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DRAFT


Key principles of procurement

a. All procurements should be fair, open and transparent
Contracting authorities must be able to justify their decisions should they be challenged.  

b. All procurements should be subject to competition unless in very exceptional circumstances

Competition provides the contracting authority with the best opportunity to achieve value for money.  Many Local Authorities have defined situations for procuring without competition (‘Single Tender Actions’) particularly around low value procurements.  However such procurements should be kept to a minimum by, for example, aggregating low value purchases and subjecting them to competition.  

c. Apply the European Procurement Directive
Where the Directive applies, it cannot be ignored. There is a legal requirement to implement it regardless of the impact on your project plan. The Directive has been incorporated into law in England, Northern Ireland and Wales through the Public Contracts Regulations Statutory Instrument 2006 No. 5.
d. Aim to identify the best value for money proposal

Value for money is the best balance of quality that meets the client’s requirements, and whole-life costs.  It is not lowest price.  Often the best value for money proposal is not the cheapest.
e. Spend time identifying your requirements and evaluation criteria

Without this effort, the procurement is likely to fail to deliver the benefits required.

f. Involve the stakeholders
Make sure, as a minimum, that key stakeholders agree the requirements and evaluation criteria.

g. Streamline the procurement process

Seek to reduce the resource burden of procurement, particularly for routine, low-value items.  Consider e-Procurement, framework agreements etc.

h. Collaborate and aggregate

The greatest value for money is likely to be achieved by collaborating with others with similar requirements and aggregating these to increase leverage in the market and reduce procurement costs.  Take care however not to reduce the number of viable suppliers to an extent that the market becomes stagnated and innovation is lost.
i. Involve procurement early

Ensure that staff with procurement skills are included early in the commissioning process.  They can often provide commercial advice that will aid the process and it ensures they are aware of forthcoming requirements for procurement resource.
j. Minimise spot purchasing

Spot purchasing, where procurements are made on an ad hoc basis against fluctuating prices, should be challenged. Moving to a category management approach (See the Strategic Procurement – an Overview document) is likely to achieve significant improvements in value for money.
k. Involve the contract manager in the procurement exercise
Get the contract manager’s buy-in to the contract terms, particularly performance management activities, and involve them in the evaluation process. 
l. Speak to the market

Don’t be afraid to speak to providers to identify, for example, the level of competition, what alternatives are available, risks affecting delivery and price, the potential budget.  Remember to treat all providers fairly.

m. Don’t sign up to a provider’s terms and conditions

Contracts should be based on the purchasing organisation’s terms and conditions.  You are very unlikely to get better value for money by using the provider’s terms and conditions.

n. Consider sustainability issues where appropriate and relevant

Consider social and environmental issues relevant to the procurement, taking account of the cost of any measures you intend to take.  
o. Work with providers to innovate

Aim for significant improvements in value for money and work with providers to achieve these.  Avoid stifling innovative ideas during the tendering and contract management processes. Outcome-based specifications, open-minded evaluations, incentives, and trusting working relationships will help.
p. Know the basics of contract law
Make sure you understand when you and the provider are committed to a contract and what you are agreeing to.

q.  Manage procurements as projects
For best results, apply project management structures and tools such as project planning, risk and finance management  to significant procurements
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