Use of the local financial and professional sector by corporate and public bodies in the North West region
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Executive summary

Introduction

· Anecdotal evidence exists that suggests the North West’s corporate and public entities are using local financial & professional providers less, and instead making greater use of firms and expertise from outside the region.  

· Research has been undertaken on private sector firms, through a quantitative survey,  and public sector organisations, through qualitative interviews, to test this hypothesis.

Private sector findings

· Whilst leakage of business exists, primarily to London and the south east, the research did not identify any discernable increase over recent years.

· Across all firms insurance services were the most likely to be purchased outside the region with banking, legal and recruitment services the least likely.

· However this belies a significant variance when considering the purchasing firm’s size. Whilst insurance procurement is largely unrelated to size, other services vary significantly, with larger firms (over 200 employees) being more likely to look externally for services. This supports anecdotal evidence that with greater in-house capacity for many financial & professional service functions, when the need arises for outsourcing to service providers, larger firms typically cast their net wider than the region.

· Across most financial & professional sub sectors the main reasons for business being procured externally were stated as the decision being made by head office, historical reasons and to a lesser extent the use of specialist providers. So making a strong enough case to overcome inertia is a key challenge and opportunity.

· Significantly external procurement is not due to previous negative experiences with local providers. 

· Comparing local to national providers across a range of service delivery factors unsurprisingly local providers perform most strongly for accessibility, responsiveness, and support. However, this variance was not as strong as might be expected with only just over half (51%) of firms citing that local providers were more accessible than national providers (with the remainder split equally between ‘don’t knows’ and ‘about the same’), suggesting potential benefits through improving local transport links. Improving the ‘quality of product’ and ‘level of expertise’ also merits focus and improvement. 

· For private firms procurement policies appear to have limited impact on purchasing decisions, with only 30% of private firms having a policy, and 28% operating an approved supplier register.

· The key factors that might influence firms to change purchasing behaviour are lower costs or better value for money, and, to a lesser extent, improved quality of service and level of expertise and specialist knowledge. Increasing the level of expertise was considered a factor that might increase procurement for only 6% of firms, however these are likely to include larger value transactions. Reducing costs could influence 14% of firms and improving quality of service a further 7%, to consider local providers.

Public sector findings

· The vast majority of public sector bodies have procurement policies that address the issue of buying local goods and services, with the process varying by contract value.

· Whilst local purchasing is encouraged through local advertising and assistance for local providers to bid for contracts, it remains the case that value for money is the most important factor to public bodies, followed by reliability, and level of expertise. Buying locally ranks 9th in terms of importance.

· A third of respondents believe they will increase their level of procurement from local providers, whereas most envisage no change. Whilst Local Authorities anticipate little overall change in financial and professional service spend, they do intend to reduce reliance on consultancy services.

· An important development would be any increase in collaboration between public bodies in their procurement activity to drive economies of scale, as this could disadvantage local businesses through increasing the importance of cost, increasing the costs of tendering, and increasing the scale of contracts beyond the capacity of local firms.   

Policy considerations

· Whilst a focus on local providers is an admirable aim there is a need to understand whether this approach is beneficial in the long term. Encouraging linkages outside the region e.g. with London, and the development of international supply chains, could be more beneficial.

· The scale of the London and south east economy supports larger professional service firms servicing frequent large scale contracts. Manchester and the NW region do not currently enjoy the same benefits and this inhibits the ability of local finance and professional services firms to compete for larger contracts. A number of possible strategic options for Manchester exist:

· To position Manchester as the key northern subsidiary to the London centre to attract functions priced out of the capital

· To focus on a set of economic activities peculiar to Manchester to carve out specialist skills in particular niches

· To seek to attract large business HQs to the region to increase the scale of activity in the region

· Other opportunities that can be pursued include:

· Working with providers to stress the benefits of accessibility to potential customers

· Lobbying AGMA Procurement Hub & Merseyside Procurement Group to influence public service procurement

· Signposting the availability of advice and guidance on securing public contracts and encouraging public bodies to simplify these processes to enable local SMEs to compete effectively.

· Promoting the use of e-procurement to professional services firms

· Developing a private sector database of procurement opportunities, which could be a powerful tool in raising the proportion of financial and professional service procurement undertaken locally
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1 Introduction

1.1 Background

Anecdotal evidence exists that suggests the North West’s corporate and public entities are using its own financial & professional sector less, and instead making greater use of firms and expertise from outside the region.  The reasons for this may include: increased centralisation of decision-making in headquarters activity located outside the North West; poor performance; increased outsourcing to lower cost professional centres or better lobbying or success rates in open tenders from an increased number of national and international competitors.  

If this is the case, and if the reasons for the trend could be identified and reversed, this would potentially account for a very significant increase in activity in the short-medium term for broad swathes of the region’s financial & professional sector, and in the longer term if sustained.
1.2 Aim of the Research

The scope of this research project is to evidence whether or not the perception that financial and professional services are increasingly being purchased outside the region is in fact correct, and if so, to determine why this is the case, as well as identify what might be done to reverse any such trend.

Should this prove not to be the case, the research will nonetheless examine the breakdown of types and volumes of purchases made within, and outside, the region.
1.3 Methodology

The research is divided into four strands: background desk research; a telephone survey with North West businesses; consultation with public bodies within the North West; and depth interviews with key procurement officers across a range of public and quasi-public sector organisations.

1.3.1 Desk Research

This section of the report provides a contextual analysis of the performance of the financial & professional sector within the North West relative to Great Britain, referencing sector and sub-sector size in terms of both the number of business units and employee numbers. This section of the report also provides historical analysis, to determine growth areas, both in terms of employee numbers and GVA contribution.

It also contains a literature review of existing information concerning both private and public sector purchasing policies, with focus on the procurement of financial and professional services and initiatives to ‘buy local’.  Using the internet and subscription-based library services identified relevant sources of published information.
1.3.2 Business Survey

Telephone interviews were conducted with owners / senior managers from a representative sample of 434 businesses, stratified by size and standard industrial classification, and spread evenly across the North West.  A sample size of 434, from a total of around 47,924 (ABI, 2006) businesses in the region, has a standard error of up to +/- 4.7% at the 95% level of confidence.
1.3.3 Public Body Consultation

This report also incorporates consultation with 15 local councils within Greater Manchester and Merseyside, and a further 25 public authorities and publicly-owned companies drawn from the following organisations: Executive Agencies; Government Office for the Region; Regional Development Agency; Passenger Transport Executives; Media; Museums and Galleries; Police Forces; NHS Trusts; Strategic Health Authorities; Primary Care Trusts; Universities; Higher Education and Further Education Institutions.  

This section outlines whether or not the purchasing policies employed by these public authorities and publicly owned companies specifically address the issue of buying locally sourced services.  In instances where ‘buy local’ options are included, we obtained a breakdown of spending by sector (and in the case of financial & professional services, by sub-sector) and / or nature of the purchases made, value of the contacts and locations of the providers, for each of the last five financial years.

1.3.4 Depth Interviews with Public and Private Sector Organisations

Face-to-face or telephone depth interviews were also conducted with a sample of 10 organisations (both those that have and those that don’t have specific policies regarding buying locally) to explore the rationale underpinning their current purchasing policies and recent history of purchasing patterns, as well as to explore what might encourage them to purchase / purchase more financial & professional services locally.
1.4 Interpretation of Survey Results

The following caveats should be taken into account when interpreting the results of the business surveys. 

1.4.1 Missing and Not Applicable Cases

Missing and not applicable cases are excluded from the data analysis.  The number of respondents and percentage figures quoted are accordingly based on the number of valid responses to individual questions, resulting in variations in the totals given throughout this report.

1.4.2 Rounding Anomalies

Figures and tables are used throughout the report to assist explanation and analysis.  Occasional anomalies may appear between text and tabulated data due to ‘rounding’ differences; these are never more than +/-1%.

2 Quantitative Baseline and Literature Review 

2.1 Quantitative Baseline

Description: The sector has a broad definition, including banking and fund management, pensions and insurance, legal and accounting, management consultancy, architecture, engineering and real estate.  It is a dynamic sector with significant merger and acquisition activity and convergence of functions. There are also important business functions within the sector that have strong links to other priority sectors, for example shared service centres, which constitute a key area of growth. 

Significance: Though London is the driving force behind the UK financial services industry, the city region thrives as a financial centre in its own right, particularly for the domestic market. Manchester City Region’s economic growth has been driven by the rapid expansion of the sector over the last decade. In addition to large businesses, major banks and the big accountants, the area is well represented by a range of small and medium sized firms that are leaders in their field.

Regional performance: The largest contributor of any sector to the region’s economy, financial and professional services accounted for £17.5 billion GVA in 2004, 8% of total output from the sector in the UK. By 2006 there were 409,000 individuals employed in the sector (employees plus self employed), with the number of employees in the sector growing rapidly (3.1%p.a.) between 1999 and 2004 compared to national (2.5%p.a.) growth. Despite strong employment and GVA growth between 1999 and 2004, productivity levels per head of employment in 2004 (£38,714), fell way short of those nationally (£52,675). However the particularly high levels of GVA within London and ‘The City’ skew the national average.  
Future performance:  Economic forecasts completed for the North West suggest that this sector will be a prominent area of employment growth for the regional economy over the next 10 years. As of 2007, employment was predicted to grow by 1.7%p.a. between 2007 and 2017, the same as forecast for the UK.
 However, the 2008 update forecasts employment growth of 0.6%p.a. for the region and 1.1% p.a. for the UK, for the same period.

Location: There are high concentrations of Financial and Professional Services employees in the south of the region, particularly in both Cheshire and Greater Manchester. 

Current economic climate: There is no longer any debate as to whether or not we are in a recession, with few dissenting voices expressing disagreement as to the extent of the problem the UK faces. The third quarter of 2008 saw the UK economy contract by -0.5%.

As the UK economy is based primarily on cheap credit the current crisis was always likely to hit the UK hard, and in turn hit the financial (and to a lesser extent the professional) sector especially hard. In the North West the substantial number of back office functions, due to their low cost, are in some ways less susceptible to job loss risks than the higher value added functions typically served in London, due to their constant necessity irrespective of economic performance. However recent forecast suggest that the North West will suffer in employment terms more than the UK.

Table 1: Financial and Professional Sector: Employee data and location quotients, 1998 to 2006

	Area
	1998
	1999
	2000
	2001
	2002
	2003
	2004
	2005
	2006

	Cheshire

	Employees
	68,600
	67,000
	56,200
	62,900
	74,600
	66,800
	65,100
	73,700
	78,400

	
	Quotient GB
	1.20
	1.09
	0.92
	0.98
	1.15
	1.03
	0.99
	1.08
	1.11

	Cumbria

	Employees
	13,500
	13,600
	13,300
	13,100
	14,700
	14,500
	18,200
	12,700
	18,300

	
	Quotient GB
	0.54
	0.53
	0.52
	0.52
	0.54
	0.50
	0.60
	0.45
	0.58

	Lancashire

	Employees
	41,500
	44,600
	45,900
	48,800
	51,100
	48,900
	49,100
	50,800
	53,100

	
	Quotient GB
	0.56
	0.60
	0.59
	0.61
	0.63
	0.60
	0.57
	0.59
	0.60

	Merseyside
	Employees
	49,200
	53,000
	52,100
	55,700
	61,900
	56,100
	58,600
	64,100
	64,800

	
	Quotient GB
	0.77
	0.79
	0.76
	0.77
	0.82
	0.76
	0.77
	0.83
	0.83

	GM
	Employees
	127,600
	140,700
	141,500
	150,600
	158,500
	168,700
	178,800
	173,000
	178,300

	
	Quotient GB
	0.93
	0.95
	0.92
	0.97
	1.01
	1.05
	1.07
	1.04
	1.06

	NW
	Employees
	300,500
	319,000
	308,900
	331,200
	360,700
	355,000
	369,800
	374,300
	392,900

	
	Quotient GB
	0.84
	0.84
	0.80
	0.83
	0.89
	0.87
	0.87
	0.88
	0.90

	*Quotient refers to the proportion of F&P businesses relative all businesses in the region compared to GB as a whole


2.2 Literature Review

2.2.1 Introduction

This section of the report looks at existing research conducted on the extent to which procurement of financial and professional services is moving away from local, smaller providers to providers outside of the region. Also, an exploration of some of the reasons for choosing not to use local providers. For example, be it on account of specialist providers clustered around one specific location, or the price differentials with national providers.

This section also looks at best practice in existing schemes focused on ensuring public procurement, insofar as is possible, is focused on using local providers, it also covers the case for why the private sector should seek to emulate these schemes, and lessons to be learnt in developing new proposals. 

2.2.2 Public sector procurement of services

Public sector bodies have an extensive list of considerations that need to be accounted for when determining any procurement policy or strategy. Firstly there are ethical considerations, e.g. are the suppliers a responsible organisation? Secondly there needs to be consideration of the influence of political and public policy, as well as the national and supra-national legal frameworks within which public purchasing operates. 

The Services Directive in the EU Internal Market is one obvious influence on why local authorities cannot simply prioritise local service providers over non-local businesses when determining the award of a contract. There is the need for transparency requirements in order to fully comply, and the need to fully understand the importance of public sector purchasing to economic regeneration generally and SMEs specifically.
Nick Sharman
, Managing Director, Local Government at Amey investigated commissioning and local government’s supply chain, noting that “delivering consumer and community-driven outcomes…. can only be generated by moving to much more flexible and co-operative relationships between councils and their providers. This will entail a radical move from the traditional contractually driven culture based on price that still dominates local government relations with its providers.”

