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1. Introduction 
In October 2008 six members of Opportunity Kintyre (OK) attended a course on social accounting and 

audit run by the Social Enterprise Academy.  It had been organised by the Chairperson to train a 

number of members in this process.  On completion of the course it was decided by the Directors that 

preparing social accounts would help clarify the position of OK and address some of the issues that 

were apparent. 

The social accounts have been prepared by a group of four people: Morag Duff, Deirdre Henderson, 

Trevor Oxborrow and Ailsa Clark. 

The first section of this report gives a brief summary of the background to Opportunity Kintyre, 

including the structure of the organisation and sources of funding.  This is followed by a section stating 

our mission, objectives and values.   The main body of the social accounts reports on the performance 

and impact of Opportunity Kintyre against our stated values and objectives.  The evidence for this 

section comes from either quantitative data that has been collected throughout the course of our work, 

or from information from the surveys we carried out.  Some bar charts have been included for clarity 

when showing the results of some of the survey questions.  All results are rated out of 5, with 1 being 

the worst rating and 5 being the best.  There are green boxes throughout the report highlighting 

interesting or important points. 

The final sections of the report contain other information relevant to the operation of Opportunity 

Kintyre, such as a SWOT analysis, financial accounts and a summary of economic impact.   There are a 

number of references made to Appendices throughout the text and these refer to files of background 

information (available on CD and from the website ς opportunitykintyre.org.uk), such as a summary of 

the survey results, the monthly summary sheet, and our policies. 

 

2. History and background  
Opportunity Kintyre was formed in early 2006 following a successful bid by members of the Kintyre 

community to become one of three pilot projects sought by the Scottish Government to trial the 

economic development methods of Ernesto Sirolli.  The pilot was to last three years, which allowed one 

year for the set-up and preparation and two years with an Enterprise FacilitatorTM in post.  Once all 

three pilot projects had finished there was to be an evaluation.  Opportunity Kintyre reached the end of 

the pilot phase at the end of February 2009, six months ahead of the second project and eighteen 

months ahead of the third, so will need to wait for the full, overall evaluation.  There are Sirolli projects 

in many other parts of the world, including England, but there had previously been none in Scotland. 

Kintyre is a peninsula in west Argyll, with a sparsely spread population of around 10,000.  

Approximately half the population live in Campbeltown, with the rest clustered in the many villages, or 

in farms and single dwellings in between.  For over twenty years, Kintyre has been suffering from 

economic decline due to the downturn in the traditional industries of farming and fishing, which in turn 

has led to a tendency for people, especially the young, to move away from the area to get work, with 

an imbalance towards an older population remaining.  Between the censuses in 1991 and 2001 the 

population of Kintyre fell from 10,900 to 10,088 (SCROL*) a drop of 7.4%.    

ϝ{/wh[Σ {ŎƻǘƭŀƴŘΩǎ /Ŝƴǎǳǎ wŜǎǳƭǘǎ ƻƴ ƭƛƴŜ ŀǾŀƛƭŀōƭŜ ŦǊƻƳ 

http://www.scrol.gov.uk/scrol/common/home.jsp, accessed on 23 March 2009  

http://www.scrol.gov.uk/scrol/common/home.jsp
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Figure 1.  The structure of Opportunity Kintyre 

 

2.1. Structure of Opportunity Kintyre 
Opportunity Kintyre is a company limited by guarantee run by a group of nine Directors taken from, and 

elected by, a group of around 40 voluntary members.  These volunteers constitute ǘƘŜ ΨtŀƴŜƭΩ ŀƴŘ ŎƻƳŜ 

from the many communities of Kintyre.  The volunteer Panel meets monthly to provide support and 

resources to the Enterprise Facilitator (see Section 2.2 below) in the work with clients.  Panel members 

are also encouraged to take part in the running of Opportunity Kintyre by being on one of the sub-

groups formed to deal with the following issues:  

V recruitment and retention of Panel members  

V public relations and publicity  

V finance/fundraising  

V social accounting  

V any other issue as the need arises 

The subgroups all have links with the Directors who meet monthly to deal with organisational issues. 

OK employs one member of staff ς the Enterprise Facilitator - whose role is to provide one-to-one 

business coaching and mentorship to any person(s) living, or with a business interest, in Kintyre, Argyll.   

The Enterprise Facilitator has access to all the Directors and Panel members for help and support as 

required, but the Chairperson is the official line manager.   The public relations/publicity sub-group is 

available to help clients (through the Facilitator) with marketing, for example assisting with the 

arrangements for a business launch. 

The following diagram shows the relationship between the component parts of Opportunity Kintyre. 
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2.2 The Enterprise Facilitator and the Sirolli model 
The Enterprise FacilitatorTM is central to the work of Opportunity Kintyre as it is this person who meets 

with clients and facilitates the development of their business idea.  The meetings take place at a time 

and place to suit the clients and promote the Sirolli ƳƻŘŜƭ ǘƘŀǘ ƛǎ ōŀǎŜŘ ƻƴ ǘƘŜ ƛŘŜŀ ƻŦ ŀ Ψ¢Ǌƛƴƛǘȅ ƻŦ 

ManagementSMΩ.  The basis of the Trinity is that there are three essential requirements for a successful 

business: 

V The product 

V Marketing 

V Financial management  

 

Traditional business advice usually expects the sole trader/entrepreneur to be good at all three of 

these, but the Sirolli model recommends that a person should only fill the role(s) they are passionate 

about and find others to fill the remaining role(s).  These roles can be filled by friends or family, or by 

ǎƻƳŜƻƴŜ ǿƘƻ ƛǎ ǇŀƛŘ ŜƛǘƘŜǊ ƛƴ ƳƻƴŜȅ ƻǊ Ψƛƴ ƪƛƴŘΩΦ  IŜƭǇ ƛƴ ŦƛƭƭƛƴƎ ǘƘŜǎŜ ǊƻƭŜǎ Ŏŀƴ ōŜ ǇǊƻǾƛŘŜŘ ōȅ the OK 

Panel if asked.   This creates a team and ensures that all three essential roles are filled by people who 

love what they are doing.   

 

2.3. Funding 
For the duration of the pilot scheme Opportunity Kintyre was predominately funded by Scottish 

Enterprise through Highlands and Islands Enterprise and provided with training and support from the 

Sirolli Institute. 

Table 1.  Sources of funding for Opportunity Kintyre from March 2006 ς March 2009 

Funding Source 2006/2007 2007/2008 2008/2009 

Grants, HIE £50,000 £60,158 £63,713 

Grants, other* £3,000 £3,000 £9,687 

Pledges £3,273 £4,680 £0 

Donations £3,000 £1,715 £978 

Fundraising £1,330 £2,891 £2,835 

Other - - £615 

Total funding £72,444 £60,603 £77,828 

Expenses £70,362 £57,902 £76,453 

*Grants, other consists of: £3,000 from the Royal Bank of Scotland in the first 2 years, then Argyll and 

Bute Council (£4995) and Community Energy Scotland (£4692) in 2008/9. 

 

 

Over this period the grant claims and the payments to the Sirolli Institute were not regularly 

spaced, which is why there appears to be an anomaly in 2007/2008. 
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One of the stipulations of the initial bid to become one of the three Sirolli pilot projects was that we 

collect £50,000 of pledges from local individuals/businesses.  This was essential as the Sirolli model of 

economic development is community-led and the pledges proved that the community was behind the 

idea.  These pledges were promises of both cash ŀƴŘ Ψƛƴ-ƪƛƴŘΩ ǎǳǇǇƻǊǘΦ  ²Ŝ ǿŜǊŜ ƛƴƛǘƛŀƭƭȅ ǘƻƭŘ ǘƘŀǘ ǿŜ 

may not need to collect this money as the pledges were just proof of support for the idea.    This 

information was given to the pledgers, so some of them were not expecting to need to pay the sum 

promised, which made it more difficult to collect the money when it transpired that it was necessary.  

As can be seen from the table above we have successfully collected less than £5,000 of these pledges in 

the first two years and none in the third year.  The gap in funding this created was plugged by an extra 

£30,000 from the Scottish Executive. 

The volunteer time ƎƛǾŜƴ ōȅ ǘƘŜ tŀƴŜƭ ƳŜƳōŜǊǎ ƛǎ ŀ ǎƛƎƴƛŦƛŎŀƴǘ ŎƻƴǘǊƛōǳǘƛƻƴ ƻŦ Ψƛƴ-ƪƛƴŘΩ ǎǳǇǇƻǊǘΦ  Lǘ ƛǎ 

estimated that there have been at least 7,800 hours given to Opportunity Kintyre since its inception.  If 

this time is given a monetary value it comes to around £125,000 (at a rate of £16/hour, based on 

guidance from European Funding body, LEADER)(see Appendix I). 

The running costs of Opportunity Kintyre until now have included training and support from the Sirolli 

Institute.  However, now the pilot phase has ended the revenue costs will be reduced, consisting mainly 

ƻŦ ǘƘŜ CŀŎƛƭƛǘŀǘƻǊΩǎ ǎŀƭŀǊȅ Ǉƭǳǎ ŀǎǎƻŎƛŀǘŜŘ ŜȄǇŜƴǎŜǎΣ ōǊƛƴƎƛƴƎ ǘƘŜ ŀƴƴǳŀƭ ǘƻǘŀƭ ǘƻ ŀǊƻǳƴŘ ϻ50,000 allowing 

for expenses such as venue hire and training.   

 

 

 

Where they operate, organisations similar to OK are generally funded by a mixture of local 

authority/state funding, business sponsorship and individual donations.  OK has had only limited 

success so far in attracting funding in this way partly because: 

¶ There are few large businesses in Kintyre 

¶ Wages are low, so individuals have little spare cash 

¶ Argyll and Bute Council has a very limited budget 

 

Other avenues of funding have also been explored, such as applications to trusts, with little success as 

OK does not appear to fit neatly into recognised categories for funding and at present is not a 

registered charity. 

 

Currently Opportunity Kintyre is considering the idea of a community renewable energy project to 

generate a sustainable income stream for the project.  This would be similar to the situation on the 

island of Gigha, for example, where the profits from the community owned wind turbines are used for 

community regeneration.  At present there is a feasibility study underway to ascertain the viability of 

various renewable energy projects in Kintyre and there are a number of possible ideas.  However it will 

take up to five years to establish any of the renewable projects that are considered viable, so there is 

currently a funding gap. 

 

 

Long term funding is crucial if Opportunity Kintyre is going to continue the important work it has 

ōŜŜƴ ŘƻƛƴƎΦ  Lǘ ƛǎ ŦǳƴŘŀƳŜƴǘŀƭ ǘƻ hYΩǎ ƳƻŘǳǎ ƻǇŜǊŀƴŘƛ ǘƘŀǘ ƛǘǎ ŎƭƛŜƴǘǎ ŀǊŜ ƴƻǘ ƛƴǾƻƛŎŜŘ ŦƻǊ 

Enterprise Facilitation. 



8 

 

3. Mission, values, objectives and activities 
When OK was formed a mission statement had been developed by the founder members, but the 

importance of having objectives, activities and values written down was not fully recognised until we 

attended the social accounting training.  It was at this training that we started to formalise our 

objectives and activities.  At our first social accounting meeting on 4th December 2008 the mission 

statement was reconsidered and our objectives, activities and values were identified and written down.  

These were circulated to members for comment and then taken to our AGM on 16th December 2008. 

The process of reviewing the mission statement and working on our objectives, activities and values has 

helped clarify the work of Opportunity Kintyre. 

