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ECS & Value Match Presentation



Collaborative Approach

» Commercial Discovery - Unprecedented access to data allowing us to shape our product range

» Compliance - Embedded Procurement Team providing live feedback on challenges and successes

» Collaborative Pipeline - Owing to the Framework being sole strategic supplier led, both Teams work together to 

find new opportunities and develop current opportunities

» Sole Supply Framework - One Supplier, One delivery, One invoice

                                                - Time to focus on delivering both Cost and Social Value initiatives & efficiencies

Manufacturers & Suppliers 

Customers



Value Match Framework Vs the Market

“Banner holds the largest market share on every Public Sector compliant Framework available to Education Sector”

No other Framework in the industry:-

» Provide embedded procurement resource  

» Analyses the data available to shape the Framework to the Customers complete buying needs

o Other Frameworks only cover circa 1000 products missing items such as Exercise Books, SEN, 

Arts and Crafts, etc

» Proactively seeks to evolve the core list to include emerging ranges such as SEN range

» Communicates as regularly with its members and suppliers (just collect rebate)

» Proactively seeks to onboard member to the framework (left to the suppliers)

“NHS are the only other entity that try to analyse the data available to them to target non-compliant spend. The 

problem they have is that all their frameworks have multi supplier choice so they cannot give preferential treatment 

to one supplier over another to actually do something with the data”

Main challenges within the Education Sector

» Behaviour of long-standing incumbents that have had it too good for too long! (We all know who they are!)

» Profiteering! Non-compliant suppliers targeting schools with inflated costs

» Low Quality Products that aren't audited to ensure Modern Slavery doesn’t exist within the supply chain, 

from companies that aren’t held to the same CSR standards as companies trying to improve our social, 

economic and environmental impact

» Small orders values driven by lack of consolidation and rationalisation of supply 



Lessons Learnt

1. Our range was nowhere near good enough! I will share progress in later slides. 

Onboarding an existing customer (of 10+ years) to the Value Match Framework last week was an eye 

opener. . .  

» We only had 60% of our core office products range 

o £80,000 spend elsewhere

» Owing to our previous lack of range they were

o Buying over 3000 unique lines from other suppliers

o 83 non compliant suppliers used

o £120,000 spent

2. Our eSupply platform was not fit for purpose (New version launches Dec)

» New product category created for Educational Supplies

» Categorising new and Re-categorising existing ranges that resonate with our customers (eg SEN below)

» Introducing seasonal offers and classpack product sizes



Continuous Development

1. 2

1. Now that we've developed the range of Exercise books and Arts & Crafts, we are focussing on SEN items. We 

will look to expand our current range by identifying and building strategic relationships with market leading 

manufacturers and suppliers that provide ‘solutions’ for the 'problems’. 

» Lots of schools don't understand the ‘requirement’ for SEN products and nor does the vast majority of 

our general population of parents. 

» Funding of an extra £1b the from gov to support, but if we as suppliers don't truly understand the how 

the products support the ‘solution’, how can we support our customers buying decisions 

2. Launch of our first key Social Value initiative

» I'm very proud of the engagement and ideas put forward by my team, and we hope to launch one of 

those incentive in Q2 2025

» With support of our evo Foundation (Group Charity focussed on Education and Poverty), Value Match 

and other willing participants, Banner are hoping to build on/contribute to the Dept for Education 

National School Breakfast Programme

» Kellogg’s do need credit for the idea, but other brands are available! Also not all kids eat cornflakes!

» Early engagement with Family Action, but we hope to roll out to all Value Match customers ASAP

3. Potential Acquisitions

» Banner Group are in advanced talks to acquire a well-known Education Supplies Manufacturer that will 

further advance our market position and widen our product range to include ranges we don’t supply 

today!

» £10m+ Acquisition potentially complete by Q1 2025



Product Range Expansion - £150k Investment

Exercise books - Circa 450 Rhino lines now live with 40 high volume lines stocked. 40 Silvine lines also stocked

    

Arts & Crafts and SEN - Circa 200 high volume product lines now stocked 

Drop Ship Model - Significantly reduce reliance, but continue to utilise sensibly 

» The ‘Drop ship’ model is an important element of our service that we utilise to reduce the cost of 

managing inventory for low usage/tail end products or bulky items such as furniture



Thank you 

Thank you 







Unlocking growth together 

DAN POPE 

Presented For

ECS/Value Match 



Working alongside 
ECS

The collaborative approach has been 

especially effective in building trust and 

creating stability. In real terms, meaning 

minimal disruption and impact on the 

learning environment. Prioritising clear 

communication channels enables us to 

provide a seamless experience for the 

Trusts we serve. 

Support from ECS has complemented our 

team’s knowledge and technical expertise, 

allowing us to deliver high quality services 

aligned with regulatory expectations. By 

providing consistent, reliable support 

across multiple Trusts, we’re building 

lasting relationships and making a tangible, 

positive impact on the learning 

environments within each facility. 

The approach The result



Strong, 
long -term 
working 
relationships

Effective communication

Continuous improvement

Collaboration and personalisation

Reliability & consistency



Successfully delivering projects on the 

Minor Works contract initiative. Having 

already delivered on three projects over 

the summer of ‘24, we’re in the process of 

planning works for ‘25.

BWCET
Covering services across all sites, including: 

mechanical, electrical, fire, security, BMS. 

Melrose Learning Trust

Case Studies

Delivering Planned and Reactive 

maintenance on Mechanical and Electrical 

across all sites. with a commitment to a 4-

hour emergency response.

ALP

Our Success Stories



Social and 
community impact

From delivering workshops for our clients’ on site teams, to 

sponsoring local women’s footballers and allowing our employees 

time off to help out in local initiatives, we take pride in how we 

contribute in our community.

Throughout our time as a regional supplier for ECS, we have been 

able to invest further in our Engineers, as well as employ new 

Engineers. in addition, we’ve created opportunities for apprentices 

both in our field team and in our offices. 

investing in our community 

Career Growth



as a regional supplier
benefits

Greater stability through 

diversifying our client base on 

longer term contracts.  

Enabling growth and better 

future planning. With 

ourselves as well as our 

dedicated supply chain 

benefitting.

Achieving enhanced business 

credibility and industry 

reputation. Working with ECS 

signals reliability and 

expertise. Successfully 

delivering strengthens our 

reputation within the sector. 

Consistent long-term projects 

provide a solid foundation to 

invest in training and expand 

our service offerings.
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