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Executive Summary
The Government is committed to supporting small businesses to grow. There are many
options available for support and advice from the Government and Government
support agencies.
Examples such as the www.gov.uk website.
The website offers a single point of access to all government services and information
with a myriad of advice and guidance including Interactive tools to find support in your
region, so you find information relevant to you. SME’s can search for Grants, Finance,
Mentoring and Consultancy support. There is also advice on training, apprenticeships
and advice on tax as well as guidance on how to become self-employed.
Apart from the gov.uk website here is also the national business support helpline line
which is open Monday to Friday from 9.00am till 6.00pm, which is 0300 456 3565.
There is local help for businesses in the form of the 38 local enterprise partnerships
with growth hubs as the main SME engagement mechanism.
The list of support is extensive including financial support such a start-up loans
through the ‘British Business Bank’, new enterprise allowance schemes, Employer-led
apprenticeship advice, training, Tax reliefs, R&D tax, investment advice, support in
sectors such as Innovate UK etc.
Whilst there is significant support available for SME’s in the UK however in the report
‘The state of small business’ delivered by NESTA and Sage they highlight a gap
between what is on offer for support and what SME’s actually take up.
The report states there is a decline in SME’s seeking business advice and support from
Government support departments.
2016

2010

SME Employers

26%

49%

Micro-employers

24%

46%

Small Businesses

34%

59%

Medium Businesses

45%

68%

Visit report at http://stateofsmallbiz.com/
During the initial research stages, it was found that the larger businesses are the ones
that are most likely to seek out advice.
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The report breaks down the SME landscape around business growth, productivity and
business churn.
One of the key questions the report asks is ‘Are we doing all we can to support them?’
Eyecademy were commissioned to carry out a Discovery exercise project to better
understand the needs of SME’s and the Regulators and Government Business Support
Agencies and to identify options for the appetite to develop and use a 24/7 Virtual
Expo that attracts, engages and most importantly supports SME’s in their quest to
grow their business.
The aims of the project were to:
•
•
•
•
•

Explore and understand SME’s experience with Government support
departments
Explore and understand Regulators and Government business support offices
experience in engaging with SME’s
Understand the barriers and challenges that all parties face
Explore how the business support offerings could be better delivered
Get opinion on the viability of a Virtual Expo and whether SME’s would use it
and see value in it

This report will outline the findings of the Discovery exercise, the needs and
frustrations of the SME’s, and provide suggestions and recommendations as to what
directions the Humber LEP should take for the next stage of the ‘Virtual Expo’
development.
Project Methodology
The project was run using the GDS (Government Digital Service) Agile methodology.
As a Discovery Exercise the aim was to:

“test the viability of running Virtual Expos as a way to increasing
SME awareness and engagement”
The exercise was to understand the SME’s needs, barriers and willingness to use a
‘Virtual Expo’ and to provide recommendations for further work.
Should Humber LEP want to move forward, the next phase is called Alpha, where any
service is prototyped and tested in order to establish feasibility, problems, costs and
risks, and understand whether to move the project on to beta, take a different
approach or end it.
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High Level Findings
Through the discovery exercise we identified the following key findings:
•

•
•
•

•

•

•

The SME’s that are engaged in any Government support are very appreciative
of the advice and guidance delivered with high praise for advisers mentioned
on several occasions
The SME’s that are engaged with Regulators are appreciative and delighted with
the service and in some cases become dependent on their advisers.
Many SME’s, especially micro-businesses are not aware of the Government
business support available
The SME’s biggest barrier is ‘Time’. Time is always an issue as their focus is on
building their business which means one day time is spent looking for new
business, the next may be delivering it and then the next chasing for payment.
The SME’s would like a service that is more than 9 till 5 and have access to
support after hours, generally night-time, when they have time to sit down and
reflect the day that has just finished and plan for the day that is just ahead.
The SME’s have good intentions to turn up to events but see a barrier in the
distance they have to travel to venues and the timing of them. Early morning
and early evening involve sitting in traffic. Lunch time eats, no pun intended,
too much into their day
SME’s want a central hub with everything all in one place so they can access it
at time that is suitable to them

•

Regulators want something on-line that could answer 90% of requests to help
improve efficiency

Headline recommendations
As a result of the Discovery exercise, it is Eyecademy’s recommendation to the Humber
LEP to:
•

Undertake a Technical Discovery exercise that delivers a high-level functional
requirements document that includes design concepts, technical specifications,
user and ‘exhibitors’ requirements, a project plan and a cost proposal.

Once the Technical Discovery exercise is completed and a decisions is to move forward
the Humber LEP can then move to the Alpha stage of the GDS process.
•

Undertake a Technical Discovery Alpha project focusing on developing a ‘Virtual
Expo’ built around one theme of business support with an event, how to guides,
case studies and pdfs
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At the same time as the first Alpha is underway the Humber LEP should:
•

Develop a plan for further development of each theme of business support to
include further Alpha projects, beta projects and then go live.

This phased approach meets the GDS delivery guidelines and makes the project
manageable and flexible enough to change due to new legislation, new software
developments or to stop the project all together if it is not providing value.
It’s not a failure to stop at the end of any phase if your project shows that’s the best
thing to do. In fact, you’ll be saving time and money that could be better spent
elsewhere in the Humber LEP region.
The Future
It has been clear from our research that the business support is well received and well
thought of however it is the barriers and challenges the SME’s face that needs to be
overcome.
The barriers such as time, distance and accessibility can be overcome with a ‘Virtual
Expo’ and has the ability to make real and impactful changes for SME’s locally and
potentially nationally.
Eyecademy are proud to have been able to support Humber LEP in taking that first
step to a ‘Virtual world’ of advising, training, guiding, and helping SME’s 24/7.
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Research
Introduction
The emphasis of the project was to understand both SME’s and Regulators/Business
Support views on four different themes:
•

Experience – What if any was your experience in working with Regulators or
any other Business Support offerings i.e. events, programmes

•

Barriers SME’s – What are the barriers that they experienced either in engaging
with a regulator/business support or in attending any events

•

Barriers and Regulators/Business Support Advisers - What are the barriers
that they experienced either in engaging with SME’s and also what challenges
they face in delivering an effective and valuable service

•

Ideas - Can you suggest ways business support could better engage with SME’s

•

Opinion – How does the idea of a Virtual Expo sound i.e. interested/not
interested, how it would look, etc

