
 

Access to Defence Procurement 

Business opportunities in EU 

How does it work? 

The defence sector market distinguishes itself from the usual business 

market for several reasons: goods are often unique, defence activities are 

sensitive and subject to specific national rules for handling classified 

information and export control, security of information is absolutely essential 

and procurement is mainly carried out by tendering to Member States’ 

Ministries of Defence as the single national clients in defence procurement. 

 

National defence procurements are 

individually managed by Member States’ 

contracting authorities on the basis of EU 

defence procurement provisions as set out in 

the Directive No. 2009/81/EC (Defence and 

Security Procurement Directive). In 

specific cases, certain exclusions 

referenced in articles 12 and 13 of this 

directive can be applicable. A summary of national legislation transposing this directive can 

be found at: http://eur-lex.europa.eu/legal-content/EN/NIM/?uri=celex:32009L0081  

 

This Directive presents a range of innovations tailored to the specific needs of procurements 

in defence and security markets: 

 

 
 

 

Indicative elements that SMEs should know or do during some specific phases of the 

procurement procedures under the Directive No. 2009/81/EC are presented below: 
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Where to find information?  

SMEs can find information on defence procurement opportunities, including the 

opportunities under the thresholds of the Defence and Security Procurement Directive, on 

EU Member State’s procurement portals and also on the TED (Tenders Electronic Daily).  

Find business opportunities from the European Union, the European Economic Area and 

beyond at http://ted.europa.eu/TED/main/HomePage.do !  

 

TED is the online version of the “Supplement to the Official Journal” of the EU, dedicated to 

European public procurement. TED centralises the ongoing tender opportunities at both 

European and national levels. Furthermore, on the TED platform, the original notice is published 

in the native language of the contracting authority together with a very short summary of the 

notice in other EU languages. It is important to know that calls are always published first on 

TED, ahead of publication on national portals.  

 

It is possible to create an account on the TED 

platform, however this is not mandatory. You 

will be able to access documentation and 

download any document without being 

registered. 

You can also search information related to 

procurement procedures under the Directive 

No. 2009/81/EC at: 

 http://ted.europa.eu/TED/search/search.do   

   

 

 

Why 
should 
you 
register 
on 
TED?

To personalise RSS feeds for your 
web sites and RSS readers

To personalise search profiles, 
according to your needs. 

To get e-mail alerts based on 
your search profiles. 

http://ted.europa.eu/TED/main/HomePage.do
http://ted.europa.eu/TED/search/search.do


 

Ʒ EDA opportunities and tools 

  

 Visiting the EDA website will help you in several ways: 

¶ As EDA publishes its own public procurement on the Procurement Gateway 

(https://www.eda.europa.eu/procurement-gateway), you will find here plenty of 

information on current business opportunities. EDA mainly provides opportunities 

related to projects, studies, analysis, etc.; 

¶ The Procurement Gateway also acts as a central information hub on business 

opportunities, with links to national defence procurement portals, TED (filtered 

business opportunities by Defence and Security Procurement Directive) and other 

related EU portals (e.g. OCCAR, EASME, FRONTEX, EASA).  

¶ The European Union Contractor Support to Operations (CSO) platform 

(http://cso.eda.europa.eu/Pages/Home.aspx), launched by EDA, provides a forum 

for interaction between experts from CSDP operations and potential or actual 

contractors, in order to support the identification of commercial solutions for 

operational demands. You can be registered on this platform. 

 

How to maximise your chance of winning defence procurement? 

Outlined below is a non-exhaustive list of tips to successfully run a defence procurement 

project:  

Tips to run successful defence business:  

 

Build a trust and transparent interaction with contracting authorities 

Ʒ Identify the point of contact in the Ministry of Defence (MoD) and inform him/her of your 

competences and capabilities. This will enable you to build a trustful and transparent 

relationship with MoD. 

Ʒ Find out what the MoD current priorities and future plans are, in order to adapt your 

business accordingly. MoD budgets and plans can be a valuable information source.  

Ʒ Try to be registered in the MoD database of potential suppliers (if it exists). Participate in 

“infodays” to get information, meet market players, exchange best practices and find 

partners to reply to opportunities and enter the networks of market players who are already 

present in the defence market both at national, European and international levels. 

Ʒ Keep in mind that building a trustful relationship with MoD takes time and is of paramount 

importance. 

 

Be familiar with defence procurement specificities 

Ʒ Submitting an offer involves getting familiar with the defence procurement procedures and 

regulations. You can get help and expertise from your legal expert and from an external 

entity such as NDIAs and defence-related clusters. 

Ʒ The defence sector uses specific standards and requirements, meaning that defence-

related SMEs have to adapt to them.  

 

https://www.eda.europa.eu/procurement-gateway/opportunites
https://www.eda.europa.eu/procurement-gateway
http://www.eda.europa.eu/procurement-gateway/information/national-directories/national-policies-and-strategies
http://cso.eda.europa.eu/Pages/Home.aspx
http://cso.eda.europa.eu/Pages/Home.aspx

