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More public bodies sign up
to source local

QUALITY MEAT SCOTLAND

representing the Scottish red meat industry

Work to ensure Scotland’s school children and hospital patients get to eat more locally
reared, farm assured products is gathering pace with another two major public bodies
signing up to source their produce locally.

Over the past three years red meat promotion body Quality Meat Scotland (QMS) has been
working alongside public sector buyers to help them alter their red meat contracts in-line with
Scottish Executive guidance on sustainable procurement. In the last two months, NHS Western
Isles and Highland Council have become the latest to bring local sourcing into their procurement
practice.

The NHS Western Isles contract, which went live on the 1st April 2007, has been awarded to
Stornoway-based Charles MacLeod Butchers. The contract, worth around £30,000 per annum, is
set to run for the next twelve months.

The Highland Council contract is still out to tender and will be awarded in the weeks to come. It
will run for a minimum period of three years.

The QMS guidelines for public sector buyers were developed alongside the Scottish Executive and
fit within a Scotland-wide sustainability initiative. The initiative is geared towards promoting a
sustainable agricultural sector, encouraging small and medium sized enterprises to compete for
public sector contracts and to promote farm assurance and high animal welfare standards.

QMS Head of Marketing, Laurent Vernet said: “We understand the importance of local body
contracts for local companies and communities, and we’re working hard to ensure that Scotland’s
red meat businesses have a better chance of competing for these often lucrative contracts.

“We have also been working closely with the majority of Scotland’s Local Authorities and continue
to work with the rest when their contracts are available for renewal.

“We provide dedicated services to this market in the form of market updates, guidance on best use
of the carcase, specifications for popular cuts, as well as hosting regular seminars to share best
practice and help connect local bodies with the Scottish red meat industry.”

A number of additional contracts will be going to tender over the next few months. These include
the Scotland-wide NHS contract, as well as local authorities including the Scottish Borders and
Dumfries & Galloway councils.

QMS will continue to work with the relevant buyers to ensure Scottish producers get a fair deal, as
well as notifying the Scottish red meat industry as and when the contracts go to tender.

If any butcher is interested in tendering for these contracts, please contact me at the QMS offices.

June Lomax
Butcher Development Manager

Read more about this opportunity on page 18 of this Newsletter
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SCHOOLS FOOD AND DRINK CHALLENGE

The Schools Food and Drink Challenge has been designed to provide a realistic
enterprise in education experience by developing links between schools and the
food and drinks industry.

The Challenge encourages teachers and schools to work in close partnership with a local food or
drinks manufacturer, to develop a quality enterprise experience for pupils that complements
Scottish Executive strategy and provides the following: -

An enterprise activity for classes or year groups, from primary through to S6.
Cross-curricular activity that can include a number of subject areas or focus on one area.
Links the school curriculum to the real world of work

Focuses on the personal and social development of young people.

Supports professional and personal development of teachers and their business partners
Develops strong links and encourages partnership between education and industry

Fun!

The Challenge has been developed to link education with the food and drink industry to reflect the
real world of work and to highlight the skills required by industry and link these to the curriculum.
The Challenge can therefore be used as an enterprise activity for students of all ages.

Challenge Overview

The Challenge is generally offered as a one or two day event for a year group. The pupils taking
part develop a new product for the partner food or drink company, from product inception through
to launch in the market place.

The Challenge is primarily designed as a coherent package, however, each element can be
offered on a ‘stand alone’ basis to support particular curricular activities. Some schools choose to
incorporate some or all of the elements of The Challenge into the curriculum and deliver these
during normal class activity and hold a “final” event as a morning or afternoon activity.

The Challenge culminates in a 'Trade Fair' where a group of judges visits all of the teams’ displays,
to sample the products and assess the day’s work against set criteria. Often judges attend
throughout the day to assess each team taking part in each stage of the challenge.

Judges could include e.g. the Managing Director of the Partner Company, the Head Teacher or
perhaps a prominent former pupil. Finally, and very importantly, a winning team is decided and all
participants receive special certificates and prizes.

Structure of The Challenge

The pupils taking part in The Challenge are assigned to groups of between 6 to 10 pupils, each
assisted by a facilitator, who is usually not a teacher, but can be a senior pupil, parent etc. These
groups are often pre-determined by the teaching staff to ensure a mix of abilities and personalities
in each group. Each team completes the stages of The Challenge, within set time limits, to
develop a new product for the Partner Company.

The Schools Food and Drink Challenge has been divided into six stages against which the final
product will be assessed. These are:

Decide on values for the product

Manufacture the product

Design the product packaging

Plan the marketing campaign

Plan the production flow, establish costs and a selling price
The Trade Fair

ocousrwNE



Nutrition and Healthy Eating

Good nutrition and healthy eating are becoming increasingly important, many
schools now appreciate the value of developing a good understanding of these
topics among their pupils.

A number of schools have developed challenges focussed on the importance of

healthy eating and good nutrition. Several have set the pupils a challenge to

develop a healthy and nutritious product. Others have replaced the suggested list of activities with
their own tasks e.g. an alternative to production flow was developed as investigate nutritional
values and food safety priorities to develop links with healthy eating and science.

Science

New product development is reliant on the skills of food scientists and food technologists. The
primary requirement for these professionals to enter a career in industry is to have a science
background. In particular chemistry is the most valuable science for anyone wishing to work in
product development.

Several schools have recognised this fact and again have ensured that the challenges developed
make specific links to science.

Good sources of curriculum based materials that help to link different subject areas to the food and
drink industry can be found on the careers zone of www.scottishfoodanddrink.com.

Support

The Schools Food and Drink Challenge is a partnership activity between a school, a local company
and other organisations. Support is available to help companies and schools throughout all stages
of developing and running The Challenge, including helping to find a suitable partner, providing
ideas and advice and acting as facilitators and judges on the day.

A pack is available to all schools and companies wishing to run a challenge including exemplars of
materials and ideas for running parts of The Challenge. These materials can be used as
presented or modified and adapted to suit individual school and industry requirements.

Preparation

Preparing for this event involves the school and the Partner Company working closely to plan each
stage of The Challenge. This process also enables the school and company to learn how each
other’s organisation operates and can provide valuable industrial placements for teachers, allowing
them to understand the requirements of a career in the food and drinks industry.

Many teacher placements are organised in conjunction and company personnel may also
undertake short placements in school, to familiarise themselves with the curriculum and teaching
methods, as well as working with pupils in the target year group.
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The NHS National Services team for Scotland are currently
tendering their butchermeat contract. If you are interested in
supplying the NHS in your area, please respond by email or letter to
the contact point below by 2pm on Friday 11 "™ May 2007.

Following this, the NHS will issue a Pre-Qualification Questionnaire
(PQQ) to all suppliers who have expressed an interest in the
contract.

Lisa Williams, National Procurement, NHS National Services
Scotland, Gyle Square, 1 South Gyle Crescent, Edinburgh, EH12
9EB.

Tel. 0131 275 7076, Fax. 0131 314 0710.
Lisa.Williams@shs.csa.scot.nhs.uk.

In total, the contract is worth approximately £2.4million per annum
and will run for 3 years with the option of a 2 year extension. Full
contract details, including the contract notice number can be found
by searching under 'UK' and 'butchermeat' at the following link
www.ted.europa.eu.

If you have any questions about the NHS contract pl ease
contact Gordon Sloan at QMS on 0131 472 4042
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Visit The Scottish Executive Fresh Talent Initiative stand at

the Scottish Meat Trade Fair in Perth on Sunday.3" May.
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Scottish Retail Prices
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Stunning Euro Cryor L Shaped curved glass butcher counter
Window display 8ft in length, Curved corner unit 4ft, Main meat counter 15ft.

Only 3 years old serviced every six months includes wall mounted remote compressor,
only being sold due to relocation buyer pays for all costs of the removal. No reasonable
offer refused. Tel 01436 673795
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