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1. Chairs Welcome and Introduction 

1.1 RS welcomed the members of the board and re-introduced David McBeth and 

Jane Coope. JF introduced the new Growth Hub Manager, Andrew Raby, and 

the appointed Brexit lead, David Ryden. 

1.2 RS noted apologies for absence. 

1.3 No conflicts of interest were raised.  

1.4 Minutes of the last meeting were discussed and it was agreed that these 

needed to be shared and signed-off.  

 

2. Local Industrial Strategy (LIS) Update from TF 

2.1  It was highlighted that, as a consequence of purdah, the planned consultation 

for the LIS will now take place in January 2020.  

2.2  TF gave an overview on the data and evidence that has helped contribute to 

the LIS, for example the influence of sector growth, GVA/Skills and minimum 

wage, also how this has contributed to the vision and ambition, and priorities 

and principles of the LIS.  

2.4  TF discussed some of the skills constraints in our region, i.e. reduction in 

apprenticeships and under-utilised workforces.  

2.5  The importance of a low carbon economy was highlighted and there was some 

questions around the challenges this presents within National Parks and 

heritage buildings, i.e. the restrictions on double glazing.  

2.6  RS questioned the living wage data and the importance of reviewing our 

demographics and how this will impact the living wage. It was also agreed that 

the definition of the ‘living wage’ should be the ‘real living wage’ as defined by 

the living wage foundation. It was discussed whether micro-businesses are too 

constrained to pay the living wage and that it may be unrealistic. CF suggested 

that the FSB may have data on this.  

2.7  TF suggested that the most important aspect of the LIS is stimulating demand 

from business, whilst digital connectivity was also highlighted as vital for such a 

rural area.  

2.8  Finally, it was agreed that we should question what success looks like and 

ensure we are clear and ambitious.? After this, we can truly decide how we get 

there. 

3.  Workforce Skills from SW 
3.1  SW explained the progress of a business scale-up and development 

programme, which would be tailored to leadership and management support.  
3.2  SW talked through the market analysis which had been commissioned to 

understand the key skills challenges and look at the supply side versus the 
demand. The full analysis will be published in a few weeks.  

3.3  Some of the data that was noted was the lack of ‘soft skills’ and the digital 
demands (from social media and marketing to automation difficulties).  

3.4  Questions were raised about how the skills gaps were identified – if the skills 
challenges for businesses are buried under day-to-day challenges, how do we 
identify these? Are businesses aware of their own skills shortages? Questions 
were also asked about whether graduate retention issues were included within 
the research and it was confirmed that they are. 
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3.5  SW raised the issues and opportunities around automation, and the impact of 
Brexit on EU workers.  

3.6  A future discussion for the Board was suggested: how does the LEP ensure 
that a high quality of service is being delivered by the skills programmes? The 
LEP’s role should be to ensure that what we need to be delivered is actually 
being delivered and is good value for money.   

 
4. Growth Hub and Evaluation Update from JF & KM  
4.1  JF gave an update on the Growth Hub figures. High intensity business support 

is on track and will likely see a further increase from the Brexit support 
programme. We have exceeded the annual target for light touch business 
support, however remain behind schedule for Medium intensity supports. Work 
is underway to review light touch supports which may result in an increase in 
the medium support figure.    

4.2  Again the importance of investing in demand was raised, and it was discussed 
that the low level of investment in some Growth Hub’s man they only have the 
capacity to work with a very small % of their business base.   

4.3  KM presented on the evaluation of the Growth Hub and discussed the following 
feedback: changes to the business, impacts, confidence levels and overall 
satisfaction.  

4.4  KM is keen to monitor more on a short term basis to understand how the GH is 
adding value, which has been achieved by surveys and feedback following an 
engagement with business by the GH. 

 Medium interventions are driving confidence in businesses. JC questioned: 
Was the  
wording used about the confidence in the future of the business, or the 
business leaders own confidence within the business? It sounds a little 
ambiguous at moment. KM agreed: it might be worth tailoring questions more to 
understand the nuances here between the individual and organisation. 

4.5 High levels of satisfaction were reported. 
4.6 JC was interested in whether businesses were asked, ‘How did you hear about 

us?’ KM 
explained the Growth Hub collects this data routinely and that we can 
interrogate the results more. AR added we have a strategy to improve this, will 
report this back in his January report. 

4.7 SJ - great that you are doing this work, will help improve the programme 
through feedback. 

4.11 The Growth Hub has plans to present data more intuitively and visually using 
PowerBI. MW explained that the British Business Bank already use this, 
providing really powerful ways to present data, like being able to simply map all 
their customers.   

 
5.  Brexit Update from DR  
5.1  DR provided an update on the Brexit work that the LEP is carrying out. One of 

the key tasks is around intelligence gathering for BEIS. Data has shown that 
the medium and large businesses have done the preparation, whilst the smaller 
businesses will need a lot more support and guidance to manage impacts. The 
plan going forward is to focus support on those most at risk groups, i.e. micro 
and small businesses, agricultural and food industry. 
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5.2  The Brexit support programme is now up and running working with ICAEW and 
ACCA. 

5.3  Other updates that were discussed included: a forum is being arranged to 
increase intelligence; the Brexit funding programme is live now; there are plans 
to invest in the database Beauhurst, which will provide further data insights.  

5.4  It was noted that providing Brexit support through the Growth Hub can be 
difficult as information changes very quickly. Therefore, a decision has been 
made to have simple online support that we will promote official sources such 
as .gov.uk and to be cautious with duplicating resources. The Growth Hub is 
likely to play a bigger role for the small businesses after Brexit has been 
finalised. 

 
6.  Low Carbon / Circular Economy Update from TF 
6.1  TF provided an update on the low carbon and circular economy (CE) agendas, 

which have been brought together now to form one delivery plan.  
6.2  The CE strategy was launched last week and November is CE month.  
6.3  New resources have been launched to support businesses with becoming more 

circular and the Board agreed these were a positive and useful addition.  
6.4  There will also be a new EU funded programme to support resource efficiency 

and circular projects.  
6.5  A new circular economy officer has been employed and will continue 

developing the CE resources and considering investment opportunities for this 
agenda.  

6.6  A workshop was hosted with local authorities to help support them with 
responding to climate emergencies.  

6.7  It was highlighted that energy efficiency housing will mean that new skills will be 
required within the construction industry. Discussions on this topic have been 
planned with industry leads.  

6.8  JF explained that we need to pull everything together to tell a coherent story 
and reporting about what we have achieved, so that when there is an 
opportunity from government, they will think about our region. Case studies will 
be useful here to demonstrate proof of concept, e.g. Circular Malton. 

 
7.  Grow Yorkshire Update from TF  
7.1  TF provided an update on Grow Yorkshire and how the current lead is now 

changing roles within the LEP. Interviews for a replacement will take place on 
the 12th November 2019. 

7.2  The Grow Yorkshire offer may also be slightly shifting. Previously, it has been 
industry-focussed and this has made some partners concerned that this was 
duplicating their offer. It’s important that the campaign also brings along 
partners.  

7.3  There has been strong collaboration with DEFRA and they are happy with the 
progress that Grow Yorkshire has made. 

7.4  The Farm Growth Action Plan should be live in the new year, as it is currently 
under evaluation.  

7.5  There will be a joint Grow Yorkshire and Circular Economy event, which will be 
focussed on translating academic results into actions.  
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8.  AOB 
8.1  Questions were raised about the progress of the LEP merger. Due to the 

restrictions of purdah, the update cannot yet be made public.  
 
