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RESOURCES FOR EMERGING BUSINESSES: 

A gap analysis of public sector support to emerging businesses plus survey of 
companies in the Low Carbon Vehicle Sector 

 

Executive Summary 

LowCVP Innovation Working Group Project. 2009-2010 

 

Rationale 

There are many organisations and initiatives which seek to assist SMEs. However not all 
are well known or understood and many receive mixed views from the sector. 
Furthermore, it is understood that there may be schemes available to other sectors which 
could provide benefit if made available to the low carbon vehicle sector. 

The project designed to clarify the landscape of support available to emerging 
businesses, identify potential gaps in the types of support, and to make 
recommendations for improvement. 

Scale of support can be considered to be related to the stage of a technology’s 
development, i.e. R&D, demonstrator, business growth etc. The number of companies 
successfully securing support within a schemes budget will therefore not vary widely. 
Hence the focus of the study was not to assess the scale of support but to assess and 
identify any gaps in support and evaluate the number of schemes available.  

Methodology 

The survey was developed by LowCVP with contributions from Highbury as to IP related 
questions and undertaken by Cliff Funnell using LowCVP’s webinar online meeting 
capability. The gap analysis, analysis of survey responses and final reported was 
contracted to Orion Innovations. 

The survey was designed to elicit the views of emerging business ‘customers’ of support, 
including what forms of support they find most valuable, ease of access and any 
perceived gaps in support. An analysis of the survey responses was then incorporated 
into the findings of the gap analysis. 

This gap analysis focussed on the distribution of public sector support schemes available 
to emerging businesses against technology readiness for market. The study recognised 
that there is a wide variation in the needs of technology and service developers, however 
consideration to such a level of detail was outside the scope of the project and a generic 
definition of SMEs was been assumed. 

Approximately 180 public sector schemes with potential eligibility for SMEs in the LCV 
market were characterised according to their geographic reach, sector focus and level of 
support. The nature of each programme and target areas within the value chain were 
also recorded. Value chain definitions were mapped again the Technology Readiness 
Levels, as specified by the Ministry of Defence. 

 

The nature of support was categorised into: 

• Geographic: European, national and regional schemes  
• Sector Specific categories of: generic, sector defined, i.e. useful but not specific 

to LCVs, or specific to support LCV development. 
• Type of support; direct funding, grants etc, or resource support, advice, 

mentoring etc. 

 



                                  

 2 

Key Findings 

Indicated in the selected figure below, LCV specific schemes are few and the distribution 
of support has a focus towards pre-commercial activities. Generic schemes also focus on 
later stages of development, most likely due to the bias of regional schemes to 
supporting business growth and value addition. There is an apparent lack of support in 
the ‘value of death’ between development and pre-commercial activities, notoriously due 
to public sector and private investors considering the other should provide support, the 
former to de-risk investment and the latter to identify commercial gain. 

 
The study also identified that the demonstration phase of a technology requires more 
granular consideration, with commercial scale manufacture presenting a barrier for many 
SME’s, a cyclic issue of gaining market acceptance, investor commitment and resourcing 
management activities.  

The survey of SMEs was broken down to 4 key areas: 

• Experience with public support schemes 
• Experience with research institutes, partnerships and recruitment 
• Attitude towards growth and innovation 
• Intellectual property 

 

Valued views and insights were contributed by the following innovative product 
developers: 

• Artemis IP Ltd 
• Controlled Power Technologies Ltd 
• Delta Motorsport Ltd 
• EVO Electric Ltd 
• Flybrid Systems LLP 
• Intelligent Energy Ltd 
• Microcab Ltd 
• NexxtDrive Ltd 
• Oxy-Gen Combustion Ltd 
• R&D Vehicle Components Ltd 
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The top three, equally weighted constraints for these businesses are business develop 
with the market, gaining external finance and management time: 

 
Innovative and exemplar schemes with the potential to address were identified to be:  

• Hethel Engineering Centre, Norwich  
• Energy Technology Centre (ETC), 

East Kilbride  
• Supply Chain Improvement 

Programme  
• East of England MentFor  
• Scottish Enterprise High Growth 

Team 

• Open Access MNT Facilities Network  
• Recycling Commercialisation Centre 
• eQuip Residual Value Guarantee 

(RVG)  
• Creative Business Mentor Network  
• Kis-PIMMS and GreenConServe  
• SME guarantee facility (SMEG) 

 

The five high priority gaps identified and recommendations resulting from the study are: 

Gap 1 Lack of support for early stage demonstration (high priority) 

The analysis suggests that a gap in support exists between R&D and full-scale 
demonstration, a stage in which it is essential to provide validation of working 
‘(sub)systems’ at a performance level that will attract interest from OEMs and Tier1 
suppliers.  

Recommendation 
Investigate the potential for an initiative that supports early stage demonstration 
(validation of early working ‘(sub)systems’), potentially associated with the availability of 
experimental and testing equipment at low cost (in the style of MNT facilities/Welsh 
Techniums/ETC) and with the explicit involvement of OEMs/Tier1 suppliers to provide 
market intelligence, match funding and the potential for future partnership. There would 
also be the possibility of using an eQuip-type scheme to support the cost of installation 
of new infrastructure. Further research into the impact of EMDA’s Transport iNET on 
early stage demonstration is also recommended in order avoid duplication of effort and 
ensure collaboration where possible.  

Gap 2 Support for early production stage (high priority) 

The analysis suggests that there are strong challenges around the scale up required to 
support early production which present a bottleneck in the value chain, and impact 
negatively on the ability of an SME to access corporate partners and larger scale finance 
at this stage. 
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Recommendation 
Investigate the possibility that access to a range of low cost, highly configurable 
production facilities for small-scale production (in a similar style to the MNT facilities) 
would be desirable, and evaluate the technical viability of this type of initiative. Once 
again it would be important to link up with existing or proposed initiatives, such as the 
North East Manufacturing and Production Training Centre. 

Gap 3 Support in securing supply chain partners (high priority) 

Fostering partnerships with all parts of the supply chain is another crucial activity for 
SMEs. In particular, SMEs find it difficult to prove their credibility and reliability in the 
eyes of large corporates (potential customers and routes to market). 

Recommendation 

Investigate the potential for bespoke brokering services involving introductions of chosen 
SMEs to potential corporate partners. This could be ‘virtual’ or in association with a 
physical centre located within an industry cluster (potentially involving the new LCEAs) in 
the style of the Welsh Techniums. This could also be linked with a scheme (similar to, or 
based on an extension of, the Supply Chain Improvement Programme) in which the 
larger corporates work with their supply chains to support efficiency gains and 
performance improvement for the benefit of all companies involved. There is also the 
potential to explore opportunities to access new partners in Europe (see below). 

Gap 4 European schemes difficult to access (high priority) 

Although a range of support initiatives already exists to help UK academics and 
businesses access European schemes (e.g. UK National Contact Points for FP7; Energie 
Helpline UK), it is understood that, in many areas, UK organisations fail to secure as 
much funding as their counterparts from other European countries. 

Recommendation 

Investigate the opportunity for the LowCVP to provide additional support in 
disseminating information on initiatives, and in particular loans and other less well 
known European instruments, that are directly relevant to the sector. In addition, 
explore the potential to play a more active role in identifying opportunities for pan 
European projects and to play a key role in project co-ordination. Examine the SME 
Guarantee Facility (SMEG) scheme in more detail in order to find out if this can be made 
available in the UK, and consider the potential for the LowCVP to initiate a UK pilot.  

Gap 5 Support in securing finance and investment (high priority) 

Financial instability remains one of the main concerns of SMEs, despite a considerable 
number of schemes aimed at investor readiness, brokering activities and the provision of 
funds. As with Gap 3, further research is needed to understand if (and why) these 
schemes are not meeting the perceived need. 

Recommendation 
Undertake the relevant research. Depending on the results, increase dissemination 
activities and/or investigate the potential for a bespoke brokering activity (potentially 
modelled on the SE High Growth Initiative) in which SMEs compete to win a place on a 
‘showcasing scheme’ where they are introduced to suitable investors following intensive 
coaching. The aim would be for some form of an ‘endorsement’ by the LowCVP to reduce 
the perceived risk in investment. 
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IMPORTANT NOTICE  

Whilst reasonable steps have been taken to ensure that the information contained within 
this Report is correct, you should be aware that the information contained within it may 
be incomplete, inaccurate or may have become out of date. Accordingly, Orion 
Innovations LLP makes no warranties or representations of any kind as to the content of 
this Report or its accuracy and, to the maximum extent permitted by law, accept no 
liability whatsoever for the same including, without limit, for direct, indirect or 
consequential loss, business interruption, loss of profits, production, contracts, goodwill 
or anticipated savings. Any person making use of this Report does so at their own risk. 
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1.0 Introduction  
The Low Carbon Vehicle Partnership is an action and advisory group, established in 2003 
to take a lead in accelerating the shift to low carbon vehicles and fuels in the UK and to 
help ensure that UK businesses can benefit from that shift. The LowCVP is a partnership 
of over 350 organisations from the automotive and fuel industries, the environmental 
sector, government, academia, road user groups and other organisations with a stake in 
the low carbon vehicles and fuels agenda. 

LowCVP’s membership consists of many SMEs and the agility of SMEs allows them to 
assess, develop and incorporate new innovations rapidly. However, this agility also lends 
SMEs to be more susceptible to adverse market forces or other unfavourable conditions.  

There are many organisations and initiatives which seek to assist SMEs. However not all 
are well known or understood and many receive mixed views from the sector. 
Furthermore, it is understood that there may be schemes available to other sectors which 
could provide benefit if made available to the low carbon vehicle sector. 

