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	Project Summary
	The purpose of the project is to provide a route to market for AWM in terms strategic business engagement to facilitate high quality and meaningful communication and action between AWM, UKTI, the LSC, Local Authorities etc and strategic businesses across the West Midlands Region. 

The high level objectives of this project are to:

1. Stimulate the regional economy through a better understanding of the needs and issues of businesses considered to be either of strategic importance or with the potential to become so

2. Develop and implement policies to ensure that strategic indigenous businesses and new inward investors are embedded into the regional economy.

3. Ensure the businesses identified maximise their potential in global markets

The project will involve recruiting up to 7 investor development managers (SBRMs) and a Project Manager  and 1 administrator. The project will be contracted via a special-purpose LLP whose members will be drawn from the West Midlands Chambers. Each of the investor development managers will be responsible for supporting one or more Chamber CEO’s in the delivery of the service across the region.
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Project Management Plan – Business Engagement Project 
AWM Project  Ref No: BG/BE8013
1. The Project

2. Project Narrative & Plan
The purpose of the project is to provide a route to market for AWM in terms of strategic business engagement. The project will stimulate the regional economy through intelligence gathering, policy development and a tailored dialogue with strategic businesses. The intelligence gathered will ensure that AWM and regional/local partners fully understand the needs and issues of strategic businesses. This understanding will be exploited to influence policies as appropriate. According to needs, Businesses in the region will be fully aware of the opportunities that the region offers to ensure they become embedded and contribute fully to developing the regional economy.

The project will:

1. Communicate AWM’s strategy and policy agenda and open channels to allow strategic companies to contribute towards and inform our policies.
2. Signpost, as necessary, strategic companies to relevant support mechanisms that are available.

3. Uncover company issues or needs such as finance, expansion, disinvestment, product development/innovation, supply chain issues, transport/infrastructure, site, legislation, skills development, employment opportunities and act as an early warning system for critical issues.
4. Develop mechanisms with partners to ensure that information is reported, communicated and acted upon in a seamless way, for example including presentations to the newly established International Business Forum and West Midlands Regional Enterprise Board. 
5. Recruit high-quality business leaders onto key partnership bodies. For example, local strategic partnerships; employment and skills boards and in particular all bodies charged with stimulating economic growth either regionally or locally. The project will be uniquely placed to close the regional leadership gap identified in the Regional Economic Strategy benefiting local communities and realising other enterprising opportunities. 
The proposal is to target and engage with some 500+ companies that either are or have the potential to be of strategic importance to the region and sub-regions. These businesses will typically align closely to the clusters/sectors that are priority to the West Midlands as identified in the Regional Economic Strategy (RES):

· Aerospace - expert in systems that power and control aircraft, specialist materials, engineering design and is home to 25 per cent of the Rolls Royce supply chain. The cluster focus is on winning business on the New Short Range aircraft which will replace the A320 and the Boeing 737

· Automotive - the centre of the UK automotive industry with volume premium brands, niche vehicles, and an extended supply chain.  It has unique R&D expertise and nearly all major emerging technologies are being developed here. Its focus is on low emission vehicles, intelligent transportation systems and niche vehicles

· Building Technologies - strong in off-site manufacturing, building materials as well as product design and engineering.  It is focusing on products to reduce CO² emissions and adapt buildings to climate change

· Business & Professional Services – second only to London in size and breadth, with particular strength in corporate and retail finance.  It focuses on innovation in services and on emerging markets like Islamic finance and cyber-business

· Environmental Technologies – particular strengths in renewable energy (especially wind and bio energy), waste management, water and waste water treatment and energy management

· Food & Drink – focusing on regional strengths in food innovation and engineering, to develop healthier food options and lower carbon products

· Interiors & Lifestyle – has many established interiors brands and an extraordinary wealth of lifestyle companies, covering furniture, ceramics, carpets, furnishings,  jewellery and fashion

