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Executive Summary 
AMION Consulting was appointed by the British Library to carry out an independent evaluation 
of the Innovating for Growth (I4G) Programme.  The evaluation is required as part of the 
European Funding Contract.  In keeping with best practice, the key issues for the evaluation 
were to: 

 undertake a robust assessment of whether the programme has achieved its objectives or 
not, what has worked well and what has not, for whom and under what circumstances; 

 assess the original rationale for the programme, and whether this rationale is/is not still 
valid; 

 conduct a robust quantitative economic impact evaluation of the programme that 
assesses performance including:  

 achievement of gross outputs and expenditure against targets; 

 adjustment from gross to net outputs; 

 assessment of Gross Value Added (GVA); 

 the contribution of outputs to attributable outcomes including any unintended 
outcomes/effects; and 

 wider impacts on London’s economy. 

 assess the Strategic Added Value (SAV) of the programme; 

 assess the value for money of the programme, including its return from the investment; 
and 

 assess the effectiveness of the governance, management and delivery arrangements of 
the programme. 

In order to address these key issues and ensure that the evaluation is comprehensive the team 
have reviewed the aims and objectives of the project and those of its funders and made an 
assessment of the effectiveness and efficiency of the strategic and operational management and 
delivery arrangements. The wider policy and economic context that has impacted on the project 
has also been considered.  The conclusions have also taken into consideration the relatively 
short delivery phase of the capacity-building programme. The evaluation was carried out in 
keeping with best practice and involved: contextual research; detailed project review; a wide 
range of consultations with internal and external delivery staff and the wider stakeholder group; 
a whole population business survey; and 6 case studies. 

The Innovating for Growth Programme 

Objectives and funding 

The overall aim of the Innovating for Growth programme was to deliver a premium relationship- 
managed growth programme to help ambitious and committed SMEs to grow and create high 
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value knowledge-based employment across all parts of London. The objectives of the 
programme can be summarised as: 

 to support London’s SMEs in growing and creating jobs; 

 to support London’s SMEs in integrating new products, processes and services into their 
business operations; and 

 to promote equality and sustainability by ensuring that businesses owned by people from 
different groups are supported and businesses with an environmental focus are 
supported.  

The Innovating for Growth project is match funded by the British Library and Priority 1 of the 
London ERDF Operational Programme 2007 to 2013.  Priority 1 relates to ‘Business Innovation 
and Research, and Promoting Eco-Efficiency’. The objective of this priority was to improve 
London’s capacity for innovation in those sectors which need this by encouraging adaptation of 
innovative processes, including development of new products, processes and services.  Such 
actions were expected to lead to increased growth, competitiveness and improved 
environmental performance in SMEs. The programme also aimed to assist London’s businesses 
to make the most of the city’s diverse knowledge base to create new commercial opportunities 
and effectively exploit new ideas.  

Implementation and delivery 

The Innovating for Growth programme (I4G) is an extension of the service offer provided by the 
Library’s Business & IP Centre.  I4G started in October 2011 and ended in September 2015. The 
programme provided business and intellectual property (IP) advice and support services to help 
ambitious SMEs to innovate, grow and create new jobs in the knowledge economy. Services 
were provided by staff from the British Library and by selected external delivery partners. The 
support was targeted at helping SMEs to grow through innovation; a wide-ranging 
interpretation of what constitutes an innovation growth proposition was used encompassing: 

 new products; 

 new services; and 

 new to the market and / or new business operating processes.   

The proposed customer journey involved: 

 allocation of businesses pre- and post-application to one of two Relationship Managers.  

 selection of businesses to be supported based on clear criteria;  

 strategic assessment of the individual business support needs and production of a 
‘learning plan’;  

 delivery of selected service modules including; 

 commercial IP advice 

 business strategy advice; 

 branding advice; 
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 market penetration advice; 

 product and service offer advice; 

 business sustainability advice; and 

 market research advice and information; 

 a review following completion of the support modules to enable the production of a 
growth plan; and 

 end-to-end ‘best of breed’ relationship management. 

Graduates of the programme and current course participants also became members of the 
Growth Club which provided further support through peer-to-peer networking opportunities 
and free access to other networking events hosted by the British Library.  Where an SME had 
needs outside of the scope of the service, they were to be referred to other sources of help 
from both the public and private sector.  

Programme targets, outputs and impacts 

A wide range of specific programme targets were agreed with the funding body. These included 
activity/ output targets.  These related to the number of businesses expected to be assisted 
through the programme (200) and the generation of impacts and results such as jobs (200) and 
increases in GVA (£3.8million).  In addition, at least 15% of all the jobs expected to be created 
were to be innovation-related.  Furthermore, a substantial number of businesses assisted were 
expected to improve performance and at least 10% were expected to integrate new services, 
products or processes.  Whilst there were no targets set for the sector profile of businesses 
there was a clear requirement that the support would be highly accessible and reach 
entrepreneurs from minority backgrounds. For example, more than a third were expected to be 
women and a third were also expected to come from a BAME community background. There 
was also a requirement to target entrepreneurs active in the environmental goods and services 
sector. The initial targets for the programme were increased from those initially set following 
the extension of the project in 2013. Table ES1 sets out both the original and revised targets.  

Table ES1: Programme targets 

 Initial Revised 

Businesses assisted 150 200 

- Women owned 51 68 

- BAME owned 53 70 

-  Disabled people owned 6 8 

- Environment sector 7 9 

Businesses improving performance 84 112 

Businesses integrating new products, processes or services 16 21 

Jobs created 125 167 

Innovation jobs 25 33 

GVA  £2,883,200 £3,844,267 
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As well as achieving output and impact targets, the programme was to provide Strategic Added 
Value by:  

 creating confidence for regional growth in a recessionary period by supporting growth 
firms;  

 further developing a niche resource in a way that complements other offers from the 
wider business support ecosystem in London; -  

 exerting a strategic and co-ordinating influence through the Business & IP Centre’s 
extensive partner programme; -  

 securing a significant contribution from the British Library for SME growth and job creation 
in London as part of a service evolution;  

 delivering high quality provision through a trusted brand into a market (publicly funded 
business support) where the quality of provision and the levels of trust in a brand can vary 
widely;  

 deploying a new IPO developed diagnostic tool to help firms to exploit their IP assets; 

 deploying a unique ‘Social Entrepreneur in Residence’ to support the growing social SMEs 
in London; and  

 further developing unique approaches to outreach across libraries, Chambers of 
Commerce and the Higher Education sector.  

The programme has exceeded all its specific targets.  In terms of businesses assisted, the target 
of 200 was exceeded by 41, an over-delivery of some 20%. Similarly, the new jobs created1 
target of 200, of which 33 were expected to be innovation-based, has also been exceeded. The 
independent survey undertaken as part of this evaluation indicated that 249 jobs have been 
created to date.  This suggests the target has been exceeded by almost 25%.  These jobs have 
been created by an estimated 96 SMEs. Of equal note, of the 241 businesses completing the 
programme, the survey indicates that 178 business in total (i.e. a further 82 businesses) expect 
to create jobs as a result of the support they received.  If all these jobs are created within the 
timeframe estimated by businesses, a total of 515 jobs will be generated by 2016. The increase 
in jobs to date is associated with an increase in Gross Value Added (GVA) to the businesses and 
the economy as a whole. At approximately £15,000,000 this net additional GVA increase vastly 
exceeds the £3,844,267 target set for the programme at the outset. As a direct result of the I4G 
support, almost half of the businesses assisted reported they had experienced growth to date.  
Importantly a larger number (157) reported they expected growth in the future as a result of 
the support received.  Thus the GVA generated figure is likely to increase. The programme has 
also had a number of important wider impacts for SMEs including: improving management 
skills; encouraging exports; and increasing IP awareness. All of these are likely to increase 
further entrepreneurial activity and business resilience. As well as being highly effective, the 
programme has also been very efficient as set out in Table ES2 below. 

  

                                                           
1  This includes the job created and innovation jobs targets 
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Table ES2: Value for money of the Innovating for Growth Programme (London level) 

 Total cost ERDF cost 

Cost  £1,959,389 £979,695 

Businesses assisted 241 

Businesses improving performance 117 

Businesses integrating new products, processes or 
services 

189 

Gross jobs created 249 

Net jobs created 186 

Net GVA increase (£) £14,861,736 

Cost per business assisted £8,130 £4,065 

Cost per business improving performance £16,747 £8,373 

Cost per business integrating new products, process or 
services 

£10,367 £5,183 

Cost per gross job created £7,869 £3,935 

Cost per net job created £10,534 £5,267 

Ratio of GVA increase to ERDF cost 7.6:1 15.2:1 

On all measures of efficiency the programme can be judged to have delivered good value for 
money. The cost per net additional job, at £10,534, is at the very lower end of benchmark ratios 
and the return on investment at 7.6:1 compares very favourably with other business support 
programmes. 

Unsurprisingly, the levels of satisfaction with the programme among SMEs is very high, with 
over 90% very satisfied or satisfied with the application process; the administration and many 
aspects of the individual support modules. Most notably, 98% of those completing the 
programme stated they would recommend it to others.  This high level of satisfaction is likely to 
result from the immediate benefits clients realised, as well as the experience as a whole.  Many 
businesses stated that they felt personally, as well as professionally, supported and that it was 
of huge benefit being part of a team.  Continuing support on completion of the programme was 
also seen as a positive aspect of the programme. Many of the businesses surveyed, including 
those who chose not to participate in the programme once selected, stated that there was a 
continuing need for the type of support offered.  Amongst the most common expected 
requirements was further support in relation to IP commercialisation and the opportunity to 
collaborate with other businesses. 

With regard to Strategic Added Value, the programme has had some important successes.  The 
service, in addition to being of high quality, is filling a gap in the business support landscape.  
This is particularly true for entrepreneurs from minority backgrounds. The programme has built 
on the strong linkages with strategic partners already established as part of the Business & IP 
Centre core activity.  The focus to date has been on developing these linkages, with a view to 
raising awareness of the programme to attract applicants, rather than collaboration on support 
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needs or referral of clients to related support providers. The I4G programme is relatively young 
compared with the Business & IP Centre. This relatively short lifespan has limited the 
programme management and delivery team’s ability and reach to use its knowledge and 
expertise to improve knowledge transfer and business support coordination between 
partners.  Whilst the visibility and presence of the programme is not considered to be high 
across the landscape, it is strong with a small number of partners.  Armed with the intelligence 
it has gathered in delivering the programme, the team and the Library will be in a strong 
position to shape the future support landscape across London and, arguably, in a wider 
geography. 

The successful outreach to entrepreneurs from minority backgrounds contributes, to a large 
extent, to generating interest in the programme from these groups.  As these groups more 
often establish businesses in the creative sector and the care and leisure sectors, these sectors 
predominate in the programme’s client base. Whilst there are a number of businesses that 
could be classed as technology-based, for example software development, their representation 
is not strong.  The majority of businesses completing the programme (and indeed those 
applying to join the programme) could be categorised as low-tech manufacturing or services. If, 
as has been suggested, the IP focus of the Business & IP Centre and the programme is perceived 
by technology businesses as not relevant to their needs, attracting such businesses may require 
specific marketing and strategic partnering so that opportunities are not lost. 

Conclusions 

The excellent programme management, combined with expert and committed internal and 
external support providers and a focus on client business relationship management, has created 
a truly positive experience for all involved.  The allocation of a dedicated Relationship Manager 
to each business as it progresses through, and graduates from, the programme, whilst relatively 
resource intensive as a percentage of the total project budget, is a particularly crucial feature.  It 
provides a human face as well as an efficient feedback and communication and logistics route 
between clients, support providers and the management and administrative team.   

The British Library is a very well-known physical landmark and trusted institution.  However, the 
Business & IP Centre was established only in the last decade and the Innovating for Growth 
programme, whilst a natural evolution of the Business & IP Centre service offer, began less than 
four years ago.  In this relatively short time, the programme has added to the perception and 
reality of the British Library brand as a trusted source of information, guidance and 
support.  The programme has done this through delivering a very well-managed service - from 
selection of external delivery partners and recruitment of SME participants - to tracking of the 
customer journey and associated impacts during and after programme completion.  Throughout 
the process there has been a clear and continued focus on meeting the spirit, as well as the 
letter, of the programme’s contract and ambitions.   

Lessons learned 

The evaluation has identified a number of key lessons which reinforce a number of existing best 
practice aspects of the programme.  It has also identified other lessons which could improve the 
future provision of research and innovation support for businesses.  These are set out below:   
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 a structured approach to individual business engagement and targeting of support can 
lengthen and deepen business engagement and lead to greater impacts.  In this process the 
offer becomes a continuum and pathway of support available, rather than discrete 
elements of support. Assigning ‘Relationship Managers’, not involved in delivering support 
to individual businesses, facilitates the transition through the pathway of support and 
enables a more detailed knowledge of the business and its development needs.  Coupled 
with an understanding of the wider Business & IP Centre and Library offer, this contributes 
to a more bespoke and managed ‘package’ of support; 

 all client-facing support providers need to have an awareness of the customer journey and 
how this fits with the wider landscape of support, so that SMEs can be signposted and 
helped to access complementary provision; 

 all wider strategic aims and objectives of the programme, such as collaboration and best 
practice sharing with other support providers, as well as the specific programme contracted 
outputs, such as numbers and types of businesses to be assisted, need to be communicated 
and become the responsibility of the project manager.  Internal key performance indicators 
could be developed to reflect and track the progress towards these wider strategic aims 
and objectives; 

 The British Library has a major role in developing and chairing the Knowledge Quarter 
around St Pancras; it is a member of the Digital Catapult and it has made substantial 
investment in digitising its resources more generally.  Thus the STEM sectors present close 
synergies and opportunities for future focus for recruitment and use of the Business & IP 
Centre; 

 where a new support service (either new to the supplier and/or new to the target 
audience) is being offered, considerable initial and on-going resource is needed to market 
the service across all marketing channels. The more novel the service the more effort is 
required. Associated with this, is the need for outward facing business liaison resource; 

 the programme website needs to be fit for purpose in content and design and reflect the 
innovation focus of the programme;  

 the use of technology to deliver content, for example, webinars should be maximised; 

 achieving sustainability is a key factor in being able to maintain business support services 
beyond funded programme periods. It may be valuable to explore generating income from 
a range of sources including:  

 offering services on a partial commercial basis;  

 alumni funding; and 

 corporate sponsorship.  

 a regular review of the effectiveness of services, individually and collectively, is needed.  
This will ensure that the offer remains relevant and all components are being effectively 
and efficiently delivered.  The review should consider the use of all resources, including 
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space, to ensure that all are fully contributing to the delivery of the programme’s aims and 
objectives, both strategic and operational.  
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1 Introduction 

1.1 Overview 

AMION Consulting was appointed to evaluate the Innovating for Growth programme (I4G) on 
behalf of the British Library. 

The programme is funded by the British Library and the European Regional Development Fund 
(ERDF) and aims to support SMEs in London to grow and create high value knowledge based 
employment in London. The final cohort of SMEs completed the programme in September 
2015. Although expenditure and impacts are expected beyond this date the evaluation 
represents a final evaluation and provides an assessment of both the impacts and the delivery 
of the programme.   

1.2 Purpose of the report 

The main purposes of this evaluation were to: 

 undertake a robust assessment of whether the programme has achieved its objectives or 
not, what has worked well and what has not, for whom and under what circumstances; 

 assess the original rationale for the programme, and whether this rationale is/is not still 
valid; 

 conduct a robust quantitative economic impact evaluation of the programme that 
assesses performance including:  

 achievement of gross outputs and expenditure against targets; 

 adjustment from gross to net outputs; 

 assessment of Gross Value Added (GVA); 

 the contribution of outputs to attributable outcomes including any unintended 
outcomes/effects; and 

 wider impacts on London’s economy. 

 assess the Strategic Added Value (SAV) of the programme; 

 assess the value for money of the programme, including its return from the investment; 
and 

 assess the effectiveness of the governance, management and delivery arrangements of 
the programme.  

1.3 The evaluation approach and framework 

Figure 1.1 outlines the main components of the approach to the evaluation. 
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Figure 1.1: Approach to the evaluation 

 

The main research stages were as follows: 

(i) Contextual research – this included a review of relevant strategies and policies at the 
European, national and London levels and covered strategies and policies in operation at 
the time of the programme’s inception and those which have come into operation since 
then. An assessment of the economic and business context has also been carried out; 

(ii) Programme review – this was based on documentary evidence provided by the programme 
team and discussions with the programme team; 

(iii) Business survey – Spirul carried out a survey of 129 businesses2 which had over the course 
of the programme been provided with assistance. These surveys were carried out in order 
to determine the impact of the programme on business performance (including turnover 
and jobs). It also identified elements of the programme which participating businesses felt 
worked well or could have been improved. Surveys were also carried out with a small 
number of businesses who were accepted onto the programme but either did not start the 
programme or did not complete it; 

(iv) Consultations – these were carried out with representatives from a range of partner 
organisations and key staff within The British Library responsible for the management and 
delivery of the Innovating for Growth programme. A list of those consulted is set out in 
Appendix A. Consultations were undertaken in order to assess the effectiveness and 
efficiency of systems and processes as well as to determine partner views of the 

                                                           
2
 This represented a sample of 54% of all business assisted  
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programme and to identify the level of Strategic Added Value  associated with the 
programme;  

(v) Case studies – more detailed consultations were carried out with six beneficiaries in order 
to discuss their experiences on the programme and its impact on their activities; and 

(vi) Comparators – a review of programmes of a similar nature was undertaken to identify 
relevant comparator benchmarks. 

The evaluation has been carried out in a manner that is consistent with the advice set out in the 
Impact Evaluation Framework (IEF) for the former Regional Development Agencies (RDAs)3 and 
the Practical Guidance on Implementing the Impact Evaluation Framework (IEF Plus)4. It is also 
based upon guidance contained within HM Treasury’s ‘Green Book’ and ‘Magenta Book’ on 
appraisal and evaluation in Central Government5.   

The evaluation addresses and analyses a number of critical issues, which are set out within the 
evaluation framework diagram (see Figure 1.2).  In particular, in terms of value for money, the 
costs and net additional benefits generated by the programme are brought together in an 
analysis of the project’s Effectiveness, Economy and Efficiency (the 3Es) and a cost benefit 
analysis (Return on Investment). 

Figure 1.2: Evaluation Framework 

 

  
                                                           
3  Evaluating the Impact of England’s Regional Development Agencies: Developing a Methodology and Evaluation Framework (BERR, February 

2006) 
4  RDA Evaluation: Practical Guidance on Implementing the Impact Evaluation Framework (BIS, 2009) 
5     The Green Book: Appraisal and Evaluation in Central Government (HM Treasury, 2007) 
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1.4 Structure of the report  

The report continues in eight sections, as follows: 

 Section 2 – examines the rationale for and a description of the Innovating for Growth 
programme; 

 Section 3 – reviews the governance, management and delivery of the programme;  

 Section 4 – provides details of the views of beneficiaries regarding the support provided; 

 Section 5 - assesses the benefits of the programme; 

 Section 6 - provides an assessment of value for money; and 

 Section 7 – identifies the extent to which there will continue to be demand for the 
programme and the type of support provided;  

 Section 8- considers future demand for I4G support service offer; and 

 Section 9 - presents the conclusions of the report and sets out the lessons learned from 
the evaluation.  
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2 The Innovating for Growth Programme 

2.1 Introduction 

This section sets out the rationale for the programme, including its consistency with the policy 
and strategy background and economic conditions prior to and over the course of the 
programme. It also provides a description of the programme, including its aims and objectives.   

2.2 The rationale for the programme 

2.2.1 Strategic context 

The Innovating for Growth project is funded under Priority 1 of the London ERDF Operational 
Programme 2007 to 2013, which relates to ‘Business Innovation and Research, and Promoting 
Eco-Efficiency’. The project particularly relates to Theme 2 within this priority, which is 
concerned with exploiting the knowledge base to the benefit of the economy. 

The objective of this priority was to improve London’s capacity for innovation in those sectors 
which need this by encouraging adaptation of innovation processes, including development of 
new products, processes and services leading to increased growth, competitiveness and 
improved environmental performance in SMEs. The programme also aimed to assist London’s 
businesses to make the most of London’s diverse knowledge base in order to create new 
commercial opportunities and effectively exploit new ideas.  

In undertaking the evaluation, consideration has been given to whether or not the Innovating 
for Growth programme has retained its consistency with the policies and strategies with which 
it was originally aligned and with the changing policy and strategy environment. Table 2.1 sets 
out the level of consistency of the programme with various strategies and policies at the 
European, national and London levels.  

Table 2.1: Strategic context 

European context 

 Policies, strategies and plans in operation at the outset of the programme 

Europe 2020 (European 
Commission, 2010) – this 
Strategy is still 
operational 

Europe 20/20 is built around three priorities: 

 Smart growth - developing an economy based on knowledge and innovation; 

 Sustainable growth - promoting a more resource efficient economy; and 

 Inclusive growth - fostering a high-employment economy delivering social 
and territorial cohesion. 

The Innovating for Growth programme has retained its consistency with all of 
these priorities as it has promoted London’s knowledge base and innovation 
economy. It has also had a focus on supporting environmental businesses 
and those owned by black, Asian and minority ethnic (BAME) groups. 
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National Policy 

Policies, strategies and plans in operation at the outset of the Programme 

Plan for Growth (HM 
Treasury, Department 
for Business, Innovation 
and Skills (BIS), 2011) 

This set out the previous Government’s plans to achieve strong, sustainable 
and balanced growth that is more evenly shared across the country and 
between industries. The Plan contained four overarching ambitions, with the 
programme being consistent with the second, which was ‘to make the UK 
one of the best places in Europe to start, finance and grow a business’. This 
identified small business support as a key factor in encouraging growth.  

 

It also identified innovation as a key economic driver and advocated support 
in this area. The programme has therefore been consistent with the issues 
identified in the Plan. 

Strategy for Sustainable 
Growth (BIS, 2010) 

This set out the previous Government’s strategy to, among other things, 
create private sector jobs and support businesses to realise their ambitions.  

One of the key themes of the strategy was to improve productive capacity. 
Innovation was identified as a key factor in driving productivity 
improvements in the document, as was supporting existing businesses to 
grow by providing SMEs with appropriate information, advice and guidance.  

