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““Advance to contract Advance to contract -- Are you silver lined Are you silver lined 
or armour plated?or armour plated?””

SUPPLYING 
THE 

DEFENCE SECTOR

“ARE YOU FIT FOR BUSINESS?”

Working Together to Succeed
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Agenda

Financial Support 

Financial Strength

The Business Cycle

The Funding Gap

How can we help?

Controlling and protecting financial costs

What we look for – non financial

Testimonials
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Financial Support

The stages:

Pre-contract preparation – Involve professionals as early as you 
can.

During contract life – Dependency (supply/customer), 
diversification, opportunity.

Contract renewal / Growth or new tenders – involve professionals 
again.
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Financial Strength

What makes you financially strong?

Profit?

Sales?

Return On Capital Employed?

CASH!!!!
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Liquidity

It’s all about the ability to deliver……

Cash 
multiplied

Cash in

Produce 
goods/ services
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The Business Cycle

Supply Risk

Production RiskDemand Risk

Collection Risk
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The Funding Gap

0 Days

5 Days25 Days

60 Days
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The Funding Gap

0 Days

5 Days25 Days

60 Days

£4.5m out over 90 days 
before £2.0m comes in!!!!
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How can we help?
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The Funding Gap – areas to consider

30 Days

5 Days25 Days

0 Days
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Controlling and protecting financial costs

• Why?

• Fixed price contract (protect margins)

• Cost plus contract (conditional)

• Urgent Operational Requirements (maximise margins)

• Interest Rate Risk 

• Foreign Exchange risk

• Commodity Risk
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What do we look for ? – Non financial information

• Vision and Planning – Management plans for the business

• Business Risk – Knowledge of sector and related risks.   
Contingency plans

• Business Finance – Financial awareness and skills of 
management team

• Managing Risk – Nature, quality and usage of management 
information system

• People Risk – Balance of team, dependency on key individuals, 
succession planning, background means
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Testimonial
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