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Executive Summary 
In January 2018, BOP Consulting was commissioned by SPACE to evaluate 
Phase 2 of the London Creative Network (LCN) programme. BOP Consulting 
previously evaluated Phase 1 of the programme, with the final report delivered 
in December 2018. This report acts as a summative evaluation of delivery to 
date across both phases.  

Targeted business support for London’s creative 
practitioners 
London’s creative industries are an important and growing sector. However, 
creative practitioners and businesses in London face significant challenges. 
Rents for workspaces are high and rising, while turnover and earnings are low. 
Technological change brings both opportunities and threats to traditional 
business models. Professional development and enterprise support for mid-
career practitioners is limited and fragmented, with fewer creative practitioners 
accessing support than ten years ago. 

The London Creative Network (LCN) is a professional development 
programme for mid-career creative practitioners from across London. The 
programme aims to support micro-businesses from the visual arts, craft and 
photography sub-sectors to build resilience and sustainability. The programme 
is delivered by a partnership, led by SPACE and includes Cockpit Arts, 
Photofusion and Four Corners. It is match-funded by the European Regional 
Development Fund (ERDF) and the delivery partners. Over two delivery phases, 
LCN has worked with over 690 London based creative practitioners, from spring 
2016 to spring 2020. A third delivery phase was approved in August 2020. 

LCN performed strongly against all its desired outcomes   
LCN was well managed and overperformed on most of its performance 
measures. Phases 1 and 2 of the programme far exceeded its target for 
enterprises supported to introduce new to the firm products (197) and receiving 
information, diagnostic and brokerage support (693). The programme has 
performed well in engaging female led SMEs across both Phase 1 and 2. 

Despite falling short in Phase 1, the programme successfully surpassed its 
revised BAME target for Phase 2. This was largely due to Photofusion’s 
successful recruitment campaign targeting artists of colour. The programme 
marginally missed its disability-led businesses target across both Phase 1 and 
2. At the end of Phase 2, there was a relatively small programme underspend, 
which is creditable given the duration of the programme. 

LCN led to improved business performance. Through focusing on 
business planning, goal setting and building networks, the programme helped 
participants improve the way they manage their business. This boosted turnover 
and earnings for many participating enterprises. It has helped build resilience 
through enabling participants to develop new ways of earning a living through 
their practice. Responding participants experienced an average turnover uplift of 
18% and average earnings uplift of 29%. However, even after LCN, average 
earnings were only £11,900, meaning that most participants still need to 
supplement their income with other activities. Employment growth was marginal. 
This is not surprising given the large proportion of single person businesses, 
where taking on employees can be a significant new cost and risk. Furthermore, 
many businesses within the creative industries typically grow through increasing 
sub-contracting rather than taking on employees. There was an increase in the 
number of part-time employees and a slight fall in full-time employees. 

LCN stimulated innovation. 143 participants introduced new processes, 
products or services during LCN, averaging 3.2 new processes, products or 
services per enterprise. Some enterprises are already seeing sales from these 
new products/services. A total income of £204,000 was earned from new 
product or services, with an average of £3,200 per enterprise. These incomes 
ranged dramatically, from £100 to £20,000. These headline figures are only part 
of the story. Participants valued being able to experiment with new ideas and 
new technology, rather than explicitly focusing on financial return. While some 
of the experimentation may lead to new work or approaches at a later date, 
creative practitioners see worth in experimentation even if it leads to a dead-
end. 

LCN helped many develop a new creative direction for their work. A 
supportive peer network enabled participants to build their confidence and test 
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new ideas. LCN had a positive impact on participants’ ability to find 
collaborators and freelance / sub-contractors, as well as encouraging them to 
outsource their work. Overall, the programme led to pivotal changes in direction 
for participants and raised the aspirations of others. There are many testimonies 
that show how LCN led to new exhibitions, markets and funding opportunities 
for practitioners. 

LCN contributed significantly to London’s economy 
LCN led to an estimated Gross Value Added (GVA) uplift of £608,000 a year 
(net). On this narrow measure of value and using a cost-benefit approach, this 
indicates reasonable value for money. However, it is important to put this in the 
context of the participants of the programme, who are overwhelmingly sole 
traders operating in precarious conditions with very low turnover and wages. It 
is difficult for these enterprises to grow. Furthermore, LCN is not targeted where 
they would expect to see the biggest financial growth; it is targeted to where it is 
most needed. 

LCN provided strategic added value to delivery partners and 
stakeholders 
LCN provided strategic leadership, successfully building on the prestige of 
the four delivery partners. Aspects of the programme model have been 
recognised as a valuable case study to be duplicated for other specialist sector 
support programmes. Partners and stakeholders recognise that evidence of 
impact and best practice, as found in this report, is invaluable in strengthening 
sector organisations voice in lobbying for future support. 

LCN had strategic influence, informing other organisation’s approaches. 
Furthermore, LCN enabled partners to scale up their delivery, bringing in 
specialist consultants and engaging with a wider range of businesses where 
they would not have been able to otherwise.  

LCN leveraged resources. The programme successfully leveraged match 
funding from the four delivery partners of £1.4 million. This was a significant 
funding commitment over an extended time, given all partners ran programmes 

alongside LCN with their own associated costs. All delivery partners reference 
LCN in their funding applications, evidencing the impact they have achieved.   

LCN developed a high-quality model for supporting creative 
businesses  
The successful delivery of LCN first two phases, and the preceding New 
Creative Markets (NCM) programme, led to the development of an effective and 
tested delivery model for tailored support across three creative sub-sectors. The 
programme’s commitment to evaluation and confidence to reflect and learn, 
gives partners a unique understanding of what works to support creative 
practitioners. As the sector faces the challenges of COVID-19, Brexit and the 
end of European funding for business development, the partners are uniquely 
positioned to influence what the future landscape for creative business support 
will look like. 

Rationale for intervention following Phase 1 and 2 
The programme’s original rationale for investment and intervention remains. 
While clear successes and impacts were achieved, stakeholders and 
participants identified that the pressures on artists and creative practitioners are 
as acute as they were at the start of the programme. Many of these pressures 
have grown with the effects of COVID-19 and Brexit. Participants voiced that 
there is very little support available elsewhere of a similar quality and type to 
LCN, with stakeholders identifying that such business support provision 
remained fragmented and often working in isolation. Artists are still facing rising 
rents in London and mid-career artists are still experiencing isolation. 

Supported with evidence and expertise from working with over 690 creative 
practitioners, LCN is well placed to further connect people and enable them to 
develop and sustain a living from their practice. 
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1. Introduction and context 
The London Creative Network (LCN) is a professional development programme 
for London based creative practitioners. It is delivered by four creative industry 
support agencies: Cockpit Arts, Four Corners, Photofusion and SPACE, which 
acts as the lead partner. 

LCN focuses their support on mid-career creative practitioners, provided 
over a period of six or more months. Particular focus is given to supporting 
practitioners to innovate through exploring new technologies and processes, as 
well as developing new business skills and creative direction. Participants 
typically work across the visual arts, craft, and photography sectors. 

LCN builds on the success of its predecessor, the NCM programme, which 
ran between 2012 and 2015. NCM supported almost 600 freelancers and 
creative businesses, leading to significant business impacts. The NCM 
evaluation found that the support led to an average of £5,000 uplift in turnover 
and profits of £3,500 a year.   

Phase 1 of the LCN programme ran from spring 2016 to autumn 2018. The 
programme budget was £2 million, 50% from the European Regional 
Development Fund (ERDF) and 50% match funded by the delivery partners. A 
programme extension (Phase 2) was announced in autumn 2018, enabling the 
programme to continue delivering support until summer 2020. The extension 
period budget was £860,000, with 50% from ERDF and 50% from delivery 
partners. Further extension funding (Phase 3) was agreed in Autumn 2020, 
which will allow delivery to continue until winter 2021. This will also be match 
funded by ERDF and delivery partners. 

In November 2016, BOP was commissioned to evaluate Phase 1 of LCN. 
BOP delivered their final report in December 20181. In January 2019, BOP was 
commissioned to remain the evaluation partner for Phase 2 of LCN.  

There are three overarching evaluation aims for both phases. First, to 
produce reports that adhere to ERDF summative assessment guidelines. 

 
1 https://spacestudios.org.uk/wp-content/uploads/2018/11/181212-LCN-Evaluation-Report-FINAL.pdf 

Second, to articulate the success and impact of the programme, providing clear 
and robust evidence for what has been achieved and what the lasting benefits 
and impacts are. Finally, to examine the validity of the original rationale for LCN 
and determine the ongoing needs of businesses and influence the design of 
future interventions. 

This report represents a summative evaluation of delivery to date, across 
Phase 1 and 2. Data is drawn from interviews, focus groups, case studies2 and 
analysis of programme information, enrolment data and feedback and review 
forms. 

Further details on the evaluation’s methodology can be found in Appendix 4. 

2 https://spacestudios.org.uk/artist-cats/lcnstories/ 
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2. Programme and evaluation 
overview 
2.1 Rationale for intervention 
London’s creative industries are an important and growing sector. However, 
creative practitioners and businesses in London face significant challenges.  

London’s creative industries represent a significant part of the capital’s 
economy, as well as a substantial share of the sector in the UK as a whole. In 
2015, the economic output (GVA) of the creative industries in the capital was 
estimated at £42 billion, accounting for 11% of total GVA in London. This was 
just under half (47%) of the UK total for the sector. Between 2009 and 2015, the 
GVA of the creative industries in London increased by 38%, compared to a 31% 
increase across all industries3. 

The experience of individual creative practitioners and businesses in London 
often differs from the GVA success story. At £20.38 per hour, median hourly pay 
for employees in London’s creative economy is almost a third higher than 
outside the creative economy in 2016. However, this includes (and is skewed 
by) the salaries of highly lucrative IT workers4 and excludes those self-
employed, which accounts for 47% of the creative workforce nationally. Fine 
artists and photographers earn a median wage as little as £10,000 and £15,000 
a year from their practice5, respectively. 

