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Foreword

Sally Guyer:
Global

CEO, World
Commerce &
Contracting

: Local businesses are
r,:?ﬂ the lifeblood of our

' communities. They are
the engine of employment, the embodiment
of entrepreneurship, and the cornerstone of
economic resilience. Yet, for too long, the
systems and processes designed by public
bodies to engage them have done precisely
the opposite, creating barriers where there
should be bridges.

This guide, produced by Ken Cole through
Local Government East, is a timely and
important contribution to changing that
reality. It goes beyond making the familiar
argument that supporting local small and
micro businesses is a good thing to do.

It demonstrates, compellingly, that it is a
strategic imperative and that councils which
treat it as a “nice extra” rather than a core
priority are leaving real value on the table
and real communities underserved.

The timing could not be more significant.
The December 2025 clarification from the
Ministry of Housing, Communities and
Local Government marks a genuine turning
point, giving councils the freedom to be far
more proactive in directing below-threshold
opportunities to local organisations. But
policy change alone does not shift practice.
The real work lies in redesigning the
processes, documents and behaviours that
have quietly excluded small and micro
businesses for decades.

At World Commerce & Contracting (WorldCC),
we have long argued that contracts written
primarily to protect against failure, in
language that few can understand, create
friction, delay and misunderstanding and that
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this problem falls hardest on those with the
least capacity to absorb it. Small and micro
businesses are not scaled-down versions of
large enterprises. They are fundamentally
different in how they operate, what they need
and what motivates them.

What excites me most about this work is

its insistence on practical action. Simpler
contracts, proportionate processes, plain
language and prompt payment are achievable
changes that can make a measurable
difference. This guide shows councils not just
why change is needed, but how to begin.

I commend it wholeheartedly and encourage
every council leader to seize the opportunity
it represents.

Shirley Cooper
OBE: Crown
Representative
for Small
Businesses

As the Crown
Representative for Small
Businesses, my role is
to lead the relationship between Government
and Small Businesses to promote and
champion their needs, ensure the
Government gets the best value from small
businesses, and ensure that small businesses
have the best possible opportunity to work
with the Government.

Small and micro businesses are the backbone
of local economies and a significant share of
employment in every council area in England.
Voluntary sector organisations provide
services that councils could not deliver

alone. Bringing these organisations into the
supply chain is not an act of goodwill — it is
sound commercial practice with real social
dividends.
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This publication arrives at an important
moment. Councils in England now have
greater freedom to actively favour local
businesses in below-threshold contracts,
and this guidance shows procurement
professionals how to translate that freedom
into tangible benefit for their communities.

Three messages stand out

Go out and find local businesses — they do
not have the resources to find you.

Challenge outdated assumptions about what
small businesses need and how they work.

And simplify your processes: plain-language
contracts, proportionate requirements and
accessible communication are the practical
changes that will make the real difference.

This report brings together research,
practitioner knowledge and operational
guidance in one accessible resource.

I commend it to every procurement
professional and senior officer with a stake in
the economic wellbeing of their community.
This will prove to be of value to any public
organisation seeking to encourage small and
micro businesses into their supply chain.
Read it, share it — and act on it.

Liz Barclay

I was the Government's
Small Businesses
Commissioner until June
2025 having been in
post for the previous
four years. During this
time, I met many small
and micro business
owners, representatives
from trade bodies, civil service policy makers
and elected politicians from Government and
opposition parties. Everyone wants our small
businesses to succeed. The UK economy

depends on small businesses thriving.
Indeed, the current government has, for
the first time, set government departments
individual spending targets with small
businesses.

Yet despite continued efforts by central
government to spend more with small

and micro businesses, dating back to the
mid-1970s, and the exponential growth of
that sector, collective and organisational
expenditure percentages have changed little
in that time. Evidence suggests that this is
not because of an absence of political will
or good intentions, but more because the
assumptions on which policy is made are
outdated or flawed.

Although focused on local rather than

central government, this report and its
accompanying guides do much to correct
many of those assumptions. Some, but
certainly not all, of the problems small and
micro businesses face in engaging with public
sector bodies can be addressed simply by
changing attitudes, reviewing procedures
and revisiting underlying hypotheses. English
councils are very interested in supporting
local businesses, the overwhelming majority
of which are ‘small or micro’. By definition,
their opportunities to increase expenditure

in this sector are greater than most central
government bodies. This report and its guides
will prove to be an invaluable resource in
helping them do precisely that.
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companies. As well as advising local and
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Introduction

About these guides

Background

Sustainability! is a complex issue that
features in the priorities, aspirations and
values of organisations across the world
and touches upon so many areas of our
everyday lives. Much of today’s thinking
about sustainability originates from the
1987 UN Bruntland Commission which
grouped them under four, interrelated
development strands. These are Societal,
Environment, Culture and Economy.

These guides were commissioned by Local
Government East? (hereinafter referred to
as LGE), following on from an earlier Project
involving 14 local authorities in the region.
The initial project examined the approach

to responsible/sustainable procurement in
the region and where collaborative working
could be most beneficial, notwithstanding the
forthcoming local government reorganisation
which will have a significant impact on the
region.

Project participants unanimously identified
engagement with small/micro businesses
and voluntary sector organisations as being
the most beneficial area for a collaborative
approach. The reasons for this were that:

e These organisations served local
communities and were seen as a vital
part of delivering economic regeneration
programmes and promoting social value

e While there are nuances of approach,
caused by factors such as geographical
location and demographics, the core
challenges were identical for the region
and beyond

e Scarce resources mean that it is unlikely
that developing and implementing
common policies will be seen as an
immediate priority

About this project

The Developing Our Local Economies
project was launched in June 2025 and
was sponsored and financed by LGE and 5
councils in the region:

e Babergh & Mid-Suffolk (Katrina Browning)

e Luton (Catharine Southern)

e Kings Lynn and West Norfolk
(Jemma Curtis)

o Suffolk (Gillian Glanville)
e Breckland (Tracey Mellor)

The Project was led LGE Talent Bank
associates, Ken Cole and Rowena Ward. It
was tasked with creating the three electronic
best practice guides found in this document:

o A checklist of barriers faced by local
micro and small businesses in
engaging with and selling to councils and
best practice guidance on removing them.
This includes defining what is meant by
‘local” and how best the region can engage
with this important group of businesses to
promote economic growth and prosperity

e A model economic and environmental
business case for promoting local
business in the context of sustainable
procurement, making it an attraction
rather a perceived overhead to engagement

¢ A marketing and communication
guide for locating, selling to and engaging
with local businesses, including catering
for sector variations (NB councils need to
sell to businesses, not the other way around)

1 Sustainably is defined by the UN in 1987 as “meeting the needs of the present without compromising the ability

of future generations to meet their own needs.”
https://www.localgoveasteng.gov.uk/
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The project was launched following a
workshop in July 2025 with the sponsors.
Fieldwork comprised three elements:

e Desktop research and analysis
e Interviews

e Survey of small/micro businesses and
voluntary sector organisations

The survey attracted 98 responses in total.
A summary of the headline findings is at
Appendix A — Survey Results.

Using these guides

These guides have been written to cater
for a wide range of target audiences in
English local government. These range
from elected members to chief officers as
well as supporting different operational
functions, such as policy making, economic
regeneration, procurement and contract
management, communications, finance and
legal services. With that in mind, the content
contains a mixture of detailed research to
support activities such as business case
and policy development to simple checklists
and action points to support operational
transformation.
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Why this matters
to your Council

Overview

UK councils increasingly prioritise supporting
local businesses, recognising their strategic
role in driving economic regeneration and
delivering social value. While some councils
are lucky to host a major employer, most
‘local businesses’ are defined as either small
or micro. (The UK government defines a small
business as having a turnover less than €10
million, and employing less than 50 people
and a micro business as having a turnover
less than €2 million and employing less than
10 people.)



We included voluntary organisations within
the project scope as:

e most fall within the definition of small
or micro

e they make an important contribution to
the delivery of critical council services

e they face the same hurdles as small and
micro businesses when seeking public
sector business

While for some using local businesses may
be seen as an added bonus delivered from a
procurement exercise, the underlying data
shows this to be serious misjudgement. In
December 2002, a Business Statistics® paper
was placed in House of Commons Library
containing the following statistics:

e There are 5.5M SMEs (i.e. 99.9% of all
UK businesses, employing <250) and
5.2M micro businesses (employing <10),
(95% of all businesses) in the UK.

e Micro businesses alone account for 32% .
of employment and 19% of total UK
business turnover. Most of these are local
or sub-regional organisations

Table 1 - Share of Business by size

100% 7

80%

60% -

40%

20% -

0%

Micro Small Medium
(0-9) (10-49) (50-249)
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Table 1, below, puts these statistics into
context.

This is not an isolated set of post Covid
statistics, but an ongoing trend that has been
accelerating globally in recent years; hence
the need to revisit past assumptions and
challenge conventional wisdom.

The trend is confirmed in the McKinsey Global
Institute (May 2024) paper* which said:

“Across the 16 countries we
examined, MSMES5s account for two-
thirds of business employment in
advanced economies - and almost
four-fifths in emerging economies

- as well as half of all value added.
MSMEs also power dynamism

and will play an important role in
preserving competitiveness in an
era of shifting global production.”

B Businesses
B Employment
Turnover

Large
(250+)

3 House of Commons Business Statistics, December 2022 (House of Commons Library — Business Statistics

(Georgina Hutton))
4 A Microscope on Small Businesses — May 2024
5  Micro, Small, Medium Enterprises
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Modernising attitudes

Many current policies concerning small

and micro businesses still rely on outdated
assumptions and data originating from

the 1971 Bolton Committee® report. In its
excellent report’, published in February 2022,
the Economic and Social Research Council
stated that,

“The Bolton Committee tended to rely

on a characterisation of entrepreneurs
and small business leaders as naive
craftsmen ignorant of ‘business’ matters.
This found expression in concerns that
the dynamism and skills required to
start a business were distinct from those
needed to develop it further”.

