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Speech to the ADM Congress 

Wednesday February 3, 2021 

By Mr Richard Cho 

Managing Director – Hanwha Defense Australia 

Hanwha working with industry in Australia’s best interests 

Introduction 

Good morning distinguished guests, ladies and gentlemen, 

I am Richard Cho, the Managing Director of Hanwha Defense Australia. 

For those who are not familiar with the company, Hanwha is Korea’s largest 

defence supplier with a significant background in the production of advanced 

weapon systems for our customers around the world.  

To put this into perspective, Hanwha has produced more than 7000 armoured 

platforms ranging from Infantry Fighting Vehicles and Self-Propelled Guns to 

combat engineering vehicles and Advanced, Mobile Armoured Air Defence 

Systems.  

And this is just in the land space. We are also a world leader in the application 

of new lithium iron battery technologies for conventional submarines and in 

the application of advanced robotics. Hanwha is the biggest Korean defence 

company you have probably not heard about, and we are working hard to 

bring all of this knowledge to Australia.  

In addition to defence, Hanwha’s business sectors are vast and wide, with 

annual sales revenues of $A70 billion last year. Hanwha as a group represents 
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the sixth largest corporation in Korea, with business sectors in renewable 

energy, resources, construction, petrochemical, trade and leisure services.  

Our expertise is significant. Our Defence business sits within the Aerospace and 

Mechatronics Division and in terms of R&D, Hanhwa Defense Australia has 

access to all of this including Collaborative Robotics Systems and unmanned 

flying passenger movers. Yes, we are embarking on a program to test and trial 

the world’s first transportation system based on this concept. 

It sounds futuristic, but that is the sort of company we are. But underpinning 

this thinking about the future is a very strong and sound rationale based on 

being ready, reliable and responsive.  

When it comes to defence our focus is 100 per cent on the delivery of 

pragmatic, reliable and effective capability solutions to our customer. In Korea, 

our military has been on a 24/7 war footing since 1953, with Hanwha 

dedicated to supporting the operations of the RoK Army. In that environment 

Hanwha has learnt to deal with readiness and ensure that military equipment 

is actually available and ready for immediate use. 

That necessity has driven a culture of providing long-term affordable and self-

reliant industrial solutions based on a whole of industry approach. We know 

how to deal with fleets of military vehicles on a truly large scale, whether that 

be building vehicles or supporting them and driving down costs of ownership 

without compromising performance.  
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European Centre of Excellence 

For this reason, Hanwha understands the importance of self-reliance for each 

and every nation we support.  

Hanwha has a proven track record of  working closely with governments to  

fulfil industrial policy aimed at creating a more resilient and independent 

defence capabilities.  

Hanwha understands the importance of networked sustainment infrastructure 

that is efficient and reliable in order to guarantee effective support of the 

armed forces.  

In Europe, Hanwha has established itself as a 100 per cent dependable 

supplier. Not only because we have delivered our systems on schedule and 

under budget. / But because we transferred the necessary technology to the 

nations concerned, to ensure self-reliance for the entire system.  

A case in point is the VIDAR program in Norway. The 2016 Norwegian Long-

Term Defence Plan - formally known by the plan title ‘CAPABLE AND 

SUTAINABLE’ - is an example of how we work with nations to create self-reliant 

capability. 

Under the K9 program in Norway known as VIDAR we went head-to-head with 

four major suppliers - some of which were major European companies. In 

other words, we competed with them in their own backyard and won – but the 

program demands in terms of self-reliance were onerous.  

All levels of support had to be in country; Norwegian industry had to be central 

to the solution and the capability had to be fully networked. Not just with the 

joint fires systems, but also other enablers such as the joint logistics  systems 
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and direct fire systems such as their Remote Weapons Station fleet and 

manoeuvre C2 systems.  All this was achieved on budget and on time.  

In its consideration for provision of support, Hanwha actively sought to align a 

number of NATO countries who have since adopted our system to create a 

sustainment hub for Europe.  

This involved technology transfer for component production in Poland, a 

training and simulation and a medium level maintenance hub in Norway, a 

heavy level maintenance capability in Finland and warehousing and 

distribution of spares and repair parts in Estonia. 

The combined sustainment support and operation capability created by 

Hanwha in these neighbouring nations represents strong regional capability to 

directly support common the platforms operated by these countries. 

Ongoing operational capability relies heavily on an effective support capability. 

But this in and of itself is not enough: the demand and economic activity must 

be there to create the skills, jobs and - to state it bluntly - the cash flow to keep 

the support system working.  

Big one-off export orders do not achieve this, and it is getting harder to do as 

nations now demand their own versions of self-reliance and the use of their 

defence budgets to generate jobs and economic benefit.  

How Hanwha works with industry 

In keeping with the way Hanwha has engaged with industry partners and 

suppliers around the world, we don’t operate in Australia with any pretension 

that we will teach local industry players how to do their jobs.  
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Up front I want to state that there is a degree of expertise in Australia around 

the low volume and cost-efficient manufacture of highly specialised systems 

and components that is hard to replicate.  

Australia with its long supply chains and relatively small domestic demand has 

had to master this approach.  

As an example, Bisalloy is one of the most, if not THE most, efficient producers 

of Armoured Steel in the world with BlueScope – complimenting this with their 

production of high-quality steels in a relatively low volume but very cost-

efficient way.  

Hanwha wants to use this know-how and take it to the world. We are already 

working with a select group of Australian companies, trialling their technology 

for possible application into our production methods both here and in Korea.  

Australia’s industry has a strong skill base and an excellent reputation – they 

already know their work. That’s why we are utilising the existing industrial base 

to do the work they are already geared up to do, rather than keeping 

everything in house at HDA. 

Hanwha will contribute to growing the Australian industrial base by leveraging  

international demand on our company as an opportunity for Australian 

industry.  

We will achieve this  by being inclusive in our solutions and creating 

opportunities for our Australian partners to present their skillsets, solutions 

and services that may benefit our clients around the world.   

Over the past twelve months in Australia, our team has engaged with more 

than 600 businesses to support our mobilisation, our programs and our facility 
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build. We continue to be impressed by the capabilities that we find and by the 

passionate and supportive individuals who generate them.  

We have been exceptionally fortunate to have a dozen Australian companies 

already working shoulder-to-shoulder with us on the Risk Mitigation Activity 

for Land 400 Phase 3. 

In Korea, Norway, India and in various nations around the world, the work we 

have done with industry through technology transfer has been paramount to 

the successful of the project – and to the customer nation’s ability to sustain 

the capabilities with little or no dependence on Hanwha.  

Our investment in the supply chain has also enabled businesses to grow 

beyond the work they do with us, into other sectors with other customers – to 

refine their craft and become more competitive and more resilient in the 

process. 

This is what we want for Australian industry. We are committed to learning 

and growing alongside you, and just as we are committed to continuously 

providing feedback – honest, transparent feedback – we too welcome your 

thoughts and insights on what we could do better, or differently or leave the 

same.  This is a partnership, after all.  

Australia and Korea working together 

At time of uncertainty and strong headwinds in certain areas of Australia’s 

foreign trade, the local production of defence equipment by Hanwha Defense 

Australia represents a significant opportunity for Australia.  

 

As Hanwha grows in Australia our new manufacturing facility in Geelong will 

begin to supply equipment to the Australian Defence Force. 
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Given Australia’s regional proximity to Korea, I would like to think that the 

same facility could one day supply equipment and other support to the Korean 

Defence Force while also making a significant contribution to Hanwha’s global 

supply chain. 

 

Aside from the nuts and bolts, I think it is worth highlighting the new strategic 

opportunities that participation by Hanwha in local industry can provide 

Australia.   

It represents an opportunity for Australia to move beyond its traditional 

sources of defence capability from North America and Europe.   

It is an opportunity to deepen Australia’s regional bilateral relationships and to 

better position and increase Australia’s security engagement within its own 

neighbourhood.   

This will become increasingly important for Australia as the security challenges 

we will have to deal with in coming years are more likely to be in our own 

region. 

Australia has the opportunity to diversify its strategic and defence 

relationships with a north Asian partner and thus increase our regional 

relevance.   

It will help mature our bilateral relationship with a regional partner in the US 

alliance system, and better position Australia for its regional strategic future. 

By engaging a South Korean company in Australia’ defence procurement 

market, the Commonwealth is not only increasing competition and capacity in 

Australia’s defence industry,  it is kicking a significant diplomatic goal as well.  
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What we have actually done 

You have heard me speak for a little while now about things Hanwha has 

achieved elsewhere in the world, how we work with industry and the potential 

for our operations here in Australia. 

Now let me show you something we have actually done locally. Several 

examples of the Redback Infantry Fighting Vehicle were handed over to the 

Commonwealth recently as part of the Risk Mitigation Activity for Land 400 

Phase 3. 

I will now play a video of the Redback made while the vehicle was being 

shaken down at the Australian Automotive Research Centre at Anglesea in 

Victoria just prior to handover. 

While I don’t intend to discuss Land 400 Phase 3 in any detail as it is a project 

under active consideration by the Commonwealth, I would take this 

opportunity to point out that the vehicle you just watched driving on an 

Australian proving ground was integrated locally by Team Redback in 

Melbourne. 

Team Redback, whose individual company logos you see on the screen behind 

me now, has been involved with the vehicle from the very beginning. The 

Redback is built from Australian made steel supplied by Bisalloy. 

The integration of sophisticated sensors, weapons and active protection 

systems - all designed in from the start and not added on later - has been 

expertly overseen by Electro Optic Systems and other Australian industry 

partners. 

Each of the members of Team Redback has played their part. I’m sure you will 

all agree that 2020 was an unusual and difficult year, and I can assure you that 
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having three Redback vehicles ready for testing required significant effort - but 

our local team delivered on time.  

Distinguished guests, ladies and gentlemen – thank you for listening to me this 

morning. I hope I have given you an insight into Hanwha, and how we operate 

to deliver as a company in co-operation with our industry partners and 

suppliers. 

I also hope you enjoyed the short preview of our remarkable Redback Infantry 

Fighting Vehicle. It is something I want you to see lots more of… 

Now, if there is time, I am happy to take some questions.  

Ends 

 


