‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: East Riding of Yorkshire Council


	Contact Name: 

Telephone: 
Email: 


	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?

	67%
	70%


	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):
Stimulating local markets and achieving community benefits through a proactive discourse with SME and third sector businesses is a key priority for this Council and is embedded within our procurement policy and strategy.  This driver permeates throughout our entire commissioning and procurement processes and includes a wide variety of activities:
· Early involvement of potential bidders during the commissioning phase and in the subsequent development of contract specifications;
· ‘Meet the Buyer’ events’ including Enterprise Europe and Business Link events to encourage networking, promote business opportunities and explain the tendering process;
· ‘Bidder days’ designed to share information and stimulate innovative solutions;
· Access to new business opportunities through a link on the Council’s website to a dedicated ‘free to use’ procurement web portal;
· Targeted marketing campaigns and press releases to raise awareness about emerging business opportunities;
· Care Sector Forum and workshops for potential providers to discuss new initiatives and provide a support network for businesses;
· Support to businesses through the Local Enterprise Partnership in the preparation of business cases/plans and to a comprehensive support network.
Contracts are broken down into smaller lots or divided into value bands to provide greater opportunities for local SMEs with lower turnover and financial capacity to successfully bid for business.  In addition, reduced requirements are placed on lower value banded lots to minimise bidding effort. 

	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):
· Contract opportunities are primarily advertised and promoted on East Riding Contracts Finder (ERCF), a dedicated ‘free to use’ procurement web portal, accessible via the Council’s website.
· ERCF ensures full visibility of the Council’s procurement needs, is fully electronic – which eases the procurement process – and allows potential suppliers to an register interest and receive alerts about opportunities for areas of interest to them.
· Soft market testing is used to help us formulate business cases for procurement and raise market awareness with SMEs. 
· Early involvement of potential bidders during the commissioning phase and in the subsequent development of contract specifications.
· Care Sector Forum used to publicise new initiatives and raise awareness of four year service plan.
· ‘Meet the Buyer’ events’ including Enterprise Europe and Business Link events are used to promote business opportunities and explain the tendering process.
· Project bank accounts used for construction works where there is a high value of sub-contracted element to ensure prompt and fair payment to SME’s. 
· Construction Supply Chain Engagement Programme (SCEP) developed to engage with our SME construction supply chain.  This gives SCEP members visibility of our forward pipeline of work including when events are held by main contractors who have been awarded contracts to discuss their intended sub-contractor packages.
· Tier one construction partners are required to participate in open events where small firms are given the opportunity to apply to join their sub-contract lists.




	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):
· A comprehensive vendor spend analysis has been completed annually since 2005 and is used inter alia to measure and monitor spend with SMEs.  The rolling average spend with SMEs year on year is 64%. 

· Spend analysis is used to inform the Council’s procurement transformation project, procurement category strategies and with the regular review and subsequent development of our corporate procurement policy and strategy.
· Construction is our largest category of spend and the procurement strategy adopted has helped to drive spend with SMEs to circa 90% on our main building contractors framework agreement.
· We undertake comparative benchmarking with other members of the Yorkshire and Humber strategic procurement group.
· Spend analysis data for transactions over £500 is published monthly on our website
· Details of contract awards are published on our website.
· Through our Supply Chain Engagement Programme (SCEP) we measure SME engagement in terms of supplier/ sub-contractor assists and intensive assists.
· We include specific key performance indicators for SMEs in appropriate contracts. 


	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): 
· Our Contract Procedure Rules advocate a practical risk-based approach to minimise pre-qualification requirements for small businesses. 
· Procurement documents are tailored to encourage and support SMEs participation.
· We hold tender briefing events for potential suppliers to explain our requirements and provide guidance for them on how to complete procurement documents.
· We recognise and value the importance of supplier diversity and actively work with local community groups to raise awareness of opportunities and draw the benefits of local knowledge into the supply chain.

· Innovation is promoted through the Care Sector Forum.
· Payment for care home and domiciliary care contracts is within 10 working days of invoice receipt to assist small businesses with their cash flow.
· We actively promote and work with construction suppliers to employ local firms for subcontract packages.

· We are members of the Publicly Available Specification (PAS) 91 national working group which aims to streamline the pre-qualification process. 
· For low value procurements we make use of Constructionline.
· We are members of the Project Bank Accounts users group, chaired by the Cabinet Office and we follow the principles of the Fair payment charter.  We are introducing PBA’s on our major projects, a recent example being the £8.5m A164 Humber Bridge to Beverley upgrade. 

· We always give businesses feedback on their submissions and have face to face debriefing meetings where required.

· We work with our tier one main contractors to promote innovative bids from their supply chains.

· We conduct surveys of our procurement performance.



	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): 

· Ensure that you allocate sufficient time and resources to enable effective supplier engagement and management to happen.
· To be open, accessible and provide clear guidance on the processes and systems we use.
· To network with suppliers so that they know who they can speak to if they have any innovative ideas or need help with the procurement process.
· That long term collaborative relationships with small firms work well, assisting them with their business continuity planning and providing us with preferred client status.
· Early involvement of partners allows the supply chain to innovate.


	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): 

Building from an impressive base position we will continue to drive forward investment in a wide range of initiatives to encourage and support SME and third sector businesses. We also intend to:

· Develop Care Sector workshops to build SME tendering capability. 

· Introduce PAS 91 to streamline the bidding process for construction organisations.
· Establish a ‘Supplier Insight’ database, allowing us to identify key supplier types and their preferred contact methods.

· Investigate the appointment of a dedicated office for SME engagement working across service boundaries with the Economic Development service and LEP partners.
  


	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 adopt a range of procurement strategies designed to encourage and support SME and third sector businesses whilst ensuring that social value is maximised and value for money is achieved. 
· We have developed a series of framework agreements and term contracts where long term relationships are desirable and economies of scale are possible. 
· We have established a sub-regional framework agreement for multi-functional devices with a locally based SME rather than use a national framework agreement. As well as providing a first class service this arrangement has delivered a source of local employment, a commitment to recruit more apprentices and a significant cost saving compared to the national deals.
· We have led on the development of a number of regional procurement arrangements including developing four construction frameworks to cover the Yorkshire and Humber area: 
i) YORbuild Building Contractors Framework; 
ii) YORcivil Civil Engineering Contractors Framework; 
iii) YORconsult Consultants Framework; 
iv) EN Procure Building Trades Contractors Framework. 
These procurements were split geographically and into value bands to maximise the chances of local SME’s being successful.  For example In the East area 71% of the firms appointed to YORbuild are SME’s and 76% of firms appointed to EN Procure are SMEs. These frameworks have achieved cost savings from economies of scale and innovation from early engagement.
· We include a contractual requirement to deliver employment and skills outputs on every medium to large construction project, with a strong emphasis on the employment of apprentices and progression into work. Output targets are modified on each project to address particular issues within an area e.g. NEET’s.
· We operate approved lists for smaller projects where cutting out the middle man leads to cost savings. 