ACTION POINTS FROM 11 NOV MEETING    

AP1: TF and KM to look deeper at the evidence on the sector growth including 

whether the retail sector grown as a result of small independent businesses or 

the much larger retailers? Also, to review the questions on the living wage 

data in 2.6.  

AP2: CF to check whether the FSB has any data relating to micro-businesses 

and the living wage.  

AP3: Linked to the future Local Industrial Strategy, the Business Board needs 

to lead development of a demand stimulation strategy for the growth hub. 

AP4: KM to review the questions that are being asked within the Growth Hub 

evaluation – are there any gaps in the information? Are some of the questions 

too ambiguous and misleading?   

AP5: KM to explore the data about how businesses heard about the Growth 

Hub.  

AP6: Low Carbon and Circular Economy need to develop a single coherent 

story demonstrating strategy, progress to date and forward ambitions to 

position the region for opportunities with government.   
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ITEM    
York North Yorkshire & East Riding 
Local Enterprise Partnership 
 

MEETING DATE:    January 20 2020 
REPORT PRESENTED BY:  Andrew Raby  
TITLE OF PAPER:    Growth Hub Update 

 
 
 

1. Purpose of the paper 
1.1 This paper provides an update on our Growth Hub activity. 

 
2. Performance 

Level of 

intensity December Cumulative Total Target 

Low 960 7,258 2,000 

Medium 30 282 700 

High 0 47 75 

    

2.1  Low Intensity    

December has been the best month for articles being read.  

The top most read articles includes:  

 types of hire purchase and how you can use them (which performs well every 
month) 

 how to develop self-awareness in the workplace, and  

 collecting customer information and storing customer data.   
 

2.2  Medium Intensity    

The number of businesses supported has dropped since the previous month, but this 

was to be expected. November was particularly high due to extra figures from an event 

that we hosted. Other than November, December's figure is consistent with other 

months and has not seen a drop-off despite the festive period. To reach the target, 

there needs to be a big increase in medium intensity support - we would need to 

increase monthly figures to 140.  

   

High Intensity 

There was no high intensity supports within December. The Growth Managers have 

been working at the Richmondshire District Council surgeries, and have been classing 

these as medium intensity support, as they're provided around 2 hours of time – 

however some of these businesses are now being given extra support, taking them 

closer to high intensity.   

To reach the target, 9 businesses will have to be supported each month. 
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2.3  Our telephone advisor is now at capacity for as much as two weeks in advance, due 
to the increased volume of calls arising from the activity being undertaken by Blueberry 
Marketing.  This means that our Q4 figures should grow across the board with many 
of these calls leading to further engagement. 

 
3. Communications 
3.1  The departure of Nicola Thomis as the Growth Hub’s communications manager has 

led to a drop in social media activity and impact reporting, but Melanie Fenna is now 
in post and will be taking this forward. 

 
3.2 The audit of the website content is well underway, and will give us a very clear 

indication of areas where updates, or deletions are required. 
 

4. Partnership building  
4.1 Despite the Christmas break we have seen some good movement in the development 

of partnerships, with a renewed connection with Welcome To Yorkshire leading to 5 
introductions for Medium to high level support through the month. 

 
4.2 Meetings with Humber LEP Growth Hub, and the district councils, has also increased 

the likelihood of joint working on digital delivery and ‘on the ground’ support. 
 
4.3 Conversations are starting with DIT, with a view to accessing funding for our inward 

investment/larger business manager to take on Key Account Manager responsibilities 
for business identified by DIT as being leading exporters in the region. 

 

5. Recommendation 
The Board is asked to note and comment on progress  



 

 

ITEM    
York North Yorkshire & East Riding 
Local Enterprise Partnership 
 

MEETING DATE:    January 20th 2020 
REPORT PRESENTED BY:   Andrew Raby  
TITLE OF PAPER:    Growth Hub Update 

 

Purpose of the paper 
 
This paper provides an update on our Growth hub Plans for the coming year, and beyond. 

  

A paper laying out proposed changes, developments 

and strategic Planning for YNY&ER LEP Growth Hub: 

“How’s Business” 
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PUPROSE OF 

THE REVIEW 

2020 see a confluence 
of many factors 
affecting both the LEP 
as a whole, and the 
Growth Hub 
specifically. 
 
Brexit, the 2019 
general election, the 
re-drawing of the LEP 
boundaries, the 
appointment of a new 
Growth Hub Manager, 
and other events 
combine to make this 
an ideally opportune 
moment to reflect on 
the successes of the 
Growth hub, the areas 
where further 
improvements can be 
made, and its 
relationships with the 
Growth Hubs which 
border it to all sides. 
 
This review lays out 
the plans we have to 
take advantage of this 
unique circumstance to 
offer better, more in-
depth, and more wide-
spread support to all 
businesses across our 
region. 
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Executive Summary 

I took on the role of Growth Hub Manager on 21st October 2019, having worked previously with 

the Leeds City Region Growth Service, and on business support projects with Leeds Beckett 

University and Fera Science ltd.  As such I have the advantage of experiencing variety of 

different approaches to supporting SMEs across the region across all sectors, and at different 

stages of their growth cycle.  These experiences, and conversations I have had with YNYER 

LEP, both before working here, and since joining the team. 

Coming in to the Y,NY,&ER Growth Hub I have been able to talk to many stakeholders, and 

colleagues within the LEP, as well as being able to observe the operations of the Growth Hub in 

order to identify areas where we can build upon existing initiatives and introduce new processes, 

and projects which can take the service on to a more efficient and effective model for supporting 

the growth of the regional economy sustainably, safely, and with inclusivity. 

The strategy of the Growth Hub, as laid out below will be a based upon the LEP’s strategy, in 

that we will be Highly Productive, measured by increasing support delivered with a lower cost 

per client; Sustainable, both economically and environmentally; Smart, in the collection and 

use of data, and the dissemination of support; Demand Led, being the result of consultation with 

many clients and stakeholders, all through the increased use of technology, and smarter ways 

of working 

The Growth Hub development plan can be summarised as taking three distinct strands: 

1. Developing the digital delivery to be ‘Best In Class’ when it comes to online business 

support.  This will include interactive toolkits, videos, training modules, online workshops, and a 

podcast. 

2. Developing our network of intermediaries/partners to increase referrals from a wide 

variety of companies and organisations which have our target SME market as their 

members/clients. 

3. More geographically specific roles within the team, such as a Growth Manager in 

Scarborough, paid for by SDC, and other managers becoming embedded in District Authorities. 

The developments and improvements will be paid for by remaining funding from 2019/20, 

savings made through changes to the website’s management, and through staff being seconded 

out of the Growth Hub, as well as the overall cost being reduced significantly by sharing the 

project with Humber LEP, who are interested in doing so. 
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 Where We Are Now 

The areas “How’s Business” growth service covers, the challenges of working with 

various District Authorities which are at different places with their own business services, 

and business intelligence. 

How’s Business currently takes responsibility for the business growth services within those parts 

of York and North Yorkshire LEP which are not shared with the Leeds City Region LEP (LCR), 

while working closely with the East Riding, LCR, Humber, and- albeit to a lesser extent- the Tees 

Valley LEPs.  It has been operating under the branding of “How’s Business”, with “Business 

Inspired Growth” as a tag line and @businessinspiredgrowth.com email addresses. Additionally 

to this there is also a “Pop Up Café” brand for the new and micro business support events which 

the Growth Hub runs across the region. 

The Growth Hub is also closely aligned with Grow Yorkshire, Circular Yorkshire, the Skills Team, 

and other business facing teams within NYCC and the LEP. 

STAFFING 

Currently in post we have: 

 One full time Business Relationship Manager with a strong background in farming and 

rural business growth. 

