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1 Executive Summary

This report provides an evaluation of the activities and findings of the Economic Independence Through Self Employment (EITSE) pilot programmes.  Funded by SEEDA and the DTI Business Incubation Development (BID) Fund, four Enterprise Gateways within the SEEDA region, each with a defined target market, were tasked with increasing the pipeline of entrepreneurs entering their Gateway incubation process.  The SEEDA Enterprise Gateways involved were; Slough, Reading, Newhaven and New Romney.  The target markets were BME, Youth and Women from deprived wards in these areas.
The pilots ran for one year and each Gateway received £60k to develop a programme that focussed on proactive outreach work within their target market communities; understanding the needs of these ‘hard to reach’ groups; and developing and delivering a customised portfolio of support and services promoting self employment as a means to gaining economic independence.
Funding for the outreach work enabled the Gateways to invest time and resources in the development of relationships with community leaders, organisations and networks.  These relationships both new and existing were built slowly and consistently, and through gaining their trust, access to potential clients was achieved.  These under-represented groups tended to have stronger bonds with their established community networks than with ‘official’ business support organisations, due in part to mainstream business provision being perceived as ‘beyond’ their scope or experience.
Taking the Gateways out into the community was key to the success of the programme.  The outreach work provided a secure platform for the in-reach provision of workshops, seminars, one to one advice and peer networks tailored to the needs of these individuals and groups.  A factor in all four pilots was the importance of addressing personal development needs and social issues as well as business development needs.  Working with issues around confidence and self esteem helped these groups to fit more comfortably into the Gateway process.  The pilots provided an introduction to the available support, and an opening for access to mainstream Business Link services, which would otherwise not have been sought.
Through the EITSE programme, creative and innovative marketing approaches were tried and tested, and through regular written quarterly reporting, detailed information has been captured providing valuable insights into which strategies were successful and those that were not so productive.  The Gateways have produced ‘resource packs’ containing jargon-free marketing collateral, case studies, workshop content and network contacts that can be used to disseminate best practice models.  These are supported by DVD’s of all four pilot programmes, their activities and interviews with Gateway Directors, outreach workers, community business advisors, and clients.  

This body of knowledge gained by the Gateways during these programmes will contribute to better practices for working with deprived communities and socially excluded markets.  In addition to this evaluation report, individual Gateways have produced reports detailing activities and outcomes from their specific programmes.  These are listed at the back of the report and can be obtained from the Gateway Directors.  Further information on the EITSE pilot project can be obtained from Nicola Loweth at SEEDA.

Liz Blackler Consulting

April 2007

2 Key Findings
· Much of the success in reaching the target markets was achieved by the Gateway Directors challenging previous experiences of conventional routes to market and developing new ways of reaching into their neighbourhoods

· Outreach work provides a bridge into the Gateway services and support.  The Gateways provide a link to mainstream Business Link support services.  The activities of the outreach workers were central to the pilots, and proved to be an effective vehicle in reaching the target markets and increasing awareness of the Gateway services and support
· Investment of time and commitment to outreach work is important in establishing relationships with community leaders, networks and organisations.  Relationships amongst the target groups are often stronger with their existing community groups than with formal business organisations
· It is important to take the Gateways out into the local communities and meet the target market on ‘their own ground’ at places and events where they would normally go about their daily business.  These groups need to be encouraged ‘into’ the Gateways through active intervention
· Outreach workers need to have qualities that the target groups identify with in terms of gender, age, ethnicity, language, own business/self-employment experience and an awareness/empathy with the issues these groups share
· Time invested in outreach work in the communities and with the target market does not deliver start-up results until much later in the cycle of engagement

· Marketing and training materials need to be presented using images and words aimed at increasing social inclusion.  Containing visual and written information; they must be available in a clear unambiguous, jargon-free end-user language.  Local case studies and examples provides a credible means for the target market to identify with

· Activities and events that provided an initial non-business focus were more readily attended by these target groups.  Options for self employment/start-up introduced during these events were successful in opening up perceptions of other opportunities

· Formal and informal support provision needs to be without charge and unlimited, with access available at different times of the day across the week.  Lunches/refreshments, childcare and travel costs need to be provided free to include those on low/no incomes and benefits
· Business start-up support needs to be delivered gradually, building on learnt skills and knowledge.  Visibility of a clear path of progression towards start-up was reinforced by helping the target markets define goals and actions that keep the momentum going
· Helping the target market to address personal growth/development needs and social issues was as important as delivering business skills
· Connecting with these hard to reach groups has also required working with their personal support systems, helping to reduce anxieties in the family structures by increasing their understanding of the opportunities that economic self sufficiency and autonomy could bring
· Facilitated peer to peer support groups provided a platform for clients to share common experiences with fellow start-ups and pre-starts, and eased them into the wider Gateway networks and mainstream Business Link provision
3 Overview
3.1 SEEDA and the Enterprise Gateways

SEEDA is a government funded agency responsible for the economic and social development of the South East of England.  One of SEEDA’s flagship programmes is the Enterprise Gateway Network.  A joint initiative developed by SEEDA and the South East Business Links, the Enterprise Gateways aim to create dynamic and entrepreneurial economies in areas in need of regeneration.  The Enterprise Gateways provide a specialist business incubation network across the South East region with the aim of supporting entrepreneurs, pre-starts, start-ups and young businesses in any industry sector, although they have a particular focus on supporting rural businesses, women entrepreneurs, minority groups and social enterprises.

3.2 The EITSE Pilots

Four Enterprise Gateways were awarded DTI funding from the Business Incubation Development Fund (BID) for a project called Economic Independence Through Self Employment (EITSE).  The project involved four Enterprise Gateways located within the SEEDA region; (Slough, Reading, Newhaven and New Romney).  The EITSE project ran over a one year period from April 2006 through to March 2007.

The principal aim of this project was to increase the number of pre-starts and start-ups in disadvantaged and socially excluded communities by promoting the benefits of self employment, through the development and delivery of business incubation services specifically customised to the needs of hard to reach and under represented groups. 

Each of the four Enterprise Gateways had an objective to work with an identified target market in specific geographic areas and to achieve a target number of assisted entrepreneurs and business start-ups.  A major factor in the success of achieving these targets is to establish a proactive outreach network in local communities by developing new contacts and building on existing relationships with community leaders and local organisations.

3.3 Strategic Fit

The project is consistent with numerous regional, sub-regional and local strategies and documents, including the Regional Sustainable Development Framework, which sets a vision of: “A prosperous region delivering high quality of life and environment for everyone now and in the future”
· Raising awareness and building an enterprise culture (Competitive Business: Priority 1)

· Increasing start-up and survival rates (Competitive Business: Priority 1)

· Promoting management and entrepreneurial development (Successful People: Priority 4)

· Focusing on the needs of deprived communities (Vibrant Communities)

· Addressing deprivation wherever it occurs (Vibrant Communities: Priority 8)

· Establish mechanisms and processes to engage the regions diverse communities (Vibrant Communities: Priority 10)
4 Aims and Objectives

The pilots sought to increase the pipeline of entrepreneurs entering the Enterprise Gateway Incubation process by de-mystifying the self-employment process and creating a ‘safe and comfortable’ environment for developing individuals within their own communities and eliminate some of the known barriers to self employment, namely; lack of confidence and self esteem, fear of taking risks, cultural and language barriers.
Project Aims

· To establish a proactive outreach network that targets the deprived areas of Reading, Slough, Newhaven and Romsey Marsh communities, and stimulate interest in self-employment

· To establish an on-going forum for consulting local communities on the barriers they experience to self employment, enterprise and develop possible solutions

· To identify key individuals in communities and enlist their support to become local champions to promote the activities of the project

· To run pilot development programmes and create a comprehensive portfolio of self employment and business start-up development services customised to the needs of under represented groups in the most deprived areas of the community
Project Objectives
· To increase the number of pre start-ups in disadvantaged communities by promoting the benefits of self employment

· To develop and deliver business incubation services that are customised to the needs of hard to reach groups
· To promote self-employment as an effective method by which disadvantaged groups can gain economic independence

· To explore new innovative ways of engaging with deprived communities to promote self employment opportunities

· To establish the self-employment process as a best practice model, and share best practice with partners and the regional Enterprise Gateway Incubation Network

· To work with existing community organisations and networks to avoid duplication of services across the region

5 Target Markets to be addressed by the Pilots
The EITSE programme set out to develop the capacity of disadvantaged communities and to test methods of engagement for three under represented groups in the four locations, namely BME, Youth and Women.