The Discovery Exercise was carried out over the period from 3rd September until 17th
October 2019
Over the course of the project we engaged with thirty-five individuals in a 1-2-1
interview either face to face or on the phone and attended seven groups that had over
one hundred and thirty SME’s and Regulators. We also held a Leeds group attended
by BBFA officers that was hosted by Gary Blenkinsop of Wakefield Council.
This report aims to provide details on:
•
•
•

What the research uncovered
What we would recommend as a result of the research
How we engaged with research participants

The recommendations are intentionally SME focused, talking about their needs that
should be addressed rather than specific technical solutions that should be developed.
Eyecademy believe that putting the SME at the centre of the solution means that any
future ‘Virtual Expo’ will ultimately be shaped around them and their requirements.
If Humber LEP focus on the solution first, they may never consider whether they are
meeting the needs of the SME’s.
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SME & Regulator/Business Support Engagement
SME engagement was identified at the very outset of the project as being a key
dependency to the success of this Discovery. The engagement with the Regulators and
Business Advisers was important but it was felt that the best way forward was to put
the SME at the centre of the research. After all, it was only with the engagement of the
SME’s that any meaningful research could be completed.
Early in the engagement we formulated our plan to interview a range of SME’s,
Regulators and other interested parties in the Humber LEP. Eyecademy very quickly
decided that by interview out of the area (North East and Yorkshire) this would help
get a balanced view of opinions and ideas that would confirm the findings in the
Humber area.
Although this was a short Discovery Exercise and time was limited, Eyecademy wanted
to ensure the maximum information was obtained from the interviews and groups.
Initially it was assumed that group collaboration was the best approach, however it
was soon realised that this approach resulted in a “pack mentality” response where the
most dominant speaker(s), no matter how good the facilitator, would dictate the
atmosphere in the room. The first group had a negative feel about it with a
dissatisfaction around business support services.
This resulted in the approach two approaches from the group meetings, firstly to gain
group opinions and ideas and secondly to use groups to book 1-2-1 interviews.
This turned out to be the best approach. It meant that real personal views and opinions
were being voiced and heard. This impacted with time being taken to carry out 1-2-1
interviews that at times were over thirty minutes long with the longest (a regulator)
being one hour twenty minutes. However, these did prove beneficial.
The approach to gathering information was to use a set of questions as a framework
that would drive the interview with an aim of getting an answer to the main objective:
“Would a Virtual Expo improve SME engagement with Regulators and other
Government Business Support Functions?”
The interviews were held either on a 1-2-1 basis, face to face, phone or in a group
focus meeting with follow ups for clarification with email or phone.
During the research the focus was on four key areas that helped drive the needs of
SME’s for them to use a ‘Virtual Expo’. (see page 6 for the themes)
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Engagement Statistics
During the research, thirty-five 1-2-1 interviews over the phone or face to face were
held and at least one hundred and thirty SME’s and Regulators/Business Advisers at
events and ad hoc conversations.
The Regulators were the biggest challenge in engaging, however those that were
interviewed spent a lot of time discussing and voicing some excellent information,
ideas and opinions.
The engagement levels in this research were satisfactory and at times exceeded the
level needed for a thorough Discovery Exercise with the regards to the GDS guidelines.
It is important to consider that the Discovery Exercise is the start and not the end of
any ongoing SME and Regulator/Business Adviser research. Doing ongoing research
is critical for future assessments and will enhance any ‘Virtual Expo’ moving forward.
Discovery Phase Goals
At the start of the Discovery Exercise the goals were agreed with the Humber LEP to
ensure that these are aligned with the GDS definition of the Discovery Exercise:
1. Set a goal for your discovery – the project goal is to see if a Virtual Expo is viable
through the delivery of research and a final report
2. Define the problem – The problem is “How can we make it easier for SME’s to
engage with Regulators so that both parties work together to help grow their
business and achieve the LEP growth targets?”
3. Quantify the value of solving the problem – Finding out how much this problem
is costing and how much it could help the region with better engagement
Once these three steps are finished the core of the project moves into the next phase
that will include:
4. Focus on learning about the two main audiences and their context, the
constraints and any opportunities to improve things which will generate new
ideas and thoughts.
5. Understanding the regulators and their context - This means understanding
what they trying to achieve and how they go about doing it.
6. Understanding the SME’s and their context - This means understanding what
they trying to achieve and how they go about doing it.
7. Spend some time during discovery learning from those other teams and
organisations that are involved with the two main audiences.
8. Understanding constraints for all parties
9. Look at related or similar services, to understand the constraints they face and
how they dealt with them. An example could be another Government
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department having the same engagement challenges and how they overcome
them
10. Identify improvements to help with SME and Regulator engagements that can
be used in a Virtual Expo
Sharing what you learn – this will be the report and presentation
Project Team
Eyecademy Ltd
•
•
•

Marie Larkin – Business Analyst and Project Manager
Michael McMeekin – Project Lead
Garry Docherty – Technical Lead

Humber LEP
•

Phil Glover - Business Development Manager

Discovery Exercise Activities
The Discovery Exercise was conducted from September to October 2019.
These activities generated the insights and recommendations in this report:
•
•
•

•

•

Inception Meeting to kick-off project with Phil Glover (23rd August 2019)
Developed research questions for focus groups and 1-2-1’s
Investigations into current leading Virtual Expo’s and platforms used
o Reviewed numerous online and documentary sources
o Researched a landscape analysis of virtual and similar websites
o Contacted seven ‘Virtual Expo’ providers
o Held two conversations and viewed two demonstrations
Attended the following groups and events
o WEIH September Event
o FSB Connect Durham
o BBFA - Durham
o Scaleup North East September Social
o Accelerated Mind Growth - Scale up workshop – Humber LEP
o The Savvy Solos Business Club - Newcastle
o FSB Connect Newcastle
o BBFA Leeds meeting delivered by Gary Blenkinsop (Eyecademy did not
attend)
Conducted thirty-five 1-2-1 SME & Regulator/Business Support Adviser
interviews
o Analysis of an Interview responses
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•

