Overview of Defense Procurement Structures
Understanding How the Department of Defense Buys Goods and Services

Defense procurement operates through distinct organizational layers, acquisition
pathways, and contracting vehicles that differ from civilian federal contracting. This
overview explains, at a high level, how defense buying is structured, who buys what,
and how businesses typically engage the Department of Defense (DoD).

Note: This resource is intended to support strategic orientation and readiness, not to replace official guidance or
solicitation instructions.

1. The Department of Defense (DoD): Enterprise-Level Procurement

The Department of Defense is the umbrella organization responsible for national
defense. While policies, regulations, and acquisition frameworks are often issued at the
DoD level, most contracting activity occurs at subordinate components, not centrally.

DoD establishes:
e acquisition policy and guidance,
o regulatory frameworks (e.g., FAR and DFARS),
« enterprise-wide contracting vehicles,
e budgetary priorities.

Actual buying decisions are typically made below the enterprise level.
2. Military Departments & Defense Components

Defense procurement is carried out in a multitude of ways, including:
o Military Departments (Army, Navy, Air Force),
o Defense Agencies (e.g., DLA, DISA),
o Combatant Commands, and
« Field activities and installations.

Each component has its own contracting offices, mission-specific requirements, and
procurement timelines and preferences.

A business may be eligible to contract with one component while being irrelevant
to another.

3. Buying Organizations vs. End Users

In defense contracting, the entity issuing a contract is not always the end user of the
product or service. For instance,
o Contracting offices manage solicitations, awards, and compliance.
o Program offices define technical requirements and performance expectations.
o End users (units, commands, installations) receive and use the goods or
services.



Understanding this separation is critical when communicating capability and
performance.

4. Common Defense Procurement Pathways

Defense procurement commonly occurs through:
« Standalone solicitations (RFPs, RFQs, IFBs)
o Multiple-award contracts (IDIQs, MACs)
o Task and delivery orders
« Enterprise-wide contract vehicles
e Subcontracting under prime contractors
Many defense opportunities are order-based, meaning businesses must first gain
access to a contract vehicle before competing for work.

5. Contract Vehicles & Layered Access

Unlike one-off procurements, defense contracting often relies on layered access:
1. Qualification for a contract vehicle
2. Competition for task orders
3. Performance under specific delivery requirements

Examples include:
« IDIQ contracts
e Multiple Award Contracts (MACs)
o Agency- or service-specific vehicles

Chasing task orders without readiness for the underlying vehicle is a common
mistake.

6. Regulatory Overlay (High-Level)

Defense contracts are governed by two (2) primary legal frameworks:
o the Federal Acquisition Regulation (FAR), and
o the Defense Federal Acquisition Regulation Supplement (DFARS).

DFARS introduces:
e enhanced cybersecurity requirements,
e supply chain restrictions,
e reporting and audit obligations,
» performance and security controls.

Defense contractors should assess readiness before pursuing defense work.



7. Small Business & Set-Aside Considerations

Defense procurement includes:

o small business goals,

e subcontracting plans,
SBA-recognized set-aside programs,
OSDBU/OSBP engagement.

However:
o set-asides do not eliminate competition,
« certifications do not replace capability,
« performance expectations remain high.

8. Key Takeaways
o Defense procurement is decentralized
e Most opportunities are vehicle- or order-based
o Contracting offices, program offices, and end users have different roles
o DFARS compliance adds complexity and risk
o Readiness matters more than registration

How Quin-Z Approaches Defense Procurement Readiness
We help businesses understand defense procurement structures, assess readiness for

defense opportunities, avoid premature pursuit of complex vehicles, and align
capabilities with the correct buying organizations.

Disclaimer: This overview is provided for informational and planning purposes only and does not replace solicitation
instructions, agency guidance, or legal review.



