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1. introduction

This report provides a review of the performance of the Technology Mentoring Service and New Product Development Programme.

1.1 Background TO STUDY
There is, and remains, strong policy and strategic encouragement for economic development agencies to give priority to actions designed to enhance the innovative capacity of the local economies they serve.  SE Glasgow (previously Glasgow Development Agency) has actively pursued a policy of supporting technology and innovation in SMEs since 1992.  In this activity, various formats of support have been developed and adopted, and different vehicles created and deployed in order to achieve the policy aim.  European Regional Development Funding (ERDF) support has been attracted towards these activities through various structural funds programming rounds.  

Current ERDF support for technology and innovation in Glasgow is through the Targeting Technology Mentoring Service and New Product Development Programme operating in both eligible and transitional areas.  They commenced on 1 July 2002 and will conclude on 30 June 2005, therefore, just over two thirds of the project period for each programme has now elapsed.

The overall objective of the programmes is to improve the business performance of Glasgow SMEs by encouraging greater investment in new product and process development, particularly where there is a degree of technological innovation involved. 

1.2 Study objectives
The objectives of this review are to:

· investigate the extent to which the Technology Mentoring and New Product Development Support, supplemented by the ERDF funding outlined above has assisted in moving Glasgow SMEs towards meeting the overall objective; and

· to use this evidence to determine if the project should be extended and if so, to recommend what changes, if any, should be made to the delivery mechanism.  In particular, recommendations are requested on possible exit mechanisms for the support programmes and indeed if this is a realistic aspiration given the nature of the support.

1.3 method

The various components of the study were as follows:

· desk research and analysis of:

· ERDF application forms

· ERDF monitoring claims

· previous evaluation reports;

telephone survey of companies that have received support; and

· consultation with Targeting Innovation Limited (TIL), Scottish Enterprise Glasgow (SE Glasgow) and Scottish Enterprise (SE).

1.4 Structure of report

The remainder of this report is structured as follows:

· Chapter 2 provides a brief description of the programmes;

· Chapter 3 provides analysis of the company survey;

· Chapter 4 assesses the level of outputs, impacts, and performance against targets; and

· Chapter 5 provides conclusions and recommendations.

Programme description

1.5 Introduction

This report covers two separate but complimentary programmes that are provided by Targeting Innovation on behalf of Scottish Enterprise Glasgow which are:

· Targeting Technology Mentoring Service; and

· New Product Development Programme.

Brief descriptions of these programmes are provided below.

1.6 Targeting technology Mentoring service

The programme provides a mentoring service to nascent, new and existing SMEs in the Glasgow area.  It utilises the accrued experience and expertise of TIL (formerly TTL) advisors.  The support is provided through establishing and maintaining close relationships with SMEs and the support provided is tailored to the specific needs of the company/individual.

The TIL advisors provide advice/assistance across a range of business functions, but especially in relation to enhancing management competencies through skills transferral in areas such as:

· strategic business planning;

· strategies for effective market entry;

· new product and process development;

· raising external private sector risk capital or public sector support for specific development projects;

· securing IPR/patenting; and

· developing appropriate relationships with other SMEs and researchers/institutions.

The service links closely with the New Product Development Programme, which is described below.

1.7 New Product Development Programme

The programme provides grant support to encourage new product development activity by supporting one or more of the following costs:

· preparing working prototypes of new products;

· accessing relevant technical skills required to work full time on specific new product development projects;

· securing appropriate intellectual property rights and patents;

· ensuring all manufacturing and distribution processes are environmentally sound and avoid delitirious effects on the local area; and

· accessing specialist marketing assistance to ensure efficient and effective new product launch.

The programme dovetails with the Technology Mentoring Service described above to ensure that grants are targeted appropriately within a holistic view of the development needs of the company.

company survey

1.8 Introduction

Between 15th September and 5th October 2004 a telephone survey of companies assisted through the Mentoring and New Product Development programmes was conducted. The sample was drawn from a list of companies supplied by TIL. Companies were initially contacted on SEGL letterhead with a follow-on call from the Consultants to arrange the time for interview. Twenty-nine interviews were completed.

1.9 Survey sample

The 29 companies that took part in the study came from a wide variety of sectors and activities. Table 3.1 reports.

	TABLE 3.1 MAIN ACTIVITY OF SAMPLE

	Sector / Activity
	No. Reporting
	% Reporting

	Medical related
	6
	21

	Software
	5
	17

	Manufacturing / engineering
	5
	17

	New media
	5
	17

	Electronics
	3
	10

	Consultancy
	3
	10

	Other
	2
	7


Interviewees were asked their status when first in contact with TIL. 

	TABLE 3.2 STATUS WHEN FIRST IN CONTACT WITH TIL

	Status
	No. Reporting
	% Reporting

	Pre-start business
	8
	28

	Already Trading
	17
	59

	Pre-start university spin out
	4
	14


Three fifths of the companies were already trading with the remaining two fifths comprising pre-start businesses and university spin-outs.

1.10 Support received

Participants were asked what support they had received from the programmes since July 2002:

· 17 (59%) had some form of grant support; and

· 12 (41%) had benefited from mentoring or other advice or assistance.

