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Overview

The main purpose of this business plan, produced in consultation with the West London Business (WLB) Board and staff, is to set out guidelines and priorities for our corporate development in the coming two years. It provides WLB staff with clear objectives and a broad context in which to work with meaning and motivation. In addition, it lays out our intentions and aspirations for the reference of our external audiences of associates, partners and funding organisations.

WLB has achieved some successes against its objectives over the last two years. Against a changing local and city political landscape, and unexpected economic turmoil, we have maintained a steady membership base and stronger financial position. We have increased the range of services available to members, strengthened the impact of our lobbying through high-profile issues such as Heathrow expansion and traffic congestion and strengthened our political and media exposure. 

We have continued to work effectively with the LDA and Think London in developing new foreign, domestic and established investment in West London, safeguarding jobs and offering relevant business support. For the Inward Investment, Business Retention, Business London Consortium and Sub-regional Allocation contracts, we have delivered on all output targets. In addition, we have sustained our role in the West London Partnership and relations with the local authorities, joining with them in refreshing the Economic Development Strategy and producing the Ten Point Transport Plan, as well as responding constructively to various GLA consultations. 

WLB has developed an effective and stable staff team and strengthened the Board itself with the addition of SEGRO, HSBC, Wembley Stadium and IBB. We have also moved to more modern and cost effective premises. 

The last year has been overshadowed by two major developments. First, local political change followed borough elections. Our West London boroughs are now predominantly Conservative controlled. Then, the election of the new Mayor last year heralded a major policy shift in the GLA and LDA. The immediate consequence for WLB was uncertainty over funding, particularly for our key Inward Investment/Business Retention work (now resolved). Second, the financial crisis and recession has significantly impacted on both public and private sector funding.

It is against this background that WLB will need to operate and pursue its future objectives. Our own corporate priority must be to secure WLB’s future resilience and this will revolve around developing additional new services and revenue streams. As well as working doubly hard to build membership, through recruitment and partnership, we need to establish new income opportunities through diversified funding sources, training, events and consultancy work. This will be done in a climate dominated by the themes of Recession, Political Change and the Olympics. 

We aim to build our corporate business membership base further, and underpinning this will be a more visible and vigorous lobbying role. With national elections on the horizon, we need to position ourselves on major business issues (write our manifesto!) and influence the Conservative and Lib Dem parties. This will also require a re-invigorated marketing plan – on and offline. For our broader membership, we will focus on business support in recession, through our events programme, as well as business support programmes, such as Business Retention and Business London. 

Within West London, WLB will continue to collaborate closely with the boroughs (West London Alliance) through the West London Partnership, as this remains the most effective channel to jointly influence national and GLA policy. At the same time we aim to play a lead role in reshaping the structure of economic development delivery in West London. With area programme funding being withdrawn and local authority support diminishing, we have to re-assess our relationship with Park Royal Partnership and Heathrow City Partnership, as well as other associated delivery partners. The challenge will be to maintain sufficient delivery to promote business and entrepreneurship effectively in our area. WLB’s aim is to take the part of manager and co-ordinator. 

Internally, our prime objective will be to continue to develop the existing team, through appropriate CPD and recruitment, to ensure WLB retains the skills to undertake its increasingly diverse role. We also need to engage Board Members and corporate members more in activities and events. 

Given that WLB has spent energy in the last two years securing WLB’s future and building the basis for development, our motto for the coming two years is: 

“Let’s Realise Our Potential!” 