Joining together to collaborate for procurement purposes is evidently part of a drive towards achieving economies of scale, with enhanced buying power being an additional benefit.  However, sub-regional policy such as this is disadvantageous to small local businesses as the cost of tendering can prove prohibitive, or the scale of the contract might be beyond their capacity
. 

Possible solutions to this problem might be to join forces and form consortia or act as sub-contractors. However, sub-contracting is not a viable option for SMEs due to an over dependence on fewer customers, lower margins and the added degree of uncertainty. Joint tendering might be an attractive option yet there is little evidence to suggest this is happening (at least in the national context) 
. The formation of the AGMA procurement hub, in striving to ensure economies of scale, may prove to be detrimental to local financial and professional service providers.

National procurement concordat for SMEs: This further strategy requires local authorities to adopt a nationally ‘SME friendly’ procurement concordat and to encourage a mixed range of suppliers in order to help develop and stimulate a varied and competitive marketplace.  The concordat sets out the actions that Local Authorities should take to make their contracts more accessible to SMEs.
2.2.3 The Dichotomy

Local authority procurement policy faces a potential dichotomy in seeking out combined contracts; buying big and reducing prices (as is the possible case with the AGMA Procurement Hub) whilst simultaneously focusing on buying from local suppliers (as is the inferred aim of the national concordat). The issue rests on whether these two objectives are mutually exclusive, or whether they can both be achieved.

In summary, the commissioning and subsequent procurement process will depend crucially on the building of a relationship of openness and trust between all parties, founded on two key principles – early dialogue and competitive neutrality (ensuring that organisations from the public, private and voluntary sectors are enabled to bid and are treated on an equal basis).
2.3 The case for greater engagement with local suppliers

This section highlights the economic benefits of both public and private sector procurement of local/ SME business.

In their 2005 report entitled “A Study of the Benefits of Public Sector Procurement from Small Businesses”, the DTI established several themes among the various empirical studies reviewed, namely: 
· In the EU league tables of innovation performance, UK SMEs rank more highly than UK large firms. The inference from this is that the removal of obstacles to smaller businesses (e.g. cutting red tape in government contracts) could be especially beneficial to the UK, and especially in a period of economic downturn. 

· The increased importance attached to the development of clusters suggests that the spatial proximity of procurers and suppliers is believed, through knowledge spillover effects, to raise productivity. 

· The need to encourage and sustain new business start-up and survival is evidenced by the positive correlation between enterprise churn
 and labour productivity rates. Namely, that SMEs add to the level of enterprise within any given economy. 

2.4 Private sector procurement of services

Whilst bound by few of the same legal frameworks as the public sector, private sector service procurement can be constrained by corporate policy, which in turn can be dependent on market conditions, ownership, trading status, level of corporate social responsibility, and other elements.

Existing evidence offers little insight into the extent to which private sector businesses use procurement policy to specifically address the issue of buying local. With the exception of socially responsible organisations such as the Co-Operative Group, few businesses promote their procurement practices. Businesses, whilst striving to ensure suppliers meet the same ethical code as themselves, give little consideration to a duty to contribute to the local economy anymore than the economy in general.

However, business membership organisations such as the Federation of Small Businesses (FSB) run campaigns encouraging their members to buy local. Also, the Chambers of Commerce
 have schemes aimed at encouraging greater networking, though this is intended to forge greater relationships with partners and suppliers generally, with no specific focus on geographical location.

Where these campaigns fall short is in the limitedness of their scope
. Whilst serving their initial purpose admirably, in order to tackle the current problems head on there now needs to be a fundamental change.

The value of these organisations cannot be underestimated, especially in the current economic climate. Networking opportunities can be enhanced through collaborative working between all membership organisations within the region, pro.manchester, professionaliverpool, the Institute of Directors (IOD), the FSB, the Confederation of British industry (CBI), and the Chambers. Acting in unity, these organisations could seek to replicate the public sector’s national procurement concordat on SMEs, whereby members voluntarily sign-up to a declaration of intent. 

In practice, this does not simply mean that businesses should choose solely the local provider. Rather, that procurement practises need to make contracts as accessible as possible to local businesses. As recent research has shown
, the value of networks and word-of-mouth business is more acute within the financial and professional sector, therefore the role of local networks (i.e. through organisations such as pro.manchester) is fundamental to ensuring the local / regional economy is best placed to cope with the recession.

2.5 Lessons learnt

Local authority procurement officers must strive to include local SMEs in all tendering opportunities. Any planning agreements or future contracts should include the proviso that, as far as is possible, sub-contracting opportunities should be made available to SMEs.

There is a need to encourage firms to adopt local procurement as part of their corporate social responsibility whilst placing emphasis on the business case for ‘buying local’.

Four requirements stand out, namely the need to:

· enterprise Public Sector procurement practice

· ensure local supplier awareness of opportunities

· ensure local supplier tender capability

· build adequate local capacity in advance of the opportunity 

Whilst the first three can be realistically achieved through targeted interventions, building sufficient local capacity will prove time consuming costly and difficult.
3 Business Survey Analysis

3.1 Financial & Professional Service Procurement

3.1.1 Type of financial & professional services procured

The most commonly procured financial and professional service is banking, with 82% (356) of respondents procuring this service. Accountancy, book-keeping, auditing activities and tax consultancy (referred to throughout as accountancy) is procured by a similar proportion of respondents, 81.1% (352). Insurance and related services are procured by over three quarters of businesses (75.6% or 328), whilst legal activities (e.g. solicitors, barristers) are procured by almost two thirds of businesses (63.8% or 277 respondents). These four services are by far the most common services procured by businesses that responded to this survey.

Labour recruitment and provision of personnel was procured by under half of businesses, 45.6% (198), and advertising by 36.9% (160). At the other end of the scale, just 3.2% (14) of respondents procure management of holding companies services.

Figure 1: Type of financial & professional services procured (% of total businesses procuring these services)
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3.1.2 Type of service procured, by sub-region

There is very little difference between the sub-regions as to which services are the most commonly procured. Banking or accountancy services are the most commonly procured service irrespective of location, followed by insurance and related services and legal activities. Labour recruitment is the fifth most commonly procured service for all but one of the sub-regions, Cumbria being the exception. In Cumbria labour recruitment is only procured by under a quarter of businesses, compared with approximately half of businesses elsewhere. For a detailed analysis of service procurement by sub-region refer to the appendices.

3.1.3 Type of service procured, by corporate status

There is little difference between the varying corporate statuses as to which services are the most commonly procured. However corporate status has an impact on the likelihood of procuring certain services. Banking or accountancy services are the most commonly procured service irrespective of corporate status, followed by insurance and related services and legal activities. The only exception being labour recruitment, which is more commonly procured by subsidiary companies than legal activities. For a detailed analysis of service procurement by corporate status refer to the appendices.

3.1.4 Proportion of services procured locally

The vast majority (98.4%) of respondents purchase financial and professional services from within the region. Only 1.6% (7) of respondents to the survey did not purchase any of the services detailed from within the North West.

Those respondents that procure a particular service were asked as to what proportion of the procurement was done locally, be it sub-regionally or regionally. In most instances the majority of businesses stated that over three quarters of services were procured locally, though there was some slight variation depending on the service being procured (see table 2)
.

Evidently, less insurance and related services is procured at the local level than any of the other key financial & professional services
, with almost a quarter of those respondents who procure insurance not doing so at the local level, 22.6% (74). Similarly with advertising, 11.3% (18) of those who procure this service do not do so at the local level.

Table 2: Proportion of service procured locally, by sub-sector

	3.1.5 Service
	% procured locally

	
	None
	Less than a quarter
	Between a quarter and a half
	Between a half and three quarters
	Over three quarters

	Banking Services
	6.7
	2.0
	1.1
	5.1
	85.1

	Accountancy
	5.4
	0.9
	0.6
	2.6
	90.6

	Insurance and related services
	22.6
	2.1
	1.2
	5.8
	68.3

	Legal activities 
	5.1
	4.3
	3.2
	6.1
	81.2

	Labour recruitment and provision of personnel
	1.0
	5.1
	3.0
	7.6
	83.3

	Advertising
	11.3
	7.5
	3.1
	9.4
	68.8

	Architectural and engineering activities 
	3.7
	2.5
	6.2
	8.6
	79.0

	Technical testing and analysis
	7.5
	4.5
	4.5
	11.9
	71.6

	Business and management consultancy
	9.1
	6.1
	6.1
	12.1
	66.7


3.1.6 Proportion of service procured locally, by sub-region

The proportion of key financial and professional services procured locally was broadly unchanged irrespective of where a business was situated.  Over three quarters of the key services were purchased locally by the majority of businesses. Advertising is more likely to be purchased locally by Merseyside businesses, and less likely to be purchased locally by Greater Manchester businesses. More labour recruitment services are procured locally by businesses in Cheshire. For a detailed analysis of the proportion of services procured locally by sub-region, please refer to the appendices.

3.2 Location of service providers, by Sub-Sector

Businesses were asked where they purchase each of the financial & professional services they use.
Banking services: More than nine tenths (91.3% or 325 respondents) who procure banking services do so at the regional level, whilst 7% (25) purchased banking from London.

Accountancy: As with banking services, accountancy is purchased within the North West by most businesses (93.5% or 329). Few businesses procure services from outside the region, with just 3.1% (11) procuring accountancy services from London

Insurance: Fewer business procure insurance and relate services locally, with 73.8% (242) procuring from within the North West. Nearly one tenth (8.5% or 28) procure insurance from London, 7.3% (24) procure from the South East and 4% (13) procure insurance services from outside the UK.

Legal: The vast majority (92.4% or 256) of businesses who procure legal services do so from within the North West, whilst 7.2% (20) have procured legal services from within London.
Labour recruitment: Whilst the majority of respondents have procured labour recruitment services from within the region (97.5% or 193) a greater proportion of respondents procure this service from outside of the region than is the case with other services. Within the UK, over 5% have procured this service from across the country (Wales being the exception). A further 8.1% (16) have procured labour recruitment services from London and 7.6% (15) have procured the service from the South East.

Advertising: Over four fifths (86.9% or 139) of businesses who have procured advertising services have purchased from within the region. Almost a sixth have procured this service from London (15% or 24) whilst 6.3% (10) have purchased from both the North East and outside the UK.

Architectural: Most respondents (95.1% or 77) purchase architectural, engineering and related services form within the region, 7.4% (6) purchase from London, and 4.9% (4) purchase this service from Scotland, the South West and outside of the UK.

Technical testing and analysis: As with all other services, most of the businesses that procure this service (89.6% or 60) do so from within the region. Over one in ten (10.4% or 7) procure this service from both the West Midlands and / or Yorkshire and Humberside, whilst just under one in ten (9% or 6) procure from the North East and the South West.
Business & management consultancy: Again most businesses (87.9% or 58) that procure this service do so from within the North West. Over one in ten (12.1% or 8) purchase this service from within the South East.

Table 3: Location of service providers, by sub-sector 

	Region
	Proportion of service procured

	
	Banking
	Accountancy
	Insurance
	Legal
	Labour recruitment
	Advertising
	Architectural
	Technical testing & analysis
	Business  & management consultancy 

	North West
	91.3
	93.5
	73.8
	92.4
	97.5
	86.9
	95.1
	89.6
	87.9

	London
	7.0
	3.1
	8.5
	7.2
	8.1
	15.0
	7.4
	6.0
	6.1

	South East
	2.2
	0.6
	7.3
	4.3
	7.6
	5.6
	2.5
	4.5
	12.1

	East
	0.6
	0.6
	1.2
	0.4
	5.1
	1.9
	1.2
	4.5
	1.5

	East Midlands
	1.4
	1.1
	3.4
	1.1
	6.1
	2.5
	2.5
	3.0
	4.5

	North East
	0.8
	0.9
	3.7
	4.3
	6.6
	6.3
	3.7
	9.0
	1.5

	Scotland
	0.6
	0.9
	2.4
	0.7
	5.6
	4.4
	4.9
	6.0
	4.5

	South West
	0.8
	0.3
	2.7
	1.1
	6.1
	4.4
	4.9
	9.0
	4.5

	Wales
	0.6
	0
	0.6
	0
	4.5
	1.3
	1.2
	3.0
	1.5

	West Midlands
	1.7
	0.9
	1.8
	1.8
	6.6
	5.6
	2.5
	10.4
	0.0

	Yorkshire and Humberside
	0.6
	0.9
	3.4
	2.5
	5.1
	2.5
	2.5
	10.4
	0.0

	Outside the UK
	2.0
	1.1
	4.0
	3.2
	3.0
	6.3
	4.9
	4.5
	1.5

	Don't know
	0
	1.8
	0
	0
	0
	0
	0
	0
	0

	Base=
	356
	352
	328      
	277     
	198       
	160      
	81
	67
	66


Business were also asked how long they had been procuring services from a particular area, in order to determine whether current purchasing patterns were a recent phenomenon. For most regions nearly all businesses have procured financial and professional services from the current area of procurement for over two years. There were very few instances whereby a business had only recently begun purchasing a particular service from that area. Instances where this isn’t the case are detailed in the appendices.

3.3 Reasons for not procuring local services

Those businesses that did not procure a particular service locally where asked to elaborate on reasons why. A variety of responses were given, with some difference between the key reasons depending on the service procured. Table 4 below details the responses given, grouped into appropriate categories. For a detailed breakdown of ‘other’ responses refer to the appendices.

