‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Oldham 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?

	In financial year 2011/12 the council spent £138m with suppliers in Oldham which equates to 48% of our overall spend for the year. 
 Overall 37% of our spend was with small businesses.
	Currently our year to date spend with Oldham suppliers is £93m and this is also running at 45% of year to date overall spend 

Currently for FY12/13 we are running at 39% spend with 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 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):

· Small businesses are at the heart of Oldham Council’s Co-operative Procurement Model. We currently communicate with them using a variety of methods to ensure maximum engagement including: specialist web based e-procurement portals, public and private sector business networks, supplier days and meet-the-buyer events, sector specific networks such as Oldham and Rochdale Construction Network and by having and open and friendly approach that gives SME’s the confidence to contact procurement team directly.
· For spend under £50k threshold we ensure 3 quotes and 1 must be from a local supplier. For larger projects we add local economic benefit (LEB) clauses which commit large contractors to procure via the local SME supply chain. We also work with local business support providers to ensure that procurement and tendering support is integrated into their programmes
· Large tenders are split into smaller lots to attract SME supply chain.  Prior to the tender process we review the local SME market and engage with the relative supply base to ensure they are fully aware of the opportunity.   
· In line with our Commercial Strategy all tenders are considered not only to deliver value for money but to also include added social values which can be delivered to regenerate the local economy: 
· Generating sustainable employment/training opportunities.    
· Providing apprenticeships and/or training opportunities.  
· Promoting supply-chain opportunities to SME’s.  
· The development of skills in the supplier’s existing workforce.

· Ensure main construction contractors engage their supply-chain from the Oldham marketplace.



	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 use a variety of mechanisms to engage with small firms.  We regularly hold supplier days to inform small firms about current and future opportunities and to help them with the application process.  We also attend a range of events aimed at SME’s to inform them about emerging opportunities.  An example of this is the Oldham and Rochdale Construction Networking Meeting.  Hosted by the Council, the aim of this event is to specifically tell local SME’s about emerging construction opportunities in the Boroughs – both public and private sector.

· Contract opportunities are advertised via an e-portal the Chest, at local business events, via the Councils e-business newsletter and via partner networks.

· We have done this through a combination of engagement, capacity building, local press advertising and developing a procurement model that encourages supply chain participation.
· Using the construction sector as an example, we ensure that contracts are developed to include local economic benefits.  This includes ensuring that a minimum of 40% of construction spend is with local SME’s.  The Council works with the main contractors to engage local SME’s via the construction network to connect them to the opportunities available.  Smaller businesses may need additional support to meet the supply chain requirements of larger contractors.  Depending on the level of support required, we would expect the additional support to come direct from the large contractor through their commitment to social value or from existing business support providers.


	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):

· Again, using the construction sector as an example, local economic benefits relating to SME’s were first introduced into the Council’s Building Schools for the Future and Academies Programmes in 2009.  As part of the procurement process, the Council negotiated that a minimum of 40% of total construction spend should be with local SME’s.  Both projects are hitting targets of 40% and 38% respectively.  We are using this experience to inform our thinking going forward.  We now know that a figure of 40% construction spend with local SME’s is achievable so we want to use this experience to challenge and stretch future contracts and contractors.  We have a strategic contract management approach with our suppliers and at regular commercial meetings data is reviewed to encourage continuous improvement and to identify savings through partnership working practices.

· We offer an innovative Early Payment Programme for all of our suppliers, whereby we offer to accelerate payment of their invoices for a fee. The feedback from suppliers using the scheme has been very positive. The Early Payment scheme is an important initiative as it allows us to use our short-term cash surpluses to pay suppliers early, helping businesses with their cash flow and management, whilst generating income for us to offset against budget cuts in order to protect services. 

· All spend over £500 is advertised on-line under supplier name. In addition we are currently updating the website site to make contracts and overall spend information even more accessible.


