Appendix la
YEAR 2 CASHFLOW FORECAST

EXPENDITURE
Management salaries (i)

Staff salaries (ii)

Volunteer & trainee expenses (iii)
Travel and expenses (iv)
Warehouse & retail rent (v)
External storage rent (v)

National business rates (vi)
Building maintenance (vi)
Telephones incl mobiles (vi)

Gas (vi)

Electric (vi)

Water (vi)

Stalff Training (vi)

Conferences and events (vi)
Computers and support (vi)
Stationery and office supplies (vi)
Accounts and payroll (vi)

Legal and professional (vi)
Publicity incl job adverts (vi)
Insurance - building and business (vi)
Bank charges incl chip & pin (vi)
Vehicle depreciation fund (vi)
Insurance - two vehicles (vi)
Vehicle fuel (vi)

Vehicle tax, service & hire (vi)
Equipment depreciation fund (vi)
Tools, racking & wrapping (vi)
Skip lease charges (vi)
Consumables & miscellaneous (vi)
Bought in new product (vi)
Bought in used product (vi)
Parts for fixing product (vi)
Unavoidable waste disposal (vi)
Donating to others budget (vi)
TOTAL EXPENDITURE

Month 1

2,917
3,000
667
150

325
70
167

33
250
75
250
100
200
167
200
1,200
58
333
1,500
400
375
167
125
450
208
833
400
283
150
167
15,220

Month 2

2,917
3,000
667
150

70
167
150
100

33
250

75
250
100
900
167
200

58
333

400
375
167
125
450
208
833
400
283
150
166
13,144

Month 3

2,917
3,000
667
150
5,000
1,500

70
167

33
250

75
250
100
900
167
200

58
333

400
375
167
125
450
208
833
400
283
150
167
19,395

Month 4

2,917
3,000
667
150

325

70
167
150
100

33
250

75
250
100
200
167
200

58
333

400
375
167
125
450
208
833
400
283
150
167
12,770

Month 5

2,917
3,000
667
150

70
167

33
250

75
250
100
200
167
200

58
333

400
375
167
125
450
208
833
400
283
150
166
12,194

Month 6

2,917
3,000
667
150
5,000
1,500

70
167
75
100
33
250
75
250
100
200
167
200

58
333

400
375
167
125
450
208
833
400
283
150
167
18,870

Mo

nth 7

2,917
3,000
667
150

325
70
167

33
250
75
250
100
200
167
200
1,500
58
333
1,500
400
375
167
125
450
208
833
400
283
150
167
15,520

Month 8

2,917
3,000
667
150

70
167
75
100
33
250
75
250
100
200
167
200

58
333

400
375
167
125
450
208
833
400
283
150
166
12,369

Month 9

2,917
3,000
667
150
5,000
1,500

70
167

33
250

75
250
100
200
167
200

58
333

400
375
167
125
450
208
833
400
283
150
167
18,695

Month 10

2,917
3,000
667
150

325
70
167
75
100
33
250
75
250
100
200
167
200

58
333

400
375
167
125
450
208
833
400
283
150
167
12,695

Month 11

2,917
3,000
667
150

70
167

33
250

75
250
100
200
167
200

58
333

400
375
167
125
450
208
833
400
283
150
166
12,194

Month 12

2,917
3,000
667
150
5,000
1,500

70
167
75
100
33
250
75
250
100
200
167
200

58
333

400
375
167
125
450
208
833
400
283
150
167
18,870

Total

35,000

36,000
8,000
1,800

20,000
6,000
1,300

840
2,000

600

600

400
3,000

900
3,000
1,200
3,800
2,000
2,400
2,700

700
4,000
3,000
4,800
4,500
2,000
1,500
5,400
2,500

10,000
4,800
3,400
1,800
2,000

181,940



INCOME
Sales income

Bricks tiles inerts (vii)

Higher value inerts/ceramics (vii)
Timber lengths (viii)

Timber doors (viii)

Timber fittings (viii)

Timber flooring (viii)

Cabinets, shelving units and windows

(ix)

Electrical & lighting fittings and/or
plumbing and fittings (x)
Sanitaryware (xi)

Carpet tiles and flooring and/or Paint

and coverings (xii)

Tools and consumables
Miscellaneous reusables
New product sale (xiii)
Reuse skip rental charges

Collection and delivery charges
Sales subtotal

Additional Income
Training income (xiv)
Deconstruction business (xiv)
Building maintenance (xiv)
Donations - Individuals (xv)
Trust & other funding/grants (xv)
Council/public sector grants (xv)

Additional income subtotal

TOTAL INCOME

NET MONTHLY BALANCE (xvi)
ONGOING BALANCE (xvi)