The Innovating for Growth programme has supported this strategy by 
assisting innovative businesses through the provision of business support 
appropriate to their needs. 

Policies, strategies and plans currently in operation 

Fixing the Foundations 
(HM Treasury, BIS, 2015)  

This sets out the current Government’s plans to raise productivity in the 
economy. It identifies the importance of innovation in driving productivity 
and sets out proposals to support innovative businesses in commercialising 
their products and services. The programme is supportive of this issue. 

 

Regional Policy 

Policies, strategies and plans in operation at the outset of the Programme 

Mayor’s Economic 
Development Strategy 
(London Development 
Agency (LDA), Mayor of 
London, 2010) 

The Strategy was built around five objectives, with the Innovating for Growth 
programme being consistent with three of these: 

 Objective 2 – ensuring that London has the most competitive business 
environment in the world.  This objective included actions to encourage 
cost effective business support for SMEs and to encourage innovation. 
The programme has therefore retained its consistency with this 
objective.  

 Objective 3 – transforming to a low carbon economy – this included 
supporting the commercialisation of new low carbon products and 
processes. The programme has supported this objective by having 
environmental businesses as a target group. 
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 Objective 4 – extending opportunity to all Londoners. The programme 
has supported this objective by creating employment opportunities 
across London. 

LDA Investment Strategy 
2010 to 2013 

Among the aims of the Strategy were ‘supporting businesses to grow and 
foster innovation’ (Aim 2) and ‘driving the transition to a low carbon 
economy and maximising the economic opportunities this generates’. The 
programme has, through supporting innovative businesses - including those 
in the environmental sector - retained its consistency with this Strategy.  

  

Policies, strategies and plans currently in operation 

Jobs and Growth Plan for 
London (London 
Enterprise Panel, 2013) 

This highlights the importance of SMEs in maximising the growth and 
employment potential of London and therefore sets out a case for supporting 
businesses to make the journey from start up to high growth. 

The Plan has a number of objectives, with the Innovating for Growth 
programme being consistent with the following: 

 increase the number of London-based SMEs that access new markets, 
including expanding their trade within the UK or abroad; 

 increasing take-up of business support. 

London 2036 – An 
Agenda for Jobs and 
Growth (London First, 
London Enterprise Panel, 
2015) 

This sets out an agenda on which London’s stakeholders should focus in 
order to maximise job creation and economic growth to 2036. Its objectives 
are:  

 to increase the rate of GVA growth compared to other major global 
cities;  

 to have employment growth levels above the UK average and other 
major global cities; and  

 to diversify the economy in order to make it more resilient to crises.  

The document identifies a need to support London’s businesses in entering 
emerging markets. The Innovating for Growth programme supports 
beneficiaries in widening their markets, including overseas.  

It also identifies a need to fuel more diverse growth by making London the 
best place in the world to be an entrepreneur, whether starting up or scaling 
up a business. The programme has contributed to this by providing high 
quality support to London’s businesses. 

At the time, it was approved, the Innovating for Growth programme was highly consistent with 
national and London-focused policies. The programme has retained its consistency in the 
current policy environment.  
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2.2.2 Economic context 

Workforce jobs 

In 2009, there were 4,881,000 workforce jobs in London. By 2011, when the Innovating for 
Growth programme started, this figure had fallen by 0.5% to 4,858,000. This rate of decline was 
the same as the national rate of decline. The decrease in workforce jobs in London over the two 
year period preceding the start of the programme strongly supports the case for the 
programme as a mechanism for boosting the number of jobs in London.  

Between 2011 and 2015, the number of workforce jobs in London increased by 16.2% to 
5,645,000. This rate of increase exceeded the national rate of growth of 7.2%.  

Figure 2.1 shows the indexed change in workforce jobs in London and the United Kingdom over 
the period from 2009 to 2015. 

Figure 2.1: Indexed change in workforce jobs, 2009 to 2011 (2009=100) 

 
 Source: workforce jobs (Nomis) 

 Unemployment 

In 2009, the ILO unemployment rate6 in London was 8.4%. By 2011, when the Innovating for 
Growth programme started, this rate had risen to 9.4%. This increase in the years prior to the 
start of the programme strongly supports the case for interventions such as Innovating for 
Growth. Since 2012, the ILO unemployment rate in London has fallen, with a rate of 6.7% in 
2015. However, as Figure 2.2 shows, the rate for London has been consistently above the 
national rate since 2009. 

  

                                                           
6  The ILO measure of unemployment assesses the number of jobless people who want to work, are available to work and are actively seeking employment.  
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Figure 2.2: ILO unemployment rate, 2009 to 2015 

 
Source: annual population survey (Nomis) 
Note: figures are for the 12 month period from July to June for each year  

 

Gross Value Added (GVA) 

Between 2009 and 2013, London’s GVA increased by 20.0% from £282,100 million to £338,475 
million. This rate of growth exceeded the United Kingdom rate of 13.4% (source: regional GVA, 
ONS).  

In terms of GVA per workforce job, the figure for London increased by 12.2% between 2009 and 
2013, from £57,796 to £64,867. This rate of increase exceeded the United Kingdom rate of 
11.7%.  As Figure 2.3 shows, London’s GVA per workforce job figure has been consistently above 
the national rate since 2009. 
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Figure 2.3: GVA per workforce job, 2009 to 2013 (£) 

 
Source: regional GVA (ONS), workforce jobs (Nomis) 

Research, Development and Innovation 

London is among the lowest spending regions in England in terms of Research & Development 
(R&D). In 2013, businesses in London spent only £1,317 million on R&D, the third lowest among 
England’s regions and less than a third of the figure spent in the South East, which had the 
highest figure. Figure 2.4 shows the expenditure on R&D in England’s regions in 2013. 

Figure 2.4: Business expenditure on R&D, 2013 (£ million) 
 

  
 Source: business enterprise research and development (ONS) 

London’s low level of R&D and innovation is further reflected in the number of patents granted 
to businesses in London. In 2013, 341 patents were granted to London’s businesses. Only the 
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South East had a higher figure. However, the figure for London equated to 1,367 businesses per 
patent. As Figure 2.5 shows, only the East Midlands and Northern Ireland had more businesses 
per patent.  

Figure 2.5: Number of businesses per patent granted, 2013 

 

Sources: patents data (Intellectual Property Office (IPO)) and business demography (ONS) 

London’s relatively poor performance in relation to R&D and innovation supports the case for 
initiatives such as the Innovating for Growth programme which can act as a catalyst for 
innovation by allowing beneficiaries to see the potential benefits of innovation. 

2.2.3 Demand for the Programme 

The application for ERDF support submitted by The British Library stated that the Business & IP 
Centre (BIPC) had been attended by over 200,000 users between 2005 and 2011, with guidance 
provided to more than 25,000 people. Furthermore, the BIPC offered workshops and events to 
10,000 beneficiaries between 2007 and 2009. The BIPC was funded through an LDA delivery 
contract between 2007 and 2011 and exceeded its targets in terms of the number of businesses 
supported.  

Furthermore, there is evidence that, at the time of the programme’s inception, there were 
many businesses which wanted business support but did not access it. A report for BIS in 20117 
stated that 10.4% of SMEs had considered using support to deal with an identified concern but 
had not accessed it. A further 14.2% of SMEs had not considered using business support but had 
issues which they had failed to manage appropriately. The reasons for not accessing support 
included: 

  

                                                           
7  Research to understand the barriers to take up and use of business support, BIS, 2011 
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 SMEs could not find suitable assistance or did not believe that suitable assistance existed; 

 assistance is too expensive; and 

 difficulties in trusting external advisors. 

The Innovating for Growth programme has tackled these issues by providing high quality 
support at no cost to the business through a highly reputable organisation.  In particular, the 
support included raising awareness of and increased use of IP and business and market 
research.  The Hargreaves Report noted that SMEs were hindered in their growth by the lack of 
access to affordable high quality IP advice.   

The BIS report also found that business support take-up levels were lower among businesses 
owned by women and by BAME groups. These groups are a particular focus for the Innovating 
for Growth programme.  

2.3 Logic chain 

Logic chains are an essential element of the approach to evaluating projects and programmes.  
The use of logic chains can assist in demonstrating how activities, and the inputs these entail, 
deliver key outputs and outcomes and how they contribute to wider priorities and target 
impacts.  In particular, the development of logic chains can serve as a useful framework for 
assessing:  

 the causal connections between inputs, activities, outputs, outcomes and impacts – this is 
important in determining the extent to which benefits can be attributed to the project or 
programme itself; 

 the rationale for the intervention by consideration of its context – in terms of, for 
example, contextual economic and market conditions and the extent to which they are 
having adverse consequences for overall levels of investment and the competitiveness of 
the area; and 

 the intervention’s design – in other words, the relevance of the chosen activities to the 
achievement of the desired outcomes. 

As part of the evaluation, a hypothetical logic chain was developed for the programme, as 
shown in Table 2.2.  The extent to which the programme has actually delivered and progressed 
along the logic chain is assessed in Section 6.10. 

Table 2.2: Innovating for Growth Programme Logic Chain 

Contextual conditions 

 Decreasing workforce jobs figures prior to the programme 

 Relatively high unemployment 

 Need to maintain London’s as a driver of the national economy 

 Low levels of R&D and innovation 

Policy context 
Policies and strategies in operation at the start of the programme 

 Europe 2020 (still in place); 
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 Plan for Growth; 

 Strategy for Sustainable Growth; and 

 Mayor’s Economic Development Strategy (still in place); 

 LDA Investment Strategy. 

Policies and strategies currently in operation 

 Fixing the Foundations; 

 Jobs and Growth Plan for London; and 

 London 2036. 

Design of intervention  
objectives 

Creation of a new support service to assist businesses with growth ambitions 
developed around innovation. 

Inputs 
 ERDF and British Library financial inputs 

 Staff resources provided by British Library and support providers. 

Activities 

Support through modules focusing on: 

 business strategy; 

 branding; 

 market penetration; 

 product and service offer;  

 commercial IP; 

 business sustainability; and  

 business and market research. 

Outputs  business assisted 

Outcomes 
 jobs created and safeguarded 

 businesses improving performance 

Impacts  Increased net additional GVA across London 

2.4 The Innovating for Growth programme 

The Innovating for Growth programme started in October 2011 and completed in September 
2015. It was initially planned to finish in September 2014 but was granted an extension of one 
year with an associated increase in expenditure and output targets. 

The programme provided business and intellectual property (IP) advice and support services to 
help ambitious SMEs to innovate, grow and create new jobs in the knowledge economy. 
Services were provided by staff from The British Library and by selected delivery partners.  

Beneficiaries were provided with approximately 12 hours of tailored support, including one-to-
one support and workshops, to prepare growth plans which will lead to turnover increases and 
employment creation across London. The support was targeted at helping SMEs to grow 
through innovation - a wide ranging interpretation of what constitutes an innovation growth 
proposition was used encompassing: 
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 new products; 

 new services; and 

 new to the market and / or the business operating processes.   

There was a clear objective of not selecting businesses that wanted to grow by continuing with 
their current approaches.  

Support was provided through a range of modules, including: 

 business strategy advice; 

 branding advice; 

 market penetration; 

 product and service offer; 

 commercial IP; 

 business sustainability; and 

 business and market research. 

Graduates of the programme and current course participants also became members of the 
Growth Club which provided further support, for example through networking opportunities.  
They can also attend other business networking events hosted by The British Library free of 
charge. 

The proposed customer journey, as shown in Figure 2.6 (on Page 17), sets out the phases in the 
SMEs progression through the Innovating for Growth programme. Each SME was to receive up 
to 15 days of customised and specialised support to help them to produce a clear and tested 
milestone-based growth plan that would lead to the creation of additional employment in 
London.  Where an SME had needs outside of the scope of the service, they were to be referred 
to other sources of help from both the public and private sectors.  The ‘Innovating or Growth’ 
service involved the following stages:  

 Selection:  SME owners applied for entry to the ‘Innovating for Growth’ programme 
through an initial selection process that involved completion of a detailed application form 
(with supporting evidence), interview and benchmarking to assess eligibility, vision, 
motivation, ambition, commitment and previous management training as well as their 
business growth and job creation potential, based on initial market evidence.  Firms were 
expected to have objectives of growing their turnover by a minimum of 25% over a two- 
year period.  Participants were also expected to commit to attending all the programme 
sessions and the completion of a growth plan in addition to any assignments required as 
part of the programme.   

Following acceptance onto the programme the SME was to be allocated to one of the two 
Relationship Managers.  

 Assessment of need:  a detailed assessment of the SME’s needs for achieving growth 
through innovation and the development of new products, services and processes, 
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together with the identification of any barriers to growth that need addressing was to be 
undertaken prior to receiving the individual support modules listed above.  The 
assessment would be completed by an experienced business adviser or investor working 
with the Relationship Manager. Assessors were allocated by business type and included 
nationally renowned SME growth experts and proven investors.  From this assessment a 
learning plan including a range of service modules was agreed with the SME to help them 
to develop the vision and detail of their growth plan.   

 Learn/delivery: the support service ‘menu’ included directive (e.g. learning practical tools 
and techniques) and non-directive components (e.g. support with motivation and 
visualisation of success).  It was expected that SMEs would receive both core and 
customised support modules delivered by internal and external experts on a one-to-one 
and workshop basis, in line with the agreed learning plan.     

 Review: following completion of the agreed support service modules and production of 
the growth plan, a review session took place with the same adviser who completed the 
initial assessment to discuss progress.  This stage reviewed the SME’s forward plans and 
looked to motivate the SME to take the plan forward to successful implementation.  

 Implement:  it was intended that the BIPC would actively support and stay in touch with 
the SME during the implementation phase through ‘best of breed’ relationship 
management over a period of 6-18 months. This involved access to other BIPC supporting 
services such as use of the reading room, attendance at events, networking and onward 
referral to other programmes (such as the LDA’s finance readiness programme and 
planned high growth coaching programme) and other partners (e.g. UKTI for exploiting IP 
in international markets).  

The programme achieved added value by: 

 using a range of carefully selected entry criteria to ensure that only those firms with 
significant growth potential and high levels of commitment took part, to ensure a high 
return on public investment and complete achievement of programme targets;  

 using nationally renowned business experts and investors to complete the assessment and 
review phases with each participant;  

 using the BIPC’s extensive client database to effectively target, recruit and filter 
programme applicants; and 

 developing a long term, trusted and end-to-end relationship with each firm that will 
support them each step of the journey in implementing their growth plan; and –
proactively referring the firm to other public and private sector providers if they had 
needs outside the scope of the programme.  

At the time of the application for funding for Innovating for Growth the Library noted that 
‘customised and intensive support for SMEs with growth potential is not currently provided by 
the BIPC and is not a service provided by the British Library as part of their core library services’  
They also noted that, with support from the LDA, the BIPC has been providing business support 
services to pre-start-ups, start-ups and SMEs since 2005/6 but the outcomes had not been 
focused on job creation on this scale or with a selection process leading to a tailored and client 
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managed programme.  Approximately a quarter of the BIPC’s users in 2011 were SMEs that had 
been established for more than one year.  As such, the programme was seen as a significant and 
logical evolution in the innovation support services delivered at The British Library and for 
London.  

Figure 2.6 Proposed Customer Journey 
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2.5 Programme aims, objectives, output targets and SAV 

The overall aim of the Innovating for Growth programme was to deliver a premium relationship 
managed growth programme to help ambitious and committed SMEs to grow and create high 
value knowledge based employment across all parts of London. 

The objectives of the programme can be summarised as: 

 to support London’s SMEs in growing and creating jobs; 

 to support London’s SMEs in integrating new products, processes and services into their 
business operations; and 

 to promote equality and sustainability by ensuring that businesses owned by people from 
different groups are supported and businesses with an environmental focus are 
supported.  

A wide range of specific programme targets were agreed with the funding body. These included 
activity or output targets related to the number of businesses expected to be assisted through 
the programme and the generation of impacts and results such as jobs and increases in GVA.  In 
addition, given the innovation focus, at least 15% of all the jobs expected to be created were 
expected to be innovation related.  Furthermore, a substantial number of businesses assisted 
were expected to improve performance whilst at least 10% were expected to integrate new 
services, products or processes.  Whilst there were no targets set for the sector profile of 
businesses there was a clear requirement that the support would be highly accessible and reach 
entrepreneurs from minority backgrounds. For example, more than a third were expected to be 
women and a third were also expected to come from a BAME community background. There 
was also a requirement to target entrepreneurs active in the environmental goods and services 
sector. The initial targets for the programme were increased from those initially set following 
the extension of the project in 2013. Table 2.3 sets out both the original and revised targets.  

Table 2.3: Programme targets 

 Initial Revised 

Businesses assisted 150 200 

- Women owned 51 68 

- BAME owned 53 70 

-  Disabled people owned 6 8 

- Environment sector 7 9 

Businesses improving performance 84 112 

Businesses integrating new products, processes or services 16 21 

Jobs created 125 167 

Innovation jobs 25 33 

GVA  £2,883,200 £3,844,267 

As well as achieving the outcome targets, the programme was to provide SAV by:  
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 creating confidence for regional growth in a recessionary period by supporting growth 
firms;  

 further developing a niche resource in a way that complements other offers from the 
wider business support ecosystem in London; -  

 exerting a strategic and co-ordinating influence through the BIPC’s extensive partner 
programme; -  

 securing a significant contribution from The British Library for SME growth and job 
creation in London as part of a service evolution;  

 delivering high quality provision through a trusted brand into a market (publicly funded 
business support) where the quality of provision and the levels of trust in a brand can vary 
widely;  

 deploying a new IPO developed diagnostic tool to help firms to exploit their IP assets; 

 deploying a unique ‘Social Entrepreneur in Residence’ to support the growing social SMEs 
in London; and  

 further developing unique approaches to outreach across libraries, chambers of 
commerce and the Higher Education sector.  
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3 Governance, management and delivery 
arrangements 

3.1 Introduction 

This section sets out the governance and management arrangements for the programme and 
comments on the effectiveness and efficiency of the delivery processes. It also reviews the 
nature and scope of the relationship with external partners and strategic stakeholders.  

3.2 Governance 

The Innovating for Growth programme is overseen within the British Library by a Project Board. 
As set out in Figure 3.1 the Board is chaired by a senior manager from within the British Library 
senior management team (Director of Audiences)8.  The remaining members comprise staff 
from the BIPC, the British Library Portfolio Performance team and external members 
representing end users of the BIPC. 

Figure 3.1:  The Project Board 

 
  

                                                           
8  Prior to a major re-organisation of tthe British Library in December 2014 the Director of Audiences held the title of Director, Strategic 

Marketing and Communications 
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It is understood that the Project Board is responsible for the BIPC as a whole and not the 
Innovating for Growth progamme only.  The other key programme for which it is responsible, in 
addition to the direction and operation of the BIPC, is the roll out of the BIPC model across the 
UK as part of the PatLib initiative with the IPO and the Enterprising Libraries project.  This seeks 
to tap into each library’s role as a community hub to encourage economic development for and 
by local people.  The goal is to have established 20 BIPCs across the UK by 2020. 

The Project Board met on a quarterly basis throughout the life of the Innovating for Growth 
programme and, in general, the Board was well attended by external and internal members.  
Consultations and a review of a small sample of documentation indicate that the Board was very 
focused on ensuring programme contract targets were met.  Board members were regularly 
provided with detailed monitoring information and had discussions on monitoring and the need 
to achieve the full range of ERDF output targets. When relevant, there were discussions on 
appropriate mitigation actions if progress was behind schedule and discussions on business 
participant profiles necessitated by ensuring that ERDF targets were met, namely; gender, 
ethnicity, disability and environmental sector.  

The discussion at Board meetings particularly towards the end of the programme, also 
encompassed reviewing potential funding sources to ensure the sustainability of the 
programme.  The Innovating for Growth application indicated that the programme would work 
with others active in the innovation business support landscape in London to disseminate good 
practice and, where possible, undertake shared diagnostics. The Board was described by one 
consultee as having, with regard to Innovating for Growth, an implementation and delivery 
based role rather than being tasked with considering its strategic operation and impact. As a 
result, the focus on Innovating for Growth’s external relationships was to ensure good 
connections with organisations that could act as signposts and client referral agencies rather 
than shared diagnostics and support.  There was some consideration of the sectors from which 
applicants were attracted and the range of support offered, although the weight of 
consideration was directed at ensuring efficient and effective delivery to the existing ‘customer’ 
base.  

Having external end users as members of the Project Board was generally considered very 
useful in enabling customer feedback from those experienced in being on the Innovating for 
Growth programme and those using the BIPC.  In addition, having external members provided 
for a greater external reach to relevant organisations by raising awareness and providing 
contacts with external organisations, as well as helping to more effectively market the 
programme to potential clients.   Whilst the Project Board is not fully consistent with the 
‘diverse customer and private sector led Growth Council to advise on Programme, content, 
issues and ideas’ as set out in the application, it is considered to be an effective governance 
mechanism in terms of ensuring a strong focus and accountability for tracking and ensuring 
delivery of contracted targets. 

The Innovating for Growth programme is not generally considered to have high visibility across 
the Library as a whole or across the London business support landscape. For example, in the 
2014/15 Annual Report and Accounts the Innovating for Growth programme was not 
mentioned as part of the BIPC.  There is a general consensus amongst consultees that more 
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could be done to raise the profile, details of the offer and the successes of the programme going 
forward. 

3.3 Management and delivery 

Internal team structure 

The application for the Innovating for Growth programme indicated that the programme would 
be managed and delivered on a day-to-day basis by a team of seven Full Time Equivalent (FTE) 
staff including a dedicated Project Manager, two Relationship Managers and a Management 
Information and Programme Co-ordinator recruited specifically for the roles.  Figure 3.2 shows 
the organisation chart for the project in 2015.  It shows that in addition to these specifically 
recruited posts the Innovating for Growth programme also fully funded a full time Partnership 
Manager with responsibility for partner relations and their development, selection and 
procurement and contract management of project suppliers.  The programme also had, on a 
part time basis since December 2014, a Marketing Manager with responsibility for marketing 
and publicity of the programme.  Prior to the re-structure across the Library as a whole in 
December 2014 the Innovating for Growth programme provided for a full time Marketing 
Manager post.  

