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he MOD buys a wide variety of

products and services ranging from
clothing to satellite communication
systems, from construction of buildings to
provision of staff.We are British industry’s
single largest customer, spending
approximately £19.6 billion with third
parties on a wide range of products and
services. This amounts to 40-45% of total
Government spend with third parties.

The information compiled by the Defence
Suppliers Service provided in this edition of
Doing Business with the MOD (previous
editions of the brochure were entitled
Selling to the MOD) is dedicated to providing
our suppliers, both existing and new, as well
as those interested in doing business with the
MOD, with relevant information. It provides an
overview of how we do business and a number
of links to where you can find out more about
commercial opportunities.

Please take some time to familiarise yourself
with the information contained within this
brochure - this information is continually
being updated on the soft copy version which
can be accessed online: www.contracts.mod.uk/
doingbusinesswiththemod.

The hard copy version is available from the
Defence Suppliers Service.

Philip Margerison and Dawn King
Defence Suppliers Service
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MOD Defence Contracts Online (MOD DCO) Events
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The official source of UK
MOD contract opportunities

The MOD is the single largest
customer for UK industry

Registration on MOD DCO is absolutely free
and brings you access to the following features:

» Access to MOD defence contracts
and awards database
> 24/7 Online Search
»> Bespoke Daily Email Alert
> MOD Defence Contracts Bulletin (MOD DCB)*

MOD DCB is the only official paper source of
MOD contract opportunities and brings you:

» All UK MOD Contracts worth over £106,047
» News and Reports
» Important MOD Announcements

» Special Feature Articles

Find out more about MOD DCO or register FREE at:

www.contracts.mod.uk
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MINISTRY OF DEFENCE (MOD)

o)

®
Ministry

of Defence

What we do

We protect the security,independence and
interests of our country at home and abroad.
We work with our allies and partners whenever
possible. Our aim is to ensure that the Armed Forces
have the training, equipment and support necessary
for their work, and that we keep within budget.

Responsibilities
We have 7 military tasks:
+ defending the UK and its overseas territories
+ providing strategic intelligence
+ providing nuclear deterrence
+ supporting civil emergency organisations in times of crisis

+ defending our interests by projecting power strategically and
through expeditionary interventions

+ providing a defence contribution to UK influence
+ providing security for stabilisation

Priorities
Our priorities are:

* to continue to bring stability to Afghanistan as part of the
international task force

+ to fulfil our ongoing defence commitments at home and
across the world

* to be fully prepared to take on a wide range of other military
operations, as they develop

+ to continue the transformation of defence through the
restructuring of the Armed Forces to create a simpler and
more effective organisation at a lower cost to the taxpayer

Who we are

The Ministry of Defence has permanent and casual civilian
personnel,including Royal Fleet Auxiliaries, Trading Funds and
locally engaged civilians.

The UK Regular Forces comprise full-time trained and untrained
personnel in the:

* Royal Navy
* Army
+ Royal Air Force

The MOD works with 29 agencies and public bodies:
Executive Agencies
+ Defence Electronics and Components Agency
+ Defence Science and Technology Laboratory
+ UK Hydrographic Office
Executive Non-Departmental Public Bodies
+ National Army Museum
+ National Museum of the Royal Navy
+ Royal Air Force Museum
+ Single Source Regulations Office
Advisory Non-Departmental Public Bodies
+ Advisory Committee on Conscientious Objectors
+ Armed Forces’ Pay Review Body
+ Central Advisory Committee on Pensions and Compensation
+ Defence Nuclear Safety Committee
+ Defence Scientific Advisory Council
+ Independent Medical Expert Group
+ National Employer Advisory Board
+ Nuclear Research Advisory Council

+ Scientific Advisory Committee on the Medical Implications of
Less-Lethal Weapons

+ Veterans Advisory and Pensions Committees
Public Corporations

+ The Oil and Pipelines Agency
Others

+ Advisory Group on Military Medicine

+ Defence Academy of the United Kingdom

+ Defence Sixth Form College

+ Defence and Security Media Advisory Committee

* Fleet Air Arm Museum

+ Reserve Forces'and Cadets’ Associations

* Royal Marines Museum

+ Royal Navy Submarine Museum

+ Service Complaints Ombudsman

+ Service Prosecuting Authority

+ United Kingdom Reserve Forces Association

DEFENCE EQUIPMENT AND SUPPORT (DE&S)

dess

What we do

e are a bespoke trading entity and arm’s length

body of the Ministry of Defence. We manage a
vast range of complex projects to buy and support
all the equipment and services that the Royal Navy,
British Army and Royal Air Force need to operate
effectively. We work closely with industry, including
through partnering agreements and private finance
initiatives.

Who we are

DE&S employs approximately 12,500 civil servants and military
personnel around the UK and overseas and our headquarters are
in Bristol.

Responsibilities
We are responsible for:

+ the procurement and support of ships, submarines, aircraft,
vehicles, weapons and supporting services

+ general requirements including food, clothing, medical
supplies and temporary accommodation

* inventory management
« British Forces Post Office
+ Submarine Dismantling Project
Priorities
+ providing the right equipment to the Armed Forces and supporting
it, while delivering better value for money to the taxpayer

« transforming the organisation so that it can better support
the Armed Forces

Doing Business with the MOD O Edition 23 | 5



®
Defence
Suppliers
Service

PROCUREMENT AT THE MOD

Our approach

We are committed to achieving our requirements,
on behalf of the UK Government, by developing
an invigorated, innovative and cost-effective global
supply chain. Our aim is to acquire goods and
services at best value, ensuring a fair and reasonable
involvement of stakeholders in the supply chain.

We aim to continually develop our supply chain.In line with
our White Paper National Security Through Technology, we will,
wherever possible, seek to fulfil the UK's defence and security
requirements through open competition in the domestic and
global market, buying off-the-shelf where appropriate. We will
also take action to protect the UK's operational advantages and
freedom of action, but only where this is essential for our national
security. We will also provide increased opportunities for Small
and Medium-sized Enterprises (SMEs) to fulfil their potential
in supplying defence and security requirements. We recognise
that SMEs have the added advantage of being able to combine
innovative thinking with an agile and flexible approach. This
includes making our procurement processes more transparent,
simpler and faster.

