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The EMBT and this Report

Asthe CoChairsof The EthnicMinority BusinesS askiForce we are extremelypleasedto presentthis report to outline the EconomicCasefor
Investmentin EthnicMinority Businessilt is the first and only piece of researchundertakenspecificallyfor the purposeof articulatingand
guantifyingthe latent economigotential of EthnicMinority Businesseandit couldnot havecomeat a more crucialtime.

We believethat the report representsthe most comprehensiveanalysisof EthnicMinority Businessn over a decade It offers a new insight
into the opportunity of tappinginto the clearappetite of peoplefrom ethnic minoritiesto becomean integral part of the next generationof UK
businesdeaders It providesa compellingcasefor enablingthis latent potential, not with & & LISIONESH |- £ (i BruBwgthiiiitiatives that make
economicsense

TheNB LJ2nbi\él &nalysissetsout an economicvalueto the UKeconomyof EthnicMinority businesse®f £30bn-£40bn. Thiscomplements
andenhancesstablishedsourcesof informationusedto outline the casefor policyinterventionon this agenda

Asthe CoChairsof the EthnicMinority BusinessaskForce,we submitthis report for considerationby Governmentand stronglyendorsethe
economiccaseit outlines Therecommendationsand proposalscontainedin the report setout our priorities and provide a cleardirection for
Government

James Caan Tom Riordan
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TheEMBTFand this Report

The EthnicMinority BusinessTaskForce(EMBTFwas set up in June
2007 with full governmentsupport to help stimulate growth among
the Black,Asian& Minority Ethnic(BAME)businessbasein England
We have produced this draft submission to government for
consultation amongst our partners The consultation process is
designed, primarily, to ensure support for our proposalsfrom the
organisationdikelyto be involvedin deliveringandfundingthem.

Why BAME Businesses Should be Supported

Thereare many compellingreasonswhy national and regionalpolicy
makersmustactivelysupportBAMEBEbusinesgrowth:

We estimatethat BAMEbusinessegontribute between £30bn and
£40bn of national GVAand make up 9% of the VAT/PAYBbusiness
base (some 212000 businesses) There is a growing presence of
BAMEDbusinessesn high value UK sectorsincludingfinance, IT and
partsof the creativeindustries

In an increasinglyglobalisedeconomythe links which a successful
BAMEbusinesdasecanforge with areassuchasIndiaand Chinawill
havewider benefitsfor nationalandregionaleconomigperformance

BAMEhouseholdshaveaveryhighentrepreneurialpropensity The
selfemploymentrate amongBAMEhouseholdss far greaterthan the
equivalentfor white householdsand a higherproportion of occupants
of BAMEhouseholddook favourablyon self employment(compared
to white residents),although not enough & (i K A yareSinEritly
beingconvertedintod R2 S NA& €

The huge wealth generatingpotential of existingBAMEbusinesses
and cruciallythose that are likely to start up in the next decadeasa
resultof demographidrendsisakeydriver.

However,we also know that there are long-standing barriers to
growth that are facedby BAMEbusinessesUnlessthese barriersare
addressedthrough national and regional policy measuresthen the
potential of the businesdasewill not be realised

D2JSNYYSyidQad hy3a2Aiy3d { dzLJ2 NI X
We fully support the D2 @S NJ Yri&ein Soinmitment to raise
levelsof enterpriseamongunderrepresentedgroups In recentyears,
the Governmenthasintroducedimportant policy initiatives, including
EnterpriseAreasin deprivedneighbourhoodsthe ethnic minority brief
given to the SBS(Small BusinessService)and its BusinessLink
operators and the specificationin PSAgPublic ServiceAgreements)
regardingenterpriseand disadvantageThe City Growth Initiative, the
Local Enterprise Growth Initiative (LEGI)and business premises
renovation support are all examplesof areabased policies which
impactparticularlyon ethnicminority business

Major steps have been made by RDAsIn recent yearsin recognising
the importance of BAME businesses Most Regional Economic
Strategies now explicitly recognise that BAME communities and
businessesre vital componentsof regionaleconomiccompetitiveness
and value diversity as an economicasset A growingnumber of RDAs
are collectingdata on the diversity characteristicsof the businesses
they support All Businesd.inksin Englandmonitor the ethnicity of the
businesseandindividualsthey assist

X.dzi a2NB bSSRa G2 06S 52yS
Businessupportis animportant factor affectingthe growth of BAME
businessesbut not enough BAME firms have actually accessed
publicly funded businesssupport. It is vital that the major changes
resultingfrom the BusinessSupportSimplificationProgramme(BSSP)
do not negatively impact on BAME businesses There are some
positive signs, and the BSSPProduct Portfolio includes specific
provisionsfor supporting customersfrom diverse and marginalised
groups Howevertwo keyissuegemair

First,more work is neededto makesurethat BAMEbusinessesnd
entrepreneurs get the support they need, in particular, ensuring
inclusivedelivery of BSSRand fostering strong avenuesof upwards
anddownwardscommunicatiorwith BAMEcustomers

Second,the BSSHproducts do not adequatelyaddressthe main
barriersin relation to the specificneedsof BAMEbusinesseshor do
they sufficientlyaddresdssuegelatedto BAMEentrepreneurship
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The Proposals
Nine separateproposalsare set out in this submission,eachof which is vitally important. Theyhavebeenreachedthrough closeworking
between EMBTRMembers and after extensiveresearch,which was informed by a wide variety of people and organisations,including
governmentdepartments,RegionaDevelopmentAgenciefRDAsand representativeand specialistbodies Most importantly, we have met
andcorrespondedvith manyBAMEbusinessesyhoseinterestswe are hereto serve

Thereis alreadymuch goodwork and good practicebeingimplementedin relation to BAMEbusinessand enterprise Theproposalsseekto
build uponthis in orderto realiseopportunitiesandtacklebarriers Theydo not seekto createnew deliveryinfrastructure,andtherefore will
not be costlyto implement. Theseproposalswill further enhancethe resilienceof BAMEcommunitiesaswe enter into what maywell be a
deepand lengthyperiod of recession Theywill alsoserveto increasethe longerterm potential of the BAMEbusinesshasewhen economic

growthreturns. Eachof the proposaldn this submissioris:
Informedby arobust evidencebase
Ambitiousandclearin what it isintendedto achieve
Potentiallytransformativefor the BAMEbusinessase

Coherentyelevantandprovidesa compellingcaseto justify immediateconsideratiorby government

Supportedby deliverymechanism&ndfundingroutes.

Consultatiorwith wider partnersis now requiredto ensurethat theseexcellentideasare refinedfurther and, crucially,cometo fruition.

National PolicyLeadershigior BAMEBuUsinessesTheproposalwill

provide ethnic minority businesswith the national profile, resource
and supportinginfrastructureto enable Government,RDAs ] ocal
authorities and BusinessLinks to better coordinate policy and
realisegrowth potential.

EnterpriseCoachesThisproposalseeksto ensurethat appropriate
enterprise coaches are universally available and offering a
consistently delivered form of businesssupport for the BAME
community.

Enterprise& Finance Thisproposalwill tackle clearmarketfailures
that are constraininggrowth in the BAMEbusinesshaserelated to
accesgo financeandinvestmentreadiness

BusinessCollaboration Networks. This proposal seeksto ensure
that funding is universallyavailablefor intermediariesto establish
and operate businesscollaboration networks targeted at BAME
businesses

UpskillingProviders Thisproposalwill ensurethat those providing
supportandadviceto businessesyiathe businessupportnetwork
or the delivery of publiclyfunded productsand serviceshavethe
requisitecompetencieand understandingpf BAMBbusinesses

PublicSectorSupplierDiversity. Thisproposalwill drive forward the
adoption of bestpracticein supplierdiversity at the three tiers of
the publicsector. LocalAuthorities RegionaDevelopmentAgencies
andCentralGovernment

Private Sector Supplier Diversity. The proposal will increase
interaction between major Ukbased corporations and BAME
businesseswWe will work with CIPSo ensurethat supplierdiversity
is an integral componentof all CIPScourses,and work with major
supermarketgo foster the promotion, growth and developmentof
BAMBbusinessesvithin their supplychains

High Growth Markets. Thisproposalsupportsthe developmentof a
structured, intensive high growth support program and coaching
scheme It will establishclear policy guidelinesfor RDAg0 diagnose
and selectthe key high growth sectorsfor BAMEfirms, and target
thesefor highgrowth businessupport

Born Global This proposal seeksto develop specific support and

engagementprogrammesthat link EthnicMinority Undergraduates
with international enterprise education programmes as well as

proactivelyengagethem with existingprovision Thereis a specific
emphasin growth opportunitiesin Chinaand India
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What is the Ethnic Minority Business Task Force?

