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1 Introduction

The Scottish economy has consistently tried to punch above its weight as a small country.  However, global competition gets fiercer every year, and every resource needs to be marshalled in support of Scotland’s economic success.  The Globalscot network is an innovative and challenging approach to economic development.  It leverages the affiliation and expertise of Scots (and those with an affinity for Scotland) in leadership roles across the globe, and brokers connections with Scottish organisations with international ambitions.  Globalscot aims to create a complex, international web of relationships that can enable Scottish organisations to achieve global growth and success.  In short, Globalscot is different to ‘traditional’ economic development approaches, although it still aims to deliver traditional economic development outcomes – net additional growth for Scottish businesses.

Being different, it requires a different approach to reviewing and evaluating its success, and adding value for its future development.  Globalscot is an important project because it looks at how networking and learning processes can be made to deliver tangible value.  It represents a step change in looking at how people, organisations and a country might work 'smarter' to increase involvement in global markets, in line with the Global Connections theme in Smart Successful Scotland.

Just as Globalscot is a different kind of economic development tool, so Scottish Enterprise’s (SE) delivery role is also different; Scottish Enterprise takes a facilitating and enabling role rather than direct delivery.   One of the project’s core objectives sets out the need to avoid excessive direction and weaving a ‘noose of control’ around the project.  Scottish Enterprise’s role is to keep the network healthy and enable people to use it effectively in ways that work for them.

There are a number of important issues in approaching this evaluation:
· it is innovative, so traditional measurement models do not readily cover the full extent of the value that Globalscot creates

· there may be a considerable timing lag before an attributable output from a Globalscot transaction can be observed

· it has substantial qualitative, as well as quantitative, impacts

· the outputs rely significantly on informal, rather than formal learning, and are therefore personal and context-specific for each participant

Most importantly this project is not about a Scottish Enterprise input doing something that directly generates an output.  In Globalscot, Scottish Enterprise has created a process, and an associated infrastructure, for other people to use to realise benefits for themselves and for the Scottish economy.  There are analogies with telecommunications – SE has created an infrastructure, but real value is only created when subscribers start making calls.

Phase 2 of Globalscot’s operations are now complete.  Reflecting that, the four high level objectives of this evaluation are to:

· assess progress against its objectives 

· identify economic and soft impacts

· assess the ‘health’ of the network

· make recommendations on the next phase of development 

Overview of Globalscot

1.1.1 Rationale

Globalscot was originally developed as part of the strategic infrastructure to support the Global Connections theme of Smart Successful Scotland.  

It supports the ‘knowledge in - knowledge out’ agenda which aims to:

· generate value from the international exploitation of Scottish knowledge

· attract knowledge to Scotland from overseas

Globalscot was designed as a long-term approach to address market failures such as risk aversion and information deficiencies that were reflected in low levels of entrepreneurship and confidence in Scotland.  It addresses those market failures at three levels:

· aspirational – acting as a catalyst that would raise levels of confidence and ambition

· operational – a resource that would respond to specific demands from customers in Scotland

· infrastructural – providing a means to harness previously untapped expertise and knowledge

These market failures are complex and reflect a mix of real barriers to companies achieving better international performance:

· attitudinal and behavioural – desire to do

· competence, individual (and business) – ability to do

· information and access issues – channels to do

Scotland has a large international diaspora, including a substantial number of Scots in senior positions in global organisations.  Scotland also enjoys a strong affiliation amongst many non-Scots overseas.  Globalscot aims to harness the knowledge, expertise, skills, goodwill and contacts of Scots (and those with an affiliation for Scotland) in support of Scottish companies and organisations. 

1.1.2 Process

Rather than being a traditional Scottish Enterprise product, Globalscot is a process which: 

· creates a ‘supply’ network of Scots overseas and those with a strong affiliation for Scotland

· enables companies, Scottish Enterprise and other organisations in Scotland to connect with the network, to request ideas, support, contacts and advice 

Potential users can access the network by a number of routes:

· directly through the Globalscot website – allowing them to search for Globalscot members with the right match of skills and experience and send a request to them via the website

· through the Globalscot team – who can advise on appropriate matches, do the initial search and make requests via the website

· through other Scottish Enterprise intermediaries – such as an account manager or specialist team

· through other external intermediaries – such as the Entrepreneurial Exchange, Chamber of Commerce, etc

Globalscot members then choose to respond based on their experience and ability to help.

Requests range from advice on strategic planning and market entry, to opening doors and making introductions to potential clients.

The process and operations are further explored in Section 5.

What We Did – Method of working

In this section we describe the way we approached the evaluation, grounding it in a systemic view of Globalscot.

1.2 Working hypothesis

1.2.1 Nature vs nurture

Were Scottish people naturally inclined to global networking, this would be evidenced in their behaviour and Globalscot would not have been needed.  

It is important to understand whether this market failure is a nature or nurture component of Scottish behaviour and whether it will persist or is ‘fixable’ by public interventions such as Globalscot – answering this question is critical to determining the future of Globalscot.

In reviewing Globalscot, we need to consider its role in two processes in Scottish economic development:

· behaviour change – individuals learning to use the Globalscot (and other) connections thus correcting a failure in Scottish managers’ business development – an individual skills ‘failure’ that training can correct

· cultural or attitudinal change – changing norms towards the use of global connections as a natural behaviour for many more Scottish people ie changing their ‘management DNA’ – a much deeper rooted market failure

Globalscot is capable of making high value connections for users, which ought to encourage widespread use of the network.  There is limited evidence of a trend towards widespread usage of Globalscot, therefore we must question whether the initiative is:

· less about individuals’ learning in how to use networks, and 

· more about a role in changing a specific, and constraining, aspect of Scottish business culture

Taking this working hypothesis, our approach to this evaluation was designed to examine: 

· the extent to which cultural and attitudinal changes are already happening 

· the potential to shift culture and attitudes further – and what is getting in the way

· the impact of achieving these shifts

· how they can be achieved 

1.2.2 Impact and value

Globalscot has the potential to deliver quantifiable impacts for businesses and the Scottish economy, such as new export sales, joint ventures and business growth.  However, these are not the only things that Globalscot delivers and not all of the outputs can be easily measured and quantified.  

Globalscot is designed to shift mindsets and behaviours; these should lead to measurable business benefits, but there may be a long lag time between new networking behaviours and the impact on the bottom line.  

Our evaluation was therefore designed to identify:

· actual quantifiable impacts realised to date

· projected future quantifiable impacts

· softer outcomes and results that may ultimately lead to quantifiable impacts

It is essential to recognise the totality of ways in which Globalscot generates value, so that its contribution to the Scottish economy is fully articulated – even if this is not always in the form of conventional measures.

1.3 Globalscot as a system

To design our research method, we needed to understand the Globalscot system in its entirety – who are the users and players in the system, what do they use Globalscot for and what might the nature of the impacts be.

As a starting point we created a system map of Globalscot which depicted all the interest groups.  This was validated with the Globalscot team and used to define the segments that needed to be engaged in the evaluation.

The map is shown below:
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1.4 Method

Our method is informed by our working hypothesis and our understanding of Globalscot as a system.  The method reflects the need to gather a range of data – both quantifiable and soft – from a diverse group of stakeholders, to allow us to build a clear picture of: 

· Globalscot’s progress against its objectives

· the impact and value generated by Globalscot

· the health of the network

· future direction of travel

The diagram below outlines our method:
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1.4.1 Stage 2 - Measurement framework and benefits model

Before beginning our evaluation design, we developed a hypothesis of how value is created by Globalscot, including a draft measurement framework.  The evaluation was then designed to test and validate this.  This hypothesis is described in Section 2.1.

1.4.2 Stage 3 - Survey segmentation and design

During this stage we finalised:

· survey segmentation and samples

· questionnaire design

· pilot interviews

Survey segmentation

The survey logistics table below shows our segmentation, sample sizes and survey instruments for the main part of the fieldwork.

Figure 2.4 Survey Segmentation

	Cohort
	Sample size
	Instruments

	Members
	30
	Telephone interview (qual)

	
	100% of remainder
	e-survey

	
	18-24
	Focus groups (x 3)

	Users
	30
	Telephone interview (qual)

	
	100% of remainder
	e-survey

	SE Account Manager
	7-10
	Telephone or face-to-face interview

	
	100%
	e-survey

	SE Client Manager
	100%
	e-survey

	Member Support Manager
	c15 over 3 regions
	Telephone interviews


These were supplemented by focused telephone interviews with SE in-house clients, eg priority industries teams, the high growth start-up unit, and a selection of survey respondents, to tease out issues from the surveys.

Questionnaire design

Development of the questionnaire was informed by: 

· our discussions with the Globalscot team and Customer Experience team during project set-up

· early telephone interviews with small samples from each segment

SurveyMonkey online survey software was used to host e-surveys for each group, enabling us to send the survey to a 100% sample of each segment.  

1.4.3 Stage 4 – Review performance against targets

We reviewed Globalscot’s performance against its 10 objectives as defined in the Phase 2 board paper.  This work was primarily desk-based, supplemented by interviews those involved with the project’s operation and management:
· current Globalscot team members

· responsible senior managers in SE

Elements of this task continued throughout the project as information was yielded from subsequent stages of work eg the survey.  When completed, it addressed the key question – did it do what it was supposed to do?

1.4.4 Stage 5 – Deliver and analyse survey
User survey
This survey sought to identify, from the customer’s point of view, the Globalscot users’ experience of the:
· transaction – what actually happened

· trigger – how it was initiated

· process – what it comprised

· outputs eg a sales lead

· benefits eg new business sold

· timescales – over which the benefits will be realised

· additionality – what would otherwise have happened

Member survey
Globalscot members are a diverse group in terms of:
· geography

· sector experience

· interests

· motivations to join Globalscot

This survey examined their perspectives on:
· engagement in activities 

· perceived and actual benefits to them 

· perceived benefits to customers

· perceived benefits of Globalscot as a ‘whole system’

· recommendations for change in operation

· suggestions for additional processes, ‘products’ or outputs that could yield additional benefits

‘Intermediary’ research (MSMs, Account Managers and Priority Industries teams)
Member Support Managers (MSM) are critical ‘hubs’ in facilitating the network, although their involvement has changed since their targets were altered.  For this reason, we interviewed a sample of MSMs, to understand their role in the supply chain.

MSMs hold potentially critical roles within the network to:
· build – find new members

· maintain – retain and use existing members

· assess – identify higher and lower impact members

This research covered:
· their planned role – as set out in initial documentation

· their actual experience – how it works

· why they perceive there to be differences

· what we may learn from that

· implications for future strategy in the role of the MSM

We also surveyed account managers and international trade advisers, who have a pivotal role as intermediaries in bringing users to the network.
They can also have an impact on ‘signal’ traffic across the network in eg:
· amplifying

· damping

· filtering

· distorting

· switching and directing in the best direction

Our research with account managers and international trade advisers examined how they fit within the supply chain and the extent to which they were performing these signalling roles.

Finally, we also conducted focused telephone interviews with members of priority industries teams and the high growth start-up unit, to examine the ways in which Globalscot generates value for their companies and for the teams’ strategic development.

1.4.5 Stage 6 – Review market failure and strategic rationale

There was a perceived market failure when this project was created – hence the public sector support.  This stage of the work examined whether that market failure remains, or has changed in ways that would lead to a change in the rationale for continued funding.

Stage 7 – Review operations and processes
We reviewed the operations of Globalscot in discussions with the team and triangulated with the relevant findings from the interview and survey process.  The focus was on how, from a user and Globalscot perspective, the process could be made either easier to use or more effective. 

We were particularly interested in how the matching ‘questions to possible answers’ process is delivered and the extent to which it depends on a small number of SE personnel.  This may or may not be a risk that future design needs to consider.

1.4.6 Stage 8 – Evaluation of benefits from survey

Using the measurement framework designed in Stage 2, we analysed the findings from the interviews and surveys to determine the range and value of outcomes delivered so far by Globalscot. 
1.4.7 Stage 9 – Consider future market demand
The number of enquiries to Globalscot continues to be a concern.  Therefore we considered if this was evidence of some kind of market failure or failure in some aspect of the supply chain.  This requires a distinction between a ‘process failure’, which is readily fixable, rather than a ‘demand failure’ which is a very different problem.  Our findings suggest that there is a dysfunction in the supply chain which needs to be addressed before the issues of potential future market demand can be considered.  

We have therefore not focused on estimating potential sources of demand at this stage.

1.4.8 Stage 10 – Prepare strategy and structure options
We used our findings from the previous stages of the work to develop recommendations, including future actions, on strategic and operational development of Globalscot for the future.

1.4.9 Stage 11 – Prepare final measurement framework
We finalised our measurement framework, to define the value of Globalscot to date and to enable measurement of value in the future.

1.4.10 Stage 12 – Final report and material for SE Board Paper

The final stage was to draft a report that sets out:

· the findings from the evaluation and how Globalscot has performed against its targets, and whether it provides value for money – did it do what is was supposed to do?

· the hard economic and soft qualitative benefits that Globalscot is currently or may be likely to generate – is it generating value and how is that value expressed?

· an assessment of the market failure and the strategic rationale for Globalscot – should it still be a publicly funded  programme?

· recommendations on Globalscot’s future form and function – what next and why? 

How Is Globalscot Working?  Findings

The findings presented in this section have been drawn from results of e-surveys conducted with Globalscot users, Globalscot members, account managers and MSMs.  Telephone interviews were also conducted to provide further detail.  

The results of each survey are presented below.  Response rates
 are based on e-survey results supported by qualitative findings from telephone interviews.  

1.5 User perspective

188 Scottish companies received the user survey of which 61 returned completed responses (32%).  In addition, 14 in-depth telephone interviews were conducted to provide greater depth to feedback; these were conducted before and throughout the survey period.  Both explored:

· how users were introduced to the Globalscot network

· experience of the Globalscot network

· impacts and outcomes (which are explored in section 4)

· capacity building – networks and networking skills

· future development of the Globalscot network

1.5.1 Background information

Most users are company owners or other senior-level personnel from the central belt, with 33%
 from Edinburgh and Lothians and 31% from Glasgow.  Of the 45 users who provided business sector information most were from:

· life sciences (13%)

· electronics (11%)

· financial services (11%)

The remaining companies were spread across sectors including textiles, software and general business services such as consultancy or recruitment.  

1.5.2 Introduction to the Globalscot network

Most users are fairly new to the Globalscot network, with 55%
 reporting that they were first introduced in the last year.  20% have been members for 1 to 2 years and 25% have been members for over 2 years.  The highest proportion of users (33%
) made contact via the website, closely followed by contact via SE/LEC (32%).  A further 23% made direct contact with the Globalscot team.  The remainder claimed not to have made contact with Globalscot, however our sample was drawn only from people who had made contact.  

Figure 3.1: When were you first introduced to the Globalscot network? 
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30%
 first learned about Globalscot through their SE account manager and a further 25% through another contact in SE.  Interestingly, word of mouth was cited by 25% as their main source of referral, which indicates that there is a reasonable level of awareness about Globalscot within some elements of the business community. 

1.5.3 Experience of the Globalscot network

Users who have submitted a request (25 companies)

Responses indicate that Scottish companies value the Globalscot network and realise the business benefits that can be achieved through networking with members, such that 41%
 have submitted at least one request to Globalscot.  Among this group, 52%
 received responses to all requests and 28% to some.  

In discussing the website search facility, the majority (68%
) cited ‘sometimes searched’.  Only one user described him/herself as a “regular searcher”.  In more detailed discussions, users indicated that the website search facility was difficult to use and took ‘real perseverance’; something they did not have time for.  

We asked users whether the response they received met their expectations.  17%
 said the response fully met their expectations and a further 50% reported that the response met their expectation to a large or some extent.  56%
 believe that the support received could not have been sourced elsewhere, suggesting that Globalscot provides a unique service for this group of companies and a high degree of additionality.

The perceived importance and relevance of Globalscot varies from company to company.  For some, the Globalscot network played a significant role: 

“I select my target markets in relation to the number of Globalscots related to that market, this can help me gain access to the top level of contacts required.”

Globalscot connects with top decision makers, which respondents said would otherwise be very difficult, time consuming or impossible.  Other comments included:

“You can contact people who are amenable to talking, rather than trying to get to people who won’t take you seriously”

“SE’s backing gives credibility to new starts and smaller companies”

While many companies reported a positive experience, some commented on the unreliability and lack of commitment of some Globalscots.  They also noted a lack of awareness of the full range and potential of Globalscots that they could tap into.  A small number of users cited challenges including: 

· Globalscots failing to show at organised meetings (in reference to the conference)

· Globalscots being difficult to reach 

· always having to explain the purpose of the call (which was perceived as demeaning)

· the need to “fight past PAs”

· “no idea” who they are talking to, or lack of understanding of what influence the Globalscot has in reality

There is a need for the Globalscot team to manage expectations of Scottish companies so as to stop one or two negative experiences becoming barriers to future engagement.  Experience suggests that some companies may require coaching before engaging with Globalscots, so that they have defined in advance what they hope to achieve from their contact and to maximise the value from the time.

Users who have submitted no requests (36 companies)

A high proportion of the sample (59%
) had not yet made a request, and therefore had minimal experience of the network.  This reflects the relative newness of the sample to the network.  In addition, feedback from interviews suggested that young companies want to get their pitch right before approaching a Globalscot.

It is important to understand their perceptions to identify their potential level of future activity.  Of this group, 19 companies stated that they did not make further use of the network because they were unable to find useful contacts when they searched the database.

Almost half (47%
) reported that they gained some benefit from using the website.  For many, access to the website revealed the potential opportunities that could be achieved by tapping into the network, suggesting an awareness of future benefits.  

Companies asked what ‘one thing’ they would change about Globalscot suggested:

· getting Globalscots to respond or some other form of feedback

· focused dinners with Globalscots

· improving the website 

· reducing the initial administration and access time (completion of e-forms and gaining access to Globalscot information)

· more relevant contacts

Users were largely very positive in their experience and feedback of Globalscot.  Comments include:

“We would never have got these contacts, or be in this situation without the Globalscot network”

“Being part of the network is making ourselves heard, which is invaluable”

1.5.4 Capacity building as a result of Globalscot

Users were asked to rate their networking abilities prior to engaging with the Globalscot network from 1 to 6 (1 is a poor networker and 6 is highly proficient).  68%
 rated themselves as proficient networkers, ie 4 or above.  Users reported networking as being very important to achieving their business objectives; 77% consider it either critical or very important (rating 5 or 6).  

Through engagement with Globalscot:

· 23%
 indicate that they have improved their networking skills

· 13% indicate that they have developed new skills

· 10% indicate that they have changed their attitude towards networking/networks

Detailed feedback included:

“Pulled me out of my comfort zone leading to development of new skills”

“I am now a natural networker” 

“Globalscot helped me become at ease with dealing with these global players”

“It's proved that networking really does work”

“Reinforced my view of its importance”

Of the 23% who indicated an improvement in their networking skills, 12 companies believe that this positive change has been a direct impact of engaging with Globalscot.

