
Improving government services  
for small and growing businesses

In 2000, the government set itself the target of making the UK the best 
place in the world to start and grow a business by 2005. The Small 
Business Service (SBS) then set out seven themes to deliver this target, 
including “improving small businesses’ experience of government  
services”. This CBI brief puts forward key recommendations for deliver-
ing on this theme, mainly focusing on the business support network.

Summary
The CBI supports the government’s objective of improving  
small businesses’ experience of government services to make 
them ‘more coherent, accessible and of better quality’.1 The 
evidence shows that good quality services to businesses 
improve their survival and growth prospects. Improving 
small businesses’ experience of government services is there-
fore crucial to enabling the enterprise revolution in the UK.

However, while the government has, over recent years, made 
some positive steps in improving the delivery of government 
services, businesses of all sizes continue to report fundamen-
tal problems of duplication, confusion and inconsistency in 
the quality of services being delivered on the ground. 

Small businesses are the most dynamic and job creating part 
of the UK economy, with half of UK employment and GDP 
provided by this sector. The government currently spends an 
estimated £8bn on government services for these businesses, 
defined as those who employ up to 250 people. With this 
reach, and this level of financial support, these businesses 
should be able to experience government services which are 
appropriate, achievable, deliverable and measurable. 

However, it is important to recognise that businesses do not 
just expect support and advice. They are willing to earn other 
forms of government support by supplying goods and services, 
as of course these revenues enable growth and reinvestment.  
Recommendations on improving this process will be included 
in the next Enterprise Brief on ‘improving regulation for 
small businesses.’ 

The ‘de-proliferation’ exercise of the business support network 
that the government is proposing to undertake must be taken 
forward as a priority. However, the government must be clear 
that this does not result in a covert reduction of aggregate 
funding. Instead the primary aim of the exercise should be to 
provide ‘seamless’ and targeted support to businesses through 
their life cycle particularly as they grow. The government 
should therefore focus on complementing the private sector 
by filling gaps in supply and addressing market failures. 

The RDAs have an important role to play in this. If they are 
to reach their targets of sustainable economic development 
and regeneration they must focus on enabling and encourag-
ing enterprise. In particular, they must recognise the gap in 
support for growing businesses. Business Links must also 
consistently raise their performance. In particular, they have 
a role to play in reducing confusion on the ground, and must 
aim to position themselves as a high-quality ‘gateway’ to the 
business support network. However, with Business Links only 
reaching 14% of existing small businesses each year, busi-
nesses should be able to access the support network at any 
point through a ‘no wrong door’ approach and be confident 
that they will be sign-posted correctly irrespective of the 
ultimate provider of the service.

The majority of businesses consulted by the CBI support the  
principle of working within the existing framework to improve 
the quality of government services. However, unless there 
are significant delivery improvements which feed through to 
businesses across the UK, calls for a more radical overhaul of 
the system will grow.
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Current situation
The UK government’s objective of improving small busi-
nesses’ experience of government services is to make them 
‘more coherent, accessible and of better quality’.2 As part of 
this, over recent years, the DTI has rebranded, amalgamated 
or wound down 200 business support schemes. 

Businesses access ‘government services’ at a local, regional, 
national and international level. Government services include 
advice, grants, skills & training and specific support for man-
ufacturers, such as the Manufacturing Advisory Service, and 
involve a range of bodies including the Department of Trade 
and Industry (DTI), SBS, Regional Development Agencies 
(RDAs), Business Links, Her Majesty’s Revenue and Customs 
(HMRC), UK Trade and Investment (UKTI), Department for 
Work and Pensions (DWP) and Learning and Skills Councils 
(LSCs). 

The government currently spends an estimated £8bn on 
government services for small business, defined as those who 
employ up to 250 people. In addition to this, numerous busi-
ness support organisations have been established by local and 
European government funds.

However, despite numerous changes to the way business sup-
port is provided across the UK, the problems of duplication 
and inconsistency in the quality and sources of services on 
the ground still exist. For example, there are still nearly 2,700 
government grants and support schemes available to busi-
nesses in England alone. 

