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Executive Summary
This report sets out the viability of the project to bring back into use Basing House to create a small Business
Centre to fund the running costs to provide a Co-working hub within the soon to be vacated Building Control
Office.
Wenta experienced a great deal of enthusiasm for the project on a number of different levels, from prospective
members of the Co-working space, to potential occupiers of offices in Basing House, not least because of
nearby commercial buildings were being sold for conversion into residential properties. In addition, there was
excitement from potential stakeholders wanting to support the project.
However, the specific market research into how many clients would actually use (and pay for) the Co-working
space is mediocre. Therefore, underlining the message that the conversion of Basing House is crucial to the
survivability of the project to fund a Co-working space.
Therefore, with the financial contribution of Basing House, the various financial projections contained within
this report clearly show the sustainability of the project, albeit with a significantly higher level of capital
investment than TRDC originally anticipated. (Circa 140K)
With the two centres combined, the project could well generate 17K per annum in surpluses which could be
used to offset the original capital investment. However, it should be noted, Basing House appears to already
cost TRDC in the region of 11K per annum in running costs, namely utilities and business rates, which have
been included in the P&L projection contained within. Therefore, the ‘real benefit’ to TRDC could be nearly
30K a year.
At the time of writing it was unclear how much of the estimated £13K p.a. it costs to operate the Building
Control office should be attributed to this project, therefore these costs have not been included in this report.
In addition, no provision has been allowed for, for Insurances and Water rates.
Wenta have provided two forecasts, namely a Realistic Forecast vs Optimistic Forecast based on;
Realistic Forecast - achieving £30/ft² for the space occupied in Basing House and 30 members on
various packages within the Co-working space
Optimistic Forecast based on £35/ft² and 38 members.
The forecasted surplus increases from 17K (Realistic) to 42K (Optimistic). Whilst Wenta strongly advise TRDC
to make any decisions based on the Realistic Forecast, the illustration of the ‘Optimistic Forecast’ gives TRDC
a sense of what could be achieved if certain market conditions prevail.
Wenta don’t currently have any funded Business Support programme that could be delivered from the project,
although we are currently preparing a bid for ERDF monies for a start-up programme, which if successful would
be delivered from the project.
However, with the use of Wenta’s online business support portal, courses, events, surgeries and The Bank
Mentoring scheme, a level of support could be provided either directly or indirectly from the project without
TRDC having to make further investments at this time. As surplus increase in subsequent years, some of those
monies could be spent on additional business support programmes designed specifically for the
Rickmansworth area.
With many local authorities up and down the country investing in Co-working spaces, this project does have
some risk, as its location and demographic of potential members may be limited, however, Wenta have a
wealth of experience of running managed workspace environments and it’s this environment which it going to
give this project more certainty and sustainability.
Wenta would welcome the opportunity to partner with TRDC to create a Co-working hub unrivalled in the
region.
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Defining the Offering & Market Research
To understand the local demand for a Co-working space, Wenta surveyed a number of locally based
business people;
879 emails were sent
264 emails were opened
28 people completed the survey
25 people expresses and interest in being part of the Co-working hub
Of the 28 respondents, only 3 people said they didn’t have an interest, as this did not fit their business
model, but did feel it would benefit the town.
The following comments were submitted by respondents;
“I think it is a great idea and would be a positive move. I like the facility in Watford but the location is
not convenient. I need to liaise and work with and learn from fellow entrepreneurs. Rickmansworth is
a hive of commercial activity with many small businesses. I think opening in Rickmansworth would
prove a considerable asset all round.”
“Would be a great idea, I would use it as a meeting facility”
“It would provide a good work life balance, reducing stress for many home based workers who may
feel isolated. Will allow them interaction with others”
“It is very much needed, due to the shortage of hot desks. I work from the public library but it is too
noisy”
“Rickmansworth and its surrounding areas are evolving so such a facility would be of great help”
In addition to the online survey, we spoke to a segment of the local business community to gage their personal
view on the business ecosystem and more specifically, how the Co-working space can support their business
goals.
The following key customer themes recurred:
Flexible membership
Serendipity space to engage
with the community

Meeting rooms
Somewhere to build a sense of
community

A mix of open and private space
Somewhere to host events

Some comments also worth noting:
 “The council don’t do anything to support Small Businesses”
 “There’s a massive opportunity to develop a community in Ricky”
 “I’d be happy to host master classes for school and other businesses if there was a place to do it”
 “There’s no inspiring space”
 “I like working from home, but could do with a meeting place for clients”
 “I feel I should be doing more to meet other businesses”
These perceptions highlight a positive PR opportunity for Three Rivers District Council, to demonstrate that
they are in fact completely committed to building and supporting a sustainable business ecosystem. The Coworking space provides the perfect catalyst to launch a new commitment to local businesses. As a physical
space, it’s something that the local community can literally ‘see’ as a positive move by the council.
As well as the local business community, we also spoke with Sharon Gaffney, Head of Education and Training
for Wenta. Sharon has close ties with the local school and higher education establishments across the district.
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Sharon highlighted that at school level, there were some very entrepreneurial establishments encouraging and
guiding students on how to start a business from school. Sharon also felt that there was support within colleges
such as North Herts ‘Peter Jones Academy’ as well as a number of local college incubators.
However, she felt there was little support at the start-up stage, especially for those students not studying
business at school or college. Young people with a desire to start businesses locally need more support. As
well as this Sharon noted the opportunity for local educational establishments to work more closely together
to deliver this support.
The Co-working space has an opportunity to provide a central hub for schools and colleges to come together,
interact and network. It also provides a space for the local business community to engage with students on a
tangible level. This can be done in a number of ways:






Start-up stories where the community share their journey with students
Skills sharing where students share new technology and learning with local businesses
Start-up weekend which brings students and local businesses together to work on an idea
Work placements and internships
Mentoring

There are also opportunities to engage the Young Chamber of Commerce and similar organisations. A
successful example and blueprint for connecting young entrepreneurs with local businesses is Bridge to
Business (http://bridge2business.org.uk). This organisation runs a number of well attended events, seminars
and mentoring programmes and actively engage with local business community.
In summary, those who responded to the survey and those we spoke to, all felt that to provide a small business
centre and the co-working hub in the centre of town would energise the town centre, provide much needed
footfall for the retail area, who have suffered from the sale of commercial buildings and encourage small and
start-ups to come to the town.
The launch of the Rickmansworth Coworking Space, a touchdown workspace for the small and start-up
business community, is a key milestone in Three Rivers Council’s economic growth advisors report to embed
economic development within council activities. This coworking space will stimulate the local economy by
focusing on delivering affordable office space, digital facilities, dedicated business support and collaboration
space to the community of solopreneurs, digital nomads and small businesses within the area.
Co-Working aims;
1. Support 30 local small and start-up businesses in achieving their business goals each year through
the provision of flexible and low cost workspace, internet connectivity, meeting facilities and dedicated
business support.
2. Provide a physical integration space for business support services with the Council and other related
agencies and encourage entrepreneurship by delivering workshops and seminars for the local
community.
3. Promote the small and start-up businesses within the Co-Working space and in doing so promote
Rickmansworth as an exciting thriving community for enterprise and jobs creation.
The Co-Working space will be a base for collaboration, creativity and innovation. It will also foster local
business growth and support jobs creation within the local business ecosystem. It will be marketed to micro
businesses, solopreneurs and freelancers, who are looking for affordable workspace but who would also
benefit from co-location and collaboration.
Key Stakeholders
The Co-working space will be the first publically funded coworking space of kind in Rickmansworth following a
trend within local government to enable small business growth. An opportunity exists for Three Rivers District
Council to partner with Wenta to deliver staff, IT and community development support.
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Other stakeholders and partners could also include;
Public Partners
Local Schools & Colleges
Other Local Councils
Youth Enterprise

