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Abstract: This report summarises collective insights from a carefully selected group of leaders within 
Dynamo’s network, alongside invited stakeholders, following a Leadership Forum exploring how public sector 
procurement can better support local businesses, stimulate innovation, and maximise social value. It concludes 
with actionable recommendations to help shape future procurement policy and practice across the North East of 
England and beyond. 
 
 
 
  
 
 
 
 
  
About Dynamo North East C.I.C.   
Dynamo is the largest business network organisation for the tech sector in the North East of England, comprising 
over 120 member organisations that employ more than 15,000 people in tech-related roles. Contributors support 
Dynamo’s not-for-profit mission to strengthen the tech ecosystem.   
  
Dynamo supports its members by delivering a variety of purposeful events that offer exposure, advocate for the 
North East of England’s tech sector, and encourage knowledge exchange and collaboration across the 
ecosystem.  
  
Find out more by visiting: www.dynamonortheast.co.uk   
  
 
About Dynamo Leadership Forums  
Dynamo Leadership Forums are focused on working directly with tech industry stakeholders to understand their 
views on a specific topic or issue in real time. The forums provide a pulse on how organisations of all types and 
sizes are feeling about changes in the tech sector.  
  
The output of the Leadership Forums is short reports that highlight sentiment on a theme and potential next steps 
to overcome challenges or embrace opportunities. Given Dynamo’s geographic focus – the North East of 
England – some of the feeling is grounded in the local region, but much is transferable to wider UK geographies. 
The output should be useful to local and national policymakers, providing a short but insightful view of what is 
currently affecting the UK’s tech sector.     

http://www.dynamonortheast.co.uk/
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Executive Summary 
 
The Dynamo Leadership Forum, Reimagining Procurement and Social Value, brought 
together stakeholders from across the public, private and voluntary sectors to explore how 
public procurement can better support regional economic growth, innovation and social 
value across the North East of England. 
 
This report captures the principal insights from those discussions and presents three 
recommendations designed to strengthen procurement practice, encourage innovation, and 
maximise the economic and social value created through public sector investment. 
 
The following three recommendations are proposed: 
 

• Recommendation One: Strengthen engagement between commissioners and the 
regional technology sector.  
 

• Recommendation Two: Support the testing and adoption of technology-led 
innovation.  
 

• Recommendation Three: Strengthen the evidence base for procurement and social 
value.  

 
The Leadership Forum highlighted that public procurement has the potential to act as a 
strategic tool for supporting local economies, strengthening regional supply chains, and 
creating greater opportunities for North East businesses. Participants recognised that 
achieving this potential depends upon procurement approaches that are more accessible, 
proportionate and collaborative, while making better use of the region's existing capabilities 
and capacity for innovation. 
 
Participants also emphasised the importance of earlier engagement between commissioners 
and suppliers, stronger support for businesses seeking to access public sector opportunities, 
and a more consistent approach to embedding and delivering social value throughout the 
procurement lifecycle. Collaboration between public sector organisations, businesses and 
regional partners was viewed as essential to creating procurement approaches that deliver 
lasting economic and social benefit. 
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1.0) Introduction 
 
On Friday 10 July 2026, leaders and stakeholders from across the public, private and 
voluntary sectors met to discuss the role of public procurement in supporting economic 
growth, innovation and social value across the North East of England.  
 
Convened by Dynamo North East C.I.C., the purpose of this Leadership Forum was to 
explore how public procurement can create greater opportunities for regional businesses 
while delivering wider economic and social benefits. The event provided a platform for in-
depth discussion across three interconnected themes: 
 

1. Public Procurement and the Local Economy  
2. Business Support and Access to Contracts  
3. Innovation and Social Value  

 
These themes were explored through a series of structured roundtable discussions before 
participants came together to share the key insights and reflections emerging from each 
conversation. This report captures the principal insights and recommendations arising from 
those discussions. 
 
This document is not intended to provide a comprehensive review of public procurement 
policy or legislation. Such guidance and analysis already exist. Instead, this report adopts a 
practical, discussion-led perspective, reflecting the current opportunities and challenges 
identified through the discussions. It presents a collective view of the issues considered most 
significant in strengthening local economies, supporting innovation and delivering meaningful 
social value through public procurement. 
 
