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The Challenge

£m
550
500
450
£215m
- a0 - |
: _ \CUMULATIVE
o SAVINGS
-*_'_‘_ B 350 -
C - g
- 300 -
" /FROJ[CIED
T 250 . GAP

200 \ AVAILABLE

RESOURCES
150
FEE 2015 MTFO
100
50 -
2008/09 2009/10 2010f11 2011/12 2012/12 2013/14 2014/15 2015/16 2016f17 2017/18 201&8/19
o Nottingham

)

City Council



Developing a Commercial Vision

, Visible, intrinsic neighbourhood services whilst

challenging and pushing forward to our business —
sell what we're good at, and where we see opportunity
Develop and attract , With a view on a long term

L= X  Nottingham

EFa City Council




Challenging Perceptions?
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Companies we already own

(or part-own)
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Executive Board

Sets direction to the Council
Driving change

Makes decisions
Commercialism Transformation Sets the commercial policy

Board Board CLT

Scrutinise and challenge
Drive commercial activity

Unblock barriers
Identify new opportunities

Big Ticket Board
Make or Buy Panel Ig Ticket Boards

Infrastructure Support

Commercial opportunities
Individual service MoB Programme that contribute to savings

Equipped and flexible
support service s

decision

Best value assessment

Nottingham
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Commercialism — strategy ingredients

B Political Leadership

B Managerial Leadership

B Business Strategy

B 'Workforce Culture & Drive
B Business Planning

B Marketing

B Product ivity

B Income Generation

H Insourcing

B Reinvestment

* [all
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Change Management: Adopted Kotter’s 8
Steps of Change

Implementing &
sustaining for 8. Makeitstick
change
7. Build on the change
Engaging & 6. Create quick wins
enabling the
Creating the o
climate for 3. Createa vision for change
change
2. Form a powerful coalition
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Cultural Change

Leading and valuing people

Esteem Needs

Belonging Needs

Safety Needs

Physiological Needs
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A commercial cycle of success

2013/14




“An ounce of action is worth
a ton of theory”

Friedrich Engels Philosopher

COMMESCIAL L
ERVICES
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A dynamic mix of service areas

Parking
WPL
Fleet

Passenger Transport EEEn .Wlth a n

Highways & Energy Infrastructure

Commercial Waste & Skips a m b iti 0 U S
agenda

Building Cleaning

Locality Management & Street Scene
Domestic Waste

Assets & Facilities

Enviroenergy

Robin Hood Energy

Service Improvement

EFL & City Council




BUSINESS PLANS

« 21 Business Plans

« 21 financial jig-saw pieces

* Challenged to deliver £2.496m
 Commercial Growth

 Efficiencies

* Protecting vital Neighbourhood Services




Commercial Development ......

« Commercial Growth & Acquisitions
 Bids & Market Intelligence

« Commercial Investments

* Moving into New Markets

B Parking
P £304,000




Energy Services Energy Big Ticket Proposals £1.090m

Investment property EPC
£100,000

Heat meter sales,
Installation, billing and
metering services
£250,000

Energy Development Fund,
Energy efflclency projects
£178,000 Waste Disposal (Spare
capaclty, grants,
efficlencles)

£100,000

Management fees from
grant funded projects
£15,000

REFIT 1 savings
£75,000

Domestlc FITS/ EWI Income
(HRA)
£157,000

Blomass/ RHI/ other
commerclal energy projects
£87,000

Commerclal FITS In-source Display Energy
£86,000 SALIX Management fees Certificates
£37,000 £5,000
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Trading Operations

¥ Passenger £1.611m
transport
£270,

* Fleet Services
» Passenger Transport

B Schools Caterin

« Commercial Waste & Skips £431,000
» Grounds Maintenance
 Cleaning Services

« Commercial Catering
» School Catering

* Meals at Home

M Fleet services
M Cleaning £200,000

mﬂw City Cduncil




Neighbourhood Operations

£0.282m

 Locality Management
* Domestic Waste
» Asset & Facilities Management




Directorate Financial Summary
[ e e ] e

2014/15 Approved Budget £67.372m £80.433m £13.061m
2015/16 Draft Budget £70.765m £82.066m £11.301m
Variation -£1.760m

e e ] e
2015/16 Draft Budget £70.765m £81.988m £11.223m
2015/16 Business Plan £74.019m £82.746m £8.727m
Variation -£2.496m




Manage the Business
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Performance M

Reporting
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Mix & Match — Bringing in the
Bucks!

Examples

Growing successful services
Expanding existing services / markets
Entering new markets

Competing for contracts

Insourcing

BT
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Mix & Match — Bringing in the
Bucks!
Case Study — Parking Services

Revenue

9.0

2010-11 2011-12 2012-13 2013-14 2014-15 ég;i:si
Actual Actual Actual Actual Actual Plan
Revenue, £m 6.553 6.870 7.606 8.249 8.421 8.712
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Be an early bird

Park for

£3.90

At Broadmarsh Car Park

* Park before 9.30am, stay up to midnight, Mon — Fri

Nottingham

City Council
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Mix & Match — Bringing in the
Bucks!

Case Study — Commercial Waste & Skips

L2L¥ [Nottingham

i City Council




Mix & Match — Bringing in the
Bucks!

Case Study — Catering Services

3/ Eaf Culture o &wn Cultu re

Just the way you like it

Nottingham
,lt 1114 .
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Mix & Match — Bringing in the
Bucks!

Case Study Fleet I\/Ianagement

Rushcliffe

Borough Council

| Street“?l%e |

78\

Nottingham
City Homes

——Since 2005
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Mix & Match — Bringing in the

Bucks!

Case Study —
Schools & Academies

3 year contracts

Focus on outputs

Retention strategy

Add value with
additional services

FACILITIES
MANAGEMENT

SERVICES

FOR SCHOOLS AND ACADEMIES

DS MAINTENANCE

=
il |
I
I |
o
oz
=
e
>
0
w
n |
e
<
=
5
=
o
w

TE COL

ccccccccc

ENVIRONMENTAL SERVICES

YA

E

City Council



Mix & Match — Bringing in the
Bucks!
Case Study — Highways- Ring Road improvement
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Mix & Match — Bringing in the
Bucks!
Case Study — Confidential Waste (New Markets)
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Roles, Skills & Commercial
Culture

Commercial Sales & Account Management - self
funding posts

Commercial Marketing

Commercial Bidding — source opportunities and submit
Performance monitoring — weekly

All customers both internal & external treated the same
Grow our own skills and talent

£ ¥ Nottingham

City Council
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Lessons Learnt

« Customer account management is key — personalised
« |Importance of back office systems

« Correct and efficient use of resources

« Strong sales strategies

« Focus, avoid distractions from delivering BP

* Prioritise

« Don’t assume

« Set clear boundaries between commercial and political
agendas

« Co-ordination of internal spends

Nottingham
City Council
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What Next?

Neighbouring Authorities
Academy chains

Public sector

Continuous Improvement
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Commercialism in action

THEATRE

CONCERT HA
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