‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name:LB Havering

	

	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?

	24% of our overall spend  - £33,600,000 (approx)
	30% of our overall spend - £42,000,000


	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 London Borough of Havering recognises the importance of SME’s in stimulating economic growth.  The Council works with the Chamber of Commerce and the FSB to facilitate procurement opportunities, including events, to promote the message to SME’s that we are open to their business and promote the launch of a new i-procurement system, an electronic form of ordering goods and services that ensures fast payment.   Responses from the recent business survey showed that SME’s were broadly satisfied with the service provided by the council but wanted information about how to procure public sector contracts.
Through a programme of procurement awareness-raising workshops which focus specifically on what the public sector is looking for, PQQ process, tender process and evaluation, as well as ‘top tips’ to writing successful bids, we are actively encouraging SME’s and sole traders to become contract ready.  In addition to these workshops through partnership working we are delivering an investment readiness programme were we are able to demystify the procurement process and capacity build SME’s helping them to win a larger share of public contracts

When delivering larger projects or programmes, the Council looks to break these down into lots wherever possible, or use a mixed procurement approach to enable the full range of providers i.e. the delivery of the new Housing Capital contract. It has been agreed that £8m of expenditure will be via construction line and that where possible each tender invitation will include 2 local suppliers. 



	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): 
The Council works closely with Supply for London, to provide relevant, in-depth support to SME’s maximising their potential of winning new contracts. As well as advertising procurement opportunities through their online database, Supply for London also offer 121support and mentoring for SMEs. Despite there being no statutory requirement to advertise, the Council also publicise appropriate contracts through Construction Line, a database which registers pre-qualified contractors and consultants.

The Council also promotes contract opportunities through its ‘Meet the Buyer’ events which match’s SME’s with larger buyers of goods and service.   In addition, the Fit for Legacy programme enables the council delivery partner to build relationships with key buyers to fully understand private /public purchasing requirements.  There are also master-classes for SME’s in pitching and presenting.
Havering’s bi-annual Business EXPO is another example where the Council facilitates B2B opportunities and reinforces its message that Havering is a place for business to grow.   
Businesses in Havering have the opportunity to discuss business issues including procurement at the quarterly Leaders Networking meetings; we have also built in business friendly practices into the way the council does business with local suppliers including the elimination of a PQQ for all contracts under £100,000 and introduced the requirement to have a minimum of one quote from a local supplier.  For large contracts, the Council also promotes the use of smaller businesses through contract terms and conditions that state major contractors should seek to sub-contract to SME’s where possible.  We also encourage the formation of SME’s consortia for larger contracts.


	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): 
The Council’s new i-procurement system, an electronic form of ordering goods and services, is now the default method of procurement across the organisation.  The Council is actively encouraging SME’s to join the Council’s new i-procurement system. Not only will this ensure that SMEs are aware of Council opportunities and allow Council staff to contact them for quotes, it will also mean a paperless system, which is much cheaper for the both businesses and the Council in terms of transaction and resource costs and results in faster payment.  This new system will allow us to accurately measure spend with SME’s  in the local postcodes, monitor service spend across sectors improving opportunities for local SME’s to provide goods, works and services to the Council and better plan business growth services to local businesses.  

All Council spend over £500 is listed on the Council’s website as part of our commitment to be open and transparent.  In addition, all of the Council’s existing contracts (no matter what the value) are listed on the London-wide Contracts Register System (CRS), which is a database that lists contracts in place with local authorities in Greater London. Through this database, businesses are able to search the CRS by commodity or service, see which contracts are coming up to expiry and find details of the contact manager. 



	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): 

To make Council contracts more easily accessible to SME’s PQQ’s have been eliminated for contracts under £100,000. Instead officers are required to gain three quotes, (one of which must be from a Havering based supplier). The Council is also working with other London Borough’s to agree a standardised PQQ document for contracts over £100,000. This will make this stage of the procurement process much easier for local SMEs who may tender for a number of contracts from different London authorities.  Currently, the Council aims to pay all suppliers within 30 days of receipt; we are looking at reducing this to 7 days for small businesses, helping to improve their cash flow. 

