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About us
We celebrated our 50th year in 2016/17. Since its foundation 
in 1967, the business has changed a great deal but retained 
a strong social ethos and a commitment to alleviating housing 
need in the areas where we operate. We now own and manage 
nearly 21,000 homes, and we are one of the most active 
developing housing associations in the South East. During  
the year to March 2017 we completed 406 new homes and 
started work on 515 more. With a turnover of £121m our 
financial strength enables us to deliver excellent services  
to our customers, through strategic agreements with key 
partners and the hard work of our 337 staff. 

Value for money strategy
Value for money (VfM) is a consistent theme through all Moat’s 
activities. Moat achieves value for money by managing its 
resources economically, efficiently and effectively to provide 
quality services and deliver new homes. 

We monitor both the cost and quality of the services provided 
through key performance indicators which are reported to the 
Board to illustrate how effectively the business is achieving its 
objectives in line with anticipated costs.

The Board is comprised predominantly of non-executive 
directors and is responsible for challenging and approving our 
annual budget and long-term business plan. Members receive 
a detailed narrative on key indicators used to monitor operating 
efficiency. It is for the Board to satisfy itself that the correct 
balance between operating efficiency and service delivery is 
being met. 

The Board makes judgements based on the benchmarking 
undertaken by Moat which compares its own operating costs 
to those of its peer group. The peer group is selected to be 
representative and comprises other organisations, operating 
within a similar geographical area and undertaking similar 
activities. By comparing ourselves to this peer group we can 
identify areas for improvement. This ensures Moat is constantly 
challenging itself to do things more efficiently and effectively. 

Corporate strategy and objectives
Our ambition to end housing need is a long-term challenge 
and is directly linked to our financial strength and our ability to 
continue working collaboratively with a range of partners and 
stakeholders. At the start of the year, we launched our five-year 
Strategic Roadmap linked to our overarching ambition to bring 
an end to housing need. It is focused on the following four areas:

• Growth - a strong development programme within  
a concentrated operating area;

• An innovative, commercial business – increased product 
offering, investment in technology and new financing 
options;

• Easy to do business with – delivering services via the most 
effective and efficient channels, maximising the impact of 
partnership working, and increasing digital working; and

• A consistent customer experience – which will be heavily 
focused on setting out a clear and consistent customer 
offer to deliver the right outcomes and greater efficiency

The Strategic Roadmap has three phases: set up and design, 
invest and build, and transform and embed. As we near the 
end of the first phase we are defining our customer offer, 
designing our future operating model, and finalising our digital 
business strategy. As these changes are implemented we will 
improve operating efficiencies that will further improve our VfM 
performance.

Areas identified for improvement last year
Last year’s VfM self assessment highlighted key areas of our 
strategy which were aimed at improving VfM.  We commenced 
projects reviewing third party spend and priorities in our 
allocation of resources. The initial outcomes have been to 
combine our Development, Property Services and Technical 
Field Services teams into the same Directorate to facilitate 
the ownership and management of the majority of third party 
spend and provide other opportunities for efficient working. 
We have also reorganised our Customer Engagement and 
Customer Insight teams and activities, and have implemented 
Real Time Customer Feedback processes which have resulted 
in us collecting customer feedback more efficiently and quickly. 
Furthermore, we have reviewed areas of discretionary spend 
informally benchmarking against other organisations and 
consulting with professional colleagues.



As a not-for-profit registered provider, Moat reinvests our entire 
surplus to deliver our ambition to eliminate housing need. By 
running a financially strong business we can maintain our viability 
and provide existing and new customers with certainty for 
the long term. We seek to maximise our surpluses so we can 
reinvest in new low cost homes and improve our services. For 
the year ending March 2017, Moat generated a surplus after  
tax of £48.1m, which included a surplus from stock 
rationalisation sales of £14.4m.

Our financial strength enables us to borrow additional private 
finance at competitive rates to invest in new homes. Our focus 
on shared ownership homes, which make up a significant 
proportion of our existing and planned new homes, means we 
generate substantial amounts of recycled capital grant, which  
we use to fund more new homes without requiring additional 
grant from the Homes and Communities Agency. 

