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Entry Form

	Local Authority Name:	Bath and North East Somerset 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?

	41%
	47%



	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 recognise the contribution Small Businesses can make in support of our corporate objective to build a stronger economy with a vibrant local business sector. 

We make no assumptions about which type of organisation should supply the Council and offer fair and open opportunities to compete to all. We recognise that small businesses can bring innovation and economies to procurement through a combination of lower overheads, the ability to offer niche specialisms and speedy responsiveness. Specifications are written to reflect the contribution different sized organisations can make. 

Teams have common objectives that encourage them to secure the benefits of appointing smaller businesses. We actively engage with local voluntary and third sector organisations and local forums that bring interested parties together. We present to local FSB members and sub-regional events aimed at targeted local businesses. Our events aim to break down any perceived barriers to engagement and explain how easy it is to register for opportunities. 

We encourage our lead suppliers to actively subcontract to small local businesses. e.g. 50 new opportunities for local people were created through our office redevelopment programme; also when awarding the B&NES casino licence, we ensured that 100% local procurement was achieved, which will not only strengthen the local supply capability but also increase local employment opportunities.

We cut down the paperwork and the time it takes to secure opportunities through common regional electronic documentation and proactively contact registered contractors to discuss opportunities in advance rather than them having to take time out to contact us.




	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):

Our website provides extensive information about our approach, intentions and opportunities to trade with the Council. We work with suppliers to jointly design solutions and are open with them on how they can work with us. Our investments in analytical systems help us to become an ‘intelligent client’ particularly in developing marketplaces. 

Our free portal has over 15,000 registered suppliers. The E-Tendering package is operated at nil cost to suppliers, reducing overall costs for all and ensuring openness and transparency. We issue PIN Notices, which are picked up and republished by trade publications and representative organisations. Bidders often give feedback that these prompted their engagement.

Through established business engagement practices a number of local small business networks have been supported in their development. The Keynsham Industrial Alliance was set up with advice and guidance from the Council in the organisation and management of a business to business network. This network now comprises over 80 Keynsham Industrial Business or varying specialisms and sizes. 

Supporting these networks provides greater opportunity to advertise procurement opportunities and coordinate activities such as meet the buyer events (as we did with the Keynsham Town Hall Regeneration programme). The Council can now access a wider range of small businesses at no extra costs internally. These organisations also enable local supply chain development both with the Council and the wider B&NES business community.

Our central focus is therefore on actively engaging and listening to our local communities, including small business communities, as well as users of the service. 


	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):

Our investment in analytical tools means that we have a good understanding of the types of businesses we engage and the areas of our supply chain which are under-represented in terms of smaller businesses.

Almost half of our suppliers are SME’s and of these almost 70% are locally based *. SME’s have a particularly strong share of our Care sector expenditure and account for over a third of our total annual external expenditure through SME’s. Works and construction SME’s take up just under 16% of our annual expenditure and Consultancy firms, Environmental Service Companies and Public Transport operators have all succeeded in winning contracts of between 5% and 8% of our total annual expenditure in the SME sector.  

When planning future procurement and commissioning activities we use this information to see where we think improvements can be made to the supply chain either directly or by recruiting smaller suppliers through the prime contractors. 

* Taken from B&NES analysis of supplier post codes 2013 and Atamis/Spikes Cavell analytics




	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): 

Participating in procurement processes can be seen as costly for small business. We work hard to break down perceived barriers and package opportunities so that our processes are open for all, at the lowest cost possible.

Our simplified processes for non-EU contracts mean SME’s need only register once to receive information about forthcoming opportunities. We have developed common templates with our neighbouring Authorities for pre-qualification, simplified to be proportionate to the needs of lower value procurement projects. Changes to our procurement processes have resulted in saving businesses time and effort on non-productive sales calls and in completing pre-contract documentation, making doing business with the Council more viable.

