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1. Introduction 
 
Through the Big Fund (the non lottery funding arm of the Big Lottery Fund) Manchester 
Transforming Local Infrastructure (TLI) Partnership was one of the 72 out of 140 partnerships 
across England who received awards as part of a £30 million investment from the Office of Civil 
Society. 
 
The Partnership is made up of 13 voluntary and community sector (VCS) support organisations 
who operate in Manchester and have been working together to make sure local VCS groups get 
the best support possible1.  Through the development of new products/services the aim is that 
local voluntary and community groups will get a clearer, joined up service, tailored to their 
needs, using the skills and specialities of each organisation. Fundamentally, it should become 
simpler and easy for groups to find, access and use the support they need.  Macc 
(www.macc.org.uk) is the lead agency for the programme which builds on the development of 
Manchester Community Central and the initiative of the City Council in rationalising support 
services.    
 
This report analyses the products and services that Manchester TLI Partners have developed 
and looks at how far TLI partners have gone in meeting the aims of the TLI funding.  With TLI 
funding ending in September 2013 the aim of this report is to provide an overview of the legacy 
of the TLI programme in relation to sustainable infrastructure services beyond the lifetime of the 
project.  In particular the report reviews how far product/services are in their development, 
identifies emerging themes and suggests ways of increasing their scope and sustainability.  The 
findings from the report has been compiled from individual telephone and face to face interviews 
with TLI partners.     
 
 
 
 
 
 
 

                                                        

1 The current TLI Partnership members are: Charity Service; Faith Network 4 Manchester; 
Gaddum Centre; Greater Manchester Youth Network; Learning Skills Employment Network; 
Lesbian & Gay Foundation; Manchester BME Network; Macc; Merci; People’s Voice Media; 
Third Sector Essentials; Together Works; Voluntary Youth Manchester. 
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2. Contribution to transforming Manchester’s local infrastructure  
 
2.1 Developing Saleable Infrastructure Services 
Through the TLI Partnership twelve new saleable infrastructure products/services are being 
developed for Manchester. All of these products/services have the potential to generate income 
and will lead to an increase for the local VCS in: 

• Specialist training including:  
o media training; 
o Most Significant Change Outcomes Framework;  
o Safe Induction Standards for health and safety, fire safety and first aid;  
o training for social worker work place mentors. 

• Training available which is delivered to PTLLS minimum standard. 

• Online and hard copy resources on DBS/CRB safeguarding; producing video, audio, pod 
casting; induction standards, supporting social work placements,  

• Audit frameworks including the Social Impact Audit, STAR Standard and Sustainable Events 
Audit. 

• Specialist advice and guidance around the CRB/DBS checking process, Community 
Reporting, developing an outcomes framework using Most Significant Change Model, safe 
induction, audit frameworks (see above) and social work trainee placements. 

• Access to a database of local commissioning opportunities. 

• An opportunity to provide specific services/packages of support which can be purchased by 
local commissioners. 

• Access to networks/knowledge hubs such as Community Reporters network, Most 
Significant Change knowledge hub and the Social Impact Audit network. 

• Discounted essential services through the Affinity Scheme.  
 
2.2 Enhancing the relationship with the private sector 
Five products/services are working towards enhancing the relationship with the private sector in 
the following ways: 

• Increasing resource transfer from the private sector to the local VCS.  

• Supporting organisations to become more investment ready and linking organisations to 
social investment opportunities. 

• Relationship building between local VCSOs and local businesses. 

• Providing a brokerage role between private sector suppliers of services and the local VCS. 
 
2.3 Increasing corporate and/or individual giving/investment 
Six products/services have been developed with the aim of bringing additional investment into 
the City through corporate and individual giving by: 

• Enabling organisations to attract additional investment through the use of media and online 
giving. 

• Capacity building around outcomes measurement and business improvement. 

• Improving mechanisms to transfer resources from the private sector the local VCS. 

• Relationship building between local VCSOs and local businesses. 

• Offering sponsorship opportunities to the private sector and recognising company’s 
commitment to corporate social responsibility. 

2.4 Addressing quality issues and demonstrating impact 
Addressing quality issues and enabling organisations to better demonstrate impact is a key 
objective for almost half of the products/services (eight).  They are working to improve the 
sector’s ability to do this through developing: 
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• Quality training provided at affordable prices on areas such as CRB/DBS checks, safe 
induction, video/audio training, outcomes framework. 

• Providing a minimum professional standard (PTLLS). 

• Audit frameworks including the Social Impact Audit, STAR Standard and Sustainable Events 
Audit. 

 
2.5 Virtual integration – shared IT/web portal 
One new website (Manchester Trading Post) has been developed in collaboration by two TLI 
partners.  One existing website (MyManchester) has been developed in collaboration by two TLI 
partners and dedicated pages on local giving have been developed on the Manchester 
Community Website through collaboration between Manchester Community Central and The 
Charity Service.  The Manchester Community Central website has been effective as a central 
portal for enabling access to online resources and information developed by TLI partners. 
 
2.6 Value for money 
Value for money for VCSOs can be demonstrated by six of the organisations in a number of 
ways: 

• Specialist training provided at a fraction of the cost of larger national providers. 

• Direct cost savings to VCSOs through carrying out the Sustainable Events Audit. 

• Audit frameworks designed to enable organisations to coordinate the process internally after 
the first year. 

• Access to free or discounted products/services. 
 
2.7 Keeping investment within the local economy 
This is being realised in a number of ways: 

• Capacity building VCSOs to be more investment ready and linking them to potential 
investors. 

• Developing a business model by which local infrastructure organisations can offer packages 
of support for commissioners to purchase. 

• Enabling organisations to attract additional income through better marketing and promotion 

• Upskilling organisations to attract income in new ways such as online giving. 

• Building relationships between local VCSOs and businesses. 

• Engaging with community members to identify key issues and solutions which are fed back 
and acted upon by elected members in consultation with the community. 
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Table 2.1 Contribution of products/services to transforming local infrastructure in 
Manchester 
 
 Developing 

saleable 
infrastruct
ure 
services 
 

Enhancing 
relationshi
p with 
private 
sector 
 

Increasing 
corporate 
and or 
individual 
giving / 
investment 
 

Addressin
g quality 
issues and 
demonstra
ting impact 
 

Virtual 
Integration 
– shared 
IT/web 
portal 
 

Value for 
money 
 

Keeping 
investment 
within the 
local 
economy 

Affinity 
Scheme 
 

x x 
   x 

 

Community 
Reporters 
 

x 
 x x 

  x 

Commissioning 
Database 

x 
     x 

Commissioning 
Support 
Service 

x 
     x 

CRB/DBS Safe 
Recruitment 
Service 

x 
  x 

 x 
 

Cross Sector 
Relationships 

 x x 
   x 

Dynamic 
Facilitation and 
Wisdom 
Councils 

       

x 

Local Giving 
 

  x 
 x 

 x 

Manchester 
Trading Post 

 x x  x x  
Most 
Significant 
Change 
 

x 
  x 

   

MyManchester 
 

    x 
  

PTLLS Training x 
  x    

Safe Induction 
Service 
 

x 
  x 

 x 
 

Social Impact 
Audit 

x   x  x  

Social 
Investment 
Readiness  

 x x 
   x 

Spirit of 
Manchester 
Awards 

 x x    x 

STAR Standard 
 

x 
  x 

   

Sustainable 
Events Audit 
 

x 
  x 

 x 
 

Trainee 
Placement 
Service 

x 
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3. Service/Product Development 
 
3.1 Income generation 
 
Yes No  In development 

• Affinity Scheme 

• Community Reporters 

• DBS/CRB Training 

• Safe Induction Service 

• Trainee Placement Service 

• Commissioning database 

• Cross Sector Relationships 

• Dynamic Facilitation and 
Wisdom Councils 

• Manchester Trading Post 

• Most Significant Change 

• MyManchester website 

• Online giving 

• Social Investment Readiness 
Programme 

• Spirit of Manchester Awards 

• Commissioning Support 
Service 

• PTLLS Training 

• Social Audit Advisory Service 

• STAR Standard 

• Sustainable Events Audit 
 

 
Of the twelve services/products which have the potential to generate income, five organisations 
have a clear income generation strategy in place.  Of these, four of them are intending to earn 
income from charging for specialist training. In addition to training, Community Reporters will 
also be able to charge for producing promotional films/audio.  Once the final report on the 
Commissioning Support Service is publicised work will be able to start on developing the 
business model and agreeing service offers. Although the Affinity Scheme has an income 
generation strategy in place it is unlikely that commission earned through the scheme will be 
significant. The three audit tools which are being developed have the potential to earn income, 
but there are gaps in their business plans which are delaying their roll out.  The PTLLS training 
gives those organisations with qualified staff the opportunity to increase income generation 
through training.  For example, training centres which are OFSTED registered such as GMCVO 
require all trainers to be qualified to PTLLS standard as a minimum. There is currently no scope 
to generate income from the remaining products/services. 
 
3.2 Pricing Structures 
 
Yes No  In development 

• Affinity Scheme 

• Community Reporters 

• DBS/CRB training 

• Local Giving 

• Safe Induction Service 

• Sustainable Events Audit 

• Trainee Placement Service 
 

• Commissioning database 

• Cross Sector Relationships 

• Dynamic Facilitation and 
Wisdom Councils 

• Manchester Trading Post  

• MyManchester website 

• Most Significant Change 

• PTLLS training 

• Social Investment Readiness 
Programme 

• Spirit of Manchester Awards 

• Commissioning Support 
Service 

• Social Audit Advisory Service 

• STAR Standard 

 
Nine products/services have no pricing structure in place.  Of these the Most Significant Change 
Outcomes Model has the potential to be developed into a training framework which could be 
sold. The Cross Sector Relationships Project and Social Investment Readiness Programme 
need to be piloted further to determine how they could generate income in the future.  Both 
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projects are in their infancy in terms of testing their models and feasibility. MyManchester 
website and Manchester Trading Post are designed to be accessed for free, as is the 
Commissioning database, although there may be some income generating aspect through 
inclusion in the Macc membership offer in the future.  The LSEN who was rolling out the 
Dynamic Facilitation and Wisdom Councils pilot has closed, which has halted the development 

of this programme. The PTLLS training will give organisations the opportunity to develop their 
training course pricing structures to reflect the professional qualification 

Of the seven products/services with a pricing structures in place, five have translated these into 
income generating strategies.  Although the Local Giving Project has a commission structure in 
place, the use of local online donations is expected to be very low.  It is expected that demand 
for the Sustainable Events Audit will also be very low if the service is charged for and work 
needs to take place to promote incentives for investing in the service. 
 
3.3 Business planning  
 
Yes No  Needs Development 

• Community Reporters 

• DBS/CRB Training 
 

• Affinity Scheme 

• Commissioning database 

• Dynamic Facilitation and 
Wisdom Councils 

• Manchester Trading Post 

• Most Significant Change 

• MyManchester website 

• Local Giving 

• PTLLS training 

• Spirit of Manchester Awards 
 

• Commissioning Support 
Service 

• Cross Sector Relationships 

• Social Audit Advisory Service 

• Safe Induction Service 

• STAR Standard 

• Social Investment Readiness 
Programme 

• Sustainable Events Audit 

• Trainee Placement Service 
 

 
Only the Community Reporters project and DBS/CRB Safe Recruitment Service currently have 
up to date business plans in place.  Post September the DBS/RCB Safe Recruitment Service will 
be offering charged for training.  The Community Reporters business plan is underpinned by the 
business planning support provided by People’s Voice Media.   
 
The Cross Sector Relationships Project, Safe Induction Service, STAR Standard, Social 
Investment Readiness Programme and the Trainee Placement Service have all experienced 
delays in rolling out their pilots.  Once these are completed they will be able to move to the next 
steps in product/service development.  The Social Audit Advisory Service is in the process of 
developing a governance structure which will enable the service to get underway.  Once the final 
report is produced at the end of September, Macc will be able to begin the development of a 
business model for the Commissioning Support Service. 
 
Development of MyManchester and Manchester Trading Post websites and Online Giving 
webpages do not have a business plan attached to them.  There is also no plan at this stage to 
develop a business model for the Affinity Scheme (this is being developed more as a no cost 
brokerage service of benefit to the sector rather than a potential business development 

opportunity), the Commissioning Database, Dynamic Facilitation and Wisdom Councils, Most 
Significant Change Outcomes Framework, PTLLS training or Spirit of Manchester awards.   
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3.4 Governance   
 
Yes No  In development 

• Affinity Scheme 

• Community Reporters 

• Commissioning Support 
Service 

• Commissioning Database 

• DBS/CRB Training 

• Most Significant Change 

• PTLLS Training 

• Safe Induction Service 

• Social Investment Readiness 
Programme 

• Spirit of Manchester Awards 

• STAR Standard 

• Sustainable Events Audit 

• Trainee Placement Service 

• Dynamic Facilitation and 
Wisdom Councils 

• Cross Sector Relationships 

• Manchester Trading Post 

• MyManchester website 

• Local Giving 

• Social Audit Advisory Service 

 
Products/services which are managed by individual TLI Partners such as Macc, Gaddum 
Centre, MERCi, VYM and Together Works have clear governance structures in place to oversee 
their development.  For those products/services which have been developed in partnership by 
two or more TLI partners such as Manchester Trading Post, MyManchester website and Local 
Giving there is still some work to determine where these projects will ultimately sit.  This is also 
the case for Cross Sector Partnerships and Social Audit Advisory Service which have been 
managed by consultants.  In the case of the Social Audit Advisory Service, decisions on the 
governance arrangements in particular are delaying the roll out of service. 
 