Future development of the Globalscot network

Users suggested a number of ways in which Globalscot could be improved to encourage increased uptake.  These included:

· improvement of the website and online request forms – some companies comment that it is often difficult to ‘get down in a few lines’ what they are looking for – “it takes too much time to make sure you’re using the right words and that the email looks good”.  Other website-related suggestions included:

· having a dedicated “open” section on the website to post questions for Globalscots to post their answers

· improving the information on the database, which was described as patchy, inconsistent, difficult to search, particularly by sector

· follow-up after interactions with Globalscots – the Globalscot team should follow up interactions with a call to Scottish companies to determine next steps.   Some companies commented that the process is “too reactive and not proactive enough”

· clarification of the motivations for companies and Globalscots at the outset – both parties to enter into interactions with clear expectations

· regular targeted sector-specific networking events – for companies to meet Globalscots relevant to their sector and combine this with learning from other companies
1.5.5 Word of mouth 

Regardless of whether companies have made a request or not to Globalscots, 53%
 reported that they are “very likely” to recommend Globalscot.  An additional 37% were “moderately likely”.  Their reasons centred on recognition that Globalscot was a good idea or tool with the potential to deliver considerable benefits for Scottish companies, currently and in the future. 

Comments included:

“I think it's a service that is needed in Scotland and one that has tremendous collateral… I deal with Scottish companies who import and export, and feel Globalscot will be a valuable resource for myself and any company looking for expertise here or abroad”

“I didn’t spend enough time to find the most suitable contacts among Globalscots, but I believe in the future we will get in touch with the right people who can help to find new customers and dealers for our product all around the world”

This suggests that users see a ‘hope value’ in participation that will at some time in the future yield a financial or economic return.  It is important to recognise this as an, as yet, unrealised asset that is unique to Globalscot.

Globalscot member perspective

The Globalscot member e-survey was distributed to 867 Globalscots of which, 267 (31%) returned completed surveys.  16 in-depth telephone interviews were also conducted to gather in-depth feedback.  These were conducted before, during and after the survey.  Interviews and the survey explored:

· experience of the Globalscot network

· benefits to companies and to Globalscots (which are explored in Section 4)

· future development of the Globalscot network

1.5.6 Background information

Globalscot members are distributed widely.  The highest proportion is based in the United States (42%), followed by Scotland (13%), England (9%) and China (4%).  Figure 3.2 illustrates the geographic distribution.

Figure 3.2: Geographic distribution of Globalscot members

	Rank
	Region/Country
	%
	Rank
	Region/Country
	%

	1
	USA
	42%
	11
	France
	2%

	2
	Scotland
	13%
	12
	UAE
	1%

	3
	England
	9%
	13
	Switzerland
	1%

	4
	China
	4%
	14
	Caribbean
	1%

	5
	Canada
	3%
	15
	Denmark
	1%

	6
	Japan
	3%
	16
	Russia
	1%

	7
	Germany
	3%
	17
	Other Europe
	4%

	8
	Singapore
	3%
	18
	Other Asia
	2%

	9
	Australia and New Zealand
	2%
	19
	Rest of world
	3%

	10
	Belgium
	2%
	
	
	


Base=260

The sectoral distribution shows three sectors which align with SE priorities industries: 

· life sciences (19%
)

· financial services (16%)

· electronics (16%)

The remaining members are spread across a wide range of sectors. 

The majority (56%
) of Globalscots have been a member of the network for three years or more.  Their core reasons for joining the network were generally altruistic – examples include:

· “to share my expertise and experience with Scottish companies to help them succeed” – 74%
  

· “to give something back” – 67%

· “to make contacts that might benefit my business” – 42%

A large number also see Globalscot membership as an opportunity to generate potential business benefits and contacts for themselves.  This suggests the network generates value that, while occurring outside Scotland, benefits Scotland because they reinforce the value of Globalscot to its members.

Almost all (92%
) respondents have been involved in Globalscot activities at some stage, including:

· interactions with Scottish companies/organisations – 62%

· informal networking with other Globalscots – 58%

· interactions with other Globalscots and/or their companies – 57%

· attendance at Globalscot organised events – 50%

· providing support or advice to SDI/SE – 42%

· working with schools in Scotland – 11%

1.5.7 Experience of the Globalscot network

The majority (80%
) of respondents believed that their experience of the network has met expectations to some extent:

· exceeded expectation – 3% 

· fully met – 12% 

· to a large extent – 24% 

· to some extent – 41% 

19% reported that their experience had “fallen considerably short of their expectations” or “has not met my expectations at all”.  The reasons for this include;

· lack of time to engage as much as some would have liked

· not receiving as many requests as initially expected

1.5.8 Globalscot utilisation 

Many Globalscot respondents would be happy to offer more assistance to Scottish companies.  They are keen to provide help, but currently feel under-utilised.  Some believe that they could be more pro-active and intend to offer more time and attention in the future.

Most respondents (63%
) currently dedicate less than a day every three months to Globalscot.  While 38%
 reported that the time dedicated to Globalscot is “about right”, 62% report this to be “too little” and are prepared to offer more support.  Some members said they were prepared to set aside 1 or 2 days a month, allowing Scottish companies the opportunity to contact them.  Some of the members referred to this as “The Globalscot Day” which could be advertised on the website so that Scottish companies would know when Globalscots were open to questions and queries.  84%
 of respondents had responded to one or more enquiries.

Globalscots were asked to rate their experience as members of the network from 1 to 6, where 1 is very poor and 6 is very good.  Figure 3.3 illustrates that the majority of (52%
) Globalscots consider their experience of being a Globalscot member as good (rating 4 or above).  Only a small proportion rated their experience negatively (rating 1 or 2).

Figure 3.3: Rated experience of being a Globalscot member
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Almost half of respondents revealed that they had maintained a relationship with some or all of the companies who have contacted them.  However 22%
 reported that no relationship was maintained.  

10%
 of Globalscots reported that they have realised measurable business benefits from being a member of the network.  Some examples include:

· acquiring operational contacts with senior figures in major corporations

· developing business deals with Scottish companies – one Globalscot reported an increase in sales of $40,000

· opening a customer care facility in Scotland and intends to sponsor the GLASGOW 2014 Commonwealth Games application

· signed a business support agreement with a Scottish company

· one Globalscot commented that he was appointed Non-Executive Director as a direct result of the Globalscot conference

Future development of the Globalscot network

Figure 3.4 illustrates how members believe that Globalscot could be made more effective

Figure 3.4: Adding value to Globalscot’s effectiveness

	Adding value
	%

	Informal local networking opportunities
	56%

	Regional conference or networking opportunities
	48%

	Small scale forums for companies to meet Globalscots
	46%

	Sectoral conference or networking opportunities
	45%

	More tailored matching of Globalscots to companies/enquirers by the Globalscot team
	44%

	Segmentation of members to highlight most appropriate type of support they could provide (e.g. strategic advice to companies, operational advice, strategic advice to public sector, policy guidance)
	41%

	International conference opportunities
	34%

	More tailored matching of Globalscots to companies/enquirers by my local Scottish Development International contact
	29%

	More communication with my SDI contact
	25%

	Teleconferencing
	18%


Base=232

Our interviews re-emphasised these, with suggestions including:

· creation of a "Globalscots in residence" where a small group of Globalscots would take responsibility to deliver specific, measurable and incisive input to provoke growth in targeted Scottish businesses from specific geographic segments 

· a clearer definition of Globalscot goals and objectives outlined in advance (for members to contemplate)

· the need for greater awareness amongst Scottish companies of the Globalscot network and how to use it

· segment the enquiries as either single enquiries for help, or requests for ongoing business support to help set the expectation on both sides

· creation of a more interactive platform which evolves and allows members to more easily access each other and Scottish interests to more easily find and access members

· to engage more with Globalscots who are extremely willing to be supportive and make more connections

· more follow up – specifically after contacts are made

· improvement of the Globalscot website – especially the incomplete profiles by some Globalscots

· regular regional or national meetings of Globalscots, some of which can be theme related or sector-specific

· providing a better sense of where and how Globalscots add value – some believe that this remains a challenge 

· interview and agree with each Globalscot where their individual skills/expertise lies, and therefore what they can, and are prepared to contribute to achieve the aims of Globalscot

· more activity and promotion of linkages between Globalscots and Scottish companies

· more frequent face-to-face meetings with Globalscot staff to discuss various aspects of what is happening in the organisation and what else Globalscots can be involved in – some Globalscots report that they rarely go looking or enquiring on the website and would benefit from a more structured approach from the Globalscot team targeting specific Globalscots and matching them with specific companies

1.6 Account manager perspective

190 account managers, including International Trade Advisers, received the e-survey; 87 responses (46%) were returned.  6 in-depth telephone interviews and a number of informal telephone and face-to-face interviews were conducted before and during the survey period.  All explored:

· the referral process

· experience of the Globalscot network

· benefits to companies (which are explored in section 4)

· capacity building

· future development of the Globalscot network

1.6.1 Background information

The respondents were 57%
 account managers, 13% International Trade Advisers/Managers and 12% client managers.  These were spread across all 12 LECs and Highlands and Islands Enterprise.  The remaining 18% included project managers/executives, Business Gateway personnel and sector-specific executives. 

1.6.2 The referral process

The majority (76%
) of respondents have referred companies to Globalscot, with 24%
 claiming to have made more than 5 referrals.  It is not possible to validate these figures with users as a referral (ie a suggesting that the company uses Globalscot) may not have resulted in the company taking it further and making a request.  

Primary reasons for referring companies include:

· helping the company to improve its capability in networking overseas – 76%

· supporting the company plan its internationalisation strategy – 67%

· helping the company make direct sales contacts in its target market – 57%

· company request to be referred – 21%

Respondents were asked to rate the usefulness of Globalscot as a tool for supporting business growth from 1 to 6, where 1 is not at all useful and 6 is very useful, (Figure 3.5).   Globalscot is considered favourably, with 64% rating 4 or above.  For account managers who did not make a referral, it is interesting to note that they still view Globalscot favourably with 60%
 rating  4 or above.  

Figure 3.5: Usefulness of Globalscot as a tool for supporting business growth
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Those reporting that Globalscot did not meet their needs or “very little” cited “not seeking international advice or support” as the reason.   Telephone interviews revealed that while some individuals did not currently refer their companies to Globalscot, this would not preclude them from doing so in the future.  

Comments included:

“Utilising the most appropriate Globalscot can result in new networks for my account managed companies”

“Access to people of this calibre and position is undoubtedly a major way in which we can add value to growing businesses. Without Globalscot, it is unlikely that our growth businesses would be able to call in such expertise, knowledge and strategic contact which invariably shortcuts time to new markets”

“The support the companies received from Globalscot was invaluable to making decisions on whether or not a market was suitable for their products.  On some occasions this has meant that they decide not to enter the market and on others they were greatly encouraged to do so. Hearing from prominent figures in the market or sector proved to be a great source of information for decision making”

“Globalscots provide specialist intelligence (to a level that I don't have) and contacts to assist Scottish companies. It's also free!”

In addition, many account managers report that the key to a successful outcome for Scottish companies using Globalscot depends on achieving a good match with a Globalscot – “it can be brilliant or it can be very non-committal”.

Experience of the Globalscot network

Respondents were asked to rate the current performance of Globalscot from 1 to 6, where 1 is very poor and 6 is excellent.   58% rated positively, scoring 4 or above (Figure 3.6).

Figure 3.6: Current performance of Globalscot
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While reporting a positive perception of performance, they also noted barriers to making more use of Globalscot, including:

· their perception that Globalscot suits only a small number of companies who have reached a certain stage in their development – 39%
 

· other products and services are more appropriate – 33% 

· not having a clear understanding of what Globalscot can offer –17%

· uncertainty as to how Globalscot could add value to companies – 11% 

The issues around lack of understanding and uncertainty, voiced by 28%, need to be overcome quickly so that more account managers and operational staff make greater use of Globalscot.  We believe this is about more than promotion and marketing – account managers have many products offered to them, but tend to use only a selection that they know and trust.  Therefore account managers need support to get to know Globalscot in detail so that they know when and how to use it effectively.  

This uncertainty was echoed by MSMs, users and Globalscots, indicating that the promotion, marketing and capability-building are required amongst all target groups.

In addition to these findings, 31%
 report that they have experienced other challenges or difficulties including:

· difficulties in finding Globalscots with the relevant experience

· difficulties navigating the website

· the need for clear guidelines on the use, aims and objectives  

Asked what would make it easier, or encourage them to make more use of Globalscot, responses included:

· improving the search functions on the website

· more examples of success stories

· opportunities to meet relevant industry and wider geography 

· Globalscots to build up relationships and improve referrals

· improved interface and 'introduction' process between client (via account manager to appropriate Globalscot staff or relevant SDI colleagues) so that enquiries are clarified and targeted.  

If these changes were implemented, 92%
 reported that their use of Globalscot would increase to some or to a large extent.

Respondents were asked to rate the extent to which the Globalscot network fulfils its objectives from 1 to 6, where 1 is not at all and 6 is fully.  The commonest responses were 4 and 5 across the majority of objectives.  This indicates that respondents believe that Globalscot is fulfilling its objectives.  The majority reported that Globalscot is a strong networking initiative and has great potential for success.  Figure 3.7 presents summary findings.

Figure 3.7: Extent to which the Globalscot network fulfils its objectives (% response) 

	Rating
	Not at all (rating 1)
	To some extent (rating 2/3)
	To a great extent (rating 4/5)
	Fully

	Leveraging Scottish expertise from around the world to influence economic development policy in Scotland (base=64)
	2
	40
	49
	9

	Helping Scottish companies access global markets (base=64)
	0
	18
	67
	15

	Helping Scottish Development International deliver its core objectives (base=64)
	0
	33
	60
	33

	Raising aspiration amongst Scottish businesses (base=63)
	2
	36
	48
	14

	Encouraging managers in Scottish companies to build networks (base=64)
	2
	37
	58
	4

	Raising awareness internationally of Scotland as a place to do business (base=64)
	2
	23
	62
	15


The majority (68%
) of respondents reported that Globalscot meets the needs of their companies to some or a large extent.  Additional comments include:

· the need for them to understand more about Globalscot prior to making more referrals

· the critical nature of matching the ‘right’ Globalscot with the ‘right’ company, which played a key role in successful outcomes 

· case studies would be useful for companies to understand the value of the network

Account managers and operational staff added that for the companies that engaged with Globalscot, the feedback of the experience was very positive.

1.6.3 Capacity building 

More than half of respondents revealed that involvement with Globalscot has led to a positive change in their attitude to networking.  44%
 reported that Globalscot has reminded them of the value and importance of networking, and 15% indicated that Globalscot encouraged them to network more widely.  

Comments include: 

“It reminds you how powerful and cost effective networking can be”

“I was fortunate enough to be able to attend the conference and there was so much business being done it was very impressive, the goodwill of the Globalscots is striking”

“Sharing experience, utilising contacts can really make a difference to success”

In addition, 32% of respondents commented that Globalscot improved their skills as a networker to some or a large extent.

1.6.4 Future development of the Globalscot network

Account managers suggested several ways in which the network could be developed.  These include:

· the need for Globalscot to clearly define its role and also the expectations of its members

· raise the profile of Globalscot activity through increased publicity with case studies to illustrate the benefits of engagement for both Scottish companies and SE personnel

· making the website easier to navigate

· better definition of the profiles and CVs of Globalscots so that a web search for an expert would be easier 

· provide greater clarity on how Globalscots can add value

· more one-to-one sessions or workshops  with companies and Globalscots

· more access to the complete list of Globalscots

· having key sector Globalscots address local issues through a Blog or similar internet access

· feedback on any progress from the companies who have been referred to the programme

1.7 MSM perspective

36 MSMs received the e-survey, of which 21 responded (58%).  7 in-depth telephone interviews were also conducted to gather in-depth feedback; most of these took place before the survey was released.  Both explored:

· relationship with Globalscot members

· experience of the Globalscot network

· performance targets

· benefits to companies (which are explored in section 4)

· capacity building 

· future development of the Globalscot network

Respondent locations included the Americas, Central and Eastern Europe, and Asia Pacific.  We analysed responses according to location and length of time as an MSM, to examine whether there were any differences in response.  Neither revealed any marked differences, but this may be due to the small sample size.

1.7.1 Relationship with Globalscot members

The majority of MSMs (57%
) describe their relationship with Globalscot members as a source of influence, advice and connections with other key players in their sector.  52% describe it as a professional friendship and 19% as a personal friendship.  Respondents told us they communicate with Globalscot members once a quarter, predominantly by email (38%
) or one-to-one meetings (33%).  Other communication with members is on an informal, unstructured basis when required.

These findings contradict the anecdotal comments received from Globalscots during in-depth interviews.  Our interviews suggested that the majority of Globalscots that were interviewed had very infrequent or no contact from MSM.  This was echoed by the Globalscot team, who shared anecdotal comments obtained from their day-today engagement with Globalscot members.  

1.7.2 Experience of the Globalscot network

Respondents rated the current performance of the Globalscot network favourably, with 75%
 rating 4 or above.  

Many MSMs admitted that the network is an untapped resource and that they could make more use of it.  However, they claimed that time constraints prevent this. 

Figure 3.8 illustrates how relevant MSMs believe the Globalscot network is in helping them perform their role, on a scale of 1 to 6 where 6 is very relevant.  Whilst 57% rate at 4 or above, this leaves 43% believing that Globalscot – and, by implication, networking – have limited or no relevance to their roles.  Some SDI field staff, for example in China, have gained significant help from Globalscot members in accessing senior contacts in their target companies; however, this message seems not to have been picked up on by almost half of the MSMs who responded to us.

Figure 3.8: Relevance of the Globalscot network in helping MSMs perform their role
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This poses a significant danger to the future success of Globalscot, as the MSM role is pivotal to the health of the network.  It needs to be seen as relevant and a high priority by all MSMs, otherwise there is a risk that the goodwill of members will be lost and ultimately the network itself will erode.

1.7.3 Performance targets

Although MSMs’ performance targets no longer include Globalscot activity, almost all claimed that this does not reduce the level of priority they place on networking with Globalscot members.  However, 25%
 stated that including it in performance targets would increase its priority.  

These responses need also to be viewed in the light of anecdotal evidence from the Globalscot team, who report that they have seen a reduction in Globalscot member support activity from MSMs since their targets have been changed.  

Some of the main challenges faced by MSMs in achieving their performance targets include:

· the difficulty in identifying the right companies at the right time

· the difficulty in identifying the right individuals within these companies for inward investment attraction

· insufficient time

· bureaucracy

The experience of some field offices suggests that Globalscot could make a significant contribution to MSMs’ ability to overcome these challenges.

Capacity building

Half of respondents reported that involvement with Globalscot has helped to improve their skills as a networker.  In addition, 30%
 report that Globalscot has reminded them of the value and importance of networking.  A further 25% report that Globalscot has encouraged them to network more widely among relevant decision makers in their sector and area.  Comments include:

“The Globalscot network provides access to a set of high level resources and certainly should make clear to most people that are involved with it the value of networking and of having a set of contacts that can be leveraged to provide advice and access.”

“Being involved with the Globalscot program can provide a form of on the job training in terms of networking skills.”

In addition to the potential self-development role that Globalscot offers for MSMs, 61%
 also stated that networking between Globalscot members has led to development of new contacts, business growth and working partnerships.  