o Write up of interviews
Developed and Presented an Interim Report Presentation

Analysis of SME and Regulator/Business Support Advisers needs from a
Virtual Expo system
Our research in this Discovery Exercise wasn’t focused on uncovering frustrations
which SME’s encountered with Government Business Support offerings, but instead
understanding how SME’s feel about the service and what they would like from the
Government to help them grow their business.
Although there were negative comments made during investigations regarding how
things are currently undertaken/carried out; greater insight was sought into the
activities that the Regulators and Business Support Advisers do well and should
continue to do.
It is important to highlight these comments to ensure that the Government ‘Business
Support’ recognises where it is succeeding, so that if necessary, it can put controls in
place to ensure that these successes are continued and maintained.
Here are a few comments from SME’s
“The LEP do a great job!”
“Available, approachable and helpful”
Eyecademy conducted structured and, in some cases, informal interviews with SME’s
and Regulators/Business Advisers to ensure that their needs and views were
understood and accounted for in this Discovery Exercise.
Two approaches were taken, approach one was to directly ask the fourteen questions
below in a formal interview activity. The second approach was a more conversational
approach of asking the same questions around the themes of their experience, their
barriers and challenges, their ideas of how to improve business support and their
opinion on a Virtual Expo solution.
Marie Larkin conducted the formal fourteen questions approach and Michael
McMeekin conducted the conversational approach around the four themes.
This allowed comparison of the responses to see if there were any differences between
the two approaches. As you would expect the conversational approach took a bit
longer but received more information. Overall on reviewing the two approaches there
was no major difference in the responses.
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This flexibility allowed focus on the key issues that the SME’s, Regulators and Business
Support Advisors faced. It also allowed every interview to be closed out with personal
opinions on the viability of a ‘Virtual Expo’.
Interviews were held with SME’s and Regulators/Business Support advisers in the
Humber, Yorkshire and the North East of England. It was notable that there were no
significant differences across the regions regarding barriers, ideas and opinions.

Questions, Approach and Structure for Interview
Template used for the interviews
Main objective of questions and interview(s)
Would a Virtual Expo improve SME engagement with Regulators and other
Government Business Support Functions?
Approach to gathering information
• Interview – face to face or phone
• Group opinion – face to face
• Email – for follow up and clarification if needed
Protection to privacy
Permission was obtained to use the information that was gathered for the purpose of
the report. All findings are anonymised.
Question Types
Open ended – to gather thoughts, ideas, experience, barriers and any concerns. Open
ended questions will help get an answer to ‘why’ i.e. why they would use or why they
wouldn’t use business support

Interview Structure – Fourteen questions
1. Introduction
My name is first name surname, and I’m an analyst for Eyecademy working on
behalf of the Humber Local Enterprise Partnership (a Government funded
organisation with the role of supporting the growth of the local economy) We
are working on a project to improve engagement with Government
departments and SME’s.
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2. Purpose
We will ask about
o Your experiences with Local Authority Regulators and other
government business support functions
o We will ask about
▪ your feelings about the support used or offered
▪ the barriers to engaging with and using the support available
▪ any ideas and thoughts to improve engagement
▪ Do you know about your local the Growth Hub and its
services?
We will then ask
▪ your opinion about a potential new business support service and
whether you would use it or not and how this could impact your
business (engagement)
3. What will happen with your data collected
▪

▪

We are collecting the data to develop a report on the attitudes of
SME’s in engaging with Regulators and what actions Government
can take to improve the support available and engagement with
officers.
The data will be anonymised unless you give us consent to use
your business name and contact details

4. The Interview
This (potential) questionnaire should be used when engaging with the
regulators and SME’s at events/interviews. Some of the questions may be:
Q1. Have you worked with any Regulators or attended any Business Support
meetings or events?
a. What did you like about it? Why did you not attend?
Q2. What was your experience of X, Y and Z in your business?
a. Positive? Negative?
Q3. Have you seen an event you wanted to attend but didn’t? Why did you not
attend? Was it the lack of Time? Timing or Distance?
Q4. What are the barriers that you experienced either in engaging with a regulator
or in attending an event?
a. Time? Location?
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b. Please advise how we could help resolve these issues?
Q5. How can we make this better to make you want to attend events more?
Q6. What information would you like to know about or be available to you?
a. Please give your thoughts and feelings about past experiences of events.
How did they impact you? Were they structured good/bad? What were the
barriers?
Q7. How would you feel if the information from the events were available to you
24/7?
Q8. How would you like to access the information if it were available 24/7?
Q9. What companies have you dealt with that have made you feel important and
listened to you?
Q10. If a system was put in place to resolve issues like Time and Distance – what
would be the barriers for you NOT to use the system?
Q11. Have you heard of a Virtual Expo and chat bots before?
Q12. What is your opinion on a Virtual Expo with a chat bot?
Q13. What would you want to get out of the system?
Q14. What would make you use it and recommend it to others?

Interview Structure – Conversational Approach
The process was the same as above until the ‘Interview’ section and question were
asked around the four themes, starting at experience and finishing at opinion
Experience
Have you worked with any Regulators or attended any Business Support meetings?
o What did you like about it? Why did you not attend?
What was your experience of X, Y and Z in your business?
o Positive? Negative?
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Barriers
What are the barriers that you experienced either in engaging with a
regulator/business support or in attending an event?
o Time? Location?
o Please advise how we could help resolve these issues?
Ideas
How can we make this better to make you want to attend events/receive business
support more?
What information would you like to know about or be available to you?
Opinion
How does the idea of a Virtual Expo sound i.e. interested/not interested, how it would
look, etc?
What would you want to get out of the system?
What would make you use it and recommend it to others?

Key findings from SME’s and Regulators/Business Advisers
The responses under the four themes with the key questions asked during the
interviews and a few comments at the end of each theme.
Theme – Experience
This theme brought up a red flag very early in the interviews with the SME’s. A red flag
is something that will need to be addressed and in this case is out of the remit of this
report.
It became obvious during interviews that there were different groups in the SME area.
Those that had received support and advice then there are those that had not. A simple
enough question to answer however what it highlighted was that many SME’s don’t
know about any Government Business Support offerings whether it is Regulatory or
other support such as events.
“You don’t know what you don’t know”
It also became apparent that the smaller the business the less they knew about
business support. This was certainly true with most of the micro businesses
interviewed. Micro businesses are classed as 0 to 9 members of staff.
On a positive side when an SME has received support whether regulatory or other
business support advice and guidance it was generally, if not always, a very positive
experience.
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It must also be noted that the SME’s once they had received positive support they
continue to look up on the advisor for guidance, advice and direction. They become
what could be called a critical friend, someone who they can turn to for support. This
is fantastic for the SME’s but also highlights what a brilliant job the regulatory and
business support advisors do once both the SME’s and business support are engaged.
Whilst positive this engagement can however be a drain on regulatory resources.
Looking at the experience of the business advisors in engaging with SME’s different
views were gained. The regulatory and business support advisors find engaging with
SME’s a challenge.
The business advisors felt that they were reactive rather than proactive in engaging
with SME’s. As someone commented it is the SME’s who seek us out not the other way
around.
In a conversation with a regulatory officer they mentioned that they received very few
enquiries from SME’s. Depending on the business support offered the advisors get
varying responses, a regulatory officer may not get as a warmer reception as the
business support person who turns up with the opportunity of offering funding.
The research highlighted that SME’s would prefer to deal with someone who either
knows their individual business, has experience of their sector or has been in business
themselves.
Summary Responses to Questions
Q1. Have you worked with any Regulators or attended any Business Support
meetings or events?
a. What did you like about it? Why did you not attend?