· ICT – strong in research & development.  It is focusing on its strengths in strategic ICT adoption, software development, ICT security, mobile and wireless, informatics, photonics and radio frequency identification (RFID)

· Medical Technologies – focusing on markets for intelligent health, assistive technologies, infection control and human engineering.  This is supported by strengths in clinical trialing, engineering, imaging and orthopedics

· Rail - a concentration of high value engineering, design and support businesses at the hub of the UK rail network.  It is focusing on infrastructure services, vehicle overhaul and supply, and intelligent systems

· Screen Image & Sound – strong in digital media and entertainment, lifestyle and business, including film, gaming, serious games and web 2.0 applications
·  Tourism & Leisure - second only to London for major business tourism, primarily driven by the National Exhibition Centre and the ICC.  It has iconic cultural  brands such as Royal Shakespeare Theatre, and a growing reputation for food   
The delivery of the Project has been broken down into a number of specific activities each one relates to both indigenous businesses and inward investors and will help the project delivering the high level objectives. All activities are interlinked – however they can be grouped as follows:

· Groundwork Activities – Those activities that will help the project commence

· Core Activities – operational activities that will deliver the project and accelerate  its success 
· Sustainable Activities –activities that will sustain the project and ensure that it is fit for purpose in the future

Each activity is summarised below, describing responsibilities, actions, outcomes and outputs. 

Groundwork

· Activity 1 – Developing the Strategic List 

· Activity 2 – Map & Gap Report – Inward Investment Activity

· Activity 3  – Developing and maintaining the CRM

· Activity 4 - Undertake early company visits to inform potential and test out relationship manager assumptions (e.g. content and use of the menu of information) /required knowledge and record-keeping processes.

Core Activities
· Activity 5 - Company Visits – Indigenous businesses and Inward Investors

· Activity 6 - Engagement with Government and Regional Partner Polices and Initiatives

· Activity 7 – Events and Activities

· Activity 8 – Reports and Feedback

· Activity 9 – Partnership Working
Sustainable Activities

· Activity 10 - Training and Learning

· Activity 11 – Fastest 100 – ‘Ones to Watch’
· Activity 12 – Impact Evaluation
Activity 1 – Developing the Strategic List 

In developing the project certain activities will need to be undertaken immediately. This includes Activity 1 testing the strategic list. A substantial amount of pre-project work has been expended in building an initial list. The list consisting of c.600 businesses has been compiled with comprehensive input from the Agency, DBRR and local Chamber intelligence.  However, the list will inevitably be refined once contact has been established. The list should be regarded as dynamic with companies moving on and off, based on the fluid world that is business today. In developing the list there is a need for:

1. An understanding of companies that are sector leaders

2. Taking account of factors, such as GVA, international trade, sales, profits, number of employees etc.

This contract will be delivered through recruiting new SBRMs who will eventually take the lead in visiting all strategic businesses. However in the early days of the project and when necessary with the very largest companies the Chambers CEOs and non Executive Directors may also attend meetings with the SBRMs, this will ensure that existing knowledge and experience can be passed onto the SBRM. This will vary between the different Chambers depending on their size.
In ensuring the list remains current, the SBRM’s and Project Manager will need to work with heads of policy in AWM and other sources of intelligence to identify any additional businesses. For example, the list should capture new inward investors. Activity 11 describes how new indigenous ‘growth’ businesses will be identified. 

Outcomes

A strategic list that:

· Is relevant to the specific nature of the sector it is representing

· Incorporates the Key inward investors in the region

· Clearly defines the number of businesses within each sector / cluster

· Is dynamic in its nature and linked to policy and economic objectives

Outputs

1.
Report which defines the ‘strategic list’ criteria for each of the sectors / clusters that has been signed off by AWM’s Head of Inward Investment and Head of Enterprise Policy and Chamber CEOs by end of March 2009

2. 
Report which identifies the new strategic businesses of the region per sector.

3. 
Report that identifies the planned distribution of SBRM resource across the Region.

Activity 2 – Map & Gap Report – Inward Investment Activity

Activity 2 will also need to be undertaken immediately as part of the development of the overall project.

