
 

 

 

Contracting in the NHS 

 

Overview 

This highly focused one-day programme has been designed to improve participants’ skills, knowledge 

and competencies in the three key components of the commercial cycle that are generally applicable 

to NHS contracts: 

 Pre-market engagement and sourcing  

 Contractual processes 

 Supplier management 

 

Learning objectives 

This course will help participants: 

 Gain knowledge of pre-market engagement, understand how a market works and its impact on 

effective service delivery and value for money 

 Understand category management principles and processes and the main benefits/issues with 

this kind of approach 

 Identify and understand business needs and how to gather data and conduct research 

 Develop a business case to support acquisitions and development of a ‘procurement event’ 

 Conduct stakeholder needs analyses and determine strategic business priorities, including 

opportunities to identify potential suppliers 

 Define the sourcing strategy, quantify the benefits and prepare the implementation plan and 

sourcing process 

 Understanding the role of EU Directives, the issuing of OJEU notices, and publishing bidders’ 

packs 

 Deploy e-sourcing tools to support the sourcing process 

 Analyse bids by evaluation and give consideration to contract award approvals 

 Debrief suppliers 

 Mobilise the contract and identify the level of contract management activity required 

 Assess the required nature of the relationship with the supplier(s) in line with organisational 

strategic supplier relationship management processes and strategy 

 Identify and manage risks, including the creation of risk registers 

 Understand and measure KPIs in order to deliver successful outcomes 

 Ensure contract delivery during contract closedown and assist with any new arrangements or 

disposal at the end of the life of the contract 

 



 

Who should attend? 

All staff engaged in commercial activities within the NHS and those involved in procuring goods and 

services and managing contracts. This course will benefit a number of different stakeholders including 

consultants, managers and those with a direct customer / supplier inter-face. 

 

Course format 

The expert trainer adopts a proactive, participative, and participant-centred approach with emphasis 

on the practical application of the tools, techniques and templates discussed. The learning needs to 

be embedded into the fabric of the organisation and the trainer uses context-based case studies and 

other tasks to achieve this. 

 

Expert trainer 

Geoff has over 25 years’ experience, including a senior position within Capita. He is a prolific author 

and a regular presenter of training programmes, particularly in the procurement arena. 

 

Special feature 

The majority of the training we deliver is either tailored or completely bespoke. This workshop can 

therefore be delivered entirely as advertised, or it can be tailored to your particular requirements, or 

we can simply take it as a starting point for a conversation with you before we draft a completely 

bespoke programme for you – the choice is yours.  
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