It is also clear that this support is not as widely used as it could 
be. During 2004/05 Business Links reached just 14% of exist-
ing businesses.* While awareness about the publicly funded 
business support schemes seems to be gradually growing, the 
main sources of advice for businesses remain accountants 
and other private sector organisations. Public sector provid-
ers are still generally considered to provide advice of a lower 
quality than private sector providers and focus too heavily on 
supporting start-ups rather than businesses looking to grow. 
Businesses also report difficulty in accessing publicly funded 
support, both in terms of time and cost. 

Exhibit 2 shows that performance on improving small busi-
nesses’ experience of government services is still not as strong 
as it should be. While there are signs of improvement in some 
services, there are still government agencies whose approach 
to business is poor. Much more work is required for govern-
ment services to be considered coherent, accessible and of a 
high quality.

■  In England, the government has handed over responsi-
bility for the Business Link network from the SBS to the 
RDAs, and committed itself to the Business Link brand 
as a ‘gateway’ that small businesses can use to access 
an increasing range of government services. They have 
also begun to produce ‘no-nonsense’ guides and estab-
lished a well-respected and well-used businesslink.gov 
website. Several RDAs are also in the process of ration-
alising the way Business Links operate in their regions.

■  In Scotland, Scottish Enterprise and its local enterprise 
companies run Business Gateway. They are both funded 
by the Scottish Executive and involve local councils, 
local enterprise trusts and other partners. For small 
businesses in the Highlands and Islands of Scotland, 
Highlands and Islands Enterprise run a similar service. 
Business Gateway offers assistance in helping small 
businesses access advice in many areas, including skills 
development, staff recruitment, sales and marketing,  
IT and the latest business regulations. 

■  In Wales, the Welsh Development Agency (WDA) has 
authority for providing advice and support to busi-
nesses through Business Eye. However in April 2006, 
when WDA ceases to exist, the functions of the WDA 
including business support will fall directly within the 
Welsh Assembly Government. The new support mecha-
nism will be called Business Foundations. It is unclear 
what impact this will have on businesses in terms of 
business support.

■  In Northern Ireland, services for small businesses are 
provided by Invest NI and the local enterprise agen-
cies, which are located in each of the current 26 council 
areas. These arrangements are likely to change as a 
result of the recently published Review of Public Admin-
istration, which will cut the number of councils and 
affect the number, roles and functions of other public 
bodies.

exhibit: 1
Business support across the UK
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* Based on SBS Management Information of Business Links reaching 510,000 existing 
businesses in the year to September 2005, and the SBS SME statistics that there were 
3,553,740 enterprises in England in 2004.
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Government target 

Increase the number of small businesses saying they are 
satisfied with government services.3

Increase Business Link Operator market penetration and 
customer satisfaction.6

Increase small businesses’ perceptions that their concerns 
are being taken into account by government.8

Evidence

In 2003, for different types of contact with government, 
the proportion satisfied ranged from 53% to 84%4. In 
2004, the proportion satisfied ranged from 51% to 81%.5

Business Links helped a total of 685,000 customers in  
the year ending Sept 05. This was the highest perform-
ance so far. Overall customer satisfaction with Business 
Link services stood at 90%, a 9.5 percentage point 
improvement over four years.7

While 56% of businesses in England and Northern 
Ireland consider that the government takes at least ‘a 
little’ account of their concerns compared with 44% in 
2003, only 1% said that the government took ‘very much’ 
account.9

exhibit: 2
Government targets and performance

Key CBI recommendations 
■  All relevant government departments and agencies 

must ‘buy-in’ to the aim of improving small businesses’ 
experience of government services.

■  The government must ensure that initiatives funded 
with public money reflect business demand, address a 
market failure and provide added value.

■  The government must ensure that the business support 
network provides a ‘seamless’ and targeted service to 
businesses as they need it through their life cycle.

■  Policymakers, both at a national and regional level, 
must recognise that the process of business growth has 
significant policy implications for government services, 
and look at ways to address these implications.

