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Introduction: Elevator delivers Business Gateway services across two regions within 

Scotland (Aberdeen City and Shire and Tayside). This includes providing support to 

approximately 20% of Scotland‟s Business Gateway start-up population and as a result we 

are one of the largest single deliverers of these services.  

We are the contractor within a “contracted-out” delivery model and as a long established 

deliverer across both regions we are well positioned to provide the Committee with a 

perspective that it is hoped will be of interest in shaping the future delivery model of 

Business Gateway and associated business support services across Scotland.  

The „Call for Views‟ invites responses to a number of set questions and the Committee will 

likely establish an opinion on the quality of Business Gateway services, any gaps that exists 

and the merits of in-house versus contracted out delivery from other submissions. I would 

like to provide the Committee with an overview as to our own particular approach, the 

impact of this and offer the merits of this model for service improvements on a wider scale.  

The Scottish Government has outlined its ambitions for our economy but stating these and 

delivering these are different propositions. Scotland has established some of the world‟s 

greatest innovations and is recognised as having a rich entrepreneurial legacy. If we 

believe that our greatest contributions are yet to come we need to work hard to foster this 

“spirit” while educating and enabling the entrepreneurs of now and the future.  Our national 

and local economic strategies are underpinned by a focus towards investment, innovation, 

inclusive growth and internationalisation. We provide ourselves with the best opportunity to 

achieving success within these areas with a cohesive support structure that „joins the dots‟ 

by inspiring entrepreneurship from an early age; by encouraging more new businesses to 

form and by enabling business owners to make the most of their potential. Not all 

businesses are destined to grow and while the majority of micro-businesses will start small 

and stay small, Scotland has the opportunity to improve its entrepreneurial culture to better 

enable opportunities to be realised through the digital economy, innovation and 

internationalisation. Within the Enterprise Research Centre‟s „State of Small Business 

Britain Report, 2018‟ Scotland lags behind other UK regions notably in average turnover per 

micro-business and average growth in turnover. An insight into the level of ambition within 

Scotland‟s micro-businesses is provided in that we also lag behind other regions in our 

proportion of micro-businesses aiming to build a national or international business and the 

percentage of micro-businesses that are innovating.    

In 2011, following the EKOS national review of Business Gateway services, Elevator‟s 

management team sought to examine and re-design our own business support delivery 
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within the North-East of Scotland. We were at this point a successful deliverer of Business 

Gateway services but wanted to challenge both the economic ambition and limitations of 

our own organisation operating within structured Business Gateway contracts. For example, 

we asked ourselves if the extent of our ambition for the local economy was limited by the 

typical 1,000 start-up target dictated by our Business Gateway contractual agreement. This 

figure had been established as the “norm” for the region over a long period of time but did 

not feel to us to be the limit of our potential. If local and national government sought to 

increase start-up business numbers then the removal of this target, which was acting as a 

ceiling seemed like an economic necessity to us. In a similar vein, our experience 

suggested that while engagement with the wider business support ecosystem was a 

necessary characteristic of a successful Business Gateway deliverer there was little 

motivation provided to take this up a notch beyond simply that which would deliver 

expected Business Gateway targets. This economic leadership role was typically left to 

local or national government to perform with developments typically methodical rather than 

entrepreneurial in nature.  

Elevator sought to gather a wider perspective in 2011/12 by examining how international 

organisations undertook similar business support activities with a view to adopt good 

practice in the delivery of our own business support activities including Business Gateway. 

Following this we considerably re-shaped our own approach and have subsequently 

established a model that we hope may be considered as representing best practice within 

Scotland. This view is supported by research and economic impact analysis undertaken by 

EKOS in 2018 and which is presented as part of this submission.  This Report closely 

examined the Elevator model and the benefits to the economy derived through our social 

enterprise structure. Several key conclusions include: 

- This is „a unique approach to economic development‟. 

- An entrepreneurial mind-set and culture within the organisation plays a significant 

part in the model‟s success. 

- Elevator is a „particularly effective deliverer of Business Gateway services‟. 

- £580k has been re-invested by Elevator into the economy as a result of its 

commercial activities and social enterprise structure (an Enterprise Trust).  

- For every £1 of investment by Elevator, a further £2.73 of public / private sector 

investment is created for the benefit of the economy.  

- £6.6M of net additional GVA created to-date.  

- The creation of the Regional Centre for Entrepreneurship in Aberdeen has seen 

start-up business activity increase significantly.  

In creating a Centre for Entrepreneurship, we have established an obvious and clear 

gateway for local business support. This resulted in an immediate increase in local 

business start-up enquiries from 1,604 in 2013/14 to 1,823 in 2014/15 increasing further to 

2,767 in 2016/17. Not unsurprisingly, the opening of the Centre also saw a notable increase 

in the numbers of new businesses supported to start from 1,000 in 2014/15 to 1,276 the 

following year. While Aberdeen City and Shire contains approximately 8% of Scotland‟s 

population, over the past three years Elevator has supported approximately 12% of the 
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national start-up volume clearly demonstrating that we are “punching above our weight”. 

We are ambitious to build upon this success with an immediate focus to replicate this 

impact across Tayside.     

Within the Centre, we have sought to create an environment that develops connections 

between businesses in addition to organisations from the public and private sectors. We 

provide free hot desking facilities to encourage participation and this has seen 

organisations including Interface, Scottish Enterprise, Energetica, Aberdeen City Council 

and KPMG in addition to local banks, solicitors and accountants get involved. We regularly 

hold networking events and allow other organisations to run events from the Centre. This 

has several benefits which sees us expand our service offering to new audiences, develop 

1-2-1 relationships between the various organisations and our Business Advisers whilst 

developing a comprehensive bank of subject specialists for the benefit of our clients. Over 

50% of our supported start-ups are based in rural locations and our ability to further 

encourage entrepreneurship across Aberdeenshire will be further enhanced in 2018 with 

the opening of a further Enterprise Centre in Fraserburgh in a partnership project delivered 

with Aberdeenshire Council. 

Business Gateway is a key component to the success of our model. Financially, it 

contributes to the profitability of our organisation, allowing us the means by which we are 

able to re-invest back into our local economies. Importantly, it also attracts large volumes of 

pre-start-up and established businesses into the business support environment. The 

majority of these will undertake an interaction of some significance, be that attending 

training or establishing a relationship with a Business Adviser. This business population 

also provides the energy which is a vital component to the success of the Centre. We 

actively seek to engage with these people beyond simply the support relationship as 

defined by Business Gateway. By way of example, we encourage younger entrepreneurs to 

develop their skill set through Business Challenge away days where we meet the costs so 

that they can develop core business skills including networking, strategy, pitching and team 

working. We don‟t expect to create businesses of scale and rather focus on developing the 

entrepreneur.  

Our Business Accelerators have been running for four years and while accelerators are not 

new, Elevator is the only example of where a business accelerator has been closely 

integrated with a Business Gateway operation. This connection adds to the energy within 

the Centre where on arrival, a visitor can see a bank of Business Gateway Advisers down 

one side and an active business accelerator down the other. We deliver an intensive 12 

week programme of business education and development at no cost to the business and 

while each Founder may already be receiving 1-2-1 support from Business Gateway or 

Scottish Enterprise, the accelerator provides them with the opportunity to brainstorm, 

collaborate and flourish within a peer group environment. We employ a team of five people 

who work within our growing network of business accelerators which has over the past 

three years expanded into Dundee and Perth in addition to Aberdeen. We are a member of 

the 100 strong Global Accelerator Network which provides a window into international 

experience and expertise. We have found that a huge amount of goodwill exists within local 
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business communities to support the development of entrepreneurship and we have drawn 

on contributions from the likes of Bob Keiller, Chairman of Scottish Enterprise and Queens 

Award Winner Iain Hutchison. Our general business acceleration programmes have been 

further supplemented by the delivery of specialist programmes for the creative and gaming 

industry sectors. Graduates from our accelerators have contributed to some £6.6M of net 

additional GVA to date.  