The report captures the collective voice of participants at the Dynamo Leadership Forum and 
represents the broad themes emerging from the discussions at that point in time. Individual 
comments are not attributed, although attendees are acknowledged elsewhere in this 
document. Dynamo North East C.I.C. extends its sincere thanks to everyone who 
contributed their time, expertise and insights throughout the event. 
 
A consistent theme throughout the discussions was that public procurement should be 
recognised as more than a mechanism for purchasing goods and services. Participants 
viewed procurement as a strategic tool for supporting economic growth, innovation and 
social value across the North East. Realising this potential will depend upon continued 
collaboration between commissioners, businesses and regional partners, alongside 
procurement approaches that reflect regional capability and evolving community needs. 
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2.0) Discussion Topics 
 

2.1) Theme 1: Public Procurement and the Local Economy 
 
The first theme explored the relationship between public procurement and the local 
economy, focusing on how procurement can create greater opportunities for regional 
businesses while delivering wider economic and social benefits.  
 
Participants considered both the role procurement can play in supporting local growth and 
the changes public sector organisations could make to encourage greater participation from 
small and medium-sized enterprises (SMEs). Two questions guided the discussion: 
 

1. How can public procurement be used to underpin a strong local economy?  
 

2. What should public sector bodies stop doing to encourage more local small 
business participation?  
 

As with each theme, these questions were initially explored through roundtable discussions 
before the key themes and reflections were shared with the wider group. 
 
2.1.1) How can public procurement be used to underpin a strong local 
economy? 
 
Participants recognised that public procurement has a significant role to play in 
strengthening local economies, but only if procurement processes are deliberately designed 
to create opportunities for local businesses rather than simply achieving compliance or 
securing the lowest cost. There was broad recognition that the existing legislative framework 
already provides sufficient flexibility to support local growth through transparent and fair 
procurement practices. However, many felt that public sector organisations could make 
greater use of these mechanisms by embedding local economic outcomes and social value 
considerations from the outset of the procurement lifecycle, rather than treating them as 
considerations that are introduced once procurement decisions have already been made. 
 
Despite this, participants noted that procurement processes continue to present significant 
barriers for many SMEs. Complex bidding requirements, inconsistent approaches across 
contracting authorities, and continued reliance on large framework agreements were all 
identified as factors that can limit participation from smaller organisations. Participants felt 
that simplifying procurement processes, introducing greater consistency between public 
bodies, breaking larger contracts into smaller lots where appropriate, and providing clearer 
guidance and constructive feedback to unsuccessful bidders would make procurement more 
accessible and enable a broader range of local businesses to compete. Participants also 
highlighted the importance of improving procurement awareness and capability, ensuring 
businesses have a clearer understanding of procurement processes and are better equipped 
to compete for public sector opportunities. 
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The importance of strengthening local supply chains emerged as another key theme. 
Participants believed procurement should be used more deliberately to retain economic 
value within the region by strengthening local supply chains wherever appropriate. Rather 
than placing greater emphasis on organisational size or national reach, procurement should 
better recognise the capabilities, specialist expertise, and innovative capacity that exist 
within local markets. Early engagement with suppliers and a stronger understanding of 
regional business capability were seen as essential to designing procurement opportunities 
that reflect local capacity while supporting business growth, innovation, and economic 
resilience. 
 
The discussion also highlighted the growing importance of social value within public 
procurement, although participants acknowledged that its application remains inconsistent. 
Many observed that the concept has matured considerably in recent years, but both 
commissioners and suppliers would benefit from clearer expectations about what meaningful 
social value looks like in practice. Rather than viewing social value as a discrete scoring 
criterion, participants encouraged contracting authorities to embed it throughout the 
procurement and contract management lifecycle, ensuring commitments made during 
procurement are monitored, delivered, and evidenced over time. There was also a clear view 
that social value should become more outcome-focused, allowing suppliers the flexibility to 
respond to local priorities while delivering measurable economic, social, and environmental 
benefits.  
 
Taken together, the discussion reinforced the view that public procurement should be 
recognised as a strategic tool for regional development rather than solely a mechanism for 
purchasing goods and services. Participants consistently highlighted the importance of 
stronger collaboration between contracting authorities and the business community, 
supported by earlier market engagement, clearer communication, and more consistent 
feedback throughout the procurement process.  
 
