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Lockheed Martin Global Solutions Systems

Executive Summary
The core responsibility of the firm’s senior management is to develop and implement a successful strategic planning process. The fundamentals to begin the strategic planning process start with developing the mission and vision statements. These statements in alignment with the company’s values and objectives will ensure success in the company’s end-state goals. The executive leadership is the driver of the stakeholders in the company and of external influences to assist in finding the best practices to accomplish the end-state objectives. These objectives include both short-term and long-term from internal and external forces. Communication and controls are some of the managerial tools along with metrics and actions items in use as evaluation and progress measurement devices for management review. The strategic planning process is a living document of flexibility to allow for changes if necessary (Peace et. al, 2005).
Company Background

Lockheed Martin is one of the five major defense contractors worldwide generating $39.6 billion in annual sales and $75.9 billion in backlog business. Lockheed employs 140,000 people in the United States and internationally. The core business areas of concentration and growth are in Defense and Intelligence, Homeland Security, and Systems and Information Technology. The core markets are Lockheed’s latest strategy of reorganization occurring within the company. The target of this paper will center on Lockheed Martin – Global Solutions, which has programs in all three of the core markets. To remain competitive in the defense industry, thinking strategically is important. Having uniqueness to the strategic thinking is the factor that will help beat the competition. 
This strategic plan will explain Lockheed Martin’s mission and vision statements and show the alignment of values of the employees throughout the company. The flow of integrity and pride expand from these statements into the products and services and of Lockheed Martin to the customers and public. Characteristics such as knowing and focusing on the customer, concentrating on innovation and product enhancement, and organizational structuring that leads to horizontal integration are just some of the strategic concepts that Lockheed follows in the planning process (Lockheed Martin, 2007).

Vision Statement

Lockheed Martin’s vision statement is “Powered by Innovation, Guided by Integrity, We Help Our Customers Achieve Their Most Challenging Goals.” Lockheed Martin’s values are “Do What’s Right,” “Respect Others,” and “Perform with Excellence.” Lockheed’s vision statement and values of the company guide the employees of the company to follow a powerful mission statement (Lockheed Martin, 2007).

Mission Statement

The mission statement that appears on all publicity campaigns and company portfolios is this powerful message, “We Never Forget Who We’re Working For” (Lockheed Martin, 2007).

Values Statement

Lockheed Martin’s vision statement reflects how the company aspires to deliver products and services in support of significant government programs. The employees of the company are proud to treat the programs as a privilege to serve the government community. Lockheed will partner will other companies to deliver at an effective cost the best possible products to satisfy the company vision of innovation engineering and business integrity. Challenges in innovation are an engineering talent of the corporation along with best practices in business management. Lockheed Martin’s ultimate vision goal is to satisfy the customer. The vision statement reflects Lockheed’s energy to achieve the goals; however, the mission statement reflects Lockheed’s passion. The mission statement is a powerful message reflecting the employee’s passion from top to bottom, “We Never Forget Who We’re Working For” (Pearce et. al, 2005).
Environmental Analysis

The strategic planning process affects the environmental analysis of Lockheed Martin through changes in technology, labor forces, and customer restructuring. Lockheed’s environment is the defense and intelligence business. Technology is changing in this industry constantly. Labor forces in certain geographical areas are either low or high depending on the job market and cost of living. The government customer will restructure depending on the political environment and the budgetary environment. All of these factors affect the business cases in Lockheed Martin and the strategic planning process. These factors also affect the way Lockheed Martin pursues business ventures and competes in the defense and intelligence communities (Pearce, et.al, 2005).

Internal Environment

Lockheed Martin’s vision statement reflects how the company aspires to deliver products and services in support of significant government programs. The employees of the company are proud to treat the programs as a privilege to serve the government community. Lockheed will partner will other companies to deliver at an effective cost the best possible products to satisfy the company vision of innovation engineering and business integrity. Challenges in innovation are an engineering talent of the corporation along with best practices in business management. Lockheed Martin’s ultimate vision goal is to satisfy the customer. The vision statement reflects Lockheed’s energy to achieve the goals; however, the mission statement reflects Lockheed’s passion. The mission statement is a powerful message reflecting the employee’s passion from top to bottom, “We Never Forget Who We’re Working For” (Pearce et.al, 2005).

