
Thematic investing series

Positioning portfolios for long-term 

transformational change

August 2026

Copyright © 2026 United Overseas Bank Limited Co. Reg. No. 193500026Z. All Rights Reserved.
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A new era of spending



Introduction Defence growth cycle

Defence spending is becoming a global priority

2025 SPENDING MOMENTUM

USD2.9tn Global military expenditure in 2025 
11th consecutive annual increase

+2.9% real y/y | 2.5% of global GDP

Real change in military expenditure, 2025

Outside the US, military expenditure increased 9.2% in 2025.

FORWARD COMMITMENTS

NATO 5% of GDP

Target by 2035

3.5% core defence + up to 1.5% security and resilience

UNITED STATES USD1.5tn (proposed)

FY2027 budget request

Munitions, shipbuilding, missile defence and industrial capacity

Budget request, not enacted spending

CANADA C$500bn+

Planned over ten years

Arctic sovereignty, NORAD, cyber and infrastructure

INDO-PACIFIC Budgets rising

Modernisation broadens

Maritime, missiles, submarines, space and uncrewed systems

Source: SIPRI Trends in World Military Expenditure 2025 (April 2026), NATO, Defence Investment of NATO Countries 2014–2026, July 2026; White House 
FY2027 budget documents; Government of Canada; Australian Government; Republic of Korea Ministry of National Defense 19



Introduction Defence growth cycle

Higher budgets matter only when they convert into profitable delivery

Defence spending creates the opportunity, but awards, execution and cash conversion determine shareholder returns.

MONITOR

Spending target

LEAKAGE

Policy reversal

MONITOR

Enacted funding

LEAKAGE

Fiscal delay

MONITOR

Contract value

LEAKAGE

Slow tendering

MONITOR

Book-to-bill

LEAKAGE

Programme slip

MONITOR

Throughput

LEAKAGE

Supply constraint

MONITOR

FCF conversion

LEAKAGE

Working capital

THE INVESTMENT TEST

Is the budget approved? Can industry deliver? Does delivery generate cash?

A rising backlog improves visibility but does not guarantee margins or free cash flow.
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Introduction Defence growth cycle

Record backlogs provide strong revenue visibility

• Demand remains broad-based with large players 

reporting an expansion of reported backlogs 

materially after end-2025.

• Major programmes are extending revenue visibility. 

Lockheed Martin, Saab and Rheinmetall secured 

sizeable multi-year orders during the period.

• Orders are translating into operations. The 

companies generally reported higher sales and 

operating earnings alongside backlog growth.

• BAE Systems is converting rather than rapidly 

accumulating backlog. Its backlog remained near a 

record £84.0bn while H1 sales and underlying EBIT 

rose 9% and 11%, respectively.

Backlog momentum continued into 2026

Change in latest company-reported backlog versus end-2025

Five companies expanded backlog materially; BAE maintained a record backlog while 
continuing to grow sales and earnings

* Leonardo includes the consolidation of Iveco Defence Vehicles. Rheinmetall is shown at a conservative EUR80bn floor. Notes:
Latest data are Q2/H1 2026. Backlog definitions, currencies and programme durations differ across companies.
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Introduction Defence growth cycle

Private capital is picking up in defence technology

Private capital is accelerating defence innovation

• Q1 2026 closed at $19.8 billion across 262 deals. QoQ 

value growth of 28.6% on a deal count decline of 

8.4% confirms that capital is increasingly 

concentrated in larger, later-stage rounds. YoY value 

growth of 146% against count growth of 2.7% 

reinforces the same point.

• Valuations expanded across every stage except 

early-stage VC, which held essentially flat.

• Q1 2026 saw the largest single quarter on record, the 

largest quantum exit cluster on record, and the 

largest venture-backed defence contract on record, 

all of which happened in the same 90 days.

Defence tech VC deal activity

Deal value (USDbn, bars) and deal count (line)
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Introduction Defence growth cycle

Private capital is picking up in defence technology

Source: UOB Private Bank, Crunchbase, Pitchbook
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Learn More

Continue the Defence Growth Cycle conversation
Defence spending is entering a new multi-year expansion cycle as governments rebuild readiness, modernise military 

capabilities and strengthen domestic industrial capacity. The full publication explores where value may accrue across the 

defence ecosystem, what risks still matter, and how investors can approach implementation.

Focus on execution

Rising defence budgets 

create opportunities.

Look beyond 

Opportunities extend 

beyond traditional 

defence contractors into 

software, autonomy, 

cybersecurity, electronics.

Manage the risks

Valuations, procurement 

delays, political shifts 

constraints remain key 

risks despite strong 

demand.

In the full publication

• Maturity framework and timing assessment

• Value-chain opportunity map

• Bull, base and bear scenario analysis

• Key risks across supply chains, brand loyalty

• Portfolio implementation considerations

This material is intended as a teaser summary only and does not constitute investment advice, an offer, recommendation or solicitation. 
Please refer to the full publication and consult your Relationship Manager before making any investment decision.

Speak to your Senior Client 
Advisor for the full Defence

Growth Cycle thematic 
publication



Important Notice and Disclaimers

General

This document contains material based on publicly available information. Although every reasonable care has been taken to ensure the accuracy and objectivity of the information contained in this document, United
Overseas Bank Limited (“UOB” and together with its affiliates, the “UOB Group”) makes no representation or warranty as to, neither has it independently verified, the accuracy or completeness of such information
(including any valuations mentioned). The UOB Group neither represents nor warrants that this document is sufficient, complete or appropriate for any particular purpose. Any opinions or predictions reflect the writer’s
views as at the date of this document and may be subject to change without notice. The information contained in this document, including any data, projections and underlying assumptions, are based on certain
assumptions, management forecasts and analysis of known information and reflects prevailing conditions as of the date of publication, all of which are subject to change at any time without notice.

Forward-looking statements, projections and forecasts are inherently subject to significant uncertainties and contingencies and may differ materially from actual outcomes. Past performance figures are not indicative of
future results.

Not an offer or solicitation

The views and information in this document are strictly for general information only, should not be considered as, or a substitute for, professional advice, and are not prepared for any specific objectives or situations
and/or to address the needs of any specific person or circumstance.

This document should not be regarded as an offer or solicitation to transact in any product mentioned. Before deciding to invest in any product mentioned, please seek advice from your financial, legal, tax or other
appropriate advisers on the suitability of the product for you, taking into account your specific investment objectives, financial situation or particular needs (to which this document has no regard). If you do not wish to
seek such advice, please consider carefully whether any product mentioned is suitable for you.

Risks

An investment in any product mentioned in this document may carry different risks of varying degrees, including credit, market, liquidity, legal, cross-jurisdictional, foreign exchange and other risks (including the risks of
electronic trading and trading in leveraged products). Nothing in this publication constitutes accounting, legal, regulatory, tax, financial or other advice. Please speak to your financial, legal or other appropriate adviser to
understand the risks involved and whether it is appropriate for you to assume such risks before investing in any product. Any description of investment products is qualified in its entirety by the terms and conditions of the
investment product and if applicable, the prospectus or constituting document of the investment product.

No Valuation

Product valuations in this document are only indicative and do not represent the terms on which new products may be entered into, or existing products may be liquidated or unwound, which could be less favourable than
the valuations indicated herein. These valuations may vary significantly from those available from other sources as different parties may use different assumptions, risks and methods.

No Liability

The UOB Group shall not be liable for any loss or damage howsoever arising as a result of any person acting or refraining from acting in reliance on any information, opinion, prediction or valuation contained herein. The
UOB Group may have an interest in the products mentioned in this document including but not limited to, marketing, dealing, holding, acting as market-makers, performing financial or advisory services, acting as a
manager or co-manager of a public offering, of persons mentioned in this document. The UOB Group may also have alliances, contractual agreements, or broking, investment banking or any other relationships for the
provision of financial services, with any product provider mentioned in this document. The UOB Group may have issued other reports, publications or documents expressing views which are different from those stated in
this document and all views expressed in all reports, publications and documents are subject to change without notice.
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Important Notice and Disclaimers

Others

Unless you are notified otherwise by UOB, UOB deals as a principal in any transaction which UOB has been instructed to effect, other than transactions relating to securities traded on an exchange, unit trusts and funds
on your behalf where UOB acts as your agent.

Singapore. This document and its contents are intended for Accredited Investors (as defined in Section 4A of the Securities and Futures Act 2001 of Singapore).

This advertisement has not been reviewed by the Monetary Authority of Singapore.

Hong Kong. This document and its contents are intended for "professional investors" (as defined in the Securities and Futures Ordinance (Chapter 571 of the Laws of Hong Kong) (the "SFO") and its subsidiarity legislation)
("Professional Investors"). Shares or debentures in a company may not be offered or sold in Hong Kong, by means of any document, other than (i) to Professional Investors; or (ii) in other circumstances which do not result
in the document being a “prospectus” within the meaning of the Companies (Winding Up and Miscellaneous Provisions) Ordinance (Chapter 32 of the Laws of Hong Kong)(the “CWUMPO”) or which do not constitute an
offer to the public within the meaning of the CWUMPO. Unless permitted to do so under the laws of Hong Kong, no person may issue or have in his/her possession for the purpose of issue, or will issue, or have in his/her
possession for the purposes of issue, any advertisement, invitation or document relating to the securities, structured products or interests in collective investment schemes whether in Hong Kong or elsewhere, which is
directed at, or the contents of which are likely to be accessed or read by, the public of Hong Kong, other than with respect to the securities, structured products or interests in collective investment schemes that are or are
intended to be disposed of only to persons outside Hong Kong, or only to Professional Investors.

WARNING: The contents of this document have not been reviewed by any regulatory authority in Hong Kong. You are advised to exercise caution in relation to this document. If you are in any doubt about any of the
contents of this document, you should obtain independent professional advice.

This document may only be distributed in countries where its distribution is legally permitted. This document is not directed to any person in any jurisdiction where (by reason of that person’s nationality, residence or
otherwise) such publications are prohibited. This document may contain proprietary information of UOB (or its product providers) and may not be reproduced or disseminated in whole or in part without UOB’s prior
consent. If there is any inconsistency, or any difference in meaning between the English version and any translation of this document, the English version shall apply and prevail.

United Overseas Bank Limited. Co. Reg. No. 193500026Z

United Overseas Bank Limited is a licensed bank in Hong Kong and is a registered institution in respect of Types 1 (Dealing in Securities) and 4 (Advising on Securities) regulated activities under the SFO.
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