that underlying this division of opinion over the marketing issue, is the view of some partners that the Internationalisation programme is content to offer a good repeat service to a core group of companies. Rather than try to extend itself to reach more businesses.

The downside to this argument is that if as a result of spending more time on identifying potential new assists, the Programme’s standard of delivery deteriorates, then the result may not be worth the effort.

On balance, we conclude that there should be more awareness raising amongst Ayrshire companies which could be achieved without diverting too much money – and time - away from delivery of the service.

Clearly, there is balancing act to be performed between attracting new companies and maintaining service delivery. We return to this issue in the next chapter of this report.

Role of Partners

In looking at the role of the partners we draw a line in this report between March 2003 and subsequent developments in the Internationalisation Programme. As the main purpose of this study is to evaluate the programme, April 2001-March 2003, we adhere to what happened during this period. The post-March 2003 developments are covered in the final chapter on Future Direction.

For the period under review, all the partner interviewees – without exception – stated the AEP fulfilled its function well. Each Council felt there was a genuine partnership in combining resources and services to offer Ayrshire companies a local single access point to trade development support.

Regardless of the planned changes to the programme office location, each of the partner bodies affirmed they see the successful partnership effort continuing at the officer level. This commitment is evident in the ERDF application for extension of EU support beyond March 2004. Each Council is signed up to continue its funding for business support.

Future Programme Development

In this section we examine the issues arising from the evaluation which should be considered in shaping the future direction of the Internationalisation programme.

Suggested improvements

For the main part, the feedback from survey responses and partner interviews has been very positive. We are not therefore putting forward any suggestions for major changes to the programme. Our suggestions below are for improvements to be made arising from comments made by respondents when assessing the effectiveness of the programme.

Marketing

At present, there is little to promote the services directly to Ayrshire companies or tell anyone what has been achieved. Reliance alone on the programme being one of the Business Gateway support services will be insufficient. A more proactive approach has to be taken.

Entry into new overseas markets is a large step for an SME manager to take. It is both daunting and challenging; some encouragement is normally required along with the advice and information. A more active promotion of the Programme is necessary:

· more PR in local press

· Internet access to details (not just general overview) of services on offer for Ayrshire companies – perhaps the Chamber of Commerce could include these on its web site if this is not possible via Business Gateway

· some form of regular newsletter – again in conjunction with the Chamber – to provide updates on programme development and case studies of successful companies

Branding

The “AEP” team need to have a more snappy title than Business Gateway International Trade – Ayrshire. Nearly everyone in our interviews stumbled over or inverted the word order of the new name. As it is now the national brand for this element of Business Gateway, there is little likelihood of “AEP” being retained. For the sake of the Ayrshire companies if no one else, there should be general agreement reached on an acceptable acronym or shorthand way of referring to it. 

Ayrshire representatives

One company’s suggestion that an Ayrshire representative could operate on behalf of exporters in Ayrshire to cut down on time spent individually prospecting for new clients appears to be an idea worth investigating. All sales leads and contacts made by the representative would be passed on to the exporter to follow up. Other companies would prefer to do this prospecting themselves but for those who do not have the time or resources to spare, an Ayrshire representative could be an attractive alternative option.

Monitoring

As the programme matures, regular gathering of reliable monitoring data will help the team:

· assess the true impact of the Programme 

· provide funding sources with detailed information on outcomes and results

· identify gaps in sectoral/geographic coverage in order to attract possible new exporters

We accept there will always be a problem with resourcing regular monitoring visits. However, unless the team has hard evidence of its success it may become more difficult to, say, increase the size of the team unless the evidence of need and demand is there. The real impacts of the Programme in terms of new jobs and increased turnover are likely to be more easily measured 12/18 months down the line rather than in, for example, the next quarterly ERDF claim. In other words, the team may be doing themselves an injustice by not capturing the impact data.

Evaluation reports such as this can only present a snapshot of the situation. Ongoing monitoring will serve the longer term needs of the team and BGIT.

New vs Existing Exporters

There are two apparently contradictory statements which emerged from the partner interviews:

1. We have achieved our targets for creating new exporters and, in fact, we are above the national average when compared to other export partnership areas in Scotland

2. Businesses who are getting support to a certain extent are repeat business. Only companies who know about the services get help, whereas companies that don’t know, don’t get anything.

The bare statistical fact is that 25% of the companies assisted during the study period were new exporters. Concerns over “churning” companies through the support programmes arises from the number who participate more than once. As we said earlier, 35% of the assisted companies have used the service more than once.