The chart also shows that a number of the Research and Reference team of the BIPC were 
involved in the delivery of IP and research support for the Innovating for Growth programme, 
including the Growth Programme Service Liaison Manager post, which was a full time, fully 
funded ERDF Innovating for Growth post.  Others were ‘timesheeted’ for as appropriate.  The 
Research and Reference team, whilst working closely with the Business Audiences team, were 
separate teams. There is no one team or person directly responsible for the day-to-day 
management of the BIPC or for all staff involved in the management and delivery of the 
Innovating for Growth programme.  This is to fit in with the overarching British Library 
organisational structure. 

Figure 3.2: Organisation chart for the projects in 2015 
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Consultations and a review of systems and processes indicate that communication and co-
ordination between the two teams is good and has improved from the start of the programme 
when there was less understanding of the programme, particularly amongst the Research and 
Reference team who have much less day-to-day contact with the clients participating on the 
programme.  The communication and cross team working has been helped by the recruitment 
of the two Innovating for Growth Relationship Managers who had each worked in the Reference 
and Research team for over a decade prior to their appointments as Relationship Managers. 
Closer working relationships have also been helped by the physical co-location of the staff in 
recent times which has increased informal communications. Attendance by the Growth 
Programme Liaison Manager at the Innovating for Growth weekly team and quarterly partners’ 
meeting has also contributed to shared understanding. A good example of the move to further 
improve visibility and understanding amongst the Research and Reference team was the 
shadowing of the Innovating for Growth client journey by members of the team.  This involved 
individual staff ‘selecting’ a business growth proposition in which they were interested and 
(with the business’ permission) shadowed their journey by attending all the business support 
sessions received.  

The importance of good working relationships and shared understanding and goals cannot be 
underestimated given the delivery by the Research and Reference team and, in particular, the 
Growth Service Liaison Manager of a key business support module of the Innovating for Growth 
programme and the expected reciprocal role of the Reference and Research team and the 
Innovating for Growth team.  The former is expected to actively signpost relevant BIPC clients to 
the Innovating for Growth programme and the latter to ensure that all Innovating for Growth 
clients are fully aware of the importance of IP and research and are able to access the services 
of the Reference and Research team and the core service.  Statistics show this has been 
successful, with just over 40% of all Innovating for Growth clients having first used the 
Reference and Research service of the BIPC.  As the Reference and Research service will 
continue to be an important source of clients for future programmes and given the team 
structure it is important that formal and informal mechanisms are found to further reinforce 
and embed cross team working. Consultations indicate that more could be done to ensure that 
all those participating on the Innovating for Growth programme are encouraged and enabled to 
access the Research and Reference team and the core BIPC service, for example by ensuring 
external delivery partners are fully informed and required to signpost relevant offerings. 

3.4 External Delivery Partners 

The Innovating for Growth programme business support was delivered almost wholly by 
external delivery partners recruited specifically for the task. The application for funding noted 
that ‘procurement of a small number of delivery partners will take place between November 
2011 and January 2012.  Opportunities will be widely advertised (for example, CompeteFor) and 
the procurement process will be explicitly SME friendly’. Consultations indicate that the 
procurement process was efficient and that the interview was a particularly good element of 
the process, allowing British Library staff and potential external partners to meet face to face 
and explore issues and ideas in more detail than the formal application form allowed for.  This 
was important given that the ITT was generally considered to allow for only fairly standardised 



  British Library 
   Evaluation of the Innovating for Growth Programme - Final Report 

   February 2016 

23 
 

responses and did not provide an opportunity for tenderers to easily differentiate their service 
offer. 

The process was clearly ‘small business friendly’ as all but one of the delivery partners at the 
end of the programme would be classed as a small business.  Also of note is that only one of the 
delivery partners had prior experience of working with The British Library in the BIPC. In 
addition, the majority of delivery partners appointed had not used the Library service before 
their appointment.  This indicates the reach of the procurement process and to some extent its 
openness.  It has been suggested by a number of consultees that more information could have 
been given about the Innovating for Growth programme and the relationship between the 
modules. For example the invitation to tender did not mention the Research and IP module of 
the programme, possibly because it was not being tendered.  Given the reach of the tendering 
routes it is surprising that a relatively small number of tenders was received.  This could reflect 
the relatively low value of the tender and/or the relatively low ‘payment’ to delivery 
organisations at £100 per hour.  Undoubtedly the prestige of being able to advertise that the 
organisation had worked with The British Library helped in attracting companies that otherwise 
would not have tendered for the work.  It will be important to ensure this ‘value marque’ is 
articulated in future procurement exercises to generate interest from high quality delivery 
support organisations and individuals. 

The appointment of small businesses had a number of intended and unintended consequences. 
As well as offering the opportunity to small businesses, it ensured that the support deliverers 
and recipients could identify and connect with each other and the former could act as a model 
or beacon to the latter. This was valued by clients. The business survey indicated that clients 
were highly satisfied with each of the business support modules they received.  A very practical 
indication of the satisfaction of some clients has been their recommendation for a number of 
the Innovating for Growth support deliverers to be successfully added as providers for other 
programmes such as the Manufacturing Advisory Service and the Growth Accelerator.  

Two procurement exercises were undertaken, the first at the outset and the second when the 
extension of the programme in 2014 was approved.  All but one provider was re-appointed for 
the extension period.  The replacement of the IP provider reflected the learning of the team 
that a wider range of related IP advice and support was needed than that related to product or 
service protection, for example related to licensing and contracting. 

3.5 Client selection 

The selection process was a two stage process with applicants completing an application form 
and an initial sift based on this being undertaken by the Relationship Managers using their 
experience. ‘Contenders’ were then taken forward for discussion at the quarterly selection 
panel meetings comprising key project staff and all external delivery partners and chaired by the 
Project Manager.  The Relationship Managers and, on occasion, the Project Manager, presented 
a brief summary of the applicant proposition and facilitated discussions. The meetings were well 
attended and consultations indicate they were constructive. Towards the end of the programme 
these meetings became quite time constrained given the increase in demand for support and 
therefore propositions to review. The meetings are considered to have been well managed and 
effective. 
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The Innovating for Growth programme was to be targeted at companies with a clear growth 
proposition with significant turnover and job growth ambitions and expectations.  The ERDF 
application indicated ‘firms will be expected to have objectives of growing their turnover by a 
minimum of 25% over a two year period’.  

As demand was expected to significantly exceed supply a selection procedure was established 
that was to ‘involve completion of a detailed application form, interview and benchmarking to 
assess eligibility, vision and motivation, ambition and commitment, previous management 
training as well as their business growth and job creation potential, based on initial market 
evidence’.   In reality, demand did not initially exceed capacity and the criteria was interpreted 
more widely. Indeed, throughout the programme even when demand exceeded ‘supply’ there 
was not a strict adherence to the criteria (as evidenced by the majority of those on the selection 
panel being unaware of the specific criteria).  Instead, selection was based on the panel’s 
assessment of the existence of a ‘strong and deliverable growth proposition’ and how well the 
programme could help the SME realise their proposition. With regard to innovation, the 
interpretation covered the full range of what constitutes an innovation growth proposition - a 
new product, new service, new market or new business operating process.   

The panel had a clear and commonly held understanding that the programme was not for 
businesses that just wanted to continue their current approach and thereby increase market 
share. This appears to have been a more useful approach than a strict adherence to the initially 
proposed fixed criteria. The process would, however, have benefited from being at least briefly 
documented - perhaps using a weighting and scoring system to record decision making. Whilst 
there was some concern at the initial cohorts fitting the profile of target businesses in terms of 
existing size and meaningful and deliverable growth prospects, as the programme progressed 
this concern almost completely disappeared.  

The application form was sufficiently detailed and there was in general no interview as part of 
the process.  In a few cases applicants received follow up calls to seek additional information or 
clarify issues raised in the application form and in a very small number of cases applicants were 
invited to present/interview where there was uncertainty as to their suitability.  In most cases 
the interview resulted in the applicant not being offered a place.  In general, the application 
form and process is considered fully fit for purpose. The process which was implemented, 
making provision for an interview if needed, is recommended as undertaking interviews for all 
applicants as a standard part of the procedure would have been time consuming and resource 
intensive and in reality add little benefit for the vast majority of applicants. 

Overall the selection process is generally considered to have been efficient by businesses 
participating and effective by those involved in delivery.   

3.6 Client support journey 

Following selection onto the programme businesses were allocated a Relationship Manager 
who was responsible for managing their entire business support service experience, including 
maintaining contact post programme completion to provide further support. Relationship 
Managers also monitored economic impacts among their clients.  
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The first module for all clients was the Business Strategy module which was aimed at 
identifying, in conjunction with the client, a detailed assessment of their needs for achieving 
growth either through development of new products, services and/or business processes. 
Whilst the application indicated that ‘assessors will be allocated by business type and will 
include nationally renowned SME growth experts and proven investors’ in reality all the 
assessments were undertaken by the consultancy appointed for the task.  The ERDF application 
envisaged that from this session ‘a learning plan including a range of service modules will be 
agreed with the SME to help them to develop the vision and detail of their growth plan.  The 
service menu will include directive (for example, learning practical tools and techniques) and 
non-directive components (e.g. support with motivation and visualisation of success)’ and that 
‘there will be core modules that all firms complete as well as more customised components for 
other more specific needs’. Consultations indicate that the output from this module was a 
comprehensive review of the client’s needs that was shared with the client and other support 
delivery partners.  In general the other support delivery partners found the notes helpful and 
that they were received in a timely manner. 

As described in Section 2.4 above clients were offered a range of service modules delivered by 
internal and external providers on a one-to-one and workshop basis.  In the early stages of the 
programme clients appeared to have more choice with, for example, a number choosing not to 
take up the offer of the ‘Product Development’ module or the IP module and a number of 
businesses with a branding and marketing background choosing not to participate in these 
modules. As experience of the programme grew lessons were learned. For example the Product 
Development module was renamed the Product and Service Development module, with an 
associated uptake in clients.  Whilst flexibility remained and no clients were forced to attend 
recommended modules, as the programme progressed a greater number of clients participated 
in all the service modules.  This contributed to the view among clients that it was a selected 
group of modules that make a ‘synergistic’ whole.   

Consultations indicate that the maturity of the businesses and the business knowledge of 
owners varied quite considerably, from little or no knowledge of business management across 
all the support modules to partial or high levels of knowledge in some or all modules.  Whilst 
this could be dealt with relatively easily in 1:1 sessions, it was more difficult to target the 
support within workshops given the variations in knowledge and business stage. There is some 
suggestion that where possible businesses could have been grouped according to their 
businesses ability/knowledge as well as perhaps their growth ambitions and expectations. The 
usefulness of having businesses from different sectors as well as product and service businesses 
in the same cohort was generally seen as a positive contribution to generating discussion and 
debate and lessons learned. 

On completion of the programme, there was a review session with the adviser that undertook 
the initial assessment with a view to formulating the clients’ forward plans and to help motivate 
them to take their plans forward to successful implementation.  It was expected that contact 
with the graduate companies would be maintained over a period of 6-18 months through 
encouraging uptake of other BIPC supporting services such as the use of reading room, 
attendance at events and networking.  During participation and post completion it was also 
expected that there would be ‘seamless and proactive outward referral to other programmes 
(such as the LDA’s finance readiness programme and planned high growth coaching 
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programme) and other partners (e.g. UKTI for exploiting IP in international markets)’. The 
analysis shows that post programme completion contact has been maintained, with many 
graduates attending the core service events such as ‘Inspiring Entrepreneurs’ high profile 
speaker events and using the reading rooms.  The main Innovating for Growth networking event 
for current and graduate clients is the Growth Club which is a bi-monthly meeting organised by 
the Innovating for Growth team with a guest speaker, usually a graduate of the programme, and 
time for networking.  In the region of 30 participants usually attend. A recently held ‘Showcase’ 
event to mark the end of the programme attracted some 100 Innovating for Growth clients. The 
proposed business support journey set out in the application has to all intents and purposes 
been followed by participating businesses.    

Consultations, a review of systems and processes and the business beneficiary survey all 
indicate that the day to day management and delivery aspects of the Innovating for Growth 
programme were very well organised.  There were clear processes and systems and continuous 
review for all aspects of delivery from selection of businesses to take part to the co-ordination 
and tracking of those selected through the individual programme support modules within the 
three month programme timescale, as well as processes for maintaining contact with graduates 
of the programme with a view to providing further support as well as a means to monitor 
turnover and job impacts. The processes are fully understood by all those involved in delivery.  
Given that the programme is of a multi-module nature and is delivered by a series of external 
and internal partners this is a significant achievement, particularly given that the programme 
began in February 2012. This has been achieved through an on-going feedback and learning 
approach to delivery involving excellent formal and informal communication, including quarterly 
e-survey and regular Growth Club feedback forums.  

Whilst there are clear processes and these are followed, the spirit as well as the letter is 
adhered to with flexibility and a desire to help businesses through the process at the forefront 
of activity. The role of the Relationship Managers has been singled out for particular note as 
central to the smooth operation of the programme for external delivery and internal delivery 
partners as well as participating businesses. An important aspect of their role is to attend most 
of their allocated clients’ support modules (whilst not being involved in any direct delivery). 
Therefore, they maintain an informed and independent adjudicator role should any issues arise 
and act as critical formal and informal feedback communications routes between clients and 
advisers. One consultee described the role as ‘the glue’ that holds the programme together. The 
‘best of breed, end to end premium relationship management’ used as a strap line for the 
programme appears to be fully justified. 

As noted above, there was not an overall vision of the programme as a business support journey 
for SMEs, with the individual service modules being offered representing a complete package of 
business support that covered all aspects of a business growth.  Indeed, the ERDF application 
and the invitation to tender for the external delivery partners all point to a series of discrete 
modules from which businesses and the strategy adviser could select as appropriate. The 
growth journey evolved as the programme was delivered both in terms of how it was 
experienced by clients and how it was perceived amongst delivery partners. It is considered that 
a number of factors contributed to this. These were: 
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 the involvement in the selection process of the delivery partners and an explicit focus on if 
and how the modules could help deliver the growth proposition presented by the 
applicants;  

 the ordering of the strategy and review sessions created a beginning and an end/ take off 
point;  

 the linkages that were made between delivery partner modules by the partners and the 
Relationship Managers; and  

 maintaining contact after completion of the programme.   

Consultations indicate that a number of small changes could help add to the positive experience 
and impact for clients. For example, following the best practice of Reference and Research team 
staff ‘in shadowing’ individual businesses through their journey, external delivery partners could 
also once per year undertake the same ‘journey’. This would enable each to fully understand 
and re-inforce what areas each module and partner is covering and thereby reduce the 
potential for overlap and, in a few instances, some apparent contradiction between advice given 
in related modules.  This would be particularly useful for the branding and marketing modules. 
Considering the order in which modules are delivered may also help in this regard. Similarly, a 
briefing or induction pack for delivery partners and one for clients could also be useful in giving 
a fuller picture of the programme and the distinctive offer of each module and what 
commitment in addition to attendance at support sessions clients are ‘signing up to’ from the 
outset.   

The business support modules are planned so that clients start and complete all modules within 
a 12 week window. With usually 18 clients and six modules, some with more than one 1:1 
session as well group workshops, the logistics of organising this are not straightforward.  The 
Innovating for Growth team manually undertook the process (largely the Relationship 
Managers) in the early stages of the programme.  Applying their learning, the team introduced 
an on-line booking system with time slots that participants could choose on a first come first 
served basis for one to one sessions. Apart from a small number of early issues, the system was 
an unmitigated success in reducing administration and in offering flexibility to clients who are 
often very busy. In addition to the ‘buy in’ from businesses due to the strength of the 
relationship between the Relationships Managers and the businesses, the very low ‘no show’ 
and cancellations of appointments by clients is also attributed to the efficiency and 
effectiveness of the on-line booking system.  

The face-to-face time commitment for clients in the 12 weeks can be significant in itself as many 
of the businesses are sole traders or micro businesses.  Added to this face-to-face time is the 
need for businesses to undertake ‘homework’ from a number of modules if they are to 
maximise the benefits from the support. It has been suggested that greater impacts could be 
forthcoming if the businesses had more time between modules to consider the advice and 
implement actions and then have an opportunity to review impacts.  A period of six months has 
most often been suggested as optimum by consultees. No evidence has been presented to show 
a greater impact would be achieved, but it is perhaps worth exploring through a ‘test cohort’.  
The increased logistical challenge is recognised and the costs and benefits would need to be 
assessed.  
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As noted above, there is a review session at the end of the support modules to help clients 
produce an ‘action plan’ to take forward their growth proposition and, where possible, a further 
review session is scheduled for a year post completion.  The frequent response from clients is 
that more review sessions, perhaps at six months and then one year, would be of benefit in 
providing guidance and a degree of ‘accountability’, and thereby increase impact.  A number of 
SMEs from various ‘cohorts’ have formed separate networks and meet regularly to share and 
support the trials and triumphs of running their businesses.  Consultations indicate that the 
desire and willingness of businesses to form these informal networks could be used by the 
programme to increase the profile of the Innovating for Growth programme, allow the 
programme to use successful alumni as business mentors and increase funding (perhaps by the 
Innovating for Growth programme taking on the organisation of these networks and leveraging 
a charge). All of these actions would serve to increase traction with potential, existing and past 
clients. 

3.7 External relationships 

The application for funding highlighted the connected nature of The British Library and of the 
BIPC and recognised that partner relations are important in promoting awareness, sharing 
lessons learned and shaping business support design and delivery. A long list of Library and BIPC 
partners were provided and the service, marketing and /or strategic nature of the relationship 
outlined. The application indicated that a number of the strategic partners were directly 
supporting the Innovating for Growth programme and outlined how eight key partners would 
work with the Innovating for Growth programme including: 

 Capital Enterprise – referral partner; 

 IPO – referral partner; 

 NESTA – referral partner for high growth seed businesses particularly from the creative 
industries; 

 UK Trade & Investment; 

 London Chamber of Commerce (LCCI) – referral partner particularly into Chinese and Asian 
communities; 

 London Borough of Camden – source of economic analysis and detailed ‘catchment area’ 
information and outreach to other organisations; 

 Grant Thornton – best practice guidance and shared diagnostics; and 

 London Technology Network - referral partner. 

As indicated in the application, the vast majority of the partners were identified as referral 
routes to or from the Innovating for Growth programme.  In practice many, but not all, were 
used, with many of those involved in the management and delivery of the programme not being 
aware of the expected relationship.  The Project Manager and the Relationship Managers 
attended external events regularly and a number of external partners held events at the Library 
to encourage positive and constructive exchange and referrals. The Head of Business Audiences 
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had considerably more interaction with external partners. Whilst this undoubtedly helped raise 
the profile of the Innovating for Growth programme, it is not clear to what extent this helped 
shape or influence the day to day delivery of the programme in general. It was suggested that 
whilst the BIPC had increasingly high visibility this was less true for the Innovating for Growth 
programme, which to some extent reflects its relative newness on the business support 
landscape.  The programme has, however, forged strong links with the funding organisation and 
was put forward for an EU award by the GLA, as well as being invited to host a visit by senior 
ERDF EU officials. Overall however, it was considered that it would have been useful for deeper 
and stronger links to be forged with key operating partners to support more outreach by those 
involved on a daily basis with clients in order to generate meaningful referrals and real 
collaboration and not just signposting.  As the programme does not provide access to finance 
support or human resources advice and guidance, stronger working links with organisations 
providing good quality advice in these areas should be identified and developed on any future 
programme. 

The BIPC has an extensive and rolling programme to continually research changing customer 
needs and the nature and extent of market failures.  As set out in the application for funding, 
between 2008 and 2011 the research programme of the BIPC included: -  

 Amazon e-commerce research (July 2010);  

 growth focus groups (July 2010);   

 OnePoll survey for inventions exhibition (August 2010);  

 two online surveys (July and November 2010);  

 evaluation report (January 2009);  

 focus groups (October 2009);  

 two online surveys (November 2008 and February 2009);  

 Reading room survey with IFF research (March 2008);  

 two online surveys (2008); 

 Face-to-face interviews during Global Entrepreneurship Week (November 2008);  

 Project Gateway focus groups (June 2008); and 

 two telephone surveys (jobs and businesses created) (March and September 2008). 

The Library has continued to carry out research into needs and attitudes to the service it 
provides within the BIPC and specifically with regard to the Innovating for Growth programme 
to ensure the relevance of the service and to stay connected with service users. 

A particular focus for the BIPC has been ensuring its services are accessible to a wide variety of 
business owners, particularly women, disabled and those from BAME groups.  The application to 
establish the BIPC noted that during the feasibility study the Library showed it was very 
successful in attracting SMEs and entrepreneurs from minority backgrounds. Recent data shows 
that between April 2013 and March 2015, the BIPC helped to create 587 new businesses, of 
which 49% are owned by women, 32% by ethnic minority groups and 13% by people with a 
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disability. The attraction of women and BAME and disabled entrepreneurs has continued to be a 
strong theme in the external relationship development of the BIPC and the Innovating for 
Growth programme and the statistics show considerable success. As set out in Table 3.1, by 
September 2015 the targets set for women entrepreneurs had been substantially exceeded, 
with 97 of the 223 business completing the programme being owned by women. Similarly the 
target of 70 entrepreneurs from BAME backgrounds had also been substantially exceeded, with 
91 BAME entrepreneurs completing the programme.  The target number for entrepreneurs with 
disabilities was also reached. 

Table 3.1: Women, BAME and Disabled groups targets 

 

         Target 
Target as a percentage 
of total assisted target 
(%) 

   Achieved 

Achieved as 
percentage of 

actual total 
assisted (%) 

Women  68 34 97 40 

BAME  70 35 91 38 

Disabled  8 5 10 4 

3.8 Marketing of the programme 

In recognition of the programme being a new offer, albeit set within the context of the slightly 
longer established BIPC and of course the highly valued British Library, the ERDF project 
provided for a full time Business Marketing Officer as well as substantial resource to undertake 
marketing and promotional  activity. Following a major restructuring within the Library in 
December 2014 the resource allocated to marketing for the programme was reduced.  In 
general, the marketing activity was considered to be effective given it was starting from a 
‘standing start’.   

Of particular success was the Tube advert commissioned in early 2013.  Prior to this the 
numbers applying for the programme were not sizeable and the quality of growth propositions 
was also of concern.  The Tube advert is credited with significantly increasing the quality of 
applicants as well as their number.   

