


PETROC TECHKNOWLEDGEY TRANSFER PROJECT 2 FINAL EVALUATION

Contents

EXECUTIVE SUMMARY ..ottt bbbttt bbb bbb bbb bbb e e bbbt bbb b b e b b e b e b s b s s s bbb i
BACKGROUND ..ottt bbb bbb bbb bbb 4 st bbb bbb bbb bbb e e e e e bbbt bbb b b e b b e b e b s b s s s s en b st i
INITIAL TRIAL DESIGN AND TRANSITION TO A BEFORE AND AFTER STUDY ... i
PARTICIPANTS .ot bbb bbb bbb bbb bbb bbb bbb bbb e b e b e e e bbbt sttt bbb e b e b e b e b s as s s s bttt ii
COMPARISON OF BASELINE AND FINAL RESULTS ..ottt ettt bbb snas ii
BUSINESS PERSPECTIVES ......ootititititiiiii ittt bbbt bbb bbb bbb bbbt bbb bbb bbb bbb s s s bt iv
PROCESS REVIEW STAKEHOLDER PERSPECTIVES ..o bbbttt bbb bbb ssnn v
1. 1A RO 5100 1 [ ] TR 1
1.1 BACKGROUND AND RATIONALE ..ottt sttt sttt bbb b bbbt ss st sttt bbb bbb et e b e b bsbnais 1
1.2 WHY THE INTERVENTION AND/OR TRIAL IS INNOVATIVE ...ttt ssss e ssssssssnas 1
1.3 BARRIERS INTENDED TO BE ADDRESSED BY THE INTERVENTION .....ccoiiiiiiiiiiieee e 2
1.4 STUDY OBIECTIVES ..ottt sttt bbb bbb bbb ee ettt st bbb bbb bbb bbbt ettt st bttt bans 3
2. METHODOLOGY AND RCT DESIGN .....ciiiiiiiii ittt sttt s bbb bbb ss sttt bbbt 4
2.1 THE INTERVENTION ..ottt bbb bbb bbb bbb bbb bbb bbb bbb bbbt bbb bt 4
2.2 LOGIC MODEL ...ttt bbb bbb bbb e bbb bbb bbb bbb bR s bbb bbbt bbbt 5
2.3 ABOUT THE DELIVERY PARTNERS ..ottt sttt sttt st bbb n st sttt sttt sttt 5
2.4 WAYS IN WHICH DELIVERY OF THE INTERVENTION DIFFERED FROM THE ORIGINAL PLAN.......ccococvvrrirrnen. 5
2.5 MEASURES TO ENSURE CONSISTENT DELIVERY ..ottt 6
2.6 BUSINESSES OFFERED EACH INTERVENTION ......oci ittt sttt sttt bbbttt 6
T = AN 11O = 2N 1 10
3.1 RECRUITMENT AND ELIGIBILITY 1ottt bbbttt bbb bbb bbbttt bbbt 10
3.2 BASELINE CHARACTERISTICS ..ottt bbbttt bbb bbb bbbttt bbb bbbt be b an 11
4., BEFORE AND AFTER SURVEY: TECHNOLOGY ADOPTION, BARRIERS, INVESTMENT AND DEMAND ......... 15
4.1 TECHNOLOGY USAGE ...ttt sttt sttt st e bbb bbb b a e e ettt sttt bbb e b e b e b e b e e s s s st ss st 16
5. TECHNOLOGY OUTCOMES AND BEHAVIOURS ...ttt e 27
BLTECHNOLOGY USE ...ttt e bbb bbb bbbt bbb bbb bbb bbb b bbbttt bbbttt 27
6. BUSINESS PERSPECTIVES ..ottt sttt sttt ettt sttt sttt bbb b bbb bbbt sttt sttt bbb bate 38
6.1 INITIAL APPLICATION STAGE AND MASTERCLASSES ...ttt ss sttt sttt 38
6.3 RATING THE STUDENT PROJECT AND MENTORS ..ottt 39
6.4 OQUTCOMES ...t b b bbb e bbb bR AR e e e bbb bbb bbb b e bbb e b e AR b b bbbttt bbb bate 42
(SRS IE TN ST 272N O 1 43
6.6 SUGGESTED IMPROVEMENTS ..ottt sttt sttt bbbttt st sttt sttt bbb bbb bbbt sttt st st sttt b bate 44