The EthnicMinority BusinessTaskForce(EMBTFvasset up in June
2007, with full government support to help stimulate growth
amongstthe Black,Asianand Minority Ethnic(BAME)businesshase
in the Englishregions It is a businesded TaskForce, and members
bringwith them a wide rangeof experienceandexpertise

Thereare a numberof compellingreasonswhy nationaland regional
policy makers must actively support BAME businessgrowth. The
huge wealth generatingpotential of existing BAMEbusinessesand

cruciallythosethat are likelyto startup in the nextdecadeasa result

of demographictrends is a key driver. There is also a growing
presenceof BAMEDbusinessesn high value sectorsacrossthe UK
includingfinance,IT and parts of the creativeindustries In addition,

in an increasinglyglobalisedeconomythe links which a successful
BAMEBbusinesdasecanforge with areassuchasindiaand Chinawill

have wider benefits for national and regional economic
performance

We also know, however, that there are long-standing barriers to
growth that are facedby BAMEbusinessesUnlessthesebarriersare
addressedthrough national and regional policy measuresthen the
potential of our sectorwill not be realised

Ouraimisthereforeto boostthe growth and developmentof BAME
businesseandtheir contributionto regionaleconomiesthrough:

Strategically influencing central government in order that, at a
national level, the potential of BAME businessesis better
understood

Raising awarenessof the barriers to growth that exist and to
inform central government, RDAsand others on how they should
be addressedin relationto:

Businessupport
Supplierdiversity
Accesso financefor BAMBbusinesseandentrepreneurs

The proposalsset out in this submissionunderpin these two core
objectives

Who are the EMBTF Members?

The EMBTHs made up of 12 memberswith a wealth of business
experience Our members have been selected based on their
knowledge,commitment and passionto improve opportunities for
ethnicminority communitiesandindividuals TheEMBTFRre:

JamegCaan(co-Chair) Entrepreneur
TomRiordan(co-Chair),Yorkshird=orward
PaulRossPBritish. |y | AdaBiafion
ProfessoMonder Ram,OBEPeMontford University
RayPerman BISFinanceExpertsGroup
TonyRobinsonsSmallFirmsEnterpriseDevelopmentnitiative
PatSmith,Business.inkEastof England

RitaPatel, ThePeepulCentre
KikiMaurey,KikiMaureyConsultancy.td
JudithKirkland,Busines&nterpriseSupportLtd
KhalidSharif UmmahFoodd.td
ShabirRandereeDCDGroup

The TaskForcemeetsin Londonon a quarterly basisand recently
heldits 7" meeting
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We estimate there are approximately410,000 BAMEbusinesses
in Great Britain, of which 212,000 are registeredfor VAT/PAYE
Thisis equivalentto 9% of all suchbusinesses A separatestudy

by BIS arrivedat an estimate of 280000 BAMESMEs (just over

6% of the total), howeverthis usesa different methodologyandis

for the UK as a whole and includes SMEsbelow the VAT
thresholc.

Thegreatestconcentrationsof BAMEbusinessesre in the major
urban areasof the UK Thebusinesshaseis largest(in absolute
and proportionate terms) in London and the West Midlands
There are also significant numbers in the North West and
Yorkshire & Humber Unfortunately there is very little data
availableon how the BAMEbusinessbasein the UKand regions
haschangedovertime. However,we suspectt hasgrown rapidly
in view of the growthin the BAMEpopulation
Number of VAT/PAYE Registered BAME Businesses, 2007

Region White | Total BAME Total BAME as %
Businesses of Total
North East 68,700 2,800 71,500 3.8%
North West 229,400 17,600 247,000 7.2%
Yorkshire & Humber 165,200 12,900 178,100 7.5%
East Midlands 153,000 10,600 163,600 6.3%
West Midlands 175,500 24,900 200,400 12.6%
East of England 227,200 10,400 237,600 4.4%
London 280,900 100,900 381,700 26.5%
South East 362,700 17,000 379,700 4.4%
South West 209,800 5,300 215,100 2.3%
Scotland 166,800 6,800 173,600 3.9%
Wales 97,000 3,100 100,100 3.4%

Great Britain Total 2,136,100, 212,300 | 2,348,400 9.0%

Contribution to GVA

Generatingrobust estimatesfor BAMEG dza A y &oatdb&iando

GVAis also not straightforvard The main statistical source of

businessdata in the UK, the Inter DepartmentalBusinessRegister
(IDBR)does not collect data on the ethnicity of businessowners

Different studiestherefore use different methodsto calculatetotal

GVAgeneratedby BAMBbusinesses

Estimatesof the contribution of BAMEbusinessegypically range

from £20 billion (BlSestimateof the GVAof BAMESMESsomefive

per cent of total SMEGVAbasedon SBSoostersurvey)to £30-£40

billion, by drawing on data on entrepreneurial propensity and

applyingaverageturnover of micro businessedo estimatesof the

number of BAME businesses Whilst these different, yet

complementary approachesyield different GVA estimates, the

messagés clear, BAMEbusinessesnake an important contribution

to UK plc and wealth creation (see AppendixB). BAMEbusinesses
also have the potential to contribute to the PSAtarget which

requiresRDAg0 make sustainableimprovementsin the economic
performanceof all Englishregionsand over the long term reduce

the persistentgapin growth ratesbetweenthe regions

Sectoral Structure

BAMEbusinesseare still overwhelminglylocatedin the traditional
sectorsof wholesaleand retail trade and food serviceactivities For
exampleevidencefrom a studyin Yorkshire& Humbershowedthat
55% of Asianbusinessesnere operatingin these sectors These
businessestend to serve local markets and face intense local
competition While potential for growth in these sectorsis often
limited, there are certain opportunities around niche markets such
asHalalfood, demandfor whichis expectedio growrapidlyby 2010

While traditional sectorspersistentlyaccountfor the t A 2skfateaf

Source: Annual Business Inquiry, 2006 and National Opinion Research Survey. ,ﬁAME busmess_es,and_ there is a major IOVY'ng_)Wth_ stock of
data rights belong to Acxiom UK Ltd and may not be used or reproduced without businesses,an increasing number are operating in high value

the express permission of Acxiom UK Ltd

1 BISAnnualSmallBusinessSurvey 2007

2VATregisteredbusinessesre those businessesith an annualturnover of more than
£67,000. TheBISstudy is basedon surveyevidencewhich includedbusinessesvho fall
belowthis threshold Themethodologicaissuesare discussedurther in AppendixB.

sectors such as banking and finance, businessand professional
services|CT and creativeand mediaindustries Thisis particularly
the case for third generation BAME entrepreneurs who are
ambitiousto diversifyinto highervaluemarkets

4SVvd SSANISNG dINVd

d4ONddIAG dHL

=
=



A Greater Entrepreneurial Propensity

BAMEcommunitiesdisplay a very high entrepreneurial propensity.
The self employment rate among BAME householdsis far greater
than the equivalent for white households BAME communities
therefore & LJdz@tdvetheir ¢ S A Jrikdinds of businesoownership
accountingor 5.8%of householdshut 9%of businesses

The National Opinion ResearchSurveyshows that for each ethnic
group,the headof the householdsurveyedwasmore likely than their
white counterpart to own a businessor be running a businessfrom
home Therate of entrepreneurialpropensityis particularly high for
Pakistaniand Chinesehouseholds(13.5% and 10.8% respectively)
Other surveyshave shownthat the self employmentrate for certain
ethnic groups,suchas BlackAfricanand Bangladeshiare below that
for white people,but the overallrate for BAMEcommunitiesis higher
(ONS2007).

Studies have historically explained the preference for self
employmentamongBAMEgroupsas being due to a combination of
push and pull factors. The push factors forcing individuals into
entrepreneurshipincluded a lack of employment opportunities in
deprivedareaswhere BAMEcommunitiesare located, and prejudice
found within employerrecruitment practices (Ram,1996 Ramand
Jones,1998. Pull factors include cohesivefamily structuresand a

Percentage of Households in which the Head of household Owns their own
Business, Runs a Business from Home or Plans to Start a New Business
Business owners (%)n-home busines®Vant to start a business
(%) (%)

Pakistani 13.5 9.4 211
Caribbean 7.1 5.4 15.2
Chinese 10.8 7.7 16.0
Bangladeshi 8.0 12.1 22.5
African 9.9 12.0 32.0
Indian 8.3 6.1 12.3
Other Asian 10.2 6.2 16.7
Other 9.6 6.4 12.9
All BAME 9.4 7.3 16.9
White 7.2 3.0 4.4

Source: National Opinion Research Survey, 2007

If sufficientnumbersof W (i K A youl§hs Eovertedinto WR 2 ®INA

the extent that the rate wantingto start a businesswasreducedto
4.4% (in line with white households)this would increasethe total
numberof BAMEbusinessedy over 100,000 units. Thepotential for
businesscreationis evengreaterwhen we considerthe anticipated
growth in the ethnic minority population over the next twenty
years

desirefor a greater degree of independenceand control over 2 Y S Q &he JosephRowntree Foundation has produced a set of ethnic

workinglife. (RamandJones1998 Dhaliwal 2000, 2003).