Slough – BME Communities

Outside London, Slough has the greatest concentration of diverse ethnic minority communities with the seventh highest figures in the country; it has a growing refugee community and increasing Eastern European presence.  The pilot sought to encourage individuals from these ethnic minorities to consider self-employment as a viable route to self-sufficiency and autonomy.  Priority was given to targeting three key estates in Slough where deprivation is particularly high, (Baylis, Chalvey and Stoke)
Reading – Youth (NEET)

Despite relatively high levels of business formation, the three most deprived wards; (Whitley, Abbey and Church) do not have the same rate of business creation and density.  Social exclusion remains a critical policy issue.  The pilot sought to target young people who are not in employment, education or training (NEET), and engage these groups into establishing micro-businesses in the growing service and construction sectors.  The pilot targeted young people who were not in employment, education or training (NEET).
Newhaven and New Romney – Women

Women are uncomfortable with accessing mainstream business services, and require support and access at times that are more convenient, and tailored to their personal development as well as business development needs.  These two pilots sought to encourage women to consider self-employment as a viable route to self-sufficiency.

6 Activities to be addressed by the Pilots
‘The Business Incubation Development Funding will be used to raise awareness of self-employment to under represented groups and to make existing Gateway services more accessible.  It will develop new targeted support programmes that will enhance the current offering of the Enterprise Gateway incubation network’. 

1.
Outreach Activities

There is often a high level of mistrust amongst socially excluded groups of conventional business support programmes, the EITSE project will attempt to overcome these problems by recruiting community outreach workers (part time) who will be based within the community and will be tasked with promoting and improving access to the Enterprise Gateways’ services and products, such as its skills workshops, networking events, web site listing, information sources, etc.  These workshops will be delivered using for example community centres so socially excluded people feel that these local activities are relevant to them.  The Community outreach workers will also identify new needs that are not been addressed by current business support providers. 

Once the local needs have been established by the outreach worker, a bespoke programme of support will be delivered by a community business support advisor (part-time).  They will provide; one to one support, group training sessions; extra help preparing business plans and personal development advice.

Both the community outreach worker and the community business support advisor will work closely alongside the respective Enterprise Gateway Director.

2.
Customised self employment and business start-up services

A portfolio of self employment and business start-up development services will be customised to the needs of under represented groups.  These will include developing new business related materials (a resource pack) that will be used by the community business support advisor.  This resource pack will include:

· Briefings on popular topics such as legal structures, registering a company; VAT; tenancy agreements; premises; raising finance; using the internet and food hygiene for catering businesses
· Translations of the above briefings into other languages when appropriate i.e. Bengali, Somali

· List of business related resources in the area such as business support organisations and statutory bodies of relevance to the business

· List of resources for small business on the web

· Business plan templates

· Glossary of finance terms

3.
Intensive support and training in specific areas

A series of training workshops and seminars will be organised in ‘safe’ environments such as community centres, mosques etc which will help enable individuals to have the skills to become self employed.  These workshops will be delivered in conjunction with local partners such as enterprise agencies and colleges.  Examples of the type of workshops include:

· Self development workshops (confidence, self-esteem, leadership, management)

· Basic Skills

· Entrepreneurial skills

· Tasters in hard skills: building trade, plumbing, painting, decorating, motor

mechanics, artistic skills

4.
Effective Networking

The community outreach worker and community business support advisor will use their in- depth knowledge of the local areas to develop community-based networks which will offer networking skills and trading opportunities within a safe environment. This will help potential clients develop skills to move into more mature business networks currently offered by the Enterprise Gateways.

7 Project Outputs - Activities
7.1 Outreach Activities

A local presence in their local community

Much of the success in reaching the target markets was achieved by the Gateway Directors challenging previous experiences of conventional routes to market and developing new ways of reaching into their neighbourhoods.  This was achieved by taking the Gateways out into their communities through a range of activities and events to meet the target market on their ‘home ground’. 

The activities of the outreach workers were central to the pilots, and proved to be an effective vehicle in reaching the target markets and increasing awareness of the Gateway services and support.  This was accomplished by attending local cultural and religious events and being available in places where the potential market would go about their daily business.

During the first stages of the programme the outreach workers invested an enormous amount of time and effort engaging with community and cultural leaders to build confidence amongst the targeted groups.  These relationships; both new and existing needed to be built slowly and consistently.  It was through these contacts that conduits to the target market were achieved, since they often had stronger bonds with their communities than the ‘official’ business support structures.  (Many support organisations such as Business Link are seen as ‘beyond’ the targeted client group).  
Key to involving the target market was an understanding of their need to identify with the outreach workers.  It was particularly pertinent for them (the outreach workers) to have empathy with the target markets in terms of ethnicity, language, culture and business/self employment experience.
Targeted Marketing and PR Campaigns

In addition to establishing a ‘feet on the street’ presence in the communities, awareness was increased by creating specifically targeted marketing campaigns.  Marketing materials were developed using images and words aimed at increasing social inclusion.  

A steady, layered approach was applied to the marketing and PR campaigns and reinforced through a number of different types of communication medium.  By consistently renewing and keeping the messages ‘fresh’ and up to date, the information ensured that potential clients saw the Gateways as offering current, relevant services.

A grass roots approach to seeding the market through leaflet and post-card distribution played a major part in getting the messages out into the priority areas, and yielded a high response rate.  Both established and innovative routes to reaching the market were employed to display and hand out marketing materials.  Some of the more acknowledged routes included supermarkets, shopping centres, summer festivals, Christmas fayres, libraries, building societies, banks, doctors’ and dentists’ surgeries and job centres. 

Encouragement into the Gateways

Having a permanent outreach worker in each of the pilots was essential initially to understanding the needs of these hard to reach groups, then subsequently for building the bridge into the Gateways, where programmes could be developed and delivered tailored to their needs. As well as going out to meet the target markets, specific activities were developed within the Gateways to draw people in.  The Gateway Directors and outreach workers sought approaches that made sure they were truly reaching into their communities and connecting with potential markets at the places where they lived their every day lives.  These gave opportunities for clients to meet with and talk to the Gateways and meet other people from their community who had started businesses, acting as advocates for the services and support

The focus for these was finding out what opportunities were available and meeting other people, rather than on ‘starting a business’.  They were positioned to be able to win confidence by showing that other people like them in their local communities had gained new skills and opened up opportunities for themselves by gaining economic independence through the support of the Gateways.