This thinking was understandable at the
time as the people giving evidence to the
committee were in the main from larger
companies and the Confederation of British
Industry (CBI). It also chimed with the
social attitudes of the day, where most small
businesses were indeed simply tradespeople,
local shopkeepers and component suppliers
to the UKs manufacturing® industry.

The Committee did not recognise the
essential differences between simply starting
a business and growing it. Bolton reached
two headline conclusions for small firms:

e They lacked management capacity and
skills; hence they could not become “big
usinesses”

e They had issues managing money and
struggled to access new sources of finance
and banking

We see this today as our policies and
attitudes towards small and micro businesses
are all being directed towards ‘solving’ these
perceived problems, e.g.

e The 30 day payment pledge to help cash
flow

e Helplines linked to training programmes
and grant funding

e Meet the buyer events to explain our
procurement processes and publishing
‘selling to’ guides

e Efforts to make government business
opportunities more accessible through
‘contracts finder®’

While there are some exceptions to this
approach, they remain highly localised and
rarely feature in shaping central policy which
still uses the dated term SME (Small and
Medium?®® Enterprise).

Yet, when asked, by far the most important
improvement both small/micro businesses
and voluntary sector organisations said that
councils could make was to “understand
that we don’t have the same resources
as a large business” (it was second

for small businesses). Small and micro
businesses are microcosms of larger ones;
they still have to fulfil the same functions as
their larger counterparts but without their
dedicated resources. Their values and goals
are far simpler than those of larger and
more complex organisations and are usually
associated with being paid and doing a great
job for their customers.

6  Bolton Committee was set up in 1970 by the then Heath Government to investigate what could be done to

support Small and Medium Enterprises.

7  Bolton 50 Years On: What We Can Learn from a Landmark Study of Small Businesses, Wapshott & Mallet,

Feb 2022.

8 Note that UK economy was a manufacturing not service led for much of the 20" century.
9  Find a Tender Service (FTS) is the new name for the UK national portal
10 A Medium enterprise is defined as a business with fewer than 250 employees and an annual turnover not

exceeding €50 million.



We shall unpack the barriers that they face in
these guidance papers, but it is worth stating
that some of the practical reasons that they
are small or micro in size are:

e Scalability - many businesses are driven
by the unique skills or reputation of an
individual, making it difficult to expand
beyond that person’s involvement

e Choice - some decide to remain a small or
micro as a lifestyle choice, a trend that it
still accelerating

e Market size - some markets are small
with limited or declining demand

These factors were far less prominent, or
even absent, in the 1970s when Bolton
compiled his report.

Local business matters

There is universal agreement both
economically and politically that local
businesses have a positive impact on
economic prosperity and social cohesion.
This is usually reflected in the content of
corporate and strategic plans for most UK
councils. We also know that most of these
will be small and micro businesses and
that the trend of ‘being your own boss’ is
becoming more popular, particularly with
younger generations!!. This is part of a
significant shift away from the ‘traditional
career for life’ and being on someone else’s
payroll as a life aspiration.
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Recognition of these trends is essential if
local government remains determined to
promote local businesses, and encourage
them to become part of their supply chain.
This will require concerted actions at all
levels in a council and a radical rethink

of current assumptions, attitudes and
behaviours towards small/micro businesses
and voluntary sector organisations. A list
of documents which contain supporting
information is at Appendix B - Background
Reading.

These three guides will help to direct such
a transformation. This is an opportunity
that can readily be seized in the light of
two significant changes that are currently
happening to local government. The first is
the local government reorganisation?2.

The second, and arguably more important, as
far as the use of local business is concerned,
is the clarification of powers to restrict
competition for services and goods to local
businesses for below threshold!® contracts.
Typically, councils followed the provisions of
Section 17 of the 1988 Local Government
Act which disallowed councils restricting

any opportunities to local businesses!*. This
changed on 3rd December 2025 when the
Ministry of Housing Communities and Local
Government!® basically reversed that position
with effect from 2026. There are still some
restrictions, but for the purposes of these
guides local councils will now be able to be
far more proactive in their use and promotion
of local small/micro businesses'® and

voluntary organisations.

11 See Tomorrow’s Skill, October 2024, Santander - as an example

12 The central government policy to simplify the structure of local authorities in England by replacing the
existing two-tier system of county and district/borough councils with single-tier unitary authorities.

13 Below threshold means the level below which contracts do not have to be internationally advertised.
It was sometime known as below OJEU prior to our withdrawal from the European Union.

14 This applied to local councils only.

15 https://www.gov.uk/government/publications/reserving-competitions-for-below-threshold-contracts

16 It also applies to Medium Businesses as defined by central government.
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Defining what is local

One of the biggest challenges for UK councils
is achieving a common understanding as to
what defines ‘local’. Councils have tended to
use a wide range of definitions including:

e Geographical boundaries of the given
Council

¢ Neighbourhoods within the given
Council area

e Postcodes
e County boundaries

e Regional boundaries (i.e. the nine English
regions)

While a case can be made for using any

of these, they are all flawed in that people
working for a local business in one area, may
often actually live and spend their money in
another. There are also added complexities
too, particularly where local businesses have
supply chains or use sub-contractors which
cross boundaries.

The Ministry of Housing Communities and
Local Government encountered this problem
when issuing guidance on the use of local
businesses (see 1.2.4 Defining what is local).
After some deliberation, they eventually
settled on defining a ‘local area’ for a
contracting authority as:

e the area of that authority, or

e the area specified in (i) and any of the
areas of the counties or London boroughs
that border that area

It is expected that this will become the
accepted definition of ‘local’, with a caveat
that it must be within 20 miles of the
applicable buying organisation. However, to
ensure that they make the most of the new
guidance, councils will need to become far
more sophisticated in their understanding of
their markets and supply base.
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Barriers to effective
trading and how to
dismantle them

Understanding the
barriers

Most councils believe that they understand
the barriers small/micro businesses and
voluntary sector organisations face in trading
with them. Some will think that they are
already ‘doing their bit’ and conclude that
they have already ticked the box. Yet the
research and fieldwork that we have carried
out over the last six months shows that
this is fundamentally flawed and is one of
the main reasons that most councils often
struggle to attract more local organisations
to help them in delivering their services and
goods and contributing to the fulfilment of
their strategic goals.

Broadly speaking, the reasons why following
the same narrative and approach is wrong
are as follows:

e Much of the thinking and policy setting
towards these organisations from central
government is seriously dated (see 1.2.2
Modernising attitudes)

Business working patterns, social
aspirations and technological changes
have transformed the way people work
which has been difficult for many councils
to keep abreast of

There is a mismatch between what council
staff and the organisations themselves
see as being the things that matter and
how best to address them in order to
deliver effective trading relationships and
relational contracts. Whilst lotting
contracts and the use of Dynamic
Purchasing Systems'’ (DPS) can

make council business more attractive

to organisations, this is limited unless

the other barriers and perceptions that
exist are effectively remedied. NB:

Under the Procurement Act 2023, DPS’s
are being phased out and replaced by
Dynamic Markets!®. The parameters for
setting these up, and subsequent
reporting requirements, are likely to deter
many councils from adopting them

The nature of council engagement with
these organisations is invariably cross
cutting involving service departments,
procurement, legal, elected Members
etc. Even if barriers are identified, it is
often impossible to instigate measures
to remove such barriers without
unanimous stakeholder consent

17 This is an electronic procurement process used by public sector organizations to buy common goods, works, or
services. It is similar to a framework agreement, but with the key difference that new suppliers can join at any
time as long as they meet the minimum stated criteria. They were ideal for ‘below threshold’ requirements. All
DPSs set up under PCR2015 are now required to close by 23rd February 2029 - the guidance on this is here
https://www.gov.uk/government/publications/procurement-act-2023-guidance-documents-plan-phase/guidance

transitional-and-saving-arrangements-html

18 The Government Guidance on DMs can be found here https://www.gov.uk/government/publications/procurement

act-2023-guidance-documents-define-phase/guidance-dynamic-markets-html. These are likely to prove unsuitable

for ‘below threshold’ requirements.
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e Many councils tend to be risk averse which
is reflected in cumbersome procurement
policies, unfriendly contracts designed
for managing failure and an overzealous
approach to pre-tender policy compliance

All of this is before the challenging process
of locating and engaging with such local
organisations is carried out.

There is also an increasing propensity for

the law of unintended consequences?® to
apply as a new barrier. In April 2026, central
government’s central digital platform?°

went live. Broadly speaking, this mandates
supplier registration for all requirements on
the Find a Tender Service platform, even

for ad hoc, circa £25k contracts. Potential
suppliers will be forced to update, upload and
maintain information every time they wish

to participate. Evidence accrued in compiling
these guidelines, shows that this requirement
is likely to deter rather than encourage the
critical target small and micro business
sector.

Setting aside the issue around the flawed
narrative, our research suggest that barriers
can be grouped under five headings (2.1.1
to 2.1.5). Readers may wish to study these
while cross referencing with the survey
results at Appendix A - Survey Results.

Perceptions

This manifests itself in a significant mismatch
between what council staff think are the
barriers to engagement and the means of
removing them and what the small/micro
businesses and voluntary sector organisations
believe (NB there are some major differences
between the perceptions of the businesses
and voluntary organisations).

By way of example while there is a good
correlation of understanding about small and
micro businesses and voluntary organisations

already doing business with councils there are
marked differences when both parties were
asked how things could be improved in the

future. Councils said ‘more meet the buyer
events’ the organisations?! said ‘understand
that we don’t have the same resources as a
larger business".

