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Summary
This report presents findings from one part of the evaluation of the Six Month Offer (6MO). As part 
of their offer everyone reaching six months’ unemployment received extra advisory help from 
Jobcentre Plus advisers. In addition, customers were given the opportunity to participate in four 
voluntary strands of activity: 

1 volunteering opportunities to improve employability; 

2 access to work focused training;

3 a Recruitment Subsidy for employers; and 

4 help to become self-employed. 

Profile of strand customers
To understand the types of customers participating in each strand of activity, the profile of 
customers can be compared to the profile of all customers reaching their sixth consecutive month 
of claiming. This analysis shows the following variations in the demographic profile of customers. For 
this analysis participation in the Recruitment Subsidy Strand is defined as entering work providing 
employers with a Recruitment Subsidy.

• Gender: Self-Employment Strand customers were more likely to be male while Volunteering 
Strand customers were more likely to be female than those in other strands.

• Age: Probably as a result of those in Jobseekers Regime and Flexible New Deal (JRFND) 
Phase 2 areas entering New Deal for Young People (NDYP) options at the point of six months’ 
unemployment, those aged 18-24 were under-represented among customers in all strands. This 
was particularly noticeable for the Self-Employment Strand and Training Strand (6 per cent and  
15 per cent are aged 18-24 respectively, compared to 39 per cent of the comparison group 
at the six-month point of claim). Young customers were more likely to be routed through the 
Volunteering Strand; one-quarter of those taking up volunteering as part of the 6MO were aged 
18-24 (24 per cent). Although under-represented among Recruitment Subsidy beneficiaries as  
a whole, young customers were more likely to be employed through the Recruitment Subsidy  
bulk billing route, making up two-fifths of the cases where individuals were placed in this way  
(40 per cent).

• Ethnicity: Ethnic minority customers were most likely to take up the Volunteering Strand (they 
comprised 19 per cent of customers, higher than their representation in the six-month customer 
comparison group – 16 per cent). Lower proportions of ethnic minority customers were accessing 
the Recruitment Subsidy Strand (making up only 9 per cent of this strand), the Training Strand  
(14 per cent) and the Self-Employment Strand (14 per cent).

Across all four strands, around three-fifths of customers had claimed Jobseeker’s Allowance (JSA) on 
at least one occasion prior to the claim they were making when they reached the six-month claim 
point. Those taking up the Training and Volunteering Strands were most likely to have claimed before 
(64 per cent and 62 per cent respectively). 

The Volunteering Strand customers were most likely to have been claiming continuously for  
18 months or more at the time when they took up the strand offer, indicating that this was the 
option that those further from the job market were most likely to be directed toward. 
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A higher proportion of Volunteering and Training Strand customers lacked qualifications at Level 2  
or above (46 per cent and 53 per cent respectively), compared to the higher skill levels of those 
taking up the Self-Employment Strand (only around one-third of whom lacked Level 2 qualifications 
– 35 per cent).

Volunteering
On average, volunteering placements lasted just over three months, took up 12 hours a week and 
were provided by either a charity or Government-funded organisation. There was a wide range of 
placement types: short, full-time placements with private companies at one end of the spectrum 
and placements requiring just a few hours a week and with no fixed end date at the other. 

Customers tended to be satisfied with the process of arranging a placement, with a majority 
reporting that they had input into the type of placement undertaken, that the placement was 
suitable and that they found the length of time it took to arrange the placement appropriate. 

For many, the volunteering placement was reported to have resulted in increases in skills related  
to a particular role as well as generic, transferable skills (the latter particularly in the case of  
younger customers). 

Training
As part of the Training Strand, customers undertook a variety of courses, ranging from short 
courses leading towards a certificate or licence necessary to enter an industry e.g. a construction 
Construction Skills Certification Scheme (CSCS) card or Security Industry Authority (SIA) security 
licence, to longer courses leading to a recognised qualification. On average courses lasted eight 
weeks, although for around a quarter the course was completed in under a week. 

On the whole customers felt the course they undertook was suited to their needs. However, for 
some the range of courses on offer was limited and more could have been done to ensure that 
available courses related to the types of local jobs. 

Around half recalled the course involving an element of employment support and/or direct links with 
employers. This indicated that the emphasis placed on equipping individuals with skills needed by 
local employers was not always as strong as the policy intention.

Participation in the Training Strand appeared to have positive effects with at least three in five 
customers reporting increases in confidence, motivation to find work and enthusiasm to undertake 
further learning in future. Similar proportions reported an increase in skills related to a particular type 
of job. 

Recruitment Subsidy
Four -ifths of those who entered work using the Recruitment Subsidy were those using the self-
marketing voucher, with those entering work via the bulk billing route accounting for a fifth of Strand 
customers1. 

1 The vast majority of those entering work using the self-marketing voucher in the sampling 
period would have done so using the older version of the voucher, before a clearer, redesigned 
version was rolled out in December 2009.
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Subsidy recipients stated they were clear about how to use the voucher. Those who were younger or 
from an ethnic minority were less likely to state this was the case (and they are under-represented 
among Recruitment Subsidy beneficiaries as a whole). 

Most subsidy recipients stated they were more likely to mention the self-marketing voucher at 
interviews rather than earlier in the process (e.g. on CVs/application forms). In some cases they 
relied on Jobcentre Plus advisers mentioning the subsidy to potential employers.

Jobs were secured across the economy and the occupational hierarchy, although elementary or 
operative roles accounted for a third of destinations. Roles entered via the bulk billing route were 
particularly likely to be at this end of the occupational spectrum. 

Voucher recipients were more likely to have secured work on a permanent or open-ended contract. 
Conversely, bulk subsidy recipients were more likely to have been employed on a temporary or 
casual basis. 

Self-employment
The Self-Employment Strand attracted individuals with a wide range of starting points; those with no 
experience to those who had formerly been and were currently self-employed. Just under a third of 
customers had previous experience of self-employment. A quarter stated that at the point of entry 
to the strand, they did not have a firm idea of the type of self-employment they would pursue – they 
simply had a desire to work for themselves. 

Beyond the introductory self-employment guides, only small minorities received each of the types 
of externally-delivered support available. Only 13 per cent attended workshops on specific elements 
of self-employment and only 7 per cent received one-to-one coaching. These support elements 
received very positive feedback for their usefulness from users. Overall, one-third received some 
form of externally delivered support (although in some cases this was simply a helpline). 

Customers that received some support from Business Link or the equivalent organisations in 
Scotland/Wales were asked how well they felt that Jobcentre Plus worked with this organisation to 
support their self-employment plans. Views were mixed on this issue. Half (49 per cent) of claimants 
who had contact with Business Link or the national equivalent felt that Jobcentre Plus staff worked 
well or very well with them to support their needs. However, just over two in five (42 per cent) 
disagreed and felt they did not work well or at all well together. 

Seven in ten (71 per cent) Self-Employment Strand participants had received Self-Employment Credit 
(SEC) and a fifth had received one-off payments from the Adviser Discretion Fund (ADF). Payments 
from the ADF appeared to have been used appropriately to fund materials or services to support 
self-employment.

Outcomes of strand customers
This research reports on the outcomes of customers who started on the four strands of the 6MO 
between April to December 2009. However, it does not report on the employment additionality of 
the 6MO. Planned further 6MO research, i.e. impact analysis, may be able to deliver information on 
employment additionality of the four 6MO strands.

At the time of research fieldwork in March 2010, three-quarters (75 per cent) of Recruitment Subsidy 
customers were in either full- or part-time employment or self-employed. There was an indication 
that jobs secured using the Recruitment Subsidy self-marketing voucher had been sustainable, 
with two-thirds (66 per cent) still working for the same employer at the time of interview (four to 
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ten months since participating in the offer) and only one-fifth of customers in this strand having 
returned to claiming JSA.

For the Self-Employment Strand, three-fifths (57 per cent) of customers were in paid work at the 
time of interview. Most of these (50 per cent of Self-Employment Strand customers overall) reported 
being self-employed at the time the research was conducted (somewhere between three months 
and a year after being referred to the strand), rather than working for an employer. This does 
indicate that the Self-Employment Support (financial and advisory) available through the 6MO is 
effective in moving individuals into self-employment. 

Across the Training and Volunteering Strands, around two-thirds had been claiming JSA continuously 
up to the point of interview (between three and 12 months after being referred to strand activity). 
Some of these were still undertaking their training course (9 per cent of Training Strand customers 
overall) or volunteering placement (30 per cent of Volunteering Strand customers) at the time of 
interview, and had claimed continuously.

One in 12 customers in each of the Training and Volunteering Strands (8 per cent) had a break from 
JSA but then returned to claiming. Just under a fifth of customers were in paid work at the time 
of interview – 19 per cent of Training Strand customers and 16 per cent of Volunteering Strand 
customers.

Summary
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1 Introduction
The Department for Work and Pensions (DWP) commissioned a research consortium, led by the 
Policy Studies Institute (PSI), to conduct a comprehensive evaluation of the Six Month Offer (6MO)2. 
This report presents descriptive survey evidence from customers on their experiences of the 4 
voluntary strands of activity. It also covers some information taken from a customer survey that 
forms part of a separate evaluation of the Jobseekers Review and Flexible New Deal (JRFND). This 
survey involved interviewing customers who had reached six months of continuous claiming and 
hence, were eligible for the 6MO. A small number of questions were included into this survey relating 
to awareness and take-up of the 6MO strands.

The 6MO was rolled out nationally in April 2009 in response to the recession. 

In order to support delivery of the 6MO everyone reaching six months’ unemployment received extra 
advisory help from Jobcentre Plus advisers to provide support, encouragement and advice until 
they got a job or reached 12 months’ unemployment. This extra advisory support (in the form of a 
one-to-one advisory interview) was mandatory for all customers reaching the six-month point of 
their claim. Services under the 6MO were voluntary and were available to customers at the adviser’s 
discretion. These elements consisted of four strands of support: 

1 a Recruitment Subsidy for employers; 

2 help to become self-employed; 

3 access to work-focused training; and

4 volunteering opportunities to improve employability. 

Claimants accessed these services via referral from a Jobcentre Plus adviser and the majority of 
services were delivered by external providers.

The 6MO was developed to last until March 2010, with the original expectation that 500,000 
customers would access this support. In December 2009, this was revised to 230,000 customers. 

In this chapter we set out the policies underpinning the reforms, provide an overview of the various 
initiatives and outline the research methods used.

1.1 Delivery of the Six Month Offer

1.1.1 Extra advice and guidance
Extra advisory support from a Jobcentre Plus personal adviser was made available to customers 
on reaching the 26 week point in their claim. This extra advisory support was mandatory for all 
customers reaching their six month point of claim. This extra advisory support acted as a gateway to 
the 6MO3 voluntary strands. 

2 The evaluation consortium consists of PSI, IFF Research, PriceWaterhouseCoopers Social, MDRC 
New York, Professor David Greenberg of UMBC and Professor Jeff Smith of Michigan.

3 In JRFND, extra adviser support is a design feature of the Stage 3 supported job search 
element, which was rolled out in Phase 1 areas in April 2009. As JRFND did not roll out in 
Phase 2 areas until April 2010, interim arrangements were in place to deliver similar advisory 
support (New Deal for Young People (NDYP) still provided some support). These largely mirrored 
the supported job search requirement of JRFND, with the exception that customers had to 
undertake mandatory work-related activity and complete an action plan.

Introduction



6

1.1.2 Volunteering
Customers with an interest in volunteering to develop their work skills were directed to a third sector 
broker who would find them a suitable volunteering placement, matched to the individual’s job-
related interests and skills.

1.1.3 Work focused training
The Work-focused Training Strand offered training to JSA customers who would benefit from 
significant up skilling or reskilling in order to re-enter the local job market. The training was short-
term, full- or part-time, and was focused on meeting the individual’s work aspirations and employer 
demand. The Learning and skills Council (LSC) (as was4) contracted delivery of the Strand to training 
providers and the Department for Business, Innovation and Skills (BIS) commissioned the LSC to 
do so (or equivalently the Scottish Government and the Welsh Assembly Government). There were 
some differences in the support offered in England, Scotland and Wales.

1.1.4 Recruitment Subsidy
The Recruitment Subsidy was a payment to employers for recruiting customers who have been 
claiming (JSA) for at least six months.5 The subsidy was delivered in two ways:

• via self–marketing: a ‘voucher’ (revised to a ‘claim form’ in December 2009) given to individual 
customers when they reached six months of unemployment to present to employers at 
interviews. If the recruitment takes place, the employer submitted the voucher/claim form to 
Jobcentre Plus and received a £500 payment. If the customer did not return to claim benefit 
within 26 weeks, the employer received a further £500 payment;

• via bulk billing: the voucher/claim form was given to customers as above, but employers who 
are account managed nationally or who expected to recruit 12 or more people over a 12-month 
period received a £1,000 subsidy for every eligible customer they recruit. 

1.1.6 Self-employment
Customers who were interested in self-employment could receive information, advice and practical 
support on becoming self-employed from specialist providers. These comprised Business Link  
(in England), Business Gateway/Training for Work (in Scotland) and Flexible Support for Business  
(in Wales). Customers moving into self-employment could also receive a Self-Employment Credit 
(SEC) worth £50 per week for the first 16 weeks of trading.

1.2 The evaluation design
The overall aim of this evaluation is to test the extent to which the Six Month Offer voluntary strands 
lead to additional employment outcomes for individuals and the cost effectiveness with which this 
is done. 

4 The LSC was succeeded by the Young People’s Learning Agency and the Skills Funding Agency 
in April 2010.

5 The job must be for at least 16 hours per week and be expected to last at least 26 weeks.
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The evaluation programme consists of: 

1 A process study, which combines qualitative and quantitative evidence on 6MO to inform the 
impact analyses. There are: 

a early Implementation Site visits; 

b depth customer studies;

c a provider study with operational research with specialist providers delivering 6MO; and

d customer surveys: gathering quantitative process study data alongside impact data on 
outcomes.

2 Quantitative impact analyses.

The evaluation research for the 6MO is being delivered by a consortium of research organisations 
led by PSI, with PSI conducting the majority of the qualitative work6, and impacts analyses, with IFF 
Research conducting customer survey research, and PriceWaterhouseCoopers Social conducting 
provider qualitative fieldwork. 

The evaluation research will be reporting with publications until 2012. 

1.2.1 Report scope 
This report focuses on the findings from element d) – the customer surveys which both form part 
of the process study and provide quantitative data for the impact analyses. This is a survey of 6MO 
customers in each of the four voluntary strands. 

In addition, Chapter 3 of this report includes information from a customer survey conducted as 
part of a separate evaluation of the JRFND. This particular survey focused on the experiences of 
jobseekers at a point between 26 and 52 weeks into their claim (and some fast-trackers7), i.e. at a 
point when they could have chosen to participate in the 6MO strands. Because this survey covered a 
broad range of customers reaching six months unemployed it was used to collect some information 
about awareness and take-up of the 6MO strands to complement the core customer survey.

1.3 Methodology

1.3.1 Six Month Offer Strand Survey Methodology
Customers eligible for the 6MO customer survey started strand activities between April and 
December 2009. The 6MO strand survey took place between 17 March and 2 April.

For both the Recruitment Subsidy and the Self-Employment Strands, a sample of known starts was 
sourced from DWP records. For the Volunteering Strand, a sample of those referred to a volunteering 
broker was sourced from DWP records and customers were screened to check that they had actually 
taken up a volunteering placement. For the Work-focused Training Strand, a sample of those starting 

6 The findings from the qualitative work are published in a separate report: Vegeris, S. et	al. 
(2010). Support	for	Newly	Unemployed	and	Six	Month	Offer	evaluations:	A	report	on	qualitative	
research	findings. DWP Research Report No. 691

7 Who had their 26-week restart interview/initial Stage 3 interview before reaching the point of 
six months of continuous claiming.
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courses funded through the 6MO was sourced from the LSC’s8 Individualised Learner Record (ILR) for 
England and Wales with a supplementary sample obtained for Scotland from DWP records. 

For some sample sources it was necessary to draw all available records for the survey. In the 
remaining cases, a random sample was drawn. 

A total of 1,000 interviews were conducted for each strand (4,000 interviews in total). The only other 
quota that was set was a quota on interviews by country for the Work-focused Training Strand to 
ensure that the final sample included a proportionate number of interviews in Scotland given that 
these were sourced slightly differently to the rest of the sample. Within each strand (or country in 
the case of the Work-focused Training Strand) a random sample of customers was taken.

The overall response rate for the survey was 83 per cent; this is calculated as a ratio of completed 
interviews as a percentage of eligible respondents successfully contacted (completes as a per 
cent of completed interview cases plus instances of refusals). Ninety-six per cent of all customers 
interviewed agreed to be re-contacted in a year’s time for the longitudinal study. 

The data from this survey is presented unweighted9. Customers were sampled randomly from the 
starting databases, and given equal opportunities to participate, lending validity to the unweighted 
data. The response rate amongst eligible customers was also high.

1.3.2 JRFND Stage 3 Survey Methodology
JRFND Stage 3 relates to the stage of claiming that typically occurs between six and 12 months of 
claiming (although under JRFND some customers could be fast-tracked to this stage). Customers 
eligible for the JRFND Stage 3 customer survey (from which the data in Chapter 3 is taken) were 
those who had entered Stage 3 of JRFND (or the equivalent point of their claim in areas where JRFND 
had not been rolled out) in August-September 2009. The Stage 3 JRFND survey took place between  
1 and 21 February.

The survey sample was drawn from the population of all eligible customers using a stratified 
sampling approach (stratified by JRFND phase and age), with customers randomly selected within 
each stratum. An opt-out exercise was undertaken prior to the survey fieldwork commencing. 

A total of 6,006 interviews were achieved (3,003 with JRFND Phase 1 customers and 3,003 with 
Phase 2 customers) as detailed in Table 1.1. The overall response rate was 80 per cent. Details of 
fieldwork outcomes can be found in Appendix A.

Table 1.1 Stage 3 – Achieved interviews by phase and age at start of claim  
 according to DWP records

Stage 3 Phase 1 Phase 2 All
Under 25 1,000 1,002 2,002
25–49 1,001 1,000 2,001
50 or over 1,002 1,001 2,003
All 3,003 3,003 6,006

8 Supplied by the LSC (as was). The LSC was succeeded by the Young People’s Learning Agency 
and the Skills Funding Agency in April 2010.

9 Population statistics of customers across all strands were not available, meaning it was not 
possible to construct response weights for the survey.
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Quotas on JRFND phase and age were set to ensure robust findings at the sub-group level (required 
for the overall JRFND evaluation).

For this survey, data have been weighted to correct for this design bias and to ensure findings are 
representative of the population of customers in each phase. 

1.3.3 Conduct of fieldwork
For both the surveys, a small number of pilot interviews were conducted before the main survey 
fieldwork to test the questionnaire structure and to ensure that respondents fully understood the 
nature of the questions being asked.

Telephone interviews were conducted from the IFF on-site computer-assisted telephone 
interviewing (CATI) centre in central London. 

Customers were eligible for interview irrespective of whether they were still claiming JSA at the time 
of the interview or had ended their claim. Interviews were conducted in the evening and weekend, as 
well as during normal working hours, to ensure those who had entered work were able to participate.

1.4 Statistical significance and confidence intervals
Unless explicitly stated otherwise, all differences reported are statistically significant at the 95 per 
cent confidence level. That is to say, there is a 95 per cent probability that the difference reported is 
real and not the result of sampling error. The confidence intervals for a range of findings are shown 
in Table A.3. 

1.5 Reporting conventions 
The following conventions are observed throughout this report:

• All references to ‘strand customers’ refer specifically to those starting strand activity between April 
and December 2009. 

• All demographic characteristics are based on information provided by customers during the 
survey interview and not on information supplied by the DWP.

• ‘PSA 16’ refers to the Public Service Agreement which forms part of the set of 198 national 
indicators for English local authorities. The agreement, which was implemented in April 2008, 
focuses on people falling into any of the following four groups and are subsequently at risk of 
social exclusion:

– care leavers at age 19;

– offenders under probation supervision (recently left prison, on probation or on a community 
sentence);

– adults receiving secondary mental health services;

– adults with learning disabilities known to councils.

• References to the ‘level’ of training/qualifications refer to levels on the Qualifications and Credit 
Framework (QCF). ‘Level 2’ refers to credit learning at Level 2 on the QCF.

• Occupational categories used in the report are based on the Standard Occupational Classification 
(SOC 2000) system. We have used the broadest level, one digit classifications, giving nine 
categories (1 – managers and senior officials, to 9 – elementary occupations).
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Throughout the report comparisons are made with the cohort of customers interviewed for 
the JRFND Stage 3 survey10, particularly when looking at employment outcomes. This cohort of 
customers forms a useful comparison group as they became eligible for 6MO provision around 
the middle of the sampling period using for the 6MO survey (specifically they are customers who 
entered Stage 3 of JRFND from Phase 1 areas (or the equivalent period of their claim in Phase 2 
areas) between 24 August 2009 and 28 September 2009. However, this cohort only includes flow 
customers whereas stock customers were included within the sampling frame for the 6MO survey. 
While this is an imperfect comparison group it is useful to provide an indication of the employment 
outcomes of a random sample of customers who entered six month’s consecutive claiming (or were 
fast-tracked to this point of their claim) at a similar time as those who were interviewed for the 6MO 
survey were offered access to a 6MO option.

All references to ‘Stage 3 customers’ in this report, therefore, refer to customers who entered  
Stage 3 of JRFND from Phase 1 areas (or the equivalent period of their claim in Phase 2 areas) 
between 24 August 2009 and 28 September 2009.

1.6 Report structure
Following this chpater, Chapter 2 reports the levels of awareness and take-up of 6MO options 
among all customers reaching the six month point of their claim (using data taken from the JRFND 
evaluation Stage 3 survey). 

Chapters 3 to 6 detail customer experiences of each of the four strands. Chapter 3 looks at 
experiences of the Volunteering Strand, Chapter 4 looks at experiences of the Training Strand, 
Chapter 5 explores experiences of those entering a job using the Recruitment Subsidy and Chapter 6 
covers the Self-Employment Strand. Chapter 7 then goes on to compare the employment and claim 
status of participants in each the four Strands. 

The conclusions and recommendations chapter (Chapter 8) reviews key findings from each chapter 
and presents recommendations for each Strand.

Appendices A and B detail the sampling and fieldwork outcomes for each of the two studies. 
Appendices C and D include questionnaires.

10 This is one survey in a series of customer surveys conducted as part of the Evaluation of 
the JRFND.
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2 Awareness and take-up of  
 the Six Month Offer strands
This first chapter of findings examines the proportion of customers reaching their sixth month of 
unemployment who recalled being offered the opportunity to participate in the Six Month Offer 
(6MO) as well as the proportion who took up that opportunity. The chapter looks at the reasons for 
deciding against participation among those who declined the opportunity to do so and levels of 
interest in the four strands among those who were not offered the opportunity to participate. 

The data for this chapter is taken from a survey of customers conducted as part of the evaluation 
of the Jobseekers Regime and Flexible New Deal (JRFND). Those eligible for the survey had claimed 
for a continuous period of the last six months (with the exception of a small proportion of fast-
trackers11). They were interviewed in February 2010 at a point around 12 months after their claim 
start date about their experiences over the previous six months. These customers reached the  
six-month point of their claim in August-September 2009, some time after the initial launch of the 
offer in April 2009. As such, these customers can be considered a representative cohort of flow 
customers eligible for the 6MO. However, it is worth noting that the JRFND survey did not cover stock 
customers with longer claims who may also have been offered participation in the 6MO strands.

2.1  Awareness and take-up of strands
Just over three-quarters of customers with a continuous claim of at least six months (78 per cent) 
recalled being offered at least one of the six month offer strands. This is quite a large proportion and 
indicates that efforts were made to communicate the offer widely.

The proportion who recalled being offered any of the strands was slightly higher in JRFND Phase 
1 areas (83 per cent) than in Phase 2 areas (74 per cent) that were still operating the former 
Jobseeker’s Allowance (JSA) regime at the time of interview12. This difference could reflect the fact 
that the 6MO was rolled out alongside JRFND in Phase 1 areas and hence, could be incorporated into 
the programme of change management that had already been established. In turn this may have 
made it easier to inform advisers about the content of the 6MO more quickly than in Phase 2 areas 
(in turn enabling them to begin to communicate the offer to customers earlier). However, there is no 
direct evidence that we can draw from this research to support this hypothesis.

The proportion of customers (across Phase 1 and 2 areas) who recalled being offered at least one 
strand was slightly lower among lone parents (70 per cent) and ex-offenders13 (70 per cent). Other 
than this, all sub-groups of customers were equally as likely to recall being introduced to at least one 
of the voluntary strands.

11 The survey included a small number of fast-trackers who had their 26-week restart interview/
initial Stage 3 interview before reaching the point of six months of continuous claiming.

12 Unless explicitly stated otherwise, all differences reported in this chapter are statistically 
significant at the 95 per cent confidence level. Please see Section 1.4 for more details.

13 Defined as those who had recently left prison, were on probation or were on a community 
sentence.
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Figure 2.1 shows the proportion of customers who participated in each strand as well as the 
proportion who were offered it and did not participate. The boxes at the top of each column show 
the total proportion of customers offered each strand. Note that participation in the Recruitment 
Subsidy bulk billing route was not assessed in the JRFND Stage 3 survey.

Figure 2.1 Proportions of customers who were offered and participated in  
 voluntary strands

 
The overall proportion of customers offered the self-marketing voucher was considerably higher 
than the proportions offered any of the other strands. This indicates that advisers were taking a 
blanket approach with this particular strand (the correct procedure) while offers of the other three 
strands were more targeted.