The MOD has a specific SME action plan which describes
the work we are doing to support and encourage SMEs. In FY
2014/15 we placed contracts to the value of £832 million with SME
companies.

Our procurement activity falls under the requirements of the
EU Public Procurement rules. Under these laws the MOD does not
operate a preferred suppliers list of companies; instead it uses
competition, wherever practicable, and evaluation to provide

the best value for money to HM Government. (See ‘European
Procurement Law;,‘Official Journal of the European Union (OJEU),
‘OJEU Advertising Thresholds'and ‘Tenders Electronic Daily (TED)
below for further information.)

MOD staff engaged in procurement have a duty to actin a
professional and impartial manner and to be mindful of the
Bribery Act 2010.We also expect our suppliers to act fully in
accordance with the Act.

The Ministry of Justice has published extensive guidance on the
Act.Transparency International has also published guidance for
business on how to resist demands for bribes.

How we do business

We do not operate ‘preferred supplier’lists; we run open
competition for the vast majority of business that we let and the
supplies that are required. This means that any supplier, be they
large or small, who meets the stated requirements and criteria of a
tender opportunity can tender if they so wish.

Where requirements arise on a regular basis, the MOD has been
‘bundling’ many of its requirements and letting more framework
contracts. Framework Agreements provide an efficient and
effective means of combining the benefits of reduced process
costs and enhanced buying power resulting from a consolidation
of requirements. Our aim remains to acquire goods and services
at best value, ensuring a fair and reasonable involvement of
stakeholders and the supply chain. Opportunities are always
available in supporting the MOD directly or via the sub-contract
route through existing companies (prime contractors) who have
been successful in tendering and have been awarded contracts
and Framework Agreements.

MOD DEFENCE CONTRACTS ONLINE PORTAL /
MOD DEFENCE CONTRACTS BULLETIN

®

Defence
Contracts
Online

®

Defence
Contracts
Bulletin

he MOD Defence Contracts Online (MOD DCO)

portal provides all suppliers and potential
suppliers to the MOD with free online access to all
publishable MOD tender and contract opportunities
with a value of over £10,000. MOD DCO provides
a gateway to new business opportunities for
companies large and small who wish to compete
for defence business, either directly as a prime
contractor or indirectly as a sub-contractor.
There is also a facility to receive email alerts for
opportunities containing pre-defined words.

Registering for the MOD DCO portal

To register your company on the portal, you should visit
the Supplier Registration page and submit your details.You

will then be given a unique user ID and
logon to access, free of charge, all the
MOD’s publishable tender and contract
opportunities valued at £10,000 and above.

Access to other UK, European and global
opportunities relating to defence, security,
the emergency services, humanitarian aid,
counter-terrorism and homeland security
markets are also available through optional
value added subscription-based services via
the MOD DCO portal.This information is provided by BiP Solutions
Ltd entirely independently of MOD.

MOD Defence Contracts Bulletin (MOD DCB)

The MOD DCB publication is available on subscription from the
publisher BiP Solutions Ltd at £325 per year.

Online

Defence
Contracts

The only official source of
UK MOD contract opportunities

visit: www.contracts.mod.uk

6 | Doing Business with the MOD O Edition 23
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MOD Prior Information Notices (PIN) /
MOD Requests for Information (RFI)

These sections provide information on how to effectively
seek engagement with industry on requirements which
are exempt from the Official Journal of the European Union
(OJEU) procedures, prior to the formal contract notice seeking
expressions of interest. PIN forms are to be used to advise the
market of forthcoming procurements. RFl forms may be used to
obtain information (such as ROM costs) which, in turn, may inform
procurement strategy decisions.

Contract Notices / Voluntary
Transparency Notices (VTN)

The contract notices are specifically designed for competitive
requirements and to seek expressions of interest.The VTN is
also a purposely designed form for making non-competitive
announcements to advertise sub-contract opportunities and
allow challenge to single source strategies.

Contract Bidders Notices

This section applies to all competitive requirements, both those
subject to and those exempt from OJEU procedures, and identifies
which organisations have been invited to tender. Contract Bidders
Notices list the names, addresses and contact details of the
companies that have been invited to tender for the requirement.

MOD Competitive and
Non-Competitive Contract Awards
These sections provide notification of the award of a contract

for either a competitive requirement or a non-competitive
requirement.

Addendum

Amendments to contract notices previously published in MOD
DCO / MOD DCB made after their original publication are included
in this section.

Sub-Contract Opportunities

This section allows MOD prime contractors and private sector
organisations to advertise any sub-contract opportunities valued
at over £40,000 arising from their prime contracts with MOD.

GUIDE TO MOD DCO / MOD DCB CONTRACT NOTICES

Dynamic Pre-Qualification
Questionnaire (DPQQ)

The Dynamic Pre-Qualification Questionnaire (DPQQ) is
a new application in the MOD DCO portal that allows MOD
commercial staff to create an electronic PQQ that is issued as
part of the contract notice. The purpose of the contract notice
is to alert potential suppliers to MOD of forthcoming tendering
opportunities so that they can express an interest in bidding for
them if they wish to do so. Potential suppliers can express an
interest by completing the DPQQ online.

The benefits of the DPQQ for both MOD and industry are:

+ saving up to 28 days by combining two parts of the
procurement procedure; this will be of particular benefit to
SME companies

+ reducing the effort to create a PQQ as the templates are
already loaded on the MOD DCO portal

+ reducing the effort to complete the PQQ as suppliers can
store information on their capabilities on the MOD DCO portal
which can be used for other PQQs

The DPQQ will also:

« simplify current processes for the benefit of both buyers and
suppliers

« standardise, as far as possible, the pre-qualification process
for suppliers, while allowing buyers to tailor the questions to
meet the specific requirements of the procurement

+ remove costs for paper, printing and postage

+ remove duplication:a‘do it once’ ethos for suppliers to
complete once and reuse

+ reduce inconsistency: MOD commercial staff will use standard
agreed templates

+ increase transparency of the selection process and approach
to evaluation

increase efficiency by encouraging MOD commercial staff to
only seek necessary information

A Supplier Guide is available to all suppliers when logged into
the MOD DCO portal.There are FAQs on www.contracts.mod.
uk/faq. More in-depth information can be obtained from www.
contracts.mod.uk/delta/help/faq.html or from the Help Desk
Tel:0845 270 7099 or Email: support@contracts.mod.uk.

key feature of MOD procurement is the

involvement of industry at an early stage in the
acquisition process. As part of early engagement
with industry, MOD and DE&S teams conduct
Industry Days in order to give information to
potential suppliers about possible future purchases
and contract opportunities and to share MOD's
understanding of its requirements.

