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2007-13

Enterprise

Runs to March 2011

Key Aim:
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y
To enable SMEs in 
Newcastle to win 
more business

- Information Events

Project part financed 
by the European Union
European Regional 
Development Fund 
2007-13

- Procurement Workshops
- Bid Writing Workshops
- Meet the Buyers
- 1-2-1 Advice & Support

Sign up today for other 
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sessions, and specific one-
to-one support. 

It is free of charge to 
Newcastle businesses 
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Malcolm Gallagher
Procurement Success Coach 

Welcome to
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Welcome to 
the launch !!

In 90 minutes!

What’s procurement? What’s the opportunity?

Public and private sector? Supply chains?

E-procurement

How you can win (mistakes to avoid!)

Selling to BIG businessSelling to BIG business

Find opportunities

Bid Ready

Effective proposals

Do this to find opportunities

Winning New Business – Your Challenges?
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The time is right!!

The BIG potential Plus… publicly funded bodies

www.crownagents.com/services
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BUT YOU NEED TO.......

Compete to win

Knowledge & 
Awareness

Aiming 
Higher

Preparation & 
Attitude

Bid 
Development

Where are you?

Newbie
Experienced

Analyse success

Uncertain

Gain knowledge
Check internals

Set goals
Be realistic

Analyse success
Build on it

Seek alliances
Bigger orders
Set goals and
benchmarks

Analyse results
New knowledge
Test & Improve

Target

Your goals- 6 states of suppliers

Unaware Aware Familiar Proficient Expert Innovator
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2 considerations

•Opportunities
•Tenders

What is Public 
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by the European Union
European Regional 
Development Fund 
2007-13

Procurement?

& The 3 megatrends

Why does it have to be so complicated?

Comprehensive Performance

Efficiency Targets Small & Medium Enterprises

Inward investment

Local regeneration
Sustainable communities

Food miles

Supplier Diversity

Procurement

Corporate Social Responsibility

3rd Sector

National Procurement Strategy

Comprehensive Performance 
Assessment targets

‘Green’ Procurement Diversity/equality

Crime and Disorder Act

Fair and ethical trade

Skills

Food miles

What is Public Procurement?

Purchase of goods and 
services

• To be delivered to local 
communityy

• For use by publicly funded 
organisations
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Procurement is…

wise buying

3 Megatrends

ICT Usage & E-Procurement

Community Benefit

Encouraging CollaborationEncouraging Collaboration

Public sector link?

Procurement stages Typical process
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E-Procurement
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E Procurement
Understanding the 
implications

What’s behind it?

Time and money 
savings

Your implications

Sourcing Payment

Tendering Servicing

Invoicing Auctions

Your 
action?

Selling to Big
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Selling to Big 
Business
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CROSS OVER
PUBLICPUBLIC
PRIVATE

Tiered Supply Chains

Tiered or Tired?

Adding Value
Improving chain

Your 
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“Small in to Big Biz”
Challenge
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Selling to big businesses

Competitive tendering

Professional purchasing

Cash demanding

You are Disposable?

So why do it?

High and fast growth

Bigger volume

Quantum leap

Good for image

Increases business value

Can be more profitable

Sailing into the perfect storm Breaking the barrier

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

Think
Feel
Sense
Evaluate
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Sourcing &
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Sourcing &
Prospecting

http://ted.europa.eu

http://ted.europa.eu NEW central source
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www.competefor.com 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

An introduction to NEPO
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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
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What makes the NEPO portal a unique solution

Council sends out 
business opportunity 
via portal, ITT, RFQ etc

Council sends out
PQQ via portal

Suppliers receive 
notification of 
opportunity

Suppliers express 
interest

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

PQQ responses 
received and assessed

Tenders sent to 
successful applicant

Tenders received and 
assessed

Suppliers submit PQQ 
and all relevant 
documentation

Tender documentation 
received and submitted

Successful bidder 
notified, contract 
awarded, catalogue 
created and passed into 
marketplace as 
approved supplier

NEPO 
portal

www.nepoportal.org

Bid Ready?
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Bid Ready?

4 SME 
failure areas

Potential suppliers don’t understand…

Public procurement policy and directives
EC procurement directives
Public sector procurement professionalism
Best practice demands
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Cross Cutting 
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g
Themes
Certifications
and Policies

More than just price!

Cross cutting themes

Health & Safety

Equal OpportunitiesEqual Opportunities

Environmental

ICT

Bid Ready Diagnostic

10 Element Diagnostic Poor Attention! OK Good Excellent

Key Element Validation comment 1 2 3 4 5

Enter scores into shaded cells only

1 Quality How do you communicate your quality? Do you present it correctly?

2 Financial Probity Do you know what your business looks like financially? Audited books?

3 Health & Safety Do you understand your legal requirements and are you compliant?

4 Environmental Impact Greener supply chains will be sought. Are you compliant and active here?

5 E-enabled Finding opportunities and trading electronically is key. Rate your ability.

6 Diversity & Equal Opportunities What's your policy on offering equal opportunities in ethnically diverse communities?

7 Procurement Process
EU Directives will drive contracts. How aware are you of the procurement process? Rate 
your ability to competitively tender.

8 Turnover
Set a max of 20% of turnover for contract bidding. Will it be enough? Collaborate to 
achieve more. What's your ability to collaborate?

9 Security Ability to handle e-crime? Procedures? Staff Checks?

10 Hearts & Minds Can we demonstrate how we train or invest in improving the skills of our people

Totals

Grand total
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Making Effective
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Making Effective 
Proposals

Overcoming the challenge – 3 to avoid

Cloning

• Cutting and 
pasting 
=blandness

Data dump

• Send a load 
of useless 
information

Bury 
opportunities

• The 
Graveyard 
Techniqueq

So what’s a good proposal?

• It’s NOT
• A price quote

• A project plan

• Your company historyYour company history

A sales document !
Moving sales process to close
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