NESTA  - DAY 1 (am) NOTES (with action and key points to note and build in to the second application  in bold)
Personas – a first cut, not detailed a check and a base to start from

Think about our users – their traits, personality, how they use their time, their key characteristics, anecdotal descriptions, their life story and experiences

Write the above elements down and use later in “Mapping User Journeys”

User journeys are where a User “connects” with our service – what are their likely first impressions – there will be both Positive and Negative “Touch points” from their experience of connecting with the service we provide

OUTCOME = what is gained and ID the biggest in both hard and soft outcome areas (St Mungos star diagram would work well here)
IMPACT = why you are doing it – refer back to personas and think about how each character will react/respond to what we are providing and ID the two biggest impacts
Analogous situations

ID Services we enjoy personally – Seek to ID what is it that they do that we enjoy and see if what we find can influence our Application 

ACTIONS

· ASK Service Users and service providers what they LIKE and WHY they like “it” 

· ASK what environments they like

· ASK what activities they like

NOTE: NESTA is an organic funder – they are keen to see projects evolve so adding something about how our project may evolve may help!

· CHECK and SHOW “NUMBERS/FIGURES” to make it more real

· Incorporate MODELS (Co-production; Co- design; User Owned, in the second stage application 

Co-Design = User designed but controlled by another body. Captures lots of ideas from different perspectives. i.e What do you want out of this? Seeks continuous involvement

Co-Production = involves User and professional in design and delivery – an equal partnership. Possible entry points to secure/encourage user involvement are coffee mornings, informal get-togethers. Consider also that knowledge and skills are assets that can be exchanged - the notion of employment teams between Shared Housing Homes mini Social Enterprises/Voluntary work or paid work opportunities.
Time banking is another option – swopping support, skills, knowledge, “Exchange helps” A possible name for this component if we select this route?
FOUR CORE Principals

· People are assets with skills and experiences that are rich

· Reciprocity and Mutuality

· Grow people networks deliberately

· ? 

User owned = uses Users direct innovation - they run and own it all and have full decision making responsibility and full financial responsibility. Essentially a co-operative - start small and stay small – keep it realistic and avoid rash promises 
Ideas we had re Co-production model

1. Warden engagement achieved through Peter

2. Wardens workshops

3. User workshops

4. Workshop run with Wardens observing

5. Workshop run by Wardens with us observing

6. Workshops run by between Wardens and User “Champions” with us in support

7. Refresher programmes provided by us and we are always available to give guidance, encouragement and support

8. Evaluate all workshops

9. Develop robust clear and workable Guide and leave within each Service. Include a spider diagram showing all business support and other relevant information (FSB, CK Futures, Lifelines Project, BCP 50+ People)

10. Monitor to quality assure outputs
Terms we came up with to include, possibly, in our second application 

· We seek to facilitate an infrastructure to include older people in the employment agenda

· Inputs that we use ensure we are building our service to directly deliver against identified service users needs 

· We are seeking to broker internal and external relationships to lift motivation and lead to more positive results, in effect, to move towards a self-fulfilling prophesy model that respects users intelligence, ambitions and life experiences to finely tune and enrich outcomes
· We will respect and not patronise, viewing all users as positive and able. We wish to create a safe place within the work we do that empowers, respects and recognises the value of their input

· We will feed in Market intelligence that plays to users ski9lls and strengths and broadens opportunities
· We wish to “shine a light” on strengths and talents and move specifically away from stereotyping – its time to “Get Equal”
Workshop idea – Paint/draw your current picture – next, develop your fresh, new picture

Develop WIFM factors – “What would I like to do? “Where would I like to be in my life?” “Who would I like to be seen as?”
Use a Commitment plan for Wardens – who, in this cadre, will help, hinder, allow, block, promote? (Let’s get a feel of where people are and where we need them to be) - Who are the agitators and the antagonists?

Who are the stakeholders – list them, keep in touch with them as the project progresses
In our evaluation, identify who would have returned to work in any capacity irrespective of our input. 

Identify which Wardens would have done this area of work within the Sheltered Housing if we had not given input

ID any other beneficiaries, apart from the users, that the users can specify (family, friends, local community, benefits agency, Govt savings) 

Define in evaluation what impact Engage 50+ has made – don’t forget the economic multiplyer effect

In the second application – “describe our idea, what are we offering, to whom and why. Articulate output and outcomes – real numbers. Articulate the impact – 2 big ones.

State our business model and how we will engage users, how will we prototype and pilot our idea, including costs

“Musts”, as far as NESTA goes

1.Define our stakeholders and why they are stakeholders.

2. What are our key outputs and give some measure.

3.Define six outcomes of our projects and give some measure even if it’s ‘high’,’medium’ or ‘low’.
4.State our two greatest impact factors (to help sustain future funding). State them and state why they are important. Talk to stake holders and look at how we will test our ideas on them.

5. Show we have thought about niggly/problem areas identified and how we will prototype these out.

6. Show how we will involve users in prototyping.

7. Make clear how our ideas can be sustainable and scalable.

8. Ensure we test our ideas with our stakeholders.

9 .Re-think our budgets, identify milestones (such as prototyping the idea ).
What are the needs of future purchasers in order to get ’traction’ for future funding. We need to show economic benefits.

Develop an executive summary sales pitch-what we want to do, what we need, state the outcomes, tell the story and identify benefits.

Peter to incentivise wardens.

Capture information on where and how people make or do not make progress.