■  RDAs must focus on enabling enterprise to deliver 
sustainable economic development and regeneration.

■  RDAs must ensure that the business community plays 
an integral role in the workings of the RDAs and in the 
development of regional policy.

■  RDAs must improve lines of communication with each 
other to increase collaboration and share best practice. 

■  Business Links must continue to work towards position-
ing themselves as a high quality ‘gateway’ to the busi-
ness support network.

■  Businesses should be able to access the business sup-
port system in any place, and be confident that they will 
be sign-posted correctly.

■  HMRC should develop a high-quality, customer-
focussed accessible system for dealing with queries 
from businesses and offering appropriate advice.

■  The LSC must ensure that the ‘Train to Gain’ programme 
is a catalyst for improved provision of workforce train-
ing at all levels.

■  UKTI should rebalance its efforts to support medium-
sized and growing businesses and significantly increase 
awareness of its services.
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CBI proposals

Improving the business support network
Using government figures from 2001/02, it is estimated 

that the government spends nearly £8bn on services for small 
business every year (Exhibit 3). However, given changes in 
the last spending review and reprioritisation, a new review  
of expenditure on services for small business by all relevant 
government departments and agencies is urgently needed. 
The National Audit Office’s proposed review of support for 
small business should also be pursued as a matter of urgency.

While it is estimated that there are 2,650 grants and support 
schemes in England alone, in reality nobody can be certain. 
There is much anecdotal evidence about which schemes work 
and which ones are less successful. However, there has been 
no systematic evaluation of the business support network to 
look at what schemes exist and which ones are most effective 
and add most value.

The CBI understands that the SBS is currently leading a project 
which proposes to look at de-proliferation opportunities for 
regional and local business support schemes. In conducting 
this exercise, the work of the SBS must be fully supported  
by other government departments, agencies and local govern-
ment. Improving small businesses’ experience of government 
services can only be achieved by cross-government  
co-operation. 

This exercise though must not be carried out in isolation. The 
SBS must work closely with businesses across the UK. The 
CBI would be keen to be involved in this project as it moves 
forward. 

The SBS must also recognise the importance of working with 
the RDAs. In part, the regionalisation of business support 
took place in April 2005 to tackle the proliferation of the 
business support network. The RDAs also have a function  
to manage business support schemes in their regions.  
Ultimately, the success of the de-proliferation project will 
largely be determined by whether the RDAs can deliver 
changes to the business support network in their regions. 
Involving the RDAs at an early stage is therefore crucial.

All relevant government departments and agencies must 
‘buy-in’ to the aim of improving small businesses’ experience 
of government services.

Support must reflect demand
The de-proliferation exercise should also not result 

in a covert reduction of aggregate funding for the business 
support network. Instead, the primary aim should be to free 

up resources to allow them to be used to enhance support for 
those schemes that are effective and add value. This will mean 
that schemes which add less value and serve a limited market 
are phased out. 

In achieving this, initiatives must reflect business demand, 
and should not be the result of a top-down, planning meth-
odology. They should not duplicate what is already being 
successfully provided by the private sector, and must instead 
fill a gap or address a market failure.

As the system moves forward, meaningful performance 
management systems must be developed which encourage 
efficient publicly-funded services, and ones that provide 
added value to the business community.

The government must ensure that initiatives funded with 
public money reflect business demand, address a market 
failure and provide added value.

Body Estimated Cost

SBS £349m

DTI £160m

DTI agencies £115m

BTI £43.6m

DTLR and Agencies £107.1m

DCMS and Agencies £107.1m

DfES and Agencies £138m

DEFRA and Agencies £3,120m

DWP £71m

Customs & Excise £31m

Inland Revenue £50m

RDAs £274m

Local Authorities £300m

European Commission £227m

European Investment Bank £19m

Tax measures £2,590m

Total £7,932m

exhibit: 3
Government spending on services for small business
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exhibit: 5
Business support network in the regions

Supporting business growth
Whilst government efforts to support business start-

ups should be welcomed, it is important to recognise that 
driving up enterprise is about encouraging growth in firms of 
all sizes. The evidence shows that whilst labour productivity 
growth is driven by changes in market shares and the entry 
and exit of firms, the dominant component of labour produc-
tivity growth is actually growth within existing firms.10 

The overall aim of the business support network must be to 
support the private sector in providing a ‘seamless’ service 
to businesses as they need it through their life cycle. There is 

clearly an imbalance at the moment, with 519 schemes which 
help people set up a business, and just 345 which look at busi-
ness growth and expansion.