Moat funds its development of new homes from a combination 
of cash generated from operating activities, sales of shared 
ownership and private market homes, new private finance 
and recycled capital grant. During the year we secured £50m 
additional funding through Affordable Housing Finance Plc and 
the European Investment Bank at a rate of just 1.539%. Over the 
year our total borrowings reduced marginally to £428m. Using 
the cash generated from our core business and return of cash 
collateral as our exposure to marked to market liabilities reduced, 
we invested £74.3m in the purchase and construction of new 
homes during the year, most of which were for affordable rent  
or low cost home ownership. 
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How we use our surplus



Our asset management strategy is designed to ensure that our 
assets are performing in terms of cost in use, condition, location, 
and return on investment. One strand of our Strategic Roadmap 
is to reduce the geographic spread of our operations so that by 
2020 we will be focussed on 30 local authority areas. In the year 
to March 2017 we have completed several stock disposals to 
other social landlords, ensuring customers have local access to 
their landlord and enabling us to bring down our own operating 
costs. In addition, we will use the proceeds from these disposals 
to build more homes in our primary operating areas.

Overall performance
We calculate the high-level return on assets by comparing the 
surplus generated each year to its average net assets, calculated 
as surplus for the year of £48.1m and the average of the 
opening and closing net assets of £296.1m. The return on net 
fixed assets less unamortised grant received is also monitored 
for rented and shared ownership properties (shared ownership 
includes first tranche sales). These indicators have been chosen 
as they provide a broad measure of how successful the business 
has been in utilising its assets.

The overall return on assets has improved significantly, due to 
the increase in surplus from £37.9m to £48.1m, helped by an 
increase of £12.1m in the gain on disposal of fixed assets to 
£14.4m. 

The small increase in return on rented assets results mainly from 
lower management costs which fell from £12.7m to £11.6m.

The decrease in return on shared ownership reflects the 
enhanced values that we achieved on first tranche sales in  
the previous year which delivered a margin of 41% compared  
to 31% achieved this year against a target of 22%.

Strategic asset management
The performance of Moat’s assets is assessed proactively 
through our own internally developed Stock Appraisal Model. 
This model uses live data and enables us to assess the relative 
financial performance of our homes in terms of net present 

value (which is also overlaid with a qualitative assessment 
based on Neighbourhood team led insight). The team assess 
the financial performance of our homes, estates and land 
holdings and provide options appraisals to look at ways of 
improving this performance. Options typically fall into three 
areas – improve, dispose or re-purpose. 

During the year to March 2017 the Strategic Asset Investment 
team we set up in the previous year gathered pace. The team 
works closely with the Property Services and Neighbourhoods 
teams to review and assess the performance of our assets,  
and make recommendations to management for future use. 

In addition to overseeing our major regeneration project at 
Pollards Hill the team completed the disposal of 286 homes  
to other landlords, generating sales proceeds of £23m.  

In September 2016, we completed the sale of 191 homes in 
the London Borough of Kingston, an area outside our core 
focus for the future to Richmond Housing Partnership. In  
March 2017, we completed two sales: firstly the sale of 
59 homes across north Essex to Flagship Homes, again 
withdrawing from an outlying area, and the sale of 26 homes  
in the London Borough of Lambeth to New World HA. We have 
also individually sold 10 homes that were deemed inefficient to 
retain. These strategic disposals are part of our aim to reduce 
the number of local authority areas that we operate in, during  
the year we have withdrawn from five.

Looking ahead we have plans to dispose of a further 332 
homes during 2017/18 to rationalise our geographic spread 
and reduce future operating costs. 

Pollards Hill Regeneration: During the year we appointed our 
main contractor for the Pollards Hill Regeneration, and work 
started on site in January 2017. The first phase of the project  
is ready for roofing and external works to commence in 
2017/18. We have also replaced 60 kitchens and bathrooms 
prior to the commencement of external works. We have 
completed insulation works to improve the energy efficiency  
of homes and reduce their heating costs for customers. During 
2017/18 we have budgeted to spend £10.1m on this project.

We have been proactively working with the local authority to 
finalise the planning and design of 90 new build properties on 
the site which will contribute to the overall regeneration and 
deliver financial returns.

Return on assets: key indicators 2016/17 2015/16

Surplus on average net assets 16.2% 14.8%

Return on net fixed assets less unamortised grant received:

    Rented 5.9% 5.8%

    Shared ownership 8.1% 9.5%

Making the best use of our assets
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New developments
The total number of new homes completed during 2016/17 
was 406 (2015/16: 664), just below our target of 465. We also 
began construction on 515 more homes (2015/16: 552) which 
will be completed in future years. The operating environment for 
development continues to offer challenges through increased 
cost of labour and raw materials, and competition from other 
social landlords and private developers that offer their own 
affordable products. Despite this we have a healthy forward 
development programme and remain committed to maximising 
development to eliminate housing need. 

