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Agenda Item No: 
 

4 

Report To:  
 

Trading and Enterprise Board 

Date of Meeting:  
 

23rd February 2021 

Report Title:  
 

Commercialisation Strategy – Quarter 3 Update  

Report Author & 
Job Title:  
 

Tracey Butler, Head of Environment and Land Management 
Sophie Stiles, Specialist Management Support Officer 

Portfolio Holder 
Portfolio Holder for: 
 

Cllr. Neil Bell and Cllr Andrew Buchanan 
Finance and IT and Environment and Land Management 
 

 
Summary:  
 

 
This report gives an overview of progress to date on the set 

up of a performance management framework for the 

overarching Commercialisation Strategy, its achievements 

and update on the delivery of the service led projects it 

supports.  It also explores the next phase of work required to 

sustain revenue streams and embed the strategy into longer 

term ambitions, through the promotion and championing of 

commercialisation and ultimately culture change.  

 
Key Decision:  
 

 
No  

Significantly 
Affected Wards:  
 

all 

Recommendations: 
 

The Trading and Enterprise Board is recommended to:-   
 

I. Endorse this report to Cabinet 
  
Financial 
Implications: 
 

None at this time 

Legal Implications: 
 

None 

Equalities Impact 
Assessment: 
 

Not required at this reporting stage  

Data Protection 
Impact 
Assessment: 

 
Not required at this reporting stage 
 
 

Risk Assessment 
(Risk Appetite 
Statement): 
 

Full risk assessment undertaken with Russell Heppleston, 
Audit.  Details included within the report. 
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Sustainability 
Implications:  
 

Varied and Diverse, projects include environmental targets in 
action plans where possible, increased efficiency often leads 
to reduced resource requirements and sustainability benefits.  
Improved contract oversight should enable corporate level 
lead in purchase and supply of sustainable options. 
 

Other Material 
Implications:  
 
 

None 

Exempt from 
Publication:  
 

NO 

Background 
Papers:  
 
Contact: 

 
 
 
tracey.butler@ashford.gov.uk  
sophie.stiles@ashford.gov.uk 
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Agenda Item No. 4 
 

Report Title: Commercialisation Strategy Update Report 
 

 
Introduction and Background 
 
1. The Commercialisation Strategy, an integral strand of the Recovery Plan plays a 

fundamental role in the planned management of existing and future budget 
pressures, whilst already challenging, have been exacerbated by the Covid 19 
pandemic. 
  

2. The Commercial Strategy was agreed at Cabinet in July 2020 and since then 
work has been underway to not only initiate the first wave of projects but put in 
place a robust framework to monitor, manage and assess their progress.  It is 
becoming increasingly clear that our objective for income growth is inextricably 
linked to our other core objective of culture change. Therefore work is now 
additionally underway to further embed commercialisation within the organisation 
through training programmes and workshops, evidencing success, sharing of 
best practice and the development of a series of toolkits to support staff taking 
forward a new commercial approach. 

 
3. This purpose of this report is to update TEB on the progress of the Strategy at 

this six month milestone, exploring the development of the founding projects 
overseen by the project but perhaps more importantly promote the need for 
culture change to ensure commercialisation contributes to long term, sustainable 
revenue streams.  
 

 
Current Position 
 

The Hub  
4. An overarching Hub Steering Group has been set up to drive commercial activity 

and oversee project delivery on the ground.  This is chaired by the Head of 

Environment and Land management, and has both Senior Finance and Audit 

representation from Ashford Borough Councils Accountancy Manager and the 

Deputy Head of the Mid Kent Audit Partnership. The Hub meets monthly to 

monitor performance and risks; and drive and steer a commercial path at a 

corporate level.  Project leads also meet at a separate monthly HUB meeting, 

where status updates are submitted and an exception led agenda looks at any 

internal barriers to progress, share business leads and best practice and act as 

a critical friend. Recently for example we have been able to share digital payment 

developments devised by the Garden Waste Project to support online sales 

options of the Lifeline package.  

 

Performance Management 
5. The Hub Steering Group is the intermediary between the projects and the Leader 

and Chief Executive and update reports will flow to TEB. The Hub Steering Group 
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is ultimately responsible for the delivery of this strand of the Recovery Plan.   As 

such it has set its own action plan and KPIs (Appendix 1) to enable internal and 

external review of its progress, which is complemented by a risk management 

strategy.  