As a result the LowCVP wished to engage a consultant to support them in carrying out a 
project, designed to clarify the landscape of support available to emerging businesses, 
identify potential gaps in the types of support, and to make recommendations for 
improvement. 

The project consisted of a desk-based gap analysis and a structured survey of SMEs, 
separately undertaken by LowCVP. The survey was designed to elicit the views of 
emerging business ‘customers’ of support, including what forms of support they find most 
valuable, ease of access and any perceived gaps in support. An analysis of the survey 
responses was then incorporated into the findings of the gap analysis. 

Orion Innovations was asked to carry out the following specific tasks: 

• Map the nature and extent of support currently available within the sector including 
both ‘direct funding’ (e.g. grants and loans), and other initiatives, such as mentoring, 
access to equipment/testing facilities, knowledge exchange and networking. 

• Identify any potential gaps in the current support landscape. 
• Analyse the findings from the separate survey of SMEs in order to identify the 

challenges faced by SMEs in taking their products to market. 
• Identify ‘best practice’ from other industrial sectors in the form of relevant initiatives, 

such as mentoring and equipment leasing in the recycling sector, that could be 
developed and adapted for the LCV market, in particular those that could fill any 
identified gaps. 

 
It is recognised that there is a wide variation in the needs of technology and service 
developers, however consideration to such a level of detail was outside the scope of the 
project and a generic definition of SMEs has been assumed.  

The methodology used for this project is described in Section 2.0. Section 3.0 presents 
an overview of the current support landscape and Section 4.0 describes the insights 
gained from the gap analysis. Section 5.0 presents the results from the separate survey 
of SMEs, undertaken by the LowCVP, and Section 6.0 combines the insights from the 
preceding analysis and SME survey to identify potential key gaps in the support 
landscape. Innovative and exemplar schemes with elements that could be developed into 
initiatives to address these gaps are discussed in Section 7.0 and Section 8.0 presents 
the overall conclusions, together with recommendations for future development. 

2.0 Methodology and scope 

2.1 Scheme characterisation 
Approximately 180 public sector schemes with potential eligibility for SMEs in the LCV 
market were characterised according to their geographic reach, sector focus and level of 
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support. An exhaustive review of all regional and local schemes was outside the scope 
and resources of the project. The nature of each programme and target areas within the 
value chain were also recorded. Value chain definitions were mapped again the 
Technology Readiness Levels, as specified by the Ministry of Defence (see Appendix A for 
details and definitions). 

Programmes common to all of the UK but delivered by regional bodies have been 
included, together with some examples of additional schemes that are restricted to 
particular regions, primarily from West Midlands, East Midlands, East of England, South 
East, North East and the Devolved Administrations. 

There are numerous highly localised loan and equity schemes, such as:  

• Business Enterprise Fund – Bradford 
• Business Expansion Grant – Scarborough 
• Business Loans – South Yorkshire 
• Business Planning and feasibility Grant – Cardiff 
• Business Planning Grant – Newport 
• Business Start up grant – Conwy 
• Business Start up grant – Scarborough 
• Business Support Grant – Swansea. 
Eligibility for these schemes is dependent on geographical location but it is assumed that 
most businesses will have access to a reasonable number of similar schemes within their 
locality. These were therefore not profiled in detail and have been excluded from the 
subsequent analysis. 

2.2 Data analysis 
The following schemes were included for the purpose of a more quantitative analysis:  

• UK national and regional support schemes: those common to all RDAs and Devolved 
Administrations have been scored once only. Examples are 

o Overarching signposting and advisory services (e.g. Business link in 
England) 

o Grants, loans and equity funds (e.g. seed funds; proof of concept funds; 
growth funds; venture funds; grants for R&D) 

o Innovation vouchers 
o Investor readiness programmes 
o Support for international trade 
o Innovation centres. 

• Additional regional schemes with examples primarily from the West Midlands, East 
Midlands, East of England, South East, North East and the Devolved Administrations. 

• Schemes offered by specialist NDBPs, such as The Carbon Trust and TSB. 
• European Commission schemes. 
A total of 115 schemes were taken forward, all of which are potentially appropriate for 
SMEs in the LCV sector, with the important caveat that some programmes are based on 
rolling calls or programmes that may or may not offer relevant support at any one time. 

It should be noted that, since regional coverage was not exhaustive, the results 
presented below are indicative of the nature and extent of support available to an SME 
located within the UK. There will, in reality, be variation between the regions. In addition, 
this project does not include an analysis of the relative impact or performance of any of 
these programmes. 
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3.0 The nature of the current support landscape 

3.1 Geographical focus 
Public sector support for SMEs in the UK is made up of schemes that are delivered 
through three basic routes: 

• National programmes, primarily via Government departments (such as HMRC); 
innovation support agencies (such as the Technology Strategy Board); research 
councils (such as EPSRC) and sector-support agencies (such as MAS). 

• Regional programmes, primarily by Business Link and the RDAs, and their 
equivalents in the Devolved Administrations. Many regional programmes, in particular 
those defined by Central Government’s ‘Solutions for Business’ portfolio,1

• European programmes, primarily funded by the European Commission and 
European Investment Bank. The major relevant European Programmes are FP7 
(research and development); the Competitiveness and Innovation Programme 
(demonstration and routes to market) and EUREKA (a Europe-wide network 
supporting market-oriented R&D. The grant-based schemes tend to require 
collaboration between a minimum of three European member states and each scheme 
will have specific eligibility criteria (e.g. relating to the precise scope or nature of a 
proposal) that may or may not be appropriate for a given SME. 

 are similar 
in nature and accessibility between regions. However, the regions also have a degree 
of freedom in providing additional support, often defined by the regional strategies 
and, more recently, winning the status of Low Carbon Economic Area (LCEA) for 
particular sub sectors. 

3.2 Sector focus 
Public sector support available to SMEs in the LCV sector may be non-sector specific, or 
targeted at specific sectors or groups of sectors that encompass LCV. For the purpose of 
this analysis, schemes have been categorised as follows: 

• Generic: not sector specific. 
• Sector-defined: with differing levels of focus but consisting of sectors that 

encompass, but do not specifically target, low carbon vehicles (see Figure 3.2.3 for a 
more detailed breakdown). 

• Low carbon vehicle (LCV): targeting ‘low carbon vehicles’, including the fuel cell 
and hydrogen sectors. 

LCV SMEs potentially have access to all of these categories of support, but with differing 
degrees of competition and ‘closeness of fit’ depending on the individual company profile 
and needs. Generic schemes tend to focus on business development and start-up 
support; sector-defined support has a greater emphasis on new product development 
and innovation. 

For simplicity the different types of schemes have also been defined as providing: 

• Direct funding: grants, equity, loans, forward procurement and funding for 3rd party 
support or 

• Other types of support: advisory, awards, brokering, coaching/mentoring, testing 
facilities, physical incubation, knowledge exchange, networking, signposting and 
training.  

The table below gives examples of the principal types of scheme associated with each 
geographical/sector combination. 

 

                                           
1 http://www.berr.gov.uk/whatwedo/enterprise/simplifyingbusinesssupport/page44804.html 
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Table 3.2.1 

Principal schemes within each geography/sector combination 

Geography Sector Principal schemes 

Europe 

 

Generic Direct funding: EIB loans 

Other types of funding: the Enterprise Europe Network 
which provides support and advice to SMEs, in 
particular on capitalising on European opportunities; 
international awards 

Sector-
defined 

Direct funding: major European programmes such as 
FP7, CIP: Eco-Innovation, and EUREKA 

LCV Direct funding: Fuel Cells and Hydrogen JTI (European 
Commission), Europe Clean Transport Facility (EIB), 
EU Green Car Initiative 

UK Generic Direct funding: a small number of relevant schemes 
including R&D Tax Credits; Enterprise Investment 
Scheme (HMRC) and the Export Marketing Research 
Scheme.  

Other types of support: a small number of general 
schemes, such as NISP or the Queens Awards for 
Enterprise 

Sector-
defined 

Direct funding: a range of sector specific programmes 
(e.g. grants for R&D and demonstration, knowledge 
transfer partnerships, knowledge centres and 
innovation platforms, and targeted investment funds) 
delivered by the TSB, Research Councils, Carbon 
Trust, Royal Society and similar innovation agencies.  

Other types of support: collaborative networks (e.g. 
KTNs); awards and UK-wide associations (e.g. SMMT, 
MAS).  

LCV Direct funding: current focus on infrastructure (Cenex, 
ETI, OLEV); forward procurement (Cenex); and 
collaborative R&D and demonstration (TSB) 

Other types of funding: and networking and advisory 
associations such as LowCVP, FCUK and UKHA 

Regional Generic Direct funding: non-sector specific financial support 
instruments, delivered regionally, such as the Grant 
for Business Investment (GBI); accelerator funds, 
regional venture capital funds, innovation vouchers 
etc. 

Other types of funding: a large number of general 
support schemes for start-ups and SMEs, delivered via 
business link and the RDAs (and equivalent 
organisations in the Devolved administrations), such 
as innovation advice and guidance; starting a 
business; investment readiness; training and 
mentoring etc. Many of these come under the 
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Government’s ‘Solutions for Business’ umbrella. 