In our experience of delivering business support, it is increasingly relevant to adopt an 

entrepreneurial approach and we have sought to foster this over the past four years within 

our own organisation and through our client interactions. We can point to increased levels 

of activity experienced since the Centre in Aberdeen was opened as underpinning our belief 

that a market seeking entrepreneurial support connects better with an organisation that 

demonstrates entrepreneurial characteristics. However, the numbers only tell half the story 

and while much more difficult to quantify, „entrepreneurial spirit‟ is the characteristic that we 

should be seeking to engender within society. We have established an annual conference 

in Aberdeen which attracts some 800 young, aspiring entrepreneurs and by collectively 

raising ambition, offering new opportunities and shared experiences this entrepreneurial 

spirit is palpable. Similarly, we seek to create entrepreneurial spirit within our Centre as 

people arrive and quickly feel that by starting and growing a successful business they are 

contributing to something special.   

As we approach business support with an entrepreneurial outlook we identify opportunities 

to improve the economic situation within our regions. Often, if we can identify a problem 

and deliver an innovative solution we will garner support for that project to ensure that it is 

sustainable in the future. This process of identifying opportunity, developing a solution and 

levering in additional investment is more akin to the world of entrepreneurship in practice. 

This approach is best evidenced through the „Grey Matters‟ Programme. We held 

discussions with Aberdeen City Council which highlighted the increasing number of 

redundant oil and gas executives in the area as a result of the contracting energy market. 

We felt that this provided the opportunity to encourage new high quality business 

development and so approached Scottish Enterprise who agreed to fund an initial 12 week 

business formation and acceleration pilot programme. This programme has exceeded all 

initial expectations by establishing 11 new ventures through the two programmes delivered 

to-date. These businesses have excellent growth potential with several immediately 

adopted into Scottish Enterprise‟s 1-2-1 support programme. Four of these businesses 

have subsequently been accepted into the new Tech X programme delivered by the Oil and 

Gas Technology Centre (OGTC). Future funding of Grey Matters has been agreed with 

Scottish Enterprise and OGTC. In this illustration, Elevator initiated the programme through 

a creative idea; established that there was market demand and contributed some initial 

investment through the staffing resource. As the idea grew, businesses were created and 

further additional funding was secured to fully meet the costs of delivery. In this manner, for 

every £1 of investment made by Elevator into establishing new project activities, an 

additional £2.73 of public / private funding is secured for the good of the economy.       
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Business Gateway forms an integral part of a varied but complex Scottish business support 

environment. This environment plays an important role in connecting businesses to the 

economic vision set out by Government policy. It‟s essential that this support system 

properly connects with the needs and ambitions that we seek to foster within our 

communities. Business support providers are asked to deliver excellent training and high 

quality business advice but a fundamental component of establishing the CAN DO culture 

within Scotland is that we also look, feel and act in an enterprising manner. Over the past 

four years Elevator has created and established a Regional Centre for Entrepreneurship in 

Aberdeen which is delivering quantifiable economic value to the north east. In 2017, we 

further developed this model by establishing our second Centre for Entrepreneurship in 

Dundee. This venture, delivered in partnership with the University of Dundee seeks to build 

further on the Aberdeen model by developing the connections between the business 

community, public and private sectors, business support organisations and also now 

academia. Joining the dots.   

 



 

Report for 

July 2018 

EKOS Limited, St. George’s Studios, 93-97 St. George’s Road, Glasgow, G3 6JA 

Reg 145099 

Telephone: 0141 353 1994 

Web: www.ekos-consultants.co.uk 

Elevator: A Culture of 
Entrepreneurship 

EJFW/S5/18BS/29

http://www.ekos-consultants.co.uk/


EJFW/S5/18BS/29



Contents 

Summary 1

1. Introduction 2

2. Elevator Today 5

3. External Feedback 12

5. Conclusions 24

Appendix A: Feedback from Businesses i 

Appendix B: Economic Impact Assessment xviii 

EJFW/S5/18BS/29



Elevator 
1 

Summary 

EJFW/S5/18BS/29



    

 
Elevator 

2 

1. Introduction 

Entrepreneurship and innovation are widely acknowledged drivers of successful 

modern economies, and have long been policy priorities in Scotland. However, 

performance has (arguably) not matched the rhetoric, and there is a case for a fresh 

approach.  

Elevator is a social enterprise whose purpose is to encourage entrepreneurship and 

support business start-up and growth. It evolved out of the Enterprise Trust in the 

North East of Scotland, and has articulated a model quite unlike many of its 

contemporaries. The purpose of this paper is to examine that model, assess its 

value, and consider the extent to which it might offer useful lessons for 

entrepreneurship and economic development in Scotland.    

EKOS 

EKOS is an independent economic and social research consultancy. Formed in 

1993, the company has a long track record of working across all areas of economic 

development in Scotland, the UK and abroad. In particular, we have extensive 

experience in the development, appraisal and evaluation of entrepreneurship and 

business support programmes, and a thorough understanding of what works.   

We have looked in some detail at the approach taken by Elevator both to the 

delivery of its services, and its wider mission. We have visited Elevator’s main 

premises in Aberdeen, and have spoken with a cross section of staff as well as a 

sample of external stakeholders. We have also gathered feedback from different 

kinds of Elevator clients and have assessed the impacts arising from the support 

provided. 

From this, and our wider experience, we have formed a view on the extent to which 

Elevator offers a genuinely different and valuable approach to economic 

development. We believe that the evidence suggests that it does, and have sought 

here to identify what it is about Elevator that is different. 
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A Brief History 

Elevator is the brand and trading name for Enterprise Trust North East Limited 

(ENET). ENET was formed in 2002 via the merger for four enterprise trusts in 

Aberdeen City and Shire. The organisation has been involved in the delivery of 

business support services in the region since its inception, first via the Small 

Business Gateway contract managed by Scottish Enterprise and then subsequently 

with the Business Gateway contracts post transfer to local authority control. In 2007 

ENET won the Business Gateway contract for Tayside as well as Aberdeen City and 

Shire and has successfully retained these contracts in subsequent retendering 

exercises in 2012 and 2017.   

The history of Elevator can be considered in two parts – pre 2012 and post 2012.  

The former period was largely focussed on effective delivery of Business Gateway 

contracts (and Small Business Gateway prior to that). ENET performed well in this 

respect, consistently achieving its contract targets, but also feeling somewhat 

constrained by the extent of the Gateway service, particularly in its scope for 

engaging early stage entrepreneurs.  The organisation therefore sought to reinvest 

its own limited resources in a series of special projects that focussed on:  

 youth enterprise; 

 employability; and  

 community based projects.  

Although successful, the organisation still harboured ambitions to create a greater 

level of impact on the local economy, and started to consider an expansion of its 

project activities.  

2012 was the start of the transition from ENET to Elevator, and was driven by: 

 a perception of the Business Gateway structure and targets as somewhat 

constraining; 

 insufficient focus on the creation of a wider culture of enterprise as a driver 

of future economic growth; 

 a need for innovation in the design and delivery of business support; and 

 ambition within the organisation to do more to promote entrepreneurship 

and economic growth.   
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ENET established a Projects Team tasked with developing and delivering additional 

enterprise support activities. Recognising that resources within the organisation were 

limited, the Projects Team was also expected to seek partnership support for these 

new activities, and to leverage other public and private sector contributions.  

The Birth of Elevator   

The ENET Management Team and Projects Team set out to develop a new model 

for entrepreneurship support, building on the learning from a series of international 

case studies, including Activa in Barcelona, and MIT and Babson College in the 

USA.  These examples provided inspiration and learning that then informed the 

development of a new model for Elevator based around seven key components: 

 establishing strong awareness of the brand (Elevator); 

 being open and approachable (as people and as a place); 

 establishing a clearly structured customer journey; 

 placing the business plan at the centre of support and progression; 

 making best use of IT; 

 reinforcing self-help; and 

 building effective local partnerships with public, private and educational 

sectors. 

