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Summary

2.1 Our Objectives

We are a social enterprise inspiring people to be their
best. Every one of us can be an inspiration. We encourage
people to realise their dreams and ambitions.

Creating and maintaining social value is core to what we do.

VfM is now so embedded in our culture and so integral to our planning, monitoring and delivery processes 
that we no longer have a separate VfM strategy, it’s in our DNA.

2.3 & Social Value report:

Bromford Deal adds social 
value to 4,289 customers’ lives: 

Social value of £39.4m delivered 
by our support services, jobs 
and skills services and new 
homes = a return of £8 for 

every £1 invested

3.3 & 7.2: We have a
good understanding of the 

return on our assets:

Refined analysis of performance 
for all of our assets

5 year rolling programme for 
proactive asset management 

5.1: Our three VfM metrics 
continue to meet our 

targets:

Customer advocacy - 91.3%
Core operating margin - 40%
Income retention -78p per £1 

additional income

5.2 & 6: Further improvement in 
financial strength:

Cost per social home maintained at 
£2,500 for last 5 years

Cash self-sufficiency- net reduction 
in loans

Aa3 credit rating
£64m invested in providing 675 new 

homes, 50% of the cash needed came 
from our profits, only £4.5m from 

grant

3.4: Procurement savings 
over £18m:

New 2014 savings include- 
£1.6m kitchen and bathroom 

replacements, £1.1m 
professional services & £0.6m 

for building materials

5.4, Benchmarking report,
VfM scorecards and Customers 

“tell us how it really is”:
Transparency of our VfM 

approach and how we 
measure areas of success or 

improvements :

Tailored to our stakeholders
Evidencing our embedded 

approach
8: Governance and 

performance management 
to drive and deliver 

improved VfM: 
Board ownership

Customers and stakeholders 
involvement

4: VfM plans for the next 5 years:

All customers benefiting from Bromford 
Deal

Continue improvement in operating 
margins through further efficiencies

£360m Investment in new homes with 
minimal grant

Measure social value of more services 
and direct resources where most value 

added 
Proactive asset management plans 

delivered
Business system improvement 

programmes delivered
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For a quick overview of Bromford’s VfM statement , click here to read our 2014 VfM infographic

Annex 1: Benchmarking report
Annex 2: Our VfM scorecards

http://www.bromford.co.uk/media/1468385/VfM-infographic-2014.pdf
http://www.bromford.co.uk/media/1468388/Annex-1-2014-VfM-Self-assessment-Benchmarking-report.pdf
http://www.bromford.co.uk/media/1468391/Annex-2-2014-VfM-Self-assessment-VfM-scorecard.pdf
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Bromford’s Board closely monitors the 
planning and delivery of VfM and makes 
decisions based on well supported VfM 
information. 

We consider that we perform well in delivering 
Value for Money.  Evidence for this is that we:

• have embedded VfM within Bromford, it 
is central to our Strategy and is part of our 
Bromford DNA

• have an established VfM planning framework 
which drives a year-on-year improvement in 
our operating margins by setting limits for cost 
increases while making appropriate allowances 
for risks to the business

• create added value for our customers who 
participate in the Bromford Deal and this 
remains fundamental to our strategy

• effectively manage and utilise our assets to 
create profits which we reinvest in new homes 
developed with little government subsidy

• have developed a ‘VfM’ matrix for our 
stakeholders and a ‘balanced scorecard’ 
measure for assessing VfM for them.

• consistently achieve good results on our key 
customer advocacy measure

• have one of the strongest core operating 
margins in the sector – a broad indicator of 
effective cost control 

• have a good understanding of our costs, of 
the performance of our assets and of our 
operating performance

• extensively benchmark our performance . We 
have had our benchmarking database validated 
by our external auditors.

• periodically receive external validation of our 
performance including our recent Aa3 credit 
rating from Moody’s and their Credit Focus 
Report setting out why we and Affinity Sutton 
alone in the sector have received this rating.

Value for money is a destination to aim for but the 
journey never ends. We continue to set ourselves 
stretching targets though our VfM planning 
framework, including :

• extending the scope and reach of the Bromford 
Deal relationship with our existing tenants, and 
starting to direct our resources to the services 
that add the most social value 

• implementing a rolling 5 year Proactive 
Asset Management (PAM) programme to 
improve the performance of our assets for our 
customers and the business.  This will involve 
disposals, redevelopment and remodelling, 
as well as a more focused targeting of our 
planned maintenance towards items which 
reduce the running costs of the home

• implementing new systems which will enable 
mobile and paperless working, improving 
service delivery and delivering efficiency 
savings

• keeping under review the business case 
for bringing more repairs activity in-house, 
building on the successes we have already 
achieved in this area

• refreshing our approach to contract 
management, to ensure that we maximise 
the savings achieved from our procurement 
activity

• using our independent internal auditors 
to extend the external verification of our 
performance 

We are very keen to develop further our ability 
to measure and assess the social value we create 
through our activity. The creation of social value 
is at the heart of our organisational purpose and 
improving our ability to measure and assess this 
– and ultimately allocate resources to maximise 
the social value created per £ invested – is a key 
project.

In this area we are on the start of a journey. This 
year, for the first time, we have produced a Social 
Value Report setting out our progress and our first 
measurements of the social value we create. Our 
focus is on the additional value we create by virtue 
of the outcomes we achieve for our customers 
rather than on the generic value we create by 
virtue of being a major employer and purchaser of 
goods and services. These are initial assessments 
and we still have work to do in refining our 
methodology, but they are a useful first step.

http://www.bromford.co.uk/media/1195344/Moodys-Credit-Focus_-FAQ-Affinity-and-Bromford.pdf
http://www.bromford.co.uk/media/1195344/Moodys-Credit-Focus_-FAQ-Affinity-and-Bromford.pdf
http://www.bromford.co.uk/media/1468397/Social-value-Summary.pdf
http://www.bromford.co.uk/media/1468397/Social-value-Summary.pdf


What VfM means 
for Bromford and 

its Stakeholders
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2.1 Our Objectives

Our statement of strategy has been updated and is available on our website. In summary :

What are we here for ?

We are a social enterprise inspiring people to be their best. Our primary objective is to create and 
maintain social value. Every one of us can be an inspiration.  We encourage people to realise their 
dreams and ambitions. 

What do we stand for ?

Be Good - we are an ethical business, a force for good; we work with integrity, trust and fairness; we 
respect people and our world and do our bit to make it better.  We add value to UK PLC

Be Brave -We are adventurous, creative and open-minded; we try new things and we’re positive 
about change; we stand up for what we believe in; we learn from our mistakes as well as our 
successes.

