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ECONOMY, JOBS AND FAIR WORK COMMITTEE 
 
BUSINESS SUPPORT INQUIRY 
SUBMISSION FROM EAST RENFREWSHIRE COUNCIL 

 

1. levels of annual spending on Business Gateway over the last ten years;  
 

Year Budget  

2008 *£604,000 
2009 *£604,000 
2010 *£604,000 
2011 *£604,000 
2012 *£604,000 
2013 *£604,000 
2014 *£604,000 
2015 *£604,000 
2016 *£604,000 
2017 **£332,200 

*The budget covers Renfrewshire, Inverclyde and East Renfrewshire providing 
support for start-up and existing businesses as well as workshops and local expert 
surgeries. 
**On the 1st October 2016 Renfrewshire Council brought the BG service in-house, 
the £604,000 budget has been split 55% Renfrewshire (£332,200), 23% East 
Renfrewshire (£138,920)and 22% Inverclyde(£132,880). In addition Renfrewshire 
Council has also increased the number of advisers working with start- up and 
growing businesses 
 

2. details of mechanisms in place to determine quality assurance;   
National level  
 

• Progressive Partnership have been contracted to conduct the national 
customer satisfaction survey since late 2014.   

• Local businesses who have made contact with Business Gateway are logged 
on the CRM system.   

• Progressive Partnership then uses the CRM system to identify a weekly 
sample and send invitations to individuals to complete the survey two weeks 
after their first contact with the Business Gateway service.   

Local level  

• The Business Gateway contract and service is overseen by the Business 
Development Team Leader and Environment Department Regeneration 
Board (chaired by the Director of Environment) and progress reports are 
submitted on a quarterly basis.  The Regeneration Board monitors the 
performance and quality of the Business Gateway service, provide strategic 
direction and act as a forum for discussion and evaluation.  
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• The Business Development Team Leader holds monthly progress meetings 
with the BG contractor to discuss/manage how the service is operating, quality 
assurance, case studies, progress towards KPIs etc. 

 
3. Details of any customer feedback received in relation to the Business 

Gateway services that you offer or wider research about business support 
in your area;  
 
Progressive Partnership provides feedback from customers on a quarterly 
basis.  
 

4. Details about the delivery of business support services, particularly: 

a. whether outsourcing or in-house is the approach taken to providing 
Business Gateway services; procured model  

 
Business Gateway Service is contracted out.   This is currently being delivered 
by CJM Accountancy and Financial Services Ltd.  This followed a competitive 
procurement process.   
 
The contract is for an initial 12 month period until March 2019 with an option to 
extend for a further 12 months  
 
ERC have outsourced the BG services since 2008.  
 

b. any changes to the delivery mechanism over the last ten years and 
the rationale for this change, and; not applicable  
 

5. details of any other services offered to businesses, especially SMEs and 
start-ups, by your local authority.  
 
A wide range of business grants and loans available to local businesses can be 
found here http://www.eastrenfrewshire.gov.uk/businessgrants1618. 
 

Business gateway 
 

1. What does Business Gateway do well and where can improvements be made? 
Services are locally tailored and offer a bespoke service to cater for local 
businesses needs.  
 

2. What are your views on the quality of the following services delivered by 
Business Gateway: 
 
(i) Online services; very good and appropriate  
(ii) Workshops, events and training; very good and appropriate  
(iii) Business adviser service. Very good and appropriate  
 

3. Has the quality of service has changed over the years?  From a local 
perspective yes.  We have a contractor who understands the needs of local ER 
businesses and as such delivers a tailored service to accommodate this.  

http://www.eastrenfrewshire.gov.uk/businessgrants1618
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4. Why do some new and existing businesses choose not to use Business 
Gateway? Larger businesses tend to think that BG is solely for smaller 
enterprises.   There is also a perception that the council staff are not best 
positioned to deliver these specialised services. Businesses may have received 
poor service from another LA area and this may have had a negative impact in 
terms of their perception of BG.  
 

5. Can you give the Committee examples of how Business Gateway is helping 
existing businesses to grow; for example - starting to export, innovate or employ 
more staff? 
 
See Annex. 

6. How well have local authorities run Business Gateway services? What are your 
views on whether services are best delivered ‘in-house’ or contracted out?  
Difficult to answer.  Our LA preferred option is to have contracted out services.  
Procured business partners have that specialism to meet local business needs.  
 