The presence and effectiveness of the Innovating for Growth website is considered to be less 
optimum than it could be with some consultees of the opinion that the offer is ‘lost’, particularly 
in the newly launched British Library website. Considerably more, consultees suggest, could be 
done to maximise the power of the website and technology more generally through providing 
content and delivery on-line and publishing more on Innovating for Growth successes.  Use of 
the website alongside referrals from the Reference and Research team, and increasingly from 
alumni, is a potential cost effective means of recruitment that could in future be used to 
maximum effect. 

A review of the sector profile and nature of the businesses completing the Innovating for 
Growth programme indicates (although it should be noted this is based on limited information) 
that the vast majority of business activity could be classed as low tech manufacturing and 
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services and based in the creative and food and drink sectors.  The vast majority are also micro 
rather than small in terms of employment, with approximately half having turnover below 
£150,000 at the start of the programme. As one consultee noted, the businesses are largely 
‘artisan’ in nature.  Given that 44% of Innovating for Growth clients came via the BIPC and 
considering one of its key objectives, as set out in its LDA application, was to encourage greater 
use of its services by the creative industries, a predominance within the Innovating for Growth 
client base from this sector is understandable.  Data from the Library’s BIPC application also 
points to the fact that BAME and women owned businesses also tend to predominate in the 
food and drink sector. The successful outreach to entrepreneurs from minority backgrounds 
contributes to a large extent to generating interest in the programme from these groups as set 
out in Table 3.1 above.   

Whilst there are a number of businesses that could be classed as technology based, for example 
software development, their representation is not strong.  It has been suggested that the IP 
focus of the BIPC is not a service such businesses consider themselves as needing, given the 
perceived open, sharing and continuously iterative nature of such activity. Given The British 
Library’s major role in developing and chairing the Knowledge Quarter around St Pancras, which 
it is prioritizing, future areas of activity could include: 

 research on the role of innovation districts; 

 a skills audit of its members; and  

 an apprenticeship programme to support the Science, Technology, Engineering and 
Mathematics (STEM) sectors. 

Furthermore, given the Library’s substantial investment in providing and encouraging use of 
digital resources, the science and digital sectors may be sectors that present close synergies and 
opportunities for future focus. To attract such businesses specific marketing and strategic 
partnering is likely to be needed. 

 
 



  British Library 
   Evaluation of the Innovating for Growth Programme - Final Report 

   February 2016 

32 
 

4 Beneficiary and non-beneficiary views 

4.1 Introduction 

This section sets out the views of beneficiaries in relation to a range of issues, including reasons 
for participating, barriers to growth and satisfaction levels with regard to the programme. It also 
provides the views of businesses which were enrolled onto the programme but did not take up 
the support provided, based on a small sample of business9.  

4.2 Reasons for participating 

The most commonly cited reason for participating in the programme was to find new market 
opportunities, with accessing British Library support and market penetration advice also scoring 
highly. Table 4.1 shows the highest scoring reasons for participating.  

Table 4.1: Reasons for participating 

 Number % 

Find new market opportunities 39 34% 

Access British Library approved quality professional advice 35 30% 

Market penetration 34 29% 

Improve management skills 21 18% 

Advice on business growth and diversification 21 18% 

Support the development of new products and services 19 16% 

Meet other entrepreneurs in a similar position 11 9% 

Understand how to protect and exploit IP 9 8% 

Increase understanding of sector developments 8 7% 

Lack of finance for chargeable support  7 6% 

Strategy advice 4 3% 
Source: beneficiary survey 
Note: % is based on the 116 respondents who answered this question 

As one beneficiary stated ‘BL is a trusted and neutral organisation, with great facilities, which 
meant that I was more confident about their services’. 

Table 4.2 shows the reasons for participating among the target groups. There are a number of 
significant issues arising from the table including: 

  

                                                           
9
 6 of 13 businesses 
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 entrepreneurs from BAME groups are very interested in market growth opportunities and 
penetration;  

 disabled entrepreneurs are very interested in meeting other business people; and 

 environmental businesses have a stronger interest in IP and business growth. 

Table 4.2: Reasons for participating 

 
Women 

(%) 
BAME (%) Disabled 

(%) 
Environm
ental (%) 

Find new market opportunities 32% 42% 0% 18% 

Access British Library approved quality 
professional advice 

27% 37% 40% 27% 

Market penetration 31% 42% 0% 18% 

Improve management skills 17% 26% 0% 9% 

Advice on business growth and diversification 22% 16% 0% 27% 

Support the development of new products and 
services 

12% 21% 20% 18% 

Meet other entrepreneurs in a similar position 12% 11% 40% 0% 

Understand how to protect and exploit IP 5% 11% 0% 18% 

Increase understanding of sector developments 5% 0% 0% 0% 

Lack of finance for chargeable support  7% 16% 0% 0% 

Strategy advice 5% 11% 0% 18% 
Source: beneficiary survey 
Note: There were only five disabled respondents. A number of businesses fall into more than one group and have therefore 
been counted in each relevant group. 

4.3 Programme administration 

97% of programme beneficiaries were either satisfied or very satisfied with both the application 
process for the programme and the programme administration.  

Among the target groups, the level of satisfaction of women entrepreneurs mirrored that of the 
overall beneficiaries of the programme. BAME groups, disabled entrepreneurs and 
environmental businesses all had 100% satisfaction levels for both the application process and 
programme administration.  

  



  British Library 
   Evaluation of the Innovating for Growth Programme - Final Report 

   February 2016 

34 
 

4.4 Barriers to growth and effectiveness in overcoming them  

4.4.1 Most common barriers to growth 

The most commonly cited barrier to growth among beneficiaries surveyed was general skills to 
scale up the business, with this barrier being provided by nearly 80% of beneficiaries. Other 
commonly stated barriers included marketing, accessing reliable advice and understanding and 
exploiting IP. A number of beneficiaries stated they wanted ‘external validation/a sounding 
board’ whilst others wanted help to ‘change the dynamic of the company’. Table 4.3 sets out the 
most commonly stated barriers to growth among surveyed beneficiaries.   

Table 4.3: Barriers to growth 

 No. of respondents % of respondents 

General skills to scale up the business 101 78.3% 

Marketing 99 76.7% 

Accessing dependable professional advice 97 75.2% 

Understanding and exploitation of IP 85 65.9% 

Ability to develop a profitable business model 82 63.6% 

Risks involved in growth 74 57.4% 

Market knowledge 64 49.6% 

Managerial skills 60 46.5% 

Competitive marketplace 59 45.7% 

Recruitment and delegation 51 39.5% 

Workforce skills 45 34.9% 

Economic downturn 38 29.5% 
Source: beneficiary survey, 2015 

Table 4.4 sets out the barriers to growth faced by businesses within each of the target groups. 

Table 4.4: Barriers to growth among target groups 

 
Women 

(%) 
BAME 

(%) 
Disabled 

(%) 
Env.    
(%) 

General skills to scale up the business 85% 95% 100% 91% 

Marketing 71% 84% 60% 100% 

Accessing dependable professional advice 75% 74% 80% 82% 

Understanding and exploitation of IP 63% 68% 60% 73% 

Ability to develop a profitable business model 75% 63% 40% 73% 
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Risks involved in growth 59% 58% 80% 45% 

Market knowledge 41% 58% 40% 73% 

Managerial skills 47% 74% 40% 45% 

Competitive marketplace 42% 58% 20% 36% 

Recruitment and delegation 34% 42% 20% 36% 

Workforce skills 31% 32% 20% 55% 

Economic downturn 34% 37% 20% 36% 

Some issues arising from Table 4.4 are: 

 general skills to scale up the business is more of an issue for all of the target groups than 
for the programme beneficiaries as a whole; 

 women entrepreneurs have above average concerns over developing profitable business 
models; 

 environmental businesses have a number of notable barriers, including marketing, 
accessing dependable advice, workforce skills, market knowledge, developing a business 
model and IP concerns; 

 BAME groups have higher than average concerns regarding competition in the 
marketplace and managerial skills; 

 risk is a particular concern for disabled entrepreneurs. 

4.4.2 General skills to scale up the business 

Over 90% of beneficiaries surveyed which identified general skills to be a barrier to growth 
stated that the programme had been either very helpful or helpful in overcoming this barrier, 
with only 4% stating that the programme had been either very unhelpful or unhelpful. The level 
of helpfulness of the programme is set out in Figure 4.1. 
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Figure 4.1: Helpfulness of the programme – general skills   

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of disabled entrepreneurs and environmental businesses 
who identified general skills as a barrier to growth found the support provided to be either 
helpful of very helpful in overcoming this barrier, as did 94% of BAME entrepreneurs. These 
figures exceed the figure for the programme as a whole of 92%. 90% of women entrepreneurs 
found the programme to be either helpful or very helpful. 

4.4.3 Marketing 

Over 90% of beneficiaries surveyed which identified marketing as a barrier to growth stated that 
the programme had been either very helpful or helpful in overcoming this barrier, with only 2% 
stating that the programme had been very unhelpful. The level of helpfulness of the programme 
is set out in Figure 4.2. 
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Figure 4.2: Helpfulness of the programme – marketing   

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of disabled entrepreneurs and 93% of women 
entrepreneurs  who identified marketing as a barrier to growth found the support provided to 
be either helpful of very helpful in overcoming this barrier. These figures exceed the figure for 
the programme as a whole of 92%. 91% of environmental businesses and 81% of BAME 
entrepreneurs found the programme to be either helpful or very helpful. 

4.4.4 Dependable professional advice 

Over 90% of beneficiaries surveyed which identified accessing reliable advice as a barrier to 
growth stated that the programme had been either very helpful or helpful in overcoming this 
barrier, with only 4% stating that the programme had been either very unhelpful or unhelpful. 
The level of helpfulness of the programme is set out in Figure 4.3. 
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Figure 4.3: Helpfulness of the programme – professional advice 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of disabled entrepreneurs and 93% both women and BAME 
entrepreneurs  who identified accessing professional advice as a barrier to growth found the 
support provided to be either helpful of very helpful in overcoming this barrier. These figures 
exceed the figure for the programme as a whole of 92%. 89% of environmental businesses 
found the programme to be either helpful or very helpful. 

4.4.5 Understanding and exploiting IP 

Nearly 90% of beneficiaries surveyed which identified understanding and exploiting IP as a 
barrier to growth stated that the programme had been either very helpful or helpful in 
overcoming this barrier, with only 2% stating that the programme had been very unhelpful. The 
level of helpfulness of the programme is set out in Figure 4.4.  
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Figure 4.4: Helpfulness of the programme – understanding and exploiting IP 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of disabled entrepreneurs, 89% of women entrepreneurs 
and 88% of environmental businesses who identified IP issues as a barrier to growth found the 
support provided to be either helpful of very helpful in overcoming this barrier. These figures 
exceed the figure for the programme as a whole of 86%. 85% of BAME entrepreneurs found the 
programme to be either helpful or very helpful. 

4.4.6 Ability to develop a profitable business model 

Nearly 90% of beneficiaries surveyed which identified an inability to develop a profitable 
business model as a barrier to growth stated that the programme had been either very helpful 
or helpful in overcoming this barrier, with only 1% stating that the programme had been very 
unhelpful. One beneficiary noted ‘it helped me strip down my business and find the value in it.  
The people were all honest and told me what they thought’.  The level of helpfulness of the 
programme is set out in Figure 4.5. 

 

 

 

 

 

 

 

 
  

49%

37%

12%

2%

Very helpful

Helpful

Neither helpful nor unhelpful

Very unhelpful



  British Library 
   Evaluation of the Innovating for Growth Programme - Final Report 

   February 2016 

40 
 

Figure 4.5: Helpfulness of the programme – ability to develop a profitable business model 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of disabled entrepreneurs and 91% of women 
entrepreneurs who identified developing a business model as a barrier to growth found the 
support provided to be either helpful of very helpful in overcoming this barrier. These figures 
exceed the figure for the programme as a whole of 89%. 88% of environmental businesses and 
83% of BAME entrepreneurs found the programme to be either helpful or very helpful. 

4.4.7 Risks involved in growth 

90% of beneficiaries surveyed which identified the risks involved in growth as a barrier to 
growth stated that the programme had been either very helpful or helpful in overcoming this 
barrier, with only 2% stating that the programme had been either very unhelpful or unhelpful. 
The level of helpfulness of the programme is set out in Figure 4.6. 
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Figure 4.6: Helpfulness of the programme – risks involved in growth 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of both disabled entrepreneurs and environmental 
businesses and 91% of BAME entrepreneurs  who identified risks as a barrier to growth found 
the support provided to be either helpful of very helpful in overcoming this barrier. These 
figures exceed the figure for the programme as a whole of 90%. 89% of women entrepreneurs 
found the programme to be either helpful or very helpful. 

4.4.8 Market knowledge 

90% of beneficiaries surveyed which identified market knowledge as a barrier to growth stated 
that the programme had been either very helpful or helpful in overcoming this barrier, with only 
2% stating that the programme had been very unhelpful. The level of helpfulness of the 
programme is set out in Figure 4.7. 
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Figure 4.7: Helpfulness of the programme – market knowledge 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of disabled entrepreneurs, 92% of women entrepreneurs 
and 91% of BAME entrepreneurs who identified market knowledge as a barrier to growth found 
the support provided to be either helpful of very helpful in overcoming this barrier. These 
figures exceed the figure for the programme as a whole of 90%. 88% of environmental 
businesses found the programme to be either helpful or very helpful. 

4.4.9 Managerial skills 

Nearly 90% of beneficiaries surveyed which identified managerial skills as a barrier to growth 
stated that the programme had been either very helpful or helpful in overcoming this barrier, 
with only 2% stating that the programme had been very unhelpful. As one beneficiary noted the 
programme helped them to ‘be strategic about their business rather than working in it’. The 
level of helpfulness of the programme is set out in Figure 4.8. 
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Figure 4.8: Helpfulness of the programme – managerial skills 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of both disabled entrepreneurs and environmental 
businesses and 93% of BAME entrepreneurs  who identified managerial skills as a barrier to 
growth found the support provided to be either helpful of very helpful in overcoming this 
barrier. These figures exceed the figure for the programme as a whole of 89%. 86% of women 
entrepreneurs found the programme to be either helpful or very helpful. 

4.4.10 Competitive marketplace 

75% of beneficiaries surveyed which identified a competitive marketplace as a barrier to growth 
stated that the programme had been either very helpful or helpful in overcoming this barrier, 
with only 5% stating that the programme had been either unhelpful or very unhelpful. The level 
of helpfulness of the programme is set out in Figure 4.9. 
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Figure 4.9: Helpfulness of the programme – competitive marketplace 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of both disabled entrepreneurs and environmental 
businesses who identified a competitive marketplace as a barrier to growth found the support 
provided to be either helpful of very helpful in overcoming this barrier. These figures exceed the 
figure for the programme as a whole of 75%. 72% of women entrepreneurs and 64% of BAME 
entrepreneurs found the programme to be either helpful or very helpful. 

4.4.11 Recruitment and delegation 

Nearly 70% of beneficiaries surveyed which identified recruitment and delegation as a barrier to 
growth stated that the programme had been either very helpful or helpful in overcoming this 
barrier, with only 8% stating that the programme had been either unhelpful or very unhelpful. 
The level of helpfulness of the programme is set out in Figure 4.10. 

 

 

 

 

 

 

 

 

 
  

39%

36%

20%

3%

2%

Very helpful

Helpful

Neither helpful nor unhelpful

Unhelpful

Very unhelpful



  British Library 
   Evaluation of the Innovating for Growth Programme - Final Report 

   February 2016 

45 
 

Figure 4.10: Helpfulness of the programme – recruitment and delegation 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of disabled entrepreneurs and 75% of each of the other 
three groups who identified recruitment and delegation as a barrier to growth found the 
support provided to be either helpful of very helpful in overcoming this barrier. These figures 
exceed the figure for the programme as a whole of 69%.  

4.4.12 Workforce skills 

60% of beneficiaries surveyed which identified workforce skills as a barrier to growth stated that 
the programme had been either very helpful or helpful in overcoming this barrier, with only 8% 
stating that the programme had been either unhelpful or very unhelpful. The level of 
helpfulness of the programme is set out in Figure 4.11. 
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Figure 4.11: Helpfulness of the programme – workforce skills 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of disabled entrepreneurs, 83% of environmental 
businesses and 67% of women entrepreneurs  who identified workforce skills as a barrier to 
growth found the support provided to be either helpful of very helpful in overcoming this 
barrier. These figures exceed the figure for the programme as a whole of 60%. 50% of BAME 
entrepreneurs found the programme to be either helpful or very helpful. 

4.4.13 Economic downturn 

Over 60% of beneficiaries surveyed which identified the economic downturn as a barrier to 
growth stated that the programme had been either very helpful or helpful in overcoming this 
barrier, with only 3% stating that the programme had been very unhelpful. The level of 
helpfulness of the programme is set out in Figure 4.12. 
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Figure 4.12: Helpfulness of the programme – economic downturn 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of disabled entrepreneurs and 75% of environmental 
businesses who identified the economic downturn as a barrier to growth found the support 
provided to be either helpful of very helpful in overcoming this barrier. These figures exceed the 
figure for the programme as a whole of 61%. 55% of women entrepreneurs and 43% of BAME 
entrepreneurs found the programme to be either helpful or very helpful.   One beneficiary 
company stated ‘after downturn, crash and public sector cuts we were facing massive need and 
less public sector funding.  The British Library helped us transform.  They were fantastic and have 
put us in a really great position.  They got the 3rd Sector.’ 

4.5 Satisfaction levels with each programme component 

4.5.1 Business strategy advice 

Over 90% of beneficiaries were either satisfied or very satisfied with the business strategy 
advice component of the programme. This compares favourably with the figure of 46% for the 
proportion of beneficiaries who, prior to starting on the programme, believed that the business 
strategy advice would be effective. The level of satisfaction with the business strategy advice 
component of the programme is set out in Figure 4.13. 
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Figure 4.13: Business strategy advice – level of satisfaction 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of environmental businesses and 95% of women 
entrepreneurs were either satisfied or very satisfied with the business strategy advice provided. 
These figures exceed the figure for the programme as a whole of 94%. 80% of disabled 
entrepreneurs and 94% of BAME entrepreneurs were either satisfied or very satisfied. 

4.5.2 Branding advice and workshop 

Over 80% of beneficiaries were either satisfied or very satisfied with the branding component of 
the programme. This compares favourably with the figure of 40% for the proportion of 
beneficiaries who, prior to starting on the programme, believed that the branding support 
would be effective. The level of satisfaction with the branding component of the programme is 
set out in Figure 4.14. 
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Figure 4.14: Branding advice and workshop – level of satisfaction 

 
Source: beneficiary survey, 2015 

All of the target groups had satisfaction levels similar to the average for the programme as a 
whole of 85% for the branding advice and workshop provided. The figures were 83% for BAME 
entrepreneurs, 82% for environmental businesses, 80% for women entrepreneurs and 40% for 
disabled entrepreneurs. These are the sum of the very satisfied and satisfied figures. 

4.5.3 Market penetration advice 

Over 70% of beneficiaries were either satisfied or very satisfied with the market penetration 
component of the programme. This compares favourably with the figure of 35% for the 
proportion of beneficiaries who, prior to starting on the programme, believed that the market 
penetration advice would be effective. The level of satisfaction with the market penetration 
component of the programme is set out in Figure 4.15. 
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Figure 4.15: Market penetration advice – level of satisfaction 

 
Source: beneficiary survey, 2015 

In terms of the target groups, only disabled entrepreneurs, with a figure of 80% for the 
proportion of beneficiaries either satisfied or very satisfied with the market penetration advice 
provided, had a figure above the average for the programme as a whole of 71%. 64% of 
environmental businesses, 70% of women entrepreneurs and 71% of BAME entrepreneurs were 
either satisfied or very satisfied. 

4.5.4 Product and service offer advice 

Over 80% of beneficiaries were either satisfied or very satisfied with the product and service 
offer advice provided through the programme. This compares favourably with the figure of 38% 
for the proportion of beneficiaries who, prior to starting on the programme, believed that the 
product and service advice would be effective. The level of satisfaction with the product and 
service offer component of the programme is set out in Figure 4.16. 
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Figure 4.16: Product and service offer advice – level of satisfaction 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of environmental businesses and 88% of BAME 
entrepreneurs were either satisfied or very satisfied with the product and service offer advice 
provided. These figures exceed the figure for the programme as a whole of 83%. 80% of 
disabled entrepreneurs and 82% of women entrepreneurs were either satisfied or very satisfied. 

4.5.5 Commercial IP advice 

Over 70% of beneficiaries were either satisfied or very satisfied with the Commercial IP advice 
provided through the programme. This compares favourably with the figure of 32% for the 
proportion of beneficiaries who, prior to starting on the programme, believed that the 
Commercial IP advice would be effective. The level of satisfaction with the Commercial IP advice 
component of the programme is set out in Figure 4.17. 
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Figure 4.17: Commercial IP advice – level of satisfaction 

 
Source: beneficiary survey, 2015 

All of the target groups had satisfaction levels below the average for the programme as a whole 
of 83% for the commercial IP advice provided. The figures were 82% for environmental 
businesses, 74% for women entrepreneurs, 72% for BAME entrepreneurs and 60% for disabled 
entrepreneurs. These are the sum of the very satisfied and satisfied figures. 

4.5.6 Business sustainability workshop 

Over 60% of beneficiaries were either satisfied or very satisfied with the business sustainability 
workshop. This compares favourably with the figure of 29% for the proportion of beneficiaries 
who, prior to starting on the programme, believed that the business sustainability workshop 
would be effective. The level of satisfaction with the business sustainability workshop is set out 
in Figure 4.18. 
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Figure 4.18: Business sustainability workshop – level of satisfaction 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 80% of BAME entrepreneurs and 68% of women entrepreneurs 
were either satisfied or very satisfied with the business sustainability workshop provided. These 
figures exceed the figure for the programme as a whole of 65%. 60% of disabled entrepreneurs 
and 55% of environmental businesses were either satisfied or very satisfied. 