Two of the companies reported that they had received minimal support during the period.  They had been in contact with TIL but that was to make them aware of progress.  However, this is to be expected as TIL provided support before the beginning of these programmes so there would be an element of follow on work with some companies that had been supported previously.

The type of grant or mentoring assistance was then explored in more detail. Table 3.3 reports the type of mentoring support, advice or assistance received by our sample.

	TABLE 3.3: MENTORING SUPPORT RECEIVED

	Type of support
	No. Reporting
	% Reporting

	New product/process development
	10
	34

	Management of innovation
	6
	21

	Access private investment
	4
	14

	Access public support schemes
	19
	66

	Access specialist advice
	11
	38

	Access IPR advice/assistance
	6
	21

	Marketing
	6
	21

	E-commerce
	4
	14

	Recruitment
	3
	10

	Network building
	7
	24

	General business development
	12
	41

	Other
	3
	10


Note multiple responses possible

The four most frequently cited types of assistance were:

· access to public support schemes;

· general business development;

· new product / process development; and

· access to specialist advice.

The first and third of these bullets were often explicitly linked, in that the public support scheme was directly linked to the development of a new technology or process. However there were also occasions where mentoring support was indirectly connected to such development. For example, some respondents stated that TIL had advised or assisted them in the preparation of funding applications to other agencies or programmes, such as RSA, SMART or SPUR. TIL advisors were also reported as providing signposting to other support, on occasion passing companies on to other agencies better placed or designed to deliver appropriate assistance. 

The importance of general business development is particularly marked among those firms that were in the pre-start or start-up phase when first in contact with TIL. Seven of the twelve reporting such assistance were start-up companies when first in contact with TIL. The lack of commercial or business experience is a potentially serious weakness in such enterprises and the advice of outside agencies can be a great help. Stable and structured business systems can also make the company more attractive to private investors as well as allowing greater concentration on operational or developmental matters.

Table 3.4 reports the grant support received by sample companies.

	TABLE 3.4: TYPE OF GRANT SUPPORT

	Type of Grant
	No. Reporting
	% Reporting

	Technology Development Programme
	4
	14

	Prototype Development Programme
	4
	14

	Small Company Innovation Scheme
	4
	14

	Don’t know
	5
	17


Five companies could not recall which grant programme they had been supported through.  According to project records these companies received support for

· marketing (3);

· patenting; and

· recruitment / promotional material.

The total amount of grant aid to sample companies totalled:

· £266,800; or

· £16,675 per company

The total value of projects assisted was:

· £953,000; or

· £59,600 per project

Respondents were then asked why their organisation needed support from the programmes:

· 22 (76%) cited limited financial resources;

· 17 (59%) needed an additional source of knowledge / know how; and

· 11 (38%) had limited human resources within their company.

The importance of limited financial and human resources is self-explanatory – these businesses lacked either the funds and/or the staff to successfully tackle the project. Respondents often commented that their knowledge and experience tended to be limited to the technical aspects of their company. The assistance of outsiders in areas such as administration, finance and marketing was much appreciated and, in many cases, allowed for easier growth and development of the business.

Finally in this section, participants were asked what other organisations and programmes they had been supported by during the study period. Their responses are shown below in Table 3.5.

	TABLE 3.5: RECEIPT OF OTHER SUPPORT

	Agency
	No. Reporting
	% Reporting

	Other SEGL
	7
	24

	Glasgow City Council (GCC)
	10
	34

	Business Gateway
	4
	14

	SEN
	9
	31

	Scottish Executive
	10
	34

	Local Enterprise Trust / Initiative
	1
	3

	University Industrial Liaison Office
	1
	3

	Other agency
	8
	28

	Agency
	No. Reporting
	% Reporting

	Small Firms Loan Guarantee Scheme
	7
	24

	Knowledge Transfer Partnership
	3
	10

	Co-investment Fund
	2
	7

	Proof of Concept
	2
	7

	High Growth Start-up Unit
	2
	7

	Link Scotland
	1
	3

	SMART / SPUR
	5
	17

	Other programme
	4
	14


The data show that sample companies accessed support from a wide variety of different agencies over the last two years or so. The most frequently cited were:

· GCC;

· Scottish Executive; and

· SEGL.

The most common programmes in which they participated were:

· Small Firms Loan Guarantee Fund;

· SMART / SPUR; and

· Knowledge Transfer Fund.

The number of programmes reported is somewhat less than the number of organisations, however some of these bodies and programmes are clearly linked, such as the Scottish Executive and SMART for example. 

1.11 Rating of Support

Participants were asked to rate the performance of TIL in the overall delivery of the programmes. A scale of one to five was used with 1 = very good and 5 = very poor. Respondents were also given the option to decline or make no response if they felt unable or unqualified to do so. Tables 3.6 – 3.9 report.

	TABLE 3.6: OVERALL SERVICE PROVIDED BY TIL IN DELIVERY OF PROGRAMMES

	Rating
	No. Reporting
	% Reporting

	Very good
	8
	28

	Good
	15
	52

	Neither / nor
	4
	14

	Poor
	1
	3

	Very poor
	1
	3


Table 3.6 suggests a high degree of satisfaction with TIL delivery of the programmes among the sample. 80% rate it as good or very good. Only 2 individuals expressed any dissatisfaction.