Private Partners
Local Chambers of Commerce
Institute of Enterprise &
Entrepreneurs (IOEE)
The Association of
Independent Professionals
Self Employed

Stakeholders
Three Rivers District Council
Local freelance/small business
& entrepreneurial influencers
Local Champions*

Princes Trust
Creative England
Start-up Britain
*It’s worth noting the inclusion of ‘local champions’. Identifying some key community influencers and advocates
will be important in ensuring that the Co-working space hits the ground running. We recommend that local
champions feel involved from the offset of the project, for best impact. Local champions will also enable the
Co-working space to reach a far wider audience, and they will already be trusted within their business networks.

Understanding the Customer
The Co-working space will be a resource that many customer personas can gain value from. We have identified
seven specific personas that would benefit from this workspace.
Type
Small businesses

Startups

Remote workers

Digital nomads

Home workers

Solopreneurs

Road warriors

Business Description
Teams of 2-4 people not ready to
commit to an office for financial or
growth reasons, but struggling to
achieve business growth with current
workspace arrangement.
Pre-revenue businesses at the very start
of the journey.

Employees who either chose to live in a
different city to their head office, or who
have a flexible working schedule and
want a second location.
Often found in coffee shops, Digital
nomads work from anywhere with no
fixed work abode.
Those happy enough working from
home. Often ‘lifestyle businesses’ that
have a home office setup and generally
enjoy working there.
Individuals who have launched and are
growing a business by themselves.
Often work from home or third spaces.

Those who often travel as part of their
working day. They may be involved in
area sales, distribution or research.

Personas
Financially pressured. Time poor.
Sales focused. Relatively stable
and can commit to contractual
obligations.
Highly motivated and opportunity
hungry. Motivated to meet and
network. Desire to learn. Often
need business support. Likely to
have no budget for workspace and
unable to make mid-long term
commitments.
Financially stable. In need of
productivity space. Miss the office
environment and interaction with
others.
Non- committal, driven by flexible
lifestyle. Mostly freelance so
income is unstable. Generally
online or creative professions.
Crave human interaction. Start to
feel lonely, isolated and
unproductive but don’t want to
commit to a full-time workspace.
Independent and driven. Seek out
likeminded people who can relate
to their journey. Careful how they
spend their income, but can see
the added value in things.
On the go and generally busy.
Struggle to find constructive
workspace and often end up in a
third space. Need somewhere with
privacy for calls and meetings.
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These individual personas all have specific workspace needs and will require a different marketing message.
It would be advisable, to launch the Co-working space with 3 or 4 of these personals in mind specifically to
ensure a more focused approach.
The key motivation of this project will help to inform this decision, i.e. if the Co-working space is purely a
revenue play, the personal focus will be different as to if it were a serendipity, innovation or business support
play. It is possible to focus on all but this will dilute the value for all of the customer personas.
The Council need to be clear from the outset the motives for the Co-working space as these motives will inform
the design of the space.

Next Steps
There is value in conducting some further research with the community in the form of a facilitated focus group
or informal forum event. The more information and engagement the project has, the more certain it is to
succeed. This is very cost effective and will ensure there’s a level of inclusiveness. It is also an opportunity to
identify the local champions mentioned earlier.
Measuring Community Impact
It is also very important during the early stages, to consider how the impact of the Co-working space will be
measured and how its ‘success’ will be defined. There are number of online and offline methods in which to
do this. Impact should be considered from a holistic perspective:






Member impact- serendipity, revenue, connections, efficiency, mental health
Space impact- members, events, partnerships, revenue, satisfaction levels
Surrounding community- revenue for local businesses, connections
Council impact- PR, satisfaction rates, ROI
Wider community impact- Jobs creation, business survival stats, commercial occupancy

Competitor Analysis

There are a number of traditional and non-traditional
competitors within the local small business ecosystem, all with
a different offering. Traditional options provide a viable
solution for a number of the UK small business community.
However what they do lack is flexibility, community and a
model that actively encourages business growth.
In the UK, 1 in 7 work from home and self-employment is
actually the fastest growing employment sector. These
numbers are forecast to keep growing. Europe’s mobile
workforce is estimated to continue growing 6% year-on- year,
and a recent study by Cisco found that 3/5 workers said they
don’t need to be in an office to be productive.
Whether a freelancer, business owner or telecommuter, the employee value proposition has changed and
workspace location is now a genuine choice for many. We are experiencing a sociological shift from fixed to
mobile workforce driven by technology, reduction in company overheads, value of employee time and the rise
of ‘Generation-Y’
Traditional workspace providers have struggled to keep up with these changes and have failed to align
themselves with the needs of this new nomadic workforce. Working from home or a third space can be great,
but can be isolating and often fails to meet basic needs- communicating, being around others, focus, making
connections and growing your business reach.
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A global coworking survey by Deskmag in 2013, demonstrated the intangible benefits of coworking: increased
social circle (86%), expanded business network (80%), increased productivity (74%). It is in these working
environments that harbours a strong sense of community that the mobile workforce thrives. This is where the
Co-working space can truly differentiate from local competitors as a workspace that positively impacts and
contributes to flourishing small business ecosystems.

Local Competitors
The competitor matric below compares other centres in the local area;
West
Clayton

GreenHills

Regus

FlexSpace

Citibase

I2 Offices

Hours

24/7 access

Type of Spaces

Mix of 1-4
person
offices.

Mix of 1-4
person
offices.

Mix of 1-4
person
offices.

Mix of 1-4
person
offices.

Mix of 1-4
person
offices.

Mix of 1-4
person
offices.