The events allow industry to contribute as required and are
developed to share information about relevant capabilities and

ADVERTISING INDUSTRY DAYS AND INDUSTRY
BRIEFINGS WITHIN MOD DCO / MOD DCB

technologies. In general, Industry Days and Industry Briefings
will usually involve companies not engaged contractually on the
project in question.

Acquisition teams also conduct Stakeholder Days with
industry and customer organisations in order to brief them on
achievement of milestones, receive feedback and exchange other
project information. Stakeholder Days will tend to be confined to
companies that have been engaged - either directly by the MOD
or indirectly as sub-contractors - on the project.

To help maximise industry awareness of the MOD's future
requirements at an early stage, all Industry Days, Industry Briefings
and Stakeholder Days are advertised in the’Announcements’
sections of MOD DCO and MOD DCB.

Doing Business with the MOD O Edition 23 | 7
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CONTRACTS FINDER PORTAL

he Cabinet Office’s free to use ‘Contracts Finder’

portal advertises in one place all UK Government
tender and contract opportunities worth over £10,000
with the Government and its agencies.The MOD is
making use of the portal which was introduced with
the specific intention of making it much easier for
companies, especially SMEs, to be able to access UK
public procurement opportunities.

You can use Contracts Finder to:

« search for contract opportunities in different sectors
+ find out what's coming up in the future

+ look up details of previous tenders and contracts

You can create an account to get email updates and save your
searches.You can still search and apply for contracts without an
account.

Pipeline notices give information about opportunities that might
be offered by public sector organisations in the next few years.

Contracts Finder also has details of all ‘closed’ government
opportunities since October 2010 - that is, where the tendering
process has finished.

You can find:

+ who the contract was awarded to

» the value of the contract

+ the criteria used to select the supplier

+ whether or not the supplier(s) might sub-contract some

of the work

Contracts Finder can be found at

www.gov.uk/contracts-finder.

Service support team

If you are experiencing problems using the Contracts
Finder service you can contact the service support team at
ContractsFinder@crowncommercial.gov.uk.

EUROPEAN PROCUREMENT LAW

he Treaty on the Functioning of the
European Union applies to all procurement
activity regardless of value, including contracts
below the thresholds at which advertising
in the Official Journal of the European
Union is required and including contracts
which are exempt from application of the EU
Procurement Directives.

Fundamental principles flowing from the Treaty include:

+ Transparency - contract procedures must be transparent and
contract opportunities should generally be publicised

+ Equal treatment and non-discrimination - potential
suppliers must be treated equally

+ Proportionality - procurement procedures and decisions
must be proportionate

+ Mutual recognition - giving equal validity to qualifications
and standards from other Member States, where appropriate

OFFICIAL JOURNAL OF THE EUROPEAN UNION (OJEU)

he term Journal’is misleading, as production of
the hard copy version ceased in 1997; it can now
be accessed online via Tenders Direct.

Around 2500 new notices are advertised every week —
these include invitations to tender, prior information notices,
qualification systems and contract award notices. Purchasing
Authorities can use the eProcurement portal, myTenders, to
publish OJEU and lower-value tenders.

The Official Journal comprises three series:

« the L Series contains EU legislation including regulations,
directives, decisions, recommendations and opinions

« the C Series contains EU information and notices including
the judgments of the European Courts, calls for expressions
of interest for EU programmes and projects, public contracts
for food aid, etc

+ the supplementary S Series contains invitations to tender
which can be found at Tenders Direct

Supplement S contains invitations to tender for the following:

« contracts for works, supplies and services from public sector
organisations in all EU Member States

« contracts from utility companies operating in the water,
energy, transport and telecommunications sectors

+ contracts from EU institutions
+ European Development Fund contracts (ACP countries)

« Phare, Tacis and other contracts from Central and Eastern
Europe

» European Investment Bank, European Central Bank and
European Bank for Reconstruction and Development
financed projects

+ European Economic Area contracts (Norway, Iceland and
Liechtenstein)

+ Government Procurement Agreement (GPA) from
Switzerland

* notices concerning European Economic Interest Groups
(EEIGS)

* public contracts for air services

All three series of the OJEU are published every working day
(five days a week). Approximately 160,000 invitations to tender
are published each year, of which more than 14,000 are from the
UK or Ireland.

The Publications Office of the European Union (L'Office des
publications de I'Union européenne, or OPOCE) is responsible for
the production of the OJEU.OPOCE is based in Luxembourg and
employs a staff of 655.

8 | Doing Business with the MOD O Edition 23
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OJEU ADVERTISING THRESHOLDS

he European Public Contracts Directive (2014/24/EU) applies to public authorities including,among others,
government departments, local authorities and NHS authorities and trusts.

The directives set out detailed procedures for the award of contracts whose value equals or exceeds specific thresholds. Details of the
thresholds, applying from 1 January 2016 are given below.Thresholds are net of VAT.

Supply, Services'
and Design Contracts

£106,047 / €135,000

Central Government*

Works
Contracts’

Social and Other
Specific Services®

£4,104,394 / €5,225,000 £589,148 / €750,000

Other Contracting Authorities £164,176 / €209,000

£4,104,394 / €5,225,000 £589,148 / €750,000

Small Lots

£62,842 / €84,000

£785,530 / €1,000,000 n/a

The European Utility Contracts Directive (2014/25/EU) applies to certain utility companies operating in the energy, water and transport
sectors.With the exception of Social and Other Specific Services the following thresholds will apply to procurement carried out under the

existing Utilities procurement directives from 1 January 2016.