1667
417

1667
833
833

1250

833

417
417

417
417
833
833
833
1250
12,917

417
666
500

1,583

14,499

=721

1500
375

1500
750
750

1125

750

375
375

375
375
750
750
750
1125
11,625

375
600
500

2,000

3,475

15,100

1,956
1,235

1667
417

1667
833
833

1250

833

417
417

417
417
833
833
833
1250
12,917

417
666
500
2,000
3,583

16,499

-2,896
-1,660

1833
458

1833
917
917

1375

917

458
458

458
458
917
917
917
1375
14,208

458
740
500
1,000

2,698

16,907

4,137
2,476

1500
375

1500
750
750

1125

750

375
375

375
375
750
750
750
1125
11,625

375
600
500

1,475

13,100

906
3,382

1500
375

1500
750
750

1125

750

375
375

375
375
750
750
750
1125
11,625

375
600
500
1,000
2,000

4,475

16,100

-2,770
612

1833
458

1833
917
917

1375

917

458
458

458
458
917
917
917
1375
14,208

458
733
500

3,000

4,691

18,900

3,380
3,992

2167
542

2167
1083
1083
1625

1083

542
542

542
542
1083
1083
1083
1625
16,792

542
866
500
1,000

2,908

19,699

7,330
11,322

1667
417

1667
833
833

1250

833

417
417

417
417
833
833
833
1250
12,917

417
666
500
2,000
3,583

16,499

-2,196
9,127

1667
417

1667
833
833

1250

833

417
417

417
417
833
833
833
1250
12,917

417
666
500
1,000

2,583

15,499

2,804
11,931

1500
375

1500
750
750

1125

750

375
375

375
375
750
750
750
1125
11,625

375
600
500

1,475

13,100

906
12,837

1500
375

1500
750
750

1125

750

375
375

375
375
750
750
750
1125
11,625

375
600
500
1,000
2,000
2,000
6,475

18,100

-770
12,069

20,000
5,000

20,000
10,000
10,000
15,000

10,000

5,000
5,000

5,000
5,000
10,000
10,000
10,000
15,000
155,000

5,000
8,000
8,000
5,000
8,000
7,000
41,000

196,000

14,060



Appendix 1b

YEAR 5 - CASH FLOW FORECAST

EXPENDITURE

Management salaries (i)

Staff salaries (ii)

Volunteer & trainee expenses (iii)
Travel and expenses (iv)
Warehouse & retail rent (v)
External storage rent (v)

National business rates (vi)
Building maintenance (vi)
Telephones incl mobiles (vi)

Gas (vi)

Electric (vi)

Water (vi)

Staff Training (vi)

Conferences and events (vi)
Computers and support (vi)
Stationery and office supplies (vi)
Accounts and payroll (vi)

Legal and professional (vi)
Publicity incl job adverts (vi)
Insurance - building and business (vi)
Bank charges incl chip & pin (vi)
Vehicle depreciation fund (vi)
Insurance - two vehicles (vi)
Vehicle fuel (vi)

Vehicle tax, service & hire (vi)
Equipment depreciation fund (vi)
Tools, racking & wrapping (vi)
Skip lease charges (vi)
Consumables & miscellaneous (vi)
Bought in new product (vi)
Bought in used product (vi)
Parts for fixing product (vi)
Unavoidable waste disposal (vi)
Donating to others budget (vi)
TOTAL EXPENDITURE

Month 1

5,417
4,667
1,000

250

624
83
167

33
250
75
292
100
300
167
250
1,500
58
333
1,500
583
375
167
125
600
208
2,500
833
458
200
150
23,265

Month 2

5,417
4,667
1,000

250

83
167
200
200

33
250

75
292
100

1,200
167
250

58
333

583
375
167
125
600
208
2,500
833
458
200
150
20,941

Month 3

5,417
4,667
1,000

250
7,500
2,500

83
167

33
250
75
292
100
1,200
167
250

58
333

583
375
167
125
600
208
2,500
833
458
200
150
30,541

Month 4

5,417
4,667
1,000

250

624

83
167
200
200

33
250

75
292
100
300
167
250

58
333

583
375
167
125
600
208
2,500
833
458
200
150
20,665

Month 5

5,417
4,667
1,000

250

83
167

33
250

75
292
100
300
167
250

58
333

583
375
167
125
600
208
2,500
833
458
200
150
19,641

Month 6

5,417
4,667
1,000

250
7,500
2,500

83
167
100
200

33
250

75
292
100
300
167
250

58
333

583
375
167
125
600
208
2,500
833
458
200
150
29,941

Mon

th7

5,417
4,667
1,000

250

624
83
167

33
250
75
292
100
300
167
250
1,500
58
333
1,500
583
375
167
125
600
208
2,500
833
458
200
150
23,265

Month 8

5,417
4,667
1,000

250

83
167
100
200

33
250

75
292
100
300
167
250

58
333

583
375
167
125
600
208
2,500
833
458
200
150
19,941

Month 9

5,417
4,667
1,000

250
7,500
2,500

83
167

33
250

75
292
100
300
167
250

58
333

583
375
167
125
600
208
2,500
833
458
200
150
29,641

Month 10

5,417
4,667
1,000

250

624

83
167
100
200

33
250

75
292
100
300
167
250

58
333

583
375
167
125
600
208
2,500
833
458
200
150
20,565

Month 11

5,417
4,667
1,000

250

83
167

33
250

75
292
100
300
167
250

58
333

583
375
167
125
600
208
2,500
833
458
200
150
19,641

Month 12

5,417
4,667
1,000

250
7,500
2,500

83
167
100
200

33
250

75
292
100
300
167
250

58
333

583
375
167
125
600
208
2,500
833
458
200
150
29,941

Totals

65,000
56,000
12,000
3,000
30,000
10,000
2,500
1,000
2,000
800
1,200
400
3,000
900
3,500
1,200
5,400
2,000
3,000
3,000
700
4,000
3,000
7,000
4,500
2,000
1,500
7,200
2,500
30,000
10,000
5,500
2,400
1,800
288,000



INCOME

Sales income
Bricks tiles inerts (vii)
Higher value inerts/ceramics (vii)
Timber lengths (viii)
Timber doors (viii)
Timber fittings (viii)
Timber flooring (viii)
Cabinets, shelving units and windows (ix)
Electrical & lighting fittings and/or
plumbing and fittings (x)
Sanitaryware (xi)
Carpet tiles, flooring and/or
Paint and coverings (xii)
Tools and consumables
Miscellaneous reusables
New product sale (xiii)
Reuse skip rental charges
Collection and delivery charges

Sales subtotal

Additional Income
Training income (xiv)
Deconstruction business (xiv)
Building maintenance (xiv)
Donations - Individuals (xv)
Trust & other funding/grants (xv)
Council/public sector grants (xv)