 

3.1. Mission:  
Opportunity Kintyre aims to promote grass roots social and economic sustainability in Kintyre 

 

3.2. Values: 
Since understanding the importance of organisational values Opportunity Kintyre has been trying to live 

up to the following: 

 

V Open mindedness 

V Confidentiality 

V Clarity 

V Inclusiveness 

V YƛƴǘȅǊŜǘȅ ό ŀ ǿƻǊŘ ǿŜ ƛƴǾŜƴǘŜŘ ƳŜŀƴƛƴƎ ΨǿƛǘƘ YƛƴǘȅǊŜ ŀǘ ǘƘŜ ƘŜŀǊǘ ƻŦ ŀƭƭ ǿŜ ŘƻΩύ 

 

 

3.3. Objectives and Activities  
 

Objective 1:  To provide free, confidential business coaching, transforming the dreams of 

individuals within the community into sustainable enterprises by 

i. Facilitating business start-up and development ς by the Facilitator 

ii. Offering solutions to business challenges through resourcing  

iii. Responding to requests from any person(s) needing help to start or develop a business 

iv. Introducing the Facilitator to individuals and groups in the community 

v. Networking to help enterprises develop and increase community cohesion 

 

 

Objective 2:  To maintain OK panel and networks/capabilities by  

i. Creating a supportive environment for Panel members by ensuring clarity of roles and 

responsibilities, and identifying and addressing structural and operational issues 

ii. Recruiting new Panel members from all sectors of society 

iii. Training Panel members in methodology, both introductory and refresher 

iv. Holding events to increase Panel cohesiveness 
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Key Stakeholders Other Stakeholders 

Clients: 

¶ Individuals 

¶ Micro businesses 

¶ Family businesses 

¶ Non-profit businesses 

Local community 

¶ Future clients 

¶ Future volunteers 

Volunteers: 

¶ Panel members 

¶ Directors 

¶ Sub-committee members 

Linked Organisations: 

¶  Sirolli Institute ς training 

¶ Sister Sirolli groups in other areas 

¶ Job Centre Plus 

¶ HIE 

¶ PSYBT 

¶ Working Links 

¶ NHS Mental Health Workers 

¶ Kintyre Time Bank 

Staff: 

¶ Enterprise Facilitator 

Media 

 

 Elected Representatives: 

¶ MP & MSPs 

¶ Councillors 

¶ Community councillors 

 

  Funders: 

¶ Scottish Government 

¶ LEADER 

¶ HIE 

Argyll and Bute council 

Objective 3:  To ensure the long term sustainability of OK by   

i. Fundraising for OK 

ii. Identifying, publicising and monitoring success and petitioning influential people for support 

iii. Supporting the Facilitator, as the role can be lonely at times 

iv. Continued learning and development for Panel members and the Facilitator, enhancing 

cohesiveness with team-building events 

v. Linking with other communities and learning from them, providing mutual support about the 

challenges faced by Sirolli projects 

 

 

 

4. Stakeholders  
We began the process of identifying the stakeholders during our social accounting training days and 

completed this at one of our SA meetings. 

 

Table 2.  The stakeholders of Opportunity Kintyre 
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5. Scope of social accounts and audit 
It was decided by the SA group that this first set of social accounts would cover the period from 26 

February 2007 (when we employed our Facilitator) until March 31st this year, 2009.  In this first social 

accounting cycle we decided we would consult with the clients, Panel members and our employee.  The 

reason for this is that we had already begun a consultation process with these stakeholders before we 

learned about social accounting.  We felt that we did not have systems in place that would enable us to 

consult with other stakeholders within the timescale of this cycle.  Preparation will begin now to ensure 

that systems are in place and evaluations are carried out with the other stakeholders in the next SA 

cycle. 

The consultation with the clients and panel members was in the form of an evaluation form filled in by 

individuals and business owners.  The evaluation forms used were devised and recommended by the 

Sirolli Institute, which are comprehensive questionnaires, but the questions were not directly related to 

our organisation, so there are some gaps as far as our objectives and activities are concerned.  However 

these have been identified and will be addressed next time these stakeholders are consulted.  The 

consultation with our employee was based on a similar questionnaire from the Sirolli Institute, which 

we adapted to cover our objectives and activities.   

The results of all three evaluations were cross-referenced to the objectives, activities and values.  These 

can be seen in Appendix V. 

 

 

5.1. Omissions 
The stakeholders we have not consulted in this cycle of social accounting include the community, the 

funders, the linked organisations and the community.  We were unable to consult them this time 

because of time constraints.  In the next social accounting cycle we intend to consult with the 

remaining stakeholders as well as the ones consulted in this cycle. 

 

 

 

6. Methodology 
Client evaluation forms were sent out to all clients by post with a stamped addressed envelope for their 

return.  These forms went to 42 clients (both active and inactive) in early December 2008 and January 

2009 and were returned by 10 people (24%). (See Appendix II for blank Client Questionnaire)  

The Panel evaluation took place in October 2008.  The evaluation forms were emailed to all members 

and also offered as a paper copy at the Panel meeting of 16th October, and if requested by post.  These 

were sent to 59 Panel members returned by 18 (31%).  (See Appendix III for blank Panel Questionnaire) 

All stakeholders were given one week to complete their evaluation as it was felt that this would 

encourage the return of the forms.  The results from all returned evaluation forms were then analysed. 

The employee evaluation was emailed to Lynn Hammal (our Enterprise Facilitator) to enable her to fill it 

in electronically.  It was returned on 26th February 2009 and then a discussion was arranged between 

her and two Directors.  This meeting took place on 4th March 2009. (See Appendix IV for blank 

Employee Evaluation Form). 
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The data from all the returned forms was collated and cross-referenced to our newly developed 

objectives, activities and values (see Appendix V).   There were many comments in the returned 

evaluation forms and all of these have been included in the summarised survey results (Appendix VI). 

However in the body of the report a selection of comments from the summarised results has been 

used.  Where there were a few comments in answer to a question all of them have been included; 

where there were many comments the first random six have been used.  

Also included is information from a review of all three Scottish Sirolli projects commissioned by the 

Scottish Executive and carried out by the consultants EKOS in December 2008 and January 2009.  The 

report of this is available electronically if required via the website (opportunitykintyre.org.uk). 

 

7. Report on performance and impact  

7.1 Values 
Until the social accounting course Opportunity Kintyre did not have any specified objectives, activities 

or values.  The work of OK had been carried out based on our concept of the Sirolli model, but never 

formalised in writing.   The Panel survey was carried out just prior to our attendance on the social 

accounting course and some of the values we decided upon were in response to issues raised in this, for 

example clarity.   Although we did not ask specific questions, some of the answers do relate to our 

values.  Where possible this section looks at each of the values in relation to the survey results.   

 

Open mindedness  

In question E4 of the client survey 90% of the clients rated the Enterprise Facilitator 5/5 for being easy 

to work with and a couple of key comments were ǘƘŀǘ ǎƘŜ ǿŀǎ άƴƻƴ-judgementalέ ŀƴŘ άǇǳǘǎ ȅƻǳ ŀǘ 

easeέ. 

 

Confidentiality 

This value is difficult to quantify, but all Panel members sign a form before each Panel meeting agreeing 

to keep everything relating to clients confidential.  There were no specific questions relating to this in 

any of the surveys. 

 

Clarity 

This is one of the values we decided upon when we got the results of the Panel survey. 

In the Panel survey 42% of respondents gave a rating of 2/5 to a question about the clarity of the roles 

of Directors (Q10).  A further 26% gave a rating of 3/5 to the same question.   

ü άThe roles of the Directors, Panel and Employee are not so clearly understood.έ 

ü άI think unclear about interaction with directors on day to day running of OK and what 

they are doing in terms of management of project.έ 

ü άMore reporting back than ratificationέ 

   

A similar result was recorded for Q11, which asks about the clarity of roles of the sub-committees, with 

53% giving a rating of either 1 or 2/5 

ü άThere has been some confusion over who is responsible for some aspectsέ 
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ü άI think there has been a lack of clarity in this areaέ 

 

Question Q20 in the same survey showed that the Panel members felt the Enterprise Facilitator was 

clear in her reporting of client needs, with 78% giving her 5/5. 

 

ü άLynn is imaginative and challenging in cajoling her Panel for more introductions and 

summarizes her achievements clearly.έ 

 

Inclusiveness 

This value relates to our belief in equal opportunities (see Appendix VII).  There has been no evaluation 

of this in the current social accounting cycle, but steps have been taken to begin gathering information 

for the next cycle. 

 

Kintyrety  

There were no specific questions relating to this in any of the surveys. 

 

Conclusions 

× There is very little information on our values, but this is to be expected as we only decided 

upon them in response to the social accounting training.   

 

Action Points 

× Increase the clarity around issues such as roles and responsibilities of Directors and Panel 

members. 

 

 

 

7.2 Objectives and activities 
In this section each objective will be split into the relevant activities and considered separately (where 

appropriate) in relation to: 

V Quantitative data collected as part of the routine recording of information  

V Qualitative information from the three surveys of stakeholders 

 

Where there has been a mixed response to the survey questions a bar chart has been included to show 

the results more clearly. 

 

 

7.2.1. Objective One: To provide free, confidential business coaching, transforming the 

dreams of individuals within the community into sustainable enterprises  

This objective is the basis of all our core  work, as by enabling people to develop sustainable enterprises 

we are encouraging social as well as economic development as mentioned in our mission statement 

and there are five activities associated with it.   
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Activity 1: Facilitating business start-up and development 

This activity is the main role of the Facilitator and is the basic groundwork of our organisation.  Our 

Enterprise Facilitator meets with clients to coach and mentor them through any obstacles they may 

encounter in setting up a business.  All information about clients is treated with the strictest 

confidence, with all Panel members signing a confidentiality sheet prior to meetings where clients are 

being resourced.  The quantitative information in this section comes from the Monthly Cumulative 

Summary Sheet of 9th April, which can be seen in Appendix VIII. 

 

The 107 clients of Opportunity Kintyre during this social accounting period come from almost all the 

villages/towns in Kintyre, with over half (53%) of them based in Campbeltown (see Table 3, below).  

This would be expected as around half the population of Kintyre lives in Campbeltown.   Skipness is one 

of the few areas where OK has no clients.   

 

Table 3. Distribution of clients 

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
The Summary Sheet (Appendix VIII) shows that 63% of the clients were interested in starting a new 
business and 37% were seeking help for an existing business.  Clients have been interested in 
starting/developing a wide range of business types, as can be seen in Table 4 on the following page. 
 

Area Number of clients Percentage of clients 

01. Campbeltown 57 53% 

02. Tarbert 13 12% 

03. Carradale 6 6% 

04. Southend 4 4% 

05. Clachan 10 9% 

06. Whitehouse 2 2% 

07. Muasdale 1 1% 

08. Peninver 1 1% 

09. Kilkenzie 2 2% 

10. Glenbarr 1 1% 

11. Bellochantuy 2 2% 

12. Tayinloan 3 3% 

13. Cour 1 1% 

14. Lochgilphead 2 2% 

15. Machrihanish 2 2% 
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Table 4. Types of businesses supported by Opportunity Kintyre 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
The following table (Table 5) shows the type of assistance clients have asked for.  The percentages add 
up to greater than 100%, as most clients require more than one type of help.   
 

¶ Ψ.ǳǎƛƴŜǎǎ ŎƻƴŎŜǇǘΩ ς relates to developing and firming up a new business idea or development 

¶ Ψ¢ŜŀƳ ōǳƛƭŘƛƴƎΩ ς ǊŜƭŀǘŜǎ ǘƻ ŎǊŜŀǘƛƴƎ ǘƘŜ ǘŜŀƳ ŦƻǊ ǘƘŜ Ψ¢Ǌƛƴƛǘȅ ƻŦ aŀƴŀƎŜƳŜƴǘSMΩ  

¶ ΨtǊƻŘǳŎǘΩΣ ΨaŀǊƪŜǘƛƴƎΩ ŀƴŘ ΨCƛƴŀƴŎƛŀƭ aŀƴŀƎŜƳŜƴǘΩ - are the three legs of the Trinity 

 

Table 5. Assistance required 
 
 
 
 
 
 
 
 
 

Type of business Number of clients Percentage of clients 

Advertising 2 2 
Agriculture/Ranching 5 5 
Art 12 11 
Construction 1 1 

Education 1 1 

Health Care 3 3 

Hospitality 14 13 

Logging 1 1 

Mfgr/Fabr/Assembly 1 1 

Non-Profit 11 10 

Publishing 0 0 

Real Estate 3 3 

Recreation 5 5 

Retail/Wholesale 6 6 

Services 26 24 

Transportation 7 7 

Other 9 8 

Total 107 101 

Type of assistance No. of clients Percentage, 
% 

Business concept 106 99 

Team building 96 90 

Product 92 86 

Marketing 75 70 

Financial Management 48 45 

General operations 70 65 

Exit 4 4 

Research/referrals 58 54 

The clients of Opportunity Kintyre are well distributed around Kintyre, mostly in line with the 

populations of the respective towns/villages.  Clachan is an anomaly, as its population is much 

smaller than Tarbert, but has only three fewer clients. 

The most popular type of business clients have asked for hŜƭǇ ǿƛǘƘ ƛǎ ΨǎŜǊǾƛŎŜǎΩ όнп҈ύΤ ΨƘƻǎǇƛǘŀƭƛǘȅΩ 

is the next most popular (13%).  This would be expected as leisure and tourism are important to 

ǘƘŜ ŜŎƻƴƻƳȅ ƻŦ YƛƴǘȅǊŜΦ  IƻǿŜǾŜǊ ΨŀǊǘΩ ƛǎ ŀƭǎƻ ƛƴ ǘƘŜ ǘƻǇ ǘƘǊŜŜ όмм҈ύ ŀƴŘ ƴƻƴ-profit businesses 

(social enterprises) are a close fourth (10%). 
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107 people have sought help from Opportunity Kintyre in the last two years, but some (how many 
inactive clients) have decided for their own reasons not to take their business idea forward at this time 
and have ōŜŎƻƳŜ ΨƛƴŀŎǘƛǾŜΩΦ  ¢Ƙrough the work of the remaining active clients 9 new businesses have 
been started, 2 have been expanded and 4 retained (Table 6, below).  In our recording process, clients 
become inactive if they have not contacted the Facilitator for 90 days.  Clients become inactive for two 
main reasons: 
1. they may not require more help and will be continuing with their business idea on their own, and 
2. they may have decided not to pursue their idea. 
 