Rents for London’s artist workspaces are high and rising, while turnover and 
earnings are low, particularly in the sub-sectors in which LCN focused: visual 
arts, craft and photography. The Greater London Authority found in 2017 that 
79% of artist studio spaces cost more than £11 per square foot, compared to 
56% in 2014. This has meant many creative businesses and practitioners are 

 
3 GLA, London's creative industries - 2017 update 
4 The IT, software and computer service sub-group accounts for 38% of the sector’s output in 2015 and for over 
half (52.5%) of the growth in GVA since 2009 
5 DACS (2013) 

operating in precarious conditions and often it is difficult for them to develop 
strategies which allow for their long-term sustainability6. 

Technological change is also putting pressure on traditional business 
models. While there are opportunities with new technologies around product 
innovation and brand promotion, it is important that these opportunities are 
shared and understood across all sub-sectors and practitioners. Sector support 
agencies, such as the Crafts Council and a-n, are seeing a demand, particularly 
from mid-career practitioners who have been out of education for a long time, 
for support to help them adapt their approach to new operating conditions.  

 [We are seeing a] need to reconnect with a trusted 
organisation that can support them and help navigate them in 
this fast-changing marketplace. 

- Crafts Council 

Professional development support for mid-career practitioners is limited and 
fragmented. Recent research found that creative freelancers feel invisible to 
policymakers7. Few creatives are accessing support from ‘mainstream’ training, 
such as Growth Hubs. Furthermore, the number of creative businesses who are 
accessing business support is declining (from 68% in 2010 to 45% in 20168). In 
addition, much of the sector support that is available focuses on recent 
graduates, leaving an important gap for mid-career practitioners. 

Businesses within the creative industries have specific and unique 
characteristics. As founders or entrepreneurs, creatives are likely to have 
different ambitions and goals to those in other sectors, such as pursuing work 
life balance or creative passion. They are in a sector where the opportunities 
for business growth are not clear or linear, and characterised by project-based 
work. They are typically risk averse but in a highly risky, precarious sector. 

6 BIS, Understanding Growth in Micro-businesses (2013) 
7 Creative Industries Federation, Creative Freelancers, July 2017 
8 BEIS Small Business Survey 2016 
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Furthermore, if they grow, they are likely to grow externally, rather than 
internally (i.e. they take on freelancers rather than employees). 

It is this unique operating context, as well as the special characteristics of the 
sector itself that supports the argument for the provision of specialist, sector 
specific support programmes, such as LCN.  

2.2 Objectives 
Across Phase 1 and 2, the London Creative Network aimed to work with 620 
London based visual arts, craft, design and photography small and medium 
enterprises (SMEs)9. It aimed to help micro businesses get to the next level of 
their business by developing their strategic vision, management proficiency, 
systems and products.    

To encourage diversity and representation, there are specific targets for 
working with certain groups. These are female led enterprises (60%), 
enterprises led by someone with a disability (10%), and enterprises led by 
someone from the Black, Asian and Minority Ethnic (BAME) community (20%10).  

Within the programme funding application and delivery plans, the purpose of 
the programme is articulated as the “creation of a successful group of creative 
industries across London able to share in the growth possibilities of the sector”.  
This includes improved sustainability, competitiveness and diversification 
through the development of new products and services.  

2.3 Activities 
LCN is delivered by four sector support organisations: Cockpit Arts, 
Photofusion, Four Corners and SPACE. Each partner brings their own expertise 
working with a particular sub-sector and delivery model. Although the exact 
delivery model varies across the partners (see Figure 1), the LCN programme 
tends to include the following activities:  

 
9 Phase 1: 400, Phase 2: 220 
10 Revised down from Phase 1’s 35% target. 

• Needs assessment/enterprise diagnostic  

• 1-2-1 support and advice  

• Seminars, workshops and talks  

• Networking events  

• Showcases. 

In addition to direct delivery, the four delivery partners meet quarterly. These 
meetings are the main channel for sharing knowledge, updates on spend and 
outputs, and overcoming common challenges. Ongoing engagement with 
partners happens through marketing activities and cross-partners events (e.g. 
exhibitions and showcases). LCN’s marketing includes the production of a 
shared identity, a short film11 about the programme, monthly participant ‘stories’, 
a newsletter, as well as regular social media promotion. These activities are led 
by the programme management team at SPACE in collaboration with the 
delivery partners. 

Cross-partner events and networking sessions are open to all LCN 
participants, rotating between different partner’s studios each time. The event 
management of these is led by the hosting partner and coordinated by the 
management team at SPACE.  

A typical journey for two participants is shown overleaf. 

 

  

11 https://vimeo.com/295185093 
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Client journey – Participant 1  
• 1h needs assessment 

• 3h workshop → P13 output achieved 

• 1h 1-2-1 with industry specialist or in-house mentor  

• 5h workshop 

• 3.5h workshop offsite → C1/C4 output achieved 

• 3h workshop  

• 3h networking event  

• 1.5h 1-2-1 with industry specialist or in-house mentor  

• 3h showcase – launch of prototype + new process → C29 output 
achieved  

 
Total hours: 25  

 

Client journey – Participant 2 
• 1h needs assessment 

• 1h 1-2-1 industry specialist or in-house mentor 

• 2h workshop → P13 output achieved 

• 5h workshop pt.1 

• 5h workshop pt.2 → C1/C4 output achieved 

• 1.5h 1-2-1 industry specialist or in-house mentor 

• Launch of new service/product on website → C29 output achieved  

 
Total hours: 15.5 

 

2.4 Evaluation overview 
An evaluation framework was developed in 2016 (and updated in 2019 for 
Phase 2). It presents the key areas against which the programme’s 
performance is assessed. This is summarised in a Logic Model (see Appendix 
3) and split within the following four agreed outcome areas:  

• Supporting participants to improve their business performance 

• Supporting businesses to innovate  

• Enabling participants to realise their creative ambition 

• Providing strategic added value to partners and stakeholders. 

The bulk of this report (Sections 3-7) tracks the success of the programme 
against each of these desired outcomes. The range of secondary and primary 
research tasks are detailed in Appendix 4. 
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2.5 Programme achievements 
 

Figure 1  Programme design across partners 

 Cockpit Arts Photofusion SPACE Four Corners 
Sub-sector focus Craft Photography Visual arts Photography 
Recruitment and selection  

 

3 rounds of open calls, 
approximately 31% of applicants 
accepted 
 

A rolling recruitment for two 
modules, which applicants can 
apply for one, or both. Also 
selected some participants from 
the open calls. High proportion of 
applicants accepted 

3 rounds of open calls, 
approximately 58% of 
applicants accepted 

2 rounds of open calls, with a 
high proportion of applicants 
accepted 

Project based programme No Yes All applicants apply with a 
specific project 

Yes 

Defined programme end Yes - though offered second 
refusal if they wish to sit in on a 
specific session again, alongside 
the subsequent cohort 

No – although participants 
typically reach their allocation 
time over the first or second day, 
the majority remain involved for 
longer. Typically, this is to attend 
follow up 1-2-1s, or attend other 
shorter workshops and cross-
partner events 

Yes – 6-month programme with 
final presentation 

No – each recruitment cohort 
are added to a shared 
network of alumni and current 
participants. However, 
current and new participants 
are prioritised for some 
sessions 

1-2-1 session Yes Yes Yes  Yes 
Workshops Yes  Yes Yes Yes 
Regular meetings with peers No No Yes No 
Tailored support 1-2-1 initial needs assessment. 

Semi-structured provision, where a 
fixed core provision is 
complimented by the needs of 
each cohort 

1-2-1 initial needs assessment. 
Semi-structured provision, where 
a fixed core provision is 
complimented by the needs of 
each cohort 

1-2-1 initial needs assessment, 
followed by five 1-2-1s with in-
house mentors + additional 1-
2-1s with external consultants  

1-2-1 initial needs 
assessment.  Semi-
structured provision, where a 
fixed core provision is 
complimented by the needs 
of each cohort 
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Engagement targets 
The programme has performed well in engaging female led SMEs across both 
Phase 1 and 2 (Figure 2). Despite falling short in Phase 112, the programme 
successfully surpassed its revised BAME target for Phase 2. This was largely 
due to Photofusion’s successful recruitment campaign targeting artists of colour. 
The programme marginally missed its disability-led businesses target across 
both Phase 1 and 2. 

Figure 2  Progress against target groups, by phases 

Proportion of 
participating 
businesses 
which are: 

Phase 1 Phase 2 Overall 

Target Achieved Target Achieved Target Achieved 

Female led 60% 72% 60% 65% 60% 69% 

Led by someone 
with a disability 

10% 9% 10% 8% 10% 9% 

Led by someone 
from the BAME 
community 

35% 17% 20% 24% N/A 20% 

Source: LCN programme management information. Figures rounded to nearest percentages. Actuals used in 
calculations 

Output targets 
Overall, the programme has performed well on its contractual outputs across 
Phase 1 and 2. A slight under-delivery on the number of enterprises receiving 
support (579) is matched with an over-delivery of the number receiving 
information, diagnostic and brokerage support (693) and the number of 
enterprises supported to introduce new to the firm products (197) (Figure 3). 
This under-delivery was in part due to the COVID-19 outbreak causing final 
programmes activities being cancelled in March 2020. 

 
12 It is worth noting that the ERDF definition of BAME changed post submission, but the target was not amended 

Figure 3  Progress against output targets 

Output Phase 1 Phase 2 Overall 

Target Achieved Target Achieved Target Achieved 

Number of 
enterprises 
receiving 
information, 
diagnostic and 
brokerage support 
(ERDF code P13) 

440 445 
(101%) 

220 248 
(113% 

660 693 
(105%) 

Number of 
enterprises 
receiving support 
(ERDF code C1)  

400 366 
(92%) 

200 213 
(107%) 

600 579 
(97%) 

Number of 
enterprises 
receiving non-
financial support 
(ERDF code C4) 

400 366 
(92%) 

200 213 
(107%) 

600 579 
(97%) 

Number of 
enterprises 
supported to 
introduce new to 
the firm products 
(ERDF code C29) 

100 126 
(126%) 

51 51 
(100%) 

150 197 
(131%) 

 

Source: LCN programme management information 
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Outputs by partners 
SPACE had the largest contribution to the overall programme outputs, 
compared to other partners (Figure 4). They excelled in the number of 
enterprises supported to introduce new to firm products (accounting for 40% of 
total achieved). Cross partner differences can account for this. SPACE had 
(marginally) higher participant figures, as well as differing delivery model; cohort 
based with a defined end once the participant reached 12 hours and they could 
be counted as an output. The other partners operated a rolling model. Here 
cohorts often overlapped, where participants typically remained engaged way 
beyond their 12-hour support target. 

