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[COMPANY NAME]  –  POLICY
ANTI-BRIBERY, CORRUPTION & COMPETITION LAW POLICY
How we win and keep work honestly and fairly: no bribes, no improper gifts, no hidden conflicts and no deals with competitors.
	Reference
	Version
	Date issued
	Review date

	ARB-POL-20
	3.1
	[DD/MM/YYYY]
	[DD/MM/YYYY]



	At a glance

	What it covers
	Bribery and corruption, gifts and hospitality, public officials, conflicts of interest, competition law, tendering and contact with competitors, and third-party checks.

	Who it applies to
	Everyone who works for us or on our behalf, including subcontractors, agents and suppliers.

	The key rule
	Never offer or accept a bribe. Never agree prices, bids or customers with a competitor. If in doubt, ask first and record it.

	Who to contact
	[Policy owner name and phone]

	Time to read
	About 20 minutes. Estimators and Managers should also read the appendices.

	Where it is kept
	[Shared drive / HR app / office]. Reviewed every 12 months.



	Guidance for the business owner – remove before issue
This is version 3.1 of your approved master policy, now numbered ARB-POL-20 (previously ARB-POL-01). The modern slavery content has moved to ARB-POL-08. Everything else from version 2.1 has been kept.
In force now (checked 26/09/2026)
1. Bribery Act 2010 (checked 26/09/2026). s1: offering, promising or giving a bribe. s2: requesting, agreeing to receive or accepting a bribe. s6: bribing a foreign public official. s7: a company or partnership is guilty if an "associated person" (anyone performing services for it, which can include subcontractors and agents, s8) bribes someone to win or keep business for it. The only s7 defence is adequate procedures. Individuals face up to 10 years in prison and an unlimited fine; organisations an unlimited fine (s11). There is no exemption for facilitation payments. s7 applies to companies and partnerships of any size. Sole traders are not caught by s7, but the personal offences still apply.
1. MoJ guidance (checked 26/09/2026). The Ministry of Justice guidance about procedures to prevent bribery (section 9 guidance, March 2011) is still the current guidance. GOV.UK lists it as "Bribery Act 2010: guidance to help commercial organisations prevent bribery", page last updated 22 January 2025, with no new edition. Its six principles are mapped in Section 10. It confirms that reasonable, proportionate hospitality is not prohibited.
1. Competition Act 1998 (checked 26/09/2026). Chapter I bans agreements and concerted practices that restrict competition; Chapter II bans abuse of a dominant position. It applies to businesses of any size, including informal deals between two local firms. Fines up to 10% of worldwide turnover. Directors can be disqualified for up to 15 years. Individuals in cartels (price fixing, bid rigging, market sharing) can be prosecuted under the Enterprise Act 2002, with up to 5 years in prison.
1. CMA enforcement approach (checked 26/09/2026). The CMA’s Annual Plan 2026 to 2027 (23 March 2026) prioritises bid rigging in public procurement, using AI and data tools to scan bidding data, and deterring algorithmic collusion. On 16 December 2025 it published a case study of lessons from its demolition bid-rigging case: over £60 million in fines on 10 firms for cover bidding and hidden compensation payments, and 4 directors disqualified. In July 2026 it named 12 firms in its investigation into bid rigging on school roofing contracts, and in September 2026 it fined one of those firms and two of its staff £50,000 in total for hiding a phone and paperwork during a CMA inspection. It pays informants up to £250,000. Since October 2025, the first cartel member to report before an investigation starts gets immunity from fines, director disqualification, prosecution and public contract exclusion and debarment.
1. Consumer law (DMCC Act 2024) (checked 26/09/2026). Since 6 April 2025 the CMA can enforce consumer law directly and fine up to 10% of global turnover. Its first year focused on hidden fees (drip pricing), fake reviews and misleading online sales tactics. See ARB-POL-15.
1. Procurement Act 2023 (checked 26/09/2026) (in force 24 February 2025). Bribery and competition law breaches such as bid rigging are exclusion grounds for public contracts. A central debarment list can exclude a supplier for up to 5 years. Checks can extend to associated persons and intended subcontractors.
1. Failure to prevent fraud (checked 26/09/2026). Economic Crime and Corporate Transparency Act 2023 (ECCTA), s199, in force since 1 September 2025. It applies only to large organisations (two or more of: over 250 employees, over £36 million turnover, over £18 million balance sheet). See the Fraud Prevention & Financial Integrity Policy (ARB-POL-06).
1. Senior managers (checked 26/09/2026). Since 26 December 2023, ECCTA s196 has made a company or partnership of any size guilty of an economic crime, including bribery, fraud and the cartel offence, committed by a senior manager acting within their actual or apparent authority. Since 29 June 2026, s250 of the Crime and Policing Act 2026 extends this to almost any offence. "Senior manager" is a test of what someone does, not their job title: in a small firm, an operations or contracts manager may count. There is no "adequate procedures" defence for this, so the controls in this policy matter even more.
Coming changes to watch
1. Crime and Policing Act 2026, s250: watch for prosecutor guidance on who counts as a "senior manager". Update the Section 10 training if the test is narrowed or widened.
1. MoJ Bribery Act guidance: still the 2011 text. If it is revised, check the Section 10 table against the new principles.
1. Public sector bid data: the CMA’s paper "Rigged bids, real costs" (8 September 2026) asks government to collect all bid data, including losing bids, and to screen it for bid rigging. If this happens, every public-sector tender you submit could be checked for patterns. Keep the tender independence record (Appendix C) for every bid.
1. CMA: a new Annual Plan is usually published each spring, and revised unfair contract terms guidance is due in autumn 2026. Check the tender rules in Section 6 and the customer rules in Section 5 at each review.
1. Pricing software: if you start using software or AI to set prices, check it does not share or use competitors’ data. The CMA is watching this area.
1. Modern slavery statements: changes proposed in the Immigration and Asylum Bill are covered in ARB-POL-08.
Sources: legislation.gov.uk (Bribery Act 2010 ss1, 2, 6, 7, 8, 11; Competition Act 1998; ECCTA 2023 ss196, 199; Crime and Policing Act 2026 s250); GOV.UK Bribery Act 2010 guidance (MoJ); GOV.UK "Rewards for information about cartels" and CMA blog on leniency changes (28 October 2025); CMA Annual Plan 2026 to 2027; GOV.UK CMA demolition case study (16 December 2025); CMA "Rigged bids, real costs" (8 September 2026); CMA blog "Direct consumer enforcement: one year on" (17 April 2026); CMA blog on Procurement Act exclusion and debarment (26 February 2025); GOV.UK failure to prevent fraud guidance (Home Office). The school roofing developments and s250 commencement date were checked against trade press and law firm commentary.
Tailor it. Set your own gift thresholds (the £100 and £200 figures are from your approved master) and your rule on customer tips. Name the Policy owner. Fill in every [red] item and delete this box before issue.
Arborella provides this template as documentation support. It is not legal advice. Take advice from a solicitor before any joint bid or information sharing with a competitor.



	If your business is larger (optional – delete if it does not apply)
If you meet two or more of: over 250 employees, over £36 million turnover or over £18 million balance sheet, the failure to prevent fraud offence applies. Your fraud risk assessment (ARB-POL-06) should sit alongside this policy.
With a formal procurement or bid team, keep a written clean team protocol for every joint bid, and give competition law training to everyone who prices work, at least yearly.
For larger public contracts, expect buyers to ask about your procedures, conflicts and any exclusion grounds. Keep this policy, the registers and training records ready to send.



	This policy on one page
1. Never offer, give, ask for or accept a bribe – including small "speed-up" payments.
1. Gifts and hospitality: keep them modest, record them, and get approval above £[100]. Nothing for public officials without Director approval.
1. Declare any conflict of interest before a decision is made.
1. Price every job and tender on our own figures. Never discuss prices, bids or customers with a competitor.
1. If you are asked to do something wrong: say no, stop, write it down and report it the same day. You will be protected.



	1
	Why we have this policy and who it covers
Section 1 of 10  ·  About 2 minutes to read  ·  Everyone

	1.1	We work honestly, fairly and responsibly. We do not tolerate bribery, corruption or anti-competitive behaviour anywhere in our business or supply chain. We compete for work on merit: safety, quality, service and price.



1.2	This policy applies to everyone who works for [COMPANY NAME] or on our behalf: Directors, Managers, Team Leaders, employees, apprentices, agency and labour-only workers, subcontractors, agents, consultants and suppliers.
Our standard: zero tolerance, zero surprises
1. Never offer, promise, give, ask for or accept a bribe.
1. Never make or accept facilitation payments or kickbacks. There is no UK exemption.
1. Keep every dealing open, proportionate and recorded.
1. Compete independently and fairly. Never coordinate prices, tenders, customers, areas or other competitive decisions with a competitor.
1. Never swap commercially sensitive information with a competitor, unless there is a lawful reason and a Director has approved the controls.
1. Never use forced or exploited labour. Our Modern Slavery & Human Trafficking Policy (ARB-POL-08) sets out how we prevent it.
	Word
	What it means here

	Bribe
	Anything of value (money, gifts, favours, jobs, hospitality, discounts) offered or given to get someone to act improperly, or as a reward for doing so.

	Facilitation payment
	A small unofficial payment to speed up a routine action, such as a permit or an inspection. It is a bribe in UK law.

	Kickback / secret commission
	A hidden payment back to someone for placing work or an order with you.

	Public official
	Anyone working for a council, highways authority, government body or public service, or acting in a public role. This includes tree officers, planners and inspectors.

	Competitor
	Any business that does, or could, bid for the same kind of work as us. Other tree surgeons and landscapers are often competitors and subcontractors at the same time.

	Associated person
	Anyone who performs services for us or on our behalf, including subcontractors and agents. We can be liable for their bribery.



	2
	Bribery: what is banned
Section 2 of 10  ·  About 2 minutes to read  ·  Everyone

	2.1	A bribe is offering or receiving anything of value to influence a decision improperly. It does not matter whether the bribe is paid directly or through someone else, or whether it works.



Examples in our work
1. Giving a council inspector cash or match tickets to overlook a Tree Preservation Order (TPO) breach.
1. Accepting free tools in return for giving a supplier more work.
1. Paying a "back-hander" to jump a permit queue or to get traffic management rules ignored.
1. Using a subcontractor or consultant to pass on an improper payment.
Always banned
1. Bribes, facilitation payments, kickbacks and secret commissions.
1. Off-book payments, false invoices or receipts, or improper payments disguised as "marketing" or "consultancy".
1. Gifts or hospitality meant to influence a decision improperly, or likely to look that way.
1. Getting round this policy by using a third party, a family member or a personal account.
1. Political donations on behalf of the business.
2.2	Charitable donations and sponsorship (for example a local school tree-planting day or a charity climb) are welcome, but must be open, approved by a Director, recorded in the register (Appendix A) and never used to influence a decision.
	What this means for you
A highways officer hints that your road-closure permit "could go through quicker" if the firm helped with his own garden trees for free. That is a request for a bribe. Say no politely, do not do the work, and tell [Policy owner] the same day. We would rather wait for the permit.



	3
	Gifts, hospitality and expenses
Section 3 of 10  ·  About 3 minutes to read  ·  Everyone

	3.1	We accept that modest, genuine business hospitality is normal. The test is intent, proportion and openness. The same rules apply whether we are giving or receiving.



	Usually allowed
	Never allowed

	Light hospitality, such as tea, coffee or site sandwiches.
	Cash or cash equivalents, including vouchers, gift cards and loans.

	Low-value seasonal gifts, such as a tin of biscuits, given openly.
	Anything offered or accepted during a live tender, inspection or approval with that person or organisation.

	A working lunch with a client or supplier.
	Lavish or frequent hospitality, or travel or accommodation paid for by others.



Approval thresholds (per person, per gift or event)
	Value
	What you must do

	Up to £[100]
	May be given or accepted if reasonable. Record it in the Gifts and Hospitality Register (Appendix A). [Optional: tea, coffee and site refreshments do not need recording.]

	£[100.01] to £[200]
	Get your line manager’s approval before accepting or giving it. Record the approval in the register.

	Over £[200], or anything for a public official or public-sector client
	Director approval only. The default answer is no.



3.2	Always record who, what, when, why and the value. If in doubt, ask first and err on the side of no.
Public officials and public-sector work
3.3	Take extra care with council officers, tree officers, planners, highways staff and inspectors, including utility or land agents acting in a public role. Do not offer anything beyond modest refreshments without Director approval. Many councils have a zero-gift rule for their staff, and we respect it.
3.4	Expenses must be genuine, supported by receipts, and approved in line with our expenses procedure ([ref]).
	What this means for you
A timber merchant who buys our logs offers you two tickets to an international rugby match, while we are negotiating next year’s price. That is over £200 and during a live negotiation. Decline politely and record the offer in the register.
A homeowner gives the crew a £20 note "for a drink" after a hedge reduction. Small tips from private customers are not bribes, but hand it in or record it as [your tip rule], so it is open.



	4
	Conflicts of interest
Section 4 of 10  ·  About 1 minute to read  ·  Everyone

	4.1	A conflict of interest is where your personal interests, or those of close family or friends, could affect (or look like they affect) a decision you make for us.



4.2	Tell your manager if you, or someone close to you, have a personal, financial or other interest in a client, supplier, subcontractor or competitor. Use the declaration in Appendix B.
4.3	We will record it in the Conflicts Register and manage it, for example by keeping you out of that decision. Declaring a conflict is not a disciplinary matter. Hiding one may be.
	What this means for you
Your partner runs the plant hire firm we are thinking of using for a stump grinder, or your brother is a tree officer at the council whose contract we are bidding for. Declare it before the decision is made. Someone else will make the choice.



	5
	Competition law: the rules
Section 5 of 10  ·  About 3 minutes to read  ·  Directors, Managers, estimators and anyone who prices work

	5.1	We make our own commercial decisions independently. We do not make agreements, informal understandings or coordinated plans with competitors that could restrict competition. The rules apply whether an arrangement is written, spoken, informal, implied, or reached through messages, trade meetings or third parties.



	Banned – zero tolerance
	What it looks like

	Bid rigging (collusive tendering)
	Agreeing with a competitor who will win a tender, what either will bid, whether someone bids or withdraws, or taking turns to win. Submitting a deliberately high or non-genuine "cover" bid. Paying or being paid to stand aside.

	Price fixing
	Agreeing or coordinating prices, hourly or day rates, schedules of rates, minimum charges, discounts, surcharges, margins or future price rises.

	Market or customer sharing
	Dividing customers, contracts, framework lots, areas, sectors or types of work. Agreeing not to approach or compete for certain customers.

	Swapping sensitive information
	Sharing or asking for non-public information about current or future prices, tender figures, costs, margins, discounts, customers, pipeline, capacity, strategy, pay plans or bidding intentions.

	Other non-compete deals
	Agreeing to limit output, capacity, service, recruitment (for example "no-poach" deals about climbers), purchasing or other competitive activity, unless it has been checked and confirmed as lawful.



5.2	Breaking competition law can lead to fines of up to 10% of worldwide turnover, directors being disqualified for up to 15 years, prison for individuals in cartel cases, and being excluded from public contracts.
Fair dealing with customers
5.3	Since April 2025 the Competition and Markets Authority (CMA) can fine businesses directly for breaking consumer law. For our domestic customers this means: quotes show the full price, including VAT and any fixed extra charges (such as waste disposal); we never write, buy or post fake reviews; and we never pressure vulnerable customers. See our Customer Care and Complaints Policy (ARB-POL-15).
	What this means for you
A local tree surgeons’ WhatsApp group starts discussing "everyone putting day rates up to £[X] in January". Do not reply with your own rates or plans. Post that you will not discuss pricing, leave the group if it carries on, and tell a Director. Staying silent in the group can still look like agreement.



	6
	Tenders, quotes and talking to competitors
Section 6 of 10  ·  About 3 minutes to read  ·  Directors, Managers and estimators

	Tenders and quotations



1. Prepare every tender, quotation and price independently, using our own information, costs and judgement.
1. Do not tell a competitor whether we plan to bid, or our price, rates, margin, discounts, method, capacity or preferred outcome. Do not ask them for theirs.
1. Never give or ask for a cover price, courtesy bid or deliberately uncompetitive figure.
1. Never agree to withdraw, not bid, rotate contracts, share lots or customers, or pay or be paid in connection with a tender result.
1. Keep a record of important bid or no-bid and pricing decisions (Appendix C), so we can show our submission was independent if challenged.
Contact with competitors
1. Normal professional contact at trade shows, Arboricultural Association events, networking meetings and supplier days is fine. Keep off sensitive subjects.
1. If a competitor raises prices, tenders, sharing customers or future plans: stop the conversation, say we will not take part, leave if you need to, and report it to a Director or the Policy owner. Log it in Appendix C.
1. Do not use WhatsApp groups, email chains, shared spreadsheets or third parties to swap information you could not properly discuss face to face.
1. For market research and benchmarking, use public, properly anonymised, aggregated or historic information. It must not become a route to learn a competitor’s current or future plans.
Working with other firms: subcontracting and joint bids
6.1	Working with another firm can be lawful and sensible, for example genuine subcontracting, a consortium bid or a joint venture. Where that firm is an actual or potential competitor:
1. share only the information genuinely needed for that opportunity;
1. get a Director’s authority before sharing any pricing, customer, capacity or tender information, and follow the clean team rules in Appendix C;
1. take advice from a competent legal adviser where there is any doubt; and
1. never reuse the information to coordinate competition elsewhere.
	If in doubt, stop
Do not continue the conversation or the exchange. Write down what happened and ask a Director or the Policy owner before doing anything else. Nobody will be criticised for stopping a conversation or delaying a bid to protect the business from competition law risk.



	What this means for you
Another tree firm you often subcontract to rings about a council framework: "We’re both bidding for lot 2. If you go high on lot 2, we’ll go high on lot 3 and we both win something." That is bid rigging and market sharing. Say no, end the call, and log it in Appendix C the same day.
You are pricing a joint bid for a grounds maintenance contract with a landscaper who is also a competitor. Agree in writing what information you both need, keep it to the named people on the clean team, and do not discuss your other contracts.



	7
	Subcontractors, suppliers and agents
Section 7 of 10  ·  About 2 minutes to read  ·  Directors, Managers and office

	7.1	We can be liable if someone acting for us pays a bribe. We expect subcontractors, suppliers and agents to meet the same standards on anti-bribery and fair competition. Our checks match the relationship and the risk.



Before we use them (risk-based due diligence, Appendix D)
1. Confirm identity, ownership, competence and that the business is genuine.
1. Look for red flags: unusual fees, secrecy, requests for cash or payment to someone else, refusal to accept our compliance terms, or prices that make no sense.
1. Use contract terms covering anti-bribery and competition law, with the right to ask for evidence, investigate concerns and end the contract for serious or unresolved breaches. Our Subcontractor Agreement (ARB-HR-007, clause 25) does this.
While we work with them
1. Keep the scope, prices and invoices clear and proportionate.
1. Never agree success fees tied to getting permits, consents or inspections.
1. Re-check higher-risk partners at least yearly, and spot-check invoices and deliverables.
7.2	Our subcontractor checks are set out in the Subcontractor Selection and Monitoring Policy (ARB-POL-19) and the Subcontractor Onboarding Checklist (ARB-HR-008).
	8
	Modern slavery
Section 8 of 10  ·  About 1 minute to read  ·  Everyone

	8.1	Modern slavery, forced labour, debt bondage and human trafficking are now covered in full in our Modern Slavery & Human Trafficking Policy (ARB-POL-08). That policy sets out our standards for recruitment and pay, supply chain checks, warning signs, how to report and who to call.



8.2	The principles in this policy still apply: never ignore a concern, report it straight away, and never agree to anything that could put a worker at risk.

	9
	How to report a concern
Section 9 of 10  ·  About 2 minutes to read  ·  Everyone

	9.1	If you are asked to take part in bribery, collusion or improper information sharing, or you see something suspicious, do not take part and report it promptly.



	1
	Say no, or stop the conversation. Do not agree to anything, even "to keep them happy".

	2
	Write down what happened: who, what, when, where and any amount. Keep any messages or emails.

	3
	Tell your line manager or [Policy owner name, phone] the same day. If the concern is about them, go to [second contact] or use our Whistleblowing Procedure (in the Employee Handbook, ARB-HR-002).

	4
	Do not investigate it yourself, and do not warn the people involved.

	5
	We will look into it fairly and confidentially, and tell you what happens where we can.



9.2	You will not be treated unfairly for raising a genuine concern, even if it turns out to be wrong. Whistleblowing law protects workers who report wrongdoing.
9.3	Where a concern may involve a crime or a competition law breach, a Director may take specialist advice and report it to the right authority, such as the police, the Serious Fraud Office or the CMA. Anyone can also report a cartel to the CMA directly and confidentially (gov.uk: "Report a cartel to the CMA").
Investigations and consequences
9.4	We deal with allegations promptly, fairly and, where needed, confidentially. Breaking this policy may lead to disciplinary action up to dismissal, removal from site or ending the contract for subcontractors, ending supplier arrangements, and reporting to regulators or the police.
	10
	Records, training and checking it works
Section 10 of 10  ·  About 2 minutes to read  ·  Directors

	Books, records and controls



1. Keep accurate, complete records of all payments, gifts, hospitality, expenses and third-party fees.
1. No off-book accounts. Receipts must be genuine and detailed.
1. The Policy owner, [name], keeps the Gifts and Hospitality Register (Appendix A), the Conflicts Register (Appendix B) and the competitor contact log (Appendix C).
Training
1. At induction: bribery risks, competition law basics and tender boundaries, the registers, and how to refuse, stop and report.
1. Refresher training, based on risk, for Directors, Managers, Team Leaders, estimators, buyers and anyone involved in tendering, pricing, recruitment, subcontracting or supplier approval.
1. A targeted briefing before significant tenders, joint bids, major purchases, inspections or higher-risk supplier arrangements.
10.1	The Ministry of Justice guidance sets out six principles for "adequate procedures". This is how we meet them:
	MoJ principle
	What we do

	1. Proportionate procedures
	Clear thresholds, registers, approvals and tender controls that fit our size and risks.

	2. Top-level commitment
	The Directors sign this policy, approve higher-risk hospitality and competitor collaborations, and lead by example.

	3. Risk assessment
	We review our bribery and competition risks every year (public-sector work, permits, tenders, subcontracting, timber sales).

	4. Due diligence
	We check subcontractors, suppliers and agents before use (Appendix D, ARB-HR-008).

	5. Communication and training
	Induction, refreshers and targeted briefings. Subcontractors are told through their agreement (ARB-HR-007).

	6. Monitoring and review
	The registers and concerns are reviewed every [quarter], and the policy at least every year.



	Review this policy sooner if…
1. the law or official guidance changes (for example new MoJ or CMA guidance);
1. there is a bribery, conflict or competition concern, or a tender is challenged;
1. you start bidding for public-sector or framework work, or join a consortium or joint venture;
1. you take on agents, or start working overseas or with overseas suppliers;
1. a senior manager is involved in any concern (see the senior manager rule in the owner guidance);
1. the CMA or government brings in new bid data or screening rules for public tenders; or
1. the business changes significantly in size, ownership or structure.



Who is responsible for what
	Who
	What they must do

	Directors
	Set the tone from the top. Approve higher-risk hospitality, donations and any competitor collaboration. Review this policy and the risks at least yearly.

	Policy owner
	Keep the procedures, registers (Appendices A to C), due diligence records, training and investigation records. Support the tender and competition law controls.

	Managers and estimators
	Price independently. Keep bid records. Apply the approval thresholds. Challenge unusual tender, pricing or supplier activity, and escalate concerns promptly.

	Team Leaders
	Apply the gift rules on site, refuse anything improper from clients, inspectors or suppliers, and pass concerns to the office the same day.

	Everyone
	Follow this policy, compete fairly, avoid banned competitor discussions, declare conflicts and report concerns.

	Subcontractors and agents
	Follow the same rules when working for us (ARB-HR-007, clause 25) and tell us straight away about any breach.



Evidence auditors may ask for
Constructionline Gold, CHAS, SafeContractor and Arboricultural Association assessors, and tender evaluators, may ask to see:
	Evidence to keep
	Where / how often
	✓

	Signed and dated copy of this policy
	Policy file – yearly
	☐

	Bribery and competition risk review, dated
	Policy file – yearly
	☐

	Gifts and Hospitality Register (Appendix A), with approvals
	Policy owner – reviewed every [quarter]
	☐

	Conflicts of interest declarations and register (Appendix B)
	Policy owner – at start and yearly
	☐

	Tender independence records and competitor contact log (Appendix C)
	Tender file – each tender
	☐

	Third-party due diligence checklists (Appendix D)
	Subcontractor and supplier files
	☐

	Contract clauses with subcontractors and suppliers
	Subcontractor Agreement (ARB-HR-007)
	☐

	Induction, refresher and tender briefing records
	Training records
	☐

	Concerns raised and how they were dealt with
	Confidential concerns log
	☐



	A
	Appendix A: Gifts and hospitality register
About 2 minutes per entry  ·  Anyone offered or giving a gift; approved by a Manager or Director

	Record every gift, hospitality or donation, given or received, above the level set in Section 3. Record offers you declined too. They show the policy works.



	Value
	Action
	Who approves

	Up to £[100]
	Record it
	No approval needed

	£[100.01] to £[200]
	Ask first, then record
	Line manager

	Over £[200], public official, or during a live tender, inspection or approval
	Ask first. Default is no
	Director only

	Cash, vouchers or gift cards (any value)
	Always decline
	Not allowed



	Date
	In or out
	From or to (name, organisation)
	What and value (£)
	Reason
	Approver
	Outcome (kept, declined, returned)

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	



Reviewed by Policy owner: name ______________________   date ____________


	B
	Appendix B: Conflicts of interest declaration
About 5 minutes  ·  Everyone at induction and yearly; Managers and estimators before each tender

	Please be open. Declaring a conflict protects you and us. It is not a disciplinary matter. If you would like help with this form, just ask.



	Your name
	

	Role
	

	Date
	



	Question
	Yes
	No
	Details

	Do you, or a close family member or partner, own, work for or have a financial interest in any client, supplier, subcontractor or competitor of ours?
	☐
	☐
	

	Do you have a close personal relationship with anyone at a client, supplier, subcontractor or competitor you deal with for us?
	☐
	☐
	

	Do you do any paid or unpaid tree, landscaping or grounds work outside your job with us?
	☐
	☐
	

	Is a close family member or partner a council officer, tree officer, planner or inspector we deal with?
	☐
	☐
	

	Is there anything else that could affect, or look like it affects, a decision you make for us?
	☐
	☐
	



Declaration. I confirm the answers above are true. I will tell [COMPANY NAME] straight away if anything changes.
	Signature
	
	Date
	



Conflicts register (Policy owner)
	Date
	Person
	Conflict (brief)
	How it is managed
	Agreed by
	Review date

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	





	C
	Appendix C: Tender clean team rules and competitor contact log
Estimators and Managers  ·  Each tender and joint bid

	Clean team rules (joint bids and subcontract pricing with a competitor)



	✓
	Rule
	Initials

	☐
	A Director has approved the joint bid or subcontract arrangement in writing, and why it is needed.
	

	☐
	The clean team is named: [names]. Only they see the other firm’s information.
	

	☐
	Only information needed for this opportunity is shared. Nothing about our other contracts, customers or pricing.
	

	☐
	Shared information is kept in a separate, restricted folder: [location].
	

	☐
	Legal advice has been taken where there is any doubt: [yes / not needed].
	

	☐
	When the bid ends, the information is returned or deleted, and this is recorded.
	

	☐
	Nobody in the clean team uses the information for any other bid or price.
	



Tender independence record
	Tender / client
	

	Bid or no-bid decision, and why
	

	How the price was worked out (our own costs, rates and margin)
	

	Prepared by
	

	Any contact with competitors about this tender? (If yes, log it below)
	

	Approved by (Director) and date
	



Competitor contact log
	Date
	Who and which firm
	Where or how (call, event, message)
	What they raised
	What you did
	Told (name)

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	





	D
	Appendix D: Third-party due diligence checklist
About 10 minutes  ·  Manager or office, before first use and yearly for higher risk

	Use this for new subcontractors, suppliers, agents and consultants. For subcontractors, use it alongside ARB-HR-008. A red flag is not an automatic fail. It is a reason to ask more questions and get a Director’s decision.



	Business name
	

	Type of work or goods
	

	Companies House number / UTR / VAT number
	

	Risk level (tick)
	

	Checked by and date
	



	✓
	Check
	Notes

	Identity and legitimacy

	☐
	Identity, trading address and contact details confirmed
	

	☐
	Companies House record checked (directors, status, filed accounts), if a company
	

	☐
	Ownership clear: no hidden owners or links to our staff (check Appendix B)
	

	☐
	Competence and references checked for the work proposed
	

	☐
	Not on the public procurement debarment list, for public-sector work
	

	Red flags (tick if found and give details)

	☐
	Asks for cash, payment to someone else, or to an overseas or personal account
	

	☐
	Unusual fees, success fees or commission, especially linked to permits or approvals
	

	☐
	Secrecy, or refuses to give information or accept our compliance terms
	

	☐
	Prices far below or above normal with no clear reason
	

	☐
	Close links to a public official or to the client’s decision-maker
	

	Contract and controls

	☐
	Anti-bribery and competition law terms agreed (ARB-HR-007, clause 25, or our purchase terms)
	

	☐
	Right to audit, investigate and end the contract for serious breaches included
	

	☐
	Payment by bank transfer to a verified business account only (ARB-POL-06)
	

	Ongoing

	☐
	Review date set: yearly for higher risk, every [2] years for lower risk
	



	Outcome
	
	Director approval (if high risk)
	

	Date
	
	Next review
	



	Policy statement
We are committed to doing business honestly and competing fairly. We will not offer or accept bribes, we will not collude with competitors, and we will act on every genuine concern.



	Signed on behalf of [COMPANY NAME]. This policy is reviewed at least every 12 months.
	
	Director / Managing Director

	Name
	

	Signature
	

	Date
	






Related documents
	Reference
	Document

	ARB-POL-06
	Fraud Prevention & Financial Integrity Policy

	ARB-POL-07
	Tax Evasion Prevention Policy

	ARB-POL-08
	Modern Slavery & Human Trafficking Policy

	ARB-POL-15
	Customer Care and Complaints Policy

	ARB-POL-19
	Subcontractor Selection and Monitoring Policy

	ARB-HR-002
	Employee Handbook (Whistleblowing and Disciplinary Procedures)

	ARB-HR-007 / 008
	Subcontractor Agreement and Onboarding Checklist

	[ref]
	Expenses and purchasing procedures



Document control
	Document
	Anti-Bribery, Corruption & Competition Law Policy (ARB-POL-20)

	Owner
	Company Director

	Approved by
	[Name, role]

	Status
	Controlled template – Live once approved

	Review
	At least every 12 months, and sooner if the law, guidance or the way you work changes



	Ver.
	Date
	Author
	Summary of changes

	1.0
	[DATE]
	[Initials]
	New edition created
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