 
Table 6. Number of businesses developed by OK clients 

 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
The following are a selection of relevant results from the summarised client survey results (Appendix 
VI).  Of the respondents 64% said they were currently in business, with 18% saying they were either 
starting or developing a business (B1).  100% of the respondents said the Enterprise Facilitator met 
their needs (E7).  The maximum number of times a client reported meeting with Lynn is 12 (E8a) and 
90% rated their satisfaction with the assistance given at 5/5 (E9).  
 
E7 comments ς άIntroductions to local businessesέ 

έHelped me evaluate my ideaέ 
E9 comments ς άA wonderful helpful organisationέ 
 
78% of Panel members answered 5/5 to the question (Q25) on whether they would use the services of 
the Facilitator; 17% answered 4/5 and 6% 1/5. The comments from this question were all positive. 
 
In the Facilitator self-ŜǾŀƭǳŀǘƛƻƴΣ [ȅƴƴ Ǉǳǘ ƘŜǊ ŀōƛƭƛǘȅ ǘƻ ŘƛŀƎƴƻǎŜ ŎƭƛŜƴǘǎΩ ƴŜŜŘǎ ŀǘ фл҈ ŀƴŘ made the 
comment that: άLǘΩǎ ƎŜǘǘƛƴƎ ŜŀǎƛŜǊ ǘƻ ΨŀŎǘƛǾŜƭȅ ƭƛǎǘŜƴΩ ƳƻǊŜ ŀƴŘ ƭŜǘ ǘƘŜƳ ǘŜƭƭ ƳŜ ǘƘŜƛǊ ΨƴŜŜŘǎΩ ǊŀǘƘŜǊ ǘƘŀƴ 

Businesses Number 

New 9 

Expanded 2 

Retained 4 

Total 14 

фф҈ ƻŦ ŎƭƛŜƴǘǎ ƘŀǾŜ ǎƻǳƎƘǘ ŀǎǎƛǎǘŀƴŎŜ ǿƛǘƘ ΨōǳǎƛƴŜǎǎ ŎƻƴŎŜǇǘΩΣ ǿƘƛŎƘ ǎǳƎƎŜǎǘǎ ǇŜƻǇƭŜ ŀǊŜ 

still formulating their business idea ǿƘŜƴ ǘƘŜȅ ŎƻƴǘŀŎǘ hǇǇƻǊǘǳƴƛǘȅ YƛƴǘȅǊŜΦ  Ψ¢ŜŀƳ 

ōǳƛƭŘƛƴƎΩ ŎƻƳŜǎ ŀ ŎƭƻǎŜ ǎŜŎƻƴŘΣ ǿƘƛŎƘ ƛǎ ǘƻ ōŜ ŜȄǇŜŎǘŜŘ ǿƛǘƘ ǘƘŜ {ƛǊƻƭƭƛ ŜƳǇƘŀǎƛǎ ƻƴ ǘƘŜ 

team for the Ψ¢Ǌƛƴƛǘȅ ƻŦ aŀƴŀƎŜƳŜƴǘSMΩΦ 

From the information we have we believe that the above business development has led to an 
estimated £168,150 in new sales in Kintyre and invested capital of £422,000.  The development of 
the 14 businesses has led to the creation/retention of 24 jobs (see Appendix VIII).  
On page 14 of the EKOS review of the {ƛǊƻƭƭƛ ǇǊƻƧŜŎǘǎ ƛǘ ǎǘŀǘŜǎ ǘƘŀǘ ά16 net additional jobs for 
ŜǾŜǊȅ млл ŀǎǎƛǎǘǎέ ǿƻǳƭŘ ōŜ ŜȄǇŜŎǘŜŘ, so we exceeded expectations. 
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ǘǊȅƛƴƎ ǘƻ ŘƛŀƎƴƻǎŜΧ L ŀƳ ƳƻǊŜ ŎƻƴŦƛŘŜƴǘ ƴƻǿ ǘƻ ŀǎƪ ǘƘƻǎŜ ǇǊƻōƛƴƎ ǉǳŜǎǘƛƻƴǎ ǘƻ ƎŜǘ ǘƻ ǘƘŜ ƴƛǘǘȅ-gritty as 
ƛǘ ǿŜǊŜ όŀƴŘ ŦƛƴŘ ǘƘŜƛǊ ΨǇŀƛƴΩ ŀǎ 9ǊƴŜǎǘƻ ǿƻǳƭŘ ǎŀȅύΦέ 
 
As mentioned in Section 2.1, the Ψ¢Ǌƛƴƛǘȅ ƻŦ aŀƴŀƎŜƳŜƴǘSMΩ is a very important aspect of the Sirolli 
model of business development.  From question E18 of the client survey 78% of respondents said the 
Trinity was explained to them; the remaining 22% said it was not.  Some comments were: 
 
ü ά9ȄǇƭŀƛƴŜŘ Ƙƻǿ ŜǾŜǊȅǘƘƛƴƎ ǿƻǊƪŜŘ ƻƴ ǘƘŜ ŦƛǊǎǘ Ǿƛǎƛǘέ 
ü άbƻǘ ŀǇǇƭƛŎŀōƭŜ ŦƻǊ ǘƘƛǎ ōǳǎƛƴŜǎǎέ 
ü άtǊƻōŀōƭȅΣ ōǳǘ ŎŀƴΩǘ ǊŜƳŜƳōŜǊέ 

 
Of the clients who responded to the survey 30% had gone about recruiting other people to complete 
the team (E21). 

 
 
 
 

 

 

 

 

Conclusions 

× OK has performed well in this activity 

× There is a good distribution of clients around Kintyre 

× Most clients and panel members feel the service we provide is good 

× The Trinity has been explained to most clients, but has it been understood by all? 

× Almost all the clients required help with their business concept and team building 

 

 

Action Points 

× The recording of client information needs to be reconsidered for the future to ensure relevant 

information is obtained 

× The issue of client follow-up needs to be considered to enable more accurate 

outcomes/outputs to be recorded. 

  

 

 

Activity 2: Offering solutions through resourcing 

This is one of the unique features of the Sirolli model.  The Facilitator has the Panel members as a 

resource to call on when clients need specific help with aspects of their business.  The resourcing 

ǳǎǳŀƭƭȅ ǘŀƪŜǎ ǇƭŀŎŜ ŀǘ ŀ ƳƻƴǘƘƭȅ ƳŜŜǘƛƴƎΣ ǿƘŜǊŜ ŀ ŎƭƛŜƴǘΩǎ ƴŜŜŘǎ ŀǊŜ ŘŜǎŎǊƛōŜŘ ōȅ ǘƘŜ CŀŎƛƭƛǘŀǘƻǊ ŀƴŘ ŀƭƭ 

present make suggestions which are noted.  The suggestions given at the meeting are then taken by the 

Facilitator and sorted before being presented to the client as options.  Sometimes resourcing requests 

are sent out via email to all Panel members if the need is urgent.  All dealings with clients are strictly 

confidential.   

There are two possible reasons for the low number of people (30%) who had started recruiting 

people for their Trinity team.  1) Some of the clients who responded to the survey may have 

decided not to progress with their business after an initial discussion with Lynn (Facilitator), and 

2) some of the clients may not have understood the idea behind the Trinity and so fail to 

recognise the importance of a team.  
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From Table 5 (above in section on Activity 1) it can be seen that 54% of our clients have required 

assistance with referrals or research.  This has led to a total 38 resourcing requests (see Panel meeting 

summary, Appendix IX) either at the monthly meetings or via email.  

 From the summary of the client survey results it appears that 80% of the clients who responded were 

offered suggestions about other resources.  Of the other 20%, half were not offered other resources 

anŘ ƘŀƭŦ ŘƛŘƴΩǘ ǊŜǉǳƛǊŜ ǘƘŜƳ ό9сŀύΦ  ¢ƘŜ ŦƻƭƭƻǿƛƴƎ ǉǳŜǎǘƛƻƴ ό9сōύ ƛƴ ǘƘŜ ŎƭƛŜƴǘ ǎǳǊǾŜȅ ŀǎƪŜŘ Ƙƻǿ ƘŜƭǇŦǳƭ 

the resources were once they had been contacted - 70% of the respondents did not contact any other 

source; 10% rated the helpfulness at 5/5; 10% at 3/5; and the final 10% at 1/5.  This can be seen more 

clearly in the Figure 2, below. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Question S36 from the Facilitator self-evaluation shows Lynn feels she has achieved 90% success with 

ƘŜƭǇƛƴƎ ƳŜŜǘ ǘƘŜ ŎƭƛŜƴǘǎΩ ƴŜŜŘǎ ŀƴŘ ŀŘŘŜŘ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ŎƻƳment.   

άL ǊŜŀƭƭȅ ƘŀǘŜ ǘƻ ŘƛǎŀǇǇƻƛƴǘ ǎƻ ǿƘŜƴ ǊŜǎƻǳǊŎŜǎ ŀǊŜ ŜȄƘŀǳǎǘŜŘ L ƘŀǾŜ ǊŜǎƻǊǘŜŘ ǘƻ ŀǎƪƛƴƎ ǇŀǊǘƴŜǊ 

organizations for contacts, exploring my own growing network of contacts, using the wider EF 

(Enterprise Facilitator) ƴŜǘǿƻǊƪΣ ŦƛƴŘƛƴƎ ΨƳŜƴǘƻǊǎΩ ǘƻ ƻŦŦŜǊ support and suggestions or even throwing the 

ΨƴŜŜŘΩ ƻǇŜƴ ǘƻ ǘƘŜ ǇǳōƭƛŎΣ Ŝ.ƎΥ ŀǎ ƘŀǇǇŜƴŜŘ ǊŜŎŜƴǘƭȅ ǘƻ ƘŜƭǇ ŀ ŎƭƛŜƴǘ ŦƛƴŘ ƴŜǿ ŘƛǊŜŎǘƻǊǎΦέ 

The Enterprise Facilitator also feels that the Panel have been 90% effective in providing resources (S30) 

and comments:  

άVery good.  I sometimes follow up leads from partner organisations too if appropriate or from within 

Ƴȅ ƻǿƴ ƎǊƻǿƛƴƎ ƴŜǘǿƻǊƪǎ ƛŦ ǊŜǉǳƛǊŜŘ ǘƻ ŀŘŘ ƻǇǘƛƻƴǎ ǘƻ ǘƘŜ ƳƛȄέΦ 

In question E16 (Client Survey), 75% of respondents believed the information from the 

Facilitator would have been unavailable without them.   
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More than half of Panel members (65%), in answer to the same question in the Panel survey (Q23), 

gave a rating of 4/5 to the efforts of the Panel.  A further 18% answered 5/5 to this question and 6% 

3/5.  The comments made in answer to this question were:  

ü άThere appear to be many suggestions givenέ  

ü άCŀƛǊƭȅ ŜŦŦŜŎǘƛǾŜ ǎƻ ŦŀǊΦέ 

 

 

Activity 3: Responding to requests 

 

 

One of the underpinning ideas of the Sirolli method of economic development is that the Facilitator will 

ƴŜǾŜǊ Ŏŀƭƭ ŀ ŎƭƛŜƴǘΣ ōǳǘ ǿƛƭƭ ŀƭǿŀȅǎ Ŏŀƭƭ ǘƘŜƳ ōŀŎƪΦ  ¢Ƙƛǎ ƳŜŀƴǎ ǘƘŀǘ ƛǘ ǿƛƭƭ ōŜ ǘƘŜ ŎƭƛŜƴǘΩǎ ƻǿƴ ƳƻǘƛǾŀǘƛƻƴ 

that will drive their business development and ensures that clients are self-selecting in their desire to 

start/develop a business.    

