‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name:   Bury 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?

	74%
	75%


	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):

· Established and active relationships with business and third sectors through networks such as Chamber of Commerce and Bury Third Sector Development Agency.  Including attendance and presentations to group meetings and events
· Pre-procurement discussions and briefing sessions
· Understanding the market players and providing opportunities for engagement and solution design

· Hosting ‘meet the buyer’ events for local SME’s including advice on tendering procedures and Council requirements and standards

· Category strategies are designed to reflect market conditions, where a local market exists we will seek to engage at this level.  In these circumstances we will conduct our own competition rather than use pre-existing framework of potentially national providers.  Requirements are also broken down where appropriate to facilitate local competition where commensurate with best value.
· New procurement strategy ‘Buying into Bury’ has clear focus and priority on delivering greatest possible community benefit through our procurement activity.  Links in to our economic development strategy by ensuring consideration is given to local economic benefit in procurement decision making.


	


	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):

· In developing procurement strategies for specific categories of spend consideration is given to the suitability of the opportunity for small businesses.  Pre-procurement briefing sessions may be conducted as part of the early market engagement strategy.  Small firms are encouraged to attend these sessions and to consider whether they wish to compete directly for the opportunity or attempt to secure a position as a member of a consortium or as a subcontractor.

· All Council opportunities valued above £25k are advertised via our online business opportunities portal The Chest.  This online solution is free for businesses to register on and allows them to access opportunities in their sphere of interest.  Automatic emails are generated when an opportunity is posted by a procurement officer and these are communicated to all businesses registered in the relevant category.  Small firms are advised about The Chest through direct mailing, information on our website, press releases and at business networking events.  The Chest also enables the advertising of sub contract opportunities.
· When procuring major contracts we consider the supply chain opportunities these may present for small suppliers.  We include questions about supply chain opportunities in our pre-qualification questionnaire and seek evidence of prime contractors’ performance on previous contracts.  A requirement to consider local suppliers and subcontractors is incorporated into awarded contracts.
· We support prime contractors by providing information about local suppliers and potential subcontractors and post details of contract awards to ensure local contractors know where our contracts have been awarded to enable them to make contact about opportunities.

· We use our website to provide information about opportunities to do business with prime contractors and provide information with regards the procurement process


	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 use our spend analysis tool, SpendPro, to capture information about spend with small firms.  SpendPro includes a business database which provides information on employee numbers as well as financial data.  This information allows us to review, challenge and improve procurement with small firms across different categories of spend.  We analyse this information and make comparisons with our Bury business database to understand where opportunities exist for increasing spend with small firms.
· We publish details of our spend over £500 on our website – this includes spend with small firms

· Contracts register is available online



	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 reviewed our Contracts Procedure Rules to allow low value contracts to be let in a streamlined manner.  Requests for quotation (RFQ) and Invitations to Tender are all issued electronically via The Chest which provides a simple process with free access to bidders.  For each procurement exercise consideration is given to the risk and value in order to determine a proportionate procurement process is undertaken.  Pre-qualification processes are reserved for higher value and higher risk contracts.  Low value (below £75k) procurements are conducted by way of an RFQ process based on standard conditions of contract.  Very low value procurements (under £1,000) are based on a simple price, with procurements between £2k and £5k simply requiring two prices which may be obtained by reference to price lists, websites or catalogues.
· We encourage new market entrants through being clear about our future requirements and through early market engagement and dialogue with potential providers.  In areas of social care we often have to shape the market and work with new providers in order to achieve the outcomes we require.  Discussions such as these also promote opportunities for innovative solutions to be proposed.
· We have a specific policy of paying small businesses within 10 days of invoice and encourage our prime contractors to adopt fair payment terms with their subcontractors.  We can also make payment by Purchasing Card which means suppliers receive payment typically within 2 days of delivery.  This is extremely beneficial in terms of cashflow and is appreciated by many small businesses.
· Procurement across the Council is conducted through a CLAN structure (Corporate Led Action Network) with a small strategic team of professional procurement officers in the corporate centre setting the framework, leading and supporting departmental based procurement officers.  The strong sense of common vision and good working relationships means that advice and support are requested before action is taken thereby minimising poor procurement practice.  Strategic Procurement and the Internal Audit team are involved in investigating procurement practice.  Staff are provided with appropriate and relevant training to give them the skills to undertake their role.  Corporately procurement practice and staff are held to account through line management structures, through the Strategic Procurement Board (chaired by the Executive Director of Resources and including the Executive Member) and through relevant Portfolio Holders and wider Member Scrutiny Panels.
· Feedback is always offered to unsuccessful bidders with the aim of helping them improve future bids by understanding where they have failed in comparison with other bidders and/or where they have not met our expectations.  Offers of debriefing are made in ‘unsuccessful’ letters and may be conducted by phone or in person.



	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): 

Small businesses have to be focussed on the delivery of their product or service and as a result have very little time to spend on promoting their business or on completing complex procurement documentation.  Keep it simple, keep it short, be clear about your requirements (and explain why these are necessary) and understand the associated costs – this allows businesses to determine what they need to put in place to compete for your contracts and whether this makes good sense for their business.  Be open and encourage regular dialogue.



	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 developing a more detailed database of local SME’s which will be categorised by Proclass with a short description of the nature of the supplier’s business.  This will be used to inform procurement strategies and ensure we are proactively engaging SME’s in relevant procurement projects.  For spend below £25k which is not advertised on The Chest we will ensure a proportion of local SME’s are requested to quote.  We anticipate that this will lead to an increase in spend with local SME’s which is a key target of our Buying into Bury procurement strategy.  



	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 are actively working with our local Chamber of Commerce to improve opportunities for and spend with SME’s.  Our current action plan includes 

· reviewing consistency of processes across AGMA (Association of Greater Manchester Authorities) with whom we collaborate on many procurement initiatives including The Chest
· arranging a Tendering Summit to demystify the tendering process

· improving the FAQ’s on the business pages of our website to cover issues such as common reasons why PQQs fail
· We are currently planning training for suppliers in conjunction with Bury 3rd Sector Development Agency to explain and work through our procurement procedures to help break down any barriers.


	