Other sources of advice and support 

 
7. What are the alternative sources of advice, funding and support available to 

Scotland’s businesses at a local level? Chamber of Commerce, LEADER 
Programme, Princes Trust, Supplier Development Programme, Business 
Improvement Districts  
 

8. Where are there gaps in business support at a local level? What could be done 
to fill any gaps? Support available to homeworkers and suitable 
accommodation.   BG contractor currently working with homeworkers in ER to 
determine what level of support is required.  ER City Deal building incubation 
centre to provide more suitable accommodation for growing businesses.  
 

9. What other business support services (beyond the Business Gateway) are 
provided by local authorities and how important are they to local businesses?  
ER provide a wide range of grants and loans as detailed in link 
http://www.eastrenfrewshire.gov.uk/businessgrants1618 
We have a relatively high demand for our grants programme which assist with 
start-ups and growth businesses.  ERC award approx. £50,000 per annum in 
grant funding to local businesses.    These are a much needed source of funding 
to local businesses.  

http://www.eastrenfrewshire.gov.uk/businessgrants1618
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Annex 

GFW Quality Management Limited 

Brief Description 

I set up GFW Quality Management Ltd in January 2018, having identified that there 

was a gap, particularly within the Small to Medium sized SME market, for a business 

that could offer an outsourced Quality Management service that would help them 

with all aspects of their Quality Management requirements. 

Typically, this market sector has relied on delivering their products and services on 

their own merits with little, or no, assistance from external experts in how to manage 

their business processes effectively. With limited resources, they often don’t have 

the time, or inclination, to critically assess how effective their processes and 

procedures are, therefore, they fail to identify the root cause of their issues and 

repeat the same mistakes over and over. Increasingly, management and staff 

become so frustrated that it has a detrimental effect on culture and performance, 

leading to poor morale and higher staff turnover. 

With my experience and skillset, I can quickly identify where processes can be 

improved, and by working with the teams within the business, I can make real 

change possible. This is achieved by focusing on the solutions and not the problems, 

meaning that I add value to the business, and allow the staff to manage their own 

operation.  

Having formed the business at the start of the year, I contacted my local Business 

Gateway and met up with my advisor Willie Deans who offered me excellence advice 

and assistance in writing my business plan, including financial forecasts. He then 

pointed out that I would be eligible for a micro grant to put towards my new website 

and this has since meant that I have recovered the outlay on the website build. This 

is invaluable financial assistance to a start-up company that is seeking to keep initial 

outlays as low as possible until the revenues come into the business. 

I have regularly attended local Business Gateway workshops, and most recently had 

a Marketing surgery with Alan Clarke, who once again has provided invaluable 

advice as I look to launch my marketing campaign over the next few weeks. 

The early indications are that my new business can make inroads into a market that 

is looking at being more competitive, and deliver best value for its customers. 

 

T30 Fitness Training, Giffnock, East Renfrewshire  

What does it produce, what services does it offer? We develop and deliver a 
range of 20 minute fitness programs. We currently have two multi-award winning 
products, produced after vigorous research and designed with unique formulas. 
These are the scientifically proven Fatburn Extreme, a rapid weight loss workout and 
GameFit, a cutting edge sports performance training regime. Since introducing 
GameFit, we’ve grown significantly. We have doubled our turnover and secured 
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additional trainers globally with over 2000 instructors in 18 countries including the 
UK, Ireland, Australia, Indonesia, Thailand, Malaysia, Singapore, India, Dubai, Japan 
and South Africa. 

To whom does it sell? Our customers can be individuals or clubs and gyms. Our 

clients also include football, netball, hockey and lacrosse teams, with the Brunei 

national football team and the Philippine Police Force big fans of GameFit. 

What is its turnover? We have doubled our turnover to six figures in the last two 

years and expect that to rise. 

How many employees? We have six employees as well as seven regional trainers, 

82 master trainers and over 2000 instructors. 

When was it formed? I set the business up in 2015.  

Why did you take the plunge? I’ve worked in the fitness industry for 30 years and 

I’ve taught classes around the world. I had a lot of people asking me why, even 

though they worked out regularly, that they weren’t always seeing the best results, 

especially around their stomach areas. I began to research into the different ways 

people can get fit and lean, how hormonal changes can affect progress and from 

this, put together a workout. I did a 16 week trial with 40 people and I couldn’t 

believe the results. I began teaching the programme, which I called Fatburn Extreme 

and as word spread, more and more people came along and all showed positive 

results in just over a month. I had other instructors asking me to teach them the 

workout as demand was so high and it just grew from there. I wasn’t looking to set 

up my own business but it became apparent, especially when I started to get 

international interest that a massive opportunity was awaiting me if I decided to grab 

it and so I did. 