 

Conclusions 

× Over half of the clients needed help with research or referrals 

× Most clients thought information from Lynn would not be available from elsewhere 

× OK has successfully helped clients in this activity 

 

Action Points 

× Maintain Panel numbers to ensure effective resourcing continues 

 

 

Activity 3: Responding to requests 

This activity is closely linked to Activity 2, so a lot of the evidence from above is relevant here.  So far 

the Enterprise Facilitator has worked with 107 clients and averages 3.2 meetings with each client 

(Monthly Summary Sheet, Appendix VIII).  Two questions from the client survey are relevant to this 

Activity.  Question E2 (Client survey) asks how accessible was the Enterprise Facilitator and 82% of 

clients responded with a rating of 5/5 (very good)Φ  ¢ƘŜ ǊŜƳŀƛƴƛƴƎ му҈ ǊŀǘŜŘ [ȅƴƴΩǎ ŀŎŎŜǎǎƛōƛƭƛǘȅ ŀǘ оκрΦ 

The following comments were recorded for question E2:   

ü άCan contacǘ ŀƴȅ ǘƛƳŜέΣ  

ü έǾŜǊȅ ŀŎŎŜǎǎƛōƭŜέΣ 

ü έ ƘŜƭǇŦǳƭέΣ  

ü άŜȄŎŜƭƭŜƴǘ ǎǳǇǇƻǊǘέΣ 

ü έ Ŏŀƴ ǇƛŎƪ ǳǇ ǘƘŜ ǇƘƻƴŜ ƻǊ ŜƳŀƛƭ ŀƴȅ ǘƛƳŜΦέ 

 

In question E5b 100% of clients stated that Lynn kept the scheduled appointments and commented that 

she was:   

ü ñDǊŜŀǘ ǘƛƳŜ ƪŜŜǇŜǊέΣ  

ü άƴŜǾŜǊ ƛƴ ŀ ǊǳǎƘέΣ  

ü άŀƭǿŀȅǎ ŀǾŀƛƭŀōƭŜ ŀǘ ǘƘŜ ŜƴŘ ƻŦ ŀ ǇƘƻƴŜέΣ 

ü έƴŜǾŜǊ ƳƛǎǎŜŘ ŀƴ ŀǇǇƻƛƴǘƳŜƴǘέΣ  

ü ά ƘŜƭǇŜŘ ƳŜ ǿƘŜƴ L ƴŜŜŘŜŘΦέ 

Over half the clients needed help from the Panel in research or referrals and of the clients who 

responded to the survey 10% rated the resources at 5/5 for usefulness, 10% at 3/5 and a further 

10% at 1/5.  
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There are two questions from the Facilitator self-evaluation that are relevant to this Activity.  Question 

S23 asks about how well the monthly resourcing meetings are conducted and Lynn gives the Panel 90% 

ŦƻǊ ǘƘƛǎ ŀƴŘ ŀŘŘǎ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ŎƻƳƳŜƴǘΥ  άA lot more focused and constructive (following summer time 

soul-ǎŜŀǊŎƘƛƴƎύΦ L ŀƭǿŀȅǎ ƎŜǘ ŀ ƎǊŜŀǘ ǊŜǎǇƻƴǎŜ ǘƻ ΨǊŜǎƻǳǊŎƛƴƎΩ ǊŜǉǳŜǎǘǎΦέ 

 

Lynn rates herself ŀǘ фл҈ ƛƴ ŀǊǘƛŎǳƭŀǘƛƴƎ ǘƘŜ ƴŜŜŘǎ ƻŦ ŎƭƛŜƴǘǎ ǘƻ ǘƘŜ tŀƴŜƭ ŀƴŘ ŎƻƳƳŜƴǘǎΥ  άI always try 

ǘƻ ǊŜŦŜǊ ōŀŎƪ ǘƻ ǘƘŜ ¢Ǌƛƴƛǘȅ ǘƻ ŀǊǘƛŎǳƭŀǘŜ ǘƘŜ ŎƭƛŜƴǘΩǎ ƴŜŜŘ όŦƻǊ ŎƻƴǎƛǎǘŜƴŎȅ ŀƴŘ ŎƭŀǊƛǘȅύΦ L ŀƭǎƻ ǘǊȅ ǘƻ ōŜ 

ǎǇŜŎƛŦƛŎ ǿƛǘƘƻǳǘ ŎƭƻǎƛƴƎ Řƻǿƴ ǘƘŜ ǇŀƴŜƭΩǎ ŎǊŜŀǘƛǾŜ ǊŜǎǇƻƴǎŜǎ ǘƻ ŎƭƛŜƴǘ ǊŜǉǳŜǎǘǎΦ LǘΩǎ ŀ ŘŜƭƛŎŀǘŜ ōŀƭŀƴŎŜ 

ōǳǘ L ǘƘƛƴƪ ǿŜ ǿƻǊƪ ǾŜǊȅ ǿŜƭƭ ǘƻƎŜǘƘŜǊ ŀǎ ŀ ǘŜŀƳ ŘǳǊƛƴƎ ǊŜǎƻǳǊŎƛƴƎ ǎŜǎǎƛƻƴǎΦέ 

 

Question Q19 from the Panel survey asks how well the Panel members feel Lynn is doing her job and 

relates to all of the first three Activities.  56% of the Panel members who responded gave Lynn 5/5; 39% 

gave her 4/5 and the remaining 6% gave her 3/5.  A selection of the comments in response to this 

question is shown below. 

 

ü άMaybe need to be more visƛōƭŜ ǘƻ ǘƘŜ ƎŜƴŜǊŀƭ ǇǳōƭƛŎέ 

ü άIt seems very wellέ 

ü άI have huge admiration for Lynn who actǎ ǎƻ ǇǊƻŦŜǎǎƛƻƴŀƭƭȅ ŀǘ ŀƭƭ ǘƛƳŜέ 

ü άShe is articulate and thorough when presenting her clients needs at Panel Meetings and listens 

and is attentive when meeting new ŎƻƴǘŀŎǘǎ ǘƘǊƻǳƎƘ ƛƴǘǊƻŘǳŎǘƛƻƴǎέ 

ü άVery well in terms of client feedback but think gets pulled off focus to do other work which 

commitǘŜŜǎ κ ŘƛǊŜŎǘƻǊǎ ǎƘƻǳƭŘ ōŜ ŘƻƛƴƎέ 

 
Conclusions 
× The clients feel comfortable with meeting Lynn and she is reliable 

 
Action Points 
× Keep doing what we have been doing in relation to responding to requests 
× Use the qualities clients have mentioned about Lynn as a starting point when looking for a new 

facilitator 
 

 

Activity 4: Introducing the Facilitator 

Introducing the Facilitator to friends and colleagues is how the work of Opportunity Kintyre initially 

became known to the people of Kintyre, with 308 introductions in the first three months (See Appendix 

IX).  Introductions serve two purposes; firstly, the personal introduction of the Facilitator gives her 

credibility; and secondly, it is also a way of contacting potential clients. The contact with potential 

clients may not be direct, but people who have met the Facilitator then talk to their friends.  This was 

one of the main initial activities of the Panel members.  The graph on the following page shows the 

monthly numbers of introductions. 
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Figure 3. New Introductions 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

As can be seen from the graph the introductions have been sporadic since month 4, year 1.  This is to be 

expected as the introductions became less important as OK became established.   The Enterprise 

Facilitator in her self-evaluation (S32) gave the Panel members 50% in their introductions and said:  

 άNot so much now (as expected within the model) but when the marketing/PR effort increases, this will 

ōŜ ŀ ǇƻǎƛǘƛǾŜ ŘŜǾŜƭƻǇƳŜƴǘ ǘƻǿŀǊŘǎ ǇǊƻƳƻǘƛƴƎ hY ŀǇǇǊƻǇǊƛŀǘŜƭȅ ŀƴŘ ƪŜŜǇƛƴƎ ƛǘ ƛƴ ǘƘŜ ǇǳōƭƛŎ ǇǎȅŎƘŜΦέ 

 

 

 

 

 

 

 

Question Q27 from the Panel survey results shows that the largest number (44%) of Panel members 

give themselves 3/5 for actively introducing Lynn to the community; 6% rate themselves 1/5 and 13%, 

5/5; tƘŜ ǊŜƳŀƛƴŘŜǊ ŀǊŜ ŦŀƛǊƭȅ ŜǾŜƴƭȅ ǎǇǊŜŀŘ ōŜǘǿŜŜƴ нκрΣ пκр ŀƴŘ Ψƴƻ ŀƴǎǿŜǊΩΦ  (See Fig 4) 

 

 

 

 

 

 

 

 

 

 

 

 

Month 1 in the above graph is March, as this is when Lynn started working for OK.  The sudden 

increase in introductions in months 5 & 6 in Year 1 and month 6 in Year 2, were possibly the 

result of Lynn (Facilitator) asking for more introductions after a quieter period during the early 

summer.  Seasonality in business start-up is a well documented fact. 
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The following are some of the comments made in response to this question. 

ü ά¸ŜǎΣ ǿƘŜƴŜǾŜǊ ǇƻǎǎƛōƭŜέ  

ü ά¢ǊȅΣ ōǳǘ ƴŜǿ ǘƻ ŀǊŜŀ ǎƻ ŘƻƴΩǘ ƪƴƻǿ ǎƻ Ƴŀƴȅέ  

ü ά/ƻǳƭŘ Řƻ ōŜǘǘŜǊέ 

ü ά²ƘŜƴ ŀǎƪŜŘΣ ōǳǘ L ŎƻǳƭŘ ōŜ ƳƻǊŜ ǇǊƻŀŎǘƛǾŜ ƛƴ ǘƘƛǎέ  

ü άL ŀƳ ǘǊȅƛƴƎ ōǳǘ ŀǎ ŀ ƴŜǿŎƻƳŜǊ ŦƛƴŘ ƛǘ ŘƛŦŦƛŎǳƭǘέ 

ü άLǘ ƛǎ ƻŦǘŜƴ ƘŀǊŘ ŦƛƴŘƛƴƎ ǘƘŜ ŀǇǇǊƻǇǊƛŀǘŜ ƻǇǇƻǊǘǳƴƛǘȅέ  

 

Conclusions 

× Networking is important  and successful  

× Introductions help bring in clients 

× More introductions could have been done by the Panel 

 

Action Points 

× Encourage Panel members to do more in introductions when we get a new facilitator 

× Reconsider the PR approach, so that introductions are not the only way of getting OK known in 

the community 

 

 

 

 

Activity 5: Networking 

Networks provide access to other resources and information from within the community and build links 

between the members of OK.  Networking between OK and other organisations is also important.  Links 

between Panel members have been formed at the Panel meetings and other events.   The following 

diagrams (Fig 3.) were based on a simple survey of 11 panel members at one of the early meetings and 

show the initial impact of OK in terms of communication between people in the towns/villages in 

Kintyre.  Panel members were asked to indicate a) in which towns/villages they knew people before 

involvement with OK; and b) where they knew people after involvement with OK.  These diagrams were 

taken from a presentation that was made to Argyll and Bute Council on 31st January 2008. 
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Figure 3. Links between communities in Kintyre and beyond 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 3, continued 
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The Enterprise Facilitator has a rich network of partners within Kintyre and the wider Argyll & Bute area 

and beyond, with whom she works on a daily basis to co-ordinate activities for the good of individual 

clients.  

 

 

 

 

 

 

 

 

 

 

 

 

The following is relevant to this Activity, Networking, but it is also relevant to Activity 2, Resourcing, as 

it is a combination of the two. When a client requests resources to support the management of their 

business, partnership working has been the key to their success, linking them with specialist support 

throughout Kintyre and beyond. We have worked in partnership for the benefit of clients with a range 

of people and organisations, from private businesses to government bodies (and everything in 

between). Some examples of those who have engaged in facilitated client meetings are: 

¶ Argyll & Bute Council Workers  

¶ Councillors 

¶ Employability Network Members  

¶ Volunteer Centre  Network & Kintyre Time Bank Members  

¶ Argyll & Bute Social Enterprise Network (ABSEN)  

¶ Specialist arts retailers & suppliers outwith the area 

¶ Fisheries specialists (Inverness) and harbour management services (Clyde)   

¶ Funding and social enterprise specialists (based in Edinburgh)  

¶ Web-based promotional experts (as far as Glasgow)  

¶ Tobermory Harbour (Mull) 

¶ Hoteliers & catering specialists in Kintyre, Mid Argyll and Dunoon  

¶ R&D/intellectual property experts (Glasgow)  

¶ Legal & financial experts (throughout Argyll & Bute)  

¶ GRAB (Group for Recycling in Argyll and Bute)  

¶ Hair Stylists & Distributors (North of England & Scotland)  

¶ Educational establishments and personnel (from the University of the Highlands & Islands in 

Stornoway to Napier University, Edinburgh)  

¶ Property management professionals (Glasgow, Inverness & throughout Scotland)  

¶ Defence Estates managers 

¶ Agricultural researchers & specialists (Connel, Oban) 

¶ Architectural & building/planners (Kintyre & Mid Argyll)   

 

Case study 

One client who started his own business in Spring 2008, after a prolonged period out of the 

labour market due to ill health has benefited from co-ordinated activity through a range of 

partners. This included relevant co-ordination and complementary service delivery working 

with a range of colleagues from JobcentrePlus, Working Links, Highlands & Islands Enterprise, 

NHS Mental Health Workers, Argyll & Bute Volunteer Centre's Kintyre Time Bank, mentors 

from the private business sector & Opportunity Kintyre. Through this partnership working the 

client was supported in developing his business and is now working again ς a tremendous 

achievement. 
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There are two questions in the surveys relating directly to networking and they are both in the 

Facilitator self-evaluation.  The first one (S37) asks how well Lynn felt she was achieving the necessary 

degree of networking and she rated herself at 90% for this.  Lynn also comments:   