Supply, Services

and Design Contracts

Utility Authorities £328,352 / €418,000

Social and Other
Specific Services’

Works
Contracts

£4,104,394 / €5,225,000 £785,530 / €1,000,000

The Defence and Security Directive (2009/81/EC) applies to entities operating in the fields of defence and security.

The directive sets out detailed procedures for the award of contracts whose value equals or exceeds specific thresholds. Details of the
thresholds, applying from 1 January 2016, are given below.Thresholds are net of VAT.

Supply, Services
and Design Contracts

£328,352 / €418,000

Defence and Security Authorities

Works
Contracts

Social and Other
Specific Services

£4,104,394 / €5,225,000

' With the exception of the following services which have different thresholds or are exempt:
- Social and Other Specific Services (subject to the light touch regime) under Article 74.
- Subsidised services contracts specified under Article 15.
- Research and development services under Article 14 (specified CPV codes are exempt).

2With the exception of subsidised works contracts specified under Article 13.

3As per Article 74.Services are listed in Annex XIV.

“Schedule 1 of the Public Contracts Regulations lists the Central Government Bodies subject.
5 Applying from April 2016.

TENDERS ELECTRONIC DAILY (TED)

What is TED?

ED (Tenders Electronic Daily) is the online

version of the Supplement to the Official Journal
of the European Union, dedicated to European
public procurement.

How can | benefit from TED?

TED provides free access to business opportunities from the
European Union, the European Economic Area and beyond.

Every day, from Tuesday to Saturday, a further 1700 public
procurement notices are published on TED.

You can browse, search and sort procurement notices by
country, region, business sector and more.

Information about every procurement document is published
in the 24 official EU languages. All notices from the EU’s
institutions are published in full in these languages.

Why should | register on TED?

To personalise search profiles, according to your needs.
Registration and usage of TED is free and will remain so.

Official Publications Office contact details:

European Union, Publication of Supplement to the Official
Journal of the European Union, 2 rue Mercier, L-2985,
LUXEMBOURG

T:0032 2504 2810
E:info@eda.europa.eu
W: www.eda.europa.eu

Member States of the European Union (EU)

The current member states of the EU are: Austria, Belgium,
Bulgaria, Croatia, Republic of Cyprus, Czech Republic, Denmark,
Estonia, Finland, France, Germany, Greece, Hungary, Ireland,

Italy, Latvia, Lithuania, Luxembourg, Malta, Netherlands, Poland,
Portugal, Romania, Slovakia, Slovenia, Spain, Sweden and the UK.

Contracts
Bulletin

Position your organisation as a defence contractor on the

CONTRACTOR DIRECTORY

MOD DCB CONTRACTOR DIRECTORY

From only £650 +VAT for a full year’s coverage, this is the cost cost-effective way of giving
you a full 12 months’ promotion through MOD Defence Contracts Bulletin.

Space is at a premium, so for further information please contact:
Roberta Brady o 0141 270 7354 or email roberta.brady@contracts.mod.uk

Doing Business with the MOD O Edition 23 | 9
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OTHER PUBLIC SECTOR PROCUREMENT WEBSITES

Public Contracts Scotland

This portal gives free access to contract opportunities in Scotland.
The public sector in Scotland is responsible for ensuring that Scottish
citizens are provided with the wide range of goods, works and
services that support them in their daily lives. From street lighting
to MRI scanners, from social care to education and emergency
services, the people of Scotland expect their taxes to be spent wisely
while ensuring value for money and delivery of the highest quality
products.

The Public Contracts Scotland portal, launched in August 2008, is a
vital ingredient in enabling the Scottish public sector to:

« increase competition and support ‘best value’

« provide valuable free contract information to suppliers

« achieve a more transparent tendering process and adhere to EU

rules

* build stronger communication links with buyers and suppliers

« stimulate growth in Scotland

Find details of contracts with Scottish Local Authorities, NHS
Scotland, the Scottish Government, Agencies and NDPBs, Higher and
Further Education and Emergency Services by browsing the available
contracts.You can also register to receive free email alerts

Contact:

Customer Services

10 Queens Road, ABERDEEN AB15 4ZT

T: 0800 2229003

W: www.publiccontractsscotland.gov.uk

Sell2Wales

The new Sell2Wales website is an information source and
procurement portal set up by the Welsh Government.

We aim to help:

« businesses win contracts with the public sector across Wales

+ public sector buyers to advertise and manage tender opportunities

* businesses promote their services

« businesses find contract opportunities

Each year, billions of pounds worth of contracts for public sector
goods and services are advertised through this site.

These contracts are offered by a wide range of publicly funded
organisations including:

+ the Welsh Government

+ local authorities

* NHS Trusts

« colleges and universities

Winning contractors can offer sub-contracting opportunities by
identifying suitable businesses and inviting them to quote for work
and tender for contracts.

This site offers you:

+ asimplified system where you can document tendering
opportunities
free registration allowing full use of tools to help you search for
tendering opportunities
+ access to procurement services in one place
the facility to advertise tenders and to supply goods and services
to the public sector
+ email alerts for suppliers about the latest business opportunities
free contract and procurement information
case studies of Sell2Wales users
+ the chance to search the latest procurement news and events
+ easier communication between buyers and suppliers
Please contact Customer Services when you
need additional information:

Technical Helpline

T: 0800 222 9004 - Support for Sell2Wales website issues
Business Wales Helpline

T: 03000 603000 - Support for Sell2Wales website issues
W:www.sell2wales.gov.uk

eSourcing NI

eSourcing Nl is an electronic tendering site which allows supplying
organisations to take part in tender opportunities led by Northern
Ireland public sector and regulated contracting authorities, through
which all procurement is channelled.

Occasionally, NI contracting authorities collaborate with wider
government organisations.

These and other tenders can be seen by clicking on the Pan-
Government Opportunities or Contracts Finder links.

To respond to a tender, you will first need to register on this site
using the Register button You will be sent a password via email, giving
you secure access to the site.You can then login with your username
and password.