What were you doing before you took the plunge? I gained my fitness 

qualifications in Australia so I could work in a private gym in Malaysia where I lived at 

the time. I was then offered a job on the Malaysian Sports Board focusing on group 

fitness and did that for around nine years. When I returned to the UK I decided to do 

a degree in fitness then a post-graduate in teaching. I began lecturing at Reid 

College, becoming a senior lecturer at Glasgow Clyde College where I still work part-

time. Throughout this time I continued to teach classes where the idea for T30 

Fitness was formed. I decided to reduce my teaching to two days a week to focus on 

the business but I didn’t want to give it up completely as I want to remain at the 

forefront of the profession. 

How did you raise the start-up funding? I put in some of my own money which 

helped me to get started. The business then organically grew until I had to apply for 

funding. Business Gateway and Scottish Enterprise were terrific in helping me 
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secure some grants and last year we won a Scottish EDGE award which was a huge 

help. This money is being put towards our marketing and growing the brand. 

What was your biggest break? There a few milestones that have really helped the 

business. The first was being invited to Japan and securing a large contract, while 

the second was High Life Highland giving us the opportunity to trial FatBurn 

Extreme. This resulted in our classes being taught in all its leisure centres 

throughout the region. The third would be working with Business Gateway and 

getting strategic, marketing and social media support that allowed us to keep up with 

our rapid growth. My adviser is also helping me build my team and becoming 

investor ready which was essential if I was to ensure we developed in the correct 

way. 

What was your worst moment? Probably getting Dengue Fever after being bitten 

by a mosquito in Vietnam a few weeks before we launched GameFit in Scotland. I 

was in hospital for 10 days and I didn’t think I would be fit and energetic enough to 

take part in the launch. I trained every day in my back garden to build up my fitness 

and my fantastic team of master trainers made sure I could be part of it without 

needing to put a strain on my body. 

What do you most enjoy about running the business? Learning something new 

every day and meeting so many other business owners. Also, feeling like I’ve made 

a difference to people’s lives. One of our master trainers in Philippines was from a 

very poor village and borrowed money to travel to Manilla to do our course. He was 

given a job by a big gym chain enabling him to buy his own house for him and his 

family.  

What do you least enjoy? Accounts. I don’t enjoy dealing with numbers and having 

to work out VAT. I now have someone doing it for me but I still need to keep on top 

of it all. 

What is your biggest bugbear? Not getting past the gatekeepers to the people that 

are best placed to make decisions. Our product works, is affordable and in demand, 

but at times we find it hard to get past that first stage when it comes to big gyms and 

local authorities.  

What are your ambitions for the firm? At the moment I’m focusing on 

consolidating our business in the UK with our next challenge to expand into Europe 

and the USA.  

What are your five top priorities?  

1. Build an efficient team to run the operational side of the business 

2. To create a marketing strategy 

3. To expand into the USA 
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4. To consolidate our business in the UK and increase our English presence 

5. To give back to the master trainers, especially those in Asia, who have been 

with us from the beginning.  

What single thing would most help? A big fitness chain giving us a chance would 

be fantastic. But getting in front of the right people, mainly the decision makers would 

be a big help. 

What could the Westminster and/or Scottish governments do that would help? 

Improve and increase communication between the health department and people 

working in the industry. I have a product that works and I have ideas that I feel will 

help to tackle our national obesity problem. It would be great to share my ideas with 

the Health Minister or the First Minister and see if I can use my skills and experience 

for the good of the community.  

What was the most valuable lesson that you learned? Knowing that anything is 

achievable with the right focus, drive and belief in yourself.  

 

EAST RENFREWSHIRE TANNERY INVESTS FOR GROWTH 

A tannery that was founded over 60 years ago has invested a seven figure sum in 

machinery that has allowed them to increase capacity to meet customer demand. 

Clyde Leather, based in Neilston, East Renfrewshire was established by Walter Bevan 

Harris in 1955 and has developed a wide customer base that includes top brand 

names such as New Balance UK and Zatchel as well as supplying clients from a wide 

range of leather manufacturing sectors. 

Now in its third generation and run by Walter’s grandson Richard Harris, Clyde Leather 

produces around 40,000 sq ft of bespoke, high quality leather and suede per week 

that is despatched to customers across the UK and abroad. 

With support from Business Gateway, East Renfrewshire, the company which employs 

30 people and is the only known UK manufacturer of pigmented leathers, is now 

looking to continue its expansion and increase its portfolio. 