1.7.4 Future development of the Globalscot network

MSMs commented that the Globalscot network could be improved by:

· reducing the number of members – “weeding out” inactive members and keeping “the cream of the crop” 

· working more closely with MSMs, using them as a channel to “match” companies with the most suitable Globalscot and filtering out inappropriate requests

· improving the website to allow speedier access to information 

· ensuring that profiles are kept up to date

There is a danger in reducing the number of members based on inactivity.  They may be inactive now because of a lack of relevant requests.  They may, however, be key contributors in future.  Rather than removing inactive members, the health of the network may be better served by nurturing those members for the future.

MSMs were asked ‘one thing’ they wished to change about Globalscot:

· seeking clarification from Globalscots to identify exactly what they are willing to do

· restricting membership to a set duration, subject to re-invitation

· amending the website

· “de-activate” members who may have joined for the wrong reasons 

· using some of Globalscot’s budget to help fund regional efforts

The first of these suggestions is actually one of the MSM’s key  roles, which should be done at the initial meeting with a new member and reviewed during follow-up contacts.

The comments made by MSMs suggest that many have misunderstood the principles of networking and its potential value to their roles.  These misunderstandings need to be addressed to ensure the continued health and growth of the network.

Scottish Enterprise specialist team perspective

Priority industries teams and the High Growth Start-up Unit were identified as relatively frequent users of the Globalscot network.  Telephone interviews with staff from these teams revealed both value and challenges:

1.7.5 Use of the network

Use of Globalscot varies from team to team reflecting the number of Globalscot members active in their sectors.  For example, there are over 150 Globalscot members operating in life sciences.  Therefore that team uses the network more than say, food and drink, which has lower numbers of Globalscots or members that are not operating in areas of strategic priority for the SE team.

The priority industries teams tend to use Globalscot members in two ways:

· sounding board and advisory support for the team’s strategic direction

· support for company development, either for individual companies or groups (eg on trade missions)

For example, the life sciences team has created an international advisory board (similar to the Scottish Enterprise IAB but focused on life sciences).  Staff from the energy team meet regularly with groups of Globalscots overseas to consult on strategy.

The High Growth Start-up Unit tends to use Globalscot members for one to one company support, often on a very intensive basis.

1.7.6 Value of Globalscot involvement

The value generated by Globalscot depends on the team’s use of the network  and includes:

Team strategy and direction

Life sciences and energy teams have been working with Globalscot for some time, and report that members’ advice on strategy provides a valuable international perspective to their strategic planning, both in terms of market trends and understanding the global competitive environment.

The food and drink team has only recently engaged with Globalscot. However, the team has realised value in the development of an innovation project.  This relates particularly to one Globalscot, but the team stated that her support has been “worth ten times the value of the consultancy that would have been required to develop the project”.  The team anticipates continued value from a small number of Globalscots, to help shape and revise strategy and projects, but they believe that additional Globalscots are required in their key subsectors to maximise value.

Company support

Company support from Globalscots is reported as valuable.  For example, Globalscot members meet with companies on trade missions to their territories and provide one-to-one company advice on request.  The digital media team in Dundee reported that the network has helped some of its companies access advice of a calibre they would never otherwise have reached.

The energy team runs 8-10 trade missions per year (each for 8-10 companies), in which Globalscot members are heavily involved – either in meeting companies themselves or opening doors to their contacts.  The life sciences team also uses Globalscots to support trade missions.

However, teams reported that not all Globalscots are created equal – some are not so willing to get involved in this practical support.  For example, the life sciences Globalscots in San Diego are actively involved, whereas the east coast Globalscots rarely engage.  This correlates with some of the feedback earlier in this section about inactive Globalscot members.

The High Growth Start-up Unit (HGSU) has had intensive support from Globalscots to help develop fledgling businesses.  They get more value from UK-based Globalscot members than those overseas, as they tend to be more willing to getting practically, and physically, involved in the business.  One HGSU company has appointed a UK-based Globalscot as their Chairman and Chief Executive, and others have taken on Globalscots as non-executive directors.   

The HGSU team also use overseas-based Globalscots, but this tends to be for ‘quick-hit’ advice or as a sounding board.  They report that email contact limits the amount of practical involvement the member can have.

1.7.7 Accessing Globalscot

Some of the priority industries staff are now in contact with Globalscots outwith the formal process.  For example, the energy team works with their SDI field contact to bring together Globalscots for trade missions and to consult on strategy.  Most teams maintain some direct contact with some Globalscots, which bypasses the formal process.  This is evidence of the network evolving naturally, albeit in small pockets, and suggests that this kind of ‘breakthrough’ in use depends on establishing an intensity of activity from which Scottish user confidence is built.

1.7.8 Coverage

There are gaps in coverage of the Globalscot network in terms of:

· geography

· subsectoral expertise

· absolute numbers of members in some sectors

The gaps in coverage limit the extent to which Globalscot can maximise value for Scottish Enterprise and the economy.  For example, the energy team would value more coverage in emerging markets such as Russia.  

Teams have a role in exploiting their contacts to find and quality-assure more Globalscots to fill these gaps.  However, they would also welcome support from the Globalscot team and/or SDI to do that.

Conversely, there are high coverage levels in some areas that do not necessarily translate into a valuable resource for users, ie members who do not actively respond to Globalscot enquiries and requests.  There may be value in reviewing members’ activity levels, expectations and willingness/ability to engage with the network.  

Our survey of Globalscots indicates an appetite for more engagement amongst active members.  However, the reasons for inactivity are less well understood.

So what? – emerging themes from the research

A number of themes emerge from the surveys and interviews.

1.7.9 Globalscot – a good thing

Globalscot is viewed as ‘a good thing’ – a valuable tool for helping companies become more competitive in the global marketplace.  Our findings reveal some significant impacts for companies, either in quantifiable business results, or in behavioural changes that will lead to measurable results.  

Interestingly, even those users and intermediaries who have not used Globalscot (beyond searching the website) have a very positive view of the network.  However, a number suggested that they didn’t think it was ‘for the likes of them’ – they perceived the members as too high level or too busy to be helpful to or interested in a small company in Scotland.  This contradicts the view of active Globalscots, who would welcome more enquiries and contacts, and is clear evidence in support of the ’nature’ market failure.  This indicates a perception gap between what users in Scotland think Globalscots are willing to do and the reality.  This may relate to culture and/or a lack of confidence amongst Scottish companies.

There have been some negative experiences of Globalscot, where a match has not worked well, and the result suboptimal.  During telephone interviews with MSMs, some commented that greater efficiency in matching of Globalscots with companies could be achieved if MSMs were directly involved in this process.  However, the prevailing view is of a positive resource that delivers value.  This is evidenced by the fact that most respondents would or have recommended Globalscot to others.

1.7.10 Barriers to entry – mindset

Globalscot is not a conventional SE product, and it seems that many of its potential users have not yet adapted to its use.  There is a lack of understanding about:

· what Globalscot can do

· how it can be accessed

· who it is appropriate for

This is limiting the number of enquiries which in turn frustrates Globalscot members who want to give more time and expertise.  Breaking this cycle is the critical next step for this project.

Allied to this lack of understanding is a perception of risk associated with using Globalscot.  The members are an unknown quantity to many users and intermediaries, and they are unaware of the benefits realised for Scotland; therefore they avoid using Globalscot unless they are sure they are: 

· asking the right questions

· asking the right person

This combination of the perceived risk and ignorance about Globalscot combine as a potent barrier to increasing use. 

Much promotion activity has taken place since Globalscot’s inception, but the low usage prevails.  It therefore follows that, as Globalscot is not a traditional product, so traditional methods of promotion do not deliver the mind-shift required to achieve increased use.  This requires action.

Barriers to entry – practical

In addition to the attitudinal barriers to entry, users and intermediaries report practical difficulties in accessing Globalscot:

· difficulties navigating the website

· challenges in selecting appropriate key words for a search (one International Trade Adviser told us that he draws a blank on 50% of his search attempts because of this)

· lack of Globalscots in certain sectors and/or geographies

Some frequent users report that they believe many people give up before they manage to send an enquiry, and that using the website requires both practice and perseverance.  This is an area for action.

The Globalscot team mitigates some of these barriers by providing full-service enquiry handling for users, where they search and match on the users’ behalf.  This is also an important service in overcoming the mindset barriers.  Improvements to the website could help release the team’s time to focus on shifting mindsets, rather than acting as a back-office workaround for the website’s limitations.

The issue about absence of Globalscots in some sectors and geographies presents three challenges:

· finding more Globalscots 

· keeping them engaged in an environment of limited demand 

· managing relationships with a bigger cohort of Globalscots

1.7.11 Globalscot utilisation

The Globalscot members surveyed clearly indicated an appetite for more involvement.  They would welcome more enquiries, albeit pre-qualified to ensure they fit with their skillsets rather than a barrage of random requests.

Respondents were the more active Globalscots, and users and intermediaries confirm that some Globalscots are not active (or are active to a limited extent).  It seems unlikely that inactive Globalscots would share active members’ appetite for increased enquiries, however we cannot know this definitively.

What Is Globalscot Delivering?  Outputs, Values, Measures

This section presents the impacts of the Globalscot network on users and the Scottish economy.  The findings are presented in two categories:

· outcomes and impacts framework: identifying the breadth and range of impacts and outcomes identified by users, members, account managers and member services managers

· quantifiable impact: identifying the quantifiable impact of the Globalscot network (net GVA) on Scottish companies and the Scottish economy

Four sources of data were used to establish the impact of the Globalscot network:

· user survey and interviews

· MSM survey and interviews

· account manager survey and interviews

· Globalscot survey and interviews

1.8 Outcomes and impact framework

A categorisation framework was developed that groups the reported impact data, based on how quantifiable and robust it is.  (This is presented below in matrices by each group).  These distinguish whether engagement with the Globalscot network:

· has produced a quantifiable impact (hard outcome)

· has produced an impact that the respondent is unable to quantify at this time
· has produced a soft outcome that may lead to a future impact

· is likely to produce a future outcome/impact

The top left of the matrices represents the hard outcomes from Globalscot that we can quantify.  This was used to inform the net GVA impact below.  Moving down and across the matrices, it is likely that there may be a growing lag time before these outcomes generate a quantifiable impact.  

The data indicates that the Globalscot network creates a ‘pipeline’ of soft outcomes that, over time, lead to measurable impacts on business and the economy.  The change in attitudes and behaviours, distinctive Globalscot business support, is likely to be a sustainable impact on Scottish companies and the economy as they embed in individuals’ business practices.  

It is also worth noting that the relationships and expertise already attributed as an outcome (eg new contacts) will continue to deliver increasing impacts over time.  These can be regarded as ‘slow burners’, and the likely pipeline effect can be expressed in the graph below, where outcomes already achieved deliver increased impact over time.

Figure 4.1 
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Outcomes and impacts in the matrices below are grouped in four main themes:

· business results – that have – or are likely to – arise from the Globalscot network, eg increased turnover

· relationship gain – that has been established or developed as a result of engaging with Globalscot, eg put in contact with key decision makers

· strategic development – where engagement with the Globalscot network has resulted in business development activity taking place, eg advice on strategy development

· attitudinal change – where engagement with the Globalscot network has resulted in a change in attitude or behaviour in a company, eg changed attitude to networking

As discussed above, the data has been categorised on how quantifiable and robust it is likely to be.  Quantifiable impact is the most valuable data, as the user identified and attributed it to their work with Globalscot.  An observed impact is slightly less valuable, as it has been identified by a third party (eg MSM).  The categories are:

· user quantified impact: where a quantifiable impact has been identified and quantified by a user, eg increase in turnover of $100k

· observer quantified impact: where a quantifiable impact has been identified and quantified by a Globalscot, Account Manager or MSM, eg increase in turnover of $100k

· impact (unquantified): where an impact has resulted from Globalscot, but could not be quantified by the company, eg increased turnover potential

· outcome: where an outcome has been identified that could lead to future impact, eg developed new sales leads

· future impact: where an impact (quantified or unquantified) has been identified as likely to take occur in the future as a result of engaging with Globalscot, eg increased export and sales

· future outcome: where an outcome has been identified as likely to occur in the future as a result of engaging with Globalscot, eg develop new sales leads

The impacts identified below give an indication of the different perceptions of what Globalscot is delivering by group (e.g. Users, Globalscots, MSMs, Account Managers).  Globalscots, MSMs and Account Managers did not identify impacts and outcomes in relation to specific companies, and consequently we have not triangulated results from different sources.  It is therefore likely that some of the outcomes and impacts identified by non-users have also been identified by users; equally, given the relatively small – in comparison with the total number of users – sample of users who provided results (75) it is likely that many of the impacts identified by non-users are not captured in the user matrix, and therefore do not represent double counting.    

Figure 4.2: Impact framework – Globalscot users (75 completed surveys)

	
	User Quantified Impact 
	Observer Quantified Impact
	Unquantified Impact (users and observers)
	Outcome (users and observers)
	Future Impact (users and observers)
	Future Outcome (users and observers)

	Business Results 
	· increased turnover by a factor of 10 (to $90m p/a)

· increased turnover by Euro3m p/a, 5 FT jobs

· increased sales ($100k p/a)

· new member of staff

· increased sales (£50k p/a)

· increased sales ($300k)

· established new location in Scotland (30 FT jobs)
	
	· new office/plant launched

· new market entered
	
	· new products/ services (11)

· increase exports/ sales (8)

· safeguard jobs (4)

· new jobs (2)

· increase turnover (2)

· increased sales by £10k
1 company:

· increase export sales of £2m

· increase turnover by £2m 

· recruit 3-7 more staff

· open 1 new office
	· entering a new market (13)

	Strategic Development
	
	
	· advice on strategy development (4)

· advice on entering a new market

· improved business efficiency (3)
	
	· improve business performance (6)

· improve business efficiency (4)
	· develop new business partners (21)

	Relationship Gain
	
	
	
	· new contacts/ business leads (14)

· met with key decision makers (12)

· developed new sales leads (10)
	· user has developed an ongoing relationship with Globalscot (9)
	· develop new sales leads (16)

	Attitudinal Change
	
	
	
	· changed attitude to networking (6)
	
	


Figure 4.3: Impact Framework – Globalscots (283 completed surveys)

	
	User Quantified Impact 
	Observer Quantified Impact
	Unquantified Impact (users and observers)
	Outcome (users and observers)
	Future Impact (users and observers)
	Future Outcome (users and observers)

	Business Results 
	
	· increased turnover $450,000 p/a
	· resulted in business between Globalscot and Scottish company

· large extent (5)

· some extent (35)

· little extent (27)

· entered new market (12)

· new service launched (4)

· speeded up development process (1)
	· research collaboration (1)
	
	

	Strategic Development
	
	
	
	· strategy development (80)

· advice on entering new markets (44)

· improved business efficiency (27)

· improved business performance (22)

· new products/ service launched (15)

· funding/ funding advice (2)
	
	· develop new business partner (1)

	Relationship Gain
	
	
	
	· advice on new contacts (123)

· new sales leads (56)

· new business partner (51)

· introduction to key decision maker (50)

· developed list of potential customers (43)

· ongoing relationships with companies (17)

· new suppliers (11)

· guidance on cross cultural issues
	
	


Figure 4.4: Impact Framework – SE Account Managers (93 completed surveys)

[
	
	User Quantified Impact
	Observer Quantified Impact
	Unquantified Impact (users and observers)
	Outcome (users and observers)
	Future Impact (users and observers)
	Future Outcome (users and observers)

	Business Results 
	
	· increased export sales by £50k

· 2 jobs safeguarded

· increased export/sales by $1m
	· entered a new market (14)

· increased exports/sales (8)

· established partners/licenses/distributors (7)

· new products/services launched (9)

· increased turnover (4)

· new offices/plants created (4)

· helped with the sale of a company (1)
	· increased confidence (2)
	· increase exports/ sales (9)

· increase turnover (7)

· new offices/ plants (6)

· new products/ services (3)

· safeguard jobs (1)

· recruit new staff (1)
	

	Strategic Development
	
	
	
	· developed new business partners (11)

· strategy development (5)

· improved business performance (6)

· business advice (5)

· improved business efficiency (3)

· sourced a new supplier (2)

· improved knowledge of new market (1)
	
	

	Relationship Gain
	
	
	
	· received advice on who to contact (31)

· developed new sales leads (25)

· met with (a) key decision maker(s) (17)

· developed list of potential customers (7)

· work placement (2)

· mentoring (1)
	
	· placement with Globalscot company (1)


Figure 4.5: Impact Framework – Member Support Managers (28 completed surveys)
	
	User Quantified Impact
	Observer Quantified Impact
	Unquantified Impact (users and observers)
	Outcome (users and observers)
	Future Impact (users and observers)
	Future Outcome (users and observers)

	Business Results 
	
	· helped a company land a £6m order (1)
	· led to a commercialisation project with a Scottish University (1)

· opened a new office (1)

· closed down a loss making office (1)

· achieved profitability quicker than expected (1)

· developed SE’s ‘inward pipeline’ (1)
	
	
	

	Strategic Development
	
	
	· contact in new market (1)
	· advice on entering a new market (6)

· new contacts within sector (2)

· advice/insight into management and decision making within a global company (1)

· Globalscot introduced to Scottish companies to assess financial investment opportunities (1)

· sales leads (1)
	
	

	Relationship Gain
	
	
	· 
	· networking between Globalscot members (10)

· reiterated the value and importance of networking (6)

· helped companies establish new contacts (2)

· introduction to a key decision maker (1)
	
	· encourage Globalscot to set up operations in Scotland


1.9 Future monitoring

These frameworks can be used to track the future impact of the Globalscot network.  Future surveys and monitoring procedures should capture similar output and impact information (ensuring appropriate breadth and depth is captured).  As discussed, the pipeline effect created by the Globalscot network should build on the impacts (both quantified and unquantified) identified in the frameworks.  This will provide further evidence of impact, but also establish clear progression from ‘soft’ outcomes to ‘hard’ impacts in ways that may eventually allow estimates of value to be made.

1.10 Quantifiable impact

Quantifying the economic impact of the Globalscot network is key to defining:

· the extent to which it is delivering for users 

· the extent to which it is delivering for the Scottish economy

The field work indicates that Globalscot is delivering a wide range of outcomes and impacts for users.  Many of these are characterised by long ‘lag’ times before the outcome results in a quantifiable impact.  Our e-survey provides strong evidence that many users feel it is too soon to tell what the measurable impact on their business is likely to be.  The economic impact identified in this section should therefore be viewed as an early indicator of the potential of the Globalscot network to deliver economic benefits over time, and be considered in the context of the wider outcome and impacts.

Reflecting the time lag issue and many of the ‘soft’ outcomes generated by the network, only eight users were able to provide quantified evidence of economic impact.  This was despite probing during follow-up telephone conversations.  Members, account managers and MSMs were able to identify impacts, but were largely unable to quantify them.  This further evidences not only of the lag time, but also reflects that they are a step removed from the companies.  This emphasises the benefits of establishing a routine means of capturing quantified impact evidence from users, although we do recognise that this may prove difficult.