Additional Income subtotal

TOTAL INCOME

NET MONTHLY BALANCE (xvi)
ONGOING BALANCE (xvi)

2,083

625
2,500
1,667
1,250
2,083
1,250

625
1,250

625
625
1,250
3,750
1,250
1,667
22,499

1,250
1,667
1,250

4,167
26,666

3,401

1,875

563
2,250
1,500
1,125
1,875
1,125

563
1,125

563
563
1,125
3,375
1,125
1,500
20,252

1,250
1,667
1,250

4,167
24,419

3,478
6,880

2,083

625
2,500
1,667
1,250
2,083
1,250

625
1,250

625
625
1,250
3,750
1,250
1,667
22,499

1,250
1,667
1,250

2,000
2,000
8,167
30,666

125
7,005

2,291

687
2,750
1,833
1,375
2,291
1,375

687
1,375

687
687
1,375
4,124
1,375
1,833
24,746

1,250
1,667
1,250
1,000

5,167

29,913

9,248
16,252

1,875

563
2,250
1,500
1,125
1,875
1,125

563
1,125

563
563
1,125
3,375
1,125
1,500
20,252

1,250
1,667
1,250

2,000
2,000
8,167
28,419

8,778
25,031

1,875

563
2,250
1,500
1,125
1,875
1,125

563
1,125

563
563
1,125
3,375
1,125
1,500
20,252

1,250
1,667
1,250
1,000

5,167

25,419

-4,522
20,509

2,291

687
2,750
1,833
1,375
2,291
1,375

687
1,375

687
687
1,375
4,124
1,375
1,833
24,746

1,250
1,667
1,250

2,000
2,000
8,167
32,913

9,648
30,157

2,708

812
3,250
2,167
1,625
2,708
1,625

812
1,625

812
812
1,625
4,875
1,625
2,167
29,250

1,250
1,667
1,250
1,000

5,167

34,417

14,476
44,633

2,083

625
2,500
1,667
1,250
2,083
1,250

625
1,250

625
625
1,250
3,750
1,250
1,667
22,499

1,250
1,667
1,250

2,000
2,000
8,167
30,666

1,025
45,658

2,083

625
2,500
1,667
1,250
2,083
1,250

625
1,250

625
625
1,250
3,750
1,250
1,667
22,499

1,250
1,667
1,250
1,000

5,167

27,666

7,101
52,759

1,875

563
2,250
1,500
1,125
1,875
1,125

563
1,125

563
563
1,125
3,375
1,125
1,500
20,252

1,250
1,667
1,250

2,000
2,000
8,167
28,419

8,778
61,538

1,875

563
2,250
1,500
1,125
1,875
1,125

563
1,125

563
563
1,125
3,375
1,125
1,500
20,252

1,250
1,667
1,250
1,000

5,167

25,419

-4,522
57,006

25,000

7,500
30,000
20,000
15,000
25,000
15,000

7,500
15,000

7,500
7,500
15,000
45,000
15,000
20,000
270,000

15,000
20,000
15,000

5,000
10,000
10,000
75,000

345,000

57,000



Appendix 1¢c  Financial Model - Assumptions and Note s

The following assumptions and notes refer to the expenditure and income items of
the Cashflow Forecast Sheets in appendix 1a and 1b. The roman numeral indicates
which specific item is being referenced (please refer to cashflow sheets).

Based on one full time manager for year two and two full time managers for
year 5.

Based on two full time staff for year two and three for year 5.
Estimate for supporting a number of volunteers and trainees.

Estimate for staff travel activities.

NB. This model has assumed an absolute minimum number of staff and is reliant on
recruiting a large number of trainees/volunteers.

Vi,

Vii.

viil.

Xi.

Xii.

Based on the following estimated requirements: a year two floor area of 1000
sgm of warehouse and 500 sgm of external yard and a year five floor area of
1500 sgm of warehouse and 750 sqm of external yard. These are exclusive of
car parking. Rental costs have been estimated as halfway between those of
an existing reuse project in the South West and the lowest London rent
available. Reasonable product prices (based on a 50% discount on new
prices) were used to estimate the sales turnover and check that the space
allocations are sufficient to accommodate the stock. Products are assumed to
be sold within six months creating an estimated material throughput of 1000
tonnes for year two rising to 1500 tonnes for year five.

Operational costs have been estimated in collaboration with the Community
Campus 87 Tees Valley BMRC project team and in consultation with an
existing reuse enterprise in the East of England.

This is in line with the performance of Tiger Enterprise Ltd (Reuse Business)
in Newhaven and estimated in consultation with MASCo (reclamation
business). Bricks are assumed to be stacked four pallets high. Higher value
inerts/ceramics such as tiles are assumed to yield higher return per sqm of
stock.

Sales are based on sales of softwood lengths at £10 per cu.m stacked at 3-4
m high. These sales are in line with the turnover achieved by the two UK
wood projects consulted. Timber fittings include door handles, locks, catches
and hinges.

This represents a significant sales line for the Madison Restore, USA, but has
been scaled down for UK market.

These are specialist products and require in-house knowledge. Wired—up
electrical products must be tested and certified by qualified professional.

These can be highly profitable but older (second-use) products are already
well handled by the reclamation industry.

This product range may be best handled in partnership with existing Reuse
Enterprises. This model considers carpet tiles only rather than carpet in



Xiii.

Xiv.

XV.

XVi.

general. Sheet carpet is a more specialist area with particular challenges.
Further information is available from info@carpetrecyclinguk.com.

New Products includes end-of-lines from retailers and manufacturers;
purchased new stock such as consumables (e.g. nails, drill bits) and eco-build
products (e.g. insulation) and products remanufactured in-house such as
tables made from reclaimed timber. Remanufacturing activity expands
significantly by year five.

