‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Uttlesford District 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?

	Working practices in this period do not differentiate spend by size of businesses.  However 75% of businesses within the District have less than 50 employees and 4% of spend is within the District.
	Data is not currently being gathered, although it is an initiative in our Procurement Strategy for 2013/14.
Spend within the District should increase from 4% as a result of a requirement that where quotations are obtained, at least one shall be a local business.


	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 supports ‘Meet the Buyer’ events which are hosted by the Federation of Small Businesses and Chambers of Commerce and recently gave a presentation on ‘How to win Tenders’ during a Business Breakfast meeting.

Good communication and liaison with business groups (such as Stansted Chamber of Commerce) via the Economic Development Strategy and Town Centre Management groups takes place on a regular basis.
The Council has set the threshold at which contracts need to be put out to tender at £50,000. As a result, in a high percentage of our contracts completely avoid the need to go through the tendering process, allowing engagement with small businesses on a ‘quotation only’ basis and alleviating potentially onerous requirements on prospective providers. 
The Council’s procurement strategy always considers SMEs and takes into account the potential conflict that collaboration might bring so it can take steps to mitigate this at the commissioning stage. The principles of the Public Services (Social Value) Act are applied to all procurement exercises wherever possible.
The Council’s 2013/14 Procurement strategy requires the collection of data to enable the reporting of business dealings by category. Last year 4% of spend was local.  Of approx 2,500 businesses in the district, 75% have less than 50 employees whilst less than 0.3% have over 200 employees.

Working practices are being constantly reviewed and enhanced to remove any requirements that may disadvantage SMEs.



	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):

The Council’s procurement strategy, including the programme of work for the financial year ahead, is published on its website.  The Contracts Register, which is also available from the website, provides business opportunities for SMEs by giving advance notification of when existing contracts are due to expire.
Tendering opportunities are made available on the PAE (Procurement Agency for Essex) website, via Contracts Finder and through the Council’s recently appointed Economic Development Officer.




	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 are implementing data gathering in conjunction with a new purchase order system which will allow for analysis of spend by category and by size of supplier.  This will be used to inform decision makers when commissioning services and preparing for procurement.

The Council publishes information on how much it spends with suppliers on its web-site. 
Since July 2012 details of all transactions exceeding £250 are published. Previously only transactions over £500 were made public.



	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 do not initiate a full tendering process for any contract worth less than £50,000. This allows engagement with SMEs on a ‘quotation only basis’ and alleviates potentially onerous requirements being made of prospective providers.  

Where a pre-qualification questionnaire (PQQ) is required applicants are able to have any previous PQQ they have submitted taken into account, either in its entirety or in part. This negates the need to complete and submit multiple applications and enables potential suppliers to re-submit any part of a PQQ after taking on board constructive feedback.

The Council’s policy is to pay all invoices within 30 days of receipt however the average time taken is 14 days.

The Council also has a clause in its tendered contracts that require main contractors to comply with this requirement where they in turn engage sub-contractors.
In 2010, the Council recognised that procurement, being undertaken on their behalf by another local authority was failing to meet strategic objectives and took the decision to terminate the relationship.  They have since appointed a Procurement Manager who is addressing many of these areas.
Decision notices always give detailed information in relation to tender evaluation as well as offering the opportunity for detailed feedback.  Where credit references have been used as part of the process they have spoken directly with bidders to advise how they can improve their rating. In one recent instance a sole trader significantly improved its rating as a result and called to thank us for facilitating this dialogue.



	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): 

Small businesses often do not have the capacity to exploit the opportunity to win local authority business.  We want to make it as simple as possible for them to do so in Uttlesford.  We consider the use of social media is important in communicating with local small businesses.  We plan to feature our small business suppliers on the Council’s website so that similar businesses can see that their peers have been successful.



	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): 

Officers met recently with the National Federation of Builders to see how the two parties could work together to address concerns regarding the use of financial checks on SMEs.  
Explore the potential to use “days beyond terms” in financial evaluations as a selection criterion where the resulting supply chain will include small businesses to improve cash flow.
A ‘Meet the Buyer’ event is being staged in the near future where main contractors are invited as buyers so our local supply market can meet and engage with them.
Use the “Solution Exchange” web site hosted by Cabinet Office to identify trends



	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):

We have recently awarded a £3.4m construction contract which requires 80 per cent of the supply chain to be sourced locally. A jointly hosted ‘open door’ event will be staged in the near future to publicise this. The event will run into the evening and provide SMEs with an opportunity to meet Council officers “out of hours” when it might otherwise be difficult for them to attend.




