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Objectives: In England and Catalonia new entrepreneurs take advice from a variety of agencies. The two regions differ in their institutional frameworks and in their attitudes towards the knowledge of agencies. The research was interested in the way that these frameworks and attitudes affected their attitudes towards business support. 
Prior work: Previous work on advice has shown that there are significant differences in the way that advice is presented to entrepreneurs in different OECD countries (Mole and Bramley, 2006) and that there are differences in the type of advice that is taken up between different areas within the same countries (Keeble and Nachum 2002; Greene et al., forthcoming). We examined the role of the frameworks in the response of new business owners in the two regions towards business advice, the role of knowledge and the acceptance of outside influence towards the new entrepreneur.   
Approach: The approach taken draws on quantitative surveys of new firms in England and Catalonia (Capelleras et al., 2004; Greene et al., 2004). Previous work in the two regions has shown that the patterns of growth of new firms are broadly similar (Capalleras et al., 2004). Quantitative techniques were used. 
Results: Those who have previous experience of starting a business are less likely to take advice in either country. In Spain advice and bank finance were interrelated. We uncover some evidence that advice is more sought after now and in the UK than in Spain, consistent with the increased role of knowledge. We find more ‘sophisticated’ founders are recipients of business advice in Spain compared to England. Over time we find that the demand for business advice has increased rather than decreased. 
Implications: The paper attempts to contextualize business advice within broad debates concerning the way that Western societies are changing. We find some evidence that is consistent with the idea of individualization (Beck, 1999) where the responsibility for entrepreneurial outcomes has been pushed from institutions to the individual. We find some evidence of an increased role of the family within start-up advice over the period from 1979-2000. 
Value: The paper adds to the knowledge concerning the role of existing institutions and the behaviour of new firm owners under different regulatory and institutional regimes. The paper demonstrates the different approaches taken in different European regions to attack a similar problem. The paper shows the value of comparative research particularly in the areas of public policy.
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1. Introduction

All the OECD countries provide advice to SMEs. Previous work has examined the differences between institutional arrangements within the UK showing that the institutional differences were associated with various responses to changes in the role of business advice (Mole and Keogh, 2007). There are differences in the type of advice that is taken up between different areas within the same countries (Keeble and Nachum, 2002; Greene et al., forthcoming).

There are significant differences in the way that advice is presented to entrepreneurs in different OECD countries (Mole and Bramley, 2006). These differences do not seem to be explained by the different rationales given to justify the intervention. Mole and Bramley (2006) show that the rationale for Business Link in England and Fram in Norway was similar but that the way the programmes were administrated, rationed and how they operated were very different. Thus the institutions that provide advice differ between England and Catalonia. 

The role of business advice has become closer to that of regional development, with a number of countries, including Finland and the UK bringing the two types of organizations together. Within regional development literature the concept of institutional thickness has been used to understand the differences between successful and more peripheral regions, although there are sometimes key institutions that play a dominant role such as the University of Cambridge in the ‘Cambridge phenomena’ (Keeble, Lawson, Moore and Wilkinson, 1999). The creation of local learning through public intervention is a key issue in regional development (Morgan, 2004)     

In England and Catalonia new entrepreneurs take advice from a variety of agencies. The two regions differ in their institutional frameworks and in their attitudes towards the knowledge of agencies. The research was interested in the way that these frameworks and attitudes affected their attitudes towards business support. 
We examined the role of the frameworks in the response of new business owners in the two regions towards business advice, the role of knowledge and the acceptance of outside influence towards the new entrepreneur.   

2. Previous Literature

Differences in attitudes to risk and knowledge – theories of knowledge and the role of experts. 

Previous work on advice has suggested that its role may be increasing in importance as a reflection of increased reliance on knowledge as a factor of production (Bennett and Robson, 2004; Mole and Keogh, 2007) and the wider recognition of the place of advisory services within the resources available to the firm (Chrisman and McMullan 2004). 

The taking of advice from others is subject to a degree of trust in the knowledge and impartiality of those who dispense such advice. However, a number of theories of what might be variously called post-industrial society, or the knowledge society, take different stances towards the role of knowledge and experts. Many business advisers are professionals having a standing of expertise (Mole, 2002a). How has the knowledge society impacted on the status and choices of advice taken by SME owners in England and Catalonia? 

The knowledge society defined. De-industrialization in the 1970s was associated with the reduction in the importance of large industrial firms (Blackaby, 1979). With the reduction of heavy industry access to capital became less important than access to knowledge. Within the small firms literature the work of Piore and Sabel (1984) talked about the post-industrial society. Goldblatt (2000) organizes this literature into three competing explanations of post-industrial society: the knowledge society, the fragmented society and the risk society. We briefly examine all three in turn.  

