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DMO Programs 
to assist industry 

Defence Small Business  
Access (DSBA)

SMEs are important to Defence as they contribute in 
the delivery of a wide range of goods and services 
essential to the establishment and sustainment of 
Australia’s defence capability.

They are a vital element in major defence acquisition 
contracts through the supply of sub-systems and 
components and are an integral part of the service 
and supply chains supporting operations and 
maintenance of most defence capabilities. 

Innovative technologies that contribute to Australia’s 
defence capability edge have historically come from 
SMEs with many being exported internationally.

Defence recognises that it can be difficult for SMEs 
to find the right entry portal to an organisation 
as large and diverse as the Australian Defence 
Organisation.

To alleviate this difficulty and assist SMEs to find 
the right area to talk to, the Department of Defence 
introduced the Defence Small Business Access 
(DSBA) portal.

The DSBA is a ‘one stop shop’ where SMEs can 
access information on opportunities and procedures 
and how to engage with Defence.

This website provides information on policy and 
guidelines on doing business with Defence. The 
DSBA portal is currently under redevelopment. 
The functionality currently offered by DSBA is to 
be enhanced as part of the implementation of the 
Defence and Industry Policy Statement 2007.

The DSBA is managed by the DMO – Business 
Access Offices. The Business Access Offices are 
located in the capital cities of all the mainland 
States and Territories. For more information, 
contact your nearest office on free call number 
1800 621 783.  Alternatively, visit the DSBA website 
at www.defence.gov.au/dsba or email defence.
smallbusiness@defence.gov.au.

Skilling Australia’s  
Defence Industry (SADI) 

SKILLING AUSTRALIA’S DEFENCE  
INDUSTRY (SADI) PROGRAM

The Skilling Australia’s Defence Industry (SADI) 
Program initiative addresses the significant shortfall 
in the quantity and quality of defence workforce 
skills available to defence industry to ensure that 
the Australian Defence Force has the capabilities it 
needs to defend Australia and its national interests. 

Since the Program’s inception in 2005 the 
Government has invested approximately $20 million 
in providing defence industry companies with financial 
assistance to generate additional skilled positions,  
up-skill existing employees and improve the quality 
and quantity of skills training in defence industry.  
The overall total commitment from the Government is 
approximately $215 million over ten years.
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The SADI Program has been particularly successful 
so far in assisting defence industry companies to 
upskill its existing workforce. Approximately 9000 
employees in the Defence industry sector are 
accessing additional training as a direct result of the 
SADI Program.

Defence industry has also used the SADI Program 
as the catalyst for working with education and 
training providers to improve the quality of skilling 
programs available. New postgraduate qualifications 
in military systems integration, advanced project 
management courses and workplace mentoring 
programs have been introduced.

Larger companies are encouraged to provide 
upskilling opportunities for the small to medium 
enterprises (SMEs) with whom they contract in 
the programs for which they receive SADI funding. 
However SMEs can easily establish direct SADI 
agreements where they are subject to critical skill 
shortages and/or have a niche strategic capability. 
While early agreements were principally with major 
defence companies, SMEs are now providing the 
bulk of new entrants to the SADI Program.  
Micro-companies with small workforces that provide 
critical strategic capabilities to Defence are strongly 
encouraged to seek assistance from the Program.

All SADI proposals are considered in a non-
competitive environment and on their own merits 
within the published guidelines. The SADI team is 
available to work with organisations to assist them in 
developing agreements that can be funded.

The SADI initiative continues to share the 
responsibility for skills growth and development 
between industry and government and represents a 
win-win solution to both the defence of Australia and 
Australian defence industry.

SADI Program information is available at www.
defence.gov.au/dmo/id/sadi/index.cfm or by 
emailing IndustryDiv.SADIProgram@defence.gov.au 
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Unsolicited Promotional  
Product Offers 

To facilitate companies wishing to bring their 
products and services to Defence’s attention, 
Defence has established the Unsolicited Promotional 
Product Offers (UPPO) Scheme as part of the 
Defence Unsolicited Proposals Gateway. The 
UPPO Scheme has been designed to deal with 
proposals that promote products and services 
and includes, but is not limited to, items such 
as advertising materials, product and corporate 
promotions, commercially available products 
(including Commercial Off the Shelf products 
and services) catalogues and glossy brochures. 
Information received via the UPPO Scheme will be 
acknowledged and submitted to relevant areas 
of Defence for information and consideration as 
necessary. Should the Defence area be interested 
in the products or services offered, they will contact 
the proposer directly.

