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Government
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Size and Shape of Defence

 Largest and most complex UK ministry

 A truly unique organisation, in the tasks that it 

undertakes:

o Military operations overseas, tackling Ebola, rescuing flood 

victims                                   

o Employing military, civilians, scientists, accountants, 

engineers, trainers 

o Over 200,000 desktops…
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Source: HM Treasury’s Public Expenditure Statistical Analysis (Published Aug 15)

Excludes DH and NHS spending £56.2bn

Procurement Expenditure by Department

MOD procurement expenditure is greater than 

the next 8 biggest departments combined



MOD Commercial

Location of MOD 

Commercial Staff
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Commercial Activities
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Value enablers -

Methodologies and execution 

driving efficiency and 

effectiveness

Underpinning infrastructure 

Supporting the strategic and 

tactical activities of the 

commercial function



Simple:
• Methods
• Measures
• Enablers

Drive:
• Delivery
• Value
• Efficiency

Expert in:
• Markets
• Events
• Contracting

Exploit:
• Policy
• Procedure
• Process

Curious about:
• Technology
• Outsourcing
• T.O.M.
• IS Processes

The Commercial Rich Picture
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Focus on:
• Customers
• Value
• Speed

Vision
Mission

Objectives
Strategy
Tactics

Behaviours

We will:
• know our customers’ needs
• know our suppliers’ capabilities
• know our market and our categories
• upskill our people
• use repeatable frameworks
• apply leading category strategies
• develop supply chain excellence
• define requirements as outcomes
• hold suppliers to account
• set, meet and exceed targets
• unblock and simplify processes

One Defence
--------

One MoD Team
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Questions?


