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Proposed functional activities of the Hub and associated benefits 
for the Council
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• Setting the overarching procurement strategies through collaboration,

engagement and support of departments.

• Defining and implementing Category Management approaches.

Each spend category will be assigned a manager who will be the main point

of contact with the directorates and ensure that all category targets are met.

• Requires close working with the services to understand the desired

outcomes as well as a deep knowledge of the market place and trends.

• Maintaining close working relationships between Procurement and key

stakeholders from the departments.

• Enables a strategic view of supply markets and services, supporting market

development and collaboration.

• It is estimated that by employing a category management approach to

spend organisations can reduce spend by 10 – 20%.

• Facilitates a holistic view of spend within the centre which will help to reduce

silo’d working, enable greater social value and aid the implementation of

category and commercial strategies.

• Ensures that key stakeholders are represented at all times to create a

balance between service delivery excellence and commercial excellence.

• Procurement process & methodology.

• Defining, implementing and rolling out a strategic sourcing process,

including standardised Procurement Governance Process across the

organisation.

• Project Management of OJEU procurements, support to middle tier

procurements and visibility of self-serve activities (tiered based on value and

complexity).

• Standardised governance and processes ensures tighter control and greater

visibility of total spend across the council.

• Supports better use of resource where there is variation in procurement

activity levels.

• Full support around OJEU contracts ensures the council is making informed,

risk based commercial and service based decisions in high areas of spend,

whilst also operating within relevant regulatory parameters.
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• Providing guidance on creating and managing KPIs

• Tracking performance of highest tier contracts and feeding back intel to the

service as well as procurement and category leads within the hub to inform

future commercial activity

• Supplier Relationship Management (SRM): Defining, implementing and

rolling out a Supplier Relationship Management (SRM) approach across the

organisation

• By having strategic relationships with suppliers the council can encourage

innovative working and continuous improvement, working with the supply

place to drive better value for money.

• As the Council moves away from transactional spend and the supply base is

consolidated, remaining suppliers can be tiered by spend / importance and a

structure created to determine how they should be managed i.e.

governance structures and performance reporting.

• This enables the Council to be a more intelligent buyer.

Functional Activities Benefits of Inclusion
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• Maintaining procurement supporting systems and procurement tools &

templates

• Maintaining contracts register and forward procurement plan and providing

analytical support such as spend analysis.

• Monitoring overall procurement performance and conducting KPI and

savings reporting and reporting against procurement plan.

• A well designed procurement system sets the foundation from which

seamless processes can be constructed as well as providing services with

access to high quality 3rd party spend data that can support and drive

evidence-based decision making.

• An end-to-end system allows spend to be monitored through tracking

contract baselines and PO compliance as well as adoption of uniform

templates and governance across the organisation.

• Analytics are used to highlight opportunities and trends that would have

otherwise been invisible.
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Proposed Structure of the Hub

Category Lead -
Place

Category Lead 
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Category Lead 
- People

Head of Commercial Hub

Commercial 
Manager

West London 

Alliance

London 

Heads of 

Procurement

West London 

Alliance

Procurement 
Operations 
Manager

Procurement 
Project 
Officer

Commercial 
Manager

Commercial 
Manager

Commercial 
Manager

Procurement 
Project 
Officer

Procurement 
Apprentice

Procurement 
Project 
Officer

Schools 
Procurement 

Officer*

Commercial 
Manager

* Potential future position based on request from schools for a post within the Council offering
commercial advice which would be funded either by top slice / re-charge / subscription etc.
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Category Lead

Key Skills & Experience for each role within the Hub

• Strong, dynamic leader & 

manager

• Commissioning, Category 

Management and Market 

Shaping

• Supplier Relationship and 

Contract Management

• Category specific knowledge

• Commercial negotiator

• Stakeholder Relationship 

Management / Coaching

• Service delivery

• Change Management

• High level of emotional 

intelligence

• Business Case development

• Financial Management

• Strategic & analytical thinking

• Political awareness

• Public/Private Background

• High level full procurement 

cycle knowledge

• MCIPS & Relevant Degree

This component focuses on working with services to both i) 

understand current needs and market gaps as well as ii) 

developing market insights and building relationships with 

suppliers based around the future needs and plans of strategic 

commissioners. Approaching on a category basis allows 

service focused experts to seek innovation from the supply 

base by conducting market research, and support shaping and 

building the market.

Category Management (incl. Market Shaping)

Commercial Managers

• Supplier Relationship and 

Contract Management

• Commercial negotiator

• Stakeholder Relationship 

Management / Coaching

• Performance/Quality 

Management 

• Dispute Handling and 

Resolution

• Strategic thinking

• Contractual development 

• Continuous improvement & 

Change Management

• Risk Management

• Cost/Benefit & Data analysis

• Financial Management

• Good Presentation and 

Communication skills

• Public/Private Background

• MCIPS / IACCM & Degree / 

Professional Development

Contracts will be tiered based on value and complexity and the 

hub will provide commercial support to the Tier 1 contracts, 

working in conjunction with the relevant tiers of stakeholders in 

the services to provide commercial management of contractual 

relationships e.g. with KPIs and obligation management. 

Working with the services in this way on an ongoing basis will 

help inform future category management and contract 

commercial strategies 

Contract Management & Commercial Input
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Procurement Operations Manager

Key Skills & Experience for each role within the Hub

• Operational management

• Strategic Sourcing, Project & 

Programme Management

• eProcurement, systems, 

process and governance 

development

• Service performance 

management & reporting

• Commercial awareness

• Specification, contract drafting, 

pricing and evaluation Models

• Risk Management

• Data and Financial analysis

• Good Presentation and 

Communication skills

• Stakeholder Relationship 

Management / Coaching

• EU / Public Sector Regulations

• Working towards MCIPS & 

Degree / Professional 

Development

This component of the proposed service 

offering provides the platforms, reports and 

data to support the services and the corporate 

teams on all other elements, including 

managing / collating MI from systems such as 

Due North, Business World and Care Place to 

help drive decision making and ensure value 

on an on-going basis. As a base, a robust 

contracts register is required. 

Systems & MI

Full procurement project management support 

for over OJEU (above £1m works) contracts, 

ensuring commercially innovative and legally 

compliant procurements to drive value from 

contracts at the outset. Project management 

below OJEU levels will be tiered based on 

value to determine the hub’s involvement i.e. 

oversight only for >£75k and self-serve <£75k.

Procurement Project Management
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Procurement Project Officers

Key Skills & Experience for each role within the Hub

• Strategic Sourcing

• eProcurement

• Project & Programme 

Management

• Commercial awareness

• Specification, contract 

drafting, pricing and 

evaluation Models

• Attention to detail

• Risk Management

• Data and Financial analysis

• Good Presentation and 

Communication skills

• Stakeholder Relationship 

Management / Coaching

• EU / Public Sector Regulations

• Legal Awareness

• Working towards MCIPS

Full procurement project management support for over 

OJEU (above £1m works) contracts, ensuring 

commercially innovative and legally compliant 

procurements to drive value from contracts at the outset. 

Project management below OJEU levels will be tiered 

based on value to determine the hub’s involvement i.e. 

oversight only for >£75k and self-serve <£75k.

Procurement Project Management
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Schools Category Analysis (16-17 Spend)
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Contact Information

Commercial & Procurement

London Borough of Ealing, 

3rd Floor Perceval House, 

14-16 Uxbridge Road, 

Ealing, 

London, 

W5 2HL.

procurement@ealing.gov.uk

0208 825 5000