Similarly, when small and micro businesses
and voluntary organisations not currently
doing business with a council were asked
about why they were deterred from engaging
with local councils, the former sited ‘councils
only deal with larger companies??’ while the
latter said ‘too much paperwork and form
filling’

The reasons for these, and other significant
mismatches reported, is primarily caused by
the unchanged and unchallenged narrative
on small and micro businesses and voluntary
organisations which is creating an echo
chamber effect.

There is also a long-standing attitude that
believes advertising potential opportunities
on the web is the way forward. There is still
a widely held view that much can be done

to alert businesses to potential contract
opportunities by developing and promoting

a single engagement platform, such as Find
a Tender Service?? backed by electronic
tendering platforms. The problem is that this
is not how business works:

e Small and micro businesses simply do not
have the time to search for opportunities,
even if they receive Al generated alerts

Larger businesses employ salespeople,
primarily to identify and help to shape
requirements well before any notices appear

e All businesses operate their own
‘prequalification filter’ to decide whether
entering into any competitive process is
worthwhile. This process may not always
be scientific, sometimes being based on a
previous bad experience or hearsay.

19 The law of unintended consequences is an adage warning that purposeful interventions in complex systems -
particularly social or economic policies - often produce unforeseen, undesirable, or perverse outcomes.

20 https://supplierregistration.cabinetoffice.gov.uk/

21 The organisations ranked more meet the buyer events 7™ in their priority for improvement list
22 The procurement officers ranked this 9t in their selected reasons.

23 www.find-tender.service.gov.uk
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This is why if local councils are serious
about engaging small and micro businesses
and voluntary organisations, a successful
Communications Plan is essential (see
Marketing and communications with local
organisations section).

Risk aversion

The primary duty of local councils, along
with all public organisations is, rightly, to
safeguard public resources and achieve best
value in the way allocated funds are spent.
The public scrutiny that accompanies this
duty has created a risk averse culture in
many councils. Engaging local businesses

is often seen as risky for varied reasons
including:

e Having lower credit ratings®*

e Not having the capacity, experience or
skills to fulfil contracts or even bid for
work unlike their larger business rivals

e Not being listed on approved framework
contracts - a downside of many
framework contracts that have been put in
place

Aversion to risk is often underpinned with

a reliance on legal documents to achieve
outcomes, avoid failure and ensure
compliance. Many contracts are either
unintelligible to a majority of small and micro
businesses and voluntary organisations and/
or written to protect against failure rather
than ensure success. This is in spite of global
organisations such as World Commerce &
Contracting (WorldCC)?> advocating that this
approach is counterproductive to problem
resolution, getting the right outcomes

and even selecting the right partner. Risk
mitigation and avoidance of failure can
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only be achieved through strong, well
defined, working relationships and clear
communications between all parties

The survey showed that both councils

and organisations currently engaged saw
“contracts written in plain language” as

being a key area for improvement. For
voluntary organisations, several reported that
unintelligible council contracts deterred them
from bidding as they had to spend valuable
time and scarce resources seeking their own
legal advice to understand what they meant.

More evidence is seen in attitudes towards
collaboration throughout the procurement
and contract management process. Small and
micro businesses and voluntary organisations
already doing business with councils stated
that ‘making specifications less restrictive’

as their third suggestion for improvement.
Similarly, those not currently engaging

with councils stated ‘unable to speak to the
right people’ as being their third reason

for not doing business. In rightly seeking

to be transparent and even-handed the

clear distinction between collaboration and
collusion has been lost. The World Commerce
& Contracting (WorldCC) Guide on relational
contacting governance?® provides a very
useful account as to how this perceived
overlap can be clearly avoided.

Policy

The public procurement rules under which
most services, goods and works are
commissioned have their origins in the
1950s?’. Successive iterations, mainly under
the European Union, added more layers of
complexity for both buy and supply side
which led to greater costs and longer lead
time. It is worth noting that the original
concept around trade liberalisation was
designed to operate in a fundamentally
different world to the one we are in today.
In addition, the EU embellishments to the
original GATT policy framework originated

24 This is often because the credit agencies have insufficient data to provide meaningful reports and, therefore,

give lower ratings.

25 https://www.worldcc.com/ They can offer councils advice and assistance on best and emerging policies,
standards, and guides to help you improve your practice, approaches and outcomes.

26 See Appendix B foe link to the document.

27 Public procurement policy has its origins in the General Agreement on Tariffs and Trade (GATT) forerunner of the
World Trade Organisation on which the EU directives of the 1980s and 1990s were put in place.
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from work carried out by Paulo Cecchini in
his 1988 report?® on the creation of a single
market.

Since our departure from the EU in 2021,
UK Governments have attempted reform via
the new Public Procurement Act 2023. This
legislation was designed to promote process
simplification. It wasn’t created with local
small and micro businesses and voluntary
organisations in mind. The only mention on
future policy is in Part 2, Para 12 (4a&b)
which says:

“In carrying out a covered procurement,
a contracting authority must—

(a) have regard to the fact that small
and medium-sized enterprises may face
particular barriers to participation, and
(b) consider whether such barriers can
be removed or reduced.”

As mentioned at 1.2.3 Local business
matters, councils will now be able to ring-
fence many smaller requirements for local
businesses and voluntary organisations as
the restrictions on this set out in Section 17
of the 1988 Local Government will no longer
apply from 2026.

Processes

Most of the processes used for commissioning
larger scale services, works and goods are
defined by the legislative framework in which
local councils operate. However, this is not
the case for those below threshold. These
processes are defined by what is contained
in Contract Standing Orders (CSOs - or
equivalent). Many of these documents were
drafted decades ago, and with the exception
of updates for the Procurement Act 2023,
have hardly been reviewed since they were
first published. Far from ensuring best value
is delivered, outdated processes not only
deter engagement from small and micro

businesses and voluntary organisations

but cause unnecessary delays to projects

as well as increased costs for councils and
potential bidders alike. Common areas where
unnecessary barriers can still be found are:

e Unrealistically low thresholds to seek
competition/lack of delegations to service
departments

o Retention of redundant process steps
following automation of the tendering
processes

o Using sealed bid tenders instead of
quotations

o Insisting on a fixed number of quotes

orbidsevenwhenitemsare proprietary or
markets are not interested

° Fixed, across the board thresholds, as
opposed to commodity or risk based ones

o Insisting on unnecessary policy
compliance information 2° for tick box
purposes

Many of these points featured in both

the survey and fieldwork. Existing small
and micro businesses and voluntary
organisations rated ‘only ask us to quote

if you are prepared to award us the
contract’ underscoring the point that
service departments are often to find other
potential bidders just to make up numbers
for compliance purposes. Conversely,
those small and micro businesses and
voluntary organisations that had no previous
engagement with councils sited “too much
paperwork and form filling” as a common
barrier to engagement.

28 The report did not specify a figure for procurement savings alone lumping them in with expected gains from
completion of the Single Market. A 2014 European Parliament report, building on his original work, estimated
potential GDP gains from closing gaps in public procurement and concessions at €0.28 billion per year.

29 While it is often appropriate, particularly for high risk/profile contracts to enquire about policies on matter such as
health and safety, environmental policies, and diversity and inclusion, it should always be targeted, proportionate
and appropriate. In many instances a simple compliance declaration is all that is required.
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Systems

We live in a digital age where seamless
transactions are usually the order of the
day and a paper based trail is regarded as
both unnecessary and irrelevant. It is likely
that most readers use cards or electronic
wallets to settle most low value or routine
transactions. The systems used today offer
far greater ability to enforce authorities,
carry out transaction management and
probity/compliance audit than many of the
accounting and procurement systems used
by local councils. While it is unrealistic to
expect cash strapped councils to make radical
system changes, they should at least be
challenging their system providers to enable
functionality which draws them closer to
mainstream trading.

The business case for local councils to do
this has been present for at least 20 years.
Regional expenditure analysis® of third party
invoice transactions shows unequivocally,
why this approach will not only save councils
money, but also make them a far more
attractive customer beyond simply being a
prompt payer of invoices.

Using data produced by London Councils from
2005 to 2011, it showed that on average the
33 London councils3! processed just over 5M
third party invoices of which 32.5% had a
value of less than £100, but accounted for a
mere 0.8% of their £9.3B third party annual
spend?2. In other words, the cost to process
most of these transactions was greater

than their actual face value. At the time,

the solution was the use of the Government
Procurement Card?*? (GPC) which saved both
councils and businesses a large

I BUILDING A LOCAL BUSINESS AND VOLUNTARY SECTOR FRIENDLY COUNCIL

sum of money by removing the overheads

of having to register a supplier, raise an
order and process an invoice for say, a one
off £60 transaction. The GPC used industry
merchant categories with cards being profiled
to fit individual needs. It was, arguably,
ahead of its time in that it allowed business
to progress in a seamless way. It was also
popular with small and micro businesses that
got paid quickly with minimal paperwork.

Regrettably, the solution was suspended

in March 2025 by Government Ministers3*
following ill-informed accusations of
wasteful expenditure. It has been replaced by
an Electronic Purchasing Card Solution (ePCS)
which imposes much greater restrictions on
expenditure and is likely to see a need of
having to raise purchase orders again, often
for one off expenditure3®. It was to remove
this burdensome overhead which led to the
creation of the original GPC and which has
undoubtedly saved both government bodies
and small/micro businesses the need to
waste their valuable time on unproductive
and costly processes.

Professional and cultural
behaviours

There is no published data setting out

the percentage of staff working in local
councils that have attributable private sector
experience let alone working for a small/
micro business or voluntary organisation.
The culture and priorities of latter is very
much different to those of a local council,
even though they are likely to share similar
values (e.g. the desire to serve/improve
their local communities or assist a given
disadvantaged group?’).

30 This was started with the creation of the Regional Centres of Excellence in 2005. The transactional metrics remain

unchanged today.