Headline Goals

· To be an effective and recognised lobbying voice for West London businesses gaining influence at political party and MP level

· To provide a programme of services, events and support, to corporate and SME members alike, which improves their business performance, particularly strengthening the corporate element
· To work with the boroughs (WLA) in re-invigorating the WL Partnership to more effectively influence GLA and national policy for the benefit of West London

· To assume a visible and management leadership role among the West London economic development partners, integrating the West London “Family”
· To increase our revenue and membership base by 5%, and enabling WLB to become less reliant on public funding

Evaluating Success

· How many MPs have we met and briefed? Complete WLB’s business manifesto
· Survey members on the effectiveness of our services for their business 

· Assess what policy changes we have helped influence (ie, Heathrow, Mayor’s Transport Plan, London Plan etc)
· Note how many public programmes and groups we have managed/co-ordinated for the benefit of West London

· Assess overall revenue, percentages of public to private revenue streams and new revenue streams 

Vision

To be the recognised leading force representing one of the UK’s most desirable business locations
Mission

To enhance the business performance of members and the West London economy through effective support services and influential lobbying 

Economic Development

Our “big” objectives centre on 
· 1) providing the first choice port of call for overseas investors in West London

· 2) creating a quality business infrastructure and environment in West London 
· 3) promoting sustainable economic growth and employment 
To reach these objectives WLB needs to maintain its constructive relations with the boroughs, with the GLA and LDA, and with Think London. We also need to consider how we can support and extend this work through new programmes relating to training, employment and skills. These areas are likely to gain more public funding support in the future rather than business support. 

This past year has been difficult for Economic Development programmes. Cutbacks in LDA funding saw an end to Creative Industries, Tourism and Innovation programmes. Meanwhile, re-organisation at the LDA and changing policy resulted in great uncertainty about our mainstream Inward Investment and Business Retention work. WLB senior staff spent considerable resources and time bidding for this funding, which was left undecided until very recently. 

However, our Economic Development team and Project Managers enabled WLB to meet all targets in our three main contracts, all of which are now confirmed for the next financial year. The Business London Consortium was well managed, being a good example of the leadership role we need to play. FDI investment totalled 21 projects and we created and safeguarded over 1000 jobs in the last two years. 

The current situation is that we have three contracts confirmed – Business Retention, Business London Consortium and Sub-regional Allocation. Our first priority is to make sure these contracts are resourced and fulfilled effectively. They help us meet our remit of creating a positive and entrepreneurial environment for business in West London. On the back of these contracts we are also finding opportunities for winning ancillary programmes, such as those relating to export promotion.

In addition, WLB aims to offer economic consultancy services – to our boroughs, but also to other public and private bodies, as required. We have already produced a “borough proposal” of specific services and begun introducing them to individual boroughs. 

Our intention is to “think big” and develop new initiatives for promoting West London, and not simply respond to consultations. In the spirit of the MIPIM delegation, the Business Sentiment Survey, the Place West London Event and the very successful Property Forums, all of which we built, we aim to introduce new thinking into this important work. 

Key Objectives

· Produce a compelling introductory and “landing” services offer to attract new investors to WLB and West London 

· Work in collaboration with the GLA/LDA and the WLP to build a quality business infrastructure and environment in West London 

· Put in place and manage a set of mutually supportive economic development programmes through diversified funding to help create sustainable economic growth and employment

· Produce a consultancy offer for West London boroughs and other potential clients
Evaluation

· Complete production of the West London proposition

· Evidence of our engagement with the WLP, LDA and GLA. Specific improvements and changes we can identify
· What programmes has WLB secured and managed for the benefit of West London? How have they benefited growth and employment?

· Complete consultancy offer and discussions with all six West London boroughs

Membership 

WLB’s membership numbers have held up at consistent levels, despite the recession, and revenue was increased last financial year by a very satisfactory 10%.  Improvement in revenue has been achieved by success in recruiting corporates (over £1000) per year, whereas SME sales have been difficult in the last six months. The main problem has been in maintaining SME renewals, at a time they are cutting costs or even closing down.

Given the difficult economic conditions, a realistic target for membership is to increase numbers and revenue for this coming financial year, 2009-10 by 5%. Next year, we will review that, with the aim of further increasing both numbers and revenue. In order to re-invigorate SME sales we are now offering a lower tier, less expensive (down to £195 per annum) subscription for sole proprietors and small traders. This has helped boost SME sales already. 