In submitting products and services to Defence 
under the UPPO Scheme, companies need to 
recognise that the UPPO Scheme only ensures that 
Defence will consider, and not necessarily purchase, 
the offered products or services.

UPPOs are processed by the DMO Business 
Access Offices. Further information regarding the 
submission process for UPPOs can be found in the 
Industry Resources area of the DMO website: www.
defence.gov.au/dmo or by calling your nearest DMO 
Business Access Office on 1800 621 783.

Unsolicited Innovative Proposals 
(UIP) Scheme 

Defence recognises that Australian companies  
and individuals are a potential source for 
innovative technologies that could contribute to 
Australia’s defence capability edge. In response 
to the large number of unsolicited proposals that 
Defence receives from industry, the Unsolicited 
Innovative Proposals (UIP) Scheme was established 
as part of the Defence Unsolicited Proposals 
Gateway to facilitate the provision of innovative 
concepts to Defence and to provide a formal 
assessment process.

The UIP Scheme provides a mechanism for 
companies and individuals to submit their innovative 
solutions and ideas to Defence for assessment. 
The Scheme is not intended to provide an avenue 
to circumvent the normal Defence procurement 
process. Proposals must satisfy a range of criteria 
to be accepted under the Scheme. Commercially 
available products or services, including Commercial 
Off the Shelf items, will not be accepted under this 
scheme. Proposals must also be accompanied 
by sufficient information to enable Defence staff to 
conduct a “proof of concept” evaluation.

The UIP scheme is unfunded, and makes no 
provision for funding of research and development.

While Defence can facilitate the consideration of 
unsolicited proposals, ultimately such proposals 
must meet ADF military capability requirements and 
provide value for money.

Further information regarding the UIP Scheme, 
including the Guidelines for Proposers of UIPs, can 
be found in the DSTO area of the Defence website; 
www.dsto.defence.gov.au/collaboration/3743/
page/4696/
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Capability Technology  
Demonstrator Program

The CTD program is an important component of 
Defence industry policy. Coordinated by the Defence 
Science and Technology Organisation (DSTO), the 
CTD Program allows Defence and industry to share 
risks and rewards in exploring useful technology 
developments. It provides industry with an 
opportunity to develop and demonstrate advanced 
technologies with the potential to significantly 
enhance Defence capability.

The CTD Program operates on an annual round 
basis. A new round is opened with a public call 
for Initial Project Proposals. If a proposal attracts 
Defence interest, the proposer is requested to 
produce a Detailed Project Proposal. Defence will 
endorse CTD proposals before seeking Government 
approval for funding. CTDs are then conducted 
under contract. 

The CTD program is funded under the Major Capital 
Investment Program. In addition to contributing to 
the cost of projects, the CTD Program has a number 
of funding features aimed at providing assistance 
for industry, particularly SMEs to participate. These 
funding features include:

>	 Seed funding – Funding for the development of 
detailed proposals. 

>	 Project Viability Funding – Funding to 
help selected companies maintain staff and 
infrastructure allocated to CTD projects while 
awaiting their approval.

>	 Concept Definition Funding – In addition to the 
annual round call, Defence may accept proposals 
of varying levels of maturity at any time. Defence 
may elect to provide funding towards such 
proposals for their further development to a 
Detailed Proposal.

All potential proposers are strongly encouraged to 
contact the CTD Program Office prior to submitting a 
proposal to discuss the submission process in detail. 
All proposals must meet the CTD selection criteria 
in order to be considered for funding. The Defence 
Capability and Investment Committee will look for 
each proposal to justify its inclusion in the program.

The program presently comprises 26 active 
demonstrators and, to date, about $140 million has 
been allocated to various projects.

For more information contact CTD Program Office 
on 02 6265 7927 or 02 6265 7903 or visit online 
www.dsto.defence.gov.au/collaboration/3743/ 

Capability Technology Demonstrator 
(CTD) Extension Program

As an outcome of the Defence and Industry Policy 
Statement 2007, a CTD Extension Program has 
been established to support and improve the 
transition rate of successful CTD projects into the 
ADF. This follow-on phase extends selected CTD 
projects into an experimental framework to further 
develop the capability technology into a marketable 
product while more closely examining suitability of 
the item for use by the ADF.

Directorate of Industry Innovation, Industry Division, 
DMO, is the lead agency for this activity. 

