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EXPORT DEVELOPMENT STRATEGY FOR SCOTLAND - FIRST ANNUAL REPORT 

The Export Development Strategy for Scotland was launched in September 1995 with the support of 
all the key export support organisations in Scotland,including Local Authorities and COSLA. 

The first annual report on the progress of the Export Development Strategy for Scotland (copy 
attached) indicates an overall increase of 20% in exports of manufactured goods, to a record of 
&17.3bn for 1995. 

The strategy is implemented through the Local Export Partnerships, which are made up of 
representatives of the Local Councils, Local Enterprise Companies and, in some cases, Chambers of 
Commerce. The members of the Lanarkshire Export Partnership are North Lanarkshire Council, South 
Lanarkshire Council and the Lanarkshire Development Agency. 

The export strategy recognised the important role which Local Authorities should play in export 
promotion, and acknowledged that Local Authority involvement has been a key factor in the good 
progress to date with strategy implementation, particularly in the organisation of overseas exhibitions 
and missions within the overall Scottish Programme. Scottish Trade International stresses that the 
continued involvement of Local Authorities in the delivery of International Trade events is vital if the 
strategy targets , and the envisaged benefits to the Scottish economy, are to be met. 

WEST OF SCOTLAND INTERNATIONAL TRADE PROGRAMME 
Uutake bv North Lanarkshire Companies 

North Lanarkshire Council is an active participant in the West of Scotland Trade Partnership 
Programme , managing a number of overseas exhibitions and trade missions. 

As at end January 1997, a total of twenty (20) companies from North Lanarkshire had received 
support to enable them to participate in events within the West of Scotland Trade Partnershp 
Programme (see attached list). 

This compares creditably with previous figures; for example, in the financial year 1995/96, of 90 
companies participating in the Strathclyde Business Development International Trade Programme, a 
total of nine (9) companies were from the North Lanarkshire area. 
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Evaluation 

Qualitative evaluations of the benefits to participating companies will be reported when the standard 
monitoring procedure has been camed out., following receipt of six month follow-up questionnaires, at 
which time it will be possible to identify more definite outcomes resulting from the event. It is intended 
that a formal system of evaluation , to be carried out by independent experts, will be in place by the 
early part of next financial year , in order to monitor the impact on company performance of 
participation in the international trade programme. This evaluation will be applied to all companies 
from throughout the West of Scotland which participate in the West of Scotland Trade Partnership 
Programme. 

Recommendat ion 

Committee is asked to note the contents of this report 

Stanley C Cook, Director of Planning & Development 

For further information contact G Smith, Head of Economic Development and Property 

iemcg 
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North Lanarkshire Comuanies Supuorted at West of Scotland Trade Partnershir, 
Events 

As at end January 1997 

Event Date Company 

Interpack, Dusseldorf May 1996 JIT Industrial Products, Bellshill 

Cork Trade Mission June 1996 Martynn Scott Ltd, Bellshill 

SIC , Paris September 1996 Unique Fashions, Airdrie 

Bmo Fair, Czech Rep September 1996 Tannoy Ltd, Coatbridge 
Rynex Engineering, Bellshill 
SISCO Ltd, Motherwell 

Malaysia Trade Mission September 1996 Eurofilters Ltd, Bellshill 

Electronica, Munich November 1996 Sportel Ltd, Coatbridge 

Medica, Dusseldorf November 1996 Mobility UK Ltd, Bellshill 
IMEC Ltd, Coatbridge 
New Medical Technology Ltd, Bellshill 
Scotlab Ltd, Coatbridge 
Biomedia Ltd, Cumbemauld 
Sportel Ltd, Coatbridge 

Pack Expo, Chicago November 1996 JIT Industrial Products, Bellshill 

Arab Health, Dubai December 1996 Avecor Ltd, Bellshill 
Eurofilters Ltd, Bellshill 

Bau, Munich January 1997 B & A Glass, Cumbernauld 
Resinex Construction, Airdrie 

ISM, Cologne January 1997 Duncans of Scotland, Bellshill 
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2.1 Scope of TDP operation. 
For the period under consideration an average of nine events* per 
annum were included in the Trade Development programme. An average of 
ten companies attended each event (with participation variations of 
between 5 - 23 companies being recorded for individual events). 
Accordingly, approximately 90 Strathclyde companies participated in 
the Trade Development Programme each year. The average number of TDP 
sponsored events attended by companies was 2. There is, however, no 
limit to the amount of events which a company can attend and 
individual companies attended anything between 1 - 10 events. As 
noted in section 1.5 of the report, the total number of clients on TDP 
files was actually 153, and this reflects the fact that many companies 
attended more than one event. It is, therefore, a relatively small 
total number of clients dealt with on the TDP compared to almost any 
other Scheme operated by SBD. 

