
Gareth Bacon AM 
Chairman of the Budget and Performance Committee 
London Assembly 

(sent via email) 26 March 2019 

Dear Assembly Member Bacon, 

I am writing in relation to your letter dated 12 March requesting further information 
following the evidence session on 5 March. I have answered your questions in turn 
below. 

“Provide a final list of L&P's KPI's and targets, following on from the draft 
business plan shared on 4 March 2019 and in future, to add commentary to 
published KPIs and performance against targets” 

A list of London & Partners KPIs and targets can be found in the annex to this letter. 
These KPIs are also included in our 19/20 published business plan, which will be 
published on our website by the end of this week. 

We will commit to adding commentary in our quarterly reports which set out our 
performance against targets. 

“Share definitions of 'leads' and stages of engagement used by L&P” 

London & Partners tracks an FDI project through various stages from initial contact 
through to completion. These stages are defined as follows: 

• An initial contact is logged as a ‘Suspect’. This includes basic information such
as the company being foreign owned and validated as having the potential to set-
up or expand internationally. Volume of companies is important here because this
is our pool of potential future prospects. The committee may like to consider this
stage as representing our wider ‘market’.

• From this it moves onto the ’Prospect’ stage, which could be considered
equivalent to a ‘lead’. This stage involves confirming budget, establishing contact
with the key influencer or decision maker in the company, confirming whether the
project is contestable and sending a confirmation email confirming interest in
London and in using London & Partners’ services.
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• This then moves the project onto the next stage, which is “Solution”. This 
stage requires that a business plan and project plan is agreed, the company’s 
principal motivations are confirmed and the project is expected to complete in 
approximately 18 months. 
 

• Once these requirements are met, the project moves onto “Delivery” stage 
where the company must be created as a UK subsidiary with at least one 
employee, and the number of jobs expected to be created or safeguarded are 
confirmed. 

 

• This then leads to the final stage of a project which is “Completion”, where 
the company has made a commitment to a physical site e.g. a property lease has 
been signed and the completion form has been submitted by the client to London 
& Partners, confirming the result of London & Partners intervention and the 
number of jobs created or safeguarded.  This is also an opportunity for clients to 
give feedback on the quality of the service provided by London & Partners.  
 

“Provide the number of conversions following from the leads read out at the 
beginning of the meeting and furthermore, to provide the percentage of all 
conversions from all leads by sector and market” 
 
We define ‘conversion’ as the number of companies who move from prospect to 
completion. It is not possible to provide the Committee with conversion data for the 
leads referred to at the beginning of the meeting, because these leads are too recent 
and are still in the conversion process. We would expect this data to be available in 
financial year 20/21.  
 
Within the annex we provide the percentage of conversions from all leads by sector 
and market. As it usually takes 18 months from meeting a company as a lead to that 
company setting up in London, we have provided the leads from financial year 16/17. 
The majority of these will have converted into completed projects in the current 
financial year 18/19. The overall percentage is 23% which is at the level of a typical 
sales conversion rate. 
 
“Explain the timeline and process behind the publication of the 2.5m 

engagements target” 
 
As part of the creation of our three-year Strategy, the decision was taken to switch to 
an engagements target. The Strategy itself was subject to signoff within London & 
Partners by executive committees and the Board, and externally by the GLA. Following 
this process, a target was developed. Creating the target required assumptions based 
on existing data.   
 
The methodology was validated by the GLA economics team and was subject to 
confirmation by the relevant internal board on 23 August alongside the target itself. At 
that point it was agreed as the official London & Partners engagement target for 



 

always-on activity for leisure audiences, and always on and campaigns activity for 
education audiences. 
Through error the target was omitted from our Q2 report published in November and 
was therefore published in our Q3 report in March. 
 
“Share a list of those variables within the GVA calculation used by L&P that will 
be refreshed and when”  
 
In the annex we provide a list of variables used within our GVA calculation. These are 
tailored to each business area and were all recently refreshed when we updated our 
methodology in this current financial year 18/19. I have attached our published 
methodology here for information which includes considerably more detail.  
 
“Provide the completion form response rate” 
 
The Committee may find it useful for me to clarify further the way we claim GVA for our 
FDI projects. We only calculate GVA for a project once the client has submitted an FDI 
completion form. Unlike a traditional survey our GVA calculation does not rely on 
sample sizes of survey respondents, as we simply do not claim GVA on a project if the 
client has not submitted a completion form confirming jobs created. Therefore, all the 
companies we claim as “completed” have submitted a completion form. That means 
that within the companies we claim and measure, the response rate is 100%. 
 