External Environment – Trends of the Remote Environment

Economical Factors that Affect Lockheed Martin

Changes in the remote environment affect the strategic planning process of many corporations including Lockheed Martin. Technology is changing daily in the Internet Telecommunications (IT) industry and the economic factors of the remote industry change with the technological enhancements. The demand for technical design and support to the IT industry affects the way Lockheed Martin pursues new business. To remain competitive in a highly demanding and evolving business as the IT community, Lockheed changes the way it proposes new business endeavors. A change that enables Lockheed to be more competitive is the reorganization of the lines of business within the Lockheed Martin Corporation. Restructuring the company according to horizontal and vertical lines of management support allows Lockheed the flexibility to satisfy customers and corporate objectives efficiently. Lockheed Martin’s organizational structure enables specific divisions to display strength in business focus and society demands. The reorganization of Lockheed’s Information Systems and Solution division allows specific emphasis on global solutions in the IT industry. Lockheed Martin Global Solutions can concentrate on information systems and solutions that globally affect the government sectors and the IT industry (Dager, 2002).

External Environment - Forces in the Industry Environment

New Entrants Forces that Affect Lockheed Martin

Five environmental factors help to determine the competitive tone of the industry. These five factors are New Entrants, Bargaining Power of Buyers, Bargaining Power of Suppliers, Threats of Substitution, and the Jockeying for Position in the industry. All five forces affect the way Lockheed Martin pursues and implements the line of business strategies. In order to sustain a competitive advantage over the other defense contractors, Lockheed must consider the new entrants into the IT industry and the competitive market of defense contracting (Strategic Management, 2007).

One of the factors in the New Entrants forces of the industry environment is the labor force. Traditionally, the engineering workforce is a white-male dominant resource of talent. During the years 1988 to 2000, the labor force dynamics in engineering represents a change to 35.2% white women, 31.8% white men, and 33.2% minorities. The IT technology is expanding and the labor forces are diversifying with the changes. These changes are requests by government and industry demands for educational institutions to increase the enrollment of women and minorities into the field of engineering. To remain competitive, Lockheed faces the challenges of creating diversity in the workforce by emphasizing training of personnel and a multi-cultural workforce. This change allows Lockheed to compete in a higher position for government contracts and enhances the strategy to compete in a comprehensive work environment. The challenge is how to recruit and retain women and minorities in Lockheed engineering positions. The talent of qualifying engineers in the IT industry is changing and decreasing in the white-male factor. In order to increase the engineering pool of talent, ways for attracting females and minorities were crucial in remaining competitive in the workforce and IT community (GlobalAlliance, 1996).

Long-Term Objectives

The long-term objectives that are a requirement for the Lockheed Martin Global Solutions strategic plan are: 1) Define a customer focus area. 2) Define a product or service to sell that customer. 3) Develop best practice methods to ensure success of the program plan and implementation of the program. 4) Perform competitive analysis of the product and service selection. 5) Prepare business case. 6) Brief customer on product or service effort for budget availability. 7) Brief Lockheed management on customer business venture (Pearce et.al, 2005).

Strategic Analysis and Choice

Environmental Analysis Using Appropriate Tools


In preparation for the strategic plan, a macroeconomic forecast of the defense industry is necessary to see what is available for contracts. Lockheed Martin Global Solutions is specifically interested in the defense and intelligence area of the industry and reviewing reports on market research in this area can give the business development people insight as to what is going on in the communities of this industry. A macroeconomic forecast will help with knowledge in different ranking of manufacturers, software producers, companies who provide solutions, competitive standings, and trend analysis. Reviewing the benchmarking information on various companies in the macroeconomic forecast can give insight into who Lockheed needs to beat in the competition, what type of solutions Lockheed needs to develop, and what security architectures the intelligence community is looking from the contractors. The macroeconomic forecast is also a tool to help Lockheed Martin plan where the company will be in the five-year planning cycle with technology (Business Monitor, 2007).