1.11 Method

To produce a quantitative estimate of the net GVA, we have considered the potential impact of leakage, displacement and substitution on the gross GVA figure to produce an attributable net GVA impact, in line with Scottish Enterprise Impact Assessment guidance.  The figure is based on the following assumptions:

· leakage: we have not subtracted a figure for leakage from the net GVA figures because beneficiaries are either companies based in Scotland, or engagement with the Globalscot network has led to job creation within Scotland 

· deadweight and additionality:  respondents were asked whether the quantified outcome would have occurred had they not engaged with the Globalscot network.  Six respondents indicated that the quantified impact would not have occurred without the Globalscot (and is therefore 100% attributable).  Two companies indicated that the impact would have been realised without the intervention, but slower.  However, one indicated it would have taken approximately five years longer to achieve the equivalent impact, and we have therefore only discounted 10% for deadweight as this can still be viewed as a positive intervention.  The other user indicated that the equivalent impact would have been realised in only a slightly slower timeframe without the intervention of the Globalscot network, and we have therefore subtracted 90% of the net GVA impact

· displacement: is likely to be minimal as the increase in turnover has largely been generated in international markets where the user is facing global rather than local competition

We used two methods of calculating GVA depending on the available data:

· increase in turnover: Where a user identified an increase in turnover, we have information from the Scotland Business Survey 2003
 to calculate the ratio of turnover to GVA (at basic prices) for the appropriate SIC industry code, and applied this ratio to the increase in turnover attributed to Globalscot 

· increase in jobs: Where a user has identified an increase in jobs, we have applied the average GVA per employee for the appropriate SIC industry code
 to produce an attributable net GVA figure

We have not scaled the net GVA figures below across the user population because the small sample size (and wide range of the GVA impact on each company) cannot be viewed as truly representative of the user population.  Any attempt to scale the findings are likely to be at best inaccurate, and at worst misleading.  The figures should instead be viewed as reflective of the impact of the Network on eight companies that have experienced quick economic wins.  These wins may be repeated across the wider user group as the number and depth of relationships between users and Globalscots continues to grow.  This represents a figure that is likely to increase as the economic impact of outcomes with a longer lag time are realised.  In this context, the figures below should be viewed as at the bottom end of the likely net attributable GVA generated, but they are reliable and defensible.  

These qualifications are presented to ensure the method of calculation and the extent of their significance,  is clearly understood.  

Figure 4.6: Economic Impact Summary 2006

	Factor
	Value
	Result

	Increase in GVA (based on increase in turnover)
	-
	£30,032,214

	Increase in GVA (based on job creation)
	-
	£1,655,048

	Total increase in GVA (turnover and jobs)
	-
	£31,687,262

	Impact of leakage
	0%
	£31,687,262

	Impact of deadweight
	· -10% applied to company A

· -90% applied to company H
	£28,731,909

(-£2,955,353)

	Impact of displacement
	
	£28,731909

	Direct net GVA impact of Globalscot
	
	£28,731,909


Extraordinary Results

There is significant variation in the net GVA by company, even within our relatively small sample size.  The highest gross increase in GVA for a single company was £28,821,133, which is significantly higher than the next highest gross GVA (£1,570,710) and represents an extraordinary impact.  In contrast, the smallest identified gross GVA was £20,128.  The table below summarises the quantified economic impact attributable to the Globalscot network with the highest single GVA figure removed.  While this is likely to be more representative of the impact of the Globalscot network on the majority of users, the significant impact delivered by Globalscot on a single company should not be, dismissed as it provides a case study of the potential impact and enabling role of the Globalscot network on Scottish companies with exceptional high growth potential.

Figure 4.7: Economic Impact Summary 2006 (highest GVA value removed)
	Factor
	Value
	Result

	Increase in GVA (based on increase in turnover)
	-
	£1,211,081

	Increase in GVA (based on job creation)
	-
	£1,655,048

	Total increase in GVA (turnover and jobs)
	-
	£2,866,129

	Impact of leakage
	0%
	£2,866,129

	Impact of deadweight
	· -90% applied to company H
	£2,792,889

	Impact of displacement
	0%
	£2,792,889

	Direct attributable net GVA impact of Globalscot
	-
	£2,792,889


1.12 Conclusions

Analysis of the evidence generated by our fieldwork indicates that the Globalscot network is generating a range of ‘soft’ outcomes that are in turn generating ‘hard’ impacts.  A small proportion of respondents were able to quantify the impact, although many more indicated that engaging with Globalscot had generated a positive outcome or impact.  This reinforces our assertion that there is a significant ‘lag’ period between initially engaging with the network and achieving a quantified economic outcome.  However this also suggests that the Globalscot network is creating a pipeline, and that the number of quantified economic impacts will rise significantly over time.  It will be important to continue to capture both soft and hard outcomes in future, to monitor this pipeline effect and measure the growing value of Globalscot. 

Despite the low number of users who were able to provide quantified impact, the net annual GVA figure attributable to the Globalscot network for 2006 (£28,731,909) is extremely positive.  Even if the highest net GVA value is removed, the net annual GVA figure of £2,792,889 represents a positive outcome when considered in relation to the sample size (7 companies), and is likely to rise over time as unquantified outcomes and impacts become further embedded and generate quantified impacts.  This represents good value for money: Scottish Enterprise invested £900,000 for Phase 2 and the full impact of this investment has not yet been fully realised.  Although the network is 6 years old (including a substantial set-up period), it should still be considered a nascent network and therefore be expected to deliver only modest impacts at this stage.

What Does It Do?  Globalscot Operations

Our review of operations looked at: 

· the extent to which Globalscot has met its objectives 

· how users accessed the network 

· the trends in usage and enquiries

We reviewed data on types and sources of Globalscot requests, supplemented with discussions with the Globalscot team and some of the heavier users of the network.

1.13 Channels

The Globalscot team provides an enquiry handling service to companies, external intermediary organisations (such as Chamber of Commerce) and internal colleagues; they take a user’s enquiry, select the most appropriate Globalscot and forward the enquiry on the user’s behalf.

Alternatively, users can self-serve.  They obtain a login password from the Globalscot team and then select Globalscot and send requests direct.  The self service option is available to internal SE staff, companies and external intermediaries.

Our analysis of usage data revealed that users access Globalscot in numerous ways.  The seven channels shown below are the ones currently being used.  There are potentially others involving external intermediaries such as the Chambers of Commerce.  However, we found evidence of little or no activity in these.
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Figure 5.1
The definitions for each of the steps in these channels are as follows:

· enquirer – any user of Globalscot, such as a company or an SE staff member

· internal intermediary – a member of SE staff that handles an enquiry on behalf of an enquirer. In practice, these are usually account managers or international trade advisers

· local node – an ‘expert’ user of Globalscot who uses Globalscot more frequently than the norm and handles enquiries on behalf of his or her local colleagues.  For example an international trade adviser handling enquiries on behalf of account manager colleagues

· Globalscot team – a member of the central Globalscot team handling an enquiry on behalf of a colleague or enquirer

· SDI field team – SDI staff based in an overseas office, in contact with Globalscot members within the territory.  They may be the nominated Member Support Manager (MSM) or not

1.13.1 Side-stepping the ‘formal’ network

Interestingly, the analysis revealed a ‘back door’ approach to Globalscot, where the enquirer makes direct contact with the SDI field team to ask them to make direct contact with Globalscot members within the appropriate territory and sector.  This tends to occur when the enquirer is a member of a priority industries team or an account manager with a sectoral focus and he or she is seeking Globalscot input to:

· an event in the territory, or 

· a sectoral project/initiative

This seems to work because they have built up good relationships with their field colleagues and tend to trust them to select appropriate Globalscot members.

This way of accessing Globalscot side-steps the formal network and is therefore not captured.  However, it actually demonstrates that – in pockets – the network is really working.  It must be noted that these appear to be small pockets at present rather than an emerging model of behaviour.

1.13.2 Channel length

The diagram powerfully illustrates the potential length of some of the channels.  Each arrow represents a link in the chain, but may also represent:

· time delay

· dilution or distortion of message

· potential for incomplete connection

These may pose a risk to the user’s experience (and therefore the likelihood of repeat use).  However, when viewed in the context of users’ reasons for selecting particular channels, they seem to perceive that their choice of channel de-risks the interaction.

1.13.3 Why these channels?

To understand why users select particular channels, we analysed our research data and supplemented these with further interviews.  There appear to be three drivers behind user behaviours:

· perception of quality assurance

· the mystery surrounding Globalscot

· difficulty using the website

Many users route their enquiry via the Globalscot team, because they perceive that the team’s choice of a Globalscot (to whom the enquiry is sent) is quality assured because they know who they are and what they can offer.  Account managers reported that their ‘reputation is on the line’ when they recommend a Globalscot to a client company.  Therefore, they want to be sure that the person they recommend is an appropriate match.   It is not clear to what extend their perception of risk leads them to discount and filter out Globalscot as an appropriate tool for a company.

There seem to be two aspects to this issue:

· the quality of the Globalscot member – are they ‘a good guy’?

· the quality of the match – have I selected the right person to ask?

Both relate to the second driver – the air of ‘mystery’ surrounding Globalscot.  Many users work through an intermediary or other third party because they don’t really understand either what Globalscot is for or how to use it.  They therefore quality assure their part of the interaction by working through an intermediary or the Globalscot team – to make sure they do the right thing and do things right.

These behaviours evidence a perception of: 

· uncertainty – about Globalscot

· risk – to me, the user

This is further reinforced by our finding that repeat users tend to move to self-service after their initial use of intermediaries; this suggests that the mystery and perceived risk are overcome.  Practice makes perfect.

1.13.4 Most common channels

We examined the relative frequency of each channel’s use.  This is shown in the diagram below.

Figure 5.2 
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Most users prefer to go via the Globalscot team, for the reasons described previously.  The feedback about this ‘full-service’ enquiry handling is very positive.  Users report that the response from the team is rapid and high quality.  They also feel reassured that the team is directing their enquiry to the right people.

We cannot know the frequency of back door transactions, as by definition they side-step the formal process.  However, we believe from our discussions that they are on a very small scale at present.  The Globalscot members tell us there is still a dearth of enquiries for them to handle, coming from the formal channels or otherwise.

Likewise, we cannot quantify the number of transactions that come from, or through, a local node, as the system only tracks the enquiry source (the node) and not the originator.  Our sense is that these are more widespread than the back door transactions, but in terms of absolute numbers they are still relatively small.

We do not observe any marked and sustained increases in self-service either by companies, account managers or other users.  There was a small peak in direct company access which coincided with the Globalscot team opening up direct access to companies.  However, the trend does not appear to have been sustained, with direct company use tailing off again.  The graph below illustrates the point:

Figure 5.3
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1.14 Types of enquiry

One of the most interesting aspects of Globalscot is the diversity of enquiries that come through the network.  Our analysis of Globalscot traffic revealed that the range and type of enquiry varies widely.  However, Globalscot members appear satisfied with the quality of the enquiries received and they have an appetite for more.  Therefore, we must conclude that the sheer variety of enquiries does not diminish the perceived value of the network to Globalscot members.  This reinforces the potential to increase self-service use of the network without adversely affecting member commitment.

The enquiries fall into four categories:

	Business support
	58%

	Leveraging expertise
	29%

	Raising aspirations
	7%

	Other
	6%


The system is stressed at the moment, as volume of traffic is not high.  It is unclear how the diversity of enquiries would be perceived if the system was handling substantially more traffic.   With more enquiries to process, Globalscot members may be more critical of enquiry content (or they may not).  This would need to be monitored.

Volume of traffic

If Globalscot was correcting the market failure it was created to address, we would expect to see a steady increase in traffic.  

Our analysis of website traffic for the past three years revealed:

2004-05

229 enquiries

2005-06 238 enquiries

2006-07 226 enquiries 

Although there are minor fluctuations, they are not significant.  However, the Globalscot team report that internal housekeeping procedures may not have captured all traffic in 2006-07.

We also analysed the number of contributions (actionable responses received from Globalscot members in response to a request) for each year:

2004-05

503 contributions

2005-06 605 contributions

2006-07 782 contributions 

The figure for 2006-07 was estimated based on extrapolation of data from the period from April to August.  This does not take into account the increase in contributions since the conference, therefore is likely to be on the low side.

This indicates that network traffic per request is increasing, even if website requests have remained static.

In addition, the Globalscot team report that informal direct contact between users and Globalscot members has increased significantly since the conference.  However, this contact is not captured and therefore we do not have information to quantify this.

In the long run, we would expect website traffic to be relatively flat, as the formal network would only handle initial enquiries; after the connection has been made, users would favour the back door approach.  Globalscot would be the starter motor for networking, with the engine sustained by direct informal interactions.  However, Globalscot is still in its infancy, in terms of being a mature networking process, and evidence suggests that the back door approach is still a minority behaviour, albeit on the increase.  Therefore, we would expect the volume of website traffic to still be climbing if the market failure was approaching correction.

There are marked variations in traffic by month, as shown in Figure 5.4 below:

Figure 5.4
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May and July appear to be the busiest months.  This correlates with the times when: 

· the Globalscot team have had more time to be out in the field promoting Globalscot

· SE staff have had time and new budgets to reflect on new approaches to supporting their companies

· companies are starting their financial year and turning their minds to growth

The survey revealed that Globalscot members have a substantial appetite for more enquiries.  The time they are willing to allocate far exceeds that which the network currently consumes.  In fact, lack of traffic is a frustration for members.  The system is therefore demand-starved.  

1.15 Local nodes

The traffic data reveal that a small number of SE people are using Globalscot more than others.  These ‘power users’ are using Globalscot 3 or more times per year.  We wanted to understand why this was happening.  Conversations with some of these ‘power users’ and some of their colleagues revealed that they have become local experts in using Globalscot for one of two reasons:

· their role encourages use of Globalscot – eg International Trade Advisors, who support account managers in handling all international queries 

· they are naturally inclined towards networking tools and approaches

It seems that the former is the more common.  Many of the local experts we encountered work as International Trade Advisers and are therefore seen as the source of knowledge on all things international.  Consequently, they often handle Globalscot enquiries on behalf of their account manager colleagues.  Their level of expertise means that over time, they receive more and more enquiries from colleagues, especially those who are less confident of how to use Globalscot (or what to use it for) – regardless of whether the enquiry relates to internationalisation or other types of business advice.

These local experts are acting as nodes for Globalscot.  They have developed a reputation within their business unit as being the expert in Globalscot, and therefore attract possible users as a means to ‘de-risk’ the transaction.  Given some of the feedback from users that the website can be hard to navigate and penetrate, the presence of local nodes in such an immature market is valuable; they can help overcome the barriers to entry that may otherwise deter new users.

The presence of local nodes could be harnessed in further developing Globalscot.  Since they already exist within a number of business units, the nodes could be nurtured as local champions to increase traffic.

1.16 Progress against objectives

When phase 2 of Globalscot was approved, the following objectives were agreed:

1. Globalscot to build higher demand – within and outwith SE

Whilst website traffic has been flat for the past three years, network activity is increasing and informal back door contact also appears to be increasing.  Whilst it would be desirable and viable for the network to sustain even more enquiries, Globalscot is making progress in increasing demand.  Not all of this is tracked, and this will continue to be a challenge for the team as back door contact is by definition hard to capture.

Around 230 website enquiries have been handled in each year, of which just over half relate to customers (companies and other users) and the remainder relate to supporting SE’s agenda.  The balance has remained the same in each year.  However, the Globalscot data does not include the direct contacts reported by some SE industry teams.

2. Wider promotion and higher profile for Globalscot in Scotland

The team have become progressively more visible within business units, leading to improvements in profile of the network within SE.  Word of mouth appears to account for 25% of users coming to Globalscot.  This suggests that the profile is improving, but the ongoing flat demand indicates this is not translating into enquiries.

3. Clear focus on Smart Successful Scotland whilst broadening out to Scotland-wide agendas

Globalscot has been promoted to a range of organisations outwith SE and some of them have used it.  However, some others, notably the Scottish Executive, make limited use of it.  This reflects the wider issue of limited uptake, and we do not see any unusual or different behaviours in this group than in the user community as a whole.

4. Deeper reach into key target groups

The member network continues to grow, with a focused alignment on priority industries.  However, feedback from priority industry teams suggests that reach needs to be expanded especially in new and emerging markets, India, China and Russia.  There is a critical role for the teams themselves in making this happen.

5. Develop channels for direct business to member access

The team has introduced direct access for companies and other users.  There was a small peak in direct company access shortly after this happened, but has since slipped back to a low baseline.

6. Member segmentation based on directing member utilisation

There continues to be a split between active members and inactive members.  Those who are active (assumed to be largely represented by our survey sample) are seeking more utilisation and are frustrated by lack of demand.  There is some risk of disaffection and erosion of the network’s value if demand is not increased.  There is an issue of the network being seen to be used, as distinct from individual Globalscots receiving many personal requests.

Whilst some members are currently inactive, there is no way of knowing their potential activity levels.  The network needs many members so that it handle a diverse range of enquiries.  Provided inactive members are content to remain involved, they should be retained and nurtured.

7. Infrastructure aligned to facilitate increased demand

The MSM role is highlighted as critical to this objective.  However, Globalscot has recently been removed from their performance targets.  Whilst our survey does not reveal a negative impact on the priority given to Globalscot by MSMs’, anecdotal evidence suggests that many do not engage heavily in their role as MSM.  There are two possible reasons for this:

· the removal of their Globalscot targets has affected their level of interest 

· those who do not engage heavily never did, and the target issue is immaterial

8. Stronger member involvement in the direction and management of the network

Members have become more involved in Globalscot, such as participating in the conference.  Our evaluation has also revealed an appetite for ‘local chapters’ of Globalscots.  These could become self-governing.  The time that active members are prepared to give to Globalscot (up to a day per week in some cases) indicate that there is capacity (and affiliation) within the system to take on a greater involvement in governance and direction.  This also suggests that the Globalscots may be generating benefits amongst themselves.

9. SE’s role to nurture the network whilst avoiding excessive control

The team has encouraged self-service use of the network, rather than taking a directive stance.  However, many users seek the team’s input and support for reasons discussed below.

The fact that Globalscot is not seen as ‘just another tool’ is evidenced by the way that internal intermediaries, such as account managers, have not adapted to it in the same way they adapt to ‘another tool’.  This also has its downsides, as it is almost certainly limiting uptake.

Users continued to be deterred from using the network, but because of practical and attitudinal barriers to entry rather than an overly directive approach by the Globalscot team.

10. SE to provide clear leadership

The Globalscot team has a clear strategic direction for the project and has a programme of engagement with other parts of SE and other potential user organisations.  At present, the value of Globalscot as a resource is not being maximised because of limited uptake.  This needs to be a priority for the team’s leadership role in future.

Conclusions

The review of operations points to number of conclusions:

· the system is demand-starved – the supply base can and will handle a far higher volume of traffic than currently exists

· activity is increasing by a number of routes, including informal contacts – indicating that the network is working

· demand is not rising as quickly as expected – indicating that the market failure still persists in the wider business community and is replicated within SE 

· self-service and full-service are both required – full-service enquiry handling helps overcome hesitance to use the network; transition to self-service takes time and experience for most

· Globalscot remains a ‘mystery’ to many – this is not a conventional SE product and therefore the majority of potential users have not yet adapted to its use

· people perceive it as potentially risky – despite the quality of membership, perhaps reflecting the network’s air of mystery

· local nodes exist – they could be harnessed to act as champions of Globalscot in their business units

What Next?  Future Strategy

In this section we review the strategic rationale and market failure aspects of Globalscot, and make recommendations for the future.