Banking: In a quarter (25% or 6) of cases head office or parent company procurement decisions affected the local procurement of banking services. In other words the decision was beyond their control. A quarter also gave historical reasons, this typically meant that links and relationships with existing providers were already well established over time.

Accountancy: For accountancy, the same two principle reasons for not procuring local services were evident: on account of historic reasons (31.6% or 6), or because the decision was made elsewhere (26.3% or 5).

Insurance: A variety of reasons as to why local insurance service providers were not used were given. Nearly a quarter (23% or 17) cited historic reasons whilst just under a fifth (17.6% or 13) used either specialist providers or a nationwide provider. A further 16.2% (12) also stated that the price of local insurance service providers was not competitive, with cheaper alternatives lying outside the area.

Legal: Legal services were also not sourced locally on account of historic reasons and due to the decision being made elsewhere, 42.9% (6) and 28.6% (4) respectively.

Advertising: Over a fifth (22.2% or 4) of those who do not procure advertising services locally, do so on account of historic reasons or due to their being a national business.
Business and management consultancy: A third (33.3% or 2) of businesses that procure this service solely outside of the region do so on account of their reliance on a specialist provider, something they evidently feel is lacking at the local level.

Table 4: Reasons for not procuring local services (% of respondents)

	Reason
	Type of service

	
	Banking
	Accountancy
	Insurance
	Legal
	Advertising
	Business  & management consultancy 

	We use a specialist provider
	17
	11
	18
	14
	17
	33

	We use a nationwide organisation
	0
	0
	18
	7.1
	17
	0

	We are a nat. / int. business
	8.3
	0
	4.1
	14
	22
	0

	Not available locally
	0
	5.3
	11
	0
	11
	17

	We use a London provider
	13
	5.3
	6.8
	7.1
	17
	0

	Price cheaper elsewhere
	8.3
	5.3
	16
	0
	11
	0

	Past negative experience
	0
	0
	1.4
	0
	0
	0

	Nothing / not applicable
	0
	0
	0
	0
	5.6
	0

	Historic reasons
	25
	32
	23
	43
	22
	17

	Dealt with by head office
	25
	26
	14
	29
	5.6
	17

	Existing provider recommended
	4.2
	0
	1.4
	0
	5.6
	0

	Don't know
	0
	0
	2.7
	0
	0
	0

	Other
	13
	26
	12
	0
	33
	0


3.4 Comparison of local and national providers

Businesses were asked to rate local providers of financial and professional services. Perhaps unsurprisingly, the variables for which local providers performed best were accessibility, responsiveness and support. Local providers were rated better or much better than national counterparts across the range of variables by up to approximately one half of all respondents.

Over half of respondents (51.8% or 225) rated local providers better or much better than national providers, in terms of accessibility. Over a quarter (22.8% or 99) of respondents rated local providers as much better for accessibility. For responsiveness, 44.5% (193) rated local providers as better or much better. Similarly, 43.5% (189) thought local providers’ support levels were better or much better than national counterparts. 

Just under two fifths (38.9% or 169) felt that local financial & professional service providers were better or much better in terms of reliability, whilst 36.2% (157) felt they fared better or much better in terms of cost. Quality of product was rated better or much better by just under a third of respondents (31.6% or 137) and level of expertise was rated better or much better by 26.5% (115).
Table 5: Comparison of local and national providers

	
	Much worse
	Worse
	About the same
	Better
	Much Better
	Don't know

	Accessibility
	0
	1.2
	22.6
	29.0
	22.8
	24.4

	Responsiveness
	0
	1.6
	27.0
	29.7
	14.7
	27.0

	Support
	0
	0.9
	29.7
	29.5
	14.1
	25.8

	Reliability
	0
	0.5
	33.6
	26.5
	12.4
	27.0

	Cost
	0.2
	2.3
	33.4
	26.3
	9.9
	27.9

	Quality of product
	0.2
	1.8
	39.6
	21.9
	9.7
	26.7

	Level of expertise
	0.5
	3.5
	42.2
	17.3
	9.2
	27.4


Figure 2: Comparison of local and national providers
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3.4.1 Comparison of local and national providers, by industrial group

Overall, the industrial sectors of manufacturing, distribution, and hotels and restaurants rated local providers better than national providers, compared with the other sectors banking, finance, and insurance, public administration, or ‘other’ sectors.

Banking, finance and insurance: Accessibility scored highest, with 46.7% (21) of businesses saying local firms’ accessibility is better or much better than national providers. Two fifths (40% or 18) rated local firms’ responsiveness better or much better also.

Manufacturing: Three quarters of manufacturers (75% or 9) rated local firms support and responsiveness as better or much better that national counterparts.
Distribution, hotels and restaurants: Accessibility scored highest, with 79.2% (19) of businesses saying local firms’ accessibility is better or much better than national providers. Two thirds (66.7% or 16) rated local firms’ responsiveness and support better or much better.

Public administration: Accessibility again scored highest, with 50% (14) of businesses saying local firms’ accessibility is better or much better than national providers. 46.4% (13) rated local firms’ reliability and support better or much better.

Other: Accessibility and responsiveness scored highest, with 50% (12) of businesses saying local firms’ accessibility and responsiveness is better or much better than national counterparts. Nearly half (45.8% or 11) rated local firms’ support better or much better also.

Table 6: Comparison of local and national providers, by industrial group
	
	Broad industrial group (rating element better or much better at local level)

	
	Banking, finance and insurance
	Manufacturing
	Distribution hotels & restaurants
	Public admin.
	Other

	Cost
	28.9
	58.3
	54.2
	35.7
	33.3

	Quality of product
	24.4
	50.0
	54.2
	42.9
	37.5

	Responsiveness
	40.0
	75.0
	66.7
	35.7
	50.0

	Accessibility
	46.7
	58.3
	79.2
	50.0
	50.0

	Support
	26.7
	75.0
	66.7
	46.4
	45.8

	Reliability
	31.1
	58.3
	70.8
	46.4
	41.7

	Level of expertise
	22.2
	41.7
	45.8
	25.0
	33.3


Base= 

      45

        12

        24

           28


24

NB: The percentages detailed in the table above refer to the proportion of each industry group that rates local providers as either better or much better, than national counterparts, for the variables given.

3.4.2 Comparison of local and national providers, by sub-region

Greater Manchester rates local providers higher than the regional whole. That is to say, a greater proportion of businesses based within Greater Manchester rate local providers as better or much better for all the variables (with the exception of cost).

3.5 Cheshire

Local providers were rated better or much better than national providers, in terms of accessibility, by 48.5% (32 or respondents). Over a quarter (25.8% or 17) of respondents rated local providers as much better for accessibility. Similarly, for support, 45.5% (26) rated local providers as better or much better. Nearly two fifths of respondents (39.4% or 26) thought local providers’ cost levels and responsiveness were better or much better than national counterparts. 

Just under two fifths (34.8% or 23) felt that local financial & professional service providers were better or much better in terms of reliability. Quality of product was rated better or much better by just over a quarter (27.3% or 18) and level of expertise was rated better or much better 19.7% (13).
Table 7: Comparison of local and national providers, by Cheshire respondents

	
	Much worse
	Worse
	About the same
	Better
	Much Better
	Don't know

	Accessibility
	0
	0
	21.2
	22.7
	25.8
	30.3

	Support
	0
	0
	22.7
	28.8
	16.7
	31.8

	Cost
	0
	3.0
	22.7
	27.3
	12.1
	34.8

	Responsiveness
	0
	1.5
	25.8
	22.7
	16.7
	33.3

	Reliability
	0
	0
	31.8
	21.2
	13.6
	33.3

	Quality of product
	0
	4.5
	34.8
	13.6
	13.6
	33.3

	Level of expertise
	0
	6.1
	37.9
	6.1
	13.6
	36.4


3.6 Greater Manchester

Local providers were rated better or much better than national providers, in terms of accessibility, by 53.8% (78). Almost a quarter (23.4% or 34) of respondents rated local providers as much better for accessibility. For support, 46.9% (68) rated local providers as better or much better, whilst 45.5% (66) thought local providers’ responsiveness was better or much better than national counterparts. 

Just under two fifths of respondents (43.4% or 63) felt that local financial and professional service providers were better or much better in terms of reliability. Level of expertise and cost were rated better or much better by 34.5% (50), and quality of product was rated better or much better by a third (33.1% or 48).

Table 8: Comparison of local and national providers, by Greater Manchester respondents
	
	Much worse
	Worse
	About the same
	Better
	Much Better
	Don't know

	Accessibility
	0
	0.7
	24.8
	30.3
	23.4
	20.7

	Support
	0
	0
	30.3
	33.1
	13.8
	22.8

	Responsiveness
	0
	1.4
	30.3
	28.3
	17.2
	22.8

	Reliability
	0
	0
	33.8
	31.0
	12.4
	22.8

	Level of expertise
	0
	2.1
	39.3
	22.1
	12.4
	24.1

	Cost
	0
	0.7
	37.2
	24.8
	9.7
	27.6

	Quality of product
	0
	0.7
	42.1
	24.8
	8.3
	24.1


3.7 Merseyside

Local providers were rated better or much better than national providers, in terms of accessibility, by 49.5% (45). Just less than a fifth (19.8% or 18) of respondents rated local providers as much better for accessibility. Over two fifths (41.8% or 38) thought local providers’ responsiveness was better or much better than national counterparts, whilst for support, 40.7% (37) rated local providers as better or much better. 

Just under two fifths of respondents (37.4% or 34) felt that local financial & professional service providers were better or much better in terms of cost and reliability. Quality of product was rated better or much better by 34.1% (31), and level of expertise was rated better or much better by over a fifth (22% or 20).

Table 9: Comparison of local and national providers, by Merseyside respondents
	
	Much worse
	Worse
	About the same
	Better
	Much Better
	Don't know

	Accessibility
	0
	1.1
	18.7
	29.7
	19.8
	30.8

	Responsiveness
	0
	0
	24.2
	29.7
	12.1
	34.1

	Support
	0
	0
	29.7
	28.6
	12.1
	29.7

	Cost
	0
	4.4
	25.3
	29.7
	7.7
	33.0

	Reliability
	0
	0
	29.7
	23.1
	14.3
	33.0

	Quality of product
	0
	0
	35.2
	24.2
	9.9
	30.8

	Level of expertise
	0
	2.2
	44.0
	17.6
	4.4
	31.9


3.8 Cumbria

Local providers were rated better or much better than national providers, in terms of accessibility and responsiveness, by 50% (18). A third (33% or 12) thought local providers’ support was better or much better than national counterparts, whilst for quality of product 27.8% (10) rated local providers as either better or much better. 

A quarter (25% or 9) felt that local financial & professional service providers were better or much better in terms of level of expertise. Cost and reliability were rated as better or much better by 22.2% (8).

Table 10: Comparison of local and national providers, by Cumbria respondents
	
	Much worse
	Worse
	About the same
	Better
	Much Better
	Don't know

	Responsiveness
	0
	8.3
	16.7
	41.7
	8.3
	25.0

	Accessibility
	0
	2.8
	25.0
	30.6
	19.4
	22.2

	Support
	0
	5.6
	36.1
	25.0
	8.3
	25.0

	Quality of product
	0
	2.8
	41.7
	19.4
	8.3
	27.8

	Level of expertise
	2.8
	0
	44.4
	22.2
	2.8
	27.8

	Reliability
	0
	2.8
	47.2
	19.4
	2.8
	27.8

	Cost
	2.8
	0
	50.0
	13.9
	8.3
	25.0


3.9 Lancashire

Local providers were rated better or much better than national providers, in terms of accessibility, by 54.3% (44). Nearly half (46.9% or 38) thought local providers’ responsiveness was better or much better than national counterparts, whilst for support 44.4% (36) rated local providers as either better or much better. 

Over one in four (42% or 34) felt that local financial & professional service providers were better or much better in terms of reliability. Cost was rated as better or much better by 38.3% (31), quality of product by 29.6% (24). Level of expertise was rated as better or much better by 22.2% (18).

Table 11: Comparison of local and national providers, by Lancashire respondents
	
	Much worse
	Worse
	About the same
	Better
	Much Better
	Don't know

	Accessibility
	0
	2.5
	22.2
	28.4
	25.9
	21.0

	Responsiveness
	0
	1.2
	28.4
	32.1
	14.8
	23.5

	Support
	0
	1.2
	30.9
	27.2
	17.3
	23.5

	Reliability
	0
	1.2
	33.3
	30.9
	11.1
	23.5

	Cost
	0
	3.7
	38.3
	27.2
	11.1
	19.8

	Quality of product
	1.2
	3.7
	43.2
	23.5
	6.2
	22.2

	Level of expertise
	1.2
	6.2
	49.4
	16.0
	6.2
	21.0


3.10 Factors effecting likelihood of using a local provider

Size of project: the size of the project being procured affects the likelihood of just under a third of businesses (31.6% or137) using a local provider. Two thirds (66.8% or 290) of businesses stated that they did not think the size of a project affected the likelihood of their using local providers, while 1.6% (7) did not know.
Figure 3: Does size of the project affect the likelihood of using local providers
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3.11 Formal procurement policies

Just under a third of businesses (30.9% or 134) have a formal procurement policy. Nearly two thirds (65.7% or 285) do not whilst 3.5% (15) were unsure.  Of the 134 respondents who do have a procurement policy, 40.3% (54) stated that their policy specifically addresses the issue of buying locally sourced financial and professional services. Over half (55.2% or 74) state that their policy does not address this issue whilst 4.5% (6) were unsure.