Sector-
defined 

Direct funding: regionally delivered loans and grants 
to support R&D and commercialisation of new 
technologies  

Other types of funding: sector specific innovation 
centres, clusters and networks (e.g. EMDA’s Transport 
iNET) 

LCV Direct funding: individual examples of specific grants, 
such as Advantage Niche Vehicle (grants for R&D, 
delivered by Cenex) 

Other types of funding: highly targeted clusters and 
support services such as the Low Carbon Vehicle 
Cluster in Wales (recently announced and led by the 
Welsh Automotive Forum) 

 

Figures 3.2.1 and 3.2.2 indicate the relationship between the geographical scope and 
sector focus of available schemes, together with the type of support and scale of funding, 
categorised simply as low, medium or high. 

Figure 3.2.1 

Overview of SME support landscape by geography and sector 

 
Other types of support include: advisory; brokering; coaching; testing facilities; forward procurement; physical 
incubation; knowledge exchange; networking; signposting; training. 
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Figure 3.2.2 

Indicative scale of funding/value of service by geography and sector 

 
Note: scale of funding refers to the potential value realised by an individual SME (individual advice, mentoring, 
R&D grants, equity etc.) or the value of coehsive large scale projects in which an SME might participate as part 
of a consortium. Many grants require match funding of between 25% and 60% depending on the nature of the 
research. This can be a signficant barrier to participation. 

Since the category ‘sector-defined’ contains a number of different sectors, a more 
detailed breakdown is given in Figure 3.2.3. S&T refers to ‘science and technology’. 

Figure 3.2.3 

Breakdown of regional and national sector-defined schemes 

 

 
Although the S&T sector is large, it is important to note that many schemes consist of 
rolling programmes which have changing priorities. At any given time, these may or may 
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not have projects that are appropriate to the LCV and related sectors.  The Cleantech 
only category is dominated by Carbon Trust programmes, which historically have had 
limited support for low carbon transport. 

Support directed at the Automotive and Manufacturing sectors alone is relatively limited, 
but nevertheless contains schemes of interest to the LCV sector, such as the 
Manufacturing Advisory Service (MAS), EMDA’s Transport iNET and networking 
opportunities offered by trade associations, such as the Society of Motor Manufacturers 
and Traders (SMMT) and the Welsh Automotive Forum. 

3.3 Current low carbon vehicle sector targeted support 
From amongst the national programmes, the most prominent schemes currently 
applicable to R&D within the LCV sector are delivered via the TSB’s Low Carbon Vehicles 
Platform2

There are also a number of programmes that are focussing on the market adoption of 
low carbon and electric vehicles. The DfT’s Low Carbon Vehicle Procurement Programme 
(delivered by Cenex)

 with funds allocated via the £200m LCV Integrated Delivery Programme. One 
major programme, the Ultra Low Carbon Vehicle Demonstrator, is now closed for further 
proposals, but the 4th competition which is aimed at developing the low carbon vehicle 
supply networks, and has £19m of funds available is open until April 2010. The low 
carbon transport sector is currently a strong focus for the TSB: out of 19 competitions 
with a closing date between January 2009 and April 2010, six (total funding >£50m) 
have been focussed on or of direct relevance to the LCV sector.  

3 is aimed at supporting the procurement of low carbon vehicles by 
the public sector. The initial £20m spend will be followed by a further £30m if early 
results are successful. This is accompanied by a strong focus on the development of 
infrastructure for electric vehicles in the UK, epitomised by the ETI’s Joined-cities Plan4 
(£11m), the recently launched £30m Plugged in Places Infrastructure Framework 
(OLEV)5, and the Infrastructure Grant Programme (Cenex)6. These and other initiatives, 
in collaboration with local authorities and the RDAs are united within a collaborative 
environment called Test Bed UK.7

At the present time, several of the TSB KTNs also have relevance to the LCV sector, but 
two, ‘Low carbon’ and ‘Energy generation and supply’

 

8

Within Europe, the Fuel Cells and Hydrogen JTI

, are particularly important. 
Several other networking and advisory associations such as Low Carbon Vehicle 
Partnership, FCUK and UKHA, serve the LCV sector throughout the UK. 

9

The European Commission’s Green Car Initiative

 is a public private partnership led by 
industry, with EUR 470m provided by the EC and the equivalent in match funding coming 
from the private sector. Projects may encompass R&D and demonstration in fuel cell and 
hydrogen technologies, based on yearly calls from 2008 to 2013. 

10

• Funding for R&D greening road transport via FP7. 

, instigated in 2009, is one of the three 
PPPs included in the Commission's recovery package, with approximately EUR 5 billion 
set aside to ‘boost to the automotive industry in a time of economic hardship, and 
support the development of new, sustainable forms of road transport’. There are three 
main streams of action: 

                                           
2 http://www.innovateuk.org/ourstrategy/innovationplatforms/lowcarbonvehicles.ashx 
3 http://www.cenex.co.uk/programmes/lcvpp 
4 http://www.energytechnologies.co.uk/Home/News/09-09-10/Transport_Announcement_-_9th_September_2009.aspx 
5 http://www.dft.gov.uk/pgr/sustainable/olev/infrastructure/ 
6 http://www.cenex.co.uk/programmes/igp 
7 http://www.energytechnologies.co.uk/Libraries/RW_test/ETI_Transport_Brochure_3.sflb.ashx 
8 http://www.innovateuk.org/deliveringinnovation/knowledgetransfernetworks.ashx 
9 http://ec.europa.eu/research/fch/index_en.cfm 
10 http://ec.europa.eu/research/industrial_technologies/lists/green-cars_en.html 
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• Support to industry via EIB loans, in particular the European Clean Transport Facility 
(ECTF) a loan instrument designed for the transport industry. 

• Demand side measures and public procurement. 
At a regional level, there have been recent announcements of three Low Carbon 
Economic Areas (LCEAs) of direct significance to the LCV sector, which reflect their 
existing strengths in these sectors. LCEAs were introduced in the Government’s Low 
Carbon Industrial Strategy and aim to ‘draw together national, local and regional 
agencies to focus support on accelerating the growth of low carbon industries, skills base 
and supply chain.’ These are: 

• North East LCEA (led by One North East)11

o A training centre specialising in manufacture and maintenance of ultra-low carbon 
vehicles 

: specialising in ultra-low carbon vehicles 
with a strong focus on electric vehicle technology. Planned initiatives include: 

o The National R&D Centre for Ultra Low Carbon Vehicles, bringing together 
research activities of all five local universities, and incorporating an open test 
track. 

• Midlands (led by AWM and EMDA): specialising in advanced automotive engineering12

o AWM’s Advantage Niche Vehicle (grants for R&D, demonstration and low-volume 
production, delivered by Cenex) 

, 
with a strong focus on the production of low carbon vehicles. Existing and future 
initiatives that will be united under the LCEA umbrella include: 

o AWM’s  planned £19.5 million Low Carbon Vehicles Technology (LCVT) 
programme, including development and introduction of next generation low 
carbon vehicles through advances in key technology platforms in areas such as 
batteries, motors and aerodynamics 

o EMDA’s  £9 million Transport Innovation Network (iNet), launched in 2008, which 
fosters collaboration between public, private and academic entities to work on 
innovative transport technology development and deployment. 

• South Wales with the South West as key partner: specialising in hydrogen energy13

o CymruH2Wales project, now to be given a funding boost of £6.2 million via the 
University of Glamorgan. 

. 
Existing and related projects include: 

A Low Carbon Vehicle Cluster (led by the Welsh Automotive Forum) has also been 
recently announced in Wales,14

3.4 Value chain 

 with approximately £30,000 backing from the Assembly 
Government through the Enterprise Networks fund. The aim is to bring together vehicle 
manufacturers, component suppliers and universities to invest in R&D, develop new IP 
and commercialise new products in the green automotive sector. 

In this context, the value chain describes the progression from applied research, through 
development and demonstration of a new technology or product, and also company 
start-up and growth (for full definitions, see Appendix A). Figures 3.4.1 and 3.4.2 provide 
an overview of the distribution of support programmes across the value chain.  

 

 

 

 

                                           
11 http://www.onenortheast.co.uk/page/news/article.cfm?articleId=3944 
12 http://www.emda.org.uk/news/newsreturn.asp?fileno=3879 

13 http://www.decc.gov.uk/en/content/cms/news/pn10_018/pn10_018.aspx 

14 http://www.welshautomotiveforum.co.uk/Controls/News/Item.aspx?itemId=13149 
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Figure 3.4.1 

Support along the value chain by 
geography* 

Figure 3.4.2 

Support along the value chain by 
sector* 

  

*Y axis represents the number of schemes 

Figures 3.4.3 and 3.4.4 illustrate the percentage and number of schemes that fall into 
high, medium or low funding levels, within each section of the value chain. See Figure 
3.2.2 for a definition of ‘scale of funding’. 

Figure 3.4.3 

% Indicative scale of funding/value of 
service along the value chain 

Figure 3.4.4 

Indicative scale of funding/value of 
service along the value chain* 

  

*Y axis represents the number of schemes 

These data indicate the following: 

• Overall, there is a good spread in the number of programmes across the value chain.  
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• R&D is dominated by sector-defined national and regional schemes with a relatively 
equal mix of low, medium and high value programmes.  

• There are fewer schemes covering demonstration overall, with a marked lack at 
regional level. Not surprisingly, these are again dominated by sector-specific schemes, 
with a relatively high number focussed on the LCV sector (see Section 3.3 above), and 
once again there is a significant proportion of high and medium value initiatives.   

• Pre-commercial and company growth incorporate the greatest number of schemes but 
the majority are of relatively low value and, in particular in relation to company 
growth, generic in nature. More than half are delivered by the regions. 

• It terms of targeted support for the LCV sector, fewer schemes are aimed at R&D than 
other parts of the value chain. 