 

6. Hub KPIs 20/21  

These measures are recorded and monitored on Pentana, and collate the broad 

achievements of the individual projects together, providing an overview analysis 

of impact. 

 

7. Income generation 
Income target £300000 (originally £400k for 4 quarters to July 21 now adjusted 
to March 21 to keep in line with budget reporting) includes data collated across 
all projects.  This is measured by income over budget in the project areas and 
predominantly comes from the Garden Waste project to date.  It is understood 
that there may be some commercial contracts and wins that are not captured in 
this methodology and work is underway to explore how we can formalise a 
consistent means of collating data across the piece.  We also need to include 
work that is not strictly under the Strategy umbrella to give a robust return.  This 
is felt therefore to be a conservative return.  
 

8. Originally the Strategy set out a £1m income target for a 2 year strategy.  When 
this strategy was launched mid 2020, there was some optimism that the lockdown 
was largely behind us. However that has proved not to be the case. The financial 
target remains in place but will need to be kept under careful scrutiny to judge its 
achievability in line with the Medium Term Financial Plan. This will be 
reconsidered at the next report to TEB.  

 

9. Commercial Approach  
The aim of this target (50% office based staff take Commercialisation overview 
training) is to increase awareness of what commercialisation can mean in a Local 
Government Context and increase engagement. We are working with 
Communications and Corporate Management Team to improve the take up of 
available training as it is seen as vital to getting a corporate wide understanding 
of the challenges and opportunities ahead.  
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10. Additional Targets for 20/21 
 

 
 

 

11. Risk Management 

As the Hub monitors its overall progress against KPIs it has completed its own 

Hub level Risk Register, see below.  This has ensured full consideration has been 

given to the direct risks associated with delivery of this strand of the recovery 

plan, has been a check on viability of the HUB level KPIs and objectives and has 

led to exploration of further actions and mitigations to significantly reduce risk 

levels.   

The Hub level risks concentrate on the possibility of failure to attain our key 

objectives of income generation and cultural change.  In summary these are:- 

 Lack of resources to enable development of new initiatives – internal skills 
and time 

 Lack of investment/seed funding to grow financing opportunities 

 No Commercial project ideas – cultural change is not achieved 

 Viability - Project ideas come forward but are not viable 

 Project ideas that fail 

 External Market Factors - Economic conditions – impacting on opportunities 

 Cultural resistance – Reset mindset not achieved at Member or officer level 
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12. Summary of Performance Management 

 

 

13. The exercise completing the log, understanding our appetite for risk in this 

context and looking at ways to mitigate risk, has not only justified the need for 

strict project management structures but also helped reinforce the role of the Hub 

to better internally promote the ‘commercialisation mindset’.  

 

14. This work is in addition to the suites of individual project level risk registers and 

KPIs also in place that are used as part of the HUBs project performance 

management toolkit. 

 

15. Projects Management 
The Hub has utilised the corporate project management framework with some 

modifications to provide new project leads with a toolkit of documents to lead 

them through our commercialisation project lifecycle; from assessing the viability 

of a project with a stringent customer centric focus, through to project 

management and review.  
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The Hub is integral in all project phases: - 

16. The Discovery Phase - The Hub will use its knowledge and skill set to select 

and champion best projects to take forward by reviewing slimline business case 

proposals in the first instance and requesting additional information such as 

marketing plans, or fully costed business cases as appropriate.  There is a 

support function here to mentor new project managers and provide assistance in 

areas such as financial modelling. Additional support toolkits are being 

developed including deployable hours calculations to help measure cost and time 

baselines and ultimately savings and a legal toolkit to help projects navigate the 

possibilities of different business models and enterprises.  The culture the Hub 

wishes to generate is one of experimentation and innovation against a 

background of calculated risk.   

 

17. For Members to note; existing projects were identified through the scoping work 

undertaken by David Elverson of Commercial Gov and therefore this aspect of 

the process has not yet been tested. Work is underway with the Communication 

Team to explore how to bring the next tranche of project suggestions through to 

the Hub and develop an ideas gateway or innovation management portal.  

 

18. Set up Phase – The Hub project management process ensures project 

governance is in place.  This guarantees that each project has clear objectives 

that can be measured with robust outcome focused KPIs; that there is adequate 

and documented consideration of risk; and there is detailed scoped task planning 

to enable effective performance management.   

