‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Sunderland 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?

	Unfortunately we don’t have comprehensive information on SME spend data, however the local supplier spend is:

Local (Sunderland businesses) Spend - £45,662,000 (29% of all third party spend).
Regional Spend - £84,440,000 (54% of all third party spend).
	Unfortunately we don’t have comprehensive information on SME spend data, however the local supplier spend is:
Local Spend Q1 to Q3 2012/13 (Actual) - £57,371,941 (36% of all third party spend).
Local Spend Q4 2012/13 (Estimate) - £19,150,000. 

Total forecast Local Spend £76,521,941 (forecast 37% of all third party spend).
Regional Spend Q1 to Q3 2012/13 (Actual) - £106,611,168 (66% of all third party spend). 

Regional Spend Q4 2012/13 (Estimate) - £35,500,000. Total forecast Regional Spend £142,111,168 (65% of all third party spend).


	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):

There are a number of measures in place within Sunderland City Council to recognise the value of smaller suppliers. These are:

· Sunderland City Council views supplier engagement as a key priority which is why we have 2 dedicated market development posts within our Corporate Procurement team. These staff engage with local businesses, VCS organisations and market representative bodies regarding contract opportunities, provide general support and establish and understand the local market capacity / capabilities. Engagement is delivered by various methods including:
· Targeted contact with local suppliers to interact with the supply market and discuss quotation opportunities to ensure they can meet the requirements and have the capability to deliver. This includes discussing any barriers to bidding from local / small businesses. Example1: Short Breaks Contract for disabled children, two consultation events were held to ask the market for alternative methods of service delivery that may exist in the market. Ideas and suggestions received from the market changed the service specification to make it more accessible to local / smaller suppliers. Example 2: Substance Misuse Contract, the consultation event identified that the TUPE impact would have prevented suppliers from bidding due to initial target implementation timelines proposed.   In order to address this a revised contract start date of 2 months was agreed to factor in the mobilisation period required for this service. 
· Local and Regional ‘Meet the Buyer’ events are held/attended to raise awareness of current and future opportunities.

· We speak to all suppliers that are invited to quote through our ‘Buy Sunderland First’ (BSF) on-line quotation system to ensure they have received the invite and offer support to ensure they are comfortable using the BSF system.

This approach has resulted in positive feedback from smaller businesses.
· The Council has implemented a number of support systems to stress to smaller businesses that the Council is ‘open to their business’, including:
· The launch of ‘Buy Sunderland First’ - Following an intensive engagement / awareness campaign, with the Federation of Small Business, local Chamber of Commerce and local suppliers, the Council launched its on-line, self-registering, quotation system ‘Buy Sunderland First’ in 2010. The system was implemented to establish local/non-local supplier databases and maximise opportunities to local/small businesses to bid for contracts under our tender threshold recently increased from £75,000 to £173,934 (the EU Directive threshold for goods/services). The vast majority of registered suppliers are small businesses.
Bidders are randomly selected and the market engagement team contact the selected suppliers to ensure they have capacity and capability to bid, if not others are selected.
· Training programmes for local suppliers with the Business Enterprise Group. The initial training programme included three sessions titled ‘Preparing to Win’, ‘Completing Successful PQQ’s’ & ‘Preparing Winning Bids’.

· Future training and feedback events by the Council to support smaller suppliers and develop their procurement capabilities.

· Face to face engagement with suppliers following quote and tender submissions to provide feedback and discuss ways to improve future bids.

· The Council’s Current Contract Register and Future Planned Contracts are published on the Council’s internet site and shared with the local branch of the Federation of Small Business and Chamber of Commerce to share with their members.

· The Corporate Procurement team work closely with the Council’s Business Investment team to discuss local market capacity and business opportunities plus any niche market areas. 