Given the diverse forms of support on offer to companies - from raw recruits to seasoned exporters – “repeat business” is an inevitable, even desirable, outcome.

Concern over this issue we believe arises from the need to meet targets. These can be met by trawling a core number of companies. However, as we have seen, the programme has also met its target for creating new exporters. We can only conclude that at present the Internationalisation programme team have the balance just about right: 35% repeat business and 25% new exporters, with the remaining 40% being one-off assists for existing exporters.

The main challenge for the programme team will be to maintain this balance. In order to achieve that, the programme will have to ensure that it has constant access to new SMEs and has the marketing material (see above) in place to back-up the approaches it makes – and receives.

Appendix 1

E-mail/Postal Questionnaire

Ayrshire Export Partnership

Internationalisation Programme

In order to secure future funding for the Internationalisation Programme run by Ayrshire Export Partnership (AEP), we need to carry out an evaluation of its effectiveness and impact. As one of the participant companies, could you please spare some time to let us have your opinion on the programme’s activities. All information you provide in this questionnaire will remain confidential and non-attributable. Thank you very much for your co-operation.

Section 1 Company information
	Name of company: 
	

	Contact name:
	   Position:

	Address:
	

	Post Code:


	

	Name of any parent / holding company:
	

	Number of employees (in Ayrshire): Full -time:
	   Part-time:



	Which sector / activities is the company involved in?
	


What is the company’s gross annual turnover (£)?

	0 – 56,000
	56,001 – 150,000
	150,001-250,000
	250,001 – 500,000
	501,000 – 1,000,000
	1,000,001-2,000,000
	Over 2,000,000

	□
	□
	□
	□
	□
	□
	□


	In which year was the company established?
	


Is the owner/manager

	Male
	Female
	

	□
	□
	


Is the owner/manager from an ethnic minority?

	No
	Yes
	

	□
	□
	


Section 2 Ayrshire Export Partnership International Programmes

Please indicate which of the following programmes you have participated in:

	10-Day Export Development Programme
Designed to support companies to effectively plan their export development at the outset (typically a 1-2 day process to deliver an Action Plan) and then to work closely with them to ensure effective implementation of the plan for the remainder of the 10 days. Typically delivered by an external consultant.
	□

	4-Day Market Research/Development Programme
Designed to support companies for up to 4 days in order to effectively research new markets and plan an effective overseas visit programme/attendance at an overseas exhibition. Typically delivered by an external consultant.
	□

	Export Manager for Hire Programme
Offers financial support to companies to recruit and employ a dedicated Export Manager for the first 12 months of their appointment.
	□

	Overseas Graduate Programme
Offers financial support to bring in a graduate or experienced post-graduate for the delivery of a defined export development project.
	□

	One-To-One Assistance
Tailored financial assistance to help companies make individual visits to new markets or attending international exhibitions.
	□

	Trade Missions
Support for participation in trade missions
	□

	Export Forum
	□

	Export Training Seminars
	□


How did you learn of the existence of the programme(s)?

	Direct from Member of AEP Team
	Newsletter/Mailshot
	Client Manager/Business Advisor
	Word of mouth from another business
	Other (Please specify in the space below)

	□
	□
	□
	□
	□

	

	


Section 3 Individual Programmes

You only need to answer questions related to the Programmes that you have participated in.

Section 3.1: 10-Day Export Development Programme

If you have not participated in this Programme, please skip to Section 3.2.

To what purpose did you use the Programme? (tick all that apply)

	Developing an Export Strategy/Plan
	□

	Export market research (both primary and secondary)
	□

	Export market assessment and prioritisation
	□

	Co-ordination of market visits (including appointment and itinerary management)
	□

	Identification/selection of overseas partners (e.g. agent/distributor)
	□

	Facilitation of company/client contact
	□

	Mentoring and handholding
	□

	Progressing and project management
	□

	General export advice and support (including signposting where required e.g. legal)
	□

	Other (please specify):
	


How would you rate the Programme organisation and support?

	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	□
	□
	□
	□
	□
	□
	□
	□
	□
	□

	Very
poor
	Very
good


Are there any aspects of the Programme that could be improved?

	

	


What did you achieve in terms of developing the company’s export strategy? e.g. identified new overseas partners, improved overseas client support, implemented an export plan, etc.
	