4.5.7 Business and market research  

80% of beneficiaries were either satisfied or very satisfied with the business and market 
research component of the programme. This compares favourably with the figure of 42% for the 
proportion of beneficiaries who, prior to starting on the programme, believed that the business 
and market research component would be effective. As one beneficiary noted ‘ we would like 
more of the top quality market research reports’. The level of satisfaction with the business and 
market research component is set out in Figure 4.19. 
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Figure 4.19: Business and market research – level of satisfaction 

 
Source: beneficiary survey, 2015 

In terms of the target groups, 100% of environmental businesses and 81% of BAME 
entrepreneurs were either satisfied or very satisfied with the business and market research 
support provided. These figures exceed the figure for the programme as a whole of 80%. 76% of 
women entrepreneurs and 80% of disabled entrepreneurs were either satisfied or very satisfied. 

4.5.8 Growth Club  

Over 70% of beneficiaries were either satisfied or very satisfied with the Growth Club. This 
compares favourably with the figure of 26% for the proportion of beneficiaries who, prior to 
starting on the programme, believed that the Growth Club would be effective. The level of 
satisfaction with the Growth Club is set out in Figure 4.20. 
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Figure 4.20: Growth Club – level of satisfaction 

 
Source: beneficiary survey, 2015 

In terms of the target groups, only BAME entrepreneurs, with a figure of 93% for the proportion 
of beneficiaries either satisfied or very satisfied with the Growth Club, had a figure above the 
average for the programme as a whole of 72%. 66% of women entrepreneurs, 64% of 
environmental businesses and 40% of disabled entrepreneurs were either satisfied or very 
satisfied. 

4.5.9 Relationship Managers 

Beneficiaries were asked to rate their Relationship Managers on a scale of 1 (very poor) to 10 
(excellent) in relation to a number of aspects of the support provided by the Relationship 
Managers. The Managers scored very highly across all of the issues considered, with notably 
high average scores for their accessibility and approachability, and the support provided 
through the Innovating for Growth administrative process.  One amongst many beneficiaries 
stated ‘throughly enjoyed the support from The British Library and recommend to everyone.It 
feels like a family network’, whilst others commented on the ‘professionalism and friendliness of 
the relationship management’. 

Table 4.5 shows the average scores for the issues considered. 

Table 4.5: Beneficiary views of Relationship Managers 

 Average score 

Identifying other support providers who could help the business 8.4 

Support through the administrative process 9.2 

Ensuring findings of advice sessions were communicated across advisors 8.7 

Accessible and approachable 9.6 

Source: beneficiary survey, 2015 
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In relation to the target groups, the average scores for BAME and disabled groups were 
generally above the average for all of the beneficiaries of the programme as a whole, as shown 
in Table 4.6.  

Table 4.6: Target group views of Relationship Managers – average scores 

 Women BAME Disabled Environmental 

Identifying other support providers who could 
help the business 

8.5 8.5 8.6 8.1 

Support through the administrative process 9.3 9.6 9.2 9.4 

Ensuring findings of advice sessions were 
communicated across advisors 

8.7 9.1 9.2 8.4 

Accessible and approachable 9.6 9.8 9.8 9.7 

Source: beneficiary survey, 2015 
 
Many beneficiaries when asked to cite what was good or particularly good about the 
programme echoed the statement from one beneficiary that ‘the support was an eye-opener’ 
with ‘real challenge provided by impartial experts’. 

4.5.10 Business Advisors 

Beneficiaries were asked to rate their Business Advisors on a scale of 1 (very poor) to 10 
(excellent) in relation to a number of attributes. The Advisors scored very highly across all of the 
attributes considered, with notably high average scores for their credibility and experience.    

Table 4.7 shows the average scores for the attributes considered. 

Table 4.7: Beneficiary views of Business Advisors 

 Average score 

Understanding the needs of the business 8.1 

Demonstrable experience in their specialist areas 8.5 

Technical skills 8.2 

Credibility 8.6 

Source: beneficiary survey, 2015 

In relation to the target groups, the average scores for women and BAME groups were generally 
above the average for all of the beneficiaries of the programme as a whole, whereas the 
average scores provided by disabled beneficiaries were slightly below the average for the 
programme, as shown in Table 4.8.  

  



  British Library 
   Evaluation of the Innovating for Growth Programme - Final Report 

   February 2016 

57 
 

Table 4.8: Target group views of Business Advisors – average scores 

 Women BAME Disabled Environmental 

Understanding the needs of the business 8.2 8.2 8.0 8.2 

Demonstrable experience in their specialist 
areas 

8.6 8.8 8.4 8.5 

Technical skills 8.2 8.5 8.0 8.2 

Credibility 8.7 8.8 8.2 8.2 

Source: beneficiary survey, 2015 

4.5.11 Ongoing support 

78% of programme beneficiaries were either satisfied or very satisfied with the ongoing support 
provided by The British Library following completion of the programme.  Many views reflected 
the beneficiary that stated ‘there is a lot of support for start-ups but little for established 
growing firms’ and the view ‘outstanding programme, which is very helpful to emerging and 
new businesses but need for continuing mentoring support, after the programme has finished.’ 

Among the target groups, the level of satisfaction of BAME groups and disabled entrepreneurs, 
at 82% and 80% respectively, were above the figure for the programme as a whole. The level of 
satisfaction of women entrepreneurs was 75% and for environmental businesses was 56%.  

Of 124 businesses which answered the question, 121 (98%) would recommend the Innovating 
for Growth programme to other businesses.  This compares very favourably with the results 
from the BIPC Seven Up Survey10  and the interim evaluation of the Growth Accelerator project 
which both found that 96% of users would recommend the service to others.  

 

The following comment from one company sums up quite well the general view of the 
programme amongst beneficiaries ‘Very very happy with whole experience.  How it was run.  
The BL team and advisers.’ 

4.6 Non-beneficiaries 

4.6.1 Reasons for applying 

Among the six non-beneficiaries surveyed, the most common reason for applying for support 
was related to market penetration, as shown in Table 4.9 below.  

  

                                                           
10  April 2012 
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Table 4.9: Reasons for participating 

 Number 

Market penetration 3 

Find new market opportunities 2 

Improve management skills 1 

Support the development of new products and services 1 
Source: non-beneficiary survey, 2015 

4.6.2 Reasons for not participating 

Overall, the reasons for not participating were related to issues beyond the control of The 
British Library. Two of the respondents could not participate as they were out of the country on 
business and another two stated that they had not had time to participate. One had been told 
by The British Library that the business was not at the right stage for support and another felt 
that the support was not appropriate to its needs.  

One business had concerns about confidentiality as it did not want to discuss its activities in 
group sessions.    

4.6.3 Types of support required 

The types of support required by non-beneficiaries mirrored the type of support provided by 
the programme, with market research, market demand, business strategy, new products and 
services all being mentioned. Other issues mentioned included business planning and financial 
forecasting.  
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5 Funding and Expenditure 

5.1 Introduction 

This section of the report presents details of the match funding and profile of expenditure. 

5.2 Funding 

The programme was funded by the ERDF and through The British Library’s own funds, with each 
contributing 50%. At the outset, the programme was planned to receive £772,720 from each 
source. Following the extension of the programme in 2013, the overall funding level increased 
to £2,076,542, with each source expected to provide £1,038,271.   The final forecast actual 
funding to December 2015 is £1,959,389, with ERDF and The British Library each contributing 
£979,695. No other funding or income was expected for the programme.  

5.3 Expenditure 

Table 5.1 shows the total programme budget and the resource allocated and spent against key 
activity areas such as staffing, external delivery partners and marketing and publicity.  The single 
largest cost is the cost of The British Library management and delivery staffing - approximately 
one third of this cost is accounted for by the Relationship Manager roles. 

Table 5.1: Forecast and actual expenditure 

 Forecast Actual Variance Variance (%) 

Evaluation £25,001 £20,000 -£5,001 -20.0% 

Salaries £1,203,380 £1,198,367 -£5,013 -0.4% 

Recruitment and training £15,790 £1,510 -£14,280 -90.4% 

External consultancy £435,742 £469,289 £33,547 7.7% 

Marketing and publicity £221,617 £151,129 -£70,488 -31.8% 

Equipment £15,000 £0 -£15,000 -100.0% 

Events / workshops £93,299 £52,554 -£40,745 -43.7% 

Overheads £66,713 £66,541 -£172 -0.3% 

Total £2,076,542 £1,959,389 -£117,153 -5.6% 

Note: Figures subject to rounding 

The variance analysis indicates that the total forecast actual expenditure will be less than 6% 
below the programme total budget agreed following the extension of the programme in 2014.  
The largest outturn variance is for marketing and publicity expenditure which, at £151,129, is 
almost a third less than planned.  The external consultancy budget was expected to account for 
a large proportion of the total budget expenditure given the large delivery role expected from 
external delivery partners. The expected outturn cost at £469,289 is in the region of 8% higher 
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than the forecast figure. The overheads cost, although relatively a very small proportion of the 
programme budget at 2%, has an outturn value of £66,541 giving an increase of some £20,000 
on the original budget provision. The British Library have advised that this reflects a change in 
methodology between that agreed with the LDA and the GLA. 
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6 Benefits 

6.1 Introduction 

This section of the report presents: 

 the performance of the programme to date – in terms of outputs achieved based on 
Innovating for Growth monitoring data and feedback from the businesses surveyed 
regarding the impact of the support they received; 

 the net additional impact of the programme in terms of jobs and GVA generated; 

 an assessment of the wider impacts of the programme; and  

 an assessment of the SAV of the programme.   

The analysis provided draws on the programme management data, the database of the 
businesses assisted, results from the business survey and comparative data from other ERDF 
evaluations 

6.2 Outputs to date 

Table 6.1 sets out the output targets and those achieved for the programme.  These are based 
on The British Library monitoring data which is drawn from the application forms completed by 
the applicant to join the programme, and from impact assessments completed by participants 
during or after completion of the support.  The data from the independent evaluation survey is 
set out and discussed later in this section. 

Table 6.1: Programme targets and achievements  

 Targets Achieved to date 

Businesses assisted 200 241 

- Women owned 68 104 

- BAME owned 70 94 

-       Disabled people owned 8 10 

- Environment sector 9 14 

Businesses improving performance 112 112 

Businesses integrating new products, 
processes or services 

21 
30 

Jobs created 
200 (inc 33 innovation 

related jobs) 
258 (inc 56 innovation 

related jobs) 

Gross Value Added (GVA)  £3,844,267 £18,352,278 

The monitoring data indicates that for all output measures the programme has exceeded its 
targets. 
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6.3 Businesses assisted and businesses improving performance 

Over the course of the programme, 241 businesses were assisted to improve their performance. 
This exceeded the target of 200 by 20.5%. The data shows that over 47% of the programme 
beneficiaries were from just five London boroughs, namely; Islington, Westminster, Camden, 
Lambeth and Southwark, and that only 25% of beneficiary businesses were from London’s outer 
boroughs. This suggests that any future programme should attempt to broaden its geographical 
spread across London.     

The programme has also been successful in supporting a wide range of sectors, with the 
creative industries and professional services being particularly well represented, as shown in 
Figure 6.1. 

Figure 6.1: Businesses assisted by sector 

 

The sectors of beneficiary businesses closely relate to London’s key sectors. A report by Linking 
London in 201311 identified the following sectors as being important for London:  

 financial and professional services; 

 digital economy; 

 creative sector; 

 tourism, hospitality and leisure; and  

 care sector. 

                                                           
11  Key Sectors Within London’s Economy: Continuing Trends and Growth Sectors, Linking London, June 2013 
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7.8%
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Leisure / hospitality / 
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Other, 16.8%
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Survey data indicates that 48.5% of beneficiaries have so far experienced an increase in 
turnover as a result of the support provided. This equates to 117 businesses improving 
performance, exceeding the target by 4.5%. Furthermore, survey data also indicates that 77.7% 
either have achieved turnover benefits already or expect to in the future as a result of the 
support provided. This equates to 187 businesses improving performance in the longer term, 
exceeding the target of 112 by 67.0%. 

6.4 Businesses integrating new products, services or processes 

78.5% of beneficiaries responding to the survey stated that they had already integrated new 
products, services or processes. This equates to 189 beneficiaries overall, exceeding the target 
of 21 by 800%. Furthermore, a further 10.8% of survey respondents which have not already 
integrated new products, services and processes expect to do so in the future, equating to a 
further 26 beneficiaries giving an overall total on this indicator of 215.   

6.5 Jobs created  

6.5.1 Gross jobs 

Survey data indicates that the programme has so far created 249 gross jobs. The programme 
has therefore exceeded its target of 200 by 24.5%. Monitoring data suggest that 21.7% of gross 
jobs created are related to innovation. The number of innovation related jobs created to date is 
therefore forecast to be 54. This is 63.6% above the target of 33.  The British Library’s 
monitoring data indicates a FTE job generation figure of 258. Whilst this is similar in quantum to 
the independent survey figure, it should be noted that the profile of job generation from the 
two sources differs. The Library’s monitoring data shows an almost universal increase in jobs for 
SMEs completing the Innovating for Growth programme, albeit with the vast majority recording 
one or less FTE. The survey data shows a more concentrated job generation profile, with 96 
SMEs recording an increase in employment to date. Whilst the majority of these SMEs are 
recording small increases in employment growth there are a few companies with sizeable 
increases.  The difference in profile is likely to reflect that in some instances jobs generated as a 
result of the support did not last as long as SMEs expected when completing The British Library 
monitoring form (either whilst on the programme or when attending a subsequent networking 
event) and that the support had a greater impact for some firms than they initially expected. 

6.5.2 Net additional jobs 

The additionality of the Innovating for Growth programme in relation to jobs has been assessed 
through assumptions in relation to leakage, displacement, multiplier effects and deadweight at 
the London level. The adjustments made to allow for additionality are based upon the 
responses to the surveys and standard benchmarks:  

 leakage – survey data indicates that 18.6% of employees among beneficiaries of the 
programme live outside London;  
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 displacement – an assessment of the percentage of beneficiary competition from within 
London, based on the survey responses, indicates that perhaps some 29.3% of jobs created 
can be accounted for by activity displaced from elsewhere in London; 

 multiplier effects – a multiplier of 1.5 has been used, which is consistent with benchmarks 
for business support interventions from additionality guidance produced by BIS; and 

 deadweight – the survey indicates that 13.3% of the gross jobs created would have been 
created without the programme. 

Table 6.3 shows that the Innovating for Growth programme has created an estimated 186 net 
additional jobs to date.  

Table 6.3: Net additional jobs 

 Innovating for Growth Programme 

Gross jobs created  249 

Leakage (18.6%) 46 

Gross local direct effect  203 

Displacement (29.3%) 59 

Net local direct effect  143 

Multiplier effect (1.5) 72 

Total gross local effect  215 

Deadweight (13.3%) 29 

Net additional jobs created 186 

Note: Figures subject to rounding 

6.6 Current and future jobs 

6.6.1 Gross current and future jobs 

Survey results indicate that the Innovating for Growth programme will continue delivering new 
jobs until 2019. Table 6.4 sets out the gross current and future jobs forecast to be created by 
the programme. 
 

  



  British Library 
   Evaluation of the Innovating for Growth Programme - Final Report 

   February 2016 

65 
 

Table 6.4: Innovating for Growth programme – gross current and future jobs created  

 To date 2016 2017 2018 2019 Total 

Innovating for Growth 249 266 98 130 2 745 

By the end of 2016 the Innovating for Growth programme is therefore expected to have greatly 
exceeded its employment targets, with significant further employment impacts until 2019. 

6.6.2 Net additional current and future jobs 

In terms of net additional future jobs, the same assumptions have been made with regard to 
leakage, displacement, deadweight and multiplier effects.  Table 6.5 sets out the number of 
future net additional jobs forecast to be created by the Innovating for Growth programme, as 
well as the total number of net additional jobs after taking into account jobs generated to date. 

 

Table 6.5: Forecast future net additional jobs 

 To date 2016 2017 2018 2019 Total 

Gross jobs created  249 266 98 130 2 745 

Leakage (18.6%) 46 49 18 24 0 139 

Gross local direct effect  203 217 80 106 2 606 

Displacement (29.3%) 59 63 23 31 0 178 

Net local direct effect  143 153 56 75 1 429 

Multiplier effect (1.5) 72 77 28 37 1 214 

Total gross local effect  215 230 85 112 2 643 

Deadweight (13.3%) 29 30 11 15 0 86 

Total net additional job 
created 

186 199 73 97 1 558 

Note: Figures subject to rounding 

The Innovating for Growth programme is therefore expected to create 558 net additional jobs 
by 2019. This includes those which have already been created. 

6.7 Current Gross Value Added 

6.7.1 Gross GVA 

Survey data indicates that Innovating for Growth beneficiaries have seen a turnover increase to 
date of £77.3 million as a result of the support provided through the programme12. Annual 

                                                           
12 to achieve the GVA target of £3,844,267 implied a turnover increase of £18,393,622 (assuming a GVA to turnover ratio of 20.9%). At 

£77,326,812,turnover was therefore 378% above the implied target. 
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Business Survey data indicates that the GVA to turnover ratio for London is 20.9%. This suggests 
that the programme has contributed £16.2 million to London’s GVA.  

6.7.2 Net additional GVA 

To assess the net additional GVA impact, the assumptions made in relation to displacement, 
multiplier effects and deadweight outlined in Section 6.2.2 have been applied to the estimates 
of Gross GVA. Leakage has been excluded because GVA is a workplace based measure. 

Table 6.6 shows that, at the London level, the Innovating for Growth programme has so far 
created nearly £14.9 million in net additional GVA. 

Table 6.6: Net additional GVA 

 Innovating for Growth programme 

Gross GVA  £16,161,304 

Displacement (3%) £4,737,369 

Net local direct effect  £11,423,935 

Multiplier effect (1.6) £5,711,968 

Total gross local effect  £17,135,903 

Deadweight (21%) £2,274,167 

Net additional GVA £14,861,736 

6.8 Future GVA 

6.8.1 Gross GVA 

The survey indicates that businesses which have benefited from the Innovating for Growth 
programme will have demonstrable turnover impacts over the next few years, with these 
effects lasting for up to 10 years. The most distant year in which impacts will be felt is 2027. 
Table 6.7 converts the expected cumulative increase in turnover to GVA for both 2016 and 
2027, again using a GVA to turnover ratio of 20.9%. 

Table 6.7: Forecast GVA increase to 2016 and 2027 

 Increase to 2016 Increase to 2027 

Innovating for Growth £22,837,688 £56,075,661 

6.8.2 Net additional GVA 

To assess the net additional GVA impact by the end of 2016 and 2027, the same assumptions 
made in relation to current GVA with regard to displacement, deadweight and multiplier effects 
have been applied.  



  British Library 
   Evaluation of the Innovating for Growth Programme - Final Report 

   February 2016 

67 
 

Table 6.8 shows that, at the London level, the Innovating for Growth programme is forecast to 
create over £21 million of net additional GVA by the end of 2016 and nearly £52 million by the 
end of 2027.   

 

Table 6.8: Forecast net additional GVA to 2018 and 2027 (discounted) 

 2016 (£) 2027 (£) 

Gross GVA  £22,837,688 £56,075,661 

Displacement (3%) £6,694,419 £16,437,478 

Net local direct effect  £16,143,269 £39,638,183 

Multiplier effect (1.6) £8,071,634 £19,819,091 

Total gross local effect  £24,214,903 £59,457,274 

Deadweight (21%) £3,213,646 £7,890,786 

Net additional GVA  £21,001,257 £51,566,488 

6.9 Wider impacts 

6.9.1 Increased confidence 

The support provided through the programme has increased the confidence of beneficiaries in 
relation to a number of issues, notably launching new products and services and entering new 
markets, as set out in Table 6.9.  

Table 6.9: Increased confidence resulting from the support provided 

Issue % who are much more confident or confident 

Launching new products and services 79% 

Entering new markets 74% 

Employing more people 64% 

Understanding the IP they have and how to exploit it  61% 

Understanding costs and pricing 56% 

Exporting 41% 

Source: beneficiary survey, 2015 

6.9.2 Improved business practices 

The support provided through the programme has had a significant impact in terms of 
improving business practices, notably in relation to branding. The level of improved business 
practices is set out in Table 6.10.  
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Table 6.10: Improved business practices 

Issue 
% which 

already have  
% which 
will do  

Total 

Developed or improved branding 83% 16% 99% 

Developed a new business strategy 78% 20% 98% 

Developed new products and / or services 71% 27% 98% 

Sought external advice 88% 10% 98% 

Used additional British Library support 66% 32% 98% 

Developed new management structures 76% 22% 98% 

Developed new business processes and systems 85% 13% 98% 

Increased networking and collaborations 84% 13% 97% 

Understood and used IP to generate commercial gain 58% 38% 96% 

Identified new target markets 82% 14% 96% 

Started or increased exporting 73% 21% 94% 

Source: beneficiary survey, 2015 

6.10 Logic chain 

Section 2.3 sets out a hypothetical logic chain for the programme and the evaluation has sought 
to test the extent to which this is correct and ‘how far’ the programme has moved along the 
chain.  

In terms of inputs, the planned financial and human resources were utilised to deliver the 
programme and there was a high level of co-ordination of activities through the team at The 
British Library. The programme was subject to an extension and consequential realignment of 
targets and funding, but this was successfully managed by the team.  

All of the identified support activities were provided. These resulted in a number of business 
assists, with the actual figure exceeding the revised ERDF target.  

In terms of outcomes, this report demonstrates that the Innovating for Growth programme has 
created a significant number of jobs and increased turnover. However, the evaluation has also 
shown that the outcomes of the programme will be much greater in the longer term as more of 
the activities carried out by beneficiaries in response to the support provided deliver 
employment and turnover benefits.   

In relation to impacts, the programme has had a positive impact in terms of net additional GVA. 
However, this impact will be much greater in the future as more of the activities of beneficiary 
businesses deliver benefits.    
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6.11 Strategic Added Value  

The application for funding noted that ‘as well as achieving the outcome targets, the 
programme will provide SAV by: 

 creating confidence for regional growth in a recessionary period by supporting growth 
firms;  

 further developing a niche resource in a way that complements other offers from the 
wider business support ecosystem in London;  

 exerting a strategic and co-ordinating influence through the BIPC’s extensive partner 
programme;  

 securing a significant contribution from The British Library (£772,720) for SME growth and 
job creation in London as part of a service evolution;  

 delivering high quality provision through a trusted brand into a market (publicly funded 
business support) where the quality of provision and the levels of trust in a brand can vary 
widely;  

 deploying a new IPO developed diagnostic tool to help firms to exploit their IP assets; 

 deploying a unique ‘Social Entrepreneur in Residence’ to support the growing social SMEs 
in London; and  

 further developing unique approaches to outreach across libraries, chambers of 
commerce and the Higher Education sector.  

