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1: Introduction  

This report describes the social impact of Warmworks’ delivery of the Scottish Government’s Warmer Homes 

Scotland scheme, using the Social Return on Investment methodology.

Warmworks 

Warmworks Scotland is a partnership between 

Energy Saving Trust, Everwarm and Changeworks, 

established in 2015 to deliver the Scottish 

Government’s national fuel poverty scheme, 

Warmer Homes Scotland (WHS). Since 2015, 

Warmworks has installed energy efficiency 

measures in over 22,000 households across 

Scotland.  

Warmer Homes Scotland 

The Warmer Homes Scotland (WHS) scheme is 

intended to help vulnerable people make their 

homes warmer and more comfortable by 

installing a range of energy efficiency measures. 

Those eligible for support through the scheme 

include older people, people living with a 

disability or long-term health condition, low 

income households, unpaid carers and others in 

receipt of particular benefits. 

In addition to improving the fabric of homes and 

buildings, the scheme is also aiming to influence 

householder behaviours, increasing their 

understanding and knowledge of how to 

effectively heat homes. The range of support 

provided by the scheme includes: 

▪ Advice and signposting 

▪ Insulation 

▪ Draught-proofing 

▪ Heating system upgrades 

▪ Conversion to lower carbon heating 

systems 

By reducing the demand for energy overall and 

introducing renewable heating measures to 

decarbonise people’s heating supply, the scheme 

is also intended to contribute to the Scottish 

 

1

 http://socialvalueuk.org/what-is-sroi/the-sroi-guide 

Government’s targets to reduce carbon emissions 

and tackle climate change. 

Social Return on Investment (SROI) 

Every day our actions and activities create and 

destroy value; they change the world around us. 

Although the value we create goes far beyond 

what can be captured in financial terms, this is, 

for the most part, the only type of value that is 

measured and accounted for. Social Return on 

Investment (SROI) is a framework for measuring 

and accounting for the full social, economic and 

environmental impact of activities, including the 

ones that have no direct monetary value.  

The key principle of SROI is that it measures 

change in a way that is relevant to the people 

that are experiencing it. The main difference with 

other methods of social impact measurement is 

that it puts a monetary value on these impacts 

and calculates a ratio of return for those 

organisations that are contributing to create the 

change. 

Social Value UK has developed and published the 

‘Guide to Social Return on Investment’
1

 that is 

now widely accepted as the standard for SROI 

work. In conducting this SROI analysis, we have 

followed the principles of this guide. 

These are: 

▪ Involvement of Stakeholders 

▪ A focus on understanding what changes 

▪ Value the things that matter 

▪ Only include things that are material 

▪ Avoid over-claiming 

▪ Transparency 

▪ Verification of the result 
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This Social Return on Investment evaluation was 

prepared by Rick Rijsdijk of Social Value Lab, a 

Social Value UK accredited SROI Practitioner.  
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2: Scope and Stakeholders 

This Section defines the scope and boundaries of the study, describes the main stakeholders to Warmer 

Homes Scotland and determines the value of the resources used by Warmworks to deliver the scheme. 

Scope of the Analysis 

The purpose of this study is for Warmworks and 

its partners to better understand the wider social 

impact of Warmworks’ delivery of the Warmer 

Homes Scotland scheme on customers and 

others, and the value created for its stakeholders. 

Warmworks will use the assessment to: 

▪ demonstrate the social value created by 

the services to its stakeholders; 

▪ provide evidence of the social impact to 

the Scottish Government and other 

existing and potential funders, investors 

and decision makers; 

▪ get a better understanding of how to 

measure the wider social impact and be 

able to use this learning to apply these 

techniques to other programmes and 

activity; and 

▪ inform the strategic development of the 

scheme. 

This SROI analysis covers the full range of 

services offered through the Warmer Homes 

Scotland scheme nationwide. The period of 

analysis is 2020/21. 

Materiality 

Stemming from financial accounting, SROI only 

considers stakeholders and outcomes that are 

material to the stakeholder and to the scope of 

the project. Therefore we have only included 

those impacts that are relevant to Warmer Homes 

Scotland and significant in size in order to give a 

true and fair picture of the impact of the scheme. 

 

2

 Separate analysis was done for the responses of each group to the 

customer survey. Since no statistically significant difference was found 

Stakeholder Analysis 

Stakeholders are the people and organisations 

that experience changes as a result of their 

involvement with WHS. These can be positive or 

negative, and intended or unintended. 

The first step of the SROI process was to identify 

all material stakeholders: 

Customers 

The main beneficiairies are the customers who 

have received services through the WHS scheme.  

For this evaluation we have surveyed the 

customers that have received WHS services in 

2019/20 and applied the results to the 2020/21 

cohort of customers. We have chosen this 

approach  to capture the full impact of the WHS 

scheme on customers, which is only measurable 

some time after the intervention took place. This 

approach has given us solid impact data. It also 

allowed us to collect robust data on the 

emergence of some medium-term outcomes. 

In total, for 2020/21 the scheme engaged with 

2,903 customers. Within the larger customer 

group there are several categories of customers 

that can be identified, mainly based on the 

qualifying benefits they receive
2

. These are: 

▪ Older people (approximately 31% of 

customers) 

▪ People living with a disability or long-term 

health condition (64% of customers) 

▪ Low-income families (32% of customers) 

▪ Unpaid carers (7% of customers) 

As a result of restrictions in place due to the 

COVID-19 pandemic, the WHS scheme was 

paused for three months (Apr-Jun 2020), because 

non-essential work in people’s homes was not 

between the results of each, customers have been reported as one 

overall group. 
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permitted under the Scottish Government 

guidance. Warmworks remained open to support 

customers remotely, and provide temporary 

heating for those who needed it.This means that 

the numbers reported  represent only 9 months 

of the 2020/21 year. 

Landlords 

57 Warmer Homes Scotland customers in 

2020/21 lived in private rented accommodation. 

As well as the direct impact of the scheme on 

these customers, there is a secondary impact on 

the owners of the properties they live in, as they 

will also benefit from any installations/ 

improvements made to homes. 

Supply Chain 

To deliver the scheme, Warmworks manages a 

network of sub-contractors who are responsible 

for the installation of improvements to customers 

homes. 

In 2020/21 there were 22 sub-contractors 

included in this supply chain covering a range of 

areas, including installers, manufacturers and 

specialist contractors.  

Local Workers 

Supply chain contractors involved in the scheme 

will commonly utilise workers in the local area to 

deliver services. 

In addition, the scheme offers employment and 

re-training opportunities for local workers. 

Table 2.1 provides the details. 

Public Purse 

The final group of stakeholders are the public 

sector agencies for whom delivery of the scheme 

may contribiute to their own strategic aims or 

targets. 

This includes the National Health Service and the 

Scottish Government. 

 

 

 

 

 

TABLE 2.1 MATERIAL STAKEHOLDERS 

Stakeholder 
Total no. of 

Stakeholders 

Customers 2,903 

Landlords 57 

Supply Chain 22 

Local workers (new 

jobs/apprenticeships) 
64 

Local Workers (training) 786 

Stakeholder Engagement 

To evidence the outcomes from the stakeholder’s 

perspective, we have undertaken a programme of 

consultation with a relevant sample of the 

stakeholders. 