“Loads – Mixed experience depending on the regulatory board or
people involved. Some people see things in Black and White – others
will see the Grey area”
“These events are not always advertised well and at times I have only
found out about these events via contacts”
“Yes, run smoothly”
Q2. What was your experience of X, Y and Z in your business?
a. Positive? Negative?
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“Positive thankful for all support and help and signposting”
“Neutral”
“Positive and negative”
Theme – Barriers and Challenges
The question around the barriers and challenges SME’s and Regulators and business
support advisers face are many.
The biggest barrier to receiving support or attending events for the SME’s is TIME as
they are always working on their business.
One comment from an SME was they were too busy fighting fires to waste time to
attend events or meet with business support advisors. The challenge of time was a
common theme with a couple of comments around the timing of events and the
distance that they had to travel which eats into their already busy schedule.
The opinion was that the meetings seemed to be led by paperwork and not enough
focus is on the SME’s business
It was mentioned that specifically for the smaller businesses, that the only time they
had to think and reflect about growing their business or research ways on how to grow
their business, was after typical working hours.
Another challenge for the SME’s was that when they did have time to research and
look for business support, they found it very difficult to find anything that could help
them at the time of day that they required guidance. Diving deeper into this response
it was found that the biggest challenge wasn't finding websites but finding information
easily and at the time they wanted it.
There is a distinct lack of awareness of what business support there is available to the
SME’s
The information that is out there, they find confusing and difficult to make sense of.
When they find something, it isn’t easily obvious to them what action they need to
take so they tend to put it to one side, so they continue the focus on fighting fires
instead of looking for new ways to grow their business and seek out advice and
guidance.
There is a lot of confusion from SME’s on who they can approach to get the correct
support they need as there are many organisations offering business support - one
SME said there should be one portal where everything is just in front of us.
Another challenge for the SME’s, which leads onto the regulatory and business support
advisors, is the extensive paperwork. SME’s believe there is too much red tape and
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focus on paperwork. An example was given by an SME who was aware of business
support and had contacted a couple of support organisations, during each of the
meetings they were required to answer the same questions and go through the same
process and complete the same paperwork.
The suggestion was for any government business support the information should be
shared across all support department in all organisations. The type of information that
should be shared about contact details, information about the company, the size, the
sector anything that would improve the time spent not repeating and answering the
same questions would be a benefit to the SME’s
Time was mentioned by the regulatory and business support advisers that the subject
of time had two distinct different responses. First was around lack of resource and
numbers. Where there was a feeling that they could do so much more to help SME’s
grow their business but just didn't have time or resource to do it.
The second, both the SME’s and the regulatory and business support advisors
commented that the engagement process was very time consuming and always
seemed to be driven by ‘the magic 12 hours.’ Certainly, from the SME point of view
there is too much focus on paperwork and not enough focus on advice and guidance.
Regulatory officers feel that SME’s fear them and see them as ‘enforcers who could
close their business down’ as opposed to someone who can help their business grow.
Comments
Q3. Have you seen an event you wanted to attend but didn’t? Why did you not
attend? Was it the lack of Time? Timing or Distance?
“Yes, Location, Expense”
“Not aware support is available”
“Too busy to attend”
Q4. What are the barriers that you experienced either in engaging with a regulator
or in attending an event?
a. Time? Location?
c. Please advise how we could help resolve these issues?
“If there are 6 events across 6 different locations, there may not be a big
enough budget available to get to all these events. It can cost up to £700 just
on travel alone not including the event itself. As mentioned above –
Technology is available yet is not being utilised in the right way.”
“The paperwork for every grant/enquiry/apprenticeship – reduce it”
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Theme – Ideas
Technology was mentioned many times sometimes with a sigh and always with a
comment such as “surely the government should use technology better” and “There
should be more online information which is easy to access and view.”
A reoccurring request is that there should be a central hub for everything around
business support. There were suggestions of using video conferencing for initial
conversations however these would require to be with real people. This could be a
benefit for both regulatory and business support advisers and SME’S.
The SME’s are willing to have some sort of interaction when online whether it's in the
form of forum or a chat method. Some have suggested they would like to be able to
book a meeting online with a business advisor.
The SME’s would like a one stop shop for advice and guidance and something that
was more out of hours that fits in with their needs and not the advisors.
To improve awareness, it was suggested that marketing could be improved upon. The
obvious ones were around improvement of PR by using social media and case studies
and more specifically videos. There was a request for an improvement in newsletters
and only a couple of requests for more leaflets and “can we not advertise on
billboards”.
Another common theme that was noted, SME’s would prefer to speak to a real person
rather than online interaction. Ironically a couple of people have said that first meeting
could be via video but overtime they still want to build a relationship with a real person.
It is this connection with a real person that the SME’s see as a massive benefit.
There were suggestions that there should be more networking events and drop in
sessions as SME’s like to meet other likeminded business like theirs.
There were some unique ideas by different parties. One idea was to develop a TV
channel online which had latest available government support banner running along
the bottom of the screen like the news channels.
There were many ideas that surfaced to help market the awareness of business support
available such as:
•
•
•
•

Encourage banks and accountants to refer all their business customers to one
place for support such as Growth Hubs
Develop an adviser network who could share knowledge about SME’s
challenges and needs
Business support to have one stop shop for all
The LEP should be pivotal to all business support
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Comments
Q5. How can we make this better to make you want to attend events more?
“Ideas? Presentation via video instead of slides. Video of the presenter”
“Better use of technology”
“Events have been held via video. Where an attendee has had the opportunity
to text in their question or opinion anonymously (if wanted) and this has been
received extremely well. Software used may have been Skype”
“Use of video conferencing would save time”
“Technology. Podcasts are accessible and can be condensed into a 45-minute
podcast that can be listened to anywhere. Short videos of presentations. These
could be available for a fraction of the cost of the actual event. For example, if
the event is £20 to attend, the podcast could be downloaded for £4. Saving on
costs and emissions”
Q6. What information would you like to know about or be available to you?
Please give your thoughts and feelings about past experiences of events. How
did they impact you? Were they structured good/bad? What were the barriers?
“Drop-in sessions – someone available after hours”
“Case studies – more needed to improve awareness”
“Content relevant: who is attending for potential clients? Topical events, Stands
or guests”
Q7. How would you feel if the information from the events were available to you
24/7?
Q8. How would you like to access the information if it were available 24/7?

