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Northrop Grumman Today 

• Leading global security company 

• $26.4 billion sales in 2011 

• $39.5 billion total backlog 

• Leading capabilities in: 

– Unmanned Systems 

– Cybersecurity 

– C4ISR 

– Logistics 

Focus on Performance 
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Four Operating Sectors at a Glance 
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Northrop Grumman Vision 
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Be the most trusted provider 
of systems and technologies  

that ensure the  
security  

of our nation and its allies  



Northrop Grumman Products 
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How to Become a Northrop Grumman Supplier 

Become Familiar With 
Northrop Grumman 
Products & Reqts. 

Input Company Information into 
Northrop Grumman Potential 
Supplier Database 

Advise Supplier on 
Potential Subcontract 
Opportunities 

Submit Letter of Introduction 
and Company Literature to 
Socio-Economic Business Office 

Forward Materials 
to Purchasing/ 
Engineering/Other 
Using Organizations 

Evaluation 

Direct  Any Questions to and Keep In Contact With: 

Northrop Grumman Socio-Economic Business Office or Specific 

Procurement or Technical Department 



 

 
Basic Marketing 

Research 

• How is the Company 
Structured? 

• What are the Principal 
Products? 

• Does This Company Buy 
What I Sell? 

• How Does the Purchasing 
Process Work? 

• Could my company’s 
capabilities fit a special 
niche within this company? 

Logistics / Timing 

• Proximity of Supplier to 
Company? 

• Who is My Competition? 

• Has the Company Received 
New Business Contracts? 

• When Will Materials / 
Services be Needed? 

Do Your Homework 



Type of Business 

Number of Employees 

Financial Profile 

Past Performance 

Principal Product or Service 

Areas of Product Interest 

Description of Facilities/Equipment/Technical Capabilities 

Quality Assurance Standards (ISO Certification, Lean Principles, Six Sigma) 

NAICS Codes 

Certifications (HUBZone, Service-Disabled Veteran) 

Supplier Information Required 



How Do We Locate Suppliers? 

Outreach Events 

Prospective Supplier 
Database 

Recommendations from: 

Company Protégés  

Existing Suppliers 

• Commodity-Specific 

• Program-specific 

• Small Business  Category-Specific, i.e., SDB, Vets 

• https://www.northgrum.com  

•Customers 

•Other Aerospace Counterparts 

• Technical and Program Management 

• From Various Ethnic Trade Associations 

• 19 Current Protégés 

• Leveraged Across the Enterprise 
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HEADER / FOOTER INFORMATION (SUCH AS NORTHROP GRUMMAN PRIVATE / PROPRIETARY LEVEL I) 

Capabilities, Timing, Past Performance, Relationship  

Building Are Key Considerations 



Engineering Or Technical Capability 

Supplier Capacity 

Diversity of Manufacturing, Product or Services 

Previous Experience - Like Companies or Other Northrop Grumman Sites 

Past Performance – Quality, Delivery And Cost 

Supplier Location – Proximity to One or More Northrop Grumman Sites 

Small Business Relationship 

Selection Criteria 



 

 What Works 

• Credibility 

• Quality Products / On-time 

Delivery / Cost Affordability 

• Proven Performance 

• Conferences / Trade Fairs 

• Perseverance 

• Knowing the System 

What Doesn’t 

• Contacting High Level 

Execs 

• Demanding Business 

• Being Unprepared 

• Not Doing Your Homework 

Developing the Prime/ 

Subcontractor Relationship 

Building a positive relationship with potential customers 

 is key to a successful outcome 
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• Socio-Economic Business Program Offices 

− Can Provide Information and Materials to Potential Suppliers 

https://oasis.northgrum.com 

 

• Small Business Administration (SBA) 

 www.sba.gov 

• Procurement Technical Assistance Centers (PTACs) 

www.aptac-us.org 

• Minority Business Development Agency (MBDA) 

www.mbda.gov 

Where to Get Help 

http://www.aptac-us.org/
http://www.aptac-us.org/
http://www.sba.gov/
http://www.aptac-us.org/
http://www.aptac-us.org/
http://www.aptac-us.org/
http://www.sba.gov/
http://www.aptac-us.org/
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• National Contract Management Association 

www.ncmahq.org 

• Industry Associations i.e., Aerospace Industries Association (AIA) 

www.aia-aerospace.org 

• Business Associations i.e., National Minority Supplier Development 

Council (NMSDC)  

www.nmsdcus.org 

 
 

Where to Get Help (Continued) 

http://www.ncmahq.org/
http://www.aptac-us.org/
http://www.aia-aerospace.org/
http://www.aia-aerospace.org/
http://www.aia-aerospace.org/
http://www.aptac-us.org/
http://www.nmsdcus.org/
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• For Background Information About Northrop Grumman 

Corporation: 

www.northropgrumman.com 

    

• Small Business Program Contacts 

https://oasis.northgrum.com 

Contact Information 

http://www.ncmahq.org/
http://www.ncmahq.org/
http://www.ncmahq.org/
http://www.ncmahq.org/


 

Northrop Grumman’s Procurement 

Strategy Is Designed to Insure That 

Capable Small Businesses Receive The 

Maximum Practicable Subcontracting 

Opportunities On Our Programs 

 

Summary 



Questions? 
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