‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Trafford Council


	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?

	23% 
	23%* Based on 9 months (annualised data)


	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):

Promoting supplier diversity and increasing engagement with SME’s, social enterprises and the third sector is at the heart of Trafford Council’s Sustainable Procurement Action Plan.  Realisation of the key objectives within the Plan are regularly monitored (using a balanced scorecard approach) by the Strategic Procurement Management Team (SPT).  Furthermore the objectives form part of the Category Management best practice approach to procurement. 

In engaging with small businesses, Trafford council hosts an annual ‘Meet the Buyer’ event which is designed to promote contract opportunities and give small businesses the opportunity to discuss the solutions they can offer directly with the buying teams involved in running the procurement activities.  At this event, guidance is provided through workshops on quotation/tendering tips and the e-tendering portal (the CHEST) to encourage success at winning business.  
As well as supporting SMEs at the Meet the Buyer event (as above), the Council provides free access to contract opportunities via both the council website and The CHEST.  Online support and guides are available to businesses.  The SPT also engages with  businesses as part of the Category Management process (e.g. supplier open days)
Moreover, the Council’s Contract Procedure Rules (CPRs) invite SMEs to participate in procurement activities by means of the following:

· Quotations only for up to £50K 

· No pre-qualification stage (sub-OJEU) 

· Standardisation of tender documentation (e.g. PAS91)

· Frameworks – sizeable contracts broken down into lots of smaller values

Finally, the overall Procurement Strategy directly links to the Corporate Priorities and Community Strategy.


	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):

As above, the SPT engages with businesses as part of the Category Management process.  In many cases of bespoke procurement activity the Council holds supplier open days to allow engagement and innovation to take place, placing small businesses at the forefront of many Council activities.  
Forthcoming opportunities are promoted at the Meet the Buyer event where details of each opportunity are available to the small businesses which attend.  In addition, the Council’s contracts register is available on the Council’s website with details of contract start and end dates.  Furthermore, all procurement exercises are advertised on the CHEST which attracts free supplier access and registration as well as the Council’s website.
In addition, Trafford Council hosts the sub-regional Association of Greater Manchester (AGMA) Procurement Hub.  The Council’s role is to provide a collaborative role between authorities within Greater Manchester.  Therefore, small businesses may find opportunities in one or more authority due to the strong communication channels.  Furthermore, the Council has presented at Greater Manchester Chamber of Commerce events where many small businesses are present. 
Prime contractors are regularly invited to attend the Meet the Buyer events to set up a stall in their own right with the aim of recruiting small businesses into their supply chain.
Finally, as part of the Category Management process, all spend is analysed against discipline area with a view to assessing the most appropriate procurement strategy which fits with the Sustainable Procurement Action Plan, Corporate Priorities and the Community Strategy. 

	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):

The procurement strategy adopted by Trafford Council is a Category Management approach to procurement activities.  Both spend analysis and opportunity assessments against spend category form part of this approach.  
In terms of spend data, this comes from a variety of sources; namely, SAP - Electronic Purchasing System and SpendPro (AGMA wide spend tool). The category approach allows us to break up spend according to the outcome of the assessment of the above data and direct procurement activity in the most appropriate fashion (e.g. quotation exercises up to £50K can be proactively managed to specifically invite small businesses to bid).    In addition, risk assessments are undertaken to determine the optimum procurement solution on each occasion.  Other methods such as a PESTLE analysis can also help inform and shape the appropriate strategy as well as supplier profiling for each individual procurement activity.  This approach allows us to challenge traditional procurement routes on merely basic price and quality.  

Improving procurement with small firms comes from both effective contract and relationship management.  Not only does this bring innovation and continuous improvement it also assists in developing any future procurement strategies. 

Furthermore, Trafford Council led the way by becoming the first council in the North of England to make details of all its payments (irrespective of value) to suppliers available online (Open Data).  The data is in an easily accessible format (i.e. a webpage format and machine downloadable (CSV).  Recognition has been given to this achievement by a MP statement.  



	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): 

In accordance with the CPRs the relevant levels of spend below the EU threshold determine what procurement process needs to be followed.  Up to £50K, a quotation exercise is sufficient and between £50K and the EU threshold a tender exercise with terms stipulated by the Council is undertaken.  
The Council does not enforce a pre-qualification stage for sub-OJEU threshold activities, thus making the process quick and less costly to all parties involved.  The evaluation criteria are also flexible to allow an optimum price/quality split.

