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1. Executive Summary 

This document outlines an opportunity for the client to support a coordinated approach to marketplace development and improved supplier diversity through dedicated support for procurement, commissioners and the marketplace. It identifies practical solutions to the established challenges of increasing spend with SME and VCSE providers and the local marketplace and the clear benefits to the local community and the client. 

2. Context 
The public sector is striving to do more business with local small, micro and VCSE providers, to diversify their supply chain and demonstrate increased local spend. Contracts with the public sector can provide a vital growth opportunity for the talented local marketplace, particularly during the current cost of living crisis.
· Employment in small businesses in [insert local area] (with 0 to 49 employees) was [insert%] of the total and [insert%] of total turnover generated by small businesses in [insert area]

A number of public sector organisations are using the Go4Growth programme (Go4Growth partners) to support this activity and as that client base grows within the region, the drive is to ensure that consistency and collaboration across the region is delivered to the benefit of the public sector, the marketplace and local area. An outline of the Go4Growth activity and benefits has been included below in brief and further detail is provided in Appendix 2. 
In addition to supporting marketplace development ambitions, the Go4Growth partners have also made practical links to delivery of social value through the programme. Long term economic growth will help to underpin key milestone priorities as outlined in your strategy namely: 
1. [insert strategic aims]
Go4Growth supports providers to identify, interpret and answer requirements on large scale transformational agenda such as carbon net zero, social impact and sustainable business. The core Go4Growth programme (and other associated products) is designed to ensure that providers understand the requirements of the client and align these with their own ambitions and aims for growth. The programme helps the marketplace to deliver a greener society through their own approaches to business. 
3. Opportunity to support marketplace development across [insert area covered by the programme]
The Go4Growth program engages with providers in a variety of ways, providing easy to access routes to support. This will complement the work that The client already do with the marketplace to drive forward best procurement practice and support broader participation from local SMEs/VCSEs and diverse providers.
Go4Growth is designed to:
· Connect SMEs/VCSEs and the public sector
· Help providers deliver sustainable growth through consistent & enduring support
· Collate evidence-based intelligence through research and engagement which is used to design and develop future engagement and support initiatives.
Provides a programme of practical support for providers
· Providing personalised support to find & secure public sector opportunities
· 1-2-1 coaching
· Events (including access to recordings of past events)
· Training & guidance through workshops and online courses
· Self-service platform area - Gap Analysis which allows SMEs and VCSEs to identify the support they need
· Support to undertake the Standard Selection Questionnaire (SSQ)
· Gain Public Sector Supply Ready Status (PSSR)
NB: the last two bullet points above will, over time, facilitate the provision of a searchable database for the client procurement & commissioners to be able to look for providers who have completed the SSQ to invite to discuss opportunities or to RFQ/RFI processes for opportunities. 
The Programme uses the intelligence gathered to support the partner (in this case the client)
· Evidence based intelligence directly from the market on barriers to entry and growth
· Dedicated support for existing and new suppliers
· Analysis on expression of interest to bid conversion
· Support for unsuccessful bidders
· Procurement process support 
· Market development research
Existing reach and impact [get in touch with us for the most up-to-date impact data sets: support@go4growth.co.uk]
· 17,000+ Provider Engagements
· Events Attendees – 3,500
· Social Media Followers - 985
· You Tube Watches – 8.500
· Direct Mail - 2,278
· G4G Platform & Polls - 273
· Research Papers - 300
· 8,500+ businesses have engaged.
There are no closed doors within Go4Growth. Any provider, in any sector, of any size can join the programme and be supported. Unsurprisingly however, most providers we are supporting are micro and small. 
· 72% Micro/Sole trader
· 17% Small
· 8% Medium
· 3% Large
Provider demographic:

· 47% want help to get started
· 11% VCSE
· 31% BAME Led
· 35% Female Led

The Go4Growth approach includes working collaboratively with membership organisations such as Chambers of Commerce, the Federation of Small Businesses, and others, to add value to the broad support they provide to SMEs locally and across the region. 
4. The Proposal
The proposal is that the client join the Go4Growth programme on the basis of an annual rolling contract. 
The main benefits of the programme for the client are:
A. Additional resources deployed to supporting the client and the local marketplace.
B. Regional intelligence & research
a. What is the marketplace?
b. What are the barriers/issues providers are struggling with?

c. What is the potential of the marketplace?