Figure 4  Progress against output targets, by partner 

Partner Total number 
of 
enterprises 
worked with 
(P13) 

Number of 
enterprises 
receiving 
support (C1) 

Number of 
enterprises 
receiving 
non-
financial 
support (C4) 

Number of 
enterprises 
supported to 
introduce new 
to firm 
products (C29) 

SPACE 186 165 165 78 

Cockpit Arts 172 145 145 46 

Four Corners 172 139 139 38 

Photofusion 163 130 130 35 

TOTAL 693 579 579 197 

Source: LCN programme management information 

 
13 Phase 1: £2 million, Phase 2: £860,000 

Financial overview 
The overall budget for the LCN programme was £2.8 million, across the first two 
phases13. 50% of this was from the ERDF, with the four delivery partners 
providing match funding contributions (Figure 5). 

Figure 5  Matching funding contribution, by partner 

Partner Match funding contribution 

SPACE  £530,000  

Cockpit Arts  £360,000  

Four Corners  £342,000  

Photofusion  £195,000  
 

Source: LCN programme management information. Figures rounded to nearest thousand pounds. Actuals used for 
calculations 

Overall programme budget 
Overall, the programme performed well in keeping to the agreed budget for 
Phase 1 and 2. The total underspend at the close of Phase 2 was ~£149,000, 
with a total of £2.7 million spent (Figure 6). SPACE accounted for the highest 
proportion of this spend (37%) (Figure 7). 

Annual underspend in the programme budget was caused by several 
reasons. Firstly, a delay in ERDF payments to partners, especially at the 
beginning of the project, caused partners to spend less as they could not afford 
to wait for defrayal. This had largely improved by Phase 2. Secondly, Phase 2 
events (and their associated costs) were cancelled as part of COVID-19 
lockdown in March 2020. The £149,000 underspend is to be contributed to the 
Phase 3 extension. 
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Figure 6  Programme spend, by year 

Year Budget Actual Underspend14 
2016  £480,000   £480,000   £0    
2017  £631,000   £631,000   £0    
2018  £704,000   £676,000   £28,000  
2019  £755,000   £686,000   £68,000  
2020  £292,000   £239,000   £52,000  
TOTAL £2,861,000 £2,712,000 £149,000 
Source: BOP analysis of LCN programme management data. Figures rounded to nearest thousand pounds. 
Actuals used for calculations 

Figure 7  Programme spend, by partner 

SPACE Cockpit Arts Four Corners Photofusion TOTAL 
£998,000 £699,000 £658,000 £356,000 £2,712,000 

 

Who took part in the LCN programme? 
The vast majority of the LCN programme participants are sole-traders 
(89%), with the highest proportion working in the photography (46%) 
and visual arts (31%) sub-sectors. 

On enrolment, there was an equal split in the proportion of emerging 
artists (47%), who had run their businesses for less than 6 years, and 
mid-career artists (46%), who had run their businesses for between 6 
and 20 years. Just 7% of respondents had been running their 
businesses for over 20 years.  

Appendix 1 provides a full participant profile. 

 

 
14 An underspend in first two years of the programme were re-budgeted for Phase 2 

Source: BOP analysis of LCN programme management data. Figures rounded to nearest thousand pounds. 
Actuals used for calculations 
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3. Supporting participants to 
improve their business 
performance 

Summary 
Prior to LCN, participants found it difficult to engage with the business 
aspects of their practice. LCN has successfully provided rare and valuable 
insight for participants to become clearer about their overall business 
objectives and how to reach them. 

LCN has had a positive impact on most participants’ turnover, reflected 
in testimonies and financial uplift. This was felt most strongly by those in 
the craft sector. 

On average, responding participants experienced a turnover uplift of 
18%, from £20,200 to £23,700. This turnover uplift translates into a total 
turnover uplift for all participants of £2.4 million. Although not all of this can 
be attributed to the programme itself, the average uplift of £3,500 per 
respondent is significant for businesses of this size and type. 

LCN has had a positive impact on most participants’ earnings / profit, a 
key measure of business health and resilience. On average, sole traders’ 
earnings increased by £2,900 (up 41%). This was a greater uplift 
compared to the programme as a whole. 

LCN has had a positive impact on participants’ ability to develop new 
ways of earning a living. However, participants still lack confidence in their 
ability to earn their desired level of income from their practice. The majority 
still need to supplement the income from their practice.  

Employment growth was marginal. Nearly three in four participants’ 
FTE count remained unchanged. This is not surprising given the large 
proportion of single person businesses, where taking on employees can be 
a significant new cost and risk. There has been an increase in the number 

of part-time employees and a slight fall in full-time employees. Overall, this 
meant an increase of 7 FTEs across the programme. 

3.1 Business planning and goal setting 
The LCN programme aims to encourage competitiveness and productivity 
through focusing on individual businesses’ growth plans. Supported by mentors, 
participants are encouraged to set realistic goals for their business, with clear 
strategic steps to achieving them. 

Prior to LCN, participants found it difficult to engage with the business 
aspects of their practice. This was found to be due to two main reasons. First, 
reflecting the sector at large, participants see themselves as primarily artists / 
designer makers / creative practitioners. Decisions based on creativity and 
passion are often prioritised over more commercial decisions. Second, there is 
a lack of relevant training opportunities available to them to strategically review 
and plan for their business. Half of respondents reported that no other 
organisation provides access to the same level and quality of support as the 
LCN programme. Universities were seen as lacking in their provision of 
contemporary business skills and insights for graduates to grow a business in 
an everchanging marketplace. 

On enrolment, presenting and promoting work, planning and goal setting, 
and brand / profile development were the most relevant needs among 
respondents (Figure 8).  
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Figure 8  Most relevant needs for participants on enrolment 

 
Source: LCN enrolment data (n=588-617) 

LCN has supported participants to become clearer about their overall 
business objectives and how to reach them. Participants reported a greater 
ability to effectively plan for the future, manage their finances, and promote their 
work (Figure 9). Over half of respondents (56%) felt the LCN programme had a 
very large positive impact on their ability to plan for the future of their 
business/practice. 41% of respondents felt the LCN programme had a very 
large positive impact on promoting their work. Furthermore, just short of a third 
(30%) felt the LCN programme has had a very large positive impact on their 
ability to better manage the financial side of their business/practice. 

Figure 9  LCN had a positive impact on...  

 
Source: LCN completion survey (n=311, 310, 312) 

LCN has helped build participants’ sense of professionalism and confidence 
in their value proposition. Participants valued the discipline of setting specific 
action points, being realistic with their financials (i.e. pricing and costs) and 
having regular reviews with peers or mentors. These helped participants stay on 
track.     

 I’ve got a greater professionalism to attract businesses and 
funding – I’m now a serious business. 

- LCN participant 

An example of this was encouraging realistic pricing, based on an analysis of 
all costs rather than ‘gut’ feelings. Shared during a focus group, an artist spoke 
of how she now has the confidence to stand by her quoted prices under 
pressure from clients to lower them. She now better understands what the 
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impact of discounting her rates would be to her business and has turned down 
work because of this. 

 I have increased my prices by 150% which I would not have 
had the confidence to do before. 

- LCN participant 

3.2 Turnover  
The LCN programme aims to grow participants’ turnover through a combination 
of business plan diagnostics, financial reviews and revenue diversification. 
These includes focusing on specific pricing strategies, promotion, and, where 
relevant, introduction of new products / services.  

LCN has had a positive impact on the turnover of two in three (69%) 
responding participants, reflected in their testimonies and financial uplift (Figure 
10). 

Figure 10  Impact LCN had on participants’ turnover 

 
Source: LCN completion survey (n=300)  

Cockpit Arts participants, and those working in the craft sector by extension, 
accounted for the highest proportion of those who felt that LCN had had a 
positive impact on their turnover – with three in four (75%) reporting this. The 
other delivery partners ranged from 52% to 68% of their participants reporting 
their support had a positive impact on their turnover. Figure 22 in Appendix 1 
provides a full partner breakdown. 

On enrolment, respondents had an annual average turnover of £20,200. Six 
months after the end of their engagement with the programme, for the same 
respondents their annual average turnover had risen to £23,700. This 18% 
turnover uplift translates into a total turnover uplift for all participants of £2.4 
million. Although not all of this can be attributed to the programme itself (see 
Appendix 2 for a full economic impact assessment), the average uplift of £3,500 
is significant for businesses of this size and type (Figure 11).  
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Figure 11  Impact LCN had on participants’ turnover – financials 

 Before After Difference Difference 
(%) 

Total turnover for 
all 288 
respondents 

£4.6m £5.4m £0.8m 18% 

Average turnover 
per respondent 

£20,200 £23,700 £3,500 18% 

Total turnover for 
all 693 
participants  

£14.0m £16.4m £2.4m 18% 

Average turnover 
per participant 

£20,200 £23,700 £3,500 18% 
 

Source: LCN enrolment and completion surveys. Averages exclusive to those who completed both enrolment and 
completion survey. Turnover figure rounded to nearest £100,000. Turnover per respondent / participant rounded to 
nearest £100. Actuals used for calculations 

Six months after leaving the LCN programme, half of responding participants 
expected their turnover to be higher compared to the previous year. Only 9% 
felt that it would be lower. Participants in the craft sector were most likely to 
expect their turnover to be higher, with a sector average of 60%. There was no 
clear correlation between the age of the business / practice and expected 
change in turnover. This supports the assessment that it takes time for the full 
impact of the programme to become apparent on the business bottom line. 