Be Different - We want to stand out from the crowd; we love different ideas, views and experiences 
– they feed our creativity and bring us solutions; we ask our colleagues to ‘add a bit of you’ in 
everything they do; we’re serious about what we do but we have fun doing it.

Be Commercial - Profitability and cash are essential – without them we wouldn’t be able to do what 
we do. We encourage everyone to “release their inner accountant “

What do we do ?

We have introduced the Bromford Deal with clear expectations that our customers will make a positive 
contribution to society through work, training or volunteering and we support those who need help to 
do this.  Just as we aim to encourage self-reliance in our customers, we will become more self-reliant, 
delivering a social return by providing new homes and services that contribute to positive outcomes in 
employment, education, health, social care and community safety. 

We want to reduce levels of welfare dependency, overcoming barriers to getting people into work.  We 
aim to make our homes accessible to people in low paid work.  We want to contribute to the creation 
of thriving, mixed communities that include role models of economically active tenants so we will be 
mindful of achieving a balanced blend of new residents, especially for major new developments. 
 
2.2 What does this mean for value for money ?

VfM is now so embedded in our culture and so integral to our planning, monitoring and delivery 
processes  that we no longer have a separate VfM strategy – it’s at the heart of our overall Strategy and 
Objectives, it’s in our DNA.  More detail about this is available in our 12/13 VfM assessment.

http://www.bromford.co.uk/media/1308481/Statement-of-strategy-2013-2018-update-march-14.pdf
http://www.bromford.co.uk/media/1271092/value-for-money-self-assessment1.pdf
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Value for money continues to be driven by the ‘3 E’s’ – effectiveness, economy and efficiency.  
Effectiveness is measured by the ‘value’ we create – economy and efficiency about how much it costs 
us to achieve that value.  Increasingly we have a focus on measuring and maximising the social value we 
create. This year we have produced a separate document which sets out our progress and plans in this 
area. Click here to read our Social value report

The main strand of our value creation is the Bromford Deal and this remains fundamental to our strategy.

2.3   VfM for Stakeholders

In common with all HA’s we have 5 fundamental stakeholder groups.

(i) Tenants and Service Users

Value for money in this context has three aspects.

Social value delivered by the Deal and by achieving support objectives for users of our services. 
In 13/14 we have created £39.4m of social value, representing a return of £8 per £1 invested. More 
detail on this is given in our Social Value Report. 

High quality services delivered in an effective way. 
This is measured by various ‘cost per unit’ metrics considered alongside our customer advocacy 
scores, information drawn from our complaints processes and similar feedback. Tenants have the 
opportunity to influence the services we deliver and how they are delivered through a variety of 
channels, including our feedback form - “tell us how it really is” - which is available via the customer 
portal of our website, the ‘Tell us your story’ page, also on our website, our feedback email address 
‘hellofeedbackcentre@bromford.co.uk’, via text or phone and also using social media including 
facebook ‘ThisisBromford’ and twitter ‘@Bromfordhelp’. 

Housing affordable to those in low paid employment.  
We use the Local Housing Allowances as a proxy measure for affordability, and where applicable cap 
our rents at this level. We separately conduct an annual review of affordability, in particular assessing 
how proposed rent increases would impact those in low paid employment and in receipt of the 
various ‘in work’ benefits available. We ask our customers whether our rents and services provide 
value for money, and target procurement savings for costs covered by their service charges. 

(ii) The Regulator / The Government

Again, we feel there are 3 strands to VfM from the Regulator’s  viewpoint.

Protection of public funds and the homes they fund
As at 31st March 2014, we had received grants of £528m, used to provide new homes. In this context, 
VfM is about securing our financial viability and managing our risks so that the grant and the homes 
it represents are not lost. We measure success in this by various financial metrics but also by the 
assessments of the Regulator (top ranked V1 and G1 for viability and governance respectively) and 
other bodies such as the credit rating agencies (Aa3 rated by Moody)

http://www.bromford.co.uk/media/1468397/Social-value-Summary.pdf
http://www.bromford.co.uk/media/1468397/Social-value-Summary.pdf
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High quality services delivered in an effective way.
VfM in this context is similar to VfM in the tenant context.

Provision of more housing
It is widely acknowledged that for many years the UK has failed to produce enough new homes.  
There is an expectation that HAs make a significant contribution to increasing housing supply. 

And we fully subscribe to that view. In the last 5 years our record can be summarised as:

*total cash spend on new homes before sales proceeds

We have chosen not to submit a bid for the latest HCA grant round. This does not mean that we will 
not be developing new homes - we plan to invest £340m in total over the next five years, delivering at 
least 600 new homes per year. The difference is we will be doing it on our own terms, choosing what 
we build and where, what we should charge, who we house and how we support them to be their 
very best.  As part of this we expect to have a greater focus on the provision of supported housing in 
the future.

This approach fits with our broader objective of creating social value. Providing an affordable home is 
a huge investment in both capital costs and housing benefit subsidy, so we must maximise the benefit 
of that investment. A great affordable home has to be the start, not the end. The rationing of scarce 
social housing based on greatest need and vulnerability, has led to a ‘race to the bottom’ and a focus 
on what customers can’t do rather than what they can do - a negative dependency culture that causes 
deep damage to society and that UK PLC cannot afford in the long term. The Bromford Deal is our 
response to this – an approach that requires and helps our customers to use their new tenancy as a 
springboard, to take personal responsibility, to build their self-reliance and if they are not working or 
training, to take steps, with our support, on that personal journey. Our purpose is to inspire people to 
be the best they can be. The provision of new homes is a means to an end rather than an end in itself, 
and our approach reflects this.

(iii) Local Authorities (‘LAs’)

We feel that VfM in this context is essentially about how we can work imaginatively with LA partners to 
create social value in a cost effective way. 

09/10 10/11 11/12 12/13 13/14

Homes Completed 442 376 489 605 675

Bromford funds £’m 22 30 52 69 59

Public funds £’m 30 16 7 7 5

Total invested £m* 52 46 59 76 64
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This has three main components :

Beyond the simple provision of new homes, the Deal is designed to help tenants develop their 
potential. Ultimately, this will strengthen local communities and create both social and economic 
capital in a locality. 

‘My Place’ – an innovative supported housing product designed to allow LA’s to provide services to 
key client groups in a more cost effective way. 

The benefits of good housing management –for example lower levels of anti social behaviour (‘ASB’) 
translating to fewer calls on local services such as the police.  