Co-Working Space

No

No

Yes

No

No

No

£475/month

£900/month

£755/month

£800/month

£975/month

2.9 miles

0.3 miles

2.9 miles

4.3 miles

4 miles

Ave Cost (4 person office) £525/month
Distance from Three
Rivers House

3.2 miles

24/7 access

08:30-18:00

The competitor landscape is very favourable towards the Co-working space. It shows that most workspace
providers are still operating on a traditional model, with no focus on community or collaboration. The Coworking space therefore has a genuine opportunity to become the community driven, fun and friendly
workspace in touch with the needs to the small business ecosystem. A space where people feel at home and
can meet likeminded people and grow their business reach. This is something no local competitors have
managed.
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Non Traditional Competitors
As well as traditional competitors, there are also a number of non-traditional spaces used regularly by the
customer demographic:
Home: Arguably, the Co-working space biggest competitor. What is going to make a business owner leave
their warm comfortable home, commute to a work hub and pay for the privilege? It always comes down to one
simple factor- community. The Co-working space needs to combat the isolation of home working.
Price plans need to be developed so that members can work from home and the Co-work space. The
workspace needs to be comfortable, friendly, constructive working environment and bring some fun to every
member’s day.
Third Spaces: Third spaces such as coffee shops, restaurants, bars, libraries offer a very viable workspace
for some small businesses. Free WIFI, access to tea and coffee and complete location flexibility can be
attractive.
However there are many factors that can make third spaces unproductive. Noise, no guarantee of space, poor
Internet connection and the pressure to spend on food and drink are just a few. There is an opportunity to
market the Co-work space as an average of £3 per hour, and with free tea and coffee, in a professional but
relaxed place to work. And once again, combating the isolation of sitting alone in a coffee chain, legs crossed,
scared to leave your belongings for a bathroom break.
Event Space: One of the key points emphasized by the customer research, was for a central hub to host local
business events. This indicates a specific community need, and a potential revenue opportunity from the
space. Assessing the local area, the opportunity is magnified. There is a definitely opportunity to offer this
provision and once again bind the community together.

Membership Structure
Speaking with the business community, we identified two distinct membership structures- flexible and
permanent.
Flexible
The flexible plans are targeted at those who are unable to rent space at current market prices elsewhere, or
do not require a full-time space. Flexible membership also offers the Co-work space a competitive advantage,
as most of the competitors identified do not have a flexible price plan option.
The table below gives a suggestion of how this might be split:
Flexible Membership
1
2
4 days per month
8 days per month
Plan
£ 60
£ 120
Price (Per Month)

3
12 days per month
£ 140

The days per month, don’t need to be used as full days and can be split over any number of days that month.
Wenta have access to a number of platforms which make the process of tracking usage by client’s straight
forward.
Permanent
For members who want to commit to a full time membership, but do not want to be within an office environment,
a permanent membership will be appealing. This might be motivated by financial or community building
reasons:
Permanent membership
Plan
Price (Per Month)

4
Unlimited
£200
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Contract length
Considering the lifestyle of member personas, a traditional 12month lease will not appeal. If The Co-working
space wishes to really listen to the demands of the local community, the workspace must be as flexible as
possible. Most coworking spaces aim for maximum flexibility offering a rolling monthly contract. Most members
‘buy into’ the idea of flexibility but never actually leave.

Additional Revenue Streams
The Co-working space has the opportunity to generate additional revenue from a number of sources:
Day passes
Offering day passes will not only enable the maximum level of flexibility to the community, but it is also a way
for community members to ‘try before they buy’ and a way for the Community Manager to upsell workspace
membership.
The cost of a day pass must align with the comparative cost of a day in a third space, but mustn’t undercut the
membership options. Generally charging around £20 is reasonable.
Meeting Rooms
The meeting room will provide a source of additional income. By positioning room rental as the equivalent of
“two high street coffees” the meeting room will be an attractive resource to the local business community. It is
worth considering a subsidised meeting room fee for members, and a higher fee for non-members.
Events
Once an established community has been developed, the Co-working space can begin to charge for events.
The scope of events may range from casual networking, seminars & workshops, expert session and social
events. Once the value of the community has been established, it will also be worth considering a membership
tier that gives free access to all events.
Sponsorship
There are also opportunities worth exploring in relation to corporate sponsorship or local business sponsorship
of the Co-working space. This can be considered as revenue, in-kind services or subsidising membership for
some customer personas.
Amenities
If appropriate, there are a number of amenities that can be viewed as supplementary revenue streams. It
needs to be considered carefully how this fits with the pricing strategy and brand as most ‘Gen-Y’ professionals
prefer an inclusive price.







Printing & photocopying
Locker & storage space
Tea, Coffee and catering
Registered Address
Mail forwarding
Additional bandwidth

Membership Services
The local business community highlighted the following as an important part of the membership plan.
With the size of the proposed space, it will not be possible to offer all of these services, however it’s key to
align the services that are provided, with the specific needs of the customer personals discussed earlier in the
report.
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Important Membership Services
Office Services
Fully managed workspace
Ultrafast internet & Wi-Fi
Bookable meeting rooms
Event & seminar space
Printing and scanning facilities
Self-catering kitchen facilities
Good coffee
Registered business address
Private lockable storage
Shared storage
Bike storage
Parking
Business
In house business support and advice
Services
Specialist business support delivered through partners
A regular events schedule
Community building and networking opportunities

The Role of Community Manager
The Co-working space needs to be seen as more than a physical building. Community and leadership are
critical to success. It’s almost too easy to design and fit out a space, and assume the community will flock to
it. The reality is very different. The critical difference between the success and failure of any coworking space,
or a third space and a workspace is ‘community.’
The Community Manager therefore acts as the glue that binds a space together, especially during the first
12months when the space and community are still being shaped.
It’s very important that a community manager is brought into the Co-working space to curate the community,
set the tone, encourage serendipity and develop a comprehensive events programme.
This person will be trusted, use initiative, and promote inclusiveness, open and approachable and able to
interact with a variety of stakeholders.

Marketing
Marketing Concept
The marketing plan needs to market the premises at all stages of the centres development. To make this work
effectively we would work alongside the Council’s communication team to ensure a consistency of messaging
to the local community.
The focus for marketing should be around the themes of;





Community – space that meets the needs of the local community
Flexibility – to meet needs as business grows
Affordability – various pricing packages to suit a range of users
Support Hub – to meet, collaborate and grow

These themes should drive all the communication messages about the Centre. All the messaging must be
relevant to the local community and clearly state the value of taking space at the Centre.
The suggested ‘calls to action’ are:
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Join a community of likeminded people
All the amenities you need to be productive are available
Access to an efficient work environment at a low cost
It’s better that working from home.
Collaboration and networking space
Our memberships plans support your business lifecycle

Marketing of the business centre should start as soon as the decisions are made to refit the Centre.
We need to ensure that the local media, businesses and the community know about the investment that the
Council are making to support local start-up businesses and help grow within a supportive environment.

Branding
At a very early stage the Council would need to decide if separate branding would be required for the Coworking and business centre space.
Wenta, with its strength in the market place within Hertfordshire propose to use its existing brand to promote
the Business Centre, i.e. The Wenta Business Centre – Rickmansworth, with a separate branding for the cowork space.
If the Council wanted to create a new, separate brand, perhaps similar to the Business & Technology Centre
in Stevenage, additional costs would need to be allowed for.

