‘Best Councils to do business with’ contest

Entry Form

	Local Authority Name:  Sheffield 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?

	28% (£176m)
	32% (£201m)


	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):

Sheffield City Council (“The Council”) recognises the need to encourage a range of suppliers to help stimulate a varied, competing marketplace; this makes sense in achieving value for money in the long term. We recognise and encourage SMEs through:

· Supplier Engagement is undertaken to provide awareness through focused ‘Meet the Buyer’ events particularly in spend areas with low small business penetration so opportunities are understood and gaps in supplier capacity are addressed

· Hosting annual summits, chaired by the Cabinet Member for Business, Skills and Development, to encourage local businesses to bid for Council contracts.  Summits are attended by Council buyers, key supply partners and the private and voluntary sector. The forum encourages members to share their views on how best to address the issue of building local supply chains, specifically what the private, voluntary and public sectors can do working together.   

· Working with appropriate Business Networks, such as the Chamber of Commerce and Federation of Small Businesses, to identify promotional opportunities and to target areas of difficulty.

· Ensuring procurement strategies do not create barriers for local business e.g. breaking tendered business down into smaller lots to encourage local business 

· Subcontracting and Consortia is encouraged to enable SMEs to work together to deliver the Council requirements.

· Contract obligations with major suppliers to use local companies and where possible SMEs.

· The Council has an established approach to commissioning designed to actively engage private and voluntary sector agencies in the design and future shape of services


	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 Council has a website, set up as a portal, to give suppliers one place to go to find out about tender opportunities, contacts and information. The Council provides key information to suppliers (e.g. publishing existing contract details and future tender opportunities) so that they understand the opportunities and are ready to grasp them. This portal provides access with all 8 Public Sector bodies in the City.
The Council encourages all suppliers to register on its online tender system, YorTender, to ensure they are alerted to opportunities not just in Sheffield but to all 22 Local Authorities in the Yorkshire & Humber region. Prior Information Notices are published via YorTender.  YorTender will publish OJEU notices.

Bidders Briefings and Soft Market Engagements are undertaken to provide prior notification of opportunities and where appropriate a PIN may be issued. 

The Council provide FREE education and training for potential suppliers (e.g. running courses on how to respond to tenders) so that public procurement processes are understood and less daunting. The Council also provides targeted support and assistance via a Monthly Meet The Buyer Drop in Session at the Town Hall

We encourage our key supply partners to maximise the use of small organisations in their supply chains. Where possible current ‘aspirational’ clauses in contracts as used now will be replaced with specific measurable targets. Our key supply partners are members of the Buy Local Forum.
We send a Regional E-Newsletter to alert suppliers of opportunities and this contains case studies to encourage them.

	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 spends circa £630 million per annum with third party organisations purchasing goods and services. It is not possible under competition law to positively discriminate in favour of small companies but the Council is committed to improving the spend within this sector. A substantial % of spend is committed to long-term partners and therefore strategies are developed to encourage SMEs within the supply chain of these partners.
All approved suppliers are categorised by both the type of spend and type of suppliers so we know exactly what proportion of spend goes to SMEs.

The Council Standing Orders requires any goods over £25,000 and any services over £50,000 to be procured via a Procurement Professional. The Procurement Professional considers the market and will engage with the market, and also consider the approach ie breaking down into lots etc. For spend less than this value, Officers are required to obtain 3 quotations to ensure value for money and they are encouraged to use the suppliers registered on the website.
The Council is open and transparent with regards to contracts and also the monthly spend with external suppliers. The contract register is available on the Council Website as is the payments to suppliers over £250. The payments are presented in a user friendly format to make it easy for those wishing to view details of the spend.



	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 Council requires 3 quotations for smaller procurements (below £25,000 for goods and £50,000 for services) and this activity can be carried out by a Council Officer in order to reduce the bureaucracy for small businesses. Guidance is provided to ensure a consistent approach.  