Again this will involve commissioning a report which will: 

· Map the existing ‘Aftercare teams’ in the region

· Identify the businesses that these ‘teams’ are supporting

· Produce a report
As per activity 8 partnership working is Key to the success of this project. Some local authorities have established ‘aftercare’ teams which deal with post inward investment activities and relationships. Some of these teams are already known to AWM – however, there is a need to map and scope where these existing ‘aftercare’ teams are located and identify which businesses in their sub regions they may already have relationships with to ensure a more joined up approach. The report will also identify where ‘aftercare’ support does not exist. 

These reports will then be used by the SBRM’s to develop appropriate Memorandums of Understanding (MOU) and to identify additional businesses that may be deemed as being strategic but are not on the current ‘strategic list’. This will also feed into Activity 1.

Outcomes

· An understanding of where ‘aftercare’ support to inward investors is already taking place

· Help the team to develop good early relationships and ensure that activity is not being duplicated and is adding value

Outputs

1.
Map and Gap report which identifies Aftercare activity.


(Develop and agree tender specification for Map and Gap Report in early February and commission by March 2009.)

2. 
Report which identifies existing relationship between ‘Aftercare teams’ and strategic inward investors.

Activity 3 – Developing and maintaining the CRM

This Activity will also need to be part of the groundwork activity – but will also continue throughout the lifecycle of the Project. 

This Activity involves ensuring that information for all strategic businesses is captured on the regional client management system. At the outset the Project Manager or SBRM’s will need to ensure the Captavia system is fit for purpose. It is not anticipated that significant systems enhancements will be required and the project plan anticipates some modest budget spend only. Should IT costs be identified in excess of budget, the contract holder and the Agency will meet to resolve. One option being identifying any additional spend required from diverting existing project resources.
Once the system has been set up – the initial information will need to be inputted onto Captavia by the Project Manager/Team Administrator - the Investor Development Managers (SBRM) will then need to maintain this on a day to day basis. The database will be managed by the Team Administrator.

Resource will need to be made available to ensure that the database becomes the ‘knowledge base’ and that software and licences are updated.  The type of information recorded will include names of key individuals, issues affecting the company welfare, number of employees, commitment to the region, reports, intelligence and follow up actions – following meetings as identifies in Activity 4. AWM Head of IT Policy will need to be consulted during the development of the CRM to ensure that this is aligned to other systems and that security procedures are in place. 

At Annex B provides an example of the type of information that will need to be captured – however, as above this will need to be developed further by the Project.

Outcomes

· A record management system identifying all strategic businesses in the region and levels of company engagement.

Output

1. Development of a knowledge database system that is aligned to other systems.  (estimated from October 2010)
2. Development of a security policy (re: confidential information)

Activity 4 – Early company visits – Indigenous Businesses and Inward Investors

Outputs
· Chamber/SBRM Company visits.
· Company feedback on the relationship management approach
· Early indication of information that can be gathered
· “Live” testing of supporting Captavia systems from October 2010
Outcomes
· Validated/improved relationship management tools

· Inputs to training and development needs of Chamber people/SBRMs

· IT/Captavia specifications confirmed or improved (ongoing from October 2010).   
Activity 5   - Company Visits – Indigenous Businesses and Inward Investors

SBRM’s will be responsible for ensuring all companies allocated to the Chamber(s) they support are relationship-managed appropriately. Each Chamber will maximise the local resources available to best match companies to relationship needs. For example, in some cases Chamber Board Directors, CEO’s and other senior staff using their knowledge and expertise will accompany SBRMs in order to help support them in order to create a meaningful and value-added relationship.. However, this will only happen when it is deemed necessary by the Project Manager and when there is value in doing this.