 While it’s early days, the new work I’ve created 
reassures me that my turnover is going to be bigger 
next year. 

- LCN participant 

3.3 Profits and earnings 
Addressing low earning and the precarious position of creative practitioners is 
one of the key aspects of improving resilience of practitioners in the sector. The 
LCN programme aims to support participants to grow their earnings from their 
practice, depending less on supplementary and/or complimentary income. 

Profits describe the amount of value created by the business once all the 
costs associated with operating have been accounted for. It is a key measure 
for the health of a business. 

LCN has had a positive impact on the profits of two in three (69%) 
respondents. A quarter (24%) reported there was no impact on their profit 
(Figure 12). The age, type and size of the business or practice has had only a 
very marginal effect on the reporting of profit across the respondents. 

Figure 12  Impact LCN had on participants’ profit 

 
Source: LCN completion survey (n=299)  

It takes time for the full financial impact of business support to develop. 
Some of the focus group participants indicate they anticipate or hope to see 
future growth driven by LCN support. 
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 Hopefully it will bring profit in the future, but I don’t think 
it is a quick process. 

- LCN participant 

Sole traders make up the vast majority (89%) of LCN participants. When 
calculating their earnings from their practice, this evaluation included profit, as 
well as anything they describe as being taken out of their businesses as 
‘wages’15. 

The average earnings for sole traders increased by nearly 41% when figures 
at enrolment were compared with six months after they leave the LCN 
programme, from £7,000 to £9,900. This is a higher increase compared the 
programme as a whole (with an average increase of 29%) (Figure 13).  

Figure 13  Change in participants’ earnings before and after the LCN 
programme 

 Before After Difference (£) Difference 
(%) 

Average earnings 
for all respondents 

£9,200 £11,900 £2,700 29% 

Average earnings 
for sole trader 
respondents 

£7,000 £9,900 £2,900 41% 

Source: LCN enrolment and completion surveys, average calculated from those participants with complete 
enrolment and review information. Figures raised to nearest significant number and whole percentage. Actuals 
used for calculations. 

 
15 In accounting terms, sole traders earning from the business are profits, rather than wages. However, the data 
suggests many LCN sole trader participants identify wages. Therefore, for this analysis we have combined wages 
and profits to provide an overall idea of earnings from the practice.   
16 Those who provided their profit and the amount they need to earn so they won’t need it to be supplemented by 
income from other jobs 

Just over half (56%) of participations who provided financial figures on 
enrolment and following the programme saw their earnings increase. This was a 
similar proportion when looking just at sole traders.  

Over three-quarters of respondents (79%) felt LCN has had a positive impact 
on their ability to develop new ways of earning a living through their 
business/practice. A quarter (27%) felt LCN has had a large positive impact. 
Despite this, follow their engagement in the programme, participants still lacked 
confidence in their ability to earn their desired level of income from their 
practice, with an average score that was unchanged since enrolment (5.9 at the 
end compared with 6.0 at the start).  

Many small creative businesses must supplement the income that they earn 
from their practice. For 283 respondents16, on average they need to earn 
£26,800 per year from their practice or business (profit) to avoid needing to 
supplement their income with other jobs or sources of income. Following the 
LCN programme, only 19% of these respondents reached their target17.  

However, it is worth noting that many creative practitioners will continue to 
take up second jobs out of choice, rather than purely through financial 
necessity. Furthermore, it’s unlikely that creative practitioners will give up part-
time work for fear of a downturn in their business in the future. As well as 
topping up their annual earnings, work outside their studio time can inform their 
artistic practice and play an important part of their business model (e.g. 
teaching).  

3.4 Employment 
Employment growth is not expected to be a significant outcome of the 
programme. The vast majority (94%) of the businesses that have enrolled on 
the programme are one person enterprises, some of which are full-time and 
some part-time. Therefore, it is a big jump for most of these businesses to raise 

17 Phase 2 participants were asked to breakdown their income by core (i.e. their practice), complimentary (e.g. 
teaching) and supplementary (e.g. café work). The returned data was too small of a sample to be robust for 
analysis.  
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their turnover to a point where they can employ another person through a full-
time or part-time contract. 

The average full-time equivalent (FTE) per respondent increased only very 
marginally, from 0.87 FTE at the start of the programme to 0.89 at the end of 
the programme. This is based solely where employment figures were given at 
both the start and six months after they left the programme. 71% of 
respondents' FTE count was unchanged. 14% of respondents saw their FTEs 
increase, with 15% seeing their FTEs decrease. Seven sole traders took on 
employees for the first time. Of these seven, two took on one full-time employee 
each and five took on 1 to 4 part-time employees. There was no clear 
correlation between the size of employment increases when compared with 
business age or sector. 

Whilst there has been marginal change in the overall average number of 
FTEs, there were notable changes in the type of employment. The number of 
part-time workers increased (by 12.5 FTEs) while the number of full-time 
workers fell slightly (by 5 FTEs). The net result of these changes is an overall 
increase of around 7 FTEs. Figure 21 in Appendix 1 provides a full employment 
breakdown. There was very little change in the proportion of respondents who 
occasionally employ freelancers / apprentices / work experience placements – 
ranging around 17-18%. 
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4. Supporting businesses to 
innovate  

Summary 
LCN has successfully stimulated innovation amongst participants. Nearly 
half of respondents introduced a new process, service or product to their 
business. On average, each responding business introduced 3.2 new 
processes, services or products.  

The average number of new processes, services or products for craft 
businesses at Cockpit Arts was over double that of the other partners. 

Firms are already seeing sales from these new products/services. A 
total income of £204,000 was earned from new product or services by 
these respondents, with an average income from new products / services 
of £3,200 per respondent. These incomes range dramatically, from £100 to 
£20,000. 

There has been only a marginal increase in the confidence of 
participants’ ability to develop new products or services. However, this 
reflects the high levels of confidence that were reported by respondents on 
enrolment. 

Innovation is not just the development of new products and services for 
some consultees. Some participants see innovation inherent in being a 
creative practitioner. Others found the LCN programme encouraged them 
to carve out time and resources to experiment, helping their practice 
develop. 

 

The LCN programme aims to support participants to develop new products and 
services. They are taught about new processes and techniques, as well as 
given opportunities to test new ideas. The desired upshot of this is improved 
attitudes towards innovation / technological adoption. This was distinctly 
different from its predecessor, the NCM programme.  

The vast majority (89%) of respondents felt the LCN programme has had a 
positive impact on their ability to develop new products and/or services. This 
was an important area for participants, with just 4% stating that developing this 
ability was not part of their plan. Furthermore, 81% of respondents felt the LCN 
programme has had a positive impact on their ability to use a new creative 
process or technology (Figure 14). 

There has been a marginal increase in confidence in participants’ ability to 
develop new products or services, with an average scoring of 7.8 on enrolment, 
which increased to 7.9 six months following the programme. 

Figure 14  LCN had a positive impact on... 

 
Source: LCN completion survey (n=299, 279) 

In total, 143 respondents (45%) reported that they introduced a new process, 
service or product to their business. Among these 143 innovators, on average 
each business introduced 3.2 new processes, services or products to their 
business (Figure 15).  
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Figure 15  Number and value of new processes, services or products 
created by ‘innovators’, per partner 

Partner Average #  Average sales from 
new processes, 
services or products 
(£) 

Cockpit Arts 5.3 £1,900 
Four Corners 1.8 £3.500 
Photofusion 1.9 £3,850 
SPACE 2.6 £4,500 
Across partners 3.2 £3,200 
Source: BOP analysis (n=143, 64). Average sales from new products, services or products rounded to nearest 
£50. Actuals used for calculations. NB ‘Innovators’ are firms that identified as introducing one or more new 
products/processes/services.   

The average number of new processes, services or products for craft 
businesses at Cockpit Arts was over double that of the other partners (Figure 
15). SPACE had the highest average value of sales coming from new 
processes, services and products, at £4,500. It’s important to note that these 
figures are exclusive to participants who provided financial data and / or 
planned to develop new processes, services or products as part of LCN. 

A total income of £204,000 was earned from new product or services, with 
an average of £3,200 per respondent18. These incomes range dramatically, 
from £100 to £20,000. SPACE contributed the most, accounting for 37% of the 
total income, followed by Four Corners (33%). 

There is a wide variety of new products and services developed as part of 
the programme. Examples discussed in the focus groups included offering film 
making as a service alongside photography, developing a new exhibition and 
offering bespoke handmade photography prints. Here, craft and visual arts are 
likely to have more retail value than photography or a fine art installation.  

 
18 Of the 64 respondents who provided the financials for new products or services 

Participants have experimented with new routes to market and products at 
different price points. For example, one photographer tried out a new line of 
posters and prints at a lower price point at the Art Car Boot Fair.   

Innovation is not just the development of new products and services for 
some consultees. These consultees report that innovation’s connection to new 
products, processes and services is at odds with the way the creative sector 
experiments with new ideas. First, that their practice is innovative in nature, 
where creating bespoke and novel designs and products is central to their 
business plan and offer. Second, innovation is part of their creative process, 
which is not always destined for a set output; rather an exploratory process, 
where they are playing with new ideas. 

Other ways participants have innovated include learning new skills or 
experimenting with a new medium, for example working with 16mm film or 
working with Virtual Reality software.  
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5. Enabling participants to realise 
their creative ambition 

Summary 
LCN has had a positive impact on participants’ ability to find collaborators 
and freelance / sub-contractors. They are also more likely to outsource 
part of the production of their work. This external growth is characteristic of 
the creative industries, in contrast to taking on employees directly.  

LCN has had helped many participants to develop a new creative 
direction for their work. The supportive peer network played an important 
role in this, enabling participants to build their confidence and test their 
ideas. 

Overall, the programme has led to some pivotal changes in direction for 
participants and raised the aspirations of others.  

 

The LCN programme aims to support participants to realise their creative 
ambition. This is chiefly through facilitating a network of peers, better defined 
creative goals for their business and practice, more efficient processes for 
managing their business activity, and new creative direction. Group 
presentations (“crits”), workshops and showcases are the main activities to 
facilitate this. 