The government must ensure that the business support net-
work provides a ‘seamless’ and targeted service to businesses 
as they need it through their life cycle.

In a number of regions, RDAs coordinate support for the large 
businesses, and task Business Links with co-ordinating support  
for small businesses (Exhibit 5). In many areas, Enterprise 
Agencies then tend to lead support for pre-start-ups and 
start-ups. However, there is a risk that this leaves both unco-
ordinated and inadequate support for the growing businesses 
in the middle.

With no obvious agency for these businesses to approach, it is 
not surprising that the feedback from CBI members seeking 
to grow their companies—and not necessarily at stellar rates 

Owner-directed companies have different, usually more 
sophisticated, needs. These companies will deliberately 
look for ways of diversifying their markets and custom-
ers, improving productivity, implementing innovative 
processes and business methods but they have limited 
resources to put to this task.

The transition process can be difficult, and there is scope 
for policymakers and business support solutions to rec-
ognise and assist companies through the transition.

The routes for providing services and information will 
involve different partners and organisations. There is a 
marked shift of recognised sources of information, partly 
because more of the company’s directors will be mem-
bers of professional associations.

exhibit: 4

The transition from owner-managed to owner-directed

3

—indicates that they are unlikely to think to use government 
support or advice. This is particularly true in the case of trade 
and investment support, where there has been relatively little 
support for growing exporters.

In order to deliver the government’s economic growth 
objectives and the Lisbon Agenda more companies need to 
succeed in growing their companies. There is, therefore, more 
scope for better targeting and co-ordinating support for these 
growth companies. The CBI does not advocate the setting up 
of new agencies, but believes that the RDAs must focus on 
these businesses.

Policymakers, both at a national and regional level must 
recognise that the process of business growth has significant 
policy implications for government services, and look at ways 
to address these implications.
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Focusing the RDAs
In 2004/2005 the RDAs had a budget of £1.8bn,11 

which is expected to rise over the next few years. However, 
despite this, it remains unclear as to what the long-term 
responsibilities and remits of the RDAs are.

It is crucial that the government makes it plain that the focus 
of RDAs must be on sustainable economic development and 
regeneration. While they should be mindful of environmen-
tal and social goals in their regions and liaise as appropriate, 
other bodies should take forward these aspects of achieving 
sustainable development.

To make progress on these challenges, RDAs must be busi-
ness-led and enterprise-focused. Regional Economic Strat-
egies should reflect this and therefore be at the heart of 
regional development and regeneration. Regional and local 
government agencies must also ‘buy-in’ to this process and 
take responsibility in enabling the delivery of these strategies. 

However, the overall objectives of the RDAs must be measur-
able, ensuring that the performance of the RDAs is transpar-
ent. If the RDAs are to achieve these key objectives, they must 
have flexibility from central control. There is some evidence 
that the government has recognised this, particularly in 
terms of budgeting, with the implementation of single-pot 
funding. However, the government must acknowledge that 
micro-management from a central level will stifle rather than 
enhance the activity of RDAs in the regions.

RDAs must focus on enabling enterprise to deliver sustain-
able economic development and regeneration.

Improving communication
The perception amongst businesses of the RDAs is 

that they are unable to take swift decisions and suffer from a 
high level of bureaucracy. While RDAs are seen as effective 
in their efforts to attract private sector investment or help 
business to business networking, they are seen as ineffective 
in many key areas (Exhibit 6). The House of Commons Trade 
and Industry Committee reports that RDA application pro-
cedures involve disproportionate amounts of form-filling and 
the resulting decision-making takes too long.12 Many entre-
preneurs also see them as ‘out of touch’ with the demands of 
the business environment.

