‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: Waverley 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?

	17%
	19%


	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):

Only 10 of the 7,970 businesses in our Borough employ more than 250 people. We therefore recognise wholeheartedly the importance of small businesses and work hard to consult, engage and respond to their needs. 

Our strategic approach,  ‘Waverley – a good place to do business’, presents an ‘open door’ to business and facilitates effective interaction. We nurture good relationships with employers through regular contact and a ‘care programme’ for strategically important businesses. We look after the needs of existing small businesses by campaigning on issues that hamper growth such as infrastructure constraints and encouraging inward investment. Senior managers carry out a programme of visits to local firms to see how the Council can help their business needs. 

We also use the Waverley Business Forum, an independent, self-funded organisation representing businesses in the Borough to engage with small businesses; we maintain a business directory so we can contact them about opportunities, we advertise contracts on our webpage and provide links to all business related sites.

We have clear policies on encouraging business – our Corporate Plan states “The Council will continue to strive to be an excellent customer to the many suppliers that depend on us as a large employer in the Borough. We will try to purchase goods and services locally where possible and will pay our suppliers on time.”

We break down large tenders into lots such as our Housing maintenance and play equipment contracts. In each case this enabled small companies to be competitive and resulted in them winning business.




	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):

We advertise contract opportunities on our web site through the Improvement & Efficiency South East Business Portal. 

Our staff are a vital contact point for small businesses in their day to day work and we give them procurement training and advice. One of our guidance documents, a ‘Contract Management Toolkit’, asks staff to “Encourage the supplier in using local supply chains and local SMEs and Third Sector organisations” and to introduce suppliers to “our local businesses to help build community benefits”. 

We publish our capital programme each year in advance of the spending year which enables business to identify potential opportunities; press releases about new projects also give advance notice to businesses.

We are currently in the process of procuring a skate park which is included in an area of major redevelopment. We have decided to let the contract separately to attract specialist SMEs rather than make it part of the wider civil engineering contract being undertaken by a large construction company.

We have joined forces recently with Surrey County Council to provide opportunities for small businesses to network with large companies in the construction industry. It will assist SMEs in competing for work available from the County and District authorities. BuildSurrey was launched in February 2013. Delegates at the launch said

“We have met some sub-contractors that will strengthen our Surrey supply chain offering. We have also met some innovative suppliers that we will pursue.” 

“It was an excellent opportunity for us to engage with potential subcontractors”.


	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):

We have a commitment to pay small and/or local businesses within 10 days of the receipt of invoices. We therefore monitor, on a monthly basis, the number of local and small businesses who do work for us. We also hold a database of businesses who we can contact about opportunities. 

As part of a new initiative to monitor more effectively the health of our retail sector on our high streets, our Economic Development Section are devising new ways of collecting data. We are currently looking at footfall, vacancy rates, car park data, tenant mix and retails sales.

We publish all expenditure over £500 on our website in an open and machine readable format up to the three star level of the ‘The Code of Recommended Practice for Local Authorities on Data Transparency’ and have done so since 2010.



	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): 

We aim to make our procurement processes as simple as possible, with clear and comprehensible documentation which makes it easier for smaller businesses to respond in an effective way. We have recruited a procurement specialist to improve our interaction with small businesses and we ensure staff are available to answer queries from prospective suppliers. We constantly review our procurement processes and train our staff to ensure best practice. 

We amended our Contract Procedure Rules to ensure we were not disadvantaging small businesses e.g. sole trader rules. We also lowered thresholds to ensure low value purchasing was kept simple whilst maintaining safeguards.

Our procurement officer works closely within a network of Surrey procurement officers which pools expertise and also allows an innovative response to procurement. 

Small businesses told us that prompt payment is one of their major problems. We led by example and introduced a target to pay all invoices from small and/or local businesses within 10 days.  We consistently achieve over 90% against this target. In 2012 Waverley was presented an award by the Forum of Private Businesses as being the third fastest paying council in England. We have had a target to pay all businesses in 30 days since 2005 and we are proud of the fact that we achieved 100% in the third quarter of 2012.

 We always provide constructive feedback to unsuccessful bidders. We recognise that this is a very useful way of increasing a business’s chance of being successful in other bids.




	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 feel that the most important things we can do for businesses are to clearly signpost procurement opportunities with the Council, provide help and advice when it is needed, write clear, unambiguous specifications for works and services and above all maintain an open and productive channel of communication so that we can continue to understand business’ needs. 

Although a relatively small district council we have recognised the importance of having a procurement specialist. In some service areas staff will be only rarely involved in procurement. It is vital therefore to ensure that staff are given good training and advice. 




	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): 

Although it sounds simple, we are going out to meet our businesses across the Borough. We have set in train a programme of visits to hear first hand how we can help our small businesses both win contracts with us and how we can also help them be more competitive with others. 




	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 support a number of small organisations in the voluntary and charitable sectors through grant funding on an annual basis. These organisations, who deliver important services to our residents, felt that their ability to run an efficient business and thereby deliver a good service was being hampered by the short term nature of their funding. We embarked therefore on Service Level Agreements with three of our major grant recipients, Waverley CAB, HOPPA, a community transport organisation, and our Day Centres. The SLAs provide three year funding in return for meeting the Council’s objective’s for service delivery.

A few years ago we decided to look at the savings that could be achieved on our cash collection service which we provided at the Council’s main offices and three other local offices. After going out to tender, Allpay Ltd were selected to provide its payment collection service via the network of post office counters and PayPoint retail outlets.  A carefully planned project resulted in the successful transition for our customers to make payments at 54 different outlets in the Borough or anywhere else where  Paypoint outlets were situated. One of the anticipated benefits of the project was increased numbers of customers at local businesses and post offices. This was particularly helpful for rural businesses. During the first six month period of the contract, the Post Office in Godalming had an additional 4,380 payments and the Co-op in Cranleigh gained 3,320 customers making payments. 

The results from a questionnaire to the Borough’s post offices and PayPoint outlets in 2010 showed that the payment service had brought in new customers to over 90% of the outlets. Over 50% of the survey’s respondents said that customers had also purchased other items whilst making a Waverley payment. A separate questionnaire  sent to 1,000 customers using the new payment service showed a 97% satisfaction with the new arrangements. We achieved an annual cost saving of £130,000.

We use supplier forums to have an early and open discussion with potential suppliers. This enables them to influence the packaging and specification of our tenders to better match the capabilities of the market and helps them understand what we are seeking before they engage in the formal process. 

Waverley Training Services, a highly successful not-for-profit division of the Council, works closely with businesses to build their capacity and competitiveness by offering training programmes for staff, tailored to their business needs and provides support for businesses employing apprentices. 

We provide “meet the expert” market-place style events where businesses can get free advice from experts such as lawyers, accountants and  finance specialists. 

Waverley Council was invited to work with DCLG and other Government Departments on developing a National Commissioning Academy, launched in February.  This Government funded Academy seeks to drive up procurement and commissioning practice across the public sector, focusing particularly on small businesses.   This provided a great opportunity to share insights and best practice from Waverley and to shape the content of the national programme.