Contact:

eSourcing Helpdesk

T: 0800 368 4850

T: +44(0)20 3349 6601 (from outside UK)

E: help@bravosolution.co.uk

W: https://e-sourcing.bravosolutions.co.uk/web/login.shtml

The procurement process

Y ou may have to go through one of four different
official procurement procedures if you bid for a
public sector contract.

If you're using the MOD DCO portal and Contracts Finder (see above),
the contract notice will say which procurement procedure is being used.

Procurement procedures

The Open Procedure

You will be asked to return a tender by a set date. All tenders will
be evaluated before the contract is awarded.This procedure is often
used by local councils.
The Restricted Procedure

This is a two-stage process. In the first stage, interested suppliers
are asked to fill out a questionnaire and a shortlist is drawn up.In the
second stage, the shortlisted suppliers are invited to respond to an
Invitation To Tender (ITT).The tenders are then evaluated and the
contract awarded.
The Competitive Dialogue Procedure

This procedure is used for more complex procurements. After
a selection process, the buyer then negotiates with suppliers and

TENDERING FOR PUBLIC SECTOR CONTRACTS

invites chosen companies to put in a bid. Suppliers put in their
tenders and the contract is awarded.
The Negotiated Procedure

In this procedure, the buyer enters into contract negotiations with
one or more suppliers.
Framework Agreements

If a public sector organisation knows they are likely to need particular
goods or services, but are unsure about exactly what they'll need or
when, they may decide to set up a group of approved suppliers that they
can use when necessary.This is called a‘framework agreement.

The organisation will invite potential suppliers to put themselves
forward for the framework and choose the one(s) most able to do the
work.Once the framework is set up,individual contracts are made
throughout the period of the agreement. If there’s more than one
possible supplier on the framework, a‘mini-competition’ may be held
to decide who gets the contract.

Framework agreements usually last for a maximum of four years.

More information:

Contact the Crown Commercial Service (CCS) with any questions
about procurement rules and procedures.

CCS Supplier Support

T: 03450103503
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he MOD is committed to working with the Crown

Commercial Service (CCS) which brings together
policy, advice and direct buying, providing commercial
services to the public sector. CCS seeks to improve
the quality of service delivery for common goods and
services across government, works with 1400-plus
organisations in the public sector and its services are
provided to 2600-plus suppliers.

Categories procured by CCS on behalf of the Government include:

+ Communications
+ Construction

CROWN COMMERCIAL SERVICE (CCS)

* Energy

« Facilities Management and Property

+ Vehicle Hire

+ Lease and Purchase

+ eLearning and classroom training solutions

« Office Solutions, including Furniture

* Print

« Professional Services

« Travel

If you would like to find out more, contact the CCS Supplier
Support team on 0345 010 3503, or visit their website at
www.gov.uk/government/organisations/crown-commercial-service.

he MOD Commercial function is led by the Director
Commercial who provides strategic leadership
across the full range of MOD acquisition, procurement
and commercial activities, and is responsible to
Chief of Defence Materiel (CDM) for all aspects of the
Department’s commercial performance.

Director Commercial

Director Commercial (DC) is the MOD'’s Commercial Process Owner
and is responsible for the future direction and development of
industrial strategy and the Department’s commercial relationships
with industry; providing the commercial policy and process
framework, functional standards and tools for achieving commercial
value for money across defence and providing professional
leadership of commercial staff across MOD.

Director Commercial also leads the operational commercial service
for Defence Equipment and Support (DE&S) projects, providing
advice, experience and support to senior commercial managers and
Programme Teams residing in the DE&S Operating Centres.

Director Exports and
Commercial Strategy (DECS)

Responsible for the external industry-facing activities requiring
deep, long-term understanding of the industrial base, manages
strategic relationships between industry and MOD, coordinates
Strategic Defence and Security Review (SDSR) renegotiations and
is the lead for the Whitehall Liaison Group; Exports; The Review into
Single Source Pricing (Yellow Book); the White Paper; and broader
Industrial Policy issues.

The Commercial Assurance and Governance team (CAG), line
managed by the Defence Communication Centre (DCC), provides
scrutiny advice to both Director Commercial and Director Corporate

MINISTRY OF DEFENCE COMMERCIAL

Commercial,and to other senior stakeholders, on individual
investment decisions and ensures an effective commercial process
and system is maintained and applied effectively across MOD.

Chief of Staff (CoS)

Ensures the commercial practitioners across defence have the
guidance, tools and advice that they need to carry out their work
effectively, efficiently and in accordance with best practice.CoS also
ensures the development of professional skills across the commercial
community and their application across defence.
Commercial Services includes the following teams:
+ Commercial Systems - provides comprehensive commercial
policy advice and guidance that translates strategy/policy into
tools to do business
+ Commercial Capability - develops a professional skills
framework for commercial practitioners and undertakes
strategic manpower planning for the community
Commercial Process and Governance (CPaG) - driving
consistency, efficiency, economy and continuous
improvement in commercial processes
+ Cost Assurance and Analysis Service (CAAS) - exists
as the MOD's centre of excellence for pricing and costing
support to the Acquisition Community, enabling continuous
improvement of the acquisition process, risk reduction and
ensuring ‘Best Value for Money' for defence

+ Contracting, Purchasing and Finance (CP&F) Business
Change Team - provides an end-to-end e-procurement
capability that provides a modern and transformed
procurement to payment process for managing all
procurement activity and delivering management
information from a single source at the point of need

+ Supplier Relations Team (SRT) - exists to develop robust
strategic relationships with the MOD's key suppliers to
improve coherency, performance and decision-making

he Supplier Relations Team (SRT) is a pan-MOD

support function that develops robust strategic
relationships with identified key suppliers in order to
improve coherency, performance and decision-making.

SRT comprises the following sub-teams:

Supplier Management

SRT leads with the management of the current key suppliers
to MOD.This is not a fixed number and is subject to change.The
Key Supplier Management Team also provides briefing material
on these suppliers for Ministers and senior officials. The team

SUPPLIER RELATIONS TEAM (SRT)

works closely with their counterparts in the key suppliers to better
understand the strategic intent and capabilities of industry.

