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

Entry Form

	Local Authority Name: Barnsley Metropolitan 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?

	Barnsley Metropolitan Borough Council is committed to supporting the economy through its procurement, which in 2011/12 spend with SMEs was 53.9% and rising.
	We estimate spend with SME’s in 2012/13 will be in the region of 55%.  Barnsley Metropolitan Borough Council has improved access for local businesses by providing advice and support to businesses which has seen a rise to 55% in 2012/13 and we are anticipating achieving 60% in 2013/14.



	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):

BMBC enhances the business competitiveness of local businesses by helping them to bid successfully for work. Training workshops, meet the buyer events, web based promotion of tender opportunities and one to one coaching from business mentors all contribute to supporting companies to develop their procurement and tendering skills. Business Development Managers raise the awareness of opportunities directly with small businesses and offer them support to become tender ready.  

The council’s procurement strategy requires that all goods, works and services must be sourced on terms which support the Council’s strategic and social objectives.  BMBC’s procurement and economic development activity is then managed by the council’s Strategic Procurement Group.  Its recent review of the council’s contract standing orders concluded that the threshold for seeking quotations (and therefore avoiding the more complex tendering processes) should be increased from £50K to £100K, thereby increasing business opportunity for smaller businesses.

In developing procurement strategies for individual procurement initiatives, we will consider how best to shape the procurement to optimise opportunities for smaller businesses.  For example, the design of the council’s 10 year, £100M Property Repairs and Improvement Partnership involved considering how to utilise the contract to support social and economic regeneration, employment/skills and site carbon/waste reduction.  In its first year it spent £6M with the local supply chain, 98% of which were small Barnsley based companies.  84% of directly employed personnel on the partnership reside in Barnsley; there are 21 apprentices and trainees at any one time, and waste to landfill has reduced to 2%.
(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):

All BMBC procurement over £2,500 is advertised on the YORtender portal.  The system automatically alerts suppliers to the opportunity, and directly links to the government’s small business Contracts Finder portal.  The Council’s contracts register, “Selling to the Council” guide and forthcoming tenders are advertised on the council’s website which links to the YORtender system.

BMBC procurement policy now incorporates local procurement principles such as two of the companies invited to quote/tender must be Barnsley based companies.  Such policy changes are communicated to businesses via quarterly newsletters; updates on social media channels (LinkedIn and Twitter); council and other websites such as www.barnsleydevelopmentagency.co.uk and www.enterprisingbarnsley.co.uk.

A number of ‘Meet the Buyer’ events are organised around category spend plans.  Health and Social Care organise annual events. In a place where personalisation and giving people the right to control is at the forefront of future service delivery, it is important for providers to be innovative and creative in their approach.  These events promote information gathering, sharing of ideas, re-shaping of services and innovation.

For the £125M Marketplace Barnsley project a Work and Skills Group has been established to maximise employment opportunities.  The project is anticipated to commence in 2016 and the Work and Skills group is already helping businesses develop the skills their workers need to sub contract to the developer.  As the developer starts letting contracts, local ‘Meet the Buyer’ events will be organised so smaller businesses can familiarise themselves with the process of becoming an approved supplier to the developer/its larger contractors.
(250 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):

Category managers and their Procurement Champions are required to produce annual procurement plans detailing intended procurement activity for the upcoming financial year.

Category managers analyse data from the council’s financial system to inform procurement decisions and identify areas for improvement.  Visibility of spend enables local and regional analysis, providing opportunity to explore the reasons for variations in local economic activity, procurement practices, and sharing of best practice across councils.

The YORprocure Regional Procurement Performance Management Framework helps to drive continuous improvement in our procurement practices.  We have supplemented this regional suite of indicators with key economic indicators.  The measures include:-

· ‘’% of spend through SME’s’ (less than 250 employees)
· ‘‘% of spend through Local Suppliers’ (business address being within the agreed postcode boundaries for the Council area).  This measures how far the Council is investing in the local economy, either by supporting ‘true’ local business or contracts which employ local people
· % of Local Suppliers securing BMBC contracts that have increased their workforce or safeguarded jobs
· % of Local Suppliers securing BMBC contracts that have recruited apprentices
· Total annual number of new jobs created, jobs safeguarded or apprentices recruited by local suppliers securing BMBC contracts

These KPI’s are monitored and action plans for improvement developed where required.

A register of all contracts/expenditure over £2,500 is published on the council’s website.  In accordance with the government’s transparency agenda, all expenditure in excess of £500 is also downloaded and made available to view on the council’s website.
(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): 

Recent changes to contract standing orders include:-

· Increase the threshold for seeking quotations (and adopting simpler processes) from £50K to £100K.
· 2 of the companies invited to quote/tender (purchases between £2,500 but below the EU threshold) have to be Barnsley based companies
· Simplified pre-qualification questionnaires reducing the need for complex financial checks and high levels of insurance cover
· Mandatory use of YORtender for purchases above £2,500.
· Management information from YORtender is monitored and instances of poor procurement practice are investigated.