Assess the Remote, Industry, and Operating Environments


Another part of the strategic planning process is analyzing the non-economic factors in the remote environment. An example of this in Lockheed Martin is in the analysis of the Department Of Energy (DOE) facilities at Livermore Labs in California and Oak Ridge in Tennessee. These labs are nuclear test facilities for the Department of Energy and the concrete around the buildings have radioactive contaminated material. Budget analysis with cost estimates in the millions and various scenarios on how to handle the decontamination is in management review. The labs affect the social environment in the surrounding communities and the employees of the facilities. This type of situation has an affect socially and politically to the surrounding communities. If the labs are shutdown, people will lose their jobs and the work of the labs affect national security. Technological advancement is of importance to these labs survival and the work performance, however, contamination is a problem that is in need of a solution. The demographics of both labs are important because at the start of the labs, the location surroundings were low in residential numbers. With the growth in population, housing communities now surround both labs (Global Environment, 1996).


Another example of Lockheed Martin’s affect in the non-economic factors is in the space industry with the Low Earth Orbit (LEO) and Geostationary Earth Orbit (GEO) resources. These resource products expand into vacuum, microgravity, isolation and positioning of satellite communications in space. This product line of Lockheed Martin crosses barriers from defense into commercial lines with the GPS navigation systems in cars and hand held. The resource of Lockheed Martin is another factor that affects the social and political environments because of contractual regulations and obligations. The technological advancement of GPS systems is a research and development success of Lockheed Martin’s engineering group (Gray, D.M., 1998).

Plan Goals and Implementation

The strategic team will consist of a task force led by the Business Development Department of the line of business for Global Solution Systems. The team will have a technical lead, contracts lead, finance lead and marketing lead to represent the line of business directorate. The other support team will consist of employees from various aspects of engineering, supply chain, and business operations to accomplish the objectives set forth in the strategic plan. The short-term goals are: 1) define the proposal teams, 2) review the proposal requirements from customers, 3) define the matrix of cross- referencing of customers, 4) define capital requirements and budgetary resources for proposal teams, 5) develop schedule for proposals. Prepare and define action item list with responsibility assignments and due dates. Establish weekly status meeting to review progress of strategic plan and closure of action items (Pearce, et. al, 2005).
Financial Projections and Analysis

The opportunities for competitive procurements in the telecommunications industry average two large procurements a year and approximate five small acquisitions every other month according to business development statistics from Lockheed’s internal metric reports. With this information and the ongoing workload demands, the estimates for the line of business to support the strategic plan for 4QTR 2007 is $435,000 for labor. This estimate is for three months of 45 people supporting full time. The overall objective is to increase profit by 10% for the year and increase sales by $400 million.
Critical Success Factors

SWOT Analysis

Based on the forces and trends above, there are three opportunities and two threats facing Lockheed Martin in the telecommunications industry. The first opportunity is the restructuring of their lines of business provides a more competitive pricing structure and customer focusing business base. The second opportunity is the diversification of women in engineering positions. This opportunity can be an issue in the retention of current women in the engineering field. The third issue is remaining competitive and first in the top three contractors of the industry. Telecommunications is a competitive business and there are many businesses entering into the community of intelligence everyday. Lockheed needs to address the competitive issues and conquer the challenges to remain number one. These factors are an important part of the strategic planning process (Pearce, et.al, 2005).

The strengths in Lockheed Martin are the processes set forth by the LM21 best practices. These processes are benchmarking processes in project management and business management that are in various government and community practices within the industry. Risk Management is one of the LM21 best practices that the government uses on many of their contracts and other contractors have as a requirement in their programs. Lockheed Martin has General Electric as a heritage company in which Jack Welch, CEO and creator of Six Sigma practices in the defense industry. With Six Sigma and Kaizen events, Lockheed has an improvement of many business processes in procurement, configuration management, earned value, and risk management that government recognizes as a best practice in the industry. Strength of Lockheed Martin is the reach back support of engineers. With locations all over the United States and many locations within a state, Lockheed has reach back support of over 130,000 employees. This strength is a value added factor in many proposals that has given Lockheed the win on proposals because of the attrition of engineers in the Washington Metro area of Washington D.C. and the Silicon Valley area of California. Weakness of Lockheed Martin is the constant restructuring due to acquisitions and mergers of the company. The restructuring sometimes causes delays in schedules and lack of training in personnel of responsibilities. Lockheed Martin is a growing and evolving company that is trying to keep up with the changing of technology and the government way of doing business. These changes are causing Lockheed to perform changes within the different company infrastructures and organizations. Sometimes, the changes are a perception of circular motion due to the many changes that seem similar in nature; however, are different because of technological and customer focuses (Lockheed Martin, 2007).

