‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name:     London Borough of Tower Hamlets 

	

	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?

	Total Procurement Spend 

£445m

Spend with Local firms 

£98m

% of overall procurement spend 

22%


	Total Procurement Spend (to Dec 2012)

£358m

Spend with Local firms

£80m

% of overall procurement spend

22.34%




	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):

One of the council’s five community plan themes is to create a Prosperous Community. The theme of supporting businesses is developed in our Strategic Plan 2012-13, our Enterprise strategy and our Employment strategy which have been informed by a local economic assessment. Informal breakfast focus sessions held across the borough enable suppliers to find out about forthcoming opportunities.  This coordinated approach and regular dialogue has provided a communication channel for suppliers to promote their business offerings and has enabled suppliers and providers to come together as ‘special purpose vehicles’ for some of our social care contracts. 
Our procurement procedures actively support local business. Low value contracts are effectively ring-fenced to local suppliers and purchase orders and new supplier adoption requests ensure compliance.
Training is given to small business and third sector organisations in how to complete Pre-Qualification Questionnaires (PQQ) and how to respond to an Invitation to Tender (ITT). Supplier briefings develop awareness and understanding of the Council’s requirements and aspirations from its procurement expenditure.
Small suppliers are able to bid for contracts by breaking them down into lots or reducing duration to drive competition e.g. the Council’s Business Café scheme.  High value strategic contracts are reviewed in terms of contract model, size and scope to encourage local and SME suppliers to bid for Council contracts. An example of this approach is exemplified in our Decent Homes programme contracts.

The adoption of Dynamic Purchasing Systems also provides greater opportunities for smaller suppliers. 
(242 words)




	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):

Small firms are engaged by holding informal breakfast meetings; category specific focus groups with the relevant Category Manager; supplier briefings at the outset of each procurement and advertising and updating our contract forward plan on the London Contract Register.  This Register contains details of: when contracts have been awarded; are due to be awarded; the name of the winning bidder (sub-contracting opportunities) and the contract value.  Suppliers are encouraged to prepare for the next contracting opportunity.

Upcoming contracting opportunities are advertised widely including the Council’s own website, London Tender Portal, CompeteFor and where necessary in the local media.  We also liaise closely with East London Business Place and Construction Line to locate local suppliers for low value works and services.

We listen to feedback from SMEs on what is most useful to them and adjust our programme by holding training courses for local suppliers, with particular emphasis on completing a PQQ and responding to an ITT. Details are as follows: - 

2009

2010

2011

2012

Annual Supplier Forum (No of delegates)

100

121

110

Training with local suppliers (hours)

238

266

167

2235

Category Specific Focus Groups (hours)

157

77

112

164.5

Breakfast focus groups (no of delegates)

257

50

Third Sector providers (no of delegates)

153

257

50

The Council for Voluntary Services is also assisting bidders from Third Sector Providers.

The following links are to pages on the Councils website.

Procurement Advice Centre  

Current tender opportunities
Details of where contract notices are published
Our Supplier’s and Contractors’ Charter
 (250 words).



	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):

The Council’s procurement system collates data on all of our suppliers, by undertaking a variety of spend analysis we are able to identify the value of spend with local suppliers, as well as the spread of suppliers across each category of spend. This information is fed back to the Council’s governance boards, Members and senior management by various reports and presentations.

In 2012 22%, or £198 million, of our annual spend was spent with local suppliers. In January 2013 the Council launched its three year Procurement Plan which aims to increase spend with local suppliers to 42% by 2015. Spend data is corporately monitored and regularly reported as part of the Council’s corporate performance monitoring and improvement processes.  This approach has resulted in our current level of achievement.

We operate in partnership with the Canary Wharf Group (ELBP) and have rolled-out their supplier database (read only) to officers across the Council who need to source local suppliers.  Engagement with local suppliers is monitored by the current category management model. All the Council’s spend above £500 is published on the transparency pages of its website. 

(184 words)



	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): 

Training courses are run throughout the year for officers involved in the procurement process.  Each delegate gets a ‘quick reference guide’ detailing the different procurement rules depending on the value of the procurement.  This guide also highlights ‘What is a local supplier’ i.e. by their postcode.  This guide is also provided to local suppliers who complete the Understanding the PQQ and how to Respond to an ITT courses, so they are well aware of our priorities. 