In practice, the IPO related activity was undertaken and separately funded as part of the wider 
BIPC activity.  With regard to a number of the strategic impacts set out above, the Innovating for 
Growth programme has had some considerable success.  The programme did secure £772,720 
funding from the Library and indeed was successful in securing a further £200,000 from the 
Library to extend the programme.  It is understood the Library is planning to commit further 
funds to a future programme if match funding can be secured. This, in an environment of 
tightening annual budgets for the Library, reflects the value the programme has been able to 
demonstrate in delivery of the Library’s public service objectives.   

The evaluation has found that the support offered was trusted to be of high quality due to The 
British Library brand and that, equally importantly, the Innovating for Growth programme, 
through its well managed highly valued support has only added to the Library brand amongst 
businesses and partners alike.  The support, in addition to being of high quality, is filling a gap in 
the business support landscape, particularly for its strong current client base of entrepreneurs 
from minority backgrounds.  Through the support provided many businesses have experienced 
growth to date, as reported by almost half those completing the programme, and a larger 
number (157) expecting growth to continue as a result of the support received.  The programme 
has built on the strong linkages with strategic partners already established as part of the BIPC 
core activity.  Given the relatively short life of the Innovating for Growth programme as opposed 
to the BIPC, its ability and reach to use its organisational capacity, knowledge and expertise to 
improve information exchange and knowledge transfer and coordination and/or integration of 
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the design and delivery of interventions between partners has arguably been limited.  It can be 
expected that going forward, armed with the intelligence it has gathered in delivering the 
Innovating for Growth programme, the team and the Library will be in a strong position to 
shape the support landscape across London and arguably in a wider geography.  
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7 Value for money 

7.1 Introduction 

This section sets out an assessment of the value for money of the Innovating for Growth 
programme. It comprises an analysis of economy, effectiveness and efficiency, together with 
return on investment. 

7.2 Economy 

The programme has been delivered economically. For example, all procurement of external 
support providers has been carried out through an open tender process compliant with ERDF 
regulations.  

7.3 Effectiveness 

The Innovating for Growth programme has contributed to delivering the objectives of a number 
of strategies and policies, as shown in Section 2.2.1 of this report. 

Set out in Table 7.1 is an assessment of the extent to which the Innovating for Growth 
programme has been successful in meeting its specific programme level objectives.  

Table 7.1: Effectiveness of the Innovating for Growth Programme 

Objective 
Achievement of 

the objective  
Comments 

To support London’s SMEs in growing 
and creating jobs. 

√√√ 

The programme has exceeded its 
targets in relation to businesses 
growing and employment creation. 
These targets are forecast to be 
further exceeded in future. 

To support London’s SMEs in 
integrating new products, processes 
and services into their business 
operations. 

√√√ 
The target for businesses integrating 
new products, processes and services 
has been exceeded. 

To promote equality and sustainability 
by ensuring that businesses owned by 
people from different groups are 
supported and businesses with an 
environmental focus are supported. 

√√√ 

The programme has exceeded its 
targets in relation to these groups. 

 

√ = minimal achievement             √√= moderate achievement            √√√ = significant achievement      
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7.4 Efficiency 

Table 7.2 below sets out the public sector economic costs and benefits for the Innovating for 
Growth programme.  It identifies the cost per net additional job and the Benefit Cost Ratio 
(BCR), based on a comparison of the net additional GVA impact and public sector cost thus 
providing an assessment of the efficiency of the Innovating for Growth programme to date. 

Table 7.2: Value for money of the Innovating for Growth Programme (London level) 

  Total cost ERDF cost 

A Cost  £1,959,389 £979,695 

B Businesses assisted 241 

C Businesses improving performance 117 

D 
Businesses integrating new products, processes or 
services 

189 

E Gross jobs created 249 

F Net jobs created 186 

G Net GVA increase (£) £14,861,736 

H=A/B Cost per business assisted £8,130 £4,065 

I=A/C Cost per business improving performance £16,747 £8,373 

J=A/D 
Cost per business integrating new products, process or 
services 

£10,367 £5,183 

K=A/E Cost per gross job created £7,869 £3,935 

L=A/F Cost per net job created £10,534 £5,267 

M=G/A Ratio of GVA increase to ERDF cost 7.6:1 15.2:1 

The review of RDA spending undertaken for BIS13 identified a range of potential benchmark 
ratios.  These included ‘return on investment’ (ROI) ratios which compare public sector costs 
with the cumulative net additional GVA impacts.  The London regional average figure for 
business development and competitiveness interventions was 2.1:1 for GVA impacts already 
achieved. The ratio for the Innovating for Growth programme, at 7.6:1, is significantly above this 
figure.  

The review also set out the cost per net additional job figures for a number of business 
development and competitiveness interventions in London. These ranged from £1,990 to 
£259,000. The figure for the Innovating for Growth programme is towards the lower end of this 
range. 

As identified in the benefits section, a significant number of jobs are forecast to be delivered in 
2016. Therefore, an assessment of the efficiency of the programme in relation to outputs and 
outcomes projected for the end of 2016 (based on survey data) has also been carried out. This is 

                                                           
13

     DBERR / PWC (March, 2009), Impact of RDA Spending 
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presented in Table 7.3 and shows that the unit costs per outputs and outcomes and the GVA to 
funding ratio could greatly improve.    

Table7.3: Value for money of the Innovating for Growth Programme to 2016 (London level) 

  Total cost ERDF cost 

A Cost  £1,959,389 £979,695 

B Businesses assisted 241 

C Businesses improving performance 157 

D 
Businesses integrating new products, processes or 
services 

197 

E Gross jobs created 515 

F Net jobs created 385 

G Net GVA increase (£) £21,001,257 

H=A/B Cost per business assisted £8,130 £4,065 

I=A/C Cost per business improving performance £12,480 £6,240 

J=A/D 
Cost per business integrating new products, process or 
services 

£9,946 £4,973 

K=A/E Cost per gross job created £3,805 £1,902 

L=A/F Cost per net job created £5,089 £2,545 

M=G/A Ratio of GVA increase to ERDF cost 10.7:1 21.4:1 

The review of RDA spending also identified a future potential ROI ratio for London for business 
development and competitiveness interventions. This was 5.0:1. The programme is therefore 
expected to greatly exceed this ratio by 2016. 

The survey indicates that the programme will continue to deliver benefits in the longer term, 
with jobs continuing to be created until 2019 and GVA until 2027. Table 7.4 shows the unit costs 
per outputs and outcomes to 2027.    
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Table 7.4: Value for money of the Innovating for Growth Programme to 2027 (London level) 

  Total cost ERDF cost 

A Cost  £1,959,389 £979,695 

B Businesses assisted 241 

C Businesses improving performance 187 

D 
Businesses integrating new products, processes or 
services 

215 

E Gross jobs created 745 

F Net jobs created 558 

G Net GVA increase (£) £51,566,488 

H=A/B Cost per business assisted £8,130 £4,065 

I=A/C Cost per business improving performance £10,478 £5,239 

J=A/D 
Cost per business integrating new products, process or 
services 

£9,113 £4,557 

K=A/E Cost per gross job created £2,630 £1,315 

L=A/F Cost per net job created £3,511 £1,756 

M=G/A Ratio of GVA increase to ERDF cost 26.3:1 52.6:1 

By 2027, therefore, the Innovating for Growth programme is forecast to have an ROI which is 
significantly above London benchmarks. The cost per net additional job will also be comfortably 
towards the lower end of the benchmark scale. 
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8 Future demand 

8.1 Introduction 

This section identifies the extent to which there is likely to be demand for the programme in the 
future and the type of services which businesses would like to see provided. It is based on 
survey responses and case studies. 

8.2 Potential ongoing demand 

The survey responses indicate very strongly that there will be a continuing need for the type of 
support provided by the programme, with 98% of respondents stating that there will be 
continuing demand. A number of reasons were given for the high level of ongoing demand, with 
the most commonly cited being set out in Table 8.1. 

Table 8.1: Reasons for ongoing demand  

Requirement Number % 

Other support providers are prohibitively expensive 100 84% 

Lack of in-house knowledge and expertise 96 81% 

Quality of other support is unknown 70 59% 

Source: beneficiary survey, 2015  

Note: 119 beneficiaries responded to this question. Beneficiaries were not limited to only one response 
to this question 

8.3 Types of support required in future 

Among beneficiaries who stated that they would need support similar to that provided through 
the Innovating for Growth programme, 87% stated that the programme should continue to 
offer the same services as it currently offers. Among additional services and opportunities which 
beneficiaries would like to see offered, further support in relation to IP commercialisation and 
the opportunity to collaborate with other businesses were the most common requirements.   

Table 8.2 identifies the most common responses in relation to what additional services the 
programme could offer going forward.  
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Table 8.2: Business views of what the Programme should offer in future  

Requirement Number % 

Opportunities to collaborate with other businesses 75 61% 

Guidance on feasibility and market demand 68 55% 

IP commercialisation consultancy 74 60% 

Export advice 71 58% 

Opportunities to work with Innovating for Growth graduates 66 54% 

Business model canvas 64 52% 

Leadership training 69 56% 

Recruitment advice 72 59% 

Financial advice 5 4% 

Funding advice 4 4% 

Source: Beneficiary survey, 2015 

Note: 123 beneficiaries responded to this question. Beneficiaries were not limited to only one response 
to this question 

8.4 Contextual rationale 

Section 2.2 of this report demonstrated that there is still a demand for the type of support 
provided through the Innovating for Growth programme based on the current policy context, 
with issues such as small business support, innovation and environmental sustainability all being 
emphasised in a range of strategies and policies from the national to the London level.   

In addition, this report has shown that the programme has been successful in addressing the 
barriers to growth faced by London’s small businesses and in meeting the objectives of 
beneficiary businesses. This also suggests that there will be a continuing demand for the type of 
support provided through the programme. 

8.5 Potential for a beneficiary-contribution based service 

63% of beneficiaries stated that they would be willing to pay for the type of support provided 
through the Innovating for Growth programme. Among those businesses which were willing to 
pay, the mean contribution that they were willing to pay was £1,073 and the median was 
£1,000. This indicates that, if The British Library were to consider moving towards a 
contributions based service, it should set the contribution level in the region of £1,000. 
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9 Conclusions and lessons learned  

9.1 Introduction 

This section sets out the main conclusions of the evaluation. It also identifies a number of 
lessons that can be learned from the programme.  

9.2 Conclusions 

The British Library is a very well-known physical landmark and trusted institution.  However, the 
BIPC was established only in the last decade and the Innovating for Growth programme, whilst a 
natural evolution of the BIPC service offer, began less than four years ago.  In this relatively 
short time the programme has added to the perception and reality of The British Library brand 
as a trusted source of information, guidance and support.  The programme has done this 
through delivering a very well managed service - from selection of external delivery partners 
and recruitment of SME participants to tracking of the customer journey and associated impacts 
during and after programme completion.  Throughout the process there has been a clear and 
continued focus on meeting the spirit as well as the letter of the programme’s contract 
requirements and ambitions.   

The excellent programme management, combined with expert and committed internal and 
external support providers and a focus on client business relationship management, has created 
a truly positive experience for all involved.  The allocation of a dedicated Relationship Manager 
to each business as it progresses through, and graduates from, the programme whilst relatively 
resource intensive as a percentage of the total project budget, is a particularly crucial feature 
providing a human face as well as an efficient feedback and communication and logistics route 
between clients, support providers and the administrative team.   

As a result of the efficient management processes and high quality support, the programme has 
exceeded all its specific targets - in terms of businesses assisted the target of 200 was exceeded 
by 41, an over-delivery of some 20%. Similarly the new jobs created target of 200 of which 33 
were expected to be innovation based has also been exceeded.  Based on results from the 
independent survey, 249 have been created to date, exceeding the target by almost 25%.  These 
jobs have been created by an estimated 96 SMEs. Equally notably, of the 241 businesses 
completing the programme, the survey indicates a total of 178 expect to create jobs, meaning 
that by 2016 a total of 515 jobs are expected to be generated as a result of the support.  The 
increase in jobs to date is associated with a significant increase in GVA to the economy. At 
approximately £15,000,000 this net additional increase vastly exceeds the £3,844,267 target set 
for the programme at the outset. The programme has also had a number of important wider 
impacts for SMEs including: improving management skills; encouraging exports; and increasing 
IP awareness. All of these are likely to increase further entrepreneurial activity and business 
resilience. As well as being highly effective, the programme has also been very efficient as set 
out in Table 9.1. 
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Table 9.1: Value for money of the Innovating for Growth Programme (London level) 

 Total cost ERDF cost 

Cost  £1,959,389 £979,695 

Businesses assisted 241 

Businesses improving performance 117 

Businesses integrating new products, processes or 
services 

189 

Gross jobs created 249 

Net jobs created 186 

Net GVA increase (£) £14,861,736 

Cost per business assisted £8,130 £4,065 

Cost per business improving performance £16,747 £8,373 

Cost per business integrating new products, process or 
services 

£10,367 £5,183 

Cost per gross job created £7,869 £3,935 

Cost per net job created £10,534 £5,267 

Ratio of GVA increase to ERDF cost 7.6:1 15.2:1 

On all measures of efficiency the programme can be judged to have delivered good value for 
money. The cost per net additional job, at £10,534, is at the very lower end of benchmark ratios 
and the return on investment at 7.6:1 compares very favourably with other business support 
programmes. 

Unsurprisingly, the levels of satisfaction with the programme among SMEs is very high, with 
over 90% very satisfied or satisfied with the application process, the administration and many 
aspects of the individual support modules. Most notably, 98% of those completing the 
programme stated they would recommend it to others.  This level of satisfaction is likely to 
result from the immediate benefits clients realised as well as the experience as a whole with 
many stating that they felt personally as well as professionally supported and that it was of huge 
benefit being part of a team.  Not being left unsupported on completion of the programme was 
also seen as a positive aspect of the programme, with 75% giving this aspect of the programme 
a very satisfied or satisfied rating.  Many of the businesses surveyed including those who choose 
not to participate once selected stated that there was a continuing need for the type of support 
offered with further support in relation to IP commercialisation and the opportunity to 
collaborate with other businesses amongst the most common requirements.   

With regard to SAV, the programme has had some important successes.  The service, in addition 
to being of high quality, is filling a gap in the business support landscape, particularly for its 
strong current client base of entrepreneurs from minority backgrounds.  Through its support, 
many businesses have experienced growth to date, as reported by almost half those completing 
the programme, and a larger number (157) expecting growth in the future as a result of the 
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support received.  The programme has built on the strong linkages with strategic partners 
already established as part of the BIPC core activity.  The focus to date has been on developing 
linkages with a view to raising awareness of the programme to attract applicants rather than 
collaboration on support needs or referral of clients to related support providers. Given the 
relatively short life of the programme as opposed to the BIPC, its ability and reach to use its 
organisational capacity and knowledge and expertise to improve information exchange and 
knowledge transfer or coordination of the design and delivery of interventions between 
partners has arguably been limited.  Whilst the visibility and presence of the programme is not 
considered to be high across the landscape, it is strong with a small number of partners. It can 
be expected that going forward, armed with the intelligence it has gathered in delivering the 
programme, the team and the Library will be in a strong position to shape the support 
landscape across London and arguably in a wider geography. 

The successful outreach to entrepreneurs from minority backgrounds contributes to a large 
extent to generating interest in the programme from these groups.  As these groups more often 
establish businesses in the creative sector and the care and leisure sectors these are the sectors 
that predominate in the programme’s client base. Whilst there are a number of businesses that 
could be classed as technology based, for example software development, their representation 
is not strong and the majority could be categorised as low tech manufacturing or service. If, as 
has been suggested, the IP focus of the BIPC and the programme is not relevant to the needs of 
the businesses, attracting such businesses may require specific marketing and strategic 
partnering so that opportunities are not lost. 

9.3 Lessons learned 

The evaluation has identified a number of key lessons which reinforce a number of existing best 
practice aspects of the programme and others which could improve the future provision of 
research and innovation support for businesses, as set out below:   

 a structured approach to individual business engagement and targeting of support can 
lengthen and deepen business engagement and lead to greater impacts.  In this process the 
offer becomes a continuum and pathway of support available rather than discrete elements 
of support. Assigning ‘Relationship Managers’ not involved in delivering support to 
individual businesses facilitates the transition through the pathway of support and enables 
a more detailed knowledge of the business and its needs to be developed.  Coupled with an 
understanding of the wider BIPC and Library offer, this contributes to a more bespoke and 
managed ‘package’ of support; 

 all client facing support providers need to have an awareness of the customer journey and 
how this fits with the wider landscape of support so that SMEs can be signposted and 
helped access complementary provision; 

 all wider strategic aims and objectives of the programme such as collaboration and best 
practice sharing with other support providers, as well as the specific programme contracted 
outputs such as numbers and types of businesses to be assisted, need to be communicated 
and become the responsibility of the project manager.  Internal key performance indicators 
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could be developed to reflect and track the progress towards these wider strategic aims 
and objectives; 

 given The British Library’s major role in developing and chairing the Knowledge Quarter 
around St Pancras, its membership of the Digital Catapult and its substantial investment in 
digitising its resources more generally, the STEM sectors present close synergies and 
opportunities for future focus for recruitment and use of the BIPC; 

 where a new support service (either new to the supplier and/or new to the target 
audience) is being offered considerable initial and on-going resource is needed to market 
the service across all marketing channels. The more novel the service the more effort is 
required. Associated with this is the need for outward facing business liaison resource; 

 the programme website needs to be fit for purpose in content and design and reflect the 
innovation focus of the programme;  

 the use of technology to deliver content, for example, webinars should be maximised; 

 achieving sustainability is a key factor in being able to maintain business support services 
beyond funded programme periods. It may be valuable to explore generating income from 
a range of sources including:  

 offering services on a partial commercial basis;  

 alumni funding; and 

 corporate sponsorship.  

 regular review of the effectiveness of services, individually and collectively, is needed to 
ensure they remain relevant and are being effectively and efficiently delivered and that all 
resources, including space, are fully contributing to the delivery of the programme’s aims 
and objectives, both strategic and operational.  
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Appendix A: Case Studies 
 

 
 

Sno 
 
 

 
 

 
 

Richard Sinclair (Chief Executive Officer) 
 

About the company 

Sno is an online travel agent focused on the winter holidays market. The company is the fastest growing 
ski travel business in the UK. Sno offer over one million skiing and snowboarding holidays online in over 
200 of the world's top ski resorts. The company is located within the London Borough of Wandsworth.  

Experiences on the Innovating for Growth programme 

Sno joined the Innovating for Growth programme in January 2014. The company had no previous 
experience of working with The British Library and learned of the programme through an internet search 
of business support available in London. The company found the application process to be 
straightforward.  

Sno joined the Innovating for Growth programme because, as a new start business, there was a lack of 
experience and expertise within the team in relation to some aspects of business management and 
operations.  

The company found the most beneficial parts of the support programme to be the product development 
and strategy modules. The product development module gave Sno the confidence to target new and 
undeveloped parts of their market, such as the luxury holiday sector. The strategy module allowed the 
company to identify where the business was going and, given the company’s long list of plans and ideas 
but limited resources, to prioritise its activities.  

Activities undertaken as a result of the support provided and the benefits arising 

As a result of the support provided, Sno are now active in new product areas, such as the luxury market 
and have started innovating in relation to travel technology. The company has also completed its 
website content as a result of the support provided. Furthermore, Sno has improved its market presence 

https://www.sno.co.uk/
https://www.sno.co.uk/
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by communicating with customers and putting their comments on the website.  

The support provided through the Innovating for Growth programme has allowed Sno to benefit from 
additional expertise in areas of business management which the company did not have internally. 

The company’s turnover has increased from £1.3 million to £2.3 million since joining the programme, 
largely as a result of the support provided. Two jobs have also been created at the company as a result 
of the growth resulting from the Innovating for Growth support.  

Going forward, Sno plan to implement a Customer Strategy which will utilise social media and link this to 
the website. It will also include a reward system for customers providing reviews. The company also plan 
to develop an app to support marketing.  

Potential improvements to the programme 

Sno are currently searching for funding to support their continual growth. The company believe that the 
programme would benefit from a dedicated funding expert as young businesses in particular find access 
to finance to be a major issue.   

Other comments 

Sno would like the Innovating for Growth programme to remain free to small businesses as many 
businesses have the potential for growth but lack the resources to pay for support. The company believe 
that there would be less demand for service funded through beneficiary contributions.  
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Vertigo Ventures 
 
 

 

 
 

 
 

Bokani Tshidzu and Laura Fedorciow (Co-Founders)  

About the company 
 
Vertigo Ventures was founded in 2009 and is located in the City of London local authority area. The 
company provides consultancy services to businesses and universities, focusing on measuring impact 
and identifying achievements. The company also provides support to clients through an innovative 
software tool, VV-Impact Tracker, which helps clients to plan for and report social, economic and 
environmental impacts. 

Experiences on the Innovating for Growth programme 

Vertigo Ventures became aware of the Innovating for Growth programme due to their use of The British 
Library as a research base and through previous research work carried out for The British Library. This 
awareness prompted the company to apply for support through the programme, with the application 
process being straightforward.  

Vertigo Ventures found all of the support provided to be of value in supporting all aspects of the 
business, although the business strategy element was of most value. This is because the company at the 
time of application was consultancy focused. The support provided through the strategy element of the 
programme allowed the company to add a software tool to its service offer, on a subscription basis.  
This software tool, the VV-Impact Tracker, allows researchers to plan for and report social, economic 
and environmental impact.  

Activities undertaken as a result of the support provided and the benefits arising 

The support provided through the Innovating for Growth programme has allowed Vertigo Ventures to 
launch its software tool, with a consequential scaling up of the businesses activities. The support 
provided through the programme has also made the company more aware of the importance of 
branding. As a result, Vertigo Ventures now works with a design agency to prepare brochures and other 

http://www.vertigoventures.com/
http://www.vertigoventures.com/
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marketing materials rather than producing these in-house.   

