	PART 1

(OPEN TO THE PUBLIC)
	ITEM NO.



REPORT OF THE DIRECTOR OF DEVELOPMENT SERVICES 


TO THE LEAD MEMBER FOR DEVELOPMENT SERVICES ON 22ND APRIL 2004

TO DIRECTORS TEAM ON 22ND APRIL 2004

TO STRATEGIC PARTNERING MANAGEMENT BOARD 11TH MAY 2004


TITLE :  Strategic Service Partnering.


RECOMMENDATIONS : 

1.0
That progress to date be noted.

1.1
That a process of further evaluation of the two bidders identified in 4.3 be approved by Lead Member.


EXECUTIVE SUMMARY : N/A


BACKGROUND DOCUMENTS : N/A

(Available for public inspection)


ASSESSMENT OF RISK: Low

	


THE SOURCE OF FUNDING IS: Revenue and Capital Budget

	


LEGAL ADVICE OBTAINED: Yes - Cobetts

	


FINANCIAL ADVICE OBTAINED: N/A

	


CONTACT OFFICER : Bill Taylor  


Tel: 0161 793 3603


WARD(S) TO WHICH REPORT RELATE(S): All


KEY COUNCIL POLICIES: Best Value, Procurement, Neighbourhood Management, Budget Strategy.


1.0 Background.

1.1
The Development Services Directorate is in the process of procuring a Strategic Service Partner to help deliver all of its key services.  The procurement process commenced in October 2002, with an advert placed in the Municipal Journal seeking consultation on Partnering Models.

1.2
The advert set out the services to be covered and identified the following objectives:


Generally.

· Create opportunities for future business growth for the partners.

· Provide innovative working arrangements between the partners.

· Improve performance against key national and local indicators.

Engineering and Highways.

· Create opportunity for investment in the City Council’s highway assets.

· Reduce the level and value of third party claims against the Council as Highway Authority.

· Improve responsiveness of the maintenance service

· Generate new market opportunities for Engineering Design and the Highway Contracting Organisation.

Property and Development.

· Create opportunities for investment in land and property assets.
· Generate new market opportunities for Architectural Design, Landscape Design and Property Management.
Planning and Building Control.

· Introduce additional capacity to Development Control and Planning.

· Generate new market opportunities for Building Control.

Business Development and Support Services.
· Introduce additional capacity to support functions, particularly in ICT.

· Stimulate and develop innovation to deliver quality initiatives and improve performance management.

· Generate new market opportunities for Graphic Design.

2.0
The Procurement Process.
2.1
Following the consultation advert in the Municipal Journal an evaluation of the proposed models resulted in a staff secondment model (or retained employment model) becoming the preferred choice to take the procurement process forward.

2.2
Having set the scope of services, identified the objectives and settled on a model it was concluded that the most appropriate way to deliver a Strategic Service Partnership was through Joint venture Company (JVC) with a Private Sector Partner.

2.3
A procurement process commenced using the OJEU (negotiated process) procedure and the following stages have now been completed: -

· Initial OJEU advert followed by Pre-Qualification Questionnaire.

· Short-listing of the interested companies.

· Production and issue of tender documents.

· Tender Evaluations.

2.4
The tenders were evaluated by an evaluation team comprising the: - Lead Member, Executive Support Member, Director, Deputy Director, Heads of Service, Assistant Director (Business Strategy), a representative of Assistant Directors, a representative of staff from the Partnering Working Group, Unison Branch Secretary and Felicity Goodey as an independent.

2.5
The process of evaluation was based around the Pre-Qualification information submitted, the Tender Documents submitted, a daylong workshop with each bidder  (including staff from the Development Services Directorate and the prospective Partner Organisations) and a list of supplementary questions arising from the workshops. Additionally a separate team comprising: - Deputy Director, Assistant Director (Business Strategy) Senior Engineering staff, Head of Finance and a representative of Cobbetts (Legal Advisors) assessed the financial proposals for highway investment and reducing third party highway claims.

3.0  
The Consultation Process.

3.1

An extensive process of consultation has been a corner-stone of the whole process. 

Initially a Partnering Working Group was established, chaired by the Deputy Director and comprising staff mainly from middle management level with Unison representatives.  This was considered key, as it meant that discussions were fed back directly to staff, and conversely concerns of staff were brought back to the Partnering Group.

3.2
Extensive formal communications were also used, with talks by the Director to all staff, regular newsletters, a partnering web site being developed and the Deputy Director visiting all sections for questions and answer sessions.

3.3
In terms of the model and robustness of the approach, early contact was made with the ODPM (Strategic Partnering Taskforce) and the Audit Commission (PFI and PPP Section in Leeds).  Every key stage in the procurement process has been subject to scrutiny by the Audit Commission, using the “Gateway” approach.

3.4
Two further full staff open days are being proposed where staff will be given presentations and allowed to ask questions from the remaining prospective partners.

4.0
Current Position.

4.1
As part of the evaluation process an assessment was made as to whether the original objectives, as set out in paragraph 1.2 of this report were still relevant.  Following a revisit of the objectives (see appendix 1) it was considered that the objectives are still valid.

4.2
A comparative table of all four bids was also produced, that set out the proposals of the bidders in summary form set against what the City Council is seeking (see appendix 2).

4.3
Following three meetings of the Evaluation Team, two clear front-runners emerged: - Babtie/Mowlem and Capita/AWG.  However the scoring of both these bids were very close and as a consequence a further process of evaluation has been arranged for these two bidders, based around the criteria as set out in a letter attached as appendix 3.

5.0
Next Steps.

5.1
Following the evaluation of the bids a preferred and reserve bidder will be identified. At this stage approval will be needed to enter into the negotiations stage of the procurement process.

5.2
If negotiations prove successful a Partner Company will be appointed and the JVC established.

Malcolm Sykes

Director of Development Services
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