“Good idea Day jobs from businesses can hinder attendance especially the
timing of the events. Too early and people may have additional care
responsibilities – too late in the day can impact this too. Online availability
later at night might help lots of people. A diarised system may help and act as a
reminder via text or email (link to outlook)”
“Positive! If information was available via Podcast/YOUTUBE, Skype/Text, Keep
the videos short and sweet”
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“Yes! Would be happier if these were accessible 24/7. Needs to be relevant,
Links needs to be real, Interactive with specific areas”
“Video/Podcast/Slides – or a mixture of all Downloads”
Q9. What companies have you dealt with that have made you feel important and
listened to you?
No answers from this question!
Q10. If a system was put in place to resolve issues like Time and Distance – what
would be the barriers for you NOT to use the system?
“May resolve the time and location issue”
“Do not make a system that is too difficult and cumbersome to use. The
content needs to be meaningful. Not too long – video keep this to 12 mins
(approx.) and between 30 -45 mins for a podcast”
Theme – Opinion
The 4th and final part of the interview was seeking opinions from SME’s and regulatory
and business support advisors around the viability of a Virtual Expo. Would they use it
and what would they want out of the system or platform?
Overall the opinion was that a Virtual Expo or Online Portal for a single place to go for
all information was received very positively.
Most opinions highlighted that the Virtual Expos needs to be simple to use, with dropdown menus, online interactive seminars and relevant information for the SME.
SME’s asked for drop-in events similar to Twitter hour, how to guides, webinars, and
training.
Several people commented that the Virtual Expo is a great idea however indicated that
they still wanted to be able to speak to a real person and be able to meet business
advisors.
Comments from the regulatory and business support advisors were that they seem to
be using traditional methods to attract and engage with SME’s however they feel they
are missing a large chunk of the market. Using a new approach to attract and engage
with SME’s could hopefully target those businesses they are missing.
From the regulatory and business support adviser’s viewpoint they would like to be
able to capture enough information at the start of the engagement so that when they
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do meet an organisation face to face, they don't have to go over the usual paperwork
exercise. This would allow them time to focus on what the big issues were for the
business and enable them to help a little bit more with relevant guidance.
The second big red flag would be around the content. This will need to be up to date,
relevant and managed properly because if it isn't, trust will be lost immediately.
SME’s advised that they like to read case studies and watch video guides as they like
to see other likeminded people in a similar business and who are seen to be working
with regulatory and business support advisors it will help make engagement easier.
However, it needs to be stressed that the Virtual Expo idea needs to be a
complementary part of the process for the SME’s and business supporting advisers but
ultimately it must not reduce access to a real person.
Chat bots were mentioned several times. People like the idea of chat bots and would
be happy to use them providing they were able to give the correct information and
can direct them relevant sources of information. SME’s have noticed Banks and HMRC
using artificial intelligence more effectively and would like to see business support do
something similar.
Further information regarding the Virtual Expo will be covered in the section below.
The SME challenges of time and distance can be overcome as information will be
accessible 24/7 at a time that the SME’s find convenient to them.
Comments
Q11. Have you heard of a Virtual Expo and chat bots before?
Q12. What is your opinion on a Virtual Expo with a chat bot?
“Would definitely use it if worthwhile - networking podcast video of
presenter like TED Talk”
“Chat bot – not sure about this as it is a glorified Q&A that may or may
not need to be manned”
“A visual expo won’t work as people cannot engage with anyone. Chat
bot – possibly but will require resource to man this service 24/7 Call back
service would need to be available for those who need to speak to
someone”
“Yes, 100% behind the Virtual Expo – this will be useful if someone
cannot attend. Chat bots – As this isn’t manned by a real person, it would
be useful to see this being advanced where if key words were being
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mentioned it would route you to an operator. Relevance to subject
matter access to knowledge content relevant to clients”
Q13. What would you want to get out of the system?
“Simple headers with drop downs”
“FAQ”
“Interactive seminars on-line”
“Invitations to events around business support and needs”
“Drop-ins for events i.e. similar to Twitter hour”
“How to … guides”
“Webinars”
“Training needed”
“A community to refer and partner with each other”
“Something that would be available afterwards i.e. Webinar”
“See the workshops on a link afterwards”
“Video case studies”
Q14. What would make you use it and recommend it to others?
“One stop shop that is efficient that is able to direct SME’s in the right
direction”
“Something on-line that could answer 90% of requests would help improve
efficiency”
“Review of exhibitors and contact details
Real time conversation
Skype?
Downloadable speakers talk
Podcast/ video /talk like TED talks”
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“Yes, would recommend to users personally to log into live presentation
where questions can be asked, and the panel can respond at the event”

