
[bookmark: OLE_LINK1][bookmark: OLE_LINK2]‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Southend-on-Sea Borough 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%
	45%-50%



	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):

· Proactively engage with third sector regarding procurement and commissioning via a coordinated approach through SAVS (Southend Association of Voluntary Services)
· Seek to engage and equip the third sector to be procurement ready through delivering workshops including how to tender and develop winning bids.
· Engage with SMEs regarding procurement practices, opportunities and solutions through a specific ‘Meet the Buyer’ events, (supported by public-sector procurement) deliver preparation workshops which are open to SMEs and the third sector.
· Transparent about our procurement, open to dialogue about local supply chains Procurement is a regular item discussed at Southend Business Partnership briefings where businesses have the opportunity to raise queries with senior council officers and politicians.
· The Southend Business Partnership Executive group has focussed on procurement and maximising the impact of opportunities locally
· Business survey Oct/Nov 2012 asked businesses if ever tendered for a public sector contract , ensuring support for those who haven’t done so to equip them to tender in the future.
· Low Carbon Business Programme promotes the positive impact of good environmental policies and procedures to improve scoring during a tender process equipping SMEs with knowledge and support to develop and implement them
· Facilitating the creation of consortia to deliver supporting people services
· At tender development stage we analyse the market and capacity of local and small businesses to deliver the work and where appropriate we develop lots in our tenders which creates opportunities for SME’s to bid and win work, this has been particularly the case in our social care contracts.



	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):

· ‘Meet the Buyer’ (next on will be 22nd May 2013 at the Skylark hotel)
· Voluntary and Community Sector (VCS) representatives sit on various Council/Partnership boards/steering groups
· Advertise tenders on the SBC website, OJEU, the central government website Contracts Finder, SAVS newsletter, local press and we email our local contacts.
· SAVS & Voluntary and Community Sector Relationship Manager - inform groups on their databases of tenders available to VCS groups
· When preparing to tender social care opportunities, we ensure that all local providers who could deliver the service are aware that they are coming up. We send them the link to our website. We have good links in with all care providers and distribution lists already set up to ease communication
· As part of the tender process we hold market engagement events as we have with our mental health and learning disability tenders during 2012-13. We followed these up with a speed dating format so that providers could share details and consider options around partnership or consortia arrangements.
· Pro-active commissioning strategy focusing on encouraging and including SME’s
· Information on contract spend is available in our contract register which is actively promoted to SME’s
· Published a list of contacts on our website for all the goods and services we buy, meaning SME’s can go direct to the right person when marketing their goods and services
· Hold quarterly provider forums and an annual inclusive event where we set out the following year’s intentions with regards to procurement exercises




	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):

· As part of our market analysis and tender review process we have a strong understanding of the capacity of the local and SME market for supplying goods and services to the council.
· We use the Business Surveys to understand the needs of our Local Businesses and if they have tendered for work, where the answer is no – we establish if with appropriate support they would consider tendering 42% in the Oct/Nov 2012 survey confirmed they would, thus the surveys help us target businesses for ‘Meet the Buyer’ event which bring together not just the local authority but other businesses within the area
· As part of our internal procurement community workshop we promote the use of SME’s where appropriate for sourcing our goods and services
· We collect information in our business survey about whether SMEs have tried to tender or not – and this can be viewed by size, sector, location in Southend etc so be able to identify areas where we would wish to see greater engagement
· We respond to feedback from ‘Meet the Buyer’ events as to what would be useful to assist SMEs engage more with tender opportunities
· We report all our spend on Central Government contracts Finder, allowing businesses to understand our activity, value and frequency of procuring – thus helping them to target current and future opportunities




	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): 

· Tender thresholds have been designed to make it as easy as possible for SME’s to win work with only quotes required for purchases up to £50,000.
· With smaller grants that we have bid for we have simplified the process and have set out a specification and funding range and then asked bidders to submit a 3 page summary of how they’d deliver against the specification along with costings.
· Provide SMEs with greater access to government procurement opportunities through more targeted communication and transparency of procurement opportunities. A major step in helping SMEs to access government business is that we always aim to simplify sourcing mechanisms (such as tendering) and contract terms and conditions. Evidenced within the contract for the Really Smart House Project with a requirement to include 70 SMEs within the contract.
· Hold discussions with providers to help update needs data before we go to the market. These forums ensure that our local providers, of which many are from the voluntary and community sector (VCS), are aware of our future tenders and so they can prepare. 
· We have a VCS representative on our Supporting People Core Strategic Group (CSG) that links to SAVs (Southend Association of Voluntary Services) and this ensures that there’s input with regards to any major decisions that we take around commissioning and procurement and ensures a clear line of communication between the commissioner and the market, to further this we also have two provider reps on the CSG who ensure the provider forum is informed. 