Deconstruction and maintenance services provide opportunities to run hands-
on vocational training. This income has been estimated in collaboration with
the Community Campus 87 Tees Valley BMRC project.

This level of grant funding has been estimated as a realistic minimum
necessary to achieve break even point by year two and pay off accumulated
debts by year five. This is in addition to assumptions of a low rent agreement
and an interest free loan of £100k at the start of operations.

The cash flow is presented as a snapshot. The monthly bank balance does
not include the balance carried from the previous year. A cumulative balance
is presented for years one to five in appendix le.



Appendix 1d Cash Flow Model Years 1- 5

Table - BMRC Cashflow Model for Years 1 to 5 withou

t grant income

Cash at Total Collection and Retail Wider Services Grant income End of year Profit Profit as %
start Expenditure income income cash position before Tax of Turnover

£s £s £s £s £s £s £s
Year 1 -97,000 163,746 124,600 13,500 0 -122,646 -25,646 -19
Year 2 -122,646 181,940 155,000 24,000 0 -125,586 -2,940 -2
Year 3 -125,586 230,400 210,750 29,000 0 -116,236 9,350 4
Year 4 -116,236 259,200 238,850 34,000 0 -102,586 13,650 5
Year 5 -102,586 288,000 270,000 50,000 0 -70,586 32,000 10

Table - BMRC Cashflow Model for Years 1 to 5includ ing grant income

Cash at Total Collection and Retail Wider Services Grant income End of year Profit Profit as %
start expenditure income income cash position before Tax of Turnover

£s £s £s £s £s £s £s
Year 1 -97,000 163,746 124,600 13,500 8,500 -114,146 -17,146 -12
Year 2 -114,146 181,940 155,000 24,000 20,000 -97,086 17,060 9
Year 3 -97,086 230,400 210,750 29,000 20,000 -67,736 29,350 11
Year 4 -67,736 259,200 238,850 34,000 25,500 -28,586 39,150 13
Year 5 -28,586 288,000 270,000 50,000 25,000 28,414 57,000 17

Note: Both tables assume that creditors and debtors and other elements including stock levels are in b

alance each year.




Appendix 1e  Financial analysis tables and figures for years
0-5 of operation
Table displaying the s tart u p requirements for Year O
Estimate (£) Range Type
capital items
Building modifications/additions 12,000 £0 to £30,000 capex
Other one off site safety/security costs 8,000 £0 to £20,000 capex
Racking and other removabile fittings 10,000 £5,000 to £15,000 capex
Pallet truck — on site material movement 15,000 £10,000 to £20,000 | capex
Tools and other equipment 12,000 £10,000 to £15,000 | capex
Two vehicles 40,000 £30,000 to £60,000 | capex
sub total 97,000
operational items
Development worker 45,000 £20,000 to £50,000 | opex
Start-up cash float 10,000 opex
sub total 55,000
Total start up requirement 152,000




Table - Year Two Expenditure Analysis

Expenditure categories

Subtotal (£)

% of expenditure

Other staffing costs 45,800 26
Management staff 35,000 19
Trading costs 33,400 18
Premises 31,740 17
Operating costs 19,700 11
Vehicle costs 16,300 9
Total Expenditure 181,940

9%

17%

18%

@ Other staffing costs

B Management staff

O Trading costs

O Premises rent &

costs

B Operating costs

@ Vehicle costs

Pie chart for Year Two Expenditure Analysis

Table - Year Five Expenditure Analysis

Expenditure categories Subtotal (£) % of expenditure
Other staffing costs 71,000 25
Management staff 65,000 23
Trading costs 62,900 22
Premises rent & costs 47,900 17
Operational Costs 22,700 8
Vehicle costs 18,500 6
Total Expenditure 288,000

6%

17%

@ Other staffing costs

B Management staff

O Trading costs

O Premises rent &

costs

B Operational Costs

@ Vehicle costs

Pie chart for Year Five Expenditure Analysis




Table - Year Two Income Analysis

Income Category Subtotal (£) % of income
Timber/timber products 55,000 31
Bricks/ceramics/inerts 25,000 14
Skips and delivery 25,000 14
Wider services/training 21,000 12
Fixtures and Fittings 20,000 11
Wider Reusables sale 20,000 11
New product resale 10,000 6
Total Income 176,000

6%

11%

14%

@ Timber/timber products

B Bricks/ceramics/inerts

O Skips and delivery

O Wider services/training

B Fixtures and Fittings

O Wider Reusables sale

B New product resale

Pie chart for Year Two Income Analysis

Table - Year Five Income Analysis

Income Category Subtotal (£) % of income
Timber/timber products 90,000 28
Wider services/training 50,000 16
New product sale 45,000 14
Fixtures and Fittings 37,500 12
Skips and delivery 35,000 11
Bricks/ceramics/inerts 32,500 10
Wider reusables sale 30,000 9
Total Income 320,000

9%

11%

14%

B New product sale

B Fixtures and Fittings

O Skips and delivery

O Timber/timber products

O Wider services/training

M Bricks/ceramics/inerts

O Wider reusables sale

Pie chart for Year Five Income Analysis




Appendix 2

Risk Analysis

Identified Risk Potential Consequence Risk Level Mi  tigation Strategy
The project needs to survey the catchment
Insufficient reusable products and secure potential sources with formal
o . Shortage of products would agreements before start-up.
within economic catchment area damage viability of proiect
e.g. due to slump in construction | . ge viabiiity ot proj Medium .
if turnover is significantly National shortage of homes, and number
sector . :
affected. of development opportunities mean high
construction volume should continue,
though industry profit margins may fall
. . No shortcuts. Documented quality control
Business damaged if any faulty
checks needed for all products handled.
. . product sold and/or customer L
Potential regulatory compliance . . Clear and careful product descriptions
: : . makes inappropriate use of
issues including need to comply ; . . needed on all reused products sold.
. . ; product. Avoidable risks added Medium
with detailed trading standards ; ! o Agreements for product sale needs to
I to business if obligations on e
obligations to purchasers ; clearly state obligations on purchaser.
suppliers and purchasers are .
Acceptance agreement also needed with
not made clear to both groups. S
sources of product, on who carries risk.
Project fails to achieve health Potential of injury to staff or
and safety , or fails to properly trainee if inadequate risk control. Full health and safety policies, procedures,
train all staff and trainees, or fails | Wider risks of prosecution, Medium budget and training essential component,
to implement safety for litigation and damage to including monitoring/review
customers/visitors business.
Project unable to obtain capital Financial analysis identifies Medium Capital and initial funding needs priority in