The knowledge society

Bell (1973) argued that we were entering the post-industrial society where service industries are dominant in terms of employment. The key to the changes in society for Bell was from the changes to technology, indeed one of the criticisms of Bell is that he was technologically determined (Miles, 2001). Bell’s vision was of a society where automation meant that more and more was produced by fewer and fewer. As manufacturing employment fell, class consciousness would too and those who would benefit according to Bell (1976) would be professionals who were able to manipulate theoretical knowledge, within a rational planning framework, a technocracy. In reality automation has also been joined by ICT. Goldblatt (2000) argues that this has led to different technological determinants of the future society. For example, in an echo of the ‘resource based view’ of the firm at a societal level, Leadbetter (1997) distinguished between intangible and tangible knowledge. Successes in the future will the result from scientific knowledge, highly-skilled staff and marketing knowledge. 

In terms of business advice, the knowledge society would privilege those who held knowledge. Work on the technocratic nature of business advisers has been previously alluded to (Mole, 2002b). However, the sense in this stream of thought is that expert knowledge is more valued then ever. Knowledge has become the ‘asset base’ for the economy and society. In a Post-industrial society we would expect professionals: accountants, solicitors and public sector advisers to be dominant. The power of the adviser would be greater than the client (for a conception of powers of advisers see Mole 2002a).     

The fragmented society

One of the critiques of Bell’s post-industrial society was that it was not post at all. In fact it was a continuation of trends already present within capitalist society (Kumar, 1995). In contrast to the knowledge society Post-Fordism sees that there is a clear break with the institutions and production of industrial society. Fordism was conceptualized as the technology of mass production allied to mass consumption - so people could buy all the cars (Goldblatt, 2000). This Fordist economy was allied to welfare capitalism and the regulated international system under Bretton Woods. However, the increasing rise of knowledge-intensive industries and the breakdown of the social contract within the Fordist era. The rational planning approach of the Fordist era gave way to the market. One of the keys here is that this change in society was not inevitably caused by technology but how this technology was shaped by the existing institutions of capitalist society (Jameson, 1984; Goldblatt, 2000). In the Post-Fordist era, Piore and Sabel (1984) saw small firms as the engine of ‘flexible specialization’ rapidly changing to suit the vagaries of the market, with highly skilled core workers surrounded by a secondary labour market.  

The fragmented society accords greater opportunities but also greater uncertainty. Identities are forged, and re-forged, by individuals 

“…the possibilities and choices facing the individual are notably more extensive in a post-modern world, and without the traditional supports we associate with modernity, strong family networks, community and organized religion, the individual is seen to interpret and negotiate the world individualistically and from one minute to the next. The individual is increasingly self-dependent, but increasingly vulnerable as a result’ (Miles, 2001:95) 

This uncertainty extends to the role of expertise. In the post-modern world the knowledge claims of experts are increasingly contestable. The postmodern world is one where anything goes (Lash, 1990) and the role of experts is undermined (Goldblatt, 2000). For the entrepreneur in a post-modern, post-Fordist world the uncertainty is hers to deal with and the advice they receive is contestable, with advice from friends and family as good as that from one’s bank manager. It is within the power of the client to accept or reject advice as she feels fit. 

The risk society

The risk society is associated with the work of Ulrich Beck (1991). For Beck risk is the crucial concept that shapes our age. It is not that there are catastrophes out there waiting to happen, there have always been floods reported since Ancient times (see Atticus) and Biblical times. What has changed is both our knowledge of these impending disasters and that they are man-made: from the threat of nuclear war to global warming. Risk is defined as ‘a systematic way of dealing with hazards and insecurities induced and introduced by modernization itself. Risks, as opposed to older dangers, are consequences which relate to the threatening force of modernization and to its globalization of doubt’ (Beck, 1991: 21). Beck (1999) argued that the world faces five interlinked processes: globalization, individualization, gender revolution, underemployment and global risks. For our purposes underemployment and individualization are important. Individualization refers to the individual being less constrained by social structures but more constrained by psycho-social factors (Miles, 2001). Although this may be seen as enabling on the surface - we have more choice - actually there is a threat to one’s ontological well-being - what if we make the wrong choice? As psychologists have shown more choice does not equate to more happiness (see xxxx).    

The panics about environmental and health issues are implicitly a rejection of scientific knowledge and a mistrust of expertise (Furedi, 1997). From our point of view the impact on the self-employed advice seeker is to undermine the status of expert, as in the fragmented society above. So, we have the same expectation that expertise is harder to establish. At the same time, individualization may suggest a greater need to confirm the correctness of the entrepreneur’s decision, which leads to a greater demand for advice but perhaps from more informal sources.  

Advice and the role of expert knowledge

All-in-all there is a difference emphasis on the role of experts under the three different conceptions of how our societies are developing. The post-industrial suggests that professionals are treated well; the other two suggest that the claims towards expertise are contested. 