31 Includes the Corporation of London but excludes the GLA family.
32 19% are under £45 and accounted for 0.6% of the third party expenditure.
33 The GPC was introduced in the mid-1990s by the forerunner of CCS.

34 https://www.bbc.co.uk/news/articles/cvgp3ge97glo

35 Many such accusations are made because of the use of generic merchant codes. For example, in 2011 Essex
County Council had to defend an instance of spending on "theatre tickets" using a council purchase card. This was
for a school trip for vulnerable children rather than general entertainment or perks for staff.

36 Modern analytics are able to identify and block irregular/non —authorised use of cards. Unauthorised wilful use by

staff is invariably a disciplinary and dismissible offence.

37 This was confirmed by the survey which showed that this is the top priority for voluntary groups and the second

priority for small and micro businesses.
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The overriding priority for small/micro
businesses is to ensure they have sufficient
money in their bank accounts each month to
pay their bills. This means that they have to
be highly focused with the use of their time to
ensure that they are able to get new orders,
deliver them and get paid. Everything else
risks being seen as an overhead. Research
consistently shows that running out of cash
is by far the number one reason for business
failure, and unlike big corporates small and
micro businesses struggle to smooth the
peaks and troughs in their cash flow.

Put simply, while public sector policies
geared towards prompt invoice payment

are a big positive, they are only part of

the overall solution needed to identify and
engage with small/micro businesses and
voluntary organisations. By way of example,
our survey showed that for existing small/
micro businesses and voluntary organisations
their number one thing to improve and
develop those relationships was “understand
that we don’t have the same resources as

a large businesses” (procurement officers
ranked this 10th!) whereas for procurement
officers, they considered “"more meet the
buyer events for small/micro businesses

and voluntary organisations” to be the top
priority (the businesses ranked this 9th). For
those organisations that don’t engage with
councils, their number one reason for not
engaging was a perception “councils only deal
with larger companies” (procurement officers
ranked this 9th!). Procurement officers
thought that the main issue was “too much
paperwork and form filling” (the businesses
ranked this 6th).

While some may argue that this is simply a
mismatch of perceptions and risk aversion, it
is also about professional training and cultural
behaviours. As with a personal job interview,
an evaluation process is a two-way thing; do
you want a particular bidder as your supplier
and do they want your council as a customer.

There has been a tendency in the last two
decades for councils and public bodies to use
procurement as a means of forcing their own
values and policies onto their supply base,
usually on a ‘one-size fits all’. Whilst this
may be appropriate for some procurement
exercises, it can also inadvertently add
cost*® and potentially deter new businesses
from bidding. While all councils have policies
on inclusion and equality covering people
and communities, they rarely extend this

to small/micro businesses and voluntary
organisations.

During the early 2000s, the Corporation

of London and LB of Haringey undertook

a project looking at engaging with local
businesses. Although details of the findings
are not readily accessible, their research
uncovered hidden barriers to engagement
according to the Project Manager, Liz
Holford®*. In particular:

e Meet the buyer events had much better
engagement when held on a Saturday
morning as this was outside core trading
hours for small and micro-businesses

e Many self-employed people had learning
difficulties such as dyslexia which was why
they decided to run their own business
rather than seek conventional
employment. It also meant they were not
inclined to read jargon filled documents in
order to win contracts from their local
council

e Visiting trading estates and an in-person
approach proved far more productive
in engaging new business than website
advertising

The Federation of Small Businesses*°(FSB)
published an excellent report Signed Sealed
and Delivered - how procurement can unlock
small business growth 4! at the end of 2025.
Although treading some well

38 Many bidders pass on the cost of bidding by adding in contingencies and uplifts to their costs. They will often

simply ‘tick boxes’ to secure business.

39 Liz is a specialist in social value and was interviewed as a part of our research.

40 https://www.fsb.org.uk/

41 https://www.fsb.org.uk/resources/policy-reports/signed-sealed-delivered-MCGXDJ13J475NEPFOLCT6WGFAHFVU
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documented ground, (e.g. barriers created
by unwieldy, jargon filled tenders and
closed specifications), it also examines the
cultural and behavioural barriers between
local councils and businesses that are more
difficult to identify and address. The report
is clear that targets for increasing the
percentage of trade awarded to small/micro
businesses and voluntary organisations will
continue to stagnate without a much broader
understanding of the hidden barriers that
exist.

Councils can access free online training

on commercial awareness via the MOOC*
platform where officers and elected Members
can source a variety of programmes to suit
their needs.

Whether change comes from centrally
imposed policies or a more tailored approach
via local councils is a moot point which we
consider in the next section.
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Why removing the
barriers matters

As we stated in 1.2 Why this matters to

your Council, much has changed since the
small business first became a governmental
issue nearly 60 years ago. Up until the

turn of the century, small business policy
making was very limited beyond target
setting for government departments, training
programmes/helplines and commitments

to paying invoices within 30 days. Since
then, the global economy has undergone

a revolution; technological, demographic,
working patterns and lifestyles. Whereas

in the 1970s small business policy affected
hundreds of thousands of people, today it is
in the millions. It is a trend that will continue
to increase as more people discover that self-
employment can be a liberating experience.

Typically, most people look to central
government to take the lead and act as a
catalyst for change. After all, it is where
laws are made and new policy initiatives
are introduced. Whilst policy setting and
leadership should arguably remain at ‘the
centre’, it is local government and, to a lesser
extent the NHS, that is best positioned to
become the delivery vehicle and ‘unlock
the small business growth’ currently being
championed by the FSB.

The reasons for this are as follows:

e Central government and their executive
agencies, acquire significantly less third
party goods and services than both local
government and the NHS. If you exclude
Ministry of Defence (warlike and
non-warlike expenditure), most central
government departments have a spend
profile similar to a district council. Their
expenditure range, as measured by the
number of markets they engage with
is also significantly smaller than that of a
council.

42 MOOC stands for 'massive open online course'. The term originated in the US in 2008 to describe free, easily
accessible, completely online courses. https://www.mooc-list.com
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e Small and medium enterprises are
the main priority for central government,
whereas for councils it is local businesses.
It is somewhat of an anachronism that it is
‘medium’ not ‘micro’ enterprises that
emain a priority, given that a medium#
enterprise is defined as one that has a
turnover of £42M or a balance sheet total
lower than £36M and can employ up to
250 people.

e Local government and the NHS are much
closer to the communities they serve and
have greater knowledge of local markets
and the associated supply base. They are
also likely to have policies and strategies,
e.g. for economic regeneration, wealth
creation and accrual of social value that
enable initiatives and expenditure to be
highly targeted towards specific locations
or communities.

Clearly, central government will not relinquish
its hold on any form of policy making let
alone rethink its whole approach to what it
terms ‘SME’s. This means, if serious progress
is ever to be made with encouraging small
business growth and accruing the significant
community benefits of wealth creation and
buying local, then it is local councils that will
have to make it happen.

The commercial and environmental business
case is set out in The commercial and
sustainability business case section. All the
trends - business, demographic, working
patterns, and life goals show that traditional
employment patterns are changing beyond all
recognition. Setting up and/or working in a
small or micro business has also been further
powered by the exponential development and
accessibility of modern technologies which
have removed many barriers.

There is an even more compelling reason for
councils to take action and it is a financial
one. There is no immediate prospect of

the financial position across English local
government improving and therefore
councils, regardless of political control will

need to become even smarter in the way
that they commission third party services
and goods. Whilst it makes sense to use
larger companies for commodity items

(i.e. economies of scale and limited markets),
this does not necessarily apply to many
services. Local small and micro companies
often have a significant advantage compared
to their larger counterparts. These include:

e Lower overheads in contract delivery

e No requirement to serve shareholders,
especially those owned by private equity
institutions

e Greater flexibility to innovate and provide
customers what they want rather than
what they can provide

e Greater specialist knowledge (in some
markets)

e In built social and economic value every
time they are awarded a contract

Even the usual objections for not going this
route can be handled by a combination of
smart commercial management and relational
contracting. Typically, these objections are:

Insufficient capacity to deliver - can
be handled by greater use of lotting and
disaggregation of unwieldy one size fits all
contracts

Company size - can be handled via close
relational contract management covering
cash flow and awarding business in suitable
tranches

Limited track record - see above.

(NB Apple started on April 1, 1976, when
Steve Jobs, Steve Wozniak, and Ronald
Wayne founded Apple Computer Company in
Los Altos, California, initially operating out of
Jobs’ family garage to build and sell the
Apple 1.)

43 www.gov.uk/government/publications/fcdo-small-to-medium-sized-enterprise-sme-action-plan/small-to-medium

sized-enterprise-sme-action-plan
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Elected member
and officer checklist

Most councils have made significant progress
with their policies on inclusion by removing
hidden barriers that prevent people from
accessing services and opportunities

and modernising outdated processes by
simplification and/or use of technology.
Many make impact assessments on issues
such as the environment or equalities before
taking important decisions. Outside of major
planning applications, policy changes, and
large infrastructure projects, far fewer
assess the impact of their decisions on local
businesses as standard practice. This is
because:

e there is no sector wide model to support
such an assessment

e responsibility for promoting local
businesses is not owned by one specific
department

e the ways in which local businesses can
be affected is not always evident and may
not form a core part of the decision
making process (e.g. raising the cost of
parking in a town centre)

It is unlikely the position will change for
councils that remain unaffected by the local
government review, but for those where new
councils are being created there is a great
opportunity as policies and processes will
need to be reviewed.