In the first months the Chamber/SBRM will be expected to establish links with their portfolio of businesses and to engage in constructive dialogue with the company. SBRMs will be responsible for ensuring meetings are structured around a menu of key points. Work will be required to identify from this menu any key messages that all companies will be invited to consider; for example, a description of local strategic partnerships where private sector representation is needed. The majority of information offered, however, needs to be driven by a deep appreciation of the needs and priorities of the individual business. Otherwise, the relationship will quickly collapse into one of low-level process with no senior engagement of the type that is fundamental to and underpins this project.

The dialogue will need to be flexible in terms of discovering information that is pertinent to the economic issues at the specific time i.e. credit crunch, global downturn, closure of a major customer, supplier etc.  It is crucial that an ‘engagement’ report and electronic record are produced as an outcome of the engagement.  This information will be captured and recorded as per Activity 3 and fed into intelligence reports. The Chamber/SBRM will need to have a good knowledge of the sector/ cluster within which the business operates the issues that new inward investors face and have an excellent knowledge of the current policies, objectives and activities that are taking place in the region.

As an example the following are ‘some’ of the services that, dependent upon needs, could be discussed during a visit with a company:

· Signposting to appropriate authorities such as Business Link West Midlands, LSC, Local Authorities and DEBERR etc, this will form part of the SBRMs training.

· Addressing key issues/barriers to growth and identifying what the public sector can do to assist.  
· Identify the need and opportunities for referral to  other organisations offering assistance or business support including Business Link West Midlands, Skills Brokerage, UKTI,  Local Authorities etc

· Policy updates that are relevant to the business, sector they operate in

· Feedback on policies and interventions at national and regional level

· Supply chain issues

· Issues affecting specific clusters / industries and sub clusters / industries

· Crisis management

The SBRM will be responsible for ensuring  visit reports and action plans are completed and uploaded onto Captavia., When a client has been referred to a support service / other agency, the SBRM will be responsible for ensuring that the referral has been ‘picked up’ and ‘action / a response’ is being offered. 

For Inward investors the issues will be similar to those identified above but may also include: 

· Company welfare issues

· Identifying and understanding international structures and relationships with the Parent Company  

· Identify survival and cultural issues or barriers the company is facing. 

· Identify potential growth and further inward investment opportunities - ensure that actions are proactive in order to benefit the region/assist the company 

· Identify businesses at risk in advance of disinvestment decisions so that they can be monitored and have in place processes and services to provide support for business development and diversification and to better align redundancy support services.

The above are only examples of the type of actions that need to take place and intelligence that need to be gathered, the SBRM will need to be flexible and enter into a natural dialogue. As well as feed in intelligence to various reports the onus will be on the SBRM to flag up any critical issues to the relevant organisation, policy head or team where necessary. 

Outcomes

Intelligence and knowledge for AWM:

· Of strategic businesses and sectors in the region;

· Which can be fed into developing regional policy;

· Which will help Improve relationships with strategic business community

· Which will ensure there is a strategic fit between regional business needs and policy

· Will allow policy makers to take proactive actions 

· Intelligence and knowledge for strategic business community which will:

· Ensure that they become further embedded into the region and encourage civic leadership roles on local and regional strategic partnership bodies 
· Are taking advantage of all the opportunities that are available 

· Are able to feed into policy decisions that will benefit them in the long term

Outputs

1. Development of a relationship management interview menu 

Activity 6 – Business Engagement with Regional Polices and Initiatives

This activity will be important to implement once the Chamber/SBRM has built up an excellent relationship with the strategic business – it will be important to link the company into important policies and initiatives and to make an economic case as to why the engagement with this policy is important from both the business and regions viewpoint. 

This activity may be the most challenging but could also be the most beneficial in terms of embedding the company into the region and its local community, generating growth, developing an enterprising culture, improving the environment and community cohesion.  