The support provided through the Innovating for Growth programme has helped the company to double 
its client base and turnover through strategic targeting of research and industry sectors. The company 
now has most of its clients on multi- year contracts and expects to quadruple its client base and 
turnover over the next year. In relation to employment, the company expect to recruit one additional 
staff member over the coming year. 

The company has also expanded its supplier base, with consequential impacts in terms of the 
performance of its suppliers. These suppliers are not based only in London. For example, one of its 
suppliers is based in Birmingham. The support provided has therefore had positive impacts both in 
London and beyond. 

Future actions 

Vertigo Ventures is continuing to grow and the assistance provided through the Innovating for Growth 
programme will support this growth. For example, the company is now aware of the need to maintain 
and strengthen its branding activities through, for example, continuously re-evaluating the messages it 
sends to current and potential clients and updating and reviewing its website. This is considered to be 
particularly important as the company’s website is the primary source of information about the 
company among potential clients.  

Other comments 

Vertigo Ventures emphasised that the team at The British Library had been very supportive throughout 
the programme and have also supported the company since graduation. For example, The British Library 
have allowed Vertigo Ventures to use space at The British Library for meeting clients. 
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Pobble 
 
 

 

 

 
 

 
 

Jonathan Smith (Chief Executive Officer)  

About the company 

Pobble allows teachers to showcase children’s work on an ‘online classroom wall’, extending its reach 
beyond the individual school. It provides a safe, online educational platform that raises literacy 
standards by giving young writers a worldwide audience for their written work. This audience, which 
includes teachers, parents and authors, provides comments and feedback on their work, motivating the 
young writers to practice more and increase their engagement with writing in the classroom. Pobble 
was originally called ‘LendMeYourLiteracy’ and is located in Islington. 

Experiences on the Innovating for Growth programme 

Pobble joined the Innovating for Growth programme in order to take advantage of the offer for support, 
particularly in relation to legal issues such as trademarks and issues such as market research and 
branding. The company had no previous experience of working with The British Library.   

Pobble was considering to rebrand the business while on the programme. Therefore, the most valuable 
aspects of the support were the workshops on branding and the support provided in relation to issues 
such as trademarking and registering the business. The important legal foundation for the new brand 
was made with a yearly follow-up session with the programmme’s IP consultant. 

The Relationship Manager was seen as being very helpful and regularly contacted the company to 
discuss progress and whether any further support was needed. The Relationship Manager also ensured 
that Pobble were given additional assistance in relation to trademarking, an area of particular concern 
for the business.  

The British Library has also helped Pobble by allowing the business to use meeting space. 

Activities undertaken as a result of the support provided and the benefits arising 

The support provided through the Innovating for Growth programme has played a key role in the 
rebranding of the company. The company has also improved and widened its product offer and 
developed an effective sales channel. This has resulted in the company increasing employment levels 

https://www.pobble.com/
https://www.pobble.com/
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from 7 people to 22 and an increase in turnover of 275% in the last year. A similar increase in turnover is 
forecast for the coming year, with the company estimating that a further five new staff members will be 
taken on. Prior to receiving support, the company only sold its products in two countries including the 
United Kingdom. This has now increased to 10 countries.    

Being associated with The British Library and using the Innovating for Growth logo has helped 
strengthen the company’s profile.  

Future actions 

The company is discussing potential collaborations with The British Library, such as school visits to the 
Library. These discussions are at an early stage. 

Strengths and weaknesses 

Pobble view the major strengths of the programme to be the help received from the Relationship 
Manager and the quality of some of the workshops.  

The only concern was that the programme could be more flexible by allowing businesses to have more 
support in issues of more importance to them while dropping those sessions which were of less 
importance.  

Other comments 

Pobble would definitely recommend the Innovating for Growth programme to other businesses. 
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Bourgeois Boheme 
 
 
 
 

 

 

 
 

 
 
Alicia Lai (Founder & Director) 

About the company 

Bourgeois Boheme is based in Richmond and was founded in 2005. The company sells ethically 
produced shoes made from vegan leather and natural materials. 

Experiences on the Innovating for Growth programme 

Bourgeois Boheme joined the Innovating for Growth programme because, as a small company, working 
with a reputable organisation such as The British Library was seen as advantageous. Another attraction 
was the availability of free support. The company had no previous experience of working with The 
British Library.  The company joined the programme in January 2015. 

Bourgeois Boheme found the most valuable aspect of the programme to the branding workshop. This 
prompted the company to reflect on its own branding activities. The support provided in relation to 
business strategy was also valuable as this allowed the company to review its business model and make 
sure its business processes were appropriate.   

The company was advised to further explore the vegan market while on the programme. It was also 
advised to develop a marketing plan including a strategy, the use of social media and the setting of 
objectives.  

The company also benefited from market research into ethical and luxury fashion markets both in the 
UK and overseas. 

The Relationship Manager was seen as being very helpful.  

Activities undertaken as a result of the support provided and the benefits arising 

As a result of the support provided, Bourgeois Boheme has improved the branding of the company and 
redesigned its business model. Although the company was already carrying out these activities, the 
support provided has ensured that the company is now getting these activities right.  

Since joining the programme, the company has seen both its employment and turnover increase. Over 

http://www.bboheme.com/
http://www.bboheme.com/
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the next year, the company expects its turnover to further increase by between 15% and 20% and to 
hire an additional part-time employee. 

Other benefits of being on the programme are that the networking opportunities provided through the 
programme have allowed the company to discuss issues with other beneficiaries and learn from the 
experiences of these businesses. There have also been image benefits resulting from being associated 
with The British Library.   

Future actions 

Over the next year, as a result of the support provided, the company will further strengthen its branding 
and business processes and move to a cloud based accounting system. It will also review its logistics and 
strengthen its team. 

Potential improvements 

Bourgeois Boheme would like to see two additional sessions towards the end of the programme in areas 
in which particular businesses have concerns. For example, the company would have liked additional 
sessions on branding.   

Other comments 

Bourgeois Boheme emphasised that Innovating for Growth is a very good programme which provides 
high quality support.  
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Only Eggless 
 
 

 

 
 

 
 

Prakash Patel (Founder and Director), left, 
with I4G Mentor Rasheed Oguniaru, right  

About the company 

Only Eggless is based in Harrow. The company produces and sells cakes made without eggs. Only Eggless 
joined the Innovating for Growth Programme in September 2013. 

Experiences on the Innovating for Growth programme 

Only Eggless learned of the programme through Barclays and had no previous experience of working 
with The British Library. The company joined the programme in September 2013 and enrolled because 
they wanted an outsider’s view of their operations and to receive professional advice and new ideas.  

The company found all aspects of the programme to be beneficial, with the marketing support being of 
most value as the company needed to grow the market for its particular type of cake. The support in 
developing new products and services was also beneficial.  

Activities undertaken as a result of the support provided and the benefits arising 

As a result of the support provided Only Eggless redesigned its website. The company marketed their 
eggless cakes under a different name without highlighting the fact that they were made without eggs. 
This has resulted in employment doubling to 50 and turnover increasing from £200k to about £1 million. 

Future actions 

Going forward, the company will develop a new business plan based on the support provided and will 
also establish a premium brand. Other plans include the use of pop-up shops in targeted locations.  

Potential improvements 

The only improvement that Only Eggless would like to see is the programme lasting longer with more 
sessions. This would also allow the activities of beneficiaries to be re-evaluated on an ongoing basis.    

Other comments 

Only Eggless are very grateful for the support received and have learned a lot through the programme. 

https://www.onlyeggless.com/
https://www.onlyeggless.com/
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NU Creative Talent 
 
 

 
 

 
 

 
 

Subhan Uddin (Co-Founder and Consultant) 

About the company  

NU Creative Talent is a recruitment consultancy specialising in jobs in media, advertising, marketing, 
creative industries, graphic design and other creative activities. The company is located in London 
Bridge.  

Experiences on the Innovating for Growth programme 

NU Creative Talent had been in business for one year when they joined the programme. The company 
had never worked with The British Library previously and heard about the programme through a friend 
who had been on the programme. NU Creative talent joined the programme because, as a recently 
created business, assistance was considered to be important in helping the company to develop and to 
improve their operations in a competitive sector. 

The company found the most valuable parts of the programme to be the branding and business strategy 
modules. The support in relation to branding gave the company a better understanding of how to 
position the business and the business strategy support allowed the company to plan and prioritise its 
activities. The IP support was also valuable as this was an area in which the business had no prior 
knowledge.    

Activities undertaken as a result of the support provided and the benefits arising 

NU Creative Talent believe that all of their activities since joining the programme have been influenced 
by the support provided. For example, the company has now set a target of achieving five reliable clients 
and has also improved its website content. Furthermore, the company now has the confidence to turn 
down potential clients and focus on better projects. Previously, the company would always accept 
clients even though in some cases this resulted in inefficient use of time and resources. The company 
has also developed a focused marketing strategy using social media.  

NU Creative Talent has seen a turnover increase of between 20% and 30% as a result of the support 
provided and expects further increases in the future.   

Potential improvements 

A potential improvement identified was that some of the modules could be divided into two sessions so 
that it would be easier to assimilate all of the information provided. Another potential improvement was 

https://www.nucreativetalent.co.uk/
https://www.nucreativetalent.co.uk/
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that the programme could be spread over a longer period to allow businesses to prepare for the support 
sessions. 

Other comments 

NU Creative Talent were very impressed with the programme and the people providing the support. The 
company learned a lot and hope that the programme can continue and expand. 
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Appendix B: Consultees 

British Library Innovating for Growth management 
and delivery staff 

 

Isabel Oswell Head of Business Audiences 

Christina Murphy Innovating for Growth Project Manager 

Julie Simpkin Innovating for Growth Relationship Manager 

Jeremy O’Hare  Innovating for Growth Relationship Manager 

Francesca Cesare-Pintorno Management Information & Programme 
Coordinator 

Irini Efthimiadou Growth Programme Service Liaison Manager 

Neil Infield Business & IP Centre Service Manager 

Jess Mahoney Business Partnership Manager 

  

External Innovating for Growth Support Delivery 
Providers 

 

Robert Foster Red Ochre 

Uday Thakkar Red Ochre 

Amanda Prout Gearing Up 

Debbie Venn ABS Law 

Sandra Bullen ABA 

Alistair Bullen ABA 

Christopher Pett Makers 

Project Board Member  

Jim Shaikh Yoomi 

External Stakeholders  

John Spindler Capital enterprise 

Olu Omosini Greater London Authority (GLA) 

 

Case Study Consultees  
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Richard Sinclair (Chief Executive Officer) Sno 

Laura Fedorciow (Director) Vertigo Ventures 

Jonathan Smith (Chief Executive Officer) Pobble 

Alicia Lai (Director) Bourgeois Boheme 

Prakash Patel (Director) Only Eggless 

Subhan Uddin (Director NU Creative Talent 
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Appendix C: Sample Topic Guides 
British Library – Innovating for Growth Evaluation -                                                

Consultation Topic Guide (Delivery Partners) 

1 What elements of the Innovating for Growth programme did you / your organisation 
deliver? 

  
 
 
 
 
 

2 What experience of delivering similar support did you have prior to being contracted 
by The British Library?  

  
 
 
 
 
 
 

3 What lessons did you learn, both positive and negative, from your previous experience 
which you applied to your work on the Innovating for Growth programme? 

  
 
 
 
 
 
 
 

4 Do you think the level of support provided to businesses through your element of the 
programme was sufficient? If not, why not? 
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5 If some of the beneficiaries needed additional support in your area of expertise, were 
you able to provide this? If so, was this at an additional cost to beneficiaries? 
If you were not able to provide additional support, did you signpost beneficiaries to 
other organisations which could help?   

  
 
 
 
 
 
 

6 To what extent did the support provided respond to growth needs of individual 
business? 

  
 
 
 
 
 
 

7 To what extent did you liaise with other delivery partners on the programme, for 
example to identify improvements which could be made in programme delivery?  

  
 
 
 
 
 
 

8 Did you recommend the programme to other businesses with which you have worked? 

  
 
 
 
 
 
 

9 What were the most positive aspects of working with The British Library? 
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10 Did you encounter any difficulties in working with The British Library? 

  
 
 
 
 
 
 
 

11 What do you consider to be the main strengths and weaknesses of the programme? 

 Could you comment specifically on: 

 The role of the relationship managers 

 The component parts of the support 

 Management of the programme 

 
 
 
 
 
 
 

12 Have you learned any lessons from your involvement in the programme that you will 
adopt in your other support activities?   

  
 
 
 
 
 
 
 

13  Do you think there are any additional support activities that should be provided 
through the programme to support SME growth in London?   
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14 Are there any other comments you would like to make?  
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Innovating for Growth: Topic Guide for the internal team 

Note: Questions to be used to prompt discussion rather than to direct and 
constrain.  Not all questions applicable to all interviewees. 

Name:  

Job title:  

Contact telephone number:  

Contact email:  

Role within Innovating for Growth or 
relationship with Innovating for Growth 

(explore in detail to guide question focus)  

 

Date role established/length of time with 
Innovating for Growth 

 

Aims, objectives, relevance   

What do you think are the main aims of 
Innovating for Growth? 
 
Which activities have been given priority (in 
terms of staff time/funding)?  Has this 
changed over time? 
 

 

Have the aims and objectives changed as the 
programme has become more established, if 
so why do you think this is? (in response to 
demand?, changing internal or external 
circumstances?)  
 
To what extent do you think the aims and 
objectives of Innovating for Growth 
are/were relevant to the needs of the 
proposed clients?   
 
 

 

Management and delivery arrangements (including partnership working and linkages) 

Can you describe the internal management 
and reporting structures for Innovating for 
Growth and if/how these have changed over 
time?  
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Do you think the internal management and 
delivery arrangements for the project have 
been/are appropriate?  Can you give reasons 
for your answer 
 
Are there clear roles and responsibilities, and 
management arrangements in place for staff 
and clients? 
 
Could they be improved and if so how? 

Do you think the external management 
arrangements by DCLG /GLA are appropriate 
and have they changed over time?   
 

 

If required, has there been sufficient 
flexibility (from the ERDF Managing 
Authority and BL) to change strategic 
direction/operational delivery in response to 
need? 
 

 

What methods have been used to target, 
market and promote the support and offer 
from Innovating for Growth? 
 
What criteria/process have/are being used 
to select beneficiaries/service users? 
 

 

How does the programme fit within the 
overall landscape of innovation/business 
support within London? 

 Competitors? 

 Collaborators? 
 
 
 

 

Has the programme developed links with 
other innovation/business support activities 
within London to ensure that businesses are 
directed towards the most appropriate 
support provider? If so which? 

 Other Business Support Providers? 

 Innovation centres? 

 IP Providers 
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How strong are the linkages with other 
providers? Could these usefully have been 
stronger? If so, what could have been done? 
 
 

How does the programme fit with the BL’s 
strategic plan and the wider IP, research and 
innovation offer? 
 
How does it fit with wider BL management 
structures? 
 
What have been the most positive and 
negative elements of the project relationship 
with the BL? 
 

 

Performance, impacts and additionality  

How well do you think the Innovating for 
Growth physical facilities contributes to 
delivering the Innovating for Growth 
programme objectives? 
 
What works particularly well?  Less well? 
 
Is there any aspect you would change? 
 
Was a physical facility needed to deliver 
Innovating for Growth objectives? 

 

To what extent do you think the overall aims 
and objectives of Innovating for Growth are 
being achieved or have been achieved? 
 
This needs to cover the full range: 
 
What aspects of Innovating for Growth’s 
activities do you think are contributing to 
these;  
 

 

To what extent do you think the programme 
has embedded consideration of equality and 
diversity into the design and delivery of the 
support? 
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Innovating for Growth programme output 
claims indicate that the projected outputs 
(related to BA, have been exceeded). What 
aspect(s) of the Innovating for Growth 
programme design/delivery has 
(significantly) contributed to this?  

 Marketing? Awareness?  

 The design/package of support 
services on offer? 

 Economic climate? 

 Other? 
 
Could more have been done? 
 
To what extent do you think the GVA and 
jobs outputs will be achieved? 
 
Please explain what factors influence the 
expectation of meeting or over/under 
performance. 

TARGETS: 
include details 
 
 
 
 
 
 
 
 
 
 
 
 
 
GVA /jobs – to be explored through the survey  
 
 
(note to AMION team to include targets) 

Do you think the activity you have been 
involved in represents value for money? 
(explore components of VFM) 
 

 

 
What has worked well/less well with these 
initiatives/activities? 
 
As a driver for new ideas/innovation how 
would you rate Innovating for Growth’s 
overall achievement? 
 
1,2,3,4,5 (1 low 5 high) 

 

 
Has Innovating for Growth become/or when 
will it become financially viable?   
 

 

Are arrangements in place to ensure the 
sustainability of impacts and continuation of 
support? 
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To what extent has the BL benefitted from 
the Innovating for Growth programme? 
 
For example has it: 

 improved the reputational and 
image benefits 

 assisted in the development of links 
with business R&D staff and 
researchers elsewhere in London, UK 
as a whole? 
 
 
 

 

 

Strategic Added Value of Business Support & Wider Activity 

Has Innovating for Growth and its partners 
encouraged other organisations to adopt 
new ways of working and provide new 
services to promote innovation within SMEs?  
 

 

Has Innovating for Growth played a role in 
raising awareness of the needs of SMEs 
through the project? 
 

 

Has Innovating for Growth filled a gap in the 
market by assisting SMEs to innovate? 
 
Has it reduced duplication of support by 
joining activities up?  
 

 

Has Innovating for Growth helped in the 
dissemination of good practice in supporting 
research and development and innovation 
across the region and the country through 
the project?   
 

 

What has been the influence of Innovating 
for Growth in developing innovation in 
London enterprises? 
 
1,2,3,4,5  (1 low 5 high) 
 

 

What has worked and what has not?  

Which aspects of delivery have worked well 
and contributed most to the achievement of 
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outputs, and why do you think this is the 
case? (success factors) 
 

What has worked less well? 
 
 

 

To what extent have best practice lessons 
been identified and transferred? 
 

 

Lessons for the future  

What lessons should be learned from the 
Innovating for Growth programme?     
(prompt if necessary) 
 

 facilities design/management 

 Project management 

 Delivery support 

 Initiatives 

 Partnership working 

 

How successful do you think Innovating for 
Growth will be in continuing to attract 
businesses, in the absence of ERDF funding?     
 

 

Are there any other comments you would 
like to make? 
 
 
 

 

 

 

 

 

 



  British Library 
   Evaluation of the Innovating for Growth Programme - Final Report 

   February 2016 

 
 

Appendix D: Business Questionnaires 
 
 The British Library 

Innovating for Growth Programme Evaluation 
(Participant Businesses) 

 
  BUSINESS SURVEY 

 

 Good morning/afternoon. My name is ............. from Spirul. The British Library is carrying out an 
evaluation of the Innovating for Growth Programme.    
 
The Innovating for Growth Programme is aimed at helping businesses to grow through innovation 
e.g. entering new markets, introducing new product/services, improving business management. As 
a business owner or manager who participated in the Programme, your views on the benefits of 
the Programme are important in designing future support.  Could you spare about 25 minutes to 
answer some questions?                                                
 
All of Spirul's surveys are conducted under the Market Research Society's Code of Conduct, your 
answers will be treated as completely anonymous unless you tell us otherwise. 
 

 Section 0: Completed in advance of interview 

 
Q0  

 Case No: ___________ 

 
Q0a  

 Interviewer _____________________________________________ 

 
Q0b Identifying categories for this interviewee 
 Female .................     BAME ...................     Disabled ...............     Environmental .......    

 Not applicable .......             

 

 Section 1: Company details (completed in advance of interview, where possible) 

 
Q1 Company details 
 Business name ____________________________________________ 

 Interviewee name ____________________________________________ 

 Job title ____________________________________________ 

 Telephone number ____________________________________________ 

 Postcode ____________________________________________ 

 Business sector ____________________________________________ 
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Q2 First received support from Innovating for Growth Programme 
 2012 ..................................     2013 .................................     2014 .................................    

 
Q3 Is your business based solely in London?  
 Yes ...............................................................     

 No .................................................................     

 

 The rest of this questionnaire relates only to your business activities in 
London only. 

 

 Section 2: REASONS FOR SEEKING SUPPORT 

 
Q4 Can you tell us your main reasons for applying to take part in the Innovating for Growth 

Programme? (Write in) 
 To improve my business management skills  ..................................................................................    

 To support the development of a new product or service ..................................................................    

 To find new market opportunities ....................................................................................................    

 To increase market penetration in an existing market ......................................................................    

 To increase understanding of sector developments .........................................................................    

 To understand how to protect and exploit intellectual property ..........................................................    

 To meet other entrepreneurs in a similar position ............................................................................    

 To access British Library approved quality professional advice .........................................................    

 Lack of finance to pay for alternative chargeable support .................................................................    

 Other (please describe) .................................................................................................................    

