‘Best Councils to do business with’ contest

Entry Form VFinal
	Local Authority Name: 

	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? 

In F.Y. 2011/12 excluding grants and utilities SNDC spent 24% of its total expenditure (£1.55 million) with firms (regular suppliers) within the district. By definition most of these will be SMEs.
	What do you estimate this will be in FY2012-13?
In F.Y. 2012/13 excluding grants and utilities (and up to the 12th February) the Council has spent 30% of its expenditure (£1.47 million) with firms (regular suppliers) within the district. By definition most of these will be SMEs.

	
	


	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):
The Council has a leading edge community engagement programme “Your Neighbourhood, Your Choice” which places budgets and choices directly in the hands of the communities to whom we provide services. Naturally there is flexibility in how the communities choose to make their arrangements for small services to be delivered. 
The Council has an open door to all local firms and an active business engagement agenda. It currently provides a programme of intensive business start-up training and will shortly launch a programme of training for small businesses to help them grow and become more resilient. The Council also provides a business support service via its Economic Development and Tourism team and any appropriate callers are able to chat to the Council’s procurement team.
Where there are no protection or health and safety risks the Council is happy not to run a formal Pre- Qualification Questionnaire process, particularly if the service interruption risk is low.

As regards the packaging of work for competition the needs of local firms are always taken into account so as to allow local firms to compete to their strengths and benefit the local economy.
The Council’s procurement team is happy to deliver briefings to firms on wider procurement law to should they wish to grow; and as an example a briefing has recently been given to a local agricultural cooperative on how to function above the OJEU limit and to engage with the opportunities provided by procurement frameworks.

In addition the Council supports Chamber of Commerce events across a wider area than the district boundaries, thus the Council’s Section 151 officer has undertaken a workshop with Diss Chamber of Commerce to help firms learn the ropes of doing business with the public sector.

The Council’s Commissioning Manager supports Norfolk Chamber of Commerce “meet the buyer” events open to a wide variety of local firms.




	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: 
The Council’s procurement opportunities are on the Council’s web site with the option of signing up to our Twitter feed (with imminent procurement “hashtag”).The Council’s procurement team is happy to deliver briefings on wider procurement law to should they wish to grow; and as an example a briefing has recently been given to a local agricultural cooperative on how to function above the OJEU limit and to engage with the opportunities provided by procurement frameworks.

In addition the Council supports Chamber of Commerce events across a wider area than the district boundaries, thus the Council’s Section 151 officer has undertaken a workshop with Diss Chamber of Commerce to help firms learn the ropes of doing business with the public sector.

The Council’s Commissioning Manager supports Norfolk Chamber of Commerce “meet the buyer” events open to a wide variety of local firms.

We consider the supply chain whenever we outsource work and in particular package work to make sure SMEs can compete. Although we are not complacent we believe our statistics do show a very positive trajectory and we are committed to continuous improvement on this theme.
The Council tends not to outsource to large firms, but if we were we would consider a sustainable local supply chain which would include the full use of the new Social Value Powers.

We are a partner in a joint temporary staff agency procurement with the County Council and will be incorporating suitable Social Value tests to benefit the skills base of both local firms and local individuals.

We are thoroughly committed to equal opportunities to suppliers of all sizes and whilst we look after our SME suppliers we do not exclude larger suppliers from any aspect of the Council’s opportunities.



	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: 
We analyse our payment records matching the creditor to the postcode to measure success.

We fully support openness as regards our expenditure and publish any item of more than £250 on our web site.




	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: 
We have given our managers the option of not using formal PQQ processes where there are no protection, safety or business continuity risks.

We have an open door policy to suppliers. Many of our Councillors have a business background and we are keen to benefit from the insights of entrepreneurs. We consider these to be the most forward looking and “unfrozen” individuals and we are keen to deploy their insights in our supply chain.

In the period April 2012 to January 2013 96.04% of all of the Council’s invoices were paid within 30 days. Although we have not been able to reduce our target time due to cash flow management we pride ourselves on paying on time; and in looking after any supplier who has a problem or a query on the payment of his/ her account.
The Council has robust compliance procedures on procurement and offers managers both training and support in procurement. Bad practices are not tolerated and regular checks of payment records and the contracts register identifies any concerns over the Council’s expenditure which are then investigated robustly.
Because we use robust evaluation frameworks we are confident in giving full feedback to suppliers to enable them to improve their performance. We also get a dividend from this in terms of sustained supplier interest in our future work requirements. Robust interest gives better quality and sharper prices!




	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): 
Good procurement is about managing the risks to the Council and in stimulating the interest of bidders. There is no need to put in place time consuming procedures to manage low level risks. Since the Council has nothing to hide we can engage with suppliers in an open and honest way, taking scrupulous care to treat all equally. This openness and our lean and efficient processes stimulate bidder interest to the benefit of local taxpayer value



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


	Response: We intend to use our Twitter feed to invite firms to a “users’ group” so that we can encourage firms in person to bid for the Council’s work 



	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:  For us it’s not just about buying things from local businesses; it’s about preparing our local firms to compete for contracts, whoever is letting it.  Formal procurement procedures often deter smaller businesses from tendering for contracts and we see our role as being to assist them in developing the skills, resources and capabilities they need to compete for business where a formal procurement exercise is used.  As such, although the Council is keen to buy from local suppliers, we consider it even more important to help them to access opportunities in the wider commercial market.  We actively encourage local firms to look at other opportunities e.g. The Improvement East Procurement Hub. 