Best provider for the job: Of the 134 businesses that have a formal procurement policy 33.6% (45) said that they use the ‘best’ provider for the job irrespective of location. 
Value for money: Over half (52.2% or 70) use the provider which represents the best value for money.
Cheapest option: Just over one in ten (13.4% or 18) use the cheapest option available.
An approved supplier list: Over a quarter (28.4% or 38) of respondents use an approved supplier list. Perhaps unsurprisingly, this is more prevalent with the larger businesses that responded to this survey.
‘Other’: 6% (8) of respondents with a procurement policy stated that they have another formal recruitment policy, and in 6 of these cases the policy was to procure locally where possible.
3.11.1 Formal procurement policies, by business size

Nearly half of respondents (44.2% or 19) that employed over 200 individuals were more likely to use the best provider for services required, irrespective of location. Comparatively fewer numbers of smaller firms procure in this way. Surprisingly, a greater proportion of larger employers were more likely to use the cheapest option that smaller businesses. Almost a quarter (23.3% or 10) of those employing 200 and over go for the cheapest option, compared with 3.7% (1) of those in the 1-10 employee size band. The use of an approved supplier list is more prevalent with larger businesses, with a fifth (20.7% or 6) of the 11 to 49 employee size band using one; a third (32.4% or 11) of the 50 to 199 employee size band; and almost half of the 200 plus employee size band (46.5% or 20).

Table 12: Procurement policies, by size band (% of respondents with individual policy types – may choose multiple policies)

	Policy
	Employee size band

	
	Total (%)
	1-10 employees
	11-49 employees
	50-199 employees
	200+ employees

	The best provider for the job irrespective of location
	33.6
	29.6
	27.6
	29.4
	44.2

	Whichever provider represents best value for money
	52.2
	51.9
	48.3
	44.1
	62.8

	The cheapest option
	13.4
	3.7
	0
	20.6
	23.3

	The use of an approved supplier list
	28.4
	0
	20.7
	32.4
	46.5

	Other
	6
	18.5
	6.9
	2.9
	0

	Other: 'Try to go local'
	4.5
	11.1
	10.3
	0
	0

	Don't know
	2.2
	7.4
	3.4
	0
	0

	Refused
	10.4
	0
	10.3
	14.7
	14


Base=


                  134
         27

  29
         34                    43

3.11.2 Formal procurement policies, by industrial group

In some instances, as with company size, respondents’ broad industrial group influences the nature of their businesses procurement policy, if they have one.

Banking, finance, and insurance businesses are less likely to choose a supplier on the basis of cost than other industrial groups, with just 8.6% (3) of this group choosing this option. In contrast, a quarter (26.3% or 5) of manufacturers purchase on the basis of cost, as do 40% (4) of construction firms. This may be because the bottom line is more important in these types of businesses, due to greater price competition.

With the exception of construction, the majority of all groups choose the provider that represents best value for money. 60% (6) of construction firms have an approved supplier list, and 80% (8) choose the best provider irrespective of location. In fact, the use of an approved supplier list is more prevalent within manufacturing and construction firms, with 47.4% of manufacturers (9) using one. 

Table 13: Formal procurement policies, by industrial group

	Policy
	Total (%)
	Broad industrial group

	
	
	Banking, finance and insurance 
	Manufacturing
	Distribution hotels and restaurants
	Construction
	Public admin.
	Other

	The best provider for the job irrespective of location
	33.6
	34.3
	47.4
	26.3
	80
	5.9
	23.3

	Whichever provider represents best value for money
	52.2
	57.1
	57.9
	57.9
	40
	52.9
	50

	The cheapest option
	13.4
	8.6
	26.3
	5.3
	40
	5.9
	10

	The use of an approved supplier list
	28.4
	28.6
	47.4
	21.1
	60
	17.6
	20

	Other
	6
	5.7
	5.3
	5.3
	0
	5.9
	10

	Other: 'Try to go local'
	4.5
	5.7
	0
	5.3
	0
	5.9
	6.7

	Don't know
	2.2
	2.9
	0
	
	0
	5.9
	3.3

	Refused
	10.4
	8.6
	10.5
	15.8
	0
	17.6
	10

	Base=
	134
	35
	19
	19
	10
	17
	30


3.12 Level at which decisions are made

The vast majority (79.7% or 346) of businesses who responded to this survey state that procurement decisions are taken locally. Nearly one in ten (8.5% or 37) of businesses’ procurement decisions are taken nationally, 6% (26) of businesses state that procurement decisions are taken regionally and 5.8% (25) are taken internationally.

Figure 4: Procurement decisions are made…
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3.12.1 Level at which decisions are made, by business size

There is a correlation between business size and the level at which decisions are made. The smaller a business, the more likely it is that procurement decisions are made locally, which is to be expected. The vast majority (87.9% or 103) of micro businesses make decisions locally, compared with 84.2% (123) of small businesses, 80.2% (81) of medium sized businesses and 53.8% (35) of large businesses.

Likewise, the larger the business the more likely it is that procurement decisions are taken regionally, nationally, and internationally. Regionally, 2.6% (3) of micro businesses, 4.8% (7) of small businesses, 6.9% (7) of medium sized businesses and 13.8% (9) of large businesses make decisions at this level.

Similar patterns were observed both nationally and internationally. Nationally, 5.2% (6) of micro businesses, 5.5% (8) of small businesses, 7.9% (8) of medium sized businesses and 23.1% (15) of large businesses make decisions at this level. Internationally, 4.3% (5) of micro businesses, 5.5% (8) of small businesses, 5% (5) of medium sized businesses and 9.2% (6) of large businesses make decisions at this level.

Table 14: Level at which decisions are made, by business size

	Procurement decisions are made…
	Employee size band

	
	1-10
	11-49
	50-199
	200+

	..locally
	87.9
	84.2
	80.2
	53.8

	..regionally
	2.6
	4.8
	6.9
	13.8

	..nationally
	5.2
	5.5
	7.9
	23.1

	..internationally
	4.3
	5.5
	5.0
	9.2


Base= 



          116

        146

        101

         65
3.12.2 Level at which decisions are made, by broad industrial group

Procurement decisions are made locally by the majority of respondents, irrespective of industrial group, however there are some notable differences. Manufacturing firms are more likely to have decisions made internationally than other groups, with 15.6% (10) of manufacturers making decisions at this level. 

Nationally, over one tenth (11.7% or 15) of banking, finance, and insurance firms make decisions, the highest proportion for this level. Regionally, 9.4% (6) of distribution, hotels, and restaurants make decisions, the highest proportion for this level. Locally, 88.9% (24) of construction firms make decisions, the highest proportion for this level.
Table 15: Level at which decisions are made, by broad industrial group

	Procurement decisions are made…
	Broad industrial group

	
	Banking, finance and insurance
	Manufacturing
	Distribution hotels & restaurants
	Construction
	Public admin.
	Transport & comms.
	Other

	..locally
	79.7
	73.4
	78.1
	88.9
	88.1
	73.3
	76.8

	..regionally
	6.3
	3.1
	9.4
	7.4
	4.5
	6.7
	5.8

	..nationally
	11.7
	7.8
	6.3
	3.7
	6.0
	6.7
	10.1

	..internationally
	2.3
	15.6
	6.3
	0
	1.5
	13.3
	7.2


Base= 

   128

64
              64
          27
                   67
        15
             69

3.12.3 Level at which decisions are made, by sub-region

There is little difference between the sub-regions regarding where procurement decisions are made, with decisions made locally for the vast majority of businesses, irrespective of location. Both Cheshire and Greater Manchester based businesses are less likely to make the procurement decisions at the local level as they have greater access to wider national and international markets. In fact, a Cheshire based business is much more likely to have procurement decisions taken at the international level (10.6%) than a North West business (5.9%). For Greater Manchester a greater proportion of businesses make procurement decisions nationally (11%) than for the North West as a whole (8.3%).
Table 16: Level at which decisions are made, by sub-region

	Procurement decisions are taken…
	Total (%)
	Sub-region

	
	
	Cheshire
	Merseyside
	Greater Manchester
	Cumbria
	Lancashire

	...locally
	80.0
	71.2
	83.5
	78.6
	88.9
	82.7

	...regionally
	5.9
	12.1
	5.5
	4.8
	2.8
	3.7

	...nationally
	8.3
	6.1
	8.8
	11.0
	5.6
	4.9

	...internationally
	5.9
	10.6
	2.2
	5.5
	2.8
	8.6


Base


     424
       66
               91
        145
                 36
           81

3.13 Ownership of procurement practices

Respondents were asked whether either themselves or their department has sole responsibility for procurement. Answers given revealed a split, with 57.6% (250) saying yes, 41.9% (182) saying no and 0.5% (2) unsure.

Respondents who had sole responsibility within their department were then asked whether this was always the case, to determine whether ownership of procurement activity had changed recently. The vast majority (94% or 235) stated that they had always had sole responsibility. 5.6% (14) said this had not always been the case and 0.4% (1) were unsure.

3.13.1 Level of service procured locally, by ownership of procurement practices

Whether or not a business devolved sole responsibility for procurement to an individual or department affected the proportion of services procured locally. Figure 5 shows the percentage of businesses that procure over three quarters of certain services locally. 

Whilst the difference is not substantial, it is seemingly less likely that a service will be procured locally if responsibility for procurement is not solely with an individual or department. That is to say, the influence of others in the decision making process negatively impacts on the likelihood of a local provider being used, the exceptions being advertising and technical testing & analysis.

Figure 5: Percentage of firms procuring over 75% of financial and professional services locally
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3.13.2 Involvement of others in procurement practices

In instances where the respondents did not have sole responsibility within their department for procurement, they were asked to state who else had a say in procurement practices.

Over four in ten (41.8% or 76) stated that Directors get involved with procurement decisions, a third (33% or 60) cite the involvement of senior management, and just under a third (29.1% or 53) mentioned the involvement of members of the Board. These three groups accounted for the vast majority of responses to this question.

14.8% (27) agreed that other department managers had a role in procurement within their organisation, followed by 4.4% (8) citing any other member of staff. The remaining responses are trustees (3.8% or 7), Chief Executives (2.2% or 4), Parent Companies (1.6% or 3), and ‘other’ (9.9% or 18).

‘Other’ responses typically include the holding company, head office, and other stakeholders. 

Figure 6: Involvement of others in procurement practices
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3.13.3 Change in purchasing habits over the last five years

Respondents who have not always had sole responsibility for procurement were asked how their purchasing habits had changed over the last five years. Despite these respondents earlier stating that they had not always sole responsibility, almost two thirds (60.3% or 120) said that there had been no change over the last five years. This suggests that among the businesses that responded to this survey there has been little change recently, in terms of where the decision lies, in procurement policy. 

For the vast majority of those businesses with a department that has sole responsibility, this has always been the case. Likewise for the majority of those businesses that have input from various internal and external stakeholders, this has always been the case.

Just 11.1% (22) stated that they consciously sought cheaper alternatives with regards to service provision, with a focus on cutting costs. 4.5% (9) said that their business has grown, and with it the size and frequency of procurement activity. 4% (8) of respondents have introduced a more formalised procurement policy, and the same proportion of respondents have sourced more service provision from national and / or international suppliers.

A small proportion of respondents (2.5% or 5) have tried to source more from local providers, the same proportion as has procured services online (i.e. with no consideration of locality) and has reported an increase in its costs.

Figure 7: Change in purchasing habits over the last five years

[image: image8.emf]1.6

0.5

1.3

1.9

2.4

3.2

4.0

6.1

6.9

8.5

14.6

23.3

36.0

10.8

0.0 5.0 10.0 15.0 20.0 25.0 30.0 35.0 40.0

Don't know

Other

Accessibility

Greater awareness of what services are

available

Recommendation from people we trust 

Communication i.e. face to face

If we expand our business

Availability of services

If they had expertise / specialist knowledge

Quality of service

Depends on needs

Cost- if better value for money

Nothing

We already look locally first

%


Businesses were asked as to the extent to which they felt the influence of others in the decision-making process affected the amount of services they could procure from local providers. Almost one in five (18.6% or 33) felt that input from others meant the amount of locally sourced services was reduced. Over three quarters 78.6% (143) felt this was not the case.

3.14 Factors likely to affect increased local procurement 

Businesses were asked to consider what might encourage them to procure or increase procurement of financial and professional services from local providers. Over a third  (36% or 136) of respondents look to procure locally first, whilst a quarter (23.3% or 88) state that nothing would change their procurement practices. 

Just under one third of respondents stated that the offer from local services available needs to improve first, be it in terms of value for money, quality of service, or more specialist knowledge. 

Over one in ten (14.6% or 55) state that they would most likely prioritise local providers if they were better value for money or were cheaper than is currently the case. Nearly one tenth (8.5% or 32) said that it was dependent on their needs; 6.9% (26) said the quality of service needed to improve; 6.1% (23) said that local suppliers need more detailed / specialist knowledge; 4% (15) said service availability needed to increase; and 3.2% (12) said that if they expanded their business they might be more inclined to use local providers.

The remaining responses included more face to face contact with local suppliers, recommendations from people they trust, such as business associates and the Chamber of Commerce, and a greater awareness of what services were available locally.
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Figure 8: Factors likely to affect increased local  procurement

3.15 Proportion of services procured locally, by size band

As a general comment the need for banking, accountancy, insurance and legal services dominates, with most businesses locally procuring over three quarters of these services, irrespective of business size.