 

 

19. Delivery Phase – Monthly Hub meetings, require projects to produce Status 

Update reports.  These ensure assessment of project delivery against 

timescales; give an opportunity to seek support to deal with any delivery issues 

or blockages; provide a framework to escalate concerns about emerging risks 

and on a quarterly basis requires projects to report back on their individual project 

level KPIs.  

 

20. Closing Phase – we have not yet reached this phase but closure reports and 

lessons learnt log templates will ensure future projects and the wider Council 

benefit from our shared experience, learn from errors and celebrate successes.  

We have identified a need to be clear what project closure looks when initiatives 

are predominantly focused on service review rather than a defined project scope.  

Explicit KPIs will assist here.  
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21. Hub review 

Review and learning are also understood to be essential at the Hub level as well 

as project level.  We aim to constantly improve and develop our support 

framework and approach, ensuring that we provide practical support to projects 

rather than just an onerous process.  Feedback is encouraged and actively 

sought at our monthly meetings to understand the real needs of the project leads.  

We have recently revised our risk assessments for all ongoing projects and 

utilised specialist support from the Deputy Head of Audit, with one to one 

sessions for project leads. 

22. The Projects 
Our current project portfolio emerged from exploratory sessions with staff 

facilitated by our consultant David Elverson of Commercial Gov; the most 

promising suggestions were taken up by the HUB to explore further.   These 

include a broad range of initiatives, including  

 Expansion of a single existing revenue stream 

 Garden Waste 

 Lifeline,  

 Whole service review,  
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 Electrical Services  

 Parking 

 CCTV  

 Corporate efficiency through procedural streamlining  

 Category Management 

 Contract Management.  
 

23. An overview of each active current project can be found below.   Please note that 

CCTV is currently on pause due to staffing resources, as the same team are 

focussing on Parking and Lifeline and Inland Border Port and will start in April  

21.  Although extensive work on contract management has already been 

undertaken, this is not due to come under the Strategy umbrella until April 2021 

and therefore an update is not included this time.
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  Lifeline Commercial Development Project  
 

 

 

 

Project by project overview 

  

Project Manager 

Gareth Recht/Alison Oates 

Milestones met  - 75% of 20/21 project plan completed  (32% 

last quarter) 

 New customer payment process reviewed, online payment 

plug in in place 

 Back office and card payment transactions moved to 

Business Support Team 

 Self installation option is now set up and launched 

 Marketing Strategy  revised after income target reviewed 

 £4380 spent to date  - advertising, domain name  

Next Steps 

Lifeline digital upgrade complete just awaiting installation Feb21 

New Marketing Strategy has been received and work is in progress to 

translate into task plan. 

Rebrand launch 

KPIs and targets Overview 

 1000 customers over 3 years (600 private houses and 400 

sheltered) housing) 

 Reduction in time spend on admin by 25% 

 25% conversion rate from customer query to service take up 

 60% of new applications on line 

 60% renewals on line 

 Advertise in all GP surgeries by end of Jan 2021 

Dependencies causing delay 

Digital system installation – Covid related delay 

S 

Objective 

Support commercial strategy with improved income through increased 

customer numbers and service options  

Digitise online application and payment process – for customer benefit and 

in house efficiency savings 

Risk Overview 

Detailed review taken place, all risks within tolerance 

 External factors – Covid affecting contractor and system upgrade.  

 Resource pressures – staff availability, costs, skills - mitigated with 

comms, shared learning and early intervention plans  

 Marketing costs – collaborative working, prioritising diff customer 

groups and using targeted approach. 

 Cost too high – lower priced competition 

Date 

14th Jan 2021 

Status 

Last       Current  
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    Category Management   
 

 

 

 

  

Project Manager 

Aymi Laws – Caroline Roberts 

Milestones met - 5 phase programme.  37.5% of planned 20/21 

tasks completed 

 Phase 1 – Complete - categories defined.  

 Phase 2 – Spend analysis issued to 11 Services (16 further to complete) 

 Phase 3 – Workshops on strategy conducted for 3 of 27 services 

KPIs and targets Overview 

 Targets will be set for 21/22 as analysis required first to 

understand possible savings. 

 To Include 20% reduction in no’s of contracts 

 Transfer 5% of 19/20 outsourced contracts move in house  

 Additional targets on efficiencies, social, economic and 

environmental requirements in our contracts to be included.  

  

Objectives 

 Contribute to strategy through efficiency savings (both cashable and 

non-cashable). Less suppliers to manage, contracts amalgamated 

 Increased recycled spend through in house contractors 

 Improved consistency in routes to market for like contracts 

 Improved satisfaction of in house and external customers. Risk Overview 

 Risk review undertaken with Russell Heppleston 

 Main risks are around officer engagement, time and staff 

resources. 