start up funding and/or cover

need for project to obtain grant

business attention. Potential capital




initial deficit to Year 5 — or fails
to apply sufficiently early given
potential for funding/other delays

funding for capital and/or initial
deficit, or find other funding
routes, from an existing host
project’s reserves/loan.

funding sources are available in most UK
regions.

Construction industry and supply
chain rapidly becomes

Would cut supply of material,
project income, and capacity of

Likely to be slow change, allowing BMRC
to adapt and target opportunities where
resource efficiency worst, and retain

resource efficient — cutting out income to cover project Low heal_thy mar.glr_ls on t'hro'ughput material.
Additionally; diversification of product
supply of reusables. overheads ; ,
range to new “eco-products” to match
market demands.
Reusables need to be marketed on price
. . . comparison not based on being cheap.
Potentially damaging to finances L D~
. A 2 Pricing needs to be set to maximise
Income per unit of product sales | and viability, including if prices . .
. o Low revenue and achieve marginal
fails to match projections. fluctuate too much and regular .
undercutting.
customers are lost
Detailed two monthly price reviews needed
Project fails to control costs Budget needs careful construction. Cost
and re-budget to make cuts to Also potentially damaging to Low control essential for structure BMRC to
compensate for any additional ensuring financial viability. operate on lower cost base than most
unpredictable costs. alternatives, giving it competitive edge.
Excess competition locally, Waste/recycling companies or
including from existing/new waste | other competitors could Low BMRC needs to undertake market

and recycling companies in area,
or if similar project to BMRC

aggressively target the BMRC
and undermine its viability.

research & engage key local companies as
partners.




reduces operating territory.

Strategy needed to ensure that 2 BMRCs
are not set up too close to each other —
there are plenty of suitable UK locations to
tap before this becomes a risk

Potential for projects to be
damaged by unforeseen
environmental or other
regulatory legislation

Unforeseen extra costs to
project.

Low

Expected to also equally impact on
material sources, and on local market
competitors, increasing their costs. and the
ability of BMRC to increase its charges.
Likely to be neutral and/or improve supply
of material sourced or margins.

Note: Risk Level - Risk calculation combines Likelihood and Severity of Impact for project.




Appendix 3 Notes on Regulatory and Risk Management
Issues

Waste Regulation
Enforcement/Guidance - Environment Agency
Not required for:

Items that are specifically provided by the source for re-use, e.g. material
‘donations’ that are not waste.

Required for:

Material requiring processing after transport, or delivery of mixed loads including
recyclables. Material or objects that the holder considers they are discarding as
waste.

Companies/organisations who insist that the material is waste to ensure that the
recipient exercises specific care, ensuring that the source organisation can
demonstrate they clearly meets their legal ‘Duty of Care’ obligations.

Exemptions available for reuse operations that may include:

operations where virtually all waste material is specifically processed at the
source site before transport, enabling it to be reused without further processing,
and/or

operations that create less than a de minimus level of ‘waste’ per year, often set
at several tonnes.

Types of licenses required:
Formal Exemptions in writing from the Environment Agency or;
Several stages of licensing where required:

- Waste Carrier’s Licence — costing about £200 every 3 years, may be
needed without all the other requirements

- Waste Transfer Notes — covering the movement of waste material, linked
to ‘Duty of Care’ requirements

- Waste Management Licence (WML) for the reception/processing site -
potentially costing £10,000 for a full licence
Other than storage areas for re-usable material, mixed material
processing and reception areas of any significance can be expected to
need a WML

- Certificate of Technical Competence — that there is a qualified manager in
overall charge of the site e.g. WAMITAB level 4



More information:

Located at www.netregs.gov.uk including:

Guidance for Community Groups, Charities and Not-for-profit Organisations.
http://www.environment-
agency.gov.uk/netregs/sectors/287956/610756/?version=1

Reuse and Refurbishment Guide

www.environment-

agency.gov.uk/commondata/103599/Id1 _reuse refurb 631037.doc
2003 guidance which consider re-usable material collected by community
organisations

Trading Standards

Enforcement/Guidance - Local County/Unitary Council Trading Standards Department

Obligations regarding safety of product sold, description accuracy, fithess for purposes
described.

Health and Safety
Enforcement/Guidance - Health and Safety Executive

Includes:
- Health and Safety policy
- Appropriate Risk Assessments
- Manual Handling
- Specific prescription of hazardous materials or operations



Appendix 4 Funding Options for a BMRC

For social enterprises, examples are provided below of funding sources and routes to
find out more in relation to the two funding gaps.

Capital Funding
Regional Development Agencies (RDAs) - www.englandsrdas.com/visit_rdas provides
links to the 9 English RDAs. RDAs oversee:
» European Regional Development Funding
» regional delivery of European Social Funding (ESF) www.esf.gov.uk
» their own capital funds, with some having a specific additional focus on social
enterprises.

