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Presenter
Presentation Notes
Thank you for the invitation to speak today.

My name is Debbie Bailey and I am a SB Specialist and Subcontract Manager for Harris Corporation.
I have worked the SB Office for a couple of years now but I have a long history of supporting SB.
I am proud to be a certified Lean Six Sigma Greenbelt and soon to be working on my Master Black Belt.
The projects I implemented were working on process improvements for SB.

Why I am here is to help you understand how to come to Harris or with other Primes to attract our attention to want to do business with you.  
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“Ask Not What………………” 

Presenter
Presentation Notes
Please let me paraphrase one of our Great late presidents,

ASK NOT WHAT HARRIS CAN DO YOU;

TELL HARRIS WHAT YOU CAN DO FOR OUR COMPANY………………..
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Easier to Break into Fort  Knox 

Presenter
Presentation Notes
I want to start by saying that I am so excited to see so many Small Businesses.  Wow is all I can say and thank you for taking your time to attend this event.

I have heard from many SB that it would be easier to break into Ft. Knox than to become a NEW Harris supplier.
But if you want to do business at Harris or any of the other Primes in the area, I am here to help you break in!
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Prospective Suppliers Information 

Complete Prospective Supplier Profile  
http://www.govcomm.harris.com/suppliers/smallbusiness/   

• Purpose of the form is to provide the Harris Small Business Office basic information 
about your firm 

• It does not place your firm on a bidder’s list or on an approved supplier list 
Research Target Customer Business Model for Potential Gaps where Products & 

Services Add Value 
 Follow – Up / Summarize the Following Information 

What One capability your firm is really good at or 
known for 

Technology, product or service 
 

Harris Business your Capability best applies www.harris.com  

Client / Customer list (i.e., End User) – Top 5 Prime or sub relationship 

Market focus ISR, ATO, Healthcare 

Cleared Facilities / Personnel Yes or No 

Quality certifications / Regulatory registrations CMMI, ISO / AS9100, ITAR 

Past Performance Customer awards or ratings 
Small Business status Subcategories – SDB, SDVOSB, etc. 

Presenter
Presentation Notes

Here is our canned approach.

Complete the prospective supplier profile on the Harris web site.
But like this slide says, provide the Harris Small Business Office basic information about your firm
BUT It does not place your firm on a bidder’s list or on an approved supplier list

SO my message to you today is going to be a bit different…….

I am going to give you food for thought and hopefully some helpful tools to help you in your quest to break through the supply chain wall that you face at many large businesses.  



http://www.govcomm.harris.com/suppliers/smallbusiness/
http://www.harris.com/
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Prospective Suppliers – 
            Get Your Business Into Shape 
 

 
• Know Your Target Company 

 
• Know How to Get Your Message Across 

 
• Know Your Company 

– Your product or service Niche 
– Understand / articulate core competencies 
– Quickly Verbalize Top 5 Client List 
– Clearly articulate “value proposition” ~ 3 minutes 
– Certifications achieved or “standards compliant”  (CMMI, FEA, AS9100, 

ISO) 
– Schedule / Quality ratings from other Customers 

 
• Utilize Resources - Network 
 
 
 
 

 

Know Where You Fit 

Presenter
Presentation Notes
Before you contact your customer here is my Honey Do list for you !

Know Your Target Company

Know How to Get Your Message Across

Know Your Company

Utilize Resources - Network
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Know What MY Company Is All About-   
                                     Do Your Homework 

• International communications and information technology company 
headquartered in Melbourne, Florida serving government and commercial 
markets 

– Publicly listed on NYSE (ticker: HRS) 

– Approximately $5.5 billion annual revenue 

– About 15,000 employees located in 

    50 countries around the world 

– Workforce includes 6,000 engineers  

 and scientists  

– Leader in design, deployment and operation of highly-reliable, secure 
communications systems and information networks for voice, data, imaging 
and video 

Know Harris – Visit our Web Site     www.harris.com 

Presenter
Presentation Notes
Know What MY Company Is All About- Do Your Homework 
I liken this to my experience before I went for my interview with Harris.  I studied Harris’ web site like I was preparing for a final exam.