We have procured software to develop one Local Business database.  This ensures that the Council is supporting and engaging with all businesses in the Borough.

We have developed www.connecttosupport.org.uk/Barnsley which enables health and social care SME’s to promote their services.

The Council generally pays agreed invoices within 30 days.  It secures improvements on specific contracts, and some prime contractors are only reimbursed sub-contractor/supplier sums after they’ve evidenced having paid them.

Through procurement team support the council’s sheltered workshop, Moorland Plastics, has become a key UPVC window/door supplier on the housing partnership.  It is also working with University of Sheffield students to develop innovative engineering designs to improve the independent home living of older people/those with physical disabilities.  Moorland Plastics inherit rights to manufacture the winning product and will be helping reduce social care costs.

Debriefings are always given to bidders based on the published award criteria and the relative strengths and weaknesses of the bid are highlighted, for future improvement purposes.
(Word Count 246)
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	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 enthusiasm, flexibility and commitment to deliver quality services.  They often lack experience, confidence and expertise in tendering.  Accordingly, we need to help them identify opportunities early, support their development by introducing techniques and skills required to be bid ready, and hold early provider events to consult, engage and jointly develop specifications.  Information we produce needs to be clear and free from jargon.  All of this ensures that ultimately our procurements attract the widest range of bidders and produce solutions that meet requirements, are deliverable, innovative and represent exceptional value for money.
(Word Count 94)




	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): 

Social value procurement is using buying power to secure social, economic and environmental objectives that offer real long term benefits.  We are currently developing a toolkit to support the specification of social value into contracts.  Principally aimed at contracts over £100K, it can also be applied to contracts of a lower value as appropriate.

This major initiative will fundamentally help smaller businesses, particularly given that the social value outputs include considering use of SME’s, voluntary/community organisations and social enterprises, promoting use of local suppliers/businesses as part of the supply chain, supporting community cohesion and the development of social capital.
(Word Count 99)





	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):

Case Study: Warm Homes

The overriding objective of this project was to ensure the local public and voluntary agencies worked in partnership to raise awareness amongst the community of the risks posed by cold weather, and the need to support vulnerable people in addressing these. 
The project targeted the most vulnerable people of the Borough in particular three age groups 0-1 year, 1 – 4 years and over 60 years (Including disabled people).
The project was funded 50:50 by Barnsley Metropolitan Borough Council (BMBC) and the Department of Health.
To deliver the project BMBC engaged staff from their own Public Health and Procurement Departments alongside an external voluntary organisation, Voluntary Action Barnsley (VAB). Working in partnership a project plan was created. Part of the plan was to provide 4000 ‘Winter Survival Kits’ (WISK’s) at an average cost of £40.00 per kit.

Value for Money (VFM)
VFM on this project, extended beyond securing the best quality goods at the best price, and concentrated on promoting local spend with small businesses. This aspect of the project created its own difficulties but the VFM and Social Benefits gained over shadowed these in executing the project as a whole.

Although BMBC sought to engage 100% of the suppliers from local small businesses, certain products which were not available locally. In addition, at times the actual Nr of items (4000) proved difficult to source and had to be supplemented by larger chain stores. Overall 69% of the project was procured locally from small businesses.

The high percentage of Local Suppliers not only boosted the Local Economy but benefitted the projected in many different ways. Over and above the price of the goods they offered extra benefits such as:
· A discounted Van and a Man, which were utilised for deliveries, transport and pick-ups;
· Allowed employees to give time to help pack the WISK’s
WISK’s packing:
VAB was the lead on ensuring the procured goods were packed in the right packs for the right age group. To carry out this function, VAB engaged a variety of local people to volunteer which included MenCap.  VAB was assigned a budget to help with transport, drinks and meals. In addition to the volunteers, the local supply chain attended and helped to pack the bags alongside the volunteers. This aspect of the project allowed people to gain valuable work experience, feel valued, work as part of a team and it allowed the local suppliers to engage with an audience which they may not otherwise have done.

WISK’s distribution:
Through the experience and contacts of VAB many local organisations (Charities, Schools, Fire, Hospitals etc...) were engaged to distribute the WISK’s to the required audiences many of whom may have been overlooked if VAB were not part of the Partnership.

Conclusion:
Partnership working between the Public, Private and Voluntary Sectors was utilised which created VFM, not just on the goods themselves but throughout the process. It promoted effective buying, added value, work experience and overall Value for Money for the people of Barnsley.
(Word Count 499)