2.2 Profile of TDP clients. 
Analysis of the interview results uncovered the following profiles of 
companies utilising the TDP:- 

a) Independent/qroup companies. 
The split between independent companies and those which are owned 
by a holding company is almost exactly equal, with 48% of 
companies being independently controlled. Of those companies 
which form part of a group, the headquarters of the holding 
companies are located as follows:- 

Strathclyde 36% 
Elsewhere in Scotland 6% 
Elsewhere in UK 41 % 
Elsewhere in Europe 11% 
Elsewhere 6% 

LOCATION OF COMPANY HEAWUARTERS 

b) Size of Companies. 
In terms of number of employees, the largest percentage of 
companies (34%) had less than 10 employees, 301 had between 10-50 
employees and a further 25% fell within the 51 - 250 employees 
category. 11% of companies exceeded the 250 employees category 
which is used by the EC in defining SMEs. 

As regards company turnover, the bulk of companies ( 4 7 % )  fell 
within the flm - f15m per annum category. A Further 19% were 
within the f0.5m - flm and 21% were below €0.5m (11% of these 
were below €100,000). 13% of companies exceeded the f15m bracket 
which is the upper limit used by the EC in defining SMEs. 

*The term 'event' is used throughout the report to refer collectively to 
both general trade missions and industry-specific exhibitions. 

RO 1 OAMCG 
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SCOTTISH TRADE INTERNATIONAL 
120 Bothwell Street Glasgow G2 7JP Scotland United Kingdom 

Tel: 0141-248 2700 Fax: 0141-221 3712 

Sent to all members of Local Export Partnership 
28 January 1997 

EXPORT DEVELOPMENT STRATEGY FOR SCOTLAND 
FIRST ANNUAL =PORT 

As you will know, the Scottish Exports Forum is responsible for overseeing the 
development and implementation of the Export Development Strategy. The Forum is 
chaired by Scottish Office Industry Minister, George Kynoch, and consists of senior 
representatives from the Scottish business community and from key export support 
organisations. 

At its most recent meeting, the Forum considered the first Annual Report on progress 
with implementation of the Strategy and it was agreed that it should be sent to all 
members of Local Export Partnerships together with the Forum's comments. I am 
writing to you in this regard. I am most grateful to Partnerships for their help in 
compiling the Report (copy attached). 

As you will see fkom the Report, Scottish exports of manufactured goods rose to a 
record €17.3bn in 1995 - an excellent performance and an increase of over 20%. This 
was strongly welcomed by the Forum, as was the overall good progress with Strategy 
implementation. Much of the initial focus has been on reshaping the export support 
network in Scotland - particularly the creation of the Local Export Partnerships - and, 
while there are still issues to be resolved, the high degree of commitment demonstrated 
by the different local partners offers the genuine prospect of providing companies with 
more effective export support which can help them achieve a competitive edge in 
international markets. 

The Forum endorsed the Annual Report and focused on several key areas for hture 
development as follows: 

(a) 
The challenge over the coming year will be to ensure that companies receive the 
envisaged benefits fi-om the restructured export support network and, in that regard, it 
is essential that they know what their Local Export Partnership can do to help them. 
Generally speaking, levels of awareness among companies are low and individual 
Partnerships should consider how best to address this issue. At a national level, STI 
will promote the Partnerships at every opportunity, e.g. the Scottish Ehbition and 
Mission Programme brochure (to be issued end January) will highlight the Partnerships 
as the first point of contact for interested companies. The proposed Scottish Export 
Awareness Campaign (see (b) below) should also help substantially in this regard. 

Company Awareness of Local Export Partnerships (Section 9(c)) 

SBELEP 1 .DOC 

THE SCOTTISH OFFICE 

1 

--- 

Overseas Trade Services 

I .>% 
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(b) 
A key objective of the Export Strategy is to increase the numbers of Scotland's 
exporters and the Strategy includes a specific target in this regard (4,000 to 5,000 
exporters by year 2000). The principal responsibility for this target, and for helping 
companies reach the stage where they can compete in international markets, rests with 
Local Export Partnerships. While the figures for the first year of the Strategy are 
positive, it is clear that more needs to be done if the Strategy targets are to be met. 
While still providing assistance to companies for marketing, there is a need in 
particular to concentrate more strongly on the other aspects of export competitiveness, 
such as management capability, product quality and skills requirement. 

