FREQUENTLY ASKED QUESTIONS

1. HOW MANY PATHFINDERS WILL THERE BE? 
Between 4 and 12. We state in the Prospectus that successful Pathfinders will receive a minimum funding of £200k and maximum of £800k.  We also know that Ministers are keen to expand the programme if we get a high number of strong bids, and if we can find the funds.
2. DOES THE CONTRACTED ORGANISATION HAVE TO BE LSC FUNDED? 
No, but the LSC funded organisation in the Pathfinder may have to be the funding recipient on behalf of the specialist network. 
3. COULD WE HAVE A HELPLINE FOR QUERIES AND GUIDANCE?
We have set up a dedicated phone for procedural queries, or matters of clarification. Of course, we cannot offer advice as to what might constitute a successful bid via this number, but we are happy to assist in any other way. Please call Paul Froggatt on 0114 259 1383 with your queries
4. WHAT CRITERIA ARE THE APPLICATIONS BEING ASSESSED AGAINST? –YOU ARE ASKING FOR SOMETHING THAT DOESN’T CURRENTLY EXIST.
See the application form for the scoring template, and the criteria set out in the Prospectus.
5. WHY IS THERE A LACK OF CLEAR DELIVERABLES IN THE PROSPECTUS? 
We did not want to be prescriptive. What we would like Pathfinders to do is to outline their starting point/baseline of their network; then tell us what the Pathfinder will achieve, and the milestones that will be achieved during the operational phase. As funds are likely to be linked to milestones and deliverables, this needs to be a clearly focussed part of the bid.  The bottom line is that we are not in a position to second guess where each specialist network most needs to build its capacity – each network will be different.
6. IS THERE A LIMIT TO THE SIZE OF A NETWORK?
No.  We are keen to encourage existing networks to bid, and their membership is likely to be a known quantity already.  We are also keen to encourage networks to grow their membership base if that is a priority for them, either by bringing in more specialist providers, or new partners like RDAs or BLs for example.

7. WHAT CONSTITUTES A NETWORK?
A network can be virtual, an affiliation or a concrete, named organisation.  Specialist networks come in many forms – sectoral, regional and national.  Some are a legacy from the former CoVE programme, others are cross sector (including HE partners, for example) and some are legal entities employing their own staff.  Some are provider-only.  Others include employers and their supply chains.  We are keen to encourage a wide variety of pathfinders to come forward.
8. IS “SPECIALISATION” SECTORAL OR NOT? 

Not necessarily.  Many specialist networks are based on SSC footprints, but some are not.  As a general principle we take “specialisation” to mean “expert in a given field”. The Prospectus points out that cross sector opportunities also exist (for example: low carbon, or manufacturing)
9. HOW DO WE REFERENCE EXISTING CAPABILITY IN OUR BID?
This is a difficult question to answer as only you know what the capability of your existing network is, and how it needs to be improved through the pathfinder work.  The best way is to find a few examples of evidence that together add up to a compelling story that demonstrates what the network is already capable of doing.

You can also reference documents/websites and outline all you want to be considered using reference material to illustrate your bid. Use materials efficiently but explicitly spelling out what you currently do (giving examples/case studies is particularly helpful)
10. WHAT PROVISION HAVE YOU MADE TO ENSURE THAT YOU GET THE RIGHT BIDS (that you won’t miss the wood for the trees)?

We have consulted with a wide range of stakeholders and expert bodies in drawing up the prospectus and the pathfinder criteria.  Many of those organisations continue to advise LSC and DIUS, and some will be involved directly in the assessment process.  The Windsor Report shows how our thinking was developed, and includes an outline specification for a pathfinder project.  The Prospectus reflects that early thinking quite strongly, and is the best statement we have of what we are looking for.  So, having thought about it quite deeply with a range of stakeholders, we feel quite confident that we will recognise the right bids when they come through.
11. IS THERE CAPACITY ON THE INNOVATION WEBSITE TO INCREASE SIZE OF NETWORKS FOR THE BIDS?
We can provide notices and links. Bidders to inform LSC of needs.
12. WHAT SUPPORT WILL THE PATHFINDERS RECEIVE? 