3.5 Marketing 
 
Yes No  In development 

• Affinity Scheme 

• Community Reporters 

• DBS/CRB Training 

• Local Giving 

• Safe Induction Service 

• Spirit of Manchester Awards 

• STAR Standard 

• Trainee Placement Service 

• Most Significant Change 

• Dynamic Facilitation and 
Wisdom Councils 

• PTLLS Training 

• Commissioning Support 
Service 

• Commissioning Database 

• Cross Sector Relationships 

• Manchester Trading Post  

• MyManchester website 

• Social Audit Advisory Service 

• Social Investment Readiness 
Programme 

• Sustainable Events Audit 

 
Of the eight product/services with marketing strategies in place, all of them are using the 
Manchester Community Central website, newsletter and e-bulletin as a way of reaching the 
sector and three are also using existing networks developed by the Gaddum Centre.  Capacity 
building support needs around marketing/branding have been identified by several partners. 
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3.6 Products/services ready for launch  
 
Yes No  In development 

• Affinity Scheme 

• Community Reporters 

• DBS/CRB Checks 

• Local giving 

• MyManchester website 

• Manchester Trading Post 

• Spirit of Manchester 
 

• Cross Sector Relationships 

• Dynamic Facilitation and 
Wisdom Councils 

• Most Significant Change 

• PTLLS Training 

• Social Investment Readiness 
Programme 
 

• Commissioning Support 
Service 

• Commissioning Database 

• Safe Induction Service 

• Social Audit Advisory Service 

• STAR Standard 

• Sustainable Events Audit 

• Trainee Placement Service 

 
Seven products/services are ready to be launched.  The Affinity Scheme will be promoted on the 
Manchester Community Central website in September 2013 and the Community Reporters 
programme is already in place.  The Online Giving website is also up and available on the 
Manchester Community Central website.  MyManchester and Manchester Trading Post are 
finalising the design of the websites and will also be launched in September.  The Spirit of 
Manchester Awards has already been promoted and advertised throughout the sector and is 
due to take place on 26th September. 
 
The Safe Induction Service, STAR Standard and Trainee Placement Service have had delays in 
the roll out of their pilot programmes and the delayed launch for their income generating 
services reflects this.  The Social Audit Advisory Service needs to determine it’s governance 
structure before it can roll out further and Sustainable Events Audit and Social Investment 
Readiness Programme need to complete their feasibility studies.  The frameworks for both the 
Commissioning Support Service and Commissioning Database need to be finalised before they 
can be launched. 
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4. Emerging Themes 
 
4.1 Unique selling points  

• The expertise and specialist knowledge of all the TLI partners has been fundamental in the 
development of all the products/services.  Access to quality information and advice is proving 
to be highly valued by local VCSOs. 

• The extensive networks of VCSOs which are being shared and accessed by TLI partners 
has enabled the sector to take advantage of the additional services offered.  All free training 
or support has been advertised through existing TLI networks with 100% uptake of free 
places. 

• TLI Partners know their market - the development and delivery of products/services by 
VCSOs for VCSOs is valued by the sector, resulting in services underpinned by shared 
values. 

• TLI Partners have filled gaps in the local market – no other providers based in Manchester 
offer Social Auditors trained through the Social Audit Network, Community Reporters 
training, a Social Investment  Readiness Programme, Most Significant Change Outcomes 
Model and the Manchester STAR Standard. 

 
4.2 Uncertainty around future demand 

• There is a gap in the business model for most organisations in projecting the future demand 
for the products/services.  Work needs to take place to forecast how much income they need 
to generate to make the products/services sustainable. 

• Several partners have offered free training/support with the aim of piloting the service, 
increasing awareness of the new service and developing a customer base which can be 
used to market the future paid for service.  There is a question mark for some 
products/services, however, about whether VCSOs will continue to use the service once a 
charge is introduced. 

 
4.3 Expanding customer base 

• Most partners feel that the customer base for their product/service has the potential to 
expand outside of Manchester with potential demand for services in Greater Manchester and 
for some on a regional/national level. 

• There is also the potential for several partners to sell their products/services outside of the 
sector for example within the public sector, housing, universities and the private sector.  
Several partners talked of using this commercial income to cross-subsidise VCS activity so it 
can still help those that cannot pay by providing bursaries for smaller VCSOs. 

• Organisations need to be mindful of balancing the danger of mission drift with the need to 
expand their customer base to generate income. 

 
4.4 Current climate 

• Through this programme partners are being encouraged to develop income generating 
services as an alternative to public sector income streams.  Moving towards a commercially 
feasible business model requires a new approach and specific set of skills which need 
properly resourcing. 

• Linking up services with new commissioning structures is one potential growth area for some 
partners, however, this will take time and commissioners may not necessarily be willing to 
commit to new ways of working. 

• The local VCS may also be less keen to take up additional paid for services for a number of 
reasons: 
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o Organisations are having to adapt to a huge degree of change.  
o They are experiencing increases in demand but with a reduction in resources. 
o Organisations are having to try to navigate around new commissioning structures.  
o Organisations are operating in what has become a risk averse and innovation averse 

environment. 
o Internal capacity is being taken up with dealing with structural risks. 

 
4.5 Medium term sustainability 

• There is no doubt the TLI programme has enabled partners to bring additional resources into 
the sector, however, in several cases there is question of how to resource ongoing capacity 
to develop, market, promote and sell their services in the short/medium term.  

• Encouraging VCSOs to write the cost of services into future funding bids is one option, 
however, this also requires resourcing in the short term and there is no guarantee that 
funding bids will be successful. 

• Through the TLI funding several partners provided a substantial amount of free 
training/services.  Had this instead been offered at a subsidised level it would have enabled 
organisations to build up a small amount of reserves to cover the cost of staff time to grow 
and develop the services post TLI. 

• Some partners identified an issue with developing services when staff are on short term 
contracts.    Significant investment has taken place in training staff employed by TLI partners 
to support the sector in new ways.  Ways of ensuring this knowledge base is not lost if 
people leave their jobs need to be factored in. 
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5. Increasing Scope and Sustainability 
 
5.1 Improve links between TLI products/services 
Whilst each organisation will continue to market and sell their own products there is the potential 
to identify connections between services and identify alternative packages of support by linking 
two or more products/services together.  Macc is well placed to provide a market place and act 
as a sales agent to sell TLI products which collectively offer something more than the individual 
services on behalf of partners.  Further work needs to take place to identify the connection and 
value chains between partners and products/services. 
 
5.2 Increase knowledge of the market and sales 
Developing an income generating service requires a business focused approach to selling 
services.  Sales and marketing is a key factor in ensuring the products/services become 
sustainable, however, some partners have limited knowledge of their potential customer base 
and would benefit from capacity building in sales and marketing. 
 
5.3 Collaboration as a root to quality services 
Partners need to invest time in knowing their competitors.  In some cases, collaboration and 
sharing resources with other organisations delivering similar services could improve the quality, 
scope and value for money of what is offered. A barrier to this however is how to persuade other 
organisations that ensuring a quality service through partnership working is more important than 
holding onto individual revenue streams. 
 
5.4 Maintaining a Strategic Focus 
It is very important TLI partners continue to come together to take a strategic outlook at what is 
happening with the development of services.  This could be through the continuation of TLI 
Partnership meetings or through the Chief Officers Forum linked to the Voluntary Sector 
Assembly. 
 
5.5 Learning from other TLI Programmes 
Further work should take place to review what other products/services are being developed 
through TLI in other local authority areas. Of particular interest is how other TLI partners are 
generating income and how they are generating a demand for paid for services;  to what extent 
income generation is part of their transformation and whether it has been feasible within 
parameters of the TLI funding. 
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6. Appendix – Overview of TLI products/services 

 

PRODUCT/SERVICE  
Project 
 

Affinity Scheme 

Organisation 
 

Macc 

Key Contact Martin Preston 
 

Contribution to the 
TLI programme 
 

• Developing Infrastructure services 

• Enhancing relationship with the private sector 

• Value for Money 
1. CONCEPT 

Key elements of the 
product/service 
 

• Scheme which enables Macc members to access a range of 
discounts and/or better products for essential services including: 

o Telecommunications (The Phone Coop) 
o HR (Charity Backroom) 
o Insurance (Zurich Tennyson Insurance) 
o Energy (Utility Aid) 

• As well as discounts for Macc members, each time a member takes 
up an offer Macc will receive a small commission which can be used 
to resource capacity to administer the scheme. 

 
Steps taken to make 
this happen 
 

• Research carried out analysing different types of affinity schemes 

• Discussions with NAVCA about using their NAVCA Essentials 
scheme as a basis for the Macc Affinity Scheme. 

• Macc adopts NAVCA Essentials as their Affinity Scheme. 

• Framework to support the process developing internally at Macc. 

• Creation of marketing and promotional material and website 

• Scheme launched in September 2013. 
 

Customer/user 
 

• Macc members. 

What goals does 
the product/service 
help the 
customer/user 
achieve? 
 

• Helps organisations save money on their essential services. 

• Organisations will have access to services which are aligned to their 
specific requirements and are quality assured, affordable and 
relevant to their needs. 

• Ensuring VCSOs have access to quality advice and services in 
relation to HR and employment support and insurance provision can 
help them operate professionally, legally and minimise costly legal 
claims. 
 

What will make this 
product do better 
than current 
alternatives? 
 

• Only Navca members are eligible to access these discounts. 

• NAVCA has invested considerable resources in negotiating the 
deals with suppliers and has a dedicated post to ensure ongoing 
review and evaluation of the scheme. 
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2. RESEARCH 
What alternatives 
exist for the 
product/service 
 

• Other national affinity schemes exist, but non specifically for 
Manchester based groups. 

• Greater Manchester Voluntary Sector Support (GMVSS) Market 
Place is not an affinity scheme, but it does offer similar benefits to 
the VCS who register. 
 

Potential for growth 
 

• In time the number of services offered through the Affinity Scheme 
will be increased to include local services, especially 
services/products which have been developed through TLI. 

• NAVCA are also investigating the opportunity to appoint 
partners/suppliers for additional services including IT and pensions 
at a later date. 

3. ANALYSIS 
Resources required • Worker time to develop the framework for the scheme, market and 

promote the offers, review the uptake and experience of members 
when the discounts are used. 
 

Pricing Structure • The offers have been clearly developed by each provider with clear 
discounts and offers. 

• Commission which Macc is entitled to receive through uptake of 
services by it’s members. 
  

Profitability/ 
margin 

• Macc will generate income from commission arrangements agreed 
with the suppliers.  This is expected to be minimal in the first year 
and it is not envisaged that the scheme will become a significant 
income generating model, however it is hoped that it will generate 
enough income to cover the costs of administering the service. 
 

Anticipated sales • Not known 
Quality assurance • NAVCA has the responsibility of evaluating the service provided by 

suppliers and will send a regular report to Macc.  Macc will also set 
up a Trip Advisor type review process on the Manchester 
Community Central website to enable members to score how good 
the service and deals are that they are being offered. 
 

4. DEVELOP 
How will the 
business model be 
developed? 

The Affinity Scheme will sit as a service within Macc. 
 

5. LAUNCH 
 
Marketing/branding 
 

• The scheme will be branded as a Macc product, affiliated to 
NAVCA.  It will be marketed through the Manchester Community 
Central website as a Macc membership benefit. 

• The scheme will also be promoted at various events run through 
Manchester Community Central. 
 

Licensing or Not at this stage. 
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franchising 
opportunities 
Funding Fair 
September 2013 

The suppliers will be attending the funding fair and the scheme will be 
promoted through Macc at the event. 

Links with 
Manchester 
Community Central 

The scheme will be marketed through Manchester Community Central. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

• CRB/DBS Training 

• Community Reporters 

• Most Significant Change 

• Safe Induction Standards 

• Social Impact Audits 

• STAR Standard 

• Sustainable Events Audit 
 

Other income 
generating services 

• STAR Standard 

• Training 

• Membership 
 

Contact details 
 

Martin Preston 
TLI Programme Coordinator 
Macc 
martin@macc.org.uk 
0161 834 9823 
www.macc.org.uk  
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PRODUCT/SERVICE  
Project 
 

Community Reporters 

Organisations 
 

People’s Voice Media/Macc 

Key Contacts Gary Coppitch/Hannah Powell 
 

Contribution to the 
TLI programme 
 

• Developing saleable infrastructure services 

• Increasing corporate and/or individual giving/investment 

• Addressing quality issues and demonstrating impact 

• Keeping investment with the local economy 
 

1. CONCEPT 
Key elements of the 
product/ service 
 

• Community Reporters Training Programme 

• Production of Community Reporters Films 

• Development of Manchester Network of Community Reporters 
 

Steps taken to make 
this happen 

• Through the Institute of Community Reporters (ICR), People’s 
Voice Media (PVM) have an accredited Community Reporters (CR) 
training programme which they sell to organisations.   