For more information contact Timothy Bloomfield 
on (02) 6265 7462 or e-mail at timothy.bloomfield@
defence.gov.au 
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Defence Future Capability 
Technology Centre (DFCTC)

Another new initiative as a result of the Defence and 
Industry Policy Statement 2007 is the creation of 
the Defence Future Capability Technology Centre 
(DFCTC). Given the size of Australia’s R&D base, 
there is potential benefit to be gained by further 
pooling the expertise and resources of DSTO, 
industry, universities and other public research 
bodies to develop Defence technology for the ADF. 
To achieve this, the DTCTC is being established 
modeled on DEST’s Cooperative Research Centres.

The shortlisted capability areas (subject/themes) 
as candidates for R&D have been determined 
based on likely future ADF capability requirements 
in consultation with industry and academia. This 
program will be accessible via an open tender 
process.

Directorate of Industry Innovation, Industry Division, 
DMO, is the lead agency for this activity. 

For more information contact Timothy Bloomfield 
on (02) 6265 7462 or e-mail at timothy.bloomfield@
defence.gov.au 

Defence Recognised  
Supplier Scheme 

The Defence Recognised Supplier Scheme 
(DRSS) is a recognition scheme offering support 
to Australian Defence businesses that have, or 
have had, a satisfactory supplier relationship with 
Defence. It is aimed at helping the suppliers of 
strategically important capabilities to sustain those 
capabilities in Australia through exports.

The DRSS recognises two categories of suppliers. 
A purple logo and wording is used to identify the 
suppliers of strategically significant equipment and 
services which are specialised and which can be 
critical to the success of an operational deployment. 
A green logo is used to identify other suppliers to 
Defence to the market.

For more information contact 1800 621 783 or visit 
online www.defence.gov.au/dmo/id/drss/drss.cfm 
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Welcome

The Air Warfare Destroyer (AWD) Program will 
deliver an affordable, effective, flexible and 
sustainable Air Warfare Destroyer capability for the 
security of Australia.

The 2000 Defence White Paper stated the Australian 
Defence Force would replace the Navy’s FFGs with a 
class of at least three air defence capable ships, the 
new Air Warfare Destroyers.

The Air Warfare Destroyer Program will provide the 
Royal Australian Navy (RAN) with one of the world’s 
most capable all purpose warships. In selecting 
the F100, the Australian Government has ensured 
tomorrow’s Navy has the best equipment to defend 
Australia and its national interests. 

The AWD Alliance

An alliance based contracting strategy has been 
employed by the AWD Program for the Build Phase 
of the project. The Air Warfare Destroyer Program’s 
adoption and management of the Alliance strategy is 
widely recognised as an international benchmark for 
major Defence acquisitions. 

In April 2005, the Australian Government selected 
Raytheon Australia Pty Ltd (Raytheon) as the 
Combat System Systems Engineer, and in May 
2005 selected ASC AWD Shipbuilder Pty Ltd (ASC) 
as the Shipbuilder.

The DMO, ASC and Raytheon Australia will work 
together to deliver the AWD capability to the Royal 
Australian Navy.

The philosophy behind the Alliance strategy is to 
integrate Defence and Industry to ensure the best 
for project outcomes based upon a pain share-
gain share contracting strategy. The Alliance will 
break down the barriers between both Defence 
and Industry, as well as between the Industry 
Participants themselves. 

While Navantia, selected in June 2007 as the 
ship designer, will be a subcontractor to the 
Commonwealth, the Design Team will be integrated 
seamlessly into the Alliance working environment to 
achieve common Alliance goals.

Opportunities for Australian Industry 
and Supplier Registration: 

The AWD Program is the largest and most complex 
Defence project ever undertaken in Australia. A 
key aim of this nation building project is to ensure 
the benefits to industry are maximised to enhance 
Australia’s strategic industrial base.

All three ships will be consolidated at ASC’s shipyard 
in Adelaide, with major hull blocks constructed in 
other shipyards and factories around Australia. A 
large number of the machinery modules will also be 
distributed to manufacturers across the country.

The design and development of the AWD Combat 
System will be led within the Alliance by Raytheon 
Australia. There will be key opportunities for 
Australian Industry to design and construct various 
sub-systems and equipment for the Australianised 
combat system. 

SEA 4000 
Air Warfare Destroyer 
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The AWD Alliance has a website containing up 
to date information on the Program and allows 
interested industry members to register their 
company capabilities with the Program. 

