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Northrop Grumman Vision

Be the most trusted provider
of systems and technologies 

that ensure the 
security

of our nation and its allies 

The Demand for Security Solutions Is Expanding
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Northrop Grumman Today

Å$33.9 billion sales in 2008

Å$78 billion total backlog 

ÅOver 133,000 people

ÅThird largest U.S. defense contractor

ÅLeading capabilities in:

ïSystems integration

ïC4ISR and battle management

ïInformation technology 
and networks

ïDefense electronics 

ïNaval shipbuilding

ïSpace and missile defense

Focus on Performance



Five Operating Sectors

Systems Support

Base and Infrastructure Support

Range Operations

Training and Simulations

Technical and Operational Support

Live, Virtual and Constructive 

Domains

Life Cycle Optimization

Performance Based Logistics

Lead Support Integrator (LSI)

Technical Services

Radar Systems

C4ISR

Electronic Warfare

Naval & Marine Systems

Navigation & Guidance

Military Space

Government Systems

Electronic Systems

Large Scale Systems 

Integration

C4ISR

Unmanned Systems

Airborne Ground 

Surveillance / C2

Naval BMC2

Global / Theater Strike 

Systems

Electronic Combat 

Operations

ISR Satellite Systems

Missile Defense Satellite 

Systems

MILSATCOM Systems

Environmental & Space 

Science Satellite Systems

Directed Energy Systems

Strategic Space Systems

Aerospace Systems Shipbuilding

Naval Systems Integrator

Surface Combatants

Expeditionary 

Warfare Ships

Auxiliary Ships

Marine Composite 

Technology

Coast Guard Cutters

Commercial Ships

Nuclear Aircraft Carriers

Nuclear Submarines

Fleet Maintenance

Aircraft Carrier Overhaul 

& Refueling

Command & Control 

Systems

Network  Communications

Intelligence, Surveillance & 

Reconnaissance Systems

Enterprise Systems and 

Security

IT/Network Outsourcing

Intelligence

Federal, State/Local 

& Commercial

Homeland Security 

& Health

Information Systems
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Electronic Systems é $7B 2008 Sales

é World Class Solution Provider é World Class Financial Performance

Space 

Sensors

Ground & 

Soldier

Systems

Airborne Sensors

& Self-Protection

Systems

Maritime & 

Underseas 

Systems

International 

& Large 

Infrastructure 

Solutions
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(22) ES Major Locations

Baltimore, MD

Elkridge

Sykesville

Gaithersburg

Belcamp

Huntsville, AL

Woodland Hills, CA

Sunnyvale, CA

Azusa, CA

Boulder, CO

Norwalk, CT

Apopka, FL

Melbourne, FL

Rolling Meadows, IL

Annapolis, MD

Salt Lake City, UT

Charlottesville, VA

Cincinnati, OH

Melville, NY

Buffalo, NY

Colorado Springs, CO

Ocean Springs, MS
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CORPORATE COMMITMENT TO SMALL BUSINESS

Å ñéThis program continues to have high customer visibility and 
remains a top priority for the company.  Our corporate 
commitment to this effort is a vital part of our business 
operations and your leadership is needed to continue to make 
this a part of the Northrop Grumman culture.ò

Ron Sugar

Northrop Grumman Corporation 

CEO and Chairman
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To Join The Northrop Grumman Supplier Team  

DO THE HOMEWORK
Learn about Northrop Grumman:

ÅWho are they? 
ÅHow are they structured?
ÅWhat are they buying?
ÅDoes the Customer Buy What You Sell? 

ïElectronic Components, Computer Hardware
ïMechanical Components
ïConstruction and contracting
ïProfessional Services, Contract Labor, Training  
ïFacilities (Building & related services Furniture)
ïMoving, hauling and rigging
ïWhat Discriminators does your company bring to the table?

ÅWhat are their challenges & how
can you help to solve them? 

ÅWhat is the Corporate climate?
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To Join The Northrop Grumman Supplier Team

DO THE HOMEWORK

ÅKnow your competitors:

» Who are they?

» What are their strengths

» What are their weaknesses?

» Review their brochures, websites
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In Short  

ÅKnow your Customer

ÅKnow how you can help the Customer 

ÅBe able to articulate your companyôs benefits to the 
Customer



11

SELECTION CRITERIA - General

ïTechnology

ïCompetitiveness (Cost, Schedule, Quality)

ïSupplier Capacity

ïSupplier Manufacturing Diversity

ïSupplier Performance Rating Systems

Å- Hardware

Å- Paperwork

Å- On-Time Delivery 98% or better

ïPrevious Experience - Similar Companies or Other 
Northrop Grumman Sites



12

SELECTION CRITERIA (Continued) 

ÅInternet Capability
ïAccess drawings ïElectronic Transfer
ïCommunications
ïHave a professional email addresses

ÅAutomated Production Control

ÅQuality Process-ISO 9001:2000 

ÅStable Financial Status ïD&B is checked

ÅAbility to respond to Critical Requirements
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To Join The Northrop Grumman Team

ÅGO TO :
https://oasis.northgrum.com/corp/Supplier_Information.htm

CLICK ON: Potential Supplier Fact Sheet

Receipt of Potential Supplier Fact Sheet will be acknowledged.

ÅRegister in CCR atwww.CCR.gov for greater 
visibility. 

https://oasis.northgrum.com/corp/Supplier_Information.htm
http://www.ccr.gov/
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Å Data will be reviewed for completeness and relevance to our products 
and services.  Sent to all ES SBLOs (11 total) and appropriate SCM 
personnel.