“Provide a detailed implementation timeline for those changes to governance 
procedures that were listed during the meeting, to include the publication of L&'s 
decision making framework and the programme to refresh the organisation's 
website” 
 
An implementation timeline for changes to governance procedures that were listed 
during the meeting is included in the attachment to this letter. As requested, it includes 
the publication of L&P's decision-making framework and our plans to refresh the 
organisation's website. 
 
“Explain how the legal status of L&P affects its ability to publish the agendas or 
reports from any L&P body, as well as the impact of its status on publishing 
minutes of L&P's committees or similar”.  
 
The Board is the principal scrutiny mechanism within the corporate governance 
structures employed by London & Partners. It is the means by which the Executive are 
held to account for their delivery, management of risk, and conduct as officers of the 
company. 
 
One requirement for the Board to perform that role effectively is certainty that they are 
receiving prompt access to necessary information.  
Board papers are an important means by which this occurs, because they both frame 
Board discussions and provide necessary information.  



 

Many corporate governance best practice guides recognise the issue. For example, 
the Financial Reporting Council specifically references “Poor quality 
papers...Inadequate information or analysis, ... and a lack of openness by 
management, a reluctance to involve non-executive directors, or a tendency to bring 
matters to the board for sign-off rather than debate” as specific risk factors for poor 
decision making (FRC, Guidance on Board Effectiveness July 2018). It is in this context that we 
believe board papers should remain confidential.  
 

If they were to be published, it is inevitable that they would be written with consideration 
of how they may be understood by external audiences, particularly in a politicised 
environment. That may have the effect of reducing the depth of the information they 
contain, therefore materially weakening governance and scrutiny.  
 
As with many questions of effective corporate governance this issue requires balance 
of the two important goals of transparency and effective scrutiny. In this instance, 
ensuring that the Board are able to hold the Executive properly to account requires the 
ability to apply a degree of confidentiality to the information the Board receives. 
 
“Review the current correspondence policy of L&P to see if it can be brought 
into line with the principles of the FoI Act, and to report to the Committee any 
changes made to ensure that it is, or any reason why it cannot” 
 
We can confirm that we will undertake a review of our correspondence policy and 
consider how it can be brought into line with the principles of the FoI act. This will need 
consideration at Board level and we will update the Committee after the next Board 
meeting in May. 
 
“Include within future annual reports details of all trade visits to include cost, 
list of top-level meetings, participants, and in due course, impact” 
 
We will include within future annual reports details of trade visits including cost, high-
level meetings, participants, and in due course the impact of the visit. We will do this 
in a way that is accessible to our audiences.   
 
“Review the policy for initial engagements to ensure that the expectation that a 
company's name will be published as being in receipt of assistance from L&P is 
clearly set out, and to report back to the Committee on how any changes are to 
be made” 
 
We will undertake to review the policy for initial FDI engagements to ensure that the 
expectation that a company's name will be published as being in receipt of assistance 
from L&P is clearly set out. We will report back to the Committee on how any changes 
are to be made when we have agreed these. 
 



 

“Write on actions taken by L&P to assist 'smallcarBIGCITY' in particular in 
relation to any relevant changes or proposed changes to PHV licencing, ULEZ 
or congestion charge rules” 
 
London & Partners introduced the CEO of 'smallcarBIGCITY' to officials at the GLA 
who would be best placed to handle queries about any changes to PHV licencing, 
ULEZ or congestion charge rules. The GLA subsequently put him in touch with TfL’s 
stakeholder manager for ULEZ. 
 
“Set out the justification for additional funding received from the GLA for future 
major sports events consultancy, as set out in ADD2301” 
 
The funding set out in ADD2301 was specifically to support activity in the Mayor’s sport 
strategy, ‘Sport for all of Us’. It supports one of the key strands of the strategy, which 
is to undertake a global event stocktake (including details such as event 
characteristics, audiences, broadcast/media reach, economic impact, staging costs) to 
determine if London may be interested in bidding to host. The stocktake requires 
access to detailed industry held data, which is not held by us or by the GLA and which 
we do not have the capacity to undertake analysis for in-house. We have therefore 
sought to procure a consultant with the requisite expertise and access to industry data 
to inform this part of the Strategy. Given the shared interests in developing this piece 
of work, a shared funding model was agreed between the GLA and us. 
I hope the information in this letter and attachment is useful. Please do let me know if 
further information would be helpful to you. I continue to be grateful for your interest in 
the work of London & Partners.  
 