For procurements below EU thresholds we no longer require a PQQ. For procurement above the threshold we have reviewed and simplified the document and currently working with London Councils as part of the ‘one PQQ for London’ initiative.

Orders are monitored by the Procurement Compliance Manager to ensure engagement of local suppliers 

We are currently implementing a Dynamic Purchasing System for our design and print requirement, which will provide us with real time prices plus immediate feedback to suppliers on their performance.

For contracts over £50k four quotes are required but there is a clear expectation local firms will be invited to quote. For larger scale contracts the Council challenges and monitors these through a Tollgate procedure where the plans are tested to see if local suppliers can be involved. Written feedback is provided to all suppliers including face to face or telephone briefing sessions where appropriate.

(223 words)


	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): 

The key learning points from our procurement practice include:

· Early engagement is paramount.

· Where possible we avoid jargon and provide a ‘quick reference guide’.

· Expectations should be made clear from the onset with advice tools for use along the procurement journey. We have produced a Supplier’s & Contractors’ Charter which details expectations on both sides and a Procurement Advice Centre which allows suppliers to contact us with their queries.

Feedback from East London Business Place suggests that Tower Hamlets is at the forefront of supplier engagement and is the most proactive east London borough in its engagement of small businesses.
(100 words)



	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): 

Our new Procurement Policy Imperatives sets out how the Council will maximise social benefits from its contracts, including increasing the spend with local businesses to 42%, directly and indirectly through the supply chains of major contractors of the Council, by financial year 2014-2015.  We are currently in the process of conducting an Industrial Capacity Analysis.  The results of which will help to provide a detailed view of the businesses within the borough. This will then be used to develop more targeted communication channels, training and development opportunities to help generate the local business economy. 
(94 words)




	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):

Since 2011 there has been a change in procurement approach recognising the opportunities council spending power can bring to local businesses and people.  More recently the council has also updated its procurement plan covering the next three years

Containing seven key principles, the plan outlines the council’s approach to its contracts by providing jobs for residents and opportunities for smaller local businesses.

GEM Environmental Building Services is one local company that has been able to take advantage of procurement opportunities with the council, and currently has a contract to carry out repairs, maintenance and fire safety in council owned housing blocks. 

Based in Bow, the company has gone from a turnover of £500,000 and 9 staff, to a turnover of £5.2 million and 55 staff in recent years - 90 per cent of which live locally. The company also take on two apprentices every year.

director at the company, said: "We've managed this growth, purely because of our contract with the council. Tower Hamlets Council have taken a different view and allowed entrepreneurs and small business to thrive at a time when most councils take the easy option and just take on major companies."

Procurement Network Manager at East London Business Place (ELBP) says,

 “LBTH demonstrated its commitment to working with the local business community by providing breakfast focus groups and one-to-many training workshops on how to complete the LBTH pre-qualification questionnaire.  Feedback from clients was positive and they felt that they learned a great deal by speaking face-to-face with procurement officers and category managers.  This also encouraged local SMEs to be more proactive regarding the completion of PQQs.”
Director of East London Business Place (ELBP) commented,

“ELBP have worked with the LBTH procurement team on local supplier engagement for a number of years.  LBTH has been very proactive and innovative in the way they engage suppliers, this has included supplier briefings; forward plans; focus groups and supplier showcases. Feedback from LBTH led supplier training sessions has been very positive and we fervently hope that our association continues into the future.”
In years 3 to 5 of the Decent Homes programme, contract packages have been split into smaller lots, allowing local suppliers to deliver some elements of the work. Contractors have also been asked to source labour locally, resulting in 100 jobs for residents per year and 240 apprenticeships in addition to work experience placements. The contract also included 20% of all sub-contracting work to be secured from businesses within Tower Hamlets.
An excerpt from the Final Evaluation of the Bishop’s Square Procurement Support Project Report states: -

“...In addition over half of all beneficiaries agreed that the support received has enabled them to achieve ‘Fit to Supply’ status, develop new policies to help with procurement, increase marketing opportunities and win more work.  Beneficiaries also agreed that the business support programmes such as the Bishop’s Square Procurement Support Project help increase confidence in East London as a place to do business.”

(497 words) 