(iv) Funders

As at 31st March 2014, we had drawn loan finance of £579m.  VfM in this context means safeguarding 
our financial viability and ensuring we can pay the interest due on our borrowings and ultimately repay 
our debts.  This is measured in various ways, including loan covenants and various financial metrics, 
but it is fundamentally about protecting our cash flows and understanding and managing our risks. The 
Regulator and the Funders have similar interests in this area. 

(v) Colleagues

Our colleagues are a key stakeholder group – people devise and deliver our services and objectives 
and Bromford cannot exist without the colleagues who work here.  Everyone at Bromford has a clear 
understanding of and focus on VfM - ‘would you spend your last £1000 on this?’ is a test that is regularly 
applied. 

There are 4 aspects to Vfm for colleagues : we

aim to be a great place to work because well trained and motivated colleagues are more productive 
and deliver the best service

undertake to pay a living wage.

determine an overall amount available for pay awards based on our VfM planning framework and 
performance achieved - and for the last 4 years have awarded bigger percentage pay increases to 
those eligible colleagues lower down our paybands, with smaller increases for those near the top 

continue to direct significant resources towards colleague training and development and to support 
programmes such as “Grow our Own” and BeBromford

We regularly survey colleagues using the ‘Best Companies’ framework, and use that feedback as one of 
our measures of success.



Progress Against
Our VfM Plans
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The 12/13 VfM assessment set out our plans for 13/14 – overall we have made good progress in 
delivering these. 
 
3.1 Core Operating Margin

We expected this to be broadly static in 13/14 – in fact the impact of welfare reform has been less than 
anticipated and in 13/14 core operating margin improved from 39% to 40%.

3.2 Social Operating Cost per Home

We aimed to maintain this at ~£2,500 per home (for the 3rd year ) and the figure for 13/14 was £2,570 
per home. 

3.3 Asset Management

We have further refined our analysis of our assets (see section 7 below). We measure performance using 
three key measures:

• Cost of running the home
• Sustainability of demand
• Financial performance

Cost of running the home
We are using energy efficiency ratings (either SAP or EPC ratings) as a proxy for the cost of running our 
homes. The average SAP rating is 71.5, which compares to an average rating across all British homes 
of 51.6. We do not yet have ratings for all of our homes, and estimate that the worse position is that 
2,000 of our homes have a rating worse than D. We are targeting future investment in improving the 
worst performing homes as a priority, see section 7 below.

Sustainability of demand
Our void rate is our principal measure for demand, and our voids performance, as set out in annex 1, 
remains strong. In general we do not have any difficult to let homes.  A review of void trends is part 
of our annual assessment of whether a home’s value should be reduced in our accounts (‘impaired’), 
since future income streams could be reduced. As yet we have not had to impair any of our homes on 
this basis.

Financial performance
We have further refined our measurement of the financial performance of our homes using a net 
present value (NPV) model of expected future cash flows. This looks at the timing of future income 
and expenditure and expresses it as a monetary value at today’s prices. 

All 2,189 schemes are represented in the graph. For those with positive values, the future income is 
higher than future costs. For those with negative values, future costs are expected to exceed future 
income. 
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The latest results are summarised below :

NPV per unit

The vast majority of our homes have an NPV greater than £50,000. We have 325 properties with a NPV 
lower than £40,000, which can be regarded as under performing. The majority of these are ‘breaking 
even’ or better in economic terms so the under performance is relative rather than absolute. We will 
continue to focus on the lower performing assets.

There are 93 properties with a negative NPV and these are under investigation - where the disposal 
receipts are expected to be greater than the anticipated NPV, our presumption is that we will dispose of 
these properties and use the receipts to invest in new homes. 

Proactive Asset Management (PAM)

Using the NPV tool amongst others, we have established a plan for the renewal and replacement of 
non performing assets and intend to run this as a rolling 5 year programme. Whilst we have undertaken 
similar programmes in the past, this is of a different scale to those and will pose some significant 
challenges. The chief of these is our ability to either relocate or provide temporary housing solutions for 
existing tenants whilst we redevelop or renew existing homes. 

Overall, we do not have any significant issues in terms of non performing stock – either in terms of 
its lettability, its cost to live in (all of our homes meet or exceed the decent homes standards) or its 
financial performance.  The driver for action is our commitment to take what is already good and make 
it better – and in so doing to create ‘extra value’ in terms of more new homes and existing homes which 
are cheaper to live in. As we continue to evolve and shape the customer deal we are reviewing how 
this could be delivered where we have limited stock or infrastructure. This may lead to future disposals 
depending on the conclusions of the review.

At this stage, we expect the programme of disposal, renewal and redevelopment to be broadly self 
financing.
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3.4 Procurement

We have continued to achieve significant procurement savings (set out below). We expected to have 
achieved cumulative savings of £24m by March 16, and have in fact achieved savings in excess of £18m 
to March 14.

Cumulative Savings From Procurement Activity £000s

We successfully installed our new procurement software and the indications are that this is achieving its 
objectives of providing an easy-to-use, fully auditable procurement system that helps us meet all of our 
legal requirements and achieve VfM results from our contracts. In our first year of using the system, we 
procured £7m worth of contracts including Fire Risk Assessments, Energy Performance Certificates and 
Valuation Services.

The 2013/14 procurement savings include:

• £1.6 m   -  Kitchen and bathroom replacement 
• £1.1 m   -  Professional services
• £0.6m   -   Building materials
• £0.3m   -   Window and door replacement
• £0.2m   -   Cyclical decorating
• £0.2m   -   Asbestos works
• £0.1m   -   Roofing works 
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The 2014/15 procurement programme includes the following:

• Telephony
• Cleaning
• Electrical services
• Electrical heating
• Fencing
• Communal gardening
• Broadband services
• New IT systems

Whilst price is clearly a very important factor, it is not the only factor considered when evaluating 
a tender.  Quality is a critical issue, ensuring that we get the best service for Bromford and for our 
customers.  This is reflected in our scoring of tenders and the weighting between price and quality, along 
with other factors, including the social value, is considered at an early stage in the planning of each 
procurement.

3.5 Business Improvement

We referred in last years review to three major projects which were to be started in 13/14 :

• New repairs system
• Mobile support worker
• Document storage

The first 2 are underway and will complete during 15/16. Phase 1 of the Document storage project 
is complete and it is now being rolled out across the business.  This is expected to contribute to our 
efficiency of working and (by freeing up storage, office space and the like) to achieve ‘cashable’ savings 
of around £17k pa. In itself, this is far from transformative, but it is a necessary pre condition to 
delivering our vision of ‘e bromford’ and so has a much wider impact than may at first be apparent.