Virtual Expo
Summary of research
Research was carried out by two Eyecademy personnel independent of each other to
ensure that two different points of view were researched into the Virtual Expo market
and a benchmark of results was received.
Jennifer Guthrie researched Virtual Expo’s and Michael McMeekin researched Virtual
Expos including other sites that offered online video learning and other services as
part of their business support.
The result was that Jennifer and Michael’s research came up with the same Virtual Expo
organisations.
Research found that there appears to be thriving marketplace in virtual exhibitions.
Several companies based in the USA and India are actively using Google AdWords,
which is an indication that customers are interested in these services.
There are a few companies in the UK who offer Virtual Expo’s however, no meaningful
conversation was held with them, due to either a lack of response or no response.
The list of sites are noted further in the document.
The Virtual Expo companies have one focus and that is to drive revenue and profit just
like live exhibitions. The idea is that you have the same experience at a Virtual Expo as
you would at a live exhibition.
The market seems to be focused on short sharp exhibitions. As an example, they may
run a Virtual Expo over three days where content will available online for a set period
after the event closes, unlike the physical exhibition once the event is over there is no
access to content after it closes.
A Virtual Expo is like the physical event, where it is advertised; attendees register for a
ticket and on the day of the event attendees turn up. They walk around the Virtual
Expo visiting booths, watching presentations and at the same time collecting virtual
goodie bags which may include PDF documents, links to videos or webinars or contact
details of suppliers.
At the end of the exhibition the attendees leave, however what appears to happen is
that the Virtual Expo stays open for set period after the ‘live’ event is over.
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As well as looking at Virtual Expo sites, other sites were investigated and offered
business support services.
There are many other excellent sites that offer business support like the Humber
Growth Hub such as Business Northumberland offer an excellent site which includes
events, networking opportunities, business support. What was interesting was they
offer an online training suite as well as a diagnostic tool for businesses.
This diagnostic tool qualified what was needed for business and suggested training
modules that the business should undertake. The user can access videos, online
training and PDF downloads. The user can select specific modules or follow the training
plan as suggested by the diagnostic tool.
The Scottish Enterprise website offers a simple navigation tool that directs business to
the support they need.
UMI manages the Government national telephone support helpline, who also offer
excellent training videos with some additional support benefits and offer free
resources such as eBooks.
Research didn't expose any site that offers a Virtual Expo 24/7, 365 days of the year.
However, some existing business support sites do offer services such as online portals,
PDFs and webinars that if you couple these with the Virtual Expo framework, would
offer a full end to end business support portal.
What is an Expo and what does it deliver?
To obtain a detailed explanation of what a Virtual Expo is, please click on the link to
watch the short video below, alternatively, please read the description provided.
Visit https://www.vfairs.com/solutions/virtual-exhibition-fair/ and press ‘Watch Video’
button
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During the research phase, another company was found gave an excellent description
of a Virtual Expo in FAQ section.
Exhibitors FAQ taken directly from their FAQ page
How does a virtual exhibition work?
Much like a live exhibition, a virtual exhibition is designed to allow show visitors to learn
about the latest developments within their industry and to talk to potential suppliers and
customers. Having registered for the show, you’ll have the freedom to explore the
exhibitions and visit all of the exhibition stands. You can browse the show by ‘walking’
down the aisles or go directly to a specific stand using the interactive floorplan or the
search tool. Once on a stand you’ll have access to product literature and videos and will
be able to request further information from any companies that are of interest to you.
You can save any information that you might want to refer back to using the Virtual
Goodie Bag and share exhibition stand content via social media.
What can expect to see at the show?
Just like a live exhibition, you’ll see many of the leading industrial brands as well as a
large number of SMEs. The one thing that the exhibitors have in common is that they
will have populated their stands with the latest and greatest products and services
available. Once you’ve found what you’re looking for you’ll be able to download
literature, watch videos and direct enquiries.
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What information can I see in my profile?
Your profile lets you review your contact history and update your privacy settings. You
will also be able to review your browsing history and re-visit all of the hotspots that
you’ve added to your Virtual Goodie Bag.
Is the show GDPR compliant?
Yes. While the aim of the show is to help businesses and customers to communicate, we
take the privacy of our visitors and exhibitors extremely seriously. The only time we pass
on your details is if you’ve asked for an exhibitor to make direct contact with you.
Otherwise, your browsing history and the contents of your Goody Bag are kept private.
This is all explained in our Privacy Policy, but if you have any question about the way we
manage your data or the detail we hold please contact us directly.
How do I visit the virtual exhibition?
From the Home screen of this website just hit ‘Enter’. You’ll be asked to register your
details the first time you visit and then you will be free to explore. If you’ve been sent an
invitation from one of our exhibitors, then you’ll be able to follow the link within the
email directly to the show.
How do I login to my profile?
By clicking ‘remember me’ when you first register you shouldn’t have to log back in when
returning to the exhibition. However, if you are visiting the exhibition from a new
computer you can access your profile by logging on when you land on the registration
screen.
How do I visit a virtual stand?
Having entered the show, you’ll have the option to navigate through the exhibition hall
or go directly to a chosen stand using the interactive floorplan or exhibitor list found on
the tool bar to the left of the screen. If you want to find a list of exhibition stands that
are relevant to a certain product or service, use the search function. You can quickly
navigate through our database of thousands of products and visit the best stands with a
single click.
Where do I register for the show?
If you want to get the most out of the show, then you’ll need to register. When you first
enter the show, you’ll be asked to fill in a registration form. We respect your privacy, so
feel free to enter as much or as little information as you feel comfortable with. However,
we do need to know your contact details if you want to use the literature download
function; the more information you provide, the better we can make your visit. If you
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want to edit your details, you can visit your profile via the ‘My Goodie Bag’ icon on the
screen.
When will I receive my Goodie bag items?
Everyone who visits a live show loves to see what freebies they can pick up along the
way. It’s no different at a Virtual Show with many exhibitors offering visitors’ free gifts
which can be added to the Virtual Goodie Bag.
Can I talk to people on the stand?
You can communicate with exhibitors in several ways. If you use the messenger function
you can leave a question about the product or service, you are looking at and a stand
representative will reply back as quickly as possible. Alternatively, you can email an
exhibitor directly.
How do I make an enquiry about a product I’ve seen?
You can make direct enquiries to the exhibitor via the hotspot tools as you browse the
stand.
Can I share items I have found with my colleagues?
It is easy to share information you’ve found at Industry Expo using the tool available on
the hotspot. Share the information via social media or directly to a colleague via email.
You can also print out the hotspot information or save it in your Virtual Goodie Bag.
What can you set up in Virtual Expo?
Virtual Expo’s are ‘just like the real thing’ with a main hall that has exhibition stands
and meeting rooms. There is an auditorium for the main seminars where there are live
and recorded presentations with the facility for audience participation, SME’s can also
text or email questions they would like answers to in advance of the presentation
taking place. There are opportunities to deliver webinars and use a live chat facility.
There are virtual booths just like a regular event where you can have representatives
at the stand who can chat to anyone who visits.
You can set up a networking area so people can meet, swap business cards, maybe
have a board up with their details of what they are looking for and what they offer.
A resource hub is available where users can access a library of resources including
white papers, event information, session content, participant contact details, videos
and case studies.
When attending a live exhibition, you will be required to register your name, company
name and contact details. Virtual Expos are no different.
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Registration pages are mobile responsive so anyone can access and register with any
device from their office or on the go at a time that is more convenient.
The advantage of completing registration is that the exhibitor or the event organiser
will be able to collect data that could be used at later date to offer other services from
the Expo.
The data will report will insights into peaks, troughs and trends indicating what is
popular, what isn’t and what the users engage with the most. With a Chat Bot installed
the data will also highlight the key questions SME’s are asking, which in turn will help
shape future events and offerings that will be more relevant.
A user you can create a profile to allow visibility to other network attendees in advance
of any event or presentation. The user profile may link with your LinkedIn, Facebook
and Twitter platforms.
The benefits of virtual booths are that you can offer downloads for white papers, one
to one live chat, one to many roundtables and discussions for large groups. The ability
to schedule on-line meetings and arrange a video chat interview will be available.
Social media can be integrated alongside any video case study.
There will be the ability to live stream presentations into a booth or in the main
auditorium. There will be the facility to make your products and services available via
PDF’s, videos and most importantly you can add a ‘contact us’ area.
A benefit of a booth is having the ability to offer private meeting areas by
implementing an online booking system. This is a benefit for both the exhibitor and
visitor.
An important area is the helpdesk which in a Virtual Expo is generally handled by a
chat bot or a live chat. The Helpdesk will also have FAQ’S and any video guides that
will help the user navigate the exhibition.
The benefits of Virtual Expos presentations and content can be delivered not only
locally but nationally and internationally across all devices.
These presentations can be from an own event booth or can be within the main
auditorium. There can be live webinars or on demand presentations which have been
pre-recorded. Live presentations can be saved in the library for later viewing and have
the ability to be able to contact the presenter later if required.
The event presentations can run audience live chats and polls, with links to a Twitter
feed. There can be a list of who is attending as well as downloads and links to videos.
PowerPoint can be used with embedded video and animations just like the real
exhibition and the ‘virtual’ mic can be passed around so different presenters across
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different locations can answer any audience questions. This facility can encourage
questions from the audience by passing on the mic to them.
The Virtual Expos networking, presentations, information and content can be available
for users who are visiting the exhibition.
During a virtual expo announcements can be made to remind attendees that there is
a new event scheduled to start soon.
The networking area can have discussion boards, chat bots, live conversations group
conversations and can have the ability to set up panel discussions or roundtables,
which seems to be very popular in the USA.
An exhibitor can offer permission-based access. This means the exhibitor can charge
for certain presentations or networking events and exclude others who haven't paid.
VIP areas can be created in different network areas for a specific set of customers or
suppliers.
The resource hub or library can have many videos, presentations and information that
can be accessed for the user to watch whenever they want.
An exhibitor can get full analytics to view who has visited, what was downloaded and
what is most popular. This data can be gold dust as it can tell what interested the
attendees and what didn’t so offerings can be adapted to improve the user experience
to make them keep coming back for more.
The key to the success of Virtual Expo’s is their flexibility and scalability. They can
stream large numbers of simultaneous live events at many locations for many viewers.
It can be delivered on all devices including PCs Android and iOS devices.
They all have robust security which is quite strict, and permissions granted for their
needs, decisions can be made on who can see what content based on chosen criteria.
Analytics is a major part of Virtual Expo of what people are watching and can give real
time statistics.
The best feature is that an attendee doesn’t need to download any software or plugins
as the Virtual Expo works on most browsers.
An exhibitor is able to measure the success of the events and can have access to
detailed reports and analytics. This allows them to identify attendance trends and
engagement patterns for a particular product event or service. They can view what's
popular, what's not popular and gives visibility of what's generated the most
engagement. This information allows an exhibitor to make evidence-based facts on
how to improve future expos.
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Examples of images for Virtual Expo
An Entrance to an exhibition

