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• Some Rules, Law’s and Processes
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• Some Opportunities

About ACEVO:
• Formed in 1987

• Network for the leaders of 3rd Sector Organisations

• We have over 2000 members

• We have over 35 staff

• Launched northern office in 

Leeds last year

About ACEVO:
• Publications

• Network

• The Sustainability Challenge

• Think pieces and guidance

• Support Services
• Governance Review

• Training and Events Programmes
• Personalisation and Procurement training

• Conferences and CEO Summit

• Dynamic Policy Team

About ACEVO:
• Full Cost Recovery

• Business Planner

• Training

• Representation

• Commissioning Support
• Training

• Helpline

• Legal support



Recession Support Website:
• www.recessionsupport.org.uk

• Up to the minute news

• Expert guidance

• Financial planning

• Pod casts

Capacity Builders:
• www.improvingsupport.org.uk

• 9 National Support Programmes

• Supporting the

Support Providers

• Training

• Publications

Jargon Buster:
• Who? – The Commissioner

• Beneficiaries

• Public Service Delivery

• Commissioning

• Procurement Process

• Tender

Why Procurement & Commissioning:
• Traditional grants are declining

• Stock market crash effect Trusts

• Lottery sales down + Olympics

• Budgets are shrinking

• Bank buy-outs decrease the public purse

• Unemployment Rising

But, Its not a Panacea:
• Can be limited by Commissioners and poor process

• Can still be short term

• Size, scale and cost issues

• Competitive process

• Requires a business like approach

• Records

• Standards

• Relevant Experience

So, this means:
• A challenge for small groups

• Risks 

• Income to support your aims and goals

• Key role for support providers

• Brokering

• Representing

• Developing



EU Procurement Law: The Rules
• EU Directive on the Co-ordination of Procurement 

Procedures 2004.

• England, Wales and Northern Ireland are governed by 
the Procurement Contracts Regulations (2006)

• Scotland they are governed by the Procurement 
Contracts (Scotland) Regulations 2006

EU Procurement Law: The Rules
• Part A and Part B Services

• Part A – Full Rules

• Waste

• Part B – Local Rules that follow principle of fairness

• Healthcare

• Education

• Recreation

• Culture

EU Procurement Law: The Rules
• A lot of commissioners don’t quite understand what Part 

B means!

• So they use the full rules anyway…..

EU Procurement Law: The Rules

Tendering processes must adhere to five key EU principles, 
which are:

1. Equal Treatment
2. Non-discrimination
3. Mutual Recognition
4. Proportionality
5. Transparency

EU Procurement Law: The Rules
Basically it’s all about:

• Processes must allow organisations from different 
countries to compete

• The Free Market

• Multi-Nationals

EU Procurement Law: The Rules
Allowable Processes:

• Open – All can submit Tender

• Restricted – Only those who pass EOI submit Tender

• Competitive Dialogue – Like Restricted but negotiation 
process

• Negotiated & Advertised Negotiation – Limited usage



EU Procurement Law: The Rules
Assessment:

• Price – The Cheapest Wins

• MEAT – Most Economically Advantageous Tender

• An actual assessment of value

• Where the third sector can win

Basic Stages of the Process
• Influencing the Commissioner

• Advertisement

• Expression of Interest 

• Pre-Qualification Questionnaire

• Full Tender

• Interview and Presentation

• Negotiation

• Contract

Some Issues to Consider – Hidden costs
• TUPE

• Pensions

• Contract clauses

Our Group is too Small:
• Sub-Contracts

• Prime Contractors

• Service Level Agreements

• Lobby For Grants - NAVCA

• Build Consortia

• Work with local VCS Infrastructure

• BASSAC & NCVO

Our Group is too Small:
Intelligent Commissioning

• I’ve got £100,000 to spend; what will you do?

• Social Clauses

• Can’t prejudice against anyone

• Can ensure relevant local benefit

• Create local jobs

• Work with certain local community groups

• OTS and OGC Support?

Our Group is too Small:
• Constantly strive to develop the relationship

• Representation and advocacy

• Local Strategic Partnerships and Area Plans

• Write the tender specification!



Future Jobs Fund:
• 150,00 Jobs to be created

• 10,000 Green Jobs

• 100,000 for 18 – 24 year olds who are long term 
unemployed

• 50,000 for unemployment hotspots

• £1.2 Billion - £6500 per job

• Local and national opportunities

• Lead Partner

• Work with local authorities

Future Jobs Fund:
Unemployment Hotspots are:

• Places where the unemployment rate is 1.5% above 
national average

• In some cases could be a whole borough or district

• In some cases could be a particular part of town or 
village

• Will be up to the bidder to justify how this has been 
calculated

Future Jobs Fund:
Your Bid Must:

• Create a minimum of 30 jobs within the funded period 

• These must pay minimum wage

• Be at least 25hrs per week

• Last for a minimum of 6 months, preferably leading to 
permanent employment

• Include skills, training or job search activities

http://www.dwp.gov.uk/campaigns/futurejobsfund/index.asp

Coping with Climate Change:
• Budget 2009 - £50 Billion Low-Carbon Investment

• Renewables and Energy Efficiency

• £70 million for community energy

• DECC Energy Efficiency work

• DEFRA  3rd Sector Ministerial Task Force

• Local Authority KPI’s and Carbon Reduction 
Commitment

• COP15 - Copenhagen Summit – Dec 2009

Supporting People Team:
• Supporting People run most supported living services

• Mental Health

• Homelessness

• Social Care

• Supported People Teams are being disbanded

• This means smaller contracts are likely to be subsumed 
into bigger contracts

Personalisation and Individual Budgets:
• Service users and beneficiaries can choose shape their 

own service and choose how to spend their budgets

• Health and social care

• Trialled in 13 areas; being rolled out across the country

• 2011 Target

• Steps away from traditional commissioning

• New focus on marketing direct to the service user

• ACEVO are developing training and publications aimed 
at helping you adapt



LSC To Close:
• LSC to close by 2010

• Local Authorities for Young People up to 19

• New ‘Skills Funding Agency’ for Adult Education

• National Apprenticeships Service

NHS World Class Commissioning:
• DH drive to improve NHS and PCT health 

commissioning

• Massive Cultural Change Programme

• Right to Request – Staff can set up Social Enterprises

• Standard contracts and procedures

http://www.dh.gov.uk/en/Managingyourorganisation/Commis
sioning/Worldclasscommissioning/DH_083204

NHS World Class Commissioning:
The New NHS Commissioning Environment:

• Familiarise themselves with the local JSNA (Joint 
Strategic Needs Assessment) process and contacts 

• Familiarise themselves with local PCT five year plans 
• Articulate a coherent narrative about the third sector 

and individual organisations offer in the context of 
PCT five year plans 

• Identify key contacts in PCTs and engage positively 
and proactively to communicate their contribution to 
achievement of the objectives in the five year plan.

• Develop local partnerships where appropriate to 
support more coherent engagement between the 
sectors.

Stay in touch

Nick McAllister  

Procurement & Commissioning Executive 

T: 0207 280 4937

E: nick.mcallister@acevo.org.uk

Commissioning Support Service

T: 0207 280 4937

E: commissioning.support@acevo.org.uk