	


Would you have undertaken this activity without support from Ayrshire Export Partnership?

	No
	Yes
	

	□
	□
	


Would you recommend the Programme to others?

	No
	Yes
	

	□
	□
	


Section 3.2: 4-Day Market Research/Development Programme

If you have not participated in this Programme, please skip to Section 3.3.

What type of assistance did you seek? (tick all that apply)

	Developing an Export Strategy/Plan
	□

	Export market research (both primary and secondary)
	□

	Co-ordination of market visits (including appointment and itinerary management)
	□

	Identification/selection of overseas partners (e.g. agent/distributor)
	□

	Other (please specify):
	


How would you rate the Programme organisation and support?

	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	□
	□
	□
	□
	□
	□
	□
	□
	□
	□

	Very
poor
	Very
good


Are there any aspects of the Programme that could be improved?

	

	


What did you achieve in terms of developing the company’s export strategy? e.g. identified new overseas partners, better understanding of new market(s), implemented an export plan, etc.
	

	


Would you have undertaken this activity without support from Ayrshire Export Partnership?

	No
	Yes
	

	□
	□
	


Would you recommend the Programme to others?

	No
	Yes
	

	□
	□
	


Section 3.3: Export Manager for Hire Programme

If you have not participated in this Programme, please skip to Section 3.4.

Would you have recruited an Export Manager without this Programme?

	No
	Yes
	

	□
	□
	


What has your organisation achieved since recruiting the Export Manager? e.g. implemented export development strategy, opened up new markets, improved overseas client support, etc.

	

	


What prompted you to recruit an Export Manager? e.g. next step in developing the business, access new markets, etc.

	

	


Are there any aspects of the Programme that could be improved? e.g. financial conditions attached to appointment, regular payments, etc.

	

	


Would you recommend the Programme to others?

	No
	Yes
	

	□
	□
	


Section 3.4: Overseas Graduate Programme

If you have not participated in this Programme, please skip to Section 3.5.

Would you have recruited a graduate/post-graduate without this Programme?

	No
	Yes
	

	□
	□
	


What specific purpose was the graduate/post-graduate recruited to do? e.g. help develop new overseas markets, etc.

	


What has your organisation achieved since recruiting the graduate/post-graduate? e.g. identified new markets, made contact with potential new agents, etc.

	


Are there any aspects of the Programme that could be improved?

	


Would you recommend the Programme to others?

	No
	Yes
	

	□
	□
	


Section 3.5: One-To-One Assistance

If you have not participated in this Programme, please skip to Section 3.6.

Would you have visited new markets/attended international exhibitions without support from this Programme?

	No
	Yes
	

	□
	□
	


Did you receive any new orders as a direct result of the visit(s)/exhibition(s)?

	No
	Yes, please estimate value:

	□
	□
	


Section 3.6: Trade Missions

If you have not participated in this Programme, please skip to Section 3.7.

Would you have taken part in a Trade Mission without support from AEP/this Programme?

	No
	Yes
	

	□
	□
	


Did you receive any new orders as a direct result of the visit(s)?

	No
	Yes
	

	□
	□
	

	If Yes, please estimate value:


Would you participate in a Trade Mission again?

	No
	Yes
	

	□
	□
	


Would you recommend the Programme to others?

	No
	Yes
	

	□
	□
	


Section 3.7: Export Forum

If you have not participated in this Programme, please skip to Section 3.8.

How do you rate the Export Forum(s) you have attended? (please tick)

	
	
Poor
	
Fair
	
Good
	Very Good
	Did not attend

	E-Commerce and Exporting
	□
	□
	□
	□
	□

	Accessing International Trade Support
	□
	□
	□
	□
	□

	Trade with America
	□
	□
	□
	□
	□

	Making The Most of Missions and Exhibitions
	□
	□
	□
	□
	□

	Intellectual Assets
	□
	□
	□
	□
	□

	Opportunities in China
	□
	□
	□
	□
	□

	Managing Agents and Distributors
	□
	□
	□
	□
	□


What benefit have you gained from attending?

	

	


Do you have any suggestions for future Forum topics?

	

	


Would you recommend the Export Forum to others?

	No
	Yes
	

	□
	□
	


Section 3.8: Export Training Seminars

If you have not participated in this Programme, please skip to Section 4.