Those offered the self-marketing voucher were slightly more likely to be:

• men (65 per cent compared to 58 per cent of women);

• aged over 25 (68 per cent compared with 55 per cent), perhaps reflecting the fact that in Phase 
2 areas 18-24 year olds were not eligible for the Recruitment Subsidy (as the New Deal for Young 
People (NDYP) subsidy was still operating in those areas);

• from a white British background (65 per cent compared with 54 per cent of those with other 
ethnic backgrounds).

Awareness and take-up of the Six Month Offer strands
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Overall, a third of customers had made use of the self-marketing voucher (i.e. they told potential 
employers about the voucher or mentioned it in job applications). This represents just over half (54 
per cent) of those who recalled receiving the voucher. 

The proportions offered each of the other three strands were lower than for the self-marketing 
voucher, indicating that advisers were using their judgement to determine who these strands might 
be appropriate for rather than offering them across the board.

The proportions offered each of the Training and Volunteering Strands were similar (at just under a 
third of customers) but the proportion taking up a training course was almost twice the proportion 
embarking on a volunteering placement (36 per cent of all those offered training compared with 17 
per cent of those offered volunteering). Additionally, there may have been some people who had 
accepted the training offer, but were still waiting to start their course at the time of interview. 

Customers offered the option of participating in the Training Strand were more likely to be younger 
(32 per cent of those aged 18-24 compared with 29 per cent of those aged 25-49 and 25 per cent of 
those aged 50+). Those with no or low qualifications were slightly more likely to be offered training 
(32 per cent of those without a Level 2 qualification compared with 29 per cent of the summary 
group with a Level 2 or 3 qualification and 22 per cent of those with Level 4 qualification or above). 

There was not a great deal of variation in likelihood to have been offered the Volunteering Strand 
by customer characteristics, with the exception that those in contact with secondary mental health 
services were particularly likely to have been offered this strand (41 per cent). Those with lower 
qualifications were slightly more likely to have been offered volunteering as well (33 per cent of 
those without a Level 2 qualification compared to 28 per cent qualified above this level). Both are 
groups that are more likely to contain ‘harder to help’ customers indicating that the Volunteering 
Strand may be judged as being more appropriate for those further from the labour market.

A relatively small proportion of customers were offered the Self-Employment Strand (17 per cent) 
and only 5 per cent participated. 

Customers particularly likely to have been offered the Self-Employment Strand were:

• men (19 per cent compared with 11 per cent of women);

• aged 25-49 (20 per cent compared with 12 per cent of those aged 18-24 and 18 per cent of those 
aged 50+);

• highly qualified (22 per cent of those with a Level 4 or 5 qualification, that is, qualified to degree 
level or above).

Overall just under half of customers (45 per cent) experienced at least one strand of the 6MO (with 
‘experience’ of the self-marketing voucher defined as presenting the voucher to potential employers 
or mentioning it in job applications), a third were offered a strand but did not participate (33 per 
cent) and 22 per cent were not offered any of the strands. 

Not all of those who had made use of the voucher had been successful in securing employment. 
A total of 6 per cent of customers had made use of the voucher and found paid employment 
by the time of interview (equivalent to 17 per cent of all those who had used the voucher in job 
applications). Only a small proportion of these customers stated that gaining work was a result of 
the self-marketing voucher (1 per cent of all customers). If only those who used the self-marketing 
voucher and managed to secure paid work are considered as having ‘participated’ in this strand, 
then the overall proportion of customers participating in any of the 6MO strands falls from 45 per 
cent to 24 per cent. 

Awareness and take-up of the Six Month Offer strands
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Participation by customers in multiple strands (defining participating in the Recruitment Subsidy 
Strand as entering work attracting the subsidy) was very low (at 3 per cent). The most common 
combination of strands experienced was the Volunteering and Training Strands.

The remainder of this chapter focuses on the views of customers who did not take up any of the 
6MO strands. More specifically, it considers:

• the reasons for not taking up a particular strand of activity where it was offered; and

• whether customers who were not offered participation in a strand believed they would have been 
interested in taking up this provision. 

2.2 Reasons for not taking up each strand 
Customers who were told about a 6MO strand but who did not take it up were asked the reasons 
for this. The reasons for not participating in each of the four voluntary 6MO strands are considered 
below in turn.

2.2.1 Volunteering
Figure 2.2 illustrates the reasons given by customers for not starting a volunteering role after this 
opportunity had been mentioned by a Jobcentre Plus adviser. Just over one in ten (11 per cent) of 
customers were waiting for a particular placement to be set up at the time of the research and 4 per 
cent were waiting for a placement to be offered to them. 

Where customers had decided against taking up this opportunity, it was most commonly because 
a volunteering placement was simply not of interest or because they were of the opinion that the 
general offer of voluntary work was not suited to their needs (18 per cent). Customers also reported 
that a voluntary placement would get in the way of looking for paid work (12 per cent) or that 
they only wanted work that was paid at this stage (7 per cent). Almost one in ten (9 per cent) had 
actually found paid work and one in 20 (5 per cent) had started on a training course instead. 

There was a suggestion that for a small proportion of customers, the option of a volunteering 
placement was of interest but there were problems or barriers in pursuing it. A small proportion of 
customers (6 per cent) reported being unclear on what to do next or how to sort out a placement, 
and even smaller proportions noted that the broker never got back to them (3 per cent), they had 
applied for a placement but had not been successful (3 per cent) or had been given no further 
information after it had been initially mentioned by the Jobcentre Plus adviser (2 per cent). These 
may be considered process barriers which might be the responsibility of Jobcentre Plus or the broker 
(as opposed to internal or personal barriers for the customer such as a lack of confidence, personal 
circumstances or the placement being inconveniently located). 

Awareness and take-up of the Six Month Offer strands
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Figure 2.2 Reasons for not taking up volunteering placement

2.2.2 Training
Figure 2.3 presents reasons for customers not starting a training course where this option had been 
mentioned to them. A proportion of customers were interested in taking up this option and were 
waiting for a course to start or for more information at the time of the research (11 per cent were 
already enrolled, 5 per cent were waiting for a suitable course to come up and 4 per cent were 
waiting to hear back after submitting an application). 

Awareness and take-up of the Six Month Offer strands

Base: All customers offered volunteering placement but who did not take it up (1,432).
Source: JRFND Stage 3 Customer Survey H7.
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Figure 2.3 Reasons for not starting training course

 

Just under a fifth (18 per cent) of all customers were not interested in the courses available, with 
smaller proportions mentioning that they did not feel participating in the course would improve their 
chances of finding work (8 per cent) or felt that it would get in the way of looking for work (7 per 
cent). One in ten (10 per cent) had found paid work already. 

Relatively small proportions mentioned that the courses available were not suitable in some other 
way, either because the level was too low (4 per cent), too high (1 per cent) or because funding was 
not available for the course they were interested in (2 per cent). 

Compared with the other strands, smaller proportions of customers reported not being clear on 
what to do next in order to take up the offer of training (just 2 per cent reported this), suggesting 
that the referral mechanisms for customers were more straightforward, better understood or better 
managed for the Training Strand than for the Volunteering or Self-Employment Strand. 

Base: All customers offered training course but who did not start a course (1,097).
Source: JRFND Stage 3 Customer Survey H11.
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2.2.3 Self-marketing voucher
Customers who could recall being given a self-marketing voucher but who had not mentioned the 
Recruitment Subsidy to any employers or on any job applications were asked the reasons for this. 
Figure 2.4 shows the reasons given in descending order of frequency. 

Figure 2.4 Reasons for not using self-marketing voucher

 

The two most common reasons given were that customers had not yet had a chance to use the 
voucher (16 per cent) and had not applied for any jobs since receiving it (14 per cent)14. These 
reasons were particularly likely to be cited by customers aged 50 or over with around a fifth (19 per 
cent and 21 per cent respectively) mentioning each15. 

14 Customers were interviewed six months after they had entered JRFND Stage 3 or had their 
26-week restart interview or Initial New Deal Interview. The exact date they were given the 
voucher is not known.

15 Customers are required to seek work and apply for jobs as a condition of receiving JSA. In 
this context the proportion of customers stating that they have not applied for any jobs since 
receiving the voucher could be considered reasonably high.

Base: All customers offered self-marketing voucher but who did not use it on applications or 
mention it to employers (1,832).
Source: JRFND Stage 3 Customer Survey H10.
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A number of reasons given related to customers not believing that the voucher would help them 
secure work; either generally (11 per cent) or due to the specific type of work they were applying for 
(6 per cent). Types of work that the voucher was not considered applicable for included temporary 
positions and work gained via an agency. 

Almost one in ten (9 per cent) customers did not know how to use the voucher, rising to 13 per cent 
of all those under 25. This suggests that additional explanation or instruction may have been useful 
alongside the voucher itself. 

Smaller proportions of customers decided not to tell employers about the voucher as they did not 
feel comfortable doing so (6 per cent) with some saying this was specifically because they did 
not want employers to know they were unemployed (3 per cent). It would seem that for these 
customers the perceived stigma of unemployment outweighed any positive role of the voucher in 
securing them employment. These reasons were more likely to be given by customers educated to 
degree level or above.

2.2.4 Self-Employment Support
Figure 2.5 shows the reasons given for not participating in the Self-Employment Strand by those 
customers who recalled being told about the strand (described as ‘advice	or	support	on	setting	up	
your	own	business	including	some	funding	for	the	first	few	months’) but who had not taken up this 
offer by the time of the research. Over half (52 per cent) of all customers aware of this provision 
stated that self-employment or setting up their own business was not of interest. Other responses 
(‘would get in the way of looking for work’ – 4 per cent and ‘would not improve chances of findings 
work’ – 3 per cent) were closely related to this and indicated that these customers wanted to remain 
focused on finding work with an employer.

Around one in 12 (8 per cent) customers who had been told about this support said they did not 
know what to do next or how to access it. This may indicate that in the limited time available to 
them Jobcentre Plus advisers are only choosing to mention these options very briefly and some 
customers may benefit from additional detail or support in taking the next step. 

Awareness and take-up of the Six Month Offer strands
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Figure 2.5 Reasons for not taking up Self-Employment Support

2.3 Level of interest in strands not offered
In instances where customers could not recall being offered a particular strand of 6MO provision, 
they were asked to look back to the time that they entered their seventh consecutive month16 of 
claiming and comment on whether or not they would have been interested in participating in that 
sort of activity at that time. Figure 2.6 illustrates the proportions of customers stating that they 
would have been very interested, quite interested, not very interested and not at all interested in 
each of the 6MO strands. 

16 Customers were prompted with the month and year in which they had their Initial Stage 3/
26-week restart interview. For a minority of customers this would have been earlier than their 
seventh consecutive month of claiming because of fast-tracking.

Base: All customers offered self-employment advice or support but who did not take it up (733).
Source: JRFND Stage 3 Customer Survey H8/9.
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Figure 2.6 Level of interest in strands not offered

Approaching three-quarters (73 per cent) of all customers not offered a place on a training course 
said that they would have been interested had it been mentioned to them. Note that the nature of 
the training was made clear to respondents during the interview; the question referenced ‘A place 
on a training course at a local college related to a particular sector or job role’. The high proportion of 
customers who stated they would have been interested in a work-focused training course suggests 
that more individuals would have been interested in taking part than were given the opportunity 
to do so. There are a number of reasons why this offer may not have been presented to them by 
advisers including because there were no places available at the time, or because advisers did not 
think a training course was suitable. 

This interest in the training strand among those not offered it is supported by the qualitative work 
conducted among participants, with some of those who participated in other strands saying they 
would have preferred to attend a training course17. 

17 Vegeris et	al., (2010).

Base: All customers not offered each strand.
Source: H12.
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Note: Customers answering ‘don’t know’ (between 1 per cent and 3 per cent for each strand) are 
not shown in Figure 2.4. A further 4 per cent of customers said ‘it depends on the placements 
available’ in relation to the Volunteering Strand and a further 3 per cent said ‘it depends on the 
courses available’ for the Training Strand – these proportions are also not shown.
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A similar proportion of those not offered the self-marketing voucher (71 per cent) stated that 
they would have been interested in receiving it. The offer was put to survey respondents as ‘a	self-
marketing	voucher	to	offer	employers	or	use	on	applications	that	allows	them	to	claim	a	one-off	
payment	if	they	give	you	a	job’.

Around half of all customers that could not recall being offered advice or support on setting up 
their own business or the opportunity to take up a volunteering role said they would have been 
interested in this option (52 per cent and 50 per cent respectively). The self-employed strand offer 
was described as ‘advice	or	support	on	setting	up	your	own	business	possibly	including	some	funding	
for	the	first	few	months	if	you	moved	off	JSA	to	become	self-employed’	and the volunteering offer as 
‘the	opportunity	to	take	a	volunteering	role’.

Customers were polarised in their interest in receiving Self-Employment Support with similar 
proportions stating that they would have been very interested (28 per cent) and not at all interested 
(29 per cent). 

Almost a fifth (17 per cent) of customers not offered a volunteering placement felt that they would 
have been very interested in this opportunity had it been mentioned to them. A further third (33 per 
cent) said they would have been quite interested. 

Interest in each of the strands (where they had not been offered previously by a Jobcentre Plus 
adviser) varied by customer group:

• Customers who would have been ‘very interested’ in taking up the opportunity of a volunteering 
role had it been offered were more likely to be female (22 per cent of women would have been 
‘very interested’, compared with 15 per cent of men), from an ethnic minority (25 per cent ‘very 
interested’) and lone parents (26 per cent ‘very interested’). 

• Customers with no qualifications were less interested in this option, with over a quarter (27 per 
cent) stating that they were not at all interested. Indeed, customers with degree level or above 
qualifications were the most likely to express an interest in volunteering. If the Volunteering 
Strand is designed to provide employment experience for those furthest from the labour market 
then this finding indicates challenges for Jobcentre Plus advisers in ‘selling’ this option to the 
customers who are perhaps the intended recipients. While those with higher qualification levels 
may be easier to place in a volunteering role this may not be the best use of limited placements if 
these customers already have the necessary skills to find work. 

• Male customers (31 per cent), those aged 25-49 (34 per cent), from an ethnic minority (41 
per cent), with a child under 16 (38 per cent), customers with a PSA 16 barrier (37 per cent) – 
particularly those PSA 16 barrier customers who had recently left prison (51 per cent) – and those 
customers with degree level qualifications (34 per cent) were all more likely than average (28 per 
cent) to say that they would have been very interested in taking up advice or support in setting 
up your own business if this had been offered to them at the time of their initial stage 3/26-week 
restart interview. 

• Interest in the self-marketing voucher was slightly higher among customers with a child under 
16 (39 per cent very interested compared with average of 34 per cent), customers from an ethnic 
minority (40 per cent) and customers who had recently left prison (52 per cent). These customers 
may consider themselves as facing additional barriers to employment and it is possible that they 
feel the self-marketing voucher would be valuable in helping overcome some of those barriers in a 
competitive labour market. 
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• In line with the patterns described above, over half of all customers from ethnic minorities (55 per 
cent) and PSA 16 groups (51 per cent) said they would have been very interested in attending a 
work focused training course if this had been offered to them, indicating an appetite for additional 
support generally among these customers groups. 

• Customers with no qualifications were the least likely to report an interest in the work focused 
training option (36 per cent very interested). Customers already qualified to Level 2 or 3 were the 
most likely to show interest in additional learning (46 per cent). This again presents a challenge 
for advisers in ‘selling’ this strand to those with low skill levels who would be most likely to benefit 
(although it should be noted that the strand is also intended to offer the opportunity to reskill in a 
different sector to those with existing qualifications). 

2.4 Summary
Among flow customers eligible for the 6MO (that is those reaching the six-month point of their claim 
in the period August-September 2009), over three-quarters could recall being offered at least one of 
the strands of the offer. 

Just under half of these customers experienced at least one strand of the offer (where ‘experience’ 
of the Recruitment Subsidy involved presenting the self-marketing voucher to employers or 
submitting it with job applications). 

Take up of each of the strands varied:

• just over a third of customers had told employers about the Recruitment Subsidy or mentioned it 
in applications (but just 6 per cent had done this and had found paid work);

• just over one in ten participated in a training course;

• one in 20 took up a volunteering placement;

• one in 20 took up advice or support on becoming self-employed.

A third of customers were offered at least one strand of 6MO activity but did not participate at all. 
Reasons for declining participation in each strand varied, the most common response was simply 
that the strand offered was not of interest. 

Around three-quarters of customers not offered the self-marketing voucher or the opportunity to 
take part in a training course said that this option would have been of interest (smaller proportions –  
around half in both cases – expressed interest in the self-employment and volunteering strands 
where these had not been offered). 

Awareness and take-up of the Six Month Offer strands



23

3 Volunteering Strand
This chapter considers the experiences and outcomes of those customers who participated in the 
Volunteering Strand. It looks first at the profile of those who participated and compares this with 
customers generally. It then discusses the nature of the volunteering placement undertaken by 
customers and describes the process by which customers took up their placement. The chapter 
concludes by exploring the outcomes of participation on the Volunteering Strand, both in terms of 
soft outcomes (such as increases in confidence or transferable skills) and hard outcomes such as 
claim status and employment outcomes.

The data for this chapter (and the remainder of the report) is taken from the Six Moth Offer (6MO) 
Strand Survey unless otherwise specified.

3.1 Profile of those taking up volunteering
A third (33 per cent) of those who had a broker interview between April and December 2009 had 
gone on to start a volunteering placement by the time the research fieldwork was conducted in 
March 201018. Table 3.1 profiles customers in the Volunteering Strand by some key demographics 
and customer characteristics. This profile is based on the customers that participated in the 
research and draws on information supplied by customers during the research interview as well as 
information supplied by the DWP. 

18 The sample database supplied by the Department for Work and Pensions (DWP) contained all 
customers who had spoken to a broker (rather than all those who had started a placement –  
it was not possible to supply this information). A screening exercise was, therefore, undertaken 
to identify eligible respondents for the customer survey and for each customer interviewed 
there were two individuals who confirmed that they had not started a placement. No further 
data on the reasons for this were collected. 
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Table 3.1 Demographic profile of Volunteering Strand customers

All Volunteering  
Strand customers 

%

All customers at six month 
point of claim1

%
Gender

Male 68 75
Female 32 25

Age

18-24 24 39
25-49 55 42
50+ 19 18

Ethnicity2

White British 81 84
Ethnic minority 19 16

Disability status

Health condition/disability 20 15
No health condition/disability 79 85

PSA 16 status

PSA 16 6 Data not available
Not PSA 16 93

Qualification level

No qualifications/below Level 2 45 Data not available
Level 2-3 32
Level 4-5 23
Level 2 and above 54

Claim history

Previously claimed 62 Data not available
Not previously claimed 38

Length of claim before started strand3 

18 months or more 15 Data not available
Over a year but less than 18 months 12
Six months to a year 65
Less than six months 7

continued
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Table 3.1 Continued

All Volunteering  
Strand customers 

%

All customers at six month 
point of claim1

%
Month referred to strand

April * Data not available
May 4
June 8
July 11
August 17
September 15
October 19
November 18
December 8

Base	 1,001 89,420
1 Population figures taken from data supplied by the DWP of all customers having an initial stage 3/26-week 

restart/initial New Deal for Young People (NDYP) interview between 24 August 2009 and 28 September 
2009.

2 Note that the all ethnicity figures have been re-based to exclude those records where ethnicity is not 
known (accounting for 1 per cent of the Volunteering strand survey data and 7 per cent of the population 
data).

3 For Volunteering Strand customers, the date of the broker interview is used as a proxy for the strand start 
date as it was only possible for the DWP to supply a sample database of those who had attended a broker 
interview.

In line with the eligible population at this point of claiming, the majority (68 per cent) of Volunteering 
Strand customers were male. However, women were slightly over-represented in the customer 
population compared with the entire eligible population (32 per cent compared with 25 per cent). 

The age profile of volunteering customers was slightly older19 than customers generally, with just 
a quarter (24 per cent) under 25 compared with 39 per cent of all customers entering the seventh 
consecutive month of claiming. This may be in part a result of customers under 25 entering NDYP in 
many parts of the country at this point of the claim meaning they may have been less likely to be 
offered a 6MO strand of activity. 

A fifth (20 per cent) of Volunteering Strand customers had a health condition or disability compared 
with just 15 per cent of all customers at a similar stage of claiming. A similar proportion (19 per 
cent) were customers from an ethnic minority, meaning ethnic minority customers were slightly 
over-represented on this strand of activity compared with eligible customers generally. In particular, 
Volunteering Strand participants were more likely to be from black ethnic groups (8 per cent, 
compared to 5 per cent of all customers at the six month point). This is in line with the finding that 
customers from ethnic minorities who had not been offered the volunteering option were more likely 
than average to say that it would have been of interest to them (see Section 3.2). 

19 Unless explicitly stated otherwise, all differences reported in this chapter are statistically 
significant at the 95 per cent confidence level. Please see Section 1.4 in the Introduction for 
more details.
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Over three in five (62 per cent) customers on the Volunteering Strand were repeat customers, that 
is, they had made previous Jobseeker’s Allowance (JSA) claims prior to the claim through which 
they became eligible for the 6MO. However, the JRFND Stage 3 survey found that this figure stood 
at 57 per cent of customers reaching six months of claiming, suggesting that Volunteering Strand 
customers were more likely to be repeat customers than average. 

While nearly two-thirds (65 per cent) of Volunteering Strand participants took up the volunteering 
option after having claimed for six months to a year, a significant minority (27 per cent) had been 
claiming for more than a year at the point of referral. A small proportion of customers (7 per cent) 
had claimed for less than six months at the point of referral to the Volunteering Strand (likely to 
have been those fast-tracked to Jobseekers Regime and Flexible New Deal (JRFND) Stage 3 or NDYP). 

Relatively small proportions of customers were referred to placements in the first couple of months 
of the programme (0.3 per cent in April and 4 per cent in May) reflecting difficulties with getting 
provision set up in time. Referrals picked up over the summer months before peaking in the autumn 
(19 per cent of customers were referred in October and 18 per cent in November). Just over half (55 
per cent) of customers interviewed for the survey had been referred to the Volunteering Strand at 
least six months before the start of fieldwork (i.e. between April and September 2009). 

Volunteering Strand customers were split broadly evenly between those with no or low qualifications 
(45 per cent) and those qualified to Level 2 or above (54 per cent). Almost a quarter (23 per cent) 
held a degree level qualification. 

The Volunteering Strand was designed to help those who were furthest from the labour market gain 
some work experience and work-related skills and to move closer to being job-ready. The profile 
of customers discussed above suggests that whilst in some ways this group were more likely than 
the average eligible flow customer to be disadvantaged or face particular barriers to work, there 
was a minority of participants who were higher skilled and first time unemployed, and for whom a 
volunteering placement may not have been the most appropriate form of employment support. 

The qualitative evaluation also found evidence that two separate ‘types’ of customer were deemed 
suitable for the Volunteering Strand by Jobcentre Plus staff. Some staff looked for those were 
proactive and were already looking to secure a voluntary placement, whereas others targeted those 
who were low skilled and with limited work experience20. 

Customers on the Volunteering Strand were asked whether they had previous experience of 
volunteering. There was a broadly even split between customers who had volunteered before (32 
per cent), those who had not previously done any volunteer work but had considered it (31 per cent) 
and those who had neither done nor considered doing any volunteering previously (36 per cent).

3.2 Nature of volunteering undertaken
In thos section we discuss the nature of the volunteering placement taken up as part of the 6MO, in 
terms of hours, duration and the type of organisation that provided the placement. 

Customers were most likely to be volunteering for less than 16 hours a week (72 per cent did so). 
Around a fifth (19 per cent) of customers spent 16 to 30 hours per week at the placement, with 
just 6 per cent volunteering full-time (30 hours or more per week). The average number of hours 
worked per week was 12, although a significant minority of customers – a quarter (25 per cent) – 
volunteered for four hours or less a week. 

20 Vegeris et	al., (2010).
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Customers were asked how long volunteering placements had lasted or were due to last (shown in 
Figure 3.1). Almost half (47 per cent) of customers took up placements that had no fixed end that 
they were aware of and were offered on an ongoing basis. 

Figure 3.1 Intended duration of volunteering placement

 

At the other end of the scale a minority of customers undertook very short placements intended 
to last less than a week (7 per cent), with a similar proportion (6 per cent) on placements that 
lasted at least a week but less than a month. Where placements did have a fixed end they most 
commonly were due to last between one and six months; a third (32 per cent) of all customers were 
on placements with this fixed duration. The mean average number of weeks that a fixed placement 
lasted for was 14 weeks. 

Among those customers who took up a volunteering placement with no fixed end, just over two-
thirds (68 per cent) were still attending the placement at the time of the research. Among the third 
(32 per cent) who had left, attendance had lasted eight weeks on average. 

Customers were asked about the type of organisation at which their volunteering placement 
took place. Three-quarters (75 per cent) of customers were placed with a charity or voluntary 
organisation. Around one in six (16 per cent) were placed in the private sector, with the remainder 
(8 per cent) participating in a placement at a government funded organisation. This indicates that 
there was some engagement with the private sector and that brokers had encountered some 
success in extending the offer beyond just the charity and public sector to offer some customers a 
more diverse range of placements. 