• Macc have bought a ‘Community Reporter Social License’ from 
PVM which makes them the license holder for the City of 
Manchester and has given them access to: 

o Full training pack of materials and a 3 day train the trainer 
programme so that Macc can deliver training ‘off the peg’. 

o An income generation plan which provides all the tools 
needed to deliver a whole range of services within existing 
and new markets. 

o Membership of the European Community Reporter network 
o Membership of the ICR. 
o A set of values and a model of sharing and participation in 

the Community Reporters Network which creates 
opportunities to share best practice, link with organisations 
and co-develop projects, access a bank of resources from 
partner organisations, meet including input from industry 
experts. 

• 9 people from the TLI partnership have been trained as platinum 
trainers which means they are accredited to deliver the 12 week 
gold course; short day courses on particular aspects of reporting 
e.g. video, audio and produce a one day film.  

• The focus is now on building up a Manchester network of 
Community Reporters by rolling out training and building up 
experience as trainers/coordinators. 

• Once a network is built up and a wealth of community content has 
been produced opportunities will arise to charge organisations for 
training or producing films.  When the project reaches a stage to 
sell services PVM can help with this. 
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Customer/user 
 

• Broad range of VCS organisations, housing associations, 
universities, public sector, health, employment agencies, private 
sector. 

What goals does the 
product/service help 
the customer/user 
achieve? 
 

• Individual level: skills training; confidence building; increasing 
aspirations; being part of something.   

• Organisational level: evidencing the impact of projects;  income 
generation through encouraging donations; increasing the number 
of volunteers; consultations; evaluations; marketing. 

• Network level: communities connected through the use of social 
media; supporting civil society and improving governance; creating 
real conversations between communities and public agencies; 
ensuring that people from all kinds of communities have a voice; 
content developed for the Community Reporters website (PVM 
website) and MyManchester website which is curated across the 
country to get an authentic voice. 
 

What will make this 
product do better 
than current 
alternatives? 
 

• Being underpinned by community development goals. 

• The network of community reporters which provides: 
o Peer support 
o Log in for CR website 
o Work featured on CC website 
o Regular email bulletin 

• Macc’s networks and contacts with the community. 
2. RESEARCH 
What alternatives 
exist for the 
product/service 
 

• Lots of media organisations out there which offer training on 
producing video or audio.  Only PVM offer pod cast, photography, 
newsletter on top of that.   

• PVM is the only organisation offering media training set within 
community development values. 

• Currently no other PVM license holders in Manchester. 
 

Potential for growth 
 

• Future clients to pay for training courses and production of films. 

• Key growth areas include: 
o Health, particularly patient voice 
o Housing, around tenant participation and digital inclusion 
o Universities, around student voice 
o Employment, particularly confidence building and skills 

development 
o Youth, participation and voice  

• Salford licensee links with CCG’s. 

• Idea is that income generation from training will enable Macc to 
train smaller VCS organisations for free. 

• Currently PVM approaches Hannah at Macc with work, but the aim 
is to market the service so Macc attract work directly. 

• Through PVM, Manchester Community Reporters have been 
approached by Barnardos, Manchester Carers Centre, Manchester 
Digital Development Agency, Manchester International Festival 
and IPPR to do work. 
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3. ANALYSIS 
Resources required • Needs an entrepreneur in Macc to sell the concept and run and 

manage a network of reporters. 

• Initially the costs of producing films and delivering training need to 
be subsidized while skills are developed and a portfolio of work is 
grown. 
 
 

Pricing Structure • Full pricing structure in place. 
 

Profitability/ 
margin 

• Further work needs to take place to forecast the income needed to 
sustain a part time coordinator post to bring in business, manage 
the Manchester network and market and sell the service. 

• Macc is entitled to keep all the income generated through the 
license. However, currently the time it takes for Community 
Reporters to collect footage and edit a film is not financially viable.  
Between now and December Hannah will be looking at income 
generating opportunities and how to bring business directly 
through the Macc CR project. 

Anticipated sales • To be explored. 
 

Quality assurance • As the social licensee Macc is responsible for this. 

• Through editorial guidelines and initial supervision of films being 
produced and their quality. 

• European network of trainers offers peer review training. 
 

4. DEVELOP 
How will the 
business model be 
developed? 

• The project is being established initially as a trading arm/income 
generation source of Macc.  

• A Steering Group will be established and an agreement made 
between this group and the Macc Board as to where the money 
will go and what powers the group will have.  The Macc Board will 
sign off on what the steering group can do and what would need to 
be put past either Macc or the Board.  

• Part of this agreement will be about the people who are involved 
and what Macc expect form them and guidelines if any issues 
came up. 

• In the future this model will be reviewed to discuss whether a 
social enterprise/cooperative model could be appropriate. 
 

4. LAUNCH 
Marketing/branding 
 

• There is a strong Community Reporters brand which is reinforced 
in a number of ways:   

o All people who are trained are registered with the ICR as 
new community reporters.  They receive badges and 
certificates and are added to the database of reporters to 
be involved in future projects and part of the network. 

o All content produced is uploaded onto the Community 
Reporters website. 
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• To date advertised by word of mouth and presentations.  

• There is a raising your profile area on the Manchester Community 
Central website that offers free resources and links to the 
Community reporters training offer and the options for us to make 
a film for an organisation: 
www.manchestercommunitycentral.org/raise-your-profile    

• A marketing strategy needs to be developed to sell directly to 
potential growth areas. 
 

Licensing or 
franchising 
opportunities 

• Not possible to license ‘Community Reporters’ but ICR is 
trademarked. 

• PVM is not franchising because aim is not to replicate the model 
exactly, but rather offer a framework for people to evolve, develop 
and adapt as they wish in their area.  More of a co-production 
process. 
 

Funding Fair 
September 2013 

• No plans.  Ashlie Tottle from Charity Giving will be talking about 
Community Reporters as a way of encouraging giving. 

Links with 
Manchester 
Community Central 

• Through the website.    There will be a page which will show some 
of the CR work and link to offers and prices, direct to the 
MyManchester site and highlight some of the community content 
and campaigns. 

• The CR’s offer will be included in a Manchester Community 
Central income generation side of the website which we are 
looking at developing.  
 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

• Affinity Scheme 

• Dynamic Faciliation and Wisdom Councils 

• Cross Sector Relationships 

• Most Significant Change 

• MyManchester  

• Local giving 

• Social Impact Audit and Advisory Service 

• Social Investment Readiness Service 

• Trainee Placements 
 

Other income 
generating services 

 

Contact Details Hannah Powell (Communications Worker) 
Macc 
0161 834 9823 
Hannah@macc.org.uk 
www.macc.org.uk 
www.manchestercommunitycentral.org.uk  
 
Gary Coppitch (Director) 
People’s Voice Media 
0161 230 1430 
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gary@peoplesvoicemedia.co.uk 
 

 

PRODUCT/SERVICE  
Project 
 

Commissioning Database 

Organisation 
 

Macc 

Key Contact Nigel Rose 

Contribution to the 
TLI programme 
 

• Developing saleable infrastructure products 

• Keeping investment within the local economy 

 

Key elements of the 
product/service 
 

A database which will provide up to date information on local 
commissioning opportunities for the VCS.  Will offer a search function 
and index of opportunities. 

Steps taken to make 
this happen 
 

• Macc have worked with Manchester City Council to design the 
format of the database and are in the process of working to develop 
the webpages. 

• Once up and going Macc and Manchester City Council will both 
collect the information to go on the website and Macc will have the 
responsibility to update it. 

Customer/user 
 

• Local VCSOs 

• Commissioners 

What goals does 
the product/service 
help the 
customer/user 
achieve? 
 

• Enables local VCSOs to access information on what local 
commissioning opportunities there are available to apply for and get 
a broader understanding of what’s happening in the city. 

• Provides an information source for commissioners on what is 
currently being commissioned in the City. 

What will make this 
product do better 
than current 
alternatives? 
 

No current alternatives. 

1. RESEARCH 
What alternatives 
exist for the 
product/service 
 

None. 

Potential for growth 
 

• There is currently no plan to expand beyond providing information 
on local commissioning opportunities. 

• This could be developed as a membership benefit which is 
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accessed through with login details. 
3. ANALYSIS 
Resources required 
 

 

Pricing Structure No. 
Profitability/ 
margin 

Not known. 

Anticipated sales  
Quality assurance  
4. DEVELOP 
How will the 
business model be 
developed? 

Not yet developed. 

5. LAUNCH 
 
Marketing/branding 
 

Macc branding 

Licensing or 
franchising 
opportunities 

No 

Funding Fair 
September 2013 

No 

Links with 
Manchester 
Community Central 

It will sit on the Manchester Community Central website. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

Affinity Scheme 

Other income 
generating services 

 

Contact details 
 

Nigel Rose 
Strategic Lead for Commissioning 
0161 834 9823 
nigel@macc.org.uk 
www.macc.org.uk 
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PRODUCT/SERVICE  
Project 
 

Commissioning Support Service 

Organisation 
 

Macc 

Key Contact Nigel Rose 
 

Contribution to the 
TLI programme 
 

• Developing saleable infrastructure services 

• Keeping investment within the local economy 

 
Key elements of the 
product/service 
 

• Identification of a small and coherent set of offers/packages that 
stand the highest chance of being purchased by public 
commissioning bodies to support them in their commissioning 
processes.  

• Paid for services from VCS infrastructure organisations for 
commissioners may include a variety of support such as: 

o Needs analysis and consultation 
o Understanding of and development of the market 
o Specification of services 
o Procurement 
o Monitoring and audit 

• Identification of what infrastructure organisations would need in 
place in order to be able to adequately provide the offers/packages 
to a reasonable quality.  

• Identification of further offers/packages that the infrastructure may 
look to provide in the longer term.  

• Model developed on how the commissioning support service could 
operate, including: 

o Business opportunities 

o What products and services sector could offer 

o Potential for collaboration with other providers 

o A business model 

o Issues and risks for Macc 

o A project plan for starting a service up 

 
Steps taken to make 
this happen 
 

• Appointment of a consultant to carry out research and produce a 
report detailing the types of offers/packages and for each of those 
offers: 

o identify the potential market including the barriers and 
opportunities  

o Outline a pricing model  
o Detail the offer and the key selling points for the buyer  
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• Consultant carried out telephone interviews with heads of 
commissioning in all of the Greater Manchester local authorities, the 
Chief Operating Officers at the Greater Manchester CCGs, NHS 
England and the Police and Crime commissioner.   

 

• Included in agenda at the Chief Exec’s Meeting on 12th September 
to test the idea on voluntary sector chief officers.  This may need to 
be followed up with more detailed work to identify where relevant 
skills and expertise do exist. 

 
Customer/user 
 

• Commissioners 

• VCS services able to offer specific skills and expertise to 
commissioners. 
 

What goals does 
the product/service 
help the 
customer/user 
achieve? 
 

• It will provide a framework for how infrastructure organisations can 
constructively support the commissioning processes of public bodies 
(including local authorities and CCGs) through a number of paid for-
services. 

• The focus of the work is on those services that infrastructure 
organisations might deliver which raise income, build on their 
experience, skills and further their fundamental aim of encouraging 
an independent, strong and vibrant VCS. 

 
What will make this 
product do better 
than current 
alternatives? 
 

• Macc’s existing relationships with other VCS providers  

• Macc’s Strategic Lead Role for Commissioning 

2. RESEARCH 
What alternatives 
exist for the 
product/service 
 

• No other infrastructure organisations in Greater Manchester are 
developing this model (as far as we know).  If there are other 
infrastructure bodies looking to develop a similar process we would 
look to develop partnerships with them.   

• External consultancies are the main competitor. 
 

Potential for growth 
 

• Development of relationships and connections already happening, 
for example, through the CVS Chief Exec’s Meeting and GMCVS 
meetings. 
 

3. ANALYSIS 
Resources required 
 

Not known at this stage.  

Pricing Structure In consultant’s report. 
 

Profitability/ 
margin 

 

Anticipated sales  
Quality assurance Will develop strategic alliances with research organisations. 
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4. DEVELOP 
How will the 
business model be 
developed? 

• Local commissioning is undergoing a huge period of change.  
Development of this service is speculative at this point as it is 
difficult to plan in the short/medium term.   

• Part of the spec for the consultant is to develop a business model on 
how the commissioning support service could operate, including: 

o Business opportunities 
o What products and services sector could offer 
o Potential for collaboration with other providers 
o A business model 
o Issues and risks for Macc 
o A project plan for starting a service up 

 
In the next year it is expected that Macc will have developed: 

• a clear offer to commissioners 

• Set up MoU’s with infrastructure organisations who have the 
skills/expertise to deliver services. 

• Developed the business model to be ready to offer services 
 

5. LAUNCH 
 
Marketing/branding 
 

No. 

Licensing or 
franchising 
opportunities 

Not at this point. 

Funding Fair 
September 2013 

No. 

Links with 
Manchester 
Community Central 

Used for Marketing. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

 

Other income 
generating services 

 

Contact details 
 

Nigel Rose 
Strategic Lead for Commissioning 
0161 834 9823 
nigel@macc.org.uk 
www.macc.org.uk  
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PRODUCT/SERVICE  

Project 
 

CRB/DBS Safe Recruitment Service 

Organisation 
 

Gaddum Centre 

Key Contact Rob Bulman 
 

Contribution to the 
TLI programme 
 

Developing saleable infrastructure products 
 

1. CONCEPT 
Key elements of the 
product/service 
being developed 
 

• A paid for service providing CRB/DBS checks and training on safe 
recruitment practice. 

• A dedicated website advertising the service and its benefits. 

• Provision of VCS access to appropriate policy and guidance material 
both electronically and via the website. 