To ensure all new homes are aligned to Moat’s strategic 
objectives, all development opportunities must be approved 
by the Capital Projects Committee. Potential developments are 
appraised using an in-house investment appraisal tool which 
assesses the long-term cost of funds together with management 
and maintenance costs. Assumptions within the appraisal 
model are discussed and approved at least annually by the 
Finance Committee. A hurdle rate of return is set by the Capital 
Projects Committee and all projects must achieve a satisfactory 
net present value for them to be approved. This ensures 
only schemes which are financially viable and sustainable are 
approved by the business. 

The Capital Projects Committee is chaired by the Chief 
Executive and contains representatives from all areas of the 
business, who provide formal feedback on the schemes 
proposed by the development team. This ensures potential risks 
related to the housing market, future repairs, service charges 
and management costs can be identified before the schemes 
are approved. This Committee is responsible for monitoring the 
overall performance of the build programme against investment 
appraisals, as well as monitoring the planned utilisation of 
available funding facilities against a range of treasury risk 
parameters set by the Board.

In addition to Moat’s internal review, an independent value-for-
money statement is prepared by an Employer’s Agent for each 
new development. This provides an additional layer of scrutiny to 
ensure the cost paid for new homes is in line with current market 
values and build costs are at market rates.    

The Finance Committee provides oversight on behalf of the 
Board, receiving a summary of approved schemes and their 
cumulative net present value at each meeting.  

 



Moat’s Board monitors a number of key operational, 
development and financial indicators every month to ensure the 
business maintains a balanced approach to its service delivery. 
These indicators are consistent with those reported last year.

Below we compare the actual 2016/17 indicators results to 
target and the previous year, and show our targets for 2017/18.

Performance and targets

Actual 
2016/17

Target 
2016/17

Actual 
2015/16

Operational

Overall satisfaction with services provided 82% 75% 76%

Routine repairs: right first time 95% 95% 97%

Customer satisfaction with routine repairs service 98% 90% 99.5%

Current landlords’ gas safety certificates 100% 100% 100%

Current rent gross arrears - eight week rolling average: 
general needs, housing for older people and supported 5.06% 4.95% 4.99%

Current rent gross arrears: shared ownership 1.86% 2.00% 2.00%

Void turnaround time in days: general needs, housing 
for older people and supported 20 21 32

Delivering homes

New home starts 515 450 552

New build handovers 406 465 664

Unreserved homes: more than six months old 5 - 1

Shared ownership sales profitability 31% 22% 41%

Financial

Operating margin: all activities 45% 40% 46%

Interest cover 3.1x 2.2x 2.9x

Management cost per home: all activities £1,080 £1,086 £1,261

Gearing 28% <35% 30%

Operating margin: social housing lettings 43% 42% 41%

Management cost per home: social housing lettings £869 £917 £982

Responsive maintenance costs per home: general 
needs, housing for older people and supported £737 £739 £712

Bad debts per home £22 £83 £45

Homes per FTE staff member 53 51 51

Target 
2017/18

80%

95%

90%

100%

4.25%

1.75%

20

600
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-

13.6%

35%

2.1x

£1,152

<35%

40%

£917

£680

£82

48
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Overall customer satisfaction with services provided by Moat - 12 month rolling averages
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Operational targets
Customer satisfaction
As noted above, one strand of our Strategic Journey is to provide 
a consistent customer experience. During 2016/17 we have 
started to redefine our customer offer to ensure we focus our 
resources and expertise on the outcomes our customers need. 

Our customer satisfaction rates have continued to improve 
throughout the year due to the improved approach we 
implemented in 2015/16. In particular, satisfaction among 
homeowners has improved. The average customer satisfaction 
achieved over the three year period is shown above.

We recognise that despite improvements, satisfaction levels 
among homeowners continue to be lower than those for renting 
customers. We have established a Strategic Leasehold Group 
bringing together multiple teams to work on improving the 
services offered to this customer group.

Property maintenance and improvements
Our long term partnering contract with Mears to provide the 
responsive repairs service continues to deliver strong results. 
Repairs completed right first time and customer satisfaction both 
achieved their targets for 2016/17, despite a slight fall from their 
2015/16 levels. 
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The chart on the previous page shows our five-year performance 
for ‘right first time’ responsive repairs visits. Whilst the recent 
trend has been downward, we achieved our target of 95% in 
2016/17. The average number of repairs cases created each 
month during the year was 4,673.

