
ñThe Keys to Success in 

Supplying the Defence Sectorò 

Working Together to Succeed



DAC
Defence Advisers Council 



ÅEuropeôs largest (20% market share)

ÅWorth £32bn in 2009

ÅMOD

~ UK industryôs #1 Customer (Ã16bn annual spend)

~ 23,000 contracts in 2007/8

~ 200,000 Service personnel

UK Defence Industry
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Planning Options

OPTION 1 ïThe Business Miracle

ñDo today what you did yesterday 

and

expect a different result tomorrow.ò

OPTION 2 ïManage the Future: The 7 Ps

ñSet your Vision clearly, define your Objectives, 

make a Plan , communicate your Actions, 

review your Progress.ò



Are You Ready?

Å Prepare and Plan ééééééééééé.éé. 

Å Define your companyôs products/services é..

Å Determine why anyone should buy from you.. 

Å Decide on your óroutes to marketô ééééé..

Å Identify your óstrategicô funding options éé..

Å Organise Strategy Reviews éééééééé..

strategically

clearly

USP

your tactics

your cash flow

regularly



The ñBusinessò Plan

Introduction

Executive Summary
Your Business
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Your Product/Service

Your Markets

The Environment/Competition

Operations

Risk Analysis

The Financials

Appendices
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Defence Industrial Strategy (DIS)

Å Launched in December 2005

Å Bedrock of UK procurement policy is long term value for money & 

competition remains a key constituent

Å Engages with & promotes a sustainable industrial base in order to meet 

requirements

Å Welcomes overseas investment from companies that create, value 

employment, technology or intellectual assets in UK & becomes part of UK 

Defence industry.

Å An important aim is to make it easier for SME companies to do business 

with UK MOD. UK MOD has a Supply Network Policy in place.
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What MOD spends to provide & 

sustain military capability

Around £16 billion spent each year

Direct spend with SMEs in FY 2007/08 approx £800M

This does not include business that SMEs have directly with MOD 

suppliers,
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Contracts Placed

MOD places approx 20,00 new contracts a year at present

Á 90% valued at less than £100K

Á approx 2,000 Commercial Officers in the overall MOD 

acquisition organisation
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MOD Procurement Policy

Obtaining value for money through:

ÁWhole Life Costs

ÁPerformance

ÁDelivery

ÁQuality
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Approach

Á Reasonable Opportunities to Compete

Á Impartiality & Consistency

Á Confidentiality

Á EC Public Procurement Regulations

Á Advertise Requirements
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Acquisition Strategy

Á Integrated Project Team (IPT) ïcurrently approx

100 IPTs within DE&S

Á Effective & transparent audit trail

Á Approved at appropriate level for costs ïInitial Gate & Main Gate 

approval 

Á Explanation of most cost effective solution

Á Assessment of all procurement options

Á Assessment of risks & benefits involved

Á Industry Days ïóAnnouncementsô section of MoD DCB
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Competitive Tendering

ÁCompetition preferred procurement route

ÁApprox ¾ by value of contracts placed following 

competition

ÁVendor assessment and pre-qualification techniques

ÁProspective bidders limited to around six
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Non -Competitive Contracts

ÁPricing agreed prior to contract placement

ÁNo Acceptable Price, No Contract (NAPNOC)

ÁMandatory for all non-competitive £1m+ contracts

Á£2bn NAPNOC contracts placed annually

ÁAll non-competitive requirements advertised in

MoD DCB for possible sub-contract opportunities
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The Tender Process

ï Formal Invitation to Tender

ï Clear documentation, evaluation criteria & weightings

ï Clarification questions

ï Bidders Conferences

ï Tenders submitted through independent Tender Board

ï Tenders assessed

ï Tender Assessment Panel evaluate against pre-agreed criteria
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Contract Award Criteria

ÁTechnical & contractual compliance

ÁClear-cut decision

ÁDown-selection process may be necessary

ÁNegotiation may be necessary

ÁWinning & losing bidders normally informed at same time

ÁDebrief available
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Visibility for:

Email: bip@bipcontracts.com

Website: www.contracts.mod.uk
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Advertising MoDõs

Requirements

MoD routinely advertises:

Á All its competitive and non-competitive, ówarlikeô and

ónon-warlikeô requirements for goods & services valued at Ã40,000 and above 

in the MoD Defence Contracts Bulletin.

Á Its acquisition teams are being encouraged to advertise requirements valued 

between £20,000 & £40,000 in the Bulletin.

Á Requirements which meet the relevant criteria also advertised in Official 

Journal of the European Union (OJEU),  European Defence Agencyôs 

Electronic Bulletin Board & Supply2.gov.uk portal as well as in the Bulletin.
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DEFENCE

SUPPLIERS SERVICE

Part of Supplier Relations Team (SRT)

Help Desk

Email: dessrt-dsshelpdesk@mod.uk

Website: www.contracts.mod.uk

Tel: 0117-91-32844/32843/32832

mailto:dessrt-dsshelpdesk@mod.uk
mailto:dessrt-dsshelpdesk@mod.uk
mailto:dessrt-dsshelpdesk@mod.uk
http://www.contracts.mod.uk/
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Defence Suppliers Service

ÁMOD focal point for advice to companies wishing to 

become UK Defence suppliers

ÁExplain UK MoD Procurement & Procedures

ÁProvide Information brochures

ÁProvide Product requirement advice

ÁProvide Contact points
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Information Pack


