‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Kent 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?

	52% First Tier (As below we are working to increase 2nd Tier)
	We have been showing a gradual improvement year on year so we would anticipate an increase in first tier but more of an increase in second tier.


	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:
Kent County Council (KCC) has laid out its overall strategic direction in Bold Steps for Kent we have three Ambitions the first is

“To help the Kent economy grow - We must support and facilitate new growth in the Kent economy by delivering the priorities in our regeneration framework Unlocking Kent’s Potential, by delivering new housing and new infrastructure and by working with key business sectors. “

Procurement is seen as a key driver for delivering support to Kent SMEs and this is reflected in the16 priorities we have to deliver the Ambitions, number one of these is:
Improve how we procure and commission services
Help the Kent Economy Grow through helping local business to realise their full potential
Although these ambitions and priorities do not say SME by default using local suppliers and stimulating the local economy will focus on SMEs and the voluntary sector.
KCC has a VCS Board which brings together key officers from across the Council including Procurement to focus on communication with the voluntary sector.
Local businesses are engaged generally through Chambers of Commerce and other local trade bodies, the KCC Procurement Team have addressed Kent Branch of the Institute of Directors, Kent Ambassadors and Kent Business Forum in the last few months.

KCC prepare Procurement Plans for all expenditure over £50k which must address how we are going to support Kent Business, for tenders over £1m, high risk or politically sensitive must be approved by the Procurement Board which comprises of the KCCs most senior officers and members and they will not approve any plan that does not incorporate supporting Kent Business.


	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:
Supplier engagement is key to any procurement process and at KCC we endeavour to consult with potential suppliers before we develop our specification and strategy.

A recent example of this is our recent Coroners Removal Tender, where we contacted the two undertakers trade bodies and then contacted their members to ensure they were aware of the upcoming tender which we let in 12 lots, which both best value for money because transport costs were minimised and encouraged SME involvement.
KCC have recently moved away from the SE Business Portal for advertising our contracts because it was felt that it was not encouraging SMEs and local business.

[image: image1.png]VLA x &8

B0 @ Ow-guw-”

Kent Business Portal

Porai ks Welcome to the Kent Business Portal
ome ot o the hag oot

[ — g atntes s coms e "

OpparnesSts o e

Canc e
Prcansst Oppoiats

Subconacing Opsruntes

« Ragstar e o ecehe st
rebmans o sepotinies

« Clkcon Opponmues 1 v cursnt
Contrct oporunies ahonised

e g s

Gk o Cortre S o s 1
Comtacs coranty e by e
paricaig auhories

B o U st o et
s e syt and reparly
s estans

UserGustes

Prcaniact
Loga

stone

Kent ke
o} Services

thanet

() Commercial =

Coun





In October we set up the Kent Business Portal (kentbusinessportal.org.uk), we have made this free to use for any Kent based Public Body and current users include several District Councils and the Fire Brigade, all KCCs advertised tenders utilise this portal.  
We have encouraged local suppliers to register and of the 1,740 registered suppliers 1,200 of which are Kent based suppliers, registered suppliers are automatically notified by email of any advertisements that are in the category they are interested in.
Another benefit of the portal is that our prime contractors can advertise there subcontract opportunities, we are currently tendering our Facilities Management Contract (£20m/annum) which we have broken down into three lots as part of this tender we will be requiring all sub packages to be advertised on the Kent Business Portal.
Working with the Districts and other users of the portal as well as with local suppliers we are looking to develop it further.


	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:
KCC use a Category Management approach to procurement which starts with a spend analysis we have and external data analyser who provides information on size, type and location of businesses which we can use to support our approach to the market.
Each spend category has a strategy which of course addresses supporting local business an example of this is taxis where are spend analysis showed a spend of £18million/annum with 256 separate companies, this clearly did not demonstrate best value as many of the companies had single orders.  We are currently tendering for an ad-hoc taxi contract, which will be divided by District with 3 companies giving up to 36 local SMEs sustainable business and delivering best value for KCC.