To register your company’s interest in the AWD 
Program please visit the AWD Alliance website at: 
www.ausawd.com

Registration via the portal does not pre-select 
suppliers, it is expected that most suppliers will be 
selected using competitive processes including 
Requests for Tender. The Program plans to contact 
potential suppliers to advise them of the release of 
RFTs using information provided through the supplier 
portal. The release of a RFT will be announced on 
the latest news page of the AWD website so please 
check this regularly for updates.

Company details will be provided to the core AWD 
Alliance (Commonwealth of Australia, Raytheon 
Australia Pty Ltd and ASC AWD Shipbuilder Pty 
Ltd), Navantia and other participants in the Air 
Warfare Destroyer Program (United States Navy and 
Lockheed Martin). Company information may also 
be used for the purposes of furthering Government’s 
Skilling Australia’s Defence Industry program and 
other industry initiatives.

Australia’s Hobart Class Air 
Warfare Destroyers

In January 2006 the Government announced that 
the AWDs will be named HMAS Hobart, HMAS 
Brisbane and HMAS Sydney ensuring the three 
ships reflect a rich history of service.

The Navantia designed Hobart Class will be 
capable across the full spectrum of joint maritime 
operations, from area air defence and escort duties, 
right through to peacetime national tasking and 
diplomatic missions. The Royal Australian Navy will 
undergo a quantum leap in its air warfare capability 
when the Hobart Class enters service. 

Since entering service with the Spanish Armada, 
F100s have worked alongside US forces in the 
Persian Gulf as the first foreign Aegis-equipped 
ship to be fully integrated into a US Navy Carrier 
Strike Group and have successfully been deployed 
as the flagship of NATO’s Maritime Group Standing 
Reaction Force. 
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The Hobart Class AWDs will be equipped with an 
Australian Aegis combat system to ensure they 
possess the most up to date combat technologies 
available. These technologies ensure the Hobart 
Class meets the specific capability requirements of 
the Royal Australian Navy. 

Centred on Aegis, the total Combat System is 
amongst the most advanced maritime air warfare 
capabilities available and ensures the Navy has 
unprecedented levels of interoperability with 
Australia’s coalition partners and allies. When 
the AWDs enter service in the middle of the next 
decade, there will be around 100 Aegis equipped 
ships operating across the globe giving the Navy 
access to the updates offered by the US and other 
in-service navies.

For more information contact

Air Warfare Destroyer Program Office 
Russell Offices (R2-3-C Zone)  
Canberra ACT 2600 

Fax: +61 2 6265 6014 
Or visit online at www.ausawd.com
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The DMO Industry Division provides points of 
contact for advice and information about the export 
of Australian defence products and related goods 
and services. It can help Australian businesses reach 
defence customers overseas.

Defence places priority on exports and materiel 
cooperation with North America, Europe, Asia 
and the Middle East and, where appropriate, 
with other markets of Defence or commercial 
interest to Australia. Support for other markets 
will be dependent on the sustainability priorities of 
important defence industry capabilities. The degree 
of engagement in Defence materiel cooperation 
activities depends on the extent and nature of our 
Defence relationship with each country.

Consistent with Australia’s broad foreign, security 
and general policy interests, defence exports from 
Australia are subject to strict controls. Australia’s 
export control system is an essential element of 
our non-proliferation policy and our reputation as a 
responsible Defence exporter. The primary purpose 
of our export controls is not to prohibit exports, but 
rather to facilitate scrutiny by the Government of all 
applications to ensure their export is consistent with 
Australia’s broad interests.

The Defence Export Control Office can advise on 
Australian and foreign export control issues. Contact 
details are on the website at www.defence.gov.au/
strategy/deco/

Team Australia

AUSTRALIA’S INNOVATIVE DEFENCE  
AND TECHNOLOGY SOLUTIONS

Australia’s military operating environment is amongst 
the most challenging in the world.

As an island continent bordering three of the world’s 
oceans and located in the Asia Pacific region, the 
Australian Defence Force operates in a broad range 
of environments from the tropics, to hot dry deserts 
and the cold Southern Ocean.

To meet these demanding conditions, Australian 
defence industry responds to these challenges 
through the development of world-leading 
technological solutions to provide the Australian 
Defence Force with a capability edge.

The Australian defence industry sector possesses a 
skilled workforce delivering leading edge engineering 
solutions, within standards and state of the art 
technical expertise. Australian defence industry also 
has a well-developed infrastructure underpinned by 
a sophisticated research and development base.

