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In 2022 alone

“Serious-minded 
business 
data provider 
Tussell”
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All the data in this report came directly 
from Tussell Insight, our online 
market intelligence platform

To learn more or book a 
demo visit tussell.com

https://www.tussell.com/tussell-demo


We transform open data into useful data 

Open data Third party data Useful data Use cases

TED (EU)

Contracts Finder (UK), 
Sell2Wales, PCS

Companies House

Moody’s Analytics

Aggregate

Match

Normalise

Cleanse

Machine learn

Suppliers
Win government 

contracts

Public Sector
Get better value from 

suppliers

Press
Scrutinise public 

spending

CONTRACT DATA

912 Central Gov’t, Local 
Gov’t & NHS  bodies

SPEND DATA

Digital Marketplace

Circa 70 local portals
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Agenda

Market 
landscape

Routes to 
market

How can I 
position my 
firm to win?
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Public sector procurement spending has increased 
consistently over the last five years
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Public	sector	procurement	spending,	and	average	growth	since	2016,	2016	-	2021
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Local and Central Government account for almost three 
quarters of the market
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Other

£32bn

(4%)

NHS

£126bn	(15%)

Local	Government

£307bn	(37%)

Devolved	Transport	&

Rail

£71bn	(9%)

Central	Government

£298bn	(36%)

Public	sector	procurement	spending	by	area	of	government,	2016	-	2021
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Construction, health & IT industries top spending, but public 
sector buys a huge range of products & services
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Contract	award	value	and	volume,	2016	-	2021

The value and volume of contracts awarded by the public 
sector grows consistently year-on-year
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Frameworks are a key tool to sell to government, but some 
agreements are used much more than others
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1 Lateral	Flow	Testing	Kits

2
Workplace	Services	(FM

Marketplace	Phase	2)

3 Facilities	Management	Marketplace

4 Contact	Centre	Services

5 G-Cloud	12

6

Pathology	&	Point	of	Care	Testing,

Associated	Equipment,	Instruments,
Consumables	&	Accessories	&

Managed	Services

7 Technology	Services	2

8
National	Microbiology	Framework	:

Diagnostic	Goods	&	Services

9 Collaborative	Recruitment	Services

10
Technology	Products	&	Associated

Services

£2.4bn

£2.2bn

£1.5bn

£1.3bn

£1.2bn

£0.8bn

£0.8bn

£0.6bn

£0.6bn

£0.5bn

1 G-Cloud	12

2 Non	Clinical	&	Temporary	Fixed	Term	Staff

3
DPS	for	the	supply	of	Passenger	Transport

Services

4 Technology	Products	&	Associated	Services

5 UK	SBS	Monitoring	Services	for	Innovate	UK

6 Prison	Education	Framework

7 Management	Consultancy	Framework	2

8 Research	Marketplace	DPS

9 Network	Services	2

10 Collaborative	Delivery	Framework

1,643	call-offs

1,046	call-offs

576	call-offs

445	call-offs

441	call-offs

232	call-offs

219	call-offs

194	call-offs

160	call-offs

143	call-offs

Most	used	frameworks	by	value	and	volume,	2021



Routes to market in
the public sector
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Find partners to co-deliver work 
to the Public Sector.

Pros

• Leverage relationships
• Get results faster

Cons

• Less control & revenue
• Service delivery more 

complex

Partnerships

Get onto DPSs and sell 
through them.

Pros

• Always open
• Direct awards the norm

Cons

• Not widely used (yet)
• Fairly narrow services 

procured through them

DPS

Wait for tenders to be released 
and respond to them.

Pros

• Low effort
• They come to you

Cons

• Fully open = competition
• Reactive (unless you plan)

Tenders

Find companies working with 
public sector and sell to them.

Pros

• Easiest ‘way in’
• Helps grow experience & 

relationships indirectly

Cons

• Reliant on others
• Payment terms & other 

benefits foregone

Tier 2 
opportunities

Sell lower value packages, or 
choose areas out of scope.

Pros

• Get your ‘foot in the door’
• Avoid procurement process

Cons

• Can only sell low value deals 
OR you’re limited to areas not 
fully covered by procurement 
regulations

Under threshold / 
out of scope

Get onto frameworks and sell 
through them.

Pros

• Can be easy to get onto
• Less competition
• Can receive ‘direct awards’

Cons

• Some get very little use
• Still have to fight for business

Frameworks
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How can I position my firm to win?

• Understand the way public sector works

• Stay focused – pick a defined area of gov and build from there

• Understand routes to market in your target accounts

• Map your target market and define a go-to-market strategy

• Build robust opportunity pipelines using expiring contracts & framework data

ü BE PROACTIVE - Build relationships with key decision-makers in advance, do not 
wait for tenders to be released!

ü TRUST IS KEY - Even more so than in the private sector - taxpayers’ money is 
being used and the stakes are high.


