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he Defence Growth Partnership
(DGP) is a forum set up by the Prime
Minister in December 2012 in which
the Government, the UK’s top

defence companies,sector trade association
ADS Group and SMEs are working together to
maximise export opportunities for British
business and support industry’s investment in
research and development and the nation’s
critical capabilities.

The Partnership is developing the future
industrial strategy for the UK defence sector;
implementation of this strategy will be
undertaken by a variety of organisations,some
government and some private sector.

Chief Executive of ADS Group and DGP
member Paul Everitt explained:“The UK has a
strong defence sector that supports some
155,000 jobs,with £22 billion annual turnover
and £9 billion annual exports. It is a high-value
advanced manufacturing sector that supports
high-value employment across the country.

“Defence is something that we are good at,
and if we look at the overarching industrial
strategy that UK government has pursued,we
can see opportunity for government to work
collaboratively with industry to give our
prominent sectors a better chance of success.”

Planning this success has been a two-step
mission.First came phase zero – a discussion
involving the top 15 UK defence companies,
debating the functions,challenges and
changes needed in the industry.The ensuing
recommendations were summarised in
Securing Prosperity – a strategic vision for the 
UK Defence Sector,a report launched in
September 2013 at the DSEI arms fair in
London.The report opened phase one and the
active work of the DGP.

Mr Everitt said: “We spent time understanding
what was going on in the defence world,then
shared that vision with the broader industry.
Having done that,we announced the
establishment of the key work streams.”

These key work streams map the areas of
defence that the Partnership seeks to
strengthen.They include:air capabilities –
which account for 82 per cent of UK defence
export success over the last ten years;
intelligent systems – for equipment
adaptation; international business –  exports;
technology and enterprise – the intellectual
property of the future; and skills – the next
generation of defence professionals.

Mr Everitt added:“Skills are always a top
priority; it is always difficult to find the right

number of people with the right talent.We are
trying to anticipate the future demand of
defence so that we can ensure sufficient numbers
of people are moving through the education
system with the right qualifications and
knowledge we need to fill the demands of the
sector.

“Due to the financial pressures that all western
countries are facing we are operating under
limited defence budgets; this means there is more
intense competition in export markets.So we
decided the DGP also had to look at how to
maximise our foreign sales.

“Since 80 per cent of our exports are in the
aerospace sector,we recognised that we needed
a work stream that specialised in aerospace.

“We also realised that the future commissions
of new platforms  – be they ships,aircraft or land
vehicles – are going to diminish because making
them new is considerably expensive.This will
cause an increase in the regular upgrading of
intelligent systems within exsisting platforms.
Intelligent systems are bits of technology that
can be slotted into already exsisting equipment
to meet the needs of modern armed forces.”

To meet the needs of the defence
industrial base, the DGP has employed ADS
Group to initiate discussion between SMEs
and DGP working groups.These discussions
have been taking place through a range of
roadshow workshops. In addition, individual
feedback has been received through a DGP
questionnaire on the ADS website.

Mr Everitt said: “We have found that there
has been a real collaborative spirit across the
sector; we have talked to around a couple of
hundred companies over the last three
months.

“Many of the individuals and companies
have been involved with all of the different
aspects of the work – the detailed working
groups, roadshows and questionnaires. Our

participants are in agreement that the UK is
strong in the air domain and we must
continue to develop this presence.

“Everyone wants to anticipate the future
demands of customers both at home and
overseas,so that we are able to deliver the best
service to them.”

In order to do this, the DGP is evaluating a
variety of action plans. Mr Everitt concluded:
“Just now we are working on solutions –
focusing on a whole-industry approach, taking
our time to work with a broader base of

companies in the UK defence sector, sharing the
Securing Prosperity document – as well as the
other ideas that are being put forward by
various work groups.

“We hope to issue our implementation plan at
Farnborough International Airshow in July.By
the time we get to Farnborough we will be able
to say we understand the defence sector’s
challenges,we have evaluated the possible range
of actions that could tackle them,and we have
found the best set of activities that will provide
UK business with a competitive edge.”
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“Defence is something that we are good at, and if we
look at the overarching industrial strategy that UK
government has pursued, we can see opportunity for
government to work collaboratively with industry to
give our prominent sectors a better chance of success”

Paul Everitt, Chief Executive, ADS Group and DGP member 
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The Defence Growth Partnership was launched in 2012 to garner expertise from government and industry as part of a
strategy to boost jobs, enhance trade and drive economic growth. MOD DCB features writer Julie Shennan caught up with
Chief Executive of ADS Group and DGP member, Paul Everitt, to discuss progress to date and action priorities for the future.
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