Potential for Growth

Thetable alsoshowsthat, for everyethnic group, the proportion of
headsof householdwho want to start a businesdar outstripsthe rate
for white householdq4.4%). Forsomegroups,suchasBlackAfricans,
the percentagewishingto start a business(32%) is way above the
percentagewho actually own their own business(9.9%). This data
impliesthat there is significantlatent potential for businesscreation
within BAMEcommunities

population projections for UK regions The figures produced are
indicative only, but they show the BAME population will grow
substantially because of demographic momentum and high
immigrationup to 202Q Giventhe high entrepreneurialpropensity
of BAMEcommunities our estimatesshowthat this could potentially
lead to a doubling in the number of BAME businessesin some
regions

This makesit all the more critical that those barriers preventing
BAMEentrepreneursfrom starting and growing their businessare
addressed

Q
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Evidence of Barriers

A number of studieshave soughtto identify the main barriersto
business start up and business growth faced by BAME
entrepreneurs Themainbarrierssummarisedereare:

Lack of confidence Researchby Barclays(2005 identified low
confidence asthe principalhurdle preventingBAMEentrepreneurs
from starting a business Thisis particularly the casefor female
BAME entrepreneurs (MBS, 2006 and recent immigrants
(Sepulvedat al, 2007). Boththesegroups were consideredo face
greater cultural and linguistic barriers which in turn affects
confidence  Other studies have found that confidenceis a
particular issuefor BAMEgroups becausethey are intimidated by
the UKbusinesgulture andthereforerequire greatersupport

Accessto Finance Thisis also often identified as one of the
greatestbarrier facing BAMEentrepreneursprior to start up or in
the early stagesof a0 dza A Vif6.aAss@hd&eycommissionedy BIS
(Financdor SMEsa ComparisorbetweenEthnicMinority and White
OwnedBusinessedpundthat:

Ethnicminority owned businessegay higher bank loan charges
than White ownedbusineson average

Thegapbetweenthe amountsof businesdinancesoughtandthe
amounts agreed is significantly greater for Black African and
Pakistanownedbusinesses

Black African and Black Caribbeanowned businessesare much
more likelythan Indian,Pakistanand White ownedbusinesses$o be
rejected for loansoutright, and feel discouragedrom applyingfor
finance

The report concludedthat many of these discrepanciescan be
explained by standard business risk factors and financial
relationships (e.g. age of business,financial track records and
amountof collateral) It alsostated, however,that thesevariations
were themselvesa major causefor concern,particularlywith regard
to the marginspaid on loansand gapsin financing It left openthe
possibility that even after taking into accountthe above issues,
there may be a residualelementof discriminationamongstfinance
providers Better communications, combined with improved
financial support and advice, is required to tackle headon the
underlyingcauseof poorerfinancialoutcomes

Accesdo Markets: Thisis commonlycited asa barrier to growth for all
establishedSMEs The problem arises becauseSMEsoften lack the
relevant information and capacityto bid for public or private sector
contracts Astudyof[ 2 y R BAMBhusinesse$ound that, in addition
to these generic SME barriers, there was a perception among
establishedBAMEentrepreneursthat contract opportunities were not
being made availableto them eventhough they had the capabilityto
delivercontracts Otherstudiesfound evidenceof racialdiscrimination
in the awarding of contracts in particular sectors, especially the
construction and housing sectors (Housing Corporation, 2000. The
Single Equality Bill seeksto addressthis issue by encouragingpublic
sector purchasersto collect better data on their suppliers,including
ethnicity (e.g. the LDACompeteFoOlympicSupplyChaininitiative).

Poortake up of businesssupport services Thepoor take up of business
support servicesby BAMEbusinessess well documentedin a number
of studies(Barclays2005 CESI2007). BAMEbusinessesnissout on

vital support and information which could help them to grow. There
maybe anumberof inter-relatedcauses

Lack of awareness of business start up services business
support/startup servicesare often poorly marketedto certain hard to
reach groups, and organisationshave often failed to engage BAME
communities(LDA2005 DTI,2003 Swash2007). Thismeanspotential
entrepreneursfrom BAMEcommunitiesoften lack knowledgeof the
key supportserviceswhich could help them start a business Themost
commonlycited barrier to enterprise the poor availability of finance,
may be overcomeif entrepreneurshad more information about the
supportwhichis availableor the skillsthey needto accesdinance(CESI,
2007)

Lackof trust in businesssupport services Organisationafailureson
the part of businesssupportorganisationoften resultin serviceswhich
are poorly designed for BAME businesses,and frontline business
advisorsoften lack the knowledge of traditional ethnic sectors and
cultural sensitivity (LDA,2005. Thisresultsin BAMEentrepreneurs
perceiving mainstream support servicesto be intimidating and not
relevant to them. The lack of trust in mainstream servicesis
exacerbatedby negative experiencesbeing relayed through BAME
businesscommunitiesby word of mouth (DTI,2003 Sepulvedaet al,
2007).
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The UK is now in Recession...

TheUKeconomy,like most major economiesjs now in recession
Most commentatorsnow predict that the recessionn the UKwill

be deeperandlongerthaninitially thoughtwhenthe UKeconomy
beganto slowduringthe first half of 2008 GVAis expectedto fall

throughout 2009, with growth hit by dramaticfalls in confidence
and businessactivity in the wake of recent financialturmoil and
the ¥ O NB Rlzyi OK Q

Theoutlook for jobsis gloomy unemploymentis expectedto peak
at around3 million later this year,due to widespreadob shedding
in responseo fallingconsumerspendingand businessnvestment

Thiswill make it harder for youngworkersto enter the labour
market and for existing employees to gain promotion as
companieseekto reducewagecosts

The severity and nature of the challengesthat the UK economy
faces,particularlyin the bankingsector, makesit very difficult to
predict where the economywill be a year from now, whilst the
OECDpredictsthat the recessionin the UK could be longer and
deeperthanin anyother G8 economy

What is clear, however, is that the economicoutlook is much
more gloomy than when the TaskForcewas created and even
when work on this submissioncommenced Dueto the changein
economiccircumstancessomeissuesthat had beenidentified as
providing particular constraintson BAME businessgrowth (e.g.
accessto finance) are now more widespread, whilst turning
interestin businesownershipinto actualnew startsis likelyto be
evenmore of a challengearrespectiveof communitybackground

...andno Group Should Suffer Disproportionately

BAME businesses, managers and employees are making an

increasingly important contribution to UK plc. However,

policymakersand employersmust be on guardto ensurethat the

currentrecessiordoesnot leadto areversalof the progresghat has

beenmade Economicsuccesslependson realisingthe potential of
all people no group shouldsuffer disproportionatelyduring difficult
times. Therearethree keyissues

Survivalis key. It will be important that BAMEbusinessesare

provided with appropriate support to increasetheir resilienceto

the economic downturn. In particular, many BAME micro-

businessedirms have the potential to grow, to prosper and to

generatewealth and jobs, but at present may be at risk from a

downturn in demand from a few key customers We are

concernedthat without appropriate targeting these businesses,
alongwith BAMEseltemployed,may missout on the vital support
or fundingto helpthemride out the recession

BouncebackIt will be important to ensurethat any memberof a
BAMEcommunitywho is made redundantduring the recessions
provided with the necessarysupport to help them get back on

their feet. Raisingawarenessof enterpriseand helping peopleto

becomeenterprisereadycanprovideanimportant route backinto

the labour market and the world of work. This will not only
preventa generationof workersfrom beinglost from the economy
due to shortterm cyclical difficulties, it will help to stimulate
demand and employment and increasethe resilienceof UK plc
duringthis period of uncertainty. In particularwe mustensurethat

our youngpeopledo not endup outsidethe labourmarket

The next generation We must not allow BAME workers and
managerdo bear a disproportionateburden of the cutbacksthat
are taking place during this recession There is already a gap
between the share of managementjobs going to people from
BAME communities and their share of the population, and we
must makesurethat this doesnot widen duringthe recessionWe
must ensurethat businessesontinue to bring through talented
peoplefrom BAMEbackgroundswho bring new ideasand provide
the role modelsto inspire the brightest individualsof the next
generation If this issueis not addressednow, then the problem
will not just remain,it will get worse,andwill resultin anincrease
in BAMEworklessnessa rise in longterm unemploymentamong
BAMEcommunitiesand greater disengagemenfrom the labour
market