Therefore, we offer a checklist of actions

for elected Members, chief officers and
heads of service that want to champion

their businesses (particularly the small and
micro ones) and the voluntary sector in their
locality.
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Elected Members

Your role is one of governance oversight and
positive encouragement and support to your
officers in implementing agreed policies. You
can make a difference, for example, by

e Making support and encouragement for
local businesses and the voluntary sector
a council priority, backed by a measurable
action plan

e Asking for an annual Cabinet Report on
the use of local businesses and voluntary
organisations

e Asking for an impact assessment on all
measures that could have an adverse
effect on local businesses (e.g. parking
restrictions, fee hikes, inflexibility on
planning issues)

e Ensuring that the document that
regulates your policies for commissioning
and procurement (usually the contract
standing orders (CSOs)) is kept up-to
date and that it empowers the use of local
businesses and voluntary organisations

e Making sure your council’s online
presence is aimed specifically at small
micro businesses and voluntary
organisations and that everything is
written in plain language

e Supporting your officers in their efforts to
attract these organisations to work with
your council and bid for work

e Encouraging young entrepreneurs by
getting your town/city to work with the
team at Global Entrepreneurship Network

e Ensuring that you receive updates and
mailings from organisations such as the
Institute of Directors, World Commerce &
Contracting (WorldCC) and the Federation
of Small Business

BUILDING A LOCAL BUSINESS AND VOLUNTARY SECTOR FRIENDLY COUNCIL [

Chief Officers and Heads
of Service

Most local government commissioning is
done, or at least sponsored, by Chief Officers
and Heads of Service. Yet the various

stages required including defining the need;
specifying the requirements, carrying out the
procurement and managing the subsequent
contract are often done by people in different
departments. These activities are cross
cutting but also, rightly, provide a separation
of duties.

However, if the commissioning process is

to be local business and voluntary sector
friendly, then it needs to be joined up,
offering a unified approach to how it goes
about this and the messages that it conveys
throughout the process. This involves
multiple stakeholders ranging from the
service operations to support functions (e.g.
procurement, legal, and finance). It is also
important to ensure that you involve your
communications team too (see Marketing and
communications with local organisations).
Above all, remember this is not about them
selling to you, it is you selling to them;

so make yourself an attractive potential
customer.

We have included lots of useful information in
the Marketing and communications with local
organisations section but here is a summary
of the macro actions that you can take now to
start making a difference.

e Make sure your specifications
statement of needs are written in plain
language and are inclusive, i.e. allow
the market to come up with their own
ideas to fulfil your need as this can give
you a better solution at less cost

e When you do go to market break your
requirements into lots, where possible,
so that smaller and specialist firms can
participate - big rarely translates into best
value

Always include an executive summary

on your invitations to tender (ITTS) and
requests for proposal (RfPs) about your
requirement**. This should include
minimum entry requirements, mandatory
needs and evaluation criteria. This will
help smaller/voluntary organisations
decide whether they want to participate
very quickly

Move away from standard thresholds
for bidding and move towards risk-based
thresholds*

Allow small/micro businesses and
voluntary organisations to form consortia
to bid for work — most have access to
long established partners that can provide
additional capacity and/or specialised
expertise

Keep your terms and conditions
proportionate and simple - standard
Ts&Cs written in plain language and sent
out with the ITTs/RfPs is best practice and
will help make you an attractive customer.
(NB - cumbersome legal documents are
one of the biggest deterrents, particularly
for the voluntary sector, adding cost and
delaying work. They also cost a lot of
money to draft while offering minimal
added value to the outcomes achieved.)

Avoid the tick box approach to
procurement where you automatically
seek information on issues such as health
and safety, equalities, sustainability etc
with every request for quotation. If it is
not directly relevant to the outcome that
you are seeking don't include it. It wastes
time, increases costs and will deter small
and micro businesses from taking part.

44 The UK4 Tender Notice used by the UK public sector should assist with this process.
45 The Greater Manchester STAR Procurement operate these https://www.star-procurement.gov.uk . Hosted by
Trafford, STAR comprises 4 Manchester and 3 Liverpool based Councils
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e Contracts should be designed to build
strong commercial partnerships not just to
prepare you for litigation. Use the
significant resources provided by World
Commerce & Contracting (WorldCC)46,
including their Ts&Cs database and Way
We Work Charter, ideal for building strong
relationships where there are risks and
unknowns for both parties. They also have
a Contract Design Pattern Library which
offers practical guidance on promoting
simplified contact design.

¢ Contract & Relationship Management
matters as it help you manage budgets,
reduce the inevitable misunderstandings
that easily occur and, above all, ensure
that you get the right outcomes. Talk to
your Procurement Team or Local
Government East*” to get started with
your training and education needs to make
this happen.
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The National Contract Management
Association (NCMA) and World Commerce
& Contracting (WorldCC) have created

a new global standard to support better
outcomes, stronger relationships, and
greater consistency in how contracts

are managed worldwide. Promoted
through the Commerce & Contract
Management Institute (CCM Institute).
The CMS4 standard is designed as a
practical baseline for the contracting
lifecycle with a strong emphasis on post
award delivery and clearer terminology.
It is also written to be accessible to people
who do contract work without having the
job title “Contract Manager”, which maps
well to English council reality. This
standard provides a great starting point
for any public or private organisation
seeking improvement in their contract
management performance.

This is not an exhaustive list, but if adopted
as a part of a wider plan, will start to deliver
you transformational results.

46 https://www.worldcc.com - they have a wide range of resources that can be accessed through corporate

membership.
47 www.localgoveasteng.gov.uk
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The commercial
and sustainability
business case

Achieving
value beyond
mohnetisation

Conventional wisdom suggests that “value”
is almost always treated as a noun, typically
expressed as a number preceded by a £
sign. Rarely is it used as a verb, as in “to
value” something, because monetisation
has become the accepted norm. This is a
serious misconception, as it limits our ability
to recognise and capture any form of value
unless it can be monetised. Yet, who would
seek to put a price on personal friendships,
thoughtful advice, or dependable service?
These are the things that truly matter in
life—the things we mean when we say to
someone, "I value you.”

The Social Value Act 2013 started off exactly

with that premise, its original purpose being:

“to require public sector organisations
to consider how their procurement of
services could improve the economic,
social, and environmental wellbeing
of their local area and ....look beyond
just cost and quality to secure

wider community benefits, making
procurement more holistic

and innovative.”

This was an explicit rejection of monetisation,
yet by June 2018, the then Government
decided to evaluate social value for

over threshold procurement exercises

leading directly to the creation of a Social
Value Model and its monetisation. There

is mounting evidence to suggest that
monetising social value may be a flawed
concept as our survey showed that support
for local communities was the second reason
why existing micro and small businesses
engage with their local council and the
primary reason for voluntary organisations.
In other words, seeking out and engaging
with local micro and small businesses/
voluntary organisations is an inbuilt means of
delivering social value from the outset.

The Federation of Small Businesses (FSB)
in their recent publication Signed Sealed
Delivered “ recommended:

“Where ‘Social Value’ is used as an
evaluation criterion in bid evaluation,
companies below a certain size (e.g.

50 FTE) with a local presence should
automatically receive full scores for this
criterion.”

They argued, rightly in our opinion, that it
would relieve small businesses of the burden
of having to extensively prove their social
value in ways that may exclude them and
would reflect their contribution to the local
community and positive employment impact.

48 https://www.fsb.org.uk/resources/policy-reports/signed-sealed-delivered-MCGXDJ13J475NEPFOLCT6WGFAHFVU

23


https://www.fsb.org.uk/resources/policy-reports/signed-sealed-delivered-MCGXDJ3J475NEPFOLCT6WGFAHFVU
https://www.worldcc.com
http://www.localgoveasteng.gov.uk

The commercial case

Macro-economic

Governments of all persuasions seek
economic growth as a means of generating
prosperity. Understanding the extent to which
small & micro businesses contribute to that
is a highly specialised field containing many
variables and unknowns. What we do know,
as far as the UK is concerned, is that they
continue to remain the major growth area
across all indicators. The McKinsey Global
Institute published its own assessment ‘A
microscope on small businesses - spotting
opportunities to boost productivity’ 49in May
2024. It assesses the impact of economic
activity carried out by these organisations
and concludes that improved productivity is
the key to unlocking economic growth.

Productivity in small and micro organisations
is generally lower than in larger firms. This is
often due to limited economies of scale and
the stretching of specialist skills across too
many responsibilities. Productivity gains can
be achieved in several ways - some enabling
smaller organisations to grow, others helping
them to process more work more efficiently
without necessarily increasing in size. These
improvements can also generate more
localised economic impact.

Our own research, plus the recent FSB
report mentioned above showed that local
councils can play a major role here. We have
identified many of the barriers in the Barriers
to effective trading and how to dismantle
them section. The main issue is invariably
wasted time; public sector business is just
too time consuming for so many, even when
opportunities are presented in a single place,
such as Find a Tender Service *°(FTS)

50 https://www.find-tender.service.gov.uk
51 Nomia Pilot Update July 2025
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Superficially, the use of Artificial Intelligence
(AI) in the commissioning and procurement
process seems to offer a great benefit.

It could certainly do a lot in terms of
transparency reporting and may also offer
advantages in matching requirements

to potential bidders. We cover the latter
point in more detail in the Marketing and
communications with local organisations
section including the Nomia®! trial currently
underway with the STAR Procurement
Group and FSB. In terms of preparing and
evaluating bids, the use of Al presents
different challenges for both councils and
their contractors which the Cabinet Office are
continuing to assess.

If local councils are going to contribute to
improving productivity amongst local small
and micro businesses by acting as a catalyst
for change. It is going to require three things:

e Simplification and modernisation of the
procurement processes and procedures used

e More focus on creating positive
relationships using relational contracting >

e Far closer working dialogue and knowledge
sharing between organisations such as the
Federation of Small Businesses®?, Institute
of Directors®* and World Commerce &
Contracting (WorldCC)>>

The British Chambers of Commerce in their
2023 report®® recognised this opportunity
when it said that councils cannot do everything
when it comes to wealth creation. It said:

“Local economic development has for too
long been centralised at both a local and
national level. For economic growth and
prosperity to be a reality, there needs

to be a serious collaboration between
public and private, business and local
community groups to ensure that local
economies can grow, flourish and adapt
to the changing economic landscape.”