In 2014, ENET began to implement these changes, raising finance for the 

redevelopment of premises in Aberdeen as a regional Centre for Entrepreneurship. 

ENET made a contribution of £100,000 towards the costs and a further £680,000 

was raised from the UK Government to develop new premises at Bridge of Don. The 

facility was designed by award winning design practice Graven, and was modelled 

on some of the features seen in the international case studies at Activa, MIT and 

Babson. When the organisation moved in in January 2015, it also rebranded to trade 

under the new identify of Elevator. 

Much of the analysis presented here relates to Elevator’s activities in Aberdeen City 

and Shire. This reflects the fact that the Elevator model is better established in this 

region and is still in the early stages of being rolled out in Tayside.   
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2. Elevator Today  

Culture 

Elevator has transformed itself from its origins as ENET, and has created a business 

support organisation that itself feels innovative and entrepreneurial. To some extent 

this is down to the centre in Bridge of Don (of which more later) but is also a result of 

a management approach that inspires and empowers staff and clients. In the course 

of our work we spent a day on site interviewing staff across a range of Elevator 

functions. Their commitment and enthusiasm for the organisation and its work was 

both consistent and striking.   

This was also true of external partners, many of whom commented on the positive 

and approachable nature of Elevator staff, and the open and welcoming environment 

at Bridge of Don. One of the lessons that the organisation identified from its 

overseas case study visits was the importance of entrepreneurial spirit within 

entrepreneurship support organisations. Our impression is that Elevator has 

cultivated this culture within its own organisation.  

This is manifest in numerous ways, but is certainly embodied in the physical 

environment of the Centre of Entrepreneurship in Aberdeen. Although a somewhat 

intangible finding, the space feels like a business friendly environment and maintains 

a welcoming informality that encourages interaction between the different client 

groups using the facility at any one time. It is designed as such, and the look and 

feel are more akin to a tech start up than a public sector funded business support 

organisation. This was consistently identified, internally and externally, as having 

strong appeal to clients and contributing to the sense of Elevator as an energetic and 

innovative support provider. The key characteristics of this approach, first tested in 

Aberdeen, are now being replicated in Dundee through Elevator’s partnership with 

the University of Dundee.   

It is also clear that staff feel empowered, and feel that they are making a valuable 

contribution to the development of the local economy through their work. They 

reported feeling energised and engaged by the range of activities that Elevator was 

pursuing, and there was a strong sense of a shared belief in the organisation, its 

management and its ambitions. This is testament to the efforts of the management 

team and to the vision that the organisation has developed. 
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Services 

Elevator continues to deliver Business Gateway services in Aberdeen City and Shire 

and in Tayside through the contracts managed by lead local authorities in each area 

(covered later).  It also maintains a number of premises across both areas and has 

recently developed a smaller Elevator space in partnership with the University of 

Dundee. 

However, one the most striking aspects of Elevator’s approach is the extent to which 

it has expanded to provide a broader and more strategically aligned suite of 

entrepreneurship support services.  

First of all, within the new facility at Bridge of Don, free hot desking space is 

available to a range of other public and private support providers that offer a service 

complementary to those of Elevator. These include Scottish Enterprise, Scottish 

Development International, Interface, Energetica and local legal and accountancy 

practices. This expands the range of support and advice that is readily accessible to 

Elevator clients.  

The organisation then embarked on a programme of reinvestment using earned 

income from its main Business Gateway contracts and property leases. In this way, 

every pound earned by Elevator through Business Gateway directly supports 

reinvestment in enterprise support. The organisation has itself invested £0.58m in 

enterprise support since 2014, leveraging a further £1.61m from public and private 

sources. In this way, every £1 invested by Elevator levers a further £2.78 for 

enterprise support. Importantly, none of this would have happened without 

Elevator’s initial investment.     

Most of the reinvestment projects have been initially funded by Elevator, with other 

public and private partners brought on board to support continuation and expansion.  

The main projects developed and support in this way are: 

The Business Accelerator 

The Accelerator is a 12 week programme of intensive growth support for 

entrepreneurs and early stage businesses with strong growth ambitions and 

potential. Participants (known as founders) are provided with desk space and a 

programme of supported activity to test and validate their business idea and develop 

a plan for its future success.  The programme is managed by two Elevator staff who 
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source high level external experts to provide specific advice and guidance and 

ongoing mentoring. It is a highly collaborative model with a strong focus on peer 

support, inspiration and learning, and has so far supported 61 entrepreneurs 

creating 23 jobs with the potential to create a further 55 in future.  Over the first three 

cohorts, £600,000 of investment has been secured with over £8m in new contracts 

awarded to Founders.  

The success of the Accelerator in Aberdeen has 

prompted Elevator to now expand it into their 

premises in Tayside in partnership with the 

University of Dundee. 

Grey Matters 

The Grey Matters programme was developed in 

partnership with Scottish Enterprise as a response 

to the downturn in the oil and gas sector. It targets 

executives that have been made redundant and 

encourages the creation of new start-ups in the 

sector.  It is a 12 week programme that combines 

training and advice with programme tasks that 

require the participants to work collaboratively and 

develop their ideas.  

The programme has now run twice and so far 11 businesses have been created, 

three of which have been accepted onto the Oil and Gas Technology Centre (OGTC) 

Tech X Programme which provides £100k investment for each business. Four 

businesses have been accepted into SE’s Account Management system, and there 

is still the likelihood that some more of the recent graduates will go on to similar 

successes.   

Global Domination Accelerator 

Elevator was commissioned by Scottish Development International to deliver the 

Global Domination Accelerator programme aimed at boosting the international 

competitiveness of games companies in Scotland. Monthly meet ups rotate between 

Glasgow, Edinburgh and Dundee, and a programme of mentoring, coaching and 

advice further supports the participants. The Programme culminated in a trip to GDC 

in San Francisco, the world’s largest games trade event.  Although it is too early to 

“I can't speak highly enough of the support Qpal 

has received from Business Gateway and Elevator 

over the last 10 months. Qpal simply wouldn't be at 

its current stage after such a short period of time 

without Elevator's strategic and challenging 

methods of business planning. We were successful 

in securing a place on the Elevator Accelerator 

programme which drove our business through the 

early growth stages and really got our foundations 

laid. 

I left my full time job to join Elevator’s Accelerator 

Programme, and would urge anyone thinking 

similar to absolutely 100% do it! There is a great 

working environment out at the hub and completely 

unique to the north of Scotland”. 

Craig Buchan, Founder of Qpal 
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assess the outcome of the programme, GDA demonstrates the crossover appeal of 

the Elevator model and approach.   

Making It Happen 

Elevator launched the Making it Happen conference in 2011 to support enterprise 

with young people in North East Scotland. Since its inception, the event has grown 

both in scale and scope and now attracts over 1,000 delegates from a broad 

spectrum of the entrepreneurial community in Scotland.  

It is held each year in November to coincide with Global Entrepreneurship Week and 

attracts inspiring and motivational speakers from local to international business 

leaders and aspiring entrepreneurs.  

Elevator Business Challenge 

Elevator’s Annual Business Challenge is eight years old and targets young people 

between 16 and 24. The programme is a form of entrepreneurial boot camp and is a 

blend of personal, physical and business challenges and team building within a 

managed environment. After seven years of self-funding, the programme now has 

sponsorship form Saudi Aramco.  

Cook to the Future 

Cook to the Future is an employability programme aimed at engaging job seekers in 

Perth and Kinross and developing their confidence and skills to help them get back 

into work. It combines practical cookery lessons with sessions on how to make 

healthy food choices. Elevator provides employability support and advice around 

areas such as CV development, interview skills and job applications.  