 One 0.6 FTE Business Relationship Manager with a background in the visitor economy, 

and general SME business support. 

 One full time Enterprise Partnership Officer with particular responsibility for start-up and 

pre-start business support, primarily delivered through “Pop-up Cafes”, which bring 

experts in a variety business services into a locality for drop-in advice sessions. 

 One full time Business Relationship Manager who has been given specific responsibility 

for leading on the Brexit advice and support to the region. 

 One full time Help Desk Advisor who handles incoming enquiries online and via the 

telephone. 

 One 0.4 FTE communications and marketing person who works within the LEP Comms 

team exclusively for the Growth Hub. 

We are also recruiting a 0.6 FTE Comms and Marketing person, and an intern in that same team. 

As the board will be aware, the Growth Hub was initially established as a purely online and 

telephone based service, and a lot of work has been done recently to establish the Business 

Relationship Managers’ ties to the various Authorities within the region, work which is bearing 

fruit now with the establishment of Business Support Sessions run in conjunction with 

Richmondshire District Council (see appendix), as well as various other initiatives in other 

authority areas.  There is, however, more to be done on this front. 
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KPI’s  

As of the end of September 2019, the key figures stand at:  

 

Face to face support: 43 

Telephone support: 167 

 Annual Target  Cumulative 

total 

Remaining 

target 

Face to face business support 

(intensive support) 

75 43 32 

Telephone support (medium 

intensity support) 

700 167 533 

Visits to How’s business (light 

touch support) 

2000 3437 Exceeded 

target by 1437 

to end Sept. 

 

The BEIS definitions for the various levels of support are rather vague, but broadly appear to 

boil down to: 

Light Touch: Does not take significant Growth Hub resource, but are non-trivial.  We take this 

to mean downloading a pdf e-book from the website, or a similar interaction of under 1 hour. 

Medium Intensity: Support which uses more Growth Hub resource, BROADLY in line with 1-3 

hours of support in one interaction.  Any face to face, or over the telephone interaction will fall 

into this category, at the least. 

Intensive Support: Usually defined as significant and ongoing support and face to face 

interactions, roughly aligned to the 3 - 12 hour metric used in EU Enterprise Support. 
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Where We Aim To Be 

The strategic aim of the Growth Hub is to become a true hub of business support across the 

region, regarded by District and Local Authorities, intermediaries, businesses, and stakeholders 

alike as the primary resource for advice to any business which has growth ambitions, and 

potential.  This will be across all sectors and for businesses at any stage of their development. 

While the reporting to BEIS will continue to adhere to their requirements, it is proposed that the 

metrics used for internal reporting purposes will be as follows: 

Light Touch Support  

(1-3 instances of engagement on any digital platform, or an initial face-to-face introduction- for 

example meeting a business for the first time at an event) 

An example KPI for 2020 might be 7,000 businesses although this is yet to be finalised. 

 

Medium Support  

(4+ instances of online/digital engagement, or up to one hour of face-to-face/telephone support) 

An example KPI for 2020 might be 500 businesses 

 

High Level Support  

(1-12 hours of face to face/telephone engagement*)  

An example KPI for 2020 might be 100 Businesses 

 

*While we will not prevent businesses from accessing above 12 hours of support, this will be the usual maximum 

available, other than exceptional circumstances, to be discussed among the team on an individual basis. 

 

These figures assume a change from the current situation where ‘instances’ of support are 

recorded and reported, to a procedure whereby we are recording support delivered per 

business, from December 2019 onwards.   

 

At this moment we are recording occasions on which the website is accessed, e-books are 

downloaded, meetings attended etc.  These instances are not aggregated by business, and so 

we have not been measuring, or reporting, the number of businesses which have been 

accessing our services, nor how many of the instances apply to one business. 

 

As an example, we do not know how many businesses have received the 3,437 ‘Light Touch’ 

support instances YTD.  That means that many of these businesses could have received support 

which, when consolidated, equates to Medium Level support.  Therefore, in future we will be 

measuring support by businesses in order to have a more accurate measure of the support we 

are delivering into the region. 
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This may have a detrimental effect on the Light Touch support numbers, but should increase the 

Medium and High Levels accordingly, as well as giving a more useful indication for stakeholders, 

as to the impact the Growth hub is having on the regional economy. 

 

 

Maximising Impact 
 

In order to make the most of every interaction we will introduce a new Growth Managers’ Record 

form which will guide those talking to businesses directly to introduce all relevant subjects in 

every interaction, in order to maximise cross referrals and partnership working (see appendix 1).  

It will also have a section which records the businesses commitment to the growth plan and the 

ideas discussed in the meeting, which will be signed by the business representative and a copy 

will be retained by them.  These forms will then be scanned and uploaded to the HubSpot CRM 

as a record of the conversation and actions, in addition to the CRM being completed in full. 

 

 

How we Plan To Get There 

Becoming THE Growth Hub 

In addition to the above changes to the Management Information gathering and reporting around 

KPIs, there are a series of changes which I would like to introduce which, I believe, will support 

us in meeting our strategic and performance aims very shortly after implementation. 

The primary, and most immediate, change is from direct-to-business communications, 

networking, and marketing strategy, to one which focuses on maximizing our impact across the 

region by focusing our engagement on intermediaries and stakeholders, in order that they can 

act as ‘ambassadors’ for the Growth Hub and the wider LEP support to their clients, members, 

and contacts.  Business-direct engagement and communications will continue also, but will not 

be the primary focus of our outreach activities (see appendix 2). 

In this way the reach of our message will be more efficient, given that each person, and 

organisation will have multiple clients, and that they will understand which of those clients have 

growth potential and support needs. 

In this way, we expect that the Growth Hub will become the natural first port of call for business 

support professionals and District Authorities across our region. 
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Through cooperation with our fellow Growth Hubs in the surround LEP areas, we also intend to 

develop joint branding of the hubs in YNYER, Leeds City Region, and possibly others.  This will 

make the offer clear and distinctive across both North and West Yorkshire (as well as potentially, 

East Yorkshire, The Humber and others).  Thus, when the LEP boundaries are re-drawn, 

businesses will be able to quickly and easily identify their relevant Growth Hub based entirely on 

their geographical location, and understand what support is available to them. 

Early indications are strong that organisations are keen to engage with this model, and we have 

already made a strong start to exploring how this might work within the first few weeks of my 

time in post. 

 Institute of Chartered Accountants (ICAEW): 

James Farrar and David Ryden have developed a model for employing the Brexit 

Readiness Fund which will support businesses efficiently and effectively, as well as 

supporting our own engagement agenda.  By allowing accountancy firms to apply for 

funding for two hours of consultation on the issues their clients might face leading up to, 

and following, Brexit we will put the Growth Hub front and centre in the minds of the 

ICAEW, and their members. 

The ICAEW and the ACCA will do the ground work of communicating the offer to all of 

their members in the district, and in this way we will be marketing the Growth Hub as a 

reliable source of support to the most important group of intermediaries in the region. 

 

 Welcome To Yorkshire: 

In a recent meeting with the W2Y lead in North Yorkshire, it was suggested that they 

would be very interested in forming a partnership to offer our services to all of their 

members, which includes hundreds of Tourism and Hospitality businesses and dozens of 

businesses which supply the sector.  Conversations are continuing. 

