‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name: The London Borough of Redbridge

	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?

	· Proportion of procurement expenditure: 52%

· Contracts Awarded to small businesses: 37%
	· Proportion of procurement expenditure: 56%

· Contracts Awarded to small businesses: 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):
The Council has a high level political commitment, from the Leader of the Council downwards, to working with small businesses.  This is reflected in our recently drafted Procurement Strategy in which the Authority expresses the objective of a partnership approach with local businesses, including small to medium enterprises, social enterprises and Third Sector organisations.  This commitment is reflected in a number of specific ways, including the following.
The Authority’s Contract Standing Orders require at least one bid from local businesses (the majority of small businesses that we engage with are in our local area) for lower value contracts below the EU Threshold with the intention of attracting small businesses to contract with the Authority.
Scrutiny of individual procurements takes place at an early stage at a Member Contracts Panel.  This allows consideration of how to promote small company involvement.  For example, the Authority is about to commence a major procurement for its Grounds Maintenance work.  It has been decided to divide the service into three lots, each of which is of a more manageable size for a small company to undertake. 

The Authority has adopted a flexible approach to annual turnover to enable smaller businesses to bid for work where previously their annual turnover might have denied them the opportunity to compete.
The Authority holds bidders’ open days as appropriate prior to a procurement, which provides an opportunity to engage with small businesses.    




	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):

The Authority’s award winning website, Redbridge i, is designed to be user friendly and to push out messages positively to small businesses.

Procurement opportunities of £50,000 and above are advertised on Redbridge i.  This provides opportunities for smaller businesses to bid for lower value contracts below the EU Threshold of £173,934.  As the Authority advertises the majority of its contracts on Redbridge i, smaller businesses have opportunities for sub-contracting arrangements for larger contracts.

The Authority also advertises its contracts on the London Tenders Portal and the Supply 4 London Portal which provides opportunities for smaller businesses to bid for Authority work Pan London.   

Market warming events are staged to engage with the market on forthcoming procurements.  As a spin-off from this there may also be prospects for smaller businesses to identify sub-contracting opportunities with larger suppliers.  

In general, the Authority maintains close relations with the local business community.  In particular, it works closely with the two Business Improvement Districts in Redbridge.
 

	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 Authority’s Strategic Procurement team publishes expenditure dashboards for each service, using live data extracted from its accounting systems.  These show Directors and Heads Of Service on a regular basis where they are spending money.  These dashboards include a graphical illustration of business expenditure carried out locally.

The Authority maintains a record of all contractual arrangements, including those with small businesses, which is published on the Contracts Register.  This is accessible via Redbridge i, the council’s web-site.  
This information enables the Authority to monitor the percentage of expenditure with small businesses.  Currently (April-Dec 2012) this is 56%.  This percentage is monitored, allowing the Authority to measure the success of initiatives to work with small businesses.  
The Authority submits its procurement expenditure data to London Councils’ Contracts Register Service (CRS).  This includes expenditure with small businesses, is easy to access on the CRS website and is publicly available.
In addition, all of the Authority’s contracts above the value of £10,000 are set out in the Contracts Register and on Datashare.  Datashare is the Council’s repository for all publicly available data and is accessible from Redbridge i and provides easy access to the Authority’s expenditure above £500 and links to the Contracts Register. 



	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 Authority has introduced a simplified Qualification Questionnaire (QQ) for lower value procurements, i.e. procurements below the EU Threshold.  One way in which this makes qualification simpler is by enabling prospective bidders to agree by declaration that they comply with the Authority’s policies if they do not hold these policies themselves.  
For procurements that are undertaken via the Authority’s E Tendering system, prospective bidders that have previously bid for work may access a QQ that they have previously submitted, saving time with the submission.
The Authority engages with prospective bidders to ascertain their thoughts and views on how a service can be better provided.  

The Authority pays suppliers promptly, recognising the importance of a reliable cash flow for small businesses.  Whilst the Authority’s default terms of payment are 30 days from receipt of invoice, where possible the Authority will pay within 14 days.
The Authority provides training to officers engaged in procurement to enable them to carry out the process correctly.  This involves training sessions on Contract Standing Orders, the Tendering Procedure and E Tendering.  In addition, forthcoming procurements are identified from the Authority’s Contracts Register and officers from Strategic Procurement offer procurement advice and training to those officers who will be involved with the procurement.
The Council’s Audit Committee receives regular reports on Contract Management and this allows Members to hold contract owners to account.

The Authority offers feedback to unsuccessful bidders with a view to offering constructive criticism and provides sound advice to help them improve future 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): 

· Streamline procurement processes to enable small businesses to bid for work.
· Host market warming days for small businesses.

· Prompt Payment.  
· Use of electronic systems to speed up the payment process.

· Small businesses are more responsive and flexible to the Authority’s requirements and can often offer a specialist service.

· Expenditure with small businesses often remains in the local area and benefits the local economy.
· Small businesses have pride in working for the Local Authority.

· Contract Standing Orders should offer the opportunity for local businesses (which are often small businesses) to bid for 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): 
· Produce a Procurement Toolkit to enable small businesses to be procurement ready, not only for Redbridge, but for all other Authorities.  This will be made available on Redbridge i, the Council’s award-winning website.



	Is there anything else you wish to add to support your application?                                      E.g. 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):
Case Study - Provision of Temporary Accommodation
This was set up as a tri-borough framework contract involving the Authority, the L.B. Newham and the L.B. Waltham Forest.  The framework commenced in May 2012 and will operate for a period of 4 years.  The provision is to provide temporary accommodation for homeless families within the 3 Authorities.  
In the strategy planning for this framework, the 3 Authorities agreed that there should be opportunities for organisations of all sizes to bid for this work.  As a consequence of this, the entry criteria allowed for the opportunity for small businesses to participate.  

A market warming event was held for the contract where prospective bidders were given information about the forthcoming tender process and what to expect and also to provide an opportunity for their feedback.

Of the 26 organisations that were awarded contracts 25 were classified as small businesses and 1 was classified as medium.