5.1 Finding collaborators 
Access to a supportive peer network is important to LCN participants, scoring 
8.9 out of 10 on enrolment. Consultees recognise real value in engaging with 
other practitioners to test and collaborate on new ideas, processes and 
products. This is particularly relevant given the fragmented and isolated nature 
many creative businesses work.  

The vast majority of respondents (83%) felt LCN has had a positive impact 
on their ability to find collaborators. This contributed to just under two in three 
(62%) reporting that LCN has had a positive impact on their ability to find 
freelancers/sub-contractors, and 37% of respondents more likely to outsource 
part of the production of their work following the LCN programme (Figure 16). 

Figure 16  LCN had a positive impact on... 

 
Source: LCN completion survey (n=306, 269) 

This increased access to collaborators and freelancers / sub-contractors is 
likely to have a positive long-term effect on participants’ employment growth. 
Whilst in the short-term there has been very little change in the proportion of 
respondents who occasionally employ freelancers / apprentices / work 
experience placements (see Section 3.4), consultees spoke of how they were 
still in the discussion stage and see this as ‘a long path’. 

There has been a slight increase in those who felt connected to relevant 
peer networks, with an average scoring of 5.9 on enrolment, which increased to 
6.6 on their completion of the programme.  

The Peer Forum Award provides an example of successful collaboration 
thanks to LCN. As Artquest’s annual Peer Mentoring programme, the Peer 
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Forum aims to assist artists by providing them with the funding, space and 
resources necessary to establish their own peer mentoring groups. Following 
LCN, a group of participants carried on meeting and successfully applied as a 
collective and were awarded the Peer Forum 2018 Award. This award funded a 
follow up 2018 exhibition of their work in East London. 

 I feel much more connected now. I now know people I 
can go to if I want to collaborate on a new project. 

 I don’t know whether these new contacts will result in 
future collaborations – but just having connections I can 
meet and talk about my ideas is so great! 

- LCN participants 

5.2 New creative direction 
The programme has enabled many participants to develop a new creative 
direction for their work. Three in four (77%) respondents scored 7 or higher out 
of 10 when asked whether the LCN programme has enabled them to develop a 
new creative direction for their work. A quarter (27%) scored the programme 10 
out of 10. The overall average score was 7.6 out of 10. 

Beyond business support from experienced mentors and sector experts, 
support comes from within the cohort itself. This was, in part, facilitated by the 
programme delivery. The LCN programme enables participants to have a ‘safe 
space’, away from their usual studio and routine to express and test ideas with 
their peers, before developing them further and taking them to market.  

Consultees explained how attending regular peer review meetings were very 
useful for them to ‘verbalise their ideas’. This is an opportunity to share in a safe 
supported environment and compare work to others. Several peer-led groups 
have continued to meet after the formal support ended.   

There are some real success stories of participants gaining confidence to 
play and, in some cases, change their creative direction. Artist-Maker Maria 
Hatling is an example of this. Maria had decided to leave her in-house print 
designer role to create her own work. The Cockpit Arts team supported her to 
try new techniques, ultimately re-structuring her creative practice to develop 
works for interiors. 

 Re-structuring my creative practice has in many ways 
been a brave move but with the support of LCN and the 
Cockpit Arts community it’s been possible. It’s vital to 
have regular sessions with mentors that can support 
your progress and, at times, hold you accountable for 
lack of progress. 

- LCN participant 

Ceramic artist and designer, David Marques provides a further example of a 
participant changing their direction. The LCN programme has enabled David to 
focus on his bottom line by developing his Jewellery for the Home range. 
Working to improve his cash flow, he has developed a scaled down version of 
his work. His installations were once solely on a gallery sized scale, but they 
can now be developed on a much smaller scale. This has enabled him to work 
with clients who have smaller budgets and with shorter production times. 

 Throughout my time on the programme I have come to 
realise that I want to follow a largely different direction 
for my work. 

- LCN participant 
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6. LCN’s economic impact on 
London 
6.1 Additionality  
To understand the impact of the LCN programme as a whole, it is important to 
unpack the extent to which the programme activity has led to the changes 
identified. Figure 17 suggests that while not all changes can be directly 
attributed to the LCN programme, we can be confident that a proportion of the 
change is down to LCN. In Appendix 2, the proportion of impact is explored and 
evidenced further.   

Just over three-quarters (78%) of respondents felt they were able to achieve 
their results faster because of taking part in the LCN programme. This also 
suggests the programme has been responsible for some of the changes that 
are apparent in the financial data. 

Figure 17  Without the LCN programme, do you think that you would have 
achieved… 

 
Source: LCN completion survey (n=298) 

6.2 Economic impact 
The full details of the economic impact assessment can be found in Appendix 2.  
The key findings from this show that to date, across Phase 1 and 2, there has 
been: 

• Gross turnover uplift of £2.4 million 

• Net turnover uplift (once accounting for the additionality factors) of £980,000 
(see Figure 18). 

• This translates to a net annual GVA uplift of £608,000. 

Figure 18  Gross to net calculation 

 
 
Source: BOP analysis 
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6.3 Value for money 
Across Phase 1 and 2, on average it cost £3,900 to support each enterprise 
(P13) and £13,800 for each firm introducing new to firm products (C29). The 
cost per output varies across delivery partner, as shown in Figure 19.   

Figure 19  Value for money calculations, by partner 

 
  SPACE Cockpit 

Arts 
Four 

Corners 
Photofusion TOTAL 

Total number of 
enterprises worked 
with (P13) 

186 172 172 163 693 

Programme spend £988,000 £699,000 £658,000 £356,000 £2,712,000 
Cost per enterprise 
supported 

£5,400 £4,100 £3,900 £2,200 £3,900 

Number of 
enterprises 
supported to 
introduce new to 
firm products (C29) 

78 46 38 35 197 

Cost per output 
enterprise 
introducing new 
firm to products 

£12,800 £15,200 £17,300 £10,200 £13,800 

 
Source: BOP analysis of programme management information. Figures rounded to significant figure. Actuals used 
in calculations. 

The value for money can also be measured through the cost-benefit ratio 
which links the public funding for the programme to the net GVA. This ratio is 
estimated to be 1.219, suggesting that for every £1 of public money invested, a 
return of £1.20 in GVA. However, given that many participants articulate that the 

 
19 The median of the Net GVA to cost ratio, as calculated in Appendix 2’s Value for Money section 

impact of the programme is yet to translate into an uplift in sales or profit, this 
figure may rise in the future.   
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7. Strategic Added Value  
Strategic Added Value (SAV) describes the influence and impact the 
programme has had on partners and stakeholders, rather than focusing on the 
individual beneficiary. 

To ascertain the Strategic Added Value of the LCN programme to date, the 
evaluation draws on interviews with seven key stakeholders, as well as 
interviews with the delivery partners. Follow up interviews were conducted with 
the delivery partners for Phase 2. The following aspects of SAV were identified: 

Strategic leadership 

Phase 2 further developed the programme’s positive reputation for high quality 
business support. The first two phases have successfully cemented the four 
delivery partners as sector leaders in providing high quality business support. 
Partners effectively drew on their own practical experience from working in the 
sector themselves, as well as gaining further insight and resource from the LCN 
networks forged since 2016. 

The programme model itself is seen as a valuable case study for this type of 
specialist enterprise support. The Mayor of London’s Culture Team has 
expressed interest in adopting aspects of the delivery model within their 
Creative Enterprise Zone programme.  

 This is a model we would like to look at within the 
Creative Enterprise Zone Programme. 

- LCN partner 
 

The economic and political landscape has changed dramatically since LCN 
was conceived and begun its delivery. Brexit and the current COVID-19 
pandemic will have both serious direct and long-term impact on funding, mobility 
and business growth for the creative sector. Partners and stakeholders 

recognised that evidence, as found in this report, is invaluable in strengthening 
sector organisations’ voice in influencing plans for future support. An example of 
this is the UK Shared Prosperity fund, which is likely to replace the EU Structure 
Investment Funds, of which ERDF is a part. 

 There are lots of pieces of work [looking at growth] from 
a macro level but a dearth of evidence about what 
growth looks like in the individual firm level. 

- LCN stakeholder consultee 
 

Some stakeholders reported that there is an opportunity for LCN partners to 
advocate more consistently and strategically for artistic development and 
enterprise support. SPACE has a long history of advocating for studio space 
which could be broadened. The team has started to develop this sector 
leadership role, for instance through the LCN conference that brought together 
creative business support providers from other parts of the UK. The programme 
also provided detailed info to the Creative Industries Federation on the 
partnership’s experience in running business support for creatives through 
ERDF. They also provided a series of recommendation to inform the Shared 
Prosperity Fund discussions. 

Strategic influence 

There is some evidence that LCN is influencing and informing other 
organisation’s approaches. DACS, for example, identified how their involvement 
with LCN has provided a valuable opportunity to learn from practicing artists 
about the problems they are facing. This provides case study material they can 
include in presentations to other groups; one question in an LCN session has 
led to a new factsheet on contracts which is now on their website.   

The Crafts Council indicated how they can signpost applicants to their over-
subscribed support programmes to Cockpit Arts and the LCN programme. This 
enabled them to focus on cold spots for support elsewhere in the UK. 

 

“ 
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Programme partners all spoke of how LCN has enabled them to scale up 
their delivery, bringing in specialist consultants and engage with a wider range 
of businesses where they wouldn’t have been able to otherwise. Whilst they are 
unlikely to be able to continue the same scale of delivery, a ‘pipeline’ of LCN 
alumni has already enrolled in partner’s other programmes, as well as taken up 
studio space. Cockpit Arts spoke specifically on how a number of LCN alumni 
has since taken on studio leases with them, where before LCN they wouldn’t 
had had the confidence to. 

Leverage 

The programme has successfully leveraged match funding from the four 
partners of £1.4 million, across Phase 1 and 2. Where all partners run 
programmes alongside LCN with their own associated costs, this is a significant 
funding commitment over an extended time.  