New Exporters - Ex~ort  Competitiveness (Sections 4, 5(c) and 9(a)). 

A number of areas already have initiatives which specifically target potential exporters 
and all Partnerships are asked to consider this approach. This could be done as part of 
the Scottish Export Awareness Campaign, which it is intended to launch about 
May/June. STI will lead the campaign, which will run until about March 1998. Details 
are not yet finalised but the intention would be to hold a series of roadshows with one 
event in each Local Export Partnership area. Each roadshow would be a joint event 
between the Local Export Partnership and STI. The target audience would be the 
potential exporter and the &in would be to identlfy specific companies for an initiative 
which would involve the LEP/STI working with the company to agree a co-ordinated 
plan, tailored to its needs, to help the company compete in international markets and 
become an exporter. 

(c) 
Related to the restructuring of the export support network are several IT issues which 
are critical to its effective operation. If companies are to benefit fi~lly from the co- 
ordinated approach, it is essential that each Local Export Partnership should have in 
place, as soon as possible, a single database which gives comprehensive coverage of 
both exporters and potential exporters in their local area. (Some Partnerships already 
have such a database and others are making good progress.) At a national level, STI is 
in the process of strengthening its own arrangements and establishing a Scottish 
Exporters' Database. These tools are also vital in terns of enabling effective 
monitoring of the progress that is being made, both at local and national level, against 
Strategy targets. All Local Export Partnerships should aim to have a single export 
database by April 1997. 

Emort Support Network - ODerational Issues (Section 9@)) 

A related issue is that of electronic communications links between Partnership 
members, between Partnerships, and with STI. As with databases this is being taken 
forward in various areas. There is, though, a national dimension to all of these issues 
and, in recognition of this, STI will work with Partnerships to make an assessment of 
the situation across Scotland. 

I should be gratefbI if the Annual Report could be included as an agenda item at your 
next Partnership meeting and thereafter would welcome any comments from your 
Partnership on the Report and, in particular, in relation to the issues highlighted by the 
Scottish Exports Forum. 

SBELEPl .DOC 2 
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As can be seen fiom the Annual Report, a lot has happened over the last year and there 
have been many interesting developments at both a local and national level ranging 
fiom export training to in-market support. Ifthe export support network is to operate 
cohesively, it is important that people are aware of what is going on elsewhere and feel 
involved in the Strategy development and implementation. This letter is part of that 
process. 

It must, however, be an ongoing process and, as the next step, it is intended to hold a 
one day Conference in Glasgow in April, to which all LEP member organisations will 
be invited. This will provide an opportunity to share best practice and discuss key 
issues related to the further development of the Strategy. We would also intend to 
have a discussion at the Conference on appropriate arrangements for future 
networking involving LEPs and STI. One aspect of this could be the creation of a 
network of Export Partnership Councillors. In this regard, STI plan to hold soon an 
initial meeting with those EPCs who are now in place. Details of the conference will 
be sent to you in the near hture. 

Finally, my thanks once again to you for your continuing commitment to supporting 
Scotland's export effort. 

Yours sincerely 

DAVID TAYLOR 
Director, STI 

Enc. 

SBELEPI .DOC 3 
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SEF 96/11 

EXPORT DEVELOPMENT STRATEGY FOR SCOTLAND 

FIRST ANNUAL REPORT 

1. Purpose 

To provide the Scottish Exports Forum with its first Annual Report on progress with 
the implementation of the Export Development Strategy for Scotland. 

The Fonun leads the national export partnership approach and is responsible for 
overseeing the development and implementation of the Export Strategy. It is intended 
that the contents of this report, t0gether.wit.h a summary of the Forum's comments, 
should be conveyed by STI to Local Export Partnerships and other export support 
organisations to help direct their efforts in the coming year. 

2. Introduction 

The aim of the Strategy is to enable companies to achieve greater success in 
international markets. To this end, specific 5-year targets were set. The Strategy was 
developed on the basis of 4 key areas: 

. Company Development 
OverseasMarkets 
Sectors . Service Provision 

This paper details progress to date against the 5-year targets and in each of the 4 areas. 