National funding opportunities that include:
» Adventure Capital Fund www.adventurecapitalfund.org.uk
* Future Builders www.futurebuilders-england.org.uk
* The range of large trusts who make environmental and/or training their priority
e.g.www.esmeefairbairn.org.uk

Regional funds include regional trusts including several operated by major construction
companies. Various regional funds also come and go e.g.
www.enhancelondon.co.uk/capital _funding.aspx

European funding partnerships e.g. Interreg but EU funding requires patience and time,
not always available for potential BMRC projects.

Revenue (and start up development) Funding
Funding for feasibility studies is available via RDAs and local authorities, particularly in
regeneration regions.

National sources include lottery and major plcs, examples include:
e Awards for All (up to £10,000) www.awardsforall.org.uk
* Lloyds Foundations - www.lloydstsbfoundations.org.uk

Loans are an option for revenue (and even capital). After detailed business analysis,
loan or secure overdraft funding may be appropriate. Several banks focus on assisting
social enterprises and ethical operations and offer less rigid management and/or better
interest rates than the wider market. Some early years funding may also be available via
sponsorship with a regional or national construction company.

Related funding opportunities in regeneration areas for training and/or employing
trainees, include:

* New Deal

« LSC

* LEGI and deprived communities funding



Appendix 5 Case studies of UK Reuse based social e  nterprises,
projects and businesses

This following section presents brief case studies of the story behind some relevant reuse based
social enterprises.

Case Study 1 Building Product Reuse

1

Community Campus 87 BMRC project, Tees Valley
Following a regional event in April 2007, a BMRC is being planned in the Tees Valley. This is led by
Renew Tees Valley (part of the REMADE network) and Community Campus 87, a social enterprise
based in Stockton on Tees. The organisations have co-funded the appointment of a Project
Development Officer supported by a cross sector Steering Group. Renew Tees Valley is a near to
market delivery organization which capitalizes on existing and emerging opportunities in the
waste/recycling and renewable energy sectors. Community Campus 87 (CC87) aims are to:

* To carry on for the benefit of the community, the business of providing housing
accommodation facilities and amenities for homeless persons in particular young homeless
persons in conditions of need, hardship or distress.

» To provide advice to those in conditions of need in relation to homelessness, housing
provision and related issues.

CC87 trading provide services in building maintenance, decorating and appliance testing. They also
provide training and employment opportunities in construction skills.

The project development officer is currently working with the Community Campus 87 and Renew
Tees Valley to identify a site and undertake a detailed feasibility study for the establishment of a
BMRC.

Tiger Enterprise, Newhaven, East Sussex

Tiger Enterprise Ltd was established by Cheris and Dan Hill on small piece of land in Peacehaven on
the South Coast for £20 a week in November 2006. The business quickly flourished and has now
relocated to a 3000 sqft site yard in Newhaven, that is open all week is operated.

The basic business model is to provide a free waste collection service to the local building industry;
focussed mainly on unused/excess products. These products are then displayed a the yard for sale to
local trade and general public. Prices are set cheaper than DIY or Builders Merchants and only good
condition items are sold. Leftover building products collected include bricks, tiles, kitchen units,
window frames and doors. The business has found that the cheaper items such as modern bricks and
concrete tiles have proved the best sellers. Dan explains the story behind the business:

" | used to work for my dad in the building trade in Surrey and it was there | realised just how much
stuff was being chucked away. It really was staggering. We wanted to come up with a business model
that would make it easier for project managers to get rid of their waste in a more environmentally
friendly way...We felt if we could create the right scheme we could reduce fly-tipping, save money for
local companies and help councils reach their recycling targets."

Brighton Argos, 07/08/2007

! Contact Chris Kemp, RE-BUILD Tees Valley c/o Community Campus 08701642 357 364,
cmk42@hotmail.com.




Tiger Enterprise is working with Lewes District Council to raise awareness in the building trade of the
service it offers and to prevent unnecessary waste. To date, the business has diverted over 300
tonnes from landfill saving an associated 220 tonnes of embodied CO, emissions.

This has led to being shortlisted for two awards in the first year of operation:
e SEEDA Young Entrepreneur of the Year, 2008 — finalist
» South East Centre for the Environment, Green Business of 2008 - finalist

Currently, the majority of sales are to the general public as the quantities aren't generally large
enough for the building trade. Dan and Hill are currently working to scale up operations to meet this
larger scale market demand.

More information is available from Daniel Hill, Director, Tiger Enterprise Ltd - 07766 568684,
dhillrecycling@yahoo.co.uk , www.reuseitdontloseit.co.uk .




Case Study 2 Timber Reuse

National Community Wood Recycling Project (NCWRP) 2

The NCWRP was founded in 2003 to assist and support the setting up of community wood projects
based on the experience of the Brighton and Hove outlet. The aims are to reduce resource waste and
landfill and create community jobs. The project has over 20 affilated-recycling schemes throughout
the UK. Current funding is two fold:

e 70% Esmee Fairbairn Foundation (private trust) (E90k over 3 years)

* 30% charged services

The general business model is based on the following factors:

o Not-for-profit, financially self-supporting, profit reinvested.
* Low capital intensive, low tech, labour intensive processes.
* Win business by undercutting other waste disposal options
« Collect all wood based waste (heed to establish a prior outlet for low grade)
« Volunteer labour force (long term unemployed)
« Motivated with potential future paid positions and/or training
¢ Clients (supply)

— small scale (skip, van), builders are a key supplier

— Can't compete with large scale disposal
e Customers (sales)

— Focus on general public

- Avoid high volume e.g. builders
e Space

- Accessible, secure, power, water.