PETROC TECHKNOWLEDGEY TRANSFER PROJECT 2 FINAL EVALUATION

6.7 FUTURE PRIORITIES ..ottt bbb 45
7. RESULTS PROCESS EVALUATION: STAKEHOLDER AND MENTOR INTERVIEWS ..o, 46
7.1 LOCAL CONTEXT oottt bbb bbb 46
7.2 DIAGNOSTIC AND TYPES OF BUSINESS ATTRACTED ......ccoconiiiiiiii s 47
7.3 SME RECRUITMENT ...ttt 48
7.4 STUDENT APPLICATION AND SELECTION ...ttt 49
7.5 PROJECT ADMINISTRATION, MANAGEMENT AND GOVERNANCE ..o 50
7.6 BRAND PRESENCE AND PROFILE.......ccooiiiiiiiii s

c|Page



PETROC TECHKNOWLEDGEY TRANSFER PROJECT 2 MIDTERM EVALUATION

EXECUTIVE SUMMARY

This is the executive summary of the final
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functions that had no net change. Following the end of the programme, the largest change in
adoption was in buying goods and services online, which showed a 23% adoption increase.
Marketing and Business Development: Most businesses had a web or social media presence at the
baseline stage, and adoption levels at the baseline stage were already quite high. The final adoption
levels here were even higher, with four over 90% (and higher than, say, finance and accounting).
The biggest area of change was having a social media marketing strategy (+53%).
Communication: Emailing and video conferencing facilities were widely used to engage with
customers and suppliers at the baseline stage. Customer Relationship Management (CRM) systems
and online booking systems were less common. Petroc recruits claimed that procurement tools and
software were not relevant for them, and very few used these (we noted in the midterm that there
was minimal take-up in the counterfactual sample too). This is an area of technology where the
findings were most similar at the baseline position, and after the interventions, with the exception
of online booking systems (which increased by 31%), the project made the least progress.
Managing Information: Remote working and digital storage were common and collaboration tools
were used by over half the sample at the baseline stage. Post programme responses indicated
largely positive uptake in technology uptake with the exception of remote working, which did not
change (already high at 83%). Two areas which stand out in terms of managing information are
using data to improve website performance (+31% adoption) and the use of digital IT systems to
manage or store information (+23%).

Cyber Security: Most businesses had their software up to date, and critical business data backed up
at the baseline stage. Post programme, nearly all areas of cyber security had adoption levels of over
80%,
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PROCESS REVIEW STAKEHOLDER PERSPECTIVES

The project has the potential to help businesses improve their productivity. It is thought to be well suited to
early-stage businesses and those left behind by the recent acceleration in technology adoption. Businesses,
many of which were time-constrained rural micro-businesses starting from a low base, were most receptive
to a tailored approach and general advice on using technology effectively to boost their business resilience.

The general acceleration of technology has meant that competition for online classes has increased since
the project was conceived. Other projects run by Cosmic and the libraries emerged, competing for the
attentions of SMEs. Cosmic, a social enterprise, helped people identify their digital needs and offered digital
skills training and services. Furthermore, once the restrictions eased, North Devon was very busy, and it was
a popular UK staycation market. Businesses in this sector were focused on reopening and making up lost
ground.

The diagnostic provided a good measure of technology usage and adoption. The project has succeeded in
targeting smaller, lower productivity businesses. Some of these were thought to be too small or early-stage
to have the capacity to engage effectively and/or realise their growth ambitions.

The target SMEs are, by definition, hard to reach, and this factor, combined with the effects of the pandemic,
has made the initial target of two hundred far more difficult to achieve than anticipated.