 Project dependent on phased approach and therefore 

strands cannot take place concurrently 

 Currently facing risk to timely delivery due to unexpected 

volume of work uncovered, e.g. Building Maintenance in 

Housing requires review of 225 suppliers.    

 There is significant corporate gain if done correctly so an 

extension to delivery schedule and resourcing should be 

considered.  

 Recommend move to 2 year project 

 

Date 

28th Jan 2021 
Status 

Last       Current  

Dependencies causing delay 

 Progress slower than anticipated due to much larger than anticipated 

volume of spend analysis data.  Staffing time resource issues within 

individual teams and Finance. 
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    Garden Waste Development Project  
 

 

 

 

Project Manager 

Mark Goodman 

Milestones met – 78 % planned 20/21 project tasks complete (59% Q2) 

 Payment portal and sign up page  live 

 Removal of cheque and DD payment options complete.  

 GIS layer complete – new customers automatically update. 

 Communications strategy and social media campaign devised 

 Communication to renewing customers about new payment options 

complete 

 Spend to date £1311 

Next Steps 

 System to automate renewal letters and link with virtual mail room 

 System to set up text messaging option for renewal reminders. 

 Marketing and social media.  

 Further prepare CSAs for possible increase in enquiries at old renewal time  

 Improve contract monitoring system, data and report generation to further 

improve contract standards. 

KPIs and targets  

 Additional £250k over 2 years.  Q3  target £93,750 actual £92,400  

 10,000 additional customers.  Target Q3 2500 actual 2505 

Additional targets to report on at year end include 

 Improved retention rates  - reduce non renewals to 2%  

 Increased tonnage of compostable recyclates by 25% 

 Increased use of customers using digital interface up to 80% 

 

Dependencies causing delay 

 GIS analysis required to establish new target markets on existing 

round routes and then market. Progress slower than anticipated due 

to volume of spend analysis and opportunity for improvement 

Objectives 

 Increase garden waste income through new customers and higher 

retention rates (quality) 

 Improve customer experience through digital contact and payment 

methods and introducing variable annual sign up 

 Inc efficiency of service rounds – carbon impact 

 Increase compostable recyclates 
Risk Overview 

Broadly risks relate to Contractor failure, Completion of renewal 

system in time for new invoicing period, Market collapse  

Current Risk issues 

 Potential pressure on CSA to manage any short term growth pressures 

following marketing unknown but mitigating measures in place 

 Any delays to marketing could impact on income 

Date 

14 Jan 2021 

Status 

Last       Current  
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 Parking Development Project   

 

 

 

  

Project Manager    Mandy Cracknell 

Milestones met - 24% of planned 20/21 project plan tasks complete 

 ANPR at Elwick Place live from November  

 20 spaces at Elwick allocated for Kingstone’s solicitors – income  will be 

£11,200 k per annum 

 Edinburgh Road Car park project 24/7 underway – Lighting contract 

awarded internally. 

 10 hours officer days allocated to commercialisation 



Next Steps 

 The priority is the continued work to remove cash as a payment 
option for parking  

 Electric parking options  
 

KPIs and targets Overview 

 Increase income by 5% over 2 years 

 Reduce service costs by 10% over 2 years 

 In usage in Edinburgh Road car park by 20% 

 Increase proportion of investment spend in this 

budget code by 20% in 21/22 

 Increase cashless transactions by 50% by 2023 

 Achieve ParkMark status in 2 years 

Objective 

Deliver a series of Parking projects directly targeting income generation 

 Dynamic parking tariffs 

 Increase cashless payment uptake 

 Utilise opportunity to sell advertising space in car parks 

Risks Considered 

 Parking tariffs roll out experiences time/resource 

constraints. 

 Phased roll out is rejected in favour of full rollout 

 Viability of cashless parking options is poor  

 There is no take up of Advertising offer 

 KCC have a proposal for 12 authorities to work together on a 

number of areas which may limit independent activity.  We may 

have to await discussions before advancing in future.  This is not 

a current delay but one to bear in mind  

Date 

28 Jan 2021 

Status 

Last       Current  
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    Electrical Services 

 

 

 

  

Project Manager 

Paul Brooker 
Milestones met – 61 % planned 20/21 project tasks complete 

 Deployable hours data capture framework set up 

 Process mapping and overview of current tasks 

 Comms plan agreed and delivery in progress, focus on marketing.  