1.17 Market failure

Globalscot was designed as a long-term approach to address market failures such as risk aversion and information deficiencies that were reflected in low levels of entrepreneurship and confidence in Scotland.  It addressed those market failures at three levels:

· aspirational – acting as a catalyst that would raise levels of confidence and ambition

· operational – a resource that would respond to specific demands from customers in Scotland

· infrastructural – providing a means to harness previously untapped expertise and knowledge

These market failures are complex and reflect a mix of real barriers to companies achieving better international performance:

· attitudinal and behavioural – desire to do

· competence, individual (and business) – ability to do

· information and access issues – channels to do

These factors are also inter-dependent and, it can be argued, act to reinforce in a cycle of under-performance and ‘failure’ for individuals, businesses and the economy.  Putting this cycle to work, as Globalscot was designed to do, is particularly important because success builds a positive feedback loop that will both:

· deliver business and economic impacts for participants

· eliminate the original market failures for participants and, by demonstration, for others who are made aware of those successes 

In evaluating the programme, it is essential to consider:

· are these market failures still valid?

· have they changed in any material way?

· has Globalscot made any discernible progress in reducing or removing the market failure?

The responses from users (and SE intermediaries) make clear what Globalscot does in addressing the market failures in terms of:

· behaviours and attitudes – they recognise that talking to business ‘grown-ups’ is tenable, and a valuable asset that will help them achieve business outcomes

· competencies – they recognise that networking adds real value, and that Globalscot has both improved their skills and increased their recognition of how valuable a business process networking is

· information – they recognise that Globalscot has opened channels to people and information that, for most of them, would otherwise not be accessible

Making the assumption that Globalscot users reflect (probably at the least ‘failing’ end), Scotland’s business population albeit and that they readily acknowledged these problems it is reasonable to assert that the original market failures persist widely.  There is much more for Globalscot to do in delivering benefit for Scottish companies and the economy.

The diagram below models how the Globalscot system works in terms of:

· how it creates benefits and why that cycle of positive feedback loop should be virtuous and encourage further use (and thereby generate further benefits)

· how it increases individual and business competences (and how those might create second and subsequent rounds of benefits)

· why success should ‘suck in’ new users and new Globalscots

· where the real ‘asset’ of Globalscot lies; in its (still largely untapped) relationship ‘bank’ and the potential that investment has to yield yet further benefits in the future


This model, and the evaluation findings, pose some critical issues for SE consideration:

· there is a unique role in maintaining the infrastructure – there is no evidence of any other entity emerging to take this role with either the will, the resources or the credibility from both users and Globalscots

· the experience to date of SE’s role in finding and assisting users enter and use the system suggests that this role is critical – the market demand for Globalscot is latent and will continue to require proactive stimulation and assistance.  Alternative intermediaries have not yet produced any notable traffic for Globalscot

· the responses from the Globalscots suggest that they see the SE role in the  system as being central and critical to attracting (and maintaining) their engagement, it is seen as combining an honest broker, not-for-profit and for the public good for Scotland

This suggests that removing SE from the Globalscot system would risk its continued existence and imperil a significant future benefits flow into the economy.  This also suggests that there is no credible exit strategy for SE and this reflects one of Globalscot’s key differentiators – it is not a programme designed to produce an outcome – this is infrastructure designed to change ‘how we do things around here’.  This demands an SE perspective that addresses:

· continuous improvement – making the system more attractive and easier to use

· continuous expansion – engaging more Scottish organisations that would benefit 

It is valuable to ask whether, from the experience of running the Globalscot initiative, SE has learned more about the nature of that market failure and, therefore, whether the programme design or operation should be modified in terms of:

· purpose – why?

· process – how?

· content – what?

· delivery – who?

Interpreting the results of this evaluation suggests that there is important learning to be drawn.  This is best explored by questioning and re-testing the strategic rationale:

· has global competition decreased – no, it is accelerating 

· is there robust evidence of a step change in a substantive number of Scottish companies’ ability to compete globally – no, there is no evidence of this 

Hence, it is reasonable to believe that the problem Globalscot was designed to tackle is getting bigger, and at a faster rate, than Scottish companies have demonstrated being able to keep up with.   The strategic rationale and market need for Globalscot remains and is consistent with the Global Connections objectives in the Smart, Successful Scotland strategy

Given Scottish Enterprise’s experience that Scottish business people are not knowingly trying to under-perform, we must ask why they would not use a tool that offers potential for business benefits.  Is this apparent lack of competence (in not using Globalscot):

· conscious – a deliberate choice not to use it, suggesting market failure in ambition and business leadership competences.  An issue for SE, but not exclusively for Globalscot 

· unconscious – they do not perceive its value in achieving their business objectives, posing the basic question of why are they not using Globalscot

We may consider options:

· they don’t know about Globalscot – we need to understand why.  This may be a marketing issue for Scottish Enterprise and how the channels work, and leads to questions about specific targeting and how those targets should be engaged with the programme

· they can’t use Globalscot – there is a possibility of their awareness, and even appreciation, of the Globalscot resource, but there are some perceived barriers to its use as it is ‘out of reach’

· they won’t use Globalscot – suggesting some underlying attitude or behaviour issue in a potentially significant number of Scottish business leaders and it is ‘not for the likes of us’

1.18 Future model for Globalscot

We believe that this evaluation has uncovered a ‘problem’ that was never considered in the original design of Globalscot – a shortage of demand from users.  The data presented earlier in this document on demand suggests that:

· while some organisations come forward, many more do not

· there are a relatively small number of companies within the Globalscot user community

· a very small number of them have used the system a second or subsequent time

· this process is mirrored in the small numbers of Scottish Enterprise personnel using Globalscot for their companies or for internal use

· this ‘mirroring’ effect is important because:

· of the role that SE personnel have in recruitment and communication channels to other companies and organisations

· the pattern of a small number of (relatively) high volume users is the same as is seen in companies

It is reasonable to suggest that the Scottish Enterprise staff are demonstrating exactly the same behavioural market failure that is seen in companies.  Stated simply, they are behaving in ways that reflect the cultural trends in the population of which they are a part.  The problem is that success in Globalscot outcomes (improved international performance of Scottish companies) requires that they behave differently.

While SE staff behaviour is in line with cultural and attitudinal norms, their job is to help business leaders change those attitudes and behaviours to deliver better business outcomes.  Globalscot is one of, possibly very few, Scottish Enterprise tools designed to do that; this evaluation suggests that a substantial number of Scottish Enterprise staff do not yet know how to use that tool effectively.

Interviews with SE staff suggest that they see Globalscot as ‘one of about 70 tools’ that they have available to them.  While there is a distinct difference in concept, form and operation, these differences are not well understood and are even seen as carrying risk.  However, where they are used, there is evidence of changing attitudes, benefits realised and some limited reuse of the tool.  This suggests that attitudinal and behavioural changes are being achieved; because Globalscot works.

1.18.1 Nature of market failure

One of the objectives of this evaluation was to consider whether the attitude and behaviour market failure was:

· nature – a deeply engrained cultural issue that might be described as part of ‘Scottish DNA’

· nurture – a behavioural driver that is based on ignorance of a different or better way to do something, which training can change

It is important to recognise that the ‘nature’ or ‘nurture’ debate is not an ‘either/or’, and the behaviouralist literature argues balances between 60/40 and 40/60.  This suggests that a mix of training and deeper cultural change initiatives would be required to successfully shift attitudes and behaviours towards greater use of Globalscot, and to realising significantly more of the outcome benefits that the system has proven it can deliver.

It is also important to recognise that the Globalscots themselves are likely to be at the higher end of performance in networking behaviour.  This is reflected in the nature of their responses to our survey and in the evaluation of the Globalscot conference.  Their work-life experience evidences success in some aspect of business and internationalist outlook and activity at some stage in their career.  

The evidence from this evaluation suggests that the market failure being addressed is more ‘nature’ than ‘nurture’.  The evidence for this is that, despite considerable marketing and selling efforts over a total of six years:

· the level of take-up and people coming forward to Globalscot remains very low relative to the total population of Scottish businesses that have an international business interest

· a similar pattern of use is seen in the Scottish Enterprise staff who are primary channels between potential clients and the Globalscot programme

· given the length of time that the project has been running, and the level of success it has generated for some participants, a critical mass of activity (as measured in self-generating or repeat work) is not being achieved.  This has some important implications for:

· the future need for Globalscot – the growing intensity of the international competitive environment suggests that the case for a tool such as Globalscot is increasing and accelerating 

· the Globalscot engagement process – there appear to be significant brakes to take-up of this initiative, particularly amongst the Scottish Enterprise staff that have the prime role in bridging Globalscot and the companies that would benefit from it

1.19 Conclusions and Recommendations

Based on the findings of this evaluation and consideration of the market failure and strategic rationale, our recommendations for the future of the Globalscot process are:

· Globalscot works and should be developed further.  There is clear evidence of it generating substantial outcomes of the nature intended, ie financial and attitudinal, where the network connection leads to a transaction.  These significantly exceed the cost of the programme by a factor of over 30, which is clear evidence of value for money

· over the six years of Globalscot operations, there has been no evidence of a credible alternative emerging from the private sector.  Given the important element of ‘trust’ and ‘not for personal gain’ that Scottish Enterprise brings to the operation of the system, it is reasonable to assume that no credible private sector alternative is likely to emerge in Scotland in the foreseeable future.  On that basis, and given the benefits generated, there remains a case for ongoing public funding to continue to deliver the benefits

· the views of all of those involved suggest strongly that the Globalscot process would disintegrate (probably quite quietly) without SE engagement.  While some small groups and individual relationships would continue, its effectiveness as a networking and engagement system for new users would end without the SE Globalscot team, account executive and MSMs.  This would be a high value opportunity loss for the Scottish economy

· comparing the results from this and the previous evaluation suggests that the total GVA generated by Globalscot is increasing. The growing volume of activity would see further substantial financial gains being realised by users and the economy.  Given the operating model and a now-established network, the corresponding maintenance and continuous improvement cost increases would be relatively low, primarily in marketing and in educating intermediary staff

· the benefits delivered to date (over £xm) are substantial, however the direct and indirect benefits ‘in the pipeline’ are not yet measurable, but are acknowledged by those interviewed.  This suggests a significant unrealised contribution to GVA that will emerge over the coming months and years.  We believe that Scottish Enterprise should have a more rigorous tracking process to ensure that these future benefits are quantified and credited to the Globalscot project as they emerge.  A proposed tracking and target framework is shown at Appendix 1

· the evaluation shows that Globalscot is a transformational process.  We recommend that the targets for Globalscot’s future operations reflect that transformational nature.  Rather than an incremental increase on past performance, the team should set ‘stretch’ targets that seek to maximise the transformational value to the Scottish economy 

· the evaluation makes clear a critical difficulty in the operation of Globalscot in the supply chain between the companies and the Globalscots.  The links, principally Scottish Enterprise account executives responses, suggest a mix of:

· lack of understanding of the Globalscot process

· unwillingness to engage with it directly or to bring their companies forward to Globalscot or to advocate its use

These are the biggest barriers to generating traffic in Globalscot and increasing the outcomes generated.  This is an area for action

· Scottish Enterprise account executives expressed a number of concerns about Globalscot, particularly the website.  While relatively few of those interviewed have actually used it, this appears to be a legitimate concern and is a real and perceived barrier to Globalscot.  This is an area for urgent action to ensure greater access and usability

· a number of the SE staff interviewed commented that the Globalscot team have recently been much more active in talking to them and ‘selling’ the process in a useful and engaging way – this activity should be continued and accelerated

· based on the interviews, and data on how Globalscot is used, we believe that the Scottish Enterprise staff, with roles as advocates and intermediaries, are themselves subject to the same ‘market failure’ in attitudes and behaviours as the companies they are trying to help.  This needs specific intervention by Scottish Enterprise to help change those attitudes in ways that accelerate use of Globalscot.  Given our view that this is a ‘nature’ rather than ‘nurture’ issue, we believe that a 15 minute PowerPoint presentation is not likely to make much progress, and something more well thought-through and fundamental is required that will have real impact on attitudes and behaviours for them individually and, much more importantly in their role as ‘advocates and salesmen’ for Globalscot and the benefits it is proven to deliver

· SE staff have pivotal roles in encouraging use of the network and maintaining the health of the network.  These responsibilities lie largely, though not exclusively, with account executives and MSMs.  Enhanced education about the value of the network is essential.  However, all SE staff also need to have responsibility for use and maintenance of the network embedded into their roles and measured as part of their performance management

· Globalscot is seen by many SE staff as ‘one of many’ programmes.  However this evaluation evidences impacts in addressing multiple market failure, with early indications that these impacts of business leaders attitudes and behaviours is sustainable.  As well as generating over £xxm GVA at low cost, Globalscot is beginning to change ‘the way we do things around here’ and generally adding smart to Smart Successful Scotland
· Globalscot could be perceived as an SE project that costs circa £300,000 per annum to operate.  This would be a dangerously narrow and limiting perspective.  Globalscot is an intangible ‘soft’ asset that attracts, for free, exceptional individuals and the intellectual and network capital they have built up over decades of success in international businesses

One responsible approach to valuing that asset might be to assess how much would it cost to create on a commercial basis and how much would it be worth on the market.  Perhaps the only commercial comparisons are international management consultancies such as McKinsey, which invest heavily in the alumni concept to create unique networks for information and commercial opportunity.  McKinsey is not up for sale so it is difficult to assess a value.  SE, and Scotland, would benefit from applying this kind of valuation thinking to what Globascot will be worth to the economy as its success is accelerated.  This should be the direction of travel, and the measure of ambition for Globalscot.

Frontline Consultants

April 2007

Appendix 1
Draft Target Framework

	Stimulus
	Input
	Process
	Output

	SE Intermediary

· number

· full-service

· self-service

· by business unit

Other intermediaries

· number

· full-service

· self-service


	User requests

· company – self service

· company – full service

· other – self service

· other – full service

· SE-company – self service

· SE-company – full service

· SE-other – self service

· SE-other – full service


	Globalscot response

· total

· by member

· by sector

· by geography
	Results

· user quantified impact

· observer quantified impact

· unquantified impact

· outcome

· future impact

· future outome



	
	Number of Globalscots

· total

· by sector

· by geography
	MSM contact with Globalscots

· total

· by MSM

· by sector

· by geography


	Inactive Globalscots

· total

· by sector

· by geography

	
	
	Globalscot events

· total

· by member

· by sector

· by geography 


	

	
	
	Promotion and education by Globalscot team

· by business unit

· by sector

· external
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Response Total

Rating

% response

0.0128205128

0.1153846154

0.2307692308

0.3333333333

0.1923076923

0.1153846154



Summary

		When were you first introduced to the Globalscot network?

				Response Total

		Less than 1 year		54.1%		33

		1-2 years		21.3%		13

		2-3 years		13.1%		8

		3-4 years		6.6%		4

		More than 4 years		4.9%		3

		Total Respondents				61

		(skipped this question)

		How did you find out about the Globalscot network?

				Response Total

		Scottish Enterprise Account Manager		18

		Other contact at Scottish Enterprise/Local Enterprise Company		15

		Word of mouth		13

		From a Globalscot		5

		Press/media		3

		Internet search		3

		Other (please specify)		4

		Total Respondents		61

		(skipped this question)		0

		What sort of help were you looking for? (Please tick all that apply)

				Response Total

		Advice on selecting a new target market		9

		Advice on entering a new market		22

		Advice on product development		5

		Advice on strategy development		10

		Introduction to key decision makers		33

		Introduction to potential partners		27

		Introduction to potential suppliers		7

		Introduction to potential customers		30

		Networking skills		13

		Contacts to influence our ability to internationalise		21

		Other (please specify)		6

		Total Respondents		60

		(skipped this question)		1

		How did you initially make contact with Globalscot?

				Response Total

		Via the Globalscot website		20

		Via my key contact at Scottish Enterprise/Local Enterprise Company		19

		Via the Globalscot team		14

		I have not contacted Globalscot		6

		Other (please specify)		2

		Total Respondents		61

		(skipped this question)		0

		Which of the following statements best describes your use of the Globalscot website?

				Response Total

		I regularly search the website for Globalscots that may be able to help me		2

		I sometimes search the website for Globalscots that may be able to help me		41

		I never search the website for Globalscots that may be able to help me		18

		Total Respondents		61

		(skipped this question)		0

		Which of the following statements best describes your involvement with the Globalscot network?

				Response Total

		I have submitted 3 or more requests		7

		I have submitted 1 or 2 requests		18

		I have made no requests		36

		Total Respondents		61

		(skipped this question)		0

		If you have submitted one or more requests did you get a response to your query/queries?

				Response Total

		Yes to all of them		13

		Yes to some of them		8

		No		5

		Not applicable - made no requests		35

		Total Respondents		61

		(skipped this question)		0

		What if any were the outcomes of contacting the Globalscot(s)? (Please tick all that apply)

				Response Total

		Entered a new market (faster than I had anticipated)		2

		A new product/service was launched		0

		Improved business efficiency		2

		Improved business performance		0

		Developed new sales leads		6

		Developed new business partners		4

		Sourced (a) new supplier(s)		2

		Received advice on who to contact		8

		Developed list of potential customers		2

		Met with (a) key decision maker(s)		10

		Other (please specify)		7

		Total Respondents		21

		(skipped this question)		40

		Please explain your answer

		Total Respondents		21

		(skipped this question)		40

		What if any measurable impact did that have on your business? (Please tick all that apply)

				Response Total

		Increased exports/sales		1

		Increased turnover		0

		Recruitment of new staff		1

		Safeguarded jobs		0

		New products/services launched		1

		New offices / plants created		1

		New markets entered		2

		Internationalised e.g. opening overseas facilities		offices		2

		Too soon to tell		12

		Other (please specify)		7

		Total Respondents		21

		(skipped this question)		40

		Please quantify any measurable impact this may have had on your business?

				Response Total

		Increased exports/sales		2

		Increased turnover		2

		Recruitment of new staff		2

		Safeguarded jobs		2

		New products/services launched		2

		New offices / plants created		2

		Other (please comment)		5

		Total Respondents		5

		(skipped this question)		56

		To what extent would this have been achieved without the support of the Globalscot network?

				Response Total

		Not at all		2

		Slower		3

		On a smaller scale		0

		Would have happened without Globalscot		4

		Total Respondents		9

		(skipped this question)		52

		Please explain your answer

		Total Respondents		3

		(skipped this question)		58

		If you answered 'slower' would this have been:

				Response Total

		Much slower		1

		A little slower		2

		Total Respondents		3

		(skipped this question)		58

		If you answered 'on a smaller scale' would this have been:

				Response Total

		On a much smaller scale		0

		On a slightly smaller scale		0

		Total Respondents		0

		(skipped this question)		61

		If you answered ‘too soon to tell’ do you believe that it is possible for measurable impacts to be generated in the future?

				Response Total

		Yes		9

		No		2

		Total Respondents		11

		(skipped this question)		50

		If you answered 'yes' would this be in any of the following areas? (Please tick all that apply)

				Response Total

		Increased exports/sales		6

		Increased turnover		5

		Recruitment of new staff		1

		Safeguarded jobs		3

		New products/services launched		4

		New offices/plants created		1

		Other (please specify)		1

		Total Respondents		9

		(skipped this question)		52

		Please quantify any measurable impact this may have on your business

				Response Total

		Increased exports/sales		2

		Increased turnover		2

		Recruitment of new staff		1

		Safeguarded jobs		1

		New products/services launched		2

		New offices / plants created		1

		Total Respondents		4

		(skipped this question)		57

		If other measurable impact please comment

		Total Respondents		1

		(skipped this question)		60

		If you answered 'no' please explain your answer

		Total Respondents		2

		(skipped this question)		59

		To what extent did the response you received from the Globalscot meet your expectations?