Key to the delivery of the programmes is TIL staff having an understanding of the technological and commercial aspects of the companies being supported.  Therefore, companies were asked to rate these particular aspects of the TIL advisors.

	TABLE 3.7: UNDERSTANDING OF TECHNOLOGY ASPECTS BY TIL ADVISORS

	Rating
	No. Reporting
	% Reporting

	Very good
	4
	14

	Good
	14
	48

	Neither / nor
	8
	28

	Poor
	3
	10


Again this Table makes fairly positive reading. Nearly three-fifths rate the technical understanding of TIL staff as very good or good. Only three criticised them on this aspect but in some cases it was accepted that the technology concerned was highly specialised and a detailed technical grasp was not expected. In most cases, TIL staff had a good understanding of the technical principles.

	TABLE 3.8: UNDERSTANDING OF COMMERCIAL ASPECTS BY TIL ADVISORS

	Rating
	No. Reporting
	% Reporting

	Very good
	3
	10

	Good
	14
	48

	Neither / nor
	8
	28

	Poor
	2
	7

	Very poor
	1
	3

	No Response
	1
	3


Three fifths of respondents rated the commercial understanding of TIL staff as very good or good with only 10% rating this as poor or very poor. 

	TABLE 3.9: RESPONSIVENESS TO BUSINESS NEEDS OF TIL ADVISORS

	Rating
	No. Reporting
	% Reporting

	Very good
	8
	28

	Good
	15
	52

	Neither / nor
	1
	3

	Poor
	2
	7

	Very poor
	1
	3

	No Response
	2
	7


The rating of TIL responsiveness in the delivery of the programmes closely mirrors that for the overall service provided by the organisation. Again, 80% rate their responsiveness as good or very good. The very bad rating once more reflected the views of a company that had not received the assistance they sought. The no responses were from an individual that had not gone forward to set up a commercial enterprise and another whose dealings with the programmes were more indirect. 

Following on from these ratings, participants were then asked what they felt were the main strengths and weaknesses of the programme and TIL’s delivery of them.  As might be expected from such an open ended question there was considerable variety in the responses. Table 3.10 reports the broad tone of the 26 companies that commented.

	TABLE 3.10: MAIN STRENGTHS OF PROGRAMME/TIL’S DELIVERY

	Strength
	No. Reporting
	% Reporting

	Commercial / business experience
	8
	28

	Technical background
	7
	24

	Objectivity and moral support
	5
	17

	Network contacts
	4
	14


The commercial and technical background of the TIL executives was raised most frequently by respondents as being a main strength in the delivery of the programmes (10 individuals mentioned one or both factors). 

We saw earlier that over half (59%) looked to TIL advisors as an additional source of knowledge and know how. The objective opinions of a relative outsider were welcomed by more than one respondent as revealing options and alternatives which would otherwise have not been considered by the management team.

Fewer participants (23) commented on weaknesses of the programmes/TIL’s delivery of them but there were at least as great a variety of views expressed, with opinion more evenly distributed across these points of view. Criticisms were, perhaps, more subjective than the comments on the organisation’s strengths discussed above. 

The most significant remarks relate to staffing levels and contact with companies. Six of the sample felt TIL was understaffed and / or that there was a lack of contact with them. This lack of contact was either in terms of frequency or in terms of continuity. In other words the two parties did not meet and discuss relevant issues often enough or that the executive at TIL changed and so familiarity with the companies’ personalities and issues was lost. These two considerations could easily be linked with staff shortages at TIL reducing the frequency of follow up contact or duration of meetings while turnover of staff means a redistribution of case work and, consequently, an unfamiliar face with which the company has to deal.

1.12 networking

Interviewees were then asked if their company had become involved in any networks or relationships with other businesses or universities through the programmes:

· 9 (31%) had developed company networks; and

· 2 (7%) had developed contacts with universities.

For some of the respondents it was still early days, and the benefits of this networking had yet to become apparent. Others reported a direct sales impact as a result, yet for more it was a matter of raising their profile and awareness of the market.  Only two reported developing contacts with Glasgow’s universities through the programmes, of course, it excludes university spinouts that already have these links. In both cases this seems to have brought staffing or recruitment benefits to the business.

1.13 Gaps and suggested improvements

In the last section of the questionnaire, interviewees were asked what they felt were the main gaps in support available to technology companies in Glasgow / Scotland and how they would change the support provided, given the chance. 

Table 3.11 reports their most commonly expressed views on the gaps in economic development support.

	TABLE 3.11: GAPS IN SUPPORT

	Gap
	No. Reporting
	% Reporting

	Funding / Venture Capital (VC)
	8
	28

	Consistency and clarity of support 
	6
	21

	Marketing & sales support
	5
	17

	Slow to react to technological change
	4
	14


The issue of funding, particularly second round funding, was raised by several companies.  Respondents highlighted that growth funding for new technology companies, at the cutting edge of fields such as biotechnology or electronics, needs to be significant. The experience of our sample is that there is a shortage of such funding in the VC and business angel community at present, at least as far as technology companies are concerned. 