άL ƘŀǾŜ ŜȄŎŜƭƭŜƴǘ ǿƻǊƪƛƴƎ ǊŜƭŀǘƛƻƴǎƘƛǇǎ ǿƛǘƘ ǇŀǊǘƴŜǊ ƻǊƎŀƴƛǎŀǘƛƻƴǎ ǿƛǘƘƛƴ YƛƴǘȅǊŜΣ !ǊƎȅƭƭ ϧ ōŜȅƻƴŘΦ ¢ƘŜǎŜ 

have been a great source of referrals and have occasionally provided client resources for me. I curtail my 

ƻǿƴ ŀŎǘƛǾƛǘȅ ϧ ƛƴǘŜǊŜǎǘǎ ƛƴ ǘƘŜ ŎƻƳƳǳƴƛǘȅ ƛƴ ƻǊŘŜǊ ǘƻ ǎǘŀȅ ΨƴŜǳǘǊŀƭΩ ŀƴŘ ŜƴǎǳǊŜ ǘƘŀǘ hY ŘƻŜǎ ƴƻǘ ŀǇǇŜŀǊ 

ǇŀǊǘƛǎŀƴΧ ƛǘ ƛǎƴΩǘ Ŝŀǎȅ ōǳǘ ƛǘΩǎ ŀƴ ŜǎǎŜƴǘƛŀƭ ǇŀǊǘ ƻŦ Ƴȅ ǊƻƭŜΦέ 

 

The second question (S38) asks what would helǇ ŀŎƘƛŜǾŜ ǘƘƛǎ όƴŜǘǿƻǊƪƛƴƎύ ŀƴŘ [ȅƴƴ ŎƻƳƳŜƴǘŜŘΥ άNot 

ǎǳǊŜ ǿƘŀǘ ǘƘƛǎ ǉǳŜǎǘƛƻƴ ǊŜŦŜǊǎ ǘƻΚ LŦ ƛǘΩǎ ŀōƻǳǘ ƎǊƻǿƛƴƎ ƴŜǘǿƻǊƪǎΣ L ƎǳŜǎǎ ƳƻǊŜ ƛƴǘǊƻǎ όŀǎ ƴŜŎŜǎǎŀǊȅύ ōǳǘ 

ǘƘŜ ǇŀƴŜƭΩǎ ǊƻƭŜ ƛǎ ŀƭǎƻ ŎǊǳŎƛŀƭ ƛƴ ŀŘŘǊŜǎǎƛƴƎ ŎƻƳƳǳƴƛŎŀǘƛƻƴ ϧ ǊŜƭŀǘƛƻƴǎƘƛǇ ƳŀƴŀƎŜƳŜƴǘ ŀƳƻƴƎ 

stakŜƘƻƭŘŜǊǎ ŀǘ ŀ ǊŀƴƎŜ ƻŦ ƭŜǾŜƭǎ ǿƛǘƘƛƴ ǘƘŜ ŎƻƳƳǳƴƛǘȅΚέ 

 

Conclusion 

× Networking is important  and has been successful  

 

Action Point 

× Maintain existing links/networks 

 

 

 

 

 

7.2.2. Objective Two: To maintain OK panel and networks/capabilities  

 

Activity 1: Creating a supportive environment for Panel members by ensuring clarity of roles 

and responsibilities, and identifying and addressing structural and operational issues. 

Panel members all give their time on a voluntary basis and without them Opportunity Kintyre would not 

be able to fulfil its mission.   Our mission is to promote social as well as economic sustainability.  To do 

this it is important to help and support people to develop to their full capacity.  This is not only relevant 

to prospective business owners, but also to Panel members, so creating a supportive environment for 

Panel members is important for the well being of the Panel members and therefore of OK itself.   

There are currently 38 Panel members on the emailing list.  The graph below (Fig 5) shows the 

attendance at monthly Panel meetings from July 2007 to March 2009.  Three Panel meetings were 

cancelled, so these meetings show an attendance of zero.  Information on our first three Panel 

meetings (April ς June 2007) is missing from this graph because the records of these meetings have 

been mislaid.   The average number of Panel members attending each meeting is 14 (See Panel meeting 

summary in Appendix X). 
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Figure 5. Panel meeting attendance 

The meeting with the highest attendance was the AGM in December 2008.  There had been a period of 

uncertainty prior to the AGM as the Chairperson stepped down in October 2008 and the Vice Chair had 

taken over on an interim basis.  The AGM attendance perhaps reflected the desire to elect new 

Directors.   

In the late summer of 2008 a number of issues began to emerge with the structure of Opportunity 

Kintyre, and also in the relationships between some of the members, causing conflict.  The results of 

the Panel survey, which was carried out in October 2008, reflect the feelings of Panel members around 

these issues.  Most of the questions relating to the health of the Panel show a mixed response with 

varied perceptions of the situation ς the comments are particularly interesting.   The Facilitator self-

evaluation was completed in February 2009, four months after the Panel survey, and gives a different 

perspective.   

 

There are a number of questions from this survey that relate to Activity 1. Question Q5 shows that 39% 

of respondents gave 2/5 for how well the Panel works together; 33% gave 3/5 and the remaining 28% 

gave a rating of 4/5.  The following selection of comments from this question back up this mixed 

response.      

ü άaƻǎǘƭȅ ǿŜƭƭ ƻƴŎŜ ǇǊƛƻǊƛǘƛŜǎ ŀƴŘ ǿƻǊƪ ǘƻ ōŜ ŘƻƴŜ ƛǎ ƛŘŜƴǘƛŦƛŜŘέ 

ü ά/ƻƳƳǳƴƛŎŀǘƛƻƴέ  

ü έ9ǾŜǊȅƻƴŜϥǎ ƛƴǇǳǘ ƛǎ ƭƛǎǘŜƴŜŘ ǘƻ ŀƴŘ ǾŀƭǳŜŘέ 

ü άhƴ ǊŜǎƻǳǊŎƛƴƎ ǘƘŜ ǇŀƴŜƭ ǿƻǊƪǎ ǿŜƭƭ ǘƻƎŜǘƘŜǊ - ƻƴ ǿƛŘŜǊ ǿƻǊƪƛƴƎ ǘƘŜǊŜ ŀǊŜ ǎƻƳŜ ƛǎǎǳŜǎέ 

ü έ¢ƘŜǊŜ ƘŀǾŜ ōŜŜƴ ŎƻƳƳǳƴƛŎŀǘƛƻƴ ƛǎǎǳŜǎΣ ǎƻ ǘƘŜǊŜ ƛǎ ǊƻƻƳ ŦƻǊ ƛƳǇǊƻǾŜƳŜƴǘέ 

ü ά¢ƘŜǊŜ ŀǇǇŜŀǊ ǘƻ ōŜ ǎƻƳŜ ǘŜƴǎƛƻƴέΦ  

 
Question S18 from the Facilitator self-evaluation also asks how well the Panel works together.  Lynn 
comments:  ά¢he core team(dedicated Panel members) and sub-committees appear to work well 
together and they are building a framework to develop this further.έ 
 

Another question where there was a varied answer was question Q6 in the Panel survey, which asked 

about the level of trust among Panel members.     
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Again the comments confirm the different views on this. 

ü ά! ƭƻǘ ƻŦ ǘǊǳǎǘέ 

ü ά{ƻƳŜ ǘŜƴǎƛƻƴ ŀōƻǳǘ ǇŜǊǎƻƴŀƭƛǘƛŜǎέ 

ü ά¢ƘŜǊŜ Ƙŀǎ ōŜŜƴ ŀ ƭŜǾŜƭ ƻŦ ōƛǘǘŜǊƴŜǎǎ ǊŜŎŜƴǘƭȅΣ ƴŜŜŘ ŦƻǊ ƴŜǿ ōƭƻƻŘέ 

ü  άhƴ ǊŜǎƻǳǊŎƛƴƎ ǘƘŜǊŜ ƛǎ ŀ ƎƻƻŘ ƭŜǾŜƭ ƻŦ ǘǊǳǎǘΣ ƻƴ ǿƛŘŜǊ ǿƻǊƪƛƴƎ ǘƘŜǊŜ ŀǊŜ ǎƻƳŜ ƛǎǎǳŜǎέ 

ü άL ǘƘƛƴƪ ǘƘŜ ǘǊǳǎǘ ƛǎǎǳŜ Ƙŀǎ ƴƻǘ ōŜŜƴ ǘƻƻ ōŀŘέ  

ü άL ǎŜƴǎŜ ǳƴŜŀǎƛƴŜǎǎ ǊŜŎŜƴǘƭȅ ōǳǘ ǘƘƛǎ Ƴŀȅ ōŜ ōŜŎŀǳǎŜ ƻŦ ƭŀŎƪ ƻŦ ŎƻƳƳǳƴƛŎŀǘƛƻƴέ 

. 

Question S19 from the Facilitator self-evaluation asks the same question and Lynn said: ά! ǇǊƻōƭŜƳ 

ŜƳŜǊƎŜŘ ŀƳƻƴƎ ǎƻƳŜ ǊŜŎŜƴǘƭȅΣ ōǳǘ ǘƘƛǎ ƛǎ ƴƻǿ ƭŀǊƎŜƭȅ ǊŜǎƻƭǾŜŘΦέ 

 

Question Q7 asks about unhealthy politics within the Panel and although no-one gave the highest rating 

to this question it appears there are a number of people who feel there are issues.  
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The comments in answer to this question offer some explanation of the results. 

ü άThere are personality clashes and tangents of work that have undermined the confidence of 

the public and panel membersΦέ 

ü ά.eing resolvedέ 

ü έGroup dynamics need to improve, to improve team spiritέ 

ü άYes, but this is inevitable with any group, the open discussions and raising issues is an effective 

way of addressing this issue.έ  

ü άThe whole organization has been unhealthy for a time, but hopefully things are improving.έ 

ü άSometimes views come in relating to other bodies and can see where there is conflict between 

members which can cloud the picture of what OK is trying to do.έ 

 

The following comment in answer to the same question (S20) in the Facilitator self-evaluation suggests 

there has been a change since the Panel survey was conducted:  άNot really. It has been an issue but 

seems to be resolving itself (as above, S19).έ 

 

Question Q8 asks about conflict and how free members feel about speaking at Panel meetings.  The 

results are shown in Figure 8 on the following page. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The following comments were also made in response to this question. 

ü  άwŜŎŜƴǘ ŜǾŜƴǘǎ ƘŀǾŜ ǎƘƻǿƴ ǘƘŀǘ Ƴŀƴȅ ǇŀƴŜƭ ƳŜƳōŜǊǎ ƘŀǾŜ ŦŜƭǘ ǳƴǎǳǊŜ ŀōƻǳǘ ǘŀŎƪƭƛƴƎ 

ǇŜǊǎƻƴŀƭƛǘȅ ƛǎǎǳŜǎ ŦǊŜŜƭȅΦέ 

ü ά/ƻƳƳǳƴƛŎŀǘƛƻƴέ 

ü άDƻƻŘ ƛǎǎǳŜǎ ƘŀǾŜ ŎƻƳŜ ƻǳǘΣ ǇŜƻǇƭŜ ƘŀǾŜ ōŜŜƴ ƘƻƴŜǎǘ ŀōƻǳǘ ǘƘŜƛǊ ŦŜŜƭƛƴƎǎέ 

ü ά!Ǝŀƛƴ ǘƘŜǊŜ ƘŀǾŜ ōŜŜƴ ǇǊƻōƭŜƳǎΣ ōǳǘ ƘƻǇŜŦǳƭƭȅ ǘƘŜǎŜ ŀǊŜ ōŜƛƴƎ ǊŜǎƻƭǾŜŘέ 

ü ά! ōƛǘ ƳƛȄŜŘ ƘŜǊŜ ς L ǘƘƛƴƪ ŦƻǊǳƳ Ŏŀƴ ōŜ ƛƴǘƛƳƛŘŀǘƛƴƎ ŦƻǊ ǎƻƳŜ ǘƻ ǊŀƛǎŜ ƛǎǎǳŜǎέ 

ü άbƻ - conflict resolution is accepted ς conflict without attempt at resolution in a small 

ŎƻƳƳǳƴƛǘȅ ƛǎ ŀ ǊŜŎƛǇŜ ŦƻǊ ŘƛǎŀǎǘŜǊΦέ 

ü ά¸ŜǎΣ ōǳǘ ƘŀǊŘ ǘƻ ƎŜǘ ŀ ǿƻǊŘ ƛƴΦέ 

 



28 

 

The same question was asked of our Facilitator (S5) in her self-evaluation and she responded:  άI think 

members contribute openly & freely at panel meetings (although attendance appears to be falling) and I 

do try to encourage questions and dialoƎǳŜ ŀǘ ƳŜŜǘƛƴƎǎΦ L ǘƘƛƴƪ ΨŎƻƴŦƭƛŎǘΩ ōŜŎŀƳŜ ŎƻǳƴǘŜǊ-productive 

ƻǾŜǊ ǘƘŜ ǎǳƳƳŜǊ ƛƴ ǘŜǊƳǎ ƻŦ hYΩǎ ŦƻŎǳǎ ŀƴŘ ŘŜǾŜƭƻǇƳŜƴǘΦέ 

 