Collectively, there was a clear sense that a more accessible, transparent, and locally 
focused approach to procurement would not only increase participation from regional 
businesses but also strengthen supply chains, encourage innovation, and maximise the 
long-term economic value generated through public investment. 
 
2.1.2) What should public sector bodies stop doing to encourage more 
local small business participation?  
 
Participants recognised that many of the barriers facing SMEs are not created by 
procurement legislation itself, but by the way procurement is interpreted and implemented. 
While there was broad acknowledgement that public bodies must operate within robust 
governance and regulatory frameworks, many felt that organisations have become 
increasingly risk-averse, resulting in processes that are often more complex than necessary. 
Participants suggested that increasing SME participation requires a shift away from a culture 
centred on procedural compliance towards one that places greater emphasis on achieving 
successful outcomes. 
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A recurring theme was the need for public sector organisations to stop treating every 
procurement exercise as though it carries the same level of risk. Participants questioned the 
routine application of high financial thresholds, extensive insurance requirements, and 
standardised pre-qualification criteria regardless of contract size or complexity. Many felt 
these requirements can unintentionally exclude smaller businesses that possess the 
necessary expertise and capacity to deliver. Instead, procurement should adopt a more 
proportionate approach, with requirements reflecting the nature of the contract rather than 
relying on long-established procurement practices or standard templates. 
 
Participants also highlighted the importance of moving away from transactional relationships 
with suppliers. Many observed that engagement with the market often begins only once a 
procurement opportunity has been published, leaving little opportunity for businesses to 
understand requirements or influence how contracts are designed. Earlier dialogue with 
suppliers, greater use of market engagement events, and more open conversations about 
future procurement pipelines were viewed as essential to creating a more competitive, 
responsive, and accessible supplier market. There was also support for encouraging 
collaborative bidding models, allowing smaller businesses to work together where individual 
organisations may lack the scale to compete independently. 
 
Another area of discussion centred on communication and transparency throughout the 
procurement process. Participants felt that procurement language can often be 
unnecessarily technical, making opportunities appear inaccessible to organisations without 
dedicated bid-writing or procurement expertise. Similarly, feedback provided following 
unsuccessful bids was frequently described as too limited to support future improvement. 
Many believed that clearer communication, more meaningful feedback, and greater 
openness about evaluation criteria would help businesses develop confidence, improve 
future submissions, and remain engaged with public sector opportunities. 
 
Overall, participants concluded that increasing SME participation requires more than 
simplifying procurement processes. It also requires a shift in organisational culture, with 
procurement viewed as a means of developing markets, strengthening supplier capability, 
and building long-term relationships alongside securing value for money. Participants 
believed that by placing greater emphasis on collaboration, proportionality, and 
transparency, public sector organisations would be better positioned to unlock the full 
potential of regional businesses while achieving better long-term outcomes through 
procurement. 
 
 

2.2) Theme 2: Business Support and Access to Contracts 
 
Building on the discussion around procurement processes, the second theme explored how 
businesses can be better equipped to access public sector opportunities.  
 
Participants considered both the type of support businesses require to become procurement-
ready and the most effective way that support should be delivered. Two questions guided 
the discussion: 
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1. How can business support be used to better equip small and medium-sized 
businesses to win public sector contracts?  
 

2. What model should business support take? Should it be publicly funded or on 
a paid-for basis (perhaps linked to success)?  

 
As with the previous theme, each question was initially explored through roundtable 
discussions before the key themes and reflections were shared with the wider group. 
 
2.2.1) How can business support be used to better equip small and 
medium businesses to win public sector contracts? 
 
Participants recognised that effective business support should begin well before a 
procurement opportunity is published. Many observed that support is often concentrated at 
the point businesses begin preparing a tender, by which stage organisations may have 
insufficient time to establish partnerships, secure the necessary policies or accreditations, or 
fully understand the buyer's requirements. Participants therefore felt that earlier engagement 
with the market, supported by clearer procurement pipelines, accessible briefings, and 
advance notice of forthcoming opportunities, would enable businesses to prepare more 
effectively and make informed decisions about where to invest their time and resources. 
 