NOISS3O0dd dH1L 40 S10d444
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We fully supportthe D 2 @ S NJ/ ¥n§oingcmimitmentto raisethe
levelsof enterpriseamongunder-representedgroups In recentyears,
the Governmenthasintroducedimportant policy initiatives, including
Enterprise Areas in deprived neighbourhoods,the ethnic minority
brief givento the SBYSmallBusinessService)and its Businesd.ink
operators and the specificationin PSAs(Public ServiceAgreement)
regardingenterpriseand disadvantageThe City Growth Initiative, the
Local Enterprise Growth Initiative (LEGI)and business premises
renovation support are all examplesof areabased policies which
impactparticularlyon ethnicminority business

The Governmenthasdone a great deal specificallyto support BAME
businessesincethe formation of the EthnicMinority Busines$=orum
(the 9 a . ¢ @&lacessor)in 2000 The Forum worked well with
stakeholdersdentifyingthe issueghat impacton BAMBbusinesses

The UK, as a consequenceof the RaceRelationsAct of 2000 (and
amendments in 2003 now has some of the strongest anti-
discriminationlegislationin Europe The requirementthat all public
sector organisations ensure ethnic and racial discrimination is
eradicatedfrom all areasof activity, hasbeena major step forward.
The new EqualitiesBill (2008 hasfurther strengthenedmeasuresto
stamp out discriminationin the workplace and in the provision of
goodsand servicesfollowing on from the GloverReviewwhichmade
a number of important recommendationgo reducethe barriersthat
SMEsface when trying to win public sector work. We also welcome
currentinitiativesto boostenterpriseamongBAMEcommunities

Enterprisel y & A MaKelvauRMark initiative, which is building a
bank of accessiblechampionsand ambassadorswho will act asrole
modelsfor youngpeoplein our ethnicminority communities

Pilot/ KA f RM¢EBr¢s® Znable Businesd.inkto reach hard to
reachgroupse.g. Pakistanand Bangladeshivomenin Rotherham

Further work with the t NJA& yTouSt @naludingfunding to identify
role models and raise awarenessof the benefits of enterprise
amongstsomeof our mostdisadvantagegoungpeople

The exploration of how the 2 2 Y S yERtérprise Ambassador

Network could be extendedto BAMEcommunitiesto create Ethnic
Minority Ambassadors

iKS D2OSNYYSydoa O2YYAGYSYyd G2

TheEMBTRully endorsegheseand other initiativesthat seekto help

BAMEentrepreneursand businessego realisetheir potential. The

value both of tacklingissuesfor BAMEbusinesshrough mainstream
serviceswhereverpossible,and providingspecific tailored responses
wherenecessarysrecognised

EMBTFwelcomesthe initiatives that have impactedupon g 2 Y Sy Q

enterprise and recommendsthat these are extended to Ethnic
Minorities. Where there are synergiesbetween barriers faced by
EthnicMinority groupsand women, a joined up approachshouldbe
utilisedby both Governmentanddeliveryagents

Good work is taking place within the regions, but more is needed

Major steps have been taken by RDAsin recent years toward
recognising the importance of BAME businesses Most Regional
EconomicStrategiesnow explicitly recognisethat BAMEcommunities
and businesses are vital components of regional economic
competitivenessindvaluediversityasan economicasset

A growing number of RDAsare collecting data on the diversity
characteristicsof the businesseghey support All BusinessLinksin
Englandmonitor genderand ethnicity, and in most casesthe disability
of the beneficiariesthey assist However,becauseRDAsare currently
not explicitly required to report on equality and diversity in their
taskingframework outputs, it is currently collectedand reported in an
inconsistentmanner. Coverageof ethnicity varies dramaticallyacross
the Englishregionsfrom 70% and abovein Londonto below 20% in
someregions(seeAppendixC)

Furthermore, there are a number of other issuesrelating to the
availabilityof dataon BAMBEbusinessethat needto be addressed

Thereis currently no official time seriesdata on BAMEbusinesses,
and the ONSremainsreluctant to introduce a method of collecting
ownershipinformationon equalityanddiversity.

More needs to be done to capture sectoral data on BAME
businessesBusinesd.inkrecordscanbe matchedto thoseof the IDBR,
enablingestimatesto be made on the contribution of BAME ,female
and disabledled businessego the economy However,it would be
preferablefor diversitydatato be collectedwhencompaniegegisterat
Companiesiouseor for VAT/PAYE

34SNOdS3YH ADIT0d INFHHND IHL

17

a



The Business Support Simplification Programme

The BusinessSupport SimplificationProgramme(BSSP)s a cross
government initiative, led by the Department for Business,
Innovation and Skills (BIS),and designedto d&X[streamline] the
systemby reducingthe numberof supportschemedrom over 3,000
to fewerthan 100, alongsidemaking Businesd.inkthe main channel
by which businessesanaccesgjovernmenti dzLJLJZHisEegponds
to researchand consultation which highlights the importance of
accessindpusinessupportin to sustainandgrow businessesaswell
as identifying the proliferation of support schemesas a central
barrierto this provision

L {vi€an for the businesssupport landscapein 2010 is clear.
Businesd.inkwill offer an enhancedserviceand act asthe primary
accesschannelto all businesssupport, and for all customers and

businessupportprogrammeswill bereducedandd & G NB I .Y £ A

Ensuring that mainstream services are wholly accessible and
inclusiveis key to the successof BSSPfailure to cater for diverse
needshas,historically,resultedin a proliferation of supportservices
and, it could be argued, contributed to a failure to realise the

entrepreneurialpotential in BAMEand women groups In order to

prevent this scenariorecurring,and to encourageall customersto

accessmeasureswhich have been shown to improve business
performanceand development,BSSPnust respondto the needsof

all customergroups

It is vital that the major changegesultingfrom the BusinessSSupport
SimplificationProgramme(BSSPJlo not negativelyimpacton BAME
businessesThe Ethnic Minority BusinessTaskForce (EMBTFand
the 2 2 Y S yE@tarprise Task Force therefore commissioneda
Diversity Impact Assessmenbf the BSSPTransition Management
Plans(TMP),in order to review the effectivenessof the proposed
transitionactivitiesin relationto BAMEandwomencustomers

In order that the Assessmentould be undertaken,each Regional
DevelopmentAgencywasaskedto provide their TMP,demographic
information and any other working documents relating to the
transition. This material was then assessedagainst consistent
criteria, and followed up with face to face meetingswith Regional
EnterpriseDirectorsor BSSR.eads The Assessmentocussedon the
followingobjectives

Identification of risks to the support provided to BAME and
womencustomergduringthe transitionprocess

Assessmenbf responsivenessf the TMPto the needsof BAME
and women customers,as well as the regional and local needs
presentedby thesegroups

Identification of best practice in transition management,in
relationto supportingBAMEandwomencustomers

Provisionof support for the developmentof an integrated and
effectiveapproachto BSSP

There are some positive signs The BSSAProduct Portfolio includes
specific provisions for supporting customers from diverse and
marginalised groups (Enterprise Coachingand Intensive Start up
Ssgrgi(ﬁ%)lt is envisagedhat the creationof these products,and/or
the effective migration of existing programmesinto these product
groups,will ensurethat harderto reachgroups,suchaswomenand
BAMEbusinessesbenefit from BSSPIn addition, it is hopedthat an
enhanced BusinessLink provision will be fully accessibleto all
customersandequippedto respondto awide rangeof diverseneeds
However two keyissuesemain

First, our assessmenbf the BSShrocessis just the start; more
work is neededto ensure BAMEbusinessesare engagedin the
ongoingdesignandreviewof businessupportproducts

Secondthe BSShroductsdo not adequatelyaddressthe main
specificbarriers facingBAMEbusinessesnor do they sufficiently
addresdssuegelatedto BAMEentrepreneurship

The BSSRassessmenpointed very clearlyto the need for a more
structured and intensive approachto assessinghe specific BSSP
productsand the outcomesof the transition arrangementscurrently
being carried out by RDAs The assessmenpointed to considerable
concernsthat RDAtransition plans were not able to detail their
approacheso BAMBbusinesses

The EMBTFhas not identified any analysisof take-up and impact of
businessupporton groupsdefinedby religion Thereis no legislation
to compel monitoring in this area, and it has not been possibleto
discern the impact of interventions on groups that might be
particularlyaffectedby somebusinessupportmodels
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TheTMPsdemonstratean awarenesof and commitmentto BAMEand
women customers,aswell asanintention to ensurethat these groups
are not adverselyaffected by the implementation of BSSPhowever,
further diversityassessmenis requiredat the implementationstagein
order to monitor this situation and ensure that the positive actions
identified at transitionstageare translatedinto practice