Richard, a leather chemist and the Managing Director said: “The British leather 

industry declined significantly in the 1990’s but through hard work, innovation, 

diversification and creating a consistent quality produce we have not only survived but 

have grown since then. We have invested extensively in machinery and our people 

infrastructure which has allowed us to remain at the forefront of the industry. 

“At the moment 90% of our output is for the domestic market with leather being used 

for high quality suede shoes, handbags, leather belting and industrial leather. We 

supply leather to Charlotte Elizabeth who manufactures unique, high end handbags 
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for clients including Meghan Markel, so our leather is available and has exposure 

everywhere in the UK.” 

Clyde Leather, under Richard’s guidance, designs unique and bespoke leather and 

suede and believes in constantly pushing his team to be innovative, investing in the 

best equipment and ensuring they buy the best British raw material.   

Richard added: “The company was growing but we were not growing strategically and 

the first thing Karine Burns of Business Gateway did was give us advice on different 

types of practices. She also recommended training courses, including leadership and 

training for managers that has really helped to empower us as a workforce. Having 

Karine’s expertise, fresh eyes, ideas and knowledge has been fantastic and we are 

now working on marketing plans that will help us target a global market”. 

Karine said “Richard came to us for support to help them grow and we identified that 

they needed help around strategy and marketing. We organised an International 

Strategy Workshop to clarify the company's growth strategy followed by a workplace 

innovation organisational review that looked at improving the company’s people 

structures. Business Gateway is now working with Richard to develop their 

marketing strategy in addition to building an investor ready business plan with 

support from Scottish Enterprise.” 

Richard added: “We’re very proud to be going for over 60 years and keeping it in the 

family the whole time. We’re hopeful that our product will allow us to retain and secure 

other top branded and new customers. By taking on the advice and assistance of 

Business Gateway we’ll take the company to a new level that will ultimately lead to 

further growth. 

“We have just recently secured a grant from East Renfrewshire Council’s Growth 

Company Development Fund which will assist Clyde Leather with the purchase of a 

new dyeing drum from Italy, underlining our commitment for further investment.” 

 

Glenmuir Motors  

About the Company 

Glenmuir Motors is an established business operating from 16-18 Glen Street, 

Barrhead, G78 1QA. It was incorporated on 11th December 2003 and is 100% owned 

by Gavin Muir. Glenmuir Motors is primarily a car repair business with a busy MOT 

centre. Prior to incorporating the company in 2003, Gavin operated as a Sole Trader 

for 9 years. Gavin Muir has acquired the adjoining premises to Glenmuir Motors which 

was formerly a Bacon Factory and now wished to convert it into: 

• Self-storage units 
• Office accommodation 
• Garage. 

What’s the challenge? 
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The development of the garage and associated premises was a considerable 

undertaking for Gavin. Therefore we were looking to support the organisation in the 

opportunity to develop a business plan for both the premises and the garage. To 

consider opportunities for grant funding to support the business development. Also, to 

generally support the wider strategic direction of the business. 

Support Provided 

The support was initially aimed at developing a business plan and associated financial 

forecasts. This then moved to assist the business in the completion of the grant forms 

for both a property and growth grant. In addition, the business was also supported in 

discussions with the roads department when the main access road into the business 

was closed for bridge repairs for a number of months.  

Support outcome 

The company received the grant funding and the premises are now a thriving business 

office and storage space. The new MOT bay has shifted and the garage is operating 

under a different structure. Additional signage was placed for the road closure period.   

 

Creature Comforts Ltd 

About The Company 

The company has been trading for 20 years and started in Clarkston. The company 

now operate from three shops, Clarkston, Milngavie and Shawlands with a turnover of 

£1,000,000 employing 19 staff. They have a very good reputation and they are growing 

and developing their business every year. Changing to meet the changing pet market 

requirements and competition from larger stores. 

The company are now the largest independent pet shop business in Scotland. 

What’s the challenge? 

The company has had a website for a number of years and no longer is it a content 

management system (CMS). They need to develop this to improve their on-line 

presence to keep a step ahead of the competition.  

Support Provided 

To review the planned quotation from Nexus and review the company requirements 

and if the quote meets the company needs. The assisting in the development of 

business planning and financial forecasting. The facilitation of a successful application 

to the Growth Fund for the development of new software. 

Support outcome 

To develop and implement website by Nexus at a cost of £2,500, funded by an ERDF 

grant.  