3.6 Social Value 

Social Value is about maximising the impact of investments to achieve the best possible social, 
environmental and economic outcomes. It is the additional benefit to the community over and above 
purely providing goods and services.

Measuring the social value created by what we do ensures that we are able to squeeze the maximum 
value from every pound we invest.

This is the start of our journey to measure success in a different way to using traditional financial and 
key performance indicators. This enables us to make informed and evidenced investment decisions by 
measuring the outcomes that are important to our customers and external stakeholders. Our full Social 
Value Report {link]  can be accessed on the Bromford website, but our analysis demonstrated that we 
have created additional social value of approximately £40m per annum from the services evaluated. 
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Taking an annualised view of the level of investment in these services, and comparing that investment 
with the social value generated, we concluded that for every £1 invested, we generated social value of 
approximately £8. For this first evaluation, we have focused on three specific areas of service delivery:

• Housing related support services;
• Employment and skills;
• New homes.

Housing Related Support:
In 2013/14, we delivered housing-related support contracts worth around £11.4m, supporting over 
10,000 people to ‘be the best they can be’. The purpose of housing-related support is to develop 
and maintain a person’s ability to live independently, either in their own home or in supported 
accommodation. During the year, we measured the social impact for a cohort of 1,006 customers 
who left our short term services for young people, young families and those with mental health and 
learning disabilities. Out of the 21 outcomes sought by our ‘Supporting People’ commissioners, we 
measured the outcomes where our customers identified the highest level of need. In addition, we 
looked at the social value created by accommodating people in our supported housing schemes 
across all customer groups. On leaving our services we worked with customers to complete 
questionnaires.  We have used these questionnaires to inform our analysis of whether the customer 
achieved the outcome they were working towards.  

Employment and Skills:
During the year, we delivered a range of employability programmes with the aim of getting people 
into paid and sustainable work. This recognised that, for some customers, training and volunteering 
is part of the journey back into employment. We measured the social value created for people who 
had gone into work and also for those who had taken up further training opportunities or regular 
volunteering. These programs delivered approximately 1,300 successful outcomes.

New Homes:
During the year, we completed 675 new homes, including 384 social/affordable housing, 54 
supported housing and 200 shared ownership properties. We measured the social value created by 
letting high quality new build homes. This involved looking at the type and quality of accommodation 
the customers had previously occupied, as well as their reasons for leaving their last home. Our 
analysis also accounted for the potential housing benefit savings created through providing general 
needs affordable housing to customers who may otherwise have been accommodated in the private 
rented sector.

How did we measure social value?

We used two methodologies based on Cost- Benefit Analysis (CBA) and Social Return On Investment 
(SROI). Both models are concerned with two key questions:

• Has our intervention caused a change in outcome?
• What is the value of that change?

Our approach based on SROI follows the New Economics Foundation methodology and principles of 
measuring social value in a clear and transparent way. This allows us to:

• Understand how to value, but not over value, change;
• Evaluate whether our outcome prevented an equivalent outcome elsewhere;
• Look at how much the change can be attributed to our service; 
• Assess what changes may have occurred even without the service;
• Estimate how long the impact may last for.



Plans for the Future
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We have recently updated our business plan and this reflects the benefits of our VfM planning 
framework. In summary terms, this is what we expect to achieve

* Internally we have targets that reflect a lower than inflation increase in operating costs – this builds up 
as we complete our change projects as set out below.

**these advocacy targets reflect an expected slight reduction in advocacy as we rollout the Deal to 
existing customers and as more customers are affected by welfare reform. We are changing our sampling 
methodology over the coming year to reflect that the majority of our contact with customers will be 
digital in the future.

14/15 15/16 16/17 17/18 18/19

New homes completed 600 600 600 600 600

Investment in new homes £m 64 61 69 69 76

Core operating margin 39.7% 40.5% 40.1% 41.1% 41.3%

Social operating cost / home – 
inflated @2.5%

2,634 2,700 2,768 2,837 2,908

Social operating cost / home – 
VfM target, which equates to a

2,630 2,648 2,675 2,693 2,756

£m savings operating costs pa of * 0.2 1.5 2.7 4.3 4.6

EBITDA Interest cover 3.20 3.16 3.00 3.04 3.11

Free Cash Flow £m 52 49 48 58 63

Homes with an EPC rating worse 
than D

1,600 1200 800 400 -

Customers:

Advocacy rates** 80-90% 80-90% 80-90% 80-90% 80-90%

New customers “In Deal” 6,050 7,950 9,870 11,750 13,680

General Needs customers paying 
rent direct – Business plan 
assumption

2% 5% 50% 100% 100%
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For 14/15 specifically – over and above achieving the targets set out above – we will

Commence the rollout phase for promoting a new Deal relationship with our existing customers. 
Projections on volumes and timings will be available in the next 12 months.

Continue focusing on maximising our return on assets by

• launching our 5 year rolling Proactive Asset Management programme
• investing in New Homes which perform financially and add Social Value

Procurement of several IT systems in order to improve our efficiency and effectiveness, including 

• a repairs system
• a paperless support worker system
• a human resources system
• a customer relationship management system

Review our existing contract management systems to ensure that we obtain the full benefit of our 
procurement activity. This is to include 

• controls over our purchasing processes
• accessing potential savings from framework agreements
• post contract award review of quality and price achieved

Continue with our procurement programme, targeting further VfM savings.

Continue to refine our approach to creating and capturing social value including :

• running and evaluating pilots of the Deal customer journey
• building Social Value capture into our ‘mobile support worker’ system
• reviewing how our procurement activity can foster the creation of Social Value
• completing the pilot study of our Young Parents schemes
• progressing the pilot study on our boiler replacement programme

More detail on this is given in our Social Value report  

Continue with our principal overarching business improvement programmes :

• single view of the customer
• single view of the colleague
• single view of the asset

Continue to develop and test a range of new wellbeing products that we believe will add value for our 
customers and communities, including:

• a youth worker service at Birmingham A&E
• a Renal Clinic support 
• the My Home Support end of life service with St Giles Hospice
• a community wellbeing Hub model 

Review our methods of collecting and analysing customer views in particular to improve the diagnostic 
content of the information. Put simply, can we capture information in a way that – if it indicates some 
dissatisfaction with or drop off in our performance – it does not just tell us there is an issue but gives us 
more of a steer as what our response should be. 

http://www.bromford.co.uk/media/1468397/Social-value-Summary.pdf


Our Approach 
to VfM and 
Resources
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Our business plan sets out how we intend to achieve our strategy and allocate our resources. Generally 
we operate to a 5 year planning horizon and the business plan is subject to our VfM planning framework. 