3. Progress Summary 

In terms of the Strategy targets, Scottish companies achieved record manufactured 
goods exports of approximately €17 billion in 1995 - a superb overall performance and 
an increase of almost 19%. SME exports rose by approximately 15% to €2.1 billion 
(see Section 4). 

Overall, a good start has been made to Strategy implementation. The Strategy is about 
providing Scottish business with a world-class system of export support and, in that 
way, helping companies achieve a competitive edge. The initial focus of 
implementation has therefore been on strengthening the export support systems in 
Scotland. - 

Good progress has been made in this regard, particularly in establishing the network of 
Local Export Partnerships (LEPs) across Scotland. Over 60 export support 
organisations are operating as members of the 13 Local Export Partnerships and, while 
there are still issues to be resolved, this high degree of commitment offers the genuine 
prospect of providing companies with more effective export support and, in particular, 

SEF96 1 1 .DOC 1 
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addressing their needs in terms of improved co-ordination and simplified access to 
services. 

There have been other important developments including the expansion of the priority 
market network; there is now in-market support in 8 of the 12 priority markets. A 
range of initiatives is also underway in the 8 priority sectors. 

While it is essential to get the support mechanisms right, much has also been done by 
way of direct assistance to individual companies and, at a national level, Scottish Trade 
International, with support fiom Scottish Enterprise Sector Teams, helped companies 
to achieve exports of approximately €1 10 million in 1995-96. 

4. Targets 

The Strategy set specific 5-year targets related to the value of exports and to the 
number of exporters. 

(a) Value of Exports 

The value targets are taken fiom the SCDI Annual Surveys. 

The Manufactured Goods Survey for 1995 is still being fiualised and more detailed 
information should be available at the Forum meeting. However, the anticipated total 
figures for manufactwed goods and SME exports are detailed in the table below. 

Year 1993 Baseline 1994 1995 2000 Target 

Total E12bn * E15.Obn * €17bn €23bn 
sms €1.5bn €1.8bn €2.1bn €4bn 

* Includes service sector exports of €0Sm for 1993 and €0.7m for 1994. 

The huge increase in the total figure would appear to be due to continued rapid growth 
in a number of areas, but particularly the computer/electronics sector. SCDI have also 
indicated that an element of the increase is due to changes to the Standard Industrial 
Classification (SIC) codes, which has resulted in the inclusion in the Survey of certain 
areas which were not previously classitied as manufactured goods. 

(b) Number of Emorters 

The Strategy set targets for total number of exporters and for active exporters, i.e. 
companies exporting more than 15% of turnover. Information supplied by Local 
Export Partnerships has confirmed the broad accuracy of the Strategy baseline figures. 
These, together with the comparable figures for 1996, are detailed in the table below. 

SEF96 1 1 .DOC 2 
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1995 Baseline 1996 2000 Target 

Active Exporters 1,000 1,140 1,500 
Exporters 4,000 4,200 5,000 

Now that the Partnerships are operational, improvements are being made to the 
monitoring arrangements to ensure that the information provided is as accurate as 
possible. 

5. Company Development 

This section of the Strategy is about assisting companies to develop the capability to 
export and to become active exporters. Primary responsibility rests at local level with 
Local Export Partnerships. The focus is on the early stages of the internationalisation 
process and, in particular, on SMEs. 

(a) Export Competitiveness Programmes 

If the numbers of exporterdactive exporters is to be increased, it is necessary to 
overcome the more intangible, attitudinal barriers to exporting. To achieve this, the 
Strategy proposed a much greater export focus to business development work. 4 

Assistance would be provided through Export Competitiveness Programmes tailored 
to the needs of individual companies. These can vary from intensive types of support 
such as the Eqort Manager for Hire scheme (which involves an experienced export 
manager being placed with a nm/potential exporter for 6 - 12 months) to more basic 
assistance for, e.g., attendance at an exhibition or brochure design. The key point is 
that the assistance is delivered in the context of the companys overall business 
development needs. 

From September 1995 to September 1996 a total of over 1,100 companies 
received assistance of some type under an Export Competitiveness Programme 
run by a member of a Local Export Partnership. This represents an increase of 
more than 10% on the previous year's figure and is in line with the Strategy 
target. 

