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The features of Right to provide (R2P) Partnerships

e Builds on and supersedes the ‘Right to Request’ (R2R) - extends
the right to other groups, no pension transfer right and no
automatic dowry contract provision, covers other models verses
just Social Enterprise

 The right to provide is only applicable to staff employed in ‘NHS
Trusts’, but also ‘encourages’ those in social care, foundation
trusts and arms length bodies to use the guidance: Not
applicable to PCT commissioning or support staff at the moment
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The features of Right to provide (R2P) Partnerships

e Guide helps those who want to lead the establishment of ‘staff
led enterprises’ to present a proposal to their Board to develop a
full business case to move their service outside of its existing
organisation and into an employee led enterprise: The business
case Is underpinned by a commercial grade business plan

 Whereas the R2R focussed mainly on the development of Social
Enterprises, R2P encourages people to look at a range of
enterprise models — Social enterprise, Joint Venture with a
private or voluntary sector partner, partnerships with other Social
Enterprises — the common factor is the emphasis on the new
model being employee led
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Being clear about the purpose of the change Partnerships

 The aim is to provide flexible and responsive services while
having real ownership and influence over the way the service
develops:

 We know that employee engagement is directly linked to the
guality of service provision




Who says yes!
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NHS Trust

Foundation Trust

Local Authority

Trust Board

!

!

Discuss within
your team/with
your manager

Discuss within
your team/with
your manager

Arms Length
Body of
Special Health
Authority

l

Director

FT to define what Proposal to
process it wishes Cabinet

to use

|

Dept of Health
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A yes or a no! — the road to assurance Partnerships

Assurance is a two way process:

*You will want to assure yourself and those you lead that moving to a new model
of service delivery will deliver the benefits you seek and that your business is

sustainable

*Your Board/Cabinet will want to know that the service AND the staff are in safe

hands!

Be Clear
about what
business you are in

Do you have
Followers
and
co-leaders?

*What will you sell and to whom? (who will buy from you?)
«Can you deliver the service to a better standard and at a
competitive price through a different model?

*Does your vision align with the strategy of your organisation?

*Will staff want to go with you?
*Have you lined up your allies and supporters?
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The journey — realising aspiration Partnerships

FAiles tone 1 Milestone 2 Filestone 2
Approval to - Approval of the o Launch of the
invaesigate the " reguest to becomeaa i antearp rise
viability of the sochkal enterprise
prefaerred opticn u_
BoardsCabinat Board/Cahinet Board/Cabinet
ap proval to develop . agresmeant of the
a busineass plan approval of Busines =rvice contract and
Assurance wehich investigates Flan bisiness transfar
the viability of the agresmeant to the
potential entarprise newy entemprizs

B usiness management
and development

O ptions appraisal Business planning Shadow f transition phase

+ Stay as we are The business planning process results in + Contractual relat onships + OWiability
(exizting and new

loin wwith another public Thedewsloprre ntof a combined public c Fhissio ners) Sustainability
biocly servioe focussed commerncial approach o . .
- - +  Service trarsfomnat ion
servios ok livery « TUFE

+ Charge others far our
services (Charging powerrs) +The assssmert and cekwelopment of the + Executwe team cewvelbprnent
capacity and capability needed to launch
and sustain a =ocial ente rprize

+ Reinvesdrment of
surpluses

+ Create a public ssctor
owvnedd tading entity (trading
pioers ) +The evaluation and aszessment of the
fimancial wiability and sustainability of the
ernte rpriss & Lz==t transfer negotiations

+ Board ceweloprent + Social impact

+ Carporate se nices

1
regotiations *  Success!

+ Becorme an independent
ent ity (5o ialor cormmiercial
enterpriss) =48 clear unck rstanding of the risks and
risk maragernent eourersnts
associated withdelivery of public services
throuwgh the enterprize

+S5oumce a I partner

+The dewloprme ntof our competition
strategy which is underpinned by a clear
urderstanding of our position wvathin a
corn pet kiwe rnarket

*Thedew loprme ntof our trarsition plan

1 weak to 6§ months? 1t 12 months? 2to 24 months? 1-5 vears for initial contract?
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4 Milestones and 3 stages of readiness Partnerships

 There are four milestones in the right to provide process:
1. Submission of the expression of interest
: : : Assurance
2. Production of the draft integrated business plan '

3. Production of the final integrated business plan } Due I?iligence

4. Go live }Contract Management

Success is NOT associated with the words of the page.. Its about
being

* Business ready — a ‘commercial understanding of your business

« Market ready — ensuring you can compete with others

 Investment ready — securing contracts and capital and revenue
Investment
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A rewarding future but a challenging journey! Partnerships

Not sure where to begin - what do 1 need to do? Who do I talk to first?
What should I include in my expression of interest? How do 1 do an
options appraisal? What is a commercial grade business plan? How do |
know my business is sustainable? Is there any development funding?

My manager is blocking my ideas, our politicians don’'t want to ‘outsource’
anything and don't like ‘social enterprises’, 1 can't get staff and the unions
on board, how do I engage service users and the public?

Mutuals information service

Phone: 02071877377 (staffed Mon
to Friday 9am — 5pm — Voice malill
24/7)

Email: Mutuals@/local.gov.uk

MoH\.al:iHé!ﬁﬁ B 020 7296 6705

MMMMMMMM Mutuals Information Service

« Home Y " ’
2 Welcome to the Mutuals Information Service website
* What is a mutual?
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