Mergers and Acquisitions

SRT provides the MOD's focal point for all aspects of merger
and acquisition business involving companies supplying
defence goods and services directly and indirectly to the MOD.
The Mergers and Acquisitions Team analyse the potential
implications for the MOD and propose remedies where necessary;
implementing these changes with companies and, as necessary,
through national and international regulatory authorities. SRT also
advises on the Department’s policy regarding Special Shares in
defence companies.
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Contract Novations and
Company Name Changes

Located within the Mergers and Acquisitions area of SRT, it
acts as the MOD corporate focal point for Contract Novations
and Company Name Changes involving current MOD suppliers.

Small and Medium-sized Enterprises

This SME post supports the Director Commercial in his role
as MOD ‘SME Champion’ by leading in the co-ordination of
MOD commercial policy in relation to SMEs. It also co-ordinates
implementation and sustainment of the SME aspects of the
MOD White Paper National Security Through Technology while
reviewing existing and proposed acquisition policy guidance.

Commercial Mi

The CMI Team provide the MOD and Central Government
with a compliant categorised departmental spend map in order
to contribute to improved procurement decisions. They also
support ongoing pan-MOD projects, for example Data Cleansing
and Forward Contracting Workplan.

Defence Suppliers Service

The Defence Suppliers Service (DSS), part of SRT, is the MOD
focal point for the provision of advice and guidance to all UK and
overseas companies interested in selling to the MOD.

DSS staff can explain:
+ how to become a defence supplier
+ how to access MOD tender and contract opportunities

+ some of the procedures and processes that the MOD uses to
buy a wide variety of goods and services

The DSS does not become directly involved in sourcing
goods and services or in placing contracts on behalf of MOD. It
does not have visibility of such contracts. It works closely with
Trade Bodies and Associations, Chambers of Commerce, Local
Enterprise Partnerships (LEPs) and councils, giving advice to their
respective member companies about doing business with the
MOD and attending various seminars, events and exhibitions
these organisations arrange.

The DSS acts purely in an advisory capacity by:
« operating a Defence Suppliers Service helpdesk facility

+ providing an overview of how MOD acquisition is
undertaken and the various procedures that are in use

« providing information packs about becoming a defence
supplier, which includes the ‘Doing Business with the MOD’
brochure

« providing points of contact for the various MOD acquisition
teams who may have an interest in and possible future
requirement for the goods and services a company can
provide; this allows the company to contact the MOD
acquisition teams directly to discuss possible future business
opportunities

« attending exhibitions, seminars and ‘Meet the Buyer’ events
across the UK and giving ‘Selling to the MOD’ presentations,
where appropriate

DSS contact details:

DEFENCE SUPPLIERS SERVICE

Supplier Relations Team, Poplar 1 #2119, MOD Abbey Wood,
BRISTOL BS34 8JH

T: 030679 32844 (for UK companies)

T: 0044 (0)117 913 2844 (for overseas companies)

E: defcomrclsrt-dsshelpdesk@mod.uk

Advocacy and Outreach

The MOD’s Advocacy and Outreach work streams are
responsible for a number of supply chain development and
engagement activities.

The Advocacy role is managed in an open, transparent and
equitable manner, making recommendations for improvement
where necessary .It also acts as interface between the MOD,
various local and UK business support agencies and key
stakeholders including regional and UK steering groups.

The vast majority of the MOD'’s procurements proceed without
complaint. However, things do sometimes go wrong and the
Advocacy provides a confidential and unbiased route for the
supply chain to raise issues relating to procure ment at the
Department.

The intent is to have a number of advocates across defence who
will:

+ support Commercial 1*s in identifying and challenging
instances of non-competitive contract renewal and
unnecessary single source procurements

act as part of a network of Supply Chain Advocates, co-
ordinated by the Supply Chain Advocate in SRT, to share
intelligence and good practice across the business

act as the first point of contact within the business area
for prospective suppliers, helping to match suppliers with
appropriate opportunities

+ support respective business areas in early engagement
between Commands, delivery agents and the supply chain to
understand the capability and capacity that exists to meet our
pipeline of requirements and help develop our needs

+ provide a confidential and unbiased route for the supply
chain, which will be managed in an open, transparent
and equitable manner, making recommendations for
improvement where necessary

The SRT Advocate can be contacted at the following address:
Sim Carswell

Supply Chain Advocate, Poplar 1 #2119, Ministry of Defence,
Abbey Wood, BRISTOL BS34 8JH

T: 0306798 8595

E: defcomrclsrt-scd@mod.uk

Where attempts at resolving issues with MOD or a prime
contractor have failed, or where the supplier prefers, they can use
the Cabinet Office’s ‘Mystery Shopper’ scheme.

Advocate Contact List

Name De partment Telephone Number
Sim Carswell Def Comrcl SRT 0306798 8595

Pat Duddy Def ComrclHOCS 0141224 3760
Amanda Day Air Commercial 01494 494362 +6447
LizLane JFC Comrcl 0306798 3238

Lisa Buckley JFC Comrcl 01543434724
Karen Milsom ISS Comrcl 03067700986
Richard Corke ISS Comrcl 03067700261
Jennifer Steer Army Commercial 0306770 7468
Claire Garwood DIO Comrcl 01264383190
Stephen Power DE&S Comrcl 0306798 4147

Paul Martin DE&S Comrcl 0306795 68253
Stephen Cleeve Def Comrcl Navy 02392726801

Russ MacMillan DE&S SMF 0306798 6825
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FRONT LINE COMMANDS

Defence Transformation: new relationships between the
defence industry and the Front Line Commands

ew opportunities for industry to get to the

heart of equipment and support requirements
could emerge from changes triggered by Lord
Levene’s independent report on Defence Reform
and the Defence Reform Blueprint for the Future
Department.

Under the Levene proposals, defence companies have the
chance to cut costs and improve competitiveness by forging
deeper relationships with the real customers from the earliest
concept stage of requirement development.

In line with Lord Levene’s report, and as part of the
reorganisation of the top tiers of the MOD, the Chiefs of Staff
have been given many of the levers they need to generate and
develop their service to deliver military capability. The Front Line
Commands (FLCs) have been made accountable, through the
Service Chiefs, for planned and in-service equipment and support
across all years and will now set the detailed equipment and
support requirements for their own Service's equipment. As such,
they act as the customer for Chief of Defence Materiel (CDM).