We have a good understanding of the costs of our services, the returns we achieve on our assets and 
how our performance compares to our peer group. The detail of this is set out in Annex 1 We have 
started to measure the social value we create and more detail is set out in our Social Value Report.

5.1 VfM Overview

As set out in the 12/13 self assessment, we have three top level VfM metrics :

• Customer advocacy - a proxy for ‘value’
• Core operating margin - a proxy for efficiency and effectiveness
• Additional income retention - a way to drive improvements in efficiency and effectiveness

We set ourselves the objective of retaining at least 60p of every £1 of new income that we receive. This 
sets a cap within which cost increases have to be contained, drives improvements in our core operating 
margin and, all other things being equal, sets a context in which we have to continue to improve 
economy and efficiency.
 
Our performance on these metrics continues to meet our expectations :
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5.2 Where do our resources come from and how do we use them ? 

The chart below shows how over the last five years we have moved towards our goal of independence. 
In the year to March 2014 we generated sufficient cash from our rents & services and sales of homes 
to be able to fund all of our service costs, interest bill and investment in existing and new homes. We 
were even able to reduce our overall net borrowing, hence the negative external resource (loans and 
government grant for building new homes) requirement for the 2014 year.

Where our resources came from 2010 to 2014:

The graphic below illustrates the pattern of resource allocation in the last 5 years.  Our resource 
allocation seeks to strike a balance between our different value streams.

How we used our resources - 2010 to 2014

Income from rents and services

Sales Income

External Resource needed

Ye
ar

10

0

11

12

13

14

50 100 150 200-50

Resource sources £m

Services

Repairs & Investment - existing homes

Interest

New homes

Ye
ar

10

0

11

12

13

14

50 100 150 200

Resource sources £m



23

Resources and how we use them - 2015 to 2019

The graphic below illustrates the expected pattern of resource source and allocation over the next  5 
years, based on our 2014 business plan. 

Where we expect our resources to come from - 2015 to 2019

How we plan to use our resources - 2015 to 2019

We expect our income from rents and services to more than cover our service costs, our interest bills 
and the costs of maintaining and investing in our existing homes. We anticipate low levels of external 
resource requirement, whether from loan finance or any future grant funding. 
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We plan to invest more than £60miilion each year in new homes. Compared to past years, over time we 
expect to see relatively slower growth in the proportion of our resources devoted to new homes and 
relatively greater growth in the proportion of our resources devoted to other value streams. Broadly, we 
aim to progressively focus on developing new homes which would not happen without our intervention, 
rather than on bidding against other Housing Associations to acquire homes which have already been 
built.  

5.3 How each £1 of rent is used

The chart shows how each £1 of rent was spent on services and in investing in existing and new homes 
for 2013/14.

How we used the surplus to provide new homes in 2013/14

In total we invested £63.6m in new homes in 2013/14, with half of this cash coming from our core rental 
activity. The rest was financed from sales of new homes and our existing cash balances, with only £5m 
provided by government grant. This is the second year running where half of the cash needed to fund 
new homes has been generated from rents, and increasingly we look to a future without grant.

16p management costs - such as colleagues costs and offices

22p interest on our loans

21p routine and planned maintenance costs

10p improvement costs e.g. new kitchens, bathrooms

9p service and communal areas costs 
e.g. grounds maintenance, care alarms

22p left to invest in new homes, see other pie chart

£11,714,000  - Cash from the sales of homes

£5,011,000  - Grants received from the HCA & others

£10,577,000  - Cash balances used

£36,305,000  - Cash from core rental activity
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5.4 Our VfM Matrix

The matrix below summarises how we deliver VfM for our stakeholders and our overall assessment of how we are doing. Cross references are given where 
further detail is available elsewhere in this report. Each VfM Area is given an overall rating for 2014:

VfM Successes Steady State Improvement Planned

VfM Area Stakeholder Measures 2014 results & trends Monitoring Driver for improvement Assessment, successes and improvement plans
High quality, 
effective services

Tenants
Service users
Regulator
LA’s

Advocacy and 
satisfaction 
measures 
Cost per unit metrics
Support needs met

Annex 2 – VfM 
balanced scorecard

“tell us how it really is” 
infographic

Monthly Management 
reporting

Annual benchmarking 
workshop

VfM planning framework
Benchmarking

Successes: Continuing high levels of 
advocacy, improving operating margin, 
meeting cost control targets, improving 
support needs met.
Improvements: customer feedback 
systems and involvment in redesigning 
services.
Right first time repairs

Rents affordable to 
those in low paid 
employment

Tenants Rents capped at 
Local Housing 
Allowance
Voids and arrears

Annex 1 – 
benchmarking

Annual affordability 
assessment
Annual benchmarking 
workshop

Affordability assessment 
tests suitability of LHA as 
proxy for affordability

Successes: Minimal impact of 2013/14 
welfare changes. Affordability review
Improvements: Ensuring our rents 
remain affordable, economic risks.
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5.4 Our VfM Matrix

VfM Area Stakeholder Measures 2014 results & trends Monitoring Driver for improvement Assessment, successes and improvement plans
Value added from 
the Deal

Tenants Service 
users LA’s UK plc

Aggregate social 
value

Social Value Report Social Value 
Assessment

Improve systems for 
capturing value

Prioritise approaches 
which produce more social 
value per £ invested

Rollout new Deal to 
existing customers

Successes: Continuing rollout for 
New customers, low level of tenancy 
failures. 
Improvements: Directing resources 
to most effective parts of the Deal. 
Developing new Deal relationship with 
existing customers. Measuring social 
value impact.

