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FOREWORD
The construction and delivery of new housing 
in the current economic and political climate 
is more challenging than ever.
  
Weightmans LLP has a long track record of 
involvement in many key projects across the 
country, where we see these challenges first-
hand, in particular the housing delivery issues 
outlined in this Innovation Briefing. 
 
By their nature, housing delivery projects are 
often medium to long term. Whilst being in a 
position to adapt to changes and variations 
is required during the progress of a project, 
continuity is also key in our view – of both 
approach and of personnel involved in delivery. 
In ever changing times for councils – both in 
terms of budgetary constraints and personnel – 
maintaining this consistency is more challenging 
than it would on the face of it appear.
  
Access to up-to-date project information 
through digital technology or other means 
can be key in facilitating that continuity, and in 
assisting stakeholders and those tasked with 
delivery of the project. This provides much-
needed support in keeping up to date with 
key aspects of the project, and so facilitates 

implementation without the need constantly to 
revisit ground that has previously been covered. 
This can help mitigate the consequent delays, 
pressures and issues that can occur.
  
Innovation is inevitably required as market 
conditions and the participants to any project 
face increasingly diverse and complex 
challenges, both in terms of statutory and 
practical challenges. Being open to change 
and variation where necessary can be key. 

In addition, both procurement and funding 
challenges present their own particular 
problems but there is now clear guidance 
as to how these challenges should be met, 
which can be helpful. There remains though, 
the need to consider and quickly implement 
change where circumstances require, in order 
to overcome unexpected challenges that will 
inevitably arise.  

As corporate partners of NLGN, we are 
delighted to support this Innovation Briefing 
as we are passionate about facilitating 
housing innovation and delivery. 

CLIVE BLEASDALE
Head of Local Government Real Estate
Weightmans LLP 
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NLGN Innovation Briefings are for our 
members only and are focused on the 
practicalities of leading innovation. The 
briefings use active case studies and 
provide lessons learned from those 
at the vanguard of innovation. They 
are designed to promote sharing and 
expertise within our network of leading 
local authority innovators.

INTRODUCTION
 
This Innovation Briefing is focussed on 
exploring the different housing delivery 
vehicles that are available to local authorities 
seeking to meet housing need. It examines 
the features of different approaches – joint 
ventures, wholly-owned housing delivery 
companies and council-led delivery. The 
case studies set out how different models 
have been adopted in practice to address 
particular housing-related challenges.

With housing having risen up the national 
agenda, the Government has ramped-up its 
plans to get more houses built – introducing 
further reforms and funding to this end.1 
These actions have not always been matched 
with affirmative steps to support councils 
with a clear delivery role. There exist various 
challenges or restrictions in the ability of 
councils alone to sustainably increase the 
supply and quality of housing – such as 
Right to Buy, rent cuts, borrowing caps 2 

1  Planning Resource. (2017) Budget 2017: Hammond 
announces extra £2.7 billion for Housing Infrastructure 
Fund. Available at: https://www.planningresource.co.uk/
article/1450932/budget-2017-hammond-announces-
extra-27bn-housing-infrastructure-fund 

2  Although recently the Government has moved to lift 
the Housing Revenue Account borrowing cap for councils 
in high-demand areas. 

and severely limited government funding for 
homes for social rent. 
In response to this set of circumstances 
councils have increasingly sought to partner 
with the private sector to build houses 
together. A survey-based study conducted in 
May 2017 found that there are approximately 
150 local housing companies in existence.3 
The structure of these deals, known as 
‘delivery vehicles’ take different forms but 
often combine assets, investment and skills 
from each party.  

Different delivery vehicles can inject 
expertise, capital and create independence, 
but are not without risk. There can be 
a potential to enter into sub-optimal 
arrangements, and recent high-profile 
cases such as the Haringey Delivery Vehicle 
demonstrate the risks of political fallout 
where residents do not feel it is in their 
interests, whether this is real or perceived. 