Emort Partnership Counsellors 

As part of their commitment to the Strategy, DTI agreed to fund a number of Export 
Partnership Counsellors who would operate as part of a Local Export Partnership and 
whose principal role would be to work with companies, as part of the export 
competitiveness approach, to increase the number of SMEs becoming exporters. It is 
envisaged that, by early 1997, there will be a total of 8 Counsellors in place - 4 
applications have already been approved by STyDTI - Tayside, Renfiewshire, Ayrshire 
and Fife. 

SEF96 1 1 .DOC 3 
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Ex~ort  Training 

Responsibility for the delivery of export training rests primarily with Local Export 
Partnerships and the last year has seen some exciting developments, including the 
opening of Fife's Export Training Centre in Kirkcaldy and the recent launch of their 
flexible multi-media package. Aberdeen has also developed an innovative s o h a r e  
package - Export Controller - to assist with training of export managers. 

STI also has a role in this area in terms of facilitating a national perspective and sharing 
best practice. As a first step, it is intended to produce, in conjunction with LEPs, a 
guide to the availability and access arrangements for export training in 3 broad 
categories: basic, vocational and professional. In addition, the SCDI Survey includes 
a section on export training to ascertain companies' views on the types of assistance 
they need in this area. 

(d) Exuort Finance 

STI has been working with the major Scottish clearing banks, Scottish Financial 
Enterprise; LEPs and other bodies to obtain their views on what more could be done to 
assist companies overcome the barriers in the different areas of export finance. The 
first product of these deliberations is the development of an Intemational Project Fund, 
which it is intended to launch as a 2-year pilot in Spring 1997. The scheme, whichus 
a gap in existing DTI support, is designed to assist Scottish companies with the costs 
of bidding for overseas projects fiom €1 - 30 million. 

In addition, it is intended to organise a series of export awareness events in conjunction 
with LEPs during 1997, which have a particular focus on export finance issues. The 
clearing banks are actively supporting this initiative and are also considering the 
temporary placement of bank staff within Local Export Partnerships to provide 
specialist advice to companies. 

(e) Self-Helu Networks 

The principal of companies learning fiom each otheis experience is a sound one and 
the main vehicle for the development of this self-help approach is the Export Club 
network in Scotland. There are now 8 Clubs in Scotland of which two, Renfkewshire 
and Borders, have been established over the last year. Further new Clubs are to be 
launched soon in Glasgow, Inverness and Dumfries & Galloway. Most Clubs are 
closely associated With their Local Export Partnerships, e.g. various Export Clubs have 
hosted their Partnership launch. 

Importantly, a number of Clubs are now contributing their views on the types of 
services they need fiom their Partnership. This is a trend wllich should be encouraged. 

SEF96 1 1 .DOC 4 
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- 
Developed Markets Developing Markets Emerging Markets 

France ** Hong KongKhina south f i c a  
Taiwan India * 

USA South Korea * Russian Federation 
Japan Singapore/Malay sia 

United Arab Emirates * 

(9 Export Challenge 

An Export Challenge to Trade Associations was announced as part of the Second 
Competitiveness White Paper. Scottish Financial Enterprise were one of 10 UK 
winners for their innovative proposals to develop their members' export capabilities. 

6. Overseas Markets 

The Strategy idenmed 12 priority markets which offered particular opportunities for 
Scottish industry. This did not mean that development effort would only take place in 
priority markets. Companies determine their own priorities and there would remain a 
broad platform of market intelligence services at national and local level and, in 
particular, from the British Commercial Posts around the world. 

(a) In-Market Support 

It did mean, however, that STI would provide more intensive forms of support in all 
priority markets to add value to the services available from British Commercial Posts. 
STI has now established in-market support in 8 of the 12 markets. The remaining 4 
are asterisked in the table below. These will be taken forward over the coming year. 

In those countries with in-market support, the approach varies depending on the 
opportunities. In developed economies, the support is more likely to be specialist to 
help companies in specific industrial sectors. For example Germany, STrs sub- 
contract electronics office has assisted Scottish companies achieve sales of over 
€20 million over the last 3 years. In developing or emerging markets which are more 
difficult to access, the approach tends to be more generalist and therefore available to a 
wider range of companies. An example of this is South AfXca, where an STI Manager 
was appointed this month to work within the new British Consulate-General in 
Johannesburg on the fbll range of potential opportunities for Scottish companies. 