This change provides the opportunity to speak to and build
a relationship with an easily identifiable customer who is very
close to the operational front line and understands exactly what
is required.The proposal is not without its challenges. Prior to the
change, the FLCs had no existing structure or expertise in setting
requirements which will still take time to develop.

So what should industry do? In a cash-constrained future where
the number of new equipment purchases may decrease, providing
support for existing equipment is the major opportunity and a key
area for potential growth.

To compete and succeed in providing equipment support,
companies will need to demonstrate a deep understanding of real
user requirements and strong relationships with the new buyers
in the FLCs.

A better understanding between the FLCs and industry could
be a business winner. Although initial implementation has taken
place, there is much still to be defined in terms of how the FLCs
will make the new relationships work and it is important for
industry to start taking positive steps now to engage in new ways.

These include:

* building relationships and trust with the FLCs (who
will control most of the equipment support spend) to
demonstrate industry’s commitment and desire to meet their
needs effectively

working as true partners to the FLCs, seeking to get involved
at the earliest concept stage of requirement definition when
the exploration of innovative solutions will be key. Providing
advice on the ‘art of the possible’can help the FLCs to
produce well-honed requirements, reducing risk and cost and
increasing industry’s chances of winning business, that both
meet the MOD’s needs and are profitable to deliver

+ Working with the FLCs to look across all of the Defence Lines
of Development (DLoDs), particularly personnel. Future skill
requirements will be critical over the coming years given the
reductions in the size of the Armed Forces

f you are unhappy with the service you get from
the MOD or its agencies, there are different ways
you can complain.

Our commitment

At the MOD we are committed to providing a high quality of
service to everyone with whom we deal. We continually look at
our existing performance and try to improve on it.

You may be in a good position to judge how we are performing,
and we need you to tell us if we get things wrong.We will listen to
your complaints and treat them seriously and in confidence.

We aim to put things right for you when it is possible and
appropriate, learn from where we went wrong and make sure that
we do not make the same mistake again.

How to complain

If you have a complaint, you should initially make it to the relevant
part of MOD involved in the matter, as they will usually be best placed
to put things right. However, if you do not know who is responsible for
the matter, then you can write to them via:

Ministerial Correspondence Unit
Level 5,Zone A,

Main Building, Whitehall,

LONDON SW1A 2HB

The Department aims to issue a full response to your complaint
within 20 working days of receiving it.

MOD COMPLAINTS PROCEDURE

If we cannot, we will tell you who is handling the complaint,
and when they expect to be able to reply in full. It will help us to
deal with your complaint if you can provide as much background
information as possible.

What to do if you're not satisfied

If you are not satisfied with the way in which your complaint
has been handled, you have the right to ask for an internal review
of your case which will be carried out in the division where you
made your initial complaint.

You should normally be informed of who to contact to ask for
an internal review as part of the response you receive to your
initial complaint.

If you do not know who to contact, or wish to refer the case to a
part of the MOD independent of the area that handled the initial
complaint, you should write to:

Defence Business Improvement
Level 3,Zone D,

Main Building, Whitehall,
LONDON SW1A 2HB

If you remain dissatisfied after the internal review, you
have the right to contact the Parliamentary Commissioner for
Administration (the Ombudsman) through your Member of
Parliament.

The Ombudsman can be contacted at the following address:

Office of the Parliamentary Commissioner for
Administration

Millbank Tower,

LONDON SW1P 4QP
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CABINET OFFICE MYSTERY SHOPPER SCHEME

he Cabinet Office’s ‘Mystery Shopper’

scheme provides a route for suppliers and
potential suppliers to raise concerns about public
procurement practice.The scheme provides a clear,
structured and direct route for suppliers to raise
concerns about public procurement practice (even

when attempts at resolving issues with a contracting
authority or a first-tier supplier have failed) and
provides feedback to enquirers on their concerns.

Further details on the scheme may be found at: www.gov.uk/
government/publications/mystery-shopper-scope-and-remit.

he MOD is committed to introducing innovation

in our business. We recognise the supply chain
has vast experience across many industry sectors and
can help us deliver our business in an increasingly
efficient and effective way. Innovation can take many
forms, from novel application of existing technologies
and development of new technologies through
to changes to working practices or procedures.
Whatever the idea, we recognise that our suppliers
will want to us protect them, and we can do this
through confidentiality agreements as necessary.
We will actively manage the process of introducing
innovative ideas to the business.

INNOVATIVE PROPOSALS AND THE
CENTRE FOR DEFENCE ENTERPRISE (CDE)

The Centre for Defence Enterprise (CDE), part of the Defence
Science and Technology Laboratory (Dstl), funds novel, high-risk,
high-potential-benefit research to develop capabilities for the
UK Armed Forces and national security. You can submit a CDE
proposal for a research contract at any time to their Enduring
Challenge competition, or in response to the technical challenges
in a specific themed competition.

Contact details:

Centre for Defence Enterprise
Building R103,

Fermi Avenue,

Harwell, OXFORD,

Oxfordshire OX11 0QX

T: 03067704236

E: cde@dstl.gov.uk

he Defence Growth Partnership (DGP) is a

partnership between government and the
defence industry. It is jointly led by the Department
for Business, Innovation and Skills (BIS) and the
defence industry, with the support of the MOD as the
UK customer.

We are working in partnership to secure a truly competitive,
sustainable and globally successful UK defence sector that
provides affordable leading-edge capability and through-life
support for our Armed Forces and international customers, as well
as bringing wider economic benefits to the UK.

Industry and government can maximise defence exports by
working closely together.

The UK Defence Solutions Centre (UKDSC) has been established
as a new collaborative working environment to identify innovative
and tailored solutions to meet the needs of customers and
determine road maps to guide future investment decisions and
improve competitiveness.

UKTI's Defence & Security Organisation (UKTI DSO) will be
strengthened to focus on and prioritise the needs of customers
around the globe in the short, medium and long term, working
closely with the UKDSC.