Some companies also felt that the public sector is slow to react to advances in technology and the opportunities this represents. It is seen as “risk averse” and still geared towards high employment manufacturing businesses.

Five out of 29 identified the need for greater marketing and sales support again relating to a post start-up development phase.  Most of the respondents were clear about the various forms of support available which is linked directly to one of the strengths of TIL’s delivery of the programmes noted earlier.  However, six of the 29 were still unclear about all the support available.

Three quarters (22) of the companies suggested a change to the way TIL operates the programmes. Those that didn’t were either happy with the service provided or felt they had not been involved with it enough to make such a comment. The observations that were made concerned four broad areas:

· increased contact with client companies (9 respondents or 31% of the sample);

· greater clarity of TIL’s remit both within and outwith the programmes (4 or 14%); and

· increased promotion and awareness raising (3 or 10%).

The most commonly suggested change is for increased frequency of contact with the companies.  Earlier in the programme period TIL went through a period of significant change when the activities of TTL, Services to Software and the biotech team were merged to form TIL.  At the same time some of the executives of TTL left to form a new organisation – Scottish Intellectual Asset Management.  This period was therefore disruptive in terms of maintaining the level of human resources required and continuity of contact with individual companies.  This period has now passed and TIL has recruited people to increase its human resources.  This should therefore help to address both the issues identified above although it will take time for this to filter through.

The clarification of TIL’s remit and control also reflects the perceived gap in assistance reported above. Two of the individuals making this suggestion talked of merging or streamlining the decision-making and support architecture and a third sought clarification on how the different support organisations work together. Although one of the strengths reported above, was the Network knowledge and facilitating role played by TIL. 

The last question in the survey concerned the willingness of participants to recommend the type of support received to other companies. Table 3.12 shows the positive responses and this is consistent with the other positive messages reported earlier and suggests a high degree of satisfaction with the delivery as a whole.

	TABLE 3.12: WILLINGNESS TO RECOMMEND SUPPORT

	
	No. Reporting
	% Reporting

	Have recommended support
	17
	59

	Would recommend support
	24
	79

	Would not recommend support
	3
	10


Outputs and impacts

1.14 introduction

This chapter provides an analysis of the performance of the programmes.   This is based on data provided by TIL, covering expenditure and ERDF claims, and from the company survey.  It covers:

· expenditure;

· gross employment;

· additionality;

· displacement;

· multipliers;

· net additional employment; and

· performance against targets.

1.15 Expenditure

TIL have supplied us with details of the target spend for the programmes together with the actual spend until March 2004 shown in Table 4.1.   As can be seen from this Table with the exception of New Product Eligible the programmes were running behind target at March 2004.

	TABLE 4.1: programme expenditure

	
	New Product Development*
	Mentoring

	
	Eligible 
	Transitional
	Eligible 
	Transitional

	Target March 2004
	700,000
	343,750
	356,787
	178,375

	Actual March 2004
	794,691
	257,467
	249,654
	69,826

	% of Target
	113.5
	74.9
	70.0
	39.1

	Target June 2005
	1,225,000
	600,000
	611,634
	305,785

	Forecast June 2005
	1,301,650
	374,209
	521,973
	142,590

	% of Target
	106.3
	62.4
	85.3
	46.6


* Note includes spend to date and committed spend

TIL have also undertaken an exercise where they have forecast the likely level of spend by the end of the programmes in June 2005.  This shows that new product development is forecast to exceed its spend target in the eligible area but will be only 62.4% of target for the transitional area.  For the mentoring programme, spend will only be 85.3% of target in the eligible areas and 46.6% of target in the transitional areas.

This lower than anticipated spend will therefore have implications for the level of outputs and impacts that will be achieved.  We return to this later in the chapter.

1.16 Gross employment

Table 4.2 shows the reported increase in gross direct FTE employment for the sample over the period and forecast for 2006.

	table 4.2: gross direct employment increase 

	
	2004
	2006

	Reported Increase in Employment (FTE) 
	13.5
	48.5

	Number Reporting 
	29
	29

	Average per Company (FTE)
	0.5
	1.7


The survey shows that the increase in gross employment to date has been 0.5 FTEs per company.  However with all support to companies, particularly technology companies, there will be a lag between the support being received and initially increased sales and subsequently increased employment being achieved.   Therefore, while surveying the companies we asked them to make an assessment of the likely level of employment impact that would accrue by the end of 2006 as a result of the support received.  It may well be that for some companies it will take even longer to realise the full impacts of the support but this provides indicative levels.

Based on this, it is forecast that the level of employment will be approximately 1.7 FTEs per company.

1.17 additionality

Additionality is the proportion of gross direct employment impacts that occurred as a result of the support received. It was assessed by asking a number of questions in the telephone questionnaire regarding the influence of the assistance on:

· the employment of the business;

· what action would the companies have taken in the absence of support;

· timing of any reported changes in company performance in the absence of support; and

· quality and scale additionality.