C. Benchmarking to other Housing Associations
D. Quarterly & annual insight reports for the region 
a. Appendix 3 shows an example of the annual report given to all authorities within the programme to highlight potential reporting capability
The main benefits of a collective approach for the Marketplace are:

The programme already provides support for sole trader, micro and SME organisations as well as the voluntary sector and through the addition of the client to the programme, this will expand further creating more support for local, diverse businesses and the communities in which they serve creating:
· Greater awareness of opportunities and promotion of pipelines
· Dedicated support for providers for the standard selection questionnaire

· Public Sector Supply Ready Status programme will be available for all providers 

· Local market engagement 
· Specific events for local providers related to working for the public sector
· Support to identify and close any process or knowledge gaps
· Improvements to process and accessibility of opportunities 
· A dedicated voice for the provider market on behalf of the client
· Working with local membership networks, ensuring that support is easy to find and access
· Access to resources within Go4Growth such as templates, checklists etc to enable easier preparation for opportunities

· Measurable, sustainable growth that contributes to skills development, job retention and creation within local providers
Commercials
Go4Growth Programme

● 
The standard cost is £9,500+ VAT per year, per contracting authority paid annually in advance.
5. Inputs from the client
The client would appoint a Go4Growth programme lead. The programme lead would join the Go4Growth leadership cohort to share and discuss the evidence we’re collating from providers and discuss potential solutions. 
The programme lead would also act as the day-to-day contact within the organisation to help  launch and embed the programme within the client and the local provider market. This is generally light touch on a day-to-day basis with monthly progress meetings forming the main focus points. 
In the initial 3 months support from the the client lead is required to agree and facilitate programme launch communications and to agree the specifics around approach that Go4Growth will take within the marketplace over the year. 
the client will also support to raise awareness of the programme and any events/materials Go4Growth create by sharing social media posts and event information (where appropriate). 
6. Measuring Success

In collaboration with the Go4Growth Leadership Cohort, the programme has developed a measurement system which will be populated twice per year and included in the annual report for each authority. The measurement environment combines both quantitative and qualitative criteria to ensure we capture a solid cross section of reporting. 
Below are the current proposed measures which are split between core programme metrics and partner
 specific metrics but we are happy to discuss any further measures should they be required.  
Programme Metrics:
· No. outreach events held

· No. providers registered on Go4Growth platform (s)

· No. providers attending training/events
· Increased expressions of interest from SMEs/VCSEs 
· Increased engagement from SMEs/VCSEs with the tender process (for example use of clarification questions)

· No. contracts/grants won by SMEs/VCSEs
· No. new relationships developed by Go4Growth (with other membership organisations such as Chambers etc)

· No. case studies developed each year

· Annual report produced on the programme and impact

· Provider surveys for feedback on the support offer
· Communications programme in place and implemented

Partner Specific Metrics:
· No. of suppliers engaged with Go4Growth by partner boundary or marketplace characteristic
· % Increase in expressions of interest on specific tenders from SMEs / VCSEs (This could be refined geographically or by marketplace characteristic)
· % Increase in tenders submitted from SMEs / VCSEs (This could be refined geographically or by marketplace characteristic)
· % Increase in contracts won by SMEs / VCSEs (This could be refined geographically or by marketplace characteristic)
· Procurement process improvements to increase opportunities for SMEs / VCSEs to work with the partner

· No. of referrals to Go4Growth by partners

NB: Quantitative Measures are in Blue, Qualitative measures in Green

7. Recommendations
To be completed by the client
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� Where demographic data can be captured


� Other additional programmes are available such as Carbon Net Zero action planning for providers which can be discussed separately.


� The context of Partner here means the client





