	TARGET GROUPS
	

	1) STUDENTS


	Students in the UK are well supported and encouraged to become entrepreneurs and create their own business. With mind-sets shifting about work-life balance, and increasing distrust and dissatisfaction with large corporates, students are increasingly aspiring to become their own bosses. 

Various initiatives and support structures are available to help students to create their own start-ups. Universities offer training courses to provide students with the appropriate tools for creating their own start-ups. Business schools are also increasingly offering entire programmes and modules focused on entrepreneurship.

Challenge-led events and competitions have become increasingly popular amongst students. These provide the opportunity for students to pitch/present their ideas before being selected for mentoring, incubation and sometimes funding. Students who are not selected, however, are often discouraged and abandon their ideas or attempts to become entrepreneurs altogether. There is also a common belief amongst students that they do not possess sound business ideas or the correct skills to become entrepreneurs.


	2) STARTUPPERS


	In the UK, Startuppers are well supported, however, the focus of this support is on accessing finance and mentoring, with a lack of emphasis on obtaining stable deal flows.

In recent years, national and local governments have begun offering various schemes to ease the common financial barriers to entry (free internet, offices, access to loans…etc.). Government grants, finance and loans are also available for early stage or established start-ups. 

Equity funding is also relatively easy to come by due to a strong presence of business angels, venture capitalists and crowd-funding platforms. The new wave of IT and Fin-Tech start-ups in London has attracted private and corporate investment. Specialised technology hubs across the UK attract financial and corporate interest, and, subsequently, the relevant start-ups.

Mentoring and educational tools are readily available for Startuppers through free local and national training programmes. Incubators and accelerators also fill this role across the UK. In town and cities, office spaces focused on collaboration are becoming increasingly popular.
Hiring high-quality staff is a major pain-point mentioned by SVB in their 2013 outlook report http://www.svb.com/uk/startup-outlook-report/ 


	3) FACULTY PERSONNEL


	UK university personnel are trained to encourage students to be entrepreneurial, and entrepreneurship courses are common in most universities. The vast majority of universities also have relevant structures to supports students’ entrepreneurship initiatives.

In academic research however, university personnel are mainly assessed on the number of papers they publish in journals, which to hinders their motivation to turn their research into commercial and entrepreneurial opportunities.

	4) UNIVERSITIES
	As stated in other sections, the majority of UK universities offer programmes, courses, modules and relevant support for students wishing to set up their own enterprises. One of the main services provided by universities is the technology transfer offices designed to commercialise internal research. However, these offices reportedly spend hugely in registering patents with little returns in comparison.

Although universities and some private organisations are well linked, there is still a requirement for broader visibility of university research and technology to the world beyond academia.

	5) BUSINESS INCUBATORS/INNOVATION POLES/SCIENCE AND TECHNOLOGY PARKS


	In the UK, incubators find it difficult to decide what their persona is: whether they are vertical-led, high-growth-led or forums. This is also reflected in their selection processes.

Incubators are only as good as people who run them and don’t necessarily know how to help business that are outside their comfort zone.

Many incubators are trying to get cash out of companies that don’t have cash – this is a failed model.

Two things that start-ups need are access to investment and access to deals. Incubators often push start-ups too quickly towards grants and not enough towards deals.

It is difficult to find mentors that have an altruistic agenda – this bias often comes through which may hinder the start-up’s success.

	6) ENTERPRISES


	There is keen interest from UK companies to access start-ups and their solutions. Most large corporations have specific innovation business divisions and innovations scouts whose job is to find start-ups that are developing the ‘next big thing’ in their industry.

However, there are three main pain-points for companies:
1. Establishing the correct channels to access start-ups – many companies do not know where they can find relevant start-ups and only manage to have localised access to innovation

2. Reducing associated costs (labour + travel) with attending relevant trade shows and events to meet entrepreneurs

3. Making sense of all the noise – the large volume of start-ups and associated organisations approaching enterprises can be confusing and innovation scouts within companies find it difficult to differentiate the relevant from the irrelevant.



	7) PRIVATE INVESTORS
	In the UK, private investing has finally rebounded to pre- financial crisis levels, with better connections between start-ups and international and Silicon Valley based funds with 21% of executives raising capital abroad. 

The start-up sector however does have a much smaller pool of UK investment compared to other entrepreneurship leading countries, with 90% of surveyed entrepreneurs saying the UK fundraising environment is challenging. 

More than 50% of UK entrepreneurs think that public policy initiatives such as access to government grants and tax reforms for start-ups are lacking. 


	8) LABORATORIES FOR PHYSICAL AND ELECTRONIC PROTOTYPING


	There are a number of UK universities internationally recognised for their technology research. These are well connected to multi-national corporate and government organisations that fund their research. Corporate channels typically support the commercialisation of innovation from these laboratories.

	9) BUSINESS ASSOCIATIONS


	Business associations in the UK are often links between suppliers and key buyers within an industry. The associations are often geographically or industry –focused but no particular affiliation with start-ups.
Business associations can act as a vehicle for companies (including start-ups) to obtain deals however iVeridis’ experience shows that many business associations are primarily concerned with acquire paying members.



	10) PUBLIC BODIES


	UK regulation offers low barriers to entry – it is possible to create a company in less than one day, all for the cost of £50…. Moreover, there are many public body grants, funds and educational schemes to support entrepreneurship, particularly social entrepreneurs. 




Note: we feel that Accelerators have been over-looked in this list of stakeholder categories.

