‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: London Boroughs of Waltham Forest and Enfield (joint submission)

	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?

	WF – 29% with local companies
Enfield – 32% with local companies

NB Please note that both boroughs do not measure spend with ‘small suppliers’ but we do measure spend with local suppliers i.e. those within the borough boundaries
	WF – 33%
Enfield 35%


	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):

SMEs play a unique and vital role supplying goods and services to local authorities and simultaneously enable councils to enthusiastically support local business and employment. 
For example, market development has taken place with the third sector in the social care arena where there has been a move away from ‘old style’ block contracts to greater choice for service users which requires the sort of tailored supplier approach offered by SMEs.

In order to maintain an on-going understanding of the value offered by SMEs both Councils regularly engage in comprehensive consultation exercises as part of the procurement process. This help to build knowledge of the particular services and benefits offered by SMEs. 
These consultations are combined with ‘Meet the Buyer’ events such as the joint one held by Waltham Forest and Enfield in 2011 to explain how we award contracts and to launch our new electronic tendering system.
An example of how we have packaged contracts specifically to appeal to SMEs is Waltham Forest’s Repairs and Maintenance Contracts.  By breaking the disciplines down into separate contracts we have been able to ensure that they are more accessible to SMEs.  The result was greater competition than would otherwise have materialised.
Both boroughs have introduced a Community Benefit Toolkit for staff to incorporate requirements where possible to ensure that prime contractors use SMEs as part of the supply chain.  

Furthermore, both Council’s procurement rules have also been amended to ensure that officers obtain quotes from at least one local supplier where possible for low value purchases (up to £75,000).

These practices illustrate how our Boroughs embed the commitment to SMEs within our Procurement Strategies and Sustainable Procurement Policies. 



	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):

For individual procurements both Enfield and Waltham Forest run market warming consultation events. .  These help inform the design of future contracts and how best to package the procurement process.  
Examples include:

· the recent design and print retendering process at Waltham Forest which sought the views of local SMEs as well as larger organisations

· the Voluntary Sector Commissioning Programme which involved the Third Sector in an extensive round of consultation to help shape the requirements and also advise SMEs on the procurement process

· The current Independent Foster Agency procurement being led by the Waltham Forest/Enfield shared procurement service on behalf of North East London Authorities.

Both Council’s Contract Register, publically accessible via www.londontenders.org, and also the London Council’s Contract Register enable all businesses to see the likely pipeline of procurement activity.
All contract opportunities are advertised via the e-tendering portal used by our boroughs– www.londontenders.org.  Suppliers register free of charge and receive alerts according to their industry sector when opportunities arise.  This portal is promoted regularly at local business forums that the shared procurement service works with including North London Chamber of Commerce and North London Business.  We also provide training to local SMEs on how to use the system.  When introducing the system at Waltham Forest we ensured all local SMEs received a mailshot explaining how using the system will benefit them.


	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):

We regularly analyse spend across both Authorities to understand the spend with local companies, not necessarily small firms (although the majority fall within the definition of an SME).  For example spend with local companies in Waltham Forest grew from 29% in 2011/12 to 33% in 12/13, and for Enfield the figures were  32% and 35%(please note local in this instance is defined as within the boundaries of the relevant Authority – the majority of our supply chain is based in London).

However we recognise that this is a crude measure of the benefits of our procurement activity has on the local economy so we have developed a survey for the entire supply chain to understand how many local jobs are sustained through the contracts the Council has with its supply base.  This is a better measure of the impact our procurement decisions have on the local economy.  It also enables us to receive feedback on what other support suppliers may need to help support our commitments around apprenticeships, local employment etc.
Spend data is published on the websites each month in accordance with our commitments to transparency. 



	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): 

We have reviewed our processes to reduce the level of bureaucracy for SMEs looking to bid for lower value procurements.  

· Quotes are required for up to £75k contracts – a simpler process using Quick Quote functionality in our e-tendering solution.
· Over £75k but below the EU threshold we run low value tenders which have a less onerous PreQualification questionnaire and may be run at shorter timescales than an EU process.
· The introduction of e-tendering provides greater transparency and access to Council contracts for SMEs than previously. 

Innovation is sought through the use of ‘market warming days’ as described in earlier answers.
We also highlight the ‘Winning the Contract’ course to SMEs via the Council’s website.
Both boroughs’  standard payment terms are 30days but this has been reduced to 10 days for SMEs specifically to provide SMEs with peace of mind regarding speed of payment
Compliance with the Council’s contract procedure rules is monitored regularly and rigorous mechanisms exist to address poor procurement practice and non-compliance through existing governance structures e.g. Strategic Procurement Board, Audit and Governance committee.  
Debriefs in writing, and where requested, in person are provided to unsuccessful bidders to assist them in addressing issues in future.



	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): 
SMEs can offer locally sourced, good value and high quality services but ensuring that their offer is correctly understood is essential. Pre-procurement consultation is key to enabling authorities to understand not only the level of SME interest but also to enable them to advise on the validity of any planned SME approaches to the procurement. Events are helpful to launch the idea but authorities must allow time for the SME market to respond independently outside of the public forum or else it will be of limited value (see mini case study at end). 



	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): 

We have a range of initiatives underway including:

· Planning an event to bring together the larger contractors with local SME suppliers
· Continuing to improve our website so it provides the clearest guidance and most appropriate signposts to engage SMEs
· Further development of the Community Benefit Toolkit for staff and training to support it

· Reviewing existing procurement strategies and policies to ensure they reflect current best practice with regards to SMEs

· Further harmonising the procurement processes between our boroughs, thus simplifying things for suppliers that service both authorities – a direct benefit of the Shared Procurement Service.




	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):

Example of effective market engagement – Temporary Accommodation Framework for Waltham Forest, Redbridge and Newham (2011) :
The three boroughs began by agreeing the desired outcomes, establishing a clear project structure and process.  A market warming event was held where we sought feedback from providers on our intentions. The event was advertised in the local press and all known providers were invited to meet the Councils’ key contacts, to discuss our requirements and proposed fixed fee structure. We also used this session to familiarise providers with the eTendering system we were using asking them to sign-up to using in advance of releasing the documentation. We incorporated the feedback into the process, the majority of which was around the amount of information providers have to give during the pre-qualification stage and their reaction to the proposed charging regime (in this instance the Council setting the fees) 
The Pre-Qualification Questionnaire (PQQ) was simplified, where possible, to ensure that it is inclusive for providers and did not present any unnecessary hurdles, concentrating on key certification/qualifications and experience. We were also very clear on the evaluation methodology to be used and the number of providers that we were going to be short-listing to for the Invitation to Tender.
To further aid providers we held a second Open Event whilst the PQQ was live inviting all providers to meet with the Councils’ key contacts to confirm requirements and raise any questions that they may have regarding the requirements or process. Initial interest was from 130 providers, and we received 90 responses across all 3 lots at pre-qualification stage.
Between the PQQ and Invitation to Tender stage we also allowed sufficient to provide feedback to unsuccessful providers, to allow us to move forward knowing that there were no unresolved issues.
By packaging together three boroughs requirements we were able to attract a total of 52 providers to submit a number of bids across all lots thus achieving the objective of bringing new providers to the forefront.
Following final evaluation, we were able to increase the provider base across all lots and deliver significant cashable savings under the fee structure which was agreed with market before tendering.  LB Waltham Forest saved app. £1.1m – £1.4m per annum across all three lots.