However, innovative and successful and 
projects are possible. This Innovation 
Briefing is arranged in three parts: the first 
sets out definitions of different housing 
delivery models and how they can be applied 
to different circumstances. The second 
section comprises a series of case studies 
which demonstrate how they have been 
undertaken in practice. The third and final 
section identifies five principles of housing 
delivery, using insights from the case studies 
and wider practice.

3  The Smith Institute. (2017) Delivering the renaissance 
in council-built homes: the rise of local housing com-
panies. Available at: http://www.smith-institute.org.uk/
wp-content/uploads/2017/10/The-rise-of-local-housing-
companies.pdf 
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SECTION 1 
DIFFERENT HOUSING 
DELIVERY MODELS FOR 
DIFFERENT CIRCUMSTANCES 

The type of housing issue that needs to 
be addressed should be the primary driver 
of the choice of delivery vehicle. Detailed 
below are three different general models 
and the contexts to which they are often 
most suited.4 

JOINT VENTURE 

 ■ ISSUE: Big projects and aspirations 
require a significant injection of new 
finance and expertise that is not available 
to the council. 

 ■ SUMMARY: Two or more parties (often 
a local authority and a private company) 
collaborate and share their resources – 
land, capital, staff, skills and expertise 
– to achieve the same goal and share the 
profit. The arrangements can be purely 
contractual or a separate legal entity 
(most often a company) can be created. 
When a separate entity is created, it 
is owned jointly, in agreed proportions 
(often, but not always, half and half) and 
the partnership is governed by its articles 
of association. 

 ■ COMMON DRAWBACKS: Working with 
a partner driven by commercial goals can 
lead to tensions if priorities and decision-

4  For a more detailed consideration of the specific range of 
housing delivery vehicles, with pros, cons and risk profiles, 
see the Local Partnerships Housing Delivery Toolkit: http://
localpartnerships.org.uk/wp-content/uploads/2017/07/
Local-Partnerships-Housing-delivery-toolkit.pdf 

making processes are not absolutely clear 
from the outset. It could be difficult to 
get agreement from elected members, 
especially in councils where there is 
a strong political position amongst 
members for public ownership. 

WHOLLY-OWNED HOUSING DELIVERY 
COMPANY 

 ■ ISSUE: The need to develop long term, 
revenue-generating, assets for the 
council. A commercial mindset is needed 
but the local authority still wishes to 
maintain control.

 ■ VEHICLE SUMMARY: An independent 
company established, and wholly-owned, 
by the council. Elected members and 
officers often sit on the governing Board. 
Because of their independence, these 
companies do not have to abide by much 
of the regulation, including Right to Buy,5 
that local authorities are subject to. This 
type of vehicle has gained in popularity 
recently – there were very few before 
2014 but now almost half of councils in 
England have one.6 

 ■ COMMON DRAWBACKS: There can 
be a perception of low democratic 
accountability, and significant work and 
investment is required to set up.

5  See The Impact of the Existing Right to Buy and the 
Implications for the Proposed Extension of Right to Buy 
to Housing Associations, Summary of the Evidence 
Review for the CLG Select Committee, 2015: https://
www.parliament.uk/documents/commons-committees/
communities-and-local-government/Full-Report-for-Se-
lect-Committee-141015final.pdf 

6  See Local Authority Direct Provision of Hous-
ing, UCL with National Planning Forum and RTPI 
(2017) http://www.rtpi.org.uk/media/2619006/
Local-authority-direct-provision-of-housing.pdf                                                                                                                                              
                                                    

http://localpartnerships.org.uk/wp-content/uploads/2017/07/Local-Partnerships-Housing-delivery-toolkit.pdf
http://localpartnerships.org.uk/wp-content/uploads/2017/07/Local-Partnerships-Housing-delivery-toolkit.pdf
http://localpartnerships.org.uk/wp-content/uploads/2017/07/Local-Partnerships-Housing-delivery-toolkit.pdf
https://www.parliament.uk/documents/commons-committees/communities-and-local-government/Full-Report-for-Select-Committee-141015final.pdf
https://www.parliament.uk/documents/commons-committees/communities-and-local-government/Full-Report-for-Select-Committee-141015final.pdf
https://www.parliament.uk/documents/commons-committees/communities-and-local-government/Full-Report-for-Select-Committee-141015final.pdf
https://www.parliament.uk/documents/commons-committees/communities-and-local-government/Full-Report-for-Select-Committee-141015final.pdf
http://www.rtpi.org.uk/media/2619006/Local-authority-direct-provision-of-housing.pdf
http://www.rtpi.org.uk/media/2619006/Local-authority-direct-provision-of-housing.pdf
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IN-HOUSE