• Dedicated advice line number for CRB/DBS related enquiries. 

• Partnership with the Volunteer Centre at Macc to increase reach of 
service.  

 
Steps taken to make 
this happen 

• Free CRB/DBS checks taken up by 200 local VCS organisations.  

• 10 free sessions of training on safe recruitment practice. 

• Website and helpful line set up. 
Customer/user 
 

• Initial free checks and training offered to VCS organisations based in 
Manchester. 

• The paid for service will mainly be accessed by Manchester/Greater 
Manchester groups but no reason why checks couldn’t be carried out at 
a regional/national level.  

 
What goals does the 
product/service help 
the customer/user 
achieve? 
 

• Access cheap and affordable CRB/DBS checks. 

• Improve recruitment practices for roles with safeguarding component. 

• Become more self sufficient around safe recruitment practice through 
training tools and information and advice. 

 
What will make this 
product do better 
than current 
alternatives? 
 

• Quality: Point of contact for free information and advice provided by Rob 
Bulman a specialist in CRB/DBS checking and safe recruitment 
practice.  Feedback has shown that people value having access to Rob 
and his expertise - cost is not necessarily the most important driver. 

• Delivered by a local VCS organisation for local VCS organisations. 
 

2. RESEARCH 
What alternatives 
exist for the 
product/service 
 

• It is estimated that there are about 3,700 bodies across the country 
registered to provide a DBS checking service.   

• There are between 10-20 local registered bodies commercially 
operating and looking for new business. 

• The main competitors are small organisations in other LA areas doing 
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between 200-500 checks.  These services are often run to enable 
organisations to be able to provide checks for their own staff. 

• It isn’t possible to compete with online providers on price. 
Potential for growth 
 

Opportunities: 

• Partnership with Volunteer Centre Manchester 

• Partnership to deliver CRB/DBS checks for MCC volunteer services 
managed through the VCS infrastructure contract. 

• Potential growth areas include public sector, universities placing 
students on work placements. 

• Model where all Gtr Manchester organisations providing a DBS 
checking service pool resources into one organisation. Would ensure a 
sustainable high quality service for the sector. 

• Charged for training/workshops/lectures outside of Manchester area. 

• Charged for induction training programme on first aid, fire marshall and 
health and safety. 

• If profits allow create a bursary for smaller VCS organisations who 
can’t afford to do checks 

Threats: 

• Initial over estimates of the demand for CRB/DBS checks has meant 
that the service was deemed to be more sustainable that it actually is.   

• Portability of checks potentially impacts long term sustainability. 

• Initial offer of free checks has undermined opportunity for building up 
some reserves during period of TLI funding. 

• One aim of the service is to support people to become more self-
sufficient through knowledge sharing.  If the service was successful in 
achieving this people could move to a cheaper price point. 

• By initially offering free checks rather than subsidised checks, this may 
have undermined the perceived relationship between quality and cost 
and the ability to create a small amount of reserves to support the 
development of the service post TLI. 
 

3. ANALYSIS 
Resources required • TLI funding runs out in February.  Income generation from paid for 

services will need to cover salary of worker (min 3 days per week). 

• Free checking service will stop from 30/09/13. Everyone will be 
charged a standard rate according to the pricing structure.  

 
Pricing Structure - This is in place and is in line with equivalent competitors.  

 
Profitability/ 
margin 

• Based on current numbers of checks, development of new services 
and expansion of existing, lectures, training and word of mouth it is 
expected that the service should be sustainable for at least the next 3 
years. 

• Would need to be providing over 1000 checks a year to sustain a three 
day a week post.   

• If the charged for checks and training cannot not sustain a part time 
worker post, it would still be viable to maintain the registered body, 
however, the quality of the service (current usp) which improves 
people’s knowledge and understanding to become more self sufficient 
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would be compromised. 
 

Anticipated sales • Approximately 700 checks carried out this year. 

• Long term there will be a decline in number of people who need 
checks, however this decline is being slowed down through 
complicated regulations.   

• Expect service to be sustainable despite a natural decline as new 
contracts are taken on. 
 

Quality assurance • Detailed feedback from free courses and checks. 

• Trip advisor evaluation ok but already have transparent process.  Easy 
to pick up issues through direct communication with groups. 
 

5. DEVELOP 
How will the 
business model be 
developed? 

• The project has been established and is being developed as an income 
generating project within the Gaddum Centre overseen by a Board of 
Trustees. 
 

5.  LAUNCH 
Marketing/branding 
 

• Relationship with VCM has been important as it has provided the 
infrastructure to engage with other organisations, do talks, run training. 

• Website up and running.  

• Joint branding with Gaddum Centre and Volunteer Center Manchester. 
 

Licensing or 
franchising 
opportunities 

No scope to license. 
The concept of linking with Volunteer Centre Manchester should be 
replicated across Greater Manchester to enable information and resources 
sharing across local authority areas but there is still a reticence to do this 
because of fear of losing income. 

Funding Fair 
September 2013 

Potentially could promote the service here. 

Links with 
Manchester 
Community Central 

In principle could be offered under HR services within the Affinity Scheme, 
however would need to look at the business model. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

Affinity Scheme. 
Safe Induction Service. 
STAR Standard. 
 

Other income 
generating services 

Social care services (e.g. advocacy, bereavement, trust funds) not really 
income generating. Expansion of training provision will be. 
 

Contact Details 
 

Rob Bulman 
crb@gaddumcentre.co.uk 
0161 214 3923 
www.gaddumcentre.co.uk 
www.crbmanchester.co.uk 
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PRODUCT/SERVICE  
Project 
 

Cross Sector Relationships 

Organisation 
 

Dave Packwood Consultancy Limited 

Key Contact Dave Packwood 
 

Contribution to the 
TLI programme 
 

• Enhancing relationship with the private sector. 

• Increasing corporate and/or individual giving/investment. 

• Keeping investment within the local economy. 
 

1. CONCEPT 
Key elements of the 
product/service 
 

• A dedicated webpage on the Manchester Community Central 
website which has a wealth of resources. 
http://www.manchestercommunitycentral.org/working-private-sector  

• Two training packs and trainers notes which will enable 
Macc/partners to deliver training to both VCS groups and 
businesses. 

• Piloting of a VCS/business framework in the Moss side and Hulme 
locality in partnership with South Manchester Business Partnership.  
  

Steps taken to 
make this happen 
 

• Resources including guides and factsheets produced and uploaded 
onto the Manchester Community Central website. 

• Training packs and training notes developed based on LGA training. 

• Desk top analysis of existing research and reports uploaded onto the 
Manchester Community Central website 

• Pilot started in Moss Side/Hulme. Relationship built with South 
Manchester Business Network and a questionnaire and interview 
undertaken with 10 groups which explores whether relationships 
exist currently and how to improve collaboration between the 
sectors. 
 

Customer/user 
 

• Local VCS organisations 

• Private sector organisations identified through Manchester Business 
networks, Chamber of Commerce, Your Square Mile. 
 

What goals does 
the product/service 
help the 
customer/user 
achieve? 
 

• Build and sustain mutually beneficial relationships between local 
VCS providers and businesses.  

• Initially benefits are likely to be things such as skills exchange, 
volunteers, gifts in kind, donations. 

• For businesses benefits include: 
o Improvement in staff retention 
o Better workforce e.g. apprentices 
o Positive publicity and engagement in the community 
o Increase in sales and local people develop alliances to 

particular brands e.g. O2 Think Big 
What will make this • Working with clusters of VCS organisations and local business 
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product do better 
than current 
alternatives? 
 

together in a locality is more likely to be cost effective and 
sustainable. It also promotes partnership and clustering between the 
VCS themselves 

 
2. RESEARCH 

What alternatives 
exist for the 
product/service 
 

• United Futures – worked with national businesses and youth 
organisations.  

• National Youth Agency – brokering engagement with the business 
community for the youth sector. 

• Business in the Community - Business connectors Project; 
Community Impact offer; Business Class – a framework for 
business to support disadvantaged young people. 

• West London Companies and Communities – building stronger 
relationships between local business and the VCS 

• Business and Community Working Together in Stevenage 
 
Details of all these projects are uploaded on the Manchester 
Community Central website as part of a dedicated page providing 
information and guidance about how to develop relationships with the 
private sector. 
 

Potential for growth 
 

• Develop a framework similar to a model developed in Devon by 
United Futures which has a bronze, silver and gold level.  These 
relate to the level of engagement from initial speed dating, brokering 
individual relationships to supporting more strategic involvement. 

• Shift energy from relationship building with the local authority to the 
private sector. 
 

3. ANALYSIS 
Resources required • Needs a part time role (approximately 10 hours a week) to take it 

forward to: 
o Develop the model and act as the interface between 

organisations and businesses. 
o play a brokering role – need to grow a critical mass through 

local networks to make it sustainable.  
o Develop an evidence base to show that the model works  
o vet the organisations e.g. check adequate health and safety, 

safeguarding standards etc 
o Promote and market the service 

• Potential funding from Lottery Awards for All, Manchester City 
Council, Laing O’Rourke. 
 

Pricing Structure Nothing in place. 
 

Profitability/ 
margin 

Currently it is not an income generating model.  Longer term could be a 
very cost effective model. 

Anticipated sales  
 

4. DEVELOP 
How will the This is the next stage of development.  There is a need to carry out a 
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business model be 
developed? 

cost/benefit analysis and demonstrate evidence of change as well as 
look at developing an income generation strategy. 
 

5. LAUNCH 
 
Marketing/branding 
 

Difficult to market at this stage because we don’t have the evidence 
base. 
 

Licensing or 
franchising 
opportunities 

Opportunities to license the training packages and materials needs to 
be explored. 

Funding Fair 
September 2013 

No. 

Links with 
Manchester 
Community Central 

Close link through the website and networks is essential. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

Manchester Trading Post  
STAR Reporters 
Community Reporters 
Social Impact Audit and Advisory Service 
 

Other income 
generating services 

 

Contact details 
 

Dave Packwood 
Dave Packwood Consultancy Ltd 
dave.packwood@sky.com  
07837035477  
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PRODUCT/SERVICE  
Project 
 

Dynamic Facilitation and Wisdom Councils 

Organisation 
 

Learning and Skills Employment Network 

Key Contact Cormac Lawler 
 

Contribution to the 
TLI programme 
 

Keeping investment in the local community 

 
Key elements of the 
product/service 
 

• Facilitating Wisdom Councils using a dynamic facilitation process.  A 
Wisdom Council is a group of people who come together over 1-2 
days to discuss issues that affect them and/or their community. At 
the end of the process a report is produced which can be shared 
with elected members, community representatives and the wider 
community. 

• This enables the real voice of the community not only be heard but 
also to be acted upon by existing democratic processes.  This 
provides a mechanism by which real change can be made in a 
community by the people for the people of that community. 

• Once dissemination has taken place the Wisdom Council is 
disbanded and any outcomes or follow ups from the 
recommendations become the responsibility of the elected members 
in consultation with the wider community. 
 

Steps taken to make 
this happen 
 

• Cormac Lawler attended a three day training programme in London 
to learn the techniques of Dynamic Facilitation. 

• Wythenshawe was identified as the target area to carry out a pilot 
study. 

• It was agreed to hold two Wisdom Councils. 

• A leaflet distribution company was employed to distribute 20,000 
leaflets.  An email version of the flyers was also distributed via 
partner networks and the Wythenshawe Community Housing Group. 

• Despite a low response one Wisdom Council was held in June with 
8 attendees. 
 

Customer/user 
 

• Individuals who live in the same community who are able to 
participate in the Wisdom Councils. 

• Elected members, community representatives and the wider 
community. 
 

What goals does 
the product/service 
help the 
customer/user 
achieve? 
 

• Gathers data from the community about its issues and needs 

• Raises diversity of issues and perspectives – the aim is to produce a 
set of proposals, questions etc which reflect the views of the group 
as a whole 

• Empowers the community to take ownership of the needs, issues 
and proposals it has identified. 
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What will make this 
product do better 
than current 
alternatives? 
 

• It is better than existing community engagement strategies in that it 
ensures issues raised and solutions proposed cannot be hijacked by 
any particular individual or group in the community and it 
compliments rather than conflicts with the existing democratic 
processes – any suggestions or solutions can only be enacted by 
elected members in consultation with the community. 
 

3. RESEARCH 
What alternatives 
exist for the 
product/service 
 

This is the only community development process using this 
methodology in the UK. 

Potential for growth 
 

Due to funding shortages the LSEN had to close in July 2013, however 
some of the 

3. ANALYSIS 
Resources required 
 

This is unclear due to the closure of LSEN. 

Pricing Structure No 
Profitability/ 
margin 

No 

Anticipated sales No 
Quality assurance  
4. DEVELOP 
How will the 
business model be 
developed? 

At this stage due to the closure of the LSEN this has not been 
developed.  It is intended that some of its functions and activities will 
continue but it is not clear at this stage whether the Wisdom Councils 
will be developed. 

5. LAUNCH 
 
Marketing/branding 
 

No. 