Longer term our major objective is to increase membership from the current approx 700 (including affiliated members) with emphasis on corporate members. This requires constant sales to corporates and SMEs as our political aims benefit from as wide a representative base as possible. Achieving that target means refreshing our sales approach, continually introducing attractive events and services, and considering new affiliate initiatives. 

With regards to sales and marketing we aim to draw up an annual plan for 2009-2010. This will include ideas such as re-defining our USPs, setting corporate visit targets, making better use of Board members (referral targets?) and upgrading marketing collateral. For example, we will produce a “ten-point” benefits card and case studies to support the sales team. In addition, we need to upgrade our “welcome package” to new members.

At the same time we will introduce new events and services to encourage both new sales and renewals. These are outlined in the next section. 

We also have potential for growing membership through further affiliation. Our relations with both Hillingdon and Hounslow Chambers are very positive, and we are also closer than ever to the North West Chamber, with whom we aim to formalise the relationship. In addition, we need this year to re-structure relations with Park Royal Partnership and strike an agreement to include their membership (approx 400) base in an affiliated arrangement.

Key Objectives

· To produce a sales and marketing plan for 2009/10

· To refresh sales marketing collateral with new ideas 

· To reach formal agreements with NW Chamber and Park Royal over affiliated membership arrangements.  

·  To increase total membership numbers by at least 5% per year, with emphasis on corporate members, through improved sales, renewals and affiliations

Evaluation

· Completion of sales and marketing plan 2009/10 by end July 2009

· Review and refresh marketing collateral

· Finalise agreements as above

· Reach membership increase targets 
Business Services

Our service offer to businesses (members and others) comprise essentially of events and “other services”. Our ongoing objective is to make these services relevant and valuable to business performance, as well as financially viable. We aim to arrange some informal member focus groups to assess priority needs.  

The events programme remains the core offer, providing the most visible form of member benefit, embracing information, policy, networking and consultation activities. Over the last year we ran some 40 events and engaged with some 3,000 businesses. The events programme has been thoroughly overhauled over the last year and is now more varied and financially more productive. 

Our main aim in the coming two years is to upgrade events further with a stronger corporate offer, while maintaining a more frequent networking offer for the SME membership. The two key themes for the next year are “Support in the Recession” and “Olympic Opportunities”. 

We are, for example, planning events such as Chief Executive “hosted” lunches, further House of Commons events and social networking, such as a racing night. We also aim to work closer with Business Link and the UKTI in developing further business advice events. We are working in collaboration with Brunel University to present a series of innovation events. In addition, we want to develop our events consultancy as a fee-earning service and will allocate marketing resources to this. 

As for other services, we have been seeking to diversify, with such offers as brokered introductions, coaching through Train to Gain, WLB TV and the Business Directory. Now, we aim to extend the range of services, and our two major initiatives will centre on developing online services and a skills/training offer. 

To this end we will formulate an online plan – looking at ideas such as online professional networking groups, skills database, and possibly blogging. We will also aim to create a training programme, based on public funding (Train to Gain) and take full advantage of our links with higher and further education. Workforce development and up-skilling activities both fall within our remit. We shall look at opportunities for offering specific skills programmes in partnership with our HE and FE members. We are looking at the possibilities for becoming an accredited training centre and supplier to the Learning and Skills Council. 

 Key Objectives

· Strengthen the corporate element of the events programme

· Ensure the events programme is financially profitable

· Develop a WLB training function and offer 

· Market the events consultancy

· Develop an online services package     

Evaluation

· Assess increase in corporate events as part of whole programme

· Measure end-year profitability of events section

· Produce business plan for training function

· Complete marketing plan for events consultancy and assess number of projects gained and revenue achieved

· Evidence of online services package being implemented, marketed to members and being of value 

Marketing and Lobbying

WLB generally upgraded its marketing and lobbying programmes over the last two years. We have assumed a more pro-active approach, using professional PR support and modernising collateral. This has resulted in significantly more media exposure, as evidenced by increased clippings and interviews. 