 

 YES Consultancy: 

City Of York Council have a consultancy which advises companies of all aspects of Public 

Safety and Planning.  They are also interested in working in partnership with us to offer 

our services to their clients who number in the hundreds and are spread across the whole 

of the region.  One of the key benefits of this partnership would be that YES are supporting 

businesses which have planning concerns and other regulatory issues, and so are 

generally growth businesses by default. 
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 North Yorkshire County Council: 

NYCC are growing their business support team to include a new Growth Manager who 

will be responsible for Key Account Managing the top 50 businesses in the county, and 

other large employers/anchor institutions.  While- on the face of it, at least- this is a 

duplication of the LEP’s provision, there is a distinction, in that this person will be working 

with companies on similar challenges to the YES Consultancy, above, and they are keen 

to work with us collaboratively to support the larger corporations and organisations. 

 DIT:  We are undertaking conversations with DIT to establish a Key Account Management 

system for larger businesses, which is employed in Leeds City region, and elsewhere.  

This would bring a financial contribution to the Growth Hub to pay for some of Sarah 

Thomas’s time, time which would be spent engaging with a list of foreign owned 

businesses, which is held by DIT in order to support them with a variety of LEP, and other, 

services. 

 Umi, the business support company. 

 Innovate UK and the Knowledge Transfer Network 

 British Business bank 

 Circular Malton 

 The Fitzwilliam Estate,  Malton 

 Red Sky Business Support Company 

 Mercia Asset Management, who manage funding pots for British Business Bank. 

 NFU.  Regional Director, Adam Bedford  

 Independent Care Group.  Chair - Mike Padgham 

 Reserve Forces and Cadets Association, who operate the Armed Forces Charter 

We will grow these connections to include as many support organisations as possible, and drive 

referrals.  By managing these relationships correctly, we will ensure that the flow of referrals 

continues and does not tail off as organisations move on to other priorities. 

Additionally we will develop a series of sector-specific ‘Network Of Networks’, whereby 

collaboration between a variety of peer-to-peer, and membership-based, support organisations 

which have multiple members will be facilitated in order that they can work more closely together 

for mutual benefit, and so that we can form partnerships with them to access their client base. 

 

DEMAND LED 

The strategy of engaging with intermediaries and business services professionals will allow us 

to utilise the knowledge these organisations have of their members’ needs and challenges to 

shape our offering in a dynamic and responsive way, as well as being proactive by introducing 

support and funding to tackle issues we see and fitting with the LES, and the wider needs of our 

region.  
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Our People 

Leaving the potential for new Growth Managers coming on board as part of the LEP boundary 

changes to one side, the proposed team structure I wish to deploy will be as follows: 

 1 full time Growth Manager, currently seconded to work on Brexit readiness, who covers 

the whole region, to lead on building and maintaining relationships with key 

intermediaries. This will include attending key events and organizing Growth Hub 

activities which align with existing business events; networking with membership 

organisations and business support organisations; maximising the referral stream from 

intermediaries and other organisations by facilitating a series of “networks of networks” in 

sectors such and manage the relationship with the FSB and Chamber of Commerce, and 

District Authorities. 

 1 part-time Growth Manager with particular sector knowledge of in Agri-food, currently 

flexed to full time to back-fill some of the time vacated by the above move 

 1 part-time Growth Manager with particular sector knowledge of the visitor economy and 

tourism to cover the entire region. 

 1 full-time Growth Manager based in Scarborough, to cover the Coastal region, paid for 

by Scarborough District Council and managed as a part of the Growth hub team.  

Supported by the Tourism and Hospitality Sector Specialist, above. 

 1 full-time Growth Manager who will manage the relationships with large businesses, lead 

on inward investment opportunities, and support the intermediaries’ relationships. 

We are currently having early stage talks with Hambleton District about supporting them with a 

Growth manager who will be allocated to their budget, by managed by the Growth Hub. 

It is unclear at this point how the redrawing of the LEP boundaries, the general election, 

devolution and other events will impact the staffing of the Growth hub, but it is likely to lead to 

increases in numbers, and a more of the Growth Managers working with local authorities, or 

being geographically allocated. 

Succession planning dictates that one, or more of these people will be supported to be capable 

of moving into a management position within the LEP, either for the Growth Hub, or elsewhere.  

This will include being given certain delegated responsibilities, Leadership and Management 

training, and the opportunity to deputise for the Growth Hub manager, on occasion. 

  

PLEASE SEE CONFIDENTIAL APPENDIX FOR MORE INFORMATION ON STAFFING 
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District Authorities 

 

Our relationships with all the region’s Local Authorities are developing and becoming closer to 

the various economic development teams. 

Most promising of all are early stage conversations we have been having with Scarborough 

Borough Council (SBC) who are keen to develop a new, more closely aligned relationship.  SBC 

have very little business support capacity, and following a purge of records which followed the 

introduction of GDPR rules they also have very little business intelligence for their district.  As a 

result they would like to move from their current proposed solution of employing a business 

growth specialist themselves within their district, to having a Growth Manager employed by us, 

for whom they will pay, either as a secondment, or a chargeback of the full costs. 

 

Employing Growth managers in specific locations to be embedded within local authorities, and 

also managed by the Growth Hub, and a part of that team, is in line with the model employed 

within Leeds City Region, and it is quite possible that this may be the situation with some, or all, 

of the current Growth managers within York, Harrogate, Selby, and Craven.  It is certainly the 

model I will be lobbying for, should those areas become part of the YNYER LEP following the 

redrawing of the boundaries with WYCA. 
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Digital and Online Delivery 

Due to the rural and sparsely populated nature of much of our region, finding ways to take our 

message out to the hard-to-reach businesses is vital to the success of the Hub, and of our clients’ 

businesses. 

While events in local areas are important, they cannot be the entirety of the answer when it 

comes to communicating with, and supporting SMEs.  In order to maximise our impact we will 

develop our digital delivery platforms: 

 

WEBSITE 

The issues which need to be addressed with regards to the website include (but are not entirely 

limited to): 

 Having been developed and hosted on two different platforms, so complicating the back 

end work which needs to be carried out continuously. 

 We are currently undertaking a content audit on the website information, as we have 

discovered that there are some out of date advice and figures which need addressing. 

 The website is not necessarily recording the detail of most of the businesses which visit.  

By asking for very high-level, and brief, information (Company name, individual’s name 

email address etc.) before allowing access to some support we will be more easily and 

accurately be able to record the details of those businesses, and how much support they 

have each accessed. 

 The current information lacks any interactivity.  Rather than offering pdf workbooks for 

businesses to download, as is currently the case, we will develop interactive content 

which will personalise support to visitors, as well as offering solutions to issues which the 

business might not have thought about asking for, but which are either common to many 

businesses, or might be closely related to those issues which have been raised during 

the visit.  In this way we can encourage our clients to take advantage of more in-depth 

and wide-ranging support. 

 The “Chatbot” which interacts automatically with visitors to the website does not declare 

itself as being a computer operated system, and so people who interact with it can 

become extremely frustrated, believing that they are interacting with an unhelpful human 

being, rather than a piece of software.  This will be changed to set expectations for people 

interacting with it. 
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Paying for These Improvements 

At the moment the Growth Hub budget covers £9,000 p.a. for development/support on the 

Umbraco platform.  By moving the whole of the site onto the Hubspot platform we will simplify 

the support and maintenance of the website, enable greater integration between the site and the 

Hubspot CRM system, and eliminate this cost. 

 

By moving our telephone support to the National Helpline we can also make a saving of around 

£26,000, and by moving the Start-Up and Micro Business Support to a more online and 

telephone based service we will save around £50,000 

 

Combined with some savings in the Marketing Budget for 2020/21, which arise from a move 

towards focusing on intermediaries, rather than marketing entirely aimed at end users, and a 

request to the LEP for additional funding, if needed, I believe that we can free up at least £87,000 

to fund website development and improvements.  This should be sufficient to see the 

improvements we need delivered very quickly. 