Businesses were assessed according to a hierarchy of additionality factors.  Absolute additionality, where all gross direct employment impacts are additional, was taken to apply where none of the employment outputs would have occurred in the absence of support.

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

· time additionality: where support through the Programmes enabled the reported changes to happen sooner; and

· scale additionality: where support through the Programmes had a positive influence on the scale of employment.

Based on the responses received, it was found that for the assistance:

· 10 cases were fully additional; 

· 3 cases showed both time and scale additionality;

· 11 cases showed time additionality;

· 1 case showed scale additionality;

· 3 cases of zero additionality.

The remaining project has not proceeded yet.

Overall, the additionality generated was approximately 47% (30% for mentoring and 60% for mentoring and product development).  The converse is that the deadweight factor for the sample was 53%.  However, it is important to note that two of the companies recording zero additionality had received only very minor support from the mentoring programme and no product development support.  Analysis of the remaining 27 companies would then show an addtionality factor of 54%.
1.18   DISPLACEMENT

The investigation of displacement considered those factors that would dilute the gross impact of any increases in business activity.  Displacement was assessed using responses that companies made to telephone survey questions on:

· location of major competitors;

· level of exports; and

· current market conditions.

Of all companies making sales in the latest financial year, companies supplied a significant proportion of their outputs to customers outside of Scotland, and only a few companies claimed to compete with Scottish based companies.  The overall displacement factors for the sample were therefore very low, and were assessed at 7% at the Glasgow level and 20% at the Scottish level.

1.19 LINKAGES AND MULTIPLIER EFFECTS

The direct impacts are further augmented by two effects in the wider economy i.e. the supplier (indirect) effect and income (induced) effect.  Standard coefficients have been used that are consistent with recommended SE best practice.  

The factors applied are:

· 1.1 for supplier linkages and 1.1 for income multiplier effects at the Glasgow level; and

· 1.2 for supplier linkages and 1.2 for income multiplier effects at the Scottish level.

1.20 Net additional employment

	TABLE 4.3: NET ADDITIONAL EMPLOYMENT 

	
	Mentoring
	NPD

	
	Glasgow
	Scotland
	Glasgow
	Scotland

	Gross Direct Jobs
	6.5
	6.5
	42.0
	42.0

	Less Deadweight
	4.4
	4.4
	14.5
	14.5

	Gross Additional Direct Jobs
	2.2
	2.2
	27.5
	27.5

	Less Displacement
	0.0
	0.2
	1.6
	5.1

	Net Additional Direct Jobs
	2.1
	2.0
	25.9
	22.3

	Plus Supplier Linkage Jobs
	0.2
	0.4
	3.0
	4.5

	Plus Multiplier Jobs
	0.2
	0.5
	3.4
	5.4

	Net Additional Employment
	2.6
	2.9
	32.3
	32.2

	Average per Company
	0.2
	0.3
	1.9
	1.9


The net increase in FTE at the Glasgow level is therefore 0.2 FTE per company for mentoring and 1.9 FTE for new product development.  However, it should be noted that those receiving new product development would also have received mentoring support.  Therefore to avoid double-counting the impact of this mentoring support is only captured once within the new product development support.  The reason for doing this is that the companies were not able to separately identify the impacts by mentoring and new product support. This does mean that these figures are likely to overestimate the impact of the new product support and underestimate the impact of the mentoring support.  We return to this point later in this chapter.

However, the figures above only relate to those companies surveyed.  We therefore need to gross up these results to cover all the companies supported to date.

	Table 4.4: Total employment for all companies suppported to date

	
	Mentoring
	NPD

	
	Glasgow
	Scotland
	Glasgow
	Scotland

	Total companies supported to date
	125
	125
	53
	53

	Gross Jobs
	74
	74
	131
	131

	Net jobs
	29
	32
	101
	100


A total of 29 net additional FTE jobs have or are forecast to be created in Glasgow by the end of 2006 through the mentoring programme and 101 FTE jobs through the new product development programme.  

1.21 Cost per job

The cost per job to date is provided in Table 4.5.
	Table 4.5: Cost per job

	Net jobs
	29
	32
	101
	100

	Cost per gross job (£)
	4,325
	4,325
	8,035
	8,035

	Cost per net job (£)
	10,883
	9,860
	10,454
	10,488


The cost per net additional job is currently about £10,800 for mentoring support and £10,450 for new product support
. 

The programmes were initially aiming for a cost per net job below £10,000.  It is important to bear in mind that this evaluation has taken place while the programmes are still underway and that there is a lag between support being received and employment impacts being realised. Although we have allowed for an element of forecasting of employment impacts this is unlikely to capture all of the ultimate impacts and, therefore, the cost per job would decrease as more jobs are created.

1.22 Performance against ERDF targets

The main objective of the study was to assess the programme’s progress towards meeting its performance targets as set out within the original ERDF application.  Table 4.6 shows the original targets.

