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Social Value - Incorporating Social value into your call off contract. 

Social value is the additional value in the delivery of a product or service contract where a wider community or public benefit can be created. 

Social Value and CCS Frameworks 

· As part of a framework agreement CCS will have set out a number of social value priorities within Framework Schedule 1 which are aligned to the Cabinet Office’s Social Value Model.  

· Through pre-engagement sessions with customers and suppliers, these priorities have been identified as being important to customers and achievable by the suppliers. 

· At call off Buyers are also able to identify specific social value priorities and can consult the Social Value Model to assist them in developing their own requirements.


When looking at incorporating social value into your contract some of the things you as an organisation may want to consider/questions you may want to think about are listed below:

· whether the goods or services you’re going to buy, and the way you are going to buy them, will secure social value benefits.

· about the wider benefits which can be delivered to customers and/or the community 

· whether your organisation’s social value priorities and outcomes are pragmatic and can reasonably be delivered by the market

· whether social value can be delivered by the supplier at a local or strategic level.  This is an important consideration when it comes to what an organisation is buying (see below for further details)

· The types of suppliers providing the goods/services.  Are they SME’s or large organisations / businesses?  

· can social value delivery be easily measured and evidenced through contractual KPI’s so you can hold suppliers to account against their promises/commitments.

· The value of the overall contract so you can set your requirements at a proportionate level.




Incorporating Social Value under a Direct Award : 

Direct awards are a special case with social value, and need some thinking about and planning to get the best outcome.

A direct award is an example of a transaction that is often enabled under CCS frameworks, although social value is likely to be embedded in the framework rather than something that can be evaluated as a distinct component of a call off contract.

This means that to get a place on a framework a supplier may have been required to confirm one or several social value commitments which could be:

· to make a clear statement concerning any ongoing social value contributions they make to their community, their industry sector or the wellbeing of their employees.

· a commitment to provide reasonable and proportionate social value that a customer may ask for as part of a call-off.

It should be clear in customer-facing guidance how social value is embedded or enabled in a commercial agreement.

·  In some cases a customer may select a supplier based on information a supplier provides about ongoing social value activities they may be involved in, and these may not be directly connected to the actual goods or services being provided.

· In other cases a supplier may be able to offer specific social value that links to directly awarded goods and services.


Where the second point is achievable, customers can agree with the supplier what they can and will do to help work towards the social value priorities as set out in framework schedule 1.

For this to work effectively customers should discuss with suppliers what would be appropriate and proportionate to the contract and this should then form part of the call-off Agreement. 


To summarise, although customers who opt to use direct award cannot evaluate social value provisions in a competitive sense, they can select a supplier based on how the supplier says they are committed to making  social value contributions.



Incorporating Social Value through a Further Competition : 

· Pre-engage with suppliers to discuss your organisations social value requirements

· Have open conversations with suppliers about what is achievable and if social value can be delivered at a local or strategic level 

· Include social value questions during the ITT and ensure these are related and proportionate to the goods/services you are buying

· Set your weighting for Social Value (considering the PPN 06/20 minimum threshold of 10% for central government organisations)

· evaluate supplier’s responses 

· add the social value deliverables into your call off contract with the supplier, request an implementation plan and consider having a KPI or service level to aid delivery. 


How do you know social value is appropriate and proportionate to the contract?  
· Think about the goods/services you are buying from the supplier

· Think about what your organisation’s social value priorities are

· Consider if those social value priorities can be delivered in-line with the goods/services you are buying i.e. Example here relevant to framework 

· Is the social value which you are proposing relatable to the goods/services and are they balanced/fair in relation to the value of the contract?


How do you determine what is Local or Strategic social value

· Local social value can usually be determined by goods/services that are tangible and are delivered to a particular place/area. 

· Strategic social value can usually be determined by intangible items such as:

· consultancy or audit services, where the work might be done remotely or across several offices
· services such as software / cloud where the transaction takes place over the internet or 
· multinational organisations where suppliers are not well positioned to provide social value in local areas.
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