 

DEVELOPMENT:  In the past few days I have had a conversation with Humber LEP, who 

are keen to develop a more robust/in depth digital offering, and who have a £100,000 

budget to do so, I have therefore suggested that we join forces on the development of a 

website ‘wireframe’, and whatever content we wish to have common to the two sites.  

This, of course immediately halves our spend on a large proportion of the web site design 

and build, as well as potentially saving a large percentage of the content creation, hosting 

and updates. 

 

See appendices for more detail on savings  
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Videos 

Having videos on a website, for the purpose of explanation and delivery of support has been 

shown to increase: 

 Visitor numbers 

 The time visitors spend on a website 

 Client engagement 

 Trust in a brand 

 Search engine optimisation (Google rankings especially) 

 Social media shares 

 Mobile user uptake 

 … and more besides. 

 https://vtldesign.com/digital-marketing/social-media/youtube/top-3-reasons-video-website/  

https://www.dreamgrow.com/8-reasons-why-your-business-should-use-video-marketing/  

 

By creating videos which both explain the Growth Hub offer, and deliver actual support, we will 

be able to reach our rural client base more efficiently and effectively, with a low cost, per support 

instance, as long as we market them correctly to our businesses.  We will also engage a younger 

audience who might be looking at setting up in business and not know where to access support 

otherwise. 

Videos can also be branded with partners’ branding, to generate an income stream from 

sponsorship and co-delivery.  For example, it would be cheaper for Welcome To Yorkshire, 

Scarborough District Council, and others to contribute a small amount towards the cost of 

producing a video we can all use with slight changes to the branding for each, than to create 

videos of their own.  In this way a £5,000 video which is of great use to our business support 

function, and our digital offering, can have the cost offset somewhat by small contributions of 

£500-£1,000 from a number of partners. 

Rather than using video as a purely promotional tool we will focus on the delivery of expert 

advice and information via this medium.  In this way we can reach clients in their own homes, or 

businesses, at a time of their choosing, and in a way which guarantees that we will capture their 

details and offer them the chance to sign up to our mailing list.   

 

https://vtldesign.com/digital-marketing/social-media/youtube/top-3-reasons-video-website/
https://www.dreamgrow.com/8-reasons-why-your-business-should-use-video-marketing/
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The price of placing these workshops and seminars via video is that it lacks interactivity for 

attendees.  In order to mitigate this, we will hold one-to-many events and use them as the video 

content, and we will also allow comments, questions and requests for information to be sent to 

us via a simple process online, or by the helpline number, which will be onscreen throughout. 

For the current Pop-Up Cafes we are asking all attendees to complete a sign-in sheet whereby 

we capture their details and their permission to be added to the mailing list. 

As can be seen above, these forms are less than ideal in terms of deciphering handwriting and 

capturing details which need to be input manually to the CRM. 

We can also see that these events are not always well attended, with just 5 assists being 

delivered at this one event which required several hours of time, and other resources, to stage, 

including marketing materials, and so on. 

Experience shows that there are a number of subjects which would be most highly sought after 

by our clients, and these would be the first workshops and talks to be offered.  They include: 

 Access to Finance and Finding Funding 

 Marketing/Social Media 

 Selling Online 

 Selling via Distributors/Supermarkets 

 Exporting 

 Business Planning/Getting Ready for Investment 

 Leadership and Management 

 Succession Planning 

 Digital Security 

 Tax / Managing Financing 

 Setting up a New Business 

 

Further workshop videos will be developed in line with client demand, if required. 

 

Podcasts 

In addition to videos, we will launch a podcast series which will deliver up-to-the-minute news, 

information, case studies, interviews with experts, and other content. 

“Brummies Networking” has a similar podcast named “Brumpod”, which is now up to 19 episodes 

and which they describe as: 
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…the podcast for small businesses, by small businesses; discussing the topics that 

matter to you (because they matter to us); including marketing, networking, 

generating business awareness, business growth, as well as covering various 

business tools & technology. 

The cost of providing this will be low, as the content can be created in the course of our normal 

activities, and again could attract investment from organisations which wish to be associated 

with the podcast, as with the videos.  A full cost/benefit analysis will be iterated very shortly to 

support this project. 

 

Workbooks/Supporting Content 

The current Workbooks and Toolkits on the website are pdf documents, composed and owned 

by Calderdale College, which lack any interactivity fir the user, and for which any updates need 

to be actioned by the college, and so incur a cost to do so. 

By moving to an interactive model whereby businesses answer a few key questions and input 

their contact details, and marketing preferences before accessing the information we will be 

more readily able to amend our information and content to reflect current circumstances, to 

personalise content for individual businesses, and to categorise visitors to the website into one 

of the following personas: 

 Lifestyle Pre-start/Start-up 

 Growth aspiring Pre-start/Start-up 

 Established non-growth SME 

 Established growth-aspiring SME 

 Corporation / Larger organisation 

 Third sector / Community organisation 

 Intermediaries (accountants/membership organisations/professional bodies etc.) 

These will then be additionally tagged with labels which highlight whether they are, or hope to 

be, exporting, taking on apprentices, recruiting, upskilling their workforce, engaging in R&D, 

buying or expanding premises, buying capital equipment etc. 

As well as making the content they access on their first visit to the site more appropriate to the 

business ‘persona’ we will then also be able to send out- to those businesses which agree to it- 

relevant content on a regular basis which is appropriate to them.  In this way we will build on the 

relationship we have with each client and stakeholder, increase the levels of support for more 

businesses from Low to Medium and beyond, increase awareness of our service, and most 

importantly of all, deliver a better service. 
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Through developing and honing these client-contact points we can build a well-defined customer 

journey, which maximises our contact with businesses, and leads as many people as possible 

to find greater value from the Growth Hub. 

 

Comms & Marketing 

Branding 

With regards to branding, we currently have various sub-brands and ‘conversational’ names 

within the Growth Hub, including: How’s Business, Business Inspired Growth, Pop-Up Business 

Cafes etc. 

The proposal is that we amalgamate those brands into one, rebranding as the York, North 

Yorkshire Growth Hub, with shorter email address extensions such as “@ynygrowthhub.org’  

Ideally this would be shortened to the North Yorkshire Growth Hub post LEP realignment, but I 

appreciate that this may not be acceptable to all stakeholders in City Of York Council. 

 

Social Media 

The current social media presence of the Growth Hub is being maintained, but not used to 

proactively reach new markets and clients, until we have the entire digital offering at a place we 

are happy with. 

By taking on students and interns from University Of York to deliver social media activity, we will 

bring in extra capacity to be proactive in our content, and to use social media as a means of 

disseminating genuinely useful information and exciting news/content. 

Because the new approach will be primarily focusing our efforts on intermediaries and networks, 

rather than the tens-of-thousands of SMEs in the region, we do not need to reach as wide an 

audience as we are currently aim for, and so marketing activities can be more geared towards 

them, and how we can help them to support their clients, rather than being generic for all 

businesses.  Of course, we will continue to send out messages which will also attract new SME’s 

to join us, but this will not be the first consideration when we undertake any marketing and Social 

media activity. 
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Events 

How’s Business currently runs events across the region and throughout the year, some of which 

are very successful in reaching a relatively small number of potential partners, and so delivering 

medium touch assists.  However, the view of the Growth Hub team is that events which are 

organised and run by the team have not, generally, proven to be of good value in terms of the 

amount of support delivered to businesses in the region.  At the same time, there are 

undoubtedly some events which are important from a relationship-building point of view, and to 

maintain our presence and brand recognition in the various districts. 

So, in future events we are asked to hold, or contribute to will need to pass a ROI test, which 

will take into account: 

 The cost in financial support and staff time as against the number of likely Light, Medium 

and Intense support opportunities it offers. 

