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City firms lay bare
their buying plans

By Richard Tyler

EVER wondered why the big
comparty buyer sitting across the
table has agreed 1o meet?

Several dozen small businesses
tried to hnd out exactly that at a
recent “meet the buyer™
networking event designed to help
them win contracts with City
COTTIPATIES.

The banks, law firms and
construction companies at the
event, which was organised by The
City of London Corporation, all
ademitted that small irms were
often dizcouraged by the demands
they placed on those tendering for
work. But they offered some tips
on how to get a foot in the door.

.Iuliﬂn,";ﬁﬂey Crarwell,
procurerrent manager from
wnternational law frm Clifford
Chance, is part of team that spends
hundreds of millions of pounds
each year.

He said the hirm gave gnints b0
small and medinm-size
enterprises (SMEs) applying for
appropriate contracts if they came
from the local area underits
corporate social responsibility
1t atives.

“We would Like to see at least
1pe of our supply chain over the
next two years be provided by
small, local companies,” said My
Ashley Cranwell. At present the
percentage is between Spe and
10pe, he said.

“Itis to help us meet our
corporate social responsibility
objectives. We manage our supply
chain in ways that improve
supplier diversity, support local
suppliers and communities where

we can, and encourage our
suppliers o set environmental
abjectives and perform against
therm.”

He added: “Smaller companies
often give up if the process appears
onerows. What we would encourage
them to do is explain to us that
they are a small comparny and have
potentially 8 unigue offering”

There is a rade off, Clifford
Chance does not hesitate about
employment policies and general
]E"‘-‘E-'li of legal L'ti'nemp]jﬁ. All
suppliers complete a -
scﬁ'-pussessmer[ft spreudshee?ﬁﬁt
probes for everyting from the
gender and ethaicity make-up of
the management team to evidence
of appreaticeship programemes and
whether certain emvironmental
standards have been met

“If a firm is supplying us and is
largely managed by women or from
a dverse ethnic ownershap we
would give them every chance. It's
ametric that has some value,” said
Mr Ashley Cranwell. “Firms that
make no effort and don't have any
sort of story would not be looked
upon fmvourably.”

Daniel O'Kelly, a buyer at
Skanska Private, takes a different
stance. He said that after a tough
period the compary was
“refocusing” its supply base and
was keen to hear from suppliers to
improve competition for work. “We
want to refocus our supply base
and increase value for ourselves
and our clients,” he smd. “The
more suppliers you can see the
more you can rehine. And the more
competiion there is the more
value there is.”

My O'Eelly said itwas tough for

0, e AL,

«-'.'t'l'l

i.‘j.IJ.‘l"

LR AR rF .0

AFFTRLLLT) T

FTTrIrRL L '
Trerre. FA
$f{FTEE J 4

Jaee B

8/ 7 N

;i‘f
-
&

TTILL

You simply can't beat
meeting face-toface

Futh Cannir, left, of Canning and
Sheridan Irtariors, & tryindto builkd the
cuistomer basa of her Southw ark-
based bisiness “l have done one
befora that did not yield anything.
Iwill have to see” she said as she
prapares to sit down with a buyer
from ke firm Barwin Leighton
Faisner. “Ifyou are a small business it
can be quite difficut. You really don't
know whoto contact. 1can't afford to
by the databeses” she said Sowas
the £50 entrance feo worth it?

“It's the faceto-face, the meeting the
right pecple” she saicl I want to take
it to the nesxt stage. Everyone racsives
sormany emailsthesa days. They st
cefete them”

small hrms to get on approved lists
of Sup[_Jl].:iE-'l'S. “Arny big organisatdon
gets cold calling all the time We
rmight get 10 a day,” he said, before
advising: *“Try to had an angle so
you can differentiate yourself from
the competition.”

Stephen Cook, head of facilities
management at Kritish Arab
Commercial Bank, is also more
rmatter of fact. He buys everything
from photocopier paper to security
services in three-year contract

reles and looks for a combination

quality, price, service and
emvironmental impact.

“There's been a big push in the
last five years to become green,”
he says. However, Mr Cook adds
another dimension to his buying
strate,_uil: reputation. He regularly
meets hus peers at other City
businesses to share information
or s-.q?z iers. 1 ask who are you
using? Areyou happy with them?
Give me their card,” he said. “To
be honest, more often than not I
nn.g have to pick up the phone
and ask enpﬁe in the industry
about whe is good and who is
bad.™