	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): 

· Provided full feedback at each stage (to successful and unsuccessful bidders). A small local provider found the through feedback extremely useful given they had others tenders they were bidding for at the time
· Engage the market as early as possible so providers can help shape the Specification and clarify what they’d need to put together a comprehensive bid
· Use innovative approaches to develop partnerships and consortia bids- Speed Dating Events, regular Market Engagement Events, a thriving Provider Forum, & advertising opportunities to access grants to support consortia bids where possible
· Setting technical questions that test innovation, wider local benefits and investment, local partnerships and knowledge
· Ensuring that the specification isn’t too prescriptive so that innovation and added value can be offered by bidders





	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): 

· Working with our Provider Forum to look at ways of them collectively improving value for money (shared bank staff, shared training opportunities, joint procurement of goods and services (i.e. stationery, security, agency staff)
· Holding surgeries on projects were we are carrying out innovative technologies funded by external sources which encourage the use of SMEs to participate or they are required as part of the funding application.
· Implementing Dynamic Purchasing systems for the purchase of social care. The system provides easy access to entering the market and greater opportunity to bid without having to fill in lengthy tender documents. The total electronic system provides, openness, transparency and a level playing field 




	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):

The “Meet the Buyer Event” in 2012 was hugely successful in helping a major business within the Southend area to source two of their cleaning suppliers from the event and the possibility of a third provider for training (due to commercial sensitivity – we are unable to name the businesses).

Recent Surveys have identified that 2/3 rd’s of businesses who attended the meet the buyer event are following up leads as a result of that event. 89% of attendees asked to be made aware of similar events in the future.

Statement from Essex Chambers of Commerce


		

	SME PROCUREMENT OPPORTUNITIES 

Essex Chambers of Commerce and Southend Borough Council have worked closely together over the last few years to improve opportunities for major companies working locally to obtain goods and services through locally based suppliers.
  
There have been many networking and private events held to allow SMEs to have direct contact with senior representatives from larger organisations.

More specifically, Southend Borough Council commissioned a ‘Meet the Buyers’ event in May 2012 which allowed SMEs to meet directly with procurement teams from several large organisations through ‘one to one’ interviews. 
 
This proved so popular with both Buyers and Suppliers alike, that a similar event is planned to take place this year and will be enhanced by a Southend Business Showcase to run alongside the Meet the Buyers event.



	
Head of Business Development 
Essex Chambers of Commerce
2nd Floor Viscount House
London Southend Airport
Southend-on-Sea
Essex, SS2 6YF



W http://www.essexchambers.co.uk
	



	Follow us on Facebook:
Follow us on Twitter:

Registered Office:
  
	https://www.facebook.com/EssexChambers
http://twitter.com/#!/EssexChambers

Essex Chambers of Commerce & Industry Ltd
8 & 9 St Peters Court, Colchester, Essex CO1 1WD







[bookmark: _GoBack]2010/11 the Supporting People programme worked with the provider market to develop ideas as to how services could be protected whilst delivering the required budget cuts (Comprehensive Spending Review), essential to this were consultation sessions with local providers.

Efficiencies were delivered and given the delicate nature of the project it was inspiring to see how many providers nominated the Supporting People team for a corporate Partnership Award. Highlights the positive relationship had been built with the local SMEs and charitable organization with whom they contract:

Sample of the Nomination Quotes:

“Because of their devotion to housing solutions/quality/support and for ensuring vulnerable people are accommodated. Also for the way they have worked with housing providers through these tough economic times to find the best options for continuing to provide quality services to vulnerable people”

“This is without doubt the very best Supporting People team we work with. They go above and beyond their role to ensuring we are always aware of opportunities for partnership or funding, trouble shooting and resolving problems we might have that they can help with. They are superb and enable us together to do the best we possibly can to keep people and families safe. I could write reams of examples of what marks them out”
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