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Diversity Network Accreditation – Distinction Case Study 

            

Distinction -  

Organisation – Coast & Country 

Project/Initiative – Home Call  

   

The development of a new HomeCall service to replace Supporting 

People funding 

 

Background 

Part of Coast & Country, HomeCall Independent Living offers a wide range of 

reliable and responsive services that promote quality of life and support people 

to remain independent. As a one-stop shop that allows customers to create a 

perfect package of care and support, HomeCall Independent Living 

incorporates handyman and property services, practical support, assistive 

technology and social support.  

During times of austerity, this much needed service was at the mercy of 

supporting people funding cuts. When we learnt that funding for the service 

had been cut, we feared for HomeCall’s future, and for the future of our 

hundreds of customers.  

 

We knew that we had to find a way to make the service viable despite the 

withdrawal of funding. 

 

Moving forward 
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We knew that HomeCall was much valued by customers, and felt that the 

business case was strong enough to take the service commercial. Our only 

barrier was the concern that people would be reluctant to pay for a service 

that had previously been provided free through Supporting People funding. 

 

Our concerns were unfounded, as our customers resoundingly voted with 

their feet. A fully costed business plan was developed, followed by a robust 

marketing and communications plan. The re-launched HomeCall positioned 

itself as a one-stop-shop and added a number of additional, added value 

services including domiciliary care. 

 

The new paid-for service was launched to an audience of new and existing 

customers as well as potential partners and commissioning bodies in June 2013.  

 

Outcomes 

 

As a result of the commercial launch, HomeCall’s customer base is steadily 

increasing and engagement with partner organisations has increased. We have 

further plans to develop HomeCall by offering further services to complement 

our offer.  

 