Interaction between RDAs and business is also patchy and ad 
hoc. RDAs need to ensure that they have extensive contacts 
with the private sector and understand their needs and 
concerns. To achieve this requires the development of more 
formal and informal lines of communication. The business 
community must be aware of the opportunities enabling them 
to play an integral role in the development of regional policy.

RDAs must ensure that the business community plays an 
integral role in the workings of the RDAs and in the develop-
ment of regional policy.

There are concerns that the RDAs are working in isolation 
from each other, and not communicating very well with cen-
tral agencies. The CBI understands that one of the main ways 
that RDAs share information is when the Chairs of each RDA 
meet about every six weeks. While this is clearly beneficial, 
much stronger lines of communication need to be built, at all 
levels between the RDAs and with the SBS.

4 5

exhibit: 6

Effectiveness of Regional Development Agencies
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services, independent research by Prof. R. J. Bennett shows a 
less favourable picture (Exhibit 7).

However, while some Business Links and some Business Link 
advisers provide a good service to the business community, 
others fail to deliver a high quality, accessible service to busi-
nesses in their area. There is also considerable confusion about 
what Business Links currently do and what their role is sup-
posed to be. For example, in some areas it is unclear how the 
work of Business Link fits in with that of Enterprise Agencies.

The CBI supports the principle that Business Link should be 
positioned as a ‘gateway’, rather than the providers of special-
ist support. This principle should be at the heart of the devel-
opment of new contracts for the renewal of Business Link 
Operators. The Business Link network must also continue to 
strive for efficiency savings, to drive down ‘backroom’ costs 
and to increase the level of services on the ‘frontline’. It is 
notable that RDAs are now beginning to address this point.

Specialist support should instead be provided by those organ-
isations best placed to provide the support, whether in the 
public or private sector. For this system to work effectively, 
there needs to be a clear map of what support is available in 
each region irrespective of the source.

Therefore, raising the standards of Business Links across the 
country to act as a ‘gateway’ must be a priority. If businesses 
become confident about using Business Links as organisa-
tions that will provide a high quality information, diagnostic 
and brokerage service—this will help to tackle the confusion 
on the ground.

There are examples of RDAs working in collaboration. These 
include the Northern Way strategy which involves One 
NorthEast, Yorkshire Forward and Northwest RDA working 
together. However, this type of activity needs to be expanded.

Closer communication would also reduce the potential  
duplication of research and help to co-ordinate activity,  
particularly work on clusters. The SBS regional teams have  
a strong role to play here in ensuring that the RDAs are  
coordinating their activities.

The CBI publication Creating a more dynamic start-up  
market recommended that the government should conduct  
a review pooling locally held knowledge in the RDAs and 
Business Links to investigate the reasons which lead to 
regional differences in the number of start-ups. It is also 
important though that best practice is shared among the 
regions, not just in terms of boosting start-up numbers, but 
on a much wider scale. 

The RDAs must also build more extensive links with other 
central bodies, such as the Small Business Investment Task-
force.

RDAs must improve lines of communication with each other 
to increase collaboration and share best practice. 

Positioning Business Links
There is clearly significant variation in the quality of 

support offered by different Business Links. While SBS  
statistics indicate a 90% satisfaction rate with Business Link 
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exhibit: 7

People who said Business Link fully met their expectaions (%)
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Ex 7: People who said BL fully met their expectations
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Ex 6: Effectiveness of RDAs
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This principle should also be reflected on the businesslink.gov  
website. This website has successfully brought together various  
government online services. However, there is scope for broad-
ening the offering, and developing the website to become the 
key point for business to access government services. 

Business Links must continue to work towards positioning 
themselves as a high quality ‘gateway’ to the business support 
network.