Those placements offered by private sector companies were more likely to be fixed-term than 
those offered by Government-funded or third sector organisations. Three-quarters (75 per cent) 

Base: All Volunteering Strand participants (1,001).
Source: H15 and H16.
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of all private sector placements had a fixed end compared with around half of all placements in 
Government-funded (54 per cent) or third sector organisations (48 per cent). This means that overall 
one in eight (12 per cent) of all volunteering customers took up a placement in the private sector 
that was for a fixed duration. 

In summary, the nature of the placements undertaken by customers varied greatly in terms of 
hours worked, intended duration and sector of placement organisation. As well as looking at the 
overall experiences and outcomes of those on the Volunteering Strand it is also useful to analyse 
experiences and outcomes by type of placement, to reflect the varied nature of placement types. 
Figure 3.2 shows a summary of different placement types for the purposes of this analysis. 

Figure 3.2 Classification of placement type by sector of placement organisation  
 and whether or not fixed end

 
Where placements did have a fixed end, there was variation by sector of placement in terms of 
intended duration:

• Fixed end placements in the public/voluntary sector were more likely to be very short (less than 
a week) than those in the private sector (15 per cent of all fixed end public or voluntary sector 
placements were intended to last less than a week compared with 6 per cent in the private 
sector).

• Correspondingly, private sector fixed end placements were more likely than public or voluntary 
sector fixed end placements to last one to four weeks (17 per cent compared with 10 per cent). 

• However, across both broad sector groupings fixed-term placements typically lasted more than 
a month but less than six months (61 per cent of fixed-term public/voluntary sector placements 
and 63 per cent in the private sector).

Volunteering Strand
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There was also some variation in how many hours a week placements lasted (shown in Table 3.2):

• Contrary to all other types of placements, fixed-term private sector placements typically lasted 
at least 16 hours a week. Over half (55 per cent) were of this length, with one in seven requiring 
customers to work full-time (30 hours or more). Those working full-time would have limited time 
each week to seek paid work for the duration of the placement. Given this, these placements would 
need to be more likely to lead to paid work at the placement organisation (i.e. to be operated like 
work trials) to ensure that they have an overall beneficial effect on customer’s likelihood to find paid 
work. 

• By contrast, the great majority (86 per cent) of public or voluntary sector placements that were 
offered on an ongoing basis involved less than 16 hours volunteering per week.

• On balance, fixed-term placements in the public or voluntary sector also most commonly involved 
less than 16 hours work each week (66 per cent). However, a quarter (25 per cent) were operated 
on the basis of the customer volunteering for between 16 and 29 hours each week, and a further 
7 per cent were full-time (more than 30 hours a week). 

Table 3.2 Hours worked per week by placement type 

Ongoing public or 
voluntary sector 

placement  
%

Ongoing private 
sector placement 

%

Fixed end public or 
voluntary sector 

placement 
%

Fixed end private 
sector placement 

%
Less than 16 hours per 
week 86 73 66 39
At least 16 hours but 
less than 30 hours per 
week 8 13 25 40
30+ hours per week 2 15 7 15
Don’t know 4 0 3 6

Base	 430 40 400 121

Certain customers groups were more likely to participate in particular types of placement:

• Customers aged 50 or over and those who were educated to degree level or above were more 
likely than average to participate in ongoing public or voluntary sector placements with over half 
of all placements among these groups being of this type (53 per cent of all 50+ customers and 
51 per cent of all those with a degree level qualification, rising to 54 per cent of all those with a 
degree and who had never claimed before). 

• Likelihood of taking up a fixed end placement in the private sector decreases with age; a fifth 
(20 per cent) of all younger customers experienced this type of placement compared with one in ten 
(10 per cent) customers aged 25-49 and just one in 12 (8 per cent) customers aged 50 or over. 

• Younger customers were more likely to be offered fixed-term placements, with a greater 
proportion also taking up a fixed-term placement in the public or voluntary sector than older 
customers (45 per cent 18-24, 40 per cent 25-49, 34 per cent 50+). There is some suggestion that 
these fixed-term public or voluntary sector placements were more likely to be targeted at harder 
to help customers, as those with at least one PSA 16 barrier were more likely than average to take 
up a placement of this type (53 per cent). 
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We now turn to consider the type of activities undertaken by the placement provider and the 
volunteering customer. 

Figure 3.3 shows the main activity of the organisation that provided the volunteering placement. 
Over two in five (44 per cent) of customers undertook a placement in an organisation operating 
in the public administration, education, health or other services sector. This included placements 
such as conservation work, providing administrative, handyman or IT support for educational or 
community organisations or driving services for care homes:

‘It	was	just	clearing	a	path	through	some	woods	and	keeping	the	woods	tidy	so	people	can	
walk	through	them,	we	had	to	cut	wood	to	make	fencing	to	go	around	the	woods.	It	was	for	an	
outdoor	organisation	that’s	part	of	the	council.’	

(Two day placement, six hours a day)

	
‘I	was	helping	out	with	the	older	people	at	an	NHS	hospital,	making	them	coffee	and	stuff,	you	
didn’t	need	any	qualifications.’

(Six week placement, six hours a week)

	
‘I	did	office	administration	for	the	county	council…things	like	filing,	helping	out	with	the	
newsletter…you	needed	to	be	experienced	in	some	form	of	IT	to	be	able	to	do	the	role.’

(Ongoing placement (no fixed end), four hours a week)

Figure 3.3 Business activity of placement provider
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Base: All Volunteering Strand participants (1,001).
Source: H14B.
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Overall, around one in three customers worked in an organisation whose main activity was 
categorised as wholesale and retail (29 per cent). 

A large proportion (78 per cent – representing over a fifth (22 per cent) of all placements) of these 
were in the charity of voluntary sector (i.e. in almost all cases charity shops), with these placements 
more likely to be ongoing with no fixed end:

‘It	was	for	Shelter,	working	in	their	shop.	I	served	customers,	sorted	through	clothes,	washed	the	
clothes	and	priced	goods.’

(Ongoing placement (no fixed end), five hours a week)

Customers who were placed in private companies were most commonly working in the wholesale or 
retail sector (representing 39 per cent of all private sector placements). These placements typically 
had a fixed end (79 per cent did compared with an average of 53 per cent) and were presumably 
operated more like a work trial. 

‘I	was	a	shop	assistant	for	[private retail store].	I	was	restocking	the	shelves	and	helping	
customers	mainly.’

(Two week placement, 30 hours a week)

Much smaller proportions worked for organisations that operated in the transport and 
communications (10 per cent) and financial/business services sectors (8 per cent). Placements in the 
manufacturing, construction or hospitality industries were very rare (between 1 per cent and 2 per 
cent of all placements in each case).

3.3 Process of taking up Volunteering Strand
This section explores experiences of taking up the Volunteering Strand, including how individuals 
heard about the placement options available to them, their reasons for taking up the offer and their 
views on the process of arranging and being allocated a placement.

Figure 3.4 shows how customers became aware of the option to undertake a volunteering 
placement. Around three-quarters (73 per cent) heard about the volunteering option from a 
Jobcentre Plus adviser. Much smaller proportions heard about the volunteering option from: a 
charity or voluntary organisation; responding to an advert or proactively enquiring; though a family, 
friend or other jobseeker; a nextstep or careers adviser; a skills broker or a training; recruitment or 
work placement company.
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Figure 3.4 How customer first heard about volunteering option

Customers were asked how they initially felt about the volunteering option (Figure 3.5). The vast 
majority (86 per cent) reported that they initially felt positive about it (44 per cent feeling very 
positive whilst 41 per cent felt quite positive). There were only a small minority (5 per cent) who 
initially had negative feelings about the volunteering placement option. These findings indicate that 
advisers did not need to ‘sell’ the strand to the majority of customers since they found the offer 
attractive from the outset. 

Base: All Volunteering Strand claimants (1,001).
Source: H1.
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Figure 3.5 Initial feelings about volunteering option

 
Figure 3.6 illustrates the factors that motivated customers to take up the offer of a volunteering 
placement. Most commonly, they said that they wanted to gain new skills or experience (40 per 
cent), followed by a third (33 per cent) taking up the volunteering option because they felt it 
would improve their chances of finding work. It is encouraging that these were the main reasons 
for participating in the strand given that the primary aim of all strands of the 6MO is to help 
people to move into employment. These reasons were more likely to given by customers from an 
ethnic minority (55 per cent and 43 per cent respectively) and, in the case of gaining new skills or 
experience, female (48 per cent) and younger customers (54 per cent).

Around a quarter (24 per cent) liked the idea of working for a charity or doing something worthwhile. 
Around one in five (18 per cent) took up the volunteering option in order to keep themselves 
occupied. One in ten (9 per cent) took up the volunteering option because the Jobcentre Plus adviser 
said it was a good idea. These motivations were more likely to be expressed by older customers 
aged 50 or over (30 per cent, 22 per cent and 17 per cent respectively). 

Base: All Volunteering Strand participants (1,001).
Source: H2.
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Figure 3.6 Reasons for taking up volunteering option

 

It is notable that relatively few customers felt they should take part in the volunteering placement 
option purely because they could potentially lose their benefits if they did not, with only 7 per cent 
citing this as their reason for taking up volunteering. It appears that, for the most part, customers 
were clear that this was a voluntary option.

A variety of other positive reasons were given for taking up the volunteering option, which included 
customers wanting to improve their CV or get a reference (4 per cent), being interested in what the 
placement offered (3 per cent), to increase confidence or self-esteem (3 per cent) or to meet people 
and socialise (3 per cent). The Volunteering Strand seemed to be viewed in a positive way and as a 
means of gaining new skills and experience, to potentially become more employable and as a way 
to improve their self-esteem and quality of life.

Once a customer had shown interest in undertaking a volunteering placement, the process required 
the Jobcentre Plus adviser to arrange for the customer to speak to a broker who discussed the 
customers’ needs before suggesting and arranging an appropriate placement. Customers provided 
feedback on this process by agreeing or disagreeing with a range of statements relating to the 
suitability of the placement (Figure 3.7). 

Base: All Volunteering Strand claimants (1,001).
Source: H4.
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Figure 3.7 Views on range and suitability of placements offered by broker

 

Feedback in this area was largely positive with at least three-quarters of customers in each case 
agreeing that:

• the organisation let them have input into the type of placement that they undertook (54 per cent 
strongly agreed and 24 per cent slightly agreed); 

• the location of the placement suited them (67 per cent strongly, 17 per cent slightly);

• the placement suggested by the broker was suitable for both the type of work they were 
interested in (58 per cent strongly, 21 per cent slightly) and their level of experience and skills  
(53 per cent strongly, 22 per cent slightly).

It was less common for customers to agree that the broker was able to provide a range of different 
placement options. However, many did agree, 63 per cent, comprimising 38 per cent strongly and 
25 per cent slightly. This suggests that problems with a limited range or unsuitable placements were 
only experienced by a minority of customers. 

Base: All Volunteering Strand participants (1,001).
Source: H10.
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There was some suggestion that customers with children were less satisfied with the nature of the 
placement offered. Such customers were more likely than those without children to disagree that: 
the placement was suited to their skills and interests (23 per cent); was suited to the type of work 
they were interested in (17 per cent); there was a range of placement options available (28 per cent) 
and that they were able to input into the type of placement they got (15 per cent). These customers 
may require additional flexibility in terms of the hours and location of any volunteering placement to 
allow them to accommodate childcare commitments and it would seem that brokers were not yet 
fully meeting their needs in terms of the range and quantity of placements available. 

However, overall these findings indicate that brokers tended to provide placements flexibly which 
were local and tailored or suited to an individual’s needs.

Figure 3.8 illustrates the length of time it took for the volunteering placement to start after 
customers had been referred to the strand. The left hand bar graph on Figure 3.8 shows the time 
elapsed between the original referral by Jobcentre Plus and when the customer first spoke to 
the broker to arrange the placement. The right hand bar graph shows the time elapsed between 
speaking to the broker and the placement actually starting. 

Almost six in ten (59 per cent) customers spoke to the broker within a week of the Jobcentre Plus 
referral, and a further fifth (20 per cent) did so within one to two weeks. After they had spoken to 
the broker over three-quarters (78 per cent) had started the placement within a month, with the 
average time to start being 2.6 weeks. 

The majority of customers started their voluntary placement within 6sixweeks of signalling interest. 
Given the need to speak to the broker and for the broker to then source a suitable placement, this 
seems a reasonable timeframe.

For a minority referral and arrangement of a placement took longer. Around one in seven (14 per 
cent) reported that it took three weeks or more to speak to a broker after the Jobcentre Plus adviser 
first mentioned the option of volunteering, and a similar proportion (15 per cent) needed to wait a 
month or more after speaking to the broker for the placement to start.

Those who had to wait a month or more after speaking to the broker to start the placements 
were more likely to be from an ethnic minority; almost a quarter (23 per cent) of ethnic minority 
customers had to wait at least a month for a placement. Ethnic minority customers were also more 
likely than average (19 per cent compared with 14 per cent) to report having to wait at least three 
weeks to speak to a broker after being referred by Jobcentre Plus. 

For the majority (80 per cent) the length of time between the referral by Jobcentre Plus and actually 
starting the placement was seen as about right, whilst around one in ten (11 per cent) felt that it 
was too long. One in 25 (4 per cent) felt it was actually too quick.

Of those who said it took too long to start the placement after the initial referral, the average length 
of time between the broker interview and the placement starting was 6.3 weeks (compared with an 
overall average of 2.6 weeks and an average of 2.0 weeks for those who considered the waiting time 
to be ‘about right’). 

Volunteering Strand
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Figure 3.8  Length of time elapsed between being referred to strand and starting  
 placement

 

 

3.4 Whether or not completed volunteering placement
Customers were asked whether or not they had completed their placements (Figure 3.9). While 
two-fifths (40 per cent) had, just over a fifth (22 per cent) had left their placement before it was 
completed. A further two-fifths (38 per cent) were still undertaking their placement at the time of 
the research. 

Among those that had left the placement ‘early’ and those still undertaking the placement at the 
time of the research it was common for customers to perceive the placement as having no fixed 
end and would continue until they found paid work or wished to leave for another reason. This was 
true for over eight in ten (81 per cent) of all who had left early or were still working in the role. So 
long as the placement does not interfere with job search activities, this seems an ideal arrangement 
allowing customers to add to their work experience and keep their skills up to date.

Leaving a fixed-term placement early was relatively uncommon; 13 per cent of all those on a 
placement that lasted for a specific duration had left before completing it. 

Among those who had completed the placement nearly three in five (58 per cent) said they would 
have liked the placement to last longer.
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Figure 3.9 Whether completed volunteering placement

 

 
Those who did leave the placement before ‘completion’ were asked what the reason was for 
this. Just under a quarter (23 per cent) left the placement to start a job. The majority left for ‘less 
positive’ reasons.

Those who left the placement before ‘completion’ attended the placement for eight weeks on 
average. 

Around one in seven who left before ‘completion’ (15 per cent) did so because the placement did 
not meet their expectations and just fewer than one in ten (9 per cent) because of problems getting 
to the placement. A proportion left because of personal reasons: 12 per cent due to ill health or 
disability and 11 per cent due to family or personal circumstances. All other responses were given by 
less than one in ten and are shown in Figure 3.10.

While most organisations offering voluntary placements are likely to be sympathetic to volunteers 
leaving when they find paid work, it is possible that a reasonably large number leaving for other 
reasons might cause a more negative reaction (and perhaps impact on likelihood to take longer-
term unemployed customers in future). Any activity that could be undertaken to reduce this ratio 
of one in five customers leaving early for reasons other than finding work is likely to reduce this 
risk (either by managing the expectations of customers or matching volunteering roles to personal 
circumstances/health more closely).
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Figure 3.10  Reasons for finishing volunteering option early

 

3.5 Soft outcomes
Figure 3.11 shows the proportions of customers reporting an increase in motivation, self-esteem and 
enthusiasm for volunteering in the future as a result of participation in the volunteering placement. 
All customers are included in the analysis irrespective of whether they completed the placement, 
left early or were still undertaking the placement at the time of the research.

Encouragingly, almost seven in ten reported feeling more motivated to find work (40 per cent feeling 
much more motivated and 27 per cent feeling a bit more motivated). Additionally, around three-
quarters (74 per cent) reported that they felt better about themselves generally (41 per cent feeling 
much better about themselves and 33 per cent feeling a bit better). Furthermore, almost eight in 
ten said they were more enthusiastic about taking part in voluntary or community activities in the 
future. 

Females and those from an ethnic minority were more likely than average to report that they were 
‘much more’ motivated to find work (50 per cent of women, 50 per cent ethnic minority), feeling 
‘much’ better about themselves generally (49 per cent women, 49 per cent ethnic minority) and 
would be ‘much more’ likely to undertake community or voluntary activities in future (53 per cent 
women, 56 per cent ethnic minority). 
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Figure 3.11  Soft outcomes from volunteering placement

Customers were also asked whether or not they felt that undertaking the volunteering placement 
had impacted directly on their chances of finding work, and for those who were in employment at 
the time of the survey, whether the volunteering option had helped them to secure this employment 
(Figure 3.12). Three in five (60 per cent) felt that taking part in the Volunteering Strand had improved 
their chance of finding work (16 per cent feeling they now had more chance of finding work and 44 
per cent saying they had slightly more chance). 

Two in five (41 per cent) customers in work felt that undertaking the voluntary placement had 
helped them to get their current job (25 per cent feeling that it helped a lot and 16 per cent feeling 
that it had helped a bit). 

Volunteering Strand

Base: All Volunteering Strand participants (1,001).
Source: H21.
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Figure 3.12  Impact of volunteering placement on employability

Those who felt the Volunteering Strand had helped in finding work were asked in what way it had 
helped (Figure 3.13). Four in ten (40 per cent) felt that their level of confidence had increased when 
applying for work. Around a quarter felt that volunteering had helped them to find work because 
of the job related skills that they gained (24 per cent). A similar proportion said that it had helped 
because they had secured a paid job with the organisation that they undertook their volunteering 
placement with (24 per cent). 

Around a fifth of customers on the Volunteering Strand who had found work cited generic or 
transferable skills gained during the placement as the reason that helped them to gain employment 
(21 per cent). Other reasons given were that the placement allowed them to put work experience on 
their CV (13 per cent) and that the volunteering option had made them more motivated to find work 
(12 per cent). 

These are positive findings and do suggest that participation in the Volunteering Strand had 
real benefits for some customers in terms of helping them become job ready and secure paid 
employment. However, it should be noted that the actual proportions of customers moving into 
work after participation in the Volunteering Strand were relatively small (20 per cent – destinations 
are covered in detail later in this chapter) and these findings should be viewed in that context. 
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Figure 3.13  How volunteering option helped to gain employment

 

 

Customers were asked whether or not a range of skills and attributes had increase or stayed the 
same as a result of the volunteering placement they had undertaken (Figure 3.14). 

The area which saw the largest increase was confidence, where around a third (32 per cent) said 
this had increased greatly as a result of the placement and a further third (36 per cent) said it had 
increased to some extent. 

Encouragingly, between half and two-thirds of customers reported an increase in almost all 
technical, transferable or job search skill areas asked about:

• Almost two-thirds reported an increased awareness of the different types of work that they were 
able to do (25 per cent greatly, 39 per cent to a small extent). 

• Just over three in five observed increased communication, personal or social skills (29 per cent 
greatly, 33 per cent to some extent) or team working skills (29 per cent greatly, 32 per cent to 
some extent)

• Three in five said skills related to a particular job role had increased (24 per cent of customers 
saying it increased greatly and 36 per cent saying it increased to some extent)

• Just over half felt organisational skills had increased as a result of the placement (22 per cent 
greatly, 31 per cent to some extent).

Base: All Volunteering Strand claimants that finished placement and who said that placement 
helped them (68).
Source: H24.
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There were two areas where around three-quarters of customers felt that there had been no change 
to their skills as a result of participation in the Volunteering Strand. These were reading, writing, 
Maths, numeracy or English language skills (75 per cent felt there was no change in this area) and 
IT or computer skills (77 per cent). This is not necessarily a concern given that placements were 
not expected to deliver specific training in basic or IT skills (and many placements would not have 
required use of a computer). 

Figure 3.14  Skills increased as a result of volunteering placement

 

 
Younger customers (aged 18-24) were more likely than customers aged 25 or over to report their 
generic, transferable or job search skills had increased as a direct result of the placement. Around 
a third in each case reported a great increase in: their awareness of the different types of work 
they could do (33 per cent); their confidence (38 per cent); organisational skills (31 per cent); team 
working skills (38 per cent); and communication or interpersonal skills (39 per cent). 

Over half (53 per cent) of all customers reported a great increase in at least one of these areas 
(rising to 65 per cent of all those under 25). The duration and intensity of the placement in terms 
of hours per week was related to the proportion reporting a great increase in at least one skills 
area. Three in five (60 per cent) of all those on placements requiring at least 16 hours work a week 
reported that at least one skill area had ‘increased greatly’ as a result of the placement. Those on 
very short-term placements intended to last less than a week were the least likely to report a great 

Source: H20.
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increase in any of the prompted skill areas (29 per cent). Whether the placement was on a fixed 
duration or ongoing, or whether it was in the public, voluntary or private sector did not affect the 
proportions reporting any soft outcome. 

3.6 Claim status and hard outcomes
Next we consider the overall destinations of Volunteering Strand customers, and reports on the 
proportion moving off JSA and entering paid work.

Figure 3.15 illustrates whether customers: 

• had entered paid work at any point after starting the volunteering placement;

• had ended their JSA claim but had not entered paid work at any point; or

• were still claiming and had done so continuously since before starting the placement. 

It also illustrates the proportion that ended their JSA claim after starting the placement but had 
returned to claiming by the time of the research fieldwork.

At the time of interview, just over-two thirds of customers (68 per cent) were still claiming JSA and 
had done so continuously. A fifth (20 per cent) had ended claims and entered paid work at some 
point; with a further one in eight (12 per cent) ending their claims but entering a destination other 
than paid work. 

By the time of the research, just under a quarter (24 per cent) remained not claiming and 16 per 
cent were in paid work. 

Figure 3.15  Claim status and hard outcomes

 

Looking just among those surveyed customers who had started their placement at least six months 
before the time of interview, over a quarter (28 per cent) had ended claims and 19 per cent were in 
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paid work. Comparing these ‘mid-term’ outcomes21 with those who responded to the JRFND Stage 
3/comparison survey indicates that customers on the Volunteering Strand were less likely to end 
claims and be in paid work than a general sample of customers who had reached a similar stage of 
their claim (23 per cent). However, this difference should be viewed in the context of volunteering 
strand participants including a higher number of longer-term unemployed customers and over-
representing some of those from other harder to reach groups. 

Younger customers were more likely to have entered and remained in paid work than average  
(21 per cent of those under 25 were still in paid work at the time of the research compared with  
16 per cent of all customers). 

Those volunteering customers who were qualified to degree level or above were also more likely to 
have been in paid work at the time of the research (22 per cent). 

There was some variation in overall outcomes by the type of placement undertaken. Those on fixed 
end placements reported more positive paid employment outcomes at the time of the research in 
March 2010 than those on placements offered on an ongoing basis (18 per cent of those on fixed-
term placements were in paid work compared with 14 per cent of those on ongoing placements22). 
The most positive outcomes were reported by those on fixed-end placements in a Government 
funded organisation where 28 per cent of those taking up a placement of this type had gone into 
paid work and overall a third (33 per cent) were no longer claiming at the time of this research23. 

Figure 3.16 outlines the type of work (whether full-time with an employer, part-time with an 
employer or self-employment) entered by those Volunteering Strand customers who had ended 
their claims and found paid work24. For completeness, Figure 3.16 also shows the proportion who 
were still claiming and had done so continuously since starting their original claim and those who 
ended their original JSA claim but who had not entered paid work at any point. 

Where they had entered paid work, this was most commonly full-time work with an employer 
(12 per cent had entered this form of paid employment following participation in a volunteering 
placement). A smaller proportion had started part time paid work with an employer (8 per cent).  
A very small minority (2 per cent) were working on a self-employed basis. 

21 Longer term outcomes will be explored in the 6MO Longitudinal surveys in spring 2011.
22 This difference is only statistically significant at a 90 per cent confidence level
23 Small base sizes should be noted here (44 customers had taken up a fixed-term placement at 

a Government-funded organisation). However, the proportion of customers on placements of 
this type currently in paid work is significantly higher than average (16 per cent).

24 If the customer had taken up more than one form of paid work they were asked to identify 
their ‘main’ (if currently working) or most recent (if returned to claiming JSA or no longer 
currently working) job to enable later questions about their work to focus on one role.
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Figure 3.16  Type of work entered for Volunteering Strand customers

 

3.6.1 Nature of employment entered
Over two-fifths (44 per cent) of customers who had entered paid work with an employer were on 
a permanent or open ended contract, just under three in ten (29 per cent) were on a temporary or 
casual basis, and just over one in six (18 per cent) were on a fixed-term contract lasting less than 
12 months. One in 20 (5 per cent) were on a fixed-term contract lasting at least 12 months and the 
remainder (4 per cent) were unable to state what type of contract they were employed on. 

The most common industry sector entered by volunteering customers starting paid work was 
public administration, education, health and other service activities (29 per cent), with around a 
fifth (18 per cent) entering the financial and business services sector and around one in six starting 
work in the wholesale and retail industry (16 per cent). Comparing these findings with the profile of 
occupational sectors entered by those respondents to the JRFND Stage 3/comparison survey who 
had entered work, gives an indication of how representative the jobs secured by Volunteering Strand 
customers were of the employment outcomes typically gained by those leaving JSA after at least 
six months of claiming. Volunteering Strand customers were more likely to have entered paid roles 
in public administration, education, health or other services (29 per cent compared with 18 per cent 
of JRFND Stage 3/comparison customers) and were correspondingly less likely to have entered other 
industry sectors. 

