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The market’s trusted data source
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Sample Customers and Media Partners

“Serious-minded 

business data 

provider Tussell”

Matthew Vincent 

380+
Press citations in 2024

Corporates Government Media
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Transforming open data into actionable data

Contracts Finder & FTS

Digital Marketplace, 

intend, Proactis

Sell2Wales, Public 

Contracts Scotland, 

etendersNI & eSourcingNI

1,000+ public bodies

Open Data

Contract Data

Spend Data

Third-Party Data

Companies House

Moody’s Analytics

Public Sector
Get better value 

from suppliers

Press

Scrutinise public spending

Suppliers

Win government contracts

Aggregate

Match

Normalise

Cleanse

Machine learn

We use a 

combination of 

machine & human 

data validation to 

maintain best-in-class 

data quality and 

accuracy

Contact Data

Details of 80,000 

Key Decision-makers

Data Processing
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Agenda 

1. The state of play today

2. The macro-factors disrupting public sector sales

3. What you can do to stay ahead
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Public sector procurement reached almost £260bn in 2024
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Direct procurement spend has ebbed from the ‘Strategic Suppliers’
to other suppliers

6 Public Sector Sales in 2025: How to Win in a Changing Market



J U L Y  2 0 2 5

Health & Social Work and Construction & Engineering are consistently 
the largest sectors
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Local Gov’t is the largest contributor to procurement spend in the UK
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On average, procurement spend by ministerial departments grew by 46% 
from 2022 to 2024, and DfT is larger than is commonly understood
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* Departments are shown on a consolidated basis as per gov.uk. Departments without full invoice publishing for 2024 have been excluded.
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Central Govt is harnessing frameworks more than other areas of 
the public sector
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Agenda 

1. The state of play today

2. The macro-factors disrupting public sector sales

3. What you can do to stay ahead
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#1 - The Procurement Act
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The biggest shake-up to procurement law in over a decade

(Very) briefly, the 2023 Procurement Act …

Simplifies 
procurement 
procedures

Promotes 
pre-market 

engagement

Encourages a more 
holistic approach
(i.e. MEAT vs. MAT)

Introduces new 
routes-to-market

In theory: more access to SMEs & new entrants, greater flexibility & 
more accountability
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What does the data tell us so far?
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Volume of new notices still 
below pre-Procurement 
Act levels …

but

…. signs of buyers reserving 
contracts for SMEs & by 
location, and strong use of 
early-market engagement
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#2 – Tightening budgets & investment
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Procurement teams need to do more, with less

(2025 State of Local Government Finance in England)

Departments 
expected to cut 
admin costs 16% 

by FY29/30
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What does the data tell us?

Case study:

Procurement in 
Local 
Government.

Ballooning spend 
on Healthcare & 
Social Work ; 
declining or 
stagnating 
investment 
elsewhere.

Less money to 
spend on ’non-
essential’ services.
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#3 - The Labour Government’s agenda

The push for in-sourcing, buying British, and the re-birth of social value(?)
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What does the data tell us so far?

Is insourcing just a 
headline grabber?
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What does the data tell us so far?

Work remains to be done 
on procuring from smaller, 
local businesses
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Impact #1: Unitary Authorities may 
soon account for 57% of Local 
Gov’t procurement spending

Impact #2: Contracts may 
consolidate

Impact #3: Key procurement 
categories will undergo big 
changes

Impact #4: Framework usage will 
follow suite

Public Sector Sales in 2025: How to Win in a Changing Market

#4 – The push for English Devolution

A re-drawing of the Local Government map?



Agenda 

1. The state of play today

2. The macro-factors disrupting public sector sales

3. What you can do to stay ahead

 

Public Sector Sales in 2025: How to Win in a Challenging Market20

J U L Y  2 0 2 5



J U L Y  2 0 2 5

Action #1: Leverage the surge in pre-procurement activity

21 Public Sector Sales in 2025: How to Win in a Challenging Market
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Action #2: in tough times, following the money is more important

22 Public Sector Sales in 2025: How to Win in a Challenging Market

Case study:

Procurement in 
Local 
Government.

Who is actually 
investing in digital 
transformation?

Who is yet to?
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Action #3: aligning your offering with the national agenda
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Are you baking clear, measurable social value commitments in your bids?

How can you prove your offering will drive cost-savings & efficiency?

How can your offering promote the missions of the National Procurement 

Policy Statement?
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Action #4: Remember the fundamentals:

Get ahead of opportunities before they go to tender



All the data in this report 

came directly from Tussell’s 

online market intelligence 

platform.

To learn more and see it in 

action visit tussell.com

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




Healthcare

Offers opportunity for growth by 

uniting Health Tech and Digital 

Health providers with leaders 

from across the NHS.

Technology

Uniting tech, fraud and justice providers 
with key public sector budget holders 
from Central and Local Government, 

Healthcare,
and the wider public sector.

Education

Connecting education suppliers with 
buyers from Universities, Schools, 
Academies, MATs and the wider 

education Sector.

We help suppliers connect with buyers across healthcare, technology and education sectors.
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GovNet’s Insights on Public Sector 
Sales & Events: 2025 Outlook



Key challenges for companies working with 
public sector
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Being on the 
Relevant 
Frameworks

Building 
Relationships with 
Key Stakeholders

Demonstrating a 
Proven Track 
Record of Public 
Sector Delivery

Sector uncertainty 
/ lengthy 
procurement 
process

Money saving & a 
push for efficiency 
across all 
department 

Integration 
barriers 

More people than 
ever now involved 
in the decision-
making process 



What Public Sector Leaders Think

• Get on the right frameworks & market insight platforms such as Tussell 
can help with this

• Attend the right events
• 70% of public sector delegates said it is important/very important to attend the right 

events to meet with new and current suppliers
• 85% of public sector delegates stated it important/very important for them to attend 

the right events to see new products and services
• 65% of public sector delegates surveyed said they gathered information of potential 

solutions that they will look to procure from events they attended

• Demonstrate how you can make their department more efficient and 
save them money 

• Perfect Your Tender Responses - Suppliers need to pay close attention to 
the criteria stipulated in the tenders - failure to do so could result in 
failure to secure the contract. 
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Boost Your Event ROI: 5 Essential Tips

How to Influence Stop vs. Walk Past

Visual Hierarchy

Human Engagement

Smart Sustainable Giveaway Ideas (No Gimmicks, Just Useful)

Pre- and Post-Event Strategy

08/07/2025 31



Unlock Opportunities: Transform Public Services at 
DigiGov EXPO | 24-25 Sept, ExCeL London

• Join 3000+ public sector peers 
to build valuable connections, 
collaborate, and share 
knowledge. 

• Tackle key challenges in 
government transformation 
and engage directly with 
decision-makers, buyers, and 
influencers driving citizen-
centric services.
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Healthcare Technology Education

The UK’s Leading Provider of Public Sector Events

Henry Robinson
henry.robinson@govnet.co.uk

hettshow.co.uk

Matt Styrka
Matt.styrka@govnet.co.uk
Digital-government.co.uk

+ 44 (0) 203770 6586

David Hickey
david.hickey@govnet.co.uk

schoolsandacademiesshow.co.uk

mailto:henry.robinson@govnet.co.uk
mailto:Matt.styrka@govnet.co.uk
mailto:david.hickey@govnet.co.uk
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