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Part of Newcastle Key Aim:

Enterprise To enable SMEs in
Newcastle to win

Runs to March 2011 | more business
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Newcastle Newcastle
- Information Events Sign up today for other
- Procurement Workshops sessions, and specific one-
- Bid Writing Workshops to-one support.
- Meet the Buyers

- 1-2-1 Advice & Support == It is free of charge to
Newcastle businesses
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In 90 minutes!

ey \What's procurement? What's the opportunity?
Public and private sector? Supply chains?

How you can win (mistakes to avoid!)

Selling to BIG business

Find opportunities
Bid Ready
Effective proposals

Do this to find opportunities
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Winning New Business — Your Challenges?
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The time is right!!

Howealled
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The BIG potential

500
Gl
) public Procuremen

The opportuniy

Plus... publicly funded bodies

©www.crownagents.com/services
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Accelerate Your
Success

+* *
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Compete to win

Aiming Knowledge &

Higher Awareness

Bid Preparation &
Development Attitude
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Where are you?

Newbie

Gain knowledge
Check internals
Set goals
Be realistic
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Uncertain

Analyse results

New knowledge

Test & Improve
Target

Experienced

Analyse success
Build on it
Seek alliances
Bigger orders
Set goals and
benchmarks
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Your goals- 6 states of suppliers

Unaware Aware Familiar Proficient Expert Innovator
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2 considerations

*Opportunities
*Tenders

AU
Newcastle
What is Public
Procurement?

Newcastle g
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& The 3 megatrends
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European Regional
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200713

Why does it have to be so complicated?

Supplier Diversity
Sustainable communities

Local regeneration
Small & Medium Enterprises

Efficiency Targets
Inward investment
Food miles Comprehensive Performance
Procurement Assessment targets
31 Sector
Crime and Disorder Act
National Procurement Strategy Skills

Corporate Social Responsibility

Fair and ethical trade
‘Green’ Procurement

-

Diversity/equality

What is Public Procurement?

Purchase
services

be delivered
community

« For use by pub
organisations

-




Procurementis...

3 Megatrends

ICT Usage & E-Procurement .

Community Benefit

Encouraging Collaboration

Public sector link?

Procurement stages

Howealled

Typical process

Review & Define strategy >

Fest Invite
tenders
Manage
Contract Evaluate &
Refine
Manage
preparations Award
Contract
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E-Procurement

Understanding the

Newcastle sk
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What’s behind it?

Time and money .
savings P S .
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implications i £.:: 
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Your implications P _ e
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Your

action?
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Selling to Big
Business



CROSS OVER
PUBLIC
PRIVATE

Newgastle g

Tiered Supply Chains

4 orGanisamion
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Tiered or Tired?

Adding Value
Improving chain

Newgastle g
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WINNING BUSINESS
Newcastle
Your

“Small in to Big Biz”
Challenge




Selling to big businesses

Competitive tendering
Professional purchasing

Cash demanding -
You are Disposable?

(I, Newgastle

So why do it?

High and fast growth
Bigger volume
Quantum leap

Good for image

Increases business value

Can be more profitable

(I, Newgastle

Sailing into the perfect storm

(I, Newgastle

Breaking the barrier

Singular success factor?
Be more “Thought-full” from their perspective
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Sourcing &
Prospecting

Newcastle g

Gity Gouneil £

| et S e b i gt
? -

| Al Tk gy o Lt T,
[ et bt (58 B ot g ke
1 et 2t

http://ted.europa.eu

supply2.gov.uk
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Www.competefor.com

am

Public purchasing consortia

Eastern Shires Purchasing Organisation
Kent Buying Consortium

Derbyshire District Purchasing Consortium
North Eastern Purchasing Organisation
Welsh Purchasing Consortium

West Mercia Supplies

London Contracts and Supplies Group
Central Buying Consortium

Authorities Buying Consortium (Scotland)
Buying.solutions

(0TI, Newgagtlefy

An introduction to NEPO

Newcastle g

Gity Gouncil B3

Project part financed

by the European Union
European Regional
Development Fund
200713

North Eastern Purchasing Organisation

Established in 1976

Consortium of 24 Local Authorities

Contracts valued about £130 Million

Administered by Gateshead Council but decisions are
made by Elected Members from 12 Authorities

ne
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What makes the NEPO portal a unique solution

‘End to end’ electronic interaction between suppliers and councils — Includes all stakeholders

Council sends ¢
business oppol
via portal, ITT, R

Council sends
PQQ via portal

Suppliers subi
and all relevant

B response ¢
QO resl documentation

received and a

'\ Tender documel

received and si

Tenders sent to

successful
i Successful bidd

notified, contrac

Tenders receive awarded, catal

assessed created and pas

marketplace as

approved supp ~ ol
[E——— ity Cauncit B9

www.nepoportal.org

Walcome b T NEPO Possl

Newcastle g
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Bid Ready?

Project part financed
by the European Union
European Regional

Development Fund

4 SME
failure areas

EC precurement dir.
Public sector procurement professionalism
Best practice demands
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Cross Cutting

Themes
Certifications
and Policies

More than just price!

Contract update

7 it 3 i

|
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Cross cutting themes

Health & Safety
Equal Opportunities
Environmental

ICT

iliny Neweastle s

Bid Ready Diagnostic

[ - [T ]

1 Quality

2 Financial Probity

3 Health & Safety

IMPACt  Greenersuppy chains wi b sough. A you complant and acive here?

5 E-enabled i opporunites and radng ekcronical Iy s ey, Rateyourabiy.

& Diversity & Equal Of Whatsyour

aaaaaaaaa
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Making Effective
Proposals

Project part financed
by the European Union
European Regional

Development Fund

Cloning

pasting

 Cutting and

=blandness

Data dump

* Send a load
of useless
information

Overcoming the challenge — 3 to avoid

=1013Y
opportunities

» The
Graveyard
Technique

Ay

p—
(\/—

—

So what’s a good proposal?

e It's N OT

« A price quote
« A project plan
« Your company history

A sales document !

Moving sales process to close
N

Neweastle g

City Cauncil

impacts

Focus Prompts Shows
Scene setter '« State why the proposal Personalises your pich
« Saywhothey arel
« State the background
«_ Say how youll help
Wavelengthing - '« Overview of curtent situation Shows you understand them and their
[~ | Understanding their *  Saywhatare the issues fequirements
needs « Outline challenges and opportunities
«_Say what needs to be done
Objectives + Give contract overview Your vision of their goals and the way to will
« Show clarity on intervention issues help them achieve their aims
«_Dwvide into deliverables
Approach « Show step by step activity Fow youwil do t
«_ Link steps to their objectives
Peopling + Who vl be the delivery team Provides confidence in qually and continuation
« Givetheircy. key points
«_Showcase their expertise
Impacts + Clearly show outputs -what they get What they get both actually and emotionally
«Translate outputs into outcomes of preferably

_Demonstrate benefits both tangible
Risk analysis +_Riskanalysis chart You are considering their concerns
Timescales '+ When you will deliver each element Your capacity to meet needs on time

«_ Milestones and delivery dates
Credentials *  Relevant contracts & customers ‘Confidence and credibilty with evidence of
« Case studes & tesimonials abiity
«_Vieb references
Fees and/or costings « Fixed and direct costs. o hidden costs and their ROI
_Notincuded
APPENDICES
Regulatory * Quality details
« Insurance policies such as indemnity
. policies
Support '« Testimonials & References
« Cuttings and marketing material
«_Research results

14
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