Recognitionis required at a national level in order to ensure strong
avenues of upwards and downwards communication with BAME
customers? 2 Y S ¥Efdediprisefeatured highlyon the agendain many

of the TMPswith someclearexamplesof effectivelymeetingg 2 Y Sy £2

needsthrough BSSP Therewas, however,a differencein the level of
attention paid to BAME businesssupport and the organisation of
representation for these customers Whilst some regions had well
structured networks and good engagementwith specialistsin BAME
businessupport,otherswere lesswell developed

Without knowledgeof the number of BAMEbusinesse®peratingin a
regionit is difficult to monitor the ability of BAMEbusinesses$o access
mainstream initiatives In order for BSSPto be accessibleto and
inclusiveof BAMEcustomers,the marketing and branding guidelines
must be responsiveto their needs Researchand discussionhas
identified brand as key to engagement,and also highlighted the

barriers that inappropriate branding can create with some customer
groups The responsivenessand flexibility of the marketing and

brandingguidelines aswell astheir effectivenesdn reachingdifferent

audiencesijs therefore centralto the succesof BSSRind its ability to

includeBAMEandwomencustomers

The messageis clear. the simplificationprocesshasmuchin it that is
welcome,but it alsohasthe potential to marginalizeBAMEbusinesses
and entrepreneurs,and this must be adequatelyaddressedduring the
transition process Aboveall, greaterdetail is requiredon how services
will be deliveredin a way that is inclusive,not exclusive and doesnot
create any institutional disadvantage Provision of enterprise and
businessopportunity for all must be at the heart of businesssupport¢
providing people from all communities with the appropriate skills,
know how and supportto givethem the confidenceto start and grow
their own businesses

{GNRBY3ISNI t N2 RdzO & X

We are not persuadedthat all BSSProducts,as currently configured,
adequatelyaddresghe mainbarriers Forexample

BusinesgCollaborationNetworks. Thisproduct doesnot explorethe
specific needs of and benefits for BAME businessesof such
collaborativeactivity, and fails to recognisethat these can becomea
criticalchannelto introducemainstreamservicesNor doesit tacklethe
lack of trust with which many within BAME communities view
mainstreambusinessupportproviders

Enterprise Coaches This product does not sufficiently addressthe
& that entrepreneurial propensity varies acrossethnic groups and
that acrossall ethnic groups there is evidence that suggeststhe
existenceof a significantgap betweenthose who would like to start a
businessaandthose who actuallydo. It will not boost enterpriseamong
the most deprived communities,nor will it empower people to take
control of their own destiny The product has lacked the strategic
leadershipit requiresto deliver clarity and focus Thisis particularly
disadvantageousor BAMEcustomers as a product it should be far
morerelevantto the start up needsof this group.

In responseo theseconcernsthe proposaldn this submissiornnclude

A review of BusinessLink! R @ A #&a@nhdr@eds Thisis required
to ensurethat they are able to meet the needsof different customer
groups Training developed with the input and insight from BAME
specialistsvill helpto addresghe concernsoted above

Identification of key community figures Getting the input of
individualsin marginalisedyroups,andengagemenbf theseindividuals
within Businesd.inkis vital in order to facilitate knowledgetransfer, as
well asprovidingcustomerswith appropriatesupport

Engagementwith a range of specialistorganisations Thisincludes
those both within and in addition to the scope of BSSP This is
necessaryin order to develop understandingof the needsof BAME
customers,and ensurethat the transition processand BSSResponds
to thesecustomergroups

Thesemeasureswill be vital to ensurethat BAMEbusinessesand in
particular selfemployedand micro-enterprise owners get the support
they needto ride out the recessiorandto prosperin the longerterm.
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Development of the Proposals

Nine separate proposalsare set out on the following pages They
were reachedthrough closeworking through sub groupsand after
extensiveresearchwhichwasinformed by a wide variety of people
and organisationsjncludinggovernmentdepartmentsaswell asthe
RegionaDevelopmentAgenciefRDAs)Most importantly, we have
met and correspondedvith manyBAMEbusinesseswhoseinterests
we are hereto serve

We are extremely grateful to those TaskForceMembersthat have
given their time to driving forward these proposals,and whose
continued dedication and passion personify our commitment to
supportand promote BAMEBbusinesseand entrepreneurs

There is already much good work and good practice being
implemented in relation to BAME businessand enterprise The
proposalsseekto build upon this in order to realise opportunities
as well as tackle barriers, rather than to create new delivery
infrastructure. Many of our key partnershave establishedexcellent
reputations for delivering servicesthat meet the needs of BAME
communities and businesses,and some strong partnerships are
alreadyin place We needto build onthese

Focussing Longerm, but Responding to the Recession

Theproposalscontainedin this submissionare intended to address
structural issuesand to maximise the competitivenessand long-
term contribution to the economyof BAMEbusinessesFosteringa
step changein BAMEperformance(through both demandand supply
sidemeasuresyhouldremaincentraltothe 9 a . ¢vidfR.a

However,they also have an important role to play in increasingthe
resilience of BAME businessesto withstand the current difficult
trading conditionsand will serveto increasethe longerterm potential
of the BAMBbusinesdasewheneconomiogrowth returns.

In addition, the proposalscanplay a keyrole in tacklingworklessness
Largenumbersof BAMEbusinessesourcetheir workforce from the
localcommunityand rely upon family/networksto fill their vacancies
Supportfor BAMEbusinessedduring this difficult time can help to
closethe gapbetweenthe ethnic minority employmentrate and that
of the whole populationand ensurethat BAMEcommunitiesare not
disproportionatelyaffectedduringthe recession

LinkingBAMEcommunitiesto the businesssupport and enterprise
agenda can only serve to boost regional productivity and
employment

In addition, a focus on enterprise opportunity for all and the
promotion of selfemploymentasan alternativeto employment(and
unemployment)would help to turn & G K A YirftoSaNS2¢ S Giving
people the confidence of having the right skills, knowledge and
supportis vital to help potential entrepreneursthrive, even during
thesedifficult time.

Supporting Business Across the Business Life Cycle

Our proposalsare intended to support BAME entrepreneurs and
businesseacrosghe businesdife-cycle Thisincludes

APre pre-start support. To raise awarenessof enterprise among
peoplefor whom this maybe a viableoption, but who currently have
alackof awarenes®f the opportunities)

A Prestart support. To equip peoplewho have a businessdea with
the support and skillsthey need to enable them to take it to the
marketandbringtheir businessnto being(e.g. BornGlobal)

A Start-up support. To provide those who have madethe moveinto
businessownership with help to establisha customer base and
market presenceand to make surethe businesss on the right track
to growth (e.g. EnterpriseCoaches)

ASupport for growing/developing businesses Helping business

ownersto run their businessesn a more formal fashionto dealwith
the increasedsalesand customers,and to respondto competition
and to improve productivity through better businesspractices(e.g.
Busines£ollaboratiorNetworks)

A Support for mature firms. Helping businessto secure a larger
market share and find new revenue and profit channels by
expanding/diversifying into markets that complement existing
experience and capabilities (e.g. Public Sector/Corporatesupplier
Diversity)

Someproposalsare specificallytargeted at individuals/businesseat

oneor two of thesestageswhilst othersseekto addressssuesacross

the spectrumof BAMBbusinesses

NOILONAOYLNI
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National Policy Leadership For BAME Businesses (page 19)

Enterprise Coaches (p20) Business Collaboration Networks (p22)
- Upskiling Public Sector | Corporate Sector
Born Global (p27) Providers (p23) | Supplier Diversity Supplier Diversity

(p24) (p25)

Enterprise and Finance (p21)

High Growth Markets (p26)

v l l vYy \ Ad

Pre prestart Pre-start Start-up Developing Maturing
Low level of awareness of business stan support Lack of trust in business support organisations
Lack of confidence amongst some BAME groups Mainstream business support provision not sufficiently

Access to finance is problematic amongst some BAME groups SISO S@UE N SIS

due the perceived business risk Inability to maximise market opportunities within both the
public and private sectors

Barriers to Enterprise and Growth

Supporting the evolution of the BAME business basBreaking down barriers




What is the Issue? What is the Solution?

The light touch diversity assessmentof RDA BusinessSupport
Simplification Transition Plans commendsthe rigorous approach
taken by RDAsto consultation It further states that RDAshave
soughtto ensurethat they retain the flexibility requiredto contend
with regional economicconditions The assessmentaisedtwo key
concernshowever,about nationalleadershipand consistencyn the
EthnicMinority businessagenda

Need for better co-ordination and knowledge leadership In
comparing the approachto ¢ 2 Y S yeMeiprise and BAME
businesses,it is apparent that the national BIS supported
infrastructurethat isin placefor the promotion, coordinationand
knowledge leadership of the & 2 Y S yb@siess agenda, is
markedlyabsentfor anyother diversitystrand

Needfor better mainstream provision. In view of the fact that
EthnicMinority Businesgpresentsa considerableopportunity for
UK plc, it is a critical that this agendais afforded focused
investmentthrough existingmainstreamedprovision,as well as
throughinvestmentin specialisedctivity.
PROWES$he 2 2 Y S \émdaiprise umbrella advocacyservicehas
achieveda great deal during its existenceand has been critical in
providing the insight to enable Government to recognise the
potential of replicatingelementsof transatlanticpolicyfor2 2 Y Sy Q&
enterprise

Who needsto do what?