Around one in seven (14 per cent) customers who were in work had secured this role with the 
organisation that had provided the volunteering placement. This equates to 2 per cent of all 
volunteering customers entering paid work with their placement organisation. All but one of these 
had participated in fixed-term placements and most were in Government-funded or voluntary 
organisations. Just a handful of those who had taken up placements in the private sector were 
employed in a paid role with the same employer at the time of the research. Despite those with PSA 
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16 barriers being more likely to be placed in fixed-term Government or voluntary placements none 
of these customers had gone on to find paid work with their placement organisation, and indeed 
only one in 20 (5 per cent) were in paid work elsewhere at the time of interview.

Most commonly participants entered elementary roles (22 per cent), associate professional roles 
(14 per cent), administrative and secretarial roles (17 per cent), or sales and customer service roles 
(18 per cent). Compared with JRFND Stage 3/comparison customers, customers on the Volunteering 
Strand were less likely to enter elementary roles (29 per cent of all customers reaching six months 
claiming did so compared with 22 per cent of all those on the Volunteering Strand) and were more 
likely to enter the higher skilled associate professional and administrative roles (14 per cent and 17 
per cent respectively compared with 6 per cent and 12 per cent of customers generally). 

The mean average annual salary for volunteering customers entering work was £11,55025. This is 
slightly (but not statistically significantly) lower than the £12,050 secured by those entering work 
after at least six months of unemployment in the JRFND Stage 3 survey26. 

3.7 Summary
Volunteering Strand participants were more likely to be older, female and have a health condition 
or disability than those reaching their sixth consecutive month of JSA claiming generally. They were 
also more likely to be repeat customers and over a quarter had claimed continuously for more than 
a year before being referred to the Volunteering Strand. 

Almost a quarter were educated to degree level or above suggesting that not all volunteering 
participants were those who might be considered furthest from the labour market. Customers with 
degrees were more likely than average to volunteer in a Government-funded or voluntary sector 
role (typically involving fewer than 16 hours per week) and more likely than average to have found 
paid work by the time of the research. For these participants it may be possible that the volunteering 
placement was appealing in terms of keeping them occupied and maintaining confidence and 
motivation levels. 

On average, placements lasted just over three months, took up 12 hours a week and were provided 
by either a charity or Government-funded organisation. There was a wide range of placement types 
either side of these averages however, with short, full-time placements with private companies at 
one end of the spectrum with placements requiring just a few hours a week and with no fixed end at 
the other. Those under 25 were more likely to participate in fixed-term placements. 

Participants tended to be satisfied with the process of arranging a placement on the whole with 
majorities reporting: they had input into the type of placement undertaken; the placement was 
suitable; and they found the length of time it took to arrange the placement appropriate. 

For the majority, the volunteering placement was reported to have resulted in increases in skills 
related to a particular role as well as generic, transferable skills (the latter particularly in the case of 
younger customers). 

By the time of the research, just under a quarter remained not claiming and 16 per cent were in paid 
work. Looking just among those who had started their placement at least six months ago, over a 
quarter had ended claims and just under a fifth (19 per cent) were in paid work. 

25 Average salaries are rounded to the nearest £50.
26 This difference in average salary is not explained by the hours worked which are broadly 

comparable for both groups of customers (an average of 29 per week for volunteering strand 
customers and 30 per week for respondents to the JRFND Stage 3 survey).
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Participants most commonly (and more commonly than customers as a whole27) entered work in 
the public administration, education, health and other service activities sector. Around one in seven 
(14 per cent) of those who had entered paid work secured a paid role with the organisation that  
had provided the volunteering placement (equating to 2 per cent of all volunteering customers). 
Those who participated in fixed-term placements in the public sector were the most likely to have 
gone to paid work. Despite fixed-term placements in the private sector generally being more 
‘intensive’ (involving full-time work over a couple of months) relatively few customers on these  
types of placements reported being in paid work at the time of the research and just a handful  
were employed by the organisation that had provided the placement. 

27 Compared with JRFND Stage 3 customers and those at a comparable stage of their claim in 
JRFND Phase 2 areas.
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4 Work-focused Training  
 Strand
This chapter describes the profile of those who took up the Work-focused Training Strand of the 
Six Month Offer (6MO), the nature of training that was undertaken and the experience of taking up 
and arranging the training course. Following this there is a discussion of the outcomes achieved by 
customers on the Training Strand including current claim status and employment outcomes. 

4.1 Profile of those taking up training
Table 4.1 shows a profile of those customers who were interviewed for the Training Strand of the 
6MO survey based on the demographic details supplied during the interview and information on 
course start date from the Individualised Learner Record (ILR) data28. Following this discussion, this 
section also looks at whether or not customers completed the training course they undertook. 

Table 4.1 Demographic profile of training customers

All Training Strand  
customers 

%

All customers at six month  
point of claim1 

%
Gender

Male 78 75
Female 22 25

Age

18-24 15 39
25-49 65 42
50+ 18 18

Ethnicity2 

White British 86 84
Ethnic minority 14 16

Disability status

Health condition/disability 16 15
No health condition/disability 84 85

PSA 16 status

PSA 16 6 Data not available
Not PSA 16 94

continued

28 Supplied by the Learning and Skills Council (LSC) (as was). The LSC was succeeded by the Young 
People’s Learning Agency and the Skills Funding Agency in April 2010.
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Table 4.1 Continued

All Training Strand  
customers 

%

All customers at six month  
point of claim1 

%
Qualification level

No qualifications/below Level 2 51 Data not available
Level 2-3 36
Level 4-5 12
Level 2 and above 47

Claim history

Previously claimed 64 Data not available
Not previously claimed 36

Length of claim before started strand

18 months or more 6 Data not available
Over a year but less than 18 months 13
Six months to a year 48
Less than six months 29
Unable to calculate 3

Month started strand

April * Data not available
May *
June 2
July 3
August 11
September 21
October 19
November 30
December 13

Base	 1,001 89,420
1 Population figures taken from data supplied by the DWP of all customers having an initial stage 3/26-week 

restart/initial New Deal for Young People (NDYP) interview between 24 August 2009 and 28 September 
2009.

2 Note that the all ethnicity figures have been re-based to exclude those records where ethnicity is not 
known (accounting for 1% of the Training Strand survey data and 7% of the population data).

* denotes a per centage which is less than 0.5 per cent but greater than 0.
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Compared with the overall population of customers who had been in receipt of Jobseeker’s 
Allowance (JSA) for at least six months29, Training Strand customers were:

• slightly more likely to be male (78 per cent compared with 75 per cent of the eligible population);

• aged 25 or over (only 15 per cent were aged 18-24 compared with 39 per cent of the eligible 
population). This may reflect the fact that those aged 18-24 in Jobseekers Regime and Flexible 
New Deal (JRFND) Phase 2 areas would have been engaged with NDYP at this point in their claim 
which also involves a training option after completion of the Gateway. As such, young people in 
these areas would have been less likely to received 6MO funded training. 

Approaching two-thirds (64 per cent) of customers on the Training Strand were repeat customers, that 
is, they had made previous JSA claims prior to the claim through which they became eligible for the 
6MO. This is a higher proportion than found at the JRFND stage 3 survey (57 per cent) which is based 
on all those who have been claiming for six consecutive months as well as those fast-tracked to JRFND 
Stage 3/NDYP. This indicates that Training Strand participants are more likely to be repeat customers.

Just under half (48 per cent) had been claiming for between six months and a year when they 
started the training course, so for these strand participation was offered as soon or shortly after 
they became eligible for the 6MO. However, for around a fifth (19 per cent) the offer came after they 
had been claiming for at least a year30. Around three in ten (29 per cent) actually started a training 
course delivered under the 6MO before they had been claiming for a full six months. This is partly 
explained, by fast-tracking in JRFND Phase 1 areas which means some customers who require more 
intensive support are fast-tracked to JRFND Stage 3 and are eligible for the support available for 
those unemployed for six months. 

Customers were split broadly evenly between those with no or low qualifications (51 per cent) 
and those who had a Level 2 or above qualification before starting the course (47 per cent). The 
majority of work focused training courses delivered under 6MO were intended to lead to a Level 
2 qualification so it is perhaps surprising that such a high proportion of customers were already 
qualified at this level. This may indicate that this strand is offering the opportunity for re-training in 
a different sector for these individuals. However, the qualitative work conducted as part of the wider 
evaluation noted that a criticism of the strand was that the course content was too basic for some 
so it is possible that the training available under the 6MO was not always suitable for higher skilled 
individuals31. 

Reflecting the profile of the customer population, very few Training Strand customers that took 
part in the research started their course before August 2009. Starts picked up in September with 
the beginning of the academic term (21 per cent of customers started then) before peaking in 
November (30 per cent). The skew towards the latter sampling months here should be borne in 
mind when considering whether or not customers on the Training Strand have secured employment 
outcomes (i.e. they will have had less time to complete their course and look for work than if they 
had started earlier in summer 2009)32. 

29 Unless explicitly stated otherwise, all differences reported in this chapter are statistically 
significant at the 95 per cent confidence level. See Section 1.4 for more details.

30 These are likely to be ‘stock’ customers who had reached six months of claiming before the 
6MO programme was launched and so were offered it later on in their claims instead.

31 Vegeris et	al., (2010).
32 Long-term outcomes will be explore through the longitudinal surveys of 6MO strand customers 

planned for March 2011.
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4.1.1 Course completion status
At the time the research was conducted, just over three-quarters (76 per cent) had completed their 
training course with around one in ten (11 per cent) still on the course. A minority (13 per cent) left 
their course before completion. 

Customers who left their training before completion were asked to give their reasons for this. Not 
all are negative reasons; one in five had left to start work (19 per cent) which could be considered 
a positive outcome from a policy perspective with these individuals being moved back into work. 
However, on the whole those who had dropped out of training to take up work did not consider that 
the training attended had played an important role in helping them to find work – only three in ten 
(28 per cent) said that this helped them secure their job. 

Furthermore, for just over a quarter of those leaving the course before completion (27 per cent) the 
reason for leaving early was that the course had not met their expectations, and 12 per cent found 
the course too difficult. This indicates that for a minority (36 per cent citing one of these factors) the 
course they were enrolled on may not have been the most appropriate course for them. 

Additional reasons included health reasons (12 per cent), family reasons (10 per cent), or travel 
difficulties (9 per cent). 

Figure 4.1 Whether customers completed training course

Base: All those who did not complete 
their course (129).

27

Source: S9 and G16.

Base: All Training Strand participants (1,001).
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4.2 Nature of training undertaken
The following discussion focuses on the nature of the training taken up as part of the 6MO, in terms 
of whether or not it lead to a qualification as well as the level, subject and duration of the course. 

Customers undertook a relatively wide range of courses. Computer courses including the European 
Computer Driving Licence (ECDL) were relatively common and were undertaken by over a fifth  
(22 per cent). 

A similar proportion33 (21 per cent) trained towards a licence, certificate or card required for entry 
into a particular sector or role such as the Construction Skills Certification Scheme (CSCS) card in 
construction, the Security Industry Authority (SIA) licence for the security industry or a forklift 
driving licence. These licences or cards are not necessarily qualifications but are commonly seen as 
necessary ‘passports’ into particular industries. 

A quarter (25 per cent) reported training in a particular broad sector or towards a particular role, 
most commonly in retail, care and construction (including plumbing and electrical courses), without 
this being associated with a particular license or card as mentioned in the previous paragraph. 

One in eight (13 per cent) mentioned that the learning involved courses in literacy, numeracy or 
employability skills and one in ten (10 per cent) mentioned that their learning involved more generic 
modules on health and safety or first aid (a third – 32 per cent – of all those doing health and safety 
or first aid also mentioned some type of sector specific learning). 

There was some variation in the subject of training undertaken by customer group. Those aged 50 
or over were over-represented among those doing an IT course (26 per cent of all those on an IT 
course were aged 50 or over compared with just 18 per cent of all training customers generally). 
Those aged under 25 were over-represented among those doing general construction including 
CSCS cards (24 per cent of all those doing general construction and CSCS card courses were aged 
under 25 compared to 15 per cent of all training participants). Almost all (98 per cent) of those 
training towards a CSCS card, SIA or forklift licence were male. 

Figure 4.2 outlines whether or not customers considered that the training that was undertaken was 
designed to lead to a recognised qualification and, if so, what level that qualification was. 

33 Note that customers could fall into a number of the categories of training subject listed here.
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Figure 4.2 Nature of the training course undertaken

 

 
As shown in Figure 4.2, the split between those who reported undertaking a course designed to lead 
to a recognised qualification and those who did not was broadly even (48 per cent compared to 46 
per cent respectively). A further 6 per cent were unable to answer. 

The fact that only half of Training Strand participants had taken a course designed to lead to a 
qualification is surprising given that the Training Strand of the 6MO was originally envisaged as 
delivering units or modules of a full Level 2 or 3 qualification. However, the offer was subsequently 
broadened, and colleges and other providers were able to offer lower level or unit-based training 
that would allow customers to go on to build a full Level 2 qualification in time. In interpreting these 
findings, it is also important to note that customers may not always have realised that the course 
they were on was designed to lead towards a qualification if it represented just a unit, module or 
part of a qualification. 

Where customers were training towards a qualification they were most likely to be undertaking Level 
2 courses (which include GNVQ intermediate, BTEC intermediate/Diploma and NVQ level 2) with 
two in ten (21 per cent) of all those on the Training Strand completing training at this level. This was 
followed by one in ten (9 per cent) completing courses classified as Level 1 (including GNVQ/GSVQ 
foundation, BTEC first, and NVQ level 1), 5 per cent being on entry level courses, and 4 per cent being 
on a course classified as Level 3 (including GNVQ or BTEC National and NVQ level 3; 8 per cent). 

Figure 4.3 shows the intended length of the course. Around a quarter (26 per cent) of those on the 
Training Strand were on courses that lasted for less than a week. Following this the second most 
common period of time that a course lasted for was five to ten weeks with around a fifth (21 per 
cent) on courses of this length. Longer courses were less common with just 8 per cent on a course 
that lasted over 20 weeks. The average number of weeks a course was intended to last was eight. 

Base: All Training Strand participants (1,001).
Source: G11 and G12.
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Figure 4.3 Intended length of course

 
At a sub-group level those who were younger (in the 18-24 age group) were more likely to be taking 
courses that were over 20 weeks in length (13 per cent) in comparison to older customers (25-49:  
7 per cent; 50+: 7 per cent).

Those who left the course early (13 per cent of all customers) attended for five weeks on average. 
A large number of customers who were on courses lasting three weeks or less and left before 
completing their course, left within two days of starting (48 per cent). Just under a quarter of 
customers who left before completing courses lasting between three to ten weeks left within a week 
(23 per cent), and a similar proportion of customer who were on courses lasting over 10 weeks left 
within the first three weeks (22 per cent).

Table 4.2 looks at the relationship between the type of learning undertaken in terms of subject and 
the length of course. Key patterns to emerge include:

• IT (including ECDL) courses were typically longer than other types of courses, with over a third  
(34 per cent) of these courses lasting more than 10 weeks. 

 • Training intended to lead to customers securing a CSCS card, SIA licence or forklift licence most 
commonly lasted between a week and five weeks (48 per cent), although almost two in five (38 
per cent) courses of this type were intended to be completed in under a week. Other, broader 
sector-focused training (such as ‘introduction to retail’ or ‘introduction to health and social care’) 
courses lasted a little longer on average, with one in three (30 per cent) taking between five and 
ten weeks to complete and a further fifth (21 per cent) taking more than ten weeks. 

Note: The proportion answering ‘don’t know’ (1 per cent) is not shown.
Base: All Training Strand participants (1,001).
Source: G14 and G14A.
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• Over two in five customers on health and safety or first aid and numeracy, literacy or 
employability courses were able to complete their learning in less than a week (45 per cent and  
42 per cent respectively). This is likely to be where short interventions on these generic or 
transferable skills were delivered in isolation. In these instances other funding streams such as 
Skills for Life or Response to Redundancy provision may have been more appropriate than the  
6MO as in these cases. 

Table 4.2 Length of course, by broad course content 

IT including 
ECDL  

%

CSCS card/
SIA/Forklift 

licence 
%

Sector 
specific 
training 

%

Health and 
safety/First 

Aid 
%

Numeracy, 
literacy or 

employability 
skills 

%
Less than a week 13 38 15 45 42
1-5 weeks 25 48 33 20 22
5-10 weeks 26 11 30 18 11
More than 10 weeks 34 2 21 15 24
Don’t know 3 * 1 1 2

Base	 222 217 246 99 130
 
Notes: course type categories are not mutually exclusive as customers may have undertaken multiple courses 
within one learning programme. 

The policy intention was that training delivered through the Training Strand would have a strong 
work focus. In order to ascertain the extent to which the training encompassed advice and support 
aimed at promoting customers’ future employment prospects, Training Strand customers were also 
asked whether the course content had involved any job search support or links with employers.  
The content of the training courses is shown in Figure 4.4.

Four in ten (40 per cent) undertook programmes of learning that involved advice on how to look or 
apply for jobs generally, with just under a quarter (24 per cent) reporting that they were given advice 
on specific vacancies to apply for. A lower proportion took courses which involved more direct forms 
of contact with employers such as employers giving talks or holding sessions at the college (14 per 
cent); undertaking work experience or work placements (8 per cent); or a visit to a local employer  
(6 per cent). 

However, half (50 per cent) said that their course did not contain any of these elements. This 
proportion seems quite high in the context of colleges being encouraged to provide employment 
support alongside the work focused training itself34. 

34 There is an outcome-based payment available for colleges who successfully move customers 
into sustainable work (with further training) aimed at encouraging and supporting colleges in 
delivering employability skills and job search support alongside the core content of the course.
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Figure 4.4 Content of course

 

Those on IT courses, including the ECDL course, were more likely to report that their course did 
not contain any of these direct links with employers or employment support (68 per cent). This is 
perhaps not surprising as IT courses are more generic and link to all types of employment rather 
than one specific occupation. The proportion saying that their course had involved ‘none of these’ 
was lowest for those on sector specific courses (39 per cent) and as might be expected those whose 
training was in literacy, numeracy or employability skills (24 per cent). 

4.3 Process of taking up training
This section explores the way in which customers heard about the training option, their initial 
feelings about it, and their reasons for undertaking training. 

As shown in Figure 4.5, almost nine in ten (89 per cent) were referred to the Training Strand by 
Jobcentre Plus (including referrals via nextstep) whilst 11 per cent referred themselves to the 
Training Strand after speaking directly to someone at a further education college. 

Base: All Training Strand participants (1,001).
Source: G15.
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Figure 4.5 Process of accessing training as part of the 6MO

 

Among those 89 per cent referred to the Training Strand by Jobcentre Plus, they most commonly 
either requested referral to a particular course themselves (41 per cent) or took up the specific 
course suggested by a Jobcentre Plus adviser (40 per cent). A smaller proportion did not discuss 
the course they would be taking with the Jobcentre Plus adviser at all but instead were referred to 
a college for these discussions (13 per cent). Finally, a minority were referred to a specific course by 
the Jobcentre but decided to take a different course once at the college (4 per cent) or did not know 
the reason why they had chosen a particular course (3 per cent). 

Where they requested a particular course this was most commonly a CSCS card, SIA licence or  
fork-lift driving licence (37 per cent of those who asked Jobcentre Plus to refer them to a particular 
type of training requested this type of course). By contrast, where it was the Jobcentre Plus adviser 
who suggested the course, training towards these cards or licences was less common (18 per cent) 
and more general courses in a particular industry sector were more typical (33 per cent), along with 
IT courses (25 per cent). 

Source: S8 and G6.
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Customers were also asked how they initially felt about the training option (Figure 4.6) with  
87 per cent reporting that they initially felt positive about it (47 per cent feeling very positive whilst 
40 per cent felt quite positive). There were only a small minority (4 per cent) who initially had 
negative feelings about the training option (3 per cent saying they felt quite negative about it whilst 
1 per cent felt very negative about it). Hence, as was the case for the Volunteering Strand, it does 
not appear that advisers needed to ‘persuade’ individuals to participate in the Training Strand. 

Figure 4.6 Initial feelings about training option

 
Figure 4.7 shows the factors that motivated individuals to take up the Training Strand. Unsurprisingly 
the main motivating factor was to improve chances of gaining employment (56 per cent). Around 
four in ten (42 per cent) took up the training option in order to gain new skills or to update existing 
ones, at a sub-group level it was found that more customers in the older age groups (45 per cent 
of the 25-49 age group and 46 per cent of the 50+ age group) saw this as a motivating factor 
compared to customers under the age of 25 (32 per cent). 

Very few stated that they took part in the Training Strand option because they understood that they 
would lose benefits if they did not, with only one in 20 (5 per cent) citing this as their reason for 
taking up training. This indicates that the majority of customers understood that the training offer 
was voluntary. 

Base: All Training Strand participants (1,001).
Source: G2.
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Figure 4.7 Reasons for taking up the training option

 

Figure 4.8 shows the length of time it took for customers to start a training course and their views 
on whether this time was acceptable. For just over half (53 per cent) of claimants, the length of time 
that elapsed between first hearing about the training course (from either Jobcentre Plus, Next Step 
or the college) and actually starting it was between one and four weeks. However, almost a quarter 
(23 per cent) had to wait between four and eight weeks and around one in seven (14 per cent) had 
to wait longer than eight weeks. The maximum length of time waited was around six months. The 
average length of time that customers had to wait before starting a course was four weeks.

When asked whether this length of time between referral and starting the course was too long or 
too quick, the majority (81 per cent) felt that the length of time was about right, whilst around one 
in seven (15 per cent) felt it was too long. Among those who felt that it took too long to start the 
course, the average length of time waited was eight weeks. 

Base: All Training Strand participants (1,001).
Source: G3.
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Figure 4.8 Length of time it took to start course and views on this

 
Those aged 50 or over had to wait longer than average to start a course, almost half (46 per cent) 
had to wait at least a month compared with just 37 per cent of customers generally (and just 31 per 
cent of younger customers).

4.4 Soft outcomes
Figure 4.9 shows that six in ten customers felt that taking up the Training Strand had made them 
more motivated to find work (35 per cent saying they were much more motivated to find work and 
25 per cent said they were a bit more motivated). Further, three-quarters (75 per cent) were more 
enthusiastic about undertaking further learning or training in future.

The effect of the course on motivation to find work and to undertake further learning in future 
increased with the length of course. Over two in five (43 per cent) of those with courses lasting ten 
weeks or more said they were much more motivated to find work compared with a third (32 per 
cent) of those whose course lasted less than a week. 

Those on courses designed to lead to a CSCS card, SIA licence or forklift driving licence were most 
likely to report that they were much more motivated to find work (43 per cent). This is higher than 
those on IT courses including the ECDL course where a quarter (24 per cent) reported that they were 
much more motivated to find work. 
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Figure 4.9 How customers have benefited from training

 
Soft outcomes were more favourable for customers who completed their course compared to 
customers who left before completion; those who completed it were more likely to report that they 
were ‘much more’ motivated to find work compared with customers who left before completion 
(36 per cent compared with 22 per cent). Customers who completed their course were also more 
likely to report feeling much more enthusiastic about learning or training in the future compared to 
customers who left early (49 per cent compared with 37 per cent)

Another test of the usefulness of the Training Strand is whether taking the course helped, or was 
perceived as being of help, in finding employment (Figure 4.10). Two-thirds (66 per cent) of those 
who had undertaken training but were not in employment at the time of interview felt that taking 
part in training had improved their chances of gaining paid employment in the future (with 21 per 
cent saying they felt it gave them ‘significantly more chance’ and 45 per cent saying they felt it gave 
them ‘slightly more chance’). 

Those on CSCS card, SIA licence of forklift licence courses were the most likely to report that the 
course had given them ‘significantly more chance’ of finding work (29 per cent). This view was less 
common among those in IT courses including ECDL (15 per cent). 

Among those who had moved into paid employment since taking part in training, a third (33 per 
cent) stated that the training had played a direct role in securing them work (21 per cent saying 
that it had helped a lot and 12 per cent saying it had helped a bit). This is perhaps a more concrete 
measure of the extent to which participation in the Training Strand contributed towards employment 
outcomes. The fact that around two-thirds of those who had actually found employment (67 per 
cent) felt that their participation in the training course had no role in securing their current job may 
indicate that the training delivered could be better tailored to jobs available locally. 

Source: G19.
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Figure 4.10  How Training Strand has helped or may help to find employment

 
At a more detailed level customers provided feedback on the suitability of various aspects of the 
training course and also its relevance to the local job market, which is shown in Figure 4.11. Again, 
the outcomes here are positive with the majority agreeing that the course was suitable in terms of 
subject (58 per cent strongly agreed with this and 25 per cent slightly agreed), level (56 per cent 
strongly; 26 per cent slightly), and in terms of their personal needs and circumstances (53 per cent 
strongly; 25 per cent slightly). Over three-quarters also agreed that they had input into the course 
they took part in (52 per cent strongly; 26 per cent slightly). 

Source: G20 and G21.
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Figure 4.11  Customer views of training course

 

Two-thirds (63 per cent) agreed that the course they undertook was related to the types of jobs 
available locally (36 per cent strongly agreed and 27 per cent slightly agreed), meaning that just 
under a quarter of customers (23 per cent) felt that the courses available were not related to local 
jobs. This is a sizeable minority that disagreed that courses were related to local jobs (although 
it is still a minority); when taken alongside the finding discussed above that around two-thirds of 
those in work felt that participation in the course played no role in them finding work, there is some 
suggestion that courses could be better tailored to aid in finding employment locally.