How do you rate the Export Training Seminar(s) you have attended? (please tick)

	
	
Poor
	
Fair
	
Good
	Very Good
	Did not attend

	Letters of Credit
	□
	□
	□
	□
	□

	Export Documentation
	□
	□
	□
	□
	□

	Exhibition Training
	□
	□
	□
	□
	□


What benefit have you gained from attending?

	

	


Do you have any suggestions for future Training Seminar topics?

	

	


Would you recommend the Seminars to others?

	No
	Yes
	

	□
	□
	


Section 4 Impact
As a result of the support received from the Programme(s), is your company now exporting for the first time?

	No
	Yes
	

	□
	□ 
	


After participating in the Programme(s), were any new markets opened up? If so, could you please provide details of these:

	No
	Yes, please specify: 

	□ 
	□ 
	


Was there an increase in export sales at the end of the trading year attributable to the support received?

	No
	Yes – how much was the increase? (to nearest £000)

	□ 
	□ 
	


Do you anticipate further increases in export sales as a result of the support received?

	No
	Yes – how much? (to nearest £000)

	□ 
	□ 
	


Were there any additional jobs created as a result of participating in the above programmes/activities? – If so, how many?

	Yes - Professional
	Yes - Skilled
	Yes – Semi-skilled
	Yes - Unskilled
	No

	□ ________
	□ ________
	□ ________
	□ ________
	□


How many of the jobs went to 

	Women:
	

	Disabled:
	

	Ethnic minorities:
	


Were any jobs safeguarded as a result of participating in the Programme(s)?

	No
	Yes
	How many? 

	□ 
	□ 
	


Was any training / reskilling of staff required as a result of participating in the Programme(s)?

	No
	Yes
	Comments: 

	□ 
	□ 
	


Were there any new product lines or processes developed as a result of participating in the Programme(s)?

	No
	Yes
	Comments: 

	□
	□ 
	


Did you have to invest in any new IT equipment or e-business improvements (e.g. website development) as a result of participating in the Programme(s)?

	No
	Yes
	Comments: 

	□ 
	□ 
	


Have you introduced any new environmental procedures or processes as a result of your development in overseas markets?

	No
	Yes
	Comments: 

	□
	□ 
	



Section 5 Other Business Development Services
Have you used any other local business development services? (tick all that apply)

	Starting a Business
	□

	Business Plan Development
	□

	Financing a Business
	□

	Business Property
	□

	Personnel Management
	□

	E-business
	□

	Sales and Marketing
	□

	Innovation: new products/processes
	□

	Management and Leadership
	□

	Environmental Practices
	□

	Other (please specify):
	


Please use the space below for any other general comments on the Internationalisation Programme, e.g. value for money, any gaps in provision, etc

	
	
	
	


Please indicate how you would rate the service you receive from the AEP team in terms of professionalism, knowledge and understanding, efficiency, ease of contact and access.

	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	□
	□
	□
	□
	□
	□
	□
	□
	□
	□

	Very
poor
	Very
good


Thank you for completing this questionnaire. The information you have given will help Ayrshire Export Partnership (now known as Business Gateway International Trade Ayrshire) identify areas of the Programme(s) that could be improved and secure continuity of European funding.

Please return the questionnaire using the pre-paid envelope included.










* Scottish Executive: Omnibus Survey of Small Businesses in Scotland, 2002
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		10 Day

		Q1 - what for?

		Choices		No. of times

		Developing an Export Strategy/Plan		4

		Export market research		5

		Export market assessment and prioritisation		2

		Coordination of market visits		5

		Identification/selection of overseas partners		5

		Facilitation of company/client contact		4

		Mentoring and handholding		0

		Progressing and project management		0
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		Q5 - Would you have done it without the programme?

		Yes		2

		No		4

		Q6 - Would you recommend the programme?

		Yes		6

		No		0

		4 day

		Q1 - What for?

		Developing an export strategy/plan		1

		Export market research		5
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		No		3
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		Q4 - text

		Q5 - would you recommend?

		Yes		3

		No		0

		One to One Assistance

		Q1 - Would you have done the activities without the programme?

		Yes		11

		No		7

		Q2 - Any new orders?

		Yes		13

		No		4

		Trade Missions

		Q1 - Would you have taken part in Trade Mission without this programme?
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		Q2 - Any new orders?

		Yes		7

		No		6

		Q3 - Would you go on another trade mission?

		Yes		11

		No		2
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		Yes		13
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		Q1 - Rate the Forums
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		Accessing International Trade Support		0		0		8		4

		Trade with America		0		1		3		5
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		Q3 - text
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