All programme partners reference LCN in their funding applications, 
evidencing the impact they have achieved. Whilst none could attribute LCN to 
unlocking further funding to date, all partners recognised the range of ‘success 
stories’ and lessons learned they are able to share when applying to funders 
(e.g. budgeting, diagnostics, bespoke support). 

Synergy 

In an environment where creative enterprise support is fragmented and often 
programmes work in isolation, the consortium approach is unusual, impressive 
and demonstrates the leadership opportunity of working together.  

 We are colleagues, more than competitors.  

- LCN partner 
 

Interviews with programme partners show an effective working partnership 
with a shared goal of providing the best support possible. Regular partner 
meetings, chit chats - bringing together participants from different partners, 
referrals between partners, and plans for a second extension illustrate this.  

Some partners felt that, on occasion, there could be an overfocus on delivery 
at the detriment to more in-depth discussion of cross-partner innovative 
delivery. More shadowing across partners was suggested for the extension, if 
successful.  

External stakeholders found the programme be ‘an active listener’, reaching 
out to key sector organisations (such as DACS, ACE) to provide up to date 
insight and content for participations. This ensured the teaching was 
contemporary and relevant. 

Programme delivery partners all spoke of how LCN integrates and has 
strong synergy with their current offer, fulfilling their ‘aims of supporting creative 
practitioners’. 

 LCN really works well for us; it integrates into what our 
business support usually does… [LCN] has developed 
our focus further on what we give our craft people. 

- LCN partner 
 

The LCN programme has built new partnerships and cemented existing 
ones. For SPACE, the LCN programme has enabled them to work with some 
key strategic partners, such as London Centre for Book Art, Blackhorse 
Workshop, and Redbridge Council. Other partners have indicated they have 
been able to take advantage of relationships which they wouldn’t have been 
able to without the programme. 

 

“ 
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Engagements  

All programme delivery partners have learned new ways to effectively engage 
with creative businesses. To meet their diversity targets, each partner 
introduced new mechanisms. Photofusion worked with partners to ‘reach out’ to 
marginal applicants, registering them with HMRC and making them eligible for 
the LCN. Photofusion had learned from Phase 1 that these were 
disproportionally artists of colour. Programme managers attended an autism 
awareness course, enabling them to better support participants with disabilities. 
SPACE trialled a shorter 3-month intensive programme. Participants on this 
programme were not able to launch a product but met the 12hr+ output 
requirement. This provided a useful model / pilot of what is possible in a shorter 
time and less funding, shall funding finish. 

Stakeholder views on LCN 

Overall stakeholders are positive about LCN and the importance of 
development programmes for artists and creative practitioners. They support 
the rationale for investment and the value in programmes for mid-career 
professions, helping them adapt to change and connecting them up to reduce 
isolation.   

However, overall, consultees find it difficult to distinguish between the LCN 
programme activities and those of the partner organisations more generally. 
Few stakeholders knew much about the partnership model of delivery or could 
articulate how the programme strands fit together. This may be in part because 
of the fragmented nature of creative sub-sectors and sub-sector business 
support. For example, Crafts Council’s experience of the LCN programme was 
through Cockpit, while ACE was through SPACE.  

Due to this fragmented view of the programme, it has not always been 
possible for the strategic value of the programme to be separated from the 
value of the delivery partner. Partners all expressed a desire to improve their 
joint delivery and advocacy in Phase 3.  
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8. Participants’ reflections on 
programme delivery 
Participants are extremely positive about the programme and would recommend 
it to their peers. On average, respondents scored 9 out of 10 when asked 
whether they would recommend this programme to other businesses and 
practitioners in their industry. This equates to a Net Promoter Score (NPS) of 
81%, where 81% of 299 respondents can be classed as promoters (scoring 9-
10/10), rather than passive (who would score 7-8/10) or detractors (who would 
score 0-6/10). 

The 1-2-1 sessions are seen as an important backbone of support, with an 
average scoring of 7 out of 10 when asked whether the programme was tailored 
to their needs. Specific content around financial management is the most 
welcomed. Many participants benefit from learning within a regular group of 
peers; feeling accountable to their group and improving motivation. It also 
provides the necessary incentive for them to focus on their business and 
structure their thoughts, away from creating the work itself. 

 Most importantly, LCN has created an opportunity to 
organise my thoughts, reflect against the knowledgeable 
mentor support and deliver at the set deadline. 

 The workshops - they were really varied, with great 
tutors and guidance provided. 

- LCN participants 
 

The vast majority (81%) of respondents feel that they have met their 
objectives set out at the start of the programme. Furthermore, respondents gave 
an average score of 8 out of 10 for whether the programme had met their 

expectations and whether it has made a valuable and lasting impact on their 
business and practice. Effective programming encourages participants to 
engage with the process, providing an average score of 7.5 out of 10 who said 
they made the most out of the programme. 

 I thought the mentoring was extremely valuable, both 
mentors were fantastic and really helped my project 
come to life. 

- LCN participant 

There are also several unexpected consequences noted by participants. 
First, the realisation that they are doing better than they expected in developing 
their business. Many work independently and do not have a regular peer group 
to share their ideas and concerns, making it hard to gauge how far they’ve 
come. LCN provides them access to other businesses to benchmark this 
progress. Second, that they have valuable pre-existing skills that are relevant 
and effective in developing their business and practice. LCN provides 
reassurance that they can implement these skills. Third, that a supportive peer 
network already exists near where they work, where an opportunity to 
collaborate or engage with exists. Finally, they can play with their practice. LCN 
provides reassurance and the space to try new ideas that may transform and 
improve their practice.   

 [LCN] taught me that I can still play with my ideas and 
products. Taking risks with new designs can be 
rewarding. 

 The realisation that there are others like me nearby. 

 

“ 

 

“ 
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9. Success factors and challenges  
9.1 Success factors 
LCN has a unique offer to practitioners. Alternative business development 
programmes typically are sector specific. Cited examples include the Crafts 
Council’s Hothouse programme (for start-ups only), London College of 
Fashion’s Fashion Tech Emerging Futures programme (for fashion and 
technology sector only), and commercial workshop spaces (often networking 
events only). 

LCN’s distinctiveness came from the following factors:  

Focus on mid-career business development. The programme focuses on 
sustainable business development, rather than on artist development per se. It 
provides content that is often missed in degree courses, such as copyright and 
business planning. Also, many other support programmes focus on recent 
graduates and start-ups. LCN’s explicit focus on mid-career professionals 
makes it special, as they are concentrating on a group that is often undefined20 
and underrepresented. Something that LCN sought to address in their one-day 
symposium, Pivotal Moments in Developing Artistic Practice: Professional 
Development Models for Mid-Career Artists in September 2018. Discussions 
from this event were published in May 201921. 

 [There is a] real lack of teaching about how to make a 
living out of art in universities. This is where LCN is so 
important. 

- LCN participant 
 

 
20 LCN broke down its enrollment data as <3, 3-6 years, 6-10 years, 10-15 years, 15-20 years and >20 years. 
Beneficiaries with 6-10 years are classified as mid-career by LCN.    

Tailored support for very small businesses or self-employed, which are 
often not catered for by general business support programmes. The programme 
offers flexibility to enable those with other responsibilities and portfolio careers 
to participate. Delivery also responds to changing needs of participants, rather 
than continuing with a ‘cookie cutter approach’. The introductory needs 
assessment is specifically seen as key to a tailored support. 

Scale of LCN in terms of the partners, funding and geographical reach. This 
scale enables partners to support a wide range of practitioners, recruit a team of 
specialist staff and engage with specialist organisations to deliver sessions. An 
extensive list of contacts and success stories were cited as a real legacy of the 
programme for delivery partners. 

Reputation of partners. The individual reputation and profile of the four 
delivery organisations within their respective creative specialisms stood out as 
an area of distinctiveness. This is a strong draw for participants. LCN also 
enables the organisations to complement their ongoing support and delivery 
with additional activity, as well as adopt new ways of working to suit new types 
of creative practitioners.   

The pros and cons of support provided free at point of delivery is a theme 
in many discussions with participants and stakeholders. On the one hand, this 
model enables practitioners with low earnings to access support they would not 
otherwise have been able to. Furthermore, the broad range of expertise on offer 
at no cost to the participant encouraged experimentation with different types of 
support and training, which young micro-businesses may not be willing to do if 
charged at the market rate. On the other hand, some stakeholders argue that 
artists and creative practitioners should be encouraged to invest in their 
professional and business development to see it as something worth investing 
time and energy in. Stakeholders spoke of a danger when support is free at 
point of delivery that participants will not engage or commit fully with the 
programme.  

21 https://spacestudios.org.uk/wp-content/uploads/2019/05/Pivotal-Moments-SPACE.pdf 
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There is evidence that the delivery partners reflected and adapted their 
support based on participant needs. Following Phase 1, SPACE reflected on 
how their 6-month public showcases proved very labour intensive and failed to 
attract sector interest. In Phase 2 they switched to a slimmed down 6-month 
presentation to industry experts, who provided direct feedback to take with 
them. Photofusion reflected on their lack of diversity. In Phase 2 they made an 
invested effort to proactively reach out to artists of colour, ensuring they are 
HMRC registered and applying for the programme. Four Corners adapted their 
content to the needs of participants. In Phase 2 they focused more explicitly on 
exhibition and curation skills, seen as a growing industry requirement. Several 
programme managers also attended an autism awareness course, enabling 
them to better support participants with disabilities in Phase 2. 

A positive experience has provided a healthy pipeline of alumni 
participants for partners’ other programmes. Several partners spoke of how 
participants have since taken up studio space and hired out equipment following 
LCN.  

9.2 Challenges 
The partnership between the four prestigious arts organisations is a key 
strength of the programme. This type of collaboration is quite unusual in a 
competitive funding climate where organisations are vying for limited funding.  
The consortium model should be applauded, but it is not without challenges.  
One of the key challenges is how LCN can maximise the value of the 
programme, ensuring it has additional value than four separate 
organisations delivering smaller separate programmes to specific sub-sectors. 
Although, perhaps less important for the participants, this issue is central to the 
task of articulating the value of LCN to stakeholders and potential funders. 
Stakeholders suggest they have a limited understanding of LCN as a whole, 
rather they only saw it from the perspective of one delivery partner or sub-
sector. 