 ■ ISSUE: Low anticipated profit margins 
make it difficult to attract private 
developers to an area or opportunity.

 ■ VEHICLE SUMMARY: Substantive 
expansion of the council’s internal 
expertise, staff and resources. The council 
will commission the housebuilder firm to 
deliver the spec they have agreed, and 
oversee the project. No additional legal 
entities are created and the local authority 
can exercise complete control and 
maintain direct democratic accountability. 
The council will have an in-house 
development team.

 ■ COMMON DRAWBACKS: This tool does 
not automatically bring a fresh injection 
of finance or expertise. Progress will be 
tied into the council’s current culture and 
decision-making structure and will be 
subject to regulations that affect councils, 
such as Right to Buy legislation. 
 

SECTION 2
CASE STUDIES
The following case studies examine the use of 
the three different housing delivery vehicles in 
practice. They start with the context of each 
area and set out the issue that each council 
was attempting to address. The approach 
used is then explored, looking at the set-up 
and the outcomes. Learning points and advice 
for others are also included. There are contact 
details for each case study listed; NLGN 
members are welcome to make contact with 
the interviewee to discuss further.  

CASE STUDY A
Gateshead Regeneration 
Partnership: Joint Venture
Reviving a local housing market 
by building good quality and 
spacious homes through a joint 
venture with external partners.
 
Gateshead, like many post-industrial towns, 
has pockets of housing market failure with 
a large number of Victorian and 1960s 
developments which are now unpopular 
among buyers and tenants.
 
Gateshead Council sought to develop a new 
model to meet housing need and revive these 
neighbourhoods by building family homes 
that achieved high space, build quality and 
environmental standards.
 
The council established a new limited liability 
partnership (LLP) with Home Group (a housing 
association) and Galliford Try (a construction 
firm). The council owns 50 per cent of the LLP 
with the other two partners owning 25 per cent 
each. The Governing Board is made up of four 
council officers and two representatives from 
each of the other companies. The council’s role 
is to assemble 19 sites for development; while 
Galliford Try constructs the properties, markets 
and sells them; and Home Group manage the 
affordable units. Profits from the sale of the 
houses are distributed proportionally.
 
The Joint Venture model was chosen because 
of the financial investment the partners could 
attract along with homebuilding and marketing 
skills that the council did not have. The costs 
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for the council were in the search for partners 
and the formation and management of the LLP.  
 
The level of influence and control that the 
council would retain was also a significant 
factor in the choice of this model. As it holds 
a 50 per cent stake in the LLP, it is able to 
influence the pace of building and the order 
of sites developed. Crucially, by bundling 
profitable and unprofitable sites together, it 
has been able to cross-subsidise regeneration 
priority areas. It has also been able to ensure 
social benefits for the area, such as at least 
25 per cent of workers employed being from 
the local area.
 
So far, 185 properties have been built on three 
sites that have a capacity for 300 homes in 
total. Planning permission for the next three 
sites has been approved and a further 214 
homes are being started this summer.
 

CHALLENGES

 ■ SHAPING EXPECTATIONS OF WHAT 
SUCCESS LOOKS LIKE:  House-building 
projects are often measured on number of 
units completed. However, land takes time 
to assemble and make ready, and despite 
the public sector involvement, development 
pace can be limited. It has been just as 
important to emphasise the environmental, 
social and affordability credentials of these 
buildings as the number of houses.

 ■ CLARITY ON ROLES OF BOARD 
MEMBERS: The LLP’s board members 
have responsibilities to both the LLP and 
their own organisations, so extra care has 
had to be taken to ensure clarity of role 
and transparency.  
 