52 Relational contracting is a longer-term approach to contracts that prioritises building trust, communication,
and mutual commitment between parties, rather than viewing them as transactions and static documents.
More information on this is available from World Commerce & Contracting. https://www.worldcc.com

53 https://www.fsb.org.uk
54 https://www.iod.com
55 https://www.worldcc.com/

56 Local Economy of the Future - a business led plan for thriving communities.
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The Manchester based Centre for Local
Economic Strategies®” (CLES) has been a
leader in developing the micro economic case
for buying from local organisations since

the 1980s, adopting a model first used in
Cleveland USA. They have been using the
LM3 Multiplier Model®® to help organisations
create a business case for adopting the

buy local approach. Broadly speaking,

LM3 is a methodology that can be used by
organisations to measure how their spending
generates local economic impact and benefit
to communities. It has gone through many
iterations in recent years but it has shown
that every £1 spent with a local supplier is
worth £1.76 to the local economy. This is
opposed to 36 pence if it is spent out of the
local area. Many councils, particularly in the
north of England®®, have used the model to

calculate the impact of their local expenditure.

It is also being used by larger companies with
the aim of trying to show that they too are
generating social value, particularly if they
sub-contract work to local businesses and
voluntary organisations.

It is fair to say that even without this Model,
it is quite instinctive for both councils and
their communities to want to ‘buy local’.
Some councils have adopted a local Pound

to promote the ‘trade local’ concept and
Southend BC have even adopted the buying
local idea in the title of their Procurement and
Contract Management Strategy®°.

A note of caution though in using this model.
Firstly, clarity is needed on what

is deemed local - see 1.2.4 Defining what is
local. The other issue where caution is needed
is on company ownership. There is a lot of
evidence that in some markets, private equity
firms are buying up small

57 https://cles.org.uk
58 https://www.Im3online.com

and micro businesses and still continuing

to trade under the original names. This is
particularly prevalent in adult and children’s®!
services, but is also common in areas such
as veterinary services, funeral companies
and taxi and transport services having taken
route in the USA®2, It must be stressed that
this is all perfectly legal, but it could erode
some of the direct benefits to be accrued
from trading with local organisations.

People Value

We talked about the basis of demonetisation
of value in the introduction to this guidance.
Conventional wisdom seeks to identify issues
that can easily be measured, evaluated

and ranked when awarding a contract. Yet
experience suggests the things that often
matter to commissioners after contract award
are. ‘peripheral’ or ‘soft’ people related issues
such as:

e Levels of customer service - returning
calls, and a ‘can do’ attitude

e Approachability in analysing and solving
unforeseen problems

e Flexibility of approach (e.g. being
prepared to exceed obligations to help
achieve the right outcomes)

These are also the type of issues that
commissioners will raise when a Post Contract
Review®® (PCR) is carried out.

These are hallmarks of a contractor that
values you as a customer, rather than seeing
you and your contract as an exploitable
opportunity to gain further revenue and

are more often than not, small and/or local
companies and voluntary organisations. This
kind of commercial benefit will only ever be
realised if local councils:

59 The Preston Model is sometimes cited as an example. https://www.preston.gov.uk/article/1339/

What-is-Preston-Model

60 The very best for the Southend £ https://democracy.southend.gov.uk/mgConvert2PDF.aspx?1D=57847

61 https://www.bbc.co.uk/news/uk-england-49450405

62 https://fortune.com/2025/07/10/private-equity-roll-ups-entrepreneurship/
63 This is a formal multi-departmental evaluation after contract ends, assessing its success, identifying lessons
learned, positives and negatives about the contractor and outcomes achieved. Unfortunately, it is often overlooked

once a contract ends but is good commercial practice.
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e Make a PCR a mandatory activity

e Seek to demonetise social value for
contracts involving local small/micro and
voluntary organisations (or at least award
such organisations 100% at the
procurement evaluation stage as
recommended by the FSB)

The sustainability case

In 2024, 13 local councils in the region,
carried out a project in partnership with the
Regional Climate Change Forum (RCCF).
The RCCF has eight main priorities, one

of which is to “explore opportunities

for joint procurement and support the
sharing of sustainable procurement best
practice”. The project used a collaborative
diagnostic solution from New Information
Paradigms ¢4(NIP) populated with 30 Value
Codes, or the ‘things that matter’ for
responsible procurement. The Value Codes
related to the 17 UN sustainability goals and
are grouped under four headings:

e Economic - specifically use of local
businesses for economic regeneration and
wealth creation reasons

e Environmental - including protecting
the natural environment and promoting
the circular economy

e Social - achieving social value in
contracts let

e Cultural - promoting supply chain
transparency and cross sector
collaboration

The report can be found on the Local
Government East® website.

64 https://www.nipltd.com/
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One of the common issues that consistently
arose was the contribution of local small,
micro and voluntary organisations to the
delivery of all sector-wide sustainability goals.
However, this fails to attract the headlines
that net zero and waste/recycling do.

Encouraging and engaging with local small,
micro and voluntary organisations clearly

is an integral part of delivering against

each of these policy areas. While we have
addressed the Economic and Social areas, the
contribution to the Environmental one also
manifests itself through things such as:

e Reduced travel time and/or shorter supply
chain by being local

e Reduced emissions and greater potential
to use public transport

e Direct contribution to the circular economy

e More incentive to look after the natural
environment

65 www.localgoveasteng.gov.uk/collaborative-responsible-procurement-project-the-findings/
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Elected member and
officer checklist

Creating the commercial and environmental
business case is something where both
elected Members and council officers need to
be at one. We have already examined some
of the barriers that slow down the process
of accelerating engagement with local small/
micro and voluntary organisations. The
following is a checklist of the macro issues
which need to be addressed jointly if councils
are to seek local economic growth via these
organisations.

e Have you included all the stakeholders
that are needed to make and deliver the
commercial and environmental
business case - economic regeneration,
commissioners, procurement, finance,
legal, communications

e Is there a common engagement policy in
place to which all stakeholders are
signed up

e Are the changes required and
contributions that they need to made
understood and managed

e Is there a common understanding of
terms, particularly sustainability (scope,
its components and the dependencies of
each one)

e Is there a direct connection to the goals
set out in your council’s strategic
corporate plan

e Is there a lead officer in charge and
responsible for overall delivery,
accountability and reporting

e Is there a clear marketing and
communications plan in place to ensure
messages and information reaches your
identified targets in the wider community

One common misconception that exists

is that dealing with local small/micro and
voluntary organisations and/or seeking
sustainability gains is going to cost more
money in the long term. There is no evidence
to support this; indeed the contrary is likely
to be the case.
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Marketing and
communications with
local organisations

The importance
of marketing and
commuhnications

Marketing and Communications is essential
to managing effective change. Yet, despite
the abundance of information available in
today’s digital age, reaching the right people
remains challenging. While the internet
should, in theory, make it easier to find local
organisations®, in practice the opposite is
often true for reasons such as:

e Not all will have an up-to-date web
presence that promotes them strongly in
search engines

e Not all businesses are ‘web savvy/, i.e.
knowing how things such as the number
of Google Reviews, hits etc. affect search
engine outcomes

e Potential researchers many not be aware
of the existence of such organisations, so
may be disinclined to even carry out a
search

e Search engine algorithms and sponsorship
from bigger companies mean that smaller
organisations do not feature on the first
two pages - research®” shows that 99%
of searchers never venture beyond page 1

Councils also struggle to use traditional
methods to identify and reach them. This is
because these methods are also changing,
driven on by technological advances and
demographic and cultural attitudes. These
include:

e Decline in membership organisations such
as trade bodies due to evolving member
expectations for digital-first, personalised
experiences and the ability to achieve
immediate value

e Limited involvement in many existing
networks such as Chambers of Commerce
and established trade associations

e Growth in ‘off grid’ networks, including
grassroots and neighbourhood community
support groups

e Declining role of local newspapers and
traditional news channels

Many councils openly struggle to locate and

engage local organisations which can have

a detrimental effect on projects, particularly
when their purpose is explicitly connected to
economic regeneration.

This is why having a coherent, well targeted
marketing and communications plan in place
is so important when seeking engagement
with local businesses, particularly when it is
regarded as being crucial to the fulfilment of
published goals, strategies and policies.

66 Typically micro and small businesses and voluntary organisations.

67 https://www.redlocalagency.com/first-page-of-google/
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Marketing and communications also has

an essential internal role that goes beyond
promoting the council externally to local
organisations. Internally, it acts as a catalyst
for change - helping Members and officers
understand what needs to change, why the
change is necessary, and what part they each
play in making it happen. This internal focus
ensures alignment, builds momentum, and
supports the successful delivery of the wider

policy.

Understanding
your stakeholders

Stakeholders, in this context, are any
organisations, groups, business functions
and individuals that have an interest in or
can be affected by a council policy seeking
to engage local organisations. Understanding
your stakeholders and their needs is an
essential part of building your marketing
and communications plan otherwise it is
impossible to define messages and decide
upon the best communications channels.
These stakeholders will be both internal and
externa to the council.

External stakeholders

Councils need to be clear from the outset
exactly which local organisations they wish to
attract and why. Consider:

e Existing and future projects where they
could play a role or could deliver a local
benefit

e Markets where competition or choice
is limited

e Policies and outcomes that could be
enhanced from their participation

Local organisations also need to be
categorised. While many of the actions
required to make your council attractive to
them will overlap, each group has distinct
characteristics that must be recognised.
These nuances are important and should not
be overlooked through oversimplification or
haste.