	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): 

· For spend below £50k we ask for a minimum of 3 quotes and 1 must be from the local area.  The quote documentation is short and concise and the questions specific to the goods or services.
· All tenders are written to be direct and specific to the commodity or service.  Soft market testing is also carried out prior to drafting any specifications. The technical questions are relevant to the contract and reflect the size of the contract.  All tenders are evaluated against social value criteria which include regenerating the local economy, training and enterprise opportunities.  As a Council we hold regular supplier days to encourage new entrants to the market and attend several business events to keep businesses informed of the opportunities available.  This kind of open and on-going approach to business engagement helps facilitate both innovation and new entrants to the market.
· Payment terms are 30 days and we have a policy to pay all suppliers to term.  We have an Early Payment Scheme as an innovative payment solution of 5 days.

· The Procurement Team are measured against performance and have agreed targets to achieve. These are measured on a monthly basis and remedies put in place for poor performance.
· All bidders are given the opportunity to have constructive feedback either in person, via phone or e-mail.  This helps to build further relationships with the supply base for future opportunities and helps suppliers to understand how they can improve their processes for the 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): 

Communication is vital and it has to be 2 way!  Communication in terms of the Council and partners engaging with SME’s in an effective way to tell them about the opportunities in the first place.  Communication with SME’s to help them through the procurement process and to answer any questions and address issues prior to the tender submission date.  Also, to feedback to SME’s how they performed in terms of the procurement process, focussing on what they did well and, where, if any, improvements could be made.  And communication from businesses to help the Council improve and shape the procurement process.



	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): 

Co-operative Commissioning and Procurement to increase their chance of winning more contracts.  The model aims to get the greatest possible economic and social return on every public pound spent in Oldham - looking beyond the price and at how we can deliver extra benefits including opening up more opportunities to SME’s.  Whilst a conventional approach might be based on price, this approach means taking a more rounded look at what we are purchasing and – where appropriate – even choosing to pay a premium to procure from providers who can reliably deliver social and economic benefits that offset the additional financial cost.



	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):

An example of excellent practise that we have set in place to provide a joined up approach linking procurement, SME supply chain opportunities and local SME’s is the Oldham Construction Sector Group (OCSG).  This is a model that has been in place for almost 4 years now and it has helped Oldham Council shape and improve its procurement practices, engage effectively with local SME’s and most importantly to help local SME’s to win more contracts, both public and private sector.  Originally, the emphasis was on Oldham but due to the demand and the success of the group, it has recently been expanded to include our neighbouring Local Authority Rochdale.
The OCSG was created, in partnership with the private sector and Greater Manchester Chamber, to ensure that local businesses are well placed to bid for and win local construction contracts.  It also influences how Oldham Council manages its own processes, particularly, helping to improve procurement.

The aim of the OCSG is to help local businesses:

· Know about the availability of current and future construction opportunities in the 

           Borough.

· Understand the procurement process.

· Continually improve the Local Authority procurement process.

· Understand who they need to be talking to about specific opportunities.

This is achieved through a regular on-going programme of networking events and activities to which local businesses that are involved in the construction sector are invited.

The OCSG is overseen and managed by a steering group.  Oldham Council takes responsibility for the organisation and servicing of the steering group meetings.  Membership of the steering group comprises of a range of officers from Oldham Council from the Economy and Skills Unit and Procurement, GM Chamber, Local Housing Associations and 5 local SME’s.  The steering group is chaired by a private sector business.  The steering group meets quarterly, 6 weeks in advance of the networking meetings. The group is responsible for developing the format and the agenda’s of the networking meetings.  

Networking meetings take place quarterly and are primarily aimed at construction businesses in Oldham and Rochdale but are open to businesses from across Greater Manchester.    Greater Manchester Chamber is responsible for organising the networking meetings and Oldham Council co-ordinates the speaker’s presentations.   The private sector Chair of the steering group also chairs the networking meetings.

Each networking meeting focuses on a key presentation, with one contract or project taking centre stage.  Past presentations have included the Green Economy and the Building Schools for the Future and Academies Projects.  The focus for these presentations is the opportunities that are available – the scope, packages, value, timescales, application process and most importantly a project contact.  The meetings also include brief updates from on-going capital projects in the Borough and a 30 minute networking session at the end of the meeting.

The networking meetings take place from 8 to 10 am and businesses have to pay a small charge to attend to cover the cost of breakfast and room hire.  There are usually between 70 and 100 SME’s at each networking event.








