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Helping clients to succeed

Compact Plus

Ian Mackenzie

Senior Consultant

Fundraising & Management

Outline

• Background:
– Mixed fortunes of the Compact
– Development of Compact Plus (C+)

• What is changing and why does it matter?

• Opportunities and challenges for:
– Existing partners
– New applicants for funding

The Compact

• Set out “rules of engagement” between the 
VCS and public sector bodies

• National framework, founded on:
– Independence of Sector
– Partnership (policy & service delivery)

• Five codes of practice

• Locally driven:
– Local Compacts (how…?)
– Local Strategic Partnerships (what…?)

The Codes of Practice

• Funding & Procurement 
– (focus on this today)

• Consultation & Policy Appraisal

• Black & Minority Ethnic VCOs

• Volunteering 

• Community Groups

The C+ Standard:
Proposals

• Supplements, doesn’t replace Compact

• “Opt in”

– 10 Commitments for Public Sector
– 7 Commitments for Voluntary Sector

• “Kitemark”

• Enforced by Compact Commissioner

• Incentives to join

• Penalties for breach

C+: incentives to opt in

• Incentives to join (VCS)

– “Presumption of competence”
– Lighter touch monitoring
– “Preferred partner” status?

• Incentives to join (Funding body)

– The Kitemark
– Public/Parliamentary scrutiny
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C+: 
Government commitments

• Respect the independence of the Voluntary Sector

• Work with VCOs to understand the views of communities… create 
opportunities for them to influence policies.

• Minimum 12 weeks consultation prior to any decisions affecting the 
Sector.

• When delivering public services through the VCS:-

– Use procurement rather than grant

– do not seek info about management fees & overheads.

– Agree outcomes that capture additional quality  of services 
delivered by VCS

C+: 
Government commitments

• Minimise bureaucracy associated with application, qualification,
monitoring & reporting

• Multi-year funding, prompt payment – in advance where appropriate

• Fair sharing of risks

• (Grant funding) give legitimate proportion for overhead costs

• Follow best practice in the management of volunteers

• Work with breadth of VCS, including small community organisations, 
social enterprises, BME organisations, faith & rural groups

C+: 
Voluntary Sector Obligations

• Openness and accountability

• Responsiveness to stakeholders and constituents

• Understand cost bases and the application of full cost recovery

• Set out clear outcomes to be delivered

• Robust monitoring, evaluation and accounting systems

• Good practice in management, training and support of volunteers

• Embrace diversity

Funding and Procurement Code

• Application & tender process:

– Procurement & contract, not grant; 
– Specify outcomes/outputs not inputs

• Agreeing terms of delivery:

– commitment to full cost recovery, 
– monitoring proportionate to size of grant, 
– equitable sharing of risks.

• Agreeing payment terms:

– In advance where necessary; 
– Build longer term relationships

• Agreeing monitoring and reporting

– Proportionate, focused on outcomes
– Honest and transparent

Contract v Grant?

Contract

• Legally binding

• Based on price

• Procurement exercise

• Defined outputs/outcomes

• Risks with funder

• Surplus retained

Grant

• No legal relationship

• Based on cost

• Unique/bid

• No defined outputs (SLA?)

• Risks with provider

• No surplus/clawback

Input Process Output Outcome

Grant

Cost/Budget

Contract

Price/Value

ProcurementBid
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Risks

FunderProviderSupply
risks

Upside: provider
Downside: funder

Provider?
Fixed/variable price

Demand
risks

GrantContract

“Worthy
Causes”

Public/
Statutory
Services

Donor/
Recipient

Client/
contractor

Stakeholder/
Owner

Grant Contract?

Relationship
between funder and funded

Relationship:

Activity:

Funding 
method:

The “ Grantract”

Contract

• Legally binding

• Based on price

• Procurement exercise

• Defined outputs/outcomes

Agreed sharing

Agreed retention

Grant

• No legal relationship

• Based on cost

• Unique/bid

• No defined outputs (SLA?)

of risks

of surplus

Project
A

Project
D

Project
B

Project
C

Head Office:
Ch Exec, HR, Finance, IT, 

training etc

Core / strategic funding

Campaigning/
fundraising

Direct
Costs

Overheads/
Indirect
Costs

Agreeing a price:
Full cost recovery

Agreeing a price:
Allocating costs to activities/projects

• Follow ACEVO advice (template)

• Apportion indirect costs by:

– Headcount?
– Time incurred?
– Expenditure?
– Income?

• Discuss/negotiate inclusions & exclusions

• Standard “on cost” is not encouraged

Agreeing a price:
Valuing services

• Alternatives to full procurement exercise

• Purpose: demonstrate that value for money is being 
delivered

– “Cost plus”?

– Comparators

– Benchmarking

– Opportunity costs

– Demonstrable savings elsewhere?
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Risk sharing

• What happens if demand rises/falls?

• What happens if costs rise/fall?

• Specifying the provision:-

– Capacity (fixed price)?
– Service (unit price)?

• Creating the right incentives:

– Efficiency savings
– Demand management

• Setting up a shared risk register

The end

Kingston Smith not for profit group delivers an 
integrated range of professional services and 

independent advice across governance, strategy, 
fundraising, human resources,

IT, outsourcing, audit, tax and VAT.

For more details contact 
Ian Mackenzie or Paul Williams

on 020 7566 3855
or email imackenzie@kingstonsmith.co.uk


