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Entry Form

	Local Authority Name: Daventry District 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?

	35% by value. 
	40% by value.



	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

Daventry District is in the west of Northamptonshire and is strategically placed at the centre of the national road network.  It is a mainly rural area, covering over 250 square miles and comprises 74 parishes.

The Council’s spend (non-employment and land & property) for 2011/12 was £8.5m. Of this approximately £3m (35%) was with Small Medium Sized companies. The total number of suppliers to the Council was 1000 of which SME’s represented in excess of 80%. SME’s are therefore very important to the provision of a wide range of services and will continue to be so.

The Council’s requirement to provide a wide range of ‘works’ related services, including repairs, maintenance, adaptations etc is ideally suited to SME’s. In recognition of this the Council has developed a framework agreement that makes it easy for contractors to be included in the contract and in particular to the trades that they were able to offer.

Contractors may not be familiar with public procurement rules and regulations, but aware of their business and professional responsibilities.  Therefore it is the Council’s responsibility to engage and communicate in contractor language and to understand their ‘industry’ areas of business and trades that they are in.

To simplify the procurement, the requirement was in effect broken into ‘lots’ with each lot describing a particular trade - painting, roofing, plastering etc.  An assessment of risk led to the relaxation of some insurance liability limits, consistent with what SMEs would typically hold, whilst protecting the Council from some of the possible risks. This enabled a wide range of SME’s to compete and be included on the Council’s contractor framework. The range of approved contractors range from small micro-businesses to medium sized, all assessed and checked for professional and trades regulations and financial standing.  

This framework has been in operation for 4 years, successfully providing a wide range of planned and reactive ‘works’ related services.




	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 recognises the creativity and innovation that SME’s develop to become and remain competitive. For procurement that is less well defined as in the case of the commissioning of Community Welfare advice, the Council held an early-stage ‘open day’, inviting stakeholders to help the Council understand what clients’ need and what the suppliers could innovatively provide. A further recent example involved seeking market interest in our Country Park concession licence using suppliers’ range of knowledge and experience of running successful activities to determine level of interest at the Country Park. This created a far sounder specification of requirement and more end-user outcomes from the subsequent contract. 

This principle is generally applied where considered appropriate and follows good procurement practice.

Under the Localism Act the Council recognised its Community Right to Challenge obligation early and by June 2012 had published its first specification based upon a five-year cycle for most services.  The Council received a number of Expressions of Interest and is preparing to open the next window of opportunity. It is expecting SME’s and other relevant bodies to be more advanced and prepared to present robust proposals to run its services.

The Council has access to the East Midlands Procurement Portal, divided by County. Suppliers register on the portal and indicate their areas of interest, receiving automatic alerts relating to their industry to opportunities that the Council advertises. A recent tender opportunity for the Council’s planning consultancy was awarded and placed with a ‘non local’ SME. This illustrates the wide access and geographical reach of this service.

The Council’s standard contract notice documentation is constantly revised to incorporate up-to-date recommendations on making business with DDC easier. We seek clarification of potential contractors working arrangements with sub-contractors, in particular attention to prompt payment, improving sub-contractors’ professionalism in respect of Health and Safety, Quality Systems and Environmental Management.   


	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):

An annual expenditure analysis is undertaken at the end of each financial year. This analysis is used to inform some of the actions within the Council’s Procurement Strategy. Typically this highlights the significant extent of Council spend with SMEs which we believe to be consistent with the services required to be provided by the Council. 

The Council conforms to spending disclosure requirement for transparency publishing all ‘over £500’ spend monthly. This includes both SME and non-SME and can be downloaded from the Council’s website in standard formats. 

In addition for every Freedom of Information (FOI) request relating to SME’s the Council’s FOI Officer prepares suitable response including detailed expenditure where permissible.





	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 Council follows good practice guidance and its own financial regulations. Low value procurement is SME-friendly based upon quotations rather than tenders. However, the Council has taken into consideration some of the earlier difficulties experienced by SME, bureaucratic Pre-Qualification criteria, demands for comprehensive and often unnecessary financial and policy documentation from bidders, has been revised.  The Council will only ask for this information at tender stage.  SMEs are not discouraged from making applications to the Council for business that they are quite capable of successfully bidding for. 

In 2011 The Council was praised for supporting local businesses for paying its suppliers within the target set by central government. Research carried out by the Forum of Private Business (FPB) placed Daventry 10th nationally and third regionally for paying an impressive 89% of its invoices within the target of 10 days.
FPB quoted “Their payment practices should be a lesson for all, both in the private and public sectors, and we salute the finance department there for so clearly understanding the importance of prompt payment to small businesses”.

The Council’s procurement process is fully documented and available on the Council’s intranet. Officers undertaking procurement have access to this including standard letter templates as well as guidance for unsuccessful tenderer feedback. In all cases, including SME, an officer gives constructive feedback, often welcome by the losing bidders. This benefits the losing bidders by identifying those key areas where the business was lost, enabling improvement to be offered for the future and a better proposal at the next opportunity.





	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): 

1. Contractors are commissioned by several methods, some of which will be via framework agreements. Frameworks must be flexible by having call-off methods appropriate to the needs of the service. It is important to both the Council and contractor that these are clear and fair to all, being creative whilst remaining within procurement regulations can lead to successful use of the arrangements. 

2. Developing good working relationships with trusted suppliers and professional in managing and monitoring the quality of work. Removing failing contractors sends a clear message to contractors that the Council expects high standards from its suppliers.

3. The Council has followed government guidance and has make it easier for SME to bid for Council contracts by adopting a ‘one-stage’ open procurement process and uses a single tender document where appropriate.  






	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 constantly reviews its procurement strategy and the up-coming contract suitable for SME contractors is currently in progress and the way the framework is to be operated will be modified.
Lessons have been learned in that operating a traditional framework of contractors leads to difficulties over time as suppliers fail, requirements change and obstacles for new contractors to be added to the framework need to be overcome.
In essence, frameworks need to work for both the Council and contractors. It needs to be flexible, allow competition and conform to the Public Contract Regulations.

An innovative approach is needed to balance these competing requirements, ensuring that the council gets value for money, contractors are given equal opportunities and that the framework is not closed off for new entrants. The new framework will achieve all these quite demanding and competing features.






	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’s Care & Repair adaptations framework has delivered value for money and enabled more residents to live independently. The framework agreement enables the service to rotate contractors. Each repair/ adaptation requires three quotes according to grant legislation. The service chooses three contractors on a rotation basis (all contractors are SME’s and many local) to quote for the works. The winning contractor is notified and the two other contractors are informed of the winning price. This has driven down prices and increased competition within SME’s to win jobs. An example of the benefits to residents is the provision of level access showers. Typically costs were around £4-£5,000 depending on the amount of building works required and currently averaging £3,500. These works are paid for from the statutory Disabled Facilities Grant which has not increased but demand has. The Council is therefore achieving better value for money and results in the service helping more people than before. 