PR
The PR opportunity for the Co-Work space is significant. The PR message should focus around providing a
place that brings the local small business community together, Three Rivers District Council’s commitment to
enabling business growth and jobs creation and the creation of a space to meet the needs of a changing
workforce.
Engagement with the local press should start when we first start work on the centre. Plans should be put
together running up to the launch to introduce the centre to the local press, council and community members.
Local press should be invited to have a guided tour of the Centre and attend the launch event.

Printed Literature
Even though Social Media is key to the success of the Centre, we will also need traditional marketing materials
to support the marketing of the Co-Work space. This will include brochures (online and print), signage,
business cards, and practical user guides for the space and equipment within the space.

Signage
We would want to produce banners and signage for outside the premises from the start of the refurb, ensuring
that the local community are aware of the exciting development. This should include a countdown to the Centre
opening and a call to action if people are interested in enquiring about space.
Once the Centre is opened we can have both permanent signage and banners to highlight promotions for the
new Centre.

Marketing campaigns
Website
In Wenta experience, to create and maintain a standalone website for the Co-Working space and Business
Centre will be cost prohibited within the budgetary constraints outlined by Three Rivers Council, therefore
Wenta propose to add additional pages to the Wenta website which already enjoys high visitor numbers and
is constantly reviewed from a ‘search engine optimisation’ perspective. In addition, the Wenta website has
been developed to provide additional functionality to enhance the user experience, i.e. floor plans and online
booking systems.
If the Council wanted to create a separate brand and associated website, further research would have to be
completed to identify what resources are available in-house within the Council to create the website, maintain
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the content, i.e. availability, special offers and regular updates of news, together with online booking features
for meeting rooms, events and courses.
There would be a costs to develop/include the above within the Wenta website and these are outlined in the
financials of this report.
Advertising
Advertising in printed media can be very subjective, but Wenta believe crucial, to contribute to generate the
inertia and interest from within the local community from the start.
Budget allowing, we should advertise the Centre with the local press, either the Watford Observer or the
Watford Free. We would suggest we have at least 3 adverts over a 3-6 week period. We could also consider
running an advert on local radio but the costs may be prohibitive.
Launch
Wenta propose two launch events for the projects;
Soft Launch- Takes place on the first day of opening, this event will be specifically for the people who played
a key role in the development of the space. It’s a chance for everyone to get together, meet and celebrate their
success. The purpose is to show appreciation to the people in the community who have believed in the project
from the start.
Official Launch- planned for 6-8 weeks after soft launch, where the wider business community and local
council are invited. This is an opportunity to officially open the Centre using the local MP or Head of Council.
Hosting the event a little later means that a small community of users will have been established and can talk
about the benefits of the Centre. It’s the perfect PR opportunity to really promote and bring to life what the Coworking space is and wants to achieve.

Social Media presence
Social media will play a key role in creating a buzz surrounding the launch of the Co-Work space. It gives the
opportunity to:





Reach out and engage with the local small business community
Show our brand personality and attract our clients
Get immediate feedback from real potential users
Promote the project to a wider audience

We would focus on the 3 key areas for our social media campaigns:


Facebook- Photograph and share the refurbishment works as they happens so that the community
can track the project in real time. This creates a sense of involvement and engagement. We could
consider also using this as a way of getting community involvement in the design of the Centre.



Twitter- another platform to engage with the wider local community. We would research popular local
hash tags, twitter accounts and local business groups to increase the impact of our tweets. We could
also use Twitter to send out offers to local groups.



LinkedIn- The use of LinkedIn groups will also help promote the Co-Work space. It would be used to
publish information about the centre rather than a direct sales tool. We could identify local influencer
groups in the area such as ‘Watford loves local business’ or ‘BNI Rickmansworth’ to spread the word.

It’s key that a comprehensive social media strategy is adopted from the beginning of the development, with
the messaging increasing as we get closer to launch.
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Client attraction
Brokers
When potential clients search either shared spaced or business centres, the sponsored links appearing within
search engines such as Google, list online office brokers. One of the ways to attract clients to the space would
be to engage with the online brokers, ensuring that they are kept updated on the development of the Centre,
the availability, room sizes and costs.
Typically, Brokers charge 10% of the first years licence fees of client they successfully introduce. Which has
been allowed for in the financial model.
To reduce risk, i.e. to fill Basing House sooner, we could also consider offering them an additional financial
incentive if they find suitable clients.
Website
The Wenta website pages relating to the co-work space & Basing House will be continuously reviewed to
ensure their content is being picked up by the respective internet search engines to push content to those
prospective clients searching for the services the spaces provide.
Business Development / Community Manager
Wenta will appoint a Community Manager to not only operate the Co-working space and Basing House, but to
be responsible for connecting with the business community and attracting clients to the centre(s)
The Community Manager, reporting to Wenta’s Business Development/Centre Manager based at Watford will
not only benefit from the experience, knowledge and connections built up over several years, but will also
benefit from the support of the other team members based at Watford.
Wenta will attract clients from across the area to meet the financial targets of the centre(s).
Special Offers
In compiling data for this report, Wenta have purchased a list of SME’s in the local area that have between 110 employees. This data will be used to begin our communications with potential new clients for the Centre.
We would start with introducing what we have planned for the site, including visual images of the finished
centre and then offer promotions to encourage them to visit and book space either in the Co-working space or
one of the offices.
With limited space within Basing House, discounting offices will have a significant impact in revenue
generation, therefore, most of the promotional/discount opportunities will be focused on the Co-working space.
There are various types of promotions we could consider namely; initial free rental of a desk, access to free
meeting room space and discounts to events.

Networking events
We need to ensure that we continue to keep the centre in the minds of local businesses. One of the best ways
to show off the facilities is to offer meeting rooms for local networking groups or run our own networking events
for local businesses. This is a great way of showing how we are able to help businesses at all stages of their
development, from virtual offices to co-work hubs and small office units. It is equally valuable for local small
business to make new connections.

Design Concept
Conceptualisation
The Co-work space needs to be designed as a space to facilitate collaboration, efficient working and skills
development. It’s imperative though that we remain realistic with the resources and capabilities available within
the budget, timeframe and physical space.
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As this space is a focus for Rickmansworth’s small business community, the most valuable approach would
be to involve the community in the design process. This has a number of benefits:
 Builds a tribe of engaged members from the start
 Feeling of inclusiveness within the community
 No assumptions are made as to what the community ‘need’
 Focus is specifically with their needs and challenges
It would also be valuable from a PR perspective, if applicable, to favour local suppliers in the fit-out process.
Once again this encourages a sense of inclusiveness.

Critical design elements
The customer personas have been used to inform the most important elements for inclusion in Co-working
space design. Getting these elements right will ensure that the community embraces the offering.
Critical elements Ways to achieve
Mix of work
This can be achieved through furnishing and layout. By not just incorporating
settings
traditional desk space, we can create a space that offers constructive work, quiet
space and relaxed space. Somewhere to take calls is also essential. This is
covered in the space plan below
Meeting space

The meeting room will play a pivotal role in revenue generation and must be
given careful consideration - how can it be as usable as possible? Why is it better
than a coffee shop? It needs to be an ideation room and a meeting room. We
need floor to ceiling whiteboard or whiteboard paint, flashes of color and great
acoustics. It’s also critical to include a casual meeting space into the design,
somewhere members can meet clients over a coffee on a couch, otherwise
members will leave the space to do so.