· There are a number of activities undertaken to optimise SME participation including:
· Scoping reports are produced at pre-procurement stage for all procurements exceeding £5,000 to establish local/SME market to inform the design, scope, structure and size of the specification.
· Consideration is given to the supplier market during the scoping exercise to ensure that procurement opportunities are broken down into appropriate lots where possible to ensure opportunity is accessible to smaller suppliers. Example: The Council currently has a requirement for minor works. To ensure that the Council are able to engage directly with SMEs and the local market identified at the pre-procurement stage it was decided to structure the requirements to reflect this market. This resulted in breaking down the multiple frameworks into a total of 22 lots. This gave SMEs the opportunity to work directly for the Council negating the need for them to subcontract via a main contractor.
Examples include:

· Asbestos including demolition - 3 lots
· Minor Building Works - 6 lots 
· Mechanical & Electrical Works - 7 lots 
· Windows & Doors - 5 lots
· A Supplier Engagement Group is in place to develop and maintain effective relationships and engagement with representatives from the local supply markets to provide the link to SMEs and drive improvements in procurement practices and understand any key barriers to the market. The group is chaired by the Executive Director of Commercial and Corporate Services, and the group includes the Federation of Small Businesses (FSB) and local Chamber of Commerce, Corporate Procurement and Business Investment. A representative of the local VCS community is to join the group.
· The Council’s Procurement Strategy is currently being updated to reflect the recent changes / improvements implemented. The strategy’s key focus is to reflect the benefits of procuring from small / local businesses and informs our economic development strategy. Given the future and changing procurement requirements, a Procurement Review was undertaken in 2012 with input from the FSB and local Chamber of 
Commerce.  The overall conclusion of the review was that the arrangements in place were, in the main, good and there was a high degree of satisfaction from local suppliers.    
One of the improvements identified during the review was the need to increase the Council’s threshold for when formal tenders are required (as opposed to quotes). The threshold for a formal tender exercise to be undertaken was £75,000 (in line with many other LA’s) regardless of the nature/complexity of the procurement or the ability of SME’s / VCS organisations to submit formal tender documents. In order to ensure greater involvement of procurement professionals and provide flexibility as to the most appropriate procurement method to adopt now all procurements over £5,000 are routed through Corporate Procurement who determines the most appropriate procurement process, including consideration of how to maximise the opportunities for small / local suppliers, up to the new threshold of £173,934. The use of ‘Buy Sunderland First’ is mandated for all quote exercises.

The new Procurement Strategy outlines Sunderland City Council’s aim for 2013 -16 to provide more responsive procurements that maximise the local economic impact whilst securing the desired outcomes and value for money.




	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):

There are a number of measures in place within Sunderland City Council to enable smaller businesses to find out about procurement opportunities. These include:

· Market Consultation / Engagement events in advance of a tender opportunity to raise awareness of the opportunity, provide an overview of the requirements, explain the documentation and allow suppliers to ask questions. These events have proven very useful and have helped tailor procurement exercises to encourage bids from smaller suppliers.

· There are a number of communication routes taken by the Council to raise awareness of opportunities, including:
· Press and Journals – All tenders are advertised in the local press, trade journals are also used where appropriate.
· NEPO Portal - When the tender is created on the NEPO Portal e-tendering system all registered suppliers receive a notification email.

· Buy Sunderland First – The system contains a business directory with over 3,500 suppliers, the majority being small businesses. The registered suppliers are notified of opportunities and events.

· Council Internet – The Council’s Contract Register and Future Planned Contracts schedule is uploaded to the Council Internet page, suppliers can clearly view the contract period, values, description etc. This information is also shared with our Supplier Engagement Group, including FSB.
· Engagement Groups – When appropriate the Council advertises opportunities via business groups, such as NECC and FSB and other specific groups. 
· The steps taken by the Council to improve supply chain participation from small suppliers include:
· The Contract Register and Future Planned Contracts schedule are published on the Internet have been a useful tool for introducing subcontractors to prime contractors and supporting consortium bids.
· The North East Purchasing Organisation (NEPO) Portal system used by the Council has a supplier subcontracting module which can be used by bidders and potential sub-contractors to promote and advertise opportunities. The use of the subcontracting module is promoted by the Council.
· The Council encourages SMEs to attend supplier market engagement meetings, which puts them in touch with main contractors. Example 1: The Council recently had 4 minor works projects to complete within a number of schools within the city. The Council in partnership with the principal contractor organised an awareness day where local suppliers / SME’s were encouraged to register with the principal contractor, providing sub-contractor opportunities for them to deliver not only the Council’s requirements but also access to other opportunities with the principal contractor on other works. Approximately 150 SME/local suppliers attended the event with most of them registering with the principal contractor on the day.  This resulted in a significant number of small suppliers obtaining business opportunities. 
· The Market Development team have previously supported networking between local smaller suppliers and principal contractors.
· The Corporate Procurement team work closely with the Council’s Business Investment team to embed social value in procurement. Considerations include:

· social clauses
· works information
· method statement questions 
One of the legal clauses used deals with the use of local subcontractors, where appropriate, following contract award. In the current tender for the new Wear Bridge a combination of all three social value benefits has been used to ensure bidders understand the importance of social value and this has an impact on the successful contractor appointed.


	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):

Sunderland City Council produces a suite of Key Performance Indicators (KPI’s) relating its procurement activity. The KPI’s include:
· % Tenders received from local / regional suppliers
· % Opportunities to quote issued to local / regional suppliers

· % Contracts awarded to local / regional suppliers

· Total Spend with local / regional suppliers

· Results of post tender questionnaires (Winning Bidder)

· Results of post tender questionnaires (Loosing Bidder)

· The information provided by the Council’s KPI’s is used in a number of ways to improve procurement with small firms, including:

· The results of the KPI’s are monitored and discussed in detail at the Council’s monthly Strategic Procurement Group. This group is chaired by the Executive Director of Commercial and Corporate Services and members include representatives from other key specialists impacted by procurement such as legal, transformation and finance. Once the KPI’s have been discussed by the Strategic Procurement Group a number of recommendations are mandated to improve procurement with local / smaller firms.
· The market development team analyse data on a monthly basis to investigate how many local small businesses have expressed interest in tenders, submitted bids, been invited to quotes. The team are responsible for providing support and guidance to continuingly improve the performance of local / small firms.

· There are a number of ways which the Council makes information on spend and contract information publicly available and easily accessible. These include:
· The KPI’s produced by the Council are transparent and shared with members of our Supplier Engagement Group.

· The Council publishes information of all transactions over £500 on the Council Internet site.
· Spend analysis and contract information is regularly presented by the Council and discussed at various events, including ‘Meet the Buyer Events’, ‘Market Engagement Events’ and ‘Training Sessions’.



	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): 

There are a number of ways the Council supports small businesses in the procurement, bidding and contracting process. These include:

· Measures implemented to ensure quicker, simplified and less costly processes for smaller procurements below the EU thresholds, including:
· The Council has implemented the Buy Sunderland First system for quotations below our tender threshold (of £173,934). The system is free of charge and suppliers, especially smaller businesses, are encouraged to register.
· The Council reviews its quotation packs on a regular basis to ensure they are as streamlined as possible. Feedback is requested from business groups on a regular basis to ensure the documents are simplified to encourage bids from smaller businesses.

· The Council has reduced its core PQQ over and above that recommended by the Cabinet Office version to ensure only mandatory areas of prequalification are applied. This recent review has reduced what was a 30 plus page document to 10 pages.
· The Council has a number of enterprise parks in the local area which have been setup to support smaller businesses and encourage innovation. The Council’s procurement team have a close relationship with the enterprise parks to ensure smaller businesses are aware of council opportunities and the support available.

· The Council seeks to pay suppliers within 5 days of receipt of invoice. This quick payment period was introduced a number of years ago to support smaller businesses.  Where required some businesses are setup to receive immediate payment upon receipt of invoice. The prompt payment of suppliers in supply chains is a clause written into the Council’s contract terms and conditions. Payments in advance are also made in certain circumstances, usually when contracting with the VCS sector.
· All procurement over £5,000 is routed through the Corporate Procurement team to ensure opportunities for local / small suppliers are systematically maximised. Through the Buy Sunderland First system there are measures in place to ensure smaller businesses receive appropriate contract opportunities.

· All Category Managers are members of CIPS or are working towards CIPS membership and are accountable for all procurements they are involved in. Any challenges to a procurement process would be investigated thoroughly and staff are accountable for their actions. This is clearly documented and communicated to staff via a robust suite of standard operating procedures for procurement. 
· Constructive feedback is offered to all suppliers which have submitted a bid for Council contracts. Suppliers that have submitted a quote will first receive general feedback, such as ranking, key areas for improvement, followed by detailed face to face feedback on request. All suppliers who have been involved in a tender process will receive a detailed evaluation report highlighting the advantages of the successful bidder over the unsuccessful bidders.