During the year we completed several projects to improve the 
performance of our assets:
• The use of Global Guardians in Essex to offer short term 

accommodation to local employed people while we assess the 
future use of void properties. This generates rental income and 
saves on void costs.

• We secured grants to upgrade heating systems which reduced 
installation costs, and the new systems will deliver efficiencies to 
customers and offer environmental benefits too.

• We have upgraded communal lighting at many of our blocks to 
LED which will deliver reduced maintenance costs to us, delays 
likely replacement, and reduces service charges to customers

Arrears and financial well-being
Having achieved our arrears targets in 2015/16, we set 
challenging targets in 2016/17. Performance has been affected 
by the government’s welfare reform programme which has had 
an impact on more of our customers during the year. Despite this 
we recognise that our arrears are higher than many of our peers. 

The HCA 2016 Global Accounts current tenant arrears for the 
sector were 4.25%, lower than our 4.99% for the period. We will 
continue to focus our efforts to improve in this area, we have set 
our target for 2017/18 is to achieve 4.25%, and we are currently 
making encouraging progress towards achieving this.

The Customer Accounts Team has now been reorganised 
to ensure that arrears cases are managed by one person 
throughout. This has removed bottlenecks from the process 
and ensures that we are better able to collect customer debt. In 
addition we have launched a new streamlined collection process 
to make sure that that the outcome of not paying arrears is clear 
for both staff and customers in terms of action that will be taken.

We are also implementing a rent and arrears data analytical tool 
which went live in May 2017. The system utilises a complex 
algorithm to focus the team on arrears cases that need 
attention, and highlighting behaviour changes which require 
early intervention. This should result in a reduction in caseload, 
improving effectiveness and further reducing arrears.

The five-year analysis of arrears below shows we have continued 
to improve our performance on shared ownership arrears. For 
socially rented tenures we have maintained performance of  
close to 5% while responding to the impact that welfare  
reform continues to have on our customers. 
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Void turnaround
The issues that affected our void turnaround performance in 
2015/16 have been overcome. A new team structure lead by 
a new Head of Voids & Lettings has driven down turnaround  
times which reached a peak of 43 days in August 2015 to 32 
days at March 2016, and further to 20 days at March 2017. 

New home delivery targets
New homes: starts and practical completions
The operating environment for development continued to be 
challenging during the year. Labour and material costs continue 
to spiral and the four-year rent cut announced in the 2015 budget 
continues to impact the viability of schemes that include rented 
homes. Despite this our forward programme remains strong and 
we have delivered schemes with the HCA and GLA. The table 
below shows the 406 handovers in 2016/17 split by tenure:

Tenure Handovers

Affordable rent 213

General needs rent 11

Shared ownership 182

TOTAL 4069

In addition to the completions, during the year construction 
began on a further 515 homes – well above our target of 450. 
We submitted and received approval for a relatively small 
number of units through the HCA’s 2016-21 Shared Ownership 
& Affordable Homes Programme and have secured a further  
200 through their process of continual market engagement.  
We were also successful in our bid for an initial allocation of  
50 units with the GLA.

Sales
Our shared ownership sales activity continues to be a particular 
strength, with 218 first tranche sales in the year (249 in 2015/16). 
Turnover from first tranche shared ownership sales during 
2016/17 was £23.2m, delivering a profit of £7.2m – a margin of 
31%. At the end of the year there were five homes that remained 
unsold for more than six months since handover; four of these 
had agreed sales that were in progress.

The chart below shows first tranche sales margin over a five-year 
period. The trend over the period shows improving performance, 
although it should be noted that the 41% margin for 2015/16 
was bolstered by a bias toward London schemes that completed 
during that year in a particularly strong market.

In 2016/17 Moat helped 167 shared owners complete staircasing 
purchases to increase the proportion of their home that they own. 
We also completed on the redemption of 171 equity loans. This 
activity generated income of £26.8m (2015/16: £19.8m) and 
profit of £8.1m (2015/16: 10.2m).
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Financial targets
We exceeded the target of 40% we set for our operating margin 
(all activities), reaching 45%. As shown in the graph above, this 
measure was affected by the change to FRS102 accounting 
from 2014-15, but the trend since then is upward. 

Of the other financial indicators, the only one where we did not 
improve on last year or meet our targets was the homes per FTE 
staff member indicator, which reflects the asset disposals made 
during the year that were not budgeted.