 The nature and relationship with the organisers/hosts/partners in the event, and how 

damaging it might be to that relationship if we refuse to support events where we have 

previously done so, or events which they regard as important, but which seem limited 

outputs for us. 

 How the event helps the Growth Hub to meet its strategic, or operational goals, as laid 

out in the paper. 

 Likely press coverage and social media exposure. 

Any, and all events and groups which require staff time, or financial commitment from the Growth 

hub will have to have a business case presented to the Growth Hub Manager, or delegated 

person, and be signed off by them prior to an 

 

 

Physical “Advertising” 

In order to reach the Market Towns and larger urban areas with our marketing materials we will 

liaise with local authorities to place banners and informational posters etc. in vacant town centre 

shop units.  This will prevent the units looking entirely unused, as well as giving the Growth Hub 

free display areas in high foot fall locations.  To date Scarborough District Council have agreed 

to this as a way of making the high streets more attractive, as well as spreading the message of 

the Growth Hub to local business owners. 

Other means of marketing and communicating the Growth Hub offer will be developed in 

partnership with our Comms team, but will focus on reaching out to intermediaries, in line with 

the new strategic approach.  
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Measuring Our Success 

 

I believe that the only true measure of success for the growth hub is the number of businesses 

which have genuinely benefited from our support and/or intervention, our partnerships with Local 

Authorities, other Growth Hubs in neighbouring regions, and the number and quality of referrals 

coming from intermediaries. 

In order to measure the quantitative and qualitative impact of our support, to build a library of 

case studies, and to continue relationships with businesses and intermediaries it is vital that we 

carry out quantitative, and qualitative information gathering exercises in order to produce 

infographics, videos, press releases, and other comms which aggregate this information and 

present it to stakeholders, and the public in a clear to understand manner. 

 

Open Data 

Part of the information gathering and reporting is the potential use of a piece Microsoft Business 

Intelligence service, known as Power BI (https://powerbi.microsoft.com/en-us/). 

Power BI is currently use by NYCC to hold, analyse, and present data on a range of statistics, 

such as road traffic accidents in the region. 

By making the data we input to this service open, we are able to use it without cost, and NYCC 

have been kind enough to allow us to install it on the laptop of our Service Analyst so that we 

can use it directly rather than sending data to the NYCC data team for them to input. 

The ways in which the data can be analysed and presented make Power BI a powerful tool, 

giving us the scope to drill down into the Growth Hub’s figures to show what kinds of businesses 

we are supporting; which sectors they belong to; what size and age they are; where they sit 

geographically; how diverse or otherwise their ownership is; what support they have accessed; 

how that support is helping their plans for growth, and so on. 

 

The implications of making this data open are : 

 Members of the public and press can access the information 

 Local Authorities and other stakeholders can review the support we are giving their (and 

other areas’) businesses 

https://powerbi.microsoft.com/en-us/
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 Staff, Management, The Business Board and the LEP Board can all access this 

information independently at any time, in order to understand the progress the Growth 

hub is making, regardless of the timings of meetings and board papers. 

 Poor performance will become apparent much more quickly, and can either be 

addressed, or explained, before becoming a serious issue, while lessons from areas of 

strong performance (either geographical areas, sectors, or activities) can be much more 

quickly identified and acted upon 

 Great care will need to be taken to anonymise data in order to prevent the risk of GDPR 

breaches.  NYCC Data team have offered to assist with this by testing all data sets prior 

to publication. 

 The Growth Hub will be contributing to the region’s Open Data, and Circular Economy 

strategies, by making this valuable information available online to all interested parties. 

 As well as members of the team using this data as part of their appraisal process, it will 

be used to report the Growth Hub activities to the LEP Boards, the region’s local 

authorities, and BEIS, among other stakeholders. 

A demonstration of the capabilities of Power BI will be arranged for Management and the Board 

in order to gain approval for its use. 
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CONCLUSION 

 

In conclusion I would sum up my plans for the Growth Hub as follows: 

 

 Moving to a model of engaging with intermediaries for client referrals.  A model which is 

already showing dividends with 4 clients being referred for High Level support by 

Welcome To Yorkshire alone, as at 20th December 2019.  Allocating responsibility for 

developing and managing these relationships to one Growth Manager as a single point 

of contact and source of information for partners. 

 Using this engagement to identify and engage with growth and scale up businesses, 

giving nimble and demand led support by responding to the needs they bring forward on 

an individual basis. 

 Working more closely with our Districts to ensure that there is full coverage of business 

support across the region, without duplication. 

 Working with larger and foreign owned companies to increase skilled and permanent jobs 

within larger businesses, and to support all businesses to become more internationally 

focused, post-Brexit. 

 Investing heavily in digital and online delivery, with a mobile responsive website and 

digital information sharing through media, social networks and elsewhere. 

 Ensuring that businesses can follow a client journey through their growth and maturing, 

be they pre-start, early stage, or mature and larger.  This will be achieved by allowing 

companies to register with us and have their support and information individualised to 

their specific needs. 

 Saving money from the public purse by working with other LEPs, and stakeholders to 

prevent duplication when building and delivering new services. 

 We will follow the LEP’s Circular Economy agenda and Local Industrial Strategy by being 

more efficient, effective, and by focusing on areas of good growth through demand led 

services to all growth businesses and organisations in the region. 

 

Recommendation 

 The Board is asked to note and comment. 

Andrew Raby 20/12/2019 
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ITEM    
York North Yorkshire & East Riding 
Local Enterprise Partnership 
 
BUSINESS BOARD 
 
MEETING DATE:   20 January 2020 
REPORT PRESENTED BY:  Tim Frenneaux 
TITLE OF PAPER:  Local Industrial Strategy Policy Update  
 

1.0 Background 
1.1 This paper sets out the latest progress in developing our Local Industrial Strategy 

(LIS) as we move into the final regional consultation phase. 
 

2.0   Policy development 
2.1 The structure of the LIS has changed from the plans previously shared with the 

Board. Having redrafted the LIS using Government’s Five Foundations of Productivity 
as a structure, the LEP senior team concluded that the strategy had become lost 
clarity. Accordingly the consultation draft has reverted back to the original 3 priorities. 

 
2.2 Each Priority has actions consolidated under 3 sub-sections, based on a consistent 

approach of: 

 Making the most of what we have 

 Transforming what needs to change 

 Investing where we have gaps 
 

2.3 The Priorities in the consultation draft are as follows: 
 

Priority 1: Invest in places, communities, identity and culture to drive 

productivity 

1.1 Making the most of our unique identity 

1.2 Transforming communities by strengthening local connections 

1.3 Investing in transformational digital infrastructure  

 

Priority 2: Unlock constrained growth and realise productivity potential 

 2.1 Making the most of businesses and workplaces 

 2.2 Transforming digital productivity 

2.3 Investing in infrastructure and skills for growth  

 

Priority 3: Lead the transformation to a carbon neutral circular economy 

 3.1 Making the best use of land 

 3.2 Transforming the value created by natural resources 

 3.3 Investing in resilient infrastructure and skills capacity 

 
2.4 The consultation draft maps each Priority against the Five Foundations of 

Productivity, to provide Civil Service colleagues with a structure they will be familiar 
with. 

 

3.0 Consultation  
3.1 The LIS consultation started on Monday 13 January, and runs until Friday 30 

January. The consultation will be primarily taking place online, via the LEP website, 
with a structure which allows both individual and corporate responses. 
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3.2 We will be presenting at key LEP and Local Authority governance Boards during the 
consultation period, and requesting formal input from those which are not meeting in 
January. A workshop for Local Authorities and Government agencies on the 21st 
January will develop the detail of the spatial approach outlined in the consultation 
draft. 