Together with the Australian Government, Australia’s 
defence industry unites as ‘Team Australia’ to 
showcase Australia’s innovative defence and security 
technology solutions and demonstrates how these 
solutions can meet the needs of overseas customers 
with similar capability requirements. It amalgamates 
the strengths of both the Government and industry 
to promote Australian defence capability solutions to 
meet military requirements of global customers. 

Export Controls
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Australian industry has a proven track record 
of complying with the Australian Defence 
Organisation’s stringent procurement processes to 
provide leading-edge capability solutions for military 
requirements across the full breadth of defence, 
covering the aerospace, electronics, maritime, land 
and weapons sectors.

Australian defence industry produces capabilities 
that are readily identifiable with the requirements 
of the functional concepts adopted for military 
operations and acquisition by many countries 
and defence industry authorities. These functional 
concepts cover Battlespace Awareness, Command 
and Control, Force Application, Protection, and 
Focused Logistics and embrace the demanding 
needs of today’s military forces in an environment of 
ever-increasing operational complexity.

The increasing globalisation of defence materiel 
opens unprecedented opportunities for international 
customers to take advantage of Australia’s products 
and services. 

Find out more: visit the Team Australia website  
www.defence.gov.au/dmo/teamaustralia

The Defence Export Unit 

In 2007 the Government will establish a dedicated 
Defence Export Unit in Defence with the objective 
of boosting defence exports by Australian industry. 
The Defence Export Unit will be a small highly-
professional organisation that will work with the ADF, 
local industry, Austrade, the Department of Industry, 
Tourism and Resources and State governments to 
formulate a whole-of-government approach to the 
facilitation of defence exports from Australia.

Part of that facilitation will be to examine 
opportunities for Australian industry in global 
supply chains. Defence will also take every 
opportunity to secure the right for Australian firms 
to bid into global supply chains when it buys from 
overseas. Defence will also leverage its buying 
power to create opportunities for Australian firms in 
international programs.
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Counsellors (London/Washington)

There are two Counsellor Defence Materiel 
(CONDMAT). The first is located in London. 
CONDMAT(L) represents defence materiel interests 
in the UK and Europe and is the head of the DMO 
London office.

Key roles include:

>	 the procurement of goods and services in 
the region through both commercial and 
government-to-government means;

>	 facilitating government exchanges, including 
through the maintenance of Memoranda of 
Understanding; and

>	 assistance to industry in the region

CONDMAT(L) maintains a strong liaison with 
interlocutors in the region’s Ministries and 
Defence Industry.

Contact details for Australian Defence Staff London 
may be found on the High Commission website: 
www.australia.org.uk/lhlh/AgenciesDef.html

The second, based in Washington is CONDMAT(W). 
The key CONDMAT(W) activities relate to the 
support of the capability management and materiel 
aspects of DMO business including:

>	 the promotion of export opportunities for 
Australian Industry;

>	 the procurement of goods and services from 
the US and Canada through commercial and 
government-to-government (FMS) means; and

>	 US defense technology transfer and export 
control policy issues.

Further information on the role of CONDMAT(W) can 
be found at www.adsusa.org

The Australian Trade Commission (Austrade) 
is the Government’s peak export and investment 
facilitation agency. Austrade and State Government 
agencies can assist companies to become ‘export 
ready’. Further details of the assistance programs 
offered by Austrade may be found at www.austrade.
gov.au. Companies must research their markets, 
particularly those where Defence procurement 
practices are not well defined, where there are 
cultural differences to doing business and where 
specific laws and regulations apply to Defence 
acquisitions. Austrade can provide advice on 
cultural and business practices for most regions. 
The overseas offices of the DMO in London and 
Washington can advise on the very competitive 
and complex Defence markets in Europe and 
North America.

Defence takes a leading role in export proposals 
which are important from a strategic or industry 
sustainability perspective and when Defence 
resources can add the greatest value to industry 
efforts. The DMO has developed two new initiatives 
to promote Australian defence industry export 
activities. The first is an international marketing 
package to facilitate Australian Defence industry 
export activities under the ‘Team Australia’ banner 
and the second is the development of the Defence 
Export Unit (DEU) to facilitate exports of priority local 
industry capabilities. The DEU is expected to be 
operational by the end of 2007.
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Defence + Industry Conference  
& Regional Briefings

The annual Defence + Industry Conference brings 
together approx 1500 delegates every year, 
providing an opportunity to network and be informed 
about key Defence procurement strategies including 
practical guidance on dealing with the Department 
and its prime contractors. Attendance at the 
conference is strongly recommended for anyone 
from Defence or defence-related industries that are 
doing business with, or intend to do business with 
the Department of Defence.