The pre-commercial and company growth categories encompass a broad spectrum of 
activities and were therefore analysed in greater detail. Figures 3.4.5 and 3.4.6 provide a 
breakdown of pre-commercial and company growth support on the basis of the number 
and type of scheme.  

Figure 3.4.5 

‘Pre-commercial’ breakdown by number of schemes and type of support 

 
Figure 3.4.6 

‘Company growth’ breakdown by number of schemes and type of support 
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Note that these categories are not mutually exclusive, since a number of schemes impact on more than one 
part of the value chain. 

Pre-commercial schemes are dominated by start-up support, about 60% of which do not 
involve direct funding. Many of these schemes form part of the Government’s Solutions 
for Business (SfB) portfolio15

3.5 Types of support 

, a package of publicly funded business support products 
and services designed to help businesses start, grow and succeed, available in all English 
regions. The Devolved Administrations tend to have equivalent schemes. 

‘Routes to Market’ is also well served but there are fewer schemes specifically targeting 
manufacturing and IP protection, although in some cases these are included in generic 
start-up support packages. 

Company growth support is dominated by the ‘growth and expansion’ category. This 
incorporates a broad variety of support types including: networks, resource efficiency; IT 
improvement; coaching; innovation advice etc., as well as the venture capital and growth 
funds. There is also a quantity of direct funding aimed at export and internationalisation. 

Figure 3.5.1 illustrates the distribution of different types of support schemes, available to 
LCV SMEs. 

Figure 3.5.1 

Types of support and indicative scale of funding/value of service 

 
Notes: 1) It was beyond the scope of this project to record the numerous, highly localised loans for small 
businesses. These figures therefore represent an indication of the main national and regional loans available; 2) 
these categories are not mutually exclusive, since a number of schemes impact on more than one part of the 
value chain. 

Grants/subsidies dominate the landscape, both in terms of number and value. Again, it is 
evident that the non-direct funding schemes are generally of low value, with the 
exception of some high levels of funding in knowledge exchange and networking, which 
reflect a small number of large scale European programmes.  

Some types of support (e.g. tax relief, publicly funded equity) are, by their nature, few in 
number. Others, such as subsidised testing facilities and forward procurement may 
represent genuine gaps.  

                                           
15 www.businesslink.gov.uk/solutions 
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4.0 Gap analysis 
The key points that have emerged from this analysis are: 

• The most readily available sources of support for LCV-sector SMEs are those 
associated with national and regional sector-defined programmes, although the 
precise proportion relevant to the LCV sector at any one time will vary depending on 
the timing and focus of different programmes. The majority involve direct funding, 
with at least half of national schemes and a third of regional schemes providing 
medium and high levels of funding. Specifically of note, there is currently a good level 
of direct finding by the TSB’s Low Carbon Vehicles Platform.  

• There are also a large number of generic programmes available at a regional 
level. Of these, approximately half involve direct funding and half ‘other types of 
support’ (e.g. signposting, advice, networking etc.). The vast majority of schemes are 
on a relatively small scale (<£100k), and will tend to be delivered by non-sector 
experts. 

• Europe represents a relatively small source of support for the sector in terms of 
scheme number. However, there are a few key large scale programmes for science 
and technology sectors (e.g. FP7; CIP: Eco-Innovation; EUREKA) which offer medium 
to high levels of funding, although these also require extensive collaboration with 
other European states. There are also loans available from the European Investment 
Bank (EIB) that target high-risk SMEs and, currently, the LCV sector. 

• In addition to the TSB programmes which target the LCV sector, there is currently a 
strong level of support for market-oriented activities such as infrastructure trials and 
forward procurement. These latter programmes are likely to be of more relevance to 
the larger corporates, such as electricity distributers and suppliers (infrastructure) and 
OEMs/TIER1 suppliers (procurement of complete vehicles) although there may well be 
a knock-on effect further down the supply chain. 

• Regional support for LCV SMEs is unevenly distributed, with particular strengths in the 
Midlands, North East and Wales. This reflects their strategic focus and a critical mass 
of academic and business expertise. 

A number of potential gaps are evident: 

1. With the exception of the TSB’s Low Carbon Vehicle Platform, relatively few UK 
(national) R&D-based schemes are targeted specifically at the LCV sector. For most 
R&D grants, there is typically considerable competition from SMEs from a wide variety 
of sectors. It was beyond the scope of this project to assess the proportion relative 
success of the LCV sector in accessing these schemes, and/or the proportion available 
to LCV SMEs at any one time. However, there may be scope to improve the success 
rate of LCV SMEs and/or to influence the content of future calls for their benefit. 

2. Support for demonstration is based around a few, relatively high value (often field-
based) programmes (for example the major schemes for electric infrastructure), 
which may not be readily accessible to many SMEs. There is a potential lack of 
support for early validation of working ‘systems’ to demonstrate performance to a 
level that will attract interest from OEMs and Tier 1 suppliers. 

3. Generic, regionally-based support is widely available for start-up and growth 
phases, but this is fragmented and often low value, with a relatively high provision of 
non-direct funding. There may be scope to develop a high impact, integrated start-up 
and growth support scheme, specifically focused at the LCV sector. 

4. Although there are large scale European programmes that are relevant to LCV 
SMEs, these require extensive collaboration with other member states and often 
consume considerable resources during the application process. Other interesting 
schemes (such as the EIB loans) tend to be less well known. There may be an 
opportunity for the LowCVP to support SMEs in getting involved in large scale 
European projects, either acting as project co-ordinator or through brokering 
activities with their equivalent organisations in other member states, and to target 
specific schemes (such as the EIB loans) for more extensive publicity.  
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It should be noted that no assessment has been made of the relative performance or 
impact of the current programmes. It may be considered valuable, for example, to 
compare the effect of direct funding programmes with other types of support, and use 
this to inform the future development of new interventions. 

5.0 SME survey 
Between December 2009 and January 2010, the Low Carbon Vehicle Partnership 
conducted a survey of several recognised emerging companies developing low carbon 
solution for the sector. The aim of the survey was to obtain direct understanding of the 
perceived challenges faced in taking new technologies to market and different 
approaches being taken. Interviews were undertaken using web conference software or 
face-to-face, and using a structured set of questions, developed to identify key issues.  

Valued views and insights were contributed by the following innovative product 
developers: 

• Artemis IP Ltd 
• Controlled Power Technologies Ltd 
• Delta Motorsport Ltd 
• EVO Electric Ltd 
• Flybrid Systems LLP 

• Intelligent Energy Ltd 
• Microcab Ltd 
• NexxtDrive Ltd 
• Oxy-Gen Combustion Ltd 
• R&D Vehicle Components Ltd 

Although the sample surveyed is small, the responses represent views from a cross 
section of SMEs commercialising diverse technologies with different market drivers and 
applications. Caution should therefore be taken in deriving absolute conclusions for the 
sector, however areas of consensus, direct experience and divergence of views provide 
valuable perspectives and direct experience. 

Responses are analysed below. 

 

5.1 Company profiles 
The companies were asked to choose from a number of options describing their current 
activities, planned routes to market, and the advantages of being an SME. They were 
also asked to describe the negative aspects of being an SME, their top three priority 
needs, and their three greatest constraints (Q1-4, 16 and 20 in survey). 

The ten companies are predominantly engaged in late stage R&D activities associated 
with improving technical performance (50%); integrating their product(s) into existing 
applications (60%) and finding routes to market (60%). Only two companies are as yet 
involved in streamlining and scale up. 

Five companies have a single route to market planned; the remainder are considering 
two or more options. A clear majority of companies (80%) intend to engage with 
OEMs/TIER1 suppliers in order to bring their products to market (see Figure 5.1.1). 
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Figure 5.1.1 

Planned routes to market 

 
The perceived principle advantages of being an SME were conclusively the ability to make 
fast decisions (100%), the lack of bureaucracy (80%), high staff motivation (80%) and 
innovative networking abilities (70%).  

There was also convergence regarding the negative aspects of being an SME which 
centred on the lack of opportunity/ability to access networking/brokering with corporates 
and investors, and financial resourcing: 

• Difficulty in engaging with the major OEM/Tier1s due a lack of credibility; problems in 
accessing right decision makers; and time needed to establish relationships (40%). 

• Difficulty in accessing finance, both public funding and private investors; and the 
resulting financial instability (70%). 

Each SME picked their top three priorities from a supplied list of services, partners and 
information (see Figure 5.1.2 below). 

Figure 5.1.2 

Top three priorities (equally weighted) 
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Finding technical and financial partners are amongst the top priorities for 80% of 
companies. However, whereas most companies were confident that they could find 
technical partners, this was not the case with regards to financial partners. Testing 
facilities, validation services and market information were also cited as important by a 
relatively small proportion of respondents. 

Similarly SMEs chose their three greatest constraints from the list in Figure 5.1.3 below. 
Management time and securing investment were of over-riding importance (cited by 80% 
and 90% of companies respectively) as, to a lesser extent, was business development 
and sales. Identifying and securing the right expertise, and PR & Marketing were not 
considered constraints by any of the companies.  

 

Figure 5.1.3 

Prioritised constraints (top three, equally weighted) 

 

5.2 Experience with public support schemes 
The SMEs were asked a series of questions relating to their experience in accessing 
currently available support, individual schemes and types of scheme they would or would 
not recommend,  schemes they might apply for in the future (Q6-12), any need for 
improvement (Q18), and if they knew where to obtain the support they needed (Q21). 
Lastly the survey asked what other support (not currently available) would be of most 
interest (Q22). 