The benefit of having a centralised procurement team is that we are regularly able to test the market, ensuring open and fair competition with new entrants to the market who are in a position to access those opportunities.  Prior to the commencement of any procurement activity the Council engages with suppliers to determine the most innovative and relevant specification to progress to competition.  Furthermore, the procurement cycle includes a contract management stage where contract reviews and key performance indicators are used to drive innovation.

In addition, SMEs are paid within 10 days.  Similarly, any procurement activities undertaken through the North-West Construction Hub require prime contractors to pay subcontractors in accordance with the OGC Model Fair Payment Charter.

Prior to the award of any Contract, the Head of Procurement signs a recommendation report for each procurement activity to provide a check and balance on the team’s performance.
Finally, the Council offers a debriefing session during the course of any procurement activity to interested parties (successful or unsuccessful). 



	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): 

Trafford Council has learnt that doing business with small companies can deliver better value.  We can realise both cost reductions and quality improvements by contracting with small organisations, especially in under £50K procurement activities. 

Cost reductions realised have been a direct result of small businesses’ ability to offer competitive rates due to their low overheads.  Directors and employees of small businesses have demonstrated personal commitment to making sure the contractual wants and needs of the Council are met.  Their ability to be flexible, responsive (and in some instances innovative) has generally proven to be better than the larger competitors.   




	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): 

In conjunction with our Sustainability Action Plan, the Council is progressing with the following activities, designed to increase the business opportunities available to small companies:

· Expanding the use of Quick Quotes which give us the ability to run a simplified quotation procedure based on price only, thereby increasing opportunities for targeted small businesses  
· Increasing the use of Requests for Quotations and managing the evaluation criteria split between price and quality   
· Revising the CPRs to consider amended threshold values and the formalisation of e-procurement activity to ensure that all Council staff are fully aware of the Council’s responsibilities



	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 Excellent practice:

Trafford Council has made a significant investment to develop close working relationships with Trafford businesses via the establishment of the Economic Growth Team in November 2012.  This team has business engagement and support as one of its key priorities. 

The Council has developed relationships with bodies such as GM Chamber of Commerce, MIDAS, Growth Hub, New Economy and AGMA.  The Council has also contracted Blue Orchid to deliver a small business start-up programme to help our most disadvantaged communities linked to a wider Greater Manchester ERDF programme.  Through these connections and the remit of the Economic Growth Team, the Council provides the following:

Start-up Support

Providing access to expert advice and funding to support new business start-ups (e.g. Business Link, Blue Orchid).

Business Growth 

Working with our partner support organisations (e.g. Growth Hub), we provide access to a range of products and services to help ambitious businesses to grow their bottom line, share best practice, boost profile and find partners to create new business growth.

Access to Finance

Advice on a range of funding opportunities, and support in accessing specific grant funds and relevant support organisations (e.g. AGMA Investment Fund).

Land and Property Requirements

Working with MIDAS, Greater Manchester’s inward investment and development agency, the council can help to identify suitable sites and property solutions for business expansion and growth.

Workforce Development

We provide direct access to a wide selection of workforce development opportunities, including: Apprenticeships advice and guidance; access to Employer Ownership of Skills and other training opportunities; employee volunteering initiatives; work-based learning programmes (e.g. Apprenticeships Hub, GM Chamber, Trafford College, GM Employment & Skills Partnership).

Procurement Opportunities

Trafford Council issues over 400 procurements each year, presenting an excellent opportunity for local businesses.  We can support local businesses to identify and bid for contract opportunities with the council and other organisations.

Environmental Efficiency

Access to funding and support initiatives to support businesses in reducing their carbon usage, save money on energy bills and improve resource efficiency (e.g. Enworks).

Example of better value for money (VFM) by contracting with small businesses:  

Procurement/Commissioning teams have transformed the way adult day support services are managed.  This has produced better VFM for the council, whilst simulating growth for small businesses and social enterprises.  

Within Trafford, transformational change, driven by the personalisation agenda, has been achieved in the re-modelling of adult day support services.  We have developed a new approach to providing day support options, moving away from the traditional, building based, in house services.  Instead, we have reinvested in a personal budget model, offering people greater choice and flexibility to meet their individual needs.  

Market development has underpinned this project, facilitating the development of new innovative, bespoke services through micro providers, sole traders and social enterprises.  A mixed model of brokerage support was also commissioned to enable people to access personal budgets and make informed choices.