Base: All Training Strand participants (1,001).
Source: G7.
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Reflecting the finding discussed above that younger customers were more likely to undertake 
programmes that were directly linked to the workplace by including support such as visits to local 
employers and advice on applications for specific vacancies, these customers were also more likely 
than those in other age groups to agree that their course was related to the types of jobs available 
locally (70 per cent did so). 

The lowest level of agreement was in relation to the range of courses that was on offer, where 
only 53 per cent agreed that a range of courses were available (31 per cent agreeing strongly and  
23 per cent agreeing slightly). This indicates that many customers would have preferred the training 
providers to offer more choice in the subject matter, level or nature of their training. Indeed, those 
disagreeing that there were a range of courses on offer were more likely than other learners to 
also disagree that the level and subject of the course was suited to their needs (31 per cent and 
24 per cent disagree respectively, compared to 16 per cent and 12 per cent of all training Strand 
participants). These customers were also much more likely to disagree that they had had input into 
the type of course they would take (28 per centcompared to 13 per cent) and that the course was 
appropriate for their personal needs and circumstances (31 per cent compared to 16 per cent). This 
suggests that where customers perceive there to be a limited range of courses on offer this view 
is also linked to perceived limits in the suitability (and potential benefit) of the training offer. Those 
customers who disagreed that there were a range of courses on offer were more likely to be:

• older – 21 per cent of all those who disagreed that there were a range of courses on offer were 
aged 50 or over compared with just 15 per cent of those who agreed or had no opinion;

• highly qualified to Level 5 or above – 5 per cent of all those who disagreed compared with  
2 per cent who did not.

Where the Jobcentre Plus adviser had referred the customer to the college and the course was 
decided on there, agreement with ‘there was a range of courses on offer’ was higher than when the 
Jobcentre Plus advisers referred the customer to a particular course (41 per cent strongly agreed 
there was a range of courses on offer compared with 29 per cent). Hence, a perceived lack of range 
may in some cases be a reaction to being ‘steered’ towards a particular course by an adviser. 
Although in some cases this may have benefits in terms of helping the customer to choose an 
appropriate course and one which is linked to local employment opportunities, we have seen in the 
previous discussion above that those who mention a lack of range of training offers are less positive 
about the suitability of the training finally undertaken. 

Feedback was provided regarding how a variety of skills may have increased as a result of the 
training they had undertaken and results are shown in Figure 4.12. The largest increase was for skills 
related to a particular type of job, where a quarter (25 per cent) said their skills had increased greatly 
and a further 38 per cent said they had increased to some extent. Encouragingly a high proportion 
had an increase in confidence levels as a result of the course (20 per cent reporting confidence 
had increased greatly and 39 per cent reporting it had increased to some extent). Other skills areas 
where, on balance, customers reported that skills had increased as a result of the Training Strand 
included communication, personal or social skills (17 per cent greatly; 34 per cent to some extent) 
and awareness of the different types of work that they could do (19 per cent greatly and 37 per cent 
to some extent). 
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Figure 4.12  Skills gained as a result of participation in Training Strand

 

 
There were other areas where at least half felt there had been no change as a result of the 
training course. These included team working skills (51 per cent felt these did not increase at all), 
organisational skills (54 per cent), reading, writing, maths, numeracy or English language skills (73 
per cent) and IT or computer skills (66 per cent). However, it is encouraging that skills particularly 
related to finding employment (e.g. skills related to a particular type of job, awareness of the 
different types of work you could do) increased for a slight majority. 

Overall, half (50 per cent) of all customers reported that at least one skill area had increased greatly 
as a result of the course. 

This proportion increased with length of course with two-thirds (66 per cent) of those on courses 
lasting ten weeks or more reporting a great increase in at least one skill area compared with just 
over two in five (43 per cent) of those on courses lasting less than a week. 

Those on health and safety or first aid courses and those on courses leading to a CSCS card, SIA 
licence of forklift licence were more likely than the average for all training strand participants to 
report a great increase in any skill area (59 per cent and 57 per cent respectively). 

Source: G18.
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4.5 Claim status and hard outcomes
Finally in this chapter, we outline the overall claim and employment outcomes of customers on the 
Training Strand.

Figure 4.13 illustrates whether they: 

• had entered paid work at any point after starting the training;

• had ended their JSA claim but had not entered paid work at any point; or

• were still claiming and had done so continuously since before starting the training. 

It also illustrates the proportion who ended their claim at some point after starting the training but 
had returned to claiming by the time of the research fieldwork.

Figure 4.13  Summary of claim status and hard outcomes

 
As shown in Figure 4.14, just under two-thirds (64 per cent) of Training Strand customers had not 
ended their original claim by the time of the research, a quarter (24 per cent) had left JSA and 
entered paid work at some point, and around one in eight (12 per cent) had ended their original 
claim but had not entered work. 

Among the 12 per cent who ended their original claim but did not enter paid work, just under half 
(representing 5 per cent of all customers) had returned to claiming by the time of the research. 
Among those who had entered paid work, the majority (81 per cent) were still in paid work by the 
time of the interview (representing 19 per cent of all training strand participants). A small proportion 
(4 per cent) had entered paid work after participation in the Training Strand but were claiming JSA 
again at the time of the research. 

Base: All Training Strand claimants (1,001).
Source: B1, B2, B5 and C1.
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Nearly three in 10 (28 per cent) Training Strand customers had ended their claim and had not 
returned to JSA by the time of the research and just under a fifth (19 per cent) were in paid work. 

Looking just among those customers who started their course at least six months before the survey 
fieldwork (i.e. course start dates between April and September 2009), this rises to 36 per cent of 
customers not claiming at the time of the research and 26 per cent being in paid work. This claim 
status outcome is comparable to that observed among the JRFND Stage 3 survey cohort (across 
both phases) where 37 per cent were not claiming when interviewed around six months after 
entering JRFND Stage 3/NDYP/six months of consecutive claiming. Furthermore, customers on 
the 6MO Training Strand (April to September starts only) were more likely to be in paid work when 
interviewed for the 6MO survey in March 2010 than the JRFND Stage 3 survey cohort (26 per cent in 
paid work compared with 23 per cent). 

Where individuals had completed their training course, paid work rates were unsurprisingly higher 
than where the individuals were still on the course at the time of interview (19 per cent compared to 
4 per cent). However, it should be noted that those who had stopped their course before completing 
had higher rates of paid work at the time of interview (34 per cent). Further impact analysis will be 
needed to understand the impact of starting compared to completing the training on the ability of 
individuals to find work, and how time considerations come into play. 

Employment outcomes showed little variation by type of training undertaken. Customers on IT 
courses were, however, more likely to have ended claims and remained not claiming by the time of 
the research (35 per cent were not claiming compared with 28 per cent of all training customers). 
These customers were no more likely to have gone into paid work though, suggesting that they were 
more likely to end claims for other destinations. 

Figure 4.14 outlines the type of work entered35, showing the proportions entering a full-time paid 
role with an employer, a part-time paid role and self-employment. For completeness, Figure 4.14 
also shows the proportions who were still claiming and had done so continuously since starting their 
original claim and those who ended their original JSA claim but who had not entered paid work at 
any point. 

As discussed above, almost two-thirds (64 per cent) had not ended their original JSA claim.  
Where customers had entered paid work, this was most commonly full-time work with an employer, 
with 16 per cent having entered full-time paid work, followed by part-time work with an employer  
(6 per cent). A very small minority (2 per cent) were working on a self-employed basis. 

35 If the customer had taken up more than one form of paid work they were asked to identify 
their ‘main’ (if currently working) or most recent (if returned to claiming JSA or no longer 
currently working) job to enable later questions about their work to focus on one role.

Work-focused Training Strand



69

Figure 4.14  Type of work entered

 

4.5.1 Nature of employment entered
Just under half (47 per cent) of all Training Strand customers that entered work with an employer 
were employed on a permanent or open-ended contract. Just over a quarter (27 per cent) were on 
a temporary or casual basis, and just over one in ten (13 per cent) were on a fixed-term contract 
lasting less than 12 months. 

The most common industry sectors that Training Strand customers entered were:

• public administration, education, health and other service activities (23 per cent);

• financial and business services (23 per cent);

• wholesale and retail (16 per cent);

• primary utilities and manufacturing (12 per cent).

The most common occupational role entered were elementary roles (27 per cent) which include 
jobs such as postal workers, bar staff and hospital porters. These roles would not typically have 
stringent entry requirements such as qualifications or experience. Training Strand customers were 
less likely than the JRFND Stage 3 survey cohort to enter sales and customer services roles (10 per 
cent compared with 17 per cent) and were more likely to enter personal services roles such as care 
assistants or teaching assistants (11 per cent compared with 7 per cent). 

The average salary secured by Training Strand customers was £12,750 and the average number  
of hours was 32. Around two-thirds (67 per cent) worked over 30 hours per week. By comparison,  
those entering work after at least six months of unemployment in the JRFND Stage 3 survey  
worked slightly fewer hours on average (30 per week) and earned slightly less (an average of 
£12,050 a year). 

Base: All Training Strand claimants (1,001).
Source: B1, B2, B5 and C1.
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The Training Strand of the 6MO was designed to deliver pre-employment work focused training 
to customers. An important element of the programme design is that on completion of the 
training, colleges link up with employers to provide post-employment training and development 
for individuals as part of the Integrated Employment and Skills (IES) agenda. Where possible this 
post-employment training should draw on Train to Gain and Apprenticeship provision. To explore the 
extent of post-employment training being offered, those customers who had found paid work were 
asked whether they had received training in the role. 

Around a quarter of those Training Strand customers (24 per cent) who had entered paid work with 
an employer had done further training in their job role. For just under half (46 per cent) of these 
customers the post-employment training was designed to lead to either part or all of a recognised 
qualification. This is equivalent to one in ten (11 per cent) Training Strand customers who entered 
paid work with an employer. This percentage is in line with the one in ten (10 per cent) customers 
who had entered work with an employer at the JRFND Stage 3 survey36 who reported that they were 
training towards a full or part qualification with their employer37. 

Among the customers in work who had not undertaken any post-employment training, a third  
(34 per cent) felt that their employer will offer training towards a qualification in the future, and  
just over half did not think it would (54 per cent).

4.6 Summary
Compared with the profile of the wider population of customers reaching their sixth consecutive 
month of JSA claiming, Training Strand customers were more likely to be older, male and from a 
White British background. They were also more likely to be repeat JSA customers and have no or low 
qualifications than all customers reaching the six-month point of their claim. 

They were undertaking a variety of courses ranging from short courses leading towards a certificate 
or licence needed to enter an industry such as a construction CSCS card or SIA security licence, 
to longer courses in IT. On average courses lasted eight weeks, although for around a quarter 
the course was completed in under a week. Around half of all customers could recall the course 
involving an element of employment support or direct links with employers. 

The great majority had been referred to the Training Strand by Jobcentre Plus or Next Step (rather 
than hearing about the offer from the college) and the majority had discussed the specific course 
they would undertake with their adviser. On the whole customers felt the course was well suited to 
their needs, although for some the range of courses on offer was limited and more could have been 
done to link the course with the local labour market. 

36 Base sizes are low for those entering paid work with an employer after starting a training 
course, at least six months. Longer-term outcomes will be explored more fully in the 6MO 
longitudinal surveys in spring 2011.

37 It should be noted that the populations are not directly comparable as Training Strand 
customers include stock customers who were excluded from the JRFND surveys.
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Participation in the Training Strand appeared to have a positive effect in some areas with at least 
three in five customers in each case reporting increases in confidence, motivation to find work and 
enthusiasm to undertake further learning in future. Similar proportions reported an increase in skills 
related to a particular type of job. These positive outcomes were particularly likely to be reported 
by those training towards a specific certificate, card or licence that was often a pre-requisite for 
employment in a particular sector (e.g. the CSCS card) and were less commonly mentioned by those 
on an IT course, including those on the ECDL course. 

In terms of employment and claim status outcomes, approaching three in ten Training Strand 
customers had ended their claim and had not returned to JSA by the time of the research and just 
under a fifth were in paid work. Among those who started their course at least six months before the 
survey fieldwork (course start dates between April and September 2009), this rises to over a third 
of customers not claiming at the time of the research and over a quarter in paid work. There were 
some early indications that this work may be slightly higher skilled, more likely to be full-time and 
more secure than that entered by customers reaching the six-month point of their claim generally. 
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5 Recruitment Subsidy Strand
This chapter focuses on customers who entered work that attracted the Six Month Offer (6MO) 
Recruitment Subsidy. Within this group, we look customers who had been recruited via both the self-
marketing and the bulk billing routes. This chapter explores;

• the profile of those entering work as a result of the Recruitment Subsidy between April and 
December 2009;

• the process of customers receiving and using the self-marketing voucher;

• the nature of the work entered; 

• the current status (at the time of interview) of those entering work as a result of the Recruitment 
Subsidy.

5.1 Profile of Recruitment Subsidy customers
Table 5.1 shows the profile of those entering jobs that attracted the Recruitment Subsidy. As in 
previous chapters, all demographic information is based on the information provided by customers 
at the time of interview (except for subsidy type – voucher or bulk) which was supplied by the 
Department for Work and Pensions (DWP). The profile of all customers with claims lasting at least  
six months is shown for comparison. 

Table 5.1 Demographic profile of Recruitment Subsidy customers 

Recruitment 
Subsidy (all) 

%

Recruitment 
Subsidy (self-

marketing route) 
%

Recruitment 
Subsidy (bulk 
billing route) 

%

All customers at 
six month point 

of claim1 
%

Subsidy type

Self-marketing route 81 100 - -
Bulk billing route 19 - 100 -

Gender

Male 75 73* 82 75
Female 25 27* 18 25

Age

18-24 22 18 40* 39
25-49 57 59* 50 42
50+ 18 20* 9 18

Ethnicity2 

White British 91 91 89 84
Ethnic minority 9 9 11 16

Disability status

Health condition/disability 9 9 11 15
No health condition/disability 91 91 89 85

continued
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Table 5.1 Continued 

Recruitment 
Subsidy (all) 

%

Recruitment 
Subsidy (self-

marketing route) 
%

Recruitment 
Subsidy (bulk 
billing route) 

%

All customers at 
six month point of 

claim1 
%

PSA 16 status
PSA 16 3 3 2 Data not available
Not PSA 16 97 97 98

Qualification level
No qualifications/below Level 2 46 45 50 Data not available
Level 2-3 37 37 39
Level 4-5 17 18 11
Level 2 and above 54 55 50

Claim history
Previously claimed 59 57 66* Data not available
Not previously claimed 41 43* 34

Length of claim before subsidy 
claimed
18 months or more 4 5 2 Data not available
Over a year but less than  
18 months 7 7 6
Six months to a year 84 83 87
Less than six months 4 4 3

Month subsidy claimed
April - 1 - Data not available
May 5 5 4
June 11 12* 4
July 16 17 15
August 18 18 18
September 21 21 22
October 17 17 18
November 10 9 17*
December 1 - 3

Base	 1,001 814 187 89,420
1 Population figures taken from data supplied by the DWP of all customers having an initial stage 3/26-week 

restart/initial New Deal for Young People (NDYP) interview between 24 August 2009 and 28 September 
2009.

2 Note that the all ethnicity figures have been re-based to exclude those records where ethnicity is not 
known (accounting for 1% of the Recruitment Subsidy Strand survey data and 7% of the population data).

*indicates a significant difference between self-marketing and bulk billing route customers.
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There are some marked demographic differences between those who entered work attracting 
the Recruitment Subsidy and the overall population of customers who have been in receipt of 
Jobseeker’s Allowance (JSA) for at least six months. 

As with the other strands looked at so far, younger customers were under-represented (only 22 per 
cent of customers were aged 18-24 compared to 39 per cent of the eligible population).38 Again, 
this is likely to be a function of the fact that those aged 18-24 in Phase 2 areas would have been 
engaged with NDYP at this point in their claim which may have impacted on their likelihood to have 
been offered the Recruitment Subsidy. Young people accessing the employment option of NDYP 
would have received a subsidy exceeding that of the general Recruitment Subsidy.

Compared to the population of eligible customers, those entering work attracting the Recruitment 
Subsidy were also less likely to be from a non-white British ethnic background (9 per cent compared 
to 16 per cent). Those using the Recruitment Subsidy were less likely to be from a black ethnic group 
than all claimants at the six-month point (2 per cent compared to 5 per cent) or from an Asian 
ethnic group (3 per cent compared to 5 per cent). Those using the Recruitment Subsidy were also 
less likely to have a health condition or disability than customers from the comparison group. 

Most of those customers entering work with the Recruitment Subsidy were those using the self-
marketing route (81 per cent). Only a fifth benefited from a subsidy paid by the bulk billing route39.

There were some demographic differences between those receiving the subsidy by the two different 
routes. Customers finding work with employers signed up to bulk billing were more likely to: 

• be men (82 per cent of those entering work via the bulk billing route were men compared to  
73 per cent of those employed via the self-marketing route);

• have a previous claim history (66 per cent via bulk billing compared to 57 per cent via self-
marketing);

• be younger (40 per cent of those entering the work via the bulk billing route were aged 18-24 
compared to 18 per cent of those recruited via the self-marketing route). This most likely reflects 
the NDYP impacting on the likelihood of young people receiving the voucher option.

There is some suggestion from these findings that the bulk billing route plays a role in helping to 
extend the Recruitment Subsidy Strand to those for whom the self-marketing voucher may be less 
effective (i.e. those with a claiming history). 

Those who benefited from the Recruitment Subsidy mostly had claims lasting between six months 
and a year (84 per cent). However, a handful reported longer periods of claiming; fewer than 
one in ten having already claimed for between a year and 18 months (7 per cent) and an even 
smaller number for 18 months or more (4 per cent). It is worth bearing in mind that this cohort of 
Recruitment Subsidy customers was drawn from the first to be eligible for the 6MO and this may 
mean that it contains a greater proportion of stock customers with claims exceeding six months 
than will be the case in subsequent periods further from the launch.

38 Unless explicitly stated otherwise, all differences reported in this chapter are statistically 
significant at the 95 per cent confidence level. Please see Section 1.4 for more details.

39 The split between voucher and bulk customers in our sample reflects the overall population of 
Recruitment Subsidy customers.
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5.2 The process of receiving and using the self-marketing  
 voucher
This section concentrates specifically on how customers received and used the self-marketing 
voucher. 

Nine in ten (91 per cent) participants using the self-marketing voucher first heard about it from 
their Jobcentre Plus adviser. Small numbers also reported hearing about the voucher from their 
subsequent employer (2 per cent), or a friend, relative, or other jobseeker (2 per cent).

Figure 5.1 shows how positive they felt about the voucher when they were first informed about it 
and how clear they were at this point about how the voucher could be used.

Figure 5.1 Customers’ initial feelings about using the self-marketing voucher  
 and clarity about use of voucher

 

The majority (71 per cent) felt positive about using the self-marketing voucher when they first found 
about it, with around a third (32 per cent) feeling very positive. 

The vast majority (91 per cent) were clear about what the voucher was for and how it should  
be used. 

There was some variation in how clear the use of the voucher was perceived to be by some groups. 
Those who were older were more likely to state that it was very clear to them how to use the 
voucher than those aged 18-24 (64 per cent of those aged 50+ and 66 per cent of 25-49 year olds 
thought it was very clear to them compared to 52 per cent of 18-24 year olds).

Base: All Recruitment Subsidy claimants who used the self-marketing voucher (814).
Source: E3 and E5.
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Ethnic minority customers, however, were twice as likely to say that it was not clear to them what 
the voucher was for and how to use it (16 per cent of ethnic minority customers and 8 per cent of 
white British customers).

It should be noted that by definition, all of the customers who were asked about the clarity of the 
voucher went on to secure employment via the Recruitment Subsidy. However, those who stated 
that they were less clear about how to use the voucher (younger and ethnic minority customers)  
are among those under-represented among those accessing the Recruitment Subsidy Strand.  
These findings indicate that a lack of understanding about how to use the voucher may be a reason 
for lower take-up among these groups. Such issues have been recognised and work has already 
been undertaken in 2010 to redesign the self-marketing voucher and include clearer explanations 
for its use.

Nearly all voucher users (95 per cent) had some contact with their Jobcentre Plus adviser about the 
voucher. They were asked how the adviser suggested using the voucher. In most cases, the adviser 
suggested mentioning the voucher during interviews (66 per cent), and in around two-fifths of cases 
(44 per cent) advisers suggested they mention the voucher on their CV or in their application form(s). 

In a fifth of cases (19 per cent) it was stated that advisers did not suggest any ways in which the 
voucher should be used. Those who were older (aged 50+) were particularly likely to state that 
they did not receive any suggestions from their adviser about how to use the voucher (27 per cent 
compared to 17 per cent of customers aged 18-49).

Figure 5.2 illustrates where and how frequently the Recruitment Subsidy was mentioned when 
applying for a role with an employer. 

Figure 5.2 Use of the Recruitment Subsidy

Recruitment Subsidy Strand

Percentages

Base: All Recuritment Subsidy claimants who used the self-marketing voucher.
Source: E7.
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Less than a third mentioned the Recruitment Subsidy on CVs or application forms (28 per cent). Most 
of those who chose to mention it at this point mentioned it on all CVs and/or application forms that 
they submitted. 

Almost twice as many mentioned Recruitment Subsidy during a job interview than on a CV or 
application form (54 per cent). Just over two-fifths mentioned it in all interviews, with around one in 
ten (12 per cent) mentioning it during only some.

A fifth (19 per cent) stated that mentioning the Recruitment Subsidy on an application form was not 
relevant to them because they did not submit any application forms. A slightly smaller proportion 
stated that they did not attend any interviews. This indicates a reasonable minority securing 
employment through less formal recruitment routes. 

In addition, one in 20 (5 per cent) only mentioned the Recruitment Subsidy after starting work with 
their employer. In this small number of cases the Recruitment Subsidy cannot have influenced the 
employer’s decision to hire.

To try to understand selective reference to the Recruitment Subsidy, those who did not mention the 
self-marketing voucher in all of their application forms and/or all job interviews were asked why this 
was. The reasons given are shown in Figure 5.3. 

Figure 5.3 Reasons for not mentioning the self-marketing voucher on all CVs/ 
 applications/during all interviews

Recruitment Subsidy Strand

Base: All Recruitment Subsidy claimants who did not mention the voucher on all CVs/application
forms submitted/during all interviews (525).
Source: E8.
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Most commonly, selective use of the self-marketing voucher was made because customers did not 
consider the voucher appropriate to all types of employer to whom they made applications (14 per 
cent) or did not have the voucher to hand at all job interviews (13 per cent). 

In some cases, customers stated that there were some occasions where they did not want to 
mention the self-marketing voucher because they wanted to gain the job on their own merit (9 per 
cent), because they felt embarrassed about using it or that it stigmatised them by identifying them 
as being long-term unemployed (both 5 per cent).

These themes were for the most part consistent across all groups, however, those aged 50+ were 
more likely to have felt embarrassed about using the Recruitment Subsidy compared to those aged 
18-24 (7 per cent and 1 per cent respectively).

Customers were asked what effect the Recruitment Subsidy had on them in terms of:

• confidence in interviews;

• motivation to apply for more jobs;

• motivation to apply for different types of jobs; and

• confidence when applying for jobs.

As Figure 5.4 shows, in each case between a quarter and a third stated that having the self-
marketing voucher led to an increase in confidence or motivation. 

Figure 5.4 Perceived impact of self-marketing voucher on customers’ approach  
 to applying for jobs
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Base: All Recruitment Subsidy claimants who used the self-marketing voucher (814).
Source: E9.

Confidence in interviews

Percentages

Increased

Motivation in applying
for more jobs

Motivation in applying
for different types of jobs

Confidence when applying 
for jobs

No change Increased to some extent Increased greatly

30

28

27

33

66

68

70

63

20

16

17

21

10

12

10

12



80

They were most likely to report an increase (either to some extent or greatly) in confidence when 
applying for jobs (33 per cent). 

Some groups were more likely to report the Recruitment Subsidy having a positive effect on them; 
most notably those aged 18-24 and ethnic minority customers.

Indeed, ethnic minority customers were more likely to report a great increase across all measures:

• confidence during job interviews (25 per cent compared to 9 per cent of white British customers);

• motivation to apply for more jobs (30 per cent and 11 per cent);

• motivation to apply for different types of jobs (21 per cent and 9 per cent);

• confidence when applying for jobs (32 per cent and 10 per cent).

Those aged 18-24 were more likely to report an increase in their motivation to apply for:

• more jobs (42 per cent compared to 28 per cent overall);

• different types of job (38 per cent compared to 27 per cent overall).

They were also more likely to report that their confidence when applying for jobs had increased 
greatly as a result of using the Recruitment Subsidy (19 per cent compared to 12 per cent overall).

These two groups (ethnic minority customers and those aged 18-24) were among the least likely 
to have used the Recruitment Subsidy voucher (that is they are under-represented among those 
entering work via the self-marketing voucher route compared to their presence in the population of 
all those with claims lasting at least six months). Yet those who did make use of the self-marketing 
voucher are the most likely to report increases in motivation and confidence from receiving it. This 
indicates either that among these groups advisers were particularly targeting those who they felt 
would react well to the voucher or that, to a greater extent than for other groups, only those who 
felt an increase in motivation or confidence from receipt of the self-marketing voucher who went on 
to use it to secure employment. As the findings in Chapter 3 demonstrate that the self-marketing 
voucher is widely distributed, the latter is more likely.