- Low grade — awaiting development

- Local authority owned

Examples of individual wood focussed Reuse Enterprises:

TRUCE - Timber Reuse Community Enterprise 3, West Somerset

The project collects timber and wider building materials, provides a machining process and a range of
remanufactured products. They have also provided high performance joinery services such as for the
Great Bow St. Yard, Somerset using reclaimed timber. The training and volunteers programme
offered is targeted around building vocational qualifications and experience. Training generates
additional income for the project. Products and prices are displayed on the website. In 2007, the
project diverted 150 tonnes of timber from landfill. The project's income is rapidly growing, having
recently tripled sales turnover. The operation runs with three full time and one part time paid staff and
one apprentice. They rent roughly 500 sgm of space on a low rent agreement. The project is currently
looking for opportunities to expand and has strong links with other reuse organisations within the
South West.

Brighton and Hove Wood Recycling Project  *

Opened 1999, this was a pioneering project established and initially run entirely by volunteers. This
project formed the basic model used by the NCWRP. The project uses a grading system to channel
collected wood towards its highest possible use. Of the 450 tonnes of wood colleted a year only 1 %
ends up back in the waste stream. The project is housed in a temporary site that is earmarked for
development, hence rent is kept low. Wood is sourced from domestic, commercial (furniture
workshops + packaging) and builder clients. Products sold range from unprocessed timber lengths to

% This information comes from the NCWP website where further extensive information and support is available -
www.communitywoodrecycling.org.uk. Contact Richard Mehmed for further details - 01273 49 50 60.

® Contact lan Pope, 01643 707 397, www.timber-reuse.org.uk

* www.woodrecycling.org.uk




high quality hand made furniture. The project has established collection client relationships with major
house builders in the area as well as handling some domestic collections.

Bristol Wood Recycling Project  °

The project is a self-funded not for-profit social enterprise. They have been running for nearly four
years. They became self financing within three years and benefit from a minimal rent agreement.
Turnover has now reached £100k and the yard is fully stocked. The team has five paid staff and four-
five volunteers daily and two vans. Roughly a fifth of the wood collected is sold for reuse either with
minimal processing or remanufactured into furniture. The remainder is recycled. They collect between
25 and 30 tonnes of timber waste a month. Collection charges create about a third of our income;
sales two-thirds. The waste collection service is within 48 hours and waste transfer notices are
provided. Timber stock is stored in covered scaffold racking on an external yard of roughly half an
acre. The project has good links with other reuse social enterprises in the area.

Case Study 3 Wider Reuse

Scrapstores and Resource Centres
These are independent, self sustaining registered charities or not-for-profits. There are numerous
Scrapstores across the UK. They offer free collection of commercial off cuts and excess materials
resold as very cheap arts and crafts materials to local schools and community groups. Some also
stock new resources such as paints/scissors etc. Generally, membership is required to purchase,
products often priced by trolley load.

The stores are currently looking at forming a Federation to provide information and support (best
practice) and to secure funding and supplies. A full 90 page report is available from Bristol Children’s
Scrapstore®.

Examples include:

Children’s Scrapstore, Bristol

* Warehouse/ superstore situated in area of industrial suppliers

* members access only

e swap with other scrap stores

e separate “Artrageous” shop open to public with new supplies (books, scissors, paint,
instruments) profits fed back into scrapstore

* Activities e.g. roadshow — mobile scrapstore, Saturday craft sessions, action research
into play for learning

Suffolk scrapstore’, Suffolk
e Operating since 1994, 400+ members (groups)
« Provides vocational work training to adults with learning disabilities
« Partnered with county council social care services (originally European social fund )
* Recycling service for cans (crusher onsite) and cartridges

Unique Scrapstore®, Nottingham
The scrap store is run as a social enterprise, set up to generate financial support to the
youth focussed charity; Unique Coffee bar. They recently won both the ICT hub award
2007 for their website and the Green guardian award environmental business 2006 for
their operations. An online mail order service is provided through an award winning

® Contact Ben Moss - 0117 972 3219, www.bwrp.org.uk
® Contact Jeff Hill, www.bristolchildrensscrapstore.com
" www.suffolkscrapstore.co.uk/

8 www.uniquescrapstore.com




website offers a full inventory of categorised materials with price and volume available and
is regularly updated. A new service is the Unique co-buy, a collective buying service for
consumables (currently paper only) whereby a maximum price is paid, then reduced as a
greater number of customers place an order. The stock range includes new arts and crafts
products to complement the reusable materials.



Appendix 6 Case Study of the Madison Habitat ReSto  re,
Dane County, USA

Habitat for Humanity ReStores

The national Habitat ReStore network now numbers some 500 outlets (Habitat
World, 2006); with the first store opened in 1992 (Falk and Guy, 2007).The stores are
charitable retail outlets selling reclaimed building products to the general public and
trade. They are run on a predominantly volunteer workforce and often provide
collection and deconstruction services. Profits and excess products are channelled
back to the Habitat for Humanity (HfH) charity”.

Madison Habitat Restore

The Madison Habitat Restore was established by Jen Voichick in 2001. Jen’'s
background included international Ice Hockey player, apprentice carpenter and
supervising a project working with at-risk youth to build affordable homes. When Jen
approached the local HfH office with the idea to set up establish the store, she was
surprised to find out many already existed elsewhere. Jen’s entrepreneurial
approach and strong drive must play a significant role in the success the store has
achieved; having tripled its turnover within the first five years of operation (see figure
1 below) to reach an annual turnover of over £300k. The store consists of 5400sqft of
area and operates an average of 17 days a month, leaving some days clear to
process incoming products and attend to stock display. To date, this success has
created over £75k of funds for the HfH. The initial costs included £180k of operational
expenses for first two years; which was more than covered by the £380k worth of
grants raised over the same period (Voichick, 2003).

Madison ReStore 5 year growth
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Figure 1 Madison Habitat ReStore growth in turnover (converted to UKE)

! Habitat of Humanity build quality and affordable homes for families across the world who
would otherwise not have access them. www.habitat.org , accessed 07/11/07.