 
Yours Sincerely, 
 
 
 
 
 
 
 
Laura Citron 
Chief Executive 



 

Annex 
 
1. Provide a final list of L&P's KPI's and targets, following on from the draft business 

plan shared on 4 March 2019 
 

London & Partners Mission: Good Growth for London 

What we do What we measure KPI Target 
2019/20 

Engaging target 
audiences 

We measure engagement by 
our target audiences with our 
content. An ‘engagement’ is 
different for each channel, 
e.g., a share on social media, 
watching a video, comments, 
clicks.  

Audience engagements:  
Content about specific London 
products or campaigns and always 
on content. Audience includes 
targeted leisure tourists, students, 
Talent Toolkit users.  
Brand engagements:  
Content about London’s broader 
offer, brand and values including 
broadcast of major events. 

Audience 
engagements:  
20.6 million 
Brand 
engagements:  
48 million 

Improving London’s 
global reputation 

We measure improved 
perceptions of London, by 
comparing our targeted 
audience against a control 
group. We measure 
perceptions of a defined set 
of key messages about 
London.  

Audience engagement 
perceptions:  
Improvement vs control for content 
about specific London products or 
campaigns 
Brand engagement perceptions:  
Improvement vs control for content 
about London’s broader offer, 
brand and values.  

Audience 
engagements 
perceptions 
change:  
+ 8% 
Brand 
engagements 
perceptions 
change:  
+ 4 % 

Convincing audiences 
to choose London and 
supporting 
businesses to grow in 
London 

We measure the additional 
economic benefit of our 
interventions for the London 
economy.  

Direct GVA from business 
growth  
(Foreign Direct Investment, Trade, 
Growth, Business Tourism and 
Major Events) 
Indirect GVA from international 
student engagement.  

Direct GVA: 
£175m 
(of which 80% 
from target 
sectors).  
Indirect GVA: 
£15m 

Working in 
partnership 

We measure the resources 
we attract from the London 
business community, our 
commercial activity and other 
sources.  

Proportion of our activity that is not 
funded by resources from the 
Greater London Authority.  

50% 

 
 
 
 
 
 
 
 
 



 

2. Provide the percentage of all conversions from all leads by sector and market 
 
Overall figures, 
2016/17to 2018/19      

      

  
Total 
leads 

Won by 
February 
18/19 

Share won by 
February 
18/19  Active 

Share 
active 

2016/17 1023 231 23% 177 17% 

2017/18 1215 125 10% 479 39% 

2018/19 705 12 2% 623 88% 

2016/17 by sector    

    

    

Sector 
Total 
leads 

Won by 
February 
18/19 

Share won by 
February 
18/19 

Construction (FDI) 17 7 41% 

Public Administration (FDI) 3 1 33% 

Business Services (FDI) 107 33 31% 
Leisure & Entertainment 
(FDI) 23 7 30% 

Food and Drink (FDI) 44 13 30% 

Creative Industries (FDI) 83 20 24% 

ICT (FDI) 407 97 24% 

Retail (FDI) 84 18 21% 

Financial Services (FDI) 108 23 21% 

Energy (FDI) 16 3 19% 

Environmental (FDI) 8 1 13% 

Industrials (FDI) 18 2 11% 

Transport (FDI) 13 1 8% 
Life Science & Healthcare 
(FDI) 71 5 7% 

Accessibility 1 0 0% 

Education 8 0 0% 

Leisure Tourism 2 0 0% 

Not For Profit 1 0 0% 

Primary 1 0 0% 

(blank) 8 0 0% 

Grand Total 1023 231 23% 

 
 
 
 
 
 
 
 
 
 



 

2016/17 by market    

    

Market 
Total 
leads Won Share won 

Australia 33 25 76% 

France 18 10 56% 

Israel 23 11 48% 

China 142 37 26% 

Italy 65 12 18% 

India 128 19 15% 

USA 290 39 13% 

New Zealand 5 5 100% 

United Arab Emirates 1 1 100% 

Pakistan 1 1 100% 

Taiwan 4 3 75% 

Hong Kong 4 3 75% 

Greece 3 2 67% 

Japan 18 9 50% 

Slovakia 4 2 50% 

Nigeria 2 1 50% 

Estonia 2 1 50% 

Denmark 2 1 50% 

Portugal 14 6 43% 

Switzerland 7 3 43% 

South Korea 10 4 40% 

Russia 5 2 40% 

Austria 5 2 40% 

Thailand 3 1 33% 

Ireland 3 1 33% 

Finland 4 1 25% 

Germany 13 3 23% 

Canada 42 9 21% 

Mexico 5 1 20% 

Spain 16 3 19% 

Turkey 11 2 18% 

Singapore 6 1 17% 

Bulgaria 6 1 17% 

Brazil 37 6 16% 

Sweden 10 1 10% 

Colombia 10 1 10% 

Netherlands 12 1 8% 

Poland 10 0 0% 

South Africa 6 0 0% 

Argentina 5 0 0% 

Latvia 4 0 0% 

Slovenia 3 0 0% 

Czech Republic 3 0 0% 

Vietnam 2 0 0% 

Romania 2 0 0% 

Norway 2 0 0% 

Luxembourg 2 0 0% 

Lebanon 2 0 0% 

Chile 2 0 0% 



 