In England, pre-start advice is available from a variety of advisers. Most popular sources of advice are accountants, friends and family and business contacts (Greene et al., forthcoming) within our dataset, there are a number of different types of adviser that new business owners may have consulted:  

· professional advisers: accountants, bank managers, solicitors, property consultants

· contacts: friends and family, business contacts, customers, suppliers

· intermediaries: public advisers, trade associations, 

Advisory services Institutional Differences between England and Spain  

In terms of institutions we suggest that the environment surrounding the new entrepreneur consists of both cultural and institutional differences. We suggest that the institutions, in part, reflect the cultural approaches relevant at the time. Our thesis in this paper is that the individualization or fragmentation has gone further in the UK. To crudely characterize the two regions, in England new firm founders are ‘on your own’ whereas in Catalonia a more collective approach with more support structures. 

The banking systems differ between Spain and England. There are many more banks in Spain than in the UK. Spanish savings banks were heavily regulated, deregulation happened in the late 1980s, and had one or two savings banks in each province.  (Fuentelsaz, Gomez and Polo, 2002) Fuentelsaz, Gomez and Polo estimated that the number of savings banks was 50 in 1996. A comparison of French and Spanish owned banks from 1988-1992 compared 101 Spanish owned banks although the smallest and foreign banks were excluded from the sample. In the UK, the four largest banks accounted for between 80-90% of the SME market (Competition Commission, 2002;Fraser, 2004), indeed a debate concerned ‘complex monopolies’ within the UK banking industry (Competition Commission, 2002).

A number of studies have compared England and Spain in terms of small business regulation. Notably, Djankov, La Porta, Lopez-de-Silanes and Schleifer (2002) measured the cost of time and money to establish a typical new business. In their rankings Great Britain (England) was the fourth cheapest place to start a business whereas Spain came 55 out of 85 countries. Similarly, Nicoletti and Scarpetta (2003) ranked OECD countries by over all  regulation putting England as the least regulated of all and Spain at 13 out of 21. Overall, one can conclude that England qualifies as a lightly regulated economy whilst Spain as a more heavily regulated one, at least for the time of this study (Capelleras, Mole, Greene and Storey, 2007) 

3. Methods 

The approach taken uses a quantitative survey of new firms in England and Catalonia (Capellaras et al., 2004). Previous work in the two regions has shown that the patterns of growth of new firms are broadly similar (Capelleras et al., 2004). Quantitative techniques including factor analysis were used.

The paper draws on three replica studies into new firms founded in Cleveland/Tees Valley, see Greene et al., 2004, and a further study in Spain (specifically Catalonia) see Capelleras et al., 2004. The first study investigated new firms started in Cleveland in the 1970s (Storey 1982). A second study replicated the first for the 1980s (Storey and Strange, 1993). In 2001, a third study repeated the 1970s and 1980s studies for Cleveland in the 1990s, using the Tees Valley as the equivalent area. 

Since the UK lacks a single, comprehensive and publicly available list of new firms, potential new firms were identified excluding retail outlets from comparisons of the Telephone Directory (Greene et al., 2004). Researchers contacted the firms to verify that they were wholly, new and independent (de novo see Carroll and Hannan, 2000). Each UK survey used the same procedure. For the Spanish firms the population frame was derived from three different sources: a list of new firms based on local tax payments, new firms in the Chambers of Commerce and Industry directory and a commercial database that was based on the Official Register of Enterprises. These lists were cross-checked to detect overlaps between the three databases. This gave the population frame of potential new firms, which were defined as those founded between 1998 and 2000. 

Face-to-face interviews were conducted using a structured interview questionnaire that took between 30 minutes and an hour to complete. A ‘core’ of common questions were asked in all three surveys. The response rate was very high for each of the three decades between 69-74% (Greene et al., 2004).

The survey data was analyzed using the appropriate statistical techniques for survey data. Whilst this may lead to robust generalizations it has the disadvantage of not being always able to explain why we found these results, we believe that the theoretical framework will provide the necessary explanation.   
4. Results

The results will be taken in two sections. First we review the differences between England and Spain. Secondly, we examine the differences in the Cleveland area over three decades of enterprise policy (Greene et al., forthcoming)

Differences between England and Spain

The descriptive statistics for Spain and England are shown in tables 1 and 2. In Spain we find that the mean for taking advice is 79.79% approximately. Approximately two-out-of-three firms are headed by a male small business manager and the average age on founding 37. There were some differences between the two samples. The proportion who received bank finance in Spain 

 Table 1 Descriptive statistics: Spain

	
	Mean
	Std. Dev.
	Min
	Max

	Dependent variable
	
	
	
	

	Business advice
	.7979003
	.4020943
	0
	1

	Independent variables
	
	
	
	