Slough – BME Communities

· Attending religious festivals, (a Celebration of Divali) and meeting with potential clients at study classes, temples and mosques
· Recognising a fast growing Eastern European immigrant population led to distribution of materials through food and drink outlets which they used

· Working with local schools to have information put into school bags to be taken home to families

Reading – Youth

· Going into Reading prison and meeting with young offenders to talk about progression routes after release

· Visiting local colleges and holding ‘hands on’ practical demonstrations and workshops showing self-employment trades and opportunities

· Creating a DVD featuring young people from their own environments with whom they could identify, demonstrating how their lives had changed and the benefits of the kitchen fitters’ programme
Newhaven – Women

· Development and production of ‘Shine’ - a twenty page targeted magazine featuring local women in business.  

· These case studies, stories and articles provided examples that other women could relate to and gave clear directions of how they too could gain confidence and support from the Gateway
· Using women as Outreach Workers and Community Business Support Advisor who all had personal experience of being self-employed or running their own business gave them the ability to relate to client needs

New Romney – Women

· Developed themed workshops and events that had a non-business focus, but were attractive to women – ‘Pamper Day’
· These provided a platform for Gateway women to show-case their businesses and talk to other women about their experiences of self-employment and the support they’d received
7.2 Customised self employment and business start-up services

Working closely with the outreach workers, the business support advisors were able to identify the particular needs of these under represented groups, and develop a portfolio of customised self employment and business start-up services tailored to these needs.  

Both formal and informal methods of support were essential to encouraging and sustaining relationships with these under-represented groups.  As the programmes evolved, each successive intervention helped to identify further needs, and develop workshops and support programmes that addressed transfer of knowledge and skills, thus challenging ‘internal barriers’ to growth.  Many in these groups suffer from low self esteem and could easily be discouraged, consequently business support to this client group needed business advisors who had an empathy with and an understanding of both business growth and personal development needs.  

In all pilots, it was important to establish not only WHAT support they required, but HOW they needed to receive it.  

· Choice, availability and access to a range of ‘free’ workshops and seminars that build on pre-start and start-up business skills.  Delivery of these needed to centre on interactive learning with less focus on presentation style deliveries
· Regular one to one contact during early start-up development, working together to agree clear goals and objectives of the next steps/actions to keep momentum going.  Handholding with unfamiliar documentation, such as the Inland Revenue process
· Access to a resource pack that includes visual as well as written information outlining a step by step process on business start-up, and the resources available in the Gateway and local area.  These packs need to be kept simple and ‘down to earth’ using jargon- free, informal, non-technical language, with local end-user language translations
· A range of access as an entry into the Gateway – different size events from the larger structured workshops to smaller, informal gatherings and one to one advice sessions, allowing for casual drop-ins rather than pre-arranged appointments or seminars
· Access and workshop provision across different times – day, evening and week-ends to accommodate needs of individuals in full-time and part-time employment as well as those not in employment
7.3 Intensive support and training in specific areas

In all four pilots, it was found that continued support and encouragement was required not only in developing business ideas, but also in addressing personal development needs such as self confidence, self esteem and assertiveness.  Many required support and encouragement around personal issues such as loneliness, lack of direction, disillusionment and depression.  Other client groups had social/cultural issues such as domestic violence and work place bullying.  

· Challenging internal barriers and self-limiting beliefs that held them back from moving towards economic independence
· Opportunities to experience practical ‘hands on’ demonstrations including ‘hard skills training’, including question and answer sessions with local self employed business people
· Workshops addressing topics at differing levels of business start-up – Business Planning, Finance, Sales, Marketing, Market Research, Advertising & PR, Web essentials, Tax/VAT and Time Management
· Basic Skills training and support - Literacy and Numeracy

· On-going access to one to one support to discuss individual issues, (personal and self-employment).

· Access to mentoring including appropriate role models who they can identify with.
Connecting with Support Structures
Connecting with these hard to reach groups has also required working with their personal support systems, helping to reduce anxieties in the family structures by increasing their understanding of the opportunities that economic self sufficiency and autonomy could bring.  This was achieved by including families in Gateway activities, either by inviting them to participate in events, or by talking to them during the outreach work.  

Lack of support from partners and families had held some entrepreneurs back from starting earlier, and the EITSE teams recognised the need to include family members into the process.  In many socially excluded communities barriers to independence and lack of self worth and value are evident throughout family groups.  

An effective marketing tool has been to show what others within their own communities have been able to achieve with the support of the Gateways.  The DVD produced by Reading Gateway for the kitchen fitters’ course included interviews with family members of two of the young men talking about the impact and changes not only for the course participants but how the whole family had been positively affected by the experience.
7.4 Effective Networking

Within the Community

The Gateways, in their work amongst community organisations were able to develop a co-ordinated approach to local provision for the target markets.  In addition to raising awareness of the Gateways’ presence and services, duplication was reduced and a more holistic, cost-effective partnership approach was developed.
Amongst the Client Group

The Gateways facilitated networking opportunities for those at the same stage of pre-start-up and start-up, providing ‘peer to peer’ mutual support as a means of encouraging further participation within the Gateway.  The clients were supported and encouraged to join in with existing network groups both within and external to the Gateway, thus gradually reducing their dependency on intensive one to one support.  Through their experiences, those who had participated on the programme became peer support and advocates, encouraging others into the Gateway, and further raising awareness amongst the target groups.

Sponsored Trading
Newhaven Gateway, working in conjunction with PROWESS, gave ten clients the opportunity to have a free exhibition stand at the two-day Prowess Conference held in Brighton during February 2007.  They were given support and advice prior to the event regarding their stands and selling techniques.  This proved to be a very productive initiative with positive outcomes for the ten women.  Not only did they make sales during the conference, but were able to benefit from the conference programme and meeting many other entrepreneurs.
8 Project Outcomes

8.1 Changes in Attitude, Knowledge and Skills

Changes have been documented throughout the programme using client feedback forms, quarterly programme written feedback, (by the EITSE teams) and the production of a DVD video that includes interviews with the project teams, clients and family.

Across all four pilots, increased confidence, improved levels of self esteem and a demonstrated ability to tackle previously perceived limiting barriers were noted.  This increased confidence led to higher levels of motivation and a willingness to organise their business and development goals against self defined objectives.

There have also been changes that have occurred outside of the programme, these are less measurable because they include an increase in confidence and ability to deal more effectively with external institutions and situations.  One of the mothers interviewed in the kitchen fitters’ DVD, stated that her son had become a better person, gained a sense of worth and purpose and interacted with the whole family better.

Clients had greater confidence and abilities to participate in mainstream Gateway services and networks, thus the EITSE pilots provided a valuable linkage into conventional support both in the Gateway and the wider Business Link structures.

9 Cost Effectiveness

With the benefit of the funding, the Gateways were able to test out different methods of marketing information to the target groups.
The four Gateways involved in the pilots were able to share best practice with each other, and exchange ideas on what strategies were working well, and those that were not delivering the expected results.  The combined skills of the members of the Steering Group have substantially developed the skills of individual Gateway Directors and their teams.  This meant that positive initiatives could be replicated and those that had not proven effective could be avoided, saving money and resources.  

The cost effectiveness of the outreach work will become more apparent and measurable, as the pipeline becomes more robust.  There is a need to approach a very large number of people to fill the pipeline of potential entrepreneurs, and deliver necessary numbers for start ups.  However, the extent of this activity will become more quantifiable over the next period when increased take up in the services are collated.  Time invested in outreach work in the communities and with the target market does not deliver start-up results until much later in the cycle of engagement.
The effort that has been invested in building up community contacts and relationships has been used to create extensive contact databases for future work.  The links into these communities have benefited not only the target market but also had a positive impact on how the Gateways are perceived within the business networking structures.  This has been reinforced by a number of joint delivery initiatives during the pilots.  Overall, cost effectiveness extends beyond the immediate boundaries of the Gateways (and Business Links), since over-lap, duplication and redundant provision can be more streamlined and cost effectively delivered to those groups who need it.
10 Summary

There is little doubt that if these funded pilots had not been available, there would not have been the availability, time or resources to spend building the outreach work to bring clients into the Gateways and fill the pipeline of potential entrepreneurs.