LESSONS LEARNED 

 ■ DON’T BE AFRAID OF INVESTING 
TIME AND MONEY IN THE LEGAL 
AGREEMENTS BEFORE DOING 
ANYTHING ELSE:  The clarity of the 
Gateshead Regeneration Project’s 
governing documents on the company’s 
aims and governance structure, and 
sufficient flexibility to ensure delivery of 
challenging sites, means that strategy 
discussions or viability issues at Board 
level are mostly resolved swiftly and 
amicably.

 ■ BE RUTHLESSLY REALISTIC ON 
DELIVERABILITY AND SITE VALUES:  
Overvaluing land at the outset can have 
negative consequences as the project 
progresses; again, invest in thorough site 
appraisals.

 ■ SPEND TIME FINDING THE RIGHT 
PARTNERS:  Make sure that they will 
be able to deliver on their promises by 
checking their track record, talking to 
others they have partnered with and 
reviewing accounts.

 
 
CONTACT:  For more information, 
contact Andrew Sloan, Capital Projects 
Unit Manager on andrewsloan@
gateshead.gov.uk  

 

mailto:andrewsloan@gateshead.gov.uk
mailto:andrewsloan@gateshead.gov.uk
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CASE STUDY B
Norwich Regeneration 
Company: Wholly-owned 
housing company Building 
high quality homes quickly for 
social rent, private rent and 
private sale and generating 
income for the council.
 
Norwich’s housing stock was not keeping 
pace with the city’s expanding economy. The 
council was eager to quickly and significantly 
increase the supply of new homes built to 
high space and environmental standards.
 
The council established the wholly-owned 
Norwich Regeneration company in 2015. The 
Board of the company is made up of two of 
the council’s elected members, three officers 
and a representative from the Homes and 
Communities Agency.  
 
The land being developed has the potential 
to accommodate 1,000 homes in total. The 
first phase consists of plans for 172 houses 
and is nearing completion. Tenure will be, in 
roughly equal portions, privately rented from 
the council; socially rented from the council 
and privately sold. 
 
A wholly-owned model was chosen in order 
to give the council freedom to set its own 
higher standards around environmental 
credentials, social housing proportion and 
affordability, and speed of development, as 
well as to ensure that all profit from the sale 
or rent of the properties is retained.
 

CHALLENGES

 ■ ESTABLISHING A CLEAR UPFRONT 
UNDERSTANDING OF PRIORITIES:  
As a wholly-owned company, there 
was no need to search for partners and 
negotiate terms, meaning that there was 
little inbuilt process at the start for refining 
the vision and goals of the project. 
This became an iterative process of 
adjustments as the project progressed.  

 ■ NO OPPORTUNITY TO SHARE THE 
FINANCIAL RISKS:  The council would 
benefit from 100 per cent of the financial 
rewards of the project but this also 
meant that the risk was not shared. This 
was mitigated against by combining 
the council’s in-house knowledge and 
experience with bought-in expertise and 
rigorous benchmarking against similar 
projects in other councils.

 

LESSONS LEARNED 

 ■ SHARE A VISION FROM THE 
BEGINNING BUT BE PREPARED TO 
REFINE AS YOU GO:  Members and 
officers will naturally come to the project 
with high, and sometimes competing, 
aspirations. Develop and share a realistic 
vision together of what are absolute 
priorities for the project.

 ■ RECOGNISE THE COMPLEXITY OF 
HOUSE-BUILDING:  Understand the 
limits of existing internal knowledge 
and experience and be prepared to 
allocate budget to buy in external advice. 
Seek to benchmark standards against 
contemporaries and others in the market.

7
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 ■ BE AWARE THAT YOU ARE A NEW 
COMPANY:  Even with the backing and 
resources of the council you’re still a new 
company in a competitive market place; 
understand the talent and experience you 
need to recruit for.  

 
 
CONTACT: For more information, contact 
Anton Bull, Director of Business Services, 
on AnthonyBull@norwich.gov.uk. 
 