There was broad agreement that business support should focus on developing long-term 
capability rather than simply helping organisations complete individual bids. Participants 
recognised that many SMEs possess the technical expertise and innovative solutions sought 
by the public sector but often lack experience of procurement processes or the confidence to 
navigate them successfully. Larger organisations frequently benefit from dedicated bid 
teams and specialist procurement knowledge, whereas smaller businesses must balance 
tender preparation alongside day-to-day operations. Support should therefore equip 
businesses with the practical skills needed to interpret procurement documentation, 
understand buyer expectations, demonstrate compliance, and communicate the value they 
can deliver through high-quality tender submissions. 
 
Participants also emphasised the importance of learning through experience. While there 
was recognition that assessment summaries and written feedback have improved in some 
areas, many felt that feedback remains inconsistent and is rarely detailed enough to help 
businesses strengthen future submissions. More meaningful feedback, supported by 
opportunities to discuss common weaknesses and better understand how bids are 
evaluated, was seen as essential to improving both the quality of future applications and 
business confidence. Several participants suggested that anonymised examples of 
successful bids and practical workshops based on real procurement exercises could further 
demystify the process and help businesses understand what good practice looks like in 
practice. 
 
Digital platforms were recognised as an increasingly important part of the business support 
landscape, helping organisations identify opportunities, access guidance, and navigate 
procurement requirements more efficiently. However, participants were clear that digital 
resources should complement rather than replace expert advice. Successful procurement 
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depends not only on completing tender documentation, but also on commercial judgement, 
an understanding of buyer expectations, and the confidence to compete effectively. The 
most effective support model was therefore seen as one that combines accessible online 
resources with experienced advisers who understand both public procurement and the 
practical challenges faced by SMEs. 
 
Taken together, the discussion reinforced the view that business support should be designed 
to build sustainable procurement capability rather than maximise individual contract wins. 
Participants believed that investment in procurement readiness, bid-writing skills, networking 
opportunities, and engagement with buyers would leave businesses better equipped to 
compete consistently across future opportunities. Ultimately, participants recognised that the 
greatest value of business support lies in building confident, capable businesses that can 
compete successfully within the public sector marketplace over the long term. 
 
2.2.2) What model should business support take? Should it be publicly 
funded or on a paid-for basis (perhaps linked to success)?  
 
Participants did not favour a single model of business support, recognising instead that 
businesses require different forms of assistance at different stages of their procurement 
journey. There was broad agreement that core procurement knowledge should remain 
publicly funded and freely accessible. Participants viewed guidance on procurement 
legislation, buyer expectations, procurement pipelines, and the practical requirements for 
bidding as a public good that helps create a more competitive and inclusive marketplace. 
Ensuring all businesses have access to this information was seen as fundamental to 
widening participation rather than limiting opportunities to organisations that can afford 
specialist advice. 
 
At the same time, participants recognised that more tailored support inevitably requires 
greater resources. Intensive bid reviews, one-to-one mentoring, specialist procurement 
advice, and commercial consultancy were therefore viewed as services that could 
reasonably attract a financial contribution from businesses, provided charges remained 
proportionate and did not create barriers to participation. Some suggested that a modest 
contribution could also demonstrate commitment from participating businesses, helping 
ensure that limited support resources are directed towards organisations with a genuine 
intention to pursue public sector opportunities. 
 
Views were more mixed regarding success-based funding models. While some participants 
recognised that linking payment to successful contract awards could reduce the upfront cost 
of accessing specialist support, others questioned whether this would create the right 
incentives. There was concern that advisers might naturally focus their efforts on businesses 
with the highest likelihood of success, reducing support for earlier-stage organisations or 
those requiring more intensive development. Participants also observed that winning a public 
contract depends upon a range of factors beyond the quality of business support alone, 
making contract success an imperfect measure against which to assess the value of support 
programmes. 
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Rather than focusing solely on funding mechanisms, many participants felt greater attention 
should be given to how support is coordinated across the region. Stronger collaboration 
between public sector organisations, business support providers, industry networks, and 
larger suppliers was viewed as equally important as the funding model itself. Participants 
highlighted opportunities to strengthen mentoring, encourage knowledge sharing, improve 
networking between buyers and suppliers, and create clearer pathways through existing 
support. A more coordinated support ecosystem was seen as reducing duplication, making 
services easier to navigate, and ensuring businesses receive the right assistance at the right 
stage of their development. 
 