I believe we all know that Harris is a Prime Contractor dealing in communications technology.  But I needed to do a deeper dive to be ready for my interviewer’s potential.  I wanted to make sure the interviewer knew I was interested and excited about working for Harris.

That is my take away for you when you approach a new potential customer.  Be informed, be interested, be excited and enthusiastic.

But above all DO YOUR HOMEWORK, the worst thing you can do is come up to me and say nice to meet you, WHAT DOES HARRIS DO?



http://www.harris.com/
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Choose Your Target http://harris.com/ 
 

http://harris.com/
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Zoom In On 
 The Target 

RF Communications 

RF Communications is the leading global supplier of secure radio 
communications and embedded high-grade encryption solutions for 
military, government and commercial organizations. 

Integrated Network Solutions 

Integrated Network Solutions addresses the fast-growing global 
market for integrated communications and information technology 
and services. It provides a variety of trusted networking capabilities 
to support government, energy and healthcare customers. 

Government Communications 
Systems 

Government Communications Systems develops, produces, 
integrates and supports advanced communications and information 
systems that solve the mission-critical challenges of its civil, national 
intelligence and defense customers worldwide. 

http://govcomm.harris.com/ 
 

Presenter
Presentation Notes
Harris is a high technology company with  business segments dedicated to specific markets with communications needs.

RF Communications – Secure Tactical radios for e.g. ground support troups in-theatre and connecting first responders; Mobile Command Centers; Land Mobile Radios.

Integrated Networks - Information technology services and support spanning solutions covering 1) managed satellite communications; 2) Healthcare digital content management, imaging & communications technology; 3)  Cyber Security & Information Assurance  to name a few.

And My Personal Fav….and the one I work for

Government Communications – systems, products & solutions for critical missions

So look at these 3 segments and see where your products or services may be most compatible and do a deeper dive….



http://govcomm.harris.com/
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Narrow Your Scope 

Harris is a world leader in advanced avionics equipment and systems, providing the cutting-
edge electronics, software, systems integration and support that military aircraft 
manufacturers seek when designing, developing and building fighter jets, helicopters and 
unmanned aerial vehicles (UAVs). Harris avionics are helping to make the DoD’s newest 
aircraft development platforms—F-22 Raptor, F-35 Joint Strike Fighter (JSF), and F/A-18E/F 
Super Hornet—lighter, smarter, more lethal and more affordable while continuing to sustain 
the older F/A-18 A/D Avionics Systems.  
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Find Your Niche 

http://govcomm.harris.com/solutions/products/avionics/avionics.asp 
 

Presenter
Presentation Notes
GCS Mission Areas  has 8 segments with different Harris technology dedicated to each business unit.  For our purposes today I am choosing Avionics which is an exciting program I have been currently working on:
 
  
Now you have dug your heels in, you are going to drill down to find your target that will fit your capabilities and your special niche !
 


http://govcomm.harris.com/solutions/products/avionics/avionics.asp
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Bull’s Eye ! 
 

http://govcomm.harris.com/solutions/about/seams.asp 
 

Harris Avionics Sr Executive Account Managers 

Presenter
Presentation Notes
Once you have read more about the Avionics Business Segment and have discovered that your business can offer products or services for the LM Joint Strike Fighter F-35 & Raptor F-22 programs; NG F/A 18. or High speed airborne networks and processors; mass data storage devices. NOW you have the contacts right at your finger tips to email and ask for a meeting, to send your introduction, capabilities briefing, etc.