Petroc students studying in the Faculty of Management and Business Studies at Level 2 or 3
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1. INTRODUCTION

This is the final report for the Techknowledgey Transfer project for
Petroc College of Further and Higher Education. It is part of a research
trial supported by the Business Basics programme (Round 3) and
funded by the Department for Business, Energy and Industrial Strategy
(BEIS), working with UK Research and Innovation. The Innovation
Growth Lab at Nesta provided evaluation expertise.

1.1 BACKGROUND AND RATIONALE

The Businesses Basics programme (Round 3) funded research trials to test the concept of offering support
to small businesses so that they might increase their use of technology within their business administration
processes. Petroc wanted to explore this through technology knowledge transfer, embedding expert
knowledge through student-led projects. This is described in detail in Chapter Two.

The North Devon district is a rural economy with high levels of agriculture (with a Location Quotient (LQ) of
4.59), tourism (LQ 1.66) and manufacturing (LQ 1.58). $ (RFDILRQ TXRILHQI /4 PHDVXUHV DQ DUHD-V LQGXVAUD)
specialisation or concentration relative to a larger geographic unit (in this case, England). An LQ of 1.0 in
tourism means that the sub-region and the nation are equally specialized in tourism; an LQ of 1.66 means
that the sub-region has a higher concentration in tourism than the nation.

SMEs represent a significant majority of businesses in the UK and are thought to be the source of much of
the growth in all developed economies. Although 98.4% of North Devon enterprises employ fewer than 50
people, similar to those in the UK overall (98.1%), new business growth is well behind the national average.
In the five years up to 2019, the number of micro-busin
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An AT&T Survey - Technology Trends for N
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There was also a non-intervention group: the counterfactual arm. These participants were drawn from
primarily mid- to low-productivity SMEs with fewer than 50 employees within the geographical comparator
areas of Mid Devon, Exeter and North Cornwall.

2.2 LOGIC MODEL

The logic model below sets out the planned activities against their anticipated immediate and longer-term
effects (technology adoption leading to impacts on productivity and growth). This remains valid even though
the trial was not pursued.

2.3 ABOUT THE DELIVERY PARTNERS

The Enterprise Academy, one of the delivery partners, assisted in enabling students to become part of
the project. Students were skill-matched to the business participants to help them embed technology
solutions within their day-to-day business processes.

Petroc also worked closely with several businesses that are experts in Business Administration
Technology. These businesses were;

A Applegate Marketplace Ltd.

A Maynard Johns Chartered Accountants
A Lineal Software Solutions Ltd.

A Barr Media

These businesses assisted in supporting the initial engagement with business participants, co-designing and
delivering masterclasses for businesses. They also provided mentoring for businesses and students during
the student placement element of the project. All the delivery partners are based in the local North Devon
area. The four businesses already had a good relationship with Petroc, so when the opportunity arose, they
were offered the chance to collaborate.

The delivery partners were spoken to as part of the evaluation study (individually at the interim stage and
in a workshop format for the final stage).

2.4 WAYS IN WHICH DELIVERY OF THE INTERVENTION DIFFERED FROM THE ORIGINAL PLAN

The intention before Covid-19 was that the masterclasses would be
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that could harm the environment. The population had become more experienced in accessing and
participating in online events during this period.

The student projects were initially delivered virtually, latterly in person or via a blended approach as
restrictions eased. Once the randomised trial was dropped, companies in the masterclass treatment group
were also offered the opportunity to take on a student.

2.5 MEASURES TO ENSURE CONSISTENT DELIVERY
* HILYHU\ SDUIQHW ZHUH JLYHQ JX.GDQFH RQ 3HIURF-V H[SHFIDILRQV LQ UHIDILRQ R IKH GHILYHU\ R PDVIHUFIDVWHY

Students completed a student project logbook. This was used for partners to offer practical advice and for
students to document and reflect on the work placement. The logbook included a project placement
agreement, details of the project placement and advice, as well as space for learning reflections to be
recorded during and after the placement. We found that those with a very clear plan with their mentor
tended to have a successful placement (more on this in Chapter 7.0).