Overall, participants concluded that the effectiveness of business support depends less on 
how it is funded and more on how well it responds to the needs of businesses. A blended 
model, combining publicly funded universal support with optional specialist services where 
appropriate, was widely regarded as the most effective approach. Participants believed this 
would strengthen procurement capability across the regional business base, increase 
confidence among SMEs, and create a more sustainable pipeline of businesses able to 
compete successfully for public sector opportunities. 
 

 
2.3) Theme 3: Innovation and Social Value 

 
Having explored how procurement can strengthen local economies and how businesses can 
be better equipped to access public sector opportunities, the final theme considered how 
procurement can also be used to encourage innovation and deliver meaningful social value.  
 
Participants reflected on both the role procurement can play in stimulating more innovative 
approaches to social value and how collaboration between the public, private, and voluntary 
sectors can create new models of delivery. Two questions guided the discussion: 
 

1. What can help drive innovation in social value as part of public contracts?  
 

2. What can the public and private sectors do to encourage new models of social 
value?  

 
As with the previous themes, each question was initially explored through roundtable 
discussions before the key themes and reflections were shared with the wider group. 
 
2.3.1) What can help drive innovation in social value as part of public 
contracts? 
 
Participants recognised that innovation in social value begins with asking better questions 
rather than simply requiring more commitments. There was broad agreement that social 
value responses can become predictable when procurement exercises rely on standardised 
questions or familiar measures of success. Participants observed that this can encourage 
organisations to repeat activities that are straightforward to evidence but do not necessarily 
respond to the most significant challenges facing local communities. As a result, social value 
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risks becoming a compliance exercise rather than a mechanism for delivering meaningful 
and lasting impact. 
 
A recurring theme throughout the discussion was the importance of ensuring that social 
value remains relevant to both the contract being delivered and the communities it is 
intended to benefit. Participants felt that the most effective social value commitments are 
those that respond to clearly identified local priorities while maintaining a logical connection 
to the purpose of the contract. Rather than applying the same expectations across every 
procurement, contracting authorities were encouraged to develop more tailored social value 
requirements that reflect local needs, strategic priorities, and the specific opportunities 
presented by each contract. This was viewed as encouraging suppliers to think more 
creatively about the outcomes they could deliver rather than relying on familiar or generic 
commitments. 
 
The discussion also highlighted that procurement processes themselves can create greater 
opportunities for innovation. Participants felt that social value should not be treated as a 
fixed commitment agreed solely at the tender stage, but as an area that continues to develop 
throughout mobilisation and contract delivery. Creating opportunities for ongoing dialogue 
between commissioners and suppliers would allow organisations to refine their approach as 
they develop a better understanding of local priorities while remaining accountable for the 
outcomes they have committed to deliver. Participants believed that this flexibility would 
encourage more ambitious and meaningful proposals without reducing transparency or 
accountability. 
 
Collaboration was identified as a key enabler of innovation. Participants observed that 
meaningful social value is rarely delivered by one organisation acting alone. Voluntary and 
community sector organisations often possess a detailed understanding of local needs, while 
larger suppliers can provide investment, specialist expertise, and access to wider supply 
chains. Bringing these organisations together at an earlier stage was viewed as creating 
opportunities to combine complementary strengths, develop more innovative solutions, and 
deliver social value that is better aligned to the needs of local communities. 
 
Taken together, the discussion reinforced the view that innovation in social value is driven 
less by increasing the volume of activity and more by improving its relevance, quality, and 
long-term impact. Participants recognised that procurement should create the conditions for 
innovation by encouraging meaningful dialogue, supporting collaboration, and focusing 
attention on the outcomes that matter most to communities rather than simply measuring the 
activities delivered. 
 
2.3.2) What can the public and private sectors do to encourage new 
models of social value? 
 
Participants recognised that achieving greater social value requires organisations to move 
beyond isolated contractual commitments towards longer-term collaboration across the 
public, private, and voluntary sectors. While procurement provides an important mechanism 
for securing social value commitments, many felt that the greatest opportunities arise when 
organisations work collectively around shared economic and social priorities rather than 
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delivering individual initiatives in isolation. This was viewed as particularly important where 
complex challenges, such as employability, digital inclusion, or community wellbeing, cannot 
realistically be addressed by a single organisation acting alone. 
 
