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Did anything go wrong?

No
 The world just changed
 The regulators view changed
 The governments stance changed
 Inspection came

 The relationship with our customers 
changed

The private sector showed the way

What happened to the outside world

 BAA decided to have one type of Toilet at 
Heathrow - Egan

 Tesco’s, Asda & Sainsbury applied the supply 
chain management of Kenyan green beans to 
building and maintaining superstores.

 MacDonald's thought it would be a good idea 
to build burger bars in 4 weeks not  8 months.

 Someone told the government

The Government, remember?

These are the same people who:-
 Went 6x over the budget for the Scottish 

parliament
 Went 3x over budget on on Portcullis House 

for Westminster MP’s
 Spent £500m on an NHS IT system that never 

worked
 And £1bn on Airborne EW radar that could not 

distinguish waves from ships.

In short its easy to say but 
hard to do!

What is Efficient Procurement?

 It is not Lowest Price!
 It is: acquisition of goods and services by most 

economically advantageous means taking into 
account:
 Total cost of ownership
 Quality 
 Service
 Delivery
 Equal opportunities
 Environment
 Process costs
 Social Inclusion

What does success look Like

 True partnership between all parties where 
each others needs are met

 Long-term cost control
 A significant market presence – big enough to 

wield influence and get things done
 A supply chain that is geared up to met your 

needs
 An ability to be flexible and meet customer 

choice, local labour needs and regeneration.
 True spirit of joint working and ownership of 

problems.
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Adapted from “Information Architects,” Richard Saul Wurman, editor, 1994 and Price Waterhouse, 1999.
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What are the other issues that 
impact

 Short-termism, we have the contracting 
culture that we created, contractors also 
have to plan and invest to improve?

 Labour supply – Its everyone's problem, 
short term decisions have massive long-
term aspects.

Working in partnership – other 
RSL’s/Contractors do we really 
understand what it means.

Efficiency Continuum
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and materials, managing 
The supply chain
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on a traditional model

Partnering

Collective purchasing
Owning the labour and 
managing the supply chain

As it is now

Sub-Contractors

Contractor
/Co-ordinator

Customers

Landlord

Labour
Supply

Supply
Chain

As it should be to maximise
efficiency

Customer

Landlord

Labour

Supply

Benefits
•Control of Supply Chain
•Control of Labour
•Quality
•Regeneration

What and how

To consort or not, that is the 
question.
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The Challenges

 Understanding the current environment, the future and putting in
place a strategy – Awareness and Executive will!

 Alone even the biggest would struggle to achieve market position
and cost control – remember Tesco

 The private sector needs change as much as we do, they have 
often tailored their operations to meet your requirements not the 
most efficient.

 Culturally and operationally working with other RSL’s is difficult, 
and initially harder than not changing at all.

 Lots of potential solutions what is the correct one for me.
 Setting up Intelligent supply and management systems is not 

easy.
 Taking on more risk?

Open Book

For 
 It’s a more proactive relationship

Against
 Do you understand what's in the book
 Not leveraging in volume
 Dose it foster long-term relationship which encourages 

investment
 Control remains with the contractor, where is the 

incentive to understand and control the supply chain
 How does it impact upon labour supply.

Partnering

For 
 Can deliver a long-term relationship and allow both parties to 

invest
 It can be based on performance KPI’s that allow quality control 

and improvement
 Can agree to share long-term supply chain gains

Against
 In isolation can you effectively manage the relationship
 Not leveraging in volume or communal knowledge
 Control remains with the contractor, although you can incentivise

this part of the relationship, the contractor retains control and 
therefore the information.

 How does it impact upon labour supply?

Collective purchasing
Labour/Supply

Currently 3 main models in the 
marketplace which most procurement 
consortia are using to develop their own.

 PfH, PFA, F21, - whilst all trying to 
achieve the same thing they have 
approached the problem in slightly 
different ways.

 Which is the best?

Procurement for All

NHMF
Consolidation of 
Programmes &

Negotiation of Deals

Member
RSL

Member
RSL

Member
RSL

National 
Deals

Materials Materials

PFA

 Seeks to bring RSL’s together on a national 
scale. For both supply and installation

 On a platform that is open to all 
 Split materials and installation deals, but also 

includes choice across items and 
specifications.

 Has sought through contract negotiations to 
include a whole range of KPI/Training and 
other indicators as well as extended customer 
choice.
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PfH Model

Commodities 
Office supplies, energy, 
telecomms,Materials
for Repair

Labour based services 
Contractors, Installation, 
janitorial services, gardening, 
professional services

Local 
Consortium

Gua rantee d 

Volumes 

Work Scheduling
Compe titive Pricing

Centra l Billing

PfH

 National deals for the supply of materials including 
responsive maintenance through provision a charge 
card system with wholesalers

 Has the backing of governing bodies and track record 
of delivering commodities across the sector, 

 Key skills in procurement and management of 
procurement streams with a full IT infrastructure and 
central billing system

 Over 350 members with a T/O of millions per month
 Not involved in the attempted supply of installers, 

reliant on local consortia.

Client

Partner

Installers

Partner

Suppliers

RELATIONSHIP 
MODEL

The model developed by 

Fusion21 allows clients to 

identify and manage costs

directly and more effectively

Its allows the client to monitor 

& manage service & 

productivity of contractors and 

supply chain directly

It also maximises direct 

employment of labour - thus 
increasing opportunities for 

Fusion21 Skills

And it supports SME’s – the 

90% + of construction 

businesses

Fusion 21

 Regional deals [Merseyside] for both supply of 
materials and installers

 Directly manages the integration of the 
programme

 Directly controls the training of new labour and 
regulates its introduction to installers

 Purpose built web based procurement and 
project management IT infrastructure

Which is the Best

 In their aims they are so close that they are 
indistinguishable

 Collective procurement delivering better value, that allows 
an impact on local circumstance.

 PFA & PFH are national procurement deals in 
search of local delivery, F21 is a local deal in 
search of a national procurement deal.

 The thing that binds them is procurement
 The thing that differentiates them is about local 

choice.
 The two can co-exist.

Conclusion

 There is no correct solution for the sector as a whole , 
the right one for you is a balance between 
ability/risk/reward

 Going it alone is clearly not a viable option medium to 
long-term

 The areas which pay off most are:-
 Long-term relationships
 Investing in the labour supply
 Working collaboratively 

 The thing the sector needs the most is to maximise its 
market position, it needs one national supply and 
procurement system.