5.3 Perceived role of Recruitment Subsidy in securing  
 employment
Figure 5.5 shows the impact that customers felt the Recruitment Subsidy had on securing their 
job. They were asked to state whether they felt that their employment was a direct result of the 
Recruitment Subsidy, partly as a result of the Recruitment Subsidy or not related to the Recruitment 
Subsidy at all. In most cases it will not be possible for customers to know the motivations of the 
employers definitively but this question gives insight into their perceptions.

Recruitment Subsidy Strand
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Figure 5.5 Perceived role of Recruitment Subsidy in securing employment

 

 
A third (33 per cent) considered the Recruitment Subsidy to have played some role (directly or partly) 
in securing their job.

Among those bulk billing route customers who were aware that their employer had received a 
subsidy, the perceived role of the Recruitment Subsidy was broadly in line with that of the self-
marketing route customers, with around two thirds (64 per cent) stating the decision to employ 
them was not at all related to the Recruitment Subsidy. 

By comparison, Jobcentre Plus advisers generally felt that the Recruitment Subsidy was a good 
incentive for employers, particularly for small businesses40. 

5.4 Nature of Recruitment Subsidy jobs 
This section covers both self-marketing and bulk billing routes, looking at:

• contract type and the number of hours worked;

• the sector and job role entered; and

• salary information.

40 Vegeris et	al., (2010).

Recruitment Subsidy Strand

Percentages

Source: E10/E11.

Don’t know A direct result of the Recruitment Subsidy

Partly a result of the Recruitment Subsidy

Voucher 
claimants

Bulk 
claimants

Base: All Recruitment Subsidy claimants who
used the self-marketing voucher (814).

Base: All Recruitment Subsidy bulk claimants 
who were aware that their employer received 
a payment for employing them (112).

Not at all related to the Recruitment Subsidy

10
6

27

13
8

15

58 64



82

5.4.1 Contract type and hours worked
Figure 5.6 shows contract type for those who entered work.

Figure 5.6 Contract type employed on after using Recruitment Subsidy

 

 
Around three-quarters (68 per cent) of customers who gained work with an employer as a result of 
the Recruitment Subsidy were employed on a permanent or open-ended contract. Around one in 
six (16 per cent) were employed on a temporary or casual basis, with even smaller numbers being 
employed on fixed-term contracts. This suggests that generally, the Recruitment Subsidy helped 
customers to secure permanent jobs.

However, the types of contracts secured varied according to subsidy type. Those who found work 
via the self-marketing route were more likely to have been employed on a permanent or open-
ended contract compared to those who had been employed via the bulk billing route (74 per cent 
and 43 per cent respectively). Two-fifths of those employed via the bulk billing route (43 per cent) 
entered work that they described as casual or temporary. This does perhaps indicate that the fact 
that payments to bulk billing route employers are made as a single sum (rather than the staged 
payments that the voucher attracts) has resulted in less sustainable outcomes for these customers.

Younger customers and those from ethnic minority backgrounds were more likely to be employed 
via the bulk billing route than through using the self-marketing route. Reflecting this, both these 
groups are less likely to have secured permanent contracts. Those who were older were more likely 
to have been employed on a permanent or open-ended contract than younger subsidy beneficiaries 
(78 per cent of those aged 50+ compared to 69 per cent of 25-49 year olds and 59 per cent of under 
25s). Almost three in ten ethnic minority subsidy beneficaries (29 per cent) were employed on a 
temporary or casual basis.
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Nearly three-quarters (73 per cent) of those recruited with a subsidy reported working at least 30 
hours per week, with a further quarter (24 per cent) working between 16 and 30 hours per week. 
Since jobs for fewer than 16 hours were only considered eligible for the Recruitment Subsidy in cases 
where individuals faced significant barriers to work, it is reassuring that only a very small minority of 
subsidy beneficiaries reported working for fewer than 16 hours.

Figure 5.7 shows how hours worked vary according to customer type.

Figure 5.7 Hours worked

Those entering work via the bulk billing route were more likely to have worked 30 hours or more 
per week (78 per cent compared to 69 per cent of customers entering work via the self-marketing 
route).

5.4.2 Sector type
Nine in ten Recruitment Subsidy customers entered the private sector (91 per cent), with one in 
twenty working for either a Government-funded organisation (5 per cent) or a charity or voluntary 
organisation (4 per cent). 

Table 5.2 summarises the more specific sectors entered.
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Table 5.2 Sector entered using the Recruitment Subsidy

Recruitment Subsidy 
(All) 
%

Self-marketing route 
customers 

%

Bulk billing route 
customers 

%
Sector
Primary, utilities and manufacturing 17 17 18
Construction 9 10 3
Wholesale and retail 16 15 21
Hotels and restaurants 10 11 5
Transport and communications 9 9 12
Financial and business services 16 15 22
Public administration, education, 
health and other services 15 16 10
Don’t know/refused 8 7 10

Base	 1,001 814 187

 
Employment via the Recruitment Subsidy was undertaken across the full range of sectors indicating 
that employers across the economy were open to this approach.

To get an indication of how representative the jobs secured through the Recruitment Subsidy were 
of the destinations typically entered by JSA leavers, the sectors of employment above can be 
compared to the sectors of work entered by those respondents to the JRFND Stage 3/comparison 
survey who had entered work. Table 5.3 shows sector type entered by 6MO customers and JRFND 
Stage 3 Jobseekers Regime and Flexible New Deal (JRFND) customers.

Table 5.3  Sector entered after using Recruitment Subsidy/undertaking JRFND  
 Stage 3

Recruitment 
Subsidy (All) 

%

JRFND Stage 3 
customers 

%
Primary, utilities and manufacturing 17* 10
Construction 9 8
Wholesale and retail 16* 20
Hotels and restaurants 10* 6
Transport and communications 9 10
Financial and business services 16 19
Public administration, education, health and other services 15* 18
Don’t know/refused 8 9 

Base	(unweighted/weighted) 1,001 (1,746/1,775)
* = Differences are statistically significant at the 95% confidence level.

As can be seen in Table 5.3, Recruitment Subsidy recipients were less likely to have entered the 
wholesale and retail and the public sectors compared to those covered by the JFRND Stage 3 
survey, but were more likely to have entered the primary, utilities and manufacturing and hospitality 
industries. 

Recruitment Subsidy Strand
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There were not many differences in the employment sectors of self-marketing and bulk billing 
customers, with the exception that self-marketing customers were more likely to have entered the 
construction industry (10 per cent compared to 3 per cent of bulk billing route customers).

There was not much difference in the sectors of employment of Recruitment Subsidy recipients 
by age, however, some were evident by ethnicity. Ethnic minority customers were more likely to 
find work in the financial services or public administration sectors while those from a white British 
background were more likely to secure employment in the primary or construction sectors.

5.4.3 Occupation and job role
Figure 5.8 shows the job roles entered with the Recruitment Subsidy.

Figure 5.8 Occupation entered after using the Recruitment Subsidy

 

 
Most commonly, lower skilled roles were entered. A quarter (24 per cent) of those securing 
employment with the Recruitment Subsidy were employed in elementary positions). Recipients also 
commonly worked as machine operatives and in skilled trades occupations (13 per cent for each).

Again, the occupational roles can be compared to the employment of the cohort of individuals 
reaching six months of unemployment who were interviewed as part of the JRFND Stage 3/
comparison survey. This comparison shows that Recruitment Subsidy customers were more likely to 
have entered: 

• managerial roles (8 per cent compared to 4 per cent of individuals claiming JSA for at least six 
months);

• skilled trades roles (13 per cent and 8 per cent); 

• machine operative roles (13 per cent and 10 per cent). 
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They were less likely to have worked in:

• sales and customer services positions (10 per cent and 17 per cent);

• elementary roles (24 per cent and 29 per cent).

Bulk billing route customers (and correspondingly those aged 18-24) were more likely to have 
entered elementary positions; two-fifths 44 per cent) of those who entered work through the bulk 
billing route entered elementary positions, compared to 20 per cent of those who entered work 
through the self-marketing route. One third (33 per cent) of 18-24 year olds who entered work with 
the Recruitment Subsidy entered elementary positions, compared to one-fifth (22 per cent) of those 
aged 25 years and over. Conversely, those who were older (and those who were more likely to have 
entered work via the self-marketing route) were more likely to have entered the highest skilled 
occupations; 13 per cent of those aged 50+ and 9 per cent of those aged 25-49 entered managerial 
and senior positions compared to just 1 per cent of 18-24 year olds.

Hence, there is some evidence to suggest that marketing to employers with a requirement for large 
numbers of recruits results in employment further down the occupational hierarchy (but, as has 
been shown earlier, it appears to be a more effective route than the self-marketing voucher for 
some groups – particularly younger customers and those from ethnic minorities). 

5.4.4 Salaries
Subsidy recipients were asked how much they were paid on an annual, monthly, weekly, daily or 
hourly basis for the job they gained through the Recruitment Subsidy. Where enough information 
was provided an estimated annual salary41 was calculated for each individual (Figure 5.9). 

Figure 5.9  Annual salaries of those who entered work with an employer after  
 using the Recruitment Subsidy

41 All annual salaries calculated in this section have been rounded to the nearest £50.
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On average Recruitment Subsidy customers reported earning an annual £13,350 salary. Around half 
of customers (47 per cent) reported earning between £10,000 and £19,999 a year, and a further 
fifth (22 per cent) between £5,000 and £9,999.

This compares with an average salary of £12,050 secured by those entering work after at least six 
months of unemployment in the JRFND Stage 3 survey. 

Unsurprisingly, older Recruitment Subsidy customers (i.e. those aged 25+ who were more likely to 
have entered higher skilled occupations) reported earning a higher wage than those aged under 25 
years (£14,500 compared to £10,400 respectively). 

The following groups also reported earning a higher wage:

• men (£14,450 compared to £10,350 for women);

• white British (£13,600 compared to £10,900 among ethnic minority customers).

Although it was reported earlier that bulk billing route customers were more likely to have entered 
lower skilled jobs, the difference in average salaries was not that marked. The average salary 
reported for bulk billing route customers was £12,100 compared with £13,650 for self-marketing 
route customers.

5.5 Views of suitability of employment
All customers who had entered work as a result of using the Recruitment Subsidy (both self-
marketing and bulk billing customers), were asked how well they felt that this work matched their 
skills and interests (Figure 5.10)

Figure 5.10  Extent to which customers agree work entered was a good match
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Many customers (69 per cent) considered the employment they secured through the Recruitment 
Subsidy was a good match for their experience skills and interests, with nearly two in five agreeing 
strongly with this statement. 

Those who were older were more likely to strongly disagree that their work role was well matched 
(14 per cent of those aged 50+ compared to under 25s and 25-49 year olds (both 8 per cent)). 
Otherwise, there was not a great deal of variation in attitudes towards the job role secured by 
customer group.

Customers who disagreed the job they had entered was a good match for their skills were asked 
why they chose to take on this role (Figure 5.11). In most cases, they took up the employment 
because they wanted to move into work as soon as possible (88 per cent) or because they needed 
the money (82 per cent). However, half (49 per cent) agreed that they felt that this role might lead 
to a job that would suit their abilities better. 

Figure 5.11  Reasons for taking up unsuitable work

 

A quarter (24 per cent) stated feeling under pressure from Jobcentre Plus was a reason for 
deciding to take up a job that they considered to be a poor match for their abilities. This is a similar 
proportion to that found among JRFND Stage 3 customers, indicating that those taking up the 6MO 
Recruitment Subsidy are no more or less likely to feel under pressure from Jobcentre Plus to take up 
work than customers at this point of their claim more generally.
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5.6 Opportunities for progression
Those who were still employed in the role that they secured through the Recruitment Subsidy were 
asked about the potential for development and progression that it offered. 

Half (52 per cent) of those who were still in the role they gained as a result of the Recruitment 
Subsidy believed that the job offered them opportunities for promotion or increased responsibilities. 
Young customers were more likely to think this (68 per cent), as were bulk billing route customers 
(61 per cent). Hence, even though these groups were more likely to enter roles which were lower 
paid and lower down the occupational hierarchy, they were more likely to see opportunities to 
progress.

Two-fifths of all Recruitment Subsidy recipients (39 per cent) reported receiving some training in 
the role that they secured through the Recruitment Subsidy. Those who were younger and those 
who had entered work via the bulk billing route and were more likely to have entered lower paid 
jobs, were particularly likely to report receipt of training (46 per cent of 18-24 years compared to 28 
per cent of 25-49 year olds and 36 per cent of those aged 50+; and 47 per cent of bulk billing route 
customers compared to 37 per cent of self-marketing route customers).

Of those who had received some training in this role, three-quarters (77 per cent) reported that this 
training was not designed to lead to a formal qualification, with two-fifths (19 per cent) reporting 
that it would lead to a full qualification and one in 20 (4 per cent), part of a qualification. Where 
training leading to a qualification had been received, this was most likely to have been at Level 2 (50 
per cent of those receiving qualification-based training received training at this level and a further 14 
per cent at Level 3, although in a reasonable proportion of cases respondents were unsure about the 
level to which they had been trained). 

The proportion of customers who were offered training as part of their Recruitment Subsidy role 
could be considered small in the context of the policy intention being that the Recruitment Subsidy 
would link up with Train to Gain provision. Employer research conducted as part of the evaluation 
suggested that awareness of Government-supported training for employees was low42.

Half (52 per cent) of those who were still in the role they gained as a result of the Recruitment 
Subsidy at the time of interview, believed that their employer would offer them (further) training 
that would help them secure promotion or increased responsibilities. 

Those who were older were more like to believe they would not receive such training (60 per cent of 
those aged 50+ compared to 45 per cent of 25-49 year olds and 31 per cent of under 25s).

Conversely, bulk billing route customers were more likely to believe they would receive training that 
would lead to promotion or increased responsibilities (62 per cent of bulk billing route customers 
against 50 per cent of self-marketing route customers).

5.7 Claim status and hard outcomes
Here we outline the outcomes of those participating in the Recruitment Subsidy Strand. By definition, 
all those ‘participating’ in the Recruitment Subsidy Strand entered work so the analysis concentrates 
on the sustainability of employment outcomes. 

42 Vegeris et	al., (2010).

Recruitment Subsidy Strand



90

Figure 5.11 shows whether customers: 

• were still working for the same employer who received the Recruitment Subsidy;

• were working for a different employer;

• had returned to JSA;

• were neither working nor claiming.

Figure 5.12  Current status and work outcomes

 

 

Two-thirds (66 per cent) were still with the same employer they had gained work with through 
the Recruitment Subsidy at the time of research. Around one in ten (9 per cent) had changed jobs 
entirely and moved onto another employer by the time of research, and a small number (3 per cent) 
were still with the same employer but had changed roles within the same organisation.

Self-marketing route customers were more likely to still be working with the same employer 
(either in the same role or in a different role) compared to bulk billing route customers (70 per cent 
compared to 51 per cent respectively). This reflects the fact that bulk billing route customers were 
more likely to state that the job that they moved into was on a temporary/casual contract. 

This cohort of bulk billing route customers were equally as likely to have moved onto another 
employer as voucher recipients. However, bulk billing route customers were twice as likely to have 
returned to claiming JSA by the time of interview (34 per cent of bulk billing route customers and  
18 per cent of self-marketing route customers).
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At an overall level, those who had remained with the same employer, but had changed roles within 
the organisation had been promoted or given more responsibilities (67 per cent). A further two in five 
had their contract extended, renewed or made permanent (35 per cent). In some cases however, 
the job title or job description had been changed to a lower grade, with less responsibilities or fewer 
duties (17 per cent). 

Some who were fulfilling a different role with the same employer reported a change in their hours, 
with two in five (17 per cent) reporting their hours had increased. A further third (33 per cent) 
reported an increase in pay. 

Because the payment of the Recruitment Subsidy to employers receiving a self-marketing voucher 
is structured in such a way as to try to ensure that employers take customers into sustainable 
roles (i.e. an initial payment of £500 on recruiting a customer and a second payment of £500 once 
the individual has been employed for at least six months), it is interesting to look at the length of 
time that Subsidy recipients remained with their employer. The longitudinal interviews that will be 
conducted with 6MO customers in a year’s time (April 2011) will provide a more detailed exploration 
of this issue but the information from this survey can provide some insight.

Of those still in their Subsidy role at the time of interview, two-thirds had been in that role for over 
six months (65 per cent). A quarter (26 per cent) had been employed in the role for up to six months. 
(The remainder were unsure about the length of their employment.) By the time of interview 
customers had been in their Recruitment Subsidy role for an average of 5.4 months.

Looking at this information further, Figure 5.13 shows the outcomes for those who had entered their 
Recruitment Subsidy job at least six months prior to interview (with the outcomes for all Subsidy 
recipients shown alongside for comparison purposes). This shows only a very slight decrease in the 
proportion still working for the same employer.

Overall, this is a positive summary of the work outcomes of those securing employment using the 
Recruitment Subsidy. Mostly they had remained in the same role, indicating that the placement was 
well matched, and that where they had changed roles, but remained with the same employer, it 
tended to be as a result of promotion or an improvement to their existing contract, hours or pay.

Recruitment Subsidy Strand
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Figure 5.13  Current status and work outcomes of those whose employers  
  received their subsidy at least six months prior to interview

5.7.1 Reasons for leaving employment
Those who had left their Recruitment Subsidy role by the time of interview and changed employer, 
returned to JSA claiming or taken up some other activity were asked how long they had remained 
with the employer who received the Subsidy and their reasons for leaving.

On average these customers who had left the role they originally secured with the Recruitment 
Subsidy by the time of interview had maintained their position in that role for an average of 3.5 
months (3.6 months for self-marketing voucher customers and 3.0 months for bulk billing route 
customers). Six in ten had remained in their Recruitment Subsidy role for a period of up to six 
months (60 per cent) and a further quarter (24 per cent) had managed to sustain their role for more 
than six months. Fewer than one in ten (9 per cent) had left their role after less than a month (the 
remainder were unable to answer).

Figure 5.14 summarises the main reasons for customers leaving this original employer.
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Figure 5.14  Reasons for leaving Subsidy role

On the whole, the reasons given for leaving an employer were ‘negative’, with only 8 per cent stating 
that they left because they had found preferable alternative employment. 

Most commonly Recruitment Subsidy customers had left their employer because the company they 
had been placed with did not have enough money or work to continue employing them (34 per 
cent). Given the economic climate it was unsurprising that redundancy has affected some. However, 
a relatively large proportion stated that they employment finished simply because their contract 
ended (with bulk billing route customers being more likely to say this (31 per cent compared to  
15 per cent)).

Around a quarter cited either being made redundant or sacked or dismissed as a reason for leaving 
this employment (13 per cent and 11 per cent) respectively. 

5.8 Summary
Most of those who entered work attracting the Recruitment Subsidy were those using the self-
marketing voucher with those entering work via the bulk billing route accounting for a fifth of strand 
customers.

Compared with the typical population of customers reaching their sixth consecutive month of JSA 
claiming, those benefiting from the Recruitment Subsidy are more likely to be older and from a 
white British background. However, bulk billing route customers had an age profile that more closely 
matches that of the eligible population. 
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On the whole, most self-marketing route customers stated that they were clear about how to use 
the voucher. Younger and ethnic minority customers were less likely to state this was the case (and 
they are under-represented among Recruitment Subsidy beneficiaries as a whole). 

Self-marketing route customers were much more likely to mention the self-marketing voucher at 
interviews rather than earlier in the process (say on CVs/application forms). In some cases, they 
relied on Jobcentre Plus advisers mentioning the subsidy to potential employers.

Jobs were secured via the Recruitment Subsidy across the economy. Compared to work outcomes 
typically entered by customers with JSA claims of at least six months’ duration, Recruitment Subsidy 
jobs were slightly more likely to be in the primary/manufacturing and hospitality sectors. Jobs were 
also spread across the occupational hierarchy although elementary or operative roles accounted for 
a third of destinations. Roles entered via the bulk billing route were particularly likely to be at this 
end of the occupational spectrum. 

Self-marketing route customers were more likely to have secured work on a permanent or open, 
ended contract. Conversely, bulk billing route customers were more likely to have been employed 
on a temporary or casual basis. There is an indication that because bulk billing payments are not 
staged, the roles secured through this route are less likely to be sustainable. 

At the time of interview, almost three-quarters of Recruitment Subsidy beneficiaries were still in 
employment (and most of these with the employer who received the subsidy). Self-marketing route 
customers were considerably more likely to be in work than bulk billing route customers (only half of 
whom were still in employment at the time of interview). 
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6 Self-Employment Support   
 Strand
The Self-Employment Strand of the Six Month Offer (6MO) provides additional support aimed 
specifically at customers considering self-employment. The support includes additional training, 
one-to-one coaching, workshops, self-employment guides and the option to claim Self-Employment 
Credit (SEC). SEC is a weekly payment of £50 replacing Jobseeker’s Allowance (JSA) that lasts for up 
to 16 weeks. Whilst claiming SEC the customer has to sign-off at the Jobcentre and can no longer 
claim JSA. 

This chapter describes the profile of those who took up the Self-Employment Strand of the 6MO, the 
support that was accessed, the process of how this support was delivered, and the nature of self-
employment that was undertaken. Following this there is a discussion of the current status and the 
outcome of customers in the Self-Employment Strand. 

6.1 Profile of those taking up Self-Employment Support
The profile of those customers offered SEC, Support or both SEC and Support as part of the 6MO 
are shown in Table 6.1. The first column shows the profile for all those interviewed as part of the 
Self-Employment Strand and the following three show the profile for those that received SEC, Self-
Employment Support, and those that received both SEC and Support. The profile of all customers 
with claims lasting at least six months is shown for comparison.

Table 6.1 Demographic profile of Self-Employment Support customers

All 
%

Self-
Employment 
Support only 

%

Self-
Employment 
Credit only 

%

Both 
SEC and 
Support 

%

All customers  
at six-month point 

of claim1 
%

Gender

Male 85 85 87 84 75
Female 15 15 13 16 25
Age

18-24 6 8 3 6 39
25-49 70 72 69 70 42
50+ 22 17 25 23 18

Ethnicity2 

White British 86 77 88 90 84
Ethnic minority 14 23 12 10 16

Disability status

Health condition/disability 11 11 9 11 15
No health condition/
disability 88 87 89 88 85

continued
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Table 6.1 Continued

All 
 
 

%

Self-
Employment 
Support only 

%

Self-
Employment 
Credit only 

%

Both 
SEC and 
Support 

%

All customers  
at six month point 

of claim1

%
PSA 16 status

PSA 16 4 6 3 4 Data not available
Not PSA 16 95 94 96 95

Qualification level

No qualifications/below 
Level 2 35 32 32 34 Data not available
Level 2-3 31 32 31 31
Level 4-5 33 33 34 33
Level 2 and above 65 65 65 64

Claim history

Previously claimed 58 65 56 55 Data not available
Not previously claimed 42 35 44 45

Length of claim before 
started strand

18 months or more 4 8 1 4 Data not available
Over a year but less than 
18 months

12 13 11 12

Six months to a year 76 73 82 77
Less than six months 7 6 7 8

Month started strand

April - - - - Data not available
May - - - -
June 6 11 5 4
July 8 15 5 5
August 11 8 11 12
September 19 17 13 21
October 23 15 36 24
November 26 23 25 27
December 8 11 5 7

Base	 1,001 289 150 562 89,420
1  Population figures taken from data supplied by the DWP of all customers having an initial stage 3/26-week 

restart/initial New Deal for Young People (NDYP) interview between 24 August 2009 and 28 September 
2009.

2 Note that the all ethnicity figures have been re-based to exclude those records where ethnicity is not 
known (accounting for 2% of the Self-Employment Strand survey data and 7% of the population data).
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Comparing the profile of Self-Employment Strand customers with a general profile of customers 
reaching the six month point of their claim shows that those taking up the Self-Employment 
Strand were more likely to be men and older customers.43 Men accounted for 85 per cent of all 
those taking up the self-employment option (while they typically account for 75 per cent of all 
customers reaching this point in their claim). Only 6 per cent of customers were aged 18-24 while 
this group typically account for 39 per cent of the customer base. In part, this may be the effect of 
NDYP activity discussed in relation to other strands (younger people participating in NDYP have to 
undertake a mandatory activity which would make them unavailable to received Self-Employment 
Support) but the level of under-representation of young people is even greater than for other 
strands. 

Only a very small proportion of Self-Employment Strand customers faced PSA 16 barriers  
(4 per cent). 

The profile of customers receiving different types of Self-Employment support (SEC only, Support 
only or SEC and support) are broadly similar. However, those receiving Support only were more 
likely to have claimed JSA previously. They were also more likely to be from an ethnic minority 
background.

6.2 Prior experience of self-employment
At the time of referral to the Self-Employment Strand, just under a third of customers had experience 
of self-employment (30 per cent). A further 56 per cent had not actually attempted self-employment 
but had considered it. One in eight (12 per cent) had not considered self-employment prior to it being 
mentioned in connection with the 6MO. For the majority of those with experience of self-employment 
(73 per cent), their last period of self-employment was two or more years ago (Figure 6.1).

43 Unless explicitly stated otherwise, all differences reported in this chapter are statistically 
significant at the 95 per cent confidence level. Please see Section 1.4 for more details.
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Figure 6.1 Self-employment status and previous experience of self-employment

These findings indicate that customers who took up the Self-Employment Strand were generally 
of the type this support was designed for. Most of them had given thought to pursuing the self-
employment route before and for those who had actually been self-employed before it was not a 
recent experience making them likely to have needed ‘refresher’ support to enable them to follow 
this route again. 