The last relevant question (Q9) from the Panel survey asks whether members are valued for their 

contributions.  26% of respondents gave 5/5 for this question; 37% gave 4/5; 21% gave 3/5 and the 

remaining 16% gave 2/5. (See Fig 9, below) 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The comments given in response to this question are as follows: 

ü  ά¸Ŝǎ ŦƻǊ ƛƴǘǊƻŘǳŎǘƛƻƴǎ - ƭŜǎǎ ǎƻ ŦƻǊ ƻǘƘŜǊ ŎƻƴǘǊƛōǳǘƛƻƴǎέ 

ü ά²Ŝ ǎƘƻǳƭŘ Řƻ ƳƻǊŜ ƻŦ ǘƘƛǎέ 

ü ά/ŀǳǎŜ ƻŦ ǊŜŎŜƴǘ ŘƛŦŦƛŎǳƭǘƛŜǎέ 

ü άhŦŦƛŎŜǊǎ ŀǊŜ ƴƻǘ ŜƳǇƻǿŜǊŜŘ ǘƻ ŀŎǘΣ ŘŜŎƛǎƛƻƴ ƳŀƪƛƴƎ ƛǎ ǎƭƻǿ ŀǎ ŀ ŎƻƴǎŜǉǳŜƴŎŜΦέ 

 

Again the same question was asked of our Facilitator (S5) and her response was: άI try to acknowledge 

individual contribution as often as possible, and like to highlight my gratitude and thanks at panel 

meetings, often with humorous anecdotes, etc. I personally feel that the contribution of panel 

ƳŜƳōŜǊǎκǾƻƭǳƴǘŜŜǊǎ ƛǎ ƛƴŎǊŜŘƛōƭŜ ŀƴŘ Ŏŀƴƴƻǘ Ŧŀǳƭǘ ƛǘΦέ 

One final question from the Facilitator self-evaluation (S17) is relevant here and asks whether the 

ŎǳǊǊŜƴǘ ƭŜŀŘŜǊǎƘƛǇ ŀƭƭƻǿǎ ŦƻǊ ŀŎǘƛǾŜ ǇŀǊǘƛŎƛǇŀǘƛƻƴ ōȅ ŀƭƭ tŀƴŜƭ ƳŜƳōŜǊǎΦ  [ȅƴƴΩǎ ŎƻƳƳŜƴǘ ƛǎΥ άYes, this is 

a priority and participation is being encouraged. The development of a framework of activity ς being 

developed within the business plan ς ǿƛƭƭ ƘŜƭǇ ŜǾŜƴ ƳƻǊŜΦέ 

 

 

 

 

 

 

Opportunity Kintyre was one of three pilot projects in Scotland testing the methods of Ernesto 

Sirolli and it was decided that during the pilot we should stick to his ideas (as we understood 

them) as closely as possible.  Some of the problems within the Panel arose due to differences 

in this understanding and also in part because we were perhaps being too diligent in our 

efforts to follow the model without taking into account cultural differences.   
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Conclusions 

× There has been an average attendance of 14 people at Panel meetings 

× There have been issues over trust and some conflict, but these are beginning to be resolved 

 

Action Points 

× Take measures to improve the trust and confidence of Panel members 

× Monitor the wellbeing of the Panel 

× Take the model of the Sirolli Institute and make it relevant for Kintyre.  

 

 

 

 

 

 

Activity 2: Recruiting new Panel members from all sectors of society 

The Panel provides the largest resource the Facilitator has to support their work, so recruiting new 

members is vitally important.  Ensuring that the Panel contains people from all sectors of society means 

that the bank of knowledge available to the Facilitator is maximised.  The occupations of the Panel 

members can be seen in Appendix XI.  The map on the following page shows the distribution of Panel 

members around Kintyre. 
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Figure 5. Map of Kintyre showing the distribution of Panel members 

 

¶ Active Panel members 

¶ Inactive Panel members 
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¢ƘŜǊŜ ŀǊŜ ǘǿƻ ǉǳŜǎǘƛƻƴǎ ŦǊƻƳ ǘƘŜ ǎǳǊǾŜȅǎ ǘƘŀǘ ǊŜƭŀǘŜ ŘƛǊŜŎǘƭȅ ǘƻ ǘƘƛǎ !ŎǘƛǾƛǘȅΣ ŀǎ ǘƘŜȅ ŀǎƪ ΨDoes the 

tŀƴŜƭ ŀŎǘƛǾŜƭȅ ǊŜŎǊǳƛǘ ƴŜǿ tŀƴŜƭ ƳŜƳōŜǊǎΚΩ   Lƴ vну of the Panel survey, 65% of the respondents gave 

recruitment 3/5, with a further 18% rating it at 2/5.  The comments made by Panel members are: 

ü ά¢ƘŜǊŜ ŘƻŜǎ ƴƻǘ ŀǇǇŜŀǊ ǘƻ ƘŀǾŜ ōŜŜƴ ƳǳŎƘ ŀŎǘƛǾƛǘȅ ƛƴ ǘƘŜ ƭŀǎǘ ȅŜŀǊΦέ  

ü ά5ƻƴΩǘ ƪƴƻǿΦέ  

ü ά/ƻǳƭŘ Řƻ ƳǳŎƘ ōŜǘǘŜǊέ  

ü ά! ŦŜǿ ǇŜƻǇƭŜ Řƻέ  

ü ά!Ƴ ŀǿŀǊŜ ƻŦ ǘǊŀƛƴƛƴƎ ōǳǘ ŘƻƴΩǘ ǎŜŜ ǘƻƻ Ƴŀƴȅ ƴŜǿ Ŧƻƭƪǎ ŀǘǘŜƴŘƛƴƎ ƻǊ ƛƴǘǊƻŘǳŎŜŘ όōǳǘ ƘŀǾŜƴΩǘ 

ōŜŜƴ ŦƻǊ ŀ ǿƘƛƭŜ ǎƻ ŎƻǳƭŘ ōŜύΦέ  

ü άIŀǎ ōŜŎƻƳŜ ŀ ōƛǘ ǎǘǳŎƪΦέ 

 

In question S15 from the Facilitator self-evaluation, Lynn gives the Panel 50% for recruitment and says: 

άI think that this is starting to change ς and is now being pro-actively managed by the Recruitment 

/ƻƳƳƛǘǘŜŜΦέ 

 

Conclusion 

× The Panel members come from a good spread of the Kintyre communities 

× More work could be done to recruit new members 

 

 

Action Point 

× Develop a Panel recruitment plan 

× Increase recruitment of new Panel members  

 

 

 

Activity 3: Training Panel members in methodology, both introductory and refresher  

The Sirolli method of economic regeneration is very different from the usual methods and so initial 

training of Panel members is important to ensure they understand the principles and ideas behind the 

method.  Ongoing training is also important to help deepen this understanding and clarify roles. 

 

The last five Panel training sessions were: 

 

¶ 12 December 2006 ς 3 participants 

¶ 5 March 2007 ς 2 participants 

¶ 14 June 2007 ς 3 participants  

¶ 17 October 2007 ς 5 participants 

¶ 19th March 2008 ς 1 participant  

 
These sessions were all for training new members and take approximately 2 hours.  Of the 14 new 

members trained in these sessions only 3 have become actively involved in Opportunity Kintyre.   

There are two questions from the Panel survey that relate directly to this Activity.  The first (Q29) asks 

ά²Ŝ ƘŀǾŜ ŀƴ ƻƴƎƻƛƴƎ ǇǊƻŎŜǎǎ ŦƻǊ tŀƴŜƭ ƻǊƛŜƴǘŀǘƛƻƴ ŀƴŘ ǘǊŀƛƴƛƴƎέ? 47% of respondents rated 

Opportunity Kintyre at 3/5 for this, with a further 27% giving 4/5.  The following comments were also 

recorded in response to this question:   
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ü άbƻǘ ǎǳǊŜ Ƙƻǿ ƻŦǘŜƴ ƛǘ Ƙŀǎ ƘŀǇǇŜƴŜŘ ƛƴ ǘƘŜ ƭŀǎǘ ȅŜŀǊέΦ 

ü έ¢ƘŜ tŀƴŜƭ hǊƛŜƴǘŀǘƛƻƴ ƛǎ ǇǊƻōŀbly OK, but more could be done to ensure everyone understands 

ǘƘŜ ǊƻƭŜǎ ŀƴŘ ǊŜǎǇƻƴǎƛōƛƭƛǘƛŜǎΦέ 

 

The second question (Q30) asks άDoes your Panel conduct regular reviews/training to ensure that 

everyone fully understands the principles of Enterprise Facilitation?έ  The results of this were mixed 

(see Fig 10), with 29% giving a rating of 3/5 and the same amount giving 4/5.  14% gave 1/5 and 21%, 

2/5.   

 

 

 

 

 

 

 

 

 

The comments in answer to this question were: 

ü ά5ƻƴϥǘ ǘƘƛƴƪ ǎƻέ 

ü άwŜŦǊŜǎƘŜǊǎ ǿƻǳƭŘ ōŜ ƎƻƻŘέ 

ü ά¢Ƙƛǎ Ƙŀǎ ƴƻǘ ōŜŜƴ ƘŀǇǇŜƴƛƴƎέ 

 

In answer to the same question in the Facilitator self-evaluation (S16), Lynn gives the Panel 60% for 

their regular reviews/training and says: άthis came out of the panel survey & is being managed by the 

Recruitment Committee.έ 

 

 

 

 

 

 

 

Conclusions:   

× Most of our active Panel members were trained before the recruitment of the Facilitator 

× The last Panel training was in March 2008 and there has been no refresher training 

× Only 21% of our most recently trained panel members are active 

× Attendance at Panel meetings averages 14 

 

The main activity of the first year (starting Feb 2006) of Opportunity Kintyre was the recruitment 

and training of Panel members as we needed to have around 40 before we could start the 

recruitment process for the Enterprise Facilitator.  Most of the currently active Panel members were 

trained during this time.  Since then the focus of activity switched to supporting Lynn in her role as 

Facilitator and recruitment activity tailed off.  
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Action Points: 

× Develop a Panel recruitment and training programme that includes refresher training 

× Have a discussion on the structure of OK and whether it would be good to change anything 

× Consider a buddy system to encourage new Panel members to come to meetings 

× Work on team building within the Panel 

 

  

 

 

Activity 4: Holding events to increase Panel cohesiveness 

Holding events is an important part of networking and teambuilding, both of which strengthen the 

organisation.  There have been a number of events. 

 

Ball ς September 2007 

This was an opportunity for panel members, clients, business leaders and politicians to get together in a 

social setting and it was also a fundraising event.  The Ball was held in Campbeltown Grammar School 

and was attended by around 110 people, including Ernesto Sirolli and Jim Mather, MSP.   

 

Christmas Fair ς December 2007 

This was held in collaboration with the Campbeltown FarmersΩ Market in Burnside Square.  Some 

clients and panel members had stalls; others were providing craft activities and Lynn was available to 

speak to members of the public.  It was an open air event, so was difficult to count the number of 

people attending. 

 

Christmas party ς December 2007 

This was held in Aqualibrium prior to our December panel meeting and the AGM, which was attended 

by 18 people. 

 

1-year celebration ς March 2008 

This was held in the Burnett building and was attended by 21 panel members, 12 clients and 2 

representatives from the Sirolli Institute. 

 

Meal of Kintyre ς July 2008 

This was an event aimed at promoting the wealth of local food produced in Kintyre.  Local food was 

used for a meal prepared by the chef at the Ardshiel Hotel, Campbeltown.  It was attended by at least 

15 people. 

  

Ball ς September 2008 

Again this was held in the Grammar School and had a similar format to the first Ball.  Around 75 people 

attended this Ball with Vince Cable, MP, Alan Reid, MP and Ernesto Sirolli as guests.   

 

AGM and Christmas party ς December 2008 

This was held in the Burnet Building in Campbeltown.  The AGM was attended by 24 people and the 

Christmas party was immediately after this. 
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Conclusion  

× There have been around three events each year with varying attendance 

× The events were held for a variety of purposes but most helped increase Panel cohesiveness.  

 

Action Points 

× Be more clear about the purpose of events  

× Keep fundraising events separate 

 

 

 

 

7.2.3. Objective Three: To ensure the long term sustainability of OK   

 

Activity 1: Fundraising for OK 

While Opportunity Kintyre was still in the pilot phase we had funding support from the Scottish 

Executive through Highlands and Islands Enterprise.  The pilot phase ended on 28th February 2009 and 

securing funding for the future is an ongoing priority, as without it we will not be able to continue.   As 

mentioned above in Section 2.2, we are looking at the development of a community renewable energy 

project to provide a source of income to enable us to pay our Enterprise Facilitator in the future.  

However, the feasibility study into this suggests that it may be up to 5 years before any project would 

bear fruit. 