Licensing or 
franchising 
opportunities 

No 

Funding Fair 
September 2013 

 

Links with 
Manchester 
Community Central 

 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

Community Reporters 

Other income 
generating services 

 

Contact details 
 

Cormac Lawler 
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PRODUCT/SERVICE  
Project 
 

Local Giving 

Organisation 
 

Charity Service/Macc 

Key Contact Ashlie Tottle (Charity Service); Catherine Stuart-Jervis (Charity 
Service); Hannah Powell (Macc) 
 

Contribution to the 
TLI programme 
 

Increasing corporate and/or individual giving/investment. 
Virtual integration – shared IT/web portal 
 

1. CONCEPT 
Key elements of the 
product/service 
 

• A mini website with online resources for VCS organisations on how 
to increase donations through online giving.  This will include a 
rating system for people to provide comments on each of the 
providers/services on the site. 

• Individual web pages on Manchester Community Central dedicated 
to promoting local groups with a donate online button  

• Links to Community Reporters to encourage organisations to 
produce their own promotional video. 
 

Steps taken to make 
this happen 
 

• Online resource list has been developed. 

• 10 people from local VCS organisations trained as Community 
Reporters to enable them to produce promotional videos to go on 
their fundraising pages. 

• 21 nominees from the Spirit of Manchester Awards will win the 
opportunity to produce their own promotional videos through 
Community Reporters. These will be shown at the event. 

• Workshop at the Manchester Funding Fair.  
 

Customer/user 
 

• Aimed at local VCS organisations. 

• Training could be aimed at a broader geographical range of 
customers. 
 

What goals does the 
product/service help 
the customer/user 
achieve? 
 

• Increase the number of online donations that are going to 
small/medium VCS organisations in the Manchester area. 

• Improve ability to diversify income sources 

• Improve ability to market and promote your organisation. 

What will make this 
product do better 
than current 
alternatives? 

• Links with the sector through Manchester Community Central 

• Links to Community Reporters. 

2. RESEARCH 
What alternatives 
exist for the 
product/service 
 

• Lots of social media surgeries and workshops out there which are 
free. 

• Tameside for Good have a central portal which promotes 12 
groups of which you can chose which to donate to online.  The 
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money is them distributed via Tameside for Good.  Good way of 
bringing resources into the sector, but does not necessarily have 
capacity to generate income. 

Potential for growth 
 

• Develop a similar model to Tameside for Good 

• Currently only a small minority of organisations engage with online 
giving.  Very small groups in particular are difficult to engage with 
and don’t take up help.  Even if organisations develop an online 
giving page on their website there is a lot of work to promote and 
understand how to get the best out of social media. 

• Gift aid process is very onerous and not practical for a lot of groups 
as it is very expensive to administer.  HMRC are clamping down on 
small claims which means unless you are receiving a large number 
of donations it is not practical to administer. 

• Charity Service is advising small groups to use paypal and claim 
gift aid themselves. 

• Question over whether fundraising pages for groups with ‘donate 
now’ buttons on Manchester Community Central website are 
accessible. 

• Fundraising page provided for all organisation’s who are listed in 
the Manchester Community Central Directory.  This will be free. 
 

3. ANALYSIS 
Resources required • Admin costs for maintaining the website need to be covered. 

• Charity Service don’t charge for help or advice to organisations 
post TLI. 

 
Pricing Structure Charity Service will receive  a 5% fee if charity’s receive an online 

donation plus recouping the credit card services.   
Profitability/ 
margin 

• In reality the fees received from online donations are very small. 

• Income generation opportunities for infrastructure through 
supporting online giving is very limited.   

• Potential to charge for training. 
Anticipated sales Currently there is a minimal uptake of ‘donate now’ buttons. 

 
Quality assurance Online resources on the website will be reviewed using a ‘trip advisor’ 

style tool. 
4. DEVELOP 
How will the 
business model be 
developed? 

• Currently no business model for income generation. 
 

5. LAUNCH 
Marketing/branding 
 

• Marketed through Manchester Community Central network via 
website, bulletin and newsletter. 

• Branded up in Macc’s logos. 
Licensing or 
franchising 
opportunities 

• ‘Local Giving’ is trademarked by Community Foundation. 

• Tameside for Good are in the process of licensing the ‘For Good’ 
brand. 

Funding Fair 
September 2013 

• Workshop tailored around online fundraising as an income stream. 

• Charity Service will have a stand at the funding conference. 
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Links with 
Manchester 
Community Central 

• Manchester Community Central website is very important. 

• Discount on making a fundraising page or Community Reporters 
video could be part of future membership offer. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

• Community Reporters 

• MyManchester 

•  
Other income 
generating services 

• Payroll giving provider 

• Help to set up payroll giving services 

• Charity Cheque accountants 

• Manage Charitable Trust Funds 

• Grant administration 

• Legacy service 

• Charity governance and accounting 

• Corporate social responsibility planning 
 

Contact Details Ashlie Tottle (Online Donations Manager) 
ashlie.tottle@charityservice.org.uk 
Catherine Stuart-Jervis (Chief Executive) 
Catherine.SJ@charityservice.org.uk 
Charity Service 
0303 999 1212  
www.charityservice.org.uk  
 
Hannah Powell (Communications Worker) 
Macc 
hannah@macc.org.uk 
0161 834 9823 
www.macc.org.uk 
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PRODUCT/SERVICE  
Project 
 

Manchester Trading Post (Swap Shop) 

Organisation 
 

MERCi 
 

Key Contact Caroline Downey 
 

Contribution to the 
TLI programme 
 

Enhancing relationship with private sector 
Increasing corporate and/or individual giving/investment 
Virtual Integration – shared IT/web portal 
Value for money 
 

1. CONCEPT 
Key elements of the 
product/service 
 

• A free website where good and services are offered for free both to 
the VCS from outside the sector and from within the sector to the 
VCS. 

• Goods and services can be uploaded onto the site and then 
removed automatically when the term of the advert is completed. 

• It will be closely aligned with the Manchester Community Central 
website at Macc. 
 

Steps taken to make 
this happen 
 

• MERCI web designer is working closely with web developers at 
Macc and Manchester Community Central 

Customer/user 
 

• Primarily VCS in Manchester but this could be expanded to Greater 
Manchester. 
 

What goals does the 
product/service help 
the customer/user 
achieve? 
 

• Helping organisations that give services demonstrate their 
Corporate Social Responsibility. 

• Costs will be reduced through reuse and recycling of goods and a 
greater percentage of budget will be available for frontline services. 

What will make this 
product do better 
than current 
alternatives? 
 

• Potential links to MCC skill share, timebank and volunteering 
opportunities. 

• Developed by a VCS organisation for the VCS. 

2. RESEARCH 
What alternatives 
exist for the 
product/service 
 

• There are many competitors offering similar services. 

• Streets UK – national giving site funded by the Cabinet Office.  Due 
to roll out in Manchester. 

Potential for growth 
 

• ‘Hug Everything’ is a social enterprise that take all unwanted 
goods.  Potential to pass on goods not traded to Hug and get a 
percentage of income generated.  This would need an automated 
trigger to HUG to collect things.  Income could then be ploughed 
back in to sustain a post. In discussion with other furniture and 
goods reuse and recycling schemes such as Wesley, heart 
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foundation and Mustard tree to ensure integration of service. 
 

3. ANALYSIS 
Resources required Resources needed for staff time to monitor and maintain the website 

and promote the service. 
 

Pricing Structure There is no pricing structure as it is felt that this needs to be a free 
service. 

Profitability/ 
margin 

No business model for how to turn into a profitable business. 

Anticipated sales Not known. 
 

Quality assurance Site will be fully tested before launch. 
 

4. DEVELOP 
How will the business 
model be developed? 

• Question mark over where the website will be hosted 

• Need to develop a business plan especially if the site is designed 
to generate income. 

 
5. LAUNCH 
Marketing/branding 
 

• The site will be marketed through a number of communication 
channels including Manchester Community Central, Community 
Reporters, facebook, twitter etc 

• The domain name Manchester Trading Post has been bought. 
 

Licensing or 
franchising 
opportunities 

No plans at this stage. 

Funding Fair 
September 2013 

Website to be launched at the funders fair. 

Links with 
Manchester 
Community Central 

Potential to host site on Manchester Community Central website or to 
link the site to MCC web site if it remains with MERCi. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

• Cross Sector Relationships 

• MyManchester 
 

Other income 
generating services 

Herbie 
Sustaining Change Audit 
Bridge 5 Mill Centre for Sustainable Living 
 

Contact details Caroline Downey (Executive Director) 
MERCi 
0161 273 1736 
carolined@merci.org.uk 
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PRODUCT/SERVICE  
Project 
 

Most Significant Change Outcomes Model 

Organisation 
 

VYM 

Key Contact Ross Grant 
 

Contribution to the 
TLI programme 
 

Developing saleable infrastructure services 
Addressing quality issues and demonstrating impact 
 

1. CONCEPT 
Key elements of the 
product/service 
 

• Training in an outcomes framework developed by Manchester 
Metropolitan University (MMU) called ‘Most Significant Change’ 

• A ‘How to Guide; aimed at practitioners who want to use the 
framework. 

• ‘Knowledge Hubs’ made up of organisations who have gone 
through the process. 
 

Steps taken to 
make this happen 
 

• VYM held a workshop at MMU which assessed progress in relation 
to applying the ‘Most Significant Change’ model to the youth sector. 

• 5 VCS youth work organisations were given a bursary of 500 each 
to participate in training facilitated by MMU and VYM to trial the 
‘Most Significant Change Model’ as a framework for measuring 
outcomes.  Organisations involved committed to: 

o produce case studies based on the process 
o provide reflection on the process 
o Contribute to a ‘how to’ guide 
o Develop knowledge hubs 

• Deliver an awareness raising workshop for other organisations who 
would like to use the model. 
 

Customer/user 
 

• Initially aimed at local voluntary youth sector organisations, 
however the framework could be broadened out for the wider 
sector. 

• Commissioners. 
 

What goals does 
the product/service 
help the 
customer/user 
achieve? 

• Clearly demonstrating outcomes which can be used for service 
development and bid writing. 

• Clear framework for youth outcomes to underpin commissioning 
such as the Youth Fund. 

What will make this 
product do better 
than current 
alternatives? 

• Within the youth sector there are a lack of comparable 
organisations to VYM in Greater Manchester 

• Partnership with MMU. 
 

2. RESEARCH 
What alternatives 
exist for the 

Not known.   
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product/service 
Potential for growth 
 

• Potential to link with funding from Greater Manchester Police. 

• Continue to work with MMU as part of VYM’s commitment to 
develop practice in the voluntary youth sector. 

• The approach to measuring outcomes putting the young person at 
the centre can easily be replicated for the sector. 

3. ANALYSIS 
Resources required • Resources for train the trainer course to be developed and rolled 

out. 

• Resources to facilitate the knowledge hubs. 
Pricing Structure No pricing structure in place. 

 
Profitability/ 
margin 

No income generation strategy in place as yet.  Need help with this to 
develop. 
 

Anticipated sales  
 

Quality assurance Monitoring and evaluation written into the process. 
Trip advisor style review could work in the future, however it would 
need to be moderated adequately. 
 

4. DEVELOP 
How will the business 
model be developed? 

This has not yet been developed.  Need to demonstrate how useful 
the toolkit is and consult on pricing. 
 

5. LAUNCH 

Marketing/branding 
 

• Workshop planned for October.   

• How to Guide will be distributed via training and conferences. 

• No leaflet or logo. 
 

Licensing or 
franchising 
opportunities 

Not currently. 

Funding Fair 
September 2013 

Ross is on leave.   

Links with 
Manchester 
Community Central 

 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

• Community Reporters 

Other income 
generating services 

• Access to MYPAS will be available through VYM membership. 
Currently consulting on pricing structure 

• Workshops based on the Handbook on Funding Basics produced 
by VYM. 

• Potential for work around quality assurance to generate income. 
  

Contact Details Ross Grant  
VYM 
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ross@vymnetwork.org.uk  
0161 830 4778 
www.vymnetwork.org.uk 

 

PRODUCT/SERVICE  
Project 
 

MyManchester Website 

Organisation 
 

People’s Voice Media/Macc 

Key Contact Teresa Wilson (People’s Voice Media); Hannah Powell (Macc) 
 

Contribution to the 
TLI programme 
 

Virtual Integration – shared IT/web portal 
 

1. CONCEPT 
Key elements of the 
product/service 
 

A website highlighting the VCS in Manchester which  

• Provides a single point of access to see the work that is 
happening in Manchester’s communities 

• Platform to showcase the work of Manchester’s Community 
Reporters 

• Has the facility to curate information to highlight campaigns, 
consultations and events, e.g. Black History Month 
 

Adverts can be placed on the site at a small cost 
Is being developed as a sister site to Manchester Community Central. 
Manchester Community Central will use the content from 
MyManchester and highlight work through it – the Policy and Influence 
Team will be able to comment on key issues and link items together.  
 

Steps taken to make 
this happen 
 

Theresa and Hannah have worked together to redesign and develop 
the website. 

Customer/user 
 

• VCS providers 

• People living in Manchester 

• Local press  

• Members of the networks 
What goals does the 
product/service help 
the customer/user 
achieve? 
 

• Offers local people a way to get involved in activities and issues in 
their community by highlighting local events. 

• Community groups and volunteers that are Community Reporters 
can put on content themselves. 

• It helps link work together around consultations 

• Highlights local issues 

• Links to resources and support from Manchester Community central 
and Macc 
 

What will make this 
product do better 
than current 

Links with Manchester Community Central and Community Reporters 
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alternatives? 
 

2. RESEARCH 
What alternatives 
exist for the 
product/service 
 

No other local website. 

