‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Durham 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? 

	48% (£252M)
	55% (288M)


	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 operates an integrated approach working cross-functionally with our internal Business Development Support Team – ‘Business Durham’ to promote the economic development and regeneration of County Durham. We actively engage in regular catch up meetings with SE and VCS umbrella organisations and promote SME supplier engagement presentations and workshops with sector specific suppliers supporting them to build procurement capacity and capability by becoming bid ready and encouraging consortia bids. The Supplier Workshops are well attended and can boast 95% (plus) satisfaction rates. Business Durham further enhances this support with individual SME suppliers via practical one to one and bespoke business and commercial advice. We design or procurement to maximise opportunities across all sectors through Market Testing, prior market engagement and geographical lotting or having frameworks rather than individual contracts. In doing so we can work with SME’s in identifying and further exploring innovative solutions and value added opportunities in the delivery of our commissioning and procurement needs. Our Corporate Commissioning and Procurement Strategy and Sustainable Procurement Policy promote a Whole Life Value approach and social value clauses within our contracts. We promote and encourage R&D across the supply chain in order to allow SME’s prepare for future and emerging opportunities (low carbon technologies) and publish all of our opportunities on the NEPO Portal. In addition we use Quick Quotes via the NEPO Portal which randomly selects two local suppliers and two other suppliers with a further opportunity of adding three other suppliers at the discretion of the individual Procurement Officer.
 250 Words


	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 advertised through a number of routes; NEPO Portal, Contracts Register, Supplier Engagement Days, Sector Forums, NEPO Stakeholder Board and various associated Supplier Networks.  Business Durham work with small businesses to ensure they know how to register on the NEPO portal, assisting with registration where required, for example to maximise their chances of winning work by registering against the most relevant and appropriate categories.

Business Durham also assists and facilitates with market stimulation, helping to identify businesses that might be interested in contract opportunities, and helping organise supplier engagement days, for example for Solar PV procurement. In addition, particularly for the larger contracts, SME’s are encouraged to prepare for sub-contracting opportunities specifically to meet Social Clause criteria determined within the contract specification. (for example Aycliffe Young People’s Centre)  

To complement this approach the Supplier Workshops are designed to give SME's further insight into how the Council's procurement processes work and the type of standard information we expect from suppliers through a quotation or tender process. The Workshops are designed to be hands on and participative with worked examples of PQQ and ITT questions and suggested model answers and approaches. 
We also carry out collaborative training opportunities with procurers, specifiers and local suppliers where appropriate to meet our strategic objectives (for example Sustainable Timber Procurement Policy). 

In addition we actively engage in the NEPO Stakeholder Board which has strong SME/VCS membership and where we support their various forums and networks to better understand Public Sector procurement.
247 Words


	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 publicise ‘Future Planned Procurements’ on the Council’s Intranet for Elected Member consideration and to provide them with a vehicle to challenge local SME opportunities with the internal Service Groupings. 
We publish our Transparency Spend Data on a monthly basis and publication of the Contracts Register is via the NEPO Portal. Spend data is used internally to support our Category Management approach and to strategically align contract opportunities with sector specific suppliers. 
We record the amount of spend by sector including SME’s to improve our Key Performance Indicators which is an integral component  of our internal Performance Monitoring System. Additionally we have adopted a collaborative approach with the NEPO Member Authorities in procuring a regional Strategic Analysis System which will monitor regional comparable spend by sector and further enhance SME supplier opportunities. 
We provide a generic procurement e-mail address for supplier general enquiries and queries (standalone from the NEPO Portal and Quick Quotes System) which we respond to on a daily basis both verbally and in writing where applicable. In addition we provide guidance notes to SME’s on how to register on Quick Quotes and provide a ‘How to do Business Guide’.
We actively encourage proactive Internal Audit Reviews of our key processes and have achieved Substantial Assurance recognition.
In order to meet the Council’s duties under the Public Services (Social Value) Act 2012 all Risk Assessments must include an assessment of the opportunities for added social, economic or environmental value to be achieved as a result of any procurement).
250 Words


	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): 

The Transactional Purchasing Team (TPT) scrutinise all PO's raised to ensure they completely comply with Local, National and European Procurement Legislation. Where contractual arrangements do not exist, TPT advice staff to utilise local suppliers where possible. Our Finance Team monitor prompt payment for all suppliers and is a key performance indicator (92% of invoices paid within 30 Days)
We provide feedback to unsuccessful bidders to enable them to address any weaknesses or areas of concern and where appropriate we agree an Action Plan with Business Durham to support individual supplier requirements. In doing so we consistently attempt to break down barriers around myths and false perceptions particularly with new entrants to market regarding the procurement process and encourage them to attend our Supplier Workshops, SME Forums and Networks.
The Buy Local Buy Durham QuickQuote system is a new approach to public procurement 

this has created more opportunities for local suppliers. The purpose behind Buy Local: 