 
3.3 As with the previous engagement, we have commissioned external PR support to 

ensure that we are proactively reaching out to the business community. We will be 
targeting the Construction, Manufacturing and Agricultural sectors in particular. 
 

4.0 Future activity 
4.1 Following the consultation, we will bring a final draft of the LIS to the March Board for 

approval. 
 
4.2 As the LIS is a Government published document, the final draft will be agreed in 

collaboration with departments across Government. As such, we can expect further 
Government challenge us on the rationale behind our approach and it’s deliverability 
with the available resources. 

 
4.3 We have commissioned work to establish the indicators we will use to judge how 

delivery of the LIS is contributing to Good Growth. This will provide a practical toolkit 

for decision making and evaluation based on a Six Capitals Accounting model. This 

will enable us to account of all the stocks of capital which contribute to economic 

value, beyond traditional economic metrics such as jobs and GVA, including:  

 Natural capital – availability of natural resources and quality of the 

ecosystems that provide them 

 Social capital – the quantity, density and level of connectedness of 

communities and institutions  

 Knowledge capital – the amount and extent of expertise and knowledge 

 Human capital – the availability of human resources and their quality of life 

and wellbeing  

 Manufactured capital – the technology and businesses which combine other 

capitals to create value 

 Financial capital – the traditional measure of economic activity in financial 

terms 

 

4.4 We are underway with research into the potential for Anchor Institutions to contribute 
to the Good Growth agenda, in advance of a proposed summit for Anchors at our 
Annual Conference in June. We will be liaising with colleagues in Local Authorities to 
enable them to identify key local anchor institutions and businesses in their area, to 
involve them in the study. 

 
4.5 Some aspects of delivery planning are dependent upon the availability of future 

funding, including Shared Prosperity Fund, future Local Growth Funds, devolution 
Gainshare and other national programmes such as Industrial Strategy Challenge 
Funds and Sector Deals. However, we need to build on the momentum established 
by engagement on the LIS by collaborating with local partners to establishing 
Investment Plans for Skills, Business and Infrastructure.  
 

5.0 Recommendations 
5.1 The Board are asked to note progress with the LIS, and ensure their respective 

organisations are making corporate responses. 



 

 

ITEM    
York North Yorkshire & East Riding 
Local Enterprise Partnership 
 
MEETING DATE:    January 20 2020 
REPORT PRESENTED BY:   David Ryden  
TITLE OF PAPER:    Business Board Brexit Update 

 

 
1. Purpose of the paper 
1.1 This paper provides an update on our Brexit readiness activity. 

 
2. Intelligence 
2.1 In the post-election climate the local intelligence is showing on the whole businesses 

are feeling positive about the increased political stability and a clearer Brexit 
timetable.  

 
2.2 The transition period has very little effect on businesses in 2020, although not 

everyone is aware of this. 
 
2.3 Business planning now shifts to December 2020 after which the proposed transition 

period will end and any changes will take effect. Businesses are keen to have clarity 
on what these changes will be as soon as possible. 

 
2.4 The regions larger employers have started to see a drop in low-skilled migrant labour 

available in the area. We have made a plan to work with these companies to gather 
intelligence and create a report investigating ways of mitigating these challenges to 
the region. This will be ready for the next board meeting. 

 
2.5 A solid two-way intelligence and communication group with a key Brexit contact in 

each Local authority has been set up and is working well.  
 
2.6 Our local Brexit intelligence forum (email group) continues to be utilised to get a good 

cross-section of feedback from the region when required.  

 
3. Internal Co-ordination 
3.1 The Brexit internal LEP forum is working well and will continue to meet. 
 
3.2 The Brexit Lead will continue to work across the LEP team and ensure 

communication is clear and up to date for all involved. 
 

4. Support to business  
4.1 In addition to Growth Hub activity, we launched a funding programme in partnership 

with the ICAEW to target the at-risk businesses who rarely engage for support. It 
provided £250 of funding for a Brexit advice intervention carried out by a local 
accountant. The demand was fairly low with 20 applications (awareness was limited 
due to Purdah). 
 
 



4.2 With a sudden no-deal Brexit off the table our focus moves back to engaging with the 
medium sized businesses across the region. With this in mind, we are planning to re-
launch a more targeted Brexit planning programme with a higher £500 available per 
intervention. Our remaining funds will cover 41 medium intensity engagements 
across the region. We will plan to prioritise supporting the smaller businesses again 
later in 2020. 

 
5. Communication 
5.1 We continue to promote the LEP as the central hub for intelligence and support 

across the region around Brexit. Our Brexit webpage forms the heart of this. 
 
5.2 The Brexit webpage sits on the “How’s Business” website and gathers together 

relevant sources of information around the Brexit situation (e.g. Government websites 
and sector specific information). The page had 2758 visits (12/11 to 30/12) and 
accounted for 32% of the growth hub website traffic. 

 
5.3 We have appointed Blueberry Marketing Solutions, to carry out a telemarketing 

campaign to promote the growth hub services, gain appointments and collect Brexit 
preparation intelligence. This started in December and continues into January. They 
plan to contact 1500 SME’s (top down) in our region with 22.5 days of call activity. 

 
6. Partner Engagement 
6.1 The Brexit Lead has met with all key stakeholders and partners to promote joint-

working with a clear, common message to businesses. This included all local 
councils, the NFU, FSB and the Chamber of Commerce. 

6.2 We continue to work closely with the Yorkshire and Humber Cluster. We have agreed 
to purchase some intelligent business data software and commissioned a weighty 
economic report which should be published in March 2020. 

6.3 Communications have been developed with DiT, DEFRA & BEIS to aid effective 
communication as we move forward. 

 
7. Recommendation 
7.1 The Board is asked to note and comment on progress. 
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REPORT 
York North Yorkshire & East Riding 
Local Enterprise Partnership 
 
Business Board 
 
MEETING DATE:                20 January 2020  
REPORT PREPARED BY:  Tim Frenneaux 
TITLE OF PAPER:    Carbon-Neutral, Circular Economy Update 
 
 
 
1. Purpose of the paper 
1.1. This paper provides an update on our work to transition to a Carbon-Neutral 

Circular Economy, and presents a joint Delivery Plan for 2020 for discussion. 
 

2. Governance and delivery planning 
2.1. The LEP has now developed and published both a Local Energy Strategy and 

a Circular Economy Strategy: Annex A provides a summary of the 
implementation plan for each. 
 

2.2. The Climate Emergency is rapidly moving up the agenda. 6 of our Local 
Authorities have declared a Climate Emergency, whilst the financial sector is 
increasingly looking to reduce the carbon impact of investment. 

 
2.3. The Local Industrial Strategy sets an ambition for York and North Yorkshire to 

be carbon neutral by 2030 and the devolution process is likely to push the 
ambition further and aspire to being a carbon negative region. 
 

2.4. Research by the Ellen McArthur Foundation has demonstrated that energy 
efficiency and low carbon technology will only deliver half (55%) the carbon 
reductions we need to become carbon-neutral. The other half will come from 
creating a Circular Economy.  

 
2.5. Our Local Energy Strategy Sets out how we will: 

 Establish resource efficient clusters 

 Support towns rural communities and businesses to realise energy 
independence 

 Create an energy Smart city of York 

 Create a Circular Agri-food sector 
 

2.6. Our Circular Economy Strategy augments this by demonstrating how we will: 

 Develop circular expertise 

 Increase value from assets 

 Improve economic growth 

 Enhance our natural environment 

 Boost skills and wellbeing 

 Build community resilience 
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2.7. Reflecting the commitment and leading role of Local Authorities in this agenda, 
governance arrangements are being developed to integrate LEP and LA activity 
to provide clear ownership and direction. A single steering group will report to 
both LA Leaders and the LEP Business Board. 