As the export support network in Scotland becomes more coherent and national 
services are marketed more effectively at a local level it should, given LEPs' detailed 
knowledge of their local companies, result in increased numbers of companies making 
use of the in-market support. 

SEF96 1 1 .DOC 5 



23 

(b) Scottish Exhibition and Mission Promamme 

A major development was the launch in the summer of the Scottish Exhibition and 
Mission Programme (SEW) which brings together, for the first time in a single 
document, all of the exhibitions and missions being run by Scottish export support 
organisations. The intention is to make as many events as possible open to companies 
from all over Scotland. The Programme will be published twice yearly, with the next 
edition in December. 

Having got the co-ordinated Programme in place, the next step is to develop Best 
Practice Guidelines for mission and exhibition organisers. These will ensure that 
companies receive a high quality service and will cover key areas including 
administrative arrangements, support to companies before and during the event, and 
consideration afterwards of whether the company could benefit fiom further assistance. 

(c) Joint VentureSlRePional Alliances 

STI has strengthened its network of alliances with regional development organisations 
in Europe. The network, which is principally designed to assist companies establish 
joint ventures, now consists of 10 partner organisations and a proposal for EU fimding 
to allow further expansion has been submitted Negotiations are also underway with 
development organisations in USA and Asia Pacific. . -  

If this service is to work to best effect, there is an important role for Local Export 
Partnerships, both in terms of handling enquiries from overseas and of pro-actively 
suggesting local companies which are known to be seriously interested in joint 
venturdoutward investment opportunities. 

(d) Scotland the Brand 

The Scotland the Brand Unit was established in 1995 by STI with the support of the 
Scottish Tourist Board, the British Council and key Scottish companies to create a 
series of positive images of Scotland and, through linking these to customer 
perceptions, achieve a more effective marketing identity. The initial promotional focus 
has been on Western Europe and the USA, and on consumer goods. The initiative has 
to date involved approximately 100 companies and has generated overseas income of 
fimillion. In addition, the Unit is, in conjunction with Scottish industry, in the 
process of developing a Country of Origin mark which is designed to enhance the 
reputation and quality image of Scottish consumer goods. 

Scotland the Brand's 18 month pilot phase finishes in March 1997 and a proposal for 
the initiative's further development is being prepared. This will include a formula to 
ensure a signllicant private sector contribution to developing the initiative. 

7. Sectors 

The Strategy recognised the need to widen the base of exporting industries in Scotland. 
With this aim, 8 priority sectors were identified using a range of criteria including 
export growth potential, overall contribution to the economy, and ability to influence. 

SEF96 1 1 .DOC 6 
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(a) Priori@ Sector Initiatives 

Action-oriented Strategies have been agreed in the following priority sectors: 

- Food & Drink (excluding whisky> 

Electronics (sub-contract and component supply) 

- Textiles 
- Oil & Gas 

- Software and Multimedia 
- 

For example, initiatives in the Food Strategy are designed to increase export sales by 
almost €200 million by 1999. 

The SE Sector Teams, LECs and HIE (particularly food and drink) have played a key 
role in developing these initiatives. STI have also been actively involved. There is, 
though, a need to ensure that ~ t i o d y  led sectoral activity is effectively integrated 
with the emerging network of Local Export Partnerships. 

In the other 3 priority sectors - hnc ia l  services, education and training, and 
engineering - export initiatives are underway and forward strategies for their longer 
term development are being prepared. On financial Services, SFE and STI will agree 
by March a programme of future activities based on those areas w i t h  the financial 
sector with the greatest export potential. 

In relation to education and training, a Scottish Education and Training Exports Group 
(SETEG) has been established and is to be launched in December. This is a sector-led 
Group under the chairmaaship of Sir Graeme Davies, Principal of Glasgow University. 
It comprises the key sectoral interests together with the principal public sector agencies 
involved in this field. SETEG will determine the sectofs overseas priorities and enable 
STI, the British Council and other agencies to direct their resources in a co-ordinated 
way in support of these priorities. 

(b) Sector Challenge 

As part of its approach to simpl@ support for business, the DTI has recently . 
announced a number of new initiatives. The one which is of most relevance to Scottish 
companies in an export sense is the Sector Challenge, which is aimed at encouraging 
the development of industry-led business support schemes. Such schemes will be 
expected to benefit industry sectors as a whole rather than particular companies or 
geographical areaq. The Scottish Office has issued bidding guidance for 1997-8 to 
Scottish trade associations and other bodies and encouraged them to participate in 
devising collaborative bids with their counterpart organisations throughout the UK in 
order to bring the maximum benefit to Scotland. 