				Response Total

		Exceeded my expectations		0

		Fully met my expectations		3

		Met my expectations to a large extent		4

		Met my expectations to some extent		6

		Fallen considerably short of my expectations		2

		Has not met my expectations at all		3

		Gave me something different to what I expected		1

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		9

		(skipped this question)		52

		How would you describe your relationship(s) with the Globalscot(s) you have been in touch with? (Please tick all that apply)

				Response Total

		One-off		7

		Ongoing		8

		Mentor		0

		Formal		1

		Informal		4

		Other (please specify)		2

		Total Respondents		20

		(skipped this question)		41

		If your relationship(s) is or are ongoing how often are you in touch and what ongoing advice do they give you?

		Total Respondents		8

		(skipped this question)		53

		To what extent has your involvement with Globalscot affected the way you approach your business’ development?

				Response Total

		To a large extent		0

		To some extent		7

		Very little		7

		Not at all		5

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		6

		(skipped this question)		55

		To what extent is this leading you to do things differently?

				Response Total

		To a large extent		0

		To some extent		6

		Very little		5

		Not at all		8

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		4

		(skipped this question)		57

		To what extent will the information or support that you have acquired continue to impact your organisation in the future?

				Response Total

		To a large extent		0

		To some extent		8

		Very little		7

		Not at all		4

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		6

		(skipped this question)		55

		Do you think the support you received from Globalscot could have been gained from elsewhere?

				Response Total

		Yes		8

		No		11

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer if elsewhere please identify where e.g. chamber of commerce entrepreneurial exchange

		Total Respondents		8

		(skipped this question)		53

		If you made a request and did not receive a response why do you think this happened?

		Total Respondents		2

		(skipped this question)		59

		Did you make further use of the Globalscot network?

				Response Total

		Yes		5

		No		19

		Total Respondents		24

		(skipped this question)		37

		If you answered 'no' why did you not make further use of the Globalscot network? (Please tick all that apply)

				Response Total

		Process was too difficult		0

		Responses did not meet my needs		0

		There were no responses		3

		My search did not reveal any useful contacts		11

		Other (please specify)		7

		Total Respondents		20

		(skipped this question)		41

		What would encourage you to make use of the Globalscot network in the future?

		Total Respondents		15

		(skipped this question)		46

		Did you get any benefit from using the website?

				Response Total

		Yes		13

		No		16

		Total Respondents		29

		(skipped this question)		32

		Please explain your answer

		Total Respondents		23

		(skipped this question)		38

		How do you think Globalscot could help you in the future? (Please tick all that apply)

				Response Total

		Entering a new market		12

		Launching a new product/service		7

		Improving business efficiency		4

		Improving business performance		7

		Developing new sales leads		17

		Developing new business partners		21

		Sourcing new suppliers		6

		I don’t think it can help me		2

		Other (please specify)		3

		Total Respondents		32

		(skipped this question)		29

		If you could change one thing about Globalscot what would it be?

		Total Respondents		14

		(skipped this question)		47

		How likely are you to recommend Globalscot to someone else?

				Response Total

		Very likely		26

		Moderately likely		19

		Unlikely		4

		I already have		1

		Total Respondents		50

		(skipped this question)		11

		Please explain your answer

		Total Respondents		24

		(skipped this question)		37

		Prior to engaging with the Globalscot network how would you have rated yourself as a networker (1 is a poor networker and 6 is a highly proficient networker)

				Response Total

		1		0

		2		3

		3		13

		4		15

		5		17

		6		0

		Total Respondents		48

		(skipped this question)		13

		On a scale of 1-6 how important do you feel networking is to achieving your business objectives? (1 is unimportant 6 is critical)

				Response Total

		1		0

		2		0

		3		1

		4		11

		5		21

		6		15

		Total Respondents		48

		(skipped this question)		13

		As a result of engaging with Globalscot which of the following statements do you agree with?

				Response Total

		I have improved my networking skills		9

		I have developed new skills		5

		I have changed my attitude towards networking/network		4

		Other (please specify)		22

		Total Respondents		39

		(skipped this question)		22

		If you improved your networking skills to what extent has this been improved as a result of engaging with Globalscot?

				Response Total

		To a large extent		0

		To some extent		12

		Very little		16

		Total Respondents		28

		(skipped this question)		33

		Please explain your answer

		Total Respondents		12

		(skipped this question)		49

		We will want to explore responses to this survey in more detail with a small number of people. Would you be happy for a follow-up telephone conversation at a time that suits you?

				Response Total

		Yes		29

		No		18

		Total Respondents		47

		(skipped this question)		14

		Please enter your contact details

				Response Total

		Name (optional)		40

		Position		41

		Region e.g. Glasgow Edinburgh		42

		Total Respondents		44

		(skipped this question)		17

		What is your business sector?

				Response Total

		Life Sciences		6

		Energy		3

		Electronic Markets		5

		Financial Services		5

		Food & Drink		2

		Tourism		2

		Other (please specify)		23

		Total Respondents		46

		(skipped this question)		15

		Would you like your response to remain anonymous or are you happy for your response to be attributed to you solely for internal Scottish Enterprise purposes?

				Response Total

		Remain anonymous		21

		Attribute answers to me		28

		Total Respondents		49

		(skipped this question)		12
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		As a result of engaging with Globalscot which of the following statements do you agree with?

				Response Total				%

		Improved my networking skills		9		39		23%

		Developed new skills		5		39		13%

		Changed my attitude towards networking/networks		4		39		10%

		No change		9		39		23%

		Not engaged enough		3		39		8%

		Enhanced or expanded my network		3		39		8%

		Other		6		39		15%

				39				100%

		Total Respondents		39

		(skipped this question)		22

				Response Total

		Improved my networking skills		23%		9

		No change		23%		9

		Developed new skills		13%		5

		Changed my attitude towards networking/networks		10%		4

		Enhanced or expanded my network		8%		3

		Not engaged enough		8%		3

		Other		15%		6





Report bar graphs

		Please rate your experience of being a Globalscot member (Please rate from 1 to 6 where 1 is very poor and 6 is very good)

				Response total

		1		4.5%		11

		2		14.6%		36

		3		28.5%		70

		4		28.5%		70

		5		19.5%		48

		6		4.5%		11

		Total Respondents				246

		How useful do you find Globalscot as a tool for supporting business growth? (Please rate from 1 to 6 where 1 is not at all useful and 6 is very useful)

				Response Total

		1		1.3%		1

		2		11.5%		9

		3		23.1%		18

		4		33.3%		26

		5		19.2%		15

		6		11.5%		9

		Total Respondents				78

		How would you rate the current performance of Globalscot? (Please rate from 1 to 6 where 1 is very poor and 6 is excellent)

				Response Total

		1		1.6%		1

		2		1.6%		1

		3		37.7%		23

		4		39.3%		24

		5		16.4%		10

		6		3.3%		2

		Total Respondents				61

		How relevant is the Globalscot network in helping you perform your role?  (Please rate from 1 to 6 where 1 is not at all relevant and 6 is very relevant)

				Response Total

		1		4.8%		1

		2		19.0%		4

		3		19.0%		4

		4		33.3%		7

		5		19.0%		4

		6		4.8%		1

		Total Respondents				21

		When were you first introduced to the Globalscot network?

				Response Total

		Less than 1 year		54.1%		33

		1-2 years		21.3%		13

		2-3 years		13.1%		8

		3-4 years		6.6%		4

		More than 4 years		4.9%		3

		Total Respondents				61
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Summary

		When were you first introduced to the Globalscot network?

				Response Total

		Less than 1 year		54.1%		33

		1-2 years		21.3%		13

		2-3 years		13.1%		8

		3-4 years		6.6%		4

		More than 4 years		4.9%		3

		Total Respondents				61

		(skipped this question)

		How did you find out about the Globalscot network?

				Response Total

		Scottish Enterprise Account Manager		18

		Other contact at Scottish Enterprise/Local Enterprise Company		15

		Word of mouth		13

		From a Globalscot		5

		Press/media		3

		Internet search		3

		Other (please specify)		4

		Total Respondents		61

		(skipped this question)		0

		What sort of help were you looking for? (Please tick all that apply)

				Response Total

		Advice on selecting a new target market		9

		Advice on entering a new market		22

		Advice on product development		5

		Advice on strategy development		10

		Introduction to key decision makers		33

		Introduction to potential partners		27

		Introduction to potential suppliers		7

		Introduction to potential customers		30

		Networking skills		13

		Contacts to influence our ability to internationalise		21

		Other (please specify)		6

		Total Respondents		60

		(skipped this question)		1

		How did you initially make contact with Globalscot?

				Response Total

		Via the Globalscot website		20

		Via my key contact at Scottish Enterprise/Local Enterprise Company		19

		Via the Globalscot team		14

		I have not contacted Globalscot		6

		Other (please specify)		2

		Total Respondents		61

		(skipped this question)		0

		Which of the following statements best describes your use of the Globalscot website?

				Response Total

		I regularly search the website for Globalscots that may be able to help me		2

		I sometimes search the website for Globalscots that may be able to help me		41

		I never search the website for Globalscots that may be able to help me		18

		Total Respondents		61

		(skipped this question)		0

		Which of the following statements best describes your involvement with the Globalscot network?

				Response Total

		I have submitted 3 or more requests		7

		I have submitted 1 or 2 requests		18

		I have made no requests		36

		Total Respondents		61

		(skipped this question)		0

		If you have submitted one or more requests did you get a response to your query/queries?

				Response Total

		Yes to all of them		13

		Yes to some of them		8

		No		5

		Not applicable - made no requests		35

		Total Respondents		61

		(skipped this question)		0

		What if any were the outcomes of contacting the Globalscot(s)? (Please tick all that apply)

				Response Total

		Entered a new market (faster than I had anticipated)		2

		A new product/service was launched		0

		Improved business efficiency		2

		Improved business performance		0

		Developed new sales leads		6

		Developed new business partners		4

		Sourced (a) new supplier(s)		2

		Received advice on who to contact		8

		Developed list of potential customers		2

		Met with (a) key decision maker(s)		10

		Other (please specify)		7

		Total Respondents		21

		(skipped this question)		40

		Please explain your answer

		Total Respondents		21

		(skipped this question)		40

		What if any measurable impact did that have on your business? (Please tick all that apply)

				Response Total

		Increased exports/sales		1

		Increased turnover		0

		Recruitment of new staff		1

		Safeguarded jobs		0

		New products/services launched		1

		New offices / plants created		1

		New markets entered		2

		Internationalised e.g. opening overseas facilities		offices		2

		Too soon to tell		12

		Other (please specify)		7

		Total Respondents		21

		(skipped this question)		40

		Please quantify any measurable impact this may have had on your business?

				Response Total

		Increased exports/sales		2

		Increased turnover		2

		Recruitment of new staff		2

		Safeguarded jobs		2

		New products/services launched		2

		New offices / plants created		2

		Other (please comment)		5

		Total Respondents		5

		(skipped this question)		56

		To what extent would this have been achieved without the support of the Globalscot network?

				Response Total

		Not at all		2

		Slower		3

		On a smaller scale		0

		Would have happened without Globalscot		4

		Total Respondents		9

		(skipped this question)		52

		Please explain your answer

		Total Respondents		3

		(skipped this question)		58

		If you answered 'slower' would this have been:

				Response Total

		Much slower		1

		A little slower		2

		Total Respondents		3

		(skipped this question)		58

		If you answered 'on a smaller scale' would this have been:

				Response Total

		On a much smaller scale		0

		On a slightly smaller scale		0

		Total Respondents		0

		(skipped this question)		61

		If you answered ‘too soon to tell’ do you believe that it is possible for measurable impacts to be generated in the future?

				Response Total

		Yes		9

		No		2

		Total Respondents		11

		(skipped this question)		50

		If you answered 'yes' would this be in any of the following areas? (Please tick all that apply)

				Response Total

		Increased exports/sales		6

		Increased turnover		5

		Recruitment of new staff		1

		Safeguarded jobs		3

		New products/services launched		4

		New offices/plants created		1

		Other (please specify)		1

		Total Respondents		9

		(skipped this question)		52

		Please quantify any measurable impact this may have on your business

				Response Total

		Increased exports/sales		2

		Increased turnover		2

		Recruitment of new staff		1

		Safeguarded jobs		1

		New products/services launched		2

		New offices / plants created		1

		Total Respondents		4

		(skipped this question)		57

		If other measurable impact please comment

		Total Respondents		1

		(skipped this question)		60

		If you answered 'no' please explain your answer

		Total Respondents		2

		(skipped this question)		59

		To what extent did the response you received from the Globalscot meet your expectations?

				Response Total

		Exceeded my expectations		0

		Fully met my expectations		3

		Met my expectations to a large extent		4

		Met my expectations to some extent		6

		Fallen considerably short of my expectations		2

		Has not met my expectations at all		3

		Gave me something different to what I expected		1

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		9

		(skipped this question)		52

		How would you describe your relationship(s) with the Globalscot(s) you have been in touch with? (Please tick all that apply)

				Response Total

		One-off		7

		Ongoing		8

		Mentor		0

		Formal		1

		Informal		4

		Other (please specify)		2

		Total Respondents		20

		(skipped this question)		41

		If your relationship(s) is or are ongoing how often are you in touch and what ongoing advice do they give you?

		Total Respondents		8

		(skipped this question)		53

		To what extent has your involvement with Globalscot affected the way you approach your business’ development?

				Response Total

		To a large extent		0

		To some extent		7

		Very little		7

		Not at all		5

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		6

		(skipped this question)		55

		To what extent is this leading you to do things differently?

				Response Total

		To a large extent		0

		To some extent		6

		Very little		5

		Not at all		8

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		4

		(skipped this question)		57

		To what extent will the information or support that you have acquired continue to impact your organisation in the future?

				Response Total

		To a large extent		0

		To some extent		8

		Very little		7

		Not at all		4

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		6

		(skipped this question)		55

		Do you think the support you received from Globalscot could have been gained from elsewhere?

				Response Total

		Yes		8

		No		11

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer if elsewhere please identify where e.g. chamber of commerce entrepreneurial exchange

		Total Respondents		8

		(skipped this question)		53

		If you made a request and did not receive a response why do you think this happened?

		Total Respondents		2

		(skipped this question)		59

		Did you make further use of the Globalscot network?

				Response Total

		Yes		5

		No		19

		Total Respondents		24

		(skipped this question)		37

		If you answered 'no' why did you not make further use of the Globalscot network? (Please tick all that apply)

				Response Total

		Process was too difficult		0

		Responses did not meet my needs		0

		There were no responses		3

		My search did not reveal any useful contacts		11

		Other (please specify)		7

		Total Respondents		20

		(skipped this question)		41

		What would encourage you to make use of the Globalscot network in the future?

		Total Respondents		15

		(skipped this question)		46

		Did you get any benefit from using the website?

				Response Total

		Yes		13

		No		16

		Total Respondents		29

		(skipped this question)		32

		Please explain your answer

		Total Respondents		23

		(skipped this question)		38

		How do you think Globalscot could help you in the future? (Please tick all that apply)

				Response Total

		Entering a new market		12

		Launching a new product/service		7

		Improving business efficiency		4

		Improving business performance		7

		Developing new sales leads		17

		Developing new business partners		21

		Sourcing new suppliers		6

		I don’t think it can help me		2

		Other (please specify)		3

		Total Respondents		32

		(skipped this question)		29

		If you could change one thing about Globalscot what would it be?

		Total Respondents		14

		(skipped this question)		47

		How likely are you to recommend Globalscot to someone else?

				Response Total

		Very likely		26

		Moderately likely		19

		Unlikely		4

		I already have		1

		Total Respondents		50

		(skipped this question)		11

		Please explain your answer

		Total Respondents		24

		(skipped this question)		37

		Prior to engaging with the Globalscot network how would you have rated yourself as a networker (1 is a poor networker and 6 is a highly proficient networker)

				Response Total

		1		0

		2		3

		3		13

		4		15

		5		17

		6		0

		Total Respondents		48

		(skipped this question)		13

		On a scale of 1-6 how important do you feel networking is to achieving your business objectives? (1 is unimportant 6 is critical)

				Response Total

		1		0

		2		0

		3		1

		4		11

		5		21

		6		15

		Total Respondents		48

		(skipped this question)		13

		As a result of engaging with Globalscot which of the following statements do you agree with?

				Response Total

		I have improved my networking skills		9

		I have developed new skills		5

		I have changed my attitude towards networking/network		4

		Other (please specify)		22

		Total Respondents		39

		(skipped this question)		22

		If you improved your networking skills to what extent has this been improved as a result of engaging with Globalscot?

				Response Total

		To a large extent		0

		To some extent		12

		Very little		16

		Total Respondents		28

		(skipped this question)		33

		Please explain your answer

		Total Respondents		12

		(skipped this question)		49

		We will want to explore responses to this survey in more detail with a small number of people. Would you be happy for a follow-up telephone conversation at a time that suits you?

				Response Total

		Yes		29

		No		18

		Total Respondents		47

		(skipped this question)		14

		Please enter your contact details

				Response Total

		Name (optional)		40

		Position		41

		Region e.g. Glasgow Edinburgh		42

		Total Respondents		44

		(skipped this question)		17

		What is your business sector?

				Response Total

		Life Sciences		6

		Energy		3

		Electronic Markets		5

		Financial Services		5

		Food & Drink		2

		Tourism		2

		Other (please specify)		23

		Total Respondents		46

		(skipped this question)		15

		Would you like your response to remain anonymous or are you happy for your response to be attributed to you solely for internal Scottish Enterprise purposes?

				Response Total

		Remain anonymous		21

		Attribute answers to me		28

		Total Respondents		49

		(skipped this question)		12
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		As a result of engaging with Globalscot which of the following statements do you agree with?

				Response Total				%

		Improved my networking skills		9		39		23%

		Developed new skills		5		39		13%

		Changed my attitude towards networking/networks		4		39		10%

		No change		9		39		23%

		Not engaged enough		3		39		8%

		Enhanced or expanded my network		3		39		8%

		Other		6		39		15%

				39				100%

		Total Respondents		39

		(skipped this question)		22

				Response Total

		Improved my networking skills		23%		9

		No change		23%		9

		Developed new skills		13%		5

		Changed my attitude towards networking/networks		10%		4

		Enhanced or expanded my network		8%		3

		Not engaged enough		8%		3

		Other		15%		6





Report bar graphs

		Please rate your experience of being a Globalscot member (Please rate from 1 to 6 where 1 is very poor and 6 is very good)

				Response total

		1		4.5%		11

		2		14.6%		36

		3		28.5%		70

		4		28.5%		70

		5		19.5%		48

		6		4.5%		11

		Total Respondents				246

		How useful do you find Globalscot as a tool for supporting business growth? (Please rate from 1 to 6 where 1 is not at all useful and 6 is very useful)

				Response Total

		1		1.3%		1

		2		11.5%		9

		3		23.1%		18

		4		33.3%		26

		5		19.2%		15

		6		11.5%		9

		Total Respondents				78

		How would you rate the current performance of Globalscot? (Please rate from 1 to 6 where 1 is very poor and 6 is excellent)

				Response Total

		1		1.6%		1

		2		1.6%		1

		3		37.7%		23

		4		39.3%		24

		5		16.4%		10

		6		3.3%		2

		Total Respondents				61

		How relevant is the Globalscot network in helping you perform your role?  (Please rate from 1 to 6 where 1 is not at all relevant and 6 is very relevant)

				Response Total

		1		4.8%		1

		2		19.0%		4

		3		19.0%		4

		4		33.3%		7

		5		19.0%		4

		6		4.8%		1

		Total Respondents				21

		When were you first introduced to the Globalscot network?