The logbook also acted as evidence for those who were to sign off the work experience aspect of the
programme, ZKIFK ZDV QHHGHG DV SDUIl RI IKH VIXGHQI-V FRPSIHILRQ RI IKHLU FRXUVH UHTXWHPHQIV

2.6 BUSINESSES OFFERED EACH INTERVENTION

The Techknowledgey Transfer project was initially delivered as an RCT using a blocked randomisation
approach. Firms signed up on a rolling basis, giving a trickle sample effect, with the randomisation being
applied to blocks of a minimum of 4 firms. 67 businesses have been recruited, of which 33 took up the offer
of a student project. During the recruitment stage, businesses were told about the possibility of a student
placement project through the programme publicity. This could have affected their decision to attend
masterclasses. Recruitment is discussed in Section 7.3.

There was also a counterfactual arm that experienced no intervention and was used as an external control
group for comparison against the treatment groups. 32 counterfactual businesses were interviewed. The
counterfactual sample was matched to the treatment group by an eligibility check and according to the
similarity of baseline characteristics.

The interim report noted that the study was intended to be closer to a pragmatic trial than an explanatory
one (A guide to RCTs, IGL. Pages 25-26). It was FRQGXFIHG LQ D {UHDI-0LIH- HQYWRQPHQI VR LW IHDIXUHYV D GHIUHH
of flexibility and variation. For instance, students have different characteristics and areas of study, and the
masterclasses and their trainers cover different aspects of technology. The SMEs vary by size (those with
fewer than 50 employees were targeted), sector and maturity, and they can leave the trial if they choose to.
There are further details on the randomisation trial design in the interim report.

With 67 SMEs being recruited rather than 200, the trial would have failed to generate sufficient statistical
power to detect an impact on the treatment group. For instance, for outcome measure one, the treatment
group would have to be using over ten times the number of technologies than the control group by the
time of the final survey for us to be confident that the data would detect any noticeable impacts. We also
have to factor in that (a) not all of the treatment group have taken up the offer of a student project, an
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OUTCOME MEASURES
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3.  PARTICIPANTS

This section summarises the findings of the baseline diagnostic
conducted with the 67 businesses that had joined the Techknowledgey
Transfer Programme. The survey results are compared with those of a
smaller counterfactual sample of 32 businesses from a similar
geographical area with no involvement in the Petroc programme.

3.1 RECRUITMENT AND ELIGIBILITY

A total of 67 businesses signed up to the Techknowledgey Transfer programme at Petroc. Until the trial was
dropped, they were allocated through the agreed randomisation process to one of two groups of equal
size; 34 businesses were assigned to the control group, and 33 were assigned to the treatment group (32
took up the offer of a student placement). The first group received technology masterclasses, while the
second group received masterclasses and worked with a student intern to develop technology use within
the company.

The last randomisation window was 26/10/2021 2 9/11/2021. All businesses were randomised despite the
abandonment of the Randomised Control Trial process in late October 2021. Since the Trial was dropped,
5 more businesses were put through the randomisation process, and a further 17 businesses were offered a
student.

The North Devon and Torridge area economy comprises mostly SMEs with fewer than 50 employees. We
targeted low-productivity SMEs rather than a specific sector for recruitment to the project, although ONS
data suggests firms in some sectors are more likely than others to appear within this group.

The counterfactual sample consisted of 32 local companies, primarily mid- to low-productivity SMEs with
fewer than 50 employees, based in Mid Devon, Exeter and North Cornwall. These businesses were randomly
selected from company lists of SMEs with fewer than 50 employees and contacted via telephone.

Regarding re
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3.2 BASELINE CHARACTERISTICS

ANNUAL TURNOVER

Key Finding: Just over half of business participants had an annual turnover of less than £50,000. A number
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HOW THE PARTICIPANTS FOUND OUT ABOUT THE PROJECT

Key Finding: Participants found out about the project through a combination of direct and indirect marketing

activities, including direct approaches by the team (33%) and social media (21%).