However there are instances whereby a businesses size affects the likelihood of them procuring a service and procuring it locally. The larger the business the less likely it is to procure services generally, be it locally or otherwise. Also, fewer of the large businesses procure over three quarters of services locally. 

That is to say, larger businesses have greater in-house capacity for many financial and professional service functions, but when the need arises for outsourcing to service providers, they typically cast their net wider.

This is in part due to the nature of the service being procured, with the largest organisations having a greater need for labour recruitment and personal provision, as well as business and management consultancy. Similarly, the proportion of respondents procuring advertising services diminishes as business size decreases, whilst the proportion of businesses procuring over three quarters of local advertising services increases substantially.

3.15.1 1-10 employees 

Banking, accounting, insurance and legal activities remain the four most commonly procured financial and professional services. The majority of businesses within this size band procure these services from local suppliers.

Table17: Proportion of services procured locally, by micro businesses

	Service
	Proportion who procure service

(%)
	Proportion procured locally (%)

	
	
	None
	Less than a quarter
	Between a quarter and a half
	Between a half and three quarters
	Over three quarters

	Banking Services
	88.1
	4.2
	1.0
	0
	3.1
	91.7

	Accountancy
	81.7
	2.2
	0
	0
	3.4
	94.4

	Insurance and related services
	72.5
	25.3
	2.5
	0
	5.1
	67.1

	Legal activities 
	53.2
	1.7
	3.4
	1.7
	1.7
	91.4

	Advertising
	28.4
	9.7
	3.2
	0
	3.2
	83.9

	Labour recruitment and provision of personnel
	22.0
	0
	0
	4.2
	4.2
	91.7

	Architectural and engineering activities 
	14.7
	12.5
	6.3
	6.3
	6.3
	68.8

	Business and management consultancy
	10.1
	9.1
	0
	0
	9.1
	81.8


Base=109

· The proportion of micro businesses (i.e. in the 1-10 employee size band) that procure over three quarters of their financial and professional services locally is broadly in line with total respondents. 

· As with total respondents, the vast majority of micro firms (91.7%) procure over three quarters of their banking services locally. A similar proportion procure over three quarters of their accountancy services locally (94.4%).

· Again, as with findings for total respondents, a quarter (25.3%) of micro businesses do not recruit any insurance and related services locally, whilst two thirds procure more than three quarters locally (67.1%).

· The proportion of micro businesses that procure both advertising and labour recruitment and personnel provision is lower than for other size bands and total respondents (28.4% and 22% respectively).

3.15.2 11-49 employees 

Banking, accounting, insurance and legal activities remain the four most commonly procured financial and professional services, though for this size band accountancy replaces banking as the most commonly procured service. The majority of businesses within this size band procure these services from local suppliers.

Table 18: Proportion of services procured locally, by small businesses

	Service
	Proportion who procure service

(%)
	Proportion procured locally (%)

	
	
	None
	Less than a quarter
	Between a quarter and a half
	Between a half and three quarters
	Over three quarters

	Accountancy
	83.6
	7.1
	0.9
	0.0
	1.8
	90.2

	Banking Services
	82.8
	6.3
	0.0
	1.8
	5.4
	86.5

	Insurance and related services
	77.6
	23.1
	1.0
	2.9
	5.8
	67.3

	Legal activities 
	66.4
	9.0
	3.4
	1.1
	5.6
	80.9

	Labour recruitment and provision of personnel
	48.5
	1.5
	0.0
	4.6
	7.7
	86.2

	Advertising
	38.1
	7.8
	3.9
	2.0
	13.7
	72.5

	Technical testing and analysis
	17.2
	17.4
	0.0
	0.0
	13.0
	69.6

	Architectural and engineering activities
	14.2
	5.3
	0.0
	0.0
	0.0
	94.7

	Business and management consultancy
	12.7
	11.8
	5.9
	5.9
	11.8
	64.7

	Auxiliary services
	10.4
	28.6
	0.0
	0.0
	7.1
	64.3


Base=134

· The proportion of small businesses (i.e. in the 11-49 employee size band) that procure most of their financial and professional services locally is broadly in line with total respondents. 

· As with total respondents, the vast majority of small firms procure over three quarters of accountancy and banking services locally (90.2% and 86.5% respectively).

· Almost a quarter (23.1%) of small businesses do not recruit any insurance and related services locally, whilst two thirds procure more than three quarters locally (67.3%).

3.15.3 50-199 employees

Banking, accounting, insurance and legal activities remain the four most commonly procured financial and professional services. The majority of businesses within this size band procure these services from local suppliers.

Table 19: Proportion of services procured locally, by medium sized businesses

	Service
	Proportion who procure service

(%)
	Proportion procured locally (%)

	
	
	None
	Less than a quarter
	Between a quarter and a half
	Between a half and three quarters
	Over three quarters

	Banking Services
	88.1
	4.5
	0.9
	0
	3.6
	72.1

	Accountancy
	83.8
	3.2
	1.1
	0
	1.1
	94.6

	Insurance and related services
	77.5
	16.3
	2.3
	0
	5.8
	75.6

	Legal activities 
	68.5
	5.3
	3.9
	1.3
	5.3
	84.2

	Labour recruitment and provision of personnel
	49.5
	1.8
	3.6
	1.8
	7.3
	85.5

	Advertising
	36.9
	9.8
	4.9
	7.3
	4.9
	73.2

	Architectural and engineering activities
	23.4
	0
	0
	11.5
	11.5
	76.9

	Technical testing and analysis
	19.8
	4.5
	0
	4.5
	9.1
	81.8

	Business and management consultancy
	18.9
	0
	9.5
	4.8
	4.8
	81.0

	Real estate activities
	12.6
	0
	0
	0
	0
	100.0

	Auxiliary services
	11.7
	23.1
	15.4
	0
	7.7
	53.8

	Market research and public opinion polling
	11.7
	23.1
	0
	0
	15.4
	61.5


Base=111

· The proportion of medium sized businesses (i.e. in the 50-199 employee size band) that procure most of their financial and professional services locally is broadly in line with total respondents. 

· As with total respondents, the vast majority of medium sized firms procure over three quarters of banking and accountancy services locally (72.1% and 94.6% respectively).

· Over one in ten (16.3%) of medium sized businesses do not recruit any insurance and related services locally, whilst three quarters procure more than three quarters locally (75.6%).

3.15.4 200+ employees 

Banking, accounting, insurance and legal activities remain the four most commonly procured financial and professional services. The majority of businesses within this size band procure these services from local suppliers.
Table 20: Proportion of services procured locally, by large businesses

	Service
	Proportion who procure service

(%)
	Proportion procured locally (%)

	
	
	None
	Less than a quarter
	Between a quarter and a half
	Between a half and three quarters
	Over three quarters

	Banking Services
	73.7
	14.3
	8.9
	3.6
	8.9
	64.3

	Insurance and related services
	73.7
	26.8
	3.6
	1.8
	7.1
	60.7

	Accountancy
	72.4
	9.1
	1.8
	3.6
	5.5
	80.0

	Legal activities 
	69.7
	1.9
	7.5
	11.3
	13.2
	66.0

	Labour recruitment and provision of personnel
	68.4
	
	15.4
	1.9
	9.6
	73.1

	Advertising
	46.1
	20.0
	20.0
	2.9
	14.3
	42.9

	Architectural and engineering activities
	25
	
	5.3
	5.3
	15.8
	73.7

	Business and management consultancy
	22.4
	17.6
	5.9
	11.8
	23.5
	41.2

	Technical testing and analysis
	18.4
	
	14.3
	14.3
	7.1
	64.3

	Market research and public opinion polling
	14.5
	18.2
	18.2
	9.1
	
	54.5

	Real estate activities
	13.2
	20.0
	20.0
	
	10.0
	50.0


Base=76

· The proportion of large businesses (i.e. in the 200+ employee size band) that procure most of their financial and professional services locally is broadly in line with total respondents. 

· The majority of large firms procuring banking and accountancy services procure over three quarters of those services locally (64.3% and 80% respectively).

· Over a quarter (26.8%) of large businesses do not recruit any insurance and related services locally, whilst under two thirds procure more than three quarters locally (60.7%).

· The proportion of large businesses who procure both labour recruitment and personnel provision and business and management consultancy is, perhaps understandably, higher than is the case for all other size bands and all respondents (68.4% and 22.4% respectively). 

4 Public Sector Analysis

4.1 Procurement policy and strategy

In all instances the corporate procurement strategy sets out the framework for procurement across the entire body, underpinned by a series of principles including equality, diversity, sustainability and regard for the economy. The NHS Trusts have a duty to:

“take account of the impact of any decision on both the people and the environment now and in the future”. 

Likewise one Council respondent stated how they:

“[monitor] and evaluate impacts on social, economic, and environmental factors”.

Many Council procurement strategies seek to balance two priorities, namely fostering growth in the local economy whilst simultaneously seeking to obtain best value for money through improved efficiency:

“Delivering efficiencies and quality [and] socially responsible procurement, engaging with local and regional suppliers to promote the local economy and taking account of the social and environmental impact of spending decisions.”

Outside the Local Authority sector, one tourism board explained how they seek  to achieve local and / or sustainable procurement and has recently been assessed for a Green Tourism Business accreditation. This respondent also contacts all of their suppliers to request a copy of their environmental policy. This is similar to other respondents ensuring that, insofar as is possible, supplier codes of practice are in line with their own.

Sustainability procurement agenda is very high on Local Authority and NHS  (Local and national) policies.

4.2 Policy and strategy in practice

In most instances the procurement policy is mandatory, certainly with the Local Authorities. In those instances where strategy is advisory the contract procedure rules are mandatory. Strategies typically apply across all categories of spend but not across all levels of spend. The larger the value of spend the more likely that senior level involvement will occur. This ties with ensuring that public procurement regulations are adherred to, which apply to all public sector contracts over set values, or thresholds. The regulations are designed to ensure free and fair access to, and competition for, public sector contracts. They set down procedures and standards for choosing tenderers and awarding contracts.Contracts within the European Union (EU) worth more than the EU threshold - currently £90,319 for central government and £139,893 for all other public-sector bodies for services and supplies or £3,497,313 (2008 prices) for works - must be advertised in the Official Journal of the European Union (OJEU). Some public-sector bodies choose to advertise lower-value contracts too.
The nature of financial and professional services is such that some Public Bodies consider them to be of a higher than normal cost.

“…the final decision on a specific supplier is at senior management level”.

“All consultancy should be approved by Head of Service”.
In the cultural sector one respondent emphasised that in their procurement policy:

“preference must be given to local i.e. North – West based suppliers (subject to over-riding quality and value for money principles).”

4.3 The use of local providers

Where possible all respondents look to support the local providers of services, with due regard given to UK and EU law. In practice this often takes the form of events organised to help local suppliers. Some of the Councils’ strategies encourage local suppliers through local advertising  and or workshops to help SME’s with the tendering process. 

4.4 Procurement of financial and professional services

The most commonly procured financial and professional service among the Public Body respondents is business and management consultancy, with 100% (15). The vast majority (93.3% or 14) procure banking and insurance, legal, advertising, and labour recruitment and provision services. Four fifths procure architectural and engineering services (80% or 12) and almost three quarters (73.3% or 11) procure accountancy services.

Figure 9: Procurement of financial and professional services
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Base=15

4.5 Importance of criteria

Respondents were asked to state how important each of the following criteria were when making decisions regarding procurement of financial and professional services, on a scale of 1 to 10 where 1 is of very little importance and 10 is of very great importance.

The table below details the mean average scores for the set criteria. Value for money is the most important factor when making a procurement decisions, however some respondents felt that this was a catch all term that was underpinned by some of the other criteria., such as cost, quality of services offered and level of support. 

“Ultimately everything comes under value for money and at times it will be a balancing act dependent on the type / value / risk of the procurement.”

Reliability (8.9), level of expertise (8.7), and quality of services offered (8.4) were all ranked highly by respondents. There was less consideration for the ranges of services offered (5.3), whether or not the suppliers were from within the region (6), and environmental / ethical issues (6.5 and 6.7 respectively).

Table 21: Importance of criteria, mean average score

	Criteria
	Mean average score

	Value for Money
	9.2

	Reliability
	8.9

	Level of Expertise
	8.7

	Quality of Services Offered
	8.4

	Cost
	8.0

	Level of Support Offered
	7.8

	Suppliers Proven Track Record
	7.5

	Accessibility
	6.9

	Local Suppliers Within the Sub-region
	6.8

	Ethical Suppliers
	6.7

	Environmental Issues
	6.5

	Local Suppliers Within the North West
	6.0

	Range of Services Offered
	5.3


Asked whether any one consideration outweighed all others, the majority of respondents stated that importance of criteria in making a procurement decision would depend on the specifics of the project.

“ Dependant on a project, but value for money is always the most important”

“ Quality of Service and Value for Money. Because it is critical to achieve the desired outcome as cost effectively as possible.”
4.6 Approach to procurement

There was a mixed response to the issue of how Public Bodies approach procurement. In some instances there is uniformity, with each tender being open and competitive, typically advertised in the Chest
, or on the Official Journal of the European Union (OEJU). Others use a variety of approaches depending on the type and /or cost of the service being procured. Closed tender by invitation to specific providers can take place when the value of the contract is smaller than usual, as can purchases made direct from one supplier if said supplier adheres to the Public Bodies’ principals, as detailed in their policy / strategy.