Financial viability 
and efficiency

Regulator Funders Financial 
performance metrics 
coupled with 
advocacy

Annex 1 – 
benchmarking

Annex 2 – VfM 
balanced scorecard

Monthly management 
reporting
External validation 
e.g. Credit Rating
Regulator viability 
assessment

VfM planning framework
Business Plan needs

Successes: Aa3 credit rating. Exceeding 
VfM framwork objectives in 2013/14. 
Cash self sufficiency in 2013/14.
Improvements: Continuing with VfM 
framework in a riskier environment. 
Directing resource allocation to the 
highest “Social value created” services 
and products

New Homes supply Regulator
LA’s
New tenants

Completions
Internal rate of 
return (IRR)
Net investment per 
unit

Social Value report Monthly management 
reporting

Targets for IRR and net 
investment Holistic 
scheme approval

Successes: Various strands of our New 
Homes plan achieved: First MyPlace 
and Extra care schemes approved and 
in contract. Overall completions and 
starts in line with objectives.
Improvements: Continuing risk anlysis 
of new investments, review of sales 
markets, investing in homes with most 
“Social value created”

Willingness to use 
assets to fund new 
homes

Regulator
LA’s
New tenants

Debt / unit
Gearing
Ratio of external/
internal funding

Annex 1 - benchmarking

Sources and allocation 
of resources page x

Monthly management 
reporting

No specific targets, rather 
driven by ability to identify 
suitable investment 
opportunities

Successes: 2013/14 cash self 
sufficiency, half of new homes spend 
from profits. Minimal government 
grant
Improvements: Continuing use of 
own resources generated by effective 
delivery of services and managing our 
homes, plans for best use of assets 
delivered.
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5.4 Our VfM Matrix

VfM Area Stakeholder Measures 2014 results & trends Monitoring Driver for improvement Assessment, successes and improvement plans
Active management 
of existing assets

Regulator LA’s New 
tenants

Cost to live in
Cost to us
Ability to let
Tenancy turnover
Return on assets

Section x and page x 
Annex 1 – 
benchmarking
Annex 2 – VfM 
balanced scorecard

Monthly management 
reporting
Asset ‘ranking’ system
‘Medal’ system for 
estates

Business plan for this 
activity

Targeted disposals and 
planned maintenance 

Successes: 2013/14 disposals cash 
generation. Framework for next 
five years in place. 30 year planned 
investment needs built into busines 
plans
Improvements: delivery of best use 
of assets plan, improvements to low 
SAP ratings through directed resource 
allocation, eg. Boiler programme.

My Place supported 
living schemes

LA’s Tenants Scheme starts Page x Monthly management 
reporting
Development 
investment criteria

Targets for starts and 
completions

Successes: New product well received 
by LA’s, first schemes in contract
Improvements: Build first schemes 
and increase volumes of starts and 
completions over next 5 years. 
Measure “social value” delivered

Living wage 
employer and Great 
Place to Work 
(GPTW)

Colleagues Pay living wage
GPTW surveys

Monitor pay and 
reward

Reflect changes in Living 
Wage levels

Successes: Living wage employer, VfM 
framework for pay reviews.
Improvements: Improve GPTW survey 
scores year on year. Review pay and 
rewards policy and choices

Provide training 
and development 
opportunities

Colleagues
Customers

BeBromford system
Grow your Own

Monthly and annual 
performance 
meetings

Training academies

Attract and retain talent 
within the business

Successes: Opportunities for 
employment (O4E) and apprenticeships 
programme. “Grow your own” success 
with Chair designate for Board. New 
Leadership academies
Improvements: Succession planning 
and Grow your Own delivery across 
all teams. Further development of 
BeBromford colleague development 
plans.
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5.5 Our Social Value Matrix

We have produced a similar matrix for social value, although this is less well developed and work remains to be done.  More detail of our progress is available 
in our first Social Value Report, in overview :

SV Area Stakeholder Measures Monitoring Driver for Improvement
Support work Customers; UK Plc (including LAs 

– the commissioners of support 
services); Bromford

Advocacy Support needs met
Evaluation of Social Value (‘SV’) 
from outcomes achieved

Monthly Management reporting
Annual SV report

Assess most valuable outcomes and most efficient way to achieve 
these and focus on those

Deal Customers; UK plc; Bromford Advocacy Employment 
Volunteering Training Anti-social 
Behaviour Failed tenancies

Monthly Management reporting
Annual SV report 

Assess most valuable outcomes and most efficient way to achieve 
these and focus on those

New homes Customers; UK plc; Bromford New homes completion Monthly Management reporting
Annual SV report

Assess impact of stable living accommodation, including 
understanding former living arrangements of customers prior to 
moving into a home developed by Bromford

Apprenticeships etc Customers; UK plc; Bromford Number of opportunities
Successful transitions to 
employment

Monthly Management reporting
Annual SV report

Assess most valuable outcomes and most efficient way to achieve 
these and focus on those

Procurement activity UK plc Support local businesses Proportion of spend which is local
Local employment as a result of 
supplier selection

Developing new metrics for Social Value from procurement 
activity

Health work Customers;
UK plc (NHS service 
commissioners)

Pilot outcomes achieved for 
users and commissioners

Pilot assessments Establish Social Value of new services. We are in ‘learning’ mode

You Can Customers; UK plc; Bromford Local grants / loans Monitoring through our You Can 
Foundation Board

Dependant on type of grant/loan

My Place schemes Customers; UK plc; Bromford Number of schemes started Monthly Management reporting
Annual SV report

Assess impact of delivering suitable/custom-built homes to better 
match specific requirements.  Include understanding of impacts of 
alternative, less suitable accommodation

http://www.bromford.co.uk/media/1468397/Social-value-Summary.pdf


Cross Cutting
Themes in VfM
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A number of themes run across VfM for all our stakeholder groups -. our financial viability and strength 
and the costs and performance of our services, both in isolation and in comparison with our peers.

Here we address these cross cutting themes.

6.1 Financial Strength and Resources

Our record is one of good and improving performance :

Core Operating Margin continues to improve (up by 11% over the period), reflecting the success of our 
VfM initiatives.

Earnings Before Interest Tax Depreciation and Amortisation interest cover is a measure of how many 
times our earnings exceed our interest costs – broadly our earnings are now 3 times higher than our 
interest bill. 

Free Cash flow is the amount of cash we generate after meeting our operating expenses and paying our 
interest bills. Our cash flows are strong and improving.

08/09 09/10 10/11 11/12 12/13 13/14

Core operating margin 29% 35% 35% 36% 39% 40%

EBITDA interest cover 1.38 1.76 1.92 2.53 2.82 3.17

Free cash flow £’m 13 23 21 30 44 57

Cost of funds 5.6% 5.0% 4.9% 4.7% 4.6% 4.7%

Social operating cost/home £2,497 £2,464 £2,484 £2,562 £2,564 £2,570

Return on assets 2.3% 5.8% 6.7% 6.6% 8.4% 9.8%

Gross arrears 4.2% 4.1% 4.4% 4.4% 4.5% 4.0%

Bad debts 0.5% 0.6% 0.7% 0.5% 0.5% 0.7%

Voids loss 0.7% 0.9% 0.9% 0.8% 0.7% 0.7%

New homes completed 918 442 376 489 605 624

New homes gross investment £’m 81 52 46 59 76 64

Investment in existing homes £’m 16 15 16 18 20 19
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Cost of funds is the interest rate we pay on our borrowing. Our interest costs are significant (£26m in 
13/14) and we devote considerable effort to minimising them as part of our VfM approach – Annex 1 - 
benchmarking report. 