‘Making It Happen’ Elevator Conference was motivational and inspiring, with dynamic 

speakers from a wide range of backgrounds, sharing their experiences to encourage 

creativity and entrepreneurship to the audience. Every year there are new speakers and 

new opportunities for future business leaders, and I wouldn’t miss it!” 

Future Entrepreneur, Steliana A. Radu  

 

"The 2015 Elevator Conference was a massive turning point for me, it gave me a stage 

(literally) upon which to begin changing my life for the better. I am exceptionally grateful 

for being able to attend last year’s event."  

Future Entrepreneur, Jason Woods  
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Tayside Jamathon 

The Tayside Jamathon was a business challenge 

developed in partnership with an Arbroath jam 

manufacturer, Mackays. It was promoted to all 

secondary schools in Tayside and eventually 

engaged 118 students from 7 schools, who worked in 

teams to develop a business idea and sales pitch 

using materials developed by Elevator.  

Business Gateway 

The Business Gateway service is the central platform on which Elevator’s model is 

based.  Although Elevator has been delivering Business Gateway services since the 

inception of ENET, the shift in Elevator’s wider model has led to an increase in 

performance. The data reported here refers mainly to the service in Aberdeen and in 

particular to the upturn in performance since the shift to the new Elevator model.  

This is because the model has had time to establish itself in Aberdeen City and Shire 

while its roll out in Tayside is still recent.  

Start-up Enquiries have increased significantly since the opening of the Centre in 

Aberdeen.  

Figure 2.1: Start-Up Enquiries Business Gateway Aberdeen City and Shire 

(2008/09 – 2016/17) 

 

Source: Elevator 
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“The materials really helped bring 
enterprise to life and complimented the 
Curriculum for Excellence’s four 
capacities as well Skills for Learning, Life 
and Work. My students gained 
confidence while realising enterprising 
skills are vital” 
 

Jennifer Henderson, Geography 
Teacher at Monifieth High School   
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Elevator’s investment in local promotion and a Marketing Manager has been a key 

driver, as shown below in the data comparing enquiries received from the national 

call centre (EFRS) and via local channels.  

Figure 2.2: Start-Up Enquiries by Source for Aberdeen City and Shire (2008/09 

– 2016/17) 

 
Source: Elevator 

This upturn in interest is mirrored in the uptake of Start Up and Growing Business 

Workshops, as shown below.  

Figure 2.3: Attendances at Start-Up and Growing Business Workshops 

Aberdeen City and Shire (2012/13 to 2016/17) 

 

Source: Elevator 
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The increased demand has also meant stronger outputs. Business Gateway 

contracts operate with a ceiling target of 1,000 new starts, but Elevator has begun 

consistently to exceed this target, even if these are not always reported (due to the 

ceiling targets).  

Figure 2.4: Business Starts (actual) Aberdeen City and Shire (2008/09 – 

2016/17) 

 
Source: Elevator 

Business Gateway clients, particularly those in Aberdeen, also benefit from the 

culture and environment at Elevator, mixing with growth clients and accelerator 

founders in the business friendly environment described earlier.  While difficult to 

evidence, the data suggest that the introduction of the Centre for Entrepreneurship in 

Aberdeen has materially impacted on the service. This supports the rationale for 

Elevator now rolling out this model in Tayside. 

Similarly, while we do not have comparable data across the Business Gateway 

network, the data do suggest that Elevator is a particularly effective deliverer of 

Business Gateway services. This has become increasingly evident since the 

organisation’s transformation and the opening of the Aberdeen hub.   
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3. External Feedback   

In order to dig a little deeper into the Elevator model, we sought feedback from past 

clients, staff and a sample of external stakeholders in the public and private sectors. 

This took the form of a survey of 33 clients (telephone and online), including clients 

from both Aberdeen City and Shire and Tayside, one to one discussions with 11 

external stakeholders, interviews with five members of Elevator staff and a 

discussion with the senior management team.  

A more detailed report of the client survey is provided in the appendix, along with 

details of those consulted in the process. This section summarises the key 

messages from this programme of primary research, and provides some estimates 

of the economic impacts achieved by Elevator through its support.  

Overall Model and Approach 

External partners consistently described Elevator’s overall approach as being 

different to its contemporaries, using terms such as ‘entrepreneurial’ and ‘innovative’. 

All pointed to the way that Elevator had expanded beyond the Business Gateway 

services to develop a coherent portfolio of services from the pre-start stage 

(including schools work) through to higher growth services such as the accelerator. 

This was seen as a strategic approach aimed at achieving positive change in the 

local economy.  

The other characteristic that was consistently identified by external partners was the 

open and collaborative nature of Elevator’s approach. Rather than seeking to protect 

its territory or compete, Elevator was considered to be an effective collaborator, 

building links and connections across the local support landscape to develop added 

value services for entrepreneurs. 

The success of this approach was largely attributed to the vision and commitment of 

the management team, and to what many described as ‘a genuine desire to make a 

difference’. The organisation’s social enterprise roots were also identified as an 

important contributing factor – a social purpose at its heart.  
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Client Satisfaction 

It is clear from the client feedback that satisfaction with Elevator services is high. The 

sample of clients that responded to the survey was drawn from a cross section of 

Elevator services, as shown below in the primary relationships with the organisation 

reported by the clients – Figure 3.1. 

Figure 3.1: Primary Relationship with Elevator

 

N=33 

Clients’ initial contact with Elevator was highly rated.  There was 100% satisfaction 

with a number of aspects of the initial contact, including the general sense of 

welcome, approachability of the Elevator staff, initial contact and help provided, and 

the communication from Elevator staff – Figure 3.2.   
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Figure 3.2: Views on Initial Contact with Elevator

 

Satisfaction with the business support received was also very high (Figure 3.3).  

Figure 3.3: Satisfaction with the Support Received
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Overall satisfaction with the Elevator support was very high (97% satisfied/very 

satisfied), and 100% of businesses reported that they were satisfied/very satisfied 

with the approachability of the Elevator staff, and the Elevator environment, 

atmosphere and ethos.  In addition, all businesses were either satisfied or very 

satisfied with the informal networking and collaboration opportunities afforded by the 

Elevator support – Figure 3.4. 

Figure 3.4: Overall Satisfaction

 

Furthermore, the support that businesses received from Elevator has largely 

exceeded or met their expectations – Figure 3.5: 
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Figure 3.5: Support Expectations 

 

N=33 

These very positive endorsements from clients were mirrored in the stakeholder 

feedback, particularly in relation to the open and approachable nature of the staff 

and the welcoming feel of the Elevator premises in Aberdeen. Many also reported a 

sense that Elevator was providing an effective and highly valued service to its 

clients.  

Client Benefits  

Most of the clients (91%) reported that Elevator support was very important or 

important to growing their business – Figure 3.6. 

Figure 3.6: Importance of Elevator Support in Growing Your Business 
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All of the businesses reported at least one specific benefit from a range of personal 

(Figure 3.7) and business benefits (Figures 3.8 and 3.9) that have resulted from the 

support.   

The most commonly reported benefits were: learned lessons from contacts with 

other businesses (85%), entered new local markets (61%), and increased 

confidence in the future growth of the business (58%). The high proportion of 

beneficiaries reporting that they had learned lessons from contact with other 

businesses is indicative of Elevator’s strong focus on networking and collaboration.  

Figure 3.7: Personal Benefits

 

N=33, Multiple Responses Allowed 
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access to good quality workshops and information sessions enhanced our 
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Figure 3.8: Sales and Marketing Benefits

 

N=33, Multiple Responses Allowed 

Figure 3.9: Internal Business Benefits 
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The specific aspects of Elevator’s environment and ethos which were thought to 

enhance these benefits included: the approachability – and extensive knowledge 

and industry experience - of the advisors; the provision of a range of opportunities to 

network and collaborate with other like-minded businesses (allowing them to bounce 

ideas off each other, and learn from each other’s experiences and mistakes); and 

participating in programmes such as Grey Matters and Accelerator, exposing 

businesses to techniques of the trade and exposure to the wider business support 

system.  

