‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: EXETER CITY 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?

	60%
	63%


	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): 
We have instigated unique initiatives to engage SME’s.
Green Accord (Award Winner) – An accreditation awarded to companies who evidence they meet 24 specific requirements to reduce the effect of their operations on climate change. So, reducing energy, waste, water use, transport, increasing recycling. This accreditation targets SME’s being firstly low cost (£100 or £200 for two year licence) and has achievable requirements that companies with fewer resources can reasonably attain to better compete against larger companies.
Home Aid Partnerships- Aids/Adaptations (Award Winner)- Partnering arrangement with Age Concern, Benefits Agency, Occupational Therapy, CVS and incumbent small/micro experienced builders group such that all work prices were the same no matter who was employed. Work was allocated to builders just on the basis of who was available to deliver the work in the time desired.  When contacted by Home Aid, Builders were guaranteed the work, not having to tender. Work was ordered on rates schedule so builders received guaranteed prices for work. 

Total Project Delivery – The letting of longer term project work in small packages to encourage SME’s and maintain delivery speed. Set up for bathroom/kitchen installation programmes, due to undue programme delays affecting customer satisfaction, after our chosen large supplier went into administration. After that we only let smaller packages of work to numbers of smaller contractors. Achieving the delivery rate meant more packages would be given out to complete. So what was lost in economies of scale was gained in terms of greater quality control and more certainty of delivery.  



	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):
Emerging Opportunities – Each year we transparently publish the list of project budgets on our website page “Selling to the Council” so that all companies can assess if they have interest in getting involved or not before they make further inquiries.

Advertising – we use the Council web-site in the main, but other than that keep only seek advertising through local press and media.
Supply Chain Participation and Prime Contractors– Through the Green Accord initiative we have encouraged major building contractors to drive the accreditation down their supply chain. We have overseen success in this regard in engaging suppliers to the Met Office, Robert McAlpine and Exeter University. 
Larger Companies – with larger projects, where we know that larger companies will be the most competitive, our drive is always to demand that a local office be set up to encourage the opportunity for working with local labour and sub-contracting to local companies and smaller suppliers


	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):
Data – our in house accountancy system effectively identifies expenditure made with SME’s. We also publish expenditure on works to companies where over £500. 
Selling to the Council web-site page – This list of projects also lists the companies involved so it is transparent who the smaller local companies are.

Select Lists – We maintain our own select lists for general builders, asbestos removers, electrical companies and consultants. The lists are split and operated in terms of work value, the lowest being up to £25K, then up to £75K, £75K to £250k, £250k to £750k and beyond. So this gives SME’s the opportunity to be shortlisted for work if they meet simple council standards for health and safety, insurance and financial capability. 



	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): 
Smaller procurements – Our present sustainable procurement & commissioning plan introduces procurement good practice guide and toolkit to disseminate advice, guidance and gateway reviews to council procurement officers for projects. This includes simplifying present project value categories for supplier application, providing an even lower level of project value of under £10,000. In this category less stringent qualifications will encourage and provide better opportunity for small business, those with less than 5 employees, to win work.
Promoting Innovation - Review to further develop and promote guidance for procurement users, working with them to provide training and improved awareness in their role in the procurement/commissioning process such as the better evaluation of tenders in terms of cost/quality. Review and set up reporting feedback processes to ensure procurement/ commissioning processes are developed and based on users needs.

Prompt payment – Our invoice BACS payment system is set so that payment terms can be altered for individual suppliers, such that payments can be paid to be received within 7 days.
Procurement Practice – We annually review how procurement/tendering is operated. Presently driving an initiative to better centralise procurement/tendering/purchasing processes to bring more probity/consistency/control/transparency throughout the council. We will then be better placed to deliver consistent working practices/tighter controls to target SME’s whenever services/goods are to be purchased or procured.
Review of financial competitive qualification levels will identify areas of existing procurement procedures that need improvements to implement strategic changes to comply with legislation and good practice.



	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): 
We have learned from advertising our initiatives in competitions against others

Green Accord Initiative – recommended as mark of good practice for Local authorities by Audit Commission. Multi National award winner, SOPO, APSE, EDIE, Green Apple Award, Government Business award, GO Sustainability award.
Home Aid Partnerships – Award winner SOPO October 2002
Pain Free procurement of Central Heating initiative  – SOPO Award winner 2004
Intelligent Social Procurement new purchasing techniques – APSE recognised 2006

Developed a quality/cost matrix to aid procurement decisions later adopted most markedly by Mid Devon District Council (receiving Beacon status award for encouraging small/local business involvement) and South Somerset Homes. 



	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 working with a small local Solar PV installer to install solar pv panels to four of the largest Exeter civic buildings. We will derive FIT tariff and reduced energy bills outweighing investment cost.
We are involved in a community energy switching initiative. This project enlists Exeter occupiers and tenants to join together to derive cash back incentives and lower cost energy tariffs from energy providers to enable poorer customers to receive benefit by switching energy provider. It is presently expected that customers joining the scheme will have the opportunity to save over £100 each on their present energy bills.



	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):
In terms of the Green Accord this has benefitted smaller companies in the main because they do not for example generally have the financial resources to attain an accreditation such as ISO14001, which can cost £15k plus to achieve. So the Green accord, with its different levels to be achieved at an economic cost of £100-£200, allows lesser resourced companies to find an achievable level of sustainable accreditation that applies to the company so can be used to aid success in competitive procurement processes elsewhere in the country. Further by following the guidelines given in attaining the Green accord business savings can be made which far outweigh the cost of achieving the accreditation. One of our SME’s achieved an independently verified saving of £20,000 in its first year after receiving the Green Accord accreditation (available from www.green-accord.co.uk).
The Home Aid partnership initiative arose because Home Aid Agency could not meet the rate of need to enable people to return to their homes as demanded by other public and voluntary services. We did not want to lose the smaller contractors engaged as they did a good job and had gained trust by the vulnerable occupiers and the other services involved. The problem for contractors was that they all had small workforces and so could not handle a large number of jobs in a short time. So the initiative, where work was shared between listed contractors, both secured the incumbent contractors employment to remain part of the process, whilst enabling Home Aid to increase the speed of adaptations carried out.
One of the major benefits we discovered, particularly in terms of the previous award winning central heating initiative and the newer Total Project Delivery arrangement, is that there is a large financial benefit in buying in major materials direct from local suppliers, then letting largely install only contracts. For example, in terms of gas central heating installation to a 2 bed flat, we managed at that time to save around a £1000 per flat from the previous supply and install contract by buying major materials ourselves direct from the supplier and arranging its delivery to site at time and location demanded.
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