The proposal will provide ethnic minority businesswith the
national profile, resourceand supportinginfrastructureto enable
both Government (BIS/CLGlaNnd RDAs,Local authorities and
Businesd.inksto better coordinate policy and realisethe growth
potential of this demographic Thisproposalis dividedin to four
strands

EMBANA crossRDAnetwork that will provide strategicadvice
to RDAs 9 a . ! d@a&remit will be to influence local,
regional and national policy towards the promotion and
support of BAME businessesand to disseminate local
knowledgeon the BAMBEbusinessagenda

Annual impact assessmenbf crossGovernmentinvestment
and activity on BAMEBusiness Thiswould be an intensive
approachto assessinghe BSSPproductsandthe outcomesof
the transition arrangementscurrently being carried out by
RDAs In assessinghis impact, it would be usefulto identify
key BSSPproducts that might have differential impacts on
religious groups (i.e. accessto finance related offers, and
makespecificassessmenf their accessibility)

Implementation of BusinessLinks Managementinformation
Strategy Thisprovidesa harmonisedand robust interface to
collectandmonitor equalityanddiversityin businessupport

RDAIlead role on Ethnic Minority Businessto support the
above strands For RDAChiefExecutivego discussand agree
aleadrole for one of the RDAsN supportingthe RDAnetwork
to implement the implications of the above mentioned
strandsof activity.

EMBAN- identify, inform and disseminatebest practice in supportingBAMEbusinessesn order to influence local, regionaland
nationalpolicy. EMBANO be establishedriainputsfrom BlSand RDAs

GLG/LGA; lead the annualassessmenbf governmentinvestment strategicallycoordinate feedbackacrosslocal authorities and

relevantagencies

Businesd.ink ¢ implementthe managementinformation strategy, RDAs- agreea leadrole for one of the RDASN supportingthe
RDAnetworkto implementthe implicationsof the strandsof activity.
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What is the issue?

W9 v i SINLING B&secb@hisediorm of businesssupportand is
incorporatedinto the BSSHortfolio. It seeksto build an enterprise
culture amongstdisadvantagedcand underrepresentedcommunities
to address the enterprise W3 | dnlfdto provide a route into
employment Across all ethnic groups there is evidence which
suggestghere is a significantgap between those who would like to
start a businessand those that actually do. Thisgap is greater for
BAMEcommunitiesthan for the white population,implyingthat they
facegreaterbarriersto enterprise Themost commonlycited barriers
are a lackof confidence low levelsof awarenessof businessstart-up
servicesanda lackof trust in businessupportorganisations

Whilst EnterpriseCoachesre alreadya recognisedsolution, it is not
universally funded and delivered and is not sufficientlytargeted at
the BAME community.  In addition, there are some BAME
communitiesthat are not sufficiently aware of the opportunities for
selfemployment and need support to raise their aspirations and
ambitions

This product has been identified as being particularly important for
Ethnic Minority Enterprise Thereis a concernthat it haslackedthe
visible ownership of some other products within the BSSRportfolio
and that this hasresultedin a lack of coherencein implementation
this is a key risk for policy makers and should be remedied by
governmentandthose public bodiesthat will havearole in delivering
andinfluencingthe provisionof this product

Who needs to do what?

What is the solution?

Evidencesuggestshat coachesare an effectiveway in whichto build

confidence Theyhavebeenshownto inspireand motivate potential

entrepreneurs, although case study evidence also suggeststhat

entrepreneursneedto be ableto identify with their coach/mentorin

orderto trust them. Consequentlythis proposalseeksto ensurethat

appropriate enterprise coaches are a universally available and
consistently delivered form of businesssupport for the BAME
community,

AnEnterpriseCoache®rogrammeshouldincorporate

Therecruitment of appropriate and credible EnterpriseCoaches
(ECsjrom the communitiesin whichthey will work, with an ability to
bring together networks to support their work and pre-start
businesses

The creation of a training and development package(preferably
accredited)to includecoaching/mentoringBSSProductknowledge,
Businesd.ink, private sector support offers and creatingof effective
networks Thiswill includea Trainthe Trainermodulein deliveringa
cognitiveprogrammeof barrierremoval

The creation of an EC support network to facilitate peer
mentoring and the sharingof information and good practiceand to
facilitate links into mainstreambusinesssupport including Business
Linkandthose,relevant,serviceoffered by the private sector,

ECsacting in an outreach capacity targeting BAMEcommunities
to demonstrate enterprise opportunities and the availability of
appropriatesupport ECwwill facilitate linksinto mainstreambusiness
support

SdHOVOO dSldddd.1Nd

CLG and Local Authoritiednclude the proposal in LAA/MAA discussions and target setting; allocate funding to support product delivery

using, for example, Working Neighborhoods Fund.

BIS /RDAsagree a consistent coverage for EC programme expenditure. Ensure activities in relatiostarpug support for BAME

communities are funded using Single Pot/ ESF. Influence the Business Link service to develop a commitment to BAMEuginess st

regardless of ethnic minority density in the population. Assess skills and accreditation requirements for the enterphiesacwhc

identify funding to support this.
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What is the Issue?

BAMEcommunitiesare very most entrepreneurial, with relatively
high rates of new businessstarts However,only a small number
becomebusinessesf scaleandacces®xternalfinance

The BISFinanceBooster Surveyof 2005 (the most recent research
into accesdo financefor BAMEBusinessesjoncludedthat the main
cause of accessto finance variancesbetween BAME and other
businessesouldbe accountedfor through¥ 6 dza NJY &diogsand
financialstanding However there is evidencethat BlackAfricanand
Pakistani businesses experienced large financial gaps, and
Bangladeshis experienced higher loan margins than Indian
businesseafter controllingfor awide rangeof riskfactors

Thereport highlightsthat someBAMEgroupsare disproportionately
more likely to have poor credit experiences A number of factors
accountfor this, includingsignificantlylessopportunitiesto develop
financialliteracyskillsat an earlyage Therearetwo relatedissues

Seltdiscouragement Individuals do not approach banks or
equity providersbecausethey believe they would not be taken
seriously Theimportanceof harnessingrusted brandsthat have
existing credibility with Ethnic Minority communitiescannot be
underestimated This is true in communicating all forms of
businesssupport but particularly important for the financial
services sector which has traditionally experienced poor
perceptionsandtrust levelsfrom minority communities

Lack of investment readiness Even when entrepreneurs
approachbanksor other providers,inexperiencemay meanthey
do not have adequate businessplans, or the financial and
businesglanningskillsneededto convincean investoror lender
to providethem with the moneyrequired

Who needsto do what?
BIS¢ fund certainelementsof the proposal
RDAsand Businesd.ink¢ establishthe businessnentoringnetwork.

What is the Solution?
Thisproposalis splitinto sixstrands

5 NJ 3 DghQldsing the website of JamesCaanand the BBC
5 NJ 3 PghQaital, each with a high volume of enquiries, make
available information and advise on enterprise themes, accessto
financeoptionsandguidanceon applyingfor financefrom banks

Mobo Awards and Jewel BAME Business Awards Regional
Mobo/Jewel branded eventsto attract and engageEthnic Minority
businessesThesebrands present powerful opportunities to tap into
the talentsand aspirationsof BAMEentrepreneursand existingBAME
businessesBoth these brandscould be extendedto supportbusiness
supportstrategiedor EthnicMinority businesses

Experiential Financial Literacy Awards Working collaboratively
with socialentrepreneursand high street banks,this proposalwould
fund a youngLJS 2 LJin&he€aawardsprogrammeto allow them to
testideasfor boostingcommunitieshroughentrepreneurialprojects

Fairnessin Banking We will work with major Banksto ensurethat
they are givingfair and equitabletreatment to all groupsandthat they
monitor the impactof their policies

RegionalBAMEBusinessMentoring Networks. Establishmenbf a
regional network of mentors, funded by Local Authorities, LEGland
private sponsors, and including successful Ethnic Minority
entrepreneursand senior officials from the private sector that can
provide motivation and encouragementThiscould include a panel of
advisordor BAMBbusinessegxperiencingssueswith the banks

National Marketing Campaign Targeting a potential national
audience of over 200000 BAME businessesthis proposal would
include generic marketing to BAME businessesto encouragehigh
growth businessesindtargetedproactivemarketingto drive up BAME
conversiorfrom thinkingto doing(businesstart ups)

Unltd - deliverthe financialliteracy scheme jn conjunctionwith Barclays| loydsTSBand HSBCTheywill collectivelynominatea smallpool
of businessadvisordo mentor busineson investmentreadinessand accessoutesfor finance

AsianBusinesslewelAwardsand the MOBOs- Brandsthat are trusted by BAMEbusinessesind are establishedplatformsfor celebrating
the successesf EthnicMinority Businessvould be usedto promote the mentoringnetwork and nationalmarketingcampaign

dONVNId ANV dSldddd.1Nd
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What is the issue?

