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Professional Development Europe

“Doing Business with NATO – Understanding the System”

Moderator: Colonel John H Roberts, British Army (retd.)

Maximum participants: 20

This two day course will equip delegates with sufficient knowledge to enable realistic planning and positioning to seek, find and win suitable new business opportunities from and within the Alliance.   
Objectives / Skills Gained

Although primarily designed for the middle to higher levels of management in industry, in particular for those with little or no knowledge of or experience in working with NATO, Government or military officials with a similar lack of experience will find the course of considerable value, particularly if their job function is to be associated with NATO HQ or a command. On successful completion of the course, in addition to having gained an overview of NATO’s organization, top level command structure, roles of Agencies as well as other perspectives of the Alliance, delegates will possess the necessary knowledge and background information – much of which is derived from the trainer’s considerable experience in seeking and winning new business from and within NATO – to define a clear strategy and a focused business development plan. 

Course Programme

This course is organized into modules and includes progressive and cumulative delegate tasks; these tasks realize an outline business development plan for subsequent development and implementation.

1. Understanding NATO’s organization. This module covers: NATO’s 26 nations; NATO HQ, its national and international civil and military staffs, it’s Divisions and their functions and it’s Committee structure; NATO’s top level command structure; NATO’s permanent and military representatives; NATO’s agencies and operating authorities; SHAPE. 

2. Delegate Task based on analysis of particular aspects of Topic 1. 


3. Overview of NATO procurement. This covers what is or might be procured by which areas of the Alliance’s organizational structure including Host Nation procurement.

4. Delegate Task based on identifying target market segments. 

5. How to determine new business opportunities. This topic covers formal and informal, published and unpublished opportunities; NATO’s support contracts and Prime Contractors; NATO’s Basic Ordering Agreements - how to use and initiate; exploitation of representation in Brussels. 

6. Delegate Task aimed at producing an outline business development plan.  

Course Material

Delegates will be issued with course materials at the beginning of the course. 

Delivery Format

Trainer led. Delegate tasks and discussion of findings will be in a workshop setting. The course is participative and delegates should expect and be prepared to share information and experiences. 