 

 
2.8. We have brought together the delivery of both the Local Energy Strategy and 

the Circular Economy Strategy into a single Carbon-Neutral Circular Economy 
Delivery Plan, which is appended for discussion. Subject to Board approval, we 
will use the structure set out in the Delivery Plan for future reporting of progress. 

 
3. Low Carbon Energy update 
3.1. We are working to establish a clear understanding of the measures needed to 

reduce emissions and enable us to track progress towards becoming carbon-
neutral. In partnership with West Yorkshire Combined Authority, we have 
commissioned a study to develop comprehensive pathways to decarbonise 
energy intensive sectors by 2030: power, transport, buildings, industry and land 
use. The commission will provide roadmaps for each sector, identifying key 
milestones, interventions and associated investment required. The study is 
expected to be completed by May 2020.  

 
3.2. Following the success of the ‘Responding to a Climate Emergency’ workshop 

for local authority officers in September, we have established a network for 
officers leading on low carbon to share challenges, best practice and 
collaborate on developing projects. The LEP will aid in identifying opportunities 
for collaboration and synergies between activities to accelerate the transition to 
a carbon-neutral economy.  

 
3.3. Securing funding to deliver our ambition is essential to making real progress. 

We are leading work on the feasibility of establishing a Green Bond, which 
would secure a minimum of £50m of private sector investment in energy 
projects. To generate the scale of investment opportunities this will need to 
cover a larger area than just the LEP: potentially matching the geography of the 
North East and Yorkshire Energy Hub, or the Northern Powerhouse. Whilst 
there is substantial private sector investment at the global scale seeking to 
invest in low carbon solutions, individual, local low carbon energy projects 
struggle to attract this private investment. Developing a Green Bond would 
provide a mechanism to match private funding to local projects and enable 
investors to invest in a portfolio of projects which reduces risk: 

• It would set the region on the international stage as leaders in green 
energy implementation and climate change reduction; 

• Enable a robust reliable funding mechanism; 
• Reduce reliance on public funds;  
• Strike a clear path with a level of independence from traditionally 

unstable government policy. 
 

3.4. Whilst the team are making significant progress delivering the Local Energy 
Strategy, there remain capacity constraints to substantially contribute to the 
development of projects. This is a national problem, with 93% of low carbon 
projects reported to be at concept stage nationally.  
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3.5. We are exploring funding sources to provide additional capacity, including  

 Local Authority CNCE Support 
o A CNCE training programme: This will provide a training to establish 

a widespread and shared understanding of how we can move 
towards being a carbon-neutral region. 

o Officer capacity: A dedicated officer to support local authorities to 
develop and implement climate action plans and provide a 
secretariat for the Local Authority Low Carbon Energy leads group. 

o Graduate placement programme: Graduates from local universities 
would provide required capacity and expertise to relevant teams to 
get projects off the ground. 

 

 Local Authority CNCE Delivery Studies 
o Public sector renewables: The project will identify and assess public 

sector assets in North and West Yorkshire that could be suitable for 
installation of low carbon energy projects.  

o Public sector as market makers: The project will investigate 
integration of climate neutral goals into local authority procurement 
strategies, including a potential pan-N&WY common statement.  

o Housing retrofit: This study will assess the options and local cost 
profiles, including locally quantified gaps in funding and skills, to 
deliver energy efficiency via retrofitting energy efficiency measures 
to existing housing stock 
 

3.6 We are also investigating an investor readiness programme to accelerate the 
development of low carbon energy projects. This would enable us to build a 
substantial pipeline of low carbon projects. Although ~30% of the projects 
currently in development in our region are eligible and suitable to seek support 
through the North East and Yorkshire Energy Hub’s Rural Community Energy 
Fund or Leeds City Region LEP’s Energy Accelerator, this currently leaves 
around 20 projects that would benefit from investor readiness assistance. 
 

4. Circular Economy update 
4.1. In November, we delivered our first Circular Yorkshire Month alongside a 

consortium of partners, including the Cabinet Office, Nestle, Yorkshire Water, 
the University of York, FERA, BioVale, Possibilities Realised and the FSB. The 
month saw over 130 organisations download our circular economy digital 
toolkit, the launch of our circular economy case study bank and 14 partner 
events. The consortium are meeting in March to assess performance against 
the established KPIs and scope 2020’s Circular Yorkshire month. 
 

4.2. As part of Circular Yorkshire Month, we launched our Circular Economy 
Strategy for York and North Yorkshire at a stakeholder workshop on the 7th 
November. 100 stakeholders joined us understand their role in the delivery of 
the strategy and celebrate progress made to date. 
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4.3. Yorkshire and Humber’s Local Authorities Leaders Group have established a 
net-zero sub group, and we have been invited to lead a work programme 
focused on creating a ‘Circular Yorkshire’. This is an exciting sign of the success 
of raising awareness of the circular economy and our leadership. The team are 
currently scoping this work programme and resource required. 
 

4.4 Regenerating farmland and natural systems is an essential part of the 
transition to a carbon neutral circular economy. We commissioned a study in 
October to provide an economic assessment of the value of our natural capital 
assets to the local economy, and the impacts of ‘do nothing / degrade’, 
‘maintain’ & ‘enhance’ development scenarios. The research will provide an 
evidence base to inform decision making to prioritise the natural capital assets 
we need to protect and enhance, the scale of investment required and 
mechanisms to do so.   
 

4.5 In partnership with the National Trust, we are planning a workshop with key 
partners in March to progress a new model of investing in landscapes via the 
Landscape Enterprise Network (LENs) project in the River Skell catchment 
upstream of Fountains Abbey. This will pay farmers for better water 
management to reduce flooding of the Abbey and silt build up in the Water 
Gardens. The aim of the workshop is to confirm buy-in from key organisations 
in the area and secure co-investment in the natural landscape.  Following the 
workshop we will be developing a comprehensive action plan with partners to 
implement the pilot. 

 
4.6 The University of York have been successful, as lead University in the White 

Rose University consortium (York, Leeds, Sheffield) in securing funding for a 
White Rose project focused on establishing a White Rose-led circular economy 
research agenda for low value consumer products. The research will establish 
business cases for low value consumer products to become circular. Alongside 
the White Rose universities, the Advanced Manufacturing Research Centre and 
the Institute of Engineering and Technology, we are a key partner in the project.  

  
4.7 We have commissioned York Community Consulting (part of the University of 

York) to identify opportunities for industrial symbiosis and resource exchange 
within and between Dalton Industrial Estate and Leeming Bar Industrial Estate.  
The team of students will engage with the businesses on both sites to map 
waste and resource streams, and assess appetite to implement circular 
economy opportunities. Outputs will be used to seek funding to realise identified 
opportunities, potentially through national ERDF reserves or an Innovate UK 
funding stream.  
 

4.8 In December, we presented at “Smart Sustainable Cities: Driving innovation in 
the circular economy” – hosted by the UK Foreign Office bringing together 
selected European and UK cities to showcase best practice. We received 
significant interest from other areas in our Circular Economy work, given we are 
the first to demonstrate this in a rural area. 
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5 Recommendation 
5.1 The Board are asked to:  

 comment on, and approve, proposals for combining Local Energy Strategy 
and Circular Economy Strategy steering groups.  

 comment on, and approve, the Carbon Neutral Circular Economy Delivery 
Plan. 
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