These client groups are less likely to have used the Gateway services without the intervention of this programme.  Their lack of awareness and wariness of ‘formal’ organisations would have been a limiting barrier to them making independent contact.

Working with these target markets involves addressing personal/developmental needs and social issues as well as reducing perceived barriers and self limiting beliefs that prevent them from gaining the help and support for developing real business opportunities, gaining self esteem and moving towards economic independence.

The EITSE programme enabled the Gateways to flag up areas where the provision was inadequate, and through the financial flexibility, to try different ways of plugging the gaps.  The communities benefited from building relationships with, and gaining a greater awareness of the Gateway services.  The Gateways benefited from gaining an in-depth knowledge and understanding of how to reach out and meet the specialised requirements of these target markets.  The clients benefited from the development and delivery of support tailored to their specific needs.

Consequently, an important consideration is in maintaining continued long term support and sustaining the work started by these pilots.  Focusing on developing the individual through a holistic range of support and mentoring the client over a longer period will produce longer term measurable results.

11 Project Outputs - Deliverables
11.1 New Starts Established by Quarter 

	Gateway
	Target 15

	
	First Quarter
	Second Quarter
	Third Quarter
	Fourth Quarter
	Total


	% Achieved

	Slough
	0
	3
	10
	2
	15
	100%

	Reading
	0
	2
	4
	1
	7*
	47%

	Newhaven
	3
	0
	0
	34
	37
	247%

	New Romney
	0
	3
	0
	12
	15
	100%

	ALL
	3
	8
	14
	49
	74
	123%


* ~ Reading Enterprise Gateway. ~In addition to the 7 start-up businesses, there are a further 8 Kitchen Fitters who will become self-employed by the end of April 2007 = 15 total
11.2 Quarterly Progression
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11.3 Entrepreneurs Assisted by Quarter 

	Gateway
	Target 100

	
	First Quarter
	Second Quarter
	Third Quarter
	Fourth Quarter
	Total


	% Achieved

	Slough
	68
	74
	91
	158
	391
	391%

	Reading
	0
	55
	45
	59
	159
	159%

	Newhaven
	0
	21
	79
	78
	178
	178%

	New Romney
	8
	8
	82
	80
	178
	178%

	ALL
	76
	158
	297
	375
	906
	227%


11.4 Quarterly Progression
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11.5 Slough Client Profiles – New Starts
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11.6 Reading Client Profiles – New Starts
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11.7 Newhaven Client Profiles – New Starts
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11.8 New Romney Client Profiles – New Starts
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11.9 Slough Client Profiles – Entrepreneurs Assisted
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11.10 Reading Client Profiles – Entrepreneurs Assisted
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11.11 Newhaven Client Profiles – Entrepreneurs Assisted
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11.12 New Romney Client Profiles – Entrepreneurs Assisted
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12 Best Practice Models – The Enterprise Gateways’ Pilots
12.1 Slough Enterprise Gateway

Target Market
BME
Enterprise Gateway Director
Nina Sian
Outreach Workers
Yantarka (Polish Communities)


Ann Marie (Faith Communities)

Marketeer & Outreach
Liliana
Business Advisor
Roz Jones
Others involved in pilot
Jiliana Monserrate (administration)
Key Learning Practices
· Outreach Workers able to converse in target market’s own language

· Information translated into different languages

· Building trust in newer BME communities (e.g. Polish community) is a slow process

· Working with faith groups and their leaders is a positive mechanism for reaching into and building trust amongst BME communities

· Working with BME communities requires sensitivity and an ability to understand and identify with cultural differences

· Other issues - violence

· Initial contact and pre-start through to start-up is a very slow process requiring a lot of help and support

What strategies worked well for involving the target markets?
Slough Enterprise Gateway Road Shows

Taking the Gateway out into the community has been a key theme throughout the EITSE pilots.  They hired a large, sign written limousine bus and literally took the support out ‘on the road’; where individuals were invited on board for free business advice and support.  The bus was in Slough town centre at the local ASDA car park on Saturday 17th March, the day before Mothering Sunday, and also spent another day visiting the five deprived wards within Slough.  The event was supported through distribution of flyers and live links with the local radio promoting the progress throughout the day.  In addition, the outreach workers were on the street encouraging clients onto the bus.  

This event proved to be a very cost efficient and effective method for raising awareness of the Gateway and its services.  As a result of the road show, 72 new leads were gained and although it was not possible to capture data regarding age and ethnicity, all of those met during the event will be invited to a coffee morning workshop at a future date.

Working with the Polish Community

The Gateway learned a lot from their involvement with the Polish Community, and gained some very important insights into what methods work well and those that were less effective.  Initially, the Polish community was not very approachable and was very unsure about the Gateway and the help and support available.  This is partly due to there being no equivalent services, either Gateways or Business Links in Poland.

They found that it was important for the outreach worker to be able to converse in the same language, due to a sense of mistrust towards English speakers amongst this community.  Initially a third party translator was employed, but it was felt that they were NOT giving free, unbiased access to individuals, or passing on information about the contacts that had been made.  It appeared that some Polish people within their own communities were taking advantage of, and exploiting newer residents, by not giving them accurate information on availability of help and advice on self employment.

By employing a Polish outreach worker (who had made contact with the Gateway for her own business needs), they were able to gain access to this community and start to understand and deliver on their particular business start-up requirements.  At first the target market was reluctant to approach the Gateway, but as more started to seek advice, appropriate support was developed.  Having built the trust amongst this target market, referrals through their own communities are being gained based on the support others have received.

One of the key drivers in changing this perception, was to deliver information in the end user’s own language; (Inland Revenue fact sheets and UK working legalities), and distribute these via the Polish churches with details of the Gateway services.  They used a variety of marketing methods on this project, and found that distribution of PR materials through their community food and drink outlets proved effective.  Another successful method was to use Polish contacts in other Gateways, where a good relationship has been built already.  

Working with the Faith Groups

Slough Gateway worked on reaching the BME communities through their faith groups, and recruited an Outreach worker specifically for contacting these groups.  Although the initial development of relationships and building trust was a slow process, the benefits have become vastly obvious as the pilot has progressed.  These relationships have been beneficial on both sides, with faith leaders encouraging the support offered to their communities.

The outreach worker used a multi-faith approach and built strong foundations with local Ministries, meeting with potential clients at study classes and at Temples, Mosques and Churches.  Events were organised around specific faith festivals – e.g. a Celebration of Divali, where workshops on social issues and business start-up were very well attended. 

Outreach Workers

Possibly the greatest impact to the success of the Slough programme was in understanding the needs of the target market from the outreach work perspective.  Through trial and error the Gateway has gained invaluable knowledge and insight regarding how best to develop outreach within the BME communities.

Key to this success is employing workers who share the same or similar cultural backgrounds and preferably who can converse in their own languages.  Using third party translators was unsuccessful, and created problems regarding the message content, commitment/loyalty and access to potential clients.

The target markets responded more positively to outreach workers who demonstrated credibility through having had their own experiences of self employment and assimilating into a new area and country, (this was particularly evident in the Polish Community).