 

CASE STUDY C
Chester West and Cheshire: 
In-house  Growth of in-house 
team to provide a wider mix 
of housing and accelerate 
the supply of new homes – 
particularly affordable homes.
Cheshire West and Chester is a diverse 
borough that covers a large geographic area. 
Its prospering economy means that local 
earning to home price/rents ratio is higher 
than the regional average. With an acute 
shortage of affordable homes, there are over 
5,000 households on the housing register.
 
In 2014, the council launched an ambitious 
housing and regeneration agenda, coupled 
with the formation of an internal Housing and 
Investment Team to create a programme of 
public sector housebuilding. Funding came 
from a successful bid to increase Housing 
Revenue Account (HRA) borrowing by £12.5 
million to build new affordable homes. This 
increased borrowing capacity, and the use of 
committed funding, secured the delivery of 

210 affordable rent and 20 shared ownership 
council homes. The programme was tendered, 
resulting in three separate development 
agreements with different partners. 
Development negotiations resulted in property 
deals for 130 units to be gifted to the council 
in lieu of land receipt, and a programme cost 
reduction from £20m to £15m.
 
The initial phase of 230 homes is now coming 
to fruition, delivering the first new council 
homes in the borough for 40 years.
 
An in-house approach was chosen due to 
the unwillingness of market developers to 
increase build out rates, or provide a wider 
mix and type of housing. This was coupled 
with concerns about the timescales and 
costs of alternatives, such as establishing a 
local housing company. The council was also 
drawn to an in-house approach because it 
meant they could play a full roll as ‘place-
shapers’ and maximise their investment 
through increasing local employment and 
reducing the construction skills gap through 
the inclusion of apprenticeship clauses in 
build contracts.
 

CHALLENGES

 ■ PERFECTING THE PROCUREMENT 
CONTRACT:  Though this is inevitably 
an iterative process, making sure the 
language of the contracts exactly 
matches expectations is worth investing 
time and resources in from the outset.

 ■ INCENTIVISING DELIVERY:  In most 
other delivery models, a significant portion 
of payment is made once a project is 
complete. However, where land has been 
exchanged in return for building this is 

mailto:AnthonyBull@norwich.gov.uk
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not possible. Consider carefully ways to 
incentivise quality and timely building.

 

LESSONS LEARNED

 ■ DEVELOPERS ARE DIFFERENT:  
Where similarly specified projects were 
carried out by different developers, quality 
of delivery varied considerably.

 ■ CLOSE QUALITY MANAGEMENT IS 
REQUIRED:  Ensure council officers are 
fully engaged and assessing all aspects of 
delivery throughout the project.

 
 
CONTACT: For more information, contact 
Alison Amesbury, Strategic Housing and 

Commissioning Manager, on alison.
amesbury@cheshirewestandchester.gov.uk.  

CASE STUDY D
London Borough of Lewisham: 
In-house Using a traditional, 
in-house model to expand local 
authority housing

Lewisham is an outer London Borough with 
many of the housing issues of its inner-
London neighbours, including high land 
values, limited social housing stock and a 
large waiting list. 
 
The authority is helping its least affluent 
residents by reviving the traditional model of 
council house building and recently completed 
its first council houses in 30 years. The 
programme is funded by a mixture of HRA 

income, proceeds from the sales of property 
under the Right to Buy Regulations, and Public 
Works Loans borrowing. Building takes place 
on existing estates or other council-owned 
land. The council wholly owns the properties 
it builds and rents them at social rent rates. 
Properties are managed through its arms-
length management organisation, Lewisham 
Homes, which also manages the development 
projects on the council’s behalf.
 
This model is one of a number of approaches 
to housing in Lewisham (the council also 
has joint ventures and a wholly-owned town 
centre regeneration company). Its use fits well 
with the political outlook of elected members 
and is viewed by the council as an important 
signifier of the council’s intention to help its 
poorest residents.
 
To date, 500 homes have been approved, 230 
of which have been completed or are onsite.