	Entrepreneur’s characteristics
	
	
	
	

	Gender: male
	.671916
	.470133
	0
	1

	Founder's age
	37.83465
	9.88574
	17
	73

	Education: university degree
	.2545932
	.4362051
	0
	1

	Previously unemployed
	.2388451
	.4269386
	0
	1

	Entrepreneurial experience
	.3727034
	.4841599
	0
	1

	Business planning
	
	
	
	

	Formal written business plan
	.3832021
	.4868062
	0
	1

	Sources of  finance (at start-up)
	
	
	
	

	Personal savings
	.7769029
	.4168704
	0
	1

	Bank finance
	.4278215
	.4954134
	0
	1

	Finance from family/friends
	.1207349
	.3262474
	0
	1

	Finance from public organisations
	.0498688
	.21796
	0
	1

	Control variables
	
	
	
	

	Place: urban county
	.4776903
	.5001588
	0
	1

	Sector: manufacturing
	.2257218
	.4186065
	0
	1

	Sector: construction
	.1181102
	.323163
	0
	1

	Sector: trade
	.2572178
	.4376752
	0
	1

	Sector: business activities
	.160105
	.3671856
	0
	1

	Legal status: limited company
	.6299213
	.4834604
	0
	1

	Firm age
	5.036745
	2.028407
	1
	13

	Firm size
	5.146982
	4.632201
	1
	34


Table 2 Descriptive statistics: England

	
	Mean
	Std. Dev.
	Min
	Max

	Dependent variable
	
	
	
	

	Business advice
	.8810289
	.324015
	0
	1

	Independent variables
	
	
	
	

	Entrepreneur’s characteristics
	
	
	
	

	Gender (male)
	.7749196
	.4179714
	0
	1

	Founder's age
	43.49109
	9.797976
	21
	70

	Education (university degree)
	.1806452
	.3850345
	0
	1

	Previously unemployed
	.2285251
	.4202233
	0
	1

	Entrepreneurial experience
	.3511327
	.477711
	0
	1

	Business planning
	
	
	
	

	Formal written business plan
	.5628059
	.4964448
	0
	1

	Sources of finance (at start-up)
	
	
	
	

	Personal savings
	.7845659
	.411454
	0
	1

	Bank finance
	.2652733
	.4418339
	0
	1

	Finance from family/friends
	.1736334
	.3790988
	0
	1

	Finance from public organizations
	.1543408
	.3615659
	0
	1

	Control variables
	
	
	
	

	Place: Buckinghamshire
	.2427653
	.4290994
	0
	1

	Place: Shropshire
	.2427653
	.4290994
	0
	1

	Sector: manufacturing
	.1803543
	.3847922
	0
	1

	Sector: construction
	.0885668
	.2843465
	0
	1

	Sector: trade
	.1465378
	.3539297
	0
	1

	Sector: business activities
	.2624799
	.4403367
	0
	1

	Legal status: limited company
	.3558776
	.4791643
	0
	1

	Firm age
	4.276.527
	2.437.772
	0
	11

	Firm size
	6.065916
	9.961787
	1
	109


was 42% whereas for the English samples was 26%. Contrariwise family and friends and public organizations contributed a higher proportion of finance to the English sample. All this is not unexpected. Deakins and Freel (2003) contrast both the systems and cultures of Route 128 in Massachusetts with Baden-Wurttemberg suggesting that different approaches can create Schumpeterian entrepreneurship with contrasting styles. In Germany, bank finance and state assistance was more important. As in their examples our samples reflect the different cultural and institutional frameworks that operate in England and Spain. This we suggest provides some succor for our contention that in England the risk is much more on the individual whereas there are more supportive institutions in the Spanish context. 

Table 3 and 4 show probit models results for business advice in Spain and England. The dependent variable is the receipt of business advice. There are a number of differences that show up between the two, some of these differences are cultural some institutional. The first institutional difference is the positive co-efficient on previously unemployed in the Spanish sample. This reflects the Spanish programme that provides support to the unemployed to help them into work (as used to happen in the UK in the 1980s). The next significant result is that those with entrepreneurial experience are less likely to take advice. Having a formal business plan is positive and significant for advice, since investors and bankers and grant funders invariably require a business plan, even if they use different criteria to evaluate it (Mason and Stark, 2004). In the Spanish case those who went for advice were often attempting to gain finance from the advisory organization. Thus those who gained finance from banks took advice those who gained their finance from friends and personal savings did not. Finally, those who were incorporated were more likely to take advice. Incorporation is often associated with firm growth suggesting that the incorporated firm’s owners are more ambitious. Previous work has suggested that limited companies are targeted by public sector advisers and gain more out of 

Table 3: Probit model results on business advice (DV=q28): Spain

	
	Coef.
	Std. Err.
	z
	P>|z|

	Entrepreneur’s characteristics
	
	
	