The below graph shows the five year trend on management and 
other costs per home, but excluding the FRS102 adjustment for 
past service deficit costs. On this basis our management cost 
per home showed a significant improvement, but both other 
measures have increased on last year.
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Cost comparison to other registered providers

We use a variety of methods to compare our financial 
performance to other registered providers:
• we are among the founding group of associations 

developing a sector wide scorecard for the future;
• we undertake our own benchmarking against a peer  

group of ten other associations selected as they operate in 
or close to our own area and their operating activities are 
similar to Moat;

• Moat is one of 43 housing associations publicly rated 
by Moody’s and we review their annual report on the 
performance of their client portfolio; and

• we apply the HCA’s unit cost approach to compare  
our costs with the 2016 Global Accounts data.

Development of a sector scorecard
Moat is one of the founding 15 housing associations that 
have worked together to design a set of metrics to compare 
performance and evaluate value for money.  Announced in 
January 2017 with the backing of the Housing Minister, CIH, and 
NHF, the scheme has grown to over 300 member organisations. 

The scorecard will complete a one year pilot, with a full launch 
planned for 2018. The HCA has confirmed that its 2017 
consultation on the VfM Standard will include a consideration 
of whether the scorecard might be used in future as part of the 
regulatory process.

The draft version of the scorecard (with 2015/16 data) contained 
15 indicators to provide a rounded picture of associations’ 
business in terms of efficiency and effectiveness. The table 
below shows an early output from the working group. Although 
this is only a small population, Moat’s performance is above the 
average in most cases.

As part of the working group we are continuing to develop 
the scorecard and refine the metrics and their definitions. The 
number of participants in the first year pilot is growing and 
the aim is to sign up as many as possible to thoroughly test 
that the indicators work for every type of association, and to 
demonstrate to Government and the Regulator that the sector 
is taking VfM seriously

Category Metric Average* performance Moat performance

Business health

Operating margin 31.3% 37.3%

Increase/(decrease) in operating margin 0.0% 2.6%

EBITDA MRI interest 205.6% 218.8%

Development capacity and supply

Units developed in the year 733 664

Units developed as percentage of units 
under management 2.3% 3.1%

Gearing 271.4% 149.7%

Outcomes delivered Customer satisfaction (VfM) 86.5% 91.7%

£s invested for every £ generated from 
operations - in new housing supply

£1.71 £1.31

£s invested for every £ generated from 
operations - in communities

£0.03 £0.02

Effective asset management

Return in capital employed 3.5% 3.3%

Occupancy 99.1% 99.1%

Ratio of responsive repairs to planned 
maintenance 0.9:1 0.7:1

Operating efficiences

Headline social housing cost per unit £3,320 £2,462

Percentage of rent collected 97.9% 98.6%

Overheads as a percentage of adjusted 
turnover 10.4% 14.8%

*average from early dataset
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Internal sector benchmarking
Moat compares the cost of its services to ten other registered 
providers operating within the South East of England. The 
comparative information has been extracted from the Financial 
Statements of the other providers for the year ended March 
2016 (March 2015 data has been updated to reflect the 
implementation of FRS102).

We believe it is important to maintain a consistent peer group in 
order to provide an unbiased and transparent comparison of our 
financial performance. However, following Gallions becoming part 
of the Peabody Group, it has ceased to exist in its own right so 
we have not included 2016 data. We have added 2016 data for 
Paradigm Housing to maintain the peer group at ten members. 
The peer group for 2016 comprises AmicusHorizon, Golding 
Homes, Hyde, London and Quadrant, Paradigm, Radian, 
Southern, Thames Valley, Town & Country, and Viridian. 

General needs
We benchmark the cost performance of our general needs units 
by looking at management costs, repairs costs, and bad debts. 
Due to accounting requirements these are the most comparable 
metrics regardless of other differences among the peer group.

Moat’s general needs management cost per unit had been falling 
year on year to £808 in 2014/15, but the 2015/16 figure shows 
an increase to £1,001. The adoption of FRS102 required the 
recognition of past deficit contributions in the Social Housing 
Pension Scheme of £2.3m. Without this impact we calculate our 
management cost per unit for 2015/16 would be £869. Whilst 
the peer group have also implemented FRS102 the impact of 
this specific item will be different for each. With the data available 
we can see that pension costs for 2015/16 among the peer 
group were 1.75 times higher than in 2014/15; Moat’s pension 
costs for 2015/16 were 3.23 times higher than in 2014/15.