All ten SMEs had received public sector support of some type, ranging from limited 
assistance from a single scheme to a maximum of five awards.16

 

 

 

 

                                           
16 It should be noted that the survey targeted SMEs that were likely to have experiences with public sector support that they could discuss. From the 
perspective of successful applications, therefore, the results may not be entirely representative of the sector as whole. 
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Figure 5.2.1 

Support received to date 

 
 The results indicate that: 

• The majority of schemes were received from the RDAs (or equivalent Devolved 
Administrations), with TSB also contributing significantly 

• In cases where information on the type of support was provided this showed that the 
majority was in the form of a direct grant or grant for third party support: R&D Grant 
funding (8 projects); funding for demonstration (2 projects); Carbon Trust incubation 
(2 projects), other forms of capital grant (2 projects), tax relief (1 company). Only two 
companies named ‘non-grant’ types of support: Interface (a matchmaking service 
connecting businesses to world class expertise) and EMDA’s Transport iNET (although 
this also offers grants in addition to brokering and advice). 

With the exception of the time-consuming nature of applications, the SMEs did not 
experience difficulty in accessing support schemes, and 40% of respondents had been 
successful in all their applications. The remainder had put in unsuccessful bids with the 
TSB (5), CT (2), EST (1), DECC (1) and MOD (1). It is notable that none of the 
companies had applied for a loan or equity investment from an early stage seed fund. 

Schemes recommended to other SMEs included: 

• The Design Council’s ‘Designing Demand’ Programme17

• Shell Springboard Award 
 

• Regional R&D grants 
• SMART awards (in Scotland). 
Only one scheme was singled out as not to be recommended: 

• Carbon Trust incubation: this was considered bureaucratic with support often 
misdirected. 

It was also noted that collaboration with universities can fail as a result of misaligned 
expectations in terms of meeting objectives and deadlines. 

Six companies provided suggestions for improvement in terms of scheme delivery. These 
were principally: 

• Greater transparency over decision making process (TSB and other). 

                                           
17 http://www.designingdemand.org.uk/ 
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• Speed of response during application, and subsequent payment (TSB, Scottish 
Enterprise, other). 

Two companies were wholly satisfied. 

The majority of companies recommended undertaking supply chain partnerships as a 
vital strategic aim, with collaborative research also considered important. 

In terms of available schemes likely to be applied for in the future, there was a notable 
interest in manufacturing support schemes of various types, and for looking outside the 
UK. This was in addition to accessing more of the familiar TSB/CT/regional grant 
schemes. 

Figure 5.2.2 

Future support likely to be sought 

 
Eight out of the ten companies had no difficulty in finding the available public sector 
support, and signposting organisations (such as the KTNs and Cenex) were noted. The 
remaining two companies suggested that it can be time consuming to investigate each 
type of support in detail and often difficult to find the right people to talk to, in order to 
answer specific questions. 

Six companies had suggestions for novel types of support that are not currently 
available. These were: 

• Funding for growth phase 
• Independent advice on the right support for the business 
• Specialist mentor for the automotive sector 
• Schemes to improve market uptake 
• Grants providing 100% funding (i.e. no match funding required) 
• Portal (e.g. via LowCVP) to provide bespoke brokering services with e.g. VCs or JV 

partners. 

5.3 Experience with research institutes, partnerships and recruitment 
The companies were asked to comment on their experience to date of working with 
research institutes, in forming collaborative partnerships and in finding personnel with 
the right skills (Q5, Q13-15). 
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Seven out of the ten companies had prior experience in working with research institutes, 
and none expressed difficulty in access the right expertise. Contact with the institutes 
was made via a variety of routes including informal networking, pre-existing links with 
universities, and referrals. Only one company used a public-sector agency (Interface) set 
up specifically to support such collaboration. Partnerships have been formed from a 
number of routes, the most common being: 

• Direct approach to suitable partners (potentially identified on the web), often from 
within the supply chain (upstream and downstream) (5 examples). 

• Via networking/brokering channels, in particular LowCVP, Cenex (including AWM 
network), Interface (3 examples). 

• Informal networking (2 examples). 
Seven of the ten companies described problems in negotiating terms with partners, 
although some of these were considered quite minor. IP was considered an issue in the 
majority (5) of these, in particular the length of time needed to achieve a resolution. 
Other problems were associated with maintaining confidentiality when dealing with large 
corporates and the high cost of legal contracts. 

The majority of companies obtained qualified personnel through their informal business 
networks. Other relatively minor sources were: 

• Job adverts in specialist publications  
• Recruitment agencies  
• Head-hunters and referrals 
• Using sub-contractors. 

5.4 Attitude towards growth and innovation 
Companies had experienced a wide range of issues during their growth/transition phases 
(Q17). Four companies described financially-related issues: 

• Investigating sources of finance 
• Need for large premises 
• Problems in securing venture capital or JV with OEM for demonstration 
• Cash flow, both in relation to recruitment, and also in trying to ramp up production. 
Other issues were: 

• Recruitment 
• Finding time for the ‘day job’ whilst trying to manage growth 
• Maintaining focus on customer priorities. 
The majority of companies had not yet addressed these problems. 

Eight companies were seeking to adopt innovation within their business (Q18), and the 
majority of these saw innovation as a continuous process of improvement, not 
necessarily associated with specific challenges. Three companies listed specific 
technological areas in which they were looking to innovate and one companies suggested 
innovation would occur as a result of external influences during successful joint ventures. 

5.5 Intellectual property 
The last five questions centred on intellectual property (Q23-27). The majority of 
companies (60%) would prefer to keep their IP management in house, although to date, 
only 20% of companies had undertaken valuation of any Intellectual Assets (including 
patents, trademarks, registered designs, trade secrets etc). Companies were asked to 
rank five potential issues in dealing with IP. The greatest source of difficulty was patent 
costs and processes, followed by valuation of patents/technology/company and IP due 
diligence/market analysis (see Figure 5.5.1). Finding partners and managing assets were 
considered less onerous.  
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Figure 5.5.1 

Areas of greatest difficulty in managing IP 

 
Four companies felt they needed no help to license-out or find partners for their 
IP/technology/product. Of the remaining six, there was a slight preference for using a 
specialist consultant over the UKTI or lawyers and patent agencies. There was little 
interest in an online self help service or using Business Link for this type of support. 
Finally companies were asked to select from a list of online business tools, all those that 
would be of use in managing IP assets (Figure 5.5.2).  

Figure 5.5.2 

Preferred online business development tools for IP management 

 
Online business tools for patent searching and accessing funding would clearly be of 
particular interest. Portfolio management, patent management, IP health check and 
mentoring were also considered of value.  
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5.5 Conclusions 
A number of interesting insights can be drawn from the responses to the survey: 

• Engagement with OEMs/TIER1 suppliers was seen as the most promising route to 
market, but at the same time this presents one of the greatest challenges to an SME. 
Establishing credibility and accessing the right decision makers within a corporate is 
particularly difficult for a small company. 

• Supply chain collaboration, downstream as well as upstream, was considered crucial. 
• On the whole companies were confident they could find the technical partners they 

need, and were experienced in accessing expertise from the research community. 
• Financial stability was one of the most pressing concerns. This was associated with: 

o difficulty in finding private investors/partners 
o difficulty in accessing public funding, including finding the 

investors/partners to provide match funding, and the amount of time 
needed for both these activities 

o difficulty in managing cash flow in early stages of growth, in particular in 
relation to recruitment and investment for production. 

• All SMEs had experience in applying for public funding, with many making use of the 
well-known TSB and RDA delivered schemes, but this was strongly biased towards 
direct funding schemes. There was clear evidence that finding appropriate schemes is 
not a barrier and good signposting exists, but getting hold of the right people for 
specific advice, and the time and bureaucracy involved in applications were more of a 
problem. 

• Manufacturing support emerged as a likely future need for a number of companies. 
Other types of scheme sought were based on sector-specialist advice/mentoring; 
brokering services and market uptake support. 

• IP was cited as a common challenge in negotiating terms with partners, a but few 
companies had yet engaged in a valuation of their intellectual assets.  

  



Resources for Emerging Businesses 

                                       

 23 

6.0 Overall conclusions from the gap analysis and survey 
Gaps in the support landscape that have emerged from both the desk-based analysis and 
the SME survey are presented in the table below together with the nature of the gap, the 
type of activity to potentially address the gap (explored more fully in Section 8.0) and an 
estimate of its relative importance for LCV SMEs.  