	

	Gender: male
	.0699424
	.1914154
	0.37
	0.715

	Founder's age
	.0001421
	.0095598
	0.01
	0.988

	Education: university degree
	-.2667137
	.2045507
	-1.30
	0.192

	Previously unemployed
	.4976583
	.2301481
	2.16
	0.031

	Entrepreneurial experience
	-.4039488
	.1896348
	-2.13
	0.033

	Business planning
	
	
	
	

	Formal written business plan
	.4722895
	.2075592
	2.28
	0.023

	Sources of finance (at start-up)
	
	
	
	

	Personal savings
	-.0178112
	.2219202
	-0.08
	0.936

	Bank finance
	.6594081
	.20783
	3.17
	0.002

	Finance from family/friends
	-.1435967
	.2709701
	-0.53
	0.596

	Finance from public organisations
	.6178192
	.6107923
	1.01
	0.312

	Control variables
	
	
	
	

	Place: urban county
	-1.001007
	.1959627
	-5.11
	0.000

	Sector: manufacturing
	.1010983
	.2573115
	0.39
	0.694

	Sector: construction
	-.0935451
	.2961984
	-0.32
	0.752

	Sector: trade
	.2551878
	.2493163
	1.02
	0.306

	Sector: business activities
	.0159679
	.2653991
	0.06
	0.952

	Legal status: limited company
	.6128426
	.2076079
	2.95
	0.003

	Firm age
	.0131847
	.0435886
	0.30
	0.762

	Firm size
	.0297021
	.0220035
	1.35
	0.177

	Constant
	.4729568
	.5570761
	0.85
	0.396

	
	
	
	
	

	N
	381
	
	
	

	Log likelihood
	-149.64897
	
	
	

	LR chi2(18)
	84.22
	
	
	

	Prob> chi2
	0.0000
	
	
	

	Pseudo R2
	0.2196
	
	
	


the relationship (Mole et al, forthcoming). 

Table 4 is a probit model of the determinants of taking business advice by the English sample, for 1990s.  Again those entrepreneurs who are experienced are more likely to eschew business advice. The relationship between advice and business plans is positive and significant. And those who financed their business from personal savings were less likely to take advice. In addition advice was more likely to be taken in wealthy areas than in the less wealthy area, that is all the other independent variables (controls) being equal, fewer owner-managers in the Tees Valley took advice.

So, in both countries having entrepreneurial experience reduces the likelihood of getting advice, having a formal business plans is associated with obtaining external advice and there are geographical differences in the likelihood of receiving advice. In both countries there are significant influences from the financing of the business. In Spain, a high proportion of start-ups obtained bank finance and this was compounded with a greater propensity to receive advice. Incorporation increased the propensity to receive advice also. The overall impression is that the advice in Spain is more geared towards ‘better businesses’ (also see Mole et al., forthcoming). This may be consistent with the knowledge approach. In England, the advice was taken by those who lacked the personal savings and was geared towards the ‘better locations’ 

Table 4 Probit model results on business advice (DV=q28): England

	
	Coef.
	Std. Err.
	z
	P>|z|

	Entrepreneur’s characteristics
	
	
	
	

	Gender (male)
	.1441151
	.1854564
	0.78
	0.437

	Founder's age
	-.0153005
	.0084177
	-1.82
	0.069

	Education (university degree)
	.4684311
	.2588801
	1.81
	0.070

	Previously unemployed
	.1320359
	.2034065
	0.65
	0.516

	Entrepreneurial experience
	-.3956636
	.1625749
	-2.43
	0.015

	Business planning
	
	
	
	

	Formal written business plan
	.7607713
	.1772653
	4.29
	0.000

	Sources of finance (at start-up)
	
	
	
	

	Personal savings
	-.7151524
	.2750288
	-2.60
	0.009

	Bank finance
	-.0603898
	.1994518
	-0.30
	0.762

	Finance from family/friends
	.3353866
	.2388368
	1.40
	0.160

	Finance from public organisations
	.4081475
	.2617849
	1.56
	0.119

	Control variables
	
	
	
	

	Place: Buckinghamshire
	.9515215
	.225248
	4.22
	0.000

	Place: Shropshire
	1.07114
	.2406649
	4.45
	0.000

	Sector: manufacturing
	.2056226
	.2536556
	0.81
	0.418

	Sector: construction
	-.1039842
	.3014391
	-0.34
	0.730

	Sector: trade
	-.0648568
	.2448474
	-0.26
	0.791

	Sector: business activities
	-.1429235
	.2214945
	-0.65
	0.519

	Legal status: limited company
	.0840701
	.1886065
	0.45
	0.656

	Firm age
	.0591932
	.0360534
	1.64
	0.101

	Firm size
	.0044885
	.0100408
	0.45
	0.655

	Constant
	1.359247
	.4954947
	2.74
	0.006

	
	
	
	
	

	N
	583
	
	
	

	Log likelihood
	-163.87235
	
	
	

	LR chi2(19)
	100.25
	
	
	

	Prob> chi2
	0.0000
	
	
	

	Pseudo R2 
	0.2342
	
	
	


Comparisons over time

If there are difference across the two countries that maybe consistent with the changes taking place in the perception of knowledge and claims to knowledge these changes are also more likely to be seen in the same area over time. This part of the paper examines the changes over time. 