Once the Chamber/SBRM has established a good relationship with a strategic business and has a good knowledge of regional issues and agendas as per Activity 10 - they will be able to identify other opportunities that businesses can become involved in or contribute towards. All of these activities are Key to AWM and its partners in helping to ensure that the region is more enterprising, inclusive, and engaged with local communities and is environmentally sustainable.  
Below are examples of some of the activities businesses could be encouraged to get involved in:

Overseas Trade

Working with UKTI – assist strategic business in understanding where new opportunities to export may exist and link businesses into these activities

Innovation

The SBRM team will establish close links to the region’s research base, including universities and research institutes in both the private and public sectors, and introduce companies with strong technology offerings in order to facilitate knowledge transfer and collaborative working. 

Contingency Planning

The SBRM will work with the strategic businesses to ensure that they are aware of contingency planning and have in place an action plan around ensuring that their organisation can cope with any unexpected disaster such as flood, terrorist attack and pandemic flu etc and to link businesses into organisations who can measure how resilient their business is.
Environmental issues

Where appropriate the SBRM will signpost businesses to organisations such as the Carbon Trust and other organisations and partners which can help strategic businesses reduce any negative impacts on the environment and also signpost businesses to other organisations that can assist with gaining environmental accreditations etc.

Corporate Social Responsibility (CSR)

The SBRM will encourage the strategic business to become involved in CSR and will identify opportunities for them. The SBRM will work with the strategic business in order to understand their developmental needs and social aims and link this into the community. Where appropriate the SBRM will need to sell the benefits of CSR in terms of using it to team build, carry out local environmental projects and support local enterprise.  

Commercial Opportunities 

Where appropriate the SBRM will be asked to identify strategic businesses that are keen to support and sponsor worthwhile projects such as enterprising activity in schools, community projects, awards dinner for local entrepreneurs and other worthwhile causes.

Enterprise

The SBRM will also be expected to link businesses into enterprising programmes and activities and in particular the work of the Centre of Expertise which are focusing on encouraging more enterprising activity amongst young people, women and ethnic minorities. 

Community Engagement

Although this overlaps to some extent with some of the other activities the SBRM through their knowledge of the local community and relationships with local authorities will encourage businesses to work with their local communities, the types of activity will include open days for local people to visit sites, workshops with schools and young people and build other links between strategic businesses and the local business community. 

The Project Manager will need to work with the AWM to develop a way of measuring the true impact each activity has had, using tangible and intangibles measures and producing a report which enhances the economic case further for such interventions. 
Outcomes:

· Greater integration between the business and its community through community based activity and CSR opportunities

· Improvements in enterprise and GVA through enterprising activity and procurement opportunities.

· Improvement in environmental sustainability

· Ongoing measurements to enhance the economic case for such activity

Outputs

1. 20 businesses engaged in at least one of the activities listed above per year, commencing from year 2 of the project

2. SBRM monthly summary report to include a measure of the impact each activity has had on that business / community and region over a period of time – both tangible and intangible.

Activity 7 – Events and Activities

Throughout the life of the project there will be the need to organise and co-ordinate events and activities. The project will need to take ownership for all events that involve strategic businesses and these events may include ‘dinners’, ‘regional tours’ and ‘breakfast meetings’ etc. These costs for these events will come from the Project budget. They will focus on
· Developing partnership working, 

· Promoting the region as a place to do business 

· Helping to bring businesses together with SME’s and individuals.

· Policy engagement 

Below are examples of types of events: 

· International business visits - such as a US themed event with the American Business Council

· Meetings between businesses and Minister / Head of Policy etc.

· Procurement road shows – aiming to bring together strategic businesses with SME’s who can benefit form procurement opportunities

· Benefits of R&D Collaboration

· Again similar events may already be taken place in the region if that is the case the role for the SBRM will be to ensure that they add value through encouraging strategic businesses to become more engaged. 