	TABLE 4.6: programme targets

	
	Total Forecast 2000-2008

	
	TTL Mentoring Service  - Eligible
	TTL Mentoring Service  - Transitional
	New Product Development Programme - Eligible
	New Product Development Programme - Transitional

	Physical Outputs

	Number of new SMEs receiving advice/consultancy
	70
	36
	15
	7

	Number of existing SMEs receiving advice/consultancy
	162
	82
	34
	17

	Instances of advice/consultancy support to new SMEs
	280
	144
	30
	14

	Instances of advice/consultancy support to existing SMEs
	648
	328
	68
	34

	Intermediate Result

	Total no. of gross new jobs created
	105
	55
	164
	80

	No. of gross new jobs created for women
	35
	18
	55
	27

	No. of gross new jobs created for members of ethnic minorities
	8
	3
	12
	4

	No. of gross new jobs created for disabled people
	6
	3
	8
	4

	No. of gross new jobs created in areas defined as most in need
	31
	17
	49
	24

	No. of gross new jobs directly related to environmental activity 
	16
	8
	24
	12

	Number of Patents and IPR registrations made by SMEs
	24
	11
	24
	11

	Number of spin out companies
	14
	9
	4
	3

	Number of new products introduced by SMEs
	70
	35
	73
	36

	Increase in sales for existing SMEs
	5,180,000
	2,520,000
	7,910,000
	3,990,000

	Increase in sales for new SMEs
	2,170,000
	1,330,000
	3,570,000
	1,610,000

	Gross Direct Jobs in existing SMEs
	74
	36
	113
	57

	Gross Direct Jobs in new SMEs
	31
	19
	51
	23

	Net additional jobs generated by the Project
	81
	41
	-
	-

	Anticipated generated income
	-
	-
	4,690,000
	2,310,000


However, the programmes are still underway and the data provided to us by TIL and therefore the sample survey selected relates to companies supported up until March 2004.  A total of 21 months of the 36-month project had taken place and therefore it is appropriate to prorate the targets to reflect this.  Table 4.7 shows the targets prorated for the first 21 months of the project.

	TABLE 4.7: prorated targets

	
	Total Forecast 2000-2008

	
	TTL Mentoring Service  - Eligible
	TTL Mentoring Service  - Transitional
	New Product Development Programme - Eligible
	New Product Development Programme - Transitional

	Physical Outputs

	Number of new SMEs receiving advice/consultancy
	41
	21
	9
	4

	Number of existing SMEs receiving advice/consultancy
	95
	48
	20
	10

	Instances of advice/consultancy support to new SMEs
	163
	84
	18
	8

	Instances of advice/consultancy support to existing SMEs
	378
	191
	40
	20

	Intermediate Result

	Total no. of gross new jobs created
	61
	32
	96
	47

	No. of gross new jobs created for women
	20
	11
	32
	16

	No. of gross new jobs created for members of ethnic minorities
	5
	2
	7
	2

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

	No. of gross new jobs created in areas defined as most in need
	18
	10
	29
	14

	No. of gross new jobs directly related to environmental activity 
	9
	5
	14
	7

	Number of Patents and IPR registrations made by SMEs
	14
	6
	14
	6

	Number of spin out companies
	8
	5
	2
	2

	Number of new products introduced by SMEs
	41
	20
	43
	21

	Increase in sales for existing SMEs
	3,021,667
	1,470,000
	4,614,167
	2,327,500

	Increase in sales for new SMEs
	1,265,833
	775,833
	2,082,500
	939,167

	Gross Direct Jobs in existing SMEs
	43
	21
	66
	33

	Gross Direct Jobs in new SMEs
	18
	11
	30
	13

	Net additional jobs generated by the Project
	47
	24
	-
	-

	Anticipated generated income
	-
	-
	2,735,833
	1,347,500


Table 4.8 provides details of performance to date.

	TABLE 4.8: performance to date

	
	Total Forecast 2000-2008

	
	TTL Mentoring Service  - Eligible
	TTL Mentoring Service  - Transitional
	New Product Development Programme - Eligible
	New Product Development Programme - Transitional

	Physical Outputs

	Number of new SMEs receiving advice/consultancy
	54
	14
	27
	7

	Number of existing SMEs receiving advice/consultancy
	152
	59
	15
	5

	Instances of advice/consultancy support to new SMEs
	147
	19
	43
	18

	Instances of advice/consultancy support to existing SMEs
	411
	195
	25
	8

	Intermediate Result

	Total no. of gross new jobs created*
	56
	18
	99
	32

	No. of gross new jobs created for women
	1
	0
	3
	1

	No. of gross new jobs created for members of ethnic minorities
	0
	0
	0
	0

	No. of gross new jobs created for disabled people
	0
	0
	0
	0

	No. of gross new jobs created in areas defined as most in need*
	6
	2
	22
	7

	No. of gross new jobs directly related to environmental activity 
	0
	0
	0
	0

	Number of Patents and IPR registrations made by SMEs
	0
	0
	0
	1

	Number of spin out companies
	27
	12
	17
	2

	Number of new products introduced by SMEs*
	34
	11
	19
	6

	Increase in sales for existing SMEs*
	1,538,502
	607,370
	5,031,674
	1,635,294

	Increase in sales for new SMEs*
	863,720
	184,852
	3,144,796
	1,022,059

	Gross Direct Jobs in existing SMEs*
	36
	14
	61
	20

	Gross Direct Jobs in new SMEs*
	20
	4
	38
	12

	Net additional jobs generated by the Project*
	22
	7
	-
	-

	Anticipated generated income
	-
	-
	1,310,077
	348,389


* Based on survey data.