Marketing and PR

In the initial stages of the programme, the Gateway invested in a ‘wrap-around’ on the local newspaper.  Although the cost for this appeared to give a disappointing return, with very few direct leads, the value of raising awareness became more apparent further through the programme.  Many clients contacted at later stages mentioned that they had seen the newspaper, and had previously been unaware of the Gateway and its services. 

Training Needs

In keeping with the findings of the other three Gateways on the programme, they found that all information needs to be delivered in simple, jargon-free language, with a strong preference for translation into the target market’s own languages.  The workshops need to be delivered in small bite size chunks, taking the clients through the process in small steps, gradually building on their knowledge.  Once the target market clients had begun to develop their business ideas, availability and regular access to the business advisor was important in helping them to move along the process.

Early into the programme, the Gateway developed a series of ten business workshops with the introduction of a payment structure.  However, a severe lack of response indicated strongly that the target market was unwilling to pay for these.  Subsequently a free programme was introduced and up take was very positive, prompting further availability of workshops.

For these communities, training in business skills were not the only development needs that were identified.  Providing an opportunity to discuss social issues, such as domestic violence and work place bullying were also part of the agenda along with personal development needs.  During the project workshops were delivered to increase self esteem and confidences helping clients to gain more belief in themselves and the possibilities open to them through economic independence.  The Gateway launched a workshop called ‘YOU’, which focussed on developing their true potential and personal power using NLP to help them overcome their barriers. 

	Workshops (All free courses)
	Number attending


	Look before You Leap
	69

	What’s the next step?
	20

	Celebrating Divali
	75

	Take the fear out of Tax & VAT
	11

	‘YOU’
	

	Support

	

	Open day drop-in’s
	55

	Road Show
	19

	Town Centre Pitch
	53

	Visits to the Community
	29

	Events with partners
	20

	Stand at Job and Careers Fair
	46


Impact of this programme - changes in attitudes, knowledge and skills

If the EITSE funding had not been available, the Gateway would not have been able to make such significant in-roads into the Polish community.  The programme enabled them to try out different outreach methods, and develop a deeper understanding of connecting with this target market.  Conversely, without this programme, the new Polish community would have had no alternatives, other than relying on the limited information given by its own community members.
Cost Effectiveness

The benefits of having the outreach workers proved to be an extremely cost effective method of not only increasing the pipeline of entrepreneurs into the Gateway, but also in providing an awareness within the local area of the Gateway services and support.  The outreach work enabled face to face contact and the opportunity to build direct relationships with other networks and organisations.  This personal contact had far more impact than purely distributing literature with the anticipated hope that it would be displayed.
The project enabled SEG the time and manpower to get into the communities with much greater impact, and to build partnership with other organisations that are small and not within the wider partnership circle.  
By forming partnerships with local organisations, the Gateway was invited to speak to groups who were meeting for their own purposes.  This was very cost effective, and although they may not have previously considered self-employment, this method served to raise further awareness with minimal outlay.  A further cost benefit was by hosting workshops at these organisations’ premises, consequently the host organisation got added value and the Gateway gained access to potential start-ups.

Through the activities of the outreach work, the Gateway was able to identify where existing services and support was already being offered, and by partnering and sign-posting, they avoided duplication and could focus their resources on gaps in provision.

Sharing the lessons learnt

Within the Slough Gateway team and as part of the EITSE steering group, an enormous benefit was gained through sharing ideas and marketing approaches.  By communicating which strategies worked well and those less successful, they were able to embrace good practice into the programme and avoid less productive methods.

This model of working within BME communities is wholly transferable into other Gateways, and the lessons learned can be replicated, provided that adequate funding and resources are available for outreach work and ensuring that the outreach workers have the specific requirements as detailed previously.
To build on these lessons, the work that was accomplished by the outreach workers and community adviser needs to be maintained with the necessary funding to support it.  When working with economically inactive people, the Gateway needs to be in the community talking and encouraging these under-represented groups into self employment or employment.   Through the partnership relationships and knowledge of third party projects available in Slough, those seeking employment could be directed to the appropriate organisations.

12.2 Reading Enterprise Gateway

Enterprise Gateway Director
Shemila Tharani
Outreach Workers
Mark Maylam, Mary Flavelle, Camille Froude
Business Advisor
Mary Flavelle, Shemila Tharani
Others involved in pilot
Paul Pettersen, Rawlston Warner 

Connexions, E2E and TVU
Key Learning Practices
· The gestation period for starting business amongst this target market/age group takes longer, and needs highly intensive one to one support

· Intervention tends to lead to employment as well as self employment opportunities

· NEET 
 Youth need to experience practical ‘hands-on’ demonstrations and skills

· Working with offenders in Prison provides possibilities of progression routes when they are released, and contributes to lower re-offending rates

· Work experience placements help towards building confidence for employment and self employment

· Structured help with literacy and numeracy is required, and hand holding with form completion and funding applications

· Focussing on developing individuals through a range of support and mentoring over a longer period leads to longer term results

· An on-going and sustained relationship between partners, tutors and client groups is essential to sustain changes achieved by the programmes.

· This model is transferable nationally and internationally

What strategies worked well for meeting the needs of the target markets?
Open Days with Practical Demonstrations

Capturing the imagination of the possibilities and opportunities available was vital for engaging this target market.  It was insufficient to merely talk about starting up in a business or developing ideas, the young people needed to be able to experience practical demonstrations of real skills that they would be able to learn and use.  These open days showed practical construction skills with local tradesmen, giving them the opportunity to test out their abilities and ask questions.  The success was in showing the target market a realistic view of the world of work and provided a non-threatening environment for them to seek further support and information.

Kitchen Fitters’ Course

The Kitchen Fitters’ course was a pilot run jointly through a partnership approach between Reading Enterprise Gateway and E2E 
, Thames Valley University. The objective was to provide NEET youth with vocational skills to enable them to become economically active, and increase social inclusion amongst this target group.

As well as providing practical skills training, personal and social development was included in the programme; induction and motivation; team building; money management; ethical entrepreneurship and customer care.  The courses were structured for two age bands, 16 -19 and 21 -30 year olds, and included both male and female clients. 

The Gateway produced a DVD of the first ten to complete the pilot, which included interviews with the group, tutors and parents.  This provided compelling evidence of the positive changes in self confidence, attitude and motivation towards their future work/life choices, behaviour changes and improved relationships and interactions with their families.  Furthermore, it has been a valuable marketing tool for future clients, partners and community organisations.  (Copies of the DVD are available – See contacts at back of report)

Working with Reading Prison

Working closely with the Governor and Officers at Reading Prison, the Gateway delivered a three day Business Start-up course to eight (under 21’s) Young Offenders in the prison.  This included a ‘Dragon’s Den’ which provided a real opportunity to experience the practical applications of their ideas and explore a possible progression route into employment/self-employment when they finished their sentences.  

Self Employment for Beauty Therapists and Graphic Designers

The Gateway has now developed further programmes offering advice and guidance for self-employment.  Twenty five women attended a three hour business start-up beauty therapist course and thirty six men and women attended the graphic designer’s course.
Working with Educational Establishments

The Gateway worked with tutors and under graduates at the Thames Valley University (TVU), delivering presentations on business options, and hosted a Student Business Club for on-going support.  Through time spent building this relationship, the TVU and their careers advisor has benefited from a greater awareness and acceptance of the Gateway as a provider of business support for graduating students leaving the University.

Interactive Approaches to Learning and Information Delivery

Young people in the NEET target market learned more effectively through practical ‘hands-on’ experience and demonstrations.  Information and resources needed to be presented visually, with less emphasis on written documentation and presentation-style delivery.  They tended to find it challenging to concentrate for long periods in a passive learning environment.  Consequently, the tutors and trainers chosen to work on this programme were selected for their inspirational and motivational abilities as well as knowledge.