Potential for growth 
 

 

3. ANALYSIS 
Resources required Admin costs for maintaining the website. 

 
Pricing Structure • No pricing structure.   

• No future plans to charge for advertising space. 
Profitability/ 
margin 

• Currently no scope for income generation. 

Anticipated sales Not applicable 
 

Quality assurance  
4. DEVELOP 
How will the 
business model be 
developed? 

This has not been developed. 

5. LAUNCH 
Marketing/branding 
 

Currently looking at rebranding and working with a designer. It will then 
need to be launched at the end of September – co-coordinating with 
the Manchester Community central website launch 
 

Licensing or 
franchising 
opportunities 

No plans. 

Funding Fair 
September 2013 

 

Links with 
Manchester 
Community Central 

Very close links with Manchester Community Central website. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

• Community Reporters 

• Local Giving 

• Sustainable Events 
 

Other income 
generating services 

Community Reporters 

Contact details Teresa Wilson (People’s Voice Media) 
People’s Voice Media 
0161 230 1430 
theresa@peoplesvoicemedia.co.uk 
 
Hannah Powell (Communications Worker) 
Macc 
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hannah@macc.org.uk 
0161 834 9823 
www.macc.org.uk 

 

PRODUCT/SERVICE  
Project 
 

Preparing to Teach in the Life Long Learning Sector (PTLLS) 
Training 

Organisation 
 

Macc 

Key Contact Martin Preston 

Contribution to the 
TLI programme 
 

Developing Saleable Infrastructure Products 
Addressing Quality Issues and Demonstrating Impact 

 

Key elements of the 
product/service 
 

Infrastructure organisations have staff trained in Level 3 Award in 
Preparing to Teach in the Lifelong Learning Sector (PTLLS).  
The qualification has been developed to meet a requirement of the 
Further Education Teachers’ Qualifications (England) Regulations 2007 
and related contractual requirements introduced by the Skills Funding 
Agency at the same time. Achieving the qualification will provide 
sufficient evidence that an individual has acquired the necessary skills 
and knowledge to enable them to teach beyond an initial year in the FE 
sector. The course is made up of 4 units: 

• Unit 1: Roles, responsibilities and relationships in lifelong learning 

• Unit 2: Understanding inclusive learning and teaching in lifelong 
learning 

• Unit 3: Principles of assessment in lifelong learning 

• Unit 4: Using inclusive learning and teaching in lifelong learning 
 

Steps taken to make 
this happen 
 

11 staff members of TLI partners and other VCS organisations enrolled 
on the course.   

Customer/user 
 

Participants on training courses delivered by PTLLS qualified staff 
members. 

What goals does 
the product/service 
help the 
customer/user 
achieve? 
 

PTLLS will help TLI partners to: 

• Build their capacity to deliver high quality teaching and learning 

• Structure training better, recognising and understanding individual 
learners needs and keeping a more detailed record of attainment. 

• Enable them to sell training to groups and individuals within and 
outside Manchester 

• Develop the skills and expertise of individual staff members and 
volunteers. 
 

What will make this 
product do better 

• If competing with other training providers, PTLLS give organisations 
professional standing. 
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than current 
alternatives? 
 

• Training Centres which are OFSTED registered such as GMCVO 
require all trainers to be qualified to PTLLS standard as a minimum. 

3. RESEARCH 
What alternatives 
exist for the 
product/service 
 

 

Potential for growth 
 

• Develop new in house training courses using PTLLS. 

• Develop accredited external training courses through training in the 
next levels. 

• Macc is negotiating with WEA to develop an active citizenship 
course based on the need for co production of service;  expanding 
the income generation training  and updating a campaigns training 
course. 

3. ANALYSIS 
Resources required 
 

Not known. 

Pricing Structure Macc has a pricing structure in place for training courses. 
 

Profitability/ 
margin 

Not known. 

Anticipated sales Not known. 
Quality assurance  
4. DEVELOP 
How will the 
business model be 
developed? 

Currently no business model 

5. LAUNCH 
 
Marketing/branding 
 

None at this stage. 

Licensing or 
franchising 
opportunities 

No. 

Funding Fair 
September 2013 

No 

Links with 
Manchester 
Community Central 

• Advertising training opportunities through Manchester Community 
Central portal. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

 

Other income 
generating services 

• Affinity Scheme 

• Training 

• Membership 
 

Contact details 
 

Martin Preston 
Macc 
martin@macc.org.uk 
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0161 834 9823 
 

 

 

PRODUCT/SERVICE  
Project 
 

Safe Induction Service 

Organisation 
 

Gaddum Centre 

Key Contact Jim Bevis 
 

Contribution to the 
TLI programme 
 

• Developing saleable infrastructure product 

• Addressing quality issues and demonstrating impact 

• Value for money 
 

1. CONCEPT 
Key elements of the 
product/service 
 

• Provision of affordable quality induction training to the sector 
through the provision training in first aid, health and safety and fire 
safety.   

• A course will be scheduled every monthly so each course will be 
delivered 4 times a year. 

• This service is linked to the CRB/DBS Safe recruitment service so 
that staff and volunteers within organisations can undergo timely 
training in the first few months of their employment/placement. 

• Ability to book training courses directly on the CRB Manchester 
website www.crbmanchester.co.uk  
 

Steps taken to 
make this happen 
 

• Two trainers (Jim Bevis and Rob Bulman) undertake train the 
trainer courses which will be completed in September once they 
have completed PTLLS training. 

• 150 free training places delivered across the three courses offered 
to TLI partners and the wider VCS in Manchester. 

• Development of CRB Manchester website so that details of all 
courses are uploaded.   

•  
Customer/user 
 

• Any VCS organisation which doesn’t have a qualified in house 
trainer. 

What goals does 
the product/service 
help the 
customer/user 
achieve? 
 

• Ensure all staff go through a quality induction programme which will 
reduce an organisation’s liability. 

What will make this 
product do better 
than current 
alternatives? 

• Cost of these courses is approximately one quarter of equivalent 
price of courses run by competitors such as St John’s Ambulance. 

• Delivered by a VCS organisation for VCS organisations 

• Link to the CRB/DBS checking service. 
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 •  
2. RESEARCH 

What alternatives 
exist for the 
product/service 
 

• Several national training providers such as St John’s Ambulance, 
British Red Cross, Fire Service.  

Potential for growth 
 

• Develop a training exchange where other VCS organisations can 
exchange places for their own courses where appropriate. 

• Using webcasting to provide pay per view training.  Rob has been 
successfully broadcasting live events on the web. 

• Extend the range of training courses provided and develop a 
separate arm within Gaddum Centre called “Charity Learning” 

• Look at bringing other organisations on board as trainers. 

• By maintaining a database of participants reminders can be sent 
when refresher training is due. 

• Deliver onsite training for larger organisations. 
 

3. ANALYSIS 
Resources required • Resources to develop an online booking system which is 

comparable to larger commercial competitors. 

• A part time post to develop and market the service.  Important to 
have at least one person involved with the project who is on a 
longer term contract. 

 
Pricing Structure • Expected charge for courses after the first 150 free places is 20-30 

per course with  discount for booking all three together as an 
induction package. 

• To assist in sustaining the events training will be offered to the 
commercial sector at a higher market rate to support the overall 
cost of the training and overheads. 

• Need to undertake more research on pricing structures to compare 
pricing structures across different markets. 

 
Profitability/ 
margin 

Profits from the service can be reinvested in increasing the pool of 
trainers to deliver the core training and extending the range of courses. 
 

Anticipated sales • Its expected that the initial courses will have between 15-20 
participant places available, although up to 40 can be 
accommodated for if demand is higher. 

• Expect between 900/1000 people to go through the training per 
year. 
 

Quality assurance All courses have feedback forms as standard and initial courses will 
have a more detailed mini focus group to evaluate the courses. 
 

4. DEVELOP 
How will the business 
model be developed? 

 
 

5. LAUNCH 



 48 

 
Marketing/branding 
 

• Delivery of 150 free places is a marketing exercise in itself. 

• Places will be advertised through Manchester Community Central 
and www.crbmanchester.co.uk website as well as marketing 
directly to VCS organisations who use the CRB checking service. 

• Gaddum’s work delivering other training events provides them with 
a good network of contacts to publicise the courses. 

• Each course and content will be described in detail on the CRB 
Manchester website. 

• Need to establish branding. 
Licensing or 
franchising 
opportunities 

• No currently looking to franchise, however, in theory the model 
could be sold to other infrastructure organisations. 

Funding Fair 
September 2013 

 

Links with 
Manchester 
Community Central 

Clear links advertising training through Manchester Community Central 
website. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

• CRB/DBS Checking Service 

• Affinity Scheme 

• STAR Standard 
Other income 
generating services 

Potential to generate income through other training courses such as 
bereavement counseling in statutory agencies and schools. 
 

Contact details 
 

Jim Bevis (Deputy Chief Executive) 
Gaddum Centre 
0161 834 6069 
info@gaddumcentre.co.uk 
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PRODUCT/SERVICE  
Project 
 

Social Impact Audit and Advisory Service 

Organisation 
 

Equalities Hub 

Key Contact Mark Nesbitt 
 

Contribution to the 
TLI programme 
 

• Developing saleable infrastructure products 

• Addressing quality issues and demonstrating impact 

• Value for money 
 

1. CONCEPT 
Background Social Value Audit is a process which collects, analyses and interprets 

descriptive, quantitative and qualitative information gathered in order to 
produce an account of an organisation’s social, environmental and 
economic performance and impact.   The process includes an external 
audit of reviewing and verifying the organisation’s Social Accounts at the 
end of each social accounting period.  
 
Social value is increasingly being used in procurement processes to 
help the local authority and VCS to think about social value.  In 2012 the 
Government put into place the Public Services Social Value Act which 
refers to social value. 
 

Key elements of the 
product/service 

- Carry out social audits for organisations to enable them to gain a 
Social Value Mark.  This ensures that their social impact and value 
is reportable under a clear set of guidance and national standards. 

Steps taken to make 
this happen 
 

• Through the Social Audit Network (SAN) 5 individuals from different 
Manchester VCS infrastructure organisations have been trained as 
‘Social Accountants’.  This training has provided them with 
accreditation to support organisations through a Social Impact Audit 
process.  Following on from this process a verified ‘Social Auditor’ 
from SAN will come into the organisation for a day to verify the 
outcomes.     

• 2 service awareness sessions have been run attended by 30 
Manchester organisations via SAN, to publicise and raise 
awareness of the new service.  

• Each advisor is in the process of completing three free social 
impact and value audits with local VCS organisations which are 
reportable under an approved set of guidance and national 
standards. 15 SAN Guides will be produced to support the first set 
of accounting audits. All 15 audits will be completed by March 2014. 

• Once the first audits have been carried out the accountants will 
attend further SAN Auditor training which will give them 
accreditation to complete the verification audit at the end of the 
process. 

• Once the free audits and training has been completed the trained 
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accountants have the opportunity to be trained as ‘Social Auditors” 
to enable them to verify the outcomes of the Social Audit process. 

 
Customer/user 
 

• Initial focus on Manchester VCS organisations. 

• Free sessions will be delivered to any local VCS organisation who 
has shown an interest.  This includes the organisation’s who the 
trainers are employed by.  

•  Paid for service could be offered on a local, regional, national level.  
Experience of some social auditors is that they are working at an 
international level. 

• Primarily aimed at VCS organisations but the service can also be 
sold into the public private sector. 
 

What goals does the 
product/service help 
the customer/user 
achieve? 
 

• Understanding the social value process and the benefits this can 
bring to your organisation. 

• Changing from the old approach of counting outputs to measuring 
outcomes. 

• Measuring and publicising the real outcomes and the impact of your 
organisation’s corporate social responsibility strategy. 

• Have externally validated evidence of the real value of the 
organisation's stated corporate mission, beliefs and value social 
investment and ensure that the organisation is including the 
concern for social, economic and environmental responsibility.  

• Once the first report has been completed, organisation’s will have 
the framework to be able to do the audit themselves year on year 
and just pay for an auditor to come in for a day or two to verify the 
results. 

 
What will make this 
product do better 
than current 
alternatives? 
 

• Currently there are no other Social Value Auditors trained through 
the SAN in Greater Manchester. 

2. RESEARCH 
What alternatives 
exist for the 
product/service 
 

• There are several different social value frameworks driven by 
government legislation which are being used already.  For 
example, ‘Make it Happen Consultancy’ set up by Nicola Dickens. 

• The National Lottery use a ‘social outcomes framework’ for how 
they would want to demonstrate social values and outcomes. 

Potential for growth 
 

• The concept is to get as many VCS organisations to go through the 
process as possible. 

• Commissioners in Salford, Liverpool and Oldham have integrated 
the framework into their processes. 

• At our request the Equalities Team Manager has discussed with 
the Head of Procurement and Hazel Summers integrating social 
value within Manchester City Council’s Procurement Framework, 
using Oldham MBC’s Framework as a driver. 

• MCC Equalities Team are considering the use of Social Accounting 
as part of their evaluation of their Equalities Funding Programme, 
so we hope to pick up some further requests by December 2013. 
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• We have met and discussed social value and procurement with 
Nigel Rose (Commissioning Strategic Lead at Macc) to see how 
this can be progressed through the infrastructure contract.  

• Clear links with corporate social responsibility (CSR).  Mark has 
had three discussions with leads within the private sector who have 
got CSR strategies. 