CHALLENGES

 ■ AVAILABLE RESOURCE LIMITS 
FUTURE EXPANSION:  Funding for 
building new homes is reliant on the finite 
resources of the HRA and government-
set borrowing limits. 

LESSONS LEARNED

 ■ LONG-TERM STRATEGY VS QUICK 
WINS:  It’s important to establish a 
clear approach to decision-making and 
prioritisation. This can be especially 
difficult when choosing between long-
term redevelopment that maximises the 
density, but could take decades, or the 
much quicker addition of units to existing 
infrastructure.

mailto:alison.amesbury@cheshirewestandchester.gov.uk
mailto:alison.amesbury@cheshirewestandchester.gov.uk
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CONTACT: For more information, contact 
Jeff Endean, Housing, Strategy & 
Programmes Team Manager, on Jeff.
Endean@lewisham.gov.uk. 

SECTION 3
FIVE PRINCIPLES OF 
HOUSING DELIVERY
Some common themes emerge from the case 
studies which can be distilled into a series of 
principles for housing delivery projects. Some 
relate to common pitfalls to avoid, others are 
inherent challenges. 

1. UNDERSTAND LOCAL NEEDS:  
Clearly different areas have varying levels 
of housing supply and demand issues. 
Overarching numbers for housing required 
should be disaggregated, according to 
different locations, in order to establish 
a clear basis from which to adopt a 
particular model. For example, in some 
areas net supply of new stock might 
be the priority, in others it might be 
regeneration of existing stock. Particular 
groups of people in housing need might 
be identified – for example housing for 
older people, or residents with disability 
requiring extra care, or indeed a greater 
proportion of housing suitable for families. 

2. ENGAGE COMMUNITIES FROM THE 
OUTSET:  Whatever route is taken, 
house-building can incite strong feelings 
in the local community. Employing 
effective engagement from the start is 
crucial to ensure an open, transparent 

approach that has more chance of 
securing widespread buy-in from 
existing residents. The Royal Town 
Planning Institute (RTPI) have produced 
a useful Good Practice Guide to Public 
Engagement in Development Schemes.7 
For residents directly affected, guarantees 
on right to return, single decanting and 
future rent also help allay fears. For wider 
community buy-in, research has shown 
that concern for collective, community 
goods such as local aesthetics, 
green spaces, community facilities, 
infrastructure and access to public 
services are all factors motivating potential 
opposition – and there are options for 
more radical models of community-led 
housing schemes available.8 

3. CONSIDER DIFFERENT DELIVERY 
VEHICLES AGAINST THE SPECIFIC 
AIMS AND OBJECTIVES IDENTIFIED: 
A clear understanding of local need 
and the objectives in place to meet it, 
underpinned by engagement processes, 
provides a firm foundation for considering 
different delivery vehicles.9 Cross-
referencing this local perspective with 
research into wider trends will help 
develop the approach further.10 

7  http://www.rtpi.org.uk/media/6312/Good-Practice-
Guide-to-Public-Engagement-in-Development-Scheme-
High-Res.pdf

8  https://www.demos.co.uk/project/community-builders-
report/ 

9  To supplement this Innovation Briefing, see also the 
Local Partnerships Housing Delivery Toolkit: http://local-
partnerships.org.uk/wp-content/uploads/2017/07/Local-
Partnerships-Housing-delivery-toolkit.pdf

10  See for example The Smith Institute (2017). Delivering 
the renaissance in council-built homes: the rise of local 
housing companies - http://www.smith-institute.org.uk/
book/delivering-renaissance-council-built-homes-rise-
local-housing-companies/ 