Social Operating cost / home is our preferred over-all measure for the total cost of managing our social 
homes. On this measure, over the last 5 years our cost per home has remained broadly constant at 
~£2,500 pa and by our VfM measures we have effectively ‘cancelled out’ inflationary cost increases.

Return on assets is measured as retained surplus divided by reserves. This has consistently improved 
over the period as our core operating margin has improved. 

Gross arrears and bad debts are a measure of how well we do at collecting our rental income. Our 
performance has been consistently good over the period.

Voids is a measure of how successfully we can let homes as they become vacant. This depends on how 
popular the homes are and the efficiency of our letting processes. Our performance in this area has been 
consistently high.

New Homes completed has varied in response to economic circumstances but we have continued to 
develop new homes in significant volumes, and over the last 6 years we have completed 3,505 new 
homes, an average of 584 per annum..

Investment in Existing homes is a key activity for us – keeping our homes in a good condition is 
crucial. Investment has remained at a high level through out the period. During the period we have 
implemented a system of Annual Property Surveys which means that our stock condition survey is 
regularly updated to inform our investment plans. 

6.2 Customer Advocacy

Customer advocacy has remained consistently high.

08/09 09/10 10/11 11/12 12/13 13/14

Customer Advocacy 91.9% 88.6% 89.6% 90.7% 90.5% 91.3%

10/11 11/12 12/13 13/14

Management 614 644 649 666

D2D Repairs 612 582 606 592

Voids 38 33 31 33

Bad debts 27 21 22 36

Overall Social Operating cost* 2,484 2,562 2,564 2,570

Cost per unit (£)

6.3 Cost of our Services

The trend in the costs of our core services are set out below - costs are taken from published statutory 
accounts and include direct costs and overheads :
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6.4 Our approach to benchmarking

We undertake extensive benchmarking with comparable Housing Associations (‘HAs’) -broadly HA’s 
which have a Moody’s credit rating of AA1 or higher. 

Our main benchmarking tool is our own analysis of statutory accounts. From this we obtain comparative 
data which is presented to, and discussed by the Board, usually in a workshop format. The objective is to 
identify areas in which we could improve our performance by highlighting any areas where:

• our performance is significantly below sector norms
• the trend in our performance is deteriorating compared to others
• any other HA stands out as performing significantly better than us 

Following this, we undertake appropriate investigative action, including visits to other HA’s to learn how 
they approach areas differently and what we can learn from this.

We are also part of the M6 group of Midlands housing associations and undertake more detailed 
benchmarking exercises within this group – comprising ourselves, Aspire, Accord, Orbit, Midland Heart, 
Walsall Housing Group, West Mercia and recently Housing 21. The M6 group is currently working with 
Housemark on a pilot project for a high level benchmarking suite of KPIs.

In 2014 we joined Baker Tilly’s BOBplus benchmarking service to benchmark ‘Back Office’ costs and 
service performance. We will report on the outcomes of this in our 2015 VfM self assessment.

We regard benchmarking as an important ‘can opener’ activity. Our external auditors have validated our 
statutory accounts database (which now contains the accounts of 17 HA’s besides ourselves, covering a 5 
year period) so that we know we can rely on our data extraction and analysis. 

6.5 Comparisons with other HA’s

The results of our most recent benchmarking exercise are summarised in our benchmarking report here.  

The information presented uses a comparator group comprising :

• Affinity Sutton
• London and Quadrant
• Radian
• Sovereign
• Family Mosaic 
• Orbit
• Riverside
• Hyde
• Midland Heart                        

Where appropriate, the graphs include Bromfords (‘BHG’) information for 12/13 and 13/14.

For the comparator group we have used published statutory accounts information for 2012/13.

• Sanctuary
• Circle
• Devon & Cornwall
• Hanover
• Moat
• Peabody
• Raglan
• West Mercia

http://www.bromford.co.uk/media/1468388/Annex-1-2014-VfM-Self-assessment-Benchmarking-report.pdf


How Our
Assets Perform
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7.1 Make up of our assets

We have a robust data set for our assets, their physical attributes and general condition. The main 
characteristics are illustrated below:

Types of home

Bedsit

Bungalow

Flat

House

Maisonette

Room

Age of homes

Pre War

Post War

60’s

70’s

80’s

90’s

00’s onwards

Our homes are relatively new : 

• 66% of BHG’s stock is under 35 years old 
• 57% is less than 25 years old
• only 6% is pre war. 
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All of our homes meet the decent homes standard, and we continue to invest heavily in maintaining our 
homes. The programme for planned works is based upon our stock condition surveys. 

The majority of our homes are within 7 Local Authority areas. The remainder are within neighbouring 
Local Authorities although we have a few ‘outliers’. Our housing management is provided by three 
regional teams –north, south and central, with the latter dealing with the more dispersed stock. Services 
such as customer contact, income management and antisocial behaviour management (where we 
employ internal ‘para-legals’) are centralised. See our operational area map (link) on our website for 
further information.

7.2 Managing our assets

We have a good understanding of our assets, including voids, repairs and lettability and this is reflected 
in our ability to rank schemes by their Net Present Value.

We have adopted a framework for the effective management of our existing assets on the basis of a 
rolling 5 year programme. This planned strategic approach will ensure our homes are fit for purpose, 
perform well financially or release surplus cash for reinvestment in existing or new homes. 

The main elements of the programme are to:

Identify high value properties that could be sold and the income used to develop more affordable 
housing.  We have identified the average property value within the local authorities where we own stock 
and, for the highest value areas how many larger properties there are that have lower demand.  
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We have started by looking at single properties in our higher value non-priority local authorities 
(Malvern Hills & Bromsgrove). In these two areas we own 65 three/four bedroom properties including 7 
of non traditional construction.  These properties are being reviewed for possible disposal.  

Review homes of non traditional construction with a view to redevelopment or upgrade These homes 
are generally less energy efficient for our customers and more expensive to maintain.  Approximately 2% 
of our stock is of non traditional construction.

We are specifically targeting Airey, Swedish Timber and Reema property types :

Review the energy efficiency ratings of our properties.  By 1st April 2018 all properties let will be 
required to have to have an energy efficiency rating of E and above.  Our aspiration is to exceed these 
minimum requirements.  We are in the process of verifying the data on our current ratings and ensuring 
all properties have a rating of D or above.