In table 5 we compare the pre-start business support from the 1970s decade to the 1990s. The rows indicate the 1970s-1990s. Column two shows the percentage that used public support. Columns three and four show the percentages that found the support helpful and would use the source of support again, respectively. Column five shows the proportion who use any advice private or public data for which is only available in the 1990s. Column six shows the sample number for the year. 
Table 5 Use of Pre-start Business Support over Time: Tees Valley (not including Darlington)

	Decade
	Usage 
	Quality
	
	Usage
	

	
	public support usage %
	Helpful %
	Use again %
	any advice %
	n

	1970s
	35.7
	46.4
	n/a
	n/a
	157

	1980s
	44.4
	73.7
	76.8
	n/a
	214

	1990s
	53.0
	88.4
	76.1
	82.0
	270


Over time there has been a clear increase in the amount of advice used before start-up. From just over 1-in-3 firms in the 1970s to just under half in 1980s, and by the 1990s, column five shows that 82.0 per cent of respondents reported that they sought some sort of advice, either private or public, before the start of their firm.  However, from the point of historical comparison, the key statistic, in column two, is the 53% who use public sector support in the 1990s, compared with 44.4% in the 1980s and 35.7% in the 1970s. Rather than the radical change implied by the ‘policy-off’ and ‘policy-on’ (see Greene et al, 2004) the period saw a steady rise in the proportion of start-ups that sought advice from the public sector prior to start-up. 

Who were the recipients of advice? In the 1970s, Storey and Strange (1992) reported that larger new firms were more likely to be in receipt of advice. Our data enables us to use some variables to predict the recipients of business advice in the 1970s. We report a logistic regression model to predict the likelihood of receiving assistance from the public sector in table 6. The logistic regression model predicts a dichotomous (yes/no) variable; in this case, the dependent variable is ‘yes, we used (public sector) advice before starting the business’ and the model predicts membership of those who would use advice before starting the business.    

Table 6 shows the variables in the equation (column 1), the Wald statistic for each variable (col 2) and in (column 3) Exp (b) shows how much the odds change with an increase in one unit of the independent variable. 

The 1970s model was significant with just under 70% predicted correctly. The most critical aspect at the time was sector, particularly having a SIC code in manufacturing that increased both in the implied effect (Exp(B) at 3.401) and was significant at the 1% level. Less significantly, at least in terms of statistics, females were more likely to take advice from the public sector in the 1970s, a man was only one-third (34.6%) as likely to take pre-start advice. There were some impacts from previous education: those who were time-served were about half as likely to take advice. The key impact therefore was the attention from government on the manufacturing sector, which either fed the supply of advice or fed the entitlement felt by those in the manufacturing sectors.

Table 6 also shows the results of the logistic regression to predict who received pre-start advice from the public sector in the 1980s. Gender was insignificant (Wald=.830). Limited company was a highly significant predictor of receiving pre-start advice. The age on founding was insignificant. Interviewees who were the owners were more likely to take advice. Being previously unemployed was significant and positive. Similar to the Spanish example, this may have represented the focus on helping unemployed people to start businesses at this time to as in the Enterprise Allowance Scheme. Portfolio entrepreneurs were (weakly) more likely to seek pre-start advice. Those with their own savings were about half as likely (weakly significant) to take advice from the public sector. Manufacturers were three and a half times more likely to seek pre-start advice (highly significantly) from the public sector. Professional service firms had a similar value for B but much greater variation and so the Wald statistic showed that the effect was not significant. 

In the 1980s, as table 6 shows, the influence of sector was still strong with manufacturing still significantly predicting the receipt of advice before the business started. Obviously, being an owner makes a big difference; those who did not own the business were not likely to take advice pre-start. Gender and being time-served were no longer significant predictors of taking advice by the nineteen eighties. 

