‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Solihull Council MBC

	Contact Name, Telephone and Email Contact details:



	Entries and enquiries to: bestcouncils@bis.gsi.gov.uk Closing date: 22 February 2013 (17:00 hrs)


This competition will judge the actions and practices you have set in place to support small businesses in competing more successfully for your council’s procurement business.

We are keen to hear examples of what you are doing, why it represents good or excellent practice, and what positive outcomes have resulted from your actions. 

	In FY2011-12, what proportion of your procurement spend and contracts were to small businesses? 
	What do you estimate this will be in FY2012-13?

	Information not currently available
	Information not currently available


	How do you recognise the value of small business suppliers in your procurement? 

Please tell us: 

· How you engage small businesses (including social enterprises and voluntary and community sector organisations) and their advisers, to understand what solutions they can offer your council. 

· How you communicate strong encouragement to small firms that you are “open to their business”, including any actions you have taken to help develop the procurement capacity and capability of your local small business supplier base.

· How you design procurement competitions to optimise SME participation eg by breaking down contracts into lots, or defining an optimal contract size for the market.

· How your procurement strategy reflects the benefits of procuring from small businesses and how this informs your economic development strategy.

	Response: (250 Words Max – expand box as necessary):
Integrated approach to strategy and delivery, close working between procurement and economic development; embedding the approach in organisational culture:
· Delivering business liaison and engagement programmes, working with individual businesses and groups, supporting business forums, producing electronic newsletters and briefings and a stand-alone website- www.solihullforsuccess.com – including advice and guidance for potential suppliers

· Business support - specialist enterprise and social enterprise support programmes, regular events and workshops e.g. Fit to Supply offering advice and guidance on PQQs and frameworks

· Relevant opportunities regularly shared with business support providers, Chamber and FSB

· Public commitment to, and implementation of West Midlands Procurement Framework (WMPF) including social clauses, FSB National Procurement Concordat; Solihull Business Charter for Social Responsibility (working with existing contractors to maximise local benefits – cited as a model of best practice)

· Reinforcing commitment through awards /sharing good practice (e.g. Council Leader presenting to LGA conference; winner FSB Local Authority Awards 2012– Best All Round Small Business Friendliness)

· Council-wide training for buyers to understand new procurement process, including socio-economic considerations:  need to consider local suppliers in contracts over £10k, and demonstrate how the proposed procurement contributes to wider Corporate Outcomes and Social Considerations in securing approval for large procurements;  
· Designing procurements with commissioners e.g. recent Home Care Support tender, with significant work undertaken to brief SMEs about the opportunity, tender process and evaluation criteria, and signpost to relevant business support 
· Solihull, Warwickshire, Coventry Procurement Strategy 2010-2015 explicit about SME participation, importance of making market work effectively to enable local businesses to compete


	How can small businesses find out about your Council’s procurement opportunities?

Please tell us:

· How you engage with small firms about emerging opportunities in advance of a formal procurement exercise.

· How and where you advertise contract opportunities.

· What steps you have taken to improve supply chain participation from small suppliers.

· How you work with prime contractors to ensure SMEs have access to supply chain opportunities.

	Response: (250 Words Max – expand box as necessary):

· Signatory to Concordat for SMEs - statement of principles to encourage effective trade with small businesses
· Improving a strategic engagement model linking social enterprises & SMEs with commissioners and contractors and stimulating enterprise in the VCS, with an initial focus on the Regenerating North Solihull programme

· Engaging with SME’s through a variety of mechanisms (see above). 

· Advertising opportunities widely.  New e-Tendering system will improve SMEs’ ability to spot opportunities.  When they register (free), they nominate types of opportunities of interest: the system will automatically send an alert when such an opportunity comes forward
· Maximising European funding to run support programmes for SME’s: a dedicated officer supports them with introductions to buyers, grants and funding schemes and a recruitment support service
· Including ‘social clauses’ in Council contracts, e.g. requirement on principal contractors to ‘ensure subcontract and supply opportunities generated by the contract are notified to Solihull businesses’

· A dedicated Officer developing linkages between principal contractors and local suppliers (specifically, but not exclusively, the construction sector), to ensure awareness of opportunities from local authority investment. 