A third of businesses (33%) found out about the Petroc Techknowledgey Transfer project through direct
contact from members of the Petroc Team, and 21% found out via Social Media. Word of Mouth was also
common, as well as 3HIURF-V
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interested in delivering targeted advertising. There was also some interest in website optimisation, finance
and accounting automation, online bookings and training in cyber security.

Interest among the counterfactual sample was generally lower; they appeared to have a slightly higher take-
up rate of technology applications and, therefore, less interest in attending masterclasses. There was no
interest in masterclasses for five of the eight functions, including accounting software programmes,
internet/mobile transactions and buying goods and services online.

There was very little interest in finance and accounting, with interest in automation of finance and
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4. BEFORE AND AFTER SURVEY: TECHNOLOGY ADOPTION,

BARRIERS, INVESTMENT AND DEMAND

This chapter describes the breakdown of characteristics and
interventions within the final survey sample. It then summarises current
technology usage in key business areas and applications. It concludes
with an assessment of the time and resources invested in technology,
the barriers faced, and the propensity of SMEs to adopt the technology.

Final surveys were intended to be conducted with at least 50% of the baseline survey to get a statistically
viable before-and-after analysis. Although the trial was dropped, we still managed to speak to 36 of the 67
recruited businesses. The final survey was conducted as a telephone survey. It took interviewers
approximately 20-30 minutes to complete.

Some 16 businesses were difficult to reach. This may have been due to the fact that they only attended one
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Case Study: Community interest company,
Family Compass, develops digital system to
flag child safeguarding issues quickly and
efficiently

Founded in 2017, Family Compass deliver
therapeutic mental health support services in the
form of creative therapies such as art and drama
therapy. Other services include counselling and
mentoring for those aged between four and
twenty-five. The services are mainly funded
through local government and various other
social funds.

The need for mental health support has increased
since the pandemic, and people are finding it
increasingly difficult to access the support they
need. Through the Inhale/Exhale Fund, parents
can directly contact Family Compass and get the
VXSSRUIIKH\ QHHG EXW FDQW JHII HIVHZKHUH as they
fall short of meeting the threshold needed to
acquire support from NHS social care facilities.
The Fund also allowed Family Compass to provide
Well-Being Kit Boxes during the height of the
pandemic.

Keda 2 the manager 2
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found this opportunity to be “easier” than the
usual process of connecting with a company to
carry out a more conventional placement.

“| didn’t have to go through the stress of having
to find a company to carry out a placement with.
It was a trusted company, having already gone
through all the necessary checks as part of
college policy.”

The student also gave positive feedback on the
process of connecting with the company.

“l had an initial meeting with the programme
team to see what fits best for me, they got in
contact with a company for me, and | then met
with the company owner to get to know one
another. It allowed me to connect and figure out
whether this is what | actually wanted, so it was
pretty good.j

The student completed a number of tasks during
her placement, including setting up an online
shop, assisting with the imaging on the marketing
materials for the Inhale/Exhale campaign and
assisting with the development of a database for
therapists to ease communication around child
safeguarding issues.

She felt that she developed many skills during her
placement, such as her communication,
IT/computer skills and time management skills.
She felt that the placement “absolutely” had a
positive impact on her career.

The pandemic caused some difficulties during the
placement. Having to self-isolate when she and a
family member tested positive for Covid meant
that she had to work from home. However, this
proved difficult, as she was unable to use her
personal laptop for placement purposes due to
safety reasons, which resulted in her having to
catch up at a later date.

The student felt that the most significant part of
the placement was having the experience of
working with a business which has made her
consider her future career options.

Before joining the programme, Karen considered
the principal barriers to adopting technology
were a lack of expert knowledge and time. She still
considers time to be a barrier but feels the lack of
knowledge has been overcome to a certain
extent.

In terms of technology adoption, a major action
Keda has taken is the development of an online
safeguarding software system. This can
potentially save much time in child-care meetings.
Previously safeguarding logs were typed up
manually, but now with a system, important
information is flagged automatically rather than
emailing back and forth to relay information.

