
‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Norfolk

	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?

	42%
	45%


	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):

· We work closely with the local Chamber of Commerce and FSB and with voluntary sector bodies such as Momentum , the local umbrella body for voluntary youth services.  Momentum has served on our evaluation panels for youth services.
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small businesses?

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
offeryour council

« How you communicate strong encouragementto small firms that you are “open to their
business”,including any actions you havetaken 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, o defining an optimal contract size for the market

« How your procurementstrategy reflects the benefits of procuring from small businesses
and how this informs your econormic development strategy.

Response: (250 Words Max — expand box as necessary).

 We workdlosely with the local Chamber of Commerce and FsB and with voluntary sector bodies such as
Momentum, the local umbrella body forvoluntary youth services. Momentum has served on our
evaluation panels for youth services.

* We use social media, particularly Twitter, to engage withlocal businesses and presentthe message that
we are ‘open for business’ we have more than 500 Twitter followers, concentratedin the County.

How can small businesses find out about your Council’'s procurement opportunities?
Please tell us:

« How you engage with small firns 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 ax — expand box as necessary).

* We hold regular, structured meetings with our supply base in key sectors suchas socal care.
* We hold informal discussions with potential providers when formulating our commissioning strategies.
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We use social media, particularly Twitter, to engage with local businesses and present the message that we are ‘open for business’ we have more than 500 Twitter followers, concentrated in the east of England.
· Where we identify particular problems being experienced by groups of businesses, we put on training. For example, we identified that local third sector organisations were having particular difficulties with TUPE and pensions issues, so we organised a day’s training for them and simplified the guidance in our tender documents.

· We break tenders into lots, either geographical or by specialism, to make them accessible to smaller businesses. We use concept viability days (see below) to inform the lotting strategy. 
· Our economic development strategy has a specific strand concerning an open public sector supply chain. This includes the adoption of the best practice described in this document, but also encouraging other public bodies in the area to participate. As a result, other buyers in the area have simplified their processes and signed up to Contracts Finder.


	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):

· We hold regular, structured meetings with our supply base in key sectors such as social care.

· We hold informal discussions with potential providers when formulating our commissioning strategies.

· We hold a concept viability (CV) event before every tendered procurement, to discuss our ideas, and make sure that our lotting strategy, specification and minimum standards do not put bidders off, and discuss social value.

· We place a PIN to advertise each CV event and advertise every tendered contract on Contracts Finder.

· We advertise every consultation, CV event and tender on our dedicated procurement Twitter account, @NCCContracts, and tweet local opportunities advertised by others. We also tweet local SME successes in our tenders. We believe we were the first English authority to use Twitter in this way.
· We have loaded our forward pipeline for several categories on Contracts Finder and are adding other pipelines. We were the first English authority to add a pipeline.
· We organise an annual meet the buyer event with the local Chamber of Commerce, involving buyers from our prime contractors, our districts, health and the private sector.

· We require primes on major contracts to commit to running an open and transparent supply chain. For example, the terms for our current £400M highways procurement require the prime to:

· use Contracts Finder
· engage with the incumbent contractor’s SME supply chain, and

· work with us to encourage local supply chain participation.
Economic sustainability including supply chain engagement, apprenticeships and skills will be an award criterion.

	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 responded positively to the government’s open data agenda and took the opportunity to clean up our supplier database.

· We have augmented our published £500 spend data with company URIs from Companies House
· We used open source tools to match our data with Companies House for cleansing purposes and also to identify small businesses and voluntary sector bodies.

· We have also matched registered charities with opencharities.org so that we know their annual turnover and how dependent they are on us.
· We have matched our supplier database with Care Quality Commission data so that we can identify owners of care homes more accurately and see which are SMEs.

· We have published our contract database.

· We have linked our £500 spend with our contract database, so that spend against each contract on the register can be viewed.

· We are rolling out a new e-tendering system which captures supplier category so we can see what percentage of bidders are SMEs, versus percentage of successful tenderers.


	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 eliminated PQQs for tenders under £100,000 and use them sparsely for larger procurements. We have  adopted the Cabinet Office standard PQQ for procurements when a shortlisting stage is unavoidable

· We have reviewed our required insurance levels and ensure that insurance is a condition of contract, not a selection criterion.

· We do not use supplier turnover as a filtering mechanism.

· We have rolled out an electronic quotation process for low-value taxi contracts, using automated emails. Taxi companies, many of them owner-drivers, can respond from their mobile phones. The system replaces telephone quotations bidders and has significantly increased the number of bids.

· The use of Twitter and Contracts Finder, together with concept viability days, helps to draw in new entrants. We use outcome-based specifications to encourage innovation, and test our specifications at concept viability days to make sure they are not a barrier.

· We include prompt payment clauses in contracts with prime contractor. For example, our current highways contract requires payment to the prime within 14 days, to the next tier in 19 days and to the 3rd tier in 23 days.

· We are implementing a Project Bank Account on our largest highways scheme.

· We have promoted the Cabinet Office mystery shopper scheme to the local supply base. We hold lessons learned reviews from each procurement and use them to improve practice.

· We give full details of scores achieved, and the reasons for scoring. Where there are systemic issues, we offer training events and modify future tender documents accordingly.



	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): 

· Simple steps can make a big difference. Our roll-out of Twitter had a big influence on local perceptions.

· You can eliminate PQQs without the roof falling in! Well-targeted, relevant questions are a much better way of arriving at a manageable field of candidates.

· A few days simplifying processes, combined with regular lessons learned reviews, makes a big difference to the friendliness of the procurement process. It also makes it much more efficient for bidders and the authority.



	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 are:

· rolling out simple category-by-category guides to make it easier for bidders

· using our current highways procurement – our largest ever procurement exercise – as a test-bed to implement new ideas for improving supply chain participation

· implementing an improved e-procurement system to make tendering easier and quicker.


	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):

Our approach is an unusually comprehensive one. We have:
· improved engagement, both face-to-face and through social media

· simplified processes, including eliminating PQQs and simplifying other contract documents

· significantly enhanced our data

· worked with our supply chain, and perhaps most importantly

· changed our internal culture.

[redacted], Chief Executive of the Norfolk Chamber of Commerce, says:

“Norfolk has made real efforts to simplify its procurement process in the last couple of years, and we have been encouraged by their engagement with the local business community.”

And to quote one of our satisfied tenderers:

“I’d like to take the opportunity to thank you for your work over the IAA procurement: you’ve been exceptionally prompt in replying to our queries, and clear and precise in your responses – all too rare a trait these days!”




