
Request for Information

Scottish Procurement – Design, Print, Publishing and Associated Services (DPPAS)
Scottish Procurement has identified several areas where it is seeking your views.  These represent important issues with regard to developing the final strategy for DPPAS framework arrangements.  Your views and comments on the following issues are welcomed: 

	Name of your Organisation


	British Printing Industries Federation



	Contact Details:

Name:

Title:

Address:

Tel No:

Email address:
	Kathy Woodward

Chief Executive

BPIF

2 Villiers Court

Meriden Business Park

Copse Drive, Coventry

West Midlands

CV5 9RN

020 7915 8309

kathy.woodward@bpif.org.uk


	1. Please provide any comments on the potential portfolio structure to bring to the market.

	In relation to the procurement objectives that have been defined, our comments are: 
To establish a supply base with broad service coverage and improved service quality - tender criteria need to be clear and relevant, focusing primarily on providing full opportunity for potential suppliers to highlight their technical capabilities, expertise and any specialist services. Scoring systems used must be fair and transparent, with full feedback given to unsuccessful applicants on shortcomings and areas where improvements are needed.  
To negotiate and implement a framework that delivers best economic value – the tender criteria should focus on optimising value added to end users, rather than lowest price, and encouraging the use of production processes with lower carbon footprint.
To improve the sharing of best practice and knowledge and increased efficiency – the tender criteria should indicate the metrics to be adopted to evaluate these areas, as well as detailing the extent to which successful suppliers will be expected to share information and experience and the processes that will be used to enable this. 

 

	2. Please provide any comments on lots or separate frameworks based on service requirement (similar to current set-up).

	All public sector contracts should require payment of supplier invoices within 30 days. In relation to Lot 1, providers of managed print services should in turn be contractually required to pay any sub-contracted print suppliers within 30 days. 

The changing shape of today’s printing industry means that the procurement categories or “lots” within the printing framework need to reflect the structure of the printing industry not just in 2013 but for the duration of the new framework. With more and more customers buying multi-media campaigns and internet-based communications solutions, rather than just print per se, the print framework needs to reflect this.

	3. Please provide any comments of the framework format.

	The principal objective of any print framework should to be to ensure that its client users get full value for their “print pound”. This means optimising competition to ensure best quality print at the best possible price and we welcome the assurance given that the strategy will also seek to consider the impact of the Procurement Model on “the need for choice and flexibility to be retained in order to address certain, specific needs of individual end user organisations”. To this end it is vital to encourage more print companies, especially SMEs, to tender for public sector contracts by ensuring that the competition process is open, transparent and fair.


	4. Please provide any comments on the mini-competition process.

	Procurement decisions should not be made solely on price but should also consider the product and service quality, added value to end-users, ongoing financial viability, environmental performance and social responsibility offered by suppliers. The consequences for UK jobs and the impact on the environment of long-distance transportation should also be given full consideration in assessing any tenders from companies located overseas.  

	5.  Please provide any comments on industry developments which may impact on the procurement strategy.

	Print is a major part of the modern, digitally-based communications landscape but is just one of a number of channels that clients are seeking to use to engage with their markets in multi-media world. Its clients are seeking to do business with suppliers who can deliver integrated communications solutions that add value and solve their problems. Increasingly both public and private sector clients are looking for cost-effective campaigns rather than commodity print, and printers can no longer rely solely on products and low prices to differentiate themselves. 

The challenge for today’s printing companies is to meet the changing expectations of media and communications buyers. Buyers who are seeking added value rather than additional cost.  Buyers who are seeking to communicate effectively in a range of different media formats in order to maximise impact with target audiences. Increasingly therefore, printing companies are making the transition from a product-led business model to a client-focused one. This has led to the development of a growing supplier base of cross-media providers, delivering integrated marketing solutions as wide-ranging as web design, database management, personalised print, social media, and fulfilment solutions, to name but a few examples.


	6. Please provide any comments on potential innovations in tendering and/or contract management.

	The use of web-based e-commerce tools to enable both buyers and suppliers to conduct procurement activities and manage invoicing and payments over the internet should be adopted. Secure online management information systems should be used to gather and share data on contract performance, reducing the time and effort required for both buyers and suppliers. 
It is in the interests of both print suppliers and end-users to be able to measure and demonstrate the effectiveness of their print spend, in terms of the extent to which this is able to achieve the objectives of the end-user efficiently and cost-effectively. It is important therefore that relevant data is routinely gathered and published to enable all parties to evaluate and highlight the value delivered to end-users through the use of printed products and communications.  

A strategy of supporting UK-based supply chains should be adopted, with full visibility of both first and second-tier print suppliers delivering to clients under the framework arrangements. To support this, first-tier suppliers should be contractually required to identify their second-tier suppliers.   



	7. Please provide any comments on your experience of the framework.


	BPIF member companies have extensive experience of delivering print services under framework arrangements and we would be willing to invite feedback from any of our member companies who have such experience if this would be helpful.


	8. Are there any other points you would wish to highlight?

	The BPIF welcomes Scottish Procurement’s recognition of the value of industry bodies having the opportunity to contribute to this process on a non competitive and non judgmental basis.  We would be pleased to help publicise the Framework to our member companies in due course and to encourage them to tender. 
We are also keen to support SME print suppliers in their efforts to bid for public contracts. In practice this means helping them overcome the inherent disadvantages they have in so doing, as a consequence of their limited management resources and their lack of scale. One way by which the BPIF is able assist such companies is in helping them to form consortia, providing support to constituent companies in meeting the performance criteria required by buyers. We would be pleased to work with Scottish Procurement in developing a suitable template that would assist such consortia to come forward as potential suppliers. 




Thanks you for taking the time to complete this questionnaire.  Please return to the following address by 14 January 2013:

Lynda.Collin@scotland.gsi.gov.uk
Or post to:

Lynda Collin

Portfolio Specialist

Scottish Procurement

3-F North

Victoria Quay

Edinburgh

EH6 6QQ