Larger procurements are undertaken by a Procurement Professional (an individual with at least 5 years procurement experience or Chartered Institute of Purchasing and Supply qualified) and their approach is signed off by another Professional. This process ensures a high quality approach and individuals can be taken off the Procurement Professional list as a result of any confirmed poor practice.  
Financial Evaluations have been a barrier to SMEs previously, but the Council has adapted its approach to help SMEs and new entrants. For example, newly established organisations that have not yet prepared accounts are asked to submit whatever information is available to demonstrate financial capacity to undertake the level of work applied for. If an SME is part of a consortium, then the evaluation is considered in terms of the financial risk undertaken by each member of the consortia.  
The Council’s standard payment terms are 30 days plus it assures prompt payment to the Supply Chain by including appropriate Contractual Clauses of Main Suppliers to ensure they pass through terms to the sub-contracted party.
The Council offers to provide feedback to unsuccessful suppliers requesting this information. Suppliers who respond to tenders are normally provided with their results against the Evaluation Criteria compared to the winning bid.  



	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): 

There is not a one size fits all approach and improvements have been achieved by a combination of simplifying our processes and giving suppliers the tools to become more successful. The main area of focus for the Council recently is to develop the supply chain and engaging our key partners in widening the opportunities to SMEs. The public purse is reducing and therefore, the success of the SME is greater improved by widening the opportunities and a key role the LA can play is in the introduction of its partners as potential clients.



	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 free Procurement Workshops are exceptionally popular but have limitations in terms of reach.  This is both as a result of the potential loss of potential earnings by SMEs taking time out to attend but also the limitations on spaces available. Working with a new SME entrant, Patch Work Media, the Council has filmed the Procurement Workshops to enable them to be available for download as and when required. When completed, this will enable SMEs to access the video content as and when required and ensure that all SMEs have access to this valuable training material at their convenience.  


	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):

The Council and businesses in the city are on a joint mission for Sheffield to be acknowledged as the most ‘business friendly’ city in the UK, with the Council being determined to become more business friendly - an organisation that businesses in the city can work together in partnership with.

Streets Ahead Contract – Amey Hallam Highways Ltd

Amey was awarded the £2 billion Streets Ahead Contract by the Council on 31 July 2012. This contract is one of the biggest highways projects in the country with Amey being tasked with bringing Sheffield’s highway network up to a high standard within the first five years of the contract and then maintaining that standard for the remaining twenty years. 

The Streets Ahead Contract comprises a number of highway maintenance related services and provided the Council with an opportunity during the tender process to encourage bidders to consider the use of local suppliers to provide agile supply chains thereby reducing the risk of supply chain failure. 

Prior to the Contract Notice being published in the OJEU, the Council held a Bidders Briefing Event with an open invitation to all local suppliers to attend giving them an opportunity to network with the market leaders in the highway maintenance sector. During the procurement process, the bidders were made aware of the Council’s priorities in terms of promoting economic prosperity in the city and were provided with the details of all the suppliers expressing an interest in the Contract. 

Amey are a patron of the Sheffield Chamber of Commerce and following their appointment as Preferred Bidder, they worked with the Chamber to organise a ‘Supplier Day’ (Meet the Buyer) where all the local suppliers were invited to meet Amey and discuss how they could become approved suppliers and potentially part of the supply chain. Amey’s supply chain currently comprises 96% local suppliers. This includes AMK Fence-In Ltd who stated that,

‘Whilst we were unable to attend the Supplier Day we were contacted by representatives of Amey who knew of our previous good working relationship with Sheffield City Council and were asked to express interest in the contract. After carrying out the necessary documentation and vetting process, we were made an offer to support Amey with their Council contract which we gladly accepted’

From the companies employed by Amey, around 80% are SMEs, providing support on a variety of jobs including scaffolding, gritting, weedspraying and drain cleaning. 

Tim Hale, Chairman of Champion Hire and Chair of the Sheffield Chamber Transport Forum, said, “We are pleased to see that a majority of supply chain opportunities have gone to businesses based in the Sheffield City Region. This is a perfect example of how local companies can benefit from major developments in the area, spreading the economic boost to a wide range of sectors. It is also recognition of the success of Amey’s Meet the Buyer event earlier this year, which was supported by the Chamber and allowed SMEs to meet with key decision makers at the company”.

http://www.hrmedia.org.uk/news/2012/nov/amey-buy-local-policy-praised-by-chamber