· The Project Manager / SBRM will also be expected to organise at short notice visits for Ministers, senior civil servants the AWM Chief Executive and Chair, and other partners when appropriate.
Outcomes
· Minister /  Policy Makers have a vehicle for discussion

· Opportunities to bring together large and small businesses/ communities and develop actions resulting in social cohesion 

· Excellent dialogue between public and the private sector

Outputs

1. Events to bring businesses together for collaborative opportunities and discussions between policy makers and strategic businesses
Activity 8 – Reports and Feedback

As part of developing policy and sharing knowledge the production of regular reports will be Key to the success of the project. Within each activity the PMP refers to a number of projects as outputs – in addition to these The Project Manager  will need to provide monthly reports which collate all the information from each of the activities and produce a report for the:

· Enterprise Board

· International Business Forum

In the first instance the Project Manager will need to develop a reporting template with the Head of Policy to ensure that all the relevant and necessary information is captured and disseminated, however examples of the type of information that will need to be collated will include the following:

· Business engagement –summary all the visits that have taken place and list any outcomes, and progress on subsequent actions. 

· Market intelligence –summary of issues regarding a specific sector, growth/decline, new technology, global threats, and skills issues etc.

· Sub regional intelligence, - a summary of any issues for the sub region i.e. closure of a major employer or new inward investor etc. 

· Impact report – summary of the activities, events and engagements that have resulted in some positive impact on the region i.e. new jobs, CSR activity, innovation, and community projects

Where appropriate the Project Manager will be expected to make Policy recommendations, use additional data and analysis and when necessary present papers to the International Business Forum and other related sub groups. Regular papers will also need to be produced for the Enterprise Board and sub regional partners. 

Emergency Feedback

The Project Manager will be expected to feedback any issues which are considered to be strategically important and require an emergency response.  The Project Manager working with partners and heads of policy will need to draw up and agree a contingency plan and policy to ensure that partners are ready to respond and take action to a major event such as the closure of a facility or a natural disaster. The contingency plan, will identify, what should be done, who should be contacted, actions and other key contacts etc.

Meetings

The Project Manager will also be responsible for attending key policy meetings within AWM and its partners and where necessary feeding in intelligence that relates to specific businesses or sectors.

All SBRM’s will be expected to attend meetings that relate to their sector / cluster and input where necessary to ensure that information and intelligence is being fed in. The individual SBRM will be also be responsible for pulling together a monthly report following meetings with their key clients and providing company briefs for the AWM CEO, Chairs and other senior managers from the region when requested. The Project Manager will take ultimate responsibility for these actions. 

Outcomes

· Access to relevant and important intelligence

· Methodology for following up and measure the impact of interventions

· Vehicle for providing up to date briefings

· Mechanism for reacting to major strategic issues

Outputs

1. Activities of strategic importance which require an emergency response are in place – feedback is done via the Project officer directly to AWM
Activity 9 – Partnership Working

This Activity will need to be developed at the beginning and underpin the project in helping it achieve its outcomes and objectives. Without excellent partnership working the project will fail to deliver and will lose credibility in the region. Therefore a number of tangible and intangible measures will need to be implemented in order to ensure that activity is joined up and integrated throughout the region with all partners. Not only will the Chambers/SBRMs need to work extremely closely with AWM they will also need to develop strong relationships with Local Authorities, LSC, Government Office BERR and Business Link and a number of other key bodies and organisations including those involved in agendas identified in Activity 5, such as other government departments, universities, schools, colleges, community groups and other AWM sponsored projects.

Outcomes

· Excellent partnership working with clearly defined roles and responsibilities

· Regional buy in from partners of the project

· Joined up activity with local authorities

· Non duplication of activity

· Strategic added value of services to strategic businesses 

Outputs

1. A set key partner organisations identified. (identify key partners by May 2009)

2. A set of protocols with other partners, forums and boards where appropriate

Activity 10 - Training and Learning

This activity is about sustaining the project and ensuring that the people have the necessary skills and knowledge to ensure that they can keep pace with the economic changes, market forces and changes in policy over the next few years. This activity will also ensure that each SBRM receive continuous personal development (CPD).