  Please write in ___________________________________________

___________________________________________ 

 
Q5 Of the follow, which barriers to growing your business did you face before joining the Innovating 

for Growth Programme.  How helpful or unhelpful, was the Programme in overcoming the 
barriers identified? (CODE ALL THAT APPLY AND WRITE IN NUMBER) 

  Very helpful Helpful Neither 
helpful nor 
unhelpful 

Unhelpful Very 
unhelpful 

Not yet 
known 

Prefer not to 
say 

 Expertise - general 
skills to scale up the 
business 

              

 Expertise - 
managerial skills 

              

 Expertise - workforce 
skills 

              

 Market knowledge               

 Risks involved in 
growth 

              

 Ability to develop a 
profitable business 
model 
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 Understanding and 
exploitation of 
intellectual property 

              

 Accessing 
dependable 
professional advice 

              

 Competitive 
marketplace 

              

 Recruitment and 
delegation 

              

 Marketing               

 Economic downturn               

 Other               

 

 Section 3: VIEWS ON THE SUPPORT PROVIDED 

 
Q6 Prior to receiving the support through the Innovating for Growth Programme, how effective or 

ineffective did you expect each type of support received to be.?(SINGLE CODE FOR EACH) 

 

  Very effective Effective Neither 
effective nor 
ineffective 

Ineffective Very ineffective Don't know / 
won't say 

 Business strategy 
advice  

            

 Branding advice and 
workshops 

            

 Market penetration 
advice 

            

 Product and service 
offer advice 

            

 Commercial 
Intellectual Property 
advice 

            

 Business 
sustainability 
workshop 

            

 Business and market 
research 

            

 Growth Club             

 
Q7 For each type of support received, please state how satisfied or dissatisfied you were with the 

support provided.  (SINGLE CODE FOR EACH) 
  Very satisfied Satisfied Neither 

satisfied or 
dissatisfied 

dissatisfied Very 
dissatisfied 

Don't know / 
won't say 

 Business strategy 
advice 

            

 Branding advice and 
workshop 

            

 Market penetration 
advice 
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 Product and service 
offer advice 

            

 Commercial 
Intellectual Property 
advice 

            

 Business 
sustainability 
workshop 

            

 Business and market 
research 

            

 Growth Club             

 
Q8 On a scale of 1 (poor) to 10 (excellent), how would you rate your Relationship Manager in 

relation to the following factors (NUMBER FOR EACH) 
  1 2 3 4 5 6 7 8 9 10 

 Identifying other 
support providers 
who could assist 
your business 

                    

 Supporting you 
through the 
administrative 
elements of the 
Programme 

                    

 Ensuring findings of 
advice sessions 
were communicated  
across advisers 

                    

 Accessible and 
approachable 

                    

 
Q9 On a scale of 1 (poor) to 10 (excellent), how would you rate the Business Advisers in 

relation to the following factors (NUMBER FOR EACH) 
  1 2 3 4 5 6 7 8 9 10 

 Understanding your 
business needs 

                    

 Demonstrable 
experience in their 
specialist areas 

                    

 Technical skills                     

 Credibility                     

 
Q10 How satisfied or dissatisfied were you with the following aspects of the Programme? (SINGLE 

CODE FOR EACH) 
  Very satisfied Satisfied Neither 

satisfied nor 
dissatisfied 

Dissatisfied Very dis-
satisfied 

Don't know / 
won't say 

 The application 
process 

            

 The administration of 
the Programme 
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 Ongoing advice and 
support after 
completion of the 
Programme 

            

 
Q11 As a result of the support provided, how has your confidence changed in relation to these 

issues? (SINGLE CODE FOR EACH) 
  Much more 

confident 
More confident Neither more 

confident nor 
less confident 

Less confident Much less 
confident 

Don't know / 
won't say 

 Confidence to enter 
new markets 

            

 Confidence to launch 
new products / 
services 

            

 Confidence to know 
what Intellectual 
Property you have 
and how to exploit it 

            

 Confidence in 
employing more 
people 

            

 Confidence in 
understanding costs 
and pricing 

            

 Confidence to export             

 
Q12 As a result of the support provided, what if anything, have you done or plan to do differently, in 

your business?  (SINGLE CODE FOR EACH) 
  Have done Will do Don't know 

 Developed a new 
business strategy 

      

 Developed new 
products / services 

      

 Developed or 
improved branding 

      

 Developed new 
management 
structures 

      

 Developed new 
business processes 
and systems 

      

 Understood and 
used intellectual 
property to generate 
commercial gain 

      

 Identified new target 
markets 

      

 Sought external 
advice 
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 Used additional 
British Library 
Business and IP 
Centre support 

      

 Increased 
networking and 
collaboration with 
other businesses 

      

 Started or increased 
exporting 

      

 Other       

 No changes       

 
Q13 What do you think is particularly good and bad about the support provided through the 

Innovating for Growth Programme? (WRITE IN) 
 Good  ........................................................     Bad ............................................................    

  .................................................................      ..................................................................    

  .................................................................      ..................................................................    

 
Q14 Would you recommend the support provided by the Innovating for Growth Programme to other 

businesses? (SINGLE CODE ONLY) 
 Yes  ..............................................................     

 No .................................................................     

 If No , please explain why? ____________________________________________ 

 

 Section 4: IMPACT OF SUPPORT 

 
Q15 Has the support provided had… (SINGLE CODE) 
 A measurable economic impact on the 

business already   (GO to Section 5 then 7)   
(Employment, turnover, profitability)                                                                          

 .....................................................................  

  Go to Q16 

 A measurable economic impact on the 
business already and a further measurable 
impact in the future  (GO to Section 5 then 6)      

  Go to Q16 

 No measurable economic impact yet, but is 
expected to have a measurable impact in the 
future  (GO to Section 6 then 7)  ......................  

  Go to Q21 

 No measurable impact yet, and is not expected 
to have a measurable impact  (GO to Section 
7)                                        ..............................  

  Go to Q28 
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 Section 5: QUANTIFICATION OF BENEFITS ACHIEVED   
 
Q16 If you had not received support through the Innovating for Growth Programme, how much lower 

or higher would you expect the current number of people employed by your business in London 
to be (SINGLE CODE) 

 The same ......................................................     

 1 - 20% lower .................................................     

 21 - 40% lower ...............................................     

 41 - 60% lower ...............................................     

 61 - 80% lower ...............................................     

 81 - 100% lower .............................................     

 1 - 20% higher ...............................................     

 21 - 40% higher ..............................................     

 41 - 60% higher ..............................................     

 61 - 80% higher ..............................................     

 81 - 100% higher ............................................     

 Don’t know/Won't say .....................................     

 
Q17 Within the percentage band that you have provided, what is your best estimate of how much 

lower or higher you would expect the current employment level in your business to be in 
London? 

 Lower _____________________________________________ 

 Higher _____________________________________________ 

 Don't know/won't say _____________________________________________ 

 
Q18 If you had not received support through the Innovating for Growth Programme, in percentage 

terms how much lower or higher would you expect the current turnover resulting from your 
activities in London to be (SINGLE CODE) 

 The same ......................................................     

 1 - 20% lower .................................................     

 21 - 40% lower ...............................................     

 41 - 60% lower ...............................................     

 61 - 80% lower ...............................................     

 81 - 100% lower .............................................     

 1 - 20% higher ...............................................     

 21 - 40% higher ..............................................     

 41 - 60% higher ..............................................     

 61 - 80% higher ..............................................     

 81 - 100% higher ............................................     

 Don’t know/Won't say .....................................     
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Q19 Providing your best estimate within the band that you have provided, how much higher or lower 
would you expect your current business turnover to be? (AS A PERCENTAGE) 

 -100 ..............     -40.................    -5 ..................     +40 ...............     +100 .............    

 -90 ................     -30.................    +5 .................     +50 ...............     Don't know / 
Won't say ......  

  

 -80 ................     -20.................    +10 ...............     +60 ...............       

 -70 ................     -15.................    +15 ...............     +70 ...............       

 -60 ................     -10.................    +20 ...............     +80 ...............       

 -50 ................     -7 ..................    +30 ...............     +90 ...............       

 
Q20 Approximately how long do you expect to sustain the measurable impacts of the support to date 

that you received through the Innovating for Growth Programme from when assistance was 
provided:    (SINGLE CODE ONLY) 

 Up to a year ...................................................     

 1-3 years .......................................................     

 3-5 years .......................................................     

 6-10 years .....................................................     

 Over 10 years ................................................     

 Don’t know/Won't say .....................................     

 

 Section 6: QUANTIFICATION OF ANTICIPATED FUTURE BENEFITS  
 
Q21 As a result of the support received through the Innovating for Growth Programme, how much 

higher or lower do you expect the future number of people employed by your business in 
London to be? (SINGLE CODE) 

 The same ......................................................     

 1 - 20% lower .................................................     

 21 - 40% lower ...............................................     

 41 - 60% lower ...............................................     

 61 - 80% lower ...............................................     

 81 - 100% lower .............................................     

 Or over 100% lower ........................................     

 1 - 20% higher ...............................................     

 21 - 40% higher ..............................................     

 41 - 60% higher ..............................................     

 61 - 80% higher ..............................................     

 81 - 100% higher ............................................     

 Or over 100% higher ......................................     

 Don’t know .....................................................     

 
Q22 Providing your best estimate within the band that you have provided, how much lower or higher 

would you expect the future percentage number of people employed by your business to be? 
 Lower _____________________________________________ 

 Higher _____________________________________________ 

 Don't know/won't say _____________________________________________ 
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Q23 In what year do you expect this increase/decrease in employees to be achieved by?  

WRITE IN BELOW 
  2015 ........     2016 ........     2017 .........     2018 ........     2019 ........     2020 .........    

 
Q24 As a result of the support received through the Innovating for Growth Programme, what 

percentage increase or decrease in future turnover resulting from your activities in London do 
you expect? (SINGLE CODE) 

 The same ......................................................     

 1 - 20% lower .................................................     

 21 - 40% lower ...............................................     

 41 - 60% lower ...............................................     

 61 - 80% lower ...............................................     

 81 - 100% lower .............................................     

 1 - 20% higher ...............................................     

 21 - 40% higher ..............................................     

 41 - 60% higher ..............................................     

 61 - 80% higher ..............................................     

 81 - 100% higher ............................................     

 Don’t know/Won't say .....................................     

 
Q25 Within the band that you have provided, what is your best estimate of how much higher or lower 

would you expect your future business turnover to be? (IN PERCENTAGE) 
 -100 ..............     -40.................    +5 .................     +40 ...............     +100 .............    

 -90 ................     -30.................    +10 ...............     +50 ...............     Don't know / 
Won't say ......  

  

 -80 ................     -20.................    +15 ...............     +60 ...............       

 -70 ................     -10.................    +20 ...............     +70 ...............       

 -60 ................     -5 ..................    +25 ...............     +80 ...............       

 -50 ................     +2..................    +30 ...............     +90 ...............       

 
Q26 In what year do you expect this increase/decrease in turnover to be achieved by?  

WRITE IN BELOW 
  2015 .............     2016 ..............    2017 .............     2018 .............     2019 ..............    

 2020 ..............     Don't know / 
Won't say ....... 

           

 
Q27 Approximately how long do you expect the future measurable impacts of the support that you 

received through the Innovation for Growth Programme to last, from when the benefits will start?: 
(SINGLE CODE ONLY) 

 Up to a year ...................................................     

 1-3 years .......................................................     

 3-5 years .......................................................     

 6-10 years .....................................................     

 Over 10 years ................................................     

 Don’t know/Won't say .....................................     
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 Section 7: ALTERNATIVE TO THE SUPPORT PROVIDED 

 
Q28 If you had not received any support from the Innovating for Growth Programme, do you think 

you would have been able to receive similar services to those you received from elsewhere? 
(SINGLE CODE) 

 No, not at all ..................................................     

 Yes, but at a cost ...........................................     

 Yes, but with a delay ......................................     

 Yes, but to a lower standard ............................     

 Yes, to the same standard and within the same 
timeframe ......................................................  

   

 Don't know .....................................................     

 
Q29 If yes, where else could you have received the service from? (WRITE IN) 
  ....................................................................................................................................................    

  ....................................................................................................................................................    

  ....................................................................................................................................................    

  ....................................................................................................................................................    

 
Q30 In the 12 months before joining the Innovating for Growth Programme did you access any 

business support from another provider or Programme? (SINGLE CODE ONLY) 
 Yes ..............................................................................................................................................    

 No ................................................................................................................................................    

 Won't say / don't know ...................................................................................................................    

 
Q31 What was the name of the support Programme and which organisation provided the support? 

(WRITE IN) 
 Programme _____________________________________________ 

 Provider _____________________________________________ 

 Won't say / don't know _____________________________________________ 

 

 Section 8: FUTURE DEMAND 

 
Q32 Do you think there will be a continuing demand for the type of support provided through the 

Innovating for Growth Programme? (SINGLE CODE) 
 Yes ...............................................................     

 No .................................................................     

 Don't know .....................................................     

 
Q33 Please give reasons for your answer (CODE ALL THAT APPLY) 

 

 Professional advice prohibitively expensive ......     

 Quality of professional advice unknown ...........     

 Lack of in-house knowledge and expertise .......     
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 Other (please state) ........................................     

  Please give details __________________________________________ 

 
Q34 What types of support do you believe that businesses will need in future from Programmes such 

as Innovating for Growth? (CODE ALL THAT APPLY) 
 Same as is offered now .................................................................................................................    

 Opportunities to collaborate with other businesses ..........................................................................    

 Guidance on feasibility and market demand ....................................................................................    

 Intellectual property commercialisation consultancy .........................................................................    

 Export advice ................................................................................................................................    

 Opportunities to work with Innovating for Growth graduates .............................................................    

 Business model canvas .................................................................................................................    

 Leadership training ........................................................................................................................    

 Recruitment advice ........................................................................................................................    

 Other (please state) .......................................................................................................................    

  Please describe ___________________________________________ 

 
Q35 Do you think that there would still be a demand for the Programme if businesses were to be 

required to make a financial contribution to access support? (SINGLE CODE ONLY) 
 Yes ...............................................................     

 No .................................................................    Go to Q37 

 Don't know .....................................................    Go to Q37 

 
Q36 How much do you think businesses would be willing to pay for the support provided? (WRITE IN) 
  .....................      .....................    .....................      .....................      .....................    

 Don't know / 
Won't say .......  

              

 

 Section 9: Business information 

 
Q37 How many employees does your business employ in London? (to be completed prior to 

interview where data is available) 
 1 ..........     8 ...........     15 ........     22 .........     29 .........     36 ........     50 .........    

 2 ..........     9 ...........     16 ........     23 .........     30 .........     37 ........     60 .........    

 3 ..........     10 .........     17 ........     24 .........     31 .........     38 ........     70 .........    

 4 ..........     11 .........     18 ........     25 .........     32 .........     39 ........     80 .........    

 5 ..........     12 .........     19 ........     26 .........     33 .........     40 ........     90 .........    

 6 ..........     13 .........     20 ........     27 .........     34 .........     41 ........     100 .......    

 7 ..........     14 .........     21 ........     28 .........     35 .........     42 ........     Don't 
know .....  

  

 
Q38 For the following categories can you please let me know the percentage of workers at your 

company in London? WRITE IN BELOW 
 Full time men (> 30 hours) _____________________________________________ 

 Part time men (< 30 hours) _____________________________________________ 



  British Library 
   Evaluation of the Innovating for Growth Programme - Final Report 

   February 2016 

 
 

 Full time women (> 30 hours) _____________________________________________ 

 Part time women (< 30 hours) _____________________________________________ 

 
Q39 What proportion of your London workforce do you estimate live within London? (SINGLE CODE 

ONLY) 
 0 - 9% ..........................................................................................................................................    

 10 - 19% .......................................................................................................................................    

 20 - 29% .......................................................................................................................................    

 30 - 39% .......................................................................................................................................    

 40 - 49% .......................................................................................................................................    

 50 - 59% .......................................................................................................................................    

 60 - 69% .......................................................................................................................................    

 70 - 79% .......................................................................................................................................    

 80 - 89% .......................................................................................................................................    

 90 - 99% .......................................................................................................................................    

 100% ............................................................................................................................................    

 Don't know ....................................................................................................................................    

 
Q40 What was the turnover arising from your activities in London during your last financial year 

and what percentage of this was profit?  WRITE IN / CODE BELOW 
 Turnover ___________________ 

 Percentage profit ___________________ 

 Don't know / Won't say ___________________ 

 
Q41 If you don’t know / won't say your turnover, would you be able / willing to estimate your turnover 

in relation to the following bands?  (SINGLE CODE ONLY) 
 0 - £50,000 ....................................................     

 £50,001 - £100,000 ........................................     

 £100,001 - £250,000 ......................................     

 £250,001 - £500,000 ......................................     

 £500,001 - £750,000 ......................................     

 £750,001 - £100,000,000 ................................     

 £100,000,01 - £150,000,000 ...........................     

 £150,000,001 - £200,000,000 .........................     

 More than £200,000,000 .................................     

 Don’t know / Refused to say ............................     

 
Q42 What percentage of your goods and services from your London operations are sold to customers 

within London? 

 

 Customers % ___________________ 

 Don't know ___________________ 

 
Q43 What proportion of your market is served by competitors in London?  

 



  British Library 
   Evaluation of the Innovating for Growth Programme - Final Report 

   February 2016 

 
 

 Competitors % ___________________ 

 Don't know ___________________ 

 
Q44 What percentage of the turnover arising from your activities in London goes on bought in 

materials, components and services from other businesses located in London? 
 Suppliers % ___________________ 

 Don't know ___________________ 

 
Q45 Has support from the Programme increased the number of people employed outside London by 

your business? If so, could you please provide an estimate of the number of jobs created? 
(WRITE IN) 

 Yes ...............................................................    Go to Q45a 

 No .................................................................     

 Don't know / won't say ....................................     

  If yes, please write in ___________________________________________ 

 
Q46 Are there any other comments you would like to make or lessons that you think The British 

Library can learn from your experiences on the Programme? (WRITE IN) 
 Yes  ..............................................................     

 No .................................................................     

  Please describe ___________________________________________

___________________________________________

___________________________________________

___________________________________________

___________________________________________ 

 

 CLOSE/ THANK PARTICIPANT       
Thank you very much for your time and co-operation. I'll just confirm that my name is 

................ from Spirul on behalf of The British Library and this interview has been 
conducted within the Codes of Conduct of the Market Research Society. 
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British Library – Innovating for Growth Programme Evaluation   

(Non-participant businesses) 

BUSINESS SURVEY 
 

Good morning/afternoon. My name is ............. from AMION. The British Library is carrying 
out final evaluation of the Innovating for Growth Programme. The Innovating for Growth 
Programme is aimed at helping businesses to grow through innovation e.g. entering new 
markets, introducing new product/services, improving business management.  
 
We understand your business was registered on the Programme but decided not to 
participate. We are carrying out a survey of those who completed the Programme and those 
who were selected but decided not to participate. This survey should take less than 10 
minutes to complete. Please could you spare some time to answer some questions?  

 

SECTION 1 - COMPANY DETAILS  
 

Q1 Business name  Complete in advance 

 Interviewee name  Complete in advance 

 Job title  Complete in advance 

 Post Code  Complete in advance 

 Telephone number  Complete in advance 
 

Q2 Business sector (to be completed prior to interview where 
data is available)     

 

 

Q3 Is your business based solely in London? (SINGLE CODE ONLY) 

 Yes  
 No  
 

SECTION 2 – APPLYING FOR SUPPORT 

 

Q4 Why did you apply to take part in the Innovating for Growth Programme? WRITE IN) (List for 
internal use only) 

 To improve my business management skills  

 To support the development of a new product or service  

 To find new market opportunities  
 To increase market penetration in an existing market 

 To increase understanding of sector developments 

 To understand how to protect and exploit intellectual property  

 To meet other entrepreneurs in a similar position  

 To access British Library approved quality professional advice  

 Lack of finance to pay for alternative chargeable support  

 Other (please describe)  
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SECTION 3 – REASONS FOR NOT PARTICIPATING 

 

Q5 What were your reasons for not participating? (CODE ALL THAT APPLY) 

i Realised that support was inappropriate to our needs   

Ii Lack of time to participate   

ii Heard negative feedback from other participants   
iii Too much administration   
iv Used another support provider  GO TO Q6 
v Other (write in)   

 
 
Q6 Which business support provider and / or Programme did you use? (WRITE IN) 

 Provider  

 Programme  

 

Q7 Why do you think this provider and / or Programme is more appropriate than the Innovating 
for Growth Programme? (WRITE IN) 

  

  

 

The rest of this survey relates only to your business activities in London 
 

SECTION 4 – EMPLOYMENT & TURNOVER TRENDS 

 

 
I understand your business was accepted onto the Innovating for Growth Programme in (x month, y year). 

Q8 Has your business in terms of its turnover and/or employment changed since you applied to 
join the Innovating for Growth Programme?  (SINGLE CODE ONLY) 

 Stayed the same  GO TO Q11 

 Increased  GO TO Q10 
 Decreased  GO TO Q9 
 Don’t know / Won’t say  GO TO Q11 

 

Q9 Can you estimate the PERCENTAGE decrease? (WRITE IN) 

 Employment   

 Turnover  

 Don’t know/can’t say GO TO Q11 

 

Q10 Can you estimate the PERCENTAGE increase? 

 Employment   

 Turnover 
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 Don’t know/can’t say GO TO END 

 
Q11 Thinking of the future do you expect employment and or turnover to change between now 

and 2020?  (SINGLE CODE ONLY) 

 No  GO TO Q 

 Increase  GO TO Q13 
 Decrease  GO TO 
 Don’t know / Won’t say  GO TO Q 

 
Q12 Can you estimate the PERCENTAGE decrease? (WRITE IN) 

 Employment   

 Turnover  

 Don’t know/can’t say GO TO END 

 

Q13 Can you estimate the PERCENTAGE increase? 

 Employment   

 Turnover 

 Don’t know/can’t say GO TO Q 

 
 
Q14 What was the turnover arising from your activities in London during the last financial year 

and what percentage of this was profit? (WRITE IN) 

 Turnover (£)   

 Percentage profit (%)  GO TO Q45 

 Don’t know / refuse to say   
 
 

Q15 If you don’t know / refused to state your turnover, would you be able / willing to estimate 
your turnover in relation to the following bands? (SINGLE CODE ONLY) 

 0 – £50,000%  

 £50,001 - £100,000  

 £100,001 - £250,000  

 £250,001 - £500,000  
 £500,001 - £750,000  
 £750,001 - £1,000,000  
 £1,000,001 - £2,000,000  
 £2,000,001 - £5,000,000  
 £5,000,001 - £10,000,000  
 £10,000,001 - £25,000,000  
 £25,000,001 - £50,000,000  
 £50,000,001 - £100,000,000  
 £100,000,001 - £250,000,000  
 Over £250 million  
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 Don’t know / refused to say  

 
 
Q16 What types of support do you believe that businesses will need in future from Programmes 

such as Innovating for Growth? (CODE ALL THAT APPLY) 

 Same as is offered now  

 Opportunities to collaborate with other businesses  

 Guidance on feasibility and market demand  

 Intellectual property commercialisation consultancy  

 Export advice  

 Opportunities to work with Innovating for Growth graduates  

 Business model canvas  

 Leadership training  

 Recruitment advice  

 Other (please state)  

 
Q17 Finally, are there any comments you would like to make or lessons that you think The British 

Library can learn about providing support to businesses like your own? (Write in) 

  
 

 

 
 
 

 
 

 

 

 
 