Buy Durham is to address the concerns from the business community that the council’s 

procurement procedures disadvantaged smaller businesses.
We are active participants of VONNE, and provide regular updates to SE and VCS umbrella organisations, via bespoke workshops and presentations at their Forum Meetings. 
VONNE Briefing Note February 2013: 
“VONNE and The Federation of Small Businesses in the North East are keen to see the social value test applied to all contracts. We are hopeful that other authorities will follow Durham County Council’s example of applying the Social Value Act to contracts worth over £50,000”.
250 Words 

	


	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): 

The importance of joint working to enable small businesses to compete successfully for Council contracts - Corporate Procurement and Business Durham being strategically focussed and committed to working together.  

Involvement of business support demonstrates that the Council is serious about using its purchasing power to benefit the local economy.  It also provides more opportunities to get the message out to small businesses through an extensive range of contacts and networks.

We need to maintain the momentum - it takes time for messages to reach all small businesses, on-going and regular programme of communication and supplier engagement workshops is important.
99 Words



	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): 

A key priority for Business Durham and Corporate Procurement is to encourage the Council to become more ‘business friendly’. An active programme to win ‘hearts and minds’ of staff across the Council about the benefits to the County of procuring from SME’s, specifically within the County and Region.  The focus is to promote a ‘cultural norm’ across the Council to align SME’s with each contract opportunity through an integrated Category Managed approach. Additionally, to review the Contract Procedure Rules which are between £5,000 and £50,000 but which are not suitable for the QuickQuote system as they are not price-based.  
99 Words


	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 Council is committed to using procurement to help drive the local economy, not just in 

respect of Council contracts, but also by encouraging and supporting businesses to win 

other public and private contract opportunities. Business Durham works with businesses 
on the key industrial estates in the County to encourage inter-trading, develop supply 
chain opportunities (for example establishing the Hitachi Rail Project website to provide a 
focal point for businesses to register their interest in supplying Hitachi) and help businesses increase their chances of success. This wider programme of support and 
advice for businesses has a positive effect in increasing the number of small businesses
with the capacity and ability to bid for contract opportunities with the Council.
SME’s are generally very quick to engage and respond to your specific requirements. 
They are prepared to consider innovative solutions and will seek to deliver value added 
initiatives in support of your strategic direction. They are more prepared to work in 
partnership with other local suppliers and have developed a more consistent approach to 
consortia bidding

They often better understand local needs and possess valuable local knowledge to deliver 
well-formed sustainable outcomes that in turn promotes local sustainable wealth creation.
Case Study

Business Durham, set up a ‘Procurement Action Group’ comprising of representatives 
of the 4 enterprise agencies, the 3 engineering and manufacturing forums in the County, 
the Federation of Small Businesses and Durham Business Club.  

This has enabled the Council to better understand the needs of small businesses, to 
discuss the best ways to engage with them, to consult on proposed improvements to 
procurement processes (for example the introduction of the Buy Local, Buy Durham 
QuickQuote system) and to communicate to small businesses.

The Buy Local Buy Durham QuickQuote system is a positive approach to public procurement which has generated more opportunities for local suppliers. The purpose behind Buy Local: 
Buy Durham is to address the concerns from the business community that the council’s procurement procedures disadvantaged smaller businesses.

Quote from press release on Buy Local Buy Durham:

“[redacted], Federation of Small Businesses North East, said: “The Federation of 
Small Businesses is delighted that the biggest Council in the North East is supporting small and micro businesses in Durham to win more Council contracts through Buy Local, Buy Durham. Supporting small businesses to win more contracts with the Council is widely supported by FSB members in Durham”.
Business Durham is the Council’s business support service and its role is to stimulate enterprise and support the growth and development of a vibrant SME sector.  Business 
Durham is the first point of contact for businesses operating in County Durham, offering 
advice and guidance to support their growth and development, and providing businesses 
with an easy route in to County Council services that they may need to access.  Business 
Durham and Corporate Procurement work closely together to ensure that that the County 
Council can make a significant contribution to the economic development of the County through its influence and purchasing power.  
498 Words

	