	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 do not usually have dedicated teams that focus on writing bids, any opportunity to streamline the required documentation is beneficial or allow for information to be used more than once (e.g. electronic PQQs).

· Opportunities and procurement professionals should be visible. Contract Registers and a forward plan (pipeline) of procurement opportunities should be published online.
· Electronic systems are a great way of approaching the market and publishing notifications, however contact details of suppliers are not always kept up to date. As a result supplier directories should be cleansed and updated on a regular basis.

· The Council has received great feedback from suppliers who have been notified of opportunities through early engagement events and notification telephone calls to smaller businesses.
· Feedback is key to improving bids and supporting smaller businesses to win future contracts.




	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 recently revised its rules to enable an increased number of small / local businesses to win Council contracts. The previous tender threshold was £75,000; however this was raised to match the OJEU tender value for goods and services (£173,934). This fundamental change will ensure that an increased number of smaller local businesses will be invited to bid for quotations up to the OJEU tender limit.
The Council’s Market Development Team will take a proactive approach to supporting and encouraging smaller businesses to submit bids for these opportunities.
The market development staff will focus on engagement with the local SME market to provide support to increase their opportunities for securing contract opportunities. 




	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):

Following a procurement review in 2012 a number of actions have been implemented by the Council to achieve this aim, including:
· Market engagement will take place on a regular basis to ensure smaller local businesses are registered on the NEPO Portal (tender) and Buy Sunderland First (quotation) e-procurement systems.

· Increased engagement with local smaller businesses that are invited to quote to ensure they are aware of the opportunity and understand how to use Buy Sunderland First.

· Engagement with local suppliers that don’t submit a quote or tender to identify the reasons why and encourage future bids.  In addition, unsuccessful suppliers will be contacted by the team who will offer feedback and discuss ways to improve future bids.

· The category structure on the Council’s procurement systems will be reviewed and updated to ensure the categories are user friendly and appropriate for the type of work. The market development team will work with suppliers to ensure the correct categories are selected.

· The re-launch of Buy Sunderland First will include a higher quotation value threshold to ensure that an increased number of local suppliers are given the opportunity to bid for and win larger value contracts.

· The Council is investigating an online PQQ which will ensure that prequalification is streamlined for smaller businesses.

· The introduction of the reduced PQQ document (only 10 pages) for all restricted procurements.

· Following initial analysis in 2012, a further detailed analysis will take place to identify the capacity and capability of the local market and identify smaller businesses.  Areas of low market coverage in Sunderland will be targeted by the Council’s Business Investment Team to encourage new start up businesses.

· Questionnaire System – A questionnaire system is used to request feedback from suppliers that have taken part in a procurement exercise. The questionnaire system is also used as part of the scoping process to request feedback from smaller suppliers in advance of the procurement.

· Social Networking – The Council is investigating ways of using Social Networking, such as Twitter to raise awareness of opportunities.

Recent good example:
1. The Council along with representatives from the Business Enterprise Group delivered a series of training courses with the aim of helping smaller businesses to identify, prepare bids and win local authority contracts.

2. A member of the Council’s market development team was present to sign up suppliers to the Council’s procurement systems and raise awareness of future opportunities.

3. A small local supplier that specialised in window blinds was present at the event and signed up for the system and received information on a future opportunity.
4. When the window blind contract was issued through Buy Sunderland First the window blind supplier was invited along with various other businesses.
5. The window blind company submitted a comprehensive compliant quotation, supported by the help and guidance provided by the training course.

6. The window blind company based in Sunderland was successfully awarded the quotation following the evaluation stage. The quality of their bid and competitive pricing was a key strength of their bid.
7. This smaller local business hadn’t previously bid for contracts with the Council. The business cited the comprehensive training and visibility of the contract opportunity in addition to their own service offering and pricing as the key reasons why they were successful in winning a contract with an approximate value of £35,000.