Detailed proposals for fbture years are still being developed, but DTI envisage that UK 
groups at overseas trade fairs will increasingly be supported on a competitive basis 
under the Sector Challenge. STI is monitoring the situation closely to ensure that 
Scottish companies are not disadvantaged by these changed arrangements. 

SEF96 1 1 .DOC 7 
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8. Provision of Services 

The provision of more effective export support to companies is at the heart of "The 
International Challenge". The Strategy recommends the establishment of a coherent 
partnership approach at both national and local level. 

(a) Scottish Exports Forum 

At a national level, the Forum has been restructured in that its principal role is now to 
act as champion of the Export Strategy and to oversee its implementation and 
development. The Forum's membership has also been reshaped to reflect the Strategy's 
focus on priority sector and on SMEs. 

@) Local Export Partnerships 

At a local level, a network of 13 Lucal Export Pmerships, principally comprising 
LEC, Local Authority(s) and Chamber of Commerce, has been established across 
Scotland. The Partnerships are as follows: 

Ayrshire Export Partnership 
D d e s  & Galloway Export Partnership 
Dunbartonshire Export Partnership 
Export Services - North East Scotland 
Fife International Trade Partnership 
Forth Valley Trade Development Centre 
Glasgow Exports 
Highlands and Islands Trade and Export Partnership 
Lanarkshire Export Parinership 
Lothian Exports 
Refiewshire and hverclyde Exports 
Scottish Borders International Trade Partnership 
Tayside Export Partnership 

The basis of each Partnership's operation is a Statement of Services and Operating 
An-angements (SSOA) which clarifies the roles of the different bodies, co-ordinates 
their activity, and identifies a single point of contact for new and inexperienced 
exporters. With one exception, all Partnerships have finalised their SSOA and the 
remaining area is nearing completion. A series of launches have been held over the last 
few months and a selection of leafletdpress cuttings is attached for information. 

Having got this new network in place, the challenge now is to make the Partnerships 
work in practice and help companies achieve the tangible benefits envisaged in the 
Export Strategy - i.e. increased overseas business. A key aspect of the development of 
a coherent network will be the l i i g  of national to local services and in particular the 
marketing of STI's services through the Local Export Partnerships. To help locally 
based Export Partnership staff achieve a greater awareness of the range of STI 
support, the first of a series of Awareness Seminars was held in mid-November. 
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Sharing best practice between Partnerships and other organisations is also of high 
importance and, in this regard, STI is to organise a one-day conference in February. 

(c) Highlands and Islands 

Another important development in terms of service delivery is the joint appointment by 
HIE and STI of an Export Development Manager, who is based with HIE in Inverness. 
This will ensure that STI sewices are more readily accessible to companies in the 
Highlands and Islands. The Manager is also playhg a key role in facilitating the 
Highlands and Islands Trade and Export Partnership and in delivering HIE'S export 
competitiveness support. 

(d) DTL/British Overseas Trade Board 

If companies are to benefit M y  f?om the new export support arrangements in 
Scotland, there must also be co-ordination between the Scottish and UK levels and in 
particular between STI and DTI. At an operational level, much closer links have been 
established over the last year between STFs 4 Market Teams and the DTI Market 
Branches. This has been done through contributing to each other's operating plans and 
in developing joint initiatives in priority markets. 

The British Overseas Trade Board's role is to advise the DTI and FCO on overseas 
trade and the Government's export promotion policy. There has been considerable 
interest from the BOTB in the development of "The International Challenge" and its 
Chairman, Martin Laing (John Laing plc) visited Scotland recently, as did the BOTB's 
Small Firms Committee. The aim over the coming months is to increase Scottish 
representation on the BOWS various committees. 

9. Problem Areas 

While overall progress has been encouraging, there are a number of potential areas of 
concern. 

