‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Wakefield 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?

	62% of the Council’s third party spend, 90% of its suppliers and 67% of new contracts awarded by the Council were to SMEs.
	In the first 3 quarters of this year:
71% of the Council’s third party spend, 88% of its suppliers and 72% of new contracts awarded were to SMEs.


	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 Council’s Procurement Team maintains regular contact with local business support agencies, especially the Federation of Small Businesses (FSB). We attend FSB meetings to explain how to do business with the Council and the FSB provides a sounding board to ensure the Council’s procurement processes do not disadvantage small or micro companies.

We have delivered numerous supplier engagement events in partnership with the FSB and other business support agencies. A few examples are listed below:

· Meet the Buyer events give local businesses access to many public sector buyers and business support organisations. Past events have attracted over 1,000 visitors from all sectors of the business community. Over 80% of delegates at Meet the Buyer events employ between 0 and 50 staff.
· One to one support sessions to help members of the FSB get the most out of the regional tendering portal.

· Wakefield and the FSB organised an ‘Opportunities for small businesses’ event to increase knowledge and ability of local SME’s to compete effectively for low value public sector Business in the West Yorkshire area.  
· The Procurement Team has delivered third sector workshops and events in partnership with infrastructure groups from the district, e.g. Voluntary Action Wakefield District and Fit for Funding.
· We have delivered numerous ‘How to bid for Council Business’ workshops for local businesses.
· We have delivered ‘Winning Council Business’ workshops to voluntary sector and BME organisations.
The Council uses outcome-based procurement where possible, enabling bidders to provide innovative solutions.
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	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):

· For 10 years Wakefield Council has advertised tenders and quotations online. The Yorkshire & Humber regional YORtender portal (www.yortender.co.uk) provides a free one-stop shop for suppliers.
· We publish a vast range of material on the Council’s website to assist companies bidding for contracts including model tender documentation, access to the Procurement Strategy, Contracts Procedure Rules and Toolkits.
· Contractors are required to pay sub-contractors on the same terms (30 days net) to support SME cash flow.
· Major contractors working or operating in the district exhibited at Meet the Buyer events to give local firms the opportunity to find out about supply chain and sub-contracting opportunities.
· The Council uses the regional YORbuild framework for most of its construction activity. Each scheme put through the framework involves a local event to attract suppliers for supply chain opportunities. 
· The Council runs ‘Business Bytes’ – short focussed sessions on items of interest to local companies.

· The YORbuild framework includes a robust approach to supporting employment and skills and the first six schemes the Council put through the framework have already resulted in the following:
YORbuild Outputs
Totals to Dec 2012

Apprenticeships

New (number of persons)

4

Existing (number of person weeks)

311

Employment Initiatives                 

Progression into employment - (number of persons)

19

Skills Development - new entrants

School/College/University visits

72

School/college workshops

33

University Research Projects

2

Work experience under 18 years (number of placements) 

26

Work experience / qualifications 

29

Project Initiated Higher Level Skills
6

[word count = 241]


	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):

In 2003/4, the Council undertook its first ever supplier engagement activity and received a poor response:
“WMDC was a “No-Go Area” for SMEs” (Federation of Small Businesses)

Only 16% of the Council’s spend went to local suppliers.

The Council’s new procurement team used this feedback to build a robust approach to supplier engagement. Within a few years the FSB described the Council as a ‘shining star’ for its business engagement.
We publish procurement performance data in Council reports, business presentations, press releases, workshops, and case studies.
The Council was the first (in 2006) to publish its spend by ward and region using GIS. This data resulted in a focussed business engagement programme in a ward of high deprivation to improve business opportunities.

The Council’s procurement strategy has contributed to a doubling of the proportion of its spend in the Wakefield district. Last year the Council spent £68million with local businesses (almost all SMEs) from a total spend of £180million.

Spend in the Wakefield District:

Financial year

Value of spend - Wakefield district suppliers

Percentage of Council spend -Wakefield district suppliers

Number of Wakefield district suppliers used by the Council

Percentage of Wakefield district suppliers used by the Council

2011/12

£68,000,000
34%

3,065

41%

Spend in the Yorkshire & Humber region:

Financial year

Value of spend - Y&H based suppliers

Percentage of Council spend - Y&H suppliers

Number of Y&H suppliers used by the Council
Percentage of Y&H suppliers used by the Council
2011/12

£110,121,399

55%

5092

69%
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	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 Councils’ Corporate Procurement Strategy emphasises the importance of supporting local, small suppliers, requiring the:
 “packaging [of] contracts in a manner, where possible, that does not preclude the following from tendering:
· local and regional companies

· small and medium sized enterprises

· newly formed businesses

· the voluntary and community sector”
A good example of this is the Council’s vehicle and plant hire contract – rather than package this into a £2.4m contract with one supplier, it was broken down into lots and subsequently awarded to multiple suppliers, many being local SMEs.
· The tender documentation used by the Council has been simplified to minimise the amount of information and paperwork required in the tender processes, making it easier for SMEs to compete. 