The course used simplified worksheets and bite size modules to de-mystify the start-up process.  This target market needed unambiguous goals and objectives, demonstrating a clear path of the next steps of progression – interest, sampling, training work experience, self-employment.

Workshops & Seminars

	Title
	Number attending

	
	Q1 &Q2
	Q3
	Q4
	Total

	Induction & Motivation
	11
	8
	8
	27

	Money Management
	11
	8
	8
	27

	Team Building
	11
	8
	8
	27

	Ethical Entrepreneurship
	11
	8
	8
	27

	Training in hard skills
	11*  
	8**  
	8 
	24

	Customer Care
	10 
	8 
	8 
	27

	Self Employment for Kitchen Fitters
	9
	7
	8
	24

	3 Day Start Up Course for Kitchen Fitters (NEET + young Offenders)
	8
	6
	8
	22

	3 Day Start Up Course for over 21s
	2
	4
	1
	7

	Self Employment for Beauty Therapists
	
	25
	
	25

	Self Employment for Graphic Designers
	
	
	36
	36

	Business Planning & Princes’ Trust Application
	1
	4
	
	

	Women into Business
	
	
	2
	


· * 2 dropped out - 9 completed



· ** 1 dropped out - 7 completed

Support and Advice Received

	Type of support or advice
	Number attending

	
	Q1 &Q2
	Q3
	Q4
	Total

	One to one
	15
	19
	8
	42

	Self Employment for Kitchen Fitters
	9
	7
	8
	24

	3 Day Start Up Course for Kitchen Fitters (NEET + young offenders)
	8
	6
	8
	22

	Business Planning & Princes’ Trust Application
	1
	4
	
	5

	Women into Business
	
	
	2
	2


What existing and new community organisations and partnerships were engaged in the project?

A partnership approach was important throughout the programme, from initially developing the courses, contacting the target market, the delivery of skills and personal development workshops and on-going support to the individuals once they had completed the programmes.  An on-going and sustained relationship between partners, tutors and client groups is essential to sustain changes achieved by the programmes

In what ways did this project contribute to increasing the pipeline of entrepreneurs entering the Gateway incubation process?

This target market may not have independently sought out the services and support of the Gateway.  Naturally cautious, and often socially and economically excluded, those who have now experienced the benefits are providing role models for other NEET young people in their local communities.  As noted previously, this target group tends to take a longer gestation period for business start-up, requiring intensive one to one support as an on-going facility, therefore as the programme continues, the results will become more quantifiable.

In addition to the seven start-up businesses, there are a further eight kitchen fitters who will become self-employed by the end of April 2007.  Of the 159 entrepreneurs assisted, 76 have received intensive support towards starting up their businesses.
Cost Effectiveness ~Financial Impact of working with NEET & Young Offenders

For the Young Offenders and NEET youth, providing employment choices is an effective method towards reducing crime and re-offending rates.  Nationally the average re-offending rate is 70%, but Reading only has a rate of 28%; in part due to offenders being provided with skills to help in their rehabilitation.  The Gateway cited that government statistics show that it costs the Treasury on average £100,000 per NEET and £250,000 per Young Offender.  Directing resources towards providing valid alternative choices through employment/self-employment may be an effective means towards lessening re-offending and thus reducing costs for crime prevention.

‘A DfES study in 2005 estimated that a young person who spent an extended time out of education, employment or training would on average, cost the taxpayer £97,000 during his or her lifetime and was 22 more times likely to be a teenage mother, 50 per cent more likely to suffer from poor health, 60 per cent more likely to be involved with drugs and 20 times more likely to become a criminal.’
‘Because the young people involved in the programme have become disaffected or disengaged from learning, the measure of a young person’s success is as individual as their learning programme.  For some young people, completing their agreed learning programme, including regular attendance for 30 hours per week, is in itself a success, even if they do not immediately progress into learning or employment. 
‘
The EITSE programme drew attention to areas where provision and resources remained inadequate.  With the benefit of additional funding, Reading Enterprise Gateway would target NEET youth in the Pakistani and Caribbean communities, who did not engage with the programme during the pilot period.

Sharing the lessons learnt

The work of the Reading Enterprise Gateway and the body of knowledge gained from the pilot has been communicated farther than the SEEDA region.  The uniqueness of the programme has drawn interest and consultation from abroad as well as the UK.  
In addition to presenting at the Regional Economic Strategy Group in Reading, and the UK Business Incubation (UKBI) conference in Birmingham, the Reading Enterprise Gateway was invited to share their findings at the National Business Incubation Association (NBIA) conference in Seattle.  As a result, the Mexican University of Sonora and a project in Alaska have developed working relationships with the objectives of setting up similar programmes.
12.3 Newhaven Enterprise Gateway

Enterprise Gateway Director
Jon Yon

Outreach Workers
Sophie Mahir and Susie Volpin

Business Advisor
Barbara Aston

Others involved in pilot
Nic Maynard (Enterprise Gateway Co-ordinator)

Key Learning Practices
· Capacity to provide one-to-one support

· Offering the choice of business support via a woman

· Combining softer skills with core business skills as part of the offering

· Local delivery of the programme within the community

· Free courses (with free lunches) at accessible times and days

· Provision free/subsidised childcare and travel

· Peer support networks and sponsored trading opportunities

· Targeted materials using language and local case studies that clients can relate to

What strategies worked well for meeting the needs of the target markets?
Accessibility

Free workshops and support with lunches/refreshments provided throughout the programme, enabling equal access to all women, especially those on benefits.  This extended not only to the learning/support environment but also in the provision of free childcare through OFSTED locally registered childminding and free/subsidised travel costs.  However, as a consequence of not charging for the programmes, a policy was implemented of over-booking courses by 15% to allow for any no-shows.  It was important to provide a range of accessible times and days to suit the needs of the women.  These included offering week-end courses on a rolling monthly and bi-monthly cycle at times that allowed for child and family responsibilities.  All courses were held in venues and areas where there were good public transport links and free parking.

Women were able to benefit from free unlimited one-to-one support from the Community Business Support Advisor who was available to provide mentoring and advice throughout the development phase of their businesses.  If required there was an option of seeing different female and male business advisors or specialist advisors for particular business issues.  The pilot also was sympathetic to women’s individual needs, going out to meet individuals if access proved to be a barrier (childcare, disability) e.g. one client who had MS and was unable to attend any of the courses as a result was given one to one support at home.

Approach

The EITSE programme team delivered an empathetic and non-judgemental approach towards clients, ensuring an enthusiastic and friendly approach was experienced at first point of contact whether on the phone or face to face. 

In the outreach work, workshops and business support using women who had personal experience of being self-employed and running their own businesses enabled them to relate to client needs and empathise with issues/barriers facing women starting in business.

Information Delivery

From the first impact of the marketing materials, through to workshop delivery and on-going information, the key was in providing clear, simple materials.  All the information was tailored to the audience.  One of the most successful marketing tools was the ‘Shine’ magazine featuring local women (Gateway clients) in business; it included inspiring case studies, motivating stories and interesting articles that women could relate to, and built their confidence to approach Newhaven Enterprise Gateway for support.

Training Needs

Key to the success of the Newhaven programme was both gaining an understanding and then delivering on all the needs of the women.  This required a balance between providing core business skills; (Business Planning, Marketing, Market research, Advertising and PR, Time Management, Finance, Access to funding and Benefits Advice) alongside softer skills, (e.g. confidence building, overcoming barriers, image presentation etc).