Å Current requirements reviewed for possible opportunities 

Å Procurement personnel may visit potential suppliers to verify 
capabilities and capacity 
ï May also make recommendations that may enhance capability, 

responsiveness, performance, and overall value to customers.

Å Potential firmsô financial viability, engineering, manufacturing and 
quality processes may reviewed

Å Potential supplier data provided to Proposal Center in support of new 
proposal activity

What will happen next?
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Northrop Grumman Small Business Contacts

Corporate Manager Mentor-Protege, SBIR and HBCU/MI

Ms. Gwen Tillman Mr. Tizoc Loza

1000 Wilson Boulevard - Suite 2300                               1000 Wilson Boulevard - Suite 2300                              

Arlington, VA 22209 Arlington, VA 22209

Phone:  (703) 875-8305 Phone (703) 875-8327

gwendolyn.tillman@ngc.com tizoc.loza@ngc.com

Aerospace Systems - Integrated Systems Aerospace Systems - Space Technology

Ms. Vicky Harper-Hall Mr. John Shannon

One Hornet Way - M/S 27/K08460/C1 One Space Park - E2/9085

El Sequndo, CA 90245 Redondo Beach, CA 90278

Phone (310) 335-3824 Phone (310) 814-0321

sebp.is@ngc.com st-small-business@ngc.com

Electronic Systems Shipbuilding ï Gulf Coast Sites

Ms. Patricia Henry Ms.Joan Branson

PO Box 1693 - M/S 7120 P. O. Box 149 - M/S 1090-59

Baltimore, MD 21203 Pascagoula, MS 39568

Phone:  (410) 765-6409 Phone (228) 935-5545

PotentialSupplierInquiries@ngc.com joan.branson@ngc.com

Shipbuilding ï Newport NewsInformation Systems - Information Technology

Mr. Charlie Mason Ms. Joni Blizzard

4101 Washington Avenue - Dept 051 1510 Conference Center Drive

Newport News, VA 23607 Chantilly, VA 20151

Phone (757) 380-2961 Phone (571) 313-2255

supplierquestions@ngc.com itsector.sebp@ngc.com

Information Systems - Mission Systems Technical Services

Ms. Sharon Whittaker Mr. Frank Beachem

12011 Sunset Hills Road 2411 Dulles Corner Park

Reston, VA 20190 Herndon, VA 20171

Phone (703) 345-8625 Phone (703) 713-4202

mssector.sebp@ngc.com frank.beachem@ngc.com

Northrop Grumman Corporate Office

Below are individual Business Area's
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Mentor-Protégé Program

ÅMentorôs: Must Eligible For Award Of Federal Contracts And Have A 
Negotiated Subcontracting Plan With The Government 

ÅProt®g®ôs: Must Be A SDB/WOSB/SDVOSB/HUB Zone Small 
Business Concern As Defined By Section 8(d)(3)(c) Of The Small 
Business Act (15USC637(D)(3)(c), Must Be Certified As A Small 
Disadvantaged Business (SDB) By The SBA . 

ÅA Concern Owned And Controlled By An Indian Tribe, Or 

ÅA Concern Owned And Controlled By A Native Hawaiian 
Organization, Or

ÅAffiliated With Ability -One formally (The Javits-Wagner-OôDay) 
(National Industry For The Blind/Creating Employment Opportunities 
For People With Severe Disabilities (NIB/NISH))
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Northrop Grummanôs Mentor-Protégé Program

Å Since 1992 NGC has mentored over 100 small businesses

In engineering, information technology, and manufacturing

Å NG currently has a total of 24 active mentor -protégé agreements with 4 
different government agencies (DoD, NASA, DHS and FAA)

Å NGC Has been the recipient of 18 DoD Nunn-Perry awards and one 
NASA Golden Stokes award 

Å Seek and develop SDB/WOSB/SDVOSB/HUBZone small businesses and 
HBCU/MIs 

Å Increase the overall participation of SDB/WOSB SDVOSB/HUBZone and 
HBCU/MIs in subcontracting opportunity at Northrop Grumman

Å Foster long-term business relationships between Northrop Grumman and 
SDB/WOSB/SDVOSB/HUBZone small businesses
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Mentor-Protégé Selection Criteria

Å Selection Criteria Is Based On The Following:

ïMust Be A SDB/WOSB/SDVOSB/HUBZone SB

ïCurrently A Supplier To NGC

ïSupplier Scorecard

ïSupplier Past Performance

ïSupplier Rating (Red, Yellow or Green)

ïSupplier Expertise/Niche

ïSupplier Technical Advancement

ïSupplier Small Business Category

ïProgram Specific

ïCommodity Skill Selection

ïPossible Out-Sourcing Opportunities

ïSBIR Programs
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Mentor-Protégé Program

Å The Mentor-Protégé Program is the pre-eminent program within the 
Federal government for the transformation of a small business firm 
with high potential to a firm of substance, able to perform well as a 
prime contractor and/or a subcontractor. 

Å STEPS

ï1. Establish a Counterpart 

ï2. Determine the Type of Agreement

ï3. Develop Agreement 

ï4. Submit Agreement Proposal 

ï5. Start Agreement 

ï6. Reporting and DCMA Review Requirements 

ï7. Ask Questions 
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Mentor-Protégé Contacts

Å Corporate

Tizoc Loza

1000 Wilson Blvd

Arlington, VA 22209

Phone (703) 875-8327
tizoc.loza@ngc.com

Å Electronic Systems

ïVoltaire Walker

ïPO Box 1693

ïMS 7120

ïPhone (410) 765-2113

ïVoltaire.Walker@ngc.com

mailto:tizoc.loza@ngc.com
mailto:Voltaire.Walker@ngc.com
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