 

Table 6.0.1 

Gaps in the support landscape for LCV SMEs 

 Gap Evidence Nature of 
Gap 

Possible LowCVP 
action 

Rank* for 
intervention 

1 Support for 
early stage 
demonstration 

Fewer support 
schemes available 
for early (sub) 
system 
demonstration. 
Current initiatives 
focused on large 
scale demonstration 
and field trials 

Sufficient 
support not 
available 

R&D schemes 
typically do 
not go this far 

Investigate novel 
schemes to provide 
targeted support for 
early validation of 
systems, potentially 
including access to 
low cost testing 
facilities/equipment 

High 

2 Support for 
early 
production 
stage 

Manufacturing 
support initiatives 
relatively rare (e.g. 
MAS), but of 
considerable 
interest to SMEs; 
difficulty in 
managing cash flow 
during this stage 

Sufficient 
support not 
available 

Investigate novel 
schemes to provide 
targeted support for 
early stage 
production, 
potentially including 
access to small 
scale production 
facilities 

High 

3 Support in 
securing 
supply chain 
partners 

Cited as extremely 
important by SMEs. 
Access to corporate 
partners particularly 
difficult 

Support not 
being 
accessed/ not 
effective  

Investigate novel 
schemes, such as 
bespoke/endorsed 
brokering between 
SMEs and targeted 
potential partners 

High 

4 European 
schemes 
difficult to 
access 

European grants 
highly bureaucratic; 
not all schemes yet 
available in UK; 
limited take 
up/knowledge of 
any scheme other 
than FP7 

Support not 
being accessed 

Lobby 

Take active role in 
encouraging UK 
participation in 
large scale 
European projects 
(via Project Co-
ordination role 
and/or brokering 
with European 
innovation 
agencies) 

High 
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5 Support in 
securing 
finance and 
investment** 

Cited as of over-
riding importance by 
SMEs, despite 
existence of variety 
of schemes (e.g. 
brokering, 
networking); some 
evidence that public 
sector investment 
funds are not being 
accessed 

Support not 
being 
accessed/ not 
effective 

Further research 

Dissemination 

Investigate novel 
schemes such as 
bespoke/endorsed 
brokering between 
SMEs and targeted 
financial partners 

Investigate novel 
schemes to support 
SMEs with match 
funding and cash 
flow  

High 

6 Generic 
support for 
start-ups and 
growth 
available but 
low-value and 
fragmented 

There appears to be 
limited take up of 
generic, low-value 
pre-commercial and 
growth phase 
support 

Support not 
being accessed 
and/or value 
of support not 
appreciated 

Further research 

Dissemination 

Investigate novel 
schemes that 
integrate best 
practice with a 
sector specific focus 

Med 

7 R&D-based 
support 
focussed on 
LCV sector 

For the majority of 
R&D grants, LCV 
SMEs must compete 
against SMEs from a 
broad range of 
sectors (although 
success in accessing 
these grants was 
high amongst 
survey SMEs) 

The extent of 
the gap is 
unclear. More 
information is 
needed on the 
comparative 
success of LCV 
SMEs in 
gaining awards 

Further research 

Lobby 

Support application 
process 

 

Low 

*Qualitative ranking based on an estimation of the size of the gap and the potential to make an impact through 
intervention 

** Analysis of private sector investment has not been a primary focus this project, but did emerge as a 
challenge from the SME survey 

7.0 Innovative and exemplar schemes with the potential to address identified 
gaps 
Given the potential gaps in the support landscape identified in Table 6.0.1, examples of 
innovative schemes are presented in Table 7.0.1 that are potentially of interest to the 
LCV sector, either via adaptation from a different sector, or through extension to other 
parts of the UK. These have been summarised, together with their potential impact on 
the gaps described above.  

It should be noted that a number of the schemes described in the table serve as different 
examples of a similar approach. For example, the Welsh Techniums, Hethel Engineering 
Centre, WRAP Recycling Commercialisation Centre and the ETC are all innovative physical 
incubation schemes, either incorporating novel infrastructure/equipment or with a strong 
sector focus; both MentFor and Nesta’s Creative Business Mentor Network offer bespoke 
mentoring with sector-specific expertise. 
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Table 7.0.1 

Innovative and exemplar schemes with the potential to address identified gaps 

Current 
limitation 

Scheme Delivery agent Description Potential gap(s) 
addressed* 

Regionally-based 
schemes not 
replicated 
elsewhere 

Welsh Techniums18 Welsh Assembly 
Government 

 Ten innovation centres throughout Wales. Physical 
incubation facilities containing bespoke infrastructure 
(such as specialist laboratories), are located within 
industry clusters (including ‘big business’). None of 
the eight Techniums are focussed directly on the LCV 
sector, but a number conduct related activities. For 
example, the Technium Performance Engineering has 
a focus on the automotive, motorsport, aerospace and 
marine industries. Specialised facilities include access 
to the nearby British Automobile Racing Club’s 
Pembrey Circuit, an excellent testing facility for 
specialist road and track cars. 

Support in securing 
supply chain partners 

Generic support for 
start-ups/ growth 
phase 

Support in securing 
finance (through 
access to high capital 
cost physical 
infrastructure) 

Lack of support in 
securing supply chain 
partners 

Generic support for 
start-ups/ growth 
phase 

Hethel Engineering 
Centre, Norwich19

Private company 
supported by range of 
partners and investors 
including Norfolk County 
Council, EEDA, Group 
Lotus Plc 

 
Physical incubation facilities focused on high 
performance engineering and manufacturing 
companies, and has a range of specialist equipment 
available for hire at competitive rates (such as HAAS 
machines, and rapid prototyping machines), as well as 
the full range of commercialisation services. The 
centre currently has a strong focus on low carbon 
vehicle development.  

Energy Technology 
Centre (ETC), East 
Kilbride20

Private consortium led by 
TuvNel funded by 
Scottish Enterprise  

A wide range of subsidised testing facilities (including 
specialised equipment that is not readily available at 
Universities etc.)  for developing, testing and 

                                           
18 http://www.technium.co.uk/ 

19 http://www.hethelcentre.com/ 
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demonstrating small-scale renewable and sustainable 
energy systems (stationary and transport 
applications). Commercialisation services are also 
available at the discretion of Scottish Enterprise. 

Supply Chain 
Improvement 
Programme21

MAS-WM 

 

An in-depth, customer-driven development project 
where a host company works with a group of their 
suppliers to improve performance and enhance 
competitiveness. 

Projects can include (but not limited to): standard 
development across the supply chain; developing 
more effective material processes throughout the 
supply chain; rapid and robust introduction of new 
products and processes; improving collaborative 
working; improving quality, cost, delivery and 
responsiveness throughout the supply chain 

The host company can apply for a grant of £40,000 - 
£100,000 (excl. VAT) which must be matched by the 
host 

Support in securing 
supply chain partners 

 

East of England 
MentFor22

MentFor 
 

A not-for-profit organisation (funded by EEDA and 
ESF) that puts businesses in touch with mentors who 
have many years of experience in similar fields or 
similar situations. Set up in East of England, now with 
network of 4000 members, but looking to expand 
throughout UK. 

Generic support for 
start-ups/ growth 
phase 

Scottish Enterprise 
High Growth Team 

Scottish Enterprise Companies that have the potential for high growth, 
are identified using a set of strict criteria. Once 
accepted on to the scheme, companies are given 
intensive support up to the point of preparing a 
business case to present to investors. Support 
includes: identifying appropriate business model – 
optimise route to market, channel partners, revenue 

Support in securing 
supply chain partners 

Support in securing 
investment 

Generic support for 
start-ups/ growth 

                                                                                                                                                                                                          
20 http://www.scottish-enterprise.com/sedotcom_home/your-sector/sector-energy/energy-support/energy-innovation/energy-technology-centre.htm 

21 http://www.mas-wm.org/services/the-regional-offerings/supply-chain-improvement-programme 

22 http://www.mentfor.co.uk/ 
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model, etc.; identifying funding requirements, tactics 
and strategy; preparing, revising and finalising a 
business plan; undertaking customer/supplier visits; 
identifying funding sources and optimal balance of 
debt/equity/grants; identifying and presenting to 
suitable investors; securing appropriate IP advice 
finalising equity structure and completion of funding 
package 

phase 

UK sector-specific 
schemes not 
currently available 
to LCV sector 

Open Access MNT 
Facilities Network23

TSB 
 

A network of 22 facilities (consisting of universities, 
corporates and SMEs) created to fill gaps identified 
within the UK MNT supply chain so that nano-enabled 
products and processes may be brought to market 
more rapidly. Each facility provides specialised know-
how and equipment that would otherwise not be 
available. For example Laser Micromachining Limited 
(LML) operates the UK Laser Micromachining 
Centre (UK-LMC) which provides an open access 
facility for businesses to utilise laser processing. In 
addition to the high precision microfabrication services 
offered by the centre, users can also get free advice 
and guidance on laser micromachining options. The 
network was established with £40m over three years 
from the DTI (primarily serving as a 50% grant for 
capital investment) and services were subsequently 
offered on a commercial basis. Funding has now 
ceased and centres are expected to become self-
sustaining. 

Support in securing 
finance (through 
access to high capital 
cost physical 
infrastructure) 

Support for early 
stage demonstration 

Support for early 
production stage 

Recycling 
Commercialisation 
Centre24

Imperial Innovations on 
behalf of Waste & 
Resources Action 
Programme (WRAP) 

 

Physical incubation space and other commercialisation 
services, but focussed solely on the recycling sector. 
The centre offers a range of commercialisation 
services: proof of concept funding; developing an 
intellectual property (IP) strategy; accessing funds for 
IP protection; market research; business 
development; preparing a business plan; accessing 

Support in securing 
supply chain partners 

Generic support for 
start-ups/ growth 
phase 

                                           
23 http://www.globalwatchonline.com/epicentric_portal/site/MNT/menuitem.a1026aa8714e29fb1ef52110eb3e8a0c/?mode=0 
24 http://www.imperialinnovations.co.uk/?q=idea/recycle-centre#services 
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potential management and directors; introduction to 
investors 

 

eQuip Residual Value 
Guarantee (RVG)25

WRAP 
 

The scheme guarantees the future residual value of 
essential machinery and equipment through a panel of 
participating banks and leasing companies. 

Support for early 
stage production 

Creative Business 
Mentor Network26

Nesta 
 

The Creative Business Mentor Network created by 
NESTA with help from PACT, the trade association for 
independent media companies, and business advisors 
Grant Thornton, gives 24 creative companies the 
benefit of one-to-one mentoring from some of the 
most successful business people from the creative 
sector. The companies will receive practical advice on 
overcoming the challenges of growing a creative 
business and be able to tap into their mentors’ years 
of business and industry experience. 