Event space

The Co-working space needs to be designed to incorporate events, as this is a
critical success factor. Although the space is limited, this can be achieved by
choosing moveable furniture that keeps the space as fluid as possible. Simple
things such as fixing a projector and screen to the ceiling.

Kitchen

The heart of any coworking space is the kitchen, and ideally the kitchen would be
the key focus in the design. The kitchen is where most serendipity happens.

Inspiring space

Colour/ blackboard paint/ murals can easily be used to create a vibrant and
inspiring work environment.

Space done badly
Generally coworking spaces fail because they are built with the top down assumption that the community will
just come, rather than the bottom up strategy of building it for and with the community from the start. It’s also
worth noting at this point though, that design is a critical success factor. Below are some of examples of
coworking space design that don’t work.
A sea of beige… Let’s remember that a coworking space is not a serviced office. Yet, the design of coworking
spaces is often treated in this way. White walls, pine desks and not a sniff of inspiration.
Anyone can throw desks into an office and call it a ‘coworking space’. It needs to be an inspiring space; a
destination space that encourages creative thinking. The Co-working space in the previously proposed layout
provides an example of a very safe, generic workspace, which if unchanged would share the same
characteristics and ultimately fail to engage the community.
It’s noisy… It’s very important to address from the start of the design process, how the acoustics of a space
will work and what will be installed to mitigate noise. Members need to feel comfortable on the phone without
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threat from other members trying to focus. This can be achieved using acoustic panels, soft seating and zoning
areas into loud and quiet, so that people use the space in the right way.
It’s better at home… let’s remember that ultimately, the Co-working space will be competing with the comfort
of a member’s home. There has to a distinct reason for members to leave their house on a cold British wintery
day and take the trip in. Much of this will come down to community but there are really important design
elements too such as comfortable seating, great coffee and a sense of belonging. Sometimes you want to
work from a couch, and sometimes from a desk… other times from a beanbag.
Space examples
Happily, it is becoming increasingly more difficult to find poorly designed coworking spaces. Operators are
finally understanding and implementing the right kinds of settings. Below are some examples of spaces that
fail to make the grade:
Take a look at So Techie Space’s Facebook album, giving a walk-through of their NYC location. It lacked any
inspiration, atmosphere or creative thinking. It appears very bland and uninteresting.
https://www.facebook.com/media/set/?set=a.677071665639628.1073741828.161925180487615&type=3.
Another example is CoWorking Space Ltd, London, which you will see from the photos, is once again a very
bland and uninspiring workspace (https://www.facebook.com/coworkingspacegroup?_rdr=p) It gives the
impression of little effort and doesn’t not engage or promote community spirit.

Current configuration
The current proposed configuration is very traditional.
It’s safe and doesn’t really inspire. The Co-working
space needs to incorporate a customer journey, zoned
to ensure that there are relaxed, collaborative and
focused areas within the workspace.

New configuration
This new configuration looks at the space differently, specifically to address the needs of the customer
personas. Overleaf are sketches, (not to scale) to be used as a visual guide to understand the concept of the
Co-working space.
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As you can see we have created three distinct zones that cater for customer needs, as well as mapping a clear
customer journey through the workspace. This configuration is a balance of practical, collaborative and
inspiring.
Below we will outline in more detail the content of each zone, the key elements and share some examples of
how to design and furnish.
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Zone 1- Meet and Social
Zone 1 will be the first thing that members and stakeholders see when they
enter the space. It is the area where the tone of the brand must be set.
First impressions count. It’s also the area that leans itself best as a social
space, as not to disturb other members. This space will be used by members
to initially meet clients before heading to the formal meeting room, having
casual meetings, chatting with other members and getting settled for the work
ahead.
Key elements to this zone
1.
The community board- this could be a blackboard/ pin board or use
blackboard paint. It’s a place for the community to share news, offers and to
see who is in the space. It gives a visual representation of the kinds of
members you have.
2.
Couches and rug- This offers a causal spot to hold an informal
meeting for members
3.
Coffee- this is an idea spot to put a coffee machine, if required, where
its easily accessible and won’t disturb and members. Good coffee is nonnegotiable.
4. Phone booths- It’s very important within a coworking space to provide somewhere to take calls. Using
this space, keeps the noise away from the focused work area and the corner provides privacy. Lesco
provide very effective and reasonably priced phone hoods for this purpose, and there are also acoustic
furniture options such as an egg chair.
5. Table- a dining room style table is a multi-functional item that can be used by members in different
ways. To meet, eat, collaborate, work or take a break.
6. Impact wall- the first thing anyone entering the Co-working space will see is the ‘impact wall’. It
provides the perfect opportunity to shout about the brand and values. This can be done with colour, a
mural, vinyl lettering the mission statement… the possibilities are endless and fairly low in price.

Zone 2- Collaborative

Zone 2, flows on from the social space into a collaborative space. This
lends itself to pods of 3-4 desks, ideally round tables, as well as some
relaxed seating workspace. It’s an area where members can be
constructive but social.
1. Desks- Not yet within the focus space, zone 2 should have a number
of work settings that encourage collaboration and interaction. It’s a space
where people can work constructively and still be social. This can be done
by arranging desks so that everyone is facing inwards, or with circular
desks.
2. Chairs- Adding a few casual chair settings, replicates the ‘at home
feeling’ but within a constructive environment. Members can feel focused
but not isolated.
3. Plants- Plants should be used throughout the space, but especially
here as a divider to the social space and as a way to bring more creative
energy.
4. Printer- the printer and recycle bins, fit well within this environment,
as they don’t disturb the focus space
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Zone 3 - Focus
Zone 3, the area of the Co-working space you can go to and get
concentrated work done. It’s sheltered from the entrance noise and
has the least audio and physical disturbance.
1.
Desks- The desk setting in this area is more reflective of a
traditional office environment, each person sitting in an individual silo
with focus being the main goal. You may consider using eye-level
partitioning here to give an added element of privacy. It’s worth
considering desk size with 1m – 1.2m being sufficient.
2.
Moveable partitioning- Adding a physical, but moveable,
barrier between zones 2 and 3 will encourage the mind-set of quiet
space. It will also act as an acoustic barrier. This partition should be
foldable and storable so that the space can still be used for events
purposes, or for space reconfiguration.
3.
Beanbags- Adding beanbags or soft seating against the
meeting room wall provides a place to focus but relax. We would also
suggest making this a whiteboard wall to enable people to think and write.
4. Meeting room- The meeting room itself needs to be as multifunctional as possible to ensure maximum
revenue. We suggest having two whiteboard walls, and using the others for colour. Whiteboard walls
can also be dual purpose and use for projector if required.