In relation to the physical space occupied by Elevator, more than 80% of 

businesses agreed or strongly agreed that the environment was relaxed, inspiring, 

and facilitated informal networking and collaboration amongst entrepreneurs based 

there – Figure 3.10. 

Figure 3.10: Elevator’s Physical Space

 

N=32 

This was again consistent with the feedback from partners and stakeholders, many 

of whom identified the atmosphere and ethos of the organisation as being a 

beneficial aspect, and also noted its physical embodiment in the Bridge of Don 

facility. Many also commented on the effectiveness of Elevator’s Business Gateway 

delivery, even within what many saw as a constrained contractual environment. The 

impression was that Elevator exceeds their contractual obligations, not least as a 

result of the added value of the approach and of the environment in Aberdeen, 

where businesses can access a wider range of support and peer networking 

opportunities. 
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Economic Impacts  

We examined the impacts arising from Elevator’s support to businesses and 

entrepreneurs via a targeted survey of 33 clients across the following areas of 

support: 

 Accelerator Programmes (founders) in Aberdeen and Dundee;  

 Grey Matters Programme (Aberdeen); 

 Business Gateway Growth clients; and 

 Business Gateway Business Boost clients. 

The survey sample did not include clients for the Business Gateway start-up service, 

but instead focussed on those receiving more intensive forms of support.  

A detailed account of the method is provided in the Appendix. The key messages 

are as follows.  

 

Impacts Summary 

 Economic impacts to date: 

o 160 net additional Jobs 

o £6.6m net additional GVA 

o £2.8m net additional Wages 

 Economic impacts anticipated in future: 

o 330 net additional Jobs. 

o £13.7m net additional GVA 

o £6m net additional Wages 

 Value for Money: 

o £11,000 per net job to date 

o £5,000 per net future job 

o £10.50 in GVA to date per £1 investment  

o £21 in GVA in future per £1 investment  
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Therefore, for every £1 invested in Elevator’s support, there is a potential return of 

up to £21 in GVA. This is a strong return on investment for business support 

programmes, which would typically deliver a GVA impact ratio in the region of £14 

for every £1 invested. 

It is, however, worth noting that the value for money calculations are based on the 

total costs of delivering these activities. There is an argument to be made that all of 

these impacts arise from the (modest) surpluses made by Elevator on the Business 

Gateway contracts and property leases, as this is what supports reinvestment and 

the leverage of additional funding into support programmes. This makes the return 

on the public sector’s investment even more impressive as Elevator effectively 

‘sweats’ that investment. 

Strengths and Weaknesses 

The main strengths of Elevator support identified by businesses and stakeholders 

included:  

 that the staff are inspiring, knowledgeable and approachable; 

 they are able to deliver a broad range of support and provide access to a 

wide network of other business advice;  

 they facilitate collaboration between businesses and foster an 

entrepreneurial spirit; 

 the organisation has a broader strategic ambition to raise economic 

performance and is committed to doing so; and 

 the management team and leadership of the organisation have been 

instrumental in driving a new model and approach.   

“Accelerator made a massive impact. Elevator have a very powerful network and 

can create an honest environment whereby founders all learn from each other.” 

“The support they provide is helpful, non-judgemental and encouraging.” 

“Their network is huge and the amount of contacts they can provide you with is 

vast and very helpful.” 

“At every stage they pushed us to do more, and although challenging, this has 

helped us create a unique, high growth business.” 
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“Excellent staff, supportive and accessible at a times convenient to my business. 

Wealth of subject knowledge.” 

“I've been inspired, confused, up, down, lost, found and everything in between.  It 

has been an emotional roller coaster in the best possible way and I wouldn't 

change it for the world. Thank you to everyone involved.” 

“My initial feeling was that it would be a governmental or local industry sponsored 

thing and probably not that good. The results we achieved far exceeded our 

expectations. The whole thing has been really positive for us. Very pleasantly 

surprised.” 

Some of the ways businesses felt support could be improved, included: 

 more/better promotion of their services to make more start-up businesses 

aware of them; and 

 clearer explanations at the outset as to the range of support on offer, and of 

the support ‘journey’ to help new businesses understand the process (and 

perhaps more clarity on the distinction between the support provided by 

Business Gateway/ Elevator/ Scottish Enterprise). 

It was also suggested that the website could be confusing to navigate, and that this 

could be improved. 

Lessons for Wider Policy and Practice 

Stakeholders were also invited to comment on any specific lessons that they felt 

Elevator offers for wider enterprise support policy and practice. Four main areas 

emerged: 

 Elevator’s ambition to make a difference means that it offers good value for 

money in the delivery of Business Gateway – it exceeds its targets and uses 

surpluses to reinvest. The lead authorities for Elevator’s Business Gateway 

contracts reported high levels of satisfaction with the delivery and outputs;  

 the focus on developing a culture of enterprise from pre-start through to 

growth stages and amongst young people is critical to achieving longer term 

change in economic performance. This not only relates to support services 

but also to providing inspiration and peer support; 
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 a collaborative and connected approach across the public and private 

sectors is more likely to deliver effective support, but a central hub is 

important such that businesses have access to the full range of services 

within a single location; and 

 an entrepreneurial ethos is important such that support providers can offer 

an environment and a service that has more natural appeal to entrepreneurs 

and businesses. This can help overcome what some saw as an inherent 

scepticism on the part of some businesses about the value of public sector 

business support and advice.   

It is also worth noting that many of the stakeholders were aware of Elevator’s 

expansion into Tayside and Dundee in particular, and welcomed this development, 

noting also the potential for further expansion into other parts of Scotland.  
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5. Conclusions 

The evidence discussed here clearly points to the conclusion that Elevator is indeed 

offering a different and particularly effective model for entrepreneurship support. Its 

performance on the Business Gateway contract is very strong, and it has developed 

a broad portfolio of highly successful and impactful services, at minimal cost to the 

public sector.  In short, it is both effective and good value for money.  

There are a number of reasons for why this is so: 

The social enterprise ethos of the organisation allows for reinvestment into the 

services in a way that would be difficult to replicate in the budget constrained and 

politically driven context of local authorities or public agencies. Every £1 invested by 

Elevator in this way has directly levered almost £3 in public and private investment 

into entrepreneurship services. This ethos and independence also supports quick 

decision making and action and has allowed Elevator to develop in itself an 

entrepreneurial mind-set and culture.  

The organisation has focussed on developing a culture of entrepreneurship within 

its region(s).  Support programmes span the whole ‘enterprise journey’ from the work 

with young people to develop their ambitions through to support for experienced 

senior executives facing redundancy.  

Strong leadership and management is also central to Elevator’s success. The 

original vision to change, and the commitment to realising that change, came from 

the senior management of the organisation and has filtered down into a staff that is 

positive, passionate and committed to making a difference. This is a clear strength.   

There is also an acknowledgement that the details count. From the welcome a 

client receives on entering the facility to the kinds of support on offer, it all 

contributes to the very positive feedback from clients and stakeholders.  The relaxed 

and informal environment puts clients at ease and Elevator feels like a business 

friendly environment. In fact it feels more like a business itself than a support 

agency, and its clients respond positively to this.  The layout of the Aberdeen Hub 

also facilitates interaction and peer support amongst clients, something that again 

contributes to the Elevator offer. 
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The organisation also demonstrates a consistent willingness to collaborate rather 

than compete. Enterprise support is a crowded and sometimes competitive 

landscape of public, private and third sector actors. Rather than adopt a territorial or 

defensive mind-set, Elevator has continually sought new collaborators to extend their 

reach, offer new kinds of support and build partnerships with public and private 

sector organisations.   