Livery and depot signage replaced 

 Totalmobile Connect project commended – aim to be live in Feb 

 Recruitment for additional electrician is  ‘active’ 

Next Steps 

 Ongoing delivery of marketing strategy – flyers, livery 
 Ongoing development and delivery of online visibility  – 

webpages with enquiry forms, social media, video tour of 
depot 

 Scope internal anticipated regulatory work 
 Set trackers on vehicles  
 Set up internal management meeting framework to drive 

KPIs and targets  

New project – these are yet to be formally agreed but will measure. 

 Delivery against action plan 

 Efficiency measured in reduction in administrative hours 

and increase in deployable hours  

 Income 

Dependencies  

 Capacity and staffing requirements can only modelled when corporate 

property have scoped out their potential requirements 

Objectives 

 Achieve cost savings by providing in house resource for all 

electrical services, be default contractor and reduce out sourcing. 

 Review current administrative and operational processes and 

implement appropriate IT system to improve efficiency and day to 

day operational management  

 Enable ABC to deliver green objectives through installation of 

energy efficient technologies by in house provider 

 Generate income through external offer of services  

Risk Overview 

Work with Russell Heppleston to finalise risk strategy is planned. 

Broadly risks relate to  

 Accurate deployable hours data 

 External market infiltration 

 Internal contracts being secured  

 short term growth pressures following marketing unknown but 

Date 

28th Jan 21 
Status 

Last       Current  N/A 
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24. Next steps 

Now our first wave of projects are well underway we need to look forward to our 

next seam of ideas to maintain momentum and further integrate 

commercialisation as a standard consideration in project management, priority 

setting and service improvement. Commercialisation is dependent on the actual 

ideas and the confidence and skills to bring these forward, this requires a practical 

means of harvesting ideas but also and more significantly, a cultural reset. 

 

25. Ideas Management 

Commercialisation projects are underway nationally and there are many 

suggested ways of attracting further income in a local government context.  

Ongoing research, regular attendance at conferences and online groups such 

as the Billionpound challenge, where Local Authorities share ideas and support 

each other through a forum are a useful starting point.  However these are rarely 

ideas that can be directly cut and pasted into another context.  Ashford has its 

own unique opportunities which are best found from internal examination and 

consideration. 

26. The Steering Group is currently working on an ideas management portal for 

ABC, where officer and members can put forward ideas for both income 

generating projects and efficiencies.  These ideas will feed into the project 

management process outlined above, be considered at the monthly Hub 

Steering Group for review and those which look promising will start the 

discovery phase with outline business planning to establish efficacy.   This will 

require work to design the online system but crucially requires Comms and 

management support to enable it to function. 

 

27. It is vital that the correct environment is created to bring forward ideas and 

ensure that there are no barriers. Contributors need 

• Understanding of the concept of commercialisation 
• Confidence in skills and ability 
• Confidence that new ideas will really be considered and things can change 
• Confidence that suggestions for change won’t be seen as criticism by 

management Confidence that no ideas will be regarded as silly or belittled 
•  

 

28. Training  

Training is one means of breaking down barriers, key to the attainment of a 
cultural change through understanding and the development of practical skills.  
A round of training has been provided by David Elverson of Commercial gov to 
most managers and Cabinet Members and a complementary suite of interactive 
e-learning modules are also available through Ashford Achieve.  The course 
titles are:  

 Commercial Thinking  

 Market Analysis 
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 Cost and Pricing 

 Marketing 1 

  Marketing 2 

29. These courses give an overview of the value of commercial thinking in a local 

government context as well as some basic core skills to assess the viability of 

a project, look at potential customers, consider where to pitch price and give 

them the understanding and appropriate language to engage in discussions 

about marketing strategies with professionals.   

 

30. These courses are being promoted internally and as noted above, the Hub aim 

for 50% of all staff to have taken the ‘Commercial thinking’ courses by the end 

of the financial year, current level is only at 16.4% so further work is required to 

embed the importance of commercialisation at a corporate level.    

 

31. Communications  

Recognition that there will need to be some attitudinal change to enable a 

commercialisation culture to flourish more extensively, was central at the outset 

of this project.  It was felt that the use of “commercialisation” in a local 

government context might need interpretation and reassurance both for those 

involved and the reasoning behind it for our residents.  The Hub has set itself a 

role to encourage understanding of its meaning in a local government context 

through targeted communications, and properly evidencing the impact of our 

new approach.   

