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• 27-years involvement in the AM/3DP
• Expertise in mapping AM/3DP technologies to 

applications and understanding the economic, 
environmental and social benefits of the technology to 
industry & government
• Approached in 2019 by Innovate UK (UKRI) & BSI to 

write a guide to help businesses evaluate and 
understand the benefits of AM/3DP adoption

A quick introduction



In late 2020 BSI published 
PAS 6001

A useful resource to help 
business executives and 
engineers to speak a 
common language



1) Establish where 
on the P&L you 

want to focus (top 
line or bottom line)

2) Identify the right 
champions and 

agents of change in 
the organisation

3) Identify the most 
appropriate 

technology solution 
or supply chain shift

4) Develop an end-
to-end cost model, 

and either a 
revenue model or 

ROI model

5) Evaluate the 
wider risks and 

rewards of change 
both internally and 

externally

6) Look elsewhere 
in the business for 

top line 
opportunities or  

productivity 
problems

Six simple steps

6) Develop an 
implementation 

plan
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Lets look at the 
first two steps in a 
defence context

6) Develop an 
implementation 
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Understanding the impact on P&L



AM/3DP drives revenue (for some)



AM/3DP drives revenue - example

New Advanced & Efficient 
Products 

GE Leap Engine

Top line growth



AM/3DP drives revenue (for some)



AM/3DP drives revenue - example

Top line growth

Improved Customer Service & 
Engagement 

Siemens combustor repairs



AM/3DP drives profitability (for some)



AM/3DP drives profitability - example

More Efficient (lean) Production 
Methods

MTU/Pratt borescope eye

Bottom line profit



AM/3DP drives profitability (for some)



AM/3DP drives profitability - example

Streamlined & Lean Supply 
Chains

Singapore MRO cabin refit

Bottom line profit



Question – Does PAS6001 also work in a 
defence context?

Improved part 
availability

Improved 
lethality

Long term 
support/ 

availability

Expedient 
manufacture

Operational benefit Cost reduction

Front line MOD and the 
supply chain
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6) Develop an 
implementation 
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The 
customer, 
champion & 
decision 
maker is no 
longer 
obvious 



So who needs 
to champion 
AM/3DP 
within the 
organisation?

Sales director / 
Operations 

director

Engineering 
director / Sales 

director

Operations 
director / 

Financial director

QA director / 
Operations 

director 



So who needs 
to champion 
AM/3DP 
within the 
defence 
context
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?
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?
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Improved part 

availability

Improved 

lethality

Long term 

support/ 

availability

Expedient 

manufacture



Just Google PAS6001

Free to download
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