Following an increase in repairs related to poor weather in 
2014/15, the general needs repair cost per unit reduced to  
£703. We have also returned to 4th place among the peer group. 

Bad debts per general needs unit has further increased to 
£65 in 2015/16, ranking us at the bottom of our peer group. 
We acknowledge that this is a key area for us to improve our 
performance and will be focussing on this in the coming year. The 
same metric has been calculated for the 240 associations contained 
within the HCA 2016 Global Accounts data, and Moat are within the 
third quartile. During 2015/16 we implemented an improved method 
of analysing behaviour patterns among our customer accounts 
and adopted a more prudent approach to providing for bad debts. 
General needs arrears (including sheltered and supported housing), 
have marginally increased from 4.99% in March 2016 to 5.06% in 
March 2017. Our target is to reach 4.25% by March 2018.
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Shared ownership
Moat develops, sells, and manages a significant number of  
shared ownership homes in relation to our overall size.

Our shared ownership management costs per unit have 
increased, from £622 in 2014/15 to £798 in 2015/16 and we 
have fallen from 5th to 6th position in the peer group. As noted 
above in general needs management cost per unit, the impact  
of increased pension costs recognised under FRS102 is a factor 
here. Without this impact we calculate our shared ownership  
cost per unit for 2015/16 would be £692. 

The margin on shared ownership first tranche sales continues 
to improve, rising from 30% to 41%. This is partially due to the 
continuing growth of house prices across much of the South  
East of England. Moat produced the fourth best sales margin 
within our peer group for the fourth year running.   

Gross margins
Our social housing margin has recovered the fall experienced 
in 2014/15, yet our relative position has fallen to sixth among 
the peer group. This is a result of the impact of the pension 
adjustment arising from the implementation of FRS102. Without 
this impact we calculate our social housing margin for 2015/16 
would be 43%.

Our overall operating margin has returned to 2013/14 levels, at 
37% for 2015/16. Without the impact of the pension adjustment 
required by FRS102 we calculate our operating margin for 
2015/16 would be 39%.

2011/12 2012/13 2013/14

4th 5th 5th
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Gearing and interest cover
Our gearing has been consistently low in comparison to our 
peer group which puts Moat in a good position to build our 
development capacity which is a key strategic objective. During 
2015/16 we raised £50m of new finance through the Affordable 
Housing Fund at extremely competitive rates.

Our interest cover ratio is exceptionally strong at 235% for 
2015/16. The lowest performer in the peer group delivered 
164%. This enables us to demonstrate our ability to service 
new debt to potential funders in order to deliver our long term 
development programme.



External sector benchmarking
In addition to its own internal sector benchmarking, Moat uses 
information published by third parties to assess its relative 
performance. On 21 March 2017, the rating agency Moody’s 
published ‘UK Housing Associations – 2016 Results’, a review 
of the performance of the 43 housing associations for which 
it provides a public credit rating. The group of 43 accounts for 
40% of the total social housing units covered by the HCA’s 
Global Accounts, and 43% of turnover. Typically these are larger 
associations who access funding via the capital markets, and 
this provides Moat with an additional peer group against which  
it can assess its performance.     

Moat is rated A1 by Moody’s, along with 11 others with only two 
housing associations having a higher (Aa3) Moody’s rating. Whilst 
the Moody’s rating does not provide a direct opinion on VfM, it 
demonstrates Moody’s positive opinion of our strong financial 
performance, which in turn will likely lead to reduced funding 
costs on new borrowings. 

The table below shows the key ratios analysed by Moody’s 
grouped by ranking, together with Moat’s ratios, our ranking 
overall, and within our ranking group.

This grouping of Housing Associations is in accordance with 
Moody’s assessment of financial strength, which provides for a 
very strong peer group. Across all 43 organisations, and in our 
A1 rated peer group of twelve, Moat is in the top quartile in four 
of the six measures. 

Moat’s Debt to Revenues ratio of 3.6x places us at an average 
level for the A1 rated peer group and above the average of 4.0x 
for all 43 peers. 

Our Social Housing Interest Cover ratio of 1.7x is also average 
for our A1 rated peer group and marginally higher than the 
overall average of 1.6x. This ratio measures the ability to cover 
interest costs using only the surpluses from core social housing 
letting. Our second quartile performance among the peer group 
can be attributed to the large proportion of shared ownership 
activity that we undertake which is higher than many of the  
peer organisations.