Other data reported by TI through the ERDF claim forms. 

Note performance against women, ethnic minorities and disabled people have not been approximated from the survey results as this really needs to be identified through returns from all of the individual companies as part of follow up visits/telephone calls by TIL staff.  Also at this time we were not able to get relevant data from TIL on which companies are involved in environmental activity and therefore could not assess progress against this indicator.

Table 4.9 shows the percentage of the target that has been achieved. 

	TABLE 4.9: Percentage of target

	
	Total Forecast 2000-2008

	
	TTL Mentoring Service  - Eligible
	TTL Mentoring Service  - Transitional
	New Product Development Programme - Eligible
	New Product Development Programme - Transitional

	Physical Outputs

	Number of new SMEs receiving advice/consultancy
	132
	67
	309
	171

	Number of existing SMEs receiving advice/consultancy
	161
	123
	76
	50

	Instances of advice/consultancy support to new SMEs
	90
	23
	246
	220

	Instances of advice/consultancy support to existing SMEs
	109
	102
	63
	40

	Intermediate Result

	Total no. of gross new jobs created*
	91
	57
	103
	69

	No. of gross new jobs created for women
	5
	0
	9
	6

	No. of gross new jobs created for members of ethnic minorities
	0
	0
	0
	0

	No. of gross new jobs created for disabled people
	0
	0
	0
	0

	No. of gross new jobs created in areas defined as most in need*
	32
	19
	78
	52

	No. of gross new jobs directly related to environmental activity 
	0
	0
	0
	0

	Number of Patents and IPR registrations made by SMEs
	2
	0
	0
	16

	Number of spin out companies
	331
	229
	729
	114

	Number of new products introduced by SMEs*
	84
	55
	44
	29

	Increase in sales for existing SMEs*
	51
	41
	109
	70

	Increase in sales for new SMEs*
	68
	24
	151
	109

	Gross Direct Jobs in existing SMEs*
	82
	67
	92
	59

	Gross Direct Jobs in new SMEs*
	110
	39
	128
	92

	Net additional jobs generated by the Project*
	46
	30
	-
	-

	Anticipated generated income
	-
	-
	48
	26


* Based on survey data.

Other data reported by TI through the ERDF claim forms. 

Analysis of Table 4.9 shows that a number of indicators are well behind target, notably gross jobs, with the exception of new product eligible.  However, there is another factor to consider when analysing this data namely that programme spend to date is below target.  This was discussed earlier in Section 4.2.  This lower than anticipated spend would therefore result in lower than anticipated outputs and impacts.  

If we use the target of gross jobs as an example we can assess performance to date taking account of the lower than anticipated spend.  Table 4.10 shows what the targets would be prorated to the actual spend which has taken place to date.

	Table 4.10: gross job Targets prorated for reduced spend

	
	TTL Mentoring Service  - Eligible
	TTL Mentoring Service  - Transitional
	New Product Development Programme - Eligible
	New Product Development Programme - Transitional

	Number of gross new jobs created - target
	51
	16
	109
	35

	Number of gross new jobs created - actual
	56
	18
	99
	32

	% of prorated target
	108%
	116%
	91%
	92%


When we then compare performance against these targets we see that in relative terms to expenditure the programme is actually performing reasonably well against the gross jobs target.

However, lower than anticipated spend is forecast still to be the case by the end of the programme.  Therefore this will have significant implications for being able to reach the absolute targets set for the programmes.

conclusions and recommendations

1.23 Introduction

This Chapter summarise the key findings from the review and suggests a number of recommendations for the future.

1.24 Client perception of service provision

There is a high level of satisfaction with the support provided and responsiveness of support from TIL in their delivery of the programmes with 80% of respondents rating these as very good or good.  Strengths include the commercial/business experience, technical background and objectivity of support provided.  Three fifths of companies rated the TIL staff’s understanding of the technology and commercial aspects of their business as very good or good. The key weaknesses and suggested improvements relate to the need for more frequent contact and continuity of support from the same individuals.  This directly relates to the period of change that TIL went through in the early part of the programme and should be addressed through the recent increase in human resource, although this will take time to fully filter through.  One of the strengths of TIL’s delivery of the programmes is establishing good working relationships with companies and getting to know their business, therefore this lower than required human resource is likely to have had an adverse impact on the ratings given by some companies for understanding aspects of their business.  These ratings are therefore likely to improve as enhanced working relationships are developed with these companies over time. Finally, a further way in which the value of the support is demonstrated is that 89% of respondents would/or have already recommended the support received to other people.

Recommendation 1:  Take the opportunity, through the increased human resource within TIL, to enhance the level of mentoring support to those companies already registered.

Recommendation 2:  Also use this additional resource to clarify with companies their understanding of the range of support available from different organisations.  