• Offered a free audit to the Big Life Company for their Self Help 
Service.  If successful, then they may be interested in paying to go 
through the process for their other services. 

• Once trained as social auditors there is potential to be able to 
travel anywhere regionally, nationally or internationally to audit 
social impact assessments. 

3. ANALYSIS 
Resources required Some resources will be needed to coordinate the trainers, develop the 

governance structure and market and promote the service. 
 

Pricing Structure This is in development.  Will include a sliding scale from free to a 
higher cost for large VCS organisations and public and private sector 
organisations.  The approximate cost will be 250-300 per day for public 
sector to go through the process to develop social accounts.  It takes 
approximately 8 days. 
 

Profitability/ 
margin 

- Until the governance structure is agreed it is unclear where the 
service sits and who makes decisions regarding pricing and 
whether the money goes directly to the freelancers or the 
organisation. 

- Further work needs to be undertaken to develop a more detailed 
business plan. 

 
Anticipated sales Further work needs to be undertaken to develop a more detailed 

business plan. 
 

Quality assurance This ensured through the accreditation process managed by SAN. 
 

4. DEVELOP 
How will the 
business model be 
developed? 

Decisions need to be made on: 

• Governance: It is currently not clear on who owns the service.  
Mark’s preference would be to develop a cooperative model with 
Directors of a Company.  Next step between now and April would 
be to develop a legal structure. 

• Where the service sits: Unsure whether it should be branded 
individually as a standalone product, or whether it should be 
branded up as Manchester Community Central. 

5. LAUNCH 
Marketing/branding 
 

• There has been no strategic decision on who to engage with.  The 
free audit service has been advertised across TLI partners, 
Manchester Community Central Bulletins, GMCVO, Manchester 
BME Network, Together Works as well as across Twitter and other 
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social networks i.e. Yammer. 

• There is a draft leaflet which is currently un-branded. 

• There is no clear marketing strategy yet.  Further support needed 
around marketing, promoting, branding. 

 
Licensing or 
franchising 
opportunities 

No license.  It is affiliated to the Social Audit Network and it is possible 
to use their logo. 

Funding Fair 
September 2013 

Possibility to promote the social impact audit tool. 

Links with 
Manchester 
Community Central 

• See above. 

• Could potentially link with the affinity scheme. 

6.  ADDITIONAL INFO 
Potential links with 
other TLI services 

• Affinity Scheme 

• Community Reporters 

• Social Investment Readiness Programme 

• Sustainable Events 

• STAR Standard 
 

Other income 
generating services 

 

Contact Details 
 

Mark Nesbitt 
07528130349      
mark@p3tc.co.uk 
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PRODUCT/SERVICE  
Project 
 

Social Investment Readiness Programme 

Organisation 
 

Together Works 

Key Contact Ben Crouch 
 

Contribution to the 
TLI programme 
 

Enhancing relationship with private sector 
Increasing corporate and/or individual giving/investment 
Keeping investment within the local economy 
 

1. CONCEPT 
Key elements of the 
product/service 
 

• Support for local VCS organisations to attract social investment 
financing. 

• Support Manchester-based organisations to improve their 
business plans and pitch-readiness, with a chance to pitch to 
Social Investors for feedback at a Dragon's Den-style event. 

• An online information hub with downloadable resources including 
a diagnostic tool. 

• A knowledge hub in Manchester for TLI partners and other VCS 
organisations to learn how to position themselves for social 
investment. 
 

Steps taken to make 
this happen 

• Initial report which identified opportunities, barriers, and 
challenges to enable the VCS to understand and potentially utilize 
social investment finance. 

• A training needs analysis carried out with 6 organisations. 

• 1 day workshop programme on how to write a Social Investment 
Business Plan. 

• Dragons Den style event which includes workshops at which 
organisations will be supported to improve their business plans 
and to construct robust financial forecasts.  Participants will learn 
to communicate their ambitions clearly, and they will have the 
opportunity to pitch to seven social investors in a 'Dragons Den' 
style format and to learn more about social investment from the 
Dragons.  13 organisations are going through this process. 

• Increasing sector knowledge and access to social investors 
through funding fair. 

 

Customer/user 
 

• Primarily Manchester based VCS organisations.  

• Potential to expand into Greater Manchester. 
 

What goals does the 
product/service help 
the customer/user 
achieve? 
 

• Diversify income generation 

• Make organisation’s more investment ready through better 
business planning etc. 
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What will make this 
product do better 
than current 
alternatives? 
 

• No current alternatives. 

2. RESEARCH 
What alternatives 
exist for the 
product/service 
 

• Research has shown that there is a very low uptake of social 
investment in Manchester compared to other areas.   

• Social Incubator North have offered 3k in grant financing in front 
of loan financing as an enabler for organisations to develop 
ideas.  Only two proposals were received from Manchester 
based organisations. 

• No other organisations in Manchester are working on social 
investment other than the social investors themselves and they 
are struggling to engage with VCS providers. 
 

Potential for growth 
 

Opportunities 

• Expanding the programme wider to look at social enterprise 
support.  Support a number of VCS organisations in developing a 
social enterprise offer to attract social investment financing.  
Together Works are in a good position re: relationships and 
supporting processes. 

• Together Works are tailoring the approach to focus on beneficial 
outcomes from the programme e.g. internal focus on making 
sure organisations are investment ready through sound financial 
accounting, business planning, governance.  

• There is a potential for working with charities with reserves and 
combining social investment with social enterprise development 
to generate income. 

Threats 

• Feedback from social investors is that there is a willingness to 
invest but a lack of interest.  Current demand is very low because 
the market is quite slow and risk averse.  There isn’t the appetite 
for taking on loans.  structures and an external focus on 
marketing, competitors etc. 

• Changes in health and social care mean that cash flow 
limitations have a very big impact.  Social investment financing to 
replace some big public sector income streams isn’t sustainable.   

• Culture change is needed in Manchester both with 
commissioners and with helping Social Investors understand the 
VCS better. 

• There are a lack of commercially feasible ideas coming from the 
sector.  This is because organisations have a lot of contend with 
including: 

o The degree of change organisations are having to adapt 
to 

o Increase in demand for services 
o Changes in commissioning structures 
o Risk averse environment 
o Innovation averse environment 
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o Capacity taken up with dealing with structural risks 
 

3. ANALYSIS 
Resources required Additional resources needed to continue development. 

 
Pricing Structure No pricing structure in place. 

 
Profitability/ 
margin 

• No current scope for profitability.  Need to review and adapt the 
offer. 

• Because there is little appetite for social investment within the 
current climate, organisations are not willing to pay for this 
service 

• In theory, Together Works could take a percentage of the 
investment as a commission if organisations were successful in 
attracting investment through this programme. However, this 
would be unethical if the investment did not lead to a sustainable 
project or if the organisation was unable to sustain the loan 
repayments. 

  
Anticipated sales There is a demand for this, as long as the service is not charged for. 

 
Quality assurance Will be using the social impact audit process to audit social value. 

 
4. DEVELOP 
How will the business 
model be developed? 

This is a new area and a lot of learning is being done on the job.  
Ideas at still at the first stage at the moment and being tested. 
Need to go through a feasibility study. 
 
 

5. LAUNCH 
Marketing/branding 
 

Information has been circulated via the Together Works newsletter 
(600 copies), Manchester Community Central and TLI networks, 
press releases, individual contacts and launch event. 
 
Product needs to be piloted before a marketing strategy is 
developed. 
 

Licensing or 
franchising 
opportunities 

Potential for there to be a Greater Manchester remit for Together 
Works – could work with other infrastructure organisations and 
franchise out the model, providing support and consultancy advice to 
match people up. 
 

Funding Fair 
September 2013 

Together Works will be delivering a workshop on social investment 
and social investors will be available for organisations to talk to 
directly at the Funders Fair. Hope to be able to offer 1:1 surgeries 
with social investors. 
 

Links with 
Manchester 
Community Central 
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6. ADDITIONAL INFO 
Potential links with 
other TLI services 

• Social Audit and Advisory Service 

• Community Reporters 
 

Other income 
generating services 

No other income generating services.  Going from large NWDA 
contract to a self sustaining entity.  Have developed an income 
generating strategy for the future.  .  Living with a long legacy of free 
training so need to change culture towards income generation 
through paid for services and training. 
 

Contact Details 
 

Ben Crouch 
Together Works 
0161 273 3237 
ben.crouch@togetherworks.org.uk  
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PRODUCT/SERVICE  
Project 
 

Spirit of Manchester Awards 

Organisation 
 

Macc 

Key Contact Hannah Powell 

Contribution to the 
TLI programme 
 

• Enhancing the relationship with the private sector 

• Increasing corporate and/or individual giving/investment 

• Keeping investment within the local economy 
 

 

Key elements of the 
product/service 
 

The Spirit of Manchester Awards is a series of awards for Manchester's 
voluntary and community sector. They are supported by the Voluntary 
Sector Assembly and managed by Macc.  

The awards will be presented at a special ceremony on Thursday 26th 
September which will include short films of the shortlisted nominees 
made by the Manchester Community Reporters. Five prominent judges 
have been confirmed including the Lord Mayor of Manchester who will 
be presenting awards on the night. 
Volunteering 

• Volunteer of the year – outstanding contribution 
Private sector 

• Small business of the year – commitment to corporate social 
responsibility 

Voluntary and community sector organisation 

• Best user involving organisation 

• Most successful campaign  
Collaboration  

• Best partnership initiative/collaboration (public and VCS, private 
and VCS, VCS and VCS)  

Lifetime achiever  

• Someone who has made an important contribution to the sector 
over the years. 

 

Steps taken to make 
this happen 
 

• As part of research into the need for an award people on the streets 
of Manchester were interviewed by Community Reporters. 

• Clear criteria drafted for the award categories and nomination forms.  

• Judges identified. 

• Look at the potential for any sponsors – MEN, co-op etc 

• Draw up criteria of who we would include - ethics 

• Online nominations invited directly from voluntary and community 
groups in Manchester and volunteers.  

• Applicants  shortlisted by a panel of independent judges against a 
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scoring sheet.  

• Manchester Community Reporters worked with the three shortlisted 
applicants in each category to develop a short film.  This will be used 
to develop pages on the group which will be hosted on the 
Manchester Community Central website. The public can then vote 
for their favourite, they will be also encouraged to donate either 
money or their time to the group/organisation. 

• All shortlisted applicants will be invited to the ceremony and winners 
will be announced at the event. They will be presented a certificate, 
sticker for their window, electronic logo to use on their emails, 
website and documents and a trophy (?). We will do features on all 
the winners in the Autumn Newsletter and also send press releases 
and photos to local press. 
 

Customer/user 
 

Manchester VCS and local businesses 

What goals does 
the product/service 
help the 
customer/user 
achieve? 
 

These awards are a way of celebrating and highlighting all the excellent 
work being carried out in Manchester’s voluntary and community sector 
(VCS). As well as providing recognition to the sector in these hard times, 
we want to raise the profile of the sector amongst the general public and 
encourage local giving and active citizenship. 

The aim is to strengthen the relationship between the private and the 
voluntary and community sector through the award with future 
sponsorship opportunities and recognising company’s commitment to 
corporate social responsibility. 

 

What will make this 
product do better 
than current 
alternatives? 
 

Spirit of Manchester will focus on specific areas within the sector that 
aren’t currently represented in the other awards in the city (such as the 
council’s Be Proud Awards).  

4. RESEARCH 
What alternatives 
exist for the 
product/service 
 

None 

Potential for growth 
 

• The number of categories that could grow in future years. 

• The involvement and amount of sponsorship by the private sector 
could grow in the future. 

• The number of prominent local people involved in the awards could 
grow in the future. 
 

3. ANALYSIS 
Resources required 
 

• Capacity to organise and manage the event. 

Pricing Structure No 
Profitability/ 
margin 

No 
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Anticipated sales  
Quality assurance  
4. DEVELOP 
How will the 
business model be 
developed? 

Currently no business model. 

5. LAUNCH 
 
Marketing/branding 
 

The Awards were launched with a Spirit of Manchester logo designed 
specifically for this event. 

Licensing or 
franchising 
opportunities 

No 

Funding Fair 
September 2013 

No 

Links with 
Manchester 
Community Central 

Advertised through Manchester Community Central portal. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

• Community Reporters 

Other income 
generating services 

• Affinity Scheme 

• Training 

• Membership 
 

Contact details 
 

Hannah Powell 
Macc 
Hannah@macc.org.uk 
0161 834 9823 
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PRODUCT/SERVICE  
Project 
 

STAR Standard 

Organisation 
 

Macc 

Key Contact Tracey Rawlins 
 

Contribution to the 
TLI programme 
 

• Developing saleable infrastructure products 

• Addressing quality issues and demonstrating impact 

 
Key elements of the 
product/service 
 

• An externally assessed quality standard designed to enable voluntary 
sector groups to demonstrate their effectiveness and contribution to 
local agendas 

• Originally developed by Halton and St Helens Voluntary and 
Community Action, Macc has bought a license which enables them to 
develop a local version for Manchester in partnership with 
commissioners and VCSOs. 
 

Steps taken to make 
this happen 
 

• Macc purchased the license and has had all the materials branded as 
the Manchester STAR. 

• Macc workers due to be trained as mentors to support groups to 
achieve the standard on 24th September. 

