Collaboration
	Slide Number
	Presenter notes
	Time allocated

	1
	Welcome. 
If new people are within the cluster it may be worthwhile spending some time introducing yourself and discussing what your role in school is. Times are average and some slides may take longer with discussion.  Slides without notes may be talked through.
This session is about collaborative working.
	2 mins

	2
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This is what this module will cover
	1 min

	3
	What is Collaboration?

Working with others to achieve a shared goal
	1 min

	4
	Procurement cycle.
The area we are focused on is highlighted in yellow and compliments the other modules we have covered in ‘Efficiency’. 

If this is the first module you are doing and haven’t seen the procurement cycle before here is the explanation. 
The Procurement Cycle confirms the wordy definition from the previous slide.
The procurement cycle has been broken  down into 5 distinct phases: -
Specify; Buy; Order; Pay; Manage.
When we used to think about purchasing we concentrated on the Buy and Order phases. Procurement has a much broader scope than traditional purchasing – procurement expertise has a key contribution to make in the Specify phase of deciding what to purchase – in particular things like Options Appraisal and Market Management. Procurement also has a part to play in how we pay our suppliers particularly as we move into the e commerce arena and electronic orders and invoices become more 
	1 min

	5
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Read through the slide.
	2 mins

	6
	What does Collaboration look like?
 Ask the group if they have any examples of collaborative procurement – things that worked, things that didn’t?
	4 mins

	7
	Collaboration 
There is a sliding scale from informal to formal for collaboration:
Ask the cluster if they have any examples of any of the bullet points. 
· Work as a cluster to share what prices you pay
· Benchmark prices against each other
· Use benchmarks to drive prices down 
· Use benchmarks to work as a cluster to procure ad hoc – as the opportunities arise
· Work as an engaged cluster with centralised procurement or ‘category leads’ within the cluster – i.e. someone becomes the paper expert, someone the MFD etc. 
	3 mins

	8
	So where do we start?
Working as a cluster takes time to build relationships and trust but each journey starts with the first step……. 
	1  min

	9	
	DFE – benchmarking 
All schools should be focussed on being as efficient as possible. If we are undertaking strategic financial management are we doing the same with procurement to deliver savings which can be re-invested into the school? The DfE performance tables may help us to see if there are there local schools that we could approach to see if they are planning to buy goods in the same category e.g. ICT (iPads and other tablets and accessories) in the same timeframe as our school that would give us greater leverage in the market.
 Ask the group if they have additional ideas they would like to try and feedback at another meeting how it went.
	1 min

	10
	School results
This uses the principles of best value to Compare, Consult, Challenge and Compete to regularly review and improve services by: 
Challenging how and why services are provided e.g. a local authority contract may still be suitable for the school but challenging prices may create savings which can be reinvested in the pupils;  
Monitoring outcomes and compare performance with similar schools and within the school;  consult appropriate stakeholders before major decisions are made and
Promoting open and transparent competition through quotations and tenders to ensure that goods and services are secured in the most economic, efficient and effective way. 

Ask if anyone in the group has had success in this area and would share what they did?
	2 min

	11
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Read through the slide.
	1 min

	12
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Collaboration doesn’t need to be a formal agreement with centralised procurement, although working towards that can drive costs down. We now have some real examples of how schools have used collaborative agreements, informal clusters and aggregation opportunities to get savings. 
	2 mins

	13
	Multi-Functional Devices (MFD ) Example – Photocopiers & Printers
By using the Crown Commercial Service (CCS)/YPO/ESPO framework a school achieved over £7,400.00 pa savings on current costs
This equates to £29,500.00 savings over the 4 year contract period. 
The MFD catalogue portal was developed collaboratively between CCS, YPO and ESPO so a school using this framework is already collaborating with others and helping to drive down price.
	2 mins

	14
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In this example the supplier agreed for the schools to call off their requirement, as and when they needed it. The schools had committed to a volume that would be purchased collaboratively but could be invoiced separately. This example also allowed a local supplier known as a Small Medium Enterprise (SME) to be used. 
	2 mins

	15
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In this example the organisations involved committed to procure with the existing framework price being the maximum price they could be charged. The aggregation was carried out via an e-auction which is a reverse auction, allowing suppliers to bid for the work by lowering their prices. Commitment from the school is required before knowing the final price but they knew the maximum price they would pay is the framework price.  
	2 mins 

	16
	Train the Trainer Module
What module shall we do now?
	5 mins 

	17
	Questions
· How the group will put into practice what they have heard?



	5 min
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Why Should Your School Consider
Collaborative Procurement?

Beneft from economies of scale
Share commercial knowledge to benchmark
Sharing skills and expertise, staff and good practice

Schools wrking collaboratively report that they have gained
knowledge as an intelligent customer

Less effort but greater retum - working as a team puts pressure
on suppliers to give them the best deal

IT MAKES SENSE
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What Can YOU Do?

Analyse expenditure;
Review your contracts

Identify opportunities for rationalisation e.g. does every school need to
buy the same items?, and deliver admin savings.

Collaborate across key strategic spend areas

Benchmark and compare
http//ww education gov uki/schools/pe formance/
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What To Consider

- Risk
~ What level of sk are we willing to take or will a higher
Tevel of risk give us more options?
« Ave there any implications for senior leaders or Goverors?

+ Better planning will make for an efficient and secure, process
with fewer legal fisks:

+ Award to one supplier only:

+ Manage your contract and accountabilty issues
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COLLABORATIVE PROCUREMENT —
INFORMAL EXAMPLE

+ Secondary schools in St Helens put out a joint tender for
the supply of Ad paper

+ Resulted in savings between 20p and 33p per ream

- Schools were paying between £169 and £182 per ream
(dependent upon volume, through the same supplier)

« Al now paying £149 per ream.

- At a minimum saving of 20p per ream on 28k reams
(approximate volume) this will result in a saving of £5.600.
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COLLABORATIVE PROCUREMENT —
AGGREGATION EXAMPLE

- Six_educational establishments joined with eight other
public sector_organisations in a Crown Commercial
Senices (CCS) e-auction futther competition for mobile
woice and data senices

+ Created an average saving of 77% compared to customers’
equivalent spend:

« A'saving of over £2 million over the life of the three year
contract deal
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