Table 6 Who receives pre-start advice from the public sector in Cleveland over the three decades? Logistic regression 

	Variables in the equation
	1970s
	1980s
	1990s

	
	B
	Wald
	Exp (B)
	B
	Wald
	Exp(B)
	B
	Wald
	Exp(B)

	Gender
	-1.061
	**3.904
	.346
	-.331
	.830
	.718
	-.700
	**5.518
	.497

	Limited co
	
	
	
	1.996
	***11.105
	7.359
	
	
	

	Found age
	.010
	.206
	1.010
	-.030
	2.588
	.970
	-.019
	1.655
	.982

	Degree
	-.048
	.003
	.954
	
	
	
	
	
	

	HND
	.734
	1.227
	2.083
	
	
	
	
	
	

	Time-served
	-.763
	*2.803
	.466
	
	
	
	
	
	

	Owner
	
	
	
	2.698
	**4.606
	14.849
	-1.354
	2.324
	.258

	Unemployed
	
	
	
	.742
	**4.517
	2.099
	.409
	1.566
	1.505

	In Bus b4
	
	
	
	-.320
	.435
	.726
	-.885
	***9.058
	.413

	Portfolio entrepreneur
	
	
	
	1.288
	*2.865
	3.626
	
	
	

	Start-up finance
	
	
	
	
	
	
	
	
	

	Savings
	
	
	
	-.659
	*2.722
	.517
	-.545
	2.450
	.580

	Mortgage
	-1.077
	.966
	.341
	.824
	1.494
	2.280
	
	
	

	Bank finance
	
	
	
	-.105
	.091
	.900
	
	
	

	Finance Company
	1.011
	1.163
	2.748
	
	
	
	1.436
	2.567
	4.203

	Sector
	
	
	
	
	
	
	
	
	

	Manufacturing
	1.224
	***6.83
	3.401
	1.256
	***10.264
	3.511
	.788
	*3.451
	2.199

	Professional services
	
	
	
	1.116
	2.574
	3.053
	
	
	

	Constant
	-.196
	.065
	.822
	-1.793
	1.633
	.166
	3.170
	***8.536
	23.819

	Number of observations
	156
	
	
	200
	
	
	264
	
	

	-2 log likelihood
	184.098
	
	
	234.416
	
	
	335.914
	
	

	Nagelkerke R2
	.153
	
	
	.245
	
	
	.141
	
	

	Predicted percentage correctly
	69.9
	
	
	71.5
	
	
	63.3
	
	

	Chi-squared
	18.396
	
	
	40.418
	
	
	29.523
	
	

	Sig of Chi-squared
	.018
	
	
	.000
	
	
	.000
	
	


*denotes significant at the 10% level, **denotes significant at the 5% level and ***denotes significant at the 1% level

In the 1990s, the significant factors to predict who receives pre-start advice were gender (a factor that was significant in the 1970s), being in business before, using savings, and being in manufacturing. The issue of gender may be cultural. It is accepted wisdom that men are less likely to ask for advice. Some of the other aspects may be consistent with the ‘perceived knowledge gap’ hypothesis (Chrisman and McMullan, 2004).  Those who had been in business before and those with accumulated savings were less likely to take advice than those who had no previous experience. Those who had been in business before may have a lower perceived knowledge gap concerning business knowledge. Using accumulated savings may also enable potential entrepreneurs to take their own counsel. The continued significance of manufacturing might indicate a continued belief in entitlement to public support, at least in the North East.  

Overall the pattern over the three decades shows factors that consistently influence the seeking of advice. Women are consistently more likely to seek advice than men. Those who are involved in manufacturing in Cleveland are more likely to seek advice also. Although, in the 1980s limited company status and being unemployed was significant, and by the 1990s being in business before makes one approximately half as likely to seek advice, the gender and sector factors continued to be important throughout the three decades. 

Who has helpful advice?
When it comes to those that found the public sector advice helpful, manufacturing was the critical explanatory variable also. In table 7 reports the logistic regression the dependent variable is whether the advice was helpful based on the sample of those who took advice only. The model itself is only just significant and the only significant variables is manufacturing is (.03) in a model that contains 55 observations and explains 14.7% of the variation. 

Manufacturing was important for both use of and the helpfulness of public sector advice. The 1970s saw a nascent business advisory service concentrating on the manufacturing sector and giving helpful advice to 1-in-5 of the wholly new firms in Cleveland. The next decade, however, saw a great deal of change not only for those involved in business advice.  

The 1980s model had 84 observations with six variables. The model is highly significant and predicts 78.6 per cent correctly. The age on founding is weakly significant in both the found age and found age squared coefficients suggesting a diminishing impact of age on helpfulness. Those who had been managers were more likely to find advice to be helpful; those with bank finance were less likely to find advice helpful. Those who had started their business in the same trade had a positive experience. Manufacturing was now not significant. By the 1980s, Helpfulness seems to be associated with higher previous experience and a negative influence from those with bank finance. The significance of banking variables might be associated with grant seeking by potential entrepreneurs.  

