‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: London Borough of Lewisham

	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?

	54 % venders SME’s, value 15% of £375m
	Target 18%


	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: 

Feedback in the past tells us that local business has often been frustrated with a lack of consultation and engagement with the Council’s procurement team. We therefore put a lot of effort into engagement, which we do through three main channels, working through:  
1. the South East London Chamber of Commerce and, 
2. Voluntary Action Lewisham, the umbrella group for the community and voluntary sector
3. our contracted partner, GLE, who runs the Council’s business advisory service, particularly targeting new starters.
Recently, we have amended the Council’s standing orders so that for low value requirements (under £50,000) at least one local quote must be obtained. Local is defined as the London Borough of Lewisham, or if appropriate suppliers or contractors are not available in-borough then within south east London (the boroughs of Bexley, Bromley, Greenwich, Lambeth and Southwark). 
We already assess each contract to see if a lotting approach would maximise interest from SMEs. For instance we had a single catering contract covering education, social care and hospitality; this was broken down into three lots with the hospitality element targeted to small local companies. We appointed 16 small enterprises catering for a wide range of tastes, diets and communities.
Lewisham’s revised Procurement Strategy reflects the need to engage with small businesses and we additionally encourage and influence our large primary contractors to procure from local suppliers, by committing to a target level of business they will make available to the local supply chain. 



	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: 

We encourage small companies to regularly check our website for opportunities. We signpost businesses to our site from the Chamber of Commerce site. 
We are in the process of introducing e-tendering software (Due North) and in the next few weeks will be informing our current suppliers of the registration process. This will also be advertised on our website and through colleagues in Economic Development to ensure widespread coverage. We will be part of the London Tenders Portal which already has 26,378 registered users; this will also be linked to supply4london.
At tender stage we issue a method statement which contains a table requiring prime contractors to identify targets in terms of a number of social, economic and environmental aspects. One of these relates to how much sub-contracting activity they will make available to local businesses. If they are successful the targets in this method statement become contractual requirements. 



	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: 

Since 2008 we have undertaken spend analysis, initially through an external company but latterly via our own staff. One factor in the analysis is company size. This spend data is provided on a regular basis (quarterly) to the Directorate Management teams so that senior management are aware of their division’s performance. A summary version is presented to the Executive Management Team chaired by the Chief Executive.

As part of the Governments transparency agenda we made available from December 2010 our monthly spend data for companies that we were spending in excess of £500. Since August 2012 we have included all spend above £250.



	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:  

For low value processes we initially introduced a simplified pre-qualification questionnaire, now we issue a request for company information which has reduced the requirement when responding to expressions of interest to a minimum.

Three times a year we award Mayor of Lewisham Business awards. These are an opportunity for local businesses to celebrate their successes and to increase their profile within the community. The awards are open to any business in the borough. We invite applications in one of eight categories: Fairtrade business, Creative digital entrepreneur, Corporate and social responsibility, New business, Young entrepreneur, Customer care, Social enterprise and Environmental practice. 
As part of standard payment practice we pay identified invoices from local and small and medium enterprises within 10 days or we encourage them to become purchase card enabled, which provides for an even speedy payments route.
Should we receive a complaint about a procurement practice this would be formally investigated by a more senior member of the staff, and a report produced. If this investigation proved that the disciplinary code had been breached then the required action would be taken and this could result in at the lowest level standard setting or if gross misconduct, dismissal. 

On all procurements where there has been a formal tendering process carried out Lewisham gives feedback to all tenderers as a standard; even tenderers submitting  unsuccessful quotations are given feedback if requested.



	What have you learnt from your procurement approach with small businesses that could most benefit your Local Authority peers?

	Response:  

The most important factor to take into account with small businesses and organisations is to know the scale and scope of what’s available locally, what markets they operate in, whether they wish to provide services to the Council. This should be allied with providing guidance on “how to tender” and assistance in getting them “tender ready”.
Lewisham also realised that SMEs often lack capacity to bid and we encouraged SMEs to work together, in consortia or partnerships. 



	What’s your next big thing to help small businesses increase their chances of winning more of your contracts? 

	Response:  

The change to the Council’s standing orders so that for low value requirements (under £50,000) at least one local quote must be obtained. This will change our spend profile so that an increasing number of purchases and service providers will be local companies, by ensuring that they have to opportunity to quote for Council work. 

To sustain this objective will require other elements to also be in place. Notably, local supplier relationships and market knowledge, and thus our close working with colleagues in Economic Development will be crucial in this field. 

Another element will include the initial roll-out of e-tendering, which will target the low value spend area, using a quick quote route. Also the publicity associated with this roll-out will be targeted towards this portion of the market; particularly utilising our existing links with the Chamber of Commerce and Voluntary Action Lewisham, the umbrella organisation for the voluntary and charitable sector.    



	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:  

Between the years 1999 and 2009 we had a single catering contract covering education, social care and hospitality at Council run events. This contract was with Chartwells, part of the Compass group. When the contract renewal was approaching the procurement option strategy included as an objective that elements of the contract should be made available to small local businesses. To meet this aim we divided the contract into three lots (a) education (b) social care and (c) hospitality. This third lot was targeted towards local businesses by local advertisements and a mail shot, we also decided to procure this as a framework as the specification included the requirement to offer ethnic foods, silver spoon service and other types of catering. 

The process was run as a formal tender but the documentation was reduced to minimise the bureaucracy: simple questionnaire, tender pack in single document. This approach attracted a wide response and we appointed 16 local businesses to the framework which runs for four years.

The details of the companies with links to menus and pricing options were published on the Council intranet, so colleagues would have easy access when requiring this service.  

	