· Working with buyers to understand what SME’s need to do to be included on their suppliers’ list; organising information sessions between primes and supply chain, with practical training sessions if required
· Building and maintaining a database of suppliers, allowing engagement with significant numbers of SME’s and building awareness of www.solihullforsuccess.com so that it becomes a natural line of enquiry for businesses seeking to do business with SMBC, as well as wider opportunities generated by investment and regeneration


	How do you measure and account for your procurement with small businesses?

Please tell us:

· How you use data to challenge and improve procurement with small firms across your council’s spend. 

· Whether and how you make information on spend with small firms publicly available and easily accessible.

	Response: (250 Words Max – expand box as necessary):

Analysis of expenditure is reviewed six-monthly. More detailed analysis to more readily identify SMEs will be available over the next 12 months as suppliers register via the e-tendering system being implemented. On registering, they will be required to profile themselves against a set of questions, including some which will identify SMEs and their business sector (VCS, Social Enterprise etc).

Expenditure with all suppliers is published on the Council’s website in accordance with the Government’s ‘Open’ agenda. This allows SMEs to view expenditure across the Council, both large and small, giving them an insight into all goods and services purchased, helping them to be able to target more effectively where their services/supplies may be required. 

All corporate contracts are published on the Council’s website. The information for each contract includes: 

· the total value of the contract – enabling SMEs to judge if they think it is a contract they would be interested in 

· the date the contract expires or is to be reviewed – this enables SMEs to be prepared for tendering when a contract expires
· the name of the supplier - if it is a high value contract an SME may be interested in contacting the supplier to act as a sub-contractor 

The success of the work with Shirley Parkgate (please see case study below) is being built on through the development of a model to be be applied more widely by the public and private sector in Solihull – to develop local supply chains and to stimulate enterprise and social enterprise.


	How do your procurement, bidding and contracting processes support small businesses? 

Please tell us:

· What actions you have taken to ensure quicker, simplified and less costly processes are in place for smaller procurements below EU thresholds, including any specific approaches for the lowest value contracts.

· How you promote innovation and access from new entrants to the market

· What policy you have on prompt payment for small business, including small contractors in supply chains.

· Whether and how you investigate poor procurement practice and hold procurement staff to account.

· How you offer constructive feedback to unsuccessful bidders to help them improve future bids.

	Response: (250 Words Max – expand box as necessary): 

· Revised processes: contracts under £10k only need 3 quotes – easier for small businesses
· Simplified and tested documentation with the VCS
· Encouraged suppliers to talk to Procurement
· Regularly attended events to discuss procurement (with a workshop presentation telling suppliers what we look for in submissions; the process and evaluation) 
· Signposted potential suppliers to business advice and support 
· Extended tender periods for opportunities involving the VCS to 12 weeks: they are not geared up to tender and require additional time 
· Run information and training events for SME’s looking to supply to the Council / sub-contract, working with Prime contractors and using information provided by them. 
· Consulted with suppliers as well as service users / carers (adult, child services) –to inform specifications and service provision 
Innovating in low carbon procurement e.g. winning Green Deal Pioneer funding for a proposal including:- 
· Local supply chain engagement through builders merchants

· The supply chain as the route to market, locally led
· Support for supply chain activity through targeted EST marketing and engagement 

· An e-portal : easy for SMEs to access Providers, minimise transaction costs 
For some years, we have been paying SMEs on 7 day payment terms and promote this to prime contractors.
Procurement review activity to identify good practice / areas for improvement, and invite feedback from buyers on their support - considered as part of their appraisal process.  The approach is about developing positive relationships and open dialogue.

Council policy to provide constructive written feedback, and offer a meeting (with Procurement support) with unsuccessful bidders. 