Elevator has effectively developed and tested a strategic and integrated model for 

entrepreneurship support, and has done so in a way that demonstrates clearly its 

value and impact.  The potential for its wider application should be obvious, and the 

more recent expansion into Tayside is a positive step in this direction.  
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Appendix A: Feedback from Businesses 

This Appendix presents the findings of the surveys undertaken with businesses that 

have accessed support from Elevator, either directly or via Business Gateway.  A 

total of 79 businesses were contacted: 

 20 telephone interviews were completed; and 

 13 responses were received to the wider online survey.   

A total of 33 responses were received, representing a response rate of 42%. 

More than three quarters of businesses were set up in - or later than – 2015, with 

nearly two thirds (65%) of all businesses accessing support from Elevator within their 

first year of creation.  More than half (57%) operate in three main industry sectors: 

IT/ digital technology and communication; Accommodation and food services; and 

Oil and gas, broadly reflecting the employment structure of the Aberdeen and 

Aberdeenshire areas1.  

Finding Out About Elevator Support 

The main way businesses found out about Elevator business support was through 

Business Gateway (33%).  This was followed by web searches carried out by the 

business contacts (18%) and from word of mouth (12%). 

Referral organisations included the University of Aberdeen and the Oil and Gas 

Technology Centre.  

                                                   
1 The region has particularly high specialisation in Energy (490%), Food and drink (119%) and Financial and 

business services (106%) –  Aberdeen City and Shire Skills Assessment (January 2016) - SDS 
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Figure A.1: Initial awareness of Elevator 

 

N=33 

Reasons for Accessing Support 

The main reasons for accessing support from Elevator was a desire to take 

advantage of an opportunity (55%), and a lack of knowledge and understanding of 

how to start up and grow a business (45%). 

The main barrier businesses faced prior to accessing support was a lack of financial 

resources (21%), followed by a lack of technical skills/expertise within the business 

(15%). 
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Figure A.2: Need for Business Support

 

N=33, Multiple Responses Allowed 

Other reasons for accessing support were to test the viability of a business idea, and 

helping a start-up after the destruction of an existing business from severe fire 

damage. 

Views on Support Received 

Businesses initial contact with Elevator was highly rated.  There was 100% 

satisfaction with a number of aspects of the initial contact, including the general 

sense of welcome, approachability of the Elevator staff, initial contact and help 

provided, and the communication from Elevator staff – Figure A.3.   
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Figure A.3: Views on Initial Contact with Elevator

 

N=33 

The primary relationships businesses had with Elevator were through Business 

Gateway (55%) and Accelerator Aberdeen (27%) – Figure A.4. 
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As Figure A.5 shows, the most common type of support received by businesses 

were meetings with business advisors (76%), followed by attendance at Business 

Gateway workshops and networking events (45% and 42% respectively). 

Figure A.5: Type of Support Received 

 

N=33 

The satisfaction levels with these types of business support were very high (Figure 

A.6), with the businesses rating the best aspects as participation in both the Grey 

Matters programme and Elevator Accelerator (100% for each), help with their 

business plan (100%) and meetings with their business adviser (96%).  
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Figure A.6: Satisfaction with the Support Received

 

Overall satisfaction with the Elevator support was very high (97% satisfied/very 

satisfied), and 100% of businesses reported that they were satisfied/very satisfied 

with the approachability of the Elevator staff, and also of the Elevator environment, 

atmosphere and ethos.   

In addition, all businesses were either satisfied or very satisfied with the informal 

networking and collaboration opportunities afforded by the Elevator support – Figure 

A.7. 
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Figure A.7: Overall Satisfaction

 

Furthermore, the support that businesses received from Elevator has largely 

exceeded or met their expectations – Figure A.8: 
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Several reasons were provided for the support meeting - or exceeding – 

expectations, included: 

 some businesses entered the relationship with only a vague understanding 

of the business support on offer, so were delighted with the quality of 

support and levels of communication;  

 the welcoming, inclusive atmosphere with the opportunity to meet other 

entrepreneurs; and 

 specific business advice tailored for the needs of each business, rather than 

generic support. 

“Knew a bit about Elevator from other businesses, but getting involved meant I 

saw the benefits of being there, what it meant. It did accelerate our business - we 

were able to focus on what we needed to do, the key things, and to make them 

happen”. 

Benefits 

Most businesses (91%) reported that Elevator support was very important or 

important to growing their business – Figure A.9. 

Figure A.9: Importance of Elevator Support in Growing Your Business 
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All of the businesses reported at least one specific benefit from a range of personal 

(Figure A.10) and business benefits (Figures A.11 and A.12) that have resulted 

from the support.   

The most commonly reported benefits were; learned lessons from contacts with 

other businesses (85%), entered new local markets (61%), and increased 

confidence in the future growth of the business (58%). The high proportion of 

beneficiaries reporting that they had learned lessons from contact with other 

businesses is indicative of the success of the Elevator approach, which is strongly 

focussed on networking and relationship building. 

Figure A.10: Personal Benefits

 

N=33, Multiple Responses Allowed 
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Figure A.11: Sales and Marketing Benefits
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Figure A.12: Internal Business Benefits 
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The specific aspects of Elevator’s environment and ethos which were thought to 

enhance these benefits included: the approachability – and extensive knowledge 

and industry experience - of the advisors; the provision of a range of opportunities to 

network and collaborate with other like-minded businesses (allowing them to bounce 

ideas off each other, and learn from each other’s experiences and mistakes); and 

participating in programmes such as Grey Matters and Accelerator, exposing 

businesses to techniques of the trade and exposure to the wider business support 

system. 

“Elevator support gave us the chance to network with like-minded people…….the 

access to good quality workshops and information sessions enhanced our 

knowledge and gave us confidence”  

In relation to the physical space occupied by Elevator, more than 80% of businesses 

agreed or strongly agreed that the environment was relaxed, inspiring, and facilitated 

informal networking and collaboration amongst entrepreneurs based there – Figure 

A.13. 

Figure A.13: Elevator’s Physical Space

 

N=32 
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Other Support Received 

Around two thirds of businesses (66%) had received business support from a partner 

of Elevator – Figure A.14.  Scottish Enterprise were the most common support 

providers (39%), followed by local authorities (including Aberdeenshire and 

Aberdeen City Councils) and the Chambers of Commerce (18%). 

Figure A.14: Other Organisations Providing Support 

 

N=22 

Other organisations that provided support to the businesses included: Opportunity 

North East (2 businesses); Scottish Edge (2 businesses); Innovate UK; the 

University of Aberdeen; and Virgin Start-up (1 business each). 

The types of support received from other organisations included financial support 

(including funding from OGIC, SDI, and Scottish Enterprise); mentoring; networking 

opportunities (including the FSB, and Chambers of Commerce); and a range of both 

specialist advice (including a Scottish Manufacturing Advisory Service (SMAS) asset 

review, export advice, and help with marketing and sustainability) and general 

business support. 
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Most (86%) businesses reported that the other business support received was 

important/very important in helping them to grow their business – Figure A.15.  

Figure A.15: Importance of Other Organisation Support 

 

N=23 

However, most (70%) businesses regard Elevator/ Business Gateway as their 

primary support provider, followed by Scottish Enterprise (17%) – Figure A.16. 

Opportunity North East (ONE) was identified by one business as its main support 

provider.  

Figure A.16: Primary Support Provider 
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Several businesses (3) struggled to identify a main support provider, as they felt that 

the support they received from Elevator/ Business Gateway was of equal importance 

to that of other organisations. 

It is worth noting that those businesses that reported Scottish Enterprise as their 

main support provider were alumni of Elevator support, and had all progressed to the 

Scottish Enterprise growth pipeline.  

“Elevator is our main source of support……they provide really good support… 

credible business advisors with direct experience of running businesses, so they 

can really directly relate to day-to-day issues and problems we face” 

Looking to the Future  

The majority of businesses are looking to achieve future business growth, albeit to 

different extents (97%), Figure A.17.   