Of the Local Authority respondents, cost of the service was the main factor in determining which approach would be used for procurement. For example, one Council stated that:

“Below £15,000 a decision whether to invite tenders /quotations is made by the Chief Officer. Between £15,000 and £50,000 offers to invite wherever possible a minimum of three written quotations by a specified time and date.  £50,000 is the minimum before a formal tender subject to public advert.”

For a tourism board the type of service being procured determined the approach for procurement. Their insurance, legal and accountancy needs are all obtained from one supplier due to an existing knowledge of the business.   
4.7 Level of spending on financial and professional procurement

4.7.1 Previous level of spend

There was a mixed response in terms of spending on procurement of financial and professional services over the last five years.  For some there has been no change over the last five years, whilst for some Councils there has been an increase. In one instance the increase was a consequence of increased ERDF funding, though this meant that match funding requirements inhibited any preference for local providers.

However, most respondents reported little change in the volume of spend on financial and professional service procurement, irrespective of whether or not they were local suppliers.
4.7.2 Anticipated level of spend

Looking forward, some respondents anticipate a streamlining process coupled with greater support for the local economy, once the appropriate data has been benchmarked. . This would also tie in with the current economic downturn. Despite respondents expressing an interest increasing local procurement , the majority of respondents do not plan to increase their level of procurement either locally or nationally in the next five years.

5 Conclusion

5.1 Key messages

5.1.1 Public Sector Procurement

· Public sector bodies have an extensive list of considerations that need to be accounted for when determining any procurement policy or strategy.  

· The Services Directive in the EU Internal Market dictates that local authorities cannot simply prioritise local service providers over non-local businesses when determining the award of a contract. 

· Increasing the levels of public sector procurement from local firms will entail a radical move from the traditional culture based on price that still dominates local government relations with its providers.

· Public bodies joining together to collaborate for procurement purposes is part of a drive towards achieving economies of scale, with enhanced buying power bringing additional cost benefits.  This approach can however be disadvantageous to small local businesses as the cost of tendering can prove prohibitive, or the scale of the contract might be beyond their capacity.  

· Almost all respondents to the North West Business Survey undertaken on behalf of pro.manchester and professionaliverpool include ‘buy local’ considerations amongst the criteria taken into account when making procurement decisions, although this is not the primary consideration.

· Some organisations use local advertising to encourage local suppliers to tender to provide services.

· Some organisations weight assessments in favour of local suppliers.

· Some organisations encourage local businesses and social enterprises to bid for contracts by providing workshops and training to give them the skills to complete the tender documents. 

· Environmental considerations that could be included as a part of ‘buy-local’ lobbying are not promoted as well as they might be and could encourage organisations to procure more services from local providers.

5.1.2 Private Sector Procurement

· Whilst largely bound by few of the same legal frameworks as the public sector, private sector service procurement is often constrained by corporate policy, which in turn can be dependent on market conditions; ownership; trading status; and level of corporate social responsibility.

· Businesses, whilst generally striving to ensure suppliers meet the same ethical code as themselves, give little consideration to their potential to contribute to the local economy.  With the exception of socially responsible organisations such as the Co-Operative Group, few businesses promote their procurement practices.  

· Organisations representing the business community, such as the Federation of Small Businesses (FSB) and the Chambers of Commerce actively encourage their members to ‘buy local’ by promoting local spending and / or networking.

· The vast majority of respondents (98%) to the North West Business Survey undertaken on behalf of pro.manchester and professionaliverpool purchase financial and professional services locally, be it sub-regionally or regionally.  

· In the majority of cases, businesses purchase over three quarters of their financial and professional services locally, although the actual proportion varies quite significantly depending on the nature of the service being procured.  This ranges, at lowest, from 67% of businesses that purchase more than three quarters of their business and management consultancy requirements locally to, at highest, 91% place over three quarters of their business with local accountancy firms.

· The proportion of insurance and related services procured at a non- local level is higher than for any of the other key financial & professional services with almost a quarter (23%) of those respondents who procure insurance services not buying this within the North West.  This is followed by advertising (11%), business and management consultancy (9%) and technical testing and analysis (8%).

· The proportion of key financial and professional services procured locally is broadly similar for business across all five of the North West’s sub-regions. 

· Business were asked whether their approach to local procurement practices has changed recently; in almost all cases, this has remained unchanged for two years or more.

· Businesses were asked to rate local providers of financial and professional services against a number of criteria.  Local providers were rated better or much better than national providers in terms of accessibility (52%), responsiveness (45%), support (44%), reliability (39%), cost (36%), quality of product (32%) and level of expertise (27%).
· Just under a third of businesses have a formal procurement policy.  Only 40% of these specifically address the issue of buying locally sourced financial and professional services. 

· Irrespective of location, over half (52%) of businesses opt for providers that represent the best value for money, 34% use the ‘best’ provider for the job, 28% use an approved supplier list and 13% use the cheapest option available.
5.2 Action points

This research has highlighted one or two practical solutions pro.manchester and professionaliverpool could undertake in order to raise the level of local financial and professional procurement within the region.

5.2.1 Lobbying AGMA Procurement Hub & Merseyside Procurement Group

A realistic quick-win with regards to raising the level of local financial and professional procurement would be through the successful lobbying of the AGMA Procurement Hub. Currently going through the development stage, the Hub is due to come into force around April. This presents a real opportunity for pro.manchester to influence public service procurement of financial and professional services within Greater Manchester.

Similarly, the Merseyside Procurement Group explores the possibility of collaborative procurement arrangements between the five Merseyside authorities, and seeks to develop a strategy to support Merseyside SME’s in their efforts to secure public contracts. Professionaliverpool should also seek to influence this group through its lobbying activity.

In both instances the financial and professional service membership organisations must lobby to ensure that both the hub and the group adhere to the national procurement concordat on SMEs as a minimum, an argument that would be strengthened by evidencing the private sector’s commitment to the sub-regions’ economies.

5.2.2 Promote the use of e- procurement 

With the onset of the AGMA Procurement Hub, Merseyside Procurement Group, Crescent Purchasing Consortium (CPC) 
, and of course, the Official Journal of the European Union (OJEU), the reality for firms wishing to secure public contracts is that a thorough understanding of e-procurement processes and practices is a necessity. In developing their own private sector database (see 5.2.4) pro.manchester and professionaliverpool can contribute significantly to improving the levels of awareness and understanding of e-procurement among their members. In turn this will help businesses achieve faster market penetration and an increased market base.
5.2.3 Signpost the availability of advice and guidance on securing public contracts

Consultation with the various Local Authorities across the region suggests that now, more than ever, Public Bodies are making great strides to provide advice and guidance on best practice in securing public contracts. With one or two exceptions there was no mention of any Public Body liaising with member organisations in order to ensure this information is effectively disseminated. Both pro.manchester and professionaliverpool could have an integral role in signposting the availability of advice and guidance on securing public contracts.

5.2.4 Develop a private sector database of procurement opportunities 

Evidence suggests that the financial and professional service sector accounts for approximately half of financial and professional procurement.  Therefore, a database containing procurement opportunities among pro.manchester and professionaliverpool members, possibly in conjunction with other member organisations, could be a powerful tool in raising the proportion of financial and professional service procurement undertaken locally.
5.3 Policy implications

Whilst a focus on local providers, in an attempt to increase contribution to the local economy, is an admirable aim, especially given the current economic climate, there is a need to understand whether this approach is beneficial in the long term. The findings from the Manchester Independent Economic Review (MIER) research suggest that Manchester City Region and North West businesses have a considerable local / regional market dependency. Of all the priority sectors, the financial and professional services sector contributes most significantly to the total value of local purchases and local intermediate (i.e. business) sales. However, whilst purchases account for only a third of output, sales account for about half. Clearly then, there is the potential to raise the financial and professional sector’s purchasing of financial and professional services from local suppliers.

A less parochial approach, encouraging linkages outside the region e.g. with London, and the development of international supply chains, would be more beneficial in terms of increasing the international competitiveness and number of markets of / for the region’s service providers. The increase in benefits such as new technologies and improved knowledge spill-over in turn moves firms up the value-chain, contributing both directly and indirectly to productivity. Firms with linkages outside of the region and internationally are more likely to absorb innovative changes i.e. technology spill-overs.

However the issue is not as simple as companies being better off choosing suppliers from outside the region and the UK as a whole, as opposed to local suppliers. More that larger internationally-focused firms are more likely to provide benefits such as those mentioned as well as increased specialisation. The extent to whether or not these firms exist within the region needs to be addressed, and if there is an absence of these firms, how can this situation be altered? 

In order for the region’s providers to be internationally competitive the development of specialists must be strengthened, something that can only come to fruition via an increase in the scale of the sector, which in turn is dependent upon attracting the necessary skills to the region.

6 Appendices 

6.1 Appendix 1: Business Industrial classification 

Table 22: Standard Industrial Classification (SIC) code of respondents

	SIC code- 2 Digit
	%
	Frequency

	Other business activities
	18.0
	78

	Health and social work
	11.8
	51

	Wholesale trade and commission trade, except of motor vehicles and motorcycles
	7.8
	34

	Construction
	6.2
	27

	Other service activities
	5.3
	23

	Recreational, cultural and sporting activities
	5.1
	22

	Computer and related activities
	3.9
	17

	Activities of membership organisations not elsewhere classified
	3.7
	16

	Sale, maintenance and repair of motor vehicles and motorcycles; retail sale of automotive fuel
	3.5
	15

	Education
	3.5
	15

	Real estate activities
	3.2
	14

	Financial intermediation, except insurance and pension funding
	2.5
	11

	Manufacture of chemicals and chemical products
	2.3
	10

	Retail trade, except of motor vehicles and motorcycles; repair of personal and household goods
	2.3
	10

	Manufacture of fabricated metal products, except machinery and equipment
	1.8
	8

	Supporting and auxiliary transport activities; activities of travel agencies
	1.4
	6

	Manufacture of textiles
	1.2
	5

	Publishing, printing and reproduction of recorded media
	1.2
	5

	Manufacture of machinery and equipment not elsewhere classified
	1.2
	5

	Hotels and restaurants
	1.2
	5

	Land transport; transport via pipelines
	1.2
	5

	Research and development
	1.2
	5

	Manufacture of rubber and plastic products
	0.9
	4

	Manufacturing of food and beverages
	0.7
	3

	Manufacture of electrical machinery and apparatus not elsewhere classified
	0.7
	3

	Manufacture of furniture; manufacturing n.e.c.
	0.7
	3

	Recycling
	0.7
	3

	Water transport
	0.7
	3

	Agriculture, hunting and related service activities
	0.5
	2

	Manufacture of wood and products of wood and cork, except furniture; manufacture of articles of straw and plaiting material
	0.5
	2

	Manufacture basic metals
	0.5
	2

	Manufacture of radio, television and communication equipment and apparatus
	0.5
	2

	Manufacture of medical, precision and optical instruments, watches and clocks
	0.5
	2

	Manufacture of motor vehicles, trailers and semi-trailers
	0.5
	2

	Post and telecommunications
	0.5
	2

	Insurance and pension funding, except compulsory social security
	0.5
	2

	Activities auxiliary to financial intermediation
	0.5
	2

	Forestry, logging and related service activities
	0.2
	1

	Extraction of crude petroleum and natural gas; service activities incidental to oil and gas extraction excluding surveying
	0.2
	1

	Processing and preserving of fruit and vegetables
	0.2
	1

	Manufacture of tobacco products
	0.2
	1

	Manufacture of wood and products of wood and cork, except furniture; manufacture of articles of straw and plaiting material
	0.2
	1

	Manufacture of other non-metallic mineral products
	0.2
	1

	Manufacture of office machinery and computers
	0.2
	1

	Manufacture of transport equipment
	0.2
	1

	Renting of machinery and equipment without operator and of personal and household goods
	0.2
	1

	Public administration and defence; compulsory social security
	0.2
	1


6.2 Appendix 2: Analysis by sub-region

As stated in the report, there is little difference between which financial and professional services are procured by businesses situated within the various sub-regions. With the exception of Cumbria, the top five most commonly procured services for the sub-regions are the same.

6.2.1 Cheshire

Both accountancy and banking services are procured by 75.8% (50) of all Cheshire businesses. Insurance and related services is procured by 68.2% (45), legal activities are procured by 63.6% (42) and labour recruitment is procured by 57.6% (38).
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Figure 10: Services procured by Cheshire businesses

The majority of businesses stated that over three quarters of services were procured locally, though there was some slight variation depending on the service being procured (see table 23).

As with the region as a whole, less insurance and related services is procured at the local level within Cheshire than any of the other key financial & professional services, with over a quarter of those respondents who procure insurance not doing so at the local level, 26.7% (12). Similarly with advertising, 18.2% (4) of those who procure this service do not do so at the local level.

Table 23: Proportion of service procured locally, by sub-sector, for Cheshire

	Service
	Proportion procured locally

	
	None
	Less than a quarter
	Between a quarter and a half
	Between a half and three quarters
	Over three quarters

	Accountancy
	12.0
	0.0
	0.0
	0.0
	88.0

	Banking Services
	12.0
	4.0
	2.0
	2.0
	80.0

	Insurance and related services
	26.7
	2.2
	4.4
	4.4
	62.2

	Legal activities 
	7.1
	4.8
	7.1
	4.8
	76.2

	Labour recruitment and provision of personnel
	0.0
	5.3
	0.0
	2.6
	92.1

	Advertising
	18.2
	9.1
	0.0
	0.0
	72.7

	Architectural and engineering activities 
	12.5
	6.3
	6.3
	6.3
	68.8


6.2.2 Merseyside

Banking services are the most commonly procured service, procured by 85.7% (78) of all respondents situated within Merseyside. Accountancy is procured by 78% (71), insurance and related services by 71.4% (65), legal activities by 65.9% (60), and labour recruitment by 41.8% (38).