Average performance by Moody’s rating Moat
Ratio

Moat
Overall

Moat
in A1Aa3 A1 A2 A3 Baa1

Operating Margin (%) 31% 29% 32% 28% 19% 37% 8 2

Market Sales to turnover (%) 8% 13% 11% 19% 13% 21% 8 4

Sales Margin (%) 20% 26% 25% 19% 36% 41% 6 3

Debt to Revenues 2.8x 3.6x 4.3x 3.8x 5.0x 3.6x 17 7

Social Housing interest cover 2.2x 1.7x 1.5x 1.4x 0.9x 1.7x 12 6

Cash flow volatility interest cover 2.5x 2.1x 1.9x 1.8x 1.3x 2.7x 6 2

Number of associations in each grade 2 12 22 5 2 43 12

Key performance rations (Moody’s 2016 housing associations)
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Unit costs from sector Global Acconts
In June 2016 the HCA published ‘Delivering better value for 
money: Understanding differences in unit costs’. Within it they 
defined a ‘headline social housing cost per unit’ measure to 
provide a consistent and robust general measure of costs 
across providers. 

We have taken the published data for 2016 and compared 
Moat’s performance for headline social housing costs and  
each of its components. The table below shows our performance 
against the average from the 2016 Global Accounts and to  
the same peer group used for our internal sector benchmarking.

Our headline social housing cost per unit ranks seventh lowest 
of 240 associations in the HCA 2016 Global Accounts dataset. 
Whilst there may be many different valid reasons for differences 
in social housing costs per unit between different organisations, 
this does provide further evidence that we compare well to 
other organisations.

HCA Unit cost measures (per unit)
2016 Global Accounts Moat Peer 

Group
Moat 2016

Average Top quartile

Management costs £1,080 £740 £1,031 £823

Service charge costs £530 £240 £475 £409

Maintenance costs £1,010 £790 £999 £561

Major repairs costs £890 £540 £687 £402

Other social housing costs £470 £80 £379 £266

Headline social housing costs £3,970 £3,120 £3,571 £2,461

18



19

Investment in communities and social projects

Moat invests around £1m each year in customer engagement 
and social projects, some of which goes above and beyond the 
mandatory requirements of registered providers. Activities are 
undertaken through Moat Foundation, the group’s charitable 
arm which was re-branded and re-structured during 2015/16. 
The performance of all Moat Foundation initiatives is reviewed 
by its Board of Trustees at quarterly meetings. This includes the 
attendance, activities, and feedback at Community Hubs and 
other wider youth and community projects.

Social value
We generate significant social value through many of our 
operating activities. Through providing sub-market homes for 
rent and shared ownership we provide households with security 
of tenure. Demand for our homes remains high which drives 
our ambition to offer more homes to those in housing need. 
Moat was involved in the development of 182 shared ownership 
homes during 2016/17 and there is significant social value in 
moving individuals from socially or privately rented properties to 
home ownership. We invest every year to improve the quality of 
our homes and make them more energy efficient, reducing the 
housing costs of our customers. 

Moat Foundation 
Moat Foundation has provided £74k (£93k in 2016) to support 
community initiatives and youth projects during the year. There 
were four Foundation Officers working across Essex and Kent 
delivering activities under the Moat Foundation brand.

During March 2017 we developed a new strategy for Moat 
Foundation for 2017 to 2019 which has been approved by the 
Board of Trustees. The strategy includes three key objectives:

1. To support young people aged 16-25 to become more 
employable through education, training, and work 
experience
• Employment & training
• Apprenticeships
• Provision of Moat Foundation Bursaries
• Moat Foundation Sports Academy
• Moat Foundation Life Skills Academy

2.    To ensure communities thrive
• Employment and training plan for our customers
• Explore self employment as a route to employment
• Company volunteering programme

• Digital inclusion programme
• Fuel poverty and financial wellbeing
• Hub community gardens
• Resident associations

3.    To support our ageing population
• Services for older people
• Community befriending and inter-generational volunteering 

programme
• Over 65s digital inclusion project.

During the year we opened our fourth Community House at 33 
Cavell Way in Sittingbourne. We have also moved the contract 
for the management of our Community Houses to a new delivery 
partner, West Kent Extra, who will assist us in delivering the  
new strategy. 

Fuel efficiency
We have continued to improve the energy efficiency of our homes 
to provide lower cost in use to our customers.