Competitive Analysis
Since 1995, Lockheed Martin has been a company going through mergers and acquisitions. Lockheed is in a constant state of reorganizing almost year after year. There are election years, which drive the changes to customer focus, and there are product areas that drive the changes to customer focus. Whichever the reason, the main objective is customer focus. Satisfying the customer is Lockheed Martin’s main goal and the way to remain competitive. Selecting the best strategy to accomplish this objective is what the business development and senior executives spend much of their days strategizing. Lockheed Martin has training classes for the business development, capture managers, program managers, and senior executives to attend for new business ventures. This training includes strategies in business, risk management in capture management, and fundamentals in strategic management. These training courses are part of a certification process for managers to participate in either a capture process, proposal process, or a position in program management (Lockheed Martin, 2007).

Differentiate Among the Generic and Grand Strategies

Five Strategies Utilized by Several Different Companies and Their Outcomes

This paper includes the research of several companies with five strategies. The first strategy is grand strategy of product development. This strategy is a performance by L3Com, which is a competitor and sometimes team member of Lockheed Martin. Each year Frost and Sullivan give an Innovation Award to a recipient who demonstrates excellence and innovation in new products and technological improvements or advancements. In Palo Alto, California, on August 1, 2005, L3Com was a recipient of this award. The innovative idea of combining products in the field of an unmanned aerial vehicle (UAV) surveillance video data with Video Scout, United States Special Operations Command (USSOC) and the United States Marines Corps allow Commanders to disseminate the intelligence data over strategic and tactical existing networks during real time. The innovation came with off-the-shelf product in the Video Scout launching a broad-line of merging products with the unmanned aerial vehicle and surveillance video data. This product is a demonstration of excellence in technology and innovation (Frost and Sullivan, 2005).

The second strategy is a grand strategy of concentrated growth. The strategy could also be a generic strategy of overall cost leadership. This strategy is a performance by the General Dynamics Corporation. General Dynamics’ Director of Supply Chain management, Robert Kane, has increased the purchasing workforce and revenues from 30 people with $150 million to 200 people handling $1.2 billion during the last five years. Mr. Kane’s objective for taking over the directorate of supply chain management was to gain efficiency and increase productivity. Some of the strategies that Kane put into practice were centralization at some locations and decentralization at other locations. Where benefits such as collaborations on systems and resources could take place, centralization strategy is in use. In the business areas where we have many geographical locations that do not have common entities, decentralization is in use (Prema, Karen, 2005).

The third strategy is a grand strategy of market development. This strategy focuses on customer relations. The performance of this strategy is an accomplishment of Northrup Grumman Corporation. Northrop Grumman made an announcement promoting three executives to lead a new department in Strategy and Technology endeavors. This new department would lead the company in developments and innovations with focus on customer satisfaction and intimacy. The department will be focusing on sectors of the business in alignment with customer focus and internal strengths of Northrop Grumman. This strategic maneuver places emphasis on customer focus and business industry competition. The synergy of the different sectors of Northrup Grumman brings maximization of innovation and technological expertise to the customers. Strategic strengths such as customer intimacy that Northrup Grumman is investing in along with resources and technological capabilities to ensure success is a smart move for the industry leader (Northrup Grumman, 2003).

The fourth strategy is a generic competitive strategy of operational excellence of differentiation. The performance of this strategy is an accomplishment of Science Applied International Corporation (SAIC). The accomplishment is a way a mastering best practices in the industry. SAIC has become one of the experts in administering best practice policies in project management processes. Frost and Sullivan recognize Science Application International Corporation (SAIC) as a leader in capturing and strengthening market presence. The recognition of this award comes with winning the 2004 Competitive Strategy Leadership Award. In order to win this award, Science Application International Corporation has the best practices in developing a strong competitive place in the defense industry marketplace. The best practices include project management, testing and integration, and operations and maintenance efforts. SAIC also has a unique strategy of obtaining domain knowledge of its customers in the industry. Science Application International’s successful motto strategy is to know your customer. SAIC prides itself on not only knowing their customer, but also knowing the customers current needs and future needs. SAIC anticipates the customer’s needs. This customer intimacy is the strategy that makes SAIC a winner and leader (Frost and Sullivan, 2004).

The fifth strategy is a generic strategy of competitive advantage for differentiation. The strategy performance is an accomplishment by Booz Allen Hamilton (BAH). Booz Allen Hