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Introduction 

Buy WISEly project aims to enable work integration social enterprises (WISEs) and mainstream 

businesses (MBs) in the four involved countries to design, foster and implement transactional 

partnerships, including trade relationships. The consortium develops this in service of a 

sustainable buy social business-to-business (B2B) market and to respond to several identified 

needs and address current shortages of the labour market thanks to the adoption of a holistic 

approach. The specific objectives are: 

• To raise awareness on added values of “buy social” B2B markets as well as of WISEs 

towards MBs;  

• To encourage the involvement of MBs to support up/re-skilling pathways of 

disadvantaged groups to facilitate their access into the ordinary labour market;  

• To strengthen the operational and financial capacity of WISEs to cooperate with MBs, 

the so-called “trade readiness”;  

• To develop transactional partnerships through concrete actions between WISEs and 

MBs.  

The project foresees an increase of knowledge of 10 WISEs and 10 MBs about social buying in 

each participating country, as well as the establishment of 10 partnerships between WISEs and 

MBs per country, with an increase of 20% of B2B revenues and/or opportunities of WISEs. 

Through partnerships with MBs ready or willing to buy from WISEs, the project seeks to generate 

more opportunities for WISEs to enlarge their network with an intention to increase between 5 

to 10% of MBs’ expenditures on WISEs’ products. It is intended that an adjustment of MBs 

purchasing policies of 50% can be reached, but, if such policies are not applied or not possible, an 

increase of social buying intention of 50% will be considered as an alternative result.  
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To achieve these objectives within the European project, BuyWISEly consortium composed a first 

report providing a preliminary contextual assessment through surveys sent to both WISEs and 

MBs in Austria, Ireland, Italy and the Netherlands, providing an overview about buying social in 

general and from WISEs, their ongoing social purchasing policies and the percentage of B2B 

revenues of WISEs. This study is available at the project’s webpage  and oriented the continuation 

of project activities in the form of focus groups described in this report.  

Methodology 

The focus group sessions are conceived as complementary activity to the assessment obtained 

through D3.1 surveys, providing the opportunity to hear from target groups and obtain more 

contextual information, identify concerns, approaches to challenges and barriers (including in 

terms of mindset) that the previous survey could not assess due to its typical objective approach. 

The focus groups can also assume an awareness raising dimension to participants, thanks to the 

engagement on discussion, identification of common challenges and pathways to joint solutions. 

In this sense, the discussions implemented also consist of an opportunity to engage MBs and 

WISEs in exploring further synergies in the face of such common barriers to the enhancement of 

B2B from WISEs to MBs as key customers. 

On total, two sessions of focus groups were held in each target country (Austria, Ireland, Italy, 

Netherlands) totaling 8 exchanges with minimum 10 participants in each group. A first focus 

group session gathered WISEs on national level to build capacity on key elements for trade 

readiness of WISEs to engage on B2B partnerships. The results were gathered 

A second focus group session was organized to promote exchanges between MBs and WISEs, 

being asked to discuss the needs and challenges of MBs in starting, implementing and then 

consolidating a partnership with WISEs on different domains. The focus groups adopted a 

workshop format, being developed in person. In parallel to this activity, a series of study visits for 
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MBs to WISEs was also organized, and reported on D3.2 Study visits report, equally available on 

the BuyWISEly project webpage. 

Outcomes 

I. Austria 

Focus Group 1 - WISEs 

 

On February 22, arbeit plus - Soziale Unternehmen Österreich hosted the first focus group in the 

Buy WISEly project. The framework for this was the tried-and-tested arbeit plus-"Innovation Lab" 

-event-format. Under the heading "Cooperation between WISEs and MBs", a total of 17 

representatives of WISEs gathered to discuss the challenges and opportunities of such 

cooperation with mainstream businesses. 

After a welcome and presentation of the project and the results from the previous activities 

(collection of good practices, online survey, study visit) by managing director Sabine Rehbichler, 

there was sufficient time to discuss the main issues and challenges, as well as the opportunities 

for WISEs in a second phase. 
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A jamboard was used for this work and participants were divided in two smaller groups, in which 

they were able to visualize their thoughts in a first step. Then, they discussed the points they had 

noted together and formed clusters. 

At the beginning, all participants were asked what interests them most about B2B collaborations, 

resulting in this wordcloud: 

 

Networking is clearly the strongest factor, which corresponds well with the planned 

implementation steps of the Buy WISEly project. Other points were the acquisition of MBs, a 

desire for more know-how and exchange of experience as well as the topics of women in 

technology, innovation and joint activities. This also reflects earlier project results. 

During the first break-out session, participants discussed main issues and challenges for WISEs. 

Similar to the previous activities of the project, the main points were: 

• a lack of marketing strategies, 

• bureaucratic hurdles, 

• the perception of WISEs as competitors by MBs, 

• a lack of knowledge about each other, 

• the challenges of annual funding for Austrian WISEs, 
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• a lack of networking between MBs and WISEs, and 

• the difficulty for WISEs to react flexibly to order situations. 
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The opportunities of cooperation were discussed in a second round. Here, too, there are 

overlaps with the earlier results of the project. The following were mentioned and discussed: 

• MBs finding needed staff, 

• raising awareness of social responsibility in MBs, 

• better integration of workers with support needs into the unsubsidised labour 

market, 

• securing income for WISEs, 

• building networking structures, 

• capacity building through information events by WISEs at the WKO or an “open day” 
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Following the discussion, feedback was collected in a survey using the mentimeter tool. 

Most people stated that after the event, they had more knowledge about the 

expectations and offers of the other companies and wanted to start or strengthen a 

corresponding cooperation. Almost all participants found the event informative. 
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Translation: 

1) I now have more knowledge about cooperations with MBs. 

2) I can now imagine starting or strengthening such a cooperation. 

3) Overall, I found this event informative. 

 

Focus Group 2 – WISEs and MBs 

 
On March 21, the second focus group of the Buy WISEly project took place at the premises 

of the WKO (Austrian Economic Chamber) in Vienna, Austria. 10 representatives of WISEs 

and 11 people from the WKO or MBs were present. 

After a welcome to the project by Manuela Vollmann (board president arbeit plus) and 

Rolf Gleißner (Head of Social and Health Department at the Austrian Economic Chamber, 
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WKO) Sabine Rehbichler (managing director arbeit plus) and Gabriele Straßegger (project 

lead in the Social and Health Department at WKO) gave an overview of the project and 

the results already collected. 

After a joint discussion on the opportunities and challenges of cooperation between 

WISEs and MBs, the event ended with an informal networking. 

 

 

 

 

 

 

To start off a mentimeter survey was conducted asking the participants what aspect of 

cooperation between WISEs and MBs interests them the most. Exchange was the most frequently 

given answer, followed by best practices and terms related to the topic of labour shortage. The 

out of labour force was also mentioned. 

In the context of opportunities, a more precise placement of workers was mentioned. However, 

this requires a better understanding of the needs of MBs and the opportunities offered by WISEs. 

One approach to this could be the so-called Impulsberatung (“impulse consulting”). They advise 

MBs in Austria on behalf of the AMS (Austrian Public Employment Service). Another opportunity 

is the ESG reporting or other reporting requirments on social sustainability of MBs. 
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On the part of the challenges, the main issue was a lack of knowledge about the activities and 

models of WISEs, but also a lack of overview of WISEs and corresponding offers from the MBs. 

The sometimes inflexible, legal models of WISEs and the transition for an unemployed person 

from a WISE to an MB can also be challenging. 

Following the discussion, feedback was collected in a survey using the mentimeter tool. The 

majority of people stated that they now had more knowledge about the needs of the “other” 

companies and wanted to start or strengthen a corresponding cooperation. Almost all 

participants found the event informative. 
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Translation: 

1) I now have more knowledge about the needs of MBs/WISEs in context of cooperation. 

2) I can now imagine starting or strengthening such a cooperation. 

3) Overall, I found this event informative. 

 

II. Ireland 

Focus Group 1 - WISEs 

 

Focus group 1 was held as an online event on 10th June 2024 to facilitate reach.  It provided the 

opportunity for WISEs to participate in a half day workshop aimed at building trade and trade 

readiness.   

The design of the focus group content was based on the learning from  
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1) the BuyWISEly report on survey of MB’s knowledge of WISEs and their social 

purchasing policies (D3.1);  

2) the active listening to WISEs over recent months through outreach and engagement 

activities.  

The workshop was entitled ‘Being Trade Ready – How to Get from Here to There.  The aim of the 

workshop was to enable WISEs to spend time on a strategic planning activity, ultimately to 

strengthen the operational and financial capacity of WISEs to cooperate with MBs, and work their 

“trade readiness”; and to assist participants to identify a small number of key actions that can be 

implemented to help drive their performance leading to expanded trade, sustainable growth and 

increased social impact in the context of this project. 

 

 

The workshop provided a space for WISEs to ‘take time out’ from diverse demands and busyness, 

to acknowledge achievements to date in order to identify their ‘platform’ and think and plan 

strategically for their ‘next phase of growth’.   

WISEs were allowed time to reflect on and share: 

• Their purpose, products and services and pitch 
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• Their business future, revisit ambition and identify opportunities 

• Challenges, constraints and required change to build capacity to deliver 

• Action planning, resources and way forward (connections, collaborations, customers) 

Throughout the online session, a number of tools were utilised to encourage active participation 

such as word cloud, breakout rooms, individual exercises and whole group sharing.  Templates 

and slides were sent to participants following the workshop.  Encouragement was given to 

continue to think and plan strategically and refine pitch in advance of participating at the 

upcoming trade fair on July 1st in Dublin. 

Learning and outcomes: 

Key learning and challenges in growing trade readiness and building successful BtoB partnerships 

were identified on two fronts.  Both are needed and both have a very distinct role in building 

successful collaborative partnerships: 

a) Increasing MB ‘buy-in’ 

The following are the main learning and challenges identified by WISEs to increase MB buy-in:   

• Increased awareness raising to MBs about WISEs and their potential 

• Opportunities for relationship building and networking 

• The benefits of support structure programmes in promoting WISEs and making 

connections 

• Approach BtoB partnerships through CSR  

• Build on ESG reporting requirements and promote impact of BtoB partnerships 

• Work with recruitments agencies as part of employment progression plans for people 

employed in WISEs  
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b) Growing WISEs capacity to deliver 

• Business growth 

• The challenge of having the capacity to deliver and to grow this capacity whilst at the 

same time securing B2B partnerships/contracts 

• Upfront costs to manufacture products 

• Recognise phased developments in business and work to them 

• Importance of time out to think and plan and to turn ideas into plans and actions for 

growth  

• Importance of taking time to learn 

• Lengthy time period for transitioning from sales driven organisation to formation of 

CLG 

• The positive impact on business growth in having support and mentoring 

 

Personal growth 

• Understanding the tendering process and having the skills to write up tenders 

• Support for WISE leaders to effectively manage the diversity of tasks in operating a 

WISE, ranging from strategic oversight, business growth, day to day operations, 

income/funding generation, employee support and progression etc.  

• The difficulty with managing multiple roles whilst operating with limited personnel 

• Consistent upskilling required for example, regulations and compliance, health and 

safety etc. (food related WISE and others) 

• The importance of strategy and planning with a focus on sales and turnover as well as 

mission and purpose. 

• Relate impact and actions 

• Take time to step away and plan 
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• The challenge to take time out for funding applications, strategy etc 

• Challenge to scale back sometimes to re-focus 

• Saying no to time wasting activities to keep focus 

• WISEs and work integration 

• Challenges of balancing time between training and supporting staff and managing day 

to day operations 

• Time taken to connect with and support the progression of employees – an important 

role  

• Focus on transferable skills as well as qualifications when seeking mainstream jobs 

• Challenges was seen as part of everyday life of a WISE.  The importance was placed on 

building capacity to manage the challenges that arise and take time out to strategise, 

choose partners and collaboration opportunities and plan step by step goals. 

• Outcomes: 

• Increased understanding of the importance of ‘strategy’ 

• Acknowledged awareness of achievements to date and existing platform by individual 

WISE’s on which to grow their trade 

• SWOT analysis by each individual WISE and increased understanding of how to 

transfer this into meaningful actions building to build on strengths and capitalise on 

opportunities whilst identifying and managing risk. 

• Growing personal awareness 

• Clarity of ambition and actions 

• Motivation to follow through on increasing trade readiness 

• Growing confidence 

Focus Group 2 – WISEs and MBs 
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This focus group took place in a dedicated room through direct engagement in round table 

format. This provided a forum for WISEs and Mainstream Businesses (MBs) to engage in 

discussion and to listen to the needs and challenges of MB’s in fulfilling their role in securing 

consolidated working partnerships  with WISEs on several fronts.  

The discussion was facilitated by ISEN so as to retain focus, make the best use of time and 

continue to build on engagement and exchange achieved through the study visit which took place 

earlier the same day.  

The conversation picked up on the earlier discussion at the study visit and progressed into hearing 

the challenges associated with BtoB partnerships but led by Mb’s quickly went on to focus on 

possibilities and solutions.   

Creating awareness was seen as a vital step in progressing effective working partnerships.  This 

was not only awareness around the existence of WISEs and their products and services but of 

how to work effectively together, the specific needs and challenges of both WISEs and MBs and 

importantly of those who are employed in WISEs and want to transition into mainstream jobs, on 

a much larger scale. 
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A facilitation role was seen as an effective way to uphold consistency in this regard. 

Mainstream businesses are not categorised into ‘one type’ in terms of their needs, challenges and 

capabilities in the proposed BoB partnerships. Different approaches could be explored and part 

of this is made possible through building up trust and working relationships. 

There is a good opportunity for WISE’s to play a major role in assisting the business sector 

maximise their impact in reporting on ESG’s.  Targeting efforts through CSR was also seen as an 

effective avenue. 

There are many ways that social impact can be maximised, not only through social purchasing 

and creating greater access to opportunities to employment for WISE employees but also through 

Industry ambassadors and advocates, assistance with business strategies, mentoring or 

facilitating meaningful connections. 

Social enterprise hubs located within or in close proximity to industrial hubs was seen as a very 

effective way of creating awareness and closing the gap to making vital B2B connections. 

The meeting was another step towards increasing the understanding and intentions of MBs to 

establish B2B partnerships and adopt ‘buy social market strategies’. 

In addition, the meeting facilitated confidence and capacity building of WISEs to directly 

collaborate with MBs in advancing their trade readiness / relations. 

Key points of discussion: 

• It is better to start discussions in a ‘new phase’ as there is a transitioning phase and 

time to consider new ways of doing things.  We are a lean company and need to keep 

up the business pace.  There is a challenge on taking on a new idea in a lean fast paced 

environment. 
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• There is a perception that Social enterprises may not have the ability to scale, is this 

true or does this perception need to change? 

• How can industries contribute to moving forward? Large industries could provide 

assistance with scalability.  

• We outsource our recruitment, it would be good to have recruitment agencies 

involved in these discussions. 

• There can be a stigma attached to recruitment of people with additional support 

needs.  There are many transferable skills and this needs to be promoted.  It is 

important to understand people’s needs and challenges and then they can be 

overcome. 

• There is not just one cohort under the heading of ‘disadvantage’ and there needs to 

be an understanding of the diversity of needs.  

• Travel to gain employment outside of WISEs may be a challenge for some.  More 

localised employment may be more suitable for those with higher needs. 

• A regionalised approach may be easier to progress BtoB partnerships as there is often 

a focus on local trading. 

• Target industries through CSR. 

• Creating awareness and trading contracts are the first step and when relationships are 

built, jobs are next. 

• A space needs to be created to broaden awareness of WISEs and individual needs and 

challenges associated with transition to mainstream employment. 

• Social enterprise support hubs should be located in every industrial hub to support 

awareness and meaningful connections. 

• Smaller industries may be more agile. 

• Smaller industries already part of the supply chain would also contribute.  
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• We have a WISEs here who provide sustainable cups.  There are disposable cups at the 

associated trade fair and this WISE could be part of the supply chain. (This WISE was 

subsequently introduced to the organisers by the participating industry at the focus 

group). 

• We need to establish and support more social capital networks 

• Industries can make meaningful introductions for WISEs 

• Promote incentives to participation by industries tying it into  SDGs, ESGs and CSR 

reporting  

• There needs to be a sustained facilitator between industry and WISEs 

• A change in mindset is needed and can take time 

• An approach to outreach and education, learning and development 

• Create the space for success stories 

• Local authorities can be a good role model 

• There are good examples of collaborations with large international Industries 

• How do industries engage first with social enterprise 

• Can large businesses ‘adopt’ a WISE and support their growth through connections, 

mentoring, social purchasing, job opportunities etc. 
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Outcomes: 

Several discussions ensued around potential B2B partnerships between MB's and WISEs.  The 

outcomes of these potential working partnerships will be captured over the lifetime of BuyWISEly.  

One immediate outcome is captured on social media from a representative of a large scale 

multinational MB located in Ireland who participated in the focus group and posted a comment 

on Linkedin in connection with photos posted by ISEN of the recent activities. 

 

Another multinational industry representative who participated in the focus group posted their  

comments: 
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Additional outcomes: 

• Greater awareness of WISEs  towards the potential and challenges of B2B partnerships 

with MBs.   

• Increase in understanding by WISEs of MBs of the diversity of ‘MBs’ and how strategies 

need to be designed which progress the needs of both.   

• Increase in confidence and capacity of WISEs to work their marketing strategies 

toward increasing trade readiness.   

• Thought provoking conversations with MB's as to their input in opening market 

opportunities and supporting social purchasing. 

• Thought provoking conversations creating awareness about diversity of needs and 

challenges for people labelled as ‘disadvantaged’ leading to an understanding that 

‘person centred strategies’ need to be considered when aiming to achieve more 

seamless transition for WISE employees into mainstream employment. 

• Definite supply chain potential, introductions and connections. 

• A growing of mindsets. 

 

 

III. Italy 

On January 26 and February 9, the Consorzio Sociale Abele Lavoro (CSAL) organized and hosted 

two focus groups in the framework of the Buy WISEly project, namely for implementing D3.3 

Focus groups. 

The first focus group targeted WISEs exclusively, while the second one involved both WISEs and 

MBs. In total, the 2 events were attended by 32 people, representants of 11 WISEs and 11 MBs. 
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The focus groups addressed both the opportunities and the risks concerning the B2B partnerships 

between Work Integration Social Enterprises and Mainstream Businesses. 

Both the focus groups started with a welcoming moment, in which the Buy WISEly project was 

presented by highlighting its objectives, activities and the results achieved up until that day 

(namely, the outputs of D2.1 Booklet of successful B2B partnerships and D3.1 Survey on MBs 

knowledge on WISEs and their social purchasing policies). 

 

 

 

 

 

 

 

Focus Group 1 - WISEs 

After an initial round of presentations, participants were asked to share their knowledge about 

the local and regional opportunities in terms of B2B collaboration between third sector bodies 

and traditional businesses. 

The group's reflection was guided by some specific questions: 

1. What do you know about the meeting/commercial relationship between profit 

and non- profit B2B? Are there already good practices in your reality? 

2. Do you have a marketing strategy? A dedicated function/office 
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3. What is holding you back with traditional for-profit businesses? 

4. What opportunities do you see in establishing collaborations with 

traditional businesses? 

Reportedly, most of the invited WISEs have limited commercial relationships with MBs, 

while all of them run activities contracted out by public bodies. Some WISEs have a 

function dedicated to marketing activities, but the cost of it happens to be not always 

sustainable. It reflects the fact that the "communication strategy" has often a specific 

marketing value. 

Taking into consideration the B2B partnerships with MBs, participants agreed on the 

opportunity they provide to differentiate business activities. Indeed, if on the one hand 

partnering with an MB envisages a business risk, on the other hand it offers the 

possibility of integrating new skills, new needs and new types of disadvantaged people 

into the mainstream labour market. 

Consequently, participants analyzed the regulatory framework and the new provisions 

linked to B2B partnerships between WISEs and MBs in Italy, particularly the Convenzione 

ex art. 14 Lgs 276/2003, which involves the outsourcing of services from the employer 
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to a cooperative and allows coverage of up to 20% of the company's reserve quota on a 

regional basis. The percentage increases to 30% in the case of hiring 10% of permanent 

workers in the company or cooperative's workforce in the previous 24 months. 

 

During the brunch break, WISEs were invited to answer some feedback questions which 

allowed CSAL staff to organize the second focus group meeting the participants’ 

expectations. 

 

Focus Group 2 – WISEs and MBs 

The second focus group started with a thorough introduction by Patrizia Bussi, director of ENSIE, 

coordinator of Buy WISEly project. 

As for the first focus group, some guiding questions were produced in order to orient the 

discussion. In general, every participant (both from WISEs and MBs) was invited to share its 

experiences in its own company. The focus group, in fact, was indirectly aimed at allowing WISEs 

and MBs to collect as many suggestions as possible. 

Here follows the main points of discussion highlighted by the participants. CSAL prioritized a 

concise summary of those points, to allow the delivery of a more useful, direct and user-friendly 

report. 

1.    " Why are you here"? 

• Comparison  

• Collaboration  

• Opportunities 

• Training 

• Enhancing the common context 
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2.  Points of contact or distance (between WISEs and MBs) 

• Lack of mutual knowledge 

• Mutual distrust 

• Difficulties in communication 

• Importance of recognizing the social value of work, including that of for-profit 

companies 

• Putting languages into communication 

• Importance of valuing legitimate differences 

• Common point: the collective social responsibility 

• Co-design between for-profit and nonprofit 

3.  What do you think you can gain from collaboration? Convenience/risk? 

• Business opportunities 

• Mutual opportunity to generate new business, exchange of ideas 

• Risk that for-profit enterprise uses or attempts to use collaboration with nonprofit to 

do miscellaneous "washing" (pink, disability, green, etc.) 

• Cultural change and contamination as an opportunity 

• Careful not to distort neither lose identity and history while providing skills 

• Intercepting needs  

4.  What do you think is missing today to initiate collaborations? 

• Moments of confrontation and knowledge 

• Often missing is the public body, the institution (principal and legislator) 

At the end of the second focus group the participants were kindly asked to fill out a short feedback 

questionnaire to help the Buy WISEly consortium understand whether the methods, times and 
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topics of the meeting have been effective and whether they were interested in continuing the 

reflection during another meeting. 

IV. Netherlands 

Focus Group 1 – WISEs 

De Omslag seized the opportunity to organize its focus group additionally to the program of the 

European Conference ‘The Social Economy at the core of the transitions’, In view of the strong 

interest by many WISEs representatives to participate to the event, and take the opportunity to 

exchange about stakeholder engagement. Therefore, the activity took place in Liège (Belgium), 

the 12th February 2024 in the evening. The group consisted of 11 participants and two discussion 

leaders, that were all present in person. 

No digital means were used, and discussion dynamics were held with the use of flipcharts and 

post-its. The facilitator introduced the evening and its objectives. Two participants were asked to 

share anecdote to illustrate the themes to be discussed. They then worked in two subgroups, 

each on a different theme, with the objective to first explore the problem definition. After this, 

the discussion leader switched tables and gave a summary from one group to the other. In round 
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two, the subgroups worked on ideas/actions/proposals for jointly solving the problems. Finally, 

the subgroups presented their ideas plenary, and the entire group had the opportunity to improve 

the ideas. 

Summary of Discussions 

Question 1: What knowledge and awareness are lacking among MBs about CSR and WISEs and 

what can we do together to close this gap? 

WISEs experience that MBs have an incorrect image of the work they deliver (products and 

services) and the workers with support needs who work at WISEs. MBs have expressed doubts 

about the quality of services and products, overall professionalism of WISEs and ability to be 

innovative. MBs have asked for lower prices for products and services, referring to the subsidies     

WISEs receive. Furthermore, MBs have not only incorrect perceptions of people with support 

needs, but also stigmatizing images. 

On top of this, the two types of companies speak their own language and operate from their own 

paradigm. From this perspective, it seems less about raising awareness and closing a knowledge 

gap than about accepting that MBs buy social because of an obligation, and not out of intrinsic 

motivation. 

The group has explored the idea of launching a campaign, with the aim of normalizing the image 

of workers with support needs. By stressing that there is no difference between people without 

and with support needs (it can happen to anyone), by showing the diversity of people who work 

in WISES, and by emphasizing that all service-oriented professions are performed by people in 

vulnerable positions.  

Question 2: What obstacles do MBs face when they decide to start social purchasing and what 

can we do as a group to solve this deficiency? 
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The playing field is changing, and the bar is high, for everyone - from the smallest to the largest 

companies. New CSRD (Corporate Sustainable Responsibility Directive) requirements and 

obligations around social return affect all companies. Even SMEs have to prove their value in the 

chain of a larger company, or a company with ambitions to bid for tenders from Municipalities. 

WISEs can play a key role in the strategy of all these mainstream businesses. 

WISEs not only provide a solution to meet CSRD requirements, but they also strengthen the ability 

to achieve sustainable business goals for mainstream businesses. It is an opportunity to show for 

a regular enterprise that they do not just have a focus on profit, but are also value-driven and 

socially engaged. 

The group suggested that the impact of all WISEs should be visualised in a similar way on the 

digital platform in Amsterdam. The first step is to provide information on how each WISE 

contributes to the commitments that mainstream businesses have (CSRD and/or SR). 

The next step is to work as a WISE sector towards an impact measurement and way of reporting 

that matches the necessary reporting for CSRD. 

The WISEs who participated in the focus group found the discussion very valuable. Precisely 

because the companies are all so vastly different, but when it comes to making an impact or 

looking at the challenges around B2B sales together, there are great similarities. 

This first focus group had the sub-objective of preparing the WISEs for the second focus group to 

which mainstream businesses will also be invited. The WISEs were asked to put themselves in the 

shoes of a MB. 

By delving into the problems and needs of mainstream businesses, the group came up with great 

proposals to answer these problems and needs of mainstream businesses. 
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The first proposal (campaign) will be examined for feasibility and affordability. The second 

proposal fits well within the Buy WISEly project where the digital marketplace for buying social in 

Amsterdam will be updated and adapted according to WISEs ideas and needs of mainstream 

businesses. 

Focus Group 2 – WISEs and MBs 

De Omslag and MKB Amsterdam organized this focus group in the office of De Omslag located in 

the heart of Amsterdam. The group consisted of 17 participants, a facilitator, two additional 

moderators and one guest who gave a presentation via video conference. The program was 

supported with PowerPoint slides.  

The facilitator introduced the program and objectives of the meeting, followed by three WISEs 

who shared information and insights about their collaboration with an MB. The group was then 

divided into three subgroups, each focusing on a different approach to social purchasing. They 

identified the opportunities, obstacles and needs in achieving structural partnerships between 

WISEs and MBs, which they presented in plenary. 

 De Omslag also presented the plans for renewal of their B2B online platform, to collect more 

feedback and ideas. The program concluded with a ceremonial moment when MKB Amsterdam 

and De Omslag signed a joint deed of commitment. All the attendees were asked to do the same 

online. The group, in turn, was invited to scan a QR code, which took them to an online page 

where they could sign an individual deed of commitment. The event ended with a group photo. 

Summary of Discussions  

Main question for each subgroup: What obstacles, opportunities and needs exist in the context 

of entering (structural) partnerships between WISEs and MBs?  
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Viewed from three different approach/ routes; Social return, tendering and CSRD. Social return 

obligations For many MBs, finding the right information takes a lot of time. There are various 

platforms in different cities, not all of which indicate the relevant certification. In addition, 

municipalities apply different rules, which makes it even more complicated for national 

companies. In addition, MBs are not all equally familiar with the field of WISEs and therefore do 

not know what's available. Moreover, all this requires relatively more time from the smaller MBs 

than companies with a separate purchasing department. 

 MBs indicate that they would benefit from a platform that also provides advice, matchmaking, 

and addresses opportunities, so not to end up with the usual suspects. It is also proposed to look 

at a joint lobby towards municipalities, so that they apply the same rules. MBs tend to ask WISEs 

if they have any proof of their social return certification. Because there is none, WISEs must have 

the knowledge to convince the MB. 

 Moreover, the MBs seem to think that social return is mainly about internships and personnel 

and less about purchasing of products and/or services. WISEs could more proactively approach 

MBs who have a Social Return obligation. Although there is no list available, WISEs can find this 

information on Tendernet. It is suggested that the list be shared. Since this type of acquisition 

does take a lot of time, perhaps a joint proposition, in which WISEs offer a total package, could 

be an alternative.  

Although there is an opportunity for WISEs with MBs that have a Social Return obligation, many 

larger MBs appear to have already determined their social return trajectory. They need to be 

convinced to use it differently. Knowing the right people seems key. Finally, the group talked 

about contributing to the movement by bringing practical examples of cooperation into the 

world. Via their social media channels, on their own websites or in presentations and registering 

together for a tender. 
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 What is first and foremost important is getting to know each other well and establishing 

cooperation step by step. After an initial collaboration, MB’s can share the joint approach 

internally to see whether there are opportunities for further collaboration in other departments. 

Subsequently, it is important to have an internal ambassador (MB). Social Return often serves as 

a first step, but for further growth the collaboration must above all be economic attractive.  

In other words, a business agreement in which the product or service delivered in collaboration 

with a WISE should be more attractive than without. And if social impact is requested in the 

call/tender (this will increase the upcoming years), this provides an extra incentive because it 

increases the chance of acquiring orders.  

The different partners for example De Omslag and the network City Deal Impact Ondernemen, 

are planning a lobby in different municipalities and will share good examples. CSRD, EU guideline 

The CSRD offers opportunities for collaboration between WISEs and MBs. Also, for smaller MBs 

that do not have this obligation themselves but are a stakeholder in the chain of big corporates. 

By buying social from WISEs they make themselves more attractive, since the impact in the chain 

must also be reported. WISEs can support in this way MBs distinguish itself from other MBs.  

Depending on how far you draw the circle, sustainability can also be labelled as social. However, 

regulations are above developments in infrastructure/technology, for example. Mandatory 

reporting helps separate the wheat from the chaff. Unjustified claims (such as greenwashing) are 

no longer valid. It therefore presents an opportunity for companies that are truly social. In 

addition, it may also be that social pressure is increasing in this area.  

Following, as MB you increase your attractiveness for (certainly) the new generation of 

employees who attach great value to social purpose-driven organisations. For small MBs it means 

proportionately more control and administration. Possible backlash and resistance could arise 

from this. Rising populism and right-wing parties can respond to this and pose a threat to the rise 

of the social economy.  
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The WISE sector must therefore continue to tell the narrative and inspire others. Perhaps in the 

form of a campaign aimed at information and awareness. But certainly, also by emphasizing the 

positive aspects and proactively offering services and approaching MBs to help them. Participants 

are also pointing out to the importance of a platform on which they can profile themselves and 

where advice is offered.  

Instead of ‘reinventing the wheel’, it’s better to share knowledge and information. Open to 

everyone and accessible. Another idea is to make a proposal for a reporting template and submit 

it to EFRAG. This proposal can be drawn up based on how WISEs in The Netherlands already 

measure their social impact. The knowledge is available on how to create such a template.  

As concluding remarks, MBs face significant challenges in navigating the social purchasing 

landscape. Finding accurate information between different platforms is time-consuming, and the 

varying municipal regulations. Furthermore, MBs are not familiar with everything WISEs have to 

offer. A platform is proposed in combination with advisory services to foster diverse partnerships 

beyond the "usual suspects".  

WISEs can also proactively approach MBs with a Social Return obligation with their services 

and/or products. In jointly bidding for a tender building trust and getting to know each other are 

key. Social Return obligations can be a first step in this. For further cooperation, it must also be 

economically attractive.  

Due to the mandatory social impact reporting, the CSRD offers opportunities for collaboration 

between WISEs and MBs (also SME’s). It offers opportunities for social enterprises because it 

filters out unjustified claims and responds to increasing social pressure. However, challenges 

exist, such as increased administrative burdens and potential backlash, necessitating continued 

narratives and proactive engagement.  
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Initiatives such as information campaigns, support offerings and knowledge sharing platforms are 

proposed to support MBs. Furthermore, a standardized reporting template, based on existing 

practices, could streamline impact measurement, and contribute to industry-wide transparency 

and improvement. 

Annexes 

Austria – Focus Group 1 
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List of attendees 

 

Presentation 

https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/T3.3_presentation_FG_1_AT_c

ompressed.pdf 

Austria – Focus Group 2 

Agenda 

https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/T3.3_presentation_FG_1_AT_compressed.pdf
https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/T3.3_presentation_FG_1_AT_compressed.pdf
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Presentation 

https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/T3.3_presentation_FG_2_AT_c

ompressed.pdf 

Ireland – Focus Group 1 

Agenda 

https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/T3.3_presentation_FG_2_AT_compressed.pdf
https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/T3.3_presentation_FG_2_AT_compressed.pdf
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https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/ISEN_FG1_Presentation_compr

essed.pdf 

Ireland – Focus Group 2 
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https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/ISEN_FG1_Presentation_compressed.pdf
https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/ISEN_FG1_Presentation_compressed.pdf
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Presentation 

https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/ISEN_FG2_Presentation_compr

essed.pdf 

Italy - Focus Group 1 

Agenda 

https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/ISEN_FG2_Presentation_compressed.pdf
https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/ISEN_FG2_Presentation_compressed.pdf
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Presentation 

https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/CSAL_FG1_Presentation_comp

ressed-1.pdf 

Italy - Focus Group 2 

Agenda 

 

List of attendees 

https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/CSAL_FG1_Presentation_compressed-1.pdf
https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/CSAL_FG1_Presentation_compressed-1.pdf
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Netherlands - Focus Group 1 

Agenda 
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https://www.ensie.org/Portals/ensie/OpenContent/Files/11713/CSAL_FG1_Presentation_compressed-1.pdf
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