Workshops & Seminars

One attended seven sessions and one attended four sessions; five attended three sessions; 20 attended two sessions and 93 attended one session. (see next page *)
	Title (All free courses)
	Number attending


	Weekend Start up Courses
	138 (plus 25 additional for April/May courses)

	Do you Dare? Day 1
	28

	Do you Dare? Day 2
	17

	Personal Image
	37

	Comedy Matters
	9

	Fun with Fundamentals
	14

	Breaking and Entering
	7

	Finance for non-financial people
	4

	Women’s Forum
	57

	Advertising and PR
	23

	Negotiating and Selling
	19

	The Winning Attitude
	22

	Marketing Essentials
	26

	Market Research and Time Management
	7

	Time Management
	5

	Web Essentials
	18


Support and Advice Received

Overall, taking into account training and one-to-one assistance mentioned above, 178 women have had 3,520 hours of support in total (not including telephone support) between them giving an average of 19.78 hours each.
	Type of support or advice
	Number attending *

	One-to-one assistance 
(two hour sessions)
	159 two-hour sessions attended by 120 women which gives an average of 2.65 hours each

	Training
	A total of 3,202 hours of training (mentioned in detail previously) has been delivered to attendees.

	Networking
	57 women attended networking events. 

	Telephone Support
	Hours not tracked

	Newhaven Enterprise Gateway Co-ordinator (telephone or face to face)
	Indeterminate

	Newhaven Enterprise Gateway Director (telephone support for new and existing women clients)
	Indeterminate


Peer Networking and Sponsored Business Opportunities

The Gateway set up a quarterly Women’s Forum peer to peer support network, which encouraged pre-starts to share their progress with each other, and engage with those who had already started their businesses.  There was also an opportunity for ten clients who had started their business, to have a free exhibition stand at the Prowess Conference.  This unique approach allowed the new starts to experience a live trading situation and make initial sales in a supported way.  This sponsored business opportunity was so successful that it is planned to repeat this at other events.

Impact of this programme - changes in attitudes, knowledge and skills

Most of these women would not have experienced the changes if they had not gone through the programme, since nothing else of this type was being delivered locally free or otherwise.  Without the outreach activities only a small percentage of women would have known about the Gateway and the support that was available to them.  From the feedback forms the following changes were noted;
· Increased confidence, motivation and knowledge in core business skills

· Understanding of how to build and sustain a business

· Awareness of other support networks available which reduces feelings of isolation

· Knowledge of other support services available, e.g. Business Link

In what ways did this project contribute to increasing the pipeline of entrepreneurs entering the Gateway incubation process?

Normally it would have taken a considerably longer time-frame to establish relationships with so many external networks and organisations and to reach the client group.  With the dedicated resource available to the outreach work over the one year period in excess of 2,500 people were made aware of the Gateway services, of which 178 clients have been provided with access to these services and support.  These may subsequently continue with mainstream support and other Business Link services.

As an on-going method of reaching socially excluded groups, more financial resources would enable the Gateway to reach more women (and other groups), to offer training and one to one advice to those wishing to start a business and gain greater economic independence.

Cost Effectiveness

The benefits of having the outreach workers proved to be an extremely cost effective method of not only increasing the pipeline of entrepreneurs into the Gateway, but also in providing an awareness within the local area of the Gateway services and support.  As a method, face to face contact and building direct relationships with other networks and organisations has far more impact than purely distributing literature with the anticipated hope that it is displayed.

The outreach work was important for the in-reach work, because larger numbers of women on the workshops and seminars made the delivery more cost effective per head.  The downside was having to rent training facilities, if the Gateway had their own room, they could have been more flexible and reduced costs further.

Out of 178 women interacted with;

· 36 were already self-employed* (20%)

· 37 became self-employed by the end of the project (21%)

· 17 plan to become self-employed in the next 3 months (10%)

· 13 in the next 6 months (7%)

· 5 in the next 9 months (3%)

· 9 in the next 12 months (5%)

*(Important: they were either registered but not trading or had recently started and desperately needed help to continue)

Sharing the lessons learnt

Best practice was shared throughout the whole project amongst the Newhaven EITSE team and with other pilot Gateways and members of steering group.  Ideas were generally stronger because of the input and support.  Potential risks and problems were highlighted and resolved at the early stages because of this interaction by drawing on the individual skills of the group to strengthen the overall delivery.

The targeted marketing materials have been tried and tested and the most effective methods for reaching and appealing to the women can be replicated across other Gateways in the SEEDA region.  Likewise the delivery mechanism and content for the workshops, seminars and business support have been tested and evaluated.

This model, whilst fully transferable as an approach, needs to have the appropriate funding and resources available to work in other Gateways.

12.4 New Romney Enterprise Gateway

Enterprise Gateway Director
Jason Martin
Outreach Workers
Liz Grant
Business Advisor
Jill Tipping
Others involved in pilot
Stephanie Moir
Key Learning Practices
· Creative and engaging marketing materials using language and local case studies that clients can relate to

· Introducing the Gateway through creative non-business activities to encourage participation of the women and introduce the availability of support and services

· Outreach work encourages participation into the Gateway and subsequently into mainstream support and other Business Link services

· Need to overcome perceived ‘immobility’ of the target market – venues need to be central, accessible and non-threatening

· Personal development needs have to be addressed alongside idea generation and core business skills

· Co-operative commerce through sponsored trading supports women through the early stages of start-up

What strategies worked well for meeting the needs of the target markets?
‘Go Ahead!’ Branding and Marketing

One of the key factors contributing to the success of the New Romney Enterprise Gateway programme was in the marketing approach designed to appeal directly to the target market.  

The ‘Go Ahead’ branding was very creative using a traffic light system designed to reflect the recognised needs and barriers that women face in starting a business or considering self-employment options;


The traffic light concept assisted the target market in identifying where they felt they were at the start of the programme, and to see how they could progress from the red to the green light.  The programme helped the women to discuss barriers around why they couldn’t start their own business (the red light) through change into I can (the amber light), and finally into action (the green light).

Throughout the programme, these visuals were woven into all the marketing campaigns and customised workshops and support developed for the women.  Supporting the branding approach, a folder was created that included information on the programme, the Enterprise Gateway services and supporting case studies from local women who had started a business.  

In keeping with this colourful and engaging format, posters and leaflets reflected these messages.  A postal drop was delivered to all households across the Romney Marsh area, which had a significant impact and was very cost effective in reaching the target market.  In addition; leaflet drops to schools/pre-school play groups, women’s groups, churches, and local cafes were a very effective method of raising interest and the profile of the Gateway, and the eye-catching design created a ground-swell of interest.

Outreach Marketing

The New Romney Marsh area is geographically very rural, with a dispersed population amongst smaller towns and villages.  (The population density in 0.19 per hectare, compared to the national average of 4.2).  

The outreach worker needed to not only cover a large region, but also contact and work with a large number of third party community groups, networks and organisations.  Working with faith groups proved to be pivotal in reaching the target market, and it was through this vehicle that many of the women heard about the programme.  Mobility of the outreach work, and co-ordinating accessible, centralised activities was important in overcoming the inherent ‘immobility’ attitude of the target market.  Although transport did not keep the women operating within a limited area, perceptions did.

A New Approach into the Gateway

It was important find new ways of interacting with and engaging the target market.  The Gateway found that by creating a ‘bridge’ that was appealing to the women; they were then able to introduce ideas around personal development and self-employment options during these events.

Girls Day Out - A free event held at an easily accessible community venue, offering massage, make-up and relaxation techniques to encourage the idea of women coming together to network and enjoy each other’s company outside the traditional forums.