32. Our Communications and Marketing Manager has produced a Comms plan for 

Commercialisation, looking at the range of communication strategies we can 

undertake, that we will work through in conjunction with our ideas management 

process and training objectives: 

 To raise the profile of the commercial agenda across the organisation and 
the public 

 Protect our corporate reputation by highlighting success and managing 
failures 

 Get buy in from everyone (staff/managers/members) and understanding of 
its importance 

 Create a narrative which wins the ‘hearts and minds’ of key stakeholders 
influencers 

 Demonstrate how the new way of working will make efficiency savings and 
generate income to reduce budget pressures 

 Explain to staff that this is about income generation and making cost savings 

 Reinforce our corporate values of us being Ambitious, Creative & 
Trustworthy 

 Provide staff with easy access to information/updates on the project as it 
progresses 

 Ensure this project creates a legacy and does not lose momentum after the 
initial launch 

 Embed these new behaviours/ways of working into our recovery plans 
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 Celebrate successes along the way to show progress and demonstrate 
impact on targeted markets based on research and analysis (evidence led) 

 Acknowledge we won’t always ‘get it right first time’ and it is ‘OK to fail/take 
measured risks’. We will learn and evolve to succeed.    

 

33. Covid and Culture Change 

Interestingly, a great deal of the cultural change required to make the 

organisation more accepting of commercialisation and more generally the need 

to think differently (as identified in recent research1) has already begun as a 

direct result of the new working arrangements necessitated by the Covid 

pandemic. We have captured these and acknowledged there importance. It is 

imperative that these are maintained to enable the ongoing development of a 

forward thinking and dynamic culture. 

 Managers focus on outcomes rather than inputs like core hours 

 Priorities are clearer and not distracted with unplanned projects 

 Staff feeling trusted and valued by managers increasing productivity 

 Staff have confidence that they are supporting the needs of the community 

 There is a palpable can do approach – staff feel the organisation is more 
dynamic.   

 The flawless, swift move to home working demonstrated that anything can 
be achieved if we put our mind to it 

 Sense of management distance felt by some officers has somewhat 
dissipated through use of Microsoft Teams and less formality – this should 
encourage ideas to come forward from throughout the organisation rather 
than just via the most dominant. 

 There is increased collaborative working – reduced silos, service 
competition and shared priority focus 

 

34. Further Actions Required for Cultural Change  

There are of course other areas where we need to direct our attention in the 

coming year, where effort is required to embed commercialisation into the wider 

culture.  Suggested actions include;  

 Consider revenue and/or productivity targets as standard in management 
appraisals 

 Enhanced commercialization training and workshops for service teams – to ensure 
consistency of approach and practical application – ensure training is not a tick 
box exercise but delivers results.   Tie training/workshops into targets.  

 Budget setting will encourage further questioning of past patterns of spend and 
evidence commercial, social and environmental potential.  

 Feedback regularly on positive change and efficiencies at every team meeting.  

 Implementation of communications plan to raise the profile of the 
commercialisation strategy internally and to the public  

 Consider how we can additionally support officers wishing to obtain relevant 
external qualifications; encourage and value commercial skills.  

                                                           
1 Culture Change ABC, Commercial Gov, David Elverson, July 2020 
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 Consistently review our projects and publish what worked and didn’t work so we 
can all learn from each other. 

 
 
Next Steps in Process 
 
35. Request that TEB endorse this report to Cabinet. 
 
36. TEB give support to ongoing development of strategy and attainment of its objectives 
 
Conclusion 
 
37. Whilst initially seen as an umbrella for a collective of projects, the strategy is maturing 

into a driver for corporate culture change, positively embracing change, engaging 
and enabling staff on our commercialisation journey.  
 

 
Portfolio Holder’s Views  
 
38. The execution of our commercialisation strategy is having a positive effect on both 

the income to the Council and the commercial mindset of our staff. The progress of 
the project will need careful monitoring, as we emerge from the pandemic, to track 
its support of the MTFP. Unfortunately the financial income targets for the 
Commercialisation Strategy may need to be revised in the light of the prolonged 
pandemic.  

 
 

 
Contact and Email 
 
Tracey.butler@ashford.gov.uk 
 
Sophie.stiles@ashford.gov.uk 
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APPENDIX 1 – HUB Steering Group KPIs   
 

 