BusinessCollaborationNetworks are a recognisedproduct within
the BSSPportfolio. The product descriptor clearly sets out the
rationale for this form of intervention, both in terms of the barriers
faced by business wishing to collaborate and the merits of
collaboration networks as an approach However, given the
LINE R dedéraln@ture, it doesnot explorethe specificneedsof
and benefitsto BAMEbusinessesnd hencethe needfor a targeted
approach

Thepoortake up of businessupportserviceshy BAMEbusinessess

well documented Researclcarried out by Barclayg2005 showed
that BAMEbusinessesvere more likely to approachfamily, friends,

banks, accountants,businessassociatesand solicitors for business
advicethan formal businesssupport organisations The reasonsfor

thisare complexbut include

Lackof trust. Thereappearsto have been a breakdownin trust
between BAMEbusinessesand businesssupport agencies Thisis
caused by both organisationalfailures on the part of business
support agenciesand negative perceptionson the part of BAME
businesses

Lackof knowledge of BAMEcommunities Mainstreamprovision
often lacks sufficient knowledge of the needs, barriers and
traditional markets of BAME businesses In addition, because
specific networks are more likely to be located among BAME
communities,they are more likely to havethe trust of many of the
businessefrom thesecommunitiegLDA 2005).

Who needs to do what?

What is the solution?

Researchsuggeststhat BAME owned businessesrespond well to

collaborative networks and that BAME business networks can
become a critical channel to introduce mainstream servicesand
disseminate publicly funded businesssupport offers. Given their

importance in engaging BAME businesses,mainstream agencies
should look at more ways of how these organisationscan act as
intermediarieso other businessupportdelivery.

Therefore,this proposalseeksto ensurethat funding is universally
available for intermediaries to establish and operate business
collaboration networks targeted at BAME businesses This will

enable BAMEbusinessedo collaborate and addressopportunities
which they would not have been able to addresseffectively alone

Critically, the networks will also act as a channel for public and
private sectorengagemento encouragemainstreamaccess

Thisproposalrecommendssetting up or utilising existingnetworks,
employingother community basedentrepreneursto act asmentors
and linking in with community based professionals Supporting
businessollaborationnetworksshouldinvolvethe following:

Identification/development of networks and recruitment of
intermediaries

Traininganddevelopmenftfor intermediaries
Encouraginghe pursuitof collaborativeopportunities
Promotingaccesgo mainstreambusinessupportactivities
Networkpromotion

CLG and Local Authoritiesnclude this proposal in LAA/MAA discussions and target setting; allocate funding to support product

delivery, for example, via Working Neighbourhood funding.

BIS¢ establish that collaboration networks should become the platform for informing local flexibilities and also provide tlieebasel
evidence for determining priorities, targets and reporting outcomes. Make funding available to train facilitators to bexmedied

trainers, mentors and coaches.

RDAg; create inclusive networks that are sector and geographically based.
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26



What is the issue?

Thereare lower levelsof awarenessand take-up of businesssupport

amongst those from the BAME community Two of the EMBTF
proposals, namely Enterprise Coachesand BusinessCollaboration
Networks,seekto addressbarriersand increasetake up of business
supportservices Both proposalsare focused,in part, on building a

link between BAME communities and mainstream support using
intermediaries who better understand the needs of BAME
businesses In manyinstancestheseintermediarieswill havesimilar
backgroundsaind comefrom similarcommunities

BAME entrepreneurs are more likely to identify with these

intermediariesand trust their advice It will be vital to ensurethat

intermediarieshavethe skillsand capacityto deliversupport It will

also be important to ensure that frontline advisors possessthe

knowledge and skills to understand BAMEG dzi A y Seeds §nd Q

respondor signpostappropriately Therearethree keyissues

Lackof trust. Afailure to engageBAMEcommunitiesand provision
of serviceswhich are not seen as relevant to their needs have
contributedto negativeperceptionstoward supportagencies

Cultural and linguistic barriers. Researchhas shown how many
businessadvisorslackthe skillsand cultural sensitivityto respondto
BAMES dza A Yy eadad8etaultural differencesor poor language
skills This is particularly the case for BAME women and recent
immigrants to the UK This reinforces negative perceptions of
businessupportandcontributesto the further erosionof trust.

Deliverycapacity Organisationsleliveringto BAMEbusinesseack
capacityand capabilityand this hasa resultantimpacton quality and
the depth of support provision Investmentto developthis is critical
to the future of BAMBbusiness

Who needs to do what?

BIS - commit to a business support framework that is underpinned by quality assessed advisors and brokers; deliver diversigggawaren

What is the solution?

Theoverarchingobjectiveof this proposalisto foster a cultural shiftin
attitudes towards supporting BAMEbusinessego ensurethat all of
those who provide support and adviceto businessesgither via the
businesssupportnetwork or the deliveryof publicly funded products
and services havethe requisite competenciesand understandingto
work with BAMEbusinessesGiventhe breadth of this task,asa first
step this proposal focuses on two business support products
(Enterprise Coachesand Business Collaboration Networks) and
Busines#\dvisors Thereare two components

Accreditation Thefirst relatesto ensuringthat those organisations
and individuals supporting BAME business through Enterprise
Coachingand BusinessCollaboration Networks, acquire bespoke,
recognisedandaccreditedskillstraining.

Skillstraining. Secondlythe EMBTRFecommenddrontline business
support advisors and brokers should receive training relating to
providingaccessibleserviceso all their customersregardlessof race,
faith, age or gender etc. It is envisagedthat this training will
complement and align with nationally recognised competency
training UKCES/UKC@re in the processof revising the current
commoncore SFEDBusinessSupportnationaloccupationalktandards
to ensurethey adequatelyreflect diversity/equality issuesand the
needsof all enterprisetypes Assuch,the EMBTFsub group requests

Sd3dINOdd DNITTTIASdN

funding to build upon this is work and developdetailed WYy 2 gt SR3S

w S |j dzA NBTHh&gwillaufderpin the training and development
deliveredto advisorsbrokers,coaches/mentorsand provide detailed
assessmentriteriafor the assessorandverifiers

training to all frontline staff; influence the Business Link service to develop a commitment to BAME business startdlgssedaathnic
minority density of the population. Assess skills and accreditation requirements for the trainers, mentors and facitibatorit;to

identifying funding to deliver training; iconjunction with researching and describing competencies the candidate has to evidence, fund

SFEDI to develop detailed knowledge requirements to underpin the training and development.
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What is the Issue?

One of the factors influencing the ability of BAME businessto
diversifyout of traditional sectorsof low valueaddedactivity is their
ability to identify and exploit trading opportunities in the public
sector. Relativelylittle attention has been paid in the UK to the
factors influencing the access of BAME firms to the supply
opportunitiespresentedby largepublicorganisations

If suchan objectiveis to be achieved,it is important to ensurethat
BAMESMEsaswell assmallfirms more generally are fully aware of
the opportunitiesto supplylarge organisationswith variousproducts
and servicesand, in particular, how to securecontracts emanating
from the public procurement process The types of challengesthat
BAMEowned and other small businessedace in the procurement
processnclude

Sizeconstraints Theseincludelimits placedby manypublicsector
bodieson the proportion of a ¥ A NiMdD galesthat an individual
contractmayrepresent

Information failures. A lack of information about potential BAME
supplierson the part of purchasingorganisations,as well as of
supplyopportunitiesby potential suppliers

Bureaucracy Theprocurementpracticesof manylocalauthorities,
whichare often conservativefollowingbureaucratiaules

Rigid tendering practices Tenderingpracticesare often overly
formalised deterringBAMEsandvery smallfirms.

While these issuesare faced by all SMEsthere is some evidenceto
suggesthat BAMESMEsre particularlydisadvantaged

Who needs to do what?

Core Cities Loc&ouncils carry out a profile of their supply bas@adwork with their Business Link, Chambers of Commerce and RDAs

What is the Solution?