BEFORE you email someone from Harris, before you meet with someone from Harris, before you talk to someone from Harris PLEASE, PLEASE do your homework,


http://govcomm.harris.com/solutions/about/seams.asp
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Get Your Message Across- 
                Develop Your Elevator Speech 

 
1. Write down your top five business strengths. 

 
2. Narrow each strength down to a paragraph.  

 
3. Think about your unique identifiers in each of these areas.  

 
4. Pick your top 1-2 core capabilities, unique identifiers about your 

company. 
 

5. Put it together. “A presentation is your opportunity to shine or blow 
it. “   Thomas Leech.   
 

6. Save the last moments to pitch your company and what your future 
goals are.  
 

7. You need to be SHARP and have Professional STYLE.  Dress to 
impress! 
 

8. Leave your audience wanting to know more about your company. 

Presenter
Presentation Notes
The term "Elevator Pitch" began as a term used to describe a planned and rehearsed 30 second pitch you could give in the short time you would have when you meet someone on the 20th story of a high-rise building elevator and you have until ground floor to tell them of your job hunt and get them to offer a key connection or referral (30-60 seconds).  From your speech you want to get another contact or referral to further your company’ introduction.

Write down your top five business strengths.
2.Narrow each strength down to a paragraph. 
3.Think about your unique identifiers in each of these areas. Are you all about growth, customer focus, sales excellence, product innovation, etc. and how do the themes come through? 
4.Pick your top capability. What are the top 1-2 things you want the interviewer to remember about you? When you have finished answering the question, the interviewer should know clearly what these top 2 things are.
5.Put it together. “A presentation is your opportunity to shine or blow it. “   Thomas Leech.  Keep in mind that you want to highlight your top 3-5 capabilities and not every last thing you did in each job.
6.Save the last moments to pitch your company and what your future goals are. These goals should match the new position and/or the opportunities at this company.
7. You need to be SHARP and have Professional STYLE.  Dress to impress!
8. Leave your audience wanting to know more about your company.
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Know Your Company- 
                          Prepare Your Approach 

Understanding Your Business (or Questions for Self Examination) 
Why do you win business today? 
 
Why will you win business in the future? 
 
What are the large scale business trends / drivers that you see are 
shaping  your business? 
 
What discriminators do you have?  How sustainable are they? 

Are there lucrative market spaces you are missing? 
 

What emerging business opportunities should you be considering?   
 

Which channels to market are your strongest, and weakest?  
 

Where should you invest more, and less? 
 

What company would you like to emulate?   
 

Presenter
Presentation Notes
To help you prepare for your elevator speech, here are some areas that you need to incorporate, you need to brag about and to put future thoughts about your 3, 5 year goals and aspirations for your company.

I urge you to conduct  a self-evaluation.  The answers to these questions will focus your path to the right growth opportunities.
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Know Your Company- 
                        Develop Your Line Card  

 
Company Name        Logo 

 
•POC information 

•Business Start Date 
•NAICS Codes 
•Business Size 

•TS Facilities/People 
•Primary/Core Capabilities 
•Products/Services offered 

•Markets Served 
•Niche or Differentiator 

 from Competition 
•Certifications 
•Clients List 

•Customer Ratings/Awards 
 
 
 

Presenter
Presentation Notes
Develop Your Line Card  - make sure you have a web site

Company Name, Logo, POC information
Business Start Date
NAICS Codes
Business Size
TS Facilities/People
Primary/Core Capabilities
	Products/Services offered
Markets Served
Niche or Differentiator
 from Competition
Certifications
Clients List
Customer Ratings/Awards
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Know Your Company- 
         Develop Past Performance Sheets 

CONTRACT NAME: 
CONTRACT DESCRIPTION: 
Customer: 
Contract Number:     
Contract Type:  IDIQ, FFP, CPIF, T&M 
Award Date: 
Award Amount:      
Period of Performance: 
Contractor Performance Assessment Reporting Systems 
(CPARS): 
Project Description and/or Service provided: 
PERFORMANCE HISTORY 
Describe the quality of supplies delivered or services 
rendered in terms of compliance with the Statement of 
Work and specifications. 
Was the work performed within the negotiated period of 
performance and/or delivered according to the 
negotiated delivery schedule?  If NO, please explain. 
 