There was broad agreement that the public sector has an important leadership role in 
creating the conditions for this collaboration to succeed. Participants suggested that public 
bodies should provide clearer strategic direction by aligning social value expectations with 
wider local, regional, and national priorities while allowing sufficient flexibility for 
organisations to respond to local circumstances. Greater consistency in how social value is 
measured, monitored, and evaluated was also viewed as important, reducing duplication 
across contracting authorities while enabling suppliers to demonstrate impact through more 
consistent approaches. Participants believed this would allow organisations to focus more on 
delivering meaningful outcomes and less on responding to different reporting requirements. 
 
Participants also recognised that the private sector has an equally important role in shaping 
future models of social value. Rather than viewing social value solely as a requirement 
attached to public contracts, businesses were encouraged to embed similar principles within 
their own procurement practices, commercial relationships, and supply chains. Larger 
organisations were seen as particularly well placed to create opportunities for SMEs, social 
enterprises, and voluntary organisations by sharing expertise, supporting innovation, 
sponsoring pilot activity, and opening routes into larger programmes of work. Participants 
believed this would extend the influence of social value beyond publicly funded procurement 
and help establish more consistent expectations across the wider economy. 
 
Another recurring theme was the importance of adopting place-based approaches that bring 
together organisations with complementary skills, knowledge, and resources. Participants 
highlighted examples where businesses, local authorities, voluntary organisations, education 
providers, and other partners work collectively towards shared objectives, with each 
organisation contributing according to its own strengths. Such approaches were viewed as 
creating greater continuity, reducing duplication of effort, and enabling social value to 
become part of broader programmes of regional development rather than a series of 
disconnected contractual commitments. 
 
Overall, participants concluded that new models of social value depend less on introducing 
additional requirements and more on changing how organisations work together. Stronger 
partnerships, shared accountability, and a collective focus on long-term outcomes were seen 
as essential to creating a more mature and sustainable approach to social value. Ultimately, 
participants recognised that the greatest impact will be achieved when social value becomes 
an integral part of how organisations design, deliver, and evaluate contracts, rather than an 
additional contractual requirement. 
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3.0) Recommendations  
 
The following recommendations reflect the key opportunities identified through the Dynamo 
Leadership Forum discussions. They are intended to support continued collaboration 
between commissioners, businesses and regional partners in strengthening public 
procurement, innovation and social value across the North East of England. 
 

• Recommendation 1: Strengthening engagement between commissioners and 
the regional technology sector. 
 

Participants identified an opportunity to strengthen engagement between commissioners and 
the regional technology sector outside formal procurement cycles. Earlier and more 
structured dialogue could help commissioners develop a better understanding of emerging 
technologies, the capabilities of the North East technology sector, and how these could be 
applied to public sector challenges.  
 
Equally, it would provide technology businesses with greater opportunities to understand 
commissioning priorities and demonstrate innovative solutions before procurement 
opportunities arise. This could include technology showcases, supplier engagement events, 
and other collaborative forums that encourage knowledge sharing and stronger relationships 
between commissioners and regional businesses. 
 

• Recommendation 2: Supporting the testing and adoption of technology-led 
innovation. 

 
The discussion highlighted the potential value of creating more flexible opportunities for 
commissioners and technology businesses to test innovative solutions before wider 
procurement takes place.  
 
Exploring greater use of pilot projects, proof-of-concept activity and innovation trials could 
help commissioners build confidence in emerging technologies while providing SMEs with 
opportunities to demonstrate their capability and build the evidence needed to support wider 
adoption. Over time, this could reduce barriers to innovation, encourage collaboration, and 
support the wider adoption of technology-led solutions across the public sector. 
 

• Recommendation 3: Strengthening the evidence base for procurement and 
social value. 
 

Participants recognised the importance of ensuring procurement reflects both the evolving 
needs of communities and the strengths of the North East technology sector. There is an 
opportunity for regional partners to work collaboratively to identify and periodically review 
shared social and economic priorities, alongside the strengths and emerging capabilities of 
the North East technology sector, to help inform procurement and social value requirements.  
 
This approach could help procurement and social value requirements evolve alongside 
changing regional priorities, while providing greater confidence that procurement reflects 
both local needs and market capability. 