There will be a dedicated contract/account manager for the funding elements of the Pathfinders. Additionally, the pathfinders will receive consultancy support to best take forward the peer review and formative evaluation aspects of the work, and disseminate good practice.   LSIS (QIA) will support the research and development aspects of pathfinder work, as well as hosting workshops, and national events for sharing learning.
FEEDBACK FROM DELEGATES

HAVE WE (THE LSC) CREATED ANY BARRIERS THAT WILL CREATE GOOD POTENTIAL BIDS? 
We recognise that the timing of the announcement is not ideal and it will mean that different regions, networks, and organisations will be in varying degrees of readiness and where they are at. We also recognise that timescales may have an effect on the networking and collaboration for potential bidders and LSC

We recognise that if potential bidders are considering forming new networks, then the deadlines for bids will have an impact on firming up partnerships and/or establishing commitment

Some people are unclear about the Pathfinders’ linkages to other initiatives and funding (for example: Train to Gain, HEIF). We have tried to give some examples of potential partnerships and linkages in the Prospectus. 
Delegates felt that there were unhelpful comparisons of FE to HE – that FE is different in relation to definition of innovation and its commercial usefulness. We recognise this – the Pathfinders are not trying to simply replicate the Higher Education Innovation Fund. 
Project appears to focus into FE not out to business, and the application procedure appears to lack direct input from business into the application procedure. We admit that our primary focus at this very early stage is FE. Of course, we welcome any bid that has business input as an integral part.   
HOW CAN WE BEST INVOLVE A WIDER AUDIENCE IN THE PATHFINDER PROJECT?

Bidders may wish to consider including a communication strategy in their bid (or even simply say how their Pathfinder would be outward facing)
The LSC and DIUS will publicise the Pathfinder Projects to:
· Raise awareness of the FE Knowledge Transfer Pathfinders

· Make clear what the Pathfinder networks are (and what flexibilities they contain)
· Champion and advocate the Pathfinders

· Demonstrate the definable outcomes that the Pathfinders hope to achieve

· Provide ongoing formative evaluation details 

· Change perceptions of FE with a wider audience

LSC will consider providing a forum for existing and potential Knowledge Transfer networks, which amongst other things will provide “speed dating” opportunities to allow organisations involved in this area to get together. 
HOW MUCH POTENTIAL DO YOU BELIEVE THAT FE HAS FOR INNOVATION? 

We recognise that there are always likely to be barriers against innovation, but feedback suggests that there is huge potential for innovation in FE. 
We will work with the Pathfinders on how to capture what is happening – especially the diversity of bespoke work with employers. 
We recognise that in the longer term our understanding and employers’ understanding of our innovation potential cannot be optimised because we do not have a ‘platform’/’system’ that records this. This is a longer term issue for us to consider.   

Some delegates felt that the “potential for innovation” Issue is not one of capability, but perceptions amongst employers and others. Again, this is something that we will try to measure and address during the Pathfinder work. 
Some delegates pointed out that “FE network crying out for this type of fund – they are already working with employers sharing specialised knowledge but FE is managed at the moment for delivery of qualifications rather than knowledge transfer/innovation therefore cultural change within  FE sector will be required”. We will examine what the Pathfinders will do to affect FE culture.   

Delegates pointed out that FE reaches 95–98% of businesses who may have little capacity to innovate, and two thirds of private sector employers. FE also has a role in social innovation (e.g. YP’s advising health service) 

WHAT SUPPORT WOULD BE MOST VALUABLE TO YOU? 

Specific detailed feedback on unsuccessful bids – and of course we shall try to meet that expectation.  
Communication from the centre – which we have outlined in the Frequently Asked Questions above. 
“People, cash and time” – again which we have outlined above.  

Use of phase 2 to widen use of innovation – and mainstream it. We will of course keep people informed of any future changes or expansion as a result of the Pathfinder work. 