DEFENCE GROWTH PARTNERSHIP (DGP)

Stronger cooperation is the key to successful growth in the UK
defence sector: both cooperation within industry and cooperation
with government. Only through working together will we achieve
the competitive advantage, the innovation and the strong
international focus required to succeed in the global market.The
DGP will create the structures necessary to deliver this new way of
doing business. It will bring government and industry together at
the highest level and will broaden and deepen our engagement
across the vast range of organisations that contribute to our
vibrant sector - from prime contractors to SMEs to academia.

The DGP will deliver through four key elements: the DGP
Steering Committee, UKDSC, the Customer Advisory Group (CAG)
and UKTI DSO.

The Steering Committee of the DGP will include representatives
from government and industry including an SME representative.
This committee will be responsible for setting the strategic
direction of the DGP and agreeing the broad parameters of
support from government and industry.

The Customer Advisory Group will provide an open interface
for all customers, in order to better understand their future needs
and requirements.To respect policy and regulatory requirements,
including open competition, MOD engagement with UKDSC will
take place through the CAG.
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MOD IMPLEMENTATION OF THE
CYBER ESSENTIALS SCHEME

he Government has recently highlighted its plans It is expected that this scoping will apply to most direct MOD
to invest heavily in cyber security over the next five contracts; however, the supply chain will also need to apply the same
years and British industry now needs to be aware that test as it flows work down into sub-contracts and it is recognised

. . . that the scoping statement may not be applicable at some of these
every British company is a target, every British network |, cr jevels, eg items procured on a regular basis where allocation is

will be attacked, and that cyber crime is not something unknown at the time of purchase.The more extensive requirements
that happens to other people. of the DCPP Cyber Security Model will be implemented in a phased

approach from April 2016.
The MOD is committed to ensuring it and its supply chain are

appropriately protected and has been working jointly with industry
and other government departments in the Defence Cyber Protection
Partnership (DCPP) to develop a proportionate means of achieving
this. As a first step, the MOD has implemented the Government’s
Cyber Essentials Scheme through a compliance question in its
supplier selection Pre-Qualification Questionnaire.

For all new requirements advertised from 1 January 2016 which
entail the transfer of MOD identifiable information from customer to

HM Government commissioned a 2015 Information Security
Breaches Survey.There are some rather worrying statements, some
of which can be attributable to the cyber threat.90% of large
organisations and 74% of small businesses will have suffered a
security breach.69% of large and 38% of small businesses were
attacked by an unauthorised outsider in 2014, while the average costs
of the worst possible breach range from £75,000 to £311,000 for a
small business to £1.46 million to £3.14 million for a large business.

supplier or the generation of information by a supplier specifically in By implementing the basic cyber controls required of the
support of the MOD contract, MOD will require suppliers to have a Government'’s Cyber Essentials scheme businesses will protect their
Cyber Essentials certificate by the contract start date at the latest,and ~ information assets from almost 80% of cyber threats.

for it to be renewed annually. This requirement must be flowed down The MOD DCPP team would be happy to advise suppliers on any
the supply chain. aspects of meeting these requirements.

CYBER
ESSENTIALS

DEFENCE
CONTRACTS '
INTERNATIONAL

DON'T LEAVE YOUR DATA AT RISK
BECOME CYBER ESSENTIALS CERTIFIED

Comply with mandatory Protect your Demonstrate your
requirements when business adherence to
bidding for MOD against common government
contracts cyber threats standards

cyber.dcicontracts.com
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CONTRACTING, PURCHASING & FINANCE (CP&F)

he MOD is currently developing a replacement

system for its existing procurement tools.
The new system will provide a single end to end
capability which will enable significant change
opportunities for both the MOD and suppliers in terms
of improved contract visibility, more efficient and
effective processes and reliable, timely Management
Information (MI). It will deliver a significant step
towards the Government’s requirement to ensure all
procurement action is conducted electronically by
2017.All existing paper processes will be replaced.

The new system is called ‘Contracting, Purchasing & Finance’
(CP&F).There are three main stages known as‘Releases’ prior to CP&F
reaching its full capacity. Release 1 only affected MOD employees

and went live on 30 September 2015.Release 2 is planned for late
summer 2016; this will launch the finance and purchasing elements
of CP&F.The sourcing and contract management elements will be
encompassed at Release 3, scheduled for late 2016. CP&F will be one
of the biggest transformation programmes within MOD, saving £120
million per year in spend, and will interface with existing inventory
management systems and the MOD DCO portal.

There will be minimal change for suppliers at Release 2, but at
Release 3 suppliers will be able to log directly into the system and
interact electronically with MOD.

Suppliers will need to undertake some form of online training prior
to connecting to and using CP&F.This is currently being developed;
suppliers will be notified once this training is available. The MOD will
work with suppliers to ensure any disruption to business operations is
kept to an absolute minimum.

Contact details:
E: DefComrclCPF-BTT@mod.uk

DEFENCE EQUIPMENT PLAN 2015

his is the fourth annual published summary of the

Defence Equipment Plan. Building on the 2014
summary, it sets out our plans for the next ten years to
deliver and support the equipment our Armed Forces
need to do the jobs we ask of them.

The Defence Equipment Plan sets out the MOD's plan to spend
£166 billion on capabilities the Armed Forces will need over the ten-
year planning period out to 2024/25.
Over the next ten years the Department plans to:
a Spend £68.5bn on the procurement of new equipment.
This is broadly unchanged from last year’s figure of £68.9bn.

b Spend £18.3bn on support arrangements for new
equipment.This is an increase on last year’s figure of
£16.0bn, which is driven by the impact of the budget roll
forward in 2024/25.

¢ Spend £65.8bn on support for existing, in-service

equipment.This is an increase on last year’s figure of

£64.1bn, which is driven by the impact of the budget roll
forward in 2024/25.

d Hold a contingency provision of £4.3bn.This is a minor
decrease from last year’s figure of £4.6bn, with contingency
funding needed for the Rotary Wing Military Flying Training
System project as a result of a change to the contracting
strategy, and contingency funding drawn down to fund the
contract for Ajax Vehicles.

e Retain unallocated headroom of £7.3bn.This is a minor
decrease from last year’s figure of £8bn due to the drawdown
to fully fund th