mailto:Jeff.Endean@lewisham.gov.uk
mailto:Jeff.Endean@lewisham.gov.uk
http://www.rtpi.org.uk/media/6312/Good-Practice-Guide-to-Public-Engagement-in-Development-Scheme-High-Res.pdf
http://www.rtpi.org.uk/media/6312/Good-Practice-Guide-to-Public-Engagement-in-Development-Scheme-High-Res.pdf
http://www.rtpi.org.uk/media/6312/Good-Practice-Guide-to-Public-Engagement-in-Development-Scheme-High-Res.pdf
https://www.demos.co.uk/project/community-builders-report/
https://www.demos.co.uk/project/community-builders-report/
http://localpartnerships.org.uk/wp-content/uploads/2017/07/Local-Partnerships-Housing-delivery-toolkit.pdf
http://localpartnerships.org.uk/wp-content/uploads/2017/07/Local-Partnerships-Housing-delivery-toolkit.pdf
http://localpartnerships.org.uk/wp-content/uploads/2017/07/Local-Partnerships-Housing-delivery-toolkit.pdf
http://www.smith-institute.org.uk/book/delivering-renaissance-council-built-homes-rise-local-housing-companies/
http://www.smith-institute.org.uk/book/delivering-renaissance-council-built-homes-rise-local-housing-companies/
http://www.smith-institute.org.uk/book/delivering-renaissance-council-built-homes-rise-local-housing-companies/
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4. SET AND SHARE REALISTIC 
OBJECTIVES:  With a range of different 
interests and priorities involved, it is 
important to be realistic from the outset 
about what the goals are, and to engage 
all elected members in this from the off, 
as they will need to make the public 
case for new homes. Success can 
be measured in ways other than units 
delivered – affordability, social value, local 
economic development and environmental 
standards should all be part of the case 
for new homes. 

5. EXPECT THE UNEXPECTED:  Building 
houses is inherently expensive, complex 
and risky. Preparing good partnerships 
should be half the work. Good 
management and clear contracts will help 
prevent, or at least resolve quickly, many 
unexpected obstacles. However, changes 
in the global economy, political leadership 
and government policy (all faced in the 
case studies here) are often difficult to 
predict and impossible to control. It’s 
at these points that a sense of shared 
mission among officers, elected members 
and residents is most crucial to have 
established.
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CONCLUSION 
These case studies show that there is no 
such thing as a ‘best’ delivery vehicle; each 
solution must be tailored to its problem. They 
also show that success depends on much 
more than just the structure of the partnership 
or its outcomes; a strong narrative is needed 
alongside genuine community engagement. 
Above all though, the sheer complexity 
and risk of house-building demands careful 
planning and preparation and building 
productive relationships that are based on 
trust and mutual understanding. That long-
term investment, combined with a willingness 
to be flexible when unexpected obstacles are 
faced seem to be the common themes for 
successful housing vehicles.

FURTHER RESOURCES
Good Practice Guide to Public Engagement in 
Development Schemes, Royal Town Planning 
Institute (2012) http://www.rtpi.org.uk/
media/6312/Good-Practice-Guide-to-Public-
Engagement-in-Development-Scheme-High-
Res.pdf 

Local Partnerships Housing Delivery 
Toolkit; Local Partnerships (2017) http://
localpartnerships.org.uk/wp-content/
uploads/2017/07/Local-Partnerships-
Housing-delivery-toolkit.pdf

Local Authority Direct Provision of Housing; 
National Planning Forum & Royal Town 
Planning Institute (2017) http://www.rtpi.org.
uk/media/2619006/Local-authority-direct-
provision-of-housing.pdf

Delivering the Renaissance in Council-built 
Homes: The rise of local housing companies; 
The Smith Institute (2017) http://www.smith-
institute.org.uk/book/delivering-renaissance-
council-built-homes-rise-local-housing-
companies/

This Innovation Briefing was researched and 
written by Richard Nelmes, Head of Network.

Jessica Studdert, Deputy Director is the 
commissioning editor of NLGN’s Innovation 
Briefings. If you have any ideas or 
suggestions for future areas of focus, please 
contact her on jstuddert@nlgn.org.uk
 
We are grateful to NLGN corporate partner 
Weightmans LLP for partnering with us on 
this briefing. For more information visit 
http://www.weightmans.com

Disclaimer: This Innovation Briefing is based 
on a literature review and interviews with 
practitioners and is intended as a starting 
point for deeper exploration. The information 
provided in the briefing is not a substitute for 
the necessary due diligence or professional 
advice required when assessing options for 
establishing a housing delivery vehicle.
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