	What have you learnt from your procurement approach with small businesses that could most benefit your Local Authority peers?

	Response: (100 Words Max – expand box as necessary): 

· Collaborate: our Shared Service procurement organisation (including Coventry and Warwickshire) means sharing learning is standard 

· Procurement / Economic Development collaboration for a stronger focus on local business and jobs, and immediate link to SME support etc., reflected in policy and training
· Realistic timetables: SMEs need more support through the tender process 
· Invest time in working with Primes to open up supply chains - prove deliverability and credibility. They must be confident in the process and calibre of potential suppliers.  

· Wider applicability – use the same approach in S106 agreements, working with new investors and developers (e.g. Resorts World at the NEC). 



	What’s your next big thing to help small businesses increase their chances of winning more of your contracts? 

	Response: (100 Words Max – expand box as necessary): 

· Developing our model to ensure even closer links between Procurement, commissioners, economic development and business support 
· Applying the WMPF (social clauses) approach to smaller contracts  
· Social Value Act: evaluating, scoring social contribution in relevant tenders.  Training, awareness raising and relevant business support includes a workshop hosted by our shared procurement service on 22 March
· Implementation of E-Tendering – see above
· “Meet the Buyer” Forward Plan - capturing and coordinating Council and private sector opportunities to present to local SMEs, Social Enterprises and VCS at an early stage – to stimulate enterprise, collaboration and gearing up for future tendering, linked to business support



	Is there anything else you wish to add to support your application?                                      Eg you may wish to expand on a particular example of excellent practice that you have set in place and/or provide a short case study on where you have achieved better value for money by contracting with a small business.



	Response:  (500 Words Max – expand box as necessary):
A recent example of our coordinated approach is the Shirley Parkgate Development. This brought together BAM Construction Ltd, the principal contractors on the £80 million Parkgate development in Shirley, Solihull Council and the Economic Development & Regeneration team.  The aim to identify opportunities, engage with the local business community, and encourage local supply chain development to bring maximum added value to the local economy and capture employment, training and business growth opportunities generated from the development.

The team at Solihull Council contacted over 500 trade appropriate local companies, from which 72 businesses were presented to BAM, with skills ranging from plumbing, electrical installation, bricklaying, carpentry, decorators and roofing specialists. 

15 Companies shortlisted by BAM attended a Meet the Buyer event on the 21 November 2012, where they had the opportunity to pitch their business during a one to one interview with one of BAM’s buyers. There was c.£5.5 million worth of work packages available for tender and businesses were told on the day whether they would be invited to tender or not and, if not, why not. It is anticipated that 12 of the 15 local businesses attending the event will be invited to tender for different packages at Parkgate in the coming months, as the project goes forward.

BAM provided immediate feedback at the interviews to businesses not meeting the criteria as to what they needed to do to go forward with BAM.  A Business Advisor appointed by SMBC to deliver ‘Fit to Supply’ workshops to the local supply chain was available at the event to offer immediate support and to sign businesses up to the workshops being delivered in December.  

An Officer from Solihull Council’s Employment & Skills team was available at the event to offer support on recruitment and advice on apprenticeship programmes and funding.  As a result of these conversations 50 potential new apprenticeship opportunities were identified in the businesses attending the event. The companies also expressed support for a new initiative, “Step Up”, building closer and more lasting relationship between business and education in Solihull. 
BAM Regional Supply Chain Manager said, “The early collaboration with BAM and Solihull Council on contractor selection with Solihull Council speaking to individual companies prior to the event has resulted in an unsurpassed 90% tender rate. Of those companies met the majority will thus be given a real opportunity to work on the schemes which reinforces BAM’s goals of local employment.
Following the event, all the SMEs on the database were then invited to attend a ‘Fit To Supply’ workshop, held in December.  A qualified business advisor and a member of the procurement team gave advice and guidance on commercial contracts and Solihull Councils procurement process as well as sharing contact details and web information.



