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    Process Map Key 

Customer Relationship  
Manager to check that:

1. Supplier and products are 
available under the relevant 

Framework Agreement (FAG) 
and FAG specification

2. Customer can and will  
transact via the NHS England  

eDirect route.

Customer Relationship 
Manager discusses  

collaboration options  
with trust(s) (for example  
Integrated Care Systems  

level procurement) to  
gain better value.

Trust to provide  
Customer Relationship 

Manager with 12 months 
cleansed spend data for 

relevant product 
categories.

Customer Relationship 
Manager submits  

scoping document to  
Procurement team  

for review.

Customer Relationship Manager 
notifies Customer that we  
cannot progress under the  

current framework agreement.

Procurement team review 
the request on next 

available weekly  
prioritisation forum.

Procurement Lead to 
 plan in work to match  

current spend to  
supplier National  
Pricing Matrices.

Procurement Lead and  
Customer Relationship 

Manager present results  
to trust(s).

Procurement Lead to  
create award documents, 
or tri-partite agreements 
to be signed by trust(s) 
and supplier if required.

Pricing set up and start 
dates agreed.

Procurement Lead  
implements Contract  

Management Processes.

Renewal negotiation  
start date added  

to workplan.

NHS Supply Chain 
Implementation Manager 
works with trust to ensure 
catalogues loaded in trust 
systems and test orders 

placed as required.

Procurement Lead  
reviews alternative  

scenario pricing options  
and prepares data to  
present to trust(s).

NHS Supply Chain  
Procurement Lead to  

engage with NHS  
Supply Chain Clinical  

Lead to support  
with engagement.

Set up review meeting 
with trust to duscuss 
change options with 
clinicians and agree 

requirements for  
procurement exercise.

Set up and agree 
process for  

management of 
re-opening of  

competition / Clinical 
Council process,  
leads and sign  
off gateways. 

Competitive  
procurement exercise /
Clinical Council activity 

proceeds and 
evaluation completed.

Set up review meeting 
with trust to discuss 
change options with 
clinicians and agree 

requirements for  
procurement exercise.

Results presented 
 to trust(s) /  

Clinical Council

Trust(s) confirm 
agreement to proceed 

with procurement 
excersise to re-open 

competition and  
accept outcome  

following evaluation.

Contract live date and 
trust(s) place orders.

Customer is still able to 
order products from  
the catalogue at any 

 point on an  
NHS Supply Chain  

eDirect basis.

Approval to Award.

Customer Relationship 
Manager to complete 

 scoping document with 
trust(s) detailing  

requirements and any  
added value offers.

EndEnd

End

Process for Accessing Framework Pricing and Re-Opening  
of Competition (Where Appropriate)

Yes

Yes Yes

Yes

Yes

Yes

Yes

Yes

No

No

No

No

No

No No

No

Trust Step
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Decision Required

Process Start / End Step

Is request 
permissable under 
the terms of the 

Framework Agreement 
(FAG) and the FAG 

product 
specification?

Do trust(s) 
want clinical change 
and will they provide 

clinical support?

Is value of 
category spend 

sufficient to drive 
further price 
competition?

Are multiple 
trusts and 
clinicians 
involved?

Re-opening of 
competition 
or Clinical 

Council 
required?

Does trust 
accept pricing 

options 
presented?

Does trust 
wish to review 

alternative 
scenarios?

Does trust 
wish to consider 

including additional 
spend 

categories or other 
collaborative 

options?