Our stronger public position over issues such as Heathrow expansion, orbital transport and the Olympics also led to a higher profile, with exposure to national media and politicians. In addition, we have re-launched our flagship publication – Business West – and improved the website, with features such as WLB TV. 

Our key priority now, building on these platforms, is to increase awareness of WLB at national and London government levels. Within our limited resources we also need to step up support to our sales team, through more effective “internal communications” (ie to members and associates). We aim to produce, for example, a “benefits card” which will summarise the key advantages of membership.
As a first step we will prepare a comprehensive marketing plan, which integrates our sales and lobbying efforts and guides our PR, public affairs and membership programmes. This needs to identity our WLB “unique selling points” and to be made familiar to all members of staff. 

Central to this will be a lobbying strategy, which identifies WLB’s central issues and target audiences in the public/political arena. Given the changing political balance, with elections due next year, and likely change of Government, we need to boost our efforts to influence MPs of all parties, Conservative and Lib Dem, as well as Labour. We shall write a WLB “Business Manifesto” and plan a number of MPs’ “round tables” or other meetings, to support this.  

A second focus will be on recruitment of new members and retention. To this end we need to find ways to step up the “noise” of our self promotion, making sure members and potential recruits are made more aware of our value to business, successes and aspirations. To this end, we will develop a more coherent internal communications plan, looking at our regular channels (Business West, CE’s Update) as well as new ways of reaching a wider audience within existing corporate members and partners. This could involve, for example, visits to member companies to make presentations on our work and vision. 

In parallel with this, WLB will upgrade our on-line capability. We need to find resources to improve the interactivity and user-friendly nature of the website further, enabling members to navigate more efficiently. In addition, we shall investigate the feasibility of such features as notice boards and blogs. 

Key Objectives

· Prepare a comprehensive Marketing and Sales Plan for 2009-2010

· Design and implement a political party lobbying programme

· Promote our work and aspirations to existing members more effectively

· Upgrade our online offering 

Evaluation

· Complete marketing and sales plan

· Produce the plan and evidence of party engagement and briefings

· Assess initiatives, visits, presentations to existing members’ and their staff

· Evidence of new services and improvements to website

Operations

Financially it has been an uncertain past year, with transition at the LDA leading to delays in funding decisions. However, at this time of writing it seems WLB has secured the coming year at least, with three main contracts being agreed. This income, combined with our membership, events and other miscellaneous revenue, means we will continue to operate at the existing staffing and service level. 

Our essential aim this year, in a recessionary period, is to maintain our level of turnover, staffing, resources and services. This requires careful cost control (halving our premises costs by moving has helped). It also demands diversifying our revenue streams.  

We must, however, focus on forward planning for the years ahead, when the likelihood is that public funding for business support and economic planning will be steadily diminished. This means building membership further; and it means designing and marketing new services in training and consultancy, which can earn additional private sector income to sustain us more independently. 

In the changing funding environment being experienced, other sub-regional agencies are being put under pressure and some will not survive. This provides WLB with the opportunity to take a lead role in the sub-region, acting as a conduit for public funding such as is made available and co-ordinating delivery where possible. 

Meanwhile, we aim to retain our skilled and valued staff through improved bonus and incentive schemes. These will reflect the increased concentration on developing new revenue-earning services. 

The move to the new office has given us the opportunity to make a fresh start operationally. We have cleared out eight years’ accumulated material and can install new patterns of behaviour and work!

Key Objectives 

· Maintain staffing and service levels over the coming financial year

· Develop and market new consultancy and training offers that bring additional future income

· Consolidate WLB’s role as the prime sub-regional economic development agency
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