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ï250,000 Service personnel
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What MOD Purchases

Around £16 billion spent each year

180,000+ Service Personnel who need:

Clothing

Homes furnished, windows cleaned & bins emptied

Sports facilities

Equipment for MODôs dental, fire & police services

Fuel & spare parts for MOD vehicles



FY 2005/06

MOD placed 25,865 new contracts

Á Downward trend ïin mid/late 1990s MoD placed

around 70,000 new contracts annually

Á 90% valued at less than £100K

Á approx 2,000 Commercial Officers



Rationalisation of

MOD Supplier Base

Á MOD currently has around 30,000 suppliers

Á Seeking to rationalise supplier base

Á Reduce number of direct suppliers 

Á Seek longer term, larger contracts in partnering environment with 

primes



MOD Procurement Policy

Obtaining value for money through:

ÁWhole Life Costs

ÁPerformance

ÁDelivery

ÁQuality



Approach

Á Reasonable Opportunities to Compete

Á Impartiality & Consistency

Á Confidentiality

Á EC Public Procurement Regulations

Á Advertise Requirements



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



Competitive Tendering

ÁCompetition preferred procurement route

Á72% by Value of Contracts placed following competition

ÁVendor assessment and pre-qualification techniques

ÁProspective bidders limited to around six



Tender Criteria

ÁThird Party Quality Assurance certification

ÁFinancially sound

ÁManagerial ability

ÁTechnical competence



Supplier Selection

Á Generally no more than 6 suppliers in competition

Á Expressions of interest from Industry

Á Pre- Qualification Questionnaires (PQQs)

Á Objective evaluation of relevant factors

Á But ïsometimes there is only one supplier



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



The Tender Process

Á Formal Invitation to Tender

Á Clear documentation, evaluation criteria & weightings

Á Clarification questions

Á Bidders Conferences

Á Tenders submitted through independent Tender Board

Á Tenders assessed

Á Tender Assessment Panel evaluate against pre-agreed criteria



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



Factors in 

Acquisition Decisions

Á Cost & Operational Effectiveness

Á Affordability & VFM

Á National Security

Á Key Technologies

Á Export Potential

Á Industrial Participation ïUKT&I

Á Industrial Capabilities

Á Foreign and security interests



Commercial Toolkit

ÁAvailable to MoD staff & industry

ÁContains guidance on a wide range of

commercial policy topics, DEFCONs, DEFFORMs etc

Áwww.aof.mod.uk

ÁCommercial Toolkit

ÁSelect either óGuidance Topicsô; óDEFCONsô or óDEFFORMsô

http://www.aof.mod.uk/


Codes of Best Practice

Commercial Policy Group Guideline No. 5

ÁThe relationship between the MoD and its suppliers 

ÁThe involvement of the MoD in the selection

of sub-contractors by prime contractors

ÁThe relationship between defence contractors

and their suppliers

Á Available from: www.aof.mod.uk



Email: bip@bipcontracts.com

Website: www.contracts.mod.uk

Visibility for



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.



Guide to Contract Notices

Possible Future 

Purchases

Future Purchase

No.Expressions of Interest 

Date Sent to the 

EU Journal  Issuing Branch

Summary of Requirements

QA Standards



Tenders Invited

Contracts Awarded

Sub -Contract Opportunities

Addendum

Guide to Contract Notices



DEFENCE

SUPPLIERS SERVICE

Part of Directorate of

Supplier Relations (DSR)

Help Desk

Email: dsr-dss1@mod.uk

Website: www.contracts.mod.uk

Tel: 0117-91-32844/32843

mailto:dsr-dss1@mod.uk
mailto:dsr-dss1@mod.uk
mailto:dsr-dss1@mod.uk
http://www.contracts.mod.uk/


Defence Suppliers Service

ÁPart of Directorate of Supplier Relations

ÁExplain UK MoD Procurement & Procedures

ÁProvide Information brochures

ÁProvide Product requirement advice

ÁProvide Contact points



21st Century Supply

Chain (SC21) Programme

Launched by the Society of British Aerospace Companies

(SBAC) in 2006

Open to all suppliers in the aerospace and defence industry - further 

information can be obtained from www.sbac.co.uk - search for óSC21ô

Three key workstreams aimed at improving the efficiency and 

effectiveness of the supply network;

ÁAccreditation 

ÁPerformance and Development

ÁRelationships

- MoD signed up to the programme in 2008

http://www.sbac.co.uk/


Information Pack

MoD Defence 

Contracts Bulletin

Selling to MoD

Edition 16



Centre for Defence Enterprise

Is first point of contact in MoD for anyone with an

innovation that has a potential defence application.

Successful applicants could benefit from:

Á Proof-of-concept funding in the form of a research contract

Á Support from military scientists & engineers

Á MoD trials & testing facilities

Á Mentoring service

Á Unique insight into UK & non-domestic defence markets

Contact tel: 01235-438445   E-mail: science-enterprise@mod.uk



Other Points of Contact

UK Trade & Investment Defence & Security Organisation

ïSmall Business Unit

Contact: Howard GibbsïHead of Small Business Unit 

Tel: 0207-305-2478

E-mail: Howard.gibbs@ukti.mod.uk

Website: www.dso.uktradeinvest.gov.uk

mailto:Howard.gibbs@ukti.mod.uk
http://www.dso.uktradeinvest.gov.uk/


www.contracts.mod.uk

www.contracts.mod.uk
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West of England 

Aerospace Forum

South West England: 

The leading UK Aerospace and Defence Region

Supplying the Defence Sector

ñFit for Businessò

Irshad Booly  General Manager

5th March 2009



Å WEAFôs overall aim is to facilitate the future competitiveness 

and growth of the aerospace industry in the South West

Å South West Industry contributes 27% (£4.6 billion) of the 

national GDP for Aerospace and Defence:

ÅEquates to £17.1 billion.

ÅEstimated 43,000 direct and 100,000 indirect jobs

ÅMore than 800 aerospace companies within the South West supply 

chain 700 SMEs 

ÅIndustry split: 50:50 ïCivil/Defence

Å In the South West BAEôs is one of the largest buyer for defence 

equipment.

WEAF ïSW Aerospace 

& Defence Industry



ÅWEAF is supported by the South West Regional 

Development Agency ïto deliver the aerospace and 

defence strategy.

ÅFunding: 48% Government  - 52% industry

ÅPartnered with National & International associations

ÅLed by Industry through its Board and Council

About WEAF



Å Supply Chains in the 21st Century ïSC21

ÅAccreditation

ÅPerformance & Development

ÅRelationships

ÅInnovative Supply Chains

ÅThrough life solutions & MRO

ÅSustainable Aviation ïEnvironmental

Å Space Supply Chain Development

Å Skills ïATSW/STEM

MOD Sits on SC21 Steering Group

All Directed by WEAF industry Steering Groups

Major Projects 2008 ï2010 



V Support Funding: secured by WEAF for our SC21 programme, 

also with our partner, the South West Manufacturing Advisory 

Service (South West MAS).

V 421 Companies signed up nationally .

V 90 companies in the South West ïleading the national 

programme.

V 56 companies engaged in activities. 

V Encouraging cluster groups to form, for group delivery and 

learning.

SC21 South West 



SC21 Sub Regional Clinics

Objectives:

Å Update of National Programme

Å Update on Regional progress & funding support

Å Detail of Manufacturing/Determining Excellence Assessment & Next 

steps

Å Case study of engaged company ïSelf Starter/Customer led

Å Prime/1st Tier cluster group update

Å Check WEAF website for dates:   www.weaf.co.uk

SC21 South West 


