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Responding to public-sector procurement contracts
The regulations governing public-sector procurement contracts are one of the main obstacles 

to sourcing local supplies by school refectories, retirement homes and hospitals. 
Placing group orders to ensure a reasonable volume of orders for producers, 

and helping producers with the administrative side of things, are proving to be 
eff ective in increasing the proportion of local products in collective catering.  

LOCAL
INSTITUTIONS

PRODUCERS AND 
ENTREPRENEURS

ST. BRIEUC ARMOR CONGLO-
MERATION; GROUP PURCHASING 
AND HELPING PRODUCERS RESPOND 
TO PUBLIC-SECTOR PROCUREMENT 
CONTRACTS

 In France, there are different ways of managing 
collective catering: 
•  Direct management: meals prepared by in-house staff, 

with supplies provided via public procurement contracts
•  Semi-direct management:  meals prepared by an exter-

nal service provider under a catering service contract, in 
designated spaces for cooking the meals quickly

•  External management: meals provided by a fully out-
sourced public-sector service

 Under direct management it’s easier to control 
the quality of the supplies, especially if orders are grouped 
and submitted jointly by more than one municipality, for 
example. The St. Brieuc Armor Conglomeration purchasing 
group for organic foodstuffs was set up in 2013. It’s not 
easy for a single municipality to buy from local producers; 
the volumes required are too low, so suppliers are not in-
terested, and the added costs of delivering small volumes 
are prohibitive.

 The operating methods for the group are set out 
in an agreement between the municipalities concerned. 
To inform suppliers of the purchasing policy, the tendering 
regulations clearly state that the contract contains envi-
ronmental conditions. Each member of the group is res-
ponsible for paying their own invoices. The contracts are 
renewable, which ensures ongoing business for suppliers. 
The volumes ordered enable economies of scale. 

 The vital element is the networking between 
producers and cooks/kitchen managers. This work is car-
ried out by the Maison de l’Agriculture biologique des 
Côtes-d’Armor which acts as an intermediary between the 
municipalities and the producers. The signing of a contract 
is actually the fi nal stage in a long process of product tes-
ting to identify the reciprocal requirements of buyers and 
producers. The buyers must be familiar with the products 
(type, packaging, size) and be able to describe them ap-
propriately.

 The producers are satisfi ed, and some are now 
starting to invest due to this new outlet. Contracts to the 
value of 189,000 euros were awarded by 15 municipalities 
in 2018. 

St. Brieuc Armor Agglomération Sustainable Development Energy Service: www.saintbrieuc-armor-agglo.bzh
Maison de l’Agriculture Biologique 22 (Côtes d’Armor, Brittany):  http://bio22.fr
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MA TO DO LIST

TOOL SHEET 6 - RESPONDING TO PUBLIC-SECTOR PROCUREMENT CONTRACTS

PRODUCERS: ADAPTING TO THE DEMAND  

BUYERS: PUTTING SOLUTIONS IN PLACE TO FACILITATE 
RESPONSES FROM LOCAL ORGANISATIONS

EMPLOYING AN INTERMEDIARY ORGANISATION TO MATCH 
SUPPLY WITH DEMAND

DO

• Have all the requisite certifi cates and approvals in place to ensure ability to supply kitchens at school refectories, retirement homes, 
etc. Check the applicable standards from health and veterinary authorities .........................................................................................

• Ability to commit to a long-term agreement with public-sector buyers and supply predetermined volumes ......................................
• Commitment to the local area  ...............................................................................................................................................................
• Suffi cient cash fl ow to tolerate the longer payment terms sometimes dictated by public-sector institutions .......................................
• Meet with colleagues who also supply public-sector institutions ...........................................................................................................
• Awareness of the problems involved in responding to public-sector procurement contracts (legal terminology, number of documents 

to complete and submit) .........................................................................................................................................................................

• Buying locally sends out a strong political message in support of local enterprises and their initiatives ..............................................
• Meet with producers to adapt your requests to the production capacities of local producers (type of produce, packaging and vo-

lume). It is important to start with the problems and specifi c diffi culties that producers face ...............................................................
• Start by placing small orders to test the products and get to know them .............................................................................................
• Ensure all administrative documents are comprehensible (language, volumes, etc.); e.g. attach an explanatory note to the contract 

to make it easier to interpret, and a summary of deadlines and documentation to be submitted ........................................................
• Allow producers suffi cient time to respond ............................................................................................................................................
• Give suppliers the opportunity to suggest alternatives. It can be useful to provide guides and training .............................................
• Support the agricultural facilities in your local area too, to allow the local offer to develop  ................................................................
• Educating the palates of young diners is to be encouraged as they are tomorrow’s consumers ..........................................................
• Meet with elected offi cials and local councils who are going through a similar process .......................................................................
• Be fl exible with regard to the contingencies facing suppliers (weather conditions, quality of harvest, etc.) .........................................

THE INTENTION IS NOT TO DO THE WORK OF THE PRODUCER, BUT BE A FACILITATOR OR INTERMEDIARY ORGANISATION SUCH 
AS A CHAMBER OF AGRICULTURE, ORGANIC FARMING INSTITUTION OR LOCAL AUTHORITY CAN EASE TRADE RELATIONS BY:  

• Reporting on tenders published and closing dates ................................................................................................................................
• Analysing calls for tender to confi rm if it is appropriate for the distributor or producer to respond ....................................................
• Studying calls for tender and compiling a summary of documents to be submitted with responses; this will ensure producers don’t 

miss out due to an administrative oversight  ..........................................................................................................................................
• Supporting farmers who respond as a group to decide on the task of each one ..................................................................................
• Responding to questions from producers ...............................................................................................................................................
• Organising meetings between buyers and suppliers to identify problems and implement solutions ...................................................