Carrying out this task needs to be cross
departmental as it is unlikely that any
one person or department will have all
the knowledge required to build a full and
accurate picture.

Once this analysis has been done, it is then
possible to start building your marketing
and communications plan to include key
messages, communication channels,
reporting and accountability.

Internal stakeholders

The internal facing marketing and
communications plan acts a catalyst for
change and requires a different approach.
The starting point for this is preparing a list of
each stakeholder group that will be required
to contribute to delivering your council’s
policy on attracting and engaging more local
organisations. For each one the following will
be needed:

e Their contribution to delivering the policy
(i.e. the change that they are required to
bring about)

e What needs to happen to communicate
progress made to the rest of the council,
including any potential committee
approvals

e How this change will contribute to the
agreed policy

You may also wish to add a level of
influence for each stakeholder together with
actions that need to be taken to gain their
commitment.

Councils will clearly have different starting
points, but the table below gives a list of the
main stakeholders together with the actions
that they may need to take.
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Stakeholder group Actions required

Elected Members
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Encourage small and micro businesses and voluntary organisations
in your Ward to approach your council

Use local community networks to promote your council’s
engagement policy for local organisations

Chief Officers

Agree your policy(s) on encouraging local organisations

Ensure that identified barriers are removed and required actions
are taken

Communicate your policy to all stakeholders - it is a multi-
disciplinary effort and requires buy-in from everyone

Agree how you will measure success and report on progress
achieved

Commissioners/
service
departments

Ensure all specifications/terms of reference are jargon free,
outcome focused and are not restrictive. Never accept a model
specification supplied by a third party

Never assume that only a big or ‘named’ organisation can do work
for you. Some of the best people operate successfully outside
those parameters

Always be prepared to do open market briefings so that potential
bidders can ask questions and even seek to form consortium
arrangements. Collaborative working is a good thing, it’s collusion
that is illegal

Consider opportunities for breaking requirements into lots or
actively encourage the use of local organisations as sub-contractors

Procurement

Forget about ‘selling to guides’ explaining what third party
organisations must do to win contracts. You need to sell to them
and make yourself an ‘attractive’ client in the first instance.

This includes making an effort to visit them and not always
expecting or insisting that they visit you

Ensure all your documentation is written in plain language.

Also include an Executive Summary of key requirements and
qualification criteria with each requirement so that businesses can
decide quickly whether to take part

Only ask for information if it is specifically relevant to the
outcome(s) that you are seeking - tick box procurements deter
business and cost you more money

Set out your local social value policy clearly and ensure that any
bid from a small local business or voluntary organisation receives
an automatic 100% score for social value if it is to be monetised.
You are getting social value when they take part in your
procurement exercise
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Stakeholder group Actions required

Is your website up-to-date and does it ‘sell to local organisations’?

If you are running meet the buyer events, offer Saturday or
evening sessions so as not to cut into their productive time -
actions help to show that you support them and are not simply
virtue signalling

Listen to what local organisations tell you about your processes
— if it is not a legal requirement to do something and it deters
inclusion, then seek to change it

Never invite an organisation to bid for any of your requirements if
you are not prepared to award them a contract

Legal

Ensure that standard terms and conditions - one version for goods
and one for services - are written in plain, accessible language for
all routine, low risk requirements below the international
advertising threshold. This is especially important for voluntary
organisations, which often incur legal costs simply to interpret
overly complex terms issued by some councils

Ensure that draft terms and conditions are available to be sent
out to all potential bidders in parallel with all Request for
Quotations (RfQs) and Invitation to Tenders (ITTs)

Terms and conditions should be designed to make a contract work
for both parties, not prepare for litigation

Economic
Regeneration

Ensure details of existing and future projects are publicised in advance
Identify, with procurement and other stakeholders, the markets
and roles where local businesses and voluntary organisations may
wish to participate

Be prepared to visit potential local businesses and voluntary
organisations; you cannot rely on advertising and web posts

Use social media to reach out- LinkedIn, TikTok and community forum

Communications

HR e Ensure that your inclusion policies removing hidden barriers to
people and groups also do the same for your local organisations.
Remember that many of these are run by people with disabilities
and disadvantaged groups

Media and e Help with the preparation and implementation of your council’s

marketing and communications plan

Work with your procurement and economic regeneration teams to
ensure that their website is written in plain language, up-to-date
and business friendly

Key internal stakeholders and potential actions required to promote local business and voluntary organisations
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Key communication
messages

We have set out a clear set of external and
internal facing communication messages
below. These are common messages that are
likely to feature; councils will no doubt have
specific localised messages.

External (towards local
organisations)

e We want to work with businesses and
voluntary organisations that provide
great value and want to help us deliver
great outcomes for our local community

e We won't waste your time by sending you
Request for Quotations (RfQs) and
Invitation to Tenders (ITTs) if we are not
prepared to award you a contract should
you win

e We don’t have a preference for working
with large organisations; we want
to work with organisations that deliver
value (financially and through working
relationships) in a sustainable way

e We recognise that you may have different
working priorities and patterns; so we
want to do everything to try to fit in

e We want your feedback on our
commissioning and procurement exercises
- tell us how we can improve and be more
business and voluntary sector friendly

68 Ceased printing in 2019 and now fully on-line as Yell.com

69 Ceased printing in 2016
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Internal (towards internal
stakeholders)

e This policy is an integral aspect for us in
delivering our corporate strategy (always
include appropriate links)

e We achieve automatic social value and
community benefits from buying local and
supporting our voluntary sector

e Some owners of small and micro
businesses have disabilities and/ or come
from disadvantaged groups; we need to
work to remove any barriers in our
processes and systems that deter them
from working with us

e We cannot change the law, but we can
change our policies and behaviours when
they disadvantage or deter local
businesses and voluntary organisations
from working with us

e This is an opportunity to become a model
for councils across the UK to follow. Let’s
lead by example.

Locating local
organisations

This is a widespread challenge, particularly
those councils covering non-metropolitan
areas (which is arguably the majority). We
mentioned in the introduction to this section
that traditional trade and commerce bodies
and membership organisations are in decline
across the UK. These were the immediate
channels that councils could rely upon until
the end of the 20th Century. Even printed
directories could prove useful such as Yellow
Pages®® and Thomson Local®® but these
succumbed to the digital progression. Some
companies attempted to move in by setting up
services aimed at the domestic market such as
Checkatrade and TrustAtrader to fill this gap,
but these are very limited in their scope.

While there is no perfect solution to hand,
here are four channels worth considering.
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Specialised trade groups
and networks

These are increasing in momentum,
particularly where joining is either free or low
cost and their goal is about networking and
sharing information. Examples here include
the Forum of Private Business (www.fpb.org),
Finishes and Interiors Sector (www.thefis.
org) and the National Enterprise Network
(www.nationalenterprisenetwork.org).

Developing contacts with regional groups

of other membership bodies such as the
Federation of Small Businesses (www.fsb.
org.uk) and the Institute of Directors (www.
iod.com) is also likely to bring benefits as
they are both acutely aware of the rapidly
changing economic landscape when it comes
to the growth of small and micro businesses.

Family businesses can make up to 90% of
available small and micro local businesses
according to some sources. Family Business
UK (www.familybusinessuk.org ) is also worth
consulting.

There are no doubt sector specific ones too.

Local community networks

These networks have emerged over the

last decade on social media platforms

such as Facebook and WhatsApp. They are
often location or area specific community
platforms and are used by many people to
find potential businesses offering services by
recommendation and repeat business. Many
of these are micro-businesses that may not
have a website or if they do, fail to register
in internet search engines. These networks
are also a useful means of promoting your
policy on local business and encouraging
organisations to engage with your council,
even as a sub-contractor.

Business Breakfasts/
On line Webinars

There are dozens of business breakfasts

and online business webinars run by a host
of trade and professional organisations.
Getting a 5 minute slot where you say: this
is what's coming up and here’s how we'd like
to work with you might make it feel like your
council is really wishing to engage. Some
council staff may learn a lot from being ‘in
the room’ at some of those events, such as
Chambers of Trade, FSB, Elite100 (www.
greatbritishbusinessshow.co.uk).

Artificial Intelligence

There is a lot of interest in the role that

AI will play. We reported at 3.1.1 The
commercial case on the STAR Nomia”® pilot

in partnership with the FSB. The opportunity
to use Al to locate and engage suitable local
businesses and organisations is attractive as
traditional channels such as advertising, trade
groups and word of mouth can be unreliable.

This is an exciting future prospect for local
councils. However, it is important to note that
it will have limitations. These include:

e Al can only access data via the internet,
a lot of data is often either incomplete,
out of date or inaccessible. Many micro
businesses trade via closed WhatsApp
groups and community Facebook pages

e Many councils do not have the skills
or capabilities to make the most of new
opportunities. Civica’s ‘The future of local
government report 20257* outlined some
of these challenges

e Humans will still be required to intervene
and check (i.e. it cannot be totally
automated)

Whatever route your council decides to
take will require patience and realistic
expectations. Results will only start to be
achieved once the broader messages of the
local government sector being “business
friendly” start to reach local organisations.

70 https://www.star-procurement.gov.uk/News/2025/Nomia-Public-Sector-Procurement-Project-Goes-Live.aspx
71 https://www.civica.com/en-gb/reports/all-uk-reports/the-future-of-local-government-report-2025/
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Measuring the

outcomes

Defined outcomes for measuring the progress
of your marketing and communications plan

should be done at the outset.

The tables below set out some suggested
external and internal measures that could be
used. In both cases, any measures need to
be easy to quantify and probably restricted to

about three.

External measures

What we are measuring What outcomes are we seeking How we measure it

Numbers of existing and
new local organisations
being awarded council
contracts by direct
award and as a sub-
contractor (need to be
measured separately).

A year-on-year increase in both by
number and contract value.
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Record keeping and
reporting capability.

