‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Worcestershire County 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?

	Circa 50% by spend
	Circa £160 million


	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):

Our Corporate Plan, entitled Future Fit, clearly states that we propose 'to adopt a lead role in promoting localism and opportunities to local small and medium sized enterprises.'
In order to ensure that Worcestershire has a strong and diverse economy the Procurement Strategy will continue to engage with and support local companies and organisations to do business with the Council. This is reflected in our estimation that about 80% of our third party spend ends up within the local economy and 77% of our suppliers are SMEs.

Since 2008 we have run annual "Meet the Buyer" events in conjunction with the local Chamber of Commerce and the Federation of Small Businesses. 

The events give businesses the opportunity to speak directly to buyers and find out how to become a supplier. Real life examples of local SMEs that have won contracts with us are showcased, to provide advice and encouragement to others.
We frequently break down contracts into smaller lots to attract bids from small businesses. A recent example is domiciliary care contracts. It was agreed to re-procure the larger block contracts as 16 smaller zones, covering specific post codes across the County and enabling us to develop close working relationships with these providers. Local knowledge was included as a key element of the tender evaluation criteria, specifically to encourage bids from local 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):

We regularly advertise supplier 'Open Days' and invitations for informal 1-to-1 discussions at an early stage in the development of specifications for upcoming procurements. 
These opportunities allow businesses to shape the specification and give them early notification of potential contract opportunities. For example, with our Assistive Technology tender, we undertook a number of discussions with a variety of providers before invitation to tender stage. 
We advertise opportunities through our online eTendering Portal. Where appropriate, we also use the local press, the Chamber of Commerce, Federation of Small Businesses and other local networks to ensure we reach SMEs. 
Council opportunities are automatically posted on Finditinworcestershire (FIIW), an online business community which aims to boost the area's economy by giving local businesses (including social enterprises and voluntary and community sector organisations) the support and contacts they need to pitch for and win bigger contracts.

Each year, FIIW organises an event focusing on public and private sector procurement. Guest speakers advise on procedures and share tips for success, while attendees have the opportunity to raise queries and network.
FIIW also hosts monthly networking events, including "meet-the-buyer" events with our prime contractors. At these events, procurement managers explain their forthcoming projects, opportunities and procurement processes to audiences of over 100 local businesses. Attendees can meet these "buyers" for a 5 minute one-to-one meeting, to present their goods and services directly. 
In addition, prime contractors advertise opportunities on FIIW. During the last few months this has included £20 million worth of contracts.


	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 most recent spend analysis survey identified that 77% of our suppliers, who account for approximately 50% of our spend, are SMEs. This is excellent progress and exceeds the Government's target that 25% of spend should go to SMEs by March 2015. 

Our Procurement Team have undertaken their own analysis starting from the opposite end of the process, to determine what expenditure does not end up within Worcestershire. The analysis found that about 80% of our third party spend is done with businesses based within "the local economy".  We measure this through spend analysis and it is published on the procurement website in the Procurement Strategy and in reports to member groups.

We also work closely with prime contractors to ensure that the 'Worcestershire pound' is spent multi times within the local economy. 
A recent analysis of our largest contract with Ringway for highways maintenance services revealed that in 2011, 83% of the Council's expenditure with Ringway was spent locally. This accounts for approximately £25m per annum. Working in partnership with our larger contractors to open up their supply chain to smaller businesses has proved particularly effective in delivering benefits.



	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 implemented a number of objectives to support SMEs, including:

• Reducing information we ask from suppliers

• Splitting contracts into lots where possible, without adding additional cost

• Prioritising local expertise and knowledge

• Seeking innovation and market shaping

• Eliminating the use of Pre-qualification Questionnaires for anything but the most complex contracts
• Encouraging SMEs to form consortia to bid for larger contracts
• Issuing tenders in plain English
• Producing ‘How to do business’ guides

• Ensuring suppliers are aware of opportunities via channels such as:
- Our e-tendering portal

- Finditinworcestershire

- Local press

- Chamber of Commerce

- Federation of Small Businesses

- Rural Shops Alliance

- Open days and ‘Meet the Buyer’ events

To enable suppliers to innovate, we ensure that specifications are output based. We outline what we require in terms of the service and invite suppliers to design the solution. 
Many small businesses find that they are prevented from tendering because they have been excluded at PQQ stage. We have removed this obstacle by eliminating the use of PQQs on almost all procurements.
We recognise the importance of cash flow for small businesses. We have adopted the Government's commitment to prompt payment and pay all undisputed invoices within 10 days. 
We recognise debriefing and feedback is important, mainly because it helps suppliers to improve their competitive performance. We offer feedback to all unsuccessful bidders as a matter of policy. This can be provided either 1-to-1, over the phone or written.



	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): 

We recognise that when contracts are broken or divided into parts, this enables smaller businesses to bid for tenders. 
Our Procurement Code provides staff with appropriate guidance on contract sizing and states 'consideration should be given to the appropriate sizing of the contract…disaggregation may offer opportunities for different sorts of providers, such as SMEs, to bid.'
One example of this was our approach to tendering our cleaning contract for over 100 corporate buildings. By dividing this opportunity into 15 geographical lots, over half of the 24 tenders received were local to Worcestershire.



	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 currently working with the Federation of Small Businesses, Social Enterprise West Midlands and the local voluntary and community sector to develop a process whereby organisations can 'pre-register' and provide organisational level information (as required for any tender), which could then be updated annually on a database. 

This would save significant time and resource for the Council and individual organisations. It would also help facilitate consortium bids and partnership working as any pre-registered organisation would have already demonstrated that they have the required processes and procedures in place.



	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):

Where possible, we divide a contract up into parts in order to enable smaller businesses to bid for tenders. A recent example of a contract which had been disaggregated are the domiciliary care contract arrangements.   These contracts were previously based on seven geographical areas and had seven 'block' contracts with six providers each of which were guaranteed a fixed number of hours. 

The Council recognised the importance of the Localism agenda and the benefits of working with smaller businesses with local knowledge and experience and wanted to give the opportunity to local domiciliary care providers to bid for contracts for services in the area local to them.  In order to do this it was agreed to re-procure the larger block contracts as 16 smaller zones covering specific post codes across the County. The contract for each zone would offer a single provider the opportunity to provide up to 50% of the care required in that zone and would enable the Council to develop close working relationships with these providers.   Local knowledge was included as one of the tender evaluation criteria.  The other 50% of the market would be provided through framework contracts with a range of locally based providers.
One of the successful providers based in Worcestershire was at the time a small local provider whose success was partly due to the local knowledge they could evidence regarding the more rural areas of the County and how they could manage the difficulties this could bring.  The zone contract they were successful in winning was a particularly rural area where we had previously encountered difficulty in engaging with providers. The evaluation process took local knowledge and understanding into account.  The advantages of this were evident in the recent snowy weather when the provider did not require the services of the County's four by four emergency vehicle team because they had developed their own.