‘Doing Business with Council’ is downloadable toolkit which is one of the many best practice procedures that the council delivers as part of its business friendly message. In 2011 the Council’s support for SME’s was recognised by the FSB’s when they awarded Havering their ‘Business Friendly’ borough Award.  

Although a large London Borough, the Council has a small, centralised strategic procurement team which supports various officers across the Council .In light of this, the procurement team do not get heavily involved in every tender exercise. In this set-up, preventing poor procurement practice is extremely important and therefore the team do monitor procurement activity by requesting the contract monitoring notes, which are reviewed to ensure staffs have followed procurement procedures. 

For unsuccessful tenders, the Council provides face-to-face feedback to the company so that they can improve performance when bidding for future council contracts. 



	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 Council have found that the changes made to its Contract Procedure Rules to help SMEs apply for contracts has a significant impact in increasing the number of tenders received from small businesses. In addition, removing the PQQ for contracts under £100,000 has not only helped SMEs, but also staff as they now find it quicker and easier to get the goods and services they require.  Finally, streamlining the internal approval process to go to tender and appoint contractors has again made the procurement process quicker and easier for staff and businesses alike. 




	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): 

The Council has a number of plans to help SMEs moving forwards these include:

· Using the new i-procurement system to improve our management information and check where and with whom we are spending our money with across the organisation 
· Engagement with SMEs to gain more formal feedback on the procurement process, to see where further improvements could be made
· Continue and upscale the internal promotional activity we do around encouraging staff to contract with and seek quotes from SMEs 
· Using the Social Care Market Position Statement to help Healthcare SME’s understand, access and deliver social care contracts 


	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): 
SMEs are vital to the growth of the London economy and the vast majority of businesses, particularly in outer London Boroughs providing employment for millions of Londoners are SME’s.

Havering is a business friendly borough that seeks to radically improve support to business in order to grow and sustain local businesses.  Havering’s business sector comprises of approximately 8000 SME’s and the entrepreneurial culture in the borough is demonstrated through the high number of business start-ups in the borough and its high survival rates - approximately 900 - 1,000 new VAT registrations are established annually putting it above the London average.  We are working with the Chamber of Commerce and FSB to agree a Business Charter that will improve our commitment and understanding of the importance of encouraging sustainable growth of business for Havering and continue to promote Havering as a place for business to grow 

.
The Council has a small, centralised strategic procurement team of six people who support staff across the organisation when they want to procure for goods and/or services. The strategic procurement team work closely with the Council’s Economic Development Team of four officers to engage with, and support small businesses. Through these resources, the Council was successful in spending almost of quarter of its budget with small businesses in 2011/12, estimated to increase to 30% for 2012/13. This figure should increase significantly further in the future with the new i-procurement system. 

The Council is currently revising their Procurement Strategy to take account of the Social Value act  and following the recommendations of the LGA guide “Buying into the Communities”  

We are in the process of contacting all of our local suppliers to ask them to engage with us on signing up to the Councils iProcurement system this will be a major step forward for local suppliers as for the first time they will be seen by procurers within Havering and therefore logically they should obtain more business.  By 2014 we will have much more management information on our local suppliers and therefore we can target them and the procurers to work together to develop the local economy.

The i-procurement system will also enable us to further understand the profile of local business and plan our business to business events and network management (Leaders sessions, Women in Business, Havering Business Awards etc.) to meet business needs

Case Study- Star Taxis

Star Taxis is a small local company based in Romford. Having never provided a service to a public sector organisation before, the firm was unsure how to go about completing a PQQ, and how the procurement process worked as a whole. However, after attending a Council Procurement Workshop, Star Taxis were able to bid for Council work and in 2010; they were successful in being awarded a contract with the Council. As a result of this contract, the company’s annual turnover increased from £20,000 to £100,000 per annum.  