We run workshops to assist SME’s understand procurement processes and explain why certain procedures are carried out. Service areas work closely to maximise opportunities and we’ve produced guidance to help businesses new to public procurement successfully bid for work 

We encourage staff to listen and engage with suppliers prior to running procurement exercises to drive innovation, ensure opportunities for creating smaller SME lots are not missed, and to include consideration for directly appointed suppliers to work with SME’s as sub-contractors in the supply chain. We pay all suppliers promptly in accordance with agreed payment periods and actively monitor compliance through our corporate performance management arrangements. 

We ensure that detailed feedback is given to unsuccessful bidders, even though this isn’t a legal requirement, to help businesses improve their opportunities to secure more work not only from us but from other public sector organisations too.





	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): 
· To constantly challenge the need for information as part of established procurement processes. Is it really relevant and proportionate to the decision that needs to be made? 
· To listen and engage with local small business communities. There are misunderstandings on both sides and improved communication can only make things better.
· Recognition that big isn’t always best and that forward looking small businesses can often contribute innovative solutions to needs, they can usually move more quickly and work more flexibly and can cost considerably less



	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): 

Implementation of the Localism Bill and the Social Value Act provides opportunities to encourage staff to think more about how they can benefit from involving SME’s. This is a major change to the way in which bids will be evaluated in future and give full consideration to the Social well-being of the community.

In practical terms this means setting minimum standards for Social Value so that both services and businesses actively consider how they will support our local objectives, ensuring the focus is on the customer and the citizen, linked to the social, economic and environmental wellbeing of the area.




	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 innovative work was in relation to a project where the Council had to take a radical enabling role due to the absence of an identified local market place and no active community input (or social value) in the potential benefits. A traditional approach from a procurement exercise would have left us either dealing with a large conglomerate from another region and few community benefits or having to deliver the project ourselves. 
The results have been spectacular with award-winning outcomes and a new social enterprise becoming financially sustainable within two years and further private investment in new projects:
· B&NES draft Core Strategy contains ambitious renewable energy targets for the area.
· We considered a different role for the Council; working with the Transition Bath Energy Group we planned to deliver these targets through community based energy projects. 
· A new social enterprise, Bath & West Community Energy was set up, with the main aim focused around initiating sustainable energy products delivered with a strong community input. A significant share of the profits goes into a Community Fund, which is used to finance further local sustainable energy projects.
· BWCE’s initial target was to develop and finance 1.5 MW of local energy projects – enough to provide electricity for 1000 houses – and raise £5 million to finance these through community share offers, bank loans and financial partnerships.
· In the absence of a marketplace the Council worked with BWCE to find new ways to stimulate and support new social enterprises –with a set of objectives closely aligned with the Sustainable Community Strategy aspirations.
· An innovative ‘cooperation agreement’ with BWCE was deliberately designed to give both sides comfort in terms of the evolving working relationship and which challenged more traditional and bureaucratic arrangements – our objective was to minimise the administrative burden to the social enterprise. This enables Council support across departments; raises BWCE’s profile with local politicians and allows dialogue over future joint project development and investment. 
· A key driver behind the agreement was to find new and financially viable ways of delivering outcomes through a local community model. This arrangement has directly enabled or contributed to the following:
· The installation of Solar Photo Volactic (PV) roofs on 5 local schools and 1 rugby club, reducing their energy costs and carbon emissions;
· BWCE securing their first £1million loan from Scottish & Southern Energy (SSE);
· Launch of BWCE first community share offer for PV projects, which went on to raise £720K – at the time the highest amount raised for PV investment via community shares;
· BWCE being awarded ‘Best Community Initiative’ at the Regen SW Green Energy Awards in 2012;
· BWCE have installed more projects in the community over the last year and have secured a £100K grant from the Council which has been matched and doubled by SSE to put BWCE on a financially sustainable footing and enable them to attract further capital investment for more projects (in the pipeline now: several wind turbine, hydro and larger scale PV projects)