In the 1990s, there are 138 observations and three variables and a constant in the model, which is significant at the 1% level and explains 14.1% of the helpful public sector advice. By the 1990s older entrepreneurs were more likely to gain helpful advice. The main issue was the gaining of public financial support. Those who gained financial support were more than five times as likely to say the advice was helpful! Again the seeking of finance seems to be the drivers of ‘helpfulness’. In constructing the model professional services and unemployed had to be discarded, because every member of these two groups who went for advice found them helpful! Chi-squared tests showed that the differences were significant.  The pre-start advice therefore, has become helpful to certain groups and some of the expectations were that receipt of public financial support was important for the positive helpfulness of advice. That advice was helpful for those who were previously unemployed provides more evidence of the support to disadvantaged groups.    

Table 7 Receiving helpful pre-start advice from the public sector in Cleveland: Logistic regression 
	Variables in the equation
	1970s
	1980s
	1990s

	
	B
	Wald
	Exp(B)
	B
	Wald
	Exp(B)
	B
	Wald
	Exp(B)

	Found age
	-.050
	2.298
	.952
	.490
	*2.916
	1.632
	.068
	*2.907
	1.070

	Found age squared
	
	
	
	-.006
	*3.040
	.994
	
	
	

	Manager
	
	
	
	1.298
	**3.942
	3.661
	
	
	

	Same trade
	
	
	
	1.227
	*3.615
	3.412
	
	
	

	In Bus b4
	
	
	
	
	
	
	-.872
	1.593
	.418

	Start-up finance
	
	
	
	
	
	
	
	
	

	Bank finance
	
	
	
	-1.271
	**4.195
	.280
	
	
	

	Public finance
	
	
	
	
	
	
	1.726
	**4.487
	5.619

	Sector
	
	
	
	
	
	
	
	
	

	Manufacturing
	1.505
	**4.691
	4.506
	.797
	1.381
	2.218
	
	
	

	Constant
	1.522
	1.771
	4.581
	-8.501
	2.549
	.000
	
	
	

	Number of observations
	55
	
	
	84
	
	
	138
	
	

	-2 log likelihood
	69.364
	
	
	76.857
	
	
	72.528
	
	

	Nagelkerke R2
	.147
	
	
	.280
	
	
	.142
	
	

	Predicted percentage correctly
	60.0
	
	
	78.6
	
	
	91.3
	
	

	Chi-squared
	6.427
	
	
	17.615
	
	
	9.013
	
	

	Sig of Chi-squared
	.040
	
	
	.007
	
	
	.029
	
	


*denotes significant at the 10% level, **denotes significant at the 5% level and ***denotes significant at the 1% level

5. Discussion

The results from the two countries Spain and England and across time suggest that having experience reduces the likelihood of receiving advice. Thus the claim of knowledge by advisers rests on the inexperience of those going into the uncertain world of business. 

In the English case we have a point in the 1980s when perhaps more ‘sophisticated’ founders were taking advice: those who were previously managers in the same trade, middle aged. This appears to be similar to the people who are receiving advice in Spain in the later years.  

Contrariwise, if the claim to knowledge is associated with the use of business advice then this favours the post-industrial view that knowledge has become more important. Alternatively, the risks associated with being self-employed may have become more individualized. Our evidence suggests that there may be less individualization in Spain than in England, with more supportive institutions, particularly around finance. In England the family has become a more important source of finance – with implications for the ability of those in disadvantaged areas to start more capital intensive businesses. 

Moreover, the helpfulness of advice appears to have increased over the period although In the 1990s English case this helpfulness appeared to be associated with public finance rather than any access to knowledge. In Spain, we see the inter-relationship between finance and advice in the association of advice with bank finance. Incorporation increased the propensity to receive advice also. The overall impression is that the advice in Spain is more geared towards ‘better businesses’ (also see Mole, Hart, Roper and Saal, forthcoming). Again, this is evidence suggesting that expert knowledge is becoming more important, not less. 

6. Conclusion

How confident are new firm founders in the knowledge of advisers? Different rather grandiose social theories have claimed that attitudes towards knowledge have changed and are changing in the Western world. The paper has used these knowledge claims to examine how the characteristics of those who seek business advice and those who benefit from business advice differ across England and Spain and over time in the Tees Valley area. 

We found evidence suggesting that the demand for advice has increased rather than decreased over the period. Secondly, that the helpfulness of the advice has also increased over the period. This is consistent with individualization where the outcomes of new firms has become less the responsibility or concern of public institutions and more the responsibility on the individual. We have also seen that one response to this has been an increase in the role of the family as banks have withdrawn from funding start-ups (not totally and for rational reasons). Perhaps the apogee of this is the suggestion that new firms can play a useful role in ‘churning’ the business stock. The paper adds to the knowledge concerning the role of existing institutions and the behaviour of new firm owners under different regulatory and institutional regimes (see Mole and Bramley 2006). The paper shows the value of comparative research particularly in the areas of public policy.
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