The proposal will drive forward the adoption of bestpractice in
supplierdiversityat the three tiers of the public sector,in supportof
the new EqualitiesBill (2008 andthe GloverReview

LocalAuthority SupplierDiversity. We will supportthe CoreCities
Local Authorities to implement emerging best practice This will
involvelookingat the councilitself, seeingwhat monitoringit doesof
its supplybase,how influential the procurementunit is, how awareit
is of the potential supplier base, the extent to which existing
procurementmechanismswvork againstSMEsgetting contracts (and
BAMESMEsin particular) Three core cities will signup to a three
year pilot to conduct a review of their procurement practicesto
achievelLocalAuthority supplierdiversitybeaconstatus

RDASupplierDiversity. We will encourageRDAg0 work with their
intermediariesto find out about their procurement strategiesand
make sure that BAME businesses have links to corporate
opportunities and support for procurementreadiness We will work
with RDAg0 ensurethat internal procurementfunctions adhereto
good practicein terms of supplierdiversity. The crossRDADiversity
in Enterprisebody will be usedasa vehicleto promote existingbest
practicein supplierdiversityto addressboth adminspendwithin the
RDAnetworksandto promote supplierdiversityin the regions

Central GovernmentSupplier Diversity. We will supportthe OGC
(Office of GovernmentCommerce)on taking forward its brief for
promotinggoodpracticein procurement,andto makesurethat OGC
adviceon the ways in which contracting authorities may improve
opportunitiesfor SMEggenerally,and BAMEbusinessesn patrticular,
to competefor governmentcontracts

to ensure that their buying power is used to promote growth opportunities for BAME business.

CrossRDA group on RDA Procuremergecure a lead RDA to implement this bpsdctice outlined above and showcase to other RDAs.

OGCG fund and organise events to share and disseminate best practice across central government.
Supplier diversity specialist bodieswork with the the above organisations to develop m¢lee-buyer events.
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What is the Issue?

The corporate sector spends a lot of money on goods and
services While we know that in the UK,BAMEfirms are not getting
their fair shareof the business,n the USmany large corporations
now have formal CorporateSupplierDiversityProgrammedo try to
increase their use of BAME suppliers Although many of these
programs were formed to promote a good public image, many
corporationsare strategicallyincorporating diversity principlesinto
their purchasingpolicies,realisingthat they helpimprovethe bottom
line by enablingthem to servea culturally diverse community and
client baseand by increasingthe level of competition amongsttheir
suppliers

Corporate SupplierDiversity is about taking creative and proactive

What is the Solution?

The proposal will increase interaction between major Ukbased
corporations and BAME businesses This will assistBAMEowned
businessesto develop and grow their businesses It will also
strengthen the overall economicgrowth and expansionof larger
T A Ndvagkeds It issplitinto two distinctstrands
Corporate Supply Chain Diversity. Working with the Chartered
Institute of Purchasingand Supply (CIPS),the | Y Qéading
professionalpurchasingand supplybody, to promote awarenesof
the businesdenefitsof supplierdiversityamongits members
We will work with CIPSo makesupplierdiversityanintegralpart
of all CIPSoursesaccreditationschemesind exams

We will developa programmeof supplier diversity awareness

stepstoward ensuringgreater accessto large O 2 N1J2 N3ectok 2 YV &dhinarsto provide CIPSmembers with an insight into how

supply chains for under-represented businesses,such as BAME

owned businesses,better enabling them to bid for business

(contractsand procurementopportunities) with the private sector.
However all too often, underrepresentedobusinessesire not utilised
by businessesThisreflects

Imperfectinformation. A lackof awarenes®f the potential BAME
supplier base among large corporates and also the inability of
BAME businessesto identify and exploit opportunities in
mainstreamcorporate and consumermarkets Thisis a clearcase
of marketfailure (imperfectinformation).

Lack of understanding of business benefits. Relatively little
attention hasbeen paid in the UKto the factors influencingthe
accessof BAMEgo the supply opportunities presentedby large
private organisations Consequentlythe full potential of BAME
businessesandof the wider economy hasnot yet beenrealised

Who needsto do what?
BIS- fund the proposal

BAMEsupplierdevelopmentcanimprovetheir competitiveness

We will provide a platform for corporationsto present and

receivefeedbackon their BAMBEbusinesgliversitypractice
Supermarket Supply Chain Diversity. Working with major
supermarketdo foster the promotion, growth and developmentof
BAMBbusinessewvithin their supplychains

We will work with Supermarketsto promote an & 2 LIR g 2 NE

atmospherethat providesBAMEbusinessewith guidanceand
consultationto helpthem becomesuppliers

We will encouragesupermarketsto assestheir supplierbaseto
identify opportunities for BAMEbusinessesand host meet the
buyereventsto link supermarketavith BAMEsuppliers

We will help supermarketsto understand the issues and
pressuref existingBAMEsuppliersensuringthey canvoiceany
concernsn a constructiveway.

CIPS reviewtheir examsand qualificationsand developa programmeof awarenesgaisingseminarsworkingwith recognisedsupplier
diversityspecialisbodies,businessepresentativeorganisationandthe CompetitionCommission

Supermarkets undertakeor commissiorresearchinto their supplychain

RDAs organisea seriesof meet-the-buyerevents,developedn conjunctionwith supermarketand Business.ink

Businesd.ink- work with the selectedBAMESMEsandsupplierdiversityspecialisbodiesto promotea growth strategy
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What is the Issue?

The need for BAMEDbusinessedo expandtheir markets from the
competitive and limited parametersthat they often operate in is
clear. This issue has been addressedthrough the procurement
proposalsin the main. However, international markets provide a
significantopportunity for the growth of BAMEbusinessesand the
currentW (i NB RSpaidtsaicémpellingpicture for action

There s also evidenceto suggestthat the sectorsin which BAME
businesse®perate could be conduciveto fitting large international
markets The Halal food market, estimated to be worth a trillion
dollars internationally, could be servedand accessedby the large
number of smallproducers,retailersand brandsthat operate within
the UK In addition, BAME SMEs operating in retail fashion
outnumbersmostother retail categoryfor AsianSMEs

Structuredsupport would enableinterested businesse®peratingin
these (and other) key sectorsto scopethe potential of expandingin
to national and international marketsfor their products Thereare
two keyissueghat needto be addressed

Need for greater export focus BAME businesseswith their
international links to their countries of origin, use import links
considerablyto servetheir local markets However,these same
links are not usedfor exportto servethe needsand demandsof
communitiesin countriesof origin.

Ineffectivenessof mainstream support. To date, BusinessLink

serviceshave traditionally concentratedon start ups and new

starts rather then assistingestablishedbusinessego learn and

exploit international markets which they may find inaccessible
due to lack of appropriate knowledge, networks and export

knowledge

Who needsto do what?

What is the Solution?

The proposal supportsthe developmentof a structured intensive
high growth support programand coachingscheme It will establish
clearpolicy guidelinesfor RDAg0 diagnoseand selectthe key high
growth sectorsfor BAMEfirms in each region or UK wide, and
targetthesefor highgrowth businessupport

Althoughthe proposalsare dividedin to two section,it is critical for
provisionacrossinternational trade and high growth supportto be
deliveredin a coherentand synthesisedway in order to ensurea
seamlesexperiencgor BAMBEbusinessesacrosssupportagencies

Partl: UKTkhouldundertakesomespecificresearcho outline:
Exportopportunitiesalignedto keyBAMEbusinessectors

Explore spatial and sectoral opportunities in countries and
marketsthat have particular salienceto BAMEcommunitiesin
the UK (e.g. Indiaand Chinaand Middle East,Africa(spatial)and
sectorally HalalFood,IndianFashionMediaandIT etc.

Theresearchshouldbe fed backto BISRDAsand Businesd.inksand
their responsescoordinated UKTIshouldalso considera dedicated
trade missionfor BAMBbusinessesperatingin the UK

Part 2 : Followingthe completionof the researchabove,there is a
need for specific investment in promoting high growth BAME
businessthrough focused high growth support programmes This
will provide the structured and intensive capacitybuilding required
to allow operatorsin high-growth marketsto understandand exploit
the massivepotentialin UKandinternationalmarkets

High growth businesssupport is consistentwith the BSSRroduct
range and would target companiesthat can make a demonstrably
high GVAreturn if developedstrategically A high growth sectoral
focuswouldalsoappealto . L fuxé@ntapproachto policyfocus

UKTI¢ undertakethe necessaryesearchto identify sectoraland spatialopportunitiesfor BAMEfirms to exploit high-growth and large
overseasnarketsanddevelopa dedicatedtrade missionfor BAMBEbusinessesyorkingwith relevantrepresentativebodies

BIS¢ fund the proposalanddevelopa co-ordinatedresponseo the UKTwork with RDAsind Business.inks
RDAs/Businessinks- developtargeted high-growth businesssupport programmefor BAMEfirms in their respectiveregions,in line

with BSSPrinciples
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