Those receiving SEC only were more likely than customers receiving support to have been self-
employed before (39 per cent compared with 22 per cent receiving support only and 32 per cent 
receiving both SEC and other support).

To further understand readiness to become self-employed, they were asked how clear they were 
about the type of work that they would do on a self-employed/freelance basis. They were asked 
whether, at the point of referral to the Self-Employment Strand, they had in place a business plan, 
had an emerging plan, had simply an idea for a business or whether they had no particular idea for 
a business but simply a desire to work for themselves (Figure 6.2). 
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Self-employed 
while claiming JSA
Self-employed 
before claiming JSA
Had considered 
being self-employed 
but had not done it
Not been 
self-employed before 
or considered it

Length of time since last period of self-employment
2

Percentages

Source: F7 and F8.

Base: All Self-Employment 
Strand participants (1,001).

Base: All Self-Employment Strand 
participants who had been self-employed 
before claiming JSA (304).

Over 4 years
2-3 years
1-2 years

Less than
a year

30

12

48

24

6

56

17
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Figure 6.2 Initial self-employment plans and level of support needed

 

 
Just under half (46 per cent) of the customers that had received Self-Employment Support as part 
of the 6MO either had a developed business plan or emerging plan at the time the Support was 
first offered, and 28 per cent had an emerging idea. Around a quarter (24 per cent) of customers 
did not have an idea or plan of becoming self-employed but wanted to work for themselves. 
There is perhaps a question mark over whether these individuals were well suited for this strand of 
activity. This view would appear to be supported by qualitative work among providers who tended 
to question to appropriateness of referrals, noting that many did not seem serious about self-
employment and that there was not enough time available within the programme to get results 
from people at such an early stage of the journey to becoming self-employed44.

They were also asked to assess how much advice, guidance and support they felt they required in 
order to become self-employed or start a business at the time the Support was first mentioned to 
them. They were asked to rate their support needs on a scale of 1 to 5, where a score of 1 indicated 
that they did not need any support at all and a score of 5 indicated that they needed a great deal of 
support (also shown on Figure 6.2). Responses were distributed across this spectrum. Around a third 
of customers (33 per cent) gave a rating of four or five indicating they felt that they required a large 
amount of support. In comparison, two-fifths (38 per cent) of customers said that they needed very 
little or no support and gave a rating of 1 or 2. 

Nearly half (48 per cent) who had a business plan when the support was first offered gave a rating 
of 1 or 2 for the level of support they required to become self-employed, this was higher than the 
proportion of customers with only an emerging idea that gave a rating of 1 or 2 (26 per cent). 

44 Vegeris	et	al., (2010).
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Responses to these two questions indicate that customers entered the Self-Employment Strand with 
a wide range of ‘starting points’ in terms of thinking about their own businesses and hence, in the 
level of support provided. While findings indicate that the majority of Self-Employment customers 
were suitable for referral to the strand from the perspective of being motivated to pursue self-
employment, it would appear that they entered the Support with a wide range of ‘starting points’. 

6.3 Finding out about Self-Employment Support
The following discussion looks at how customers first became aware of the Self-Employment 
Support Strand of the 6MO. It also explores how positive they were about the Support when they 
first heard about it and their reasons for taking up the SEC and/or Support.

The majority (77 per cent) first became aware of the SEC or Support via their Jobcentre Plus adviser. 
Small minorities found out through friends and family or other jobseekers (5 per cent). A small 
number (3 per cent) had found out about the Self-Employment Support themselves after looking 
for support available to those wishing to start their own business (3 per cent). Others researched the 
support available online (3 per cent), proactively enquired about options at the jobcentre (3 per cent) 
or received a leaflet or advert for the Self-Employment Support (2 per cent). 

Figure 6.3 shows customers initial feelings about the Self-Employment Strand. 

Figure 6.3 Initial feelings about Self-Employment Credit and Support
 

Self-Employment Support Strand

Source: F2.

Percentages

12Neither positive nor negative 18 12
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When customers first heard about the Self-Employment Strand, the majority of customers 
felt positively about it (83 per cent), and only a very small minority were negative (5 per cent). 
Customers who received SEC only were more likely to be initially positive (85 per cent positive) 
compared to those that went on to receive Self-Employment Support only (73 per cent positive). 
Advisers did not need to ‘sell’ activity to customers – all of those who took part were positive about 
doing so. 

A large number of reasons were given for taking up the Self-Employment Strand (Figure 6.4). The 
most common was that they simply liked the idea of working for themselves (34 per cent) followed 
by wanting to become self-employed because of a lack of other available jobs (20 per cent). Around 
one in ten took up SEC or Support for the small one-off payment (11 per cent), the general financial 
support (11 per cent), because they wanted guidance on developing ideas into a business (10 per 
cent), or simply because the support was offered (9 per cent). The full list of reasons given is shown 
in Figure 6.4.

Figure 6.4  Reasons for taking up Self-Employment Credit and Support

Self-Employment Support Strand

Base: All Self-Employment Strand participants (1,001)
Source: F5.
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6.4 Nature of support received: external support
The Self-Employment Strand is delivered through a combination of Jobcentre Plus services and 
external support. This section looks at the external support received.

The support available to Self-Employment Strand customers through Business Link (England), 
Flexible Support for Business (Wales), or Business Gateway (Scotland) support includes:

• introductory self-employment guides;

• helpline;

• website;

• confidence building workshop;

• workshops on specific elements of self-employment;

• one-to-one coaching (followed by four months’ additional support with dedicated Business Link 
adviser if an English customer).

In addition, some may be put in contact with other organisations for funding, credit or financial 
support, for example Regional Development Agencies or the Working Neighbourhoods Fund  
or charities.

Figure 6.5 shows the proportion of Self-Employment Strand customers receiving each of these forms 
of support (the boxes on the right show the proportion who recalled being offered each type of 
support regardless of whether they went on to take it up – this information was not collected for the 
introductory guides or the helpline).

Self-Employment Support Strand
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Figure 6.5 Take-up of external support elements

 

6.4.1 Introductory self-employment guides
Just under half (48 per cent) remembered receiving the Business Link guide ‘Making	Self-
Employment	Happen’ or the equivalent leaflets in Wales (‘Bring	us	your	dream’), or Scotland. 
Customers were almost equally likely to receive these leaflets from their Jobcentre Plus adviser (50 
per cent) as from Business Link (41 per cent).

Just under three-quarters (74 per cent) who remembered receiving the guide found it useful and 
only 4 per cent that were given a guide did not read it at all. One in five (20 per cent) who remember 
receiving the guide read it but did not find it useful, the common reasons being:

• they already knew the information (26 per cent); 

• the information was not applicable (20 per cent);

• the information was too basic (12 per cent).

Of the customers who did not find the guide useful, 46 per cent had been self-employed formerly.

6.4.2 Other external support from Business Link
One-third (35 per cent) had received support other than these leaflets from Business Link or 
equivalent organisations in Wales and Scotland. Those with previous experience of self-employment 
were less likely to have had this support (27 per cent compared with 39 per cent). Those who had 
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*Note that customers where not asked about whether they were ‘offered’ the introductory 
self-employment guides or the helpline service.
Base: All Self-Employment Strand participants (1,001).
Source: F11, F19, F21 and F22.
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very little idea of the nature of business that they would operate on a self-employed basis (and 
simply knew that they wanted to work for themselves) were less likely than average to have received 
any support from Business Link (22 per cent). 

For two-thirds (66 per cent) who had additional contact, this took place three weeks or less after the 
Jobcentre Plus adviser had told them about the support. On average there was a gap of 5.4 weeks 
between referral and contact with Business Link or equivalent organisations. This seems a long time 
for customers to have to wait for initial contact (and obviously adds a delay to progress towards 
self-employment). 

In just over half the cases (53 per cent) the individual initiated the additional contact, whilst for a 
third (33 per cent) the Jobcentre Plus adviser contacted Business Link or equivalent on behalf of the 
customer.

The additional support provided by Business Link took a variety of forms (as shown in Figure 6.6) 
discussed in more detail below.

Figure 6.6 Additional contact with Business Link or equivalent and who initiated  
 contact

6.4.3 Helpline
One in five customers (20 per cent) had used the Business Link, Flexible Support for Business, or 
Business Gateway helpline. Those with previous experience of self-employment were equally as 
likely to have used the helpline as those without. These customers were then asked to rate the 
various features of the helpline on a five-point semantic scale ranging from very good to very poor.
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Each feature of the helpline received positive reviews, with the length of time advisers spoke to 
customers, the usefulness of the advice, advisers’ knowledge, and the advisers’ understanding all 
rated as very good or fairly good by 85 per cent or more (Figure 6.7). 

Figure 6.7 Views of helpline

 

6.4.4 Workshops
As shown in Figure 6.5, the proportion of Self-Employment Strand customers who took part in 
workshops on specific elements of self-employment (such as regulations, business planning, 
finance, market research, business development, employing people, health and safety or ICT) was 
quite low at only 13 per cent. However, only a fifth stated that they were offered this option.

Those who had attended Business Link (or equivalent) workshops rated the quality very highly with 
nine in ten customers rating the following aspects as either good or very good:

• the helpfulness of the teacher – 91 per cent (60 per cent very good, 31 per cent fairly good);

• the teacher’s level of knowledge – 93 per cent (66 per cent very good, 27 per cent fairly good);

• giving clear information and advice – 92 per cent (64 per cent very good, 28 per cent fairly good). 

This does perhaps raise a question mark over why workshops were not offered more widely. While 
not all those offered chose to attend workshops, only around a fifth of customers were given the 
opportunity to participate. Business Link (and equivalent organisations) have been posited in the 
role of ‘expert partners’ in directing customers towards appropriate Self-Employment Support. 
The fact that workshops were not offered widely may reflect Business Link deeming that some 
of the individuals referred from Jobcentre Plus were not advanced enough in their plans for self-
employment to benefit from this level of specific information and support (see point from the 
qualitative provider research in Section 6.2).
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Those who had participated in workshops had attended an average of 2.9 workshops by the time of 
interview. Half of those making use of the workshops did not plan to attend any more (47 per cent) 
while two in five (41 per cent) planned to attend a few more specific workshops. (The remainder 
were unsure whether they would participate in further sessions.)

6.4.5 Enterprise coaching
Enterprise coaching takes place on a one-to-one basis. Only 7 per cent of strand customers stated 
that they had received support of this nature (with a further 5 per cent stating that they had been 
offered this option but chosen not to take it up). Customers who had taken part in Business Link 
enterprise coaching (or regional equivalent) rated the quality of coaching very highly. Over nine in 
ten customers rated the following aspects as either very good or fairly good:

• the helpfulness of coaches (93 per cent; 59 per cent very good, 33 per cent fairly good);

• the information was suited to personal needs and circumstances (93 per cent, 55 per cent, very 
good, 38 per cent fairly good);

• the information or advice from coaches as clear (94 per cent, 67 per cent very good, 29 per cent 
fairly good). 

Again, with such positive reactions to coaching from customers, there is perhaps an argument for 
offering this more widely (only one in eight self-employment customers were offered coaching of 
which just over half took it up).

Two-thirds (67 per cent) who had undertaken coaching as part of their Self-Employment Support 
had completed this by the time of interview, while for the remainder coaching was ongoing. The 
following reasons were given for ending their coaching:

• they felt they had already received enough support (26 per cent);

• they had reached the end of the four months it was available (17 per cent);

• they were too busy with their business (11 per cent);

• the support was no longer helpful to them (9 per cent).

Over half (55 per cent) who had attended coaching support had received one or two sessions, 
however, some had attended a large number of sessions, e.g. one in ten (12 per cent) had attended 
over ten sessions. On average, customers making use of this option had received five one-to-one 
coaching sessions. 

The majority of those receiving coaching support (86 per cent) felt that the amount of contact 
with the coach was ‘about right’, the rest felt the amount of support was ‘too little’. None of those 
interviewed felt that the amount of contact they had with the coach was ‘too much’.

6.4.6 External support in Scotland
Additional support available in Scotland included Training for Work and ‘test trading’. Of the Scottish 
respondents (base size of 48) around one-fifth participated in Training for Work (19 per cent) or had 
done ‘test trading’ (17 per cent). 
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6.4.7 Variation in support received by self-employment experience and  
 ‘readiness’
The nature of support received varied by whether customers had previous experience of  
self-employment as well as by the extent of business planning they had conducted by the time  
they started on the Strand (Table 6.2 and Table 6.3).

Table 6.2 Take-up of external support by self-employment experience

All Had been  
self-employed 

before

Had not been  
self-employed 

before
Self-employment introductory guide 48 51 46
Website 22 14 25
Other self-employment guides 15 11 17

Workshops on specific elements of  
self-employment 13 7 17
One-to-one coaching 7 3 9
Helpline 20 5 8
Contact with other organisations or 
schemes 5 4 6
Confidence building workshop 4 3 4
Any external support other than 
introductory guides 35 27 39

Base 1,001 322 678

 
As seems appropriate given their likely greater level of need for guidance, those without prior 
experience of self-employment were more likely to receive most types of support than those who 
had been self-employed before. The largest differences are apparent in terms of workshops on 
specific elements of self-employment, guides other than the introductory guide and use of the 
Business Link website or equivalent. 

Overall, two-fifths of those without prior experience of self-employment received some external 
support other than the introductory guide. 

Exposure to external support also varied by the state of readiness of customers’ plans for self-
employment as shown in Table 6.3. Those who entered the strand without a clear idea of the type 
of self-employment activity that they could pursue were less likely to receive most types of external 
support indicating that perhaps there was some filtering of access (perhaps by Jobcentre Plus staff 
or Business Link/equivalent). Only a fifth of this group received any external support other than the 
introductory self-employment guides. 
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Table 6.3 Take up of external support by ‘readiness’ for self-employment

All Had a 
business 

plan

Had an 
emerging 

plan

Had an 
emerging 

idea

No clear 
idea 

% % % % %
Self-employment introductory guide 48 48 51 49 43
Website 22 10 7 6 3
Other self-employment guides 15 15 18 16 13
Workshops on specific elements of 
self-employment 13 15 16 17 5
One-to-one coaching 7 8 9 7 3
Helpline 20 23 25 26 13
Contact with other organisations or 
schemes 5 8 4 5 3
Confidence building workshop 4 5 2 5 1
Any external support other than 
introductory guides 35 37 38 42 22

Base 1,001 259 201 282 239
 

6.4.8 Usefulness of external support
Customers were asked to rate how useful the key forms of external support that they had received 
had been in moving them towards self-employment. Where customers recalled taking up a 
particular form of support they were asked how useful they found it on a four-point scale  
(Figure 6.8). 

Figure 6.8 Usefulness of external support in setting up self-employment
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One-to-one enterprise coaching received the highest usefulness rating (93 per cent rated useful), 
followed by workshops run by Business Link or equivalent (90 per cent rated useful). Information, 
advice and guidance accessed through the Business Link helpline or equivalent was also rated 
as useful by the large majority (88 per cent), but one in ten (11 per cent) did not find the helpline 
useful.

6.5 Nature of support received: Jobcentre Plus support
Customers who received some additional support from Business Link (35 per cent), were asked 
how well they felt that Jobcentre Plus worked with Business Link or the equivalent organisations in 
Scotland/Wales to support their self-employment plans. Views were mixed on this issue. Half (49 per 
cent) of claimants who had contact with Business Link or the national equivalent felt that Jobcentre 
Plus staff worked well or very well with them to support their needs. However, just over two in five 
(42 per cent) disagreed and felt they did not work well or at all well together. 

Those customers who felt that they needed less support overall in becoming self-employed (giving 
a rating of 1 or 2 when asked about their support needs where 1 indicated that they needed ‘no 
support at all’) were more likely to feel that Business Link and Jobcentre Plus did not work well 
together (51 per cent compared with 37 per cent of those who reported needing more support). 
In addition, those who made initial contact with Business Link or the equivalent themselves were 
considerably more likely to feel that the two organisations did not work well together than those 
whose Jobcentre Plus adviser made initial contact on their behalf.

The split in terms of views about how well the two organisations worked together does not appear 
to be explained by the length of time between referral and initial contact with Business Link or 
equivalent (although this appears to have some influence). Of those who waited under two weeks,  
37 per cent felt the two organisations did not work well together, compared with 43 per cent of 
those who waited longer than two weeks.

The base sizes are too small to analyse these findings by the type of Business Link provision 
attended robustly but the indications are that there is not a great deal of variation in views by 
whether customers attended workshops/coaching or not.

In addition to referrals to external sources of support, Jobcentre Plus advisers can offer those 
participating in the Self-Employment Strand access to funds from the Adviser Discretion Fund (ADF) 
and also SEC. Financial support from the ADF takes the form of a payment45 to cover the start-
up costs of setting up in self-employment. SEC is £50 a week and is available to customers for up 
to 16 weeks to support their transition into self-employment. Figure 6.8 shows the proportion of 
customers offered each of these types of support as well as the proportions who went on to  
receive it. 

45 ADF can be a one-off payment or a number of payments and there is no upper limit, but for 
payments over £300 the award must have additional authorisation.
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Figure 6.9 Financial support offered and received

 

 
The one-off ADF payment of up to £300 to cover the start-up costs of becoming self-employed was 
offered to around a third (34 per cent), of which two-thirds (23 per cent overall) decided to take 
the payment. Two-thirds of those receiving support from the ADF (67 per cent) used the payment 
or planned to use the payment for tools or equipment, whilst other uses for the money included 
clothing (15 per cent), travel costs or equipment (13 per cent), or for buying stock (6 per cent).  
The full list of how the one-off payment was used or was planned to be used is shown in Table 6.4.

Table 6.4 Usage of funds received from ADF

How one-off payment  
was used/planned  

to be used 
%

Tools or equipment 66
Clothing 15
Travel costs or vehicles 13
Buying stock 6
Insurance 4
Advertising 3
Web hosting 2
Other 10

Base:	All	receiving	funds	from	ADF 227

 
Nearly all of those who had claimed SEC payments were no longer receiving it at the time of 
interview (a total of 35 per cent of all customers had received this financial support but had stopped 
doing so by the time of interview). Nearly all of these strand customers received SEC for the full four 
months that it was available (95 per cent). 

Self-Employment Support Strand

Base: All Self-Employment Strand participants (1,001).
Source: B1A, F34 and F35.
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6.6 Usefulness of financial support received from Jobcentre Plus
Those receiving support from the ADF and the SEC were asked to rate how useful each of these 
forms of financial support had been in helping them to move towards self-employment (Figure 6.9).

Both types of financial support received very high usefulness ratings. The most useful financial 
support was seen to be the one-off payment, rated as useful by 95 per cent who had taken up this 
support, including 78 per cent who rated it as very useful. The SEC was also rated highly useful, with 
nine in ten rating the support as useful (91 per cent). 

Customer views on the usefulness of SEC were echoed by providers and Jobcentre Plus staff. The 
qualitative element of the evaluation found that SEC was useful in helping people remain in work 
and off JSA when business was slow46.

Figure 6.10  Usefulness of financial support given in setting up  
  self-employment

 

6.7 Soft outcomes
Self-Employment Strand customers were asked about the impact that receipt of support had on 
their confidence and motivation to attempt self-employment (Figure 6.11). 

Over half of customers reported an increase in confidence to become self-employed (54 per cent, 
see Figure 6.11). Similar proportions reported an increase in motivation to become self-employed 
(52 per cent) and in knowledge of how to run a business (51 per cent). Customers were most likely 
to report a ‘great increase’ in their confidence. 

46 Vegeris et	al., 2010.
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Those who had received SEC and other support were most likely to report an increase in confidence, 
with nearly two-thirds reporting some form of an increase (60 per cent). Motivation to become 
self-employed was also most likely to have increased among those receiving both SEC and support 
and more felt their motivation increased greatly compared to those receiving SEC only (26 per cent 
compared with 16 per cent). 

Knowledge of how to become self-employed was most likely to remain the same for those who 
only received SEC and no support (73 per cent); this figure was lower for those who received support 
only (37 per cent) or received both SEC and support (43 per cent). This lower increase in knowledge 
for those only receiving SEC may reflect that typically these customers required very little support 
in becoming self-employed as they were already reasonably advanced (as reported earlier, those 
who were receiving SEC only were more likely than those only receiving support to have been self-
employed before). 

Figure 6.11  Impact of Self-Employment Strand on knowledge, motivation and  
  confidence

 

Table 6.5 shows the variation in reporting increases in knowledge about how to become self-
employed by experience and ‘readiness’ for self-employment. While those without previous 
experience were more likely to report an increase in their knowledge, the proportions reporting an 
increase were similar across the full range of ‘starting points’ (so that those who had a business plan 
before starting strand activity were equally as likely to report an improvement in knowledge as those 
who only had an ‘emerging idea’). 

Those who received some form of Business Link (or equivalent) provision other than the introductory 
guides were more likely to report an increase in their knowledge than those who did not. 
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Source: F40.
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Table 6.5 Increase in knowledge of how to become self-employed

Base

Increased 
greatly 

%

Increased 
to some 
extent 

%
No change 

%
All 1,001 19 35 45

Self-employment experience

Had been self-employed before 322 11 28 61
Had not been self-employed before 678 23 39 38

‘Readiness’ for self-employment

Had a business plan 259 20 31 49
Had an emerging plan 201 19 38 43
Had an emerging idea 282 19 43 38
No clear idea 239 18 31 51

Nature of support received

Received external support other than 
introductory guides 348 21 45 34
Did not receive external support (other than 
introductory guides) 653 18 30 52

Note: Row percentages.

6.8 Claim status and hard outcomes
This section outlines the work/claiming status of customers in the Self-Employment Strand at the 
time of interview. 

Figure 6.12 illustrates whether customers: 

• were self-employed;

• were in another form of paid work after ending the original claim47; 

• had ended the original claim but had not entered paid work at any point; or

• were still claiming and had done so continuously since starting the original claim. 

It also illustrates the proportion of customers who ended their original JSA claim but had returned to 
claiming by the time of the research fieldwork.

47 ‘Original’ JSA claim refers to the claim during which the customer entered Stage 3 between 
April and December 2009. Customers may have had claims prior to the specific claims being 
discussed.

Self-Employment Support Strand
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Figure 6.12  Outcomes of Self-Employment Strand

 
Around three-quarters (74 per cent) of customers from the Self-Employment Strand entered paid 
work, of which the majority were still currently in paid work at the time of the interview. Around one 
in ten customers (9 per cent) had ended their original claim but did not enter paid work, of which 
the majority had not returned to JSA at the time of the interview. 

When customers had entered paid work, most had entered self-employment (65 per cent overall), 
and 9 per cent had entered paid work for an employer in either a full-time or part-time role. 

A small proportion were self-employed and working for an employer (3 per cent) but stated 
that working for an employer was their main form of paid work. Including these individuals as 
‘self-employed’ brings the total of all those who working as self-employed to 68 per cent of all 
customers. 

Table 6.6 shows the status of customers at the time of interview by the nature of support that they 
received. This shows that those who received SEC either on its own or in combination with other 
support where vastly more likely to have entered self-employment than those who received support 
only, the majority of whom were still claiming JSA at the point of interview.
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Source: B1, B2, B5, C1 and F9.
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Table 6.6 Status at time of interview by nature of strand activity

Base

Self- 
employed 

%

Working 
(but not 

self-
employed) 

%

Claiming 
SEC (working 
towards self-
employment) 

%

Claiming 
JSA  
%

None of 
these 

%
All 1,001 59 7 3 27 5

SEC only 150 71 3 5 16 5
Other support only 289 14 16 - 64 8
SEC and other support 562 79 4 5 10 3

 
Table 6.7 shows the status of customers at the time of interview by experience and ‘readiness’ for 
self-employment. This analysis shows that those who had been self-employed before were slightly 
more likely to be in self-employment at the time of interview than those without experience (55 
per cent compared with 48 per cent). Those who were more advanced in their planning at the 
point of entry to the Strand were also more likely to be in self-employment although a reasonable 
proportion of those who had only an emerging idea or no clear idea at all had successfully entered 
self-employment.

Table 6.7 Status at time of interview

Base

Self- 
employed 

%

Working (but 
not self-

employed) 
%

Claiming  
JSA/SEC 

%

None of  
these 

%
All 1,001 50 7 38 5

Self-employment experience

Had been self-employed before 322 55 4 38 3
Had not been self-employed before 678 48 8 39 5

‘Readiness’ for self-employment

Had a business plan 259 60 2 34 3
Had an emerging plan 201 51 7 36 5
Had an emerging idea 282 45 11 40 4
No clear idea 239 46 7 42 5

Note: Row percentages.

Around a fifth (22 per cent) were not self-employed at the time of the interview but were working 
towards being self-employed and not yet earning money, whilst just under one in ten (8 per cent) 
were earning money from self-employment but did not consider this to be their main role.

One in eight (13 per cent) of all customers had decided against becoming self-employed, among 
these the reasons for no longer wanting to become self-employed are shown in Table 6.8. Those 
with prior experience of self-employment were slightly less likely to have come to this decision  
(10 per cent compared to 15 per cent of those without this experience). Those who were more 
advanced in their preparations for self-employment at the time of entry to the Strand were also less 

Self-Employment Support Strand
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likely to have come to this decision (7 per cent of those who had a business plan or an emerging 
plan compared with 22 per cent of those who had only an ‘emerging idea’ and 20 per cent of those 
with no clear idea). 