Generic support for 
start-ups/ growth 
phase 

European 
innovation support 
scheme not yet 
replicated in UK 

Kis-PIMMS and 
GreenConServe27

European Consortia 
 

Two examples of pilot project for ‘next generation’ 
voucher schemes in which, the scope of the services 
offered (commercialisation and professional as well as 
technical) and scale of funding per voucher 
(potentially up to about £20k) has been increased. 

Generic support for 
start-ups/ growth 
phase 

Support in securing 
supply chain partners 

Financial 
intermediaries not 
yet available in the 
UK 

SME guarantee 
facility (SMEG)28

CIP via national financial 
intermediaries  

Co-, counter- and direct guarantees to financial 
intermediaries providing SMEs with loans, mezzanine 
finance and equity. However, no financial 
intermediaries are yet available in the UK. 

Support in securing 
finance and 
investment 

** May require adaptation

                                           
25 http://www.wrap.org.uk/recycling_industry/support_funding_guidance/help_for_recycling_businesses/money_matters/equip.html 

26 http://www.nesta.org.uk/areas_of_work/economic_growth/startups/creative_business_mentor_network 

27 http://www.greenovate-europe.eu/content/kis_pims; http://www.greenovate-europe.eu/content/greenconserve 

28 http://ec.europa.eu/enterprise/policies/finance/cip-financial-instruments/#h2-the-high-growth-and-innovative-sme-facility-(gif); http://www.access2finance.eu/en/United%20Kingdom/what_is_available.htm 
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As described in Section 3.3, there are already a number of exemplar schemes within the 
LCV sector, and others are planned in relation to the new LCEA areas (North East and 
Midlands). These have the potential to fill some of the gaps identified (highlighted in 
Table 7.0.2 below) but are necessarily restricted to supporting SMEs within their regions. 

Table 7.0.2 

Exemplar schemes within the LCV sector and their potential to address potential 
gaps 

Scheme Potential gap(s) addressed 

EMDA Transport iNET Support in securing supply chain 
partners; Support for early 
demonstration 

Advantage Niche Vehicle (Niche Vehicle 
Research and Development Centre) 

Support for early stage demonstration 

North East National R&D centre for Ultra Low 
Carbon Vehicles 

Support for early stage demonstration 

North East training centre for manufacture 
and maintenance of ultra-low carbon vehicles 

Support for early production stage 

It would be essential for LowCVP to take these schemes on board in deciding on future 
priorities for the improvement of the support landscape for LCV SMEs. 
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8.0 Conclusions and recommendations  
Overall, there are a significant number of public sector support schemes available to 
SMEs in the LCV sector. The spread of support across the value chain is reasonably good, 
although characterised, very broadly, by: 

• sector-specific, relatively high financial value, direct funded, and nationally delivered 
schemes for Research, Development and Demonstration; and 

•  generic, low financial value, non-direct funded, and regionally delivered schemes for start-up 
and growth. 

 
A number of gaps have been highlighted in the course of this analysis, together with 
some examples of interesting schemes, elements of which have the potential to serve as 
templates for the development of bespoke initiatives, designed to fill those gaps. 
However, it has not been within the scope of this project to investigate these schemes in 
great detail, or to validate the proposed gaps, and a number of questions remain to be 
answered. The following actions are recommended in order to provide these answers and 
to prepare for future prioritisation for the development of the support landscape. It is 
assumed that initial validation of all proposed gaps will be undertaken using stakeholder 
consultation. 

8.1 Specific recommendations in relation to identified gaps 

Gap 1 Lack of support for early stage demonstration (high priority) 

The analysis suggests that a gap in support exists between R&D and full-scale 
demonstration, a stage in which it is essential to provide validation of working 
‘(sub)systems’ at a performance level that will attract interest from OEMs and Tier1 
suppliers.  

Recommendation 
Investigate the potential for an initiative that supports early stage demonstration 
(validation of early working ‘(sub)systems’), potentially associated with the availability of 
experimental and testing equipment at low cost (in the style of MNT facilities/Welsh 
Techniums/ETC) and with the explicit involvement of OEMs/Tier1 suppliers to provide 
market intelligence, match funding and the potential for future partnership. There would 
also be the possibility of using an eQuip-type scheme to support the cost of installation of 
new infrastructure. Further research into the impact of EMDA’s Transport iNET on early 
stage demonstration is also recommended in order avoid duplication of effort and ensure 
collaboration where possible.  

 

Gap 2 Support for early production stage (high priority) 

The analysis suggests that there are strong challenges around the scale up required to 
support early production which present a bottleneck in the value chain, and impact 
negatively on the ability of an SME to access corporate partners and larger scale finance 
at this stage. 

Recommendation 
Investigate the possibility that access to a range of low cost, highly configurable 
production facilities for small-scale production (in a similar style to the MNT facilities) 
would be desirable, and evaluate the technical viability of this type of initiative. Once 
again it would be important to link up with existing or proposed initiatives, such as the 
North East Manufacturing and Production Training Centre. 
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Gap 3 Support in securing supply chain partners (high priority) 

Fostering partnerships with all parts of the supply chain is another crucial activity for 
SMEs. In particular, SMEs find it difficult to prove their credibility and reliability in the 
eyes of large corporates (potential customers and routes to market). 

Recommendation 

Investigate the potential for bespoke brokering services involving introductions of chosen 
SMEs to potential corporate partners. This could be ‘virtual’ or in association with a 
physical centre located within an industry cluster (potentially involving the new LCEAs) in 
the style of the Welsh Techniums. This could also be linked with a scheme (similar to, or 
based on an extension of, the Supply Chain Improvement Programme) in which the 
larger corporates work with their supply chains to support efficiency gains and 
performance improvement for the benefit of all companies involved. There is also the 
potential to explore opportunities to access new partners in Europe (see below). 

 

Gap 4 European schemes difficult to access (high priority) 

Although a range of support initiatives already exists to help UK academics and 
businesses access European schemes (e.g. UK National Contact Points for FP7; Energie 
Helpline UK), it is understood that, in many areas, UK organisations fail to secure as 
much funding as their counterparts from other European countries. 

Recommendation 

Investigate the opportunity for the LowCVP to provide additional support in disseminating 
information on initiatives, and in particular loans and other less well known European 
instruments, that are directly relevant to the sector. In addition, explore the potential to 
play a more active role in identifying opportunities for pan European projects and to play 
a key role in project co-ordination. Examine the SME Guarantee Facility (SMEG) scheme 
in more detail in order to find out if this can be made available in the UK, and consider 
the potential for the LowCVP to initiate a UK pilot.  

 

Gap 5 Support in securing finance and investment (high priority) 

Financial instability remains one of the main concerns of SMEs, despite a considerable 
number of schemes aimed at investor readiness, brokering activities and the provision of 
funds. As with Gap 3, further research is needed to understand if (and why) these 
schemes are not meeting the perceived need. 

Recommendation 
Undertake the relevant research. Depending on the results, increase dissemination 
activities and/or investigate the potential for a bespoke brokering activity (potentially 
modelled on the SE High Growth Initiative) in which SMEs compete to win a place on a 
‘showcasing scheme’ where they are introduced to suitable investors following intensive 
coaching. The aim would be for some form of an ‘endorsement’ by the LowCVP to reduce 
the perceived risk in investment. 
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Gap 6 Generic support for start-ups (medium priority) 

A large number of regionally-based schemes are available for SMEs from all sectors in 
the start-up and growth phase. These potentially deal with a number of issues raised 
within the SME survey, such as access to finance (loans) and financial partners (start-
up/growth funds); IP management and other commercialisation support. Nevertheless 
these issues appear to remain significant challenges for SMEs and there is some evidence 
from the survey that this support is not being taken advantage of. 

More research is needed to scope out this gap in full and to answer a number of 
outstanding questions. For example: 

• Are these schemes not perceived as attractive because of their generic nature? 
• Are the schemes considered of insufficiently high value to warrant the time needed to 

apply? 
• Are some schemes (e.g. small scale seed funding) addressing needs on paper but not 

in reality?  
 

Recommendation 
Undertake the research described above. Depending on the results, increase 
dissemination activities and/or investigate the opportunity to provide an integrated 
sector-focussed scheme, either virtually (in the style of SE High Growth Team, and the 
specialised mentoring schemes listed in Table 7.0.1), associated with physical incubation 
(e.g. Hethel Engineering Centre) or both. Novel schemes that could form a part of this 
package include the brokerage schemes described for Gaps 3 and 6. Alternatively a 
variation on existing innovation voucher schemes (in the style of the pilot projects listed 
in Table 7.0.1) could be considered, which would provide meaningful funding for 
commercialisation and professional, as well as technical services. Innovation vouchers 
schemes have the added advantage of allowing the SMEs control over the best use of the 
allocated funding. 

 

Gap 7 Lack of R&D-based support focussed on LCV sector (low priority) 

Further work is required to understand the proportion of R&D-based support (including 
for example, grants, KTPs, innovation vouchers) that is awarded to the LCV sector, 
acknowledging that within the small sample of survey SMEs, the success rate appeared 
to be high. R&D-based support is absolutely essential to technology-based SMEs and 
there may be an opportunity for the LowCVP to lobby for an increase in the number of 
calls relating to the LCV sector, and to increase the success rate of application by SMEs. 

Recommendation 

Undertake the research described above. Based on the results, investigate the 
opportunity for the LowCVP to lobby for an increased focus on the sector and, where this 
is not already available, provide specialist support during the application process. 
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8.2 An integrated approach 
It is clear in looking at the recommendations outlined above, that many of these 
proposed actions are not mutually exclusive, and/or would benefit from a joined-up and 
integrated approach. There is an opportunity to develop a single overarching national 
framework to tackle several of the identified gaps simultaneously, whilst building on the 
expertise and physical infrastructure already in place. 