Implementing ‘no-wrong-door’
Raising the quality of business support overall is 

dependent on the skills of the business support practitioners.  
There are a number of schemes that are attempting to improve 
the skills of business advisors, particularly those that focus on 
business support as a profession. However, the government, 
working closely with other organisations, must build on this, 
and look at other ways in which the skill levels of practitioners 
can be raised.

While there are many highly skilled advisors in the Business 
Link networks, raising their skills is crucial. It is also clear 
that while many advisors have the skills-set to advise on busi-
ness start-ups, there is a lack of advisors who have the knowl-
edge and experience to advise on business growth. Business 
Links must therefore provide more rigorous and targeted 
training for their advisors. 

Business advisors must also have access to information on 
what support is available in their area. This requires the 
development of good quality brokerage databases accessible  
across the regions. Where appropriate, business advisors 
should also help in the relationship between businesses and 
the provider to ensure that businesses are faced with minimum  
bureaucracy and administration.

Only a minority of entrepreneurs access publicly funded sup-
port or advice when setting up or seeking to grow a business. 
However, those that do have a higher chance of survival and 
achieving long-term growth. While the Business Link network 
should strive to become a ‘gateway’ to business support, it is 
clear that they are only reaching 14% of existing businesses 
each year. Therefore, the ‘no wrong door’ principle needs to 
be reinforced.

It is clear that some entrepreneurs, particularly young entre-
preneurs are completely unaware of Business Link and other 
publicly funded support schemes. The government must 
therefore look at how it can reach out to make people aware 
of the assistance available. 

The government should ensure that in all government services 
to small businesses and in the development of new contracts 

for publicly-funded business support services, advisors have 
at least a basic level of awareness for what other business sup-
port schemes are available, or are able to direct businesses to 
the local Business Link service.

Businesses should be able to access the business support 
system in any place, and be confident that they will be sign-
posted correctly.

To achieve these goals, CBI small business members have 
highlighted three areas that need immediate focus.

Putting customers at the heart of HMRC 
Clear advice and guidance about the tax system, and 

an accessible system for dealing with queries are particularly 
important to small businesses. The HMRC website can pro-
vide a good basic level of information, but the ability to con-
tact well trained HMRC staff able to respond fully to specific 
queries is essential.

The range of complex legislation in this area challenges pro-
fessionals, and is beyond most entrepreneurs for everything 
except the key features. This creates innumerable traps for 
businesses to fall into, and the resulting uncertainty distracts 
them from their business objectives by making it extremely 
difficult to operate according to a commercial view of risk. 

The CBI supports HMRC’s objective of putting the customer 
at its heart. To do this HMRC must better understand what 
its customers need and this understanding should then lead 
to a more approachable and responsive service.

HMRC should develop a high-quality, customer-focussed 
accessible system for dealing with queries from businesses 
and offering appropriate advice.

Improving provision of workplace training
The experience of the Employer Training Pilots has 

shown that when training is delivered flexibly, to a high 
standard and primarily in the workplace, significant pent-up 
demand amongst employers is released. 

The forthcoming national programme—Train to Gain 
—based on the pilots should be a catalyst for improved provi-
sion of workforce training at all levels, with employers able to 
choose the training provider that best meets their needs and 
access high quality support from brokers.  

Together with ensuring that employers are able to access high 
quality training from providers—both colleges and private 
providers—brokerage services on training are often key for 
many small firms. In particular, there is a need to ensure 
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that the system is able to meet employers’ needs in terms of 
assessing their skills requirements and identifying the appro-
priate training.  

Employers should expect that Train to Gain is based on the 
following elements:

■ training provision which is based on improving busi-
ness performance—employers will invest in training that 
meets their needs and raises business performance. Where 
needed, brokers must work with the employer to identify 
their training needs and compose a package of training to 
address employers’ wider skills needs, sourcing provision 
from the most appropriate providers

■ flexible training provision delivered when, where and how 
employers want it, primarily in the workplace 

■ use of the assess-train-assess model to build on employees’ 
existing competence and make the most effective use of 
resources

■ an identified point of contact with the provider and broker 
with knowledge of the business to ensure that all the com-
plexity and confusion associated with the skills infrastruc-
ture is removed.