Bannatynes for Go Aheaders - This day was held towards the end of the programme and was designed to offer a mutual marketing opportunity.  Bannatynes in Folkestone offered all Go Aheaders free membership for a day in order to promote their services – whilst the Go Aheaders were able to further the ideals of Go Ahead via networking and empowerment within a pleasant, luxurious environment.

Girls on Top Day – This event was based on the success of the Girls' Day Out.  It was designed to put the idea of personal development through business ownership into practice.  It did this by involving a number of successful women entrepreneurs and owners of micro businesses on the day in order to allow for them to model their work and methods.  For example the owner of the ‘Colour Me Beautiful’ franchise and her team demonstrated her work to each individual attendee.

Personal Development Needs and Business Skills

The Open Days provided a platform for gaining an understanding and then delivering the personal and business needs of the women.  The Go Ahead Team spoke with each of the participants, and found that many were disillusioned and disaffected with their personal, family and work life and would be keen to explore alternatives.

The Gateway developed a programme offering workshops addressing topics around confidence building, motivation, creativity, image and personal health and fitness.  These were balanced with business skills workshops; (Business Planning, Marketing, Market Research, Advertising and PR, and Finance).

Workshops & Seminars

The workshops and seminars that were offered through the ‘Go Ahead!’ programme were based on peer learning followed by one to one support.  The personal development workshops enabled the women to set realistic goals and boost personal productivity through time management techniques.  

Most of the clients attended more than one of the workshops, with a core group participating in all of the activities and workshops.  These were delivered in bite sized chunks of no more than three hours each, and had plenty of participation and fun activities to make the interactions and learning more enjoyable and engaging.

	Title
	Number attending


	Productivity – ‘Get Stuff Done’
	9

	The Power of Goal Setting
	9

	Marketing - Communication using the written word
	55


Support and Advice

The Gateway found that the most effective method of uncovering the particular needs of this market was by providing an individual hour-long session for each participant.  During these encounters, individual and group support was designed, and many women began developing their simplified ‘living’ business plans, that helped focus attention on next stage actions and maintain momentum.

	Type of support or advice
	Number attending

	One-to-one advice
	21

	Sofa Support
	18

	Networking
	55


1:1 Business Support Sessions - The support of these sessions was important to convert the initial excitement of the idea into a firm action plan, and was also been a time for breaking down barriers which some individuals consistently put in their own way.

Sofa Support - Sofa Support offered weekly peer networking in a relaxed and engaging environment such as a pub or café (with sofas) that allowed for the women to share their personal as well as business concerns and issues.
Goal Setting & Networking Workshops - These were introduced to help the target market to keep their ideas on track via the introduction of a living, objective driven business plan.

Pathways - Peer Networking and Sponsored Business Opportunities

As an outcome of identifying the need for peer support, a new Network was developed called ‘Pathways’, - a women only networking group which builds upon the business and friendship relationships amongst the women.  The longer-term aim is to develop ‘Pathways’ as a women’s cooperative sponsored by the Gateway who will be able to trade as a single body.

To further this activity, the Gateway is sponsoring the Pathways group through a stand at the Kent County Show 2007, and aiming to establish this group as a viable supplier to larger corporations and local government organisations within Kent.  These initiatives provide a supportive environment where early start businesses can experience live trading situations with the support and help of others and the Gateway.

Impact of this programme - changes in attitudes, knowledge and skills

One of the greatest impacts of this programme has been to create a support network within the target market who now feel that they can gain encouragement both from the Gateway and other women who are in a similar stage of start-up to themselves.  The dynamics of the Romney Marsh area, with an in-built ‘localised’ mentality and lack of motivation for economic activity had led to many potential clients feeling socially and economically isolated.  These powerful links and changes would not have happened without the intervention of the outreach marketing or the programme.

The independent appraisal commissioned by the New Romney Gateway 
 stated the following results from the EITSE programme;

· 22% have started a business since entering Go Ahead

· 44% have put business plans into action
· 11% have entered paid employment, based around a much clearer understanding of their area of need

· 11% volunteering within the community with the eventual aim of being offered paid work

· 11% have reported improved business status-from entering the programme with an existing business

In what ways did this project contribute to increasing the pipeline of entrepreneurs entering the Gateway incubation process?

The geographic diversity previously created a wide area for coverage and raising awareness.  Funding through the programme for the outreach work, and a co-ordinated marketing and branding approach helped towards bringing the Gateway services into the awareness of potential clients who may not have sought the help and advice from ‘formal’ business services.  The experiences of the women who have been through the programme, has created an army of local advocates, each of whom has encouraged other women to make contact with the Gateway through events and direct contacts.  The impact of this local advocacy network has significantly increased the number of potential start-ups gaining support.

13 Contacts

SEEDA Headquarters

Nicola Loweth

SEEDA Headquarters

Cross Lanes

Guildford  GU1 1YA

Email: seeda@seeda.co.uk
Tel: 01483 484200

Slough Enterprise Gateway

Nina Sian – Project Director
Crossbow Centre

Crossbow House

40, Liverpool Street 

Slough  SL1 4QZ

Email: nina.sian@sloughenterprisegateway.co.uk
Tel: 01753 610010

Reading Enterprise Gateway

Shemila Tharani – Enterprise Gateway Director
7th floor, Hanover House

King’s Road

Reading

Email: shemila.tharani@businesslinkberkshire.co.uk
Tel: 0845 600 4141
Newhaven Enterprise Gateway

Jon Yon – Enterprise Gateway Director
Newhaven Enterprise Gateway
Denton Island Training and Business Centre
Newhaven  BN9 9BN 

Email: jon.yon@newhavengateway.com
Tel: 01273 612927
New Romney Enterprise Gateway

Jason Martin – Enterprise Gateway Director
Unit 12a Mountfield Road
New Romney  TN28 8LH

Email:info@romneyenterprisegateway.net 

Tel: 01797 369336
14 Additional Reports and Resources
SEEDA – Nicola Loweth
(EITSE) - First Quarter Report – May 2006
(EITSE) - Second Quarter Report – September 2006

(EITSE) – Third Quarter Report – December 2006

Reading Enterprise Gateway

Evaluation Report - Kitchen Fitting Training Course - August – October 2006
Review of Business start-up course March 2007 HMP Reading - Steve Green
Verbal Feedback following 2 day Introduction to Self-Employment Course - 29 & 30 January 07 HMP YOI Reading
Impact Assessment - Training in Self-Employment and Business Start Up - Reading Prison Young Offenders Institute - March 2007
Newhaven Enterprise Gateway

Outreach Project Report March 2006/07
Written by - Susie Volpin and Sophie Mahir - (Project Outreach Workers)

New Romney Enterprise Gateway
Go Ahead Appraisal – Women’s pilot programme
Written by Madeline White
Resource Packs

Resource packs available from SEEDA
Pilot Programme DVDs

DVDs available from SEEDA
I can’t (RED)
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� SEEDA EITSE Business Development Fund Proposal - 2006


� New Starts - The definition of a start up is either i) registration with the Inland Revenue as a sole trader, ii) company registration or iii) having issued or received an invoice).


� Entrepreneurs Assisted – The definition of an entrepreneur assisted is the number of people that are engaged with the programme either through seminars, workshops, events, training, business support received etc





� NEET ~ Not in Employment, Education or Training


� E2E – Entry to Employment – Government funded initiative administered through the DTI, targeting 16-19 year olds who are not in employment, education or training – known as NEET


� Shemila Tharani – Reading Enterprise Gateway Director


� Appraisal Go Ahead! Available from New Romney Enterprise Gateway
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