 

From Table 1 in Section 2.3 it can be seen that most of our income since the start has come from grants.  

It was expected by Scottish Enterprise and HIE that Opportunity Kintyre would be self-supporting by the 

end of the pilot project and the EKOS report states clearly that there will be no further funding from any 

government organisation for Opportunity Kintyre.  Our own fundraising has brought in very little 

compared to the grants.  In 2006/2007 funding from sources other than grants contributed 10.5% to 

the total; in 2007/2008 this percentage was 15%; and in 2008/2009 it had dropped to 5.6%.  As stated 

in Section 2.3, volunteer time of around 7,800 hours can be turned into a monetary value of around 

ϻмнрΣллл ƻŦ Ψƛƴ-ƪƛƴŘΩ ǎǳǇǇƻǊǘ ƻǾŜǊ ǘƘŜ ǘƘǊŜŜ ȅŜŀǊǎ ǎƛƴŎŜ ǘƘŜ ƛƴŎŜǇǘƛƻƴ ƻŦ hYΦ 

 

An application was submitted to the Esmee Fairbairn Foundation in early 2007, but was rejected.  An 

application for funding was also made to Argyll and Bute Council in February 2008, but was 

unsuccessful.  In October 2008 funding was secured from LEADER, which would contribute 37.29% of 

the amount we spend on certain aspects of Opportunity Kintyre until 30th September 2009 (an 

explanation of our LEADER funding can be seen in Appendix XII), meaning we can continue until then.  

On 19th March 2009, an initial application was submitted to the Tudor Trust and a second-try 

application was submitted to the Esmee Fairbairn Foundation.  Both have since replied saying we were 

There were no questions in the evaluations relating to Activity 4, but there are a few points worth 

noting.  There was some confusion amongst Panel members as to the relevance of the Meal of 

Kintyre to the aims and objectives of Opportunity Kintyre.  This event also took place around the 

time when issues were starting to arise within the Panel.  The Panel issues had an impact on the 

attendance at the second Ball in September 2008, with numbers down from the first one by around 

a third. 
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unsuccessful.  An approach was made to the South Kintyre Development Trust to discuss whether 

Opportunity Kintyre could deliver their remit for economic development.  The discussion is ongoing, 

with a business plan being developed by Opportunity Kintyre. 

 

On 24th March 2009 an initial meeting was held to discuss a possible strategy for the future finance and 

marketing of Opportunity Kintyre.  The notes from this meeting can be seen in Appendix XIII.  Since this 

meeting our Enterprise Facilitator has left, partly due to the funding insecurity and partly for personal 

reasons, but this means we have been able to change the allocation of some of the LEADER funding 

towards paying someone to help us source funding.  It is hoped that this report will be useful in 

communicating with potential funding stakeholders.   

 

Question Q14 from the Panel survey, regarding fundraising suggests that there is some confusion about 

the role of Panel members in this area, with a wide range of answers, although 47% gave a rating of 4/5 

(See Figure 11). 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Most of the comments in response to this question show that there are issues with support for 

fundraising, see below:    

 

ü άL ǘƘƛƴƪ ǘƘŜǊŜ ƛǎ ŀ ǇŜǊŎŜǇǘƛƻƴ ǘƘŀǘ ŀŎǘƛǾƛǘƛŜǎ ǎǳŎƘ ŀǎ ŦǳƴŘǊŀƛǎƛƴƎ ŀre allocated to someone else 

ǊŀǘƘŜǊ ǘƘŀƴ ōŜƛƴƎ ŀ ŎƻƭƭŜŎǘƛǾŜ ǊŜǎǇƻƴǎƛōƛƭƛǘȅέ 

ü έ ¢ƘŜǊŜ ƛǎ ƭŜǎǎ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ŀōƻǳǘ ǘƘŜ ǎǳǇǇƻǊǘ ŦƻǊ ŦǳƴŘ ǊŀƛǎƛƴƎ ŀŎǘƛǾƛǘƛŜǎέ 

ü έ ¢ƘŜǊŜ ŀǊŜ ǎƻƳŜ ƴŀƳŜǎ ƻƴ ǘƘŜ ƭƛǎǘ ƻŦ tŀƴŜƭ aŜƳōŜǊǎ ǿƘƻ ǎŜŜƳ ǘƻ ōŜ ǊŜƭǳŎǘŀƴǘ ǘƻ ŀŎǘƛǾŜƭȅ 

participate ς could they be re-ŜƴŜǊƎƛǎŜŘέ 

ü έ [ŀŎƪ ƻŦ ŦǳƴŘǊŀƛǎƛƴƎ ǎǳǇǇƻǊǘέ 

ü έ bƻ ƭŀŎƪ ƻŦ ǇŜƻǇƭŜ ŀǘ ǇŀƴŜƭ ƳŜŜǘƛƴƎǎ ŀƴŘ ƎŜǘǘƛƴƎ ƛƴǾƻƭǾŜŘ ǿƛǘƘ ŦǳƴŘǊŀƛǎƛƴƎέ  

 

Our Enterprise Facilitator gave the Panel 70% for their understanding of their role in fundraising (S11), 

and commenteŘ ǘƘŀǘΣ άI have heard many say it dominates, and can sometimes be counter-productive 

ǘƻ ΨŜƴŜǊƎȅ ƭŜǾŜƭǎΩ ǿƛǘƘƛƴ ǘƘŜ ǇŀƴŜƭΗέ   
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Conclusions 

× The future of Opportunity Kintyre is dependent on securing funding  

× Securing funding has been an ongoing challenge 

 

 

Action Points 

× Consider charitable status for OK 

× Get some help from experts in fundraising 

   

 

 

 

 

Activity 2: Identifying, publicising and monitoring success, and petitioning influential people 

for support. 

Initially we were led to understand that we were not to publicise ourselves until we had a client who 

ǿŀǎ ƭƻƻƪƛƴƎ ŦƻǊ ŀ ΨōƛƎ ƭŀǳƴŎƘΩ ƻŦ ǘƘŜƛǊ ōǳǎƛƴŜǎǎΦ  hǳǊ ŎƭƛŜƴǘǎ ƘŀǾŜ ƴƻǘ ŦŜƭǘ ŀ ƴŜŜŘ ǘƻ ƻŦŦƛŎƛŀƭƭȅ ƭŀǳƴŎƘ ǘƘŜƛǊ 

businesses, so the first publicity was about the Opportunity Kintyre Ball, which was held in September 

2007.   The evidence for our publicity is in the form of links to websites and can also be accessed via our 

website.   

 

The article about the first Ball can be accessed at:   

http://www.campbeltowncourier.co.uk/news/fullstory.php/aid/4289/First_Opportunity_Kintyre_Ball.h

tml  and was published in the Campbeltown Courier on 12th October 2007. 

 

Since then, there have been various article in The Campbeltown Courier, and one article in The Herald. 

 

The following are the links to the newspaper articles: 

http://www.campbeltowncourier.co.uk/news/fullstory.php/aid/4529/Happy_first_birthday_OK!.html , 

about our one-year celebration and published on 21st March 2008. 

 

http://www.campbeltowncourier.co.uk/news/fullstory.php/aid/4750/Vince_Cable_to_guest_at_Kintyr

e_ball.html, advance publicity about the second OK Ball, published on 26th September 2008. 

 

http://www.campbeltowncourier.co.uk/news/fullstory.php/aid/4757/Quite_inspirational_OK.html, an 

article about the second Ball, published on 3rd October 2008. 

 

There was also an article in the Campbeltown Courier on the 9th January 2009 about our AGM. 

In the initial panel training the emphasis was placed on providing resources for the Facilitator and it 

is sometimes perceived that this is all that is required of Panel members.  This is perhaps why some 

people feel ambivalent towards fundraising. 

 

http://www.campbeltowncourier.co.uk/news/fullstory.php/aid/4529/Happy_first_birthday_OK!.html
http://www.campbeltowncourier.co.uk/news/fullstory.php/aid/4750/Vince_Cable_to_guest_at_Kintyre_ball.html
http://www.campbeltowncourier.co.uk/news/fullstory.php/aid/4750/Vince_Cable_to_guest_at_Kintyre_ball.html
http://www.campbeltowncourier.co.uk/news/fullstory.php/aid/4757/Quite_inspirational_OK.html
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The Herald article can be accessed on: 

http://www.theherald.co.uk/features/otherfeatures/display.var.2486487.0.Communities_thrive_on_an

_Italian_recipe.phpM, and was published on 3rd Feb 2009.  

 

We also have a website, which is updated regularly with news and client stories.  The website can be 

accessed at http://opportunitykintyre.org.uk/.  The number of hits on the website range from 1,356 in 

2007 to 2,764 in 2006 (see graph in Appendix XIV). 

 

There have been a number of presentations to various bodies, such as Argyll and Bute Council, the first 

one of which was to Argyll and Bute Council 31st January 2008.  There was a presentation to the local 

area committee, which consisted of all the local councilors, which took place in Campbeltown on 4th 

March 2009. 

 

According to the Sirolli model, publicity about business successes is supposed to bring in new clients.  

Most of our publicity has been about events rather than client successes and question E1 in the client 

survey shows that most of our clients (47%) hear about Enterprise Facilitation through word of mouth.  

Referral from another agency is the next most popular way of new clients hearing of OK (27%).  We 

have no definite information about how many clients have come from publicity in the newspapers, but 

no-one mentioned it in the client survey.    

 

 

 

 

 

 

Question Q15 from the panel survey asks how well does the PR committee support the objectives of 

promoting success.  There was a varied response to this question, with most respondents giving a rating 

of either 3/5 (40%) or 4/5 (27%).  The following comments are a selection of the ones given in response 

to this question. 

ü άIt has been restricted by not being able to advertiseέ  

ü ά PR committee are now finding their nicheέ 

ü άBetter nowέ 

ü άMost local people still do not know about hYέ 

ü άPR committee have not been active until nowέ 

ü άUntil recently none of us understood thisέ 

 

The same question was asked of Lynn in the Facilitator self-ŜǾŀƭǳŀǘƛƻƴ ό{омύ ŀƴŘ ƘŜǊ ǊŜǎǇƻƴǎŜ ǿŀǎΥ άLǘΩǎ 

great to have panel members with good media links, relevant web skills, etc. but overall I think the PR 

ŜŦŦƻǊǘ Ƙŀǎ ōŜŜƴ ŦǊǳǎǘǊŀǘŜŘ όǘƻ ǎƻƳŜ ŜȄǘŜƴǘύ ōȅ ǘƘŜ {ƛǊƻƭƭƛ ŜƳǇƘŀǎƛǎ ƻƴ ΨƎǊŀƴŘ ƻǇŜƴƛƴƎǎΩ ŜǘŎΦ ¢ƘŜ ŘƛǊŜŎǘƻǊǎ 

are acutely aware of the need to develop a marketing plan (to effectively address its business goals) ς 

ǘƘƛǎ ǿƛƭƭ ƘƻǇŜŦǳƭƭȅ ǇǊƻǾƛŘŜ ŀ ŦǊŀƳŜǿƻǊƪ ŦƻǊ ΨǎǘŀƪŜƘƻƭŘŜǊ ǊŜƭŀǘƛƻƴǎƘƛǇ ƳŀƴŀƎŜƳŜƴǘΩ ŀƴŘ ƭŜŀŘ ǘƻ ƎǊŜŀǘŜǊ 

clarity of role for the PR coƳƳƛǘǘŜŜ ŀƴŘ ƳƻǊŜ ŜŦŦŜŎǘƛǾŜ ǳǎŜ ƻŦ ǘƘŜƛǊ ǘƛƳŜΦέ 

The issue of publicity has been a contentious one within Opportunity Kintyre.  We had agreed to 

stick to the Sirolli InstituǘŜΩǎ initial recommendation that no publicity was to take place until we had 

ƻǳǊ ŦƛǊǎǘ ΨōƛƎ ƭŀǳƴŎƘΩ ƻŦ ŀ ōǳǎƛƴŜǎǎΦ  IƻǿŜǾŜǊ, it later transpired that the Sirolli Institute also 

recommend celebrating the smaller successes, which caused some confusion and bad feeling.  

http://www.theherald.co.uk/features/otherfeatures/display.var.2486487.0.Communities_thrive_on_an_Italian_recipe.phpM
http://www.theherald.co.uk/features/otherfeatures/display.var.2486487.0.Communities_thrive_on_an_Italian_recipe.phpM
http://opportunitykintyre.org.uk/
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The Facilitator was also asked how effective OK is at identifying and monitoring successes and issues.  

{ƘŜ ŀƴǎǿŜǊŜŘΥ άSuccesses regularly monitored and social audit work is beginning to support this. Recent 

SWOT (by panel) was interesting in terms of focusing on key issuesΦέ Some of the key issues highlighted 

in the SWOT analysis (see page 42) relevant to this Activity are the interpretation of the Sirolli model, 

lack of visibility and negative PR. 