 
 Considered  a significant 

criteria for contract award 
consideration 

Important 
Discriminator- sets 

your company above 
others! 

Showcases your 
company’s critical metrics, 

your program's outputs 
and deliverables.  

Presenter
Presentation Notes
Develop Past Experience Sheets

I have handouts for you that have an example of a PP template, as well as a supplier vetting document that will help you format your critical information to market yourself and lastly a two pager on Harris to get to know us better when you are trying to tie your product or service to my needs.

But the PP sheet should:
Showcases your company’s critical metrics, your program's outputs and deliverables. 
Highlight Important Discriminator- sets your company above others!
Tell me who you have done work for in the past, list the large primes or the government customer or contract!

This information with help you help us and this is a winning combination 
that you can offer to Harris as significant criteria when we consider companies for a contract award
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It isn't just what you know, and it isn't just who you 
know. It's actually who you know, who knows you, 
and what you do for a living 

Utilize Resources –  
               Network- Network- Network  

• Attend Local / Industry / Trade Association Meetings 
– NAPM (National Association Purchasing Mgmt) 
– NCMA (National Contract Mgmt Association) 
– IACCM (International Association for Contract & Commercial 

Management) 
 

• Participate in Supplier Shows / Matchmaking Events  
– PTAC (Procurement Technical Assistance Centers) 
– SBA / SCORE 
– SBDC (Small Business Development Center) 
– NMSDC, Women Business Centers, etc. 
 

• Ensure Your Company found in SAM (System for Award Management) 
• Develop A Website 
• Embrace other Small Businesses 

 
 

Presenter
Presentation Notes
My final suggestion is to NETWORK As Much As Possible

Here is a short list of clubs and organizations that would be helpful for you to join or to attend 
Their conferences.  
Register in the SAM system.
Make sure you have a web site.
Collaborate with other SB.

Remember the old saying, “ It isn't just what you know, and it isn't just who you know. 
It's actually who you know, who knows you, and what you do for a living”

Remember that Large Businesses are there for you.  Harris offer mentoring and coaching, informally as well as Mentor Protégés. Harris is there to help introduce you to our supply chain individuals that can help you break down that wall.
But you have to help me tell your story, what makes you special, what makes Harris NEED you.  You give me the info and I will be your conduit !
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Harris Believes In Small Business 
 As Does Our President 

 

President Obama’s 
proclamation on May 09, 2014 
highlights the important role 

Small Businesses play in 
growing the nation’s economy 

and the Administration’s efforts 
to cultivate an environment 

where Small Businesses can 
succeed.  

Presenter
Presentation Notes
In closing – 

We want all of our partners -  especially Small Businesses – to feel comfortable doing business with Harris, have faith in our commitment that your success translates to success for Harris Customers, and enjoy being part of a winning Team!


President Obama proclamation on May 09, 2014 highlights the important role small businesses play in growing the nation’s economy and the Administration’s efforts to cultivate “an environment where small businesses can succeed. 


Harris believes as does our President, that the True Source of Economic Growth is from Small Businesses creating jobs  and products which in turn increases the supply of technical US expertise from which we all draw – large prime contractors, federal government, internationally – and state and local municipalities.
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Thank You From  Harris’ Supplier 
Diversity/ Small Business Office  

 

Debra Bailey 
Small Business Specialist /  
Subcontract Manager 
321.727.6686 (office) 
Debra.Bailey@harris.com      

 
Rhonda D. Sammon, CPCM 
Small Business Liaison Officer 
321.729.2093 (office) 
Rhonda.Sammon@harris.com  
 
 

For Small Business Inquiries, contact: 

Presenter
Presentation Notes

Questions?

Thank you.


mailto:Debra.Bailey@harris.com
mailto:Shawn.gallagher@harris.com
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