Event space
By keeping zones 1 and 2 quite free, the space is more usable for events. Add a ceiling height projector and
retractable screen to the space and it will be usable for networking, events and presentations.

Other Design Options
Appendix_1 contains alternative floor plans, lighting configurations, ceiling ideas, together with ‘look & feel’
colour swatches.
Some sample images are shown below;
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Equipment - Access control, IT, telephony solutions
Both the Co-working space and Basing House need to deploy fast internet access for its respective clients. At
the time of writing, TRDC were unable to give a clear outline to what extent the existing cabling infrastructure
could meet those needs.
It is understood new fibre internet circuits would need to be installed due to network security issues, but could
terminate in the existing TRDC comms racks. Within the financials of this report a provision for a new circuit
and comms equipment has been allowed for based on the information available at this time.
For Basing House, each office would need a wired connection to the internet using the above infrastructure.
Each connection would need to provide a Private VLAN so as to protect client’s data from other clients within
the centre. Wenta have experience of creating such networks within shared workspace.
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For the Co-working space, internet connectivity would be provided by a series of wireless access points (most
users will intend to connect with a laptop and one or two additional devices)
Wifi access will be controlled by user name and passwords and provide the basis of the charging mechanism
for membership, (number of hours usage per month etc.) Again, Wenta have deployed a number of system
that will enable the management/monitoring of internet access for Co-working clients.
It is not envisaged that clients within the Co-working space will require a fixed line telephone connection,
however this provision will be crucial for some Basing House clients. The existing TRDC telephone system
may have capacity to provide clients with a direct dial telephone extension with monthly billing. However,
Wenta currently partner with Freedom Communications for some of our telephony services and Freedom seem
very supportive to be able to contribute to this community project at very competitive rates. In addition, a new
system would be able to provide added functionality such as call answering, voicemail to email etc which can
be provided by our centre in Watford.
Due to the ‘internal’ and existing access control system currently in place (the means of using a fob to gain
entry to both Basing House and the Building Control office) Wenta would need TRDC to provide a means to
support the access control security system for new clients moving into the centre, i.e. TRDC need to
consider how best they could deal with issuing new clients with fobs/passes.

Work flow
The support / resource required to manage the space
As mentioned, Wenta would recruit a Community Manager to be responsible for the Co-working space and
Basing House. (Wenta employee)
The Community Manager would be based within the Co-working space, but would not be on site all of the time,
either due to networking within the community, training & development, holidays & sickness. Therefore, Wenta
would require an element of support from TRDC in the event of a client having a need which cannot be dealt
with remotely from our Watford Centre.
The Community Manager will report to Wenta’s Business Development/Centre Manager based at Watford
and would be supported by additional members of staff;
Area Centre Manager – Senior Manager Responsible for Watford and Enfield
Watford Receptionist – Able to deal with telephone calls and enquiries in the Community Managers
absence
Accounts Co-ordinator – Able to support with the creation of monthly invoices and information
relating to credit control
Finance Team – Prepare monthly management accounts to track the financial performance of the
centre(s) for submission to TRDC.
As a team, they will manage the administration for the centre, to include;
Lead generation for new clients
Arrange viewings
Negotiate packages/monthly rent deals
Client deposit collection and monthly reconciliation
Create licence agreements (authorisation to occupy space)
Monthly invoices for membership fees, meeting rooms, rent & other services
Direct Debit collection for those fees
Credit control
Arranging contractors, issuing order numbers for works, processing supplier invoices/payments
Monthly management accounts
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Wenta have an infrastructure in place (whilst additional licences will have to purchased) to provide the above
service.

Security & Reception
As mentioned, the project will need support from TRDC for the issuing of security fobs. In addition, the financial
models have been based on utilising the existing security guard arrangements, i.e. for the TRDC evening patrol
to lock up and secure the Co-working space and attend Basing House in the event of a security breach.
In addition, a level of support will be required for the reception staff of Three Rivers House to direct/call the
Community Manager if a prospective client was to ‘drop in’ to have a look at either the Co-working space or
Basing House. On the occasions, the Community Manager was not present, an agreed protocol would need
to exist to ensure we don’t ‘lose the client’

Business Support
Potential service provision
Business Advice Services
Wenta can provide a range of services to new/start up, early stage and growing businesses
-

One to one advice from accredited business advisors
Enterprise clubs
Bank mentoring
Provision of Incubation support on-site or virtual
Specialist surgeries i.e. Legal, Accountancy, Intellectual Property, Web Design

Wenta can also provide a range of training services from generic Start-Up courses to workshops on specific
business subjects.
The key to successful business support programmes is the joining up of the various elements of support, not
just for those that use them but also for those who deliver them, avoiding duplication and confusion.
Obviously, there needs to be a start point somewhere; an Enterprise Club or Business Ideas workshop for
those who are unsure of the viability of their idea or perhaps lack the confidence to take it forward. From then
on, every intervention should have a before and an after, creating a customer journey where the client gets
the appropriate level of support, where and when they need it in the format most convenient for them be that
face to face or online.
This requires that the roles of different deliverers are clearly defined to overcome duplication and confusion
and make the most of any funding that is available.
Incubation comes from a mix of space and advice, each reliant on the other. The issue is that both are
expensive and there a few, if any, incubation models that actually pay their way. It is extremely unlikely that
those occupying incubation space will be the source of funding that pays for it.
The most likely means of funding will come from the commercial rental of space within the same building, but
separate from, the incubation space. Clearly, a certain level of occupancy of any such space will need to be
achieved before there is surplus enough to fund services such as business support and incubation services.
It may therefore be necessary to look at a model whereby support services are developed and extended as
occupancy of the commercial space rises and income increases. The level of support may also depend on the
availability of external funding to supplement income and surplus from the project.
Proposal
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In view of the above the proposal looks at support under different headings, what is available now and what
may be paid for externally or funded in the future from rental income streams.

Available now
Online support – Wenta’s unique online advice portal MI Ventures (MIV) was developed as a direct result of
our clients’ preference to use web based, online support.
MIV is similar in its format to sites such as Facebook and Linked in, a platform that is simple to access and
easily used, even by those lacking confidence in the use of social media.
Virtual one-to-one business advice from experienced mentors is accessed via live chat or webcam. Documents
can be downloaded and safely shared via private groups 24/7. MIV offers support/advice from online groups,
instant messaging as well as networking and collaboration opportunities. MIV host an online business library
from other organisations such as HMRC, Companies House, IPO etc., which allows users to access business
factsheets, events, and seminars from key business support organisations across the UK and also includes
the Gov.uk api including content, videos, and grants/contract finder tools. MIV underpins the support we
provide for existing clients and programmes.
Online support is currently available to residents of Three Rivers via the Hertfordshire link and therefore there
would be no additional cost. Opportunities exist at an additional cost, to white label the MIV portal for clients
of both the Co-working space and Basing House, giving it a unique advantage over similar incubation/shared
spaces.
Courses/Workshops - Wenta also has a suite of courses that are run to support those interested in setting
up in business or those in the early stage of a new business. The courses are:  Finance & Bookkeeping
 A Taste of Marketing
 Social Media
 Website Development
 Selling & Branding
The courses are charged at £65 per attendee including vat which makes them both affordable and good value
for those who are starting out in business. With clients paying for workshops themselves, a programme of
start-up workshops could be implemented immediately.
Future income could be allocated to providing certain workshops free of charge, the approximate cost being
£450 per workshop.
Surgeries
As part of our offer to clients we would source external expertise to run surgeries on a regular basis. These
could be held at Basing House or online via the MIV portal. The providers will be asked to provide pro bona
support in areas such as:
 Accountancy and Tax
 Intellectual Property – online on MIV
 Website and IT
All of the courses and surgeries are promoted through various channels including websites, social media,
posters, flyers, training brochures, networking events and to all of our clients when they access support from
our team.
Bank Mentoring - Wenta's Mentoring programme, in association with the British Bankers Association,
supports existing businesses across Buckinghamshire, Bedfordshire and Hertfordshire by carefully matching
a fully trained business mentor with those businesses seeking advice and guidance. Businesses receive up
to 6 months of free support from an experienced mentor. There would be no cost to the project and all we
would need to do is promote the Mentoring Programme to companies using the project space.
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Future services
1:1 Advisory support - Wenta currently has no external funding for the provision of advice or incubation and
is currently using its own resources to maintain a core delivery across Hertfordshire.
We are however, in the process of submitting a proposal for ERDF funding for a start-up programme for
Hertfordshire and, if successful, we would have capacity to provide advisor support for the project. We would
envisage a fully qualified advisor would attend the project for one day per fortnight once ERDF funded delivery
commences (estimated April 2016). The level of advisor support could be increased in future once the project
is able to cover part of the cost.
The ERDF programme will also fund generic Start-Up workshops for those thinking of starting their own
business. Basing House would provide an ideal delivery venue for such workshops.
Events - these can take the form of an Enterprise Club with individuals joining this club to gain peer support,
business ideas development, knowledge exchange and possible joint working. Our current delivery of
Enterprise Clubs allows for 10 meetings per year (none in August/December) at a cost per meeting of £250.
Supporting evidence
Client Satisfaction Rates:
In the past year, 96% of Wenta clients rated the business advice that they received as satisfactory, very
satisfactory or extremely satisfactory
96% of clients said that they would recommend Wenta’s services to others
Survivability:
In 2010 Wenta designed a primary research study to measure the long-term survivability of businesses
supported.
In 2010 we found that 58% of the clients Wenta advised successfully started up in businesses with 86%* still
running successful businesses one year on.
In 2011 we found that 59% of clients advised by Wenta in 2009 actually started up in business, and 80% were
still trading two years on.
A 2012 study showed that 93% of clients starting their business with the support of My Incubator were still
trading 12 months later.

Financial Projections
To illustrate the financial position of this project for the Council to make an informed decision on whether to
proceed, a number of tables have been produced.
To calculate the potential revenue for Basing House, a list of letable areas has been created and for the
purpose of financial modally, assumes one office will always be vacant due to the anticipated client churn.
(Referred to as ‘operating capacity’) – The two attic rooms have not been included in our projections at this
stage.
To calculate the first year and subsequent years of Co-working membership fees, a table showing the phased
uptake of membership during the first year has been provided (TABLE_2), with the year end membership
numbers forming the basis of how many members will be using the space in years 2 & 3.
In addition, a comparison of a ‘Realistic Forecast’ based on £30 ft² for Basing House and 30 members by the
end of the first year vs an ‘Optimistic forecast’ based on £35 ft² and 38 Co-working members has been
produced.
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For viability purposes, Wenta recommend using the Realistic forecast to inform the decision making process,
however, the Optimistic Forecast is provided to see what potential the project could yield if certain market
conditions prevail.
Lastly, a capital expenditure schedule has been produced based on the information provided so far, i.e. there
may be additional costs for data cabling and power sockets within Basing House, as this detail wasn’t available
at the time of writing.
TABLE_1 – Units Available for Rent – Basing House
TABLE_2 – Projection of Client numbers within the Co-Working Space - Year_1
TABLE_3 – Client revenue – Basing House & Co-Working Space – Year_1
TABLE_4 – Summary of the first 3 years of operation
TABLE_5 – Breakdown of Costs during a Full Year trading at ‘operating capacity’
TABLE_6 – Capital Expenditure

TABLE_1 – Units Available for Rent – Basing House
Mthly
Rate/ft²
415
2.50
190
2.50

Monthly
Annual
Rent
Rent
£ 1,038 £ 12,450
£
475 £
5,700

186

2.50

£

323
470
204
196
95
129

2.50
2.50
2.50
2.50
2.50
2.50

£
£
£
£
£
£

808
1,175
510
490
238
323

£
£
£
£
£
£

9,690
14,100
6,120
5,880
2,850
3,870

£

5,520 £

66,240

£
£

488 £
5,033 £

5,850
60,390

Size (ft²)
Ground Floor

Board & Annex
Unit_10

First Floor

Unit_16
Unit_Kitchen
Unit_18
Unit_20
Unit_22
Unit_23
Unit_24
Unit_25

Total

9 Units

2,208

Assuming one unit to be void
Operating Occupancy

195
2,013

2.50
2.50

465 £

5,580

TABLE_2 – Projection of Client numbers within the Co-Working Space - Year_1
Year_1
No. Co-Working
Membership_1
Membership_2
Membership_3
Membership_4

Mth_1

Mth_2 Mth_3 Mth_4 Mth_5 Mth_6 Mth_7 Mth_8 Mth_9 Mth_10 Mth_11 Mth_12

Clients
£
60
£ 120
£ 140
£ 200

0
0
0
0

1
1
1
1

2
1
1
1

4
2
2
1

6
2
2
2

8
3
2
3

8
3
2
4

9
3
2
5

9
3
3
5

10
4
4
7

10
5
5
7

10
6
6
8

Total Co-Working Clients
Revenue

0
0

4
520

5
580

9
960

12
1,280

16
1,720

17
1,920

19
2,180

20
2,320

25
3,040

27
3,300

30
3,760

Total

21,580
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TABLE_3 – Client revenue - Basing House & Co-Working Space – Year_1
Year_1

Mth_1

Mth_2 Mth_3 Mth_4 Mth_5 Mth_6 Mth_7 Mth_8 Mth_9 Mth_10 Mth_11 Mth_12

Total

Basing House
Licence Fee

0

1,258

2,516

3,774

5,033

5,033

5,033

5,033

5,033

5,033

5,033

5,033

47,809

Co-Working Revenue
Membership_1
Membership_2
Membership_3
Membership_4

0
0
0
0

60
120
140
200

120
120
140
200

240
240
280
200

360
240
280
400

480
360
280
600

480
360
280
800

540
360
280
1,000

540
360
420
1,000

600
480
560
1,400

600
600
700
1,400

600
720
840
1,600

4,620
3,960
4,200
8,800

Total Revenue

0

1,778

3,096

4,734

6,313

6,753

6,953

7,213

7,353

8,073

8,333

8,793

69,389

TABLE_4 – Summary of the first 3 years of operation
Realistic Forecast
Year_1

Year_2

Optimistic Forecast

Year_3

Year_1

Year_2

Year_3

Licence Fees
Co-Working
Other Income

47,809
21,580
3,000

60,390
45,120
6,720

60,390
45,120
6,720

57,371
30,000
1,500

72,468
57,600
9,720

72,468
57,600
9,720

Total Income

72,389

112,230

112,230

88,871

139,788

139,788

Costs

40,000

45,525

45,525

42,000

47,525

47,525

Surplus

32,389

66,705

66,705

46,871

92,263

92,263

(Adj Surplus)*

44,314

78,630

78,630

58,796

104,188

104,188

Management Fee

50,000

50,000

50,000

50,000

50,000

50,000

- 17,611

16,705

16,705

3,129

42,263

42,263

Net Return to TRDC

-

*Adjusted Surplus - adding back the costs already incurred by TRDC to maintain Basing Hse

Note; The above illustration is used to demonstrate the first year of development followed by the next two
years operating at ‘full capacity’. Therefore, price increases, for both income and expenditure, have not be
allowed for in the above table.
The ‘Net Return to TRDC’ does not include the cost already incurred by TRDC to operate Basing House,
therefore the ‘benefit to TRDC’ is the surplus figure PLUS 11K for each year
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TABLE_5 – Breakdown of Costs during a Full Year trading at ‘full capacity’
Realistic Forecast (£30 ft² & 30 Members)
Item

Monthly

Basing House Licence Fees
Telephone
Internet
Meeting Rooms
Printing
Co-working Membership_1
Membership_2
Membership_3
Membership_4
Total Revenue
Costs
Rates - Common Area
Maintaince
Marketing
Water Rates
Electric
Gas
Cleaning
Waste Disposal
Security
Fire Prevention
Postage
Refreshments
Telephone
Internet
Computer/CRM
Introduction Fees
Event Costs
Insurance
Photocopier
Signage
Bank Charges
Bad Debt
Total Costs
Operating
Surplus/Loss

Optimistic Forecast (£36ft² & 38 Members)

Annual

5,033
135
315
100
10

60,390
1,620
3,780
1,200
120

600
720
840
1,600

7,200
8,640
10,080
19,200

9,353

112,230

430
333
417
193
467
167
42
120
8
167
100
417
200
67
167
80
20
17
50

5,165
4,000
4,000
5,000
2,320
5,600
2,000
500
1,440
100
2,000
1,200
5,000
2,400
800
2,000
960
240
200
600

3,460

45,525

5,892

66,705

*Overheads previously covered by TRDC
Adjusted Surplus

11,925
78,630

No. of
Clients

Item

Monthly

Annual

No. of
Clients

Licence Fees
Telephone
Internet
Meeting Rooms
Printing

6,039
200
400
200
10

72,468
2,400
4,800
2,400
120

10
6
6
8

Membership_1
Membership_2
Membership_3
Membership_4

720
960
1,120
2,000

8,640
11,520
13,440
24,000

12
8
8
10

30

Total Revenue

11,649

139,788

38

430
333
417
193
467
167
42
120
8
167
100
417
200
67
208
80
20
17
50

5,165
4,000
5,500
5,000
2,320
5,600
2,000
500
1,440
100
2,000
1,200
5,000
2,400
800
2,500
960
240
200
600

3,502

47,525

8,147

92,263

*

*
*

*

Costs
Rates - Common Area
Maintaince
Marketing
Water Rates
Electric
Gas
Cleaning
Waste Disposal
Security
Fire Prevention
Postage
Refreshments
Telephone
Internet
Computer/CRM
Introduction Fees
Event Costs
Insurance
Photocopier
Signage
Bank Charges
Bad Debt
Total Costs
Operating
Surplus/Loss

*Overheads previously covered by TRDC
Adjusted Surplus

*

*
*

*

11,925
104,188

TABLE_6 – Capital Expenditure
Capital Expenditure Items
CCTV & Security
Internet Connectivity
Basing House - Redecoration
Co-Working - Fit Out
IT/Telephone Installation
Sundry Items
Marketing/Signage
Contingencies
Total

3,000
3,000
55,000
55,000
6,000
1,000
10,000
5,000
138,000
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Appendix 3a

Management Fee proposals
Included in the Wenta Management Fee;
-

Work with Three Rivers District Council to achieved the final design and specification of the CoWorking Space & Basing House refurbishment
Project lead the contractors to deliver the above works
Market the new facilities
Appoint, train and support the new Community Manager to be based at Three Rivers House
Carry out all functions as defined in the ‘work flow’ including accurate ‘open book’ financial records.

There are items where we would need the support of Three Rivers Council to minimise our costs, namely
Security, general maintenance & caretaking duties.
The duration of the Management Contract would be in the region of 5 years. Due to the significant work
required to create the space in the first year, it would be towards the end of the contract Wenta would look to
make a return on its investment of time and resources.
The Wenta Management Fee will be £50,000 per annum and is made up of the following;
Staff (Total cost to employ)
Managerial Support & Training
Finance & Bookkeeping
Surplus
Total

25,000
10,000
5,000
10,000
50,000

With a very low margin / rate of return for Wenta, we would envisage a Profit Share Scheme to form part of
the agreement to be payable once the value of the initial capital investments has been returned to the Council.
Wenta’s approach to this project is that it fits in extremely well with its Social Purpose and close proximity to
our established centre in Watford and Wenta would welcome the opportunity to partner with TRDC to create a
Co-working hub unrivalled in the region.

Credits
Wenta would like to acknowledge the following for their support in providing information to create this report;
Victoria Arnold – Desk Union
Nina Hosking – Rickmansworth Chamber of Commerce
Lee Walsingham – Watford & West Hertfordshire Chamber of Commerce
June Cory – My Mustard/Business Buzz
Lastly, below are some links to a number of local councils across the UK who have followed the trend of
running or heavily funding coworking / collaboration or incubator space for the local business community. It
may be worth engaging with these councils to discuss best practice. Here are some examples:
Creative Exchange

City of Edinburgh Council

http://www.creativeexchangeleith.com

InCube
Enterprise Hub

Renfrewshire Council
Lewisham Council

Magazine Studios
Guildhall

Derry Council
Bath & NE Somerset
Council

Wimbletech

Merton Council

http://www.investinrenfrewshire.com/incube/
http://www.lewisham.gov.uk/news/Pages/Cometo-an-enterprise-hubs-co-design-workshop.aspx
http://www.magazinestudios.com/#hub
http://www.bathchronicle.co.uk/Coworking-Bathconstruction-underway/story-17872375detail/story.html
http://www.wimbletech.com

--- End ---
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