• 10 groups identified to go through the Standard as part of the pilot.  
As part of the agreement each group has committed to mentor 
another group who is going through the process. 

• Once the pilot has been completed Macc will purchase Train the 
Trainer Audit training – this will be made available to other 
Manchester Infrastructure Organisations. 

• Office based reviews for 10 groups will be completed by March 2014. 
 

Customer/user 
 

• VCSOs based in Manchester.   

• Particularly aimed at VCSOs with no other quality marks. 

• Local commissioners 
 

What goals does 
the product/service 
help the 
customer/user 
achieve? 
 

• Demonstrate the quality of systems and services of VCSOs.  By 
achieving the STAR Standard organisations and groups can have 
confidence that they are ready and able to deliver their services to a 
recognised standard. 

• Highlights professionalism, demonstrates the difference and 
contribution made and makes the group competitive in an open 
tender market. 

• Identify any gaps and areas for development for VCSOs in order to 
improve delivery of services and access to funding opportunities 

• Offers a kite mark for local commissioners.   

• Gives commissioners confidence that groups operate at a high 
standard, meet legal requirements and are well managed, effective 
and financially sound. 
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• Gives commissioners assurance that money spent with an accredited 
group is money spent with a professional group that delivers a quality 
service for the local community. 
 

What will make this 
product do better 
than current 
alternatives? 
 

• Macc will be the only licensed organisation in Manchester to offer the 
STAR Standard. 

• The process is designed to be simple and at can progress at the 
organisations pace. 

• It is much cheaper than other equivalent quality marks. 

• Particularly suitable for VCSOs who have no other quality marks but 
who may wish to work towards other quality marks in the future. 

• STAR will be recognised by local commissioners and is written into 
the Infrastructure tender. 

• There are no other quality marks that are Manchester specific.   

• The content of the audit can be tweaked for commissioners specific 
needs. 

• Halton CVS are on hand with guidance and support for roll out of the 
Standard and how to develop a business model. 
 

1. RESEARCH 
What alternatives 
exist for the 
product/service 
 

• No alternative quality marks that are Manchester specific. 

• National alternatives such as Picasso are much more involved and 
would be the next step for organisations to progress to. 

Potential for growth 
 

• Looking to get Standard recognised by commissioners for the CCG 
grants.  Future grants will include Regen Cash Grants and longer 
term Youth Fund, Community Association etc. 

• Work with local public sector commissioners to develop the 
Manchester STAR Standard as a kite mark.  This will improve groups 
chances to compete for public sector contracts and enable 
commissioners to see the value in VCSOs work. 

• Commissioners paying Manchester Community Central to support 
organisations who are commission ready to go through the process. 

• Extend into Greater Manchester.  With Halton’s agreement there is 
potential to train others within Greater Manchester on how to support 
groups through the process. 

3. ANALYSIS 
Resources required 
 

• Looking to subsidise the cost of going through the process through 
Awards for All Grant or similar. 

• Admin costs for photocopying resources quite significant. 

• Capacity to manage the process approximately 1 day per week. 

• Extra resources will have to be bought in if there is a high demand. 
 

Pricing Structure • Development of pricing structure underway.  Will be able to base on 
Halton model.   

• Discounts for the Standard will be available through Macc 
membership. 
 

Profitability/ • Work in progress. 



 62 

margin 
Anticipated sales • Not known. 

 
Quality assurance • All audits are completed with a site visit by an external auditor which 

is currently from Halton. 
4. DEVELOP 
How will the 
business model be 
developed? 

• Halton are able to provide guidance and resources on how to develop 
a business model. 

• There needs to be a commitment long term to make the service 
sustainability.  Plan to buy the license for 3 years. 
 

5. LAUNCH 
 
Marketing/branding 
 

• All the documentation has been branded as Manchester STAR 
Standard and professionally printed. 

•  
Licensing or 
franchising 
opportunities 

• Intellectual property rights are owned by Halton. 

Funding Fair 
September 2013 

 

Links with 
Manchester 
Community Central 

• Manchester Community Central team are being trained as STAR 
mentors. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

• Affinity scheme 

• CRB/DBS Safe recruitment service 

• Cross Sector Relationships 

• Most significant change outcomes model 

• Safe Induction Service 

• Social Impact Audit 

• Sustainable Events Audit 
Other income 
generating services 

• Affinity Scheme 

• Training 

• Membership scheme 
 

Contact details 
 

Tracey Rawlins 
Manchester Community Central Manager 
tracey@macc.org.uk 
0161 834 9823 
www.manchestercommunitycentral.org.uk  
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PRODUCT/SERVICE  
Project 
 

Sustainable Events Audit 

Organisation 
 

MERCi 

Key Contact Caroline Downey 
 

Contribution to the 
TLI programme 
 

• Addressing quality issues and demonstrating impact 

• Developing saleable infrastructure products 

• Value for money 
 

1. CONCEPT 
Key elements of the 
product/service 
 

• A sustainable events management service for the Manchester VCS 
to ensure that the events and services they deliver either in their 
own facilities or in hired venues are as sustainable as possible. 

• This is one module of the Sustaining Change Audit developed by 
MERCi. 

Steps taken to make 
this happen 
 

• Free Sustaining Events Training for organisations that run 
community buildings. 

• Free Sustainable Events Audit for four VCS organisations. 
Customer/user 
 

• Any Manchester based VCS organisation with at least one member 
of staff and a building. 

• SC was already operating at Greater Manchester level so to be 
commercially viable there is a need to continue to provide the 
service beyond Manchester  
 

What goals does the 
product/service help 
the customer/user 
achieve? 
 

• Improved environmental performance 

• Costs savings through resource efficiencies 

• Increased marketing advantage when promoting events and 
services. 

• Improved engagement in the wider sustainability agenda. 
What will make this 
product do better 
than current 
alternatives? 
 

• Specifically tailored to the needs of the VCS 

2. RESEARCH 
What alternatives 
exist for the 
product/service 
 

• Sustainable Change Coop 

• Groundwork 

• Action for Sustainable Living 

• Federation of Small Businesses 

• Within other sectors Sustainability Teams are being set up e.g. 
National Union of Students and Housing Associations. 

• Manchester City Council promotes Groundwork’s Environmental 
Business pledge 

• Social Value audits provide an alternative for 1 module of the 
MERCi’s Sustaining Change Audit programme. 
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Potential for growth 
 

• There are over 600 community venues in Manchester which would 
meet the criteria to undergo the Sustainability audit. 

• Need to link with Sustainability Teams in other sectors. 

• Engaging with commissioners.   
o New Economy have a cost/benefit analysis for 

commissioners – fiscal, economic, social – no 
environmental analysis. 

o Link to MCC commissioning.  MERCi could act as an 
external verifier for Sustainability Audits. 

• Expansion of training, however, a lot of training is linked to national 
standards such as BS Standard and IEMA which is very expensive. 

• “Manchester A Certain Future” – Manchester Action Plan for 
Climate Change. 

• Steady State Manchester 

• Growth of social value audits as a mechanism to measure impact. 

• Manchester Business School is promoting sustainability in the 
business world. 

• Manchester City Council is changing emphasis to being place 
oriented. 

3. ANALYSIS 
Resources required • Need to move away from a paper based audit system to electronic 

to reduce overheads and time taken to administer the process. 

• Main issue is capacity to develop the service further – have set up 
a database of freelance consultants 

Pricing Structure • There is a tiered pricing structure which was developed during the 
business planning process.  
 

Profitability/ 
margin 

• It is unlikely that there will be a significant uptake of this service 
within the VCS unless it is subsidised by funding. 

 

• Could get earned income from training. 
Anticipated sales • Dependant on cost.  It is unlikely that people will pay for the service 

in the current climate. 
Quality assurance • Currently only Caroline doing the audits. 

 
4. DEVELOP 
How will the 
business model be 
developed? 

MERCi  has spent a considerable time developing the Sustaining 
Change Programme Earned Income Strategy, of which the sustainable 
events is one aspect. 
There is a question however of how far it can be taken forward with 
such limited resources on an ongoing basis. 
 
Need to look at incentivisation for continuing the process.  Potential for 
organisations to make dramatic cost savings through the audit needs to 
be promoted and sold. 
 

5. LAUNCH 
Marketing/branding • Branded as part of the wider audit tool. 
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 • Looking to launch at the end of September. 

• Marketing is key.  Need to know the target audience better. 
 

Licensing or 
franchising 
opportunities 

• Have looked at whether it can be accredited to a standard e.g. 
WWF, Centre for Alternative Technology, IS Standards (ISO 14001 
commercial equivalent). 

• BS Standard is very expensive (approximately 10k). 
Funding Fair 
September 2013 

• Will have a range of products which will be promoted. 

Links with 
Manchester 
Community Central 

• We would expect Manchester Community Central to promote our 
services and for us to be on the supplier lists 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

• Affinity Scheme 

• Social audits 

• Star Standard 
 

Other income 
generating services 

Herbie, Bridge 5 Mill Centre for Sustainable Living 

Contact details Caroline Downey (Executive Director) 
MERCi 
0161 273 1736 
carolined@merci.org.uk 

 



 66 

 

PRODUCT/SERVICE  
Project 
 

Trainee Placement Service 

Organisation 
 

Gaddum Centre 

Key Contact Kirsty Middleton 
 

Contribution to the 
TLI programme 
 

Developing saleable infrastructure services 
 

4. CONCEPT 
Key elements of the 
product/service 
 

• A service that will enable and support placements for trainee social 
workers and psychological therapists throughout the VCS in 
Manchester.   

• Qualified Practice Educators provided for trainee social workers and 
Clinical Supervisors for trainee Counsellors/Play Therapists. 

• Training and ongoing support provided for Work Place Mentors. 

• Resource library. 

• Placements due to start in January 2014.   
 

Steps taken to make 
this happen 
 

• Project Coordinator appointed (Kirsty Middleton) and Practice 
Educators recruited. 

• Resource library developed. 

• Initial scoping exercise to identify placements and link providers with 
Practice Educators. 

• Information workshops delivered for organisations interested in 
joining the service.  Workshops supplemented by questionnaires for 
those unable to attend. 

• Workshops preparing providers for placements to be delivered. 

• Liaison with universities regarding placements, learning criteria, 
induction processes. 

• Two meetings planned for November and December to work with 
organisations in preparation for the placements. 

• Information leaflet in development. 
 

Customer/user 
 

• Any VCS organisation who does not have an appropriately qualified 
Practice Educator or Clinical Supervisor on their team. 

• Particularly targeting smaller organisations who do not currently 
have social worker placements or may not even think of themselves 
in social work terms. 

• Although the service may be made available to organisations in 
Greater Manchester it is not anticipated offering it beyond the City in 
the first year. 
 

What goals does 
the product/service 
help the 

• Service users will be able to access a greater level and range of 
support. 

• Trainee placements enable increased case work numbers and 
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customer/user 
achieve? 
 

positive outcomes. 

• Trainees bring fresh ideas and enthusiasm to the organisation. 

• Help organisations who have not previously had a social worker 
placement to understand the process and receive support in 
managing the process. 

• Offers a holistic approach for students in a small team or if they are 
the only student there. 

• Students who have previously been reluctant to undertake 
placements when they are the only student are more desirable due 
to the training/support sessions which reduce any sense of isolation.  

What will make this 
product do better 
than current 
alternatives? 
 

• Service is specifically targeted at smaller VCS organisations and 
delivered by a VCS organisations.  

• Gaddum Centre’s extensive networks and contacts. 

• University placement units don’t approach the smaller VCS 
organisations this service is engaging with. 

• Strong links between practice educators and social work 
universities. 
 

5. RESEARCH 
What alternatives 
exist for the 
product/service 
 

• Placement service through the universities, however this doesn’t 
have the reach into the sector. 

Potential for growth 
 

• Roll out beyond City of Manchester. 

• Develop bespoke training programmes. 

•  
3. ANALYSIS 
Resources required • To be reviewed. 

 
Pricing Structure The fee paid to VCS for each 100 day social work placement is 2,800.  

50% of this will be used to finance the provision of a Practice Educator, 
the remainder paid to the VCS organisation providing a placement. 
 

Profitability/ 
margin 

• Currently the project is resource heavy while it gets resource 
provision right and makes connections with organisations. 

• Once placements are in place there is a clear payment process. 
 

Anticipated sales Not known at this stage. 
 

Quality assurance • All college programme providers have quality assurance systems 
and this information will be used to ensure continuous development 
in terms of student experience. 

• Feedback will be invited from workshops and in writing at mid point 
and at the end of the placement. 
 

4. DEVELOP 
How will the 
business model be 
developed? 

This is still in early stages of development.  
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5. LAUNCH 
 
Marketing/branding 
 

• The scheme will be marketed through VCS networks and also 
through Gaddum’s current contacts with university and college 
programmes. 

Licensing or 
franchising 
opportunities 

• Information resource could be branded and rolled out. 

Funding Fair 
September 2013 

Potential to advertise service there. 
 

Links with 
Manchester 
Community Central 

Website and information sharing via the website. 

6. ADDITIONAL INFO 
Potential links with 
other TLI services 

Community Reporters 

Other income 
generating services 

Potential to generate income through other training courses such as 
bereavement counseling in statutory agencies and schools. 

 
Contact details 
 

Kirsty Middleton 
Gaddum Centre 
0161 834 6069 
kirsty@gaddumcentre.co.uk 
www.gaddumcentre.co.uk  

 