Although this is not an issue for the majority of companies some are still unsure about the full range of support available.

1.25 Performance to date

Analysis of progress to date against prorated targets is well behind on a number of targets.  However, one of the major reasons for this is that expenditure, with the exception of New Product Eligible, has been well below the level originally anticipated.  When account is taking of this lower expenditure we see that the project is performing well in relative terms as shown, for example in Table 5.1.

	Table 5.1: Gross job Targets prorated for reduced spend

	
	TTL Mentoring Service  - Eligible
	TTL Mentoring Service  - Transitional
	New Product Development Programme - Eligible
	New Product Development Programme - Transitional

	Number of gross new jobs created - target
	51
	16
	109
	35

	Number of gross new jobs created - actual
	56
	18
	99
	32

	% of prorated target
	108%
	116%
	91%
	92%


Results from the survey also show that jobs being created average 1.7 FTEs
 per company.  Analysis of the original application would suggest a target of about 1.6 FTE per company.   Also on average the companies have medium levels of additionality and very low levels of displacement.  Analysis of the net jobs created totals 29 FTEs through the mentoring programme and 101 through the New Product Development.  Although it should be noted that the New Product development jobs will include an element due to Mentoring support.  However, it was impossible for the companies to disentangle the effects of each, therefore, to avoid double-counting they are only claimed once through the New Product Development Programme.  

When setting targets for future programmes it is suggested that they are set as Mentoring only and then Mentoring and New Product Development combined.  Indeed, given the extent to which the programmes complement each other then it may make sense to combine them as one application. 

Recommendation 3: Investigate the possibility of submitting a single application incorporating the two programmes and setting targets for mentoring activity, and mentoring and new product development activity combined.

Analysis of the cost per job also gives an indication of the relative performance of the programmes.  The cost per job for the mentoring support currently stands at about £10,800 and for new product support at £10,450.  Although, the initial target was below £10,000 we are only part way through the programme with more jobs impacts likely to be realised, even allowing for the element of forecasting already included.  However, this may be balanced somewhat by the resources still to be provided to achieve the jobs forecast.

Therefore in relative terms the programmes appear to performing reasonably well, however, due to the lower than anticipated expenditure they are not performing well in absolute terms with the exception of New Product Eligible.  We discuss this issue in more detail below.

1.26 Expenditure

Based on current forecasts the level of expenditure within the two programmes, with the exception of New Product Development in the Eligible areas, is going to be well behind target.  

Discussions with SE Glasgow and TIL have identified the merger of three separate organisations to form TIL and the instigation of Scottish Enterprise’s Strategic Procurement policy as the two main reasons for the forecast underspend.  

The merger of Targeting Technology Ltd, Services to Software and Business Ventures Ltd to form TIL took place after the 2002-2005 application had been submitted and was not formally in place until 1 April 2003 i.e. 9 months into the programme.  Increasing technology convergence in the areas of electronics, software and life sciences meant that efficiencies could be achieved through the merger of the three organisations.  However, this took time to achieve due to the organisations having separate premises, accounting, legal, marketing, other support functions and branding.  During that period it was also agreed that two of TTL’s staff would leave to establish a new organisation – Scottish Intellectual Asset Management.  

These activities adversely affected TIL’s staffing levels particularly as the interim agreement between SE Glasgow and TIL for year 2003-04 was not a satisfactory basis upon which to attract and engage new professional staff of the expertise required to fulfil the mentoring and new product development functions.  This, therefore, led to a delay in replacing those members of staff that left during the period of restructuring.

However, the restructuring has now been completed and TIL has recruited new staff thereby addressing the issues that have created underspend earlier in the programme.  They are, therefore, now in a stronger position to provide the remainder of these programmes and any future programmes. 

1.27 Data access and storage

As part of undertaking this review it is also clear that there is room for improvement in the way that data is being stored.  However, there are a number of reasons which have made this a difficult process to date including:

· the merging of three different organisations that were using three different systems;

· the need to report data to a number of different funders, projects and indicators; and

· development of new data and reporting systems by some of the funders.

At present aggregating data to report on performance is a relatively time consuming task.  It may be that attempting to convert all the historical data to one system may be very difficult and time consuming. However, going forward it would be beneficial to rationalise the number of different formats in which the data is being stored.  This will make it easier and less time consuming to aggregate the data in the future.

Recommendation 4: Rationalise the data storage and reporting systems.

1.28 Exit Strategy

The programmes can have an exist strategy from support for individual companies and so they should.  However, it is far more difficult to identify an exit strategy from this kind of support altogether. For an exit from the kind of support provided to be possible would require the private sector to fulfil this role.  There would, therefore, need to be a change in the way that the private sector invests in new technology companies.  However this change could not be brought about by the programmes, rather this would need to be undertaken by the various organisations within the sector that have national remits.  They would need to identify a way to bring about a change in the private sector’s approach to supporting new technology companies.  However, while the gap in private sector support still exists there is a need for the kind of support that the programmes are providing, to ensure that investment in new technology companies continues until a longer-term solution can be identified. 

Recommendation 5: To continue to provide mentoring and product development support to ensure the continued development of new technology companies.
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