Table 6.8 Reasons for deciding against self-employment

Reason  
%

There was no work available 21
Did not have the finances to start the business 20
Preferred the security of working for somebody else 13
Now working for somebody else 11
Lacked the necessary qualifications 7
Lack of assistance 5
Ill health 3

Base:	All	those	who	decided	against	becoming	self-employed 135

The group of customers covered by this strand includes those referred to the Self-Employment 
Strand over six months (June to December 2009) and each will have had varying amounts of time 
since referral to start trading. Of those who had experienced at least six months since referral to  
the strand by the time of interview, the proportion in paid work was similar, although slightly fewer 
(46 per cent) were earning a living from self-employment.

6.9 Nature of self-employment 
This section looks at the nature of self-employment started by strand customers. 

It discusses the nature of the self-employment in terms of: 

• the number of hours worked per week; 

• the industry sector; and 

• income. 

The majority that were self-employed at the time of interview or who had a period of self-
employment and stopped (64 per cent) were working 30 hours or more. A minority (14 per cent) 
were working part-time (less than 16 hours per week) and 19 per cent were working between  
16 and 30 hours per week. The average hours worked across this group was 33.8 hours per week. 

Figure 6.13 illustrates the industry sector entered for self-employment. The most common industry 
sector that nearly a third (29 per cent) worked in was financial and business services. This included 
management consultancies, industrial cleaning services, and landscape service activities. Just 
under a quarter (23 per cent) had entered the construction sector and over one in ten (13 per 
cent) entered self-employment in transport and communicationwhich included taxi firms and 
computer consultancies. Around one in ten also entered work in the field of education, health and 
other service activities (11 per cent) including work as driving instructors, hairdressing, and cultural 
education, i.e. music teachers.

Self-Employment Support Strand
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Figure 6.13  Industry classification of self-employment

 

Customers were also asked how much they were paid on an annual, monthly, weekly, daily or 
hourly basis. Where enough information was provided an estimated annual salary was calculated 
for each customer (Figure 6.14). It is often difficult for those who are self-employed to provide this 
information, particularly when working on an ad-hoc job/commission basis – in this case three-fifths 
(61 per cent) were able to provide enough information for earnings to be calculated, while over one 
in four refused to provide this information or did not know their salary (27 per cent).

The average annual earnings for those from the Self-Employment Strand who were self-employed at 
the time of the interview or had been self-employed previously, was £13,264 (although the median 
earnings were considerably lower at £9,600 reflecting a relatively large proportion earning at the 
lower end of the earnings spectrum). 
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Base:  All those currently self-employed or previously self-employed in Self-Employment 
Strand (608).
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Figure 6.14  Annual salary of self-employed 

6.10  Summary
Comparing the profile of Self-Employment Strand customers with a general profile of customers 
reaching the six month point of their claim shows that those taking up the Self-Employment Strand 
were more likely to be men and older customers.

Just under a third of strand customers had previous experience of self-employment. At the other 
end of the scale, a quarter stated that at the point of entry to the strand, they did not have a firm 
idea of the type of self-employment they would pursue – they simply had a desire to work for 
themselves. There is perhaps a question mark over whether the Self-Employment Strand is an 
appropriate support package for these individuals. 

Beyond the introductory self-employment guides, only small minorities of Strand customers 
received any of the types of externally delivered support available. Only 13 per cent attended 
workshops on specific elements of self-employment and only 7 per cent received one-to-one 
coaching. These support elements received very positive ratings from those who attended. 

Views were mixed about how well Jobcentre Plus worked with Business Link or equivalent 
organisations to deliver the Self-Employment Strand. Two-fifths felt that the organisations had not 
worked well together. 

Seven in ten customers (71 per cent) had received SEC and a fifth had received one-off payments 
from the ADF. Payments from the ADF appeared to have been used appropriately to fund materials 
or services to support self-employment.

At the time of interview, almost three in five customers were earning an income from self-
employment and another one in five stated that they were still working towards self-employment. 
Customers were working across a wide range of sectors but most commonly in either business 
services or construction. 

Base: All self-employed at some point since ending claim (569).
Source: F9D-I.
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7 Outcomes of strand  
 participants
This chapter compares the outcomes of the various Six Month Offer (6MO) strands, in terms of the 
employment destinations of customers. It reports on the outcomes of customers who started on 
the four strands of the 6MO between April to December 2009. However, it does not report on the 
employment additionality of the 6MO. Planned further 6MO research, i.e. impact analysis, may be 
able to deliver information on employment additionality of the four 6MO strands.

Figure 7.1 shows the proportion of customers in each strand who were in paid work, claiming JSA or 
neither at the time of interview in March 2010. 

Figure 7.1 Employment and other outcomes of participation, by strand

Outcomes of strand participants

Source: B1, B2, B5 and C1.
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At the time of research fieldwork in March 2010 three-quarters (75 per cent) of Recruitment Subsidy 
customers were in either full- or part-time employment or self-employed. By definition all of these 
will have ended their claim and entered work at some point. However, there is some indication that 
jobs supported by the Recruitment Subsidy have been sustainable, with two-thirds (66 per cent) 
with the same employer at the time of interview (four to ten months since participating in the 
offer) and only one fifth of customers in this strand having returned to claiming JSA. But those who 
entered work via the bulk billing route were considerably less likely to have been in paid work at the 
time of interview than those who had entered work through the self-marketing route.48 This might 
indicate that the staged payments made to employers through the self-marketing route are more 
effective at securing longer-term employment than the one-off payment made to bulk billing route 
employers. However, the bulk billing route is more likely to be used in the first instance to secure 
work on a temporary or casual basis, which may contribute to the lower longer-term employment 
rates.

For the Self-Employment Strand two-thirds (66 per cent) of customers were in paid work at the 
time of interview. Most of these (59 per cent of Self-Employment Strand participants overall) had 
set up on a self-employed basis, rather than working for an employer. This does indicate that the 
Self-Employment Support (financial and advisory) available through the 6MO is effective in moving 
individuals into self-employment. 

Across the Training and Volunteering Strands, around two-thirds had been claiming JSA continuously 
up to the point of interview (between three and 12 months after being referred to strand activity). 
Some of these were still undertaking their training course (9 per cent of Training Strand participants 
overall) or volunteering placement (30 per cent of Volunteering Strand participants) at the time of 
interview, and had claimed continuously.

One in 12 customers in each of the Training and Volunteering Strands (8 per cent) had a break 
from JSA but then returned to claiming. Just under a fifth of customers were in paid work at the 
time of interview – 19 per cent of Training Strand participants, 16 per cent of Volunteering Strand 
participants.

48 Unless explicitly stated otherwise, all differences reported in this chapter are statistically 
significant at the 95 per cent confidence level. Please see Section 1.4 for more details.
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8 Conclusions and  
 recommendations
8.1 Promotion/communication of Six Month Offer options
The findings from this survey research indicate that the voluntary strands are being widely 
communicated with most jobseekers reaching the six-month point of their claim aware of at 
least one of the options available. It appears that the strands are not as yet being communicated 
universally. 

Many customers only remembered being made aware of the Recruitment Subsidy Strand, reflecting 
the policy of blanket distribution to all eligible customers. Of those who could not recall this strand, 
most felt they would have been interested. On this basis, assuming that the ratio of voucher 
distribution to subsidy payment can support this, the current practice of full distribution of the 
voucher to all reaching six months, unemployment seems appropriate. However, it is clear that 
some groups felt uncomfortable with using the voucher and others were unsure about how to use 
it. The latter issue could perhaps be overcome with some advice on how to go about mentioning the 
subsidy in applications or interviews (particularly for younger and ethnic minority customers). Work 
has already been done to make the self-marketing voucher easier to use.

Based on the recollections of customers, it appears that advisers were more selective about those 
to whom they offered the other three strands. There was considerable interest in the Training Strand 
among those not offered this opportunity. Many said they would be interested in the Volunteering 
Strand if offered this, particularly from ethnic minorities who were under-represented among 
participants in the Volunteering Strand. 

A quarter of eligible new/repeat Jobseeker’s Allowance (JSA) customers reaching six months 
claiming participated in one of the 6MO strands (if participation in the Recruitment Subsidy Strand 
is taken as securing employment against which the subsidy is paid). Hence, experience of these 
voluntary strands is far from universal. 

A small proportion of participants stated that they were under the impression that they would lose 
benefits if they did not participate in the 6MO strand. Hence incidences of advisers presenting 6MO 
strands as compulsory appear isolated.

Nearly all customers stated that they were positive about the strand activity from the outset. On 
one hand this seems appropriate for a voluntary programme. However, it also indicates that there 
was not a great deal of activity to persuade those who might not initially be keen to participate. 
There appeared to be some mismatch between policy intention for who should participate in strands 
and ‘natural’ demand as it was those who were higher qualified who were more likely to state that 
they were interested in training and volunteering options (while repeat customers and those with no 
qualifications were under-represented among customers for these strands). 

Conclusions and recommendations
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8.2 Volunteering Strand
The Volunteering Strand appeared to be operating well for participants, with most reporting 
placements to be well matched to their abilities and resulting in improvements in soft skills and 
motivation to find work. 

The time taken to organise placements was mostly reasonable with the majority of participants 
having at least initial contact with a broker within two weeks and starting a placement within six 
weeks. It was also the case that a minority waited considerable periods of time to start a placement 
which may indicate situations where brokers had a shortage of available placements. It was also the 
case that only around one in three of those referred to a broker actually end up participating in the 
strand (and it is only those who participated who were surveyed). While there might be a number 
of reasons why individuals never progress to starting a placement, this is a relatively high drop-out 
rate from brokering referrals, and may be due in part to a lack of suitable placements and warrants 
investigation. 

A big role was played by the voluntary sector in terms of providing placements but some 
engagement of the private sector was also achieved. 

Where private sector placements were offered these were most commonly in the wholesale and 
retail sector, were more likely than average to require a customer to volunteer for at least 16 hours  
a week and were more likely than average to be fixed-term rather than open-ended. 

By comparison, voluntary sector placements typically involved fewer than 16 hours a week and  
were split fairly evenly between open-ended and fixed-term placements. 

Around one in five participants left placements early for reasons other than finding work, e.g. 
dissatisfaction with the placement or personal circumstances. This is a sizeable minority and there is 
a danger that an experience of this nature could dissuade employers from participating in the 6MO 
Volunteering Strand if apparent in the future. It may be worth exploring with brokers and Jobcentre 
Plus whether more could be done to manage the expectations of participants or conversely, 
take greater account of personal circumstances to ensure a lower ‘drop out’ rate. It may also be 
appropriate to reassure employers who do experience an early leaver, that it is the minority of 
placements that end in this way and would not necessarily be their experience ‘next time round’. 

Those taking part in the Volunteering Strand appear to be more likely to be in ‘harder to help’ groups. 
This is appropriate since other Strands such as the Recruitment Subsidy could be more helpful 
for those who are job-ready in providing a route to employment. However, a sizeable minority of 
Volunteering Strand participants were among the better qualified jobseekers currently on their first 
claim for JSA. It may be the case that direction is needed for advisers as to the outcomes that the 
Volunteering Strand is intending to achieve if the target for this strand should be those ‘harder to 
help’. This would tighten referrals more closely. 

The proportion of voluntary sector participants who had entered paid work by the time of interview 
was lower than for other strands and also than the average for six month flow customers at a 
comparable period (as evident from the Jobseekers Regime and Flexible New Deal (JRFND) Stage 3 
survey). This is perhaps unsurprising given that the customer group is mostly skewed towards some 
harder to help groups. Around two fifths of Volunteering participants (38 per cent) were still engaged 
with their Volunteering Strand placement at the time of interview, in part explaining the lower 
employment rates associated with this strand. 

More positively, a sizeable minority of participants (5 per cent) were able to secure permanent 
employment with their placement organisation indicating that in some cases the Volunteering 
Strand can operate like a work trial. 

Conclusions and recommendations
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8.3 Training Strand
Quite a wide range of courses were undertaken as part of the 6MO with course lengths varying 
considerably. 

The policy intention was that courses delivered should lead to a Level 2 or Level 3 qualification, 
either by delivering part of a qualification or by facilitating entry to Level 2 or Level 3 learning. It 
appears that a good proportion of learning undertaken was not at this level – half of participants 
were under the impression that their course did not lead to a formal qualification and some of the 
courses undertaken clearly do not fit this description (European Computer Driving License (ECDL) 
courses, Security Industry Authority (SIA) security licenses or Construction Skills Competence 
Scheme (CSCS) cards). However, it is possible that participants may not have always realised that the 
course was associated with a qualification if it represented just a unit or module of a full Level 2 or 
Level 3 qualification. 

It was also the intention that the courses demonstrated strong links to local employment and 
employers. In approximately half of the cases there was no clear link to the local economy that was 
obvious to participants (although arguably it would be hard to deliver this within a course lasting 
only a few days). 

In some cases, there were quite big gaps between referral to the Training Strand and starting on a 
training course, which may reflect some difficulties for colleges in delivering ‘roll on roll off’ provision 
rather than provision structured around the academic year. 

The experience of training was generally positive, with the majority of those participating reporting 
increases in both soft skills (such as team work and communication) and confidence/motivation as 
a result. Around a third of those who had since found work believed there was a direct link between 
the training they received and securing employment. 

8.4 Recruitment Subsidy Strand
Despite large volumes of customers receiving the self-marketing voucher, relatively few had secured 
employment through this route. This should be viewed in the context of the economic climate at the 
time of the research with poor employment prospects for jobseekers. 

However, the jobs that have been secured using the self-marketing voucher are spread across the 
economy. For the most part, the early indications show that these jobs are sustainable. Most were 
taken into permanent positions and customers generally feel that the jobs are well matched to 
their experience and skills. Around half of those still in employment at the time of interview believed 
these jobs offer opportunities for development and progression. 

It is perhaps a concern that the picture is slightly less positive for customers who secured 
employment through the bulk billing route. Just under half of this group stated that the job they 
secured was always intended as casual/temporary and indeed these customers were much less 
likely to still be in work at the time of interview. It appears that payment of the Recruitment Subsidy 
in one lump sum (rather than the voucher approach of staged payments) has led to less sustainable 
job outcomes. However, counterbalancing this, it does appear that the bulk billing route allowed 
some groups that are under-represented among voucher beneficiaries (those from ethnic minority 
backgrounds) to benefit from the Recruitment Subsidy. It may be that better direction from advisers 
on how to use the voucher could improve the means of support from the voucher for these groups. 
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Around a third of customers felt that the self-marketing voucher (or bulk billing payment) directly 
influenced the decision to hire them. In addition, it was also stated that having the voucher gave 
them greater confidence or motivation to apply for jobs (which in turn is likely to have had a positive 
impact on the chances of finding employment). 

8.5 Self-Employment Strand
The Self-Employment Strand appears to have attracted participants from a wide range of ‘starting 
points’. Around a third had worked for themselves previously, while at the other end of the spectrum 
a sizeable proportion entered the Strand without a firm idea of the type of self-employment that 
they could pursue. 

For quite a large proportion of participants, their involvement in the strand was limited to receipt 
of financial support in the form of a payment from the Adviser Discretion Fund (ADF) or Self-
Employment Credit (SEC) and/or written introductory guides. Only a third received some support 
from Business Link or the equivalent organisations in Wales and Scotland. Those that did receive 
this additional support from providers (particularly the workshops or coaching) found it very useful 
hence there would seem to be an argument for providers making these supports more widely 
available to those receiving some Self-Employment Support, as the full provider service range seems 
underutilised and rarely offered. 

Where participants had received additional provision through Business Link, their views on how well 
Jobcentre Plus and Business Link worked together were mixed, indicating some difficulties in hand-
overs. This is also evident in the fact that the gaps between referral and contact with Business Link 
were quite long in a number of cases. It is possible that these difficulties may have resulted in fewer 
individuals accessing Business Link support than may have benefited from it. Improving this aspect 
will ensure that more targeted support is received as intended. 

The outcomes from the Self-Employment Strand appear positive, with over half of participants in  
self-employment by the time of interview and a reasonable proportion of the remainder still 
anticipating that they would do so (and a small additional proportion in paid work for an employer). 
However, a considerable proportion of these were earning at quite low levels so the sustainability  
of self-employment undertaken remains unclear. 

Those who received SEC either on its own or in combination with other support were considerably 
more likely to have entered self-employment than those who received support only.
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Appendix A 
Six Month Offer Strand survey
Sampling
The Department for Work and Pensions (DWP) drew records for customers starting strand activity 
between April and December 2009. For the Recruitment Subsidy Strand and Self-Employment Strand 
a sample of known starts were sourced from DWP records. For the Volunteering Strand records were 
drawn by the DWP for those referred to a volunteering broker and were screened to check that 
they had actually taken up a volunteering placement. For the Training Strand, a sample of those 
starting courses funded through the Six Month Offer (6MO) was sourced from the Learning and Skills 
Council’s Individualised Learner Record (ILR) for England and Wales with a supplementary sample 
obtained for Scotland from DWP records.

29,912 records were received from the DWP; 8359 for the Recruitment Subsidy Strand, 12,202 
for the Volunteering Strand, 8721 for the Self-Employment Strand, and 630 Scottish records for 
the Training Strand. 21,354 records were sampled from the ILR for the English and Welsh Training 
Strand. Records were then excluded from the sampling frame that would not have been possible to 
contact (no valid postal address or telephone number).

Opt-out and fieldwork outcomes
All customers were given the opportunity to opt out of the study prior to being contacted by 
telephone. Letters were sent out to all those selected to take part (36,082 in total) which gave a 
dedicated phone number at IFF that they could call if they did not wish to be contacted further. 

The opt-out rate was 2 per cent for the Recruitment Subsidy Strand, Self-Employment Strand, and 
Training Strand and 3 per cent for the Volunteering Strand. At the overall level, 3 per cent of those 
drawn across all four strands informed us they did not want to participate following their receipt of 
the opt-out letter. 

Before commencing an interview customers were asked to confirm that they had started a claim 
for Jobseeker’s Allowance (JSA) or had their New Jobseekers Interview in the month started claim 
date provided by the DWP. In total only 1 per cent (calculated as a percentage of ‘completes’ plus 
‘refused’ plus ‘quit’ plus ‘screen out’) of customers who began an interview screened out at this 
stage as they disagreed with the details held by the Jobcentre Plus (they either reported never 
receiving JSA at all, started claiming JSA but not in the specific month, or started a claim for a 
different benefit, not JSA in the specific month). 

The overall response rate for the 6MO Strand survey was 83 per cent (completes as a per cent of 
completes plus refusals) and 96 per cent of all customers interviewed agreed to be re-contacted  
in a year’s time for the longitudinal study. This response rate varied for each strand as shown in  
Table A.1.
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Table A.1 Response rate by strand

Recruitment 
Subsidy Strand 

%

Self-Employment 
Strand 

%

Training  
Strand 

%

Volunteering 
Strand 

%
Response rate 85 85 88 75
Happy to be re-contacted 95 95 97 97

  
The large majority of customers interviewed (92 per cent) were also happy to have their records 
linked to administrative records held by the DWP. 

Table A.2 shows the final fieldwork outcomes for each strand, showing the breakdown of sample 
with definite outcomes (excludes those spoken to but required call back, those called but no answer 
and those not attempted to contact because quotas were filled). The refused category includes 
those who did not want to participate or quit during the interview. Unreachable sample includes 
unusable telephone numbers and respondents unreachable because they were unavailable before 
the end of the fieldwork deadline, had moved abroad, were in prison, or were deceased. The unable 
to participate category includes customers who were unable to take part in the survey due to health 
or language reasons.

Table A.2 Fieldwork outcomes

Recruitment 
Subsidy Strand 

%

Self-Employment 
Strand 

%

Training 
Strand 

%

Volunteering  
Strand 

%
Completes 54 51 57 23
Refused 10 9 8 8
Unreachable 28 23 28 21
Screened out 8 16 7 47
Unable to participate 1 1 * 1
 
Base: All sample with definite outcome

Statistical significance and confidence intervals
Unless explicitly stated otherwise, all differences that have been reported are statistically significant 
at the 95 per cent confidence level. That is to say, there is a 95 per cent probability that the 
difference reported is real and not the result of sampling error. Table A.3 illustrates the confidence 
intervals for a range of findings (percentages) at overall strand level based on a sample size of 
1,000 and 6,000 (as used in Chapter 2). So, if the report states that 30 per cent of customers in a 
particular strand had entered paid work, there is a 95 per cent probability that the ‘real’ proportion 
lies between 27.2 per cent and 32.8 per cent.

Appendices – Six Month Offer Strand Survey



127

Table A.3 Confidence intervals

Finding
Confidence interval at 95 per 

cent level, sample of 1,000
Confidence interval at 95 per 

cent level, sample of 6,000
(%) (+/-)
5 1.4 0.6

10 1.9 0.8
15 2.2 0.9
20 2.5 1.0
25 2.7 1.1
30 2.8 1.2
35 3.0 1.2
40 3.0 1.2
45 3.1 1.3
50 3.1 1.3
55 3.1 1.3
60 3.0 1.2
65 3.0 1.2
70 2.8 1.2
75 2.7 1.1
80 2.5 1.0
85 2.2 0.9
90 1.9 0.8
95 1.4 0.6

 
Please note that findings based on customer sub-groups will be based on smaller sample sizes 
and will, therefore, have larger confidence intervals. Again, only sub-group differences that are 
statistically significant are presented in this report apart from where explicitly stated otherwise.

Event timetable
The following table shows the timing of sampling, fieldwork and reporting events for the 6MO 
Evaluation. The sampling period stretched from the time of roll out of the 6MO in April 2009 to 
December 2009.
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Table A.4  Evaluation event timetable

Month Event
April 2009 Roll out of 6MO
May 2009
June 2009
July 2009
August 2009 Sampling period – Started strand
Sepember 2009
October 2009
November 2009
December 2009
January 2010
February 2010 Initial fieldwork
March 2010
April 2010
May 2010 Reporting
June 2010
July 2010
August 2010
September 2010
October 2010
November 2010
December 2010
January 2011
February 2011 Longitudinal fieldwork
March 2011
April 2011 Reporting
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Appendix B 
Jobseekers Regime and Flexible 
New Deal Stage 3 Survey
Sampling
For Jobseekers Regime and Flexible New Deal (JRFND) Stage 3, Department for Work and Pension 
(DWP) drew customer records from those who entered Stage 3 between weeks commencing 
24 August and 28 September 2009. The selection of Phase 1 records was based on data from 
the meetings database, and Phase 2 on data from the benefits database, both administered by 
Jobcentre Plus. The timing of data delivery dictated data sources.

61,114 customer records were supplied by the DWP for Stage 3, with around 7 per cent of records 
supplied being excluded (due to lack of valid postal address or telephone number), leaving 57,083 
usable records. 

The risk of interviewing customers who had moved on from Stage 3 (i.e. had been claiming for more 
than 12 months) was minimised by narrowing the sampling window to just those that had entered 
Stage 3 in weeks commencing 24 August to 28 September 2009. This left 36,706 customers, a ratio 
of around 6:1 for quota targets.

Opt-out and fieldwork outcomes
36,706 customers were given the opportunity to opt out of the study, and overall 3 per cent of those 
drawn in each phase chose to opt out. Therefore, the remaining 35,700 were approached during the 
fieldwork. Table B.1 shows the final fieldwork outcomes for those Stage 3 customers with definite 
outcomes, the overall response rate was 81 per cent.

Table B.1 Stage 3 fieldwork outcomes

All those called with  
a definite outcome 

%
Unreachable 26
Unable to participate 1
Refused 14
Screened out 1
Completes 57

Base:	All	records	with	definite	outcome	 10,481
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Customers were asked to confirm that they had started a claim for JSA within a specified date range 
(week commencing 23 February up to week commencing 28 September 2009). For Stage 3 this 
resulted in 1 per cent of those who began an interview screening out at this stage.

Completed interviews
6,006 interviews were conducted, split evenly across each phase/age cell as detailed in Table B.2.

Table B.2 Achieved interviews by phase and age at start of claim according to  
 DWP records

Phase 1 Phase 2 All
Under 25 1,000 1,002 2,002
25 – 49 1,001 1,000 2,001
50 or over 1,002 1,001 2,003
All 3,003 3,003 6,006

Weighting
There were two stages to the weighting process for the JRFND Stage 3 survey. The 50 plus age group 
were over-sampled to ensure sufficient sample will be available in each phase for the longitudinal 
element, so initially a design weight was applied to correct for this and align the age profile with the 
age profile of the population in each phase. 

Secondly, non-response rates for customer types within each phase were analysed resulting in a 
response weight being applied to correct for response bias by ethnicity. Gender and health/disability 
status were also checked but no weighting was required as the achieved sample closely matched 
the population on these variables. The weighted profile of customers in each phase is presented in 
the following table.
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Table B.3 Stage 3 weighted customer profile within phase

Phase 1 
customers – 

reported  
%

Phase 2 
customers – 

reported 
%

All – DWP 
population 

figures  
%

Age   
Under 25 37 39 39
25-49 36 41 42
50+ 17 18 18

Ethnicity
White British 85 78 78
White Irish 1 1 *
White other 1 2 2
Mixed white and black Caribbean 1 1 1
Mixed white and black African * * *
Mixed white and Asian 1 * *
Other mixed background * 1 *
Black or black British Caribbean 2 4 2
Black or black British African 2 3 2
Black or black British other * 1 1
Asian or Asian British Indian 2 2 2
Asian or Asian British Pakistani 2 3 2
Asian or Asian British Bangladeshi 1 1 1
Asian or Asian British other 1 1 1
Chinese * * *
Other ethnic background * 1 1
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