All of KCCs contracts over £50k are published on the Kent Business Portal, all invoices over £250 are published monthly on kent.gov.uk. 



	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:
All departments are encouraged to advertise smaller value contracts on the Kent Business Portal, a short tender form to use for small tenders is available on the Procurement Intranet page.
We have relaxed the requirement for financial checks on suppliers and apply on a risk based approach i.e. low risk low value contracts no financial checks required.

All of our processes which are under review and being updated, since the creation of the central procurement team a year ago are based on risk, with much simplified processes for low value low risk procurements.
We engage with the market to encourage innovation we actively use Prior Information Notices (PIN) through OJEU we also advertise on our Portal for smaller contracts, recent examples of this are Parenting Support Contract where we advertised and then held an information day to inform and encourage the suppliers and potential suppliers in the market.
We support and encourage the voluntary sector through training and have recently funded the Kent and Medway Care Alliance to deliver training on our behalf to the voluntary sector to make them more able to deliver KCC’s requirements.
KCC have a contractual 30 day payment term, but a target of paying in 20 days which we achieve for 83% of invoices, all our contracts have a requirement for any sub-contractors to be paid within 30 days.

With the introduction of the central procurement team poor procurement is being reduced by better controls, guidance, processes and proactive procurement activity by the procurement team.
We have just started to ask our suppliers at the end of each tender what they thought of the tender process, we provide full breakdowns of tender results and offer feedback to suppliers.



	What have you learnt from your procurement approach with small businesses that could most benefit your Local Authority peers?

	Response:
At KCC we seek to work within the rules, but innovatively our DPS example below is an example of this.

We don’t do what is easy for procurement, but what gives the best result for Kent, this may mean having shorter contract periods than the norm in local government, not using national frameworks and splitting contracts into smaller lots, our advice to others would be to look at things differently as if you had never done them before all the time considering SME’s.
Our Category Management approach allows procurement to take a proactive view across Directorates and ensure that our strategies both deliver best value and support Kent Business, our advice to others is that by planning better procurement results can be achieved which include supporting SMEs.



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

	Response:
We are working with The University of Kent to develop training and support for SMEs working jointly with our neighbouring unitary authority Medway.
We believe that engaging with the University will bring new thinking and ideas to local government, as they have been working with Tesco and many other private sector organisations in developing their local supply chains.

We will further develop the Kent Business Portal to be a key link between KCC and local business, by using to provide information, opportunities and to get feed back.
Having our own local portal will allow us to focus on Kent and work with our local suppliers to develop it to further support our SMEs.



	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: 
The example below is our innovative use of Dynamic Purchasing System, which is an EU approved method of procurement designed for procuring commodity items.

KCC realised this could utilised to solve our problem in outsourcing our Youth Services where we wanted many small local mainly VCS suppliers to deliver small local contracts running youth centres etc. it also unlike a framework was not a one off selection of suppliers but allowed entry on to the approved list at any time as long as the entry criteria were met.
The outcome is described below:

Kent County Council Youth Service - innovative and inclusive commissioning

KCC’s innovative process has secured contracts with a range of VCS providers to deliver youth activities that respond to local needs and achieve the required savings. 128 diverse providers expressed interest, and 55 tenders were received, including from consortiums of smaller groups collaborating together. 23 of the 24 successful organisations are Kent based. Barriers for small organisations were removed by asking potential providers to complete a simple questionnaire to apply to join a dynamic purchasing system.  In addition, 30% of the tender score was based on how the organisation would actively engage young people, incorporating social value. 

Local Members and young people were heavily involved in the process. ‘Locality Boards’ comprising of County and District Members used local knowledge to identify priorities in each district area, which shaped the contracts. Locality Boards and young people also influenced how available funding should be allocated, and evaluated the tenders. 

Responding to need in the sector, KCC held a conference and training sessions for potential providers to help them understand the commissioning opportunities and procurement processes. By offering peppercorn or subsidised rents, KCC has made it possible for small organisations to take over Youth Service buildings as part of the contracts, and the three year term provides a sustainable base for groups to access other funding sources.