The LSC must ensure that the ‘Train to Gain’ programme is 
a catalyst for improved provision of workforce training at all 
levels.

Supporting International Exports
The CBI has been particularly concerned about the  

squeeze on UKTI’s budget at a time when it has been required 
to rebalance the resources it deploys on inward and outward  
investment activities respectively. Whilst we support the promo-
tion of inward investment, there had been no clear economic 
assessment made of the appropriate level of such support prior 
to resources being reallocated. As a result export support 
programmes for SMEs have had to be significantly curtailed.

In line with our recommendations on business support 
more generally, we believe there is a disproportionate focus 
on the very small businesses and new to market exporters. 
There is considerable potential among the more experienced 
SME exporters to build their overseas activities. The support 
programmes should recognise this potential more explicitly. 
A number of RDAs have developed pilot “middle market” 
initiatives and these should be expanded upon and promoted 
more widely.

The UKTI support programmes exemplify the problem 
regarding lack of market awareness. The reports available via 

the Overseas Market Intelligence Service (OMIS) are among 
the best regarded offerings from UKTI and yet few exporters 
fully appreciate the extent and flexibility of the service, nor 
that it is available, at an appropriate charge, to mid sized, and 
indeed larger companies.

The CBI acknowledges that the UKTI website is to be re-
launched shortly. This is most welcome. The existing site has 
been difficult to navigate and the re-launch could play a valu-
able role in raising the awareness of UKTI services.

As stated earlier, the CBI believes there is considerable scope 
for greater co-operation and co-ordination between RDAs.  
It is particularly concerning that the multiple RDA offices 
in key international markets is not only an inefficient use of 
limited public funds but also presents a confusing and unco-
ordinated image to international audiences.

UKTI should re-balance its efforts to support medium sized 
and growing businesses and significantly increase awareness 
of its services. 
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Enabling the Enterprise Revolution
In 2000, the government set itself the objective of making the 
UK the best place in the world to start and grow a business. 
In 2002, the Small Business Service set out seven strategic 
themes to focus its work to achieve their overall goal.

Throughout 2005 and 2006, the CBI is publishing a series  
of reports, Enabling the enterprise revolution, looking at 
whether progress has been made, and will provide key  
recommendations on each of the themes to achieve the  
governments targets. 

The reports will be published and be available at:  
www.cbi.org.uk/enterprise:

■  August 2005—The Small Business Service Five Years On

■  Oct 2005—More dynamic start-up market 

■  Nov 2005—Building an enterprise culture 

■  Jan 2006—Improving small businesses’ experience of  
government services 

■  Mar 2006—Better regulation and policy 

■  May 2006—More enterprise in disadvantaged communities 
and under-represented groups

■  July 2006—Improving access to finance 

■  Sept 2006—Building the capability for small business 
growth 

■  Nov 2006—Making the UK the best place in the world to 
start and grow a business- recommendations 

CBI
The CBI is the UK’s leading business organisation, speak-
ing for some 240,000 businesses that together employ around 
a third of the private sector workforce. The majority of CBI 
members are from the SME sector. 

The SME Council is the focal point within the CBI for identi-
fying and addressing issues of particular interest to small and 
medium-sized firms, and provides a voice for them to influ-
ence mainstream CBI policy and influence government at 
home and abroad. The Council currently has a membership 
of around 40 companies, spanning all the UK regions and 
various business sectors.  

The Enterprise Group ensures that the views of CBI SME 
members are directly represented to government. It has 
achieved considerable success over the past few years. The 
information flows in the other direction too, and the CBI’s 
Enterprise Group gathers and summarises data from the leg-
islative programme and gives pointers to likely changes that 
will affect members’ business.

Further information
Please contact: Lucy Findlay—Head of Enterprise Group
T: +44 (0)20 7395 8100
E: lucy.findlay@cbi.org.uk

www.cbi.org.uk/enterprise
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