Attendance of local
businesses at project
specific market briefings
and meet the buyer
events.

An increase in participation by
local organisations in both of
these.

Record keeping and
reporting capability.

How local organisations
view the council.

A year on year improvement
in how local organisations view
dealing with the council.

Annual local organisation
survey and feedback from
post contract award surveys

34

BUILDING A LOCAL BUSINESS AND VOLUNTARY SECTOR FRIENDLY COUNCIL [

Internal measures

What we are measuring What outcomes are we seeking How we measure it

Adherence to new
policies

Increase in number of
procurement exercises involving
local organisations.

Increase contracts being awarded
to local organisations, by number
and value.

Increase in number of local
organisations acting as sub-
contractors in larger contracts.

Record keeping and
reporting capability.

Feedback from external
local organisations via post
contract award survey.

Acknowledgement and
buy-in from operational
departments/
employees.

Everyone is aware of the new
policies and is taking measurable
action to implement them.

As above.

Number of briefings and
awareness workshops held
by each department.

‘Business friendly’
website, procurement
documents,
specifications and terms
and conditions being
introduced.

Proactive management of
procurement website.

Availability and use of business
friendly procurement documents,
specifications and terms and
conditions.

Use of social media pages to
promote the ‘business friendly’

policy.

Feedback from external
local organisations via post
contract award survey.
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Elected member and

officer checklist

Creating the marketing and communication
plan needs to be officer led. However, it

is important that elected Members are
consulted and actively play their part in
promoting the ‘business and voluntary
organisation friendly’ message within their
local communities. Unfortunately, this type
of activity is regarded by many as being of
secondary importance. There is still a view
that once a policy has been published the

job is complete. It is not simply about telling
someone about a policy, it is getting them to
understand it and embrace it which matters
for effective change. A good example of this

is contract and relationship management -
most people know why it matters and the
value it brings but few actually focus on it

which is why it continues to be a major area

of weakness in so many UK councils.

v/
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o
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v
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The following is a checklist of the macro
issues surrounding the marketing and
communications plan which need to be
addressed jointly if councils are to move
beyond acceptance of a policy to actually
implementing it:

e Are all the stakeholders that are needed
to make the changes happen aware of the
plan and aware of what they must do to
bring it to reality

e What reporting mechanisms are in place
to report on year-on-year outcomes
and to which group/committees (ideally
this should be reported to chef officers
and elected Members. If there is no
agreed reporting mechanism nothing will
change

e Is the plan to engage with local
organisations coherent and targeted;
again a press release and link to a website
is totally insufficient

e Is everyone aware of the hidden internal
barriers to inclusion that local
organisations face and are steps being
taken to remove them

Appendix A
Survey Results

The following three tables show the
comparative results of the two surveys.

We asked similar questions to Procurement
Officers in the East of England region and

to Small/micro Businesses and Voluntary
Organisations. The frequency of results is
shown and the common answers colour coded
to highlight the different perceptions of the
two groups.

e 16 Procurement Officers contributed,
from upper and lower tier councils in East
of England.

e 98 individuals from small businesses or
voluntary organisations took part.
Some of these had traded with councils
(59, 60%) in the past and some hadn’t
(39, 40%).

Procurement Officer Response

Top four reasons for existing small/micro organisations doing No %
business with your local council

Local to us and easy to serve 13 81%
Reputational value gained 12 75%
Good payers creating stable income 11 69%
Helps us to get into other markets/network 7 44%
They approached us to bid for work 6 38%
Products/services that they need 6 19%
Access to training, support and potential grants 3 19%
Work is profitable 2 13%
The people are good to work with 0 0%
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Procurement Officer Response Procurement Officer Response

Top Top four things could make it more attractive for existing No % Top four reasons deterring new small/micro organisations from No %
small/micro organisations to do business with your local council doing business with your local council

More meet the buyer events for small/micro businesses and voluntary 9 56% Too much paperwork and form filling 14 88%
orgs

Better advertising of future requirements 8 50% Don’t understand the process 13 81%
Single point of registration for all opportunities 8 50% Not sure where to look for opportunities 10 63%
Standard procurement documents 8 50% Time - too busy running our business 8 50%
Contracts written in plain language 5 31% Every council follows a different process 3 19%
Make specifications less restrictive 5 250, Negative experience from previous occasions 3 19%
Insurance requirements proportionate to risk 4 19% Unable to speak with the right people 3 19%
Allow us more time to develop consortium arrangements 3 19% Can’t understand the contracts 2 13%
Only ask us to quote if you are prepared to award us a contract, 3 19% Councils only deal with larger companies 2 13%
Understand that we don’t have the same resources as a large business 3 19% Too many different ways to quote and tender 2 13%
Award longer contracts 2 13% Council work is not profitable 1 6%
Encourage us to innovate more in the bidding process 2 13% Insurance costs are too high to do business 1 6%
Improve payment time and process 1 6% Not sure we have products/services they need 1 6%
Introduce a stewardship programme with large businesses for small 1 6% Too much reliance on framework contracts 0 0%
SUEHTEES0S Unrealistic social value demands 0 0%
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Small/micro Business and Voluntary Sector Response S /A LB S BT A ST e [ X 2

Top four reasons for doing business with a local council (59 Responses) No % :\(I,I;itc;;e(;gur;ts:z:.z:;)reasons for not doing business with a local | TOTAL I/?TAL
Products/services that they need 47 48% Councils only deal with larger companies 21 53%
Keenito'supportt our local communities = S Not sure where to look for opportunities 21 53%
They approached us to bid for work 34 35% Unable to speak with the right people 20 50%
Reputational value gained 21 21% Don’t understand the process 17 43%
Good payers creating stable income 20 20% Not sure we have products/services they need 16 40%
Local to us and easy to serve 19 19% Too much paperwork and form filling 13 33%
The people are good to work with 19 19% Every council follows a different process 9 23%
Helps us to get into other markets/network 13 13% Too much reliance on framework contracts 9 23%
Access to training, support and potential grants 12 12% Time - too busy running our business U 18%
Work is profitable 7 7% Too many different ways to quote and tender 7 18%
Unrealistic social value demands 9 10%
Negative experience from previous occasions 3 8%
What are the top four things that we could do to make it more TOTAL |TOTAL Can’t understand the contracts 2 5%
attractive for you to do business with a local council? (59 Responses) %
Insurance costs are too high to do business 2 5%
Understand that we don’t have the same resources as a large business 34 58%
Council work is not profitable 1 3%
Better advertising of future requirements 26 44%
Make specifications less restrictive 25 42%
Single point of registration for all opportunities 23 39%
Only ask us to quote if you are prepared to award us a contract 21 36%
Contracts written in plain language 18 32%
Standard procurement documents 17 29%
Award longer contracts 15 25%
More meet the buyer events for small/micro businesses and voluntary orgs | 15 25%
Encourage us to innovate more in the bidding process 11 19%
Insurance requirements proportionate to risk 9 15%
Improve payment time and process 7 12%
Allow us more time to develop consortium arrangements 3 5%
Introduce a stewardship programme with large businesses for small businesses | 1 2%




Appendix B

Background Reading

The following is a list of publications for readers wishing to dig deeper into the issue of trading

with small/micro businesses and voluntary organisations. Inclusion in this list is not an
endorsement by the authors, Local Government East or sponsoring Councils of the any of the
publications or the publishing organisations.

Title

Year of

publication

Links (If know)
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Title Year of Links (If know)
publication

Supporting Local Economic Growth | February https://www.nao.org.uk/wp-content/
(National Audit Office) 2022 uploads/2021/06/Supporting-local-

economic-growth.pdf
MSME Ecosystems April 2021 Available from https://www.worldcc.com/
Policy & Practice — are they aligned? | 2016 Available from https:/www.worldcc.com/
(IACCM and US Department of Treasury)
Most Negotiated Terms (including 2024 Available from https://www.worldcc.com/
exploration of the distinction between
big business and SME’s)
Relational Contract Governance 2024 https://www.worldcc.com/Portals/IACCM/

Guide (World €C)

Resources/Relational%20Contracting%20
and%20Governance%20Guide%20-%20

2024.pdf

Small Businesses, (Wapshott & Mallet)

House of Commons Business December https://researchbriefings.files.parliament.uk

Statistics, (House of Commons Library | 2022

— Business Statistics (Georgina Hutton)

A Microscope on Small Businesses May 2024 You will need to register on the

(McKinsey) McKinsey site to download a copy
of this document which includes
research from 16 countries.
https://www.mckinsey.com

Bolton 50 Years On: What We Can February https://www.enterpriseresearch.ac.uk

Learn from a Landmark Study of 2022

Tomorrow's Skills, (Santander)

October 2024

https://www.santander.co.uk/content/dam/

sites/santander-uk-sustainability/resources/
documents/Tomorrows%20Skills_Final%20

version.pdf

Business Led plan for thriving
Communities (British Chambers of
Commerce)

Signed Sealed and Delivered (FSB) December https://www.fsb.org.uk/resources/
2025 policy-reports/signed-sealed-delivered-
MCGXDJ3J475NEPFOLCT6WGFAHFVU
The Future of Local Government March 2025 | https://www.civica.com/en-gb/reports/all-
(Civica) uk-reports/the-future-of-local-government-
report-2025/
Improving public procurement for 2013 https://www.fmb.org.uk/resource/
construction SMEs (Federation of improving-public-procurement-for-
Master Builders) construction-smes.html
Small Business Big Heart, Bringing | February https://issuu.com/
Communities Together, (FSB) 2019 federationofsmallbusinesses/docs/fsb-small-
business-big-heart?fr=xKAE9 15]NQ
Local Economy of the Future - A 2023 https://www.britishchambers.org.uk/wp-

content/uploads/2024/02/Local-Economy-
of-the-Future-Report-1.pdf
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