During 2016 we secured funding of 650,000 euros to deliver our 
first pilot of Energiesprong, an urban renaissance/neighbourhood 
renewal approach that will help create social value as well as 
better performing properties. It is an innovative, European trialled, 
‘one touch’ asset management approach that aims to deliver 
homes that are affordable for residents to heat and run for life. We 
will be delivering a pilot project to 10 properties during 2017/18. 
We have recently secured further funding via the GLA of £80k to 
deliver our second pilot of Energiesprong for two properties on 
our Pollards Hill estate.

Pollards Hill Regeneration
As well as the asset management improvements, our large 
scale regeneration of Pollards Hill will deliver improved social 
value to residents. Throughout the process we have carried 
out extensive consultation with stakeholders on the delivery of 
the social regeneration strategy and its supporting action plan.  
This is a comprehensive approach to providing residents of all 
tenures opportunities to improve their financial situation, improve 
community cohesion and tenancy sustainment.



Procurement

During the year we reviewed our approach to procurement and 
third party spend. We are developing our Procurement Strategy 
to ensure we secure the maximum value from the amounts spent 
with our partners, suppliers, and contractors. This is aligned with 
our Strategic Roadmap and will help us to deliver an innovative, 
commercial business. 

The procurement team is involved in all tender activity with the 
combined objectives of securing improving value for money while 
protecting the quality of our services and maintaining compliance 
with legislation. In addition, the team controls the appointment of 
new suppliers and forms part of the internal approvals process for 
all orders valued above £10,000. For lower value spend, authority 
is delegated throughout the management team to ensure the 
expertise of our procurement professionals is focussed on  
areas where they are able to have the greatest impact. 

Toward the end of the year we completed the retendering of our 
gas servicing and safety contract, one of our largest maintenance 
areas. The new contract started from April 2017 and we expect  
to achieve savings in the first year of almost £420,000, and 
almost £1.7million over the four year contract term.

Looking ahead our Property Services team is working on 
consolidating contractors and suppliers by developing a 
procurement strategy in conjunction with the Procurement  
team. The aim is to deliver economies of scale, improve contract 
management, and develop innovative contracting techniques  
to secure added value.

We are a member of two procurement consortia and have 
a number of framework agreements with panels of service 
providers. In addition to the gas servicing contract mentioned 
above, the procurement worked on over 30 tenders and new 
contract negotiations. The majority of the savings associated  
with these will be realised in future years. 

20



21

We recognise that improving value for money from our activities 
is a continuous process. As we work through the objectives of 
our Strategic Roadmap we will put value for money at the heart 
of process redesign and improvements and as we reset our 
relationships with stakeholders.

The following areas will receive particular focus during 2017/18:

• Rationalising our use of third party suppliers. Taking on the 
recommendations from our review of third party spend, 
we will aim to establish long term partnerships with key 
suppliers to drive value from our spend. We will update our 
procurement strategy to align it with the Strategic Roadmap 
goals and ensure that best practice is embedded across all 
purchasing activity within the business.

• Arrears and bad debts. We will continue to improve our 
customer debt management processes and work with 
our customers to prevent them falling into arrears, and to 
bring our arrears levels down. We have acknowledged that 
our arrears and bad debt per unit performance does not 
compare favourably with that of our peer group and we also 
fall into the third quartile of wider sector performance. 

• Corporate structure review. We will complete a review of our 
organisational structure to ensure we are set up to deliver 
our service goals. We will renew our approach to driving our 
people to deliver their very best.

• We will finalise our Digital Strategy and launch our new 
website to deliver online services to our customers. We will 
also improve our back-office systems and processes to 
improve efficiency and reduce operating costs. 

In addition, we will continue to influence the development of the 
sector scorecard during the pilot year, with the aim of launching 
it as a primary tool for measuring our effectiveness in delivering 
value for money in future.

Key areas for improvement



Conclusion

Value for money is integral to how we manage the business. 
Throughout the organisation there is a shared appreciation of the 
importance of delivering excellent services to our customers whilst 
ensuring that our resources are used efficiently. Everyone at Moat 
understands that we will use all spare capacity to develop more 
new homes to achieve our aim to eliminate housing need.

We place great importance on maintaining our strong financial 
performance and our relative position when compared to our peer 
groups. We are able to leverage that strength in our partnerships 
with key suppliers and contractors and to raise new funding to 
support our long-term growth objectives.

Whilst the changing operating environment continues to add 
challenges, we will face them head on and believe this report 
demonstrates our success in continuing to drive real value for 
money across our activities. 
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