Overall, Keda said she had a positive experience
on the programme, and the outcomes of the
experience will improve the way things are run
within the company.

“The placement allowed me to take the time out
to specifically focus on carrying out my
technology adoption plans. Plans that were just
ideas before the programme have now come to
fruition.”

Looking to the future, Family Compass would like
to see steady and stable growth by building their
team of therapists and moving to larger premises.

The Well-Being Kit Box has received good
feedback from the children and parents' Family
Compass support. The boxes contain a number of
activities for young people to support good
mental health. The company would like to focus
on being able to continue the sale of these boxes
and adapt their product so people of all ages can
make use of it.
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|MARKETING AND BUSINESS DEVELOPMENT
Key Finding: Most businesses had a web or social media presence at the baseline stage, and adoption levels
at the baseline stage were already quite high. Final adoption levels here were even higher, with four over

90% (and higher than finance and accounting). The biggest area of change was having a social media
marketing strategy (+53%).

Marketing & Business Development

+2% +5% +8% +11%
929 /94% 94% 94% 94% +3% +14%
| e 86% 83% 83 s
78% ° +14% 20%
75% +20% 75%
0
67% 64%
+11% +8%
0
44% 41% 44%
+3%
22%
4%
I 11044%
Have a social Organisation Communicate Attract Allowing Organisation Use of Use of Organisation Deliver Have a social Organisation
media Facebook  and engage  customers customersto  Instagram strategic  analytical tools LinkedIn page advertising media Twitter page
presence page with suppliers digitally (e.g. view products page contentto  to measure targeted at marketing
and/or via social and services enhance and inform specific strategy
customers  media, online on a website company marketing audiences
digitally (e.g.  channels) brand activities
via social
media, online
channels)
M Baseline ® Post Programme
Source: Baseline survey n=36, final survey n=36. Note: VRPH GRQ-I- DGG XS IR GXH IR 1GRQW NQRZV-/-unsure-.

The marketing and business development headlines were as follows:

I Most businesses had some form of social media presence, most often a Facebook page (89%) at the
baseline stage. The least popular social media platform was LinkedIn.

1 Despite businesses having a social media presence, few had a marketing strategy at the baseline
stage (22%). But this was the area that recorded the highest level of adoption (75%).

1 Another noticeable area of adoption was the use of analytical tools to inform marketing activity or
targeted advertising (this increased by 20%).

1 All areas of Marketing and Business development saw increases in adoption from the baseline to
post programme, with an average adoption rate of 13%.
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CYBER SECURITY
Key Finding: Most businesses had their software up to date, and critical business data backed up at the
baseline stage. Post programme, nearly all areas of cyber security had adoption levels of over 80%, with the

exception of cyber training, which is less prevalent, and some interviewees did not know what security
measures they had in place. There were improvements in every area of cyber security. The improvements
IRRN WKH RYHUDN {DGRSWRQ DYHUDJH: R XS IIRP

Source: Baseline survey n=36, final survey n=36. Note: VRPH GRQ- DGG XS IR GXH IR {GRQI NQRZV-/-unsure-.

Looking at the cyber headlines:

I At the baseline, most businesses advised that they keep their software up to date (78%) and their
critical business data backed up (78%). Post programme these numbers rose to 94% and 92%
respectively.

I There were more non-responses and not applicable answers given here. Certain businesses did not
have staff, so staff access to cyber security training was not applicable to them.

I Training in cyber security processes was very low at the baseline and, despite moderate uptake, was
still only 22% post programme.

I There were improvements in every area of cyber security. The improvements took the overall
fDGRSIRQ DYHUDJH- IR 7%, up from 59%.
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The overall findings show a higher level of reported technology adoption across all business areas.

The most significant change in technology adoption was in the area of cyber security functions (an 18%
increase). The lowest change was in communication functions (+10%).

On average, adoption percentages across the five business areas were 65% post programme, having been
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adoption actions following the support. All technology adoption actions can be found in Annex Five. The
least prevalent technology adoption action was hiring new staff members, as stated by just 5 respondents
(14%) and looking for technology capacity when hiring staff (4 citations, 11%).