It is not always convenient or possible for everyone 
interested in Australian defence industry issues 
to attend the Defence+Industry Conference. To 
address this, the DMO’s Business Access Offices 
organise a Regional Briefing Program, to carry the 
messages from the D+I Conference to the widest 
possible audience. The briefings also provide an 
insight into the way that Defence does business and 
present information on local business opportunities.

The Regional Briefings are not just a rehash of the 
D+I Conference. The content and themes of each 
briefing are tailored towards local industry and 
local issues. 

For more information visit online at  
www.defenceandindustry.gov.au

Defence and Industry  
Study Course (DISC)

The Defence and Industry Study Course (DISC) is a 
unique part time development program run by the 
Industry Division of the DMO for future leaders from 
industry, Defence and other Government agencies.

The course aims to bring participants up to date 
with Defence policies and provides an understanding 
of what the government expects from Defence 
when purchasing new equipment. Participants 
are provided with access to key decision makers 
in Defence, gaining first-hand knowledge of the 
requirements of the Australian Defence Force.  
 
The course outlines how Defence identifies its needs 
and how it goes about acquiring its equipment. 
The provision of unparalleled access to Defence 
establishments and equipment allows participants 
to see how selected elements of the Australian 
Defence Force operate. 

By providing an insight into how Defence goes 
about its business, industry participants are provided 
with a better chance of being successful when 
competing for Defence tenders. 

For more information visit online at www.disc.gov.au 

Keeping Industry Informed



DOING BUSINESS WITH DEFENCE 
SECTION 03

PAGE 28 DOING BUSINESS WITH DEFENCE

Defence and Industry  
Consultative Forums

Defence has a range of industry consultative 
forums and environmental working groups to 
improve understanding and communication 
between Government, Defence and industry.  
These include the Defence Industry Advisory 
Council, the Industry Roundtables, and the 
Capability Development Advisory Forum and its 
Environmental Working Groups. 

Industry representatives from these bodies 
often report back through industry associations 
or their own network among Defence-related 
companies. For more information contact your 
nearest DMO Business Access Office on  
1800 621 783.

Company ScoreCard and 360° 
View ScoreCard Programs 

The DMO is working with companies in the Defence 
industry sector to develop a more open and effective 
way of doing business. In doing so, during 2001 the 
DMO developed the Company ScoreCard and 360° 
View ScoreCard programs to assess, monitor and 
report on the performance of its contracts. 

The Company ScoreCard Program enables Defence 
to identify opportunities for contract performance 
improvement and to highlight contract delivery 
issues in an objective manner. It also provides 
contractors with a valuable tool for identifying their 
strengths and weaknesses in the delivery of DMO 
contracts. It also assists the DMO to make informed 
source selection decisions based on a tenderer’s 

past performance.

The 360° View ScoreCard gives industry the 
opportunity to provide Defence with feedback 
regarding the DMO’s contract and project 
management performance, thereby providing 
the opportunity to identify areas that may 
require attention. 

Feedback is the key to the success of the 
ScoreCard programs. Both programs are 
designed to improve performance in business 
relationships through regular dialogue between 
contractors and Defence.

For more information visit online www.defence.gov.
au/dmo/id/cscard/csc_home.cfm 
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Publications

Defence has an extensive range of publications 
which explain its policies for industry and which may 
help to identify potential business opportunities.

Most are available from your nearest DMORO, on 
the Industry Resources – Publications section of the 
DMO website, or by contacting your nearest DMO 
Business Access Office on 1800 621 783. Below is 
a listing of useful publications and details on how to 
obtain them.

Defence and Industry Policy Statement 2007 
provides detailed policy guidance on the Defence/
industry relationship envisaged for the future and the 
way this is to be achieved. This can be downloaded 
from www.defenceindustrypolicyreview.com.au/

The Defence 2000 White Paper: Our Future 
Defence Force explains the Government’s  
decisions about Australia’s strategic policy over the 
next decade. This can be downloaded from  
www.defence.gov.au/whitepaper/ 

Australia’s National Security: A Defence Update 
2007 details the review of Australia’s strategic 
environment and defence posture since the Defence 
White Paper was released in December 2000. It 
outlines the broad conclusions of an extensive 
Government review of Australia’s defence interests. 
This document may be downloaded from 
www.defence.gov.au/ans/2007/default.htm