Financial literacy of participants was a consistent challenge across Phase 
1 and 2. A lack of training in this area was a common theme, with a sense of 
nervousness around accounting and cash flow forecasting. This caused further 

issues for the evaluation. First, respondents frequently skipped financial 
questions when completing the completion survey; key data for the economic 
impact assessment and evidencing business growth. Second, these figures 
needed to be reviewed for accuracy. For example, partners reported they 
regularly had to explain the distinction between turnover and earnings when 
respondents were filling out the survey. 

Despite partners taking part in autism awareness training in Phase 2, the 
programme fell short in meeting its target for engaging with disability-led 
businesses. Whilst this was marginal, the LCN delivery team recognise that in 
Phase 3 all partners need to work collectively to make progressive steps 
towards representative diversity in their participants. There are plans to move 
beyond amending marketing and place diversity central to the programme 
recruitment and delivery, with a greater reflection on how the programme and 
perhaps the delivery partner organisations sit and may be perceived in these 
communities. 
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10. Recommendations for Phase 3 
Drawing on the findings from the Phase 1 and 2 evaluations, we make the 
following recommendations: 

• Re-visit LCN alumni to measure the longer-term impact of the programme  

• All partners to work closely with specialist charities who focus on furthering 
engagement with disability creative practitioners, as well as continue their 
Phase 2 successes in engaging with BAME led businesses 

• Develop a clearer narrative for what the programme is trying to achieve and 
what it has achieved already. Use this in communications with key 
stakeholders, particularly around the value added of the partnership 
approach 

• Develop an online directory of LCN participants from all three phases. 
Participants would be able to opt in and access profiles, links and contact 
details, acting as a broker for further collaborations 

• Greater shadowing opportunities for partner programme managers to sit in 
on one another’s activities. Insights from these visits can inform new ways 
the partnership can collectively better support businesses, rather than as 
discrete delivery organisations. 
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11. Conclusions 
The LCN programme has successfully delivered much needed, high quality 
support to micro creative enterprises and practitioners. Across its first two 
phases, the programme has been well managed and performed well against 
most of its contractual targets. It worked with over 690 creative practitioners 
from across London, with nearly half of responding businesses creating a new 
product, service or process.  

LCN activities has had a positive impact in three important and 
interconnected ways: through improving business performance, supporting 
innovation, and helping practitioners to realise their creative ambition.  

The LCN programme has improved practitioners’ ability to plan for the future, 
promote their work and manage the financial side of their business. It has 
boosted professionalism and enabled some to price their work more realistically. 
It has helped support resilience through enabling people to develop new ways 
of earning a living through their practice. 

During the LCN programme, participants have seen their turnovers rise by 
an average of 18% (up £3,500), translating into a total turnover uplift of £2.4 
million across all participants. Employment growth was marginal, which was 
expected with the majority micro-enterprises. The overall increase of just 7 
FTEs was through growth in part-time workers. Participants are earning more 
from their practice, which in turn will support sustainability. Earnings rose by an 
average of £2,700 a year, a rise of 29%. Less positively, this average increase 
in earnings is still a long way off taking total annual average earnings up to the 
level that is needed for most participants to work solely on their creative 
practice. 

LCN has stimulated innovation through supporting participants to develop 
new products and services and enabling them to experiment with new creative 
processes and technology. 143 participants have introduced new processes, 
products or services during LCN, averaging 3.2 new processes, products or 
services per enterprise. Some firms are already seeing sales from these new 
products/services. Innovation is not confined to the introduction of new products 

or services and there is some evidence that LCN is supporting a wider 
conception of innovation. For example, participants valued being able to 
experiment with new ideas and new technology, which may or may not lead to 
new work or approaches.  

LCN has helped many develop a new creative direction for their work. The 
supportive peer network plays a role in this; it enables people to build their 
confidence and test their ideas in a safe environment. Overall, the programme 
has led to some pivotal changes in direction for participants and raised the 
aspirations of others.  

The results of the economic impact assessment suggest the LCN 
programme has led to a net Gross Value Added (GVA) uplift of £608,000 a 
year. Using a conventional cost-benefit approach, indicates reasonable value 
for money. However, it is important to put this in the context of the participants 
of the programme who are overwhelmingly sole traders operating in precarious 
conditions with very low turnover and wages. Significant growth would not be 
expected from this group when compared to larger businesses or those 
operating in higher growth sectors. As highlighted in Section 2.3, there is no one 
set list of support. Rather than targeting where they would expect to see the 
biggest growth, LCN provides bespoke support which is targeted where it is 
most required. 

The success of the LCN programme to date, and the NCM programme 
before it, clearly show the strength of the delivery model developed by SPACE 
and the other partners. It is well-run and the model has been adapted and 
refined to improve the experience for participants. It has also provided a wide 
range of strategic added value to partners and stakeholders. The programme’s 
commitment to evaluation and understanding the mechanisms through which 
the programme is working, contributes to an evidence base which has value to 
other organisations starting to operate similar programmes.  

The sector is facing huge challenges from Brexit and the end of European 
Funding for business support, and more recently the extreme effects of COVID-
19 on access to key spaces to make and consume work. This, combined with 
the overall declining take up of business support by the creative sector, means 
experts like SPACE, Four Corners, Cockpit Arts and Photofusion are vital to 
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advocate for the needs of the sector. LCN has put them in a strong position to 
know what to do next. 
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Appendix 1: Detailed Data and 
Findings 
Figure 20  Proportion of participants who introduced a new process, 
service or product to their business, by delivery partner 

Delivery partner No. of participants 
introducing new 
process, service or 
product 

% of delivery 
partner’s participants 

Cockpit Arts 248 54% 

Four Corners 50 11% 
Photofusion 29 6% 
SPACE 133 29% 
Not disclosed 2 0.4% 
TOTAL 462  
Source: LCN completion survey 

Figure 21  Employment breakdown (for those who completed enrolment 
and completion survey) 

Sole Traders + Non- Sole Traders 
 Status Themselves Partner Employees Multiplier FTE 
Before Part time 108 9 8 0.5 62.5 
Before Full time 202 6 7 1 215 
     Total 277.5 

After PT 133 6 10 0.5 74.5 
After FT 192 8 10 1 210 
     Total 284.5 
     Difference +7 
Sole Traders only 
 Status Themselves Partner Employee Multiplier FTE 
Before Part time 98 3 7 0.5 54 
Before Full time 173 3 3 1 179 
     Total 233 

After PT 124 4 10 0.5 69 
After FT 162 3 7 1 172 
     Total 241 
     Difference +8 
Non-Sole Traders only 
 Status Themselves Partner Employees Multiplier FTE 
Before Part time 10 6 1 0.5 8.5 
Before Full time 29 3 4 1 36 
     Total 44.5 

After PT 9 2 0 0.5 5.5 
After FT 30 5 3 1 38 
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     Total 43.5 
     Difference -1 
Source: LCN participant survey 

 

Figure 22  Impact LCN had on participants’ turnover, by delivery partner 

 Photofusion 
(n=25) 

Four 
Corners 
(n=86) 

SPACE 
(n=77) 

Cockpit 
Arts 
(n=111) 

Across 
partners 
(n=300) 

A large positive 
impact 

12% 12% 13% 19% 15% 

Some positive 
impact 

20% 33% 27% 40% 33% 

A little positive 
impact 

20% 23% 27% 16% 21% 

No impact 40% 29% 25% 12% 22% 
Negative impact 0% 1% 0% 1% 1% 
Don't know 8% 2% 8% 13% 8% 
      
Sum (positive) 52% 67% 68% 75% 69% 
Sum (negative) 0% 1% 0% 1% 1% 
Source: LCN completion survey 

Figure 23  Sector breakdown of respondents 

 
Source: LCN enrolment survey (n=617) 
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Figure 24  Age breakdown of LCN participant’s businesses 

 
Source: LCN enrolment data (n=480) 

 

Figure 25  Where participants are located across London 

London Borough No. participants 
Barking & Dagenham 6 
Barnet 14 
Bexley 1 
Brent 7 
Bromley 3 
Camden 58 
City of London 2 

Croydon 6 
Ealing 7 
Enfield 1 
Greenwich 13 
Hackney 118 
Hammersmith & Fulham 8 
Haringey 22 
Harrow 4 
Havering 4 
Hounslow 3 
Islington 32 
Kensington & Chelsea 8 
Kingston Upon Thames 4 
Lambeth 55 
Lewisham 76 
Merton 4 
Newham 6 
Redbridge 8 
Richmond Upon Thames 10 
Southwark 43 
Tower Hamlets 46 
Waltham Forest 27 
Wandsworth 11 
Westminster 15 
 Source: LCN enrolment data 

 
Most participant businesses / practices were based within inner London 

Boroughs (Figure 26). The London Boroughs of Hackney (118), Lewisham (76), 

14%

32%

22%

16%

8%

7%

<3 years

3-6 years

6-10 years

10-15 years

15-20 years

Over 20 years Established – 7% 

Mid-career – 
47% 

Emerging – 46% 



 

— 
www.bop.co.uk 44 

and Camden (58) had the largest concentration, collectively accounting for 41% 
of the total number of participants.  

Figure 26  Distribution of participants across London, by borough 
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Source: LCN enrolment data (n=622) 
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Appendix 2: Detailed Economic 
Impact Assessment 
There are several considerations that need to be made when converting the 
gross turnover increase figures reported (Section 3.2) into net impacts on the 
London economy:  

• Deadweight: proportion of benefits that would have happened without 
the intervention in question 

• Geographical leakage: the proportion of outcomes that have benefited 
those outside the target geography. All the participants were located in 
London on enrolment of the programme 

• Displacement and Substitution: does the growth in participants’ 
turnover come at the expense of other businesses in London? If so, then 
once again a proportion of the gross economic impact needs to be taken 
off, since it is cancelled out when looking at the impact on the creative 
industries as a whole 

• Would the benefits of the LCN support have been provided 
(affordably) by other organisations anyway? If so, we need to take off 
some of the gross economic impact of the business support since some 
of it would have happened in any case (and it therefore not additional) 

• Multiplier: The multiplier describes how the impact of the uplift in 
turnover leads to further economic activity associated with additional 
income of those employed by the project (income multipliers) and local 
supplier purchases (supplier multipliers).   