To deliver all the activities the SBRM will need to be fully conversant in not only understanding the sector they are operating in but also all the key policy areas and activities that AWM and its partners are promoting and leading in an environment that is ever changing – especially the activities that support all the agendas listed in Activity 5. Therefore part of this project will involve spending at least 1 day a month on personal development – training will be broken down into three key areas: - 
· Regional and national Policy & structures

· Knowledge on sectors

· Engagement with businesses including grants available etc.

This will ensure that the SBRM has an excellent knowledge of all the policy issues, enterprise, innovation, inward investment and skills etc, is fully conversant around the RES objectives and the role that the private sector can play to address the productivity gap and has knowledge of issues such as the sub national review (SNR) etc. 

This training will also ensure that they have a very good knowledge of the sector, economic & market issues and cluster activity.

They will also develop skills in relationship building and how to engage with strategic businesses.  In summary the specific types of training will include:

· Cluster activity and future opportunities

· Enterprise Initiatives

· Regional Economy

· New Markets and Opportunities

· Environmental issues

· Overseas Development

· Knowledge transfer Activity

· Government Policy Updates

At the outset the Project Manager will Work with Heads of Policy to understand and identify initiatives and new policies and develop a training plan for each of the SBRMs, this will include formal and informal workshops, briefs, events and conferences to ensure that SBRMs are fully aware of all the key agendas, policies and economic arguments for involving strategic businesses. The initial training will need to be intensive followed by perhaps 2-3 days per month as described above to ensure that they are kept abreast of all current issues and policy changes - training will be reviewed on a quarterly basis. SBRM’s will also be professionally assessed on their knowledge to ensure that they can deliver the Project objectives and address any weaknesses they may have.

Outcomes

· An extremely knowledgeable group of ambassadors who can discuss policy and strategy at regional level and make an economic argument for engagement

· Dissemination of knowledge and intelligence to strategic businesses

· A methodology for ensuring that knowledge and skills are continuously updated.

Outputs

1. SBRMs to have agreed Training & Development Plan 

2. SBRMS will be required to collect a minimum number of CPD points each year

Activity 11 – Identifying new Strategic Businesses – ‘Ones to Watch’
This activity will be important once the project has been established – Chambers/SBRMs will need to identify those growth businesses of the future, which will play a key part in contributing to the future economy of the West Midlands, this will include new inward investors and fast growing indigenous businesses. 

The SBRM Team will need to develop criteria using measures such as sales growth, profits, number of employees etc, that will help them identify a Top 100 of businesses to watch. This information can be used on a number of levels including:

· Identification at an early stage of those business who may become strategic

· Identify the regions new markets and sectors that are emerging

· Trends in economic change within the region

· Identification for future policy making in areas such as enterprise and business support

· General consultation exercises

· Where appropriate the SBRM will then add new businesses onto the strategic list and monitor the progress of the Top 100 going forward. 

· Outcomes

· Methodology for flagging up new strategic businesses

· Intelligence gathering on new growth markets, sectors and industries 

· Vehicle for ensuring that businesses at an early stage become embedded into the region.

Output

1. 
One publication each year which identifies the Top 100.
NB. Activity ceased October 2010 due to budget cuts.
Activity -  12 Impact Evaluation

Throughout the Project reference has been made to evaluating each activity in order to measure the true impact. This activity will need to be ongoing and constantly reviewed and monitored in order to justify the investment that has been made by the Agency.

The Project Manager  in partnership with AWM, the WMRO and other relevant Policy Leads will need to develop a methodology of measuring the impact each Activity is having at both the micro and macro level, and in achieving the overall Project objectives.  

Outcomes

· Impact Evaluation which is built into the project from the beginning showing value for money.

Output

1. Final report which show the true impact of the project on the regional economy due         July 2011.                                                       
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