				Response Total

		Less than 1 year		54.1%		33

		1-2 years		21.3%		13

		2-3 years		13.1%		8

		3-4 years		6.6%		4

		More than 4 years		4.9%		3

		Total Respondents				61
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Summary

		When were you first introduced to the Globalscot network?

				Response Total

		Less than 1 year		54.1%		33

		1-2 years		21.3%		13

		2-3 years		13.1%		8

		3-4 years		6.6%		4

		More than 4 years		4.9%		3

		Total Respondents				61

		(skipped this question)

		How did you find out about the Globalscot network?

				Response Total

		Scottish Enterprise Account Manager		18

		Other contact at Scottish Enterprise/Local Enterprise Company		15

		Word of mouth		13

		From a Globalscot		5

		Press/media		3

		Internet search		3

		Other (please specify)		4

		Total Respondents		61

		(skipped this question)		0

		What sort of help were you looking for? (Please tick all that apply)

				Response Total

		Advice on selecting a new target market		9

		Advice on entering a new market		22

		Advice on product development		5

		Advice on strategy development		10

		Introduction to key decision makers		33

		Introduction to potential partners		27

		Introduction to potential suppliers		7

		Introduction to potential customers		30

		Networking skills		13

		Contacts to influence our ability to internationalise		21

		Other (please specify)		6

		Total Respondents		60

		(skipped this question)		1

		How did you initially make contact with Globalscot?

				Response Total

		Via the Globalscot website		20

		Via my key contact at Scottish Enterprise/Local Enterprise Company		19

		Via the Globalscot team		14

		I have not contacted Globalscot		6

		Other (please specify)		2

		Total Respondents		61

		(skipped this question)		0

		Which of the following statements best describes your use of the Globalscot website?

				Response Total

		I regularly search the website for Globalscots that may be able to help me		2

		I sometimes search the website for Globalscots that may be able to help me		41

		I never search the website for Globalscots that may be able to help me		18

		Total Respondents		61

		(skipped this question)		0

		Which of the following statements best describes your involvement with the Globalscot network?

				Response Total

		I have submitted 3 or more requests		7

		I have submitted 1 or 2 requests		18

		I have made no requests		36

		Total Respondents		61

		(skipped this question)		0

		If you have submitted one or more requests did you get a response to your query/queries?

				Response Total

		Yes to all of them		13

		Yes to some of them		8

		No		5

		Not applicable - made no requests		35

		Total Respondents		61

		(skipped this question)		0

		What if any were the outcomes of contacting the Globalscot(s)? (Please tick all that apply)

				Response Total

		Entered a new market (faster than I had anticipated)		2

		A new product/service was launched		0

		Improved business efficiency		2

		Improved business performance		0

		Developed new sales leads		6

		Developed new business partners		4

		Sourced (a) new supplier(s)		2

		Received advice on who to contact		8

		Developed list of potential customers		2

		Met with (a) key decision maker(s)		10

		Other (please specify)		7

		Total Respondents		21

		(skipped this question)		40

		Please explain your answer

		Total Respondents		21

		(skipped this question)		40

		What if any measurable impact did that have on your business? (Please tick all that apply)

				Response Total

		Increased exports/sales		1

		Increased turnover		0

		Recruitment of new staff		1

		Safeguarded jobs		0

		New products/services launched		1

		New offices / plants created		1

		New markets entered		2

		Internationalised e.g. opening overseas facilities		offices		2

		Too soon to tell		12

		Other (please specify)		7

		Total Respondents		21

		(skipped this question)		40

		Please quantify any measurable impact this may have had on your business?

				Response Total

		Increased exports/sales		2

		Increased turnover		2

		Recruitment of new staff		2

		Safeguarded jobs		2

		New products/services launched		2

		New offices / plants created		2

		Other (please comment)		5

		Total Respondents		5

		(skipped this question)		56

		To what extent would this have been achieved without the support of the Globalscot network?

				Response Total

		Not at all		2

		Slower		3

		On a smaller scale		0

		Would have happened without Globalscot		4

		Total Respondents		9

		(skipped this question)		52

		Please explain your answer

		Total Respondents		3

		(skipped this question)		58

		If you answered 'slower' would this have been:

				Response Total

		Much slower		1

		A little slower		2

		Total Respondents		3

		(skipped this question)		58

		If you answered 'on a smaller scale' would this have been:

				Response Total

		On a much smaller scale		0

		On a slightly smaller scale		0

		Total Respondents		0

		(skipped this question)		61

		If you answered ‘too soon to tell’ do you believe that it is possible for measurable impacts to be generated in the future?

				Response Total

		Yes		9

		No		2

		Total Respondents		11

		(skipped this question)		50

		If you answered 'yes' would this be in any of the following areas? (Please tick all that apply)

				Response Total

		Increased exports/sales		6

		Increased turnover		5

		Recruitment of new staff		1

		Safeguarded jobs		3

		New products/services launched		4

		New offices/plants created		1

		Other (please specify)		1

		Total Respondents		9

		(skipped this question)		52

		Please quantify any measurable impact this may have on your business

				Response Total

		Increased exports/sales		2

		Increased turnover		2

		Recruitment of new staff		1

		Safeguarded jobs		1

		New products/services launched		2

		New offices / plants created		1

		Total Respondents		4

		(skipped this question)		57

		If other measurable impact please comment

		Total Respondents		1

		(skipped this question)		60

		If you answered 'no' please explain your answer

		Total Respondents		2

		(skipped this question)		59

		To what extent did the response you received from the Globalscot meet your expectations?

				Response Total

		Exceeded my expectations		0

		Fully met my expectations		3

		Met my expectations to a large extent		4

		Met my expectations to some extent		6

		Fallen considerably short of my expectations		2

		Has not met my expectations at all		3

		Gave me something different to what I expected		1

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		9

		(skipped this question)		52

		How would you describe your relationship(s) with the Globalscot(s) you have been in touch with? (Please tick all that apply)

				Response Total

		One-off		7

		Ongoing		8

		Mentor		0

		Formal		1

		Informal		4

		Other (please specify)		2

		Total Respondents		20

		(skipped this question)		41

		If your relationship(s) is or are ongoing how often are you in touch and what ongoing advice do they give you?

		Total Respondents		8

		(skipped this question)		53

		To what extent has your involvement with Globalscot affected the way you approach your business’ development?

				Response Total

		To a large extent		0

		To some extent		7

		Very little		7

		Not at all		5

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		6

		(skipped this question)		55

		To what extent is this leading you to do things differently?

				Response Total

		To a large extent		0

		To some extent		6

		Very little		5

		Not at all		8

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		4

		(skipped this question)		57

		To what extent will the information or support that you have acquired continue to impact your organisation in the future?

				Response Total

		To a large extent		0

		To some extent		8

		Very little		7

		Not at all		4

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		6

		(skipped this question)		55

		Do you think the support you received from Globalscot could have been gained from elsewhere?

				Response Total

		Yes		8

		No		11

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer if elsewhere please identify where e.g. chamber of commerce entrepreneurial exchange

		Total Respondents		8

		(skipped this question)		53

		If you made a request and did not receive a response why do you think this happened?

		Total Respondents		2

		(skipped this question)		59

		Did you make further use of the Globalscot network?

				Response Total

		Yes		5

		No		19

		Total Respondents		24

		(skipped this question)		37

		If you answered 'no' why did you not make further use of the Globalscot network? (Please tick all that apply)

				Response Total

		Process was too difficult		0

		Responses did not meet my needs		0

		There were no responses		3

		My search did not reveal any useful contacts		11

		Other (please specify)		7

		Total Respondents		20

		(skipped this question)		41

		What would encourage you to make use of the Globalscot network in the future?

		Total Respondents		15

		(skipped this question)		46

		Did you get any benefit from using the website?

				Response Total

		Yes		13

		No		16

		Total Respondents		29

		(skipped this question)		32

		Please explain your answer

		Total Respondents		23

		(skipped this question)		38

		How do you think Globalscot could help you in the future? (Please tick all that apply)

				Response Total

		Entering a new market		12

		Launching a new product/service		7

		Improving business efficiency		4

		Improving business performance		7

		Developing new sales leads		17

		Developing new business partners		21

		Sourcing new suppliers		6

		I don’t think it can help me		2

		Other (please specify)		3

		Total Respondents		32

		(skipped this question)		29

		If you could change one thing about Globalscot what would it be?

		Total Respondents		14

		(skipped this question)		47

		How likely are you to recommend Globalscot to someone else?

				Response Total

		Very likely		26

		Moderately likely		19

		Unlikely		4

		I already have		1

		Total Respondents		50

		(skipped this question)		11

		Please explain your answer

		Total Respondents		24

		(skipped this question)		37

		Prior to engaging with the Globalscot network how would you have rated yourself as a networker (1 is a poor networker and 6 is a highly proficient networker)

				Response Total

		1		0

		2		3

		3		13

		4		15

		5		17

		6		0

		Total Respondents		48

		(skipped this question)		13

		On a scale of 1-6 how important do you feel networking is to achieving your business objectives? (1 is unimportant 6 is critical)

				Response Total

		1		0

		2		0

		3		1

		4		11

		5		21

		6		15

		Total Respondents		48

		(skipped this question)		13

		As a result of engaging with Globalscot which of the following statements do you agree with?

				Response Total

		I have improved my networking skills		9

		I have developed new skills		5

		I have changed my attitude towards networking/network		4

		Other (please specify)		22

		Total Respondents		39

		(skipped this question)		22

		If you improved your networking skills to what extent has this been improved as a result of engaging with Globalscot?

				Response Total

		To a large extent		0

		To some extent		12

		Very little		16

		Total Respondents		28

		(skipped this question)		33

		Please explain your answer

		Total Respondents		12

		(skipped this question)		49

		We will want to explore responses to this survey in more detail with a small number of people. Would you be happy for a follow-up telephone conversation at a time that suits you?

				Response Total

		Yes		29

		No		18

		Total Respondents		47

		(skipped this question)		14

		Please enter your contact details

				Response Total

		Name (optional)		40

		Position		41

		Region e.g. Glasgow Edinburgh		42

		Total Respondents		44

		(skipped this question)		17

		What is your business sector?

				Response Total

		Life Sciences		6

		Energy		3

		Electronic Markets		5

		Financial Services		5

		Food & Drink		2

		Tourism		2

		Other (please specify)		23

		Total Respondents		46

		(skipped this question)		15

		Would you like your response to remain anonymous or are you happy for your response to be attributed to you solely for internal Scottish Enterprise purposes?

				Response Total

		Remain anonymous		21

		Attribute answers to me		28

		Total Respondents		49

		(skipped this question)		12
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		As a result of engaging with Globalscot which of the following statements do you agree with?

				Response Total				%

		Improved my networking skills		9		39		23%

		Developed new skills		5		39		13%

		Changed my attitude towards networking/networks		4		39		10%

		No change		9		39		23%

		Not engaged enough		3		39		8%

		Enhanced or expanded my network		3		39		8%

		Other		6		39		15%

				39				100%

		Total Respondents		39

		(skipped this question)		22

				Response Total

		Improved my networking skills		23%		9

		No change		23%		9

		Developed new skills		13%		5

		Changed my attitude towards networking/networks		10%		4

		Enhanced or expanded my network		8%		3

		Not engaged enough		8%		3

		Other		15%		6





Report bar graphs

		Please rate your experience of being a Globalscot member (Please rate from 1 to 6 where 1 is very poor and 6 is very good)

				Response total

		1		4.5%		11

		2		14.6%		36

		3		28.5%		70

		4		28.5%		70

		5		19.5%		48

		6		4.5%		11

		Total Respondents				246

		How useful do you find Globalscot as a tool for supporting business growth? (Please rate from 1 to 6 where 1 is not at all useful and 6 is very useful)

				Response Total

		1		1.3%		1

		2		11.5%		9

		3		23.1%		18

		4		33.3%		26

		5		19.2%		15

		6		11.5%		9

		Total Respondents				78

		How would you rate the current performance of Globalscot? (Please rate from 1 to 6 where 1 is very poor and 6 is excellent)

				Response Total

		1		1.6%		1

		2		1.6%		1

		3		37.7%		23

		4		39.3%		24

		5		16.4%		10

		6		3.3%		2

		Total Respondents				61

		How relevant is the Globalscot network in helping you perform your role?  (Please rate from 1 to 6 where 1 is not at all relevant and 6 is very relevant)

				Response Total

		1		4.8%		1

		2		19.0%		4

		3		19.0%		4

		4		33.3%		7

		5		19.0%		4

		6		4.8%		1

		Total Respondents				21

		When were you first introduced to the Globalscot network?

				Response Total

		Less than 1 year		54.1%		33

		1-2 years		21.3%		13

		2-3 years		13.1%		8

		3-4 years		6.6%		4

		More than 4 years		4.9%		3

		Total Respondents				61
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Summary

		When were you first introduced to the Globalscot network?

				Response Total

		Less than 1 year		54.1%		33

		1-2 years		21.3%		13

		2-3 years		13.1%		8

		3-4 years		6.6%		4

		More than 4 years		4.9%		3

		Total Respondents				61

		(skipped this question)

		How did you find out about the Globalscot network?

				Response Total

		Scottish Enterprise Account Manager		18

		Other contact at Scottish Enterprise/Local Enterprise Company		15

		Word of mouth		13

		From a Globalscot		5

		Press/media		3

		Internet search		3

		Other (please specify)		4

		Total Respondents		61

		(skipped this question)		0

		What sort of help were you looking for? (Please tick all that apply)

				Response Total

		Advice on selecting a new target market		9

		Advice on entering a new market		22

		Advice on product development		5

		Advice on strategy development		10

		Introduction to key decision makers		33

		Introduction to potential partners		27

		Introduction to potential suppliers		7

		Introduction to potential customers		30

		Networking skills		13

		Contacts to influence our ability to internationalise		21

		Other (please specify)		6

		Total Respondents		60

		(skipped this question)		1

		How did you initially make contact with Globalscot?

				Response Total

		Via the Globalscot website		20

		Via my key contact at Scottish Enterprise/Local Enterprise Company		19

		Via the Globalscot team		14

		I have not contacted Globalscot		6

		Other (please specify)		2

		Total Respondents		61

		(skipped this question)		0

		Which of the following statements best describes your use of the Globalscot website?

				Response Total

		I regularly search the website for Globalscots that may be able to help me		2

		I sometimes search the website for Globalscots that may be able to help me		41

		I never search the website for Globalscots that may be able to help me		18

		Total Respondents		61

		(skipped this question)		0

		Which of the following statements best describes your involvement with the Globalscot network?

				Response Total

		I have submitted 3 or more requests		7

		I have submitted 1 or 2 requests		18

		I have made no requests		36

		Total Respondents		61

		(skipped this question)		0

		If you have submitted one or more requests did you get a response to your query/queries?

				Response Total

		Yes to all of them		13

		Yes to some of them		8

		No		5

		Not applicable - made no requests		35

		Total Respondents		61

		(skipped this question)		0

		What if any were the outcomes of contacting the Globalscot(s)? (Please tick all that apply)

				Response Total

		Entered a new market (faster than I had anticipated)		2

		A new product/service was launched		0

		Improved business efficiency		2

		Improved business performance		0

		Developed new sales leads		6

		Developed new business partners		4

		Sourced (a) new supplier(s)		2

		Received advice on who to contact		8

		Developed list of potential customers		2

		Met with (a) key decision maker(s)		10

		Other (please specify)		7

		Total Respondents		21

		(skipped this question)		40

		Please explain your answer

		Total Respondents		21

		(skipped this question)		40

		What if any measurable impact did that have on your business? (Please tick all that apply)

				Response Total

		Increased exports/sales		1

		Increased turnover		0

		Recruitment of new staff		1

		Safeguarded jobs		0

		New products/services launched		1

		New offices / plants created		1

		New markets entered		2

		Internationalised e.g. opening overseas facilities		offices		2

		Too soon to tell		12

		Other (please specify)		7

		Total Respondents		21

		(skipped this question)		40

		Please quantify any measurable impact this may have had on your business?

				Response Total

		Increased exports/sales		2

		Increased turnover		2

		Recruitment of new staff		2

		Safeguarded jobs		2

		New products/services launched		2

		New offices / plants created		2

		Other (please comment)		5

		Total Respondents		5

		(skipped this question)		56

		To what extent would this have been achieved without the support of the Globalscot network?

				Response Total

		Not at all		2

		Slower		3

		On a smaller scale		0

		Would have happened without Globalscot		4

		Total Respondents		9

		(skipped this question)		52

		Please explain your answer

		Total Respondents		3

		(skipped this question)		58

		If you answered 'slower' would this have been:

				Response Total

		Much slower		1

		A little slower		2

		Total Respondents		3

		(skipped this question)		58

		If you answered 'on a smaller scale' would this have been:

				Response Total

		On a much smaller scale		0

		On a slightly smaller scale		0

		Total Respondents		0

		(skipped this question)		61

		If you answered ‘too soon to tell’ do you believe that it is possible for measurable impacts to be generated in the future?

				Response Total

		Yes		9

		No		2

		Total Respondents		11

		(skipped this question)		50

		If you answered 'yes' would this be in any of the following areas? (Please tick all that apply)

				Response Total

		Increased exports/sales		6

		Increased turnover		5

		Recruitment of new staff		1

		Safeguarded jobs		3

		New products/services launched		4

		New offices/plants created		1

		Other (please specify)		1

		Total Respondents		9

		(skipped this question)		52

		Please quantify any measurable impact this may have on your business

				Response Total

		Increased exports/sales		2

		Increased turnover		2

		Recruitment of new staff		1

		Safeguarded jobs		1

		New products/services launched		2

		New offices / plants created		1

		Total Respondents		4

		(skipped this question)		57

		If other measurable impact please comment

		Total Respondents		1

		(skipped this question)		60

		If you answered 'no' please explain your answer

		Total Respondents		2

		(skipped this question)		59

		To what extent did the response you received from the Globalscot meet your expectations?

				Response Total

		Exceeded my expectations		0

		Fully met my expectations		3

		Met my expectations to a large extent		4

		Met my expectations to some extent		6

		Fallen considerably short of my expectations		2

		Has not met my expectations at all		3

		Gave me something different to what I expected		1

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		9

		(skipped this question)		52

		How would you describe your relationship(s) with the Globalscot(s) you have been in touch with? (Please tick all that apply)

				Response Total

		One-off		7

		Ongoing		8

		Mentor		0

		Formal		1

		Informal		4

		Other (please specify)		2

		Total Respondents		20

		(skipped this question)		41

		If your relationship(s) is or are ongoing how often are you in touch and what ongoing advice do they give you?

		Total Respondents		8

		(skipped this question)		53

		To what extent has your involvement with Globalscot affected the way you approach your business’ development?