Belgium 2 0 0% 
Serbia and Montenegro 
(Yugoslavia) 1 0 0% 

Malta 1 0 0% 

Malaysia 1 0 0% 

Lithuania 1 0 0% 

Jordan 1 0 0% 

Hungary 1 0 0% 

Ghana 1 0 0% 

Cyprus 1 0 0% 

Azerbaijan 1 0 0% 

(blank) 5 0 0% 

Grand Total 1023 231 23% 

 
 

3. Share a list of those variables within the GVA calculation used by L&P 
 

Full explanations of the mathematical calculations of the variable below are in our 
Methodology paper, beginning on page 13 
 
FDI 

• Over-optimism. This is a downwards adjustment based on extensive 
evidence that the number of jobs effectively generated in the first three years 
of an FDI operation tends to be lower than the forecasts provided by the 
businesses when arriving in London 
 

• Displacement. This is a downwards adjustment to measure the extent to 
which new inward investors have diverted sales from London based 
businesses. The higher the local client base and the percentage of local 
competitors, the higher the rate of displacement. 

 

• GVA per sector job. Our estimate of GVA depends on the number of jobs 
generated by an FDI business and the sector in which the FDI operates.  The 
Committee will recognise that the economic impact of a job will vary by sector 
and role. 

 

• Persistence. This is a measure of the length of time for which the investor 
firm remains in London, and how long the effects of their investment remain. 
London & Partners take a conservative position and assume persistence of 
three years. The Committee will recognise that many companies remain for 
longer than that, and the true effects of the investment may be far larger. 

 

• Additionality. This is a downwards adjustment to ensure that we only 
measure economic activity from foreign direct investment that London & 
Partners’ promotion and support generates over and above what would 
happen anyway. 
 

 



 

• Social Time Preference Rate. This is a downwards adjustment based on the 
assumption that impacts that happen in the future are worth less than those 
happening at present time. Therefore impacts expected in year three are 
downrated compared to the same impact in year one. 

 
MIBP and BGP 
 

• Deadweight. This is a downwards adjustment to measure the extent to which 
the same support would have been obtained without London & Partners’ 
business growth programme. It is assumed that similar support could 
potentially have been accessed by beneficiaries from a different provider. We 
measure the benefit above this level.  It has a similar function to the 
additionality factor used for FDI. 
 

• Displacement. As above.  
 

Business tourism (in addition to eg. event size, duration etc as in the 
Methodology paper) 
 

• Average additional GVA per day per delegate. This is a calculation based 
on the third-party International Passenger Survey business tourist data. It 
includes assumptions about average passenger spend in the previous year 
and two years ago. 
 

• Additionality – as above. 
 

Major events 
 
The methodological approach to estimate the economic contribution of major sporting 
and cultural events is based on a model developed by Sheffield Hallam University’s 
Sport Industry Research Centre (SIRC) and was commissioned by a consortium of UK 
based organisations staging and promoting major public events nationally. The 
Committee may wish to read the explanation of this model on pages 43 and 44 of the 
methodology.  
 

4. Provide a detailed implementation timeline for those changes to governance 
procedures that were listed during the meeting, to include the publication of L&P's 
decision-making framework and the programme to refresh the organisation's 
website   

 

From the beginning of April 2019, we will publish:  

• Terms of Reference for the Board 

• Terms of Reference for Board Sub Committees  



 

• Delegation of Authority framework including Board Sub-Committees and 

Subsidiary Boards  

• Approved Board minutes (this will be for the November 2018 Board). Minutes 

for subsequent Board meetings will be published once approved by the Board 

at the subsequent meeting.  

• Register of Board members interests (this isn't new) 

• Procurement Policy following Public Contracts Regulations 2015 including the 

requirement to advertise notification of tenders and contract awards of over 

£25,000 

• Organisation chart for senior members of staff 

  

By the end of July 2019, we expect to have completed the update of the Corporate 

Governance pages on our website, with the additional following information: 

  

• Information on transactions of more than £250  

• Information on FDI and Business Tourism Projects supported 

• Annual Review with more detailed breakdown of spend 

• Correspondence Policy 

 
 

 

 

 