(a) Export Competitiveness Support 

It is encouraging to note the increase in companies receiving support as part of an 
export competitiveness programme (see Section 5(a)). There has, however, been a 
tendency in certain Local Export Partnerships to focus on overseas promotional 
activities rather than on their principal role which is to help companies reach the stage 
where they can compete in international markets and are ready to export. There has 
also been a tendency to focus very strongly on export marketing and less so on other 
key aspects of export competitiveness including management capability, product 
quality and suitability, manufacturing process and skills requirement. Support for 
export marketing is of course extremely important and must continue but there is a 
need to intensrfy the activity in these other areas of export competitiveness if the 
increase in the numbers of exporters is to be sustained. 
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(b) ITLinks 

Effective co-ordination and a coherent network can only be achieved if it is 
underpinned by effective information technology. There is, in particular, a need for 
electronic communication between members of the same Partnership - i.e. LEC, LA(s), 
Chamber of Commerce. Most areas are considering the issues, including resource 
implications. They have, however, tended to be caught up in matters which are wider 
than exports - e.g. how should the new LAS be linked to their LEC? There is also a 
need for links between Partnerships and between local and national level, although to 
some extent this is in place through the existing e-Winternet links between STI, the 
SE Network and H E .  

The issue of electronic links between companies and their LEP is a separate but equally 
important issue. An interesting development in this area is the proposal which is being 
developed at present for Export Clubs in more remote areas to "meet" through 
electronic communication links. 

Partnerships are also working to establish a database of exporterdpotential exporters in 
their area. -Comparatively few are yet complete. Similarly, STI is in the process of 
enhancing its database to achieve more comprehensive coverage of Scotland's 
exporters. 

Given the importance of these issues, it is proposed that STI should make an 
assessment of the position in relation to communication links and databases and make 
recommendations as appropriate. 

(c) Local Export Partnerships - Company Awareness 

How many companies actually know what a Local Export Partnership is? Despite the 
launches of various LEps and related press coverage, it would almost certainly be true 
to say that the present level of awareness among companies is low. This is not 
surprising, given their recent establishment. It is, though, essential that this matter be 
addressed as soon as possible. 

Each Partnership should agree how this can most effectively be done in their own area.. 
This should include the promotion of the Partnership's identity in, for example, locally 
held seminars, training sessions etc. as well as in promotional material. The proposed 
programme of Export Awareness events during 1997 (see Section 5(d)) should also 
help in this regard. In addition, STI intends to produce in the new year a leaflet 
specifically about Local Export Partnerships, how they will operate, and how STI will 
use them to market its own services more effectively. 

(d) Resources 

The new export support structure should lead to a greater impact from existing 
resources. The Strategy did, however, recognise that additional resources would be 
required to implement key recommendations, including the development of the priority 
market network, initiatives in the 8 priority sectors, and increased export 
competitiveness programmes. Over 80% of expenditure on export support in Scotland 

--- 
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comes fiom the Scottish Enterprise Network and the h d i n g  position for 1997-8 is not 
yet clear. There are, of course, other priorities and export support must compete with 
these for its share of available resources. There can therefore be no guarantee that the 
increases envisaged in the Strategy will be my met. 

Such an even- would clearly be a cause for concern, as it would inevitably 
prevent the completion of the priority market network and the achievement of other 
important objectives. STI will keep the Forum informed of developments in this area. 

(e) Overseas Promotion 

The Strategy recognised that, in terms of overseas promotion, STI has a clearing house 
role to ensure that there is no duplication of activity and that best value for money is 
achieved. Arrangements for export support organisations to consult STI in advance of 
proposed overseas activities have been put in place, and the development of a co- 
ordinated Scottish Exhibition and Mission Programme covering all bodies has helped 
achieve greater coherence in this area. 

There have, however, been occasions where overseas initiatives have been undertaken 
which do not fit with the Strategy or, more importantly, are ill conceived and result 
only in coditsion It is not a question of stifling local or sectoral initiative. Indeed, 
such activity is seen as very valuable, particularly in exploiting niche markets for .local 
companies. However, unlike Locate in Scotland, STI is not able to controi the 
overseas activities of bodies in the export promotion field (with the exception of Local 
Authorities). Wdout a degree of control, periodic difiiculties will continue to occur in 
this area. 

10. Conclusion 

The implementation of the Strategy is largely on track and substantial restructuring of 
the export support network has taken place. However, while effective export system 
are essential, they are not an end in themselves. The challenge now is to ensure that 
companies receive the benefits which can in turn help Scottish industry to achieve the 
ambitious targets set in the Strategy. 

Forum members are invited to: 

- 
- 
- 

note the first Annual Report; 
comment on progress to date and, in particular, on the Problem Areas (Section 9); 
provide guidance on the Strategy's hture development. 

SCOTTISH TRADE INTERNATIONAL 
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