Examples of main halls of an Expo
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An example of a booth

Example of a main auditorium
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Virtual Expo companies we contacted
https://www.inxpo.com/virtual-events/

https://hostmyexpo.com/
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https://www.vfairs.com/solutions/virtual-exhibition-fair/

https://www.hexafair.com/
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https://www.ivent-uk.com/exhibitions

https://industryuk.online/visitor/

Business Support Sites
The research didn’t highlight one site or company that offered the full Virtual Expo
experience with business support 24/7. The research was broadened out to seek out
sites that offered business support with similar services to the Virtual Expo’s offer.
The Business Northumberland site is website funded by ERDF money with the objective
of helping SME’s in the NE LEP area. Similar to other business support websites it offers
support such as fully funded workshops growth programmes, networking events and
of course preparing for Brexit. They offer a range of services including one to one
support with ‘the magic twelve hours’
This website offers online learning for SME’s who register for the site. It has online
learning offerings ranging from ‘finance for business’ ‘driving business growth’ to
‘learning about social media’.
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When a user registers they complete a business diagnostic tool which takes around 10
minutes. The online diagnostic tool helps the SME determine what support and/or
training they need. The tool is designed to provide resources and workshops tailored
specifically to the answers the SME provides. The diagnostic tool suggests areas the
business should look to improve upon.
The SME then has access to the interactive online learning portal. All of the content
has been developed by expert trainers who are specialists in that particular area. The
SME can then work through the online training at their own pace, they can dip in and
dip out anytime they like, to fit their preferred learning style and to fit in with their
working pattern.
The resources are made up of a mixture of videos, tutorials, interactive presentations
how to guide, document templates and workbooks. There's also the opportunity to
communicate with the course tutor to develop their own personal development plan.
Each training module is broken down into manageable sections and takes no more
than, on average, 20 minutes to complete.
The online learning portal offers not only the user a good experience with some
excellent training modules it also offers some fantastic analytics and data for Business
Northumberland. This data informs Business Northumberland of the level and uptake
of users, what the users are working on what issues they have got and how are they
progressing with their on-line training so that they can be followed up and potentially
offered one to one support.
This feature isn't available on any Virtual Expo site however, it could be a feature that
could be developed on a business support site.
https://www.businessnorthumberland.co.uk/
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Another site researched was the UMI offering. UMI are the organisation that offers the
government national support helpline.
The site is similar to other business support sites and is all about helping businesses
whether it's business owners, private sector partners or public sector partners. UMI’s
objective is to help business and help people grow great businesses.
This site offers just that little bit more than the usual business support site. It offers
business support briefing, events, webinars, some fantastic free resource such as
eBooks and a great feature called ‘table talk’ which is a video similar to a round table
discussion that is popular in the USA.
The webinars are like the Virtual Expo offering. UMI have developed a lunch and learn
webinar series that are delivered by experts in their field.
They offer the user two options. They can the lunch and learn approach when the user
can play the video in the background while they get on with other tasks and enjoy
their lunch, a bit like a favourite radio show. They also offer a pick and mix style learning
that fits in with the users’ time.
The webinars offer an agenda so that the user can dip in and dip out at various parts
of a webinar. One example is they offer the ultimate ‘digital content toolkit’ webinar
which lasts over 40 minutes. What UMI have done is that they have broken the webinar
into sections so if the user needed to ‘understand social media schedulers’, which is
discussed 30 minutes into the session. They can go direct to 30 minutes and 11
seconds of the video without having to listen to the first 30 minutes.
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This website is easy to navigate, has free resource and offers the user an excellent way
to pick and choose what they learn at a time when they want to learn it. Some of the
services they offer could be used in a new Virtual Expo experience.
https://www.weareumi.co.uk/