Figure 11: Services procured by Merseyside businesses
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The majority of businesses stated that over three quarters of services were procured locally, though there was some slight variation depending on the service being procured (see table 24).

As with the region as a whole, less insurance and related services is procured at the local level within Merseyside than any of the other key financial & professional services, though for Merseyside the percentage not procuring any service locally is more substantial (30.8% or 20). Merseyside businesses seem more likely to procure most of a service locally, with only a very small proportion of business procuring none of these services locally.

Table 24: Proportion of service procured locally, by sub-sector, for Merseyside

	6.2.3 Service
	Proportion procured locally

	
	None
	Less than a quarter
	Between a quarter and a half
	Between a half and three quarters
	Over three quarters

	Banking Services
	6.4
	1.3
	0.0
	2.6
	89.7

	Accountancy
	4.2
	0.0
	0.0
	2.8
	93.0

	Insurance and related services
	30.8
	3.1
	0.0
	6.2
	60.0

	Legal activities e.g. solicitors, barristers
	3.3
	0.0
	1.7
	3.3
	91.7

	Labour recruitment and provision of personnel
	2.6
	2.6
	2.6
	10.5
	81.6

	Advertising
	6.1
	0.0
	6.1
	6.1
	81.8

	Business and management consultancy
	5.9
	5.9
	11.8
	5.9
	70.6

	Architectural and engineering activities 
	0.0
	6.3
	6.3
	6.3
	81.3

	Technical testing and analysis
	9.1
	0.0
	18.2
	9.1
	63.6


6.2.4 Greater Manchester

Banking services is also the most commonly procured service for Greater Manchester businesses, with 85.5% (124) of businesses procuring this service. A similar percentage procure accountancy services and insurance and related services, 83.4% (121) and 82.8% (120) respectively. Almost two thirds procure legal activities (64.1% or 93) whilst just under half (49.7% or 71) procure labour recruitment services.

Figure 12: Services procured by Greater Manchester businesses
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The majority of businesses stated that over three quarters of services were procured locally, though there was some slight variation depending on the service being procured (see table 25).

As with the region as a whole, less insurance and related services is procured at the local level within Greater Manchester than any of the other key financial & professional services, though the proportion is much smaller (16.7% or 20). Interestingly, over a quarter (26.3% or 5) of those Greater Manchester businesses that procure market research services do not do so at the local level.

Table 25: Proportion of service procured locally, by sub-sector, for Greater Manchester

	6.2.5 Service
	Proportion procured locally

	
	None
	Less than a quarter
	Between a quarter and a half
	Between a half and three quarters
	Over three quarters

	Banking Services
	4.8
	0.8
	1.6
	8.1
	84.7

	Accountancy
	2.5
	0.8
	0.8
	4.1
	91.7

	Insurance and related services
	16.7
	1.7
	0.8
	8.3
	72.5

	Legal activities e.g. solicitors, barristers
	5.4
	8.6
	3.2
	3.2
	79.6

	Labour recruitment and provision of personnel
	0.0
	5.6
	4.2
	5.6
	84.7

	Advertising
	14.3
	9.5
	3.2
	15.9
	57.1

	Technical testing and analysis
	12.5
	0.0
	0.0
	12.5
	75.0

	Architectural and engineering activities 
	0.0
	0.0
	4.3
	8.7
	87.0

	Business and management consultancy
	10.0
	5.0
	5.0
	15.0
	65.0

	Market research and public opinion polling
	26.3
	10.5
	0.0
	5.3
	57.9

	Real estate activities
	0.0
	11.8
	0.0
	11.8
	76.5


6.2.6 Cumbria

Almost one in ten (88.9% or 32) of respondents in Cumbria procure accountancy services. 83.3% (30) procure banking services whilst four fifths of businesses (80.6% or 29) procure insurance and related services.  Almost two thirds (63.9% or 23) procure legal activities and under a half (44.4% or 16) procure advertising. Substantially fewer Cumbrian businesses procure labour recruitment services (22.2% or 8) than in other sub-regions or for the North West as a whole.

Figure 13: Services procured by Cumbria businesses
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In most instances the majority of businesses stated that over three quarters of services were procured locally, though there was some slight variation depending on the service being procured (see table 26).

Less insurance and related services is procured at the local level within Cumbria than any of the other key financial and professional services, 37.9% (11). 

Table 26: Proportion of service procured locally, by sub-sector, for Cumbria

	6.2.7 Service
	Proportion procured locally

	
	None
	Less than a quarter
	Between a quarter and a half
	Between a half and three quarters
	Over three quarters

	Accountancy
	9.4
	3.1
	0.0
	0.0
	87.5

	Banking Services
	13.3
	3.3
	0.0
	0.0
	83.3

	Insurance and related services
	37.9
	3.4
	0.0
	0.0
	58.6

	Legal activities e.g. solicitors, barristers
	8.7
	4.3
	4.3
	13.0
	69.6

	Advertising
	0.0
	12.5
	6.3
	0.0
	81.3

	Architectural and engineering activities 
	10.0
	0.0
	10.0
	10.0
	70.0


6.2.8 Lancashire

As with Cumbria and Cheshire, accountancy is the most commonly procure service for businesses based in Lancashire, with 80.2% (65) procuring this service. Over three quarters procure both banking services and insurance and relate services, 76.5% (62) and 75.3% (61) respectively. Almost two thirds (64.2% or 52) procure legal activities whilst just under a half (44.4% or 36) procure labour recruitment.

Figure 17: Services procured by Lancashire businesses 
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The majority of businesses stated that over three quarters of services were procured locally, though there was some slight variation depending on the service being procured (see table 27).

Less insurance and related services is procured at the local level within Lancashire than any of the other key financial & professional services, though the percentage of businesses not procuring locally is smaller than for the regions a whole 13.1% (8). Similarly for advertising, 12.5% (3) do not procure this service locally, a trend replicated at the regional level.

Table 27: Proportion of service procured locally, by sub-sector, for Lancashire

	6.2.9 Service
	Proportion procured locally

	
	None
	Less than a quarter
	Between a quarter and a half
	Between a half and three quarters
	Over three quarters

	Accountancy
	3.1
	0.0
	0.0
	3.1
	93.8

	Banking Services
	1.6
	1.6
	1.6
	8.1
	87.1

	Insurance and related services
	13.1
	0.0
	1.6
	4.9
	80.3

	Legal activities e.g. solicitors, barristers
	1.9
	1.9
	1.9
	11.5
	82.7

	Labour recruitment and provision of personnel
	2.8
	8.3
	5.6
	8.3
	75.0

	Advertising
	12.5
	0.0
	8.3
	12.5
	66.7

	Business and management consultancy
	7.1
	0.0
	0.0
	14.3
	78.6

	Technical testing and analysis
	7.1
	0.0
	0.0
	14.3
	78.6

	Architectural and engineering activities 
	0.0
	0.0
	8.3
	0.0
	91.7


6.3 Appendix 3: Service procured, by corporate status

Figure 18 overleaf shows that, whilst there is little difference, between the services procured by the varying corporate statuses, corporate status does impact on the likelihood of certain services being procured. Ultimate parent companies are more likely to procure banking (85.7% or 18), accountancy (90.5% or 19) and insurance services (85.7% or 18) than subsidiary and, to a lesser extent, independent companies. 

Independent companies are less likely to procure labour recruitment services than both subsidiary and ultimate parent companies. Almost two fifths (38.7% or 11) of independent companies procure this service, compared with 70.3% (52) of subsidiary companies and 66.7% (14) of ultimate parent companies.

Over half 57.1% (12) of ultimate parent companies procure advertising services, compared with approximately a third of independent (34.1% or 98) and subsidiary (37.8%or 28) companies.
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Figure 18: Service procured, by corporate status
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6.4 Appendix 5

1.
Can I ask whether you procure any financial and professional services?

IF NECESSARY LIST THE FOLLOWING: 

	Banking and insurance

	Real estate

	Legal, accountancy

	Market research

	Business & management consultancy

	Management activities of holding companies

	Architectural and engineering

	Technical testing and analysis

	Advertising

	Labour recruitment and provision


SINGLE CODE ONLY.

	Yes 
	1
	CONTINUE

	No 
	2
	THANK AND CLOSE

READ THE FOLLOWING STATEMENT: ‘I’m sorry, but we are looking to speak with businesses who have recent experience of procuring financial and professional services, so I am not able to continue with the interview. Many thanks for your time today’.


IF RESPONDENT REQUIRES FURTHER INFORMATION, READ FOLLOWING INFORMATION 

All information collected will be treated in the strictest confidence.

Responses will not be attributed to any individual or company. Results will be anonymous and reported in the form of aggregated statistics.

Manchester Enterprises is the economic development agency for Greater Manchester, with a strategic remit to deliver economic growth and to improve the prosperity of local people.

The results of the survey will be used to test the theory that local firms are increasingly moving away from local financial and professional service providers. If the theory is proven to be the case, this research will formulate an action plan and make recommendations as to how best to reverse this trend.

INTERVIEWER PROMPT: ADD IF NECESSARY:

•
Your co-operation will ensure that the views expressed are representative of all employers. 

•
We work strictly within the Market Research Society Code of Conduct.

•
Contact at Swift Research Ltd. is Johanna Jones or Emma Moulden (01937543600) if you would like to find out more about the survey methodology. 

•
Contact at Manchester Enterprises is Adam Howell (0161 237 4151)

BEHAVIOUR SECTION 

1.
You stated before that your organisation procures financial and professional services, has this procurement activity occurred within the last two years?

SINGLE CODE ONLY.
	Yes 
	1

	No 
	2


For the next few questions I am going to ask you which financial and professional services you procure, then for each response given I will ask you to consider what proportion of those services are sourced locally. (TO CLARIFY STATE THE FOLLOWING: Locally refers to the sub-regions, for example within Greater Manchester, Cumbria, Merseyside, Cheshire, Lancashire, or the region.)

2. Which financial and professional services does your organisation procure?

READ LIST, CODE ALL THAT APPLY

	A
	Banking Services
	1

	B
	Insurance and related services
	2

	C
	Auxiliary services e.g. fund management
	3

	D
	Real estate activities
	4

	E
	Legal activities e.g. solicitors, barristers
	5

	F
	Accountancy, book-keeping and auditing activities; tax consultancy
	6

	G
	Market research and public opinion polling
	7

	H
	Business and management consultancy
	8

	I
	Management activity of holding companies
	9

	J
	Architectural and engineering activities and related technical consultancy
	10

	K
	Technical testing and analysis
	11

	L
	Advertising
	12

	M
	Labour recruitment and provision of personnel
	13

	N
	Other (Please specify) 
	14


CATI NOTE: FOR ALL OF THE ABOVE SCRIPT SHOULD ROUTE TO RELEVANT SECTION. E.G. ‘BANKING SERVICES’ SHOULD ROUTE TO THAT SECTION AND ANY OTHERS THAT ARE CODED. PLEASE RANDOMISE IF MORE THAN ONE FROM LIST ARE SELECTED.

SECTION A – BANKING SERVICES

A1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to A2

	Less than a quarter
	2
	Go to A3

	Between a quarter and a half
	3
	Go to A3

	Between a half and three quarters
	4
	Go to A3

	Over three quarters
	5
	Go to A3


A2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

A3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

A4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION B – INSURANCE AND RELATED SERVICES

B1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to B2

	Less than a quarter
	2
	Go to B3

	Between a quarter and a half
	3
	Go to B3

	Between a half and three quarters
	4
	Go to B3

	Over three quarters
	5
	Go to B3


B2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

B3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

B4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION C – AUXILIARY SERVICES
C1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to C2

	Less than a quarter
	2
	Go to C3

	Between a quarter and a half
	3
	Go to C3

	Between a half and three quarters
	4
	Go to C3

	Over three quarters
	5
	Go to C3


C2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

C3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

C4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION D – REAL ESTATE ACTIVITIES
D1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to D2

	Less than a quarter
	2
	Go to D3

	Between a quarter and a half
	3
	Go to D3

	Between a half and three quarters
	4
	Go to D3

	Over three quarters
	5
	Go to D3


D2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

D3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

D4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION E – LEGAL ACTIVITIES
E1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to E2

	Less than a quarter
	2
	Go to E3

	Between a quarter and a half
	3
	Go to E3

	Between a half and three quarters
	4
	Go to E3

	Over three quarters
	5
	Go to E3


E2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

E3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

E4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION F – ACCOUNTANCY, BOOK-KEEPING AND AUDITING ACTIVITIES; TAX CONSULTANCY

F1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to F2

	Less than a quarter
	2
	Go to F3

	Between a quarter and a half
	3
	Go to F3

	Between a half and three quarters
	4
	Go to F3

	Over three quarters
	5
	Go to F3


F2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

F3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

F4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION G – MARKET RESEARCH AND PUBLIC OPINION POLLING

G1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to G2

	Less than a quarter
	2
	Go to G3

	Between a quarter and a half
	3
	Go to G3

	Between a half and three quarters
	4
	Go to G3

	Over three quarters
	5
	Go to G3


G2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

G3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

G4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION H – BUSINESS AND MANAGEMENT CONSULTANCY

H1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to H2

	Less than a quarter
	2
	Go to H3

	Between a quarter and a half
	3
	Go to H3

	Between a half and three quarters
	4
	Go to H3

	Over three quarters
	5
	Go to H3


H2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

H3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

H4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION I – MANAGEMENT ACTIVITY OF HOLDING COMPANIES

I1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to I2

	Less than a quarter
	2
	Go to I3

	Between a quarter and a half
	3
	Go to I3

	Between a half and three quarters
	4
	Go to I3

	Over three quarters
	5
	Go to I3


I2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

I3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

I4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION J – ARCHITECTURAL AND ENGINEERING ACTIVITIES AND RELATED TECHNICAL CONSULTANCY

J1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to J2

	Less than a quarter
	2
	Go to J3

	Between a quarter and a half
	3
	Go to J3

	Between a half and three quarters
	4
	Go to J3

	Over three quarters
	5
	Go to J3


J2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

J3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

J4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION K – TECHNICAL TESTING AND ANALYSIS

K1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to K2

	Less than a quarter
	2
	Go to K3

	Between a quarter and a half
	3
	Go to K3

	Between a half and three quarters
	4
	Go to K3

	Over three quarters
	5
	Go to K3


K2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

K3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

K4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION L – ADVERTISING

L1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to L2

	Less than a quarter
	2
	Go to L3

	Between a quarter and a half
	3
	Go to L3

	Between a half and three quarters
	4
	Go to L3

	Over three quarters
	5
	Go to L3


L2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

L3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

L4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


SECTION M – LABOUR RECRUITMENT AND PROVISION OF PERSONNEL

M1
Approximately what proportion of this service do you procure locally, i.e. within the sub-region or the region?