The gross economic impact describes the impact without accounting for 
deadweight, displacement, leakage, substitution and the multiplier.   

 

 
22 Figures rounded to nearest £100,000. Actuals used in calculations 

Figure 27  Gross to net process 

 
Source: BOP analysis 

Figure 28  Gross turnover 
 

 Before LCN After LCN Difference 
Gross turnover for 228 participants 
with completion data22 

£4.6 million  
 

£5.4 million  
 

£0.8 million 

Average per participant23 
 

£20,200 
 

£23,700 
 

£3,500 

For all 693 participants £14.0 million  
 

£16.4 million  
 

£2.4 million 

Source: BOP analysis 
 

23 Figures rounded to nearest £1,000. Actuals used in calculations 

Net turnover

Multiplier factor

Minus substitution

Minus displacement

Minus leakage

Minus deadweight

Gross turnover
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Total uplift in annual turnover is £2.4 million  

Deadweight: To assess deadweight, we considered the response to the 
question asking respondents about what would have happened in the absence 
of the LCN programme (Figure 29).   

Figure 29  Without the LCN programme do you think you would have 
achieved…. 

 Percentage Deadweight  Percentage 
multiplied by 
deadweight 
factor 

Similar results 8% 100% 8% 

Most of the 
same results 

6% 75% 5% 

Some of the 
same results 

40% 50% 20% 

Only a few of 
the same results 

29% 25% 7% 

None of the 
same results 

11% 0% 0% 

Don’t know 6% 0% 0% 

   40% 
 

Source: BOP Consulting (2020) (n=298) 

Leakage: All participants were located in London at the start of the 
programme and only 6% of 146 responding participants had moved outside of 
London at the end of the programme.   

Displacement: To assess the extent to which the expected increase in 
turnover of the participant businesses comes at the expense of other 
businesses in the sector (in London), we ask how much of this competition 
comes from London-based artists (Figure 30). 

Figure 30  What proportion of your competitors are based in London?   

 Percentage Displacement 
factor 

Percentage 
multiplied by 
displacement 
factor 

All 6% 100% 6% 

Most 46% 70% 32% 

Some  36% 30% 11% 

Few 3% 0% 0% 

Don’t know 9% 0% 0% 

   49% 
 

Source: BOP Consulting (2020) (n=308) 
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Substitution: Only 4% respondents indicated there was a comparable 
programme out there (Figure 31). Due to the low margins these creative 
practitioners are on and the qualitative evidence, we assume that the cost of the 
programme would be a barrier to receiving support. Similarly, we assume that 
the non-discipline specific nature and geographical distance of similar 
programmes would be a barrier. Hence a very low rate of substitution.   

Figure 31  Do you think you could have accessed the same level of 
support? 

 Percentage Substitution 
factor 

Percentage 
multiplied by 
substitution 
factor 

No, nothing offers me the 
same 

50% 0% 0% 

Yes, but nothing near me 1% 0% 0% 

Yes, but nothing for free 19% 0% 0% 

Yes, but not specific for 
my discipline 

4% 0% 0% 

Yes, similar programmes 
out there 

4% 100% 4% 

Don’t know 21% 0% 0% 

Total   4% 
 

Source: BOP Consulting (2020) (n=302) 

 
24 

https://assets.publishing.service.gov.uk/government/uploads/system/uploads/attachment_data/file/191512/Resear
ch_to_improve_the_assessment_of_additionality.pdf 

Multiplier: We use a proxy multiplier of 1.45 to reflect the income and output 
multipliers for the supply chain24. 

Gross to net turnover 
Accounting for all the additionality factors set out here, suggests a net annual 
turnover uplift of £980,000 (Figure 32).   

Figure 32  Gross to net calculations 

 

 
Net turnover £980,000

Multiplier factor - 1.45

Minus substitution - 4%

Minus displacement - 49%

Minus leakage - 6%

Minus deadweight - 40%

Gross turnover £2.4 million 
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The additionality factors identified here are largely in line with average 
additionality factors identified in BIS (2009)25. Displacement is on the high side 
due to high proportion of participating firms’ competitors being based in London.   

Figure 33 Comparison with standard additionality factors 

 Lower 
range 

Upper range Mean LCN  

Deadweight 0% 98% 43% 40% 

Displacement 0% 100% 30% 49% 

Leakage 0% 87% 11% 6% 

Substitution 0% 88% 3% 4% 
 

Source: BIS (2009) and BOP calculation 

 

 

 
 
 

Figure 34  Proportion of suppliers based in London 

 
Source: BOP analysis (n=206) 

The vast majority of participants’ suppliers are based in London, meaning 
turnover growth in participating enterprises will have a positive knock-on impact 
in the local London economy. Figure 35 shows that suppliers are predominantly 
small businesses, providing further evidence that the turnover impact of LCN 
will be transferred to other small businesses in the target group. This overall 
affect is captured by the multiplier factor applied. Furthermore, this data 
provides further insight into the way creative practitioners businesses are 
interconnected to other similar businesses.   

25 BIS (2009) Occasional Paper 1: Research to improve the assessment of additionality 
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Figure 35  Proportion of participants freelancers, sub-contractors and 
suppliers that are self-employed independents or small businesses with 
less than 10 employees 

 
Source: BOP analysis (n=181) 

 

Conversion from turnover to GVA 
To assess the value of participants’ extra turnover to the economy, and how it 
compares with the £1.4 million public investment in LCN, we convert turnover to 
Gross Value Added26. This is calculated using figures from the Office of National 
Statistics (ONS). For the ‘Creative, Arts and Entertainment’ sector in London, 
the latest ONS estimates (2016), it is estimated that every £1,000 of turnover 
creates £620 of GVA27 (Figure 36).  

 
26 GVA is a measure of the value of goods and services produced, rather than simply the money flowing through a 
business as turnover 
27 source: Annual Business Survey, Release May 2018 

Figure 36  Gross and net GVA 

 Annual turnover Annual GVA 

Gross28 £2.4 million £1.5 million 
Net29 £980,000 £608,000 
 

Source: BOP analysis (2020) 

Value for money 
The overall budget for the programme (across its first two phases) was £1.4 
million of ERDF, plus £1.4 million match funding by partners. Value for money 
assessments focus only on the public-sector investment, which is £1.4 million in 
this instance.   

When comparing the annual net GVA with the public sector investment, GVA 
to cost figure is 0.4. This means that for each pound spent, the return to the 
economy is 40p in GVA each year. During the completion surveys, participants 
were asked whether the programme has made a valuable and lasting impact on 
their business/practice. The average score among respondents was high - 8.1 
out of 10. Assuming therefore that benefits from engaging with LCN lasted for 
between two and four years, the Net GVA to cost ratio would be 0.8 to 1.6, 
making a reasonable medium Net GVA to cost ratio of 1.2. 

Benchmarks 
We have used anonymised benchmarks programmes to provide a comparator.  
Some of these have been anonymised where full public information has not 
been released. 

Average public-sector cost per net additional job identified in DCLG’s Valuing 
the Benefits of Regeneration report in relation to business enterprise research 
and development is £57,209. 

28 Roundest to nearest £10,000 
29 Rounded to nearest £10,000 
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Figure 37  Value for money benchmarks 

 Public sector 
investment per net 
additional job 
(achieved) 

Net GVA to cost ratio 

DCLG’s Valuing the 
Benefits of Regeneration 

£57,209 - 

Programme 1 (2015) 
 

£160,000 0.2 
 

Source: BOP Analysis 
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Appendix 3: Updated Logic Model 
for Phase 1 and 2 
Figure 38  Logic model for the LCN evaluation 

 
Source: BOP Consulting (2020) 
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Appendix 4: Evaluation 
methodology 
11.1 Phase 1 
Evaluation set-up 

• Sector literature review 

• Development of logic model, evaluation framework and completion forms. 

 

Activity to inform interim report – October 2017  

• Two focus groups of beneficiaries attended by 16 participants 

• Six telephone interviews with LCN partners and ERDF project manager at 
the GLA 

• Interviews with programme delivery team and GLA desk officer  

• Preliminary analysis of 40 completion review forms  

• Four case studies developed through email and phone dialogue with 
participants. 

 

Activity for final report – October 2018 

• Assessment of monitoring data and financial inputs  

• Analysis of programme documentation 

• Six strategic added value interviews – how many? 

• Analysis of enrolment data 

• Analysis of completion and feedback forms 

i) Enrolment survey: 329 participants 

ii) Completion survey: 180 participants 

•  Update of case studies  

• Economic impact assessment and value for money assessment. 

 

List of consultees 

• Caroline Jackman, Crafts Council 

• Charlotte Chung, Creative Industries Federation 

• Christian Zimmerman, DACS 

• Kate Danielson, Jerwood Foundation 

• Lucy Solitt, Arts Council England 

• Melanie Cassof, Freelands Foundation 

• Anna Harding, SPACE 

• Madeleine Furness, Cockpit Arts 

• Kim Shaw, Photofusion 

• Owen Thomas, Four Corners 

• Dave Than, Four Corners 

• Karen Davies, SPACE 

• Pathumal Ali, ERDF Contract Manager, GLA. 

 

11.2 Phase 2 
Evaluation review  

• Review of Phase 1 successes and challenges – evaluation and delivery 
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• Development of refreshed logic model, evaluation framework and 
completion forms. 

 

Activity for final report – August 2020 

• Assessment of monitoring data and financial inputs  

• Analysis of enrolment data 

• Analysis of completion and feedback forms (across Phase 1 and 2) 

i) Enrolment survey: 626 participants 

ii) Completion survey: 436 participants 

• Economic impact assessment and value for money assessment. 

 

List of consultees 

• Madeleine Furness, Cockpit Arts 

• Kim Shaw, Photofusion 

• Owen Thomas, Four Corners 

• Karen Davies, SPACE. 
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