Conclusions 

× Publicity was slow to start with as recommended initially by the Sirolli model 

× There have been a number of articles in the local paper since September 2007 and one in a 

national newspaper 

× We have had the support of influential people, such as local atΩǎ ŀƴŘ a{tΩǎ 

 

Action Points 

× Discuss and clarify an approach to identifying successes and publicity that is relevant to OK 

× Develop a publicity/marketing plan 

× Talk about small successes in future instead of waiting for large ones 

× Agreeing the key messages to take to community/businesses 

 

 

 

 

Activity 3: Supporting the Facilitator 

The Facilitator works alone doing the work of business development, so providing support as necessary 

is important to the well-being of the Facilitator and will help ensure our long term survival. 

The main support for the Facilitator has come from the Chairperson.  At one point in 2008 a personality 

conflict emerged between the then Chair and the Facilitator, so during August, September and October 

of that year an HR group was in place to provide support for the Facilitator.  The HR group consisted of 

four panel members and met with Lynn on three occasions during August, September and October 

2008, to informally discuss any issues she was experiencing and if necessary relay information to the 

Directors.  This group was disbanded when there was a change of Chairperson.  Support for the 

Facilitator is generally provided in the form of emails, phone calls and meetings, with invitations to the 

directors meetings if any issues need discussing more widely.  There has been no formal system of staff 

appraisal in place, however in March 2009 an informal appraisal took place using the Facilitator self-

evaluation as a basis.    

Conclusions 

× The need for support for the Facilitator became more apparent as the project progressed 

× Lynn accessed support from Facilitators of other projects and the Sirolli Institute 

 

Action Point 

× Develop a support plan for the Facilitator  
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Activity 4: Continued learning and development for panel members and the Facilitator, 

enhancing cohesiveness with team-building events. 

There is some overlap between this Activity and Activities 1 & 3 from Objective 2, as they are also about 

Panel training and understanding, so the evidence for these Activities is also relevant here.  This Activity 

is also very similar to the next one in many respects, as both of them are about learning, therefore the 

evidence for both of them will be similar. 

 

As part of her ongoing training Lynn, our Enterprise Facilitator, has attended five Master Classes run by 

the Sirolli Institute since she began her employment with OK.   The first four of these were included in 

the support package provided by the Sirolli Institute during the pilot project.   The Master Classes are 

two-day events where a number of Facilitators come together to discuss issues between themselves, 

and with the staff from the Sirolli Institute. The Master Classes have covered a range of topics relevant 

to the work of Facilitation.  [ȅƴƴΩǎ ƴotes on all the Master Classes can be seen in Appendix XV.   

 

Conclusions 

× See conclusions for Objective 2, Activities 1 & 3  

× This activity is so similar to others that it could be removed in future 

× The Facilitator has accessed continued learning opportunities 

× There have been some links between OK and other Sirolli projects, especially through the 

respective Facilitators 

 

Action Point 

× Learn from the experiences of the last two years, particularly with respect to team building 

 

 

Activity 5: Linking with other communities and learning from them, providing mutual 

support about the challenges faced by Sirolli projects. 

The Enterprise Facilitation model of economic development is new in Scotland, with only three pilot 

projects at present.  The model has been proven in other countries, but each culture and local area 

provides fresh challenges, especially in the organisational structure, therefore linking with the other 

Sirolli projects in Scotland is essential for ongoing moral support for all three projects.  This 

communication has been mostly in the form of emails between the Facilitators and Chairs.  There has 

also been a lot of communication between Lynn and some of the English projects.   

 

The only question in the surveys that relates directly to this Activity is question S39 from the Facilitator 

self-evaluation, wƘƛŎƘ ŀǎƪǎ  άIƻǿ ǳǎŜŦǳƭ ƛǎ ǇŜŜǊ ǎǳǇǇƻǊǘ ŦǊƻƳ ƻǘƘŜǊ ǎƛƳƛƭŀǊ ƻǊƎŀƴƛǎŀǘƛƻƴǎΚέ 

[ȅƴƴΩǎ ǊŜǎǇƻƴǎŜ ǿŀǎΥ ά!ōǎƻƭǳǘŜƭȅ ƛƴǾŀƭǳŀōƭŜΦ ¢ƘŜ ǊƻƭŜ ƻŦ 9C ƛǎ ǾŜǊȅ ƛǎƻƭŀǘŜŘ ŀǘ ǘƛƳŜǎΧ ǎƘŀǊƛƴƎ ǿƛǘƘ ƻǘƘŜǊ 

EFs is very important and helps to add perspective. They understand exactly how you feel and can be 

very inspiring, keeping energy levels up if you lose focus momentarily or have a bad day. I think that 

members of the panel would find the same support among their respective peers but I appreciate that 

ƛǘΩǎ ǎƻ ƳǳŎƘ ŜŀǎƛŜǊ ǿƘŜƴ ȅƻǳ Ŏŀƴ Ǉǳǘ ŦŀŎŜǎ ǘƻ ƴŀƳŜǎΦέ 
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Conclusions 

× The above two Activities are similar in many ways and also similar to Activities 1 & 3 from 

Objective 2.  

×  Reconsider all these activities after this social accounting period and see whether they can be 

changed or amalgamated in future.  

 

Action Point 

× In future compare benchmarks with other Sirolli projects, taking geographical and 

demographical circumstances into account. 

 

 

 

 

 

8. Other views of stakeholders 
Many of the responses given in the surveys have not been included in this report so far because there 

were so many.  However there are three questions from the Panel survey that might be appropriate to 

look at in this section.  Two of them are general questions about how things can be improved and the 

third asks about the clarity of our mission, values and goals.   

The following are a selection of the ŎƻƳƳŜƴǘǎ ƳŀŘŜ ƛƴ ŀƴǎǿŜǊ ǘƻ ǘƘŜ ǉǳŜǎǘƛƻƴ ά²Ƙŀǘ ƴŜŜŘǎ ǘƻ ƘŀǇǇŜƴ 

ǘƻ ƳŀƪŜ ǘƘƛǎ ǇǊƻƧŜŎǘ ōŜǘǘŜǊΚέ (Q31, Panel survey) 

ü ά! ǊŜǎǘǊǳŎǘǳǊƛƴƎ ς fresh blood and new idea in all areas ς ŘƛǊŜŎǘƻǊǎΣ ŎƻƳƳƛǘǘŜŜǎ ŀƴŘ ǇŀƴŜƭέ 

ü ά!ƭƭ ŀōƻǳǘ ŦǳƴŘƛƴƎέ 

ü ά!ƴ ŀƭƳƻǎǘ ŎƻƳǇƭŜǘŜ ǊŜǘƘƛƴƪ ƻŦ ǘƘŜ ǎǘǊǳŎǘǳǊŜ ŀƴŘ ŎƻƳƳǳƴƛŎŀǘƛƻƴ ƭƛƴƪǎέ 

ü ά!ǎ ŀƭǊŜŀŘȅ ǎǘŀǘŜŘ ƛƴǎǘŜŀŘ ƻŦ ƭƻƻƪƛƴƎ ǘƻ ŎƻƳǇŜǘŜ ǿƛǘƘ ŜȄƛǎǘƛƴƎ ǘǊŀŘƛǘƛƻƴŀƭ ōǳǎƛƴŜǎǎ ǎǳǇǇƻrt OK 

should concentrate on hard- to- support and marginal business clients but right across Argyll 

ŀƴŘ .ǳǘŜ ǊŀǘƘŜǊ ǘƘŀƴ Ƨǳǎǘ YƛƴǘȅǊŜΦέ 

ü ά.ŜǘǘŜǊ ŀƴŘ ƳƻǊŜ ŀǇǇǊƻǇǊƛŀǘŜ ƳƻƴƛǘƻǊƛƴƎέ 

ü ά.ŜǘǘŜǊ ŎƻƘŜǎƛƻƴ ōŜǘǿŜŜƴ 5ƛǊŜŎǘƻǊǎ ŀƴŘ tŀƴŜƭΣ ƳƻǊŜ ŘŜƭŜƎŀǘƛƻƴέ 

 

Lƴ ŀƴǎǿŜǊ ǘƻ ǘƘŜ ǉǳŜǎǘƛƻƴ ά²Ƙŀǘ ƴŜŜŘǎ ǘƻ ōŜ ƛƳǇǊƻǾŜŘΚέ in the Panel survey (Q32), respondents said (a 

selection, only): 

ü ά! ƳŜƳōŜǊǎ ƻƴƭȅ ŘƛŀǊȅ όΨōƭƻƎ ƻǊ ƴŜǿǎƭŜǘǘŜǊύ ǿƻǳƭŘ ōŜ ōŜǘǘŜǊέ 

ü ά!ǎǎŜǎǎƳŜƴǘ ƻŦ ǿƘŜǘƘŜǊ ŦƻƭƭƻǿƛƴƎ ǘƘŜ {ƛǊƻƭƭƛ ƳƻŘŜƭ ǘƻ ǘƘŜ ƭŜǘǘŜǊ ƛǎ ǘƘŜ ōŜǎǘ ǿŀȅ ŦƻǊǿŀǊŘ ŦƻǊ 

/ŀƳǇōŜƭǘƻǿƴ ǿƻǳƭŘ ōŜ ǳǎŜŦǳƭέ 

ü ά!ǘǘŜƴŘŀnce at Panel meetings is variable and probably not the best way to notify members of 

ŀŎǘƛǾƛǘƛŜǎέ 

ü ά.ŜǘǘŜǊ ǇǳōƭƛŎ ƛƳŀƎŜ ƭƻŎŀƭƭȅέ 

ü ά/ƻƳƳǳƴƛŎŀǘƛƻƴέ 

ü άIƻǿ ŀōƻǳǘ ǘŜŀƳ ōǳƛƭŘƛƴƎΚέ 
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vǳŜǎǘƛƻƴ vн ŀǎƪǎ ŀōƻǳǘ ǘƘŜ ŎƭŀǊƛǘȅ ƻŦ hYΩǎ ƳƛǎǎƛƻƴΣ ŜǘŎ ŀƴŘ нс҈ ƎŀǾŜ hY пκр ŦƻǊ ǘƘƛǎΤ 37% gave 3/5; 

32% gave 2/5 and the final 5% gave only 1/5.  The following comments were also recorded. 

ü άL ǘƘƛƴƪ ǘƘŜ ǇǊƛƻǊƛǘƛŜǎ ŀǊŜ ƴƻǘ ŎƭŜŀǊΦέ  

ü άLǘ ƛǎ ŘƛŦŦƛŎǳƭǘ ǘƻ ŦƻŎǳǎ ƻƴ ƭƻƴƎ ǊŀƴƎŜ Ǝƻŀƭǎ ǿƘŜƴ ǎƘƻǊǘ ǘŜǊƳ ŦǳƴŘƛƴƎ ƛǎǎǳŜǎ ƴŜŜŘ ǘƻ ōŜ ŀ ǇǊƛƻǊƛǘȅΣ 

this has diƭǳǘŜŘ ǎƻƳŜ ƻŦ ǘƘŜ ŦƻŎǳǎΣ ōǳǘ ƛǎ ƛƴŜǾƛǘŀōƭŜ ƎƛǾŜƴ ǘƘŜ ŦǳƴŘƛƴƎ ǎƛǘǳŀǘƛƻƴΦέ  

ü άL ŘƻƴΩǘ ƪƴƻǿ ƛŦ hYΩǎ Ƴƛǎǎƛƻƴ ƛǎ ŎƭŜŀǊƭȅ ŘŜŦƛƴŜŘΤ ŀƴŘ ǎƻƳŜǘƛƳŜǎ ǘƘŜ ǇǊƛƻǊƛǘƛŜǎ ƎŜǘ ƭƻǎǘΦέ  

ü ά²Ŝ ǿŜǊŜ ǎƛŘŜǘǊŀŎƪŜŘ ǎƻƳŜǿƘŀǘ ŀǘ ǘƘŜ ǘƛƳŜ ƻŦ ¢ƘŜ aŜŀƭ ƻŦ YƛƴǘȅǊŜΣ ōǳǘ L ǘƘƛƴƪ ƘŀǾŜ ƭŜŀǊƴŜŘ the 

ƭŜǎǎƻƴ ŦǊƻƳ ƛǘΦέ 

ü άIŀǾŜ Ǝƻǘ ǎƛŘŜǘǊŀŎƪŜŘ ōȅ ƛƴŘƛǾƛŘǳŀƭǎΩ ŀǎǇƛǊŀǘƛƻƴǎΦέ 

ü άtǊƻōŀōƭȅ ƴƻǘ ŎƭŜŀǊƭȅ ŘŜŦƛƴŜŘ ŜƴƻǳƎƘΦέ 

ü άtŜǊƘŀǇǎ ǇŜƻǇƭŜ ƧƻƛƴŜŘ ǇŀƴŜƭ ŦƻǊ ŘƛŦŦŜǊŜƴǘ ǊŜŀǎƻƴǎΚέ 

 

 