Figure A.17: Ambition to Grow Business 

 

N=33 

Nearly all businesses (94%) reported that they think they will need business support 

in the future.  The types of support businesses felt they might need in the future 

included: access to funding (48%), marketing advice (48%), support with both 

general and specialist business advice, support to access new markets, and 

mentoring (all 42%), Figure A.18. 
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Figure A.18: Types of Future Support 

 

N=31 N.B. Multiple responses possible 

The main reasons why access to funding was required in the future were to allow 

businesses to grow (both in terms of scale and market expansion), to develop new 

products and technologies, and for marketing purposes. 

Other types of support included assistance with international markets and exporting, 

and support with building confidence. 

The majority of businesses (91%) indicated that it would be very likely or likely that 

they use Elevator in the future for these types of support, Figure A.19. This reflects 

the overall high levels of satisfaction with the support received.  
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Figure A.19: Likelihood of Using Elevator for Future Support

 

N=31 

Strengths, Weaknesses and Final Comments 

The main strengths of Elevator support identified by businesses included:  

 that the staff are inspiring, knowledge and approachable; 

 they are able to deliver a broad range of support and provide access to a 

wide network of other business advice; and 

 they facilitate collaboration between businesses and foster an 

entrepreneurial spirit. 

“Accelerator made a massive impact. Elevator have a very powerful network and 

can create an honest environment whereby founders all learn from each other.” 

“The support they provide is helpful, non-judgemental and encouraging.” 

“Their network is huge and the amount of contacts they can provide you with is 

vast and very helpful.” 

“At every stage they pushed us to do more, and although challenging, this has 

helped us create a unique, high growth business.” 
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Some of the ways businesses felt support could be improved, included: 

 more/better promotion of their services to make more start-up businesses 

aware of them; and 

 clearer explanations at the outset as to the range of support on offer, and of 

the support ‘journey’ to help new businesses understand the process (and 

perhaps more clarity on the distinction between the support provided by 

Business Gateway/ Elevator/ Scottish Enterprise). 

It was also suggested that the website could be confusing to navigate, and that this 

could be improved. 

Other Comments 

Businesses provided a range of other, largely highly positive feedback: 

“Excellent staff, supportive and accessible at a times convenient to my business. 

Wealth of subject knowledge.” 

“I've been inspired, confused, up, down, lost, found and everything in between.  It 

has been an emotional roller coaster in the best possible way and I wouldn't 

change it for the world. Thank you to everyone involved.” 

“My initial feeling was that it would a governmental or local industry sponsored 

thing and probably not that good. The results we achieved far exceeded our 

expectations. The whole thing has been really positive for us. Very pleasantly 

surprised.” 
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Appendix B: Economic Impact Assessment 

This Appendix presents a summary assessment of the economic impacts generated 

through the Elevator support to date, and anticipated over the next three years.   

Key messages are as follows.  

 

Introduction   

This EIA is based on the feedback provided by 33 businesses who participated in 

the telephone (20) and online (13) survey. The survey sought businesses’ views on 

economic impacts created/safeguarded to date and expected in the future.   

Impacts Summary 

 Economic impacts to date: 

o 160 net additional Jobs 

o £6.6m net additional GVA 

o £2.8m net additional Wages 

 Economic impacts anticipated in future: 

o 330 net additional Jobs. 

o £13.7m net additional GVA 

o £6m net additional Wages 

 Value for Money: 

o £11,000 per net job to date 

o £5,000 per net future job 

o £10.50 in GVA to date per £1 investment  

o £21 in GVA in future per £1 investment  
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Gross Impacts 

Gross impacts2 generated through Elevator support are based on direct feedback 

from beneficiaries regarding the impacts created to date and what they estimate will 

be the future effects.  

They are expressed in terms of full-time equivalent (FTE) jobs, GVA, and wages.  

Employment is based on direct feedback from beneficiaries, while GVA and wages 

have been calculated using secondary data sector benchmark co-efficients.  The 

gross impacts reported by the beneficiaries as attributable to Elevator support are 

reported in Table B.1. 

Table B.1: Gross Impacts of Surveyed Beneficiaries 

 Jobs GVA Wages 

To Date 20 £1m £0.4m 

In Future 60 £2.4m £1.1m 

Note: Jobs rounded to nearest 10. Financial impacts rounded to nearest £0.1m 

Net Impacts 

The net impact of the Elevator support the difference between what would have 

happened anyway in the absence of the support (i.e. the reference case) and the 

benefits generated by the support (i.e. the intervention case), adjusted for 

displacement, leakage, deadweight, and multiplier effects, outlined in Figure B.1. 

                                                   
2 Gross impacts are those that are attributable to the Project, before allowance for deadweight and other 
additionality factors. 
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Figure B.1: Assessing Additionality

 

Deadweight refers to the benefits and costs of an intervention that would still have 

occurred if support was not provided. 

Displacement is the negative effects on non-beneficiaries which arise because an 

intervention has generated positive outcomes for beneficiaries.  This occurs due to 

increased competition in the markets in which beneficiaries participate. 

Leakage is the proportion of gross impacts that accrue outside the target region (i.e. 

Aberdeen and Shire or Tayside).  

Multiplier effects refer to the impacts associated with additional purchases of inputs 

from suppliers based in the target area (supplier linkages) and additional 

consumption expenditure on goods and services of those employed via direct and 

supplier linkage effects (income multipliers). 

Table B.2 reports on the net impacts.  Overall, the level of additionality (i.e. when net 

impacts are compared with gross impacts for those responding to the survey) is 

assessed at around 21%, which is low for an intervention of this type, indicating a 

high level of additionality. 
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Table B.2: Net Impact of Surveyed Beneficiaries 

 Jobs GVA Wages 

To Date 20 £0.7m £0.3m 

In Future 50 £2m £0.9m 

Note: Jobs rounded to nearest 10, Financial impacts rounded to nearest £0.1m 

Grossed Up Impacts 

The impacts are grossed up to the population based on the inverse of the proportion 

responding to the survey (e.g. a response rate of 5% generates a grossing up factor 

of 100%/5% = 20.  Statistical outliers (values that lie outside the range defined as 

plus or minus twice the standard deviation for that variable) were removed from the 

sample and added back in after grossing up.  

Therefore, with a total of 33 responses and a total number of 438 supported 

companies the grossing up factor 13.3. 

The combined grossed up economic impacts are reported in Table B.33. 

Table B.3: Grossed up Economic Impacts   

  Jobs GVA Wages 

Gross Impacts 
To Date 200 £8.1m £3.4m 

In Future 490 £20.3m £8.8m 

Net Impacts 
To Date 160 £6.6m £2.8m 

In Future 330 £13.7m £6m 

Note: Jobs rounded to nearest 10, Financial impacts rounded to nearest £0.1m 

Value for Money 

The value for money assessment compares the estimates of project/programme 

impacts against public sector expenditure incurred.  Total costs over the programme 

period were £1.81m, adjusted to £1.82m to account for inflation. 

 

 

 

 

                                                   
3 Please note that outliers were removed from the sample when grossing up results to avoid skewing the impacts.  
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Cost per job figures are outlined in Table B.4. 

Table B.4: Cost per Job 

Time Period Per Gross Job Per Net Job 

To Date £9,000 £11,000 

In Future £4,000 £5,000 

The cost per net job is estimated at around £11,000 to date and £5,000 in future.   

The Return on Investment (RoI) is based on the GVA impact of Elevator support, 

assuming that impacts persist for three years and set against total expenditure, 

Table B.5.  

Table B.5: Return on Investment 

 Return on Investment 

To Date £10.50:1 

In Future £21.00:1 

Therefore, Elevator support delivers an RoI of £10.50:1 to date and £21:1 in future. 

Impact Sensitivity 

As highlighted above, the impact assessment data is based on direct feedback from 

a sample of beneficiaries.  It is therefore important that we build in an element of 

sensitivity to our economic model to take account for variances within the wider 

supported population.   