Australian Industry Involvement Manual gives 
a step-by-step guide to how the AII Program 
works while explaining what Defence is seeking 
from tenderers with regard to local content. A 
copy of the manual can be viewed or downloaded 
from www.defence.gov.au/dmo/id/aii/manual_
inclannexes_5Feb00_contactsremoved.pdf

Developing and Sustaining Defence Capability: 
Defence Intellectual Property Policy 2003 
outlines Defence’s Intellectual Property policy. This 
policy consists of six principles and 21 supporting 
strategies that accommodate such issues as 
ownership and licensing of IP, management of 
IP and commercialisation, valuation and auditing 
of IP. The policy document includes guidance 
on the implementation of the policy to Capital 
Acquisition and Support Contracts, Research and 
Commercialisation Activities and Other Defence 
Contracts. Developing and Sustaining Defence 
Capability: Defence Intellectual Property Policy 2003 
may be downloaded from www.defence.gov.au/
dmo/gc/ip/IP_Policy_web.pdf

Hard copies of this policy are available by contacting 
the IPPSC Helpdesk on 1800 102 101 or via email 
at: intellectualproperty@defence.gov.au

Commonwealth Procurement Guidelines sets out 
the core policies and principles which underpin 
all Government purchasing. A copy may be 
downloaded from the Department of Finance and 
Administration website at www.finance.gov.au/
procurement/procurement_guidelines.html

The ASDEFCON suite of tendering and contracting 
templates provides a set of proforma documents for 
use by procurement officers when drafting request 
for tenders (RFTs) for the acquisition of goods and 
services by Defence.

The ASDEFCON suite has the following primary 
objectives: 

>	 provide a set of tools to facilitate the RFT drafting 
and review process; 

>	 reflect Defence’s standard way of doing business; 

>	 implement the materiel renewal agenda, 
including: 

>	 adopt a more commercial, less risk-averse 
position; 

>	 reduce the time and costs of tendering; 
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>	 reduce the time between RFT release and 
contract signature; 

>	 decrease the size of RFTs; 

>	 implement wider Commonwealth and Defence 
policies; and 

>	 include documents that represent ‘best practice’ 
and provide a framework for obtaining value for 
money and ensuring accountability.

The ASDEFCON suite is available on www.defence.
gov.au/dmo/DMO/function.cfm?function_id=45

The Defence Procurement Policy Manual 
(DPPM) is the prime reference document for all 
Defence procurement and is directed towards 
all Defence personnel involved in the purchasing 
process. It details Defence purchasing policies and 
procedures for meeting Defence’s undertakings 
and obligations with regard to the Commonwealth’s 
procurement initiatives. The latest version can be 
viewed or downloaded www.defence.gov.au/dmo/
gc/dppm.cfm

2006–2016 Defence Capability Plan (Public 
Version) contains a list of unapproved capability 
proposals for the next ten years. It includes contact 
details for those responsible for major areas 
of Defence capability development or materiel 
acquisition. The latest version of the Defence 
Capability Plan and any supplements may be viewed 
or downloaded from www.defence.gov.au/dmo/id/
dcp/dcp.cfm

Defence and Industry: An Ethical Relationship 
outlines the way Defence and industry should 
conduct themselves when doing business together. 
Such an ethical relationship will enable suppliers 
to promote their interests profitably, and avoid 
unproductive and potentially questionable activity. 
Contractors and suppliers will also benefit from 
the assurance that their competitors are behaving 
ethically, according to a known set of rules and 
agreed guidelines. This publication is available from 
www.defence.gov.au/dmo/id/publications/def_ind.pdf

Commonwealth Procurement Guidelines 
and Best Practice Guidance and Defence 
Procurement Policy Manual.  
Copies of these documents may be obtained from 
www.finance.gov.au or the Contracting section of 
the DMO website at www.defence.gov.au/dmo.

Defence Support Group – supporting Defence 
contains information about doing business 
with DSG. This publications is available from  
www.defence.gov.au/dsg

The DMO maintains an Internet site that deals 
extensively with industry matters at  
www.defence.gov.au\dmo 

As well as containing electronic versions of the 
majority of documents mentioned in this brochure, 
the site offers valuable information about the 
AIC, the export of Defence-related goods, quality 
assurance and the Capability and Technology 
Demonstrator programs.

Further Information

Has this document been of use? Are there 
additional questions or issues that you would like 
answered? Please address all feedback regarding 
the content of this publication to the Director, 
Industry Engagement, Industry Division via the DMO 
Business Access Offices – phone 1800 621 783 or 
email: defence.smallbusiness@defence.gov.au
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ANNEX A 
DEFENCE ORGANISATION CHART
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ANNEX B 
DMO LEADERSHIP TEAM
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ANNEX C 
SYSTEM PROGRAM OFFICE LOCATIONS

SYSTEM PROGRAM OFFICE NAME LOCATION
Training Aircraft SPO RAAF Base East Sale, VIC
Maritime Patrol SPO RAAF Edinburgh, SA
Navy Aviation SPO HMAS Albatross, Nowra, NSW
Air Lift SPO RAAF Richmond, NSW
Tactical Fighter SPO RAAF Williamtown, NSW
Strike Reconnaissance SPO RAAF Amberley, QLD
Army Aviation SPO Oakey, QLD

Airborne Early Warning & Control
Airborne Early Warning & Control Williamtown, NSW

Maritime Systems Division
Collins SPO Garden Island, WA
Submarine Combat SPO Canberra ACT, Garden Island WA
Maritime Ranges SPO Canberra ACT
Guided Missile Frigates SPO Garden Island, Sydney, NSW
Anzac SPO Rockingham, WA
Amphibious and Afloat SPO Garden Island, Sydney, NSW
Mine Warfare & Clearance Diving SPO HMAS Waterhen, Sydney, NSW
Hydrographic SPO Cairns, QLD
Pacific Patrol Boat SPO Canberra, ACT
Patrol Boat SPO Darwin, NT

Electronic & Weapon Systems
Battlespace Communications SPO Canberra, ACT, Victoria Barracks, VIC
Radio Frequency SPO Canberra ACT, Defence Plaza Sydney, NSW, Exmouth, WA
Satellite Communications SPO Canberra, ACT
Command Intelligence Sustainment System Office Canberra, ACT
Combat and Operational Support Systems Office Canberra, ACT
Military Geographic Information Office Canberra, ACT
Joint Command Support Environment Office Canberra, ACT
Information Assurance SPO Canberra, ACT
Navigation Warfare SPO Canberra, ACT, Los Angeles, USA
Tactical Electronic Warfare SPO Canberra, ACT, Cabarlah, QLD, Melbourne, VIC, Nowra, NSW, Edinburgh, SA
Tactical Information Exchange Integration Office Canberra, ACT
Airborne Self Protection SPO Canberra, ACT, Edinburgh, SA
Intelligence and Security SPO Canberra, ACT
Maritime Electronic Warfare SPO Canberra, ACT, Mulwala, VIC
Land Self Protection SPO Canberra, ACT
Air Guided Weapons Acquisition Canberra, ACT
Non-Guided Explosive Ordnance SPO Orchard Hills, NSW
Surface Launched Guided Weapons SPO Canberra, ACT
Guided Weapons Inservice Sustainment Office Orchard Hills, NSW
Group Telecommunications Equipment SPO Williamtown, NSW
Over the Horizon Radar SPO Edinburgh, SA

Land Systems Division
Wheel Manoeuvre SPO Victoria Barracks, VIC
Tracked Manoeuvre SPO Victoria Barracks, VIC
Engineering SPO Victoria Barracks, VIC
Land Vehicle SPO Victoria Barracks, VIC
Armaments SPO Victoria Barracks, VIC
ADF Clothing SPO Victoria Barracks, VIC
General Support SPO Victoria Barracks, VIC
Combat Support SPO Victoria Barracks, VIC

Chief Operating Officer Division
Logistic SPO Laverton, VIC
Business SPO Canberra, ACT



AUGUST 2007

DOING BUSINESS WITH DEFENCE PAGE 35

ANNEX D 
DMO Business Access Offices Contacts

NSW/ACT 
Defence Plaza 
Level 19, 270 Pitt Street 
SYDNEY NSW 2000	  
02 9377 2358

VIC/TAS 
Defence Plaza 
Level 7, 661 Bourke St 
MELBOURNE VIC 3000	  
03 9282 7372

SA	  
Building 32 
Keswick Barracks, Anzac Highway 
KESWICK SA 5035	 
08 8305 6370

WA	  
Building 13 
Leeuwin Barracks, Riverside Road 
EAST FREMANTLE WA 6158	  
08 9311 2463

NT	  
1/170 Coonawarra Road 
WINNELLIE NT 0820	  
08 8935 4130

QLD	  
Building D2 
Victoria Barracks, Petrie Terrace 
BRISBANE QLD 4000	  
07 3233 4240
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