It is important to note that this question was asked just after the programme ended, so the data reflects
technology adoption actions taken from the start of the programme until the end. Some businesses will
consider technology adoption actions at a later date. Some businesses needed time to take in the new
information they had learnt on the programme or were planning to adopt technology when their business
had further grown.

INTEGRATION OF TECHNOLOGY SYSTEMS

At the baseline survey, 11% (4 respondents) explained that technology systems within their firm were already
integrated. 28% (10 citations) had partially integrated their technology systems. 56% of respondents (20
citations) stated that there was no integration.

28|Page






PETROC TECHKNOWLEDGEY T



PETROC TECHKNOWLEDGEY TRANSFER PROJECT 2 FINAL EVALUATION

Source: Kada Research, Final Survey, 2020-2022, n=36
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22% and 50% of respondents have fully or partially applied learning from the support since engaging with
Petroc, and 14% will do so at a later date.

To what degree has your business applied learning from the
support, since engaging with Petroc? (n=36)

20 50%, 18
18
16
14
12
10 22%, 8
8
6 14%, 5
4 I 8%, 3
2 3%, 1 3%, 1
0 [ | [ | .
Fully applied Partially applied — Will apply May apply Not applied Not sure/Don't
learning learning learning at learning at learning and know
future date future date unlikely to

Source: Kada Research, Final Survey, 2020-2022, n=36

UNDERSTANDING OF TECHNOLOGY, CAPACITY TO MANAGE IT AND COVID

Understanding digital technology: 25% of respondents had significantly (25%) or moderately (53%)
LPSURYHG WKHLU XQGHUVIDQGLQJ RI IKH URIH WKDI GLILID! HHFKQRIRJI\ FRXIG KDYH RQ D ILUP-V SURGXFILYLIN

To what degree has your understanding of the role that digital
technology can have on the firm's productivity changed, since
engaging with Petroc? (n=36)

53%, 19
25%, 9
14%, 5
6%, 2
3%‘ 1 . .
— ]
Significantly Moderately No change in  Very little change Not sure / Don't
improved my improved my understanding  in understanding know

understanding understanding

Source: Kada Research, Final Survey, 2020-2022, n=36
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Internal capacity: 19% and 39% of respondents, respectively, said their internal capacity to manage digital
technologies had significantly or moderately increased since engaging with Petroc.

To what degree has your firm's internal capacity to manage digital
technologies changed since engaging with Petroc? (n=36)

16 39%, 14

14

12

10 22%, 8

8 19%, 7

6 11%, 4

4 8%, 3

2 .

0

Significantly Moderately No change in  Very little change Not sure / Don't

improved improved capacity in capacity know
capacity capacity

Source: Kada Research, Final Survey, 2020-2022, n=36

Covid-19: 47% of respondents stated that the Covid-19 pandemic affected their ability to engage in the
support from the Petroc programme.

Source: Kada Research, Final Survey, 2020-2022, n=36
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Case Study - Piano teacher grows business as a
result of digital marketing actions

Karen Guy 2 a piano teacher 2 established her
teaching business in 2020, a month before the
implementation of pandemic restrictions. She
continued her business during this period by
moving her lessons online.

Karen was recommended to join the programme
by the Petroc management team with whom she
had previous contact. The team knew she had
recently started her business and thought the
programme might be useful. Karen joined the
programme to learn more about social media
marketing and to be able to link her different
technology systems together.

During her time on the programme, Karen took
on a student to help her adopt technology within
her business. Karen found the quality and
appropriateness of the process of taking on a
student to be “really good”. She felt listened to
and supported at the meetings with the
SURJUDP PH PDQDJIHPHQI IHDP DQG IIKH VIXGHQIIV
lecturer. She added, “the meetings were a good
opportunity to express my wishes for the outcomes
of the placement”.

The student found the initial meeting with the
business a good opportunity to clarify what they
wanted during their time on placement.