Number of Non Traditional 
Construction properties

Airey

Swedish Timber

Cornish

Reema

Energy Efficiency Ratings

Energy Efficient Rating B

Energy Efficient Rating C

Energy Efficient Rating D

Energy Efficient Rating E

Energy Efficient Rating F

Not rated yet

NB
Energy Efficient Rating A and G were 0%
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Review the repairs and voids performance of our homes and to take appropriate action where the 
incidence of repairs is excessive. The majority of schemes have a very low number of repairs but there 
are outliers which we are now investigating.

Redevelop existing stock to create more value
We have identified a small number of schemes for remodelling in the future. We are progressing well 
with the first 2 schemes. Akeman Court, Cirencester, was demolished in 2013 and building work has 
commenced to deliver a 13 unit scheme which we hope to complete by March 2015. After a slight delay, 
our Fortey House scheme in Northleach, Cotswold, has been demolished and is being remodelled over 
the next year by our In- House Construction team, to deliver a new 22 unit scheme.



Our Governance 
framework for VfM
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8.1 The Board

The Board understand that VfM is extremely important to Bromford and that it is part of our DNA. It is 
therefore an integral part of their decision making process. 

In addition the Board:

• have approved the VfM planning framework
• annually approve the business plan, including resource allocation and VfM impacts
• participate in an annual benchmarking workshop looking at our performance against our peer 

group
• receive regular progress reports against our objectives

The Assurance and Audit committee review and approve the VfM assessment and recommend its 
adoption by the Board. In 13/14. For the first time, this extends to our Social Value Report.

8.2 External validation – Moody’s

Where appropriate, we seek external validation as part of our assurance framework. During the year we 
have obtained a credit rating from Moody’s, and are one of only 2 HA’s with an Aa3 rating. Moody’s have 
published a Credit Focus report {link} setting out why ourselves and Affinity Sutton are their top rated 
HA’s. In large part this due to excellent operational performance in key areas such as operating margin :

• ’Affinity Sutton Group Ltd (ASG) and Bromford Housing Group (BHG) are the highest rated of the 
34 housing associations in Moody’s rated portfolio. This article outlines the key drivers behind the 
relatively higher ratings for these two organisations.

• Outstanding historical performance and we expect this to continue. This strong performance is 
demonstrated by ….…..(2) ample operating margins, particularly compared to their peers………. 
(4)robust governance and management with demonstrated abilities to respond to a changing 
environment 

Exceptional operating and total margin. ASG and BHG record margins that consistently exceed the 
average of their rated peers, both historically and in projections. From FY 2009 through 2013, ASG’s 
and BHG’s operating and total margins averaged 32% and 16% and 32% and 13% respectively, which 
compares favourably with the 24% and 9% averages of their rated peers.

8.3 Stakeholder views

These are obtained in a number of ways :

Tenants and Service Users 

Every Bromford customer is invited to tell us how they feel their relationship is going with us.  The most 
critical time for that to happen is when they have received a service from us - moving into their home 
or receiving a repair. This gives us a greater understanding of our service performance and helps us 
challenge ourselves to make sure our customer experience is at the heart of everything we do.  
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Our extensive customer influence programme means we can gather feedback to ensure we tailor our 
services in a way that is of real value to our customers both in terms of their relationship with us and its 
value for money. 

We ask all customers to score us on value for money and are able to track trends on which services are 
the most recommended, meaning we can identify where services need to change or improve really 
quickly. 

Our Customer & Communities Board is now known as the Customer & Communities Network or ‘CCN’. 
Whilst the CCN is no longer part of our formal governance structure, it retains its strong links to the 
Board as well as performing its key role of scrutinising service delivery and performance. The CCN 
continues to be a real and tangible link between our Board and our customers.

We are able to generate a live picture of what our customers are saying at any point in time and work 
with our CCN members (active customers who perform a service and performance scrutiny role) to tailor 
our services now and in the future.  Our performance is transparent and we share how we are doing 
with our customers several times a year. Click here to see our infographic

We have opened up many channels for customers to talk to us in an open and transparent way, whether 
that’s through our innovative http:\\brombox.co.uk site – our social blog for customers to share their 
stories, social media (facebook, twitter) or a survey sent to a customers home, phone or email address.

The Bromford Lab area of our web site http://www.bromford.co.uk/customer/feedback-and-
performance/ enables customers to see how we are transforming our services in a test environment so 
they can further contribute to shaping the future.

Regulator

We have regular dialogue with the HCA through regulatory contact and in their preparation of 
judgements such as the annual financial viability review.  Our current ratings are the highest possible - 
V1 for viability and G1 for governance.

Local Authorities

We conduct annual performance reviews (APR’s) with our LA partners and use this to capture any issues, 
improve performance, suggest extensions of service etc

Supporting People Commissioners

Contracts are awarded under competitive tender, and with pressures on Local Authorities’ budgets, the 
tendering process has become more complex with VfM as a key measurement when awarding contracts. 

We provide a range of performance data to commissioners which varies from Local Authority to Local 
Authorities.  Examples include:

• Numbers of customers supported each period
• Throughput of customers
• Outcomes achieved
• Data on number of hours of support and hours of management delivered each period

http://www.bromford.co.uk/media/1297992/SP2632_how-20it-20really-20is.pdf
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Many Local Authorities have now created their own particular performance measures around health and 
wellbeing or issues important to their authority.

Funders

We have regular dialogue with our major funders. Our financial performance is generally acknowledged 
to be strong, as is our approach to risk management (as has been highlighted by Moody’s).

Colleagues

We conduct an annual colleague survey following the ‘Best Companies’ method used for the Sunday 
Times ‘Best Companies to work for’ competition. This gives reliable colleague engagement scores and 
provides analytical and diagnostic tools. We maintain a system of colleague sounding boards which 
provide ‘real time’ feedback on any emerging issues.   

8.4 Transparency

We address this in a number of ways :

• adopting a transparency policy and publishing our key policy and strategy documents on our 
website.

• publishing the details of all expenditure over £500 on our website, along with details of the 
expenses incurred by our Executive team.

• disclosing the pay of our individual Executive directors in the annual accounts

We have dedicated areas on our website for customers and business partners and for colleagues there 
are monthly progress and performance reports available on Our Space, our intranet. For customers we 
also share twitterfeeds @Bromfordhelp and publish the Brombox customer review. 

Contact us

If you have any questions or require any further information on our VfM self assessment please contact:

Sue Harrison    sue.harrison@bromford.co.uk  or
Russ Fowler   russ.fowler@bromford.co.uk 