	None
	1
	Go to M2

	Less than a quarter
	2
	Go to M3

	Between a quarter and a half
	3
	Go to M3

	Between a half and three quarters
	4
	Go to M3

	Over three quarters
	5
	Go to M3


M2
Why do think your organisation doesn’t use local providers of this service? 

OPEN ENDED, PROBE FULLY, PROMPT IF NEEDED WITH LACK OF LOCAL PROVIDER KNOWLEDGE, COST CONSIDERATION, QUALITY OF PRODUCT LACKING, LOCAL PROVIDERS LESS RESPONSIVE, ACCESSIBILITY, LOW LEVEL OF SUPPORT, ISSUES OF RELIABILITY, LOW LEVEL OF EXPERTISE, ANYTHING ELSE’

M3
Could you please tell us where you procure these services from?

READ LIST, CODE ALL THAT APPLY

	East
	1

	East Midlands
	2

	London
	3

	North East
	4

	North West
	5

	Scotland
	6

	South East
	7

	South West
	8

	Wales
	9

	West Midlands
	10

	Yorkshire and Humberside
	11

	Outside the UK
	12


FOR EACH AREA MENTIONED, ASK 

M4
And how long have you been procuring from that area?

	In the last month
	1

	More than a month but in the last three months
	2

	More than three months but in the last 6 months
	3

	More than six months but in the last year
	4

	More than a year but in the last two years
	5

	More than 2 years
	6

	Don’t know (DO NOT READ OUT)
	7


FINAL SECTION

3.
Please rate the local providers of financial and professional services as either much worse, worse, about the same, better, or much better than national counterparts. 

READ OUT LIST RANDOMISE

	
	Much worse
	Worse
	About the same
	Better
	Much better
	Don't know

	Cost
	1
	2
	3
	4
	5
	6

	Quality of product
	1
	2
	3
	4
	5
	6

	Responsiveness
	1
	2
	3
	4
	5
	6

	Accessibility
	1
	2
	3
	4
	5
	6

	Support
	1
	2
	3
	4
	5
	6

	Reliability
	1
	2
	3
	4
	5
	6

	Level of expertise
	1
	2
	3
	4
	5
	6


4.
 Does the size of the project affect the likelihood of you using a local provider?

SINGLE CODE ONLY.
	Yes 
	1

	No 
	2

	DK (Do not read out)
	3


5. 
Do you have a formal procurement policy?

SINGLE CODE ONLY.
	Yes 
	1
	Go to 5a

	No 
	2
	Go to 6

	DK (Do not read out)
	3
	Go to 6


5a. 
Does this specifically address the issue of buying locally sourced services?

SINGLE CODE ONLY.
	Yes 
	1
	Go to 5b

	No 
	2
	Go to 6

	DK (Do not read out)
	3
	Go to 6


5b. 
Is your policy any of the following:

READ OUT LIST AND CODE ALL THAT APPLY

	The ‘best’ provider for the job irrespective of location
	1

	Whichever provider represents best value for money
	2

	The cheapest option
	3

	The use of an approved supplier list
	4

	‘Other’

Please specify
	5


6.
At what level are your procurement decisions taken

READ OUT LIST 

	Procurement decisions are taken locally
	1

	Procurement decisions are taken regionally
	2

	Procurement decisions are taken nationally
	3

	Procurement decisions are taken internationally
	4


7.
 Do you or your department have sole responsibility for procurement?

SINGLE CODE ONLY.
	Yes 
	1
	Go to 7a

	No 
	2
	Go to 7b

	DK (Do not read out)
	3
	Go to 7c


7a. 
Has this always been the case?

SINGLE CODE ONLY.
	Yes 
	1
	Go to 9

	No 
	2
	Go to 7c

	DK (Do not read out)
	3
	Go to 7c


7b. 
Who else has a say in procurement practices?

	Other department managers
	1

	Senior management
	2

	Any other member of staff
	3

	Members of the Board
	4

	Directors
	5

	Other (please specify)
	6


7c.
How have your purchasing habits changed over the past 5 years?


PROBE FULLY

ASK Q8 IF ‘NO’ AT Q7 OTHERWISE GO TO BUSINESS SECTION

8. 
You say that other people have input into the decision making process, do you think that reduces the amount of services you can procure locally?

SINGLE CODE ONLY.
	Yes 
	1
	Go to Business Section

	No 
	2
	Go to 9

	DK (Do not read out)
	3
	Go to Business Section


9. What might encourage you to purchase or purchase more financial and professional services locally?


PROBE FULLY

BUSINESS SECTION

I would now like to ask you some general questions about your business.

10a.
I have [CATI: INSERT SIC DESCRIPTION ON DATABASE] as a general classification for your business. Does this sound about right?

	Yes


	1
	GO TO Q11

	No


	2
	GO TO Q10B

	DK


	3
	GO TO Q10B

	NA


	4
	GO TO Q10B


(CATI: IF ‘NO SIC DESCRIPTION ON DATABASE’, ‘NO’, ‘DK’ OR ‘NA’, GO TO Q10B)

10b.
What is your main business activity? 

PROBE AS NECESSARY: What is the main product or service of this establishment? What exactly is made or done at this establishment? What material or machinery does that involve using?


PROBE FULLY

11.
 How many years has this firm been trading? This includes under all ownerships and all legal statuses. PROMPTED ONLY IF NECESSARY. SINGLE RESPONSE
	Less Than One
	1

	One
	2

	Two
	3

	Three
	4

	Four
	5

	Five
	6

	6 - 10 years
	7

	11 - 20 years
	8

	More than 20 years
	9

	DK
	10

	NA
	11

	Refused
	12


12.
Could you please state which of these employee size bands the business falls into?

	0 employee
	1

	1-9 employees
	2

	10-49 employees
	3

	50 - 199 employees
	4

	200-249 employees
	5

	250+ employees
	6

	Don’t know
	7

	Refused
	8


13.
Could you please state which corporate status best describes your business?

	Independent company
	1

	Intermediate parent
	2

	Subsidiary
	3

	Ultimate parent
	4

	Don’t know
	5

	Other (please specify)
	6


14.
Could you please state which of the following best describes your legal status?

	Private limited
	1

	Private unlimited 
	2

	Private unlimited company
	3

	Private, limited without share capital
	4

	Private, limited by guarantee, without share capital
	5

	Public limited company
	6

	‘Other’ (please specify)
	7

	Don’t know
	8


15. 
Thank you very much for your help today, do you have any additional comments you would like to make on any of the topics discussed today? 

. 
Please can you tell us your comments?


PROBE FULLY

16. As part of this research work we are also undertaking individual interviews with businesses in order to fully understand the findings from this survey work. Is this something you or a colleague would be willing to take part in? 

SINGLE CODE ONLY.
	Yes 
	1
	Fill in below

	No 
	2
	Thank and close


Name…………………………………………………………

Job title……………………………………………………….

Phone number………………………………………………..

Preferred time to be contacted……………………………..


Email address…………………………………………………

CATI: CODE THE FOLLOWING FROM THE DATABASE:

Number of employees:

	1 to 10
	1

	11 to 49
	2

	50 to 199
	3

	200+
	4


Industrial Section:

	Banking finance and insurance etc 
	1

	Manufacturing 
	2

	Distribution, hotels and restaurants 
	3

	Construction 
	4

	Public admin 
	5

	Transport & communications 
	6

	Other 
	7


6.4  Appendix 4: Business Profile





Age of business





The vast majority of respondents to this survey have been trading for a substantial period of time, with three quarters (74.9% or 325) having traded for over 11 years (this includes under all ownerships and legal statuses). Over half (50.9% or 221) of all respondents have been trading for over 20 years.





15.4% (67) of respondents have been trading for between six and ten years, 6% (26) for between three and five years, and 2.3% (10) between one and two years.





Figure 19: Age of business


�











Size of business





Over half of the respondents (56% or 243) have less than 50 employees, a quarter have between one and ten (25.1% or 109) and under a third (30.9% or 134) have between 11 and 49 employees. Under half have over 50 employees, a quarter have between 50 and 199 (25.6% or 111) and 17.5% (or 76) have over 200 employees. 





In total, less than 1% either refused to state the size of their business or they did not know (0.7% or 3 refused and 0.2% or 1 don’t know).








Figure 20: Size of business
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Corporate status





Nearly two thirds (66.1% or 287) defined their business as an independent company. Almost one in five (17.1% or 74) stated that they were a subsidiary of a larger organisation. 8.4% (36) defined themselves as ‘other’. There seems to have been some confusion over the distinction between corporate status and legal status, with many respondents answering “limited by guarantee” when asked to elaborate on their ‘other’ response.





Figure 21: Corporate status of business
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Legal status





Nearly two thirds (64.5% or 280) defined their business as a private limited company. One in five (20% or 87) stated that they were a private company limited by guarantee without share capital. 7.4% (32) defined themselves as a public limited company. 2.4% (10) stated that they were either non-profit or a charity, again suggesting some confusion as non-profit organisations are typically private companies limited by guarantee without share capital.





Figure 22: Legal status of business
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Location





The split in locations of businesses who responded to this survey is closely aligned with official figures. The percentage of respondents from each of the five sub-regions is broadly in line with ABI statistics on number of business units (as of 2006).








Figure 23: business location
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� Much of the information contained within this baseline is taken from the Manchester Independent Economic Review: Economic Baseline- Business 


http://www.manchester-review.org.uk/economicbaseline/


� Forecast information is taken from Oxford Economics’ Forecasting Model, 2007 & 2008 updates.


� Latest actual figures in the model are for 2006.


�Commissioning and local Government’s Supply Chain by Nick Sharman http://www.solace.org.uk/documents/sfi/SFI%20-%20Efficient%20local%20government%20June%2008.pdf


� Curran and Blackburn, 1994; NAO, 2004


� Loader, 2005


� Enterprise churn refers to the total entry plus exit rate of enterprises.





� � HYPERLINK "http://www.britishchambers.org.uk/6798219245524076281/the-business-network-online.html" ��http://www.britishchambers.org.uk/6798219245524076281/the-business-network-online.html�





� The FSB’s keep trade local campaign refers specifically to retailers, though the scheme could easily be expanded to include all service providers.





� HYPERLINK "http://www.fsb.org.uk/default.aspx?id=223&loc=103&re=default.asp" ��http://www.fsb.org.uk/default.aspx?id=223&loc=103&re=default.asp�








� Manchester Independent Economic Review Trade Survey


� Use caution when comparing the different services due to the varying bases, which are as follows: Banking Services (356); Accountancy (352); Insurance and related services (328); Legal activities (277); Labour recruitment and provision of personnel (198); Advertising (160); Architectural and engineering activities (81); Technical testing and analysis (67); Business and management consultancy (66).





� For the purpose of focusing analysis only those services which are procured by 10% or more of respondents are detailed in the main report.


� Where the base is 5 or less, figures are not given, i.e. for labour recruitment, technical testing and analysis and architectural services


� Analysing the findings from this question by employee size band revealed no discernible difference in how businesses rated local providers compared with national providers. Micro businesses rated local providers worse in terms of cost but the difference was marginal.


� Transport and communications is not compared with the other industrial groups as only 4 respondents fell into this category.


� As with the analysis of all respondents, only those services which are procured by 10% or more of respondents (for each size band)  are detailed in the report.


� The chest is the north west's public sector procurement portal


http://www.nwce.gov.uk/the-chest/default.php


� The CPC has 418 colleges in its membership, these being located in a number of different regions throughout England and Scotland. � HYPERLINK "http://www.cpc.salford.ac.uk/" ��http://www.cpc.salford.ac.uk/�


� Only those services which are procured by 10% or more of respondents are detailed in the sub-regional analysis. Where 10% accounts for less than 10 respondents no information is provided. For example in Cumbria, 11.1% of businesses procure auxiliary services, however due to Cumbria’s low base this only represents 4 responses.
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