				Response Total

		To a large extent		0

		To some extent		7

		Very little		7

		Not at all		5

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		6

		(skipped this question)		55

		To what extent is this leading you to do things differently?

				Response Total

		To a large extent		0

		To some extent		6

		Very little		5

		Not at all		8

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		4

		(skipped this question)		57

		To what extent will the information or support that you have acquired continue to impact your organisation in the future?

				Response Total

		To a large extent		0

		To some extent		8

		Very little		7

		Not at all		4

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		6

		(skipped this question)		55

		Do you think the support you received from Globalscot could have been gained from elsewhere?

				Response Total

		Yes		8

		No		11

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer if elsewhere please identify where e.g. chamber of commerce entrepreneurial exchange

		Total Respondents		8

		(skipped this question)		53

		If you made a request and did not receive a response why do you think this happened?

		Total Respondents		2

		(skipped this question)		59

		Did you make further use of the Globalscot network?

				Response Total

		Yes		5

		No		19

		Total Respondents		24

		(skipped this question)		37

		If you answered 'no' why did you not make further use of the Globalscot network? (Please tick all that apply)

				Response Total

		Process was too difficult		0

		Responses did not meet my needs		0

		There were no responses		3

		My search did not reveal any useful contacts		11

		Other (please specify)		7

		Total Respondents		20

		(skipped this question)		41

		What would encourage you to make use of the Globalscot network in the future?

		Total Respondents		15

		(skipped this question)		46

		Did you get any benefit from using the website?

				Response Total

		Yes		13

		No		16

		Total Respondents		29

		(skipped this question)		32

		Please explain your answer

		Total Respondents		23

		(skipped this question)		38

		How do you think Globalscot could help you in the future? (Please tick all that apply)

				Response Total

		Entering a new market		12

		Launching a new product/service		7

		Improving business efficiency		4

		Improving business performance		7

		Developing new sales leads		17

		Developing new business partners		21

		Sourcing new suppliers		6

		I don’t think it can help me		2

		Other (please specify)		3

		Total Respondents		32

		(skipped this question)		29

		If you could change one thing about Globalscot what would it be?

		Total Respondents		14

		(skipped this question)		47

		How likely are you to recommend Globalscot to someone else?

				Response Total

		Very likely		26

		Moderately likely		19

		Unlikely		4

		I already have		1

		Total Respondents		50

		(skipped this question)		11

		Please explain your answer

		Total Respondents		24

		(skipped this question)		37

		Prior to engaging with the Globalscot network how would you have rated yourself as a networker (1 is a poor networker and 6 is a highly proficient networker)

				Response Total

		1		0

		2		3

		3		13

		4		15

		5		17

		6		0

		Total Respondents		48

		(skipped this question)		13

		On a scale of 1-6 how important do you feel networking is to achieving your business objectives? (1 is unimportant 6 is critical)

				Response Total

		1		0

		2		0

		3		1

		4		11

		5		21

		6		15

		Total Respondents		48

		(skipped this question)		13

		As a result of engaging with Globalscot which of the following statements do you agree with?

				Response Total

		I have improved my networking skills		9

		I have developed new skills		5

		I have changed my attitude towards networking/network		4

		Other (please specify)		22

		Total Respondents		39

		(skipped this question)		22

		If you improved your networking skills to what extent has this been improved as a result of engaging with Globalscot?

				Response Total

		To a large extent		0

		To some extent		12

		Very little		16

		Total Respondents		28

		(skipped this question)		33

		Please explain your answer

		Total Respondents		12

		(skipped this question)		49

		We will want to explore responses to this survey in more detail with a small number of people. Would you be happy for a follow-up telephone conversation at a time that suits you?

				Response Total

		Yes		29

		No		18

		Total Respondents		47

		(skipped this question)		14

		Please enter your contact details

				Response Total

		Name (optional)		40

		Position		41

		Region e.g. Glasgow Edinburgh		42

		Total Respondents		44

		(skipped this question)		17

		What is your business sector?

				Response Total

		Life Sciences		6

		Energy		3

		Electronic Markets		5

		Financial Services		5

		Food & Drink		2

		Tourism		2

		Other (please specify)		23

		Total Respondents		46

		(skipped this question)		15

		Would you like your response to remain anonymous or are you happy for your response to be attributed to you solely for internal Scottish Enterprise purposes?

				Response Total

		Remain anonymous		21

		Attribute answers to me		28

		Total Respondents		49

		(skipped this question)		12





Summary

		



Response Total

Time since introduction to Globalscot

% response



skillsattitudes

		

		As a result of engaging with Globalscot which of the following statements do you agree with?

				Response Total				%

		Improved my networking skills		9		39		23%

		Developed new skills		5		39		13%

		Changed my attitude towards networking/networks		4		39		10%

		No change		9		39		23%

		Not engaged enough		3		39		8%

		Enhanced or expanded my network		3		39		8%

		Other		6		39		15%

				39				100%

		Total Respondents		39

		(skipped this question)		22

				Response Total

		Improved my networking skills		23%		9

		No change		23%		9

		Developed new skills		13%		5

		Changed my attitude towards networking/networks		10%		4

		Enhanced or expanded my network		8%		3

		Not engaged enough		8%		3

		Other		15%		6





Report bar graphs

		Please rate your experience of being a Globalscot member (Please rate from 1 to 6 where 1 is very poor and 6 is very good)

				Response total

		1		4.5%		11

		2		14.6%		36

		3		28.5%		70

		4		28.5%		70

		5		19.5%		48

		6		4.5%		11

		Total Respondents				246

		How useful do you find Globalscot as a tool for supporting business growth? (Please rate from 1 to 6 where 1 is not at all useful and 6 is very useful)

				Response Total

		1		1.3%		1

		2		11.5%		9

		3		23.1%		18

		4		33.3%		26

		5		19.2%		15

		6		11.5%		9

		Total Respondents				78

		How would you rate the current performance of Globalscot? (Please rate from 1 to 6 where 1 is very poor and 6 is excellent)

				Response Total

		1		1.6%		1

		2		1.6%		1

		3		37.7%		23

		4		39.3%		24

		5		16.4%		10

		6		3.3%		2

		Total Respondents				61

		How relevant is the Globalscot network in helping you perform your role?  (Please rate from 1 to 6 where 1 is not at all relevant and 6 is very relevant)

				Response Total

		1		4.8%		1

		2		19.0%		4

		3		19.0%		4

		4		33.3%		7

		5		19.0%		4

		6		4.8%		1

		Total Respondents				21

		When were you first introduced to the Globalscot network?

				Response Total

		Less than 1 year		54.1%		33

		1-2 years		21.3%		13

		2-3 years		13.1%		8

		3-4 years		6.6%		4

		More than 4 years		4.9%		3

		Total Respondents				61
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Summary

		When were you first introduced to the Globalscot network?

				Response Total

		Less than 1 year		54.1%		33

		1-2 years		21.3%		13

		2-3 years		13.1%		8

		3-4 years		6.6%		4

		More than 4 years		4.9%		3

		Total Respondents				61

		(skipped this question)

		How did you find out about the Globalscot network?

				Response Total

		Scottish Enterprise Account Manager		18

		Other contact at Scottish Enterprise/Local Enterprise Company		15

		Word of mouth		13

		From a Globalscot		5

		Press/media		3

		Internet search		3

		Other (please specify)		4

		Total Respondents		61

		(skipped this question)		0

		What sort of help were you looking for? (Please tick all that apply)

				Response Total

		Advice on selecting a new target market		9

		Advice on entering a new market		22

		Advice on product development		5

		Advice on strategy development		10

		Introduction to key decision makers		33

		Introduction to potential partners		27

		Introduction to potential suppliers		7

		Introduction to potential customers		30

		Networking skills		13

		Contacts to influence our ability to internationalise		21

		Other (please specify)		6

		Total Respondents		60

		(skipped this question)		1

		How did you initially make contact with Globalscot?

				Response Total

		Via the Globalscot website		20

		Via my key contact at Scottish Enterprise/Local Enterprise Company		19

		Via the Globalscot team		14

		I have not contacted Globalscot		6

		Other (please specify)		2

		Total Respondents		61

		(skipped this question)		0

		Which of the following statements best describes your use of the Globalscot website?

				Response Total

		I regularly search the website for Globalscots that may be able to help me		2

		I sometimes search the website for Globalscots that may be able to help me		41

		I never search the website for Globalscots that may be able to help me		18

		Total Respondents		61

		(skipped this question)		0

		Which of the following statements best describes your involvement with the Globalscot network?

				Response Total

		I have submitted 3 or more requests		7

		I have submitted 1 or 2 requests		18

		I have made no requests		36

		Total Respondents		61

		(skipped this question)		0

		If you have submitted one or more requests did you get a response to your query/queries?

				Response Total

		Yes to all of them		13

		Yes to some of them		8

		No		5

		Not applicable - made no requests		35

		Total Respondents		61

		(skipped this question)		0

		What if any were the outcomes of contacting the Globalscot(s)? (Please tick all that apply)

				Response Total

		Entered a new market (faster than I had anticipated)		2

		A new product/service was launched		0

		Improved business efficiency		2

		Improved business performance		0

		Developed new sales leads		6

		Developed new business partners		4

		Sourced (a) new supplier(s)		2

		Received advice on who to contact		8

		Developed list of potential customers		2

		Met with (a) key decision maker(s)		10

		Other (please specify)		7

		Total Respondents		21

		(skipped this question)		40

		Please explain your answer

		Total Respondents		21

		(skipped this question)		40

		What if any measurable impact did that have on your business? (Please tick all that apply)

				Response Total

		Increased exports/sales		1

		Increased turnover		0

		Recruitment of new staff		1

		Safeguarded jobs		0

		New products/services launched		1

		New offices / plants created		1

		New markets entered		2

		Internationalised e.g. opening overseas facilities		offices		2

		Too soon to tell		12

		Other (please specify)		7

		Total Respondents		21

		(skipped this question)		40

		Please quantify any measurable impact this may have had on your business?

				Response Total

		Increased exports/sales		2

		Increased turnover		2

		Recruitment of new staff		2

		Safeguarded jobs		2

		New products/services launched		2

		New offices / plants created		2

		Other (please comment)		5

		Total Respondents		5

		(skipped this question)		56

		To what extent would this have been achieved without the support of the Globalscot network?

				Response Total

		Not at all		2

		Slower		3

		On a smaller scale		0

		Would have happened without Globalscot		4

		Total Respondents		9

		(skipped this question)		52

		Please explain your answer

		Total Respondents		3

		(skipped this question)		58

		If you answered 'slower' would this have been:

				Response Total

		Much slower		1

		A little slower		2

		Total Respondents		3

		(skipped this question)		58

		If you answered 'on a smaller scale' would this have been:

				Response Total

		On a much smaller scale		0

		On a slightly smaller scale		0

		Total Respondents		0

		(skipped this question)		61

		If you answered ‘too soon to tell’ do you believe that it is possible for measurable impacts to be generated in the future?

				Response Total

		Yes		9

		No		2

		Total Respondents		11

		(skipped this question)		50

		If you answered 'yes' would this be in any of the following areas? (Please tick all that apply)

				Response Total

		Increased exports/sales		6

		Increased turnover		5

		Recruitment of new staff		1

		Safeguarded jobs		3

		New products/services launched		4

		New offices/plants created		1

		Other (please specify)		1

		Total Respondents		9

		(skipped this question)		52

		Please quantify any measurable impact this may have on your business

				Response Total

		Increased exports/sales		2

		Increased turnover		2

		Recruitment of new staff		1

		Safeguarded jobs		1

		New products/services launched		2

		New offices / plants created		1

		Total Respondents		4

		(skipped this question)		57

		If other measurable impact please comment

		Total Respondents		1

		(skipped this question)		60

		If you answered 'no' please explain your answer

		Total Respondents		2

		(skipped this question)		59

		To what extent did the response you received from the Globalscot meet your expectations?

				Response Total

		Exceeded my expectations		0

		Fully met my expectations		3

		Met my expectations to a large extent		4

		Met my expectations to some extent		6

		Fallen considerably short of my expectations		2

		Has not met my expectations at all		3

		Gave me something different to what I expected		1

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		9

		(skipped this question)		52

		How would you describe your relationship(s) with the Globalscot(s) you have been in touch with? (Please tick all that apply)

				Response Total

		One-off		7

		Ongoing		8

		Mentor		0

		Formal		1

		Informal		4

		Other (please specify)		2

		Total Respondents		20

		(skipped this question)		41

		If your relationship(s) is or are ongoing how often are you in touch and what ongoing advice do they give you?

		Total Respondents		8

		(skipped this question)		53

		To what extent has your involvement with Globalscot affected the way you approach your business’ development?

				Response Total

		To a large extent		0

		To some extent		7

		Very little		7

		Not at all		5

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		6

		(skipped this question)		55

		To what extent is this leading you to do things differently?

				Response Total

		To a large extent		0

		To some extent		6

		Very little		5

		Not at all		8

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		4

		(skipped this question)		57

		To what extent will the information or support that you have acquired continue to impact your organisation in the future?

				Response Total

		To a large extent		0

		To some extent		8

		Very little		7

		Not at all		4

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer

		Total Respondents		6

		(skipped this question)		55

		Do you think the support you received from Globalscot could have been gained from elsewhere?

				Response Total

		Yes		8

		No		11

		Total Respondents		19

		(skipped this question)		42

		Please explain your answer if elsewhere please identify where e.g. chamber of commerce entrepreneurial exchange

		Total Respondents		8

		(skipped this question)		53

		If you made a request and did not receive a response why do you think this happened?

		Total Respondents		2

		(skipped this question)		59

		Did you make further use of the Globalscot network?

				Response Total

		Yes		5

		No		19

		Total Respondents		24

		(skipped this question)		37

		If you answered 'no' why did you not make further use of the Globalscot network? (Please tick all that apply)

				Response Total

		Process was too difficult		0

		Responses did not meet my needs		0

		There were no responses		3

		My search did not reveal any useful contacts		11

		Other (please specify)		7

		Total Respondents		20

		(skipped this question)		41

		What would encourage you to make use of the Globalscot network in the future?

		Total Respondents		15

		(skipped this question)		46

		Did you get any benefit from using the website?

				Response Total

		Yes		13

		No		16

		Total Respondents		29

		(skipped this question)		32

		Please explain your answer

		Total Respondents		23

		(skipped this question)		38

		How do you think Globalscot could help you in the future? (Please tick all that apply)

				Response Total

		Entering a new market		12

		Launching a new product/service		7

		Improving business efficiency		4

		Improving business performance		7

		Developing new sales leads		17

		Developing new business partners		21

		Sourcing new suppliers		6

		I don’t think it can help me		2

		Other (please specify)		3

		Total Respondents		32

		(skipped this question)		29

		If you could change one thing about Globalscot what would it be?

		Total Respondents		14

		(skipped this question)		47

		How likely are you to recommend Globalscot to someone else?

				Response Total

		Very likely		26

		Moderately likely		19

		Unlikely		4

		I already have		1

		Total Respondents		50

		(skipped this question)		11

		Please explain your answer

		Total Respondents		24

		(skipped this question)		37

		Prior to engaging with the Globalscot network how would you have rated yourself as a networker (1 is a poor networker and 6 is a highly proficient networker)

				Response Total

		1		0

		2		3

		3		13

		4		15

		5		17

		6		0

		Total Respondents		48

		(skipped this question)		13

		On a scale of 1-6 how important do you feel networking is to achieving your business objectives? (1 is unimportant 6 is critical)

				Response Total

		1		0

		2		0

		3		1

		4		11

		5		21

		6		15

		Total Respondents		48

		(skipped this question)		13

		As a result of engaging with Globalscot which of the following statements do you agree with?

				Response Total

		I have improved my networking skills		9

		I have developed new skills		5

		I have changed my attitude towards networking/network		4

		Other (please specify)		22

		Total Respondents		39

		(skipped this question)		22

		If you improved your networking skills to what extent has this been improved as a result of engaging with Globalscot?

				Response Total

		To a large extent		0

		To some extent		12

		Very little		16

		Total Respondents		28

		(skipped this question)		33

		Please explain your answer

		Total Respondents		12

		(skipped this question)		49

		We will want to explore responses to this survey in more detail with a small number of people. Would you be happy for a follow-up telephone conversation at a time that suits you?

				Response Total

		Yes		29

		No		18

		Total Respondents		47

		(skipped this question)		14

		Please enter your contact details

				Response Total

		Name (optional)		40

		Position		41

		Region e.g. Glasgow Edinburgh		42

		Total Respondents		44

		(skipped this question)		17

		What is your business sector?

				Response Total

		Life Sciences		6

		Energy		3

		Electronic Markets		5

		Financial Services		5

		Food & Drink		2

		Tourism		2

		Other (please specify)		23

		Total Respondents		46

		(skipped this question)		15

		Would you like your response to remain anonymous or are you happy for your response to be attributed to you solely for internal Scottish Enterprise purposes?

				Response Total

		Remain anonymous		21

		Attribute answers to me		28

		Total Respondents		49

		(skipped this question)		12





Summary

		



Response Total

Time since introduction to Globalscot
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skillsattitudes

		

		As a result of engaging with Globalscot which of the following statements do you agree with?

				Response Total				%

		Improved my networking skills		9		39		23%

		Developed new skills		5		39		13%

		Changed my attitude towards networking/networks		4		39		10%

		No change		9		39		23%

		Not engaged enough		3		39		8%

		Enhanced or expanded my network		3		39		8%

		Other		6		39		15%

				39				100%

		Total Respondents		39

		(skipped this question)		22

				Response Total

		Improved my networking skills		23%		9

		No change		23%		9

		Developed new skills		13%		5

		Changed my attitude towards networking/networks		10%		4

		Enhanced or expanded my network		8%		3

		Not engaged enough		8%		3

		Other		15%		6





Report bar graphs

		Please rate your experience of being a Globalscot member (Please rate from 1 to 6 where 1 is very poor and 6 is very good)

				Response total

		1		4.5%		11

		2		14.6%		36

		3		28.5%		70

		4		28.5%		70

		5		19.5%		48

		6		4.5%		11

		Total Respondents				246

		How useful do you find Globalscot as a tool for supporting business growth? (Please rate from 1 to 6 where 1 is not at all useful and 6 is very useful)

				Response Total

		1		1.3%		1

		2		11.5%		9

		3		23.1%		18

		4		33.3%		26

		5		19.2%		15

		6		11.5%		9

		Total Respondents				78

		How would you rate the current performance of Globalscot? (Please rate from 1 to 6 where 1 is very poor and 6 is excellent)

				Response Total

		1		1.6%		1

		2		1.6%		1

		3		37.7%		23

		4		39.3%		24

		5		16.4%		10

		6		3.3%		2

		Total Respondents				61

		How relevant is the Globalscot network in helping you perform your role?  (Please rate from 1 to 6 where 1 is not at all relevant and 6 is very relevant)

				Response Total

		1		4.8%		1

		2		19.0%		4

		3		19.0%		4

		4		33.3%		7

		5		19.0%		4

		6		4.8%		1

		Total Respondents				21

		When were you first introduced to the Globalscot network?

				Response Total

		Less than 1 year		54.1%		33

		1-2 years		21.3%		13

		2-3 years		13.1%		8

		3-4 years		6.6%		4

		More than 4 years		4.9%		3

		Total Respondents				61
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