The statistical reliability or confidence interval can be calculated based on the 

sample data (the number of responses to a question) considered against the wider 

population.  The confidence interval (CI), also called margin of error, is the plus-or-

minus figure expressed as a percentage representing how often the true percentage 

of the population who would pick an answer lies within the confidence interval.   

The grossed up results are based on achieving a 95% confidence level.  This means 

that we can be 95% confident that if we surveyed all the businesses that have been 

supported, they would have provided a response within a +/-% confidence interval of 

those that participated in the survey.  Our survey sample has generated a CI of +/- 

16.42%. 
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Table B.6 presents the net, grossed up results including the sensitivity analysis.  

Table B.6: Sensitivity Analysis 

 
Year Low Point Mid-Point High Point 

Jobs 
To Date 130 160 190 

In Future 280 330 390 

GVA 
To Date £5.5m £6.6m £7.7m 

In Future £11.4m £13.7m £15.9m 

Wages 
To Date £2.3m £2.8m £3.2m 

In Future £5m £6m £6.9m 

Note: job figures rounded to nearest 10, financial figures rounded to nearest £0.1m 

Optimism Bias 

Finally, it is informative to examine the possible influence of optimism bias, where 

this refers to an observed tendency for projects to over-estimate future impacts. This 

can be for a number of reasons, including: 

 erroneous assumptions about the extent of demand for the project amongst 

potential beneficiaries; 

 overly optimistic assumptions regarding costs and delivery timescales; and 

 underestimating time to impact. 

In line with SE guidance4, future net impacts have been discounted by 20% and 

40%.  These are presented in Table B.7. 

Table B.7: Optimism Bias Future Impacts  

 Base 20% Optimism Bias 40% Optimism Bias 

Jobs 330 270 200 

GVA £13.7m £10.9m £8.2m 

Wages £6m £4.8m £3.6m 

Cost per job  £5,000 £7,000 £9,000 

RoI  £21.00 £16.80 £12.60 

Note: Jobs rounded to nearest 10, Financial impacts rounded to nearest £0.1m  

Based on the performance of the Elevator support to date, the economic impacts 

represent a good value for money return in comparison with similar projects.   

                                                   
4 http://goo.gl/3O9e1W 
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Technical Aspects 

This section presents the technical aspects behind the Economic Impact 

Assessment, providing details for the GVA benchmarks, Net Impacts and Multipliers. 

Salary and GVA Benchmarks 

GVA and Salary per head values were taken for the sectors that the beneficiaries 

operated from the Scottish Annual Business Statistics (SABS) for Scotland5.  These 

were adjusted for inflation and the Full Time Equivalent (FTE) value, Table B.8. The 

GVA and wages benchmarks were then halved to take into account that the majority 

of supported businesses were early stage businesses, which will have lower levels 

of GVA than larger, more established businesses. 

Table B.8: GVA and Salary Coefficients 

Sector 
GVA 

Benchmark 
Wages 

Benchmark 

Computer Programming, Consultancy and Related Activities £51,466 £18,445 

Fishing and Aquaculture £27,574 £11,831 

Manufacturing £38,184 £17,562 

Professional, Scientific and Technical Activities £40,341 £18,270 

Specialised Construction Activities £24,212 £12,411 

Food and Beverage Service Activities £24,372 £12,814 

Net Impacts 

The net impact of the Programme is the difference between what would have 

happened anyway (i.e. the reference case) and the benefits generated by the 

Programme (i.e. the intervention case), adjusted for displacement, leakage, 

deadweight, and multiplier effects.  

Deadweight was considered on a case by case basis. The impact survey asked the 

counterfactual question: thinking about these effects, what would you estimate would 

have happened if you had not accessed this support?  A ready reckoner6 was 

applied to calculate the deadweight effects: 

                                                   
5 http://www.gov.scot/Topics/Statistics/Browse/Business/SABS/LATables 
6 The ready reckoners used are based on established good practice and guidance for BIS 
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Deadweight Ready Reckoner7 

                                                                                                                    Deadweight 

None of the effects would have happened/ will happen 0% 

Some of the effects would have happened/ will happen 25% 

About half of the effects would have happened/ will happen 50% 

The majority of the effects would have happened/ will happen 75% 

All of the effects would have happened/ will happen 100% 

The overall level of deadweight was low at 10%, indicating a high level of 

additionality to the intervention.  

Leakage is the proportion of outputs that benefit those outside the Programme’s 

geographical target area (i.e. Aberdeen and Shire or Tayside).  Leakage estimates 

were based upon likely proportion of employees which are employed within the local 

area.  This was based upon the location of the business, so for example if they are 

close to the border of the area, leakage was judged to be higher. 

The overall level of leakage was low at 14%, as the majority of businesses were 

located far from the area border, indicating that the majority of impacts were retained 

in the Aberdeen and Shire or Tayside 

Displacement is the number or proportion of outputs/outcomes that reduce 

outputs/outcomes elsewhere in Scotland.  These effects can occur in product 

markets (e.g. amongst non-assisted businesses competing in the same market) or in 

factor markets (e.g. in the labour market).  Displacement was considered on a case 

by case basis.  

First the businesses were asked the proportion of competitors based in the local 

area, with a greater concentration of competitors potentially indicating a greater level 

of displacement.  

A ready reckoner was applied to calculate the displacement effects: 

 

 

                                                   
7 Please note, the ready reckoners referred to in the report are used as a guide in assessing case by case impacts.  
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Displacement Ready Reckoner 

                                                                                                                    Displacement 

None of the businesses I compete with are based in the local area 0% 

A minority of the businesses I compete with are based in the local area 10% 

Around half the businesses I compete with are based in the local area 25% 

The majority of the businesses I compete with are based in the local area 45% 

All the businesses I compete with are based in Scotland the local area 60% 

Respondents were then asked how much of their sales were made in the local area, 

with higher levels of sales in the local area potentially indicative of higher levels of 

displacement.  A further ready reckoner was applied with the average of the two 

taken as the displacement effect. 

Displacement Ready Reckoner 

                                                                                                                   Displacement 

None of my sales are in the local area 0% 

A minority of my sales in the local area 10% 

Around half my sales are in the local area 25% 

The majority of my sales are in the local area 45% 

All the my sales in the local area 60% 

An additional question was asked to establish the level of growth in the sector in 

which the business operates.  Within growing markets competition is likely to be 

lower and conversely, within declining markets it is likely to be more intense.  The 

following adjustment was made to the ready reckoner based upon the level of growth 

in the market. 

Ready Reckoner Growth Adjustment 

                                                                                                                   Adjustment 

Growing strongly -15% 

Growing -10% 

Static 0% 

Declining +10% 

Declining strongly +15% 
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The overall level of displacement was relatively low at an average of 17%. 

Multipliers are further economic activity (e.g. jobs, expenditure or income) associated 

with additional income to those employed by the Programme (income multipliers); 

with local supplier purchases (supplier linkage multipliers) and with longer term 

development effects (dynamic effects e.g. induced inward migration). 

Multiplier data is based on guidance provided by the Scottish Government - Type II 

multipliers and calculated in a similar way to GVA and Wages benchmarks.  Using 

the reported industry sector, description of business activities and companies house 

entries to determined multipliers for each sector. As multipliers are presented at the 

Scottish level, the multipliers have been halved to account for the reduced multiplier 

effect at the local level. The multipliers used are presented in Table B.9. 

Table B.9: Multipliers8 

Multiplier Sector Multiplier 

Computer services 1.21 

Fishing 1.50 

Machinery & equipment 1.40 

Other professional services 1.20 

Construction 1.51 

Food & beverage services 1.29 

 

 

                                                   
8 Note: Sectors are different from earlier Salary and GVA benchmarks due to using different datasets 

EJFW/S5/18BS/29