· We only ask for information which will be used in the selection process.

· The Council scrapped the need for suppliers to submit lots of documents. Companies now self-certify that documents are available upon request.
· We don’t ask companies for three years audited accounts, recognising that small or new start companies may struggle with this requirement.

· We have produced a Concise PQQ for use for processes under the EU threshold in liaison with the Federation of Small Businesses to ensure it is clear, unambiguous and not onerous.

· Our specifications are outcome based to encourage innovation.
· We provide flexible payment terms.
· We offer comprehensive feedback to all bidders, regardless of the value of the bid, to help them improve next time around.
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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): 

Local authorities must take a strategic approach to procurement and consider the shape and size of the market at the outset of all procurements. This will inform the process to ensure that processes do not eliminate suppliers due to the size, value, sector or specification of requirements.
Procurement decisions must always be based on whole life costing, taking into consideration price and quality rather than just the bottom line price on a tender.
Engage with the local branch of the FSB, third sector coordinating groups and any other organisation that you can work with!




	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): 

Third Sector Learning Programme:
The Procurement Team is participating in a 10 month third-sector learning programme to improve understanding and engagement.
Quick quotes:
The regional ‘YORtender’ portal enables ‘quick quotes’ for lower value requirements. This is to be introduced this year to increase low-value business with small and local companies.
Standardisation across the region

Developing regional standardised elements of the procurement process (for example pre-qualification questions) to make it easier for suppliers.
Open Data

Developing a programme to release procurement Open Data (beyond the current £500 spend).
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	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):

We ask for feedback from bidders and use this to improve processes. Some examples below: 

“The feedback given was very comprehensive and will allow us to better our future submissions. It was excellent to receive the in-depth documentation about our submission. (unsuccessful bidder)”
“Tender evaluation were very clear. Portal was very easy to use. Apart from not winning, I've no complaints! (unsuccessful bidder)”.
“Our organisation completes several tender competitions each year; this was one of the clearest, proportionate and most transparently structured that we have seen; please do pass on our appreciation to your procurement manager and social care Commissioners who have been exemplary and professional throughout the process. (winning bidder)”
Testimonials from the Federation of Small Businesses
Comment from FSB West Yorkshire Regional Chairman:

“Wakefield Council has certainly proven themselves to have the best procurement practice of any local authority in West Yorkshire but we also believe they could be one of the leading local authorities on procurement.  Firstly, Wakefield Council has designed a PQQ form that is both easy to understand and quick to complete.  We believe the Wakefield PQQ form should become the standard PQQ for all public sector procurers across the UK.  Secondly, new businesses can often be discriminated against in public procurement processes as they are often unable to supply the required number of references if their business has been trading for less than two years.  Wakefield Council allows bidders to submit references for work that they have either undertaken under their own business or as an employee of another business.  This means that young businesses are able to tender for work alongside other businesses so it levels the playing field.  The most important piece of good practice however is Wakefield Council’s inclusion of a standard contract clause to address late payment by main contractors at our request.  This contract clause states that main contractors must pay sub-contractors within thirty days.”     

Comment from FSB Wakefield Branch Chairman:

“The FSB worked very closely with Wakefield Council on their new procurement practice.  We were consulted on the content and phrasing of the Council’s standard PQQ form.  Wakefield Council has funded and delivered several ‘Meet the Buyer’ events and businesses attending the most recent event in October 2012 were extremely complementary about the range of different buyers at the event and the programme of free business masterclasses.  Whilst we have been really pleased with the new PQQ form we were delighted when the Council responded to our suggestion of a standard contract clause on sub-contractor payment terms.  The new contract clause which has been included in both their goods and services contracts will greatly alleviate the cashflow concerns of sub-contracting businesses who have had to endure late payment by main contractors.”
Case Study: Fresh Pastures
Fresh Pastures, a Wakefield-based Community Interest Company, was awarded a contract for milk and dairy produce in 2006. The company has since expanded from 6 to 60 employees, most being recruited from long term unemployment or with a disability.
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