Madison ReStore 5 year landfill diversion
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The close monitoring of sales on the shop floor has created a highly efficient retail
approach. Each year, stock range and quantities are adjusted to match customer
preferences (see figure 5 from main business plan figure 2 above); for example year
four appears to show the product range change to higher value per tonne (turnover
rose whilst tonnage fell).

In terms of marketing, the Madison ReStore presents itself as beneficial to a wide
range of parties (Voichick, 2006):

Market positioning:
Unique in the area, offering the public low prices whilst diverting materials from
landfill.

Key unique selling points:

* Makes home improvement more affordable

» Offers an ever-changing, wide variety of products

* Is alocal alternative to chain “big-box” retailers

* Prevents useable building materials from going to landfill
* Helps Habitat for Humanity build more homes

Customer benefits:
Affordable materials, help to divert landfill and support worthwhile cause.

Supplier benefits:
Affordable materials disposal route, tax reduction on donations made, improved
reputation.

Volunteer benefits:

Access to employment experience and training, contributing to environmental and
social goals. Work to benefit local community. Potential to gain paid employment
and housing.

When it come to explaining the success, Jen Voichick pays tribute to the phenomenal
commitment of the volunteer workforce:
“ We are very fortunate in Madison to have such a dedicated, talented, and fun
volunteer workforce...The people who work here truly believe in the mission of the
HfH, and the dedication and community spirit apparent at our store is something that
has promoted goodwill...”

p33 (Falk and Guy, 2007)



The store is very much community oriented; hosting regular events for all the family
to attend and acting a focus for those interested in both the HfH charity and
environmental issues.

The Madison Habitat Restore has also benefited from the national network; for
example adapting the Texas ReStore’s method for converting sales to tonnage to
develop their own model (Voichick, 2006). The learning has been reciprocated; with
Jen's store sharing knowledge for the establishment of several new Midwest
ReStores (Falk and Guy, 2007).

There are a number of differences between the context of the Habitat Restores in the
USA and the UK market. These have been reflected in the financial model (section 7)
of the UK business plan. Most notably the UK product range has had to reflect the
different building products available and a greater emphasis has been placed on
training to improve profitability and ensure sufficient trainees. What does translate
across is that by combining of a high quality retail environment with a materials
collection service; reclaimed building products can and do sell. The addition of an
entrepreneurial founder and strong environmental and ethical values has ensured the
impressive successes achieved by the Madison Habitat ReStore. This presents a
huge opportunity to adapt this approach within the UK context.

Further information on the Madison ReStore including detailed operational data and
marketing plans is available from BioRegional Development Group on request.



Appendix 7 Introduction to Project Partners

BioRegional Development Group

BioRegional Development Group is an independent environment organisation
dedicated to developing solutions for sustainable living. The Group has 8 years
experience of working in sustainable materials. BioRegional reclaimed materials
work began in 2000 to broker the sourcing and reuse of a range of reclaimed
materials, including 100 tonnes of steel and 54km of timber studwork, these materials
were used in the building of the Beddington Zero Energy Development (BedZED),
and resulted in up to 96% savings of environmental impact at no extra cost.

BioRegional recognise a considerable potential for the substitution of reclaimed
materials for new, on almost any type or size of building project and continue to
demonstrate how the use of reclaimed products can bring about enormous
environmental benefits at no significant cost. This work is currently funded through
Defra’s Business Reuse Fund to increase the level of reclamation and reuse of
building materials. www.bioregional.com

Minchinhampton Architectural Salvage Company (MASCO )

MASCO is one of Britain's largest suppliers of reclaimed architectural and traditional
building materials with an industry renowned dismantling team. Steve Tomlin,
founding director, has over 20 years experience in the reclamation industry and is
keenly focussed on addressing the unsustainable wastage currently widespread
throughout the UK construction and demolition industry. www.catbrain.com

MASCo and BioRegional are currently working together to develop the concept of a
megayard consolidation centre, initially focusing on the Thames Gateway
redevelopment area of London. Such a yard would process, store and redistribute
commercial volumes of unused and reclaimed construction and demolition (C+D)
materials, to address the huge volumes of wastage currently present throughout
large scale C&D operations in the UK. There is an acceptance of around 13%
wastage on new materials, with very little regard to deconstruction and reclamation
options.

WasteWISE Consultants

WasteWISE are waste consultants developing recycling and reuse partnerships
between commercial organisations and community organisations. Lewis Herbert,
lead consultant, has been independently researching the US ReStore model for
some time. WasteWise have met with a range of groups, across England, who are
interested in addressing construction and demolition waste through the reuse of
materials. www.wastewise.org.uk

A specific business plan has already been written to create a Building Materials
Reuse Centre (BMRC) in the Tees Valley. The enterprise plans to set up in
collaboration with council regeneration partners, housing associations and the local
construction industry. The project has considerable interest from local social
enterprises working in fields of housing and employment training.

In parallel to this, WasteWise are working with Eastex to explore a “Building Materials
Depot for Reuse” for Peterborough. This is based on a similar social enterprise led
approach, and primarily targeting construction waste from excess materials. The
Eastex model is driven by the huge supply opportunity that the extensive new
developments in area will generate. The key stakeholders engaged to date have



demonstrated a high level of interest, with an anticipation to quickly replicate the
model to multiple sites across the region.

Centre for Remanufacturing and Reuse (CRR)

The CRR promotes remanufacturing and reuse and is funded by Defra. The aim is to
develop policies and strategies that boost remanufacturing and reuse, helping
businesses (both consumers of remanufactured goods and remanufacturers),
governmental policy makers, OEMs and trade bodies to deliver more remanufactured
goods and thus reduce our impact on the environment, and at a profit.
www.remanufacturing.org.uk