 

Figure 8.2.1 gives a schematic illustration of one example of an integrated approach to 
the funding and support needs of SMEs in the LCV sector. 

Figure 8.2.1 

Integrated national framework to support SMEs in the LCV sector 

 
 

This solution would focus around a number of hubs, initially based near the industry 
clusters associated with the new LCEAs (Midlands, North East and Wales), where a 
number of ‘open facilities’ (similar to MNT facilities) could be made available at low cost 
(potentially supported by an eQuip-style scheme) to support (sub)system demonstration 
and small-scale production. Sponsorship of these facilities by key industrial players would 
ensure a ready connection to potential clients for SMEs, coupled with clearly defined and 
attainable specification for demonstration and early production. Linked in to these 
physical assets (‘hubs’) would be a series of virtual support activities (spokes) including: 

• Sector-specific intensive mentoring programmes, including introductions to targeted 
corporates and investors, provided on a competitive basis. 
 

• National innovation voucher/credit schemes with material funding (e.g. £20k per 
voucher) for technical, professional or commercial services as required, redeemable 
anywhere within the UK network where the service or appropriate facilities are 
available. Although it makes sense, initially, to build on the infrastructure associated 
with the existing ‘hubs’, there may be opportunities to locate additional facilities in 
other regions in the future. 

 
• Strong European project brokering, ensuring that UK SMEs are able to take full 

advantage of available European funding and foster strong partnerships with the 

Integrated package of sector-
specific national support based 
around 3 regional LCEA hubs. This 
could include:

• Provision of open access 
engineering and test facilities  
(potentially supported by a 
guarantee scheme similar to 
‘eQuip’)

• Sponsorship by key industrial 
players

• Competitive mentoring programme

• Innovation voucher/credits 
programme (redeemable at hubs 
or for other support services)

• European project brokering and 
participation

• Supply chain development and 
strengthening

North East

MidlandsWales 
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private and public sectors in other European jurisdictions. This is likely to be crucially 
important, both on account of the possibility that national funding will contract in the 
short term, and due to the limited availability of OEM/Tier1 suppliers in the UK. The 
LowCVP could have a particularly important role to play in developing relationships 
with their equivalent organisations in other member states, opening doors for the 
participation of UK SMEs in European projects. 

 
• Supply chain strengthening, taking the Supply Chain Improvement Programme as a 

potential template. 
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Appendix A: Definitions used in scheme categorisation 

Name Category 
options 

Sub-category options Definition 

Geographic 
focus 

n/a n/a Required location of SME applying for support 

Availability Yes  Available to LCV sector, either continuously or 
through periodic calls/programmes 

Potentially  Theoretically open to LCV sector, but with no 
relevant programme to date 

No  Targeted at sectors other than LCV 

Scale H/M/L  The potential value realised by an individual 
SME (individual advice, mentoring, R&D grants, 
equity etc.) or the value of cohesive large scale 
projects in which a SME might participate 

Timing Continuous  Applications all year round 

Regular calls  Calls are announced on a regular basis, 
although not all of these will be relevant to the 
LCV sector 

Individual large 
scale projects 

 One-off large scale projects/programmes that 
may last for several years and consist of a 
number of phases 

Sector 
focus 

S&T  Scheme may be applied to wide variety of 
science and technology-based sectors, but often 
with sector-focused calls and programmes 

Cleantech  Scheme may be applied to low carbon 
technologies, renewable technologies and eco-
innovation 

Automotive  Scheme targeted at the automotive sector 

LCV  Scheme targeted at the low carbon vehicle 
sector, including the fuel cell and hydrogen 
sector 

Other specific 
sectors (as 
described) 

 Scheme targeted at a sector that excludes LCVs 

Value chain Research Applied research Early stage research involving SMEs 

Development Proof of concept (TRL 3) For example analytical and laboratory studies to 
physically validate predictions of separate 
elements of the technology 

 Validation (TRL 4&5) Basic technological components are integrated 
to establish that the pieces will work together 
and the technologies tested in a simulated 
environment 

 System/ subsystem 
prototype (TRL 6) 

Representative model or prototype system is 
tested in a high fidelity laboratory environment 
or in simulated operational environment. 

Demonstration Early demonstration 
(TRL 7) 

Demonstration of an actual system prototype in 
an operational environment 

 Full demonstration (TRL 
8&9) and field trials 

Technology proven to work in its final form and 
under expected conditions; or field trials 
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incorporating 10s to 100s units 

Pre-commercial Routes to market Includes access to access to potential partners; 
finance and new market applications 

 Company start-up 
support 

 

A broad category encompassing straight forward 
advice; signposting to relevant information and 
early stage equity and loan schemes 

 Manufacturing Production and processes 

 IP Targeted IP support 

Company growth Sales and marketing  

 Growth and expansion 
(including resource 
efficiency) 

 

Includes direct funding (larger scale venture 
funds) and other types of support (e.g. 
Coaching/leadership mentoring) 

 Employment and 
training 

 

 Export and 
internationalisation 

Direct support for export and 
internationalisation activities and/or activities 
involving collaboration with international 
partners 

 

Appendix B: SME Survey Questions 
1. Which best describes your business’ current primary focus for improvement 

(please tick)? 
 Technical performance of product 
 Integration into existing platforms/infrastructure 
 Encouraging adoption by the market 
 Streamlining, cost reduction, process scale-up 
 Other – please detail:  

 

2. What route to market do you plan to take (please tick)? 
 Rapid mass market introduction 
 Limited introduction 
 Collaboration with a major OEM/Tier 1 player 
 Stealth/under the radar development 
 Other – please detail:       

 

3. What do consider to be the positive traits and strengths of being an SME 
(please tick) 

 fast decision making 
 low bureaucracy 
 visibility and connectivity across all business aspects 
 high levels of motivation 
 innovative, naturally intuitive networking abilities 
 close relationships with customers suppliers, employees , investors and 
other important stakeholders 

 ability to exploit new experience and knowledge 
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 Other – please detail:       
 

4. What do consider to be the negative aspects of being an SME 
      

5. Have you explored working with a research institute and if so how did you go 
about finding the right expertise and capabilities? 
      

6. What support have you successfully applied for (e.g. Advice from Business 
Link, R&D funding from a Regional Development Agency, Carbon Trust 
incubation)? 
      

7. Were there any major problems in accessing support that had to overcome? 
      

8. What support have you not been successful in obtaining? 
      

9. What support do you envisage applying for as the business grows and who 
from? 
      

10.Are there any support initiatives that you would recommend to similar SMEs? 
      

11.Are there any support initiatives or directions that you would not recommend 
and why not? 
      

12.Are there any strategic directions that you would recommend, e.g. 
collaborating with researchers, supply chain collaboration, external 
mentoring, regional, national, European funding and support schemes? 
      

13.How have you found collaborative partners, or where have they found you? 
      

14.Did you encounter any difficulties in agreeing terms with partners and if so, 
how did you overcome them? (e.g. IP, Confidentiality, defining objectives) 
      

15.Where do you seek relevant qualified personnel from? 
      

16.Which three of the following would you prioritise most necessary to you and 
would you know where to obtain them (please tick)? 

 Test and analysis facilities 
 Validation and certification services 
 Technical Partners 
 Financial Partners 
 Information on markets 
 Information on technology 
 Other – please detail:       



Resources for Emerging Businesses 

                                     

 38 

 
17.Have you experienced any problems managing growth steps or transitions of 

the business?. If so, how were these addressed and was any support utilised? 
      

18.What could be improved about any of the support you have considered 
(please specify which scheme/provider)? 
      

19.Are there innovations that your business is seeking to adopt? 
      

20.What are your three greatest constraints (please tick)? 
 Management Time 
 Finance & investment from outside sources 
 Identifying and securing expertise 
 Finding suitably qualified personnel 
 Market research & information 
 PR & marketing communications 
 Business development, Sales 
 Identifying collaborations/cooperation partners 
 Other – please detail:       

 
21.Do you know where to get support from the public sector? 

      

22.What support would you like to be available? 
      

23.Worldwide patenting, trademark, copyright and Intellectual Asset (IA) 
management can be very confusing. What is your preference for managing 
your Intellectual Property (IP) (please tick)? 

 I’d prefer to outsource management of my IP 
 I’d prefer to manage my IP myself 
 I don’t know 

 

24.In your experience, which part of the IP wealth creation process has caused 
you the greatest difficulty? (Please indicate rank, where 5 is the highest level 
of stress). 
  Patent costs and process 
  Finding partners, licensees, licensors 
  Managing assets 
  Valuing technology/ patents/ your company 
  IP due diligence/market analysis 

 

25.What is your preference to find the help you need to license-out or find 
partners for your IP/technology/product? (please tick) 

 Self help via an online service 
 Specialist Consultants 
 Business Link / Flexible Support For Business 
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 UKTI / International Business Wales 
 Lawyers and patent agents 
 Do not need any help 

 

26.Intellectual Assets (IA) – i.e.  patents, trademarks, copyright, registered 
designs, know-how, trade secrets etc – help determine the value of your 
company. Have you ever had these assets valued for your current company 
(please tick)? 

 Yes   
 No   
 I don’t know 

 
27.Which of these online business development tools are of most value to you to 

help you manage your IP assets?  (Select all that apply) 
 Valuation 
 Partnering 
 Asset audit 
 Portfolio management 
 Patent management 
 IP health check 
 Patent searching 
 Funding 
 Pre negotiation advice and management 
 Business development consultancy 
 Due diligence (market, economic, financial and IP analysis) 
 Mentoring for IP, Boardroom, negotiation skills 
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