The Scottish Enterprise website doesn't offer services such as a Virtual Expo experience
however they have developed a very simple on-line process that helps the SME to
quickly find out the best support options available for them. They use very basic
artificial intelligence in a simple but effective way.
When the user first enters the site, they are asked a question on whether they have a
start-up idea or are an existing business. Once the question is answered it then asks
what information they want and has a drop-down menu with several different topics.
These topics range from ‘planning’ for ‘Brexit’ it to ‘improving productivity’ and ‘finding
investment’.
If the user selected ‘improving productivity’ it gives a few suggestions. It informs the
user there's a few different types of support available which they can browse for or
offers a tailored suggestion.
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To get tailored suggestion the user has to answer a few more questions, it takes less
than a minute. It asks about turnover, the size of the business and location.
It then directs the user to the best support agency for their needs and also suggests
services relevant to them whether they are events, webinars or case studies.
https://www.scottish-enterprise.com/

Artificial Intelligence - the Chatbot
The research came across many uses of artificial intelligence and chat bots whether it
was private companies or public sector. The use of chatbots will be essential in the
development of a Virtual Expo.
Here is a description from a site that was visited that describes what a chat bot is all
about:
“Chat-bots
We’re immediately greeted by them, prompted to ask a question, and we’re even.
expecting them while browsing a website. That’s right, I’m talking about the customer’s
new online companion— the chatbot.
So, what is a chatbot and is it just another trend or does it actually have a major and
impactful role in the marketing and customer service strategy of a business?
A chatbot is a computer program or an Artificial Intelligence (AI) that is capable of having
a fluid, human-like conversation via text or audio by rapidly searching data and also
storing it.
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Chatbots are essential to providing efficient customer service and our experience has
proven that, but we know that different businesses have different experiences. One thing
is certain: chatbots are getting better and better at their jobs. According to Gartner, by
2020, customers may manage up to 85% of their interactions with a company
without ever even speaking to a human.
Whether the purpose of the chatbot is to communicate with customers or just provide
some basic functions to streamline tedious tasks, here’s how a chatbot compliments our
marketing strategy:
•
•
•
•
•

By offering a personalised experience
By optimising a response time
By customising product recommendations
By communicating updates and information
By learning about our website visitors

Chatbots personalise the customer service experience by giving a conversational and
welcoming interaction. They work fast and have a strong ability to use natural language
to interact with and understand a customer and their intention despite the human-robot
aspect. This understanding brings significant added value to your website by easily
redirecting the customer to the right content.
You can also get to know your customers and website visitors by analysing the history of
the chat’s saved conversation. This way you know exactly what your visitor is looking for.
And don’t forget about time optimisation! A chatbot is available to serve customers and
website visitors immediately, 24/7 In today’s business world where things move fast and
customers don’t like to wait, this is extremely valuable.”

Page 40 of 42

Humber LEP – SME Digital Engagement

version - Released

Recommendations
Overview
It is Eyecademy’s recommendation that the Humber LEP should undertake a Technical
Discovery Exercise which involves a full assessment of the current technological
environment and requirements that will form the basis for the provision of a solution.
The project should be carried out using the GDS (Government Digital Service) Agile
Methodology, following on from the Technical Discovery Exercise with Alpha phase.
The Technical Discovery Exercise is the initial stage of a software project which involves
full business analysis, including technical requirements, technology stack choice, cost
estimation and project planning. This will ensure that the development team are
involved from the outset to ensure the build of the solution is the correct solution
based on the needs of the Humber LEP and the stakeholders involved.
The Technical Discovery is designed to produce a High-Level Functional and NonFunctional Requirements documentation that will include:
•
•

•
•
•

Functional requirements - A detailed description of all the functions performed
by a ‘Virtual Expo’ system
Non-functional requirements – A detailed description of the usability,
performance and maintenance requirements explaining how the system is
going to facilitate the processes outlined in the functional requirements section
Specifications - Design concepts and specifications of the solution
Cost Estimations
Project Plan - To enable Humber LEP to move forward through the GDS Agile
process to finally ‘Go live’

Following on from the Technical Discovery Exercise will be the Alpha phase.
An alpha phase is intended to build prototypes of the solution, test them with users
and establish that the solution in question is technically feasible. This will allow the
teams to identify problems, build solutions, estimate risks and establish whether the
solution should be further developed into a Beta phase. After which the solution is
then taken from the prototype into a scalable, fully functional solution.
Summary
Over the course of the project, Eyecademy have focused on understanding how SME’s
engage with, use, and access the Government support available to them.
The project focussed on the SME’s and their engagement with Government support
departments it has however highlighted the importance of the support service
delivered by the advisers and the positive impact they make to businesses.
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This Discovery Exercise faced its challenges in gaining access and engaging with the
relevant parties which also highlighted the challenges that the SME’s also face. Time is
the biggest challenge in any engagement. However, valuable insights into SME
Businesses, Regulatory and Business Support Services were gained where there are
large levels of positivity and willingness to work together for the common good. It
must be noted that the Regulatory and Business Support advisers are currently doing
many different aspects well and should continue to do so.
Without the engagement from the Regulatory and Business Support services and SME
businesses, this project would not have been possible. This engagement has helped
gain some valuable insight so that we have been able to
“test the viability of running Virtual Expos as a way to increasing SME
awareness and engagement”.
The conclusion and that of the people we interviewed is that ‘It is the way to go’ and
it could be a viable support solution alongside the existing support functions.
There are many good practices and services available, however there is an opportunity
to make a positive addition to the ‘Government’ services and the ‘Virtual Expo’
experience could build on the excellent traditional services that are being delivered
now.
Ultimately, Eyecademy have uncovered a real desire from SME’s, Regulatory and
Business Support service to look at and improve the services by ‘using Technology
better’, whilst maintaining the quality and value of the existing business support
offerings.
Eyecademy believe that by combining this desire with the recommendations that have
been provided, the Humber LEP are in the unique position to become leaders in the
development of a virtual platform that contributes in the delivery of Business Support
Services to SME’s in the UK.
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