“It was a very back and forth discussion, bouncing
ideas off each other, to begin with.”
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6. BUSINESS PERSPECTIVES

This section summarises the experience of business participants in the
Techknowledgey Transfer programme. It draws on five midterm
surveys, five final surveys and nine companies that were asked
additional qualitative questions at the final interview stage (a mix of
those with and without a student). These nineteen firms provide
insights into the pDUILFLSDQIV- H[SHUHNce, including some firms with
student placements. The five midterm surveys were undertaken during
Covid-19 restrictions, and fourteen final ones were undertaken early in
2022 as restrictions were lifted.

The interviews explored the application stage, the masterclasses and, for those that had them, the student
placements. They explored any outcomes achieved and technology adoption plans, how satisfied they were,
and suggested improvements and future priorities.

6.1 INITIAL APPLICATION STAGE AND MASTERCLASSES

Key Finding: The professionalism and explanation of the support was rated as excellent. The diagnostic was
long but useful in terms of identifying requirements and assessing technology maturity and opportunities.
The masterclasses were rated highly and described as highly tailored and interactive, offering relevant advice

in an accessible format. The online format, a change to that which was anticipated, offered flexibility but was
not as personal. The masterclasses provided a good grounding in key areas of technology and hints and
tips on where to go to find further information. Some would have welcomed a follow-up session to deepen
understanding.

On average EXVIQHVWHV UDIHG IKH TXDIN RI 3HIURF PDUNHILQJ PDIHUDYV DV {JRRG: KH H[SIDQDILRQV JLYHQ IR
them of available support DV {H[FHUHQI- WKH UHIHYDQFH RI WKH DYDUDEH VXSSRUI DV {JRRG: DQG IKH
SURIHWIRQDIVP RI WKH 3HIURF IHDP DV {H[FHOHQI. The process of joining the programme was a
VIUDLIKHIRUZDUG: DQG {JRRG: SURFHW

“The college supported us well. Petroc [was] good at guiding me through the process and what | could get
out of it”

Several interviewees considered the baseline diagnostic survey a little long but thought it useful for exploring
technology options and stimulating discussion on potential development opportunities.

“The initial diagnosis stage brought out a lot of discussion that helped us start the conversation around [the]
support we needed. It was very useful.”

Businesses generally rated the masterclasses highly, especially the accounting and marketing and social
media masterclass. Businesses felt the support was highly tailored. They welcomed the opportunity to ask
follow-up questions and access wider resources from the delivery providers. The advice was felt to be
“relevant” and “valuable”. “The support provided exactly what we were looking for”, commented one firm. The
online delivery format was felt to be accessible, and as not many businesses took part in most of the
workshops, there was ample time for individual questions.

“The masterclasses have given me the confidence to do some things | wouldn’'t have done otherwise and
motivated me to do the things I've been putting off. The masterclass for accounting software was really
helpful. | am keeping tabs on things better now. | can see what is going in and out. | have got a better
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Case study 2 Online retailer Kimono My
House accelerates technology adoption.

Kimono My House is an e-Commerce start-up
formed in 2020 and based in North Devon. The
company sells sustainable cotton kimonos for
artists, gardeners, and home wear.

Business owner Olivia learned about the
Techknowledgey Transfer programme by word of
mouth. She joined to focus on the continued
growth of her business. Being a sole trader, Olivia
says it was nice to work with other people.

“It helped motivate me to get things done that |
needed to do but was putting off.”

Olivia said the masterclasses were very useful. She
has already applied learning from the
accountancy masterclass and took insights from
the social media marketing masterclass.

“It was reassuring that | was going along the right
lines and doing things the right way.”

Olivia found the student placement to be “a great
addition to the programme of support”. She could
put into practice new innovations that would
positively impact the company. Olivia wrote a
brief for the student to which she added tasks
every week. For example, adding alt text to
website images and researching various
Facebook groups to target for advertising. The
student helped develop her website and improve
her SEO (Search engine optimisation) capabilities.

“Having someone to implement some of the
technology adoption work also stimulate