A Theory of Change workshop was held with 

Warmworks staff to identify the expected 

outcomes experienced by stakeholders. These 

outcomes were then refined through scoping 

interviews conducted with customers and 

representatives from the WHS supply chain. 

Finally, separate online surveys were designed for 

customers and supply chain representatives.  

Table 2.2 summarises the scope of the 

stakeholder engagement. 

TABLE 2.2: STAKEHOLDER ENGAGEMENT 

Stakeholder Sample 

Total 

Method  

Customers 697 

• Scoping interviews 

with 9 customers 

• Online survey 

completed by 697 

(43% response rate) 

Supply 

Chain 
22 

• Scoping interviews 

with 3 representatives 

• Online survey 

completed by 14 

representatives (63% 

response rate) 



SROI - Warmer Homes Scotland  

- 5 - 

 

Input 

Warmworks delivers the WHS scheme on behalf of 

the Scottish Government as part of a 7-year 

contract (until 2022). The total contract value of 

the WHS scheme in 2020/21(9 months)  was 

£21,200,000, which is the total input for this 

SROI evaluation.  
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3: Theory of Change 

This Section provides the Theory of Change developed for Warmer Homes Scotland and its context, which 

relates to addressing fuel poverty, improving energy efficiency and reducing carbon emissions. 

WHS Theory of Change 

Fuel Poverty 

In Scotland, a household is defined as being in 

fuel poverty if their fuel costs exceed 10% of their 

net income and, after deducting this and 

accounting for childcare costs and any relevant 

benefits received, their remaining income is 

insufficient to maintain an acceptable standard of 

living. Where household fuel costs exceed 20% of 

net income, this is defined as extreme fuel 

poverty. 

The most recent available statistics
3

 indicate that 

one in four households were living in fuel 

 

3

 https://www.gov.scot/publications/scottish-house-condition-survey-

2018-key-findings/pages/6/  

poverty, and roughly one in ten experience 

extreme fuel poverty. 

Fuel poverty disproportionately affects particular 

groups and these harder hit households provide 

the focus for Warmer Homes Scotland. These 

groups include: people living with disabilities 

(which often requires them to spend more time at 

home); people living on benefits and; low income 

families. 

Improving energy efficiency 

Part of what the scheme is trying to achieve is 

about improving the energy efficiency of 
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Scotland’s housing stock. Fabric upgrades to 

homes and buildings to increase their energy 

efficiency performance is a fundamental starting 

point of being able to lower fuel bills and 

emissions over the longer term.  

In addition to improving the fabric of homes and 

buildings, the scheme is also aiming to influence 

householder behaviours, increasing their 

understanding and knowledge of how to 

effectively heat homes. A significant number of 

households lack awareness of the most efficient 

and/or cost-effective ways to heat their homes. 

Gaps in knowledge experienced by Warmworks 

clients include: 

▪ How to use heating systems in a 

controlled way (e.g. using thermostats, 

programmable timers or smart 

technology). 

▪ How to heat homes consistently – the 

importance of not just heating one room. 

▪ Using the right type of heating system for 

the property they are in (e.g. not using gas 

heaters which can actually cause 

moisture). 

▪ Knowledge of the inefficiency and high 

costs associated with certain technologies 

(e.g. fan heaters). 

▪ Knowledge of new and renewable 

technologies. 

▪ Understanding how factors other than 

heating systems affect warmth (e.g. it may 

be difficult to maintain heat in a poorly 

insulated home, regardless of the amount 

of fuel used). 

An additional challenge for Warmworks is in 

trying to change engrained behaviour when it 

comes to energy use. Particularly among older 

generations it can be difficult to break old habits 

and adopt new attitudes when it comes to 

heating use. 

Climate Change 

Carbon dioxide emissions from homes are a 

contributing factor towards climate change. 

Continued use of high CO2producing 

technologies, fuel and greater energy use overall 

leads to an increased carbon footprint for 

households.  

The Scottish Government has set ambitious 

targets to reduce carbon emissions and help 

tackle climate change. Part of this involves 

reducing the demand for energy overall and 

introducing renewable heating measures to 

decarbonise people’s heating supply.  

The consequences 

The context described above can ultimately result 

in a range of negative effects: 

▪ Increased or inefficient household energy 

use, as a result of either need or lack of 

awareness. This in turn may lead to higher 

fuel bills, increasing levels of debt and a 

greater carbon footprint. 

▪ Reduced or inefficient household energy 

usage leading to underheating of homes. 

This may be as a result of poverty 

(preventing additional spend on fuel), fear 

(being afraid of running up higher fuel 

bills) or lack of awareness (e.g. not 

knowing how to evenly heat homes). 

▪ People living in cold, damp homes. This 

can also have negative knock-on effects 

resulting in structural damage to 

buildings.  

All of the above can have wider social and 

economic impacts on individuals, including: 

• Poorer physical health or worsening of 

existing conditions resulting from 

inadequately heated homes 

• Housing conditions contributing to shame, 

embarrassment or depression, ultimately 

having negative impacts on confidence, 

social isolation or mental health. 

• Creating barriers to educational attainment 

(e.g. cold conditions making it more difficult 

for pupils/students to concentrate or 

complete work). 

• Reduced disposable income and restrictions 

on wider household spending (with a knock-

on effect for local economies). 



SROI - Warmer Homes Scotland  

 

- 8 - 

 

4: Outcomes and Evidence 

This Section describes the outcomes achieved by Warmer Homes Scotland stakeholders and discusses the 

indicators that evidence achieving these outcomes, the quantity and duration of the outcomes, and the 

financial proxies identified to value them. 

Outcomes 

From the stakeholder consultation a range of outcomes have been identified. The short-term outcomes, that 

are valued as part of this SROI evaluation, are summarised in Table 4.1. 

TABLE 4.1: OUTCOMES 

 

 

Stakeholder Short-term Outcomes 

Customers Improved insulation, leading to warmer, less damp homes  

 

Improved, more energy efficient heating systems  

Increased safety of home 

More pride in home 

Decreased fuel costs 

Better understanding of heating systems 

Reduced barriers to other forms of support 

Improved confidence or self-esteem 

Improved health or wellbeing 

Improved educational outcomes (for customers with children) 

Landlords 

Warmer, safer, less damp properties 

Increased ability to rent out property 

Happier tenants 

Supply Chain 

Increased revenue 

Increased access to training resources, leading to improved skills for 

workforce 

Increased opportunities to recruit (incl. apprentices)  

Improved quality and Health and Safety standards  

Increased opportunities to diversify business through new technologies  

Local Workers 

Increased skills 

More job/apprenticeship opportunities 

NHS Reduced health cost 

Scottish Government 

Reduced benefits cost 

Reduced education cost 



SROI - Warmer Homes Scotland  

 

- 9 - 

 

Outcomes for Customers 

Short-term Outcomes 

 

In addition to the requirements of the WHS contract, 

Warmworks provides in-depth advice and guidance 

to customers, supporting increased knowledge and 

confidence of the available insulation measures.  

Most WHS customers (88%) reported that the service 

they received through the scheme had resulted in 

their homes being warmer and/or less damp in 

some way. Figure 3.1 shows the breakdown of 

responses for this survey question. 

 

While most customers agreed that their home was 

warmer generally, fewer said that they were better 

insulated (24%), less draughty (23%) or less damp 

(20%). This may be due in part to the fact that not 

all customers will be dealing with these specific 

issues prior to receiving support from WHS. 

“It has been a lifesaver in this cold weather. I 

can move round the home a little easier as I 

am not stiff with the cold and having hot 

water as you turn on the tap has been 

awesome.” 

“It is a great system,my home is 100 times 

warmer.” 

“It changed our lives, for me and my three 

youngest children who still live at home. It 

was the single biggest change to improve our 

lives.” 

“Before the installation l had problems with 

mould in various places because of 

inadequate heating etc.; this is no longer a 

problem.” 

Where customers reported no positive impact, there 

was some evidence that this was due to other 

factors beyond the installations covered by the WHS 

scheme.  

 

Warmworks controls all of the materials that can be 

installed under WHS through a centralised 

procurement process. This ensures better value for 

money and also ensure that only high quality, and 

highly efficient heating systems are installed in 

customers’ homes. 

More than four-fifths (81%) of customers agreed 

that their heating system had been improved by the 

scheme. It should be noted that not all customers 

require a new heating system through the scheme.  

A majority of customers reported that their system 

was more energy efficient (72%) and/or more 

reliable (63%). Around half of customers indicated 

that they found their heating system easier to use 

as a result of WHS. 

 

88%

Improved insulation, leading to 

warmer, less damp homes

20%

23%

24%

86%

0% 50% 100%

My home is less

damp

My home is less

draughty

My home is better

insulated

My home is warmer

Fig 3.1. Has the service from Warmer 

Homes Scotland had a positive 

impact on your property?

81%

Improved, more energy efficient 

heating systems

51%

63%

72%

0% 20% 40% 60% 80%

My heating system is

easier to use

My heating system is

more reliable

My heating system is

more energy

efficient

Fig 3.2. Has the service from Warmer 

Homes Scotland had a positive 

impact on your heating system?
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In relation to the difference to their heating system, 

several themes were present in customers’ 

comments. Some customers mentioned the 

improvement in the general efficiency of their 

heating, experienced through homes becoming 

warmer more quickly or staying warm for longer. 

Others commented on the replacement of older 

systems – for example, replacing outdated boilers 

with new, more effective technologies or the 

installation of more appropriately sized/positioned 

radiators. Customers also frequently noted the 

control that they now had over their heating system, 

through the use of new features such as 

thermostats or timers. 

“I now have a thermostat in the flat and that 

has made a great difference as I feel more in 

control.” 

“The heating system is brilliant, no bother at 

all and very easy to adjust if needed.” 

“The radiators fitted are larger and heat the 

rooms up much quicker than the old ones, 

which is great.” 

“There is no doubt the house is warmer. and 

I am now using less gas and electricity.It is a 

firstclass system and the condenser- boiler is 

proving it's worth.” 

 

Warmworks prioritises the safety and wellbeing of 

scheme customers, with a range of processes in 

place (such as on-site health and safety inspections) 

that go above and beyond the requirements of the 

WHS contract. In addition, smoke alarms and carbon 

monoxide detectors are installed as standard for all 

households. 

Most customers (87%) reported feeling safer in their 

home as a result of WHS. Figure 3.3 provides a 

breakdown of responses to this question. 

 

A number of customers commented further on this 

question, mostly speaking in general about their 

improved feeling of safety at home: 

“I have peace of mind knowing my home has 

the most updated alarms.” 

“I feel safer with all these additional alarms.” 

“The alarms are great. they make us feel 

really safe.” 

Some customers also said that the replacement of 

old heating systems had given them peace of mind 

as they had been concerned about the safety of the 

boilers that had been in place.  

“New heating systems means I have less fear 

of old 30+ year old boiler going on fire.” 

“My last boiler had water pouring out it so 

wasn't safe and it got condemned.” 

“I was worried about the old heating causing 

a fire.” 

A significant number of customers also commented 

that they had not been eligible for services to 

improve their windows or doors, offering some 

explantation for the relatively low percentage of 

customers reporting improved security in this 

regard. Energy efficient doors and secondary 

glazing (for single glazed windows) are measures 

installed in the scheme, however replacement 

87%

Increased safety of home

10%

69%

81%

0% 50% 100%

My windows/doors

are more secure

My home has

new/better carbon

monoxide alarms

My home has

new/better smoke

alarms

Fig 3.3 Do you think your home is 

now safer as a result of the 

service?
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double glazing windows or doors are not.

 

As part of its dedicated customer care strategy, 

Warmworks works with local partners and its supply 

chain to provide additional assistance and financial 

support outside of the WHS contract to prepare 

customers for installations and minimise any 

disruption.  

Almost two-thirds of customers (62%) reported 

feeling more pride in their home as a result of the 

service from WHS. Just under half (46%) said that 

work done through WHS had led to additional 

improvements being made to their home. Around a 

third (31%) agreed that they were less embarrassed 

by heating issues in their home. 

 

“Made a big change, love my home now.” 

“Yes after the new heating I done my house 

up and was happy to have friends and family 

in the winter.” 

“I feel pleased I've achieved one of my many 

home goals.” 

In comments, a few customers also expressed 

increased feelings of pride as a result of ridding 

their homes of unpleasant odours or background 

noise caused by previous issues, or being the first 

in the neighbourhood to adopt new technologies.  

“My home is now less noisy as before the 

boiler sounds were very distracting.” 

“The damp smell I had has reduced.” 

“Yes as we are the only cottage in our row 

that has the air source heating.” 

 

 

Warmworks works closely with Home Energy 

Scotland to ensure households can maximise the 

savings potential of the energy efficiency measures 

installed in their homes. This partnership involves 

referrals post-installation where required, providing 

additional help and advice.  

Around two-thirds of customers (64%) agreed that 

the service from WHS had reduced their spend on 

heating, either by lowering their fuel bills or cutting 

down on maintenance costs (see Fig 3.5.). 

 

“I'm not worried about the boiler breaking 

down and not having the money to fix it. It's 

great.” 

62%

More pride in home

13%

31%

46%

0% 20% 40% 60%

Resolving issues with

dampness has

allowed me to

decorate my home

I am less

embarrassed about

how cold / damp my

home is

Resolving my heating

issues has

encouraged me to

make other

improvements to my

home

Fig 3.4. Has the service you received 

made you prouder of your home?

64%

Decreased fuel costs

34%

50%

0% 20% 40% 60%

I am spending less

on repairs to my

heating system

My fuel bills have

decreased

Fig 3.5. Has the service made any 

difference to your fuel bills?
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“My bills have almost halved on a monthly 

basis. I was over 240 a month I am now 

156.00 in the winter plus I get the Warm 

Home Discount. I am tickled pink.” 

A number of customers commented that they were 

unsure about the impact of the WHS service on their 

fuel bills. For many of these customers the impact 

of COVID-19 made it difficult for them to assess the 

difference (e.g. lockdowns led to people being at 

home more than they typically would have been so 

comparison was difficult). For others, new heating 

systems had not been in place long enough for 

them to be able to make a judgement.    

Around 7% of customers reported that their fuel 

bills had increased since the work carried out by 

WHS. It is worth noting, however, that this may not 

necessarily be a negative for all of these customers. 

As comments confirmed, some customers have 

heating systems where there were none previously 

or are using their heating more than they did 

because it actually works well now and are happy to 

accept this increased cost for a warmer home. 

“[my fuel bills] have gone up. This is due to 

me having heating and hot water now. I 

didn't have any before.” 

“My bills have increased but only because 

before I had no boiler and now I have one.So 

gas usage has increased. But the benefits are 

immeasurable!” 

“Costs more but it's worth it.” 

 

Warmworks provides advice to the customer in their 

home, as well as easy guides to understanding their 

new heating system. They also arrange home visits 

from qualified team members for customers who 

are having any difficulty in operating controls or 

getting their heating regime right.    

Three-quarters of customers said that their 

experience with WHS had improved their 

understanding of heating sytems in some way. The 

biggest differences were in customers’ knowledge 

of how to control their heating system effectively 

and their understanding of heating systems in 

general. Fewer, though still a significant number of 

customers, reported improved understanding of 

energy efficiency, smart technology and renewable 

energy (see Figure 3.6.). 

 

“At my age I have proved that it is never too 

late to learn!” 

 

75%

Better understanding of heating 

systems
13%

18%

24%

28%

45%

53%

0% 20% 40% 60%

I know more about

renewable energy

technologies

I know more about

smart technology for

heating systems

I know which is the

best type of heating

system for my home

I know more about

how to be energy

efficient / reduce my

carbon footprint

I have improved

understanding of

heating systems

I know how to better

control my heating

system / heat my

home more

consistently

Fig 3.6. Has the service improved your 

understanding of energy use or 

heating?

84%

Reduced barriers to other forms 

of support
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Warmworks prioritises getting it right first time, 

with a 98% inspection pass rate in this area building 

customer trust and have confidence in the service 

provided. 

The majority of customers (84%) indicated that their 

experience with WHS had reduced barriers to other 

forms of support, either by making people feel 

more confident to ask for additional support or by 

letting them know where to access it. 

 

“I’m better informed.” 

“Always felt there was a stigma in asking for 

help but I won’t hesitate in doing so the next 

time.” 

 

Almost two-thirds of customers (63%) agreed that 

the service from WHS had provided a boost to their 

confidence or self-esteem. Almost half of customers 

improved their confidence in using their heating 

systems, while others experienced positive impacts 

as a result of sorting their issues or making 

improvements to their home (see Fig 3.8.). 

 

“I feel confident that my heating won’t break 

down or be at risk of carbon monoxide 

leaking.” 

“Yes giving me more self belief that I can 

hold onto my independence and manage to 

continue to live in this property.” 

“I sat in the cold before, my confidence was 

low, but getting help from yourself, I have 

got a feeling of life can be good to people 

like me.” 

 

Warmworks proactively identifies customers with 

health conditions and provides bespoke additional 

assistance in the process, working with healthcare 

professionals and other partners to support them 

through the customer journey.  

More than three-quarters of customers reported 

that their health or wellbeing had improved as a 

result of the service they received from WHS. As 

demonstrated in Fig 3.9, customers experienced 

positive impacts across a range of areas, including 

mental health, levels of activity, living with long-

term conditions and sleeping. 

48%

61%

0% 20% 40% 60% 80%

Yes, I now know

where to go for

additional support

Yes, this

experience has

made me more

confident to ask

for help

Fig 3.7. Has your experience with 

Warmer Homes Scotland made 

you more likely to ask for help in 

the future?

63%

Improved confidence or self-

esteem

28%

32%

48%

0% 20% 40% 60%

Yes, the

improvements

made to my home

have helped with

my self-esteem

Yes, sorting out

my heating /

energy issues has

given me a

confidence boost

Yes, I am more

confident in using

my heating system

Fig 3.8. Has the service you 

received had a positive effect on 

your confidence? 

78%

Improved health/wellbeing
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In comments, many customers elaborated on the 

ways that the service from WHS had improved their 

health or wellbeing. Customers mentioned feeling 

less stressed about heating costs or worrying less 

about unresolved issues. A number of customers 

also referenced specific conditions that a warmer 

home had helped to alleviate, including asthma, 

arthritis and depression.  

“I have suffered with depression but now the 

heating is sorted it’s one less thing for me to 

feel really low about, which is amazing.” 

“My asthma has improved substantially.” 

“I don’t worry about my heating being on a 

lot in the cold weather I’m less stressed 

about the money it’s costing me.” 

“I’ve been shielding so my heating has 

definitely made staying at home easier.” 

“I have arthritis and suffer from depression 

so the warmer environment is easier on my 

joints and the reduced pain eases my 

depression so yes, the heating has been a 

large part of that.” 

“Huge mental health benefit- I used to get 

home from work to a cold house and the 

cold and prospect of having to light a fire 

and wait ages for the house to warm up just 

seems to sap your energy and lower your 

mood and make everything else seem so 

much harder.” 

“It’s strange telling you, I was depressed 

about heating. Truth is, it was really getting 

me down.” 

     

Of those customers who had children living with 

them, more than half (59%) said that improving their 

heating system had led to at least one benefit for 

their school experience (see Fig 3.10 for a 

breakdown of responses to this question). 
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Medium-term Outcomes 

 

Warmworks has provided additional training and 

guidance to its team to enable them to confidently 

recommend and promote low-carbon heating 

options in the right circumstances, and encourages 

customers to consider how to reduce their 

emissions as well as their fuel bills. 

More than half of customers (54%) reported that the 

service from WHS had helped to lower their carbon 

emissions (measured as those customers who either 

indicated directly that this was the case and/or said 

that they had reduced their energy usage – see Fig 

3.11.). 

 

 

Just under a quarter of customers (24%) said that 

the improvements made to their home through WHS 

had increased its value. A few customers 

commented that, although they hoped/expected 

that their home had increased in value, without a 

formal valuation they could not be sure about this 

and so were unable to answer positively to this 

question – so the impact for this outcome may be 

greater than the results of the survey indicate. 

 

Going beyond the requirements of the WHS 

contract, Warmworks partners with a range of local 

and national partners to support customers to 

reduce fuel costs and increase household income, 

including free support with switching energy tariff. 

Of the customers for whom the service from WHS 

had led to a reduction in heating costs, three-fifths 

indicated a wider positive effect on their finances. 

As demonstrated in Fig 3.12., customers reported 

having more disposible income, a positive effect on 

household budgeting and being able to save money 

or pay down debt. 

 

“I can now give my children pocket money 

which I never could afford to do before.” 
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“We are pensioners,every penny counts.” 

 

 

Warmworks delivers a person-centred service 

approach, allowing staff to identify where additional 

support may be beneficial, and signpost to other 

specialist organisations. 

Just over a quarter of customers (27%) said that WHS 

had connected them with organisations offering 

help with other issues. This included helping 

customers to access support to further improve 

their home or energy tariff, health/social care 

services, debt/money advice and the Fire Service 

(see Fig 3.13.). 

 

 

 

A third of customers reported an improvement in 

their social isolation or activity as a result of the 

service from WHS. For most of these customers, this 

was because they were now more likely to invite 

visitors to their home (see Fig 3.14.) 

 

“My house was cold before I got your 

heating. Better now to have friends round 

and not worry that they are cold.” 

“Warmer home to have visitors in, happy 

days.” 

It is worth noting that the vast majority of 

comments provided for this question made 

reference to COVID-19 and customers’ inability to 

have guests over or socialise during lockdown. 

Given that seemingly a significant number of 
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customers felt unable to answer this question, it is 

possible that if surveyed under different 

circumstances the results may demonstrate a 

greater impact for this outcome.  

Outcomes for the Supply Chain 

Short-term Outcomes 

 

Warmworks has a dedicated team that works with 

the supply chain to ensure a fair allocation of work 

to local businesses, with the opportunity for 

performance related growth.   

Most supply chain respondents (86%) reported that 

involvement in WHS had a positive impact on their 

business’ revenue. The majority of respondents said 

that revenue had increased directly as a result of 

being part of the scheme, while more than a third 

(36%) noted an indirect benefit in helping them to 

secure other work or contracts (see Fig 3.15.).  

 

Two respondents provided additional comments for 

this question: 

 

“We have been involved in every variation of 

the scheme since it's inception, over 20 years 

ago. So if we weren't involved we would 

experience a reduction in the revenue that 

we have become used to during this period.” 

“Our revenue was about the same level prior 

to this scheme. Working on the scheme is 

very demanding for our resources however, 

so we have had to decline many other 

contracts over the years, resulting in similar 

revenue to before.” 

 

Over the past six years, Warmworks has gone 

beyond the requirements of the WHS contract in 

supporting over 2,500 training opportunities across 

the supply chain. 

Most supply chain respondents (86%) agreed that 

involvement in the scheme had led to better 

training and/or upskilling of their workforce in 

some way. 

Half of supply chain businesses said that they have 

upskilled staff to meet their WHS delivery needs. A 

significant number of repsondents also said that 

through WHS they had: developed skills across their 

workforce (including training in new technologies); 

improved the training experience for apprentices; 

become more aware of training opportunities and; 

been supported to access training (see Fig 3.16. for 

a breakdown). 

A few respondents provided examples of the types 

of training they had been able to access as a result 

of their involvement in WHS. These included training 

in: 

▪ Renewables 

▪ External wall insulation systems 

▪ Health & Safety 
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▪ Working at heights 

▪ Office Management 

 

One respondent provided further comment on skills 

and training: 

“As a business we have always put a high 

level of importance on the training and 

development of our employees. Being 

involved in WHS has not increased the 

training that we offer but it has enabled us to 

train more colleagues, including a number of 

branch apprentices that have worked on and 

been developed through the life of the 

scheme.” 

 

Over the past six years Warmworks and its supply 

chain have supported over 150 apprentices and 

graduates on the Warmer Homes Scotland scheme.  

More than three-quarters of supply chain 

respondents (79%) said that involvement in WHS had 

a positive impact on their business’ recruitment. 

This was either as a result of the scheme enabling 

businesses to take on more employees, better 

retain staff or by making the recruitment process 

easier (see Fig 3.17.). 

 

There were some additional comments from 

respondents on the impact of the scheme on 

recruitment: 

“We had more employees on the previous 

scheme.” 
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“We employ over 20 colleagues that are 

directly involved in the scheme. Without the 

scheme we would not be able to offer 

employment to these colleagues.” 

 

Warmworks has industry leading health and safety 

standards in place. The team completes 

independent inspections on 100% of installations 

completed by the supply chain, with a 98% pass 

rate. 

WHS has led to an improvement in health and safety 

standards in the majority (71%) of respondents’ 

businesses. More than half (57%) agreed that the 

health and safety standards expected to work on 

WHS were higher than in other parts of the industry. 

A significant number of respondents also agreed 

that health and safety standards had generally 

improved and/or that they had been provided to 

gain new health and safety qualifications as a result 

of the scheme (see Fig 3.18.). 

One respondent provided additional comments: 

“As a business we have always been aware of 

the importance of having high health and 

safety standards. Working on the scheme has 

however required us to adapt and introduce 

new risk assessments due to the nature of 

the service delivery of the contract.” 

 

 

Warmworks works closely with supply chain 

partners to identify new technologies, provides 

training and other business support to help the 

supply chain to grow and diversify. Over the past 

six years, Warmworks has supported more than ten 

businesses to gain MCS accreditation for renewable 

installations.  

Half of supply chain respondents agreed that they 

had been able to diversify their business as a result 

of involvement with WHS. This was achieved 

through: opening up business to new technologies 

(43%); allowing them to expand their 

product/service offer (36%); encouraging innovation 

(21%) and; providing a platform to new markets 

(21%). 
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“Working on the WHS scheme has given us an 

introduction to installers that also work on 

the WHS scheme that we had no trading 

relationship with previously.” 

 

Medium-term Outcomes 

 

Through Warmworks’ business development activity 

outside of WHS, the supply chain has been given the 

opportunity to deliver other contracts and build 

relationships with new clients. 

The majority of supply chain respondents (79%) 

indicated that there had been a reputational benefit 

to being involved in the scheme. See Fig 3.20 for a 

breakdown of reponses to this question. 

 

One respondent elaborated on the positive 

reputational impact of the scheme on their 

business: 

 

“Successfully delivering such a challenging 

contract over so many years has given our 

business more credibility. Being involved in 

the scheme has made our business visible to 

a different audience. We are also hugely 

proud to be involved in a scheme that is 

providing such a positive impact to people's 

lives.” 
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Either through enabling greater investment in other 

parts of the business or by easing financial 

planning, the majority of respondents (79%) said 

that WHS had increased their business’ financial 

security. 

 

 

 

Some respondents provided additional comments 

on financial security/sustainability: 

“as a small contractor on the scheme […] 

work is not always reliable (its not possible), 

and there is a good bit of uncertainty about 

what work might be coming through the 

pipeline.  It does cause peaks and troughs in 

both revenue and schedules, but it has 

always been worth the challenge.” 

“Best scheme we have ever worked on and 

Warmworks are the best payers we have 

experienced in 11 years of business.” 

 

Nearly three-quarters of supply chain respondents 

reported a positive impact on local communities as 

a result of their involvement with the scheme. 

Respondents indicated that, as well as contributing 

to local businesses (64%), some have been able to 

create opportunities for training (29%) and 

employment (21%). 

 

“It has allowed to grow a stock of lower-

priced inventory to enable lower bills for 
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many of our customers.  Many who have 

come through Warmworks on low incomes 

and can't afford service and maintenance 

costs. It also enables us to pay higher wages 

for our engineers and keep prices low for our 

customers.” 

“We procure our materials for Warmworks 

jobs from local merchants.” 

“The service requirements of the business 

has required us to utilise local companies to 

help deliver certain elements of the scheme. 

We have been able to create over 20 roles in 

an area of high unemployment and we have 

been introduced to [a local further education 

college] who we worked on a joint initiative 

to give some young people work 

placements.” 

Outcomes for Landlords 

Where WHS customers are living in private-rented 

accommodation, there is additional value created 

for the owners of these properties. Though not 

possible to consult directly with landlords, several 

potential impacts were identified through the 

research. 

The most obvious of these is the improvements that 

the scheme aims to make to the properties 

themselves. As a result of the installations carried 

out through the scheme, many landlords will benefit 

from warmer, safer, less damp properties. 

In turn, this may make properties more attractive to 

potential tenants, resulting in an increased ability to 

rent out properties and/or making for happier 

tenants.  

Over the longer term, the improvements made to 

properties may have reputational benefits for the 

landlords who own them and contribute to more 

stable or sustained tenancies. 

Outcomes for Local Workers 

As evidenced above, most contractors in the supply 

chain make use of local trades or services when 

delivering work for WHS. In addition, the scheme 

has allowed businesses to take on more staff or 

apprentices to fulfill WHS contracts. 

These conditions can contribute to futher outcomes 

for workers in the local areas where WHS is being 

delivered. Workers may be able to benefit from 

increased skills, learned either through working 

alongside WHS contractors or from starting a new 

role as a result of the increased job/apprenticeship 

opportunities creaed by the scheme. In the longer 

term an increase in skills or employment gained 

also has the potential to lead to increased income 

for these local workers. 

Outcomes for the NHS 

Customers report a positive impact of the WHS 

programme on their health, which leads to reduced 

access of health services by customers. This leads 

to reduced health cost.  

It should be noted that the identified cost savings 

for the public purse are not always ‘cashable 

savings’ but, as a result of displacement effects, 

should be seen as an opportunity for resource 

reallocation.  

Outcomes for the Government 

The WHS scheme has created employment and 

apprenticeships. These are taken up by local 

people, which leads to reduced benefits cost for the 

public purse.   

Customers with children report a positive impact of 

WHS’s work on the education of their children. This 

leads to reduced education cost for the 

government.  
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Outcome Indicators 

An outcome indicator is a measure to enable impact 

and change to be validated. In other words, an 

outcome indicator shows how we would know if an 

outcome has been achieved. 

For each outcome we have identified appropriate 

outcome indicators. The Impact Map (Appendix A) 

shows the outcome indicators for the identified 

outcomes. 

Quantity 

For the customers and the supply chain we have 

analysed the consultation responses and calculated 

the number of times a certain outcome was 

reported by the stakeholder. This gave us overall 

percentages of occurrence of the outcome, which 

we then multiplied by the total number of 

stakeholders and rounded the result to the nearest 

one digit.  

The outcomes for the Government and NHS are 

directly derived from the outcomes achieved by the 

customers. 

We have not been able to consult with landlords, 

therefore we have valued these conservatively. 

Warmworks collects detailed data on employment 

created by WHS and and training provided to 

employees, which we have used for the local 

employees. 

The quantities are shown in the Impact Map 

(Appendix A). 

Duration 

Some outcomes have the potential to last a long 

time, potentially for the rest of stakeholder’s life, 

while others will only last for the duration of the 

intervention.  

For the duration of the outcomes in this SROI 

evaluation we have made general assumptions 

based on our stakeholder consultation and the 

experience of the Warmworks staff.  

For physical improvements the outcomes have been 

considered for a maximum of five years. There is 

ample evidence that the economic lifespan of 

insulation and heating systems is at least this 

timespan.  

For other more intangible outcomes, where 

applicable, we have taken a maximum of three 

years to avoid over-claiming. It will be considerably 

more difficult to credibly link the outcomes with 

training and development activities beyond three 

years. 

The Impact Map (Appendix A) shows the details on 

duration of outcomes. 

Financial Proxies 

SROI analysis uses financial proxies to establish a 

monetary value of intangible outcomes. A financial 

proxy is an approximation of the value that can be 

attached to the outcome. When applicable, price is 

used as a measure of value when there is an 

associated market. For intangible outcomes there 

are no markets, and we have used financial proxies 

to determine the value. 

There are several techniques, developed in 

economic cost-benefit analysis, to determine 

financial proxies for intangible outcomes. For this 

forecast we have used: 

▪ Revealed preference - a price-based technique 

that looks at people’s behaviour in related 

markets and takes the value from the price of 

related market-traded goods. 

▪ Wellbeing Valuation - a relative new technique 

that looks at determinants of people’s 

wellbeing (e.g. life satisfaction or quality of 

life), whereby income is one of the 

determinants. 

▪ Cost saving - a direct cost-saving for the 

stakeholder. For public spending this is in 

most cases not a ‘cashable saving’ and should 

be considered a resource re-allocation. 

▪ Increased income - an increase of income for 

the stakeholder. 

The description and source of the proxies can be 

found in the Impact Map (Appendix A). 
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5: Impact 

This section examines the impact of the Warmer Homes Scotland scheme with reference to the other factors 

that influence it. 

It is important to establish the impact of the 

service in order to ensure credibility and to avoid 

over-claiming. The impact of the service will be 

determined by considering attribution, 

deadweight and drop off.  

Attribution 

Attribution is the assessment of the contribution 

of others to achieving the outcomes. In many 

cases, change is not caused by one single activity 

or intervention, but comes as a result of more 

than one service and/or person working together.  

Customers were asked who else had helped them 

with the changes they had described. The 

attribution is calculated on the basis of the 

answers of respondents on the relevant questions 

in the survey, which led to an attribution of 9%. 

We have used the same attribution for landlords. 

The outcomes of the supply chain are fully 

attributable to the WHS programme, but to be 

conservative, we have applied an attribution of 

5%.  

The outcomes for the NHS and Government are 

directly derived from the relevant customer and 

supply chain outcomes and therefore we have 

used the corresponding attribution from 

customers and the supply chain. 

Deadweight  

Deadweight is a measure to assess what part of 

the outcomes would have happened anyway, even 

if the activity or intervention had not taken place. 

For this report we have defined the deadweight 

as what would have happened if WHS would not 

have existed.  

For customers the deadweight is calculated on 

the basis of the answers of respondents on the 

relevant questions in the survey, which came to a 

deadweight of 6%. For landlords we have used 

the same deadweight. 

For the supply chain and local workers we have 

estimated a deadweight of 10%, to reflect that 

without WHS the businesses may have grown 

somewhat organically. 

The outcomes for the NHS and Government are 

directly derived from the relevant customer and 

supply chain outcomes and therefore we have 

used the corresponding deadweight from 

customers and the supply chain. 

Table 5.1 shows the attribution and deadweight 

percentages used. 

TABLE 5.1: ATTRIBUTION AND DEADWEIGHT 

Stakeholder Attribution Deadweight 

Customers 9% 6% 

Landlords 9% 6% 

Supply chain 5% 10% 

Local workers 5% 10% 

NHS 9% 6% 

Government 5/9% 6/10% 

Drop Off 

For outcomes that last longer than one year, it is 

likely that the effect of the outcome will decline 

over time. The outcome will be influenced by 

other factors and it will be less attributable to the 

activity. This is calculated by deducting a straight 

percentage from the outcome each year.  

For outcomes lasting longer than one year we 

have assumed a drop off percentage of 33%. 

Materiality of Impact 

In our analysis of attribution and deadweight we 

have found no outcomes where attribution and 

deadweight or a combination of these two has 

led to an impact that is not relevant or significant 

and therefore not material. 

Impact  

The impact of the WHS scheme is calculated by 

the quantity of the outcomes multiplied by the 

value of the financial proxy, minus attribution 

and deadweight (see Impact map, Appendix A).  
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6: Social Return on Investment 

In this Section we calculate the overall Social Return on Investment produced by Warmer Homes Scotland  

and apply a senstitivity analysis.

SROI Ratio 

The Social Return value is expressed as a ratio of 

return and is the resultant of the value of the impact 

divided by the value of the investment. However, 

the value of the impact is corrected to the Present 

Value (PV) to reflect the present-day value of 

benefits projected into the future.  

 

Discounting is applied to those values that have 

been projected for longer than 1 year. The interest 

rate used to discount the value of future benefits in 

this case is 3.5%
4

.  

In our calculations
5

 of the impacts, we have 

established the total of all impacts of the 

programme at £64,499,261. This represents the 

total value created by WHS. 

The Total Present Value for the programme, at a 

discount rate of 3.5%, is £60,627,455. This 

represents the total value created by WHS whereby 

the earning capacity of the amounts in the future is 

discounted.  

The Net Present Value, the Total Present Value 

minus the total of all investments (£21,200,000), is 

£37,427,455. This amount represents the total 

extra value created by WHS. 

This gives an SROI ratio of £60,627,455/ 

£21,200,000= £2.86: £1. This means for every 

pound of investment in WHS £2.86 of social value is 

created. 

Sensitivity Analysis 

The results presented in this SROI evaluation are 

based on assumptions and variables according to 

available evidence.  

 

4

 This is based on the UK Government Green Book recommended 

discount rate for public funds.  

We have undertaken a sensitivity analysis on the 

WHS SROI analysis to test these assumptions and 

variables given that there are areas of the base case 

that could be derived from imperfect evidence.  

Table 6.1 shows which areas we selected as those 

with the most potential to affect the results.  

TABLE 6.1: SENSITIVITY ANALYSIS 

Item Base 

Case 

New Case SROI 

Attribution 5-9% 

25% 

attribution for 

all outcomes 

£2.35:£1 

Deadweight 6-10% 

25% 

deadweight 

for all 

outcomes 

£2.29:£1 

Outcomes 

customers 

Impact 

Map 

Only 75% of 

outcomes 

achieved 

£2.30:£1 

Outcomes 

public purse    

Impact 

Map 

Only 75% of 

outcomes 

achieved 

£2.76:£1 

The sensitivity analysis shows that if the already 

conservative values used in the evaluation are 

reduced even further, the SROI index does not fall 

below £2.29:£1. This value would be achieved in 

the unlikely situation that 25% of the outcomes we 

identified would have happened even without the 

WHS scheme. Even in this worst-case scenario the 

ratio of return to return is not less than £2.29 for 

every £1 invested. 

 

 

5

All amounts are rounded to Pound Sterling. 

Total Present Value 
SROI= 

      Total Input 
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7: Analysis and Conclusions 

This section presents an analysis of the social value created by the programme and outlines our conclusions 

from the study.

Social Value Created 

Figure 7.1 shows the value created for each stakeholder group. As expected, most value is created for the 

customers(78.7%), followed by the public purse (13.7%), local workers (5.6%), the supply chain (1.6%) and 

the landlords (0.3%). 

 

Value per stakeholder 

When looking at the value per individual stakeholder most value is created for each of the supply chain 

organisations (£46,253), followed by an individual customer (£13,387) and the landlord (£3,745) 

 

Value for the public purse 

The WHS scheme also creates a considerable value 

for the public purse of almost £8.8m. If looking at 

the public purse alone, the ratio of return is £0.39 

for every £1 invested in WHS. 

Customers

78.7%

Landlords

0.3%
Supply Chain

1.6%

Local Workers

5.6%

Public Purse

13.7%

Figure 7.1: Value created per stakeholder 

£0

£20,000

£40,000

£60,000

Customers Landlords Supply Chain

£13,115
£3,679

£47,915

Figure 7.2: Value per individual stakeholder
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Conclusions 

This SROI evaluation has shown that the Warmer 

Homes Scotland programme is creating a 

considerable social value of £2.86 for every pound 

of investment (with a sensitivity range between 

£2.29 and £2.76).  

Four-fifths of the value (79%) is created for the 

customers, and the remaining for the public purse 

(14%), local workers (5%), supply chain 

organisations (2%) and landlords (0.3%). 

When looking at the value created per individual 

stakeholder, the greatest value is created for supply 

chain organisations, followed by customers. 

The direct return for the government of its 

investment in WHS is around £0.40 for every £1 

invested. 

It is likely that the COVID-19 pandemic has had a 

negative influence on the social impact of the WHS 

programme. 
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Impact Map Warmer Homes Scotland 

 

IMPACT MAP - Warmer Homes Scotland

Stage 5 ---------------

    Calculating Social Return

Description Indicator Source Quantity Duration Financial Proxy Description Value Source 3.5%

Improved insulation, leading to warmer, less 

damp homes
Number of customers reported Customer Survey 2555 5 Value of the housing quality indicator: Damp £1,068.00

The Social Impact of Housing Providers, Daniel Fujiwara and 

HACT, 2013, (Table 6) (Wellbeing Valuation) 
9% 6% 33% £2,334,164.20 £2,334,164.20 £1,563,890.01 £1,047,806.31 £702,030.23 £470,360.25

Improved, more energy efficient heating 

systems
Number of customers reported Customer Survey 2351 5

Value of resolution of problems with scruffy/ 

neglected buildings & resolution of problems with 
£462.00 HACT Social Value Bank v4.2 (Wellbeing Valuation) 9% 6% 33% £929,102.97 £929,102.97 £622,498.99 £417,074.33 £279,439.80 £187,224.66

Increased safety of the home Number of customers reported Customer Survey 2526 3 Value of a good neigbourhood £1,747.00 HACT Social Value Bank v4.2 (Wellbeing Valuation) 9% 6% 33% £3,774,813.48 £3,774,813.48 £2,529,125.03 £1,694,513.77 £0.00 £0.00

More pride in their home Number of customers reported Customer Survey 1800 3 Average spending on home improvements £1,393.60

Family spending in the UK: April 2019 to March 2020, Office for 

National, Statistics,  Dataset: Family spending workbook 1: 

detailed expenditure and trends, Table A1. (Revealed 

Preference)

9% 6% 33% £2,145,753.79 £2,145,753.79 £1,437,655.04 £963,228.88 £0.00 £0.00

Decreased fuel costs Number of customers reported Customer Survey 1858 5 Average cost saving on fuel bills £257.62 Warmworks data (Cost Saving) 9% 6% 33% £409,444.02 £409,444.02 £274,327.49 £183,799.42 £123,145.61 £82,507.56

Better understanding of heating systems Number of customers reported Customer Survey 2177 3 Cost of Heating Your Home Course £185.00

The NSBRC Heating Your Home Course | The National Self Build 

and Renovation Centre https://www.nsbrc.co.uk/the-nsbrc-heating-

your-home-course/   (Revealed Preference)

9% 6% 33% £344,508.07 £344,508.07 £230,820.41 £154,649.67 £0.00 £0.00

Reduced barriers to other forms of support Number of customers reported Customer Survey 2439 3
Value of sometimes dealing with problems well to 

all of the time
£1,487.00

HACT mental health Social Value Calculator, V1.0, for a person 

>50 yrs  (Wellbeing Valuation) 
9% 6% 33% £3,102,358.73 £3,102,358.73 £2,078,580.35 £1,392,648.83 £0.00 £0.00

Improved confidence and self-esteem Number of customers reported Customer Survey 1829 3
Value of sometimes feeling useful and being able 

to make your mind up to all of the time
£3,348.00

HACT mental health Social Value Calculator, V1.0, for a person 

>50 yrs  (Wellbeing Valuation) 
9% 6% 33% £5,238,035.06 £5,238,035.06 £3,509,483.49 £2,351,353.94 £0.00 £0.00

Improved health and wellbeing Number of customers reported Customer Survey 2264 3
Value of Relief from health problems that limit 

amount or type of work
£2,354.00

The social impact of housing providers,  Daniel Fujiwara and 

HACT, 2013, Table 9 (Wellbeing Valuation)
9% 6% 33% £4,558,816.66 £4,558,816.66 £3,054,407.16 £2,046,452.80 £0.00 £0.00

Improved educational outcomes (for 

customers with children
Number of customers reported Customer Survey 257 3 Value of the cost to an individual of truancy £1,147.51

Misspent Youth, The costs of truancy and exclusion, Martin 

Brookes, Emilie Goodall, Lucy Heady, New Philanropical Capital, 

June 2007, Table 5. Value 2005 updated to 2020 with Bank of 

Engaldn Inflation Calculator. Value over lifetime, value for 1 year 

= total value/30 years. (Increased Inome)

9% 6% 33% £252,265.78 £252,265.78 £169,018.07 £113,242.11 £0.00 £0.00

Warmer, safer, less damp properties
Number of customers in a private rented 

property
Warmworks data 57 5 Value of increasing 1 Energy Rating Band £217.00 HACT Social Value Bank v4.2 (Wellbeing Valuation) 9% 6% 33% £10,580.44 £10,580.44 £7,088.90 £4,749.56 £3,182.21 £2,132.08

Increased ability to rent our their properties
Number of customers in a private rented 

property
Warmworks data 57 3 Average cost of landlor insurance £217.00

Research by Alan Boswell Insurance Brokers on 

https://boughtbymany.com/news/article/how-much-does-landlord-

insurance-cost-uk/  (Revealed Preference)

9% 6% 33% £10,580.44 £10,580.44 £7,088.90 £4,749.56 £0.00 £0.00

Happier tenants
Number of customers in a private rented 

property
Warmworks data 57 3 Average cost of tenantlegal dispute £1,544.35

Research by Alan Boswell Insurance Brokers on 

https://boughtbymany.com/news/article/how-much-does-landlord-

insurance-cost-uk/  (Revealed Preference)

9% 6% 33% £75,299.11 £75,299.11 £50,450.40 £33,801.77 £0.00 £0.00

Increased revenue Number of supply chain organisations reported Supply Chain survey 19 1 Value of a marketing campaign £11,428.65
The Average Cost of UK Marketing Agencies in 2020, Danielle 

Strouther, Adzooma (Revealed Preference)
5% 10% 33% £185,658.42 £185,658.42 £0.00 £0.00 £0.00 £0.00

Increased acces to (free) training leading to 

improved skills for the workforce
Number of supply chain organisations reported Supply Chain survey 19 3

Increased productivity for an average of 2 

employees, derived from two times the economic 

benefits NVQ Level 2 Qualification

£19,570.00

Economic benefit from Unit Cost Database (v.2.0), New Economy 

Foundation.  The Impact Of Training On Productivity And Wages: 

Evidence From British Panel Data, Lorraine Dearden, Howard 

Reed, John Van Reenen, The Institute for Fiscal Studies, 

WP05/16 established that employee training leads to 6% 

increase in productivity and 3% increase in wages. (Increased 

5% 10% 33% £317,914.65 £317,914.65 £213,002.82 £142,711.89 £0.00 £0.00

Increased opportunities to recruit (incl. 

apprentices) 
Number of supply chain organisations reported Supply Chain survey 17 1 Average cost of recruitment through a recruiter £5,500.00

https://www.accountsandlegal.co.uk/small-business-

advice/average-employee-cost-smes-12-000-to-replace  
5% 10% 33% £79,942.50 £79,942.50 £0.00 £0.00 £0.00 £0.00

Improved quality and Health and Safety 

standards 
Number of supply chain organisations reported Supply Chain survey 16 3

Cost of Health and Safety Training (NEBOSH HSE 

Certificate in Process Safety Management)
£1,575.00

https://www.hsl.gov.uk/health-and-safety-training-courses/nebosh-

hse-certificate-in-process-safety-management?cg=16668   

(Revealed Preference)

5% 10% 33% £21,546.00 £21,546.00 £14,435.82 £9,672.00 £0.00 £0.00

Increased opportunities to diversify business 

through new technologies 
Number of supply chain organisations reported Supply Chain survey 11 3 Value of 5 days business consultancy support £3,475.00 Social Value Lab Director rate 5% 10% 33% £32,682.38 £32,682.38 £21,897.19 £14,671.12 £0.00 £0.00

Increased skills Number of people trained Warmworks data 786 3 Value of general training for a job £1,567.00 HACT Social Value Bank v4.2 (Wellbeing Valuation) 5% 10% 33% £1,053,071.01 £1,053,071.01 £705,557.58 £472,723.58 £0.00 £0.00

More job/apprenticeship opportunities
Number of jobs and apprenticeships created by 

WHS
Warmworks data 64 3 Value of a secure job £12,034.00 HACT Social Value Bank v4.2 (Wellbeing Valuation) 5% 10% 33% £658,500.48 £658,500.48 £441,195.32 £295,600.87 £0.00 £0.00

NHS £0.00 Reduced health cost 
Number of customers reporting Improved health 

and wellbeing
Customer Survey 2264 3 Cost of 1 hour GP per month £1,560.00

Unit Cost Database (v.2.0), New Economy Foundation (Resource 

Reallocation)
9% 6% 33% £3,021,135.94 £3,021,135.94 £2,024,161.08 £1,356,187.92 £0.00 £0.00

Reduced benefit cost Number of new employment created Warmworks data 64 3
Job Seeker's Allowance - Fiscal benefit from a 

workless claimant entering work
£13,139.00

Unit Cost Database (v.2.0), New Economy Foundation (Resource 

Reallocation)
5% 10% 33% £718,966.08 £718,966.08 £481,707.27 £322,743.87 £0.00 £0.00

Reduced education cost

Number of customers reporting Improved 

educational outcomes (for customers with 

children

Customer Survey 257 3
Total fiscal cost of persistent truancy (missing at 

least five weeks of school per year)
£1,965.00

Unit Cost Database (v.2.0), New Economy Foundation (Resource 

Reallocation)
9% 6% 33% £431,981.28 £431,981.28 £289,427.46 £193,916.40 £0.00 £0.00

Total £21,200,000.00 £29,707,121.49 £29,707,121.49 £19,725,818.78 £13,216,298.58 £1,107,797.84 £742,224.55

Total Present Value (PV) £60,627,454.82

Net Present Value £39,427,454.82

Social Return £ per £ 2.86

Local workers Time and effort £0.00

Government Contract value £21,200,000.00

Landlords £0.00

Supply Chain Time and effort £0.00

Attribution     

%

Deadweight    

%

Drop off         

%
Impact

  Discount rate (%)

Customers Time and effort £0.00

Stage 1 ------------> Stage 2 --------------------------------------------> Stage 3: ----------------------------------------------------------------------------------------------------------> Stage 4 --------------------------------------------------->

Stakeholder
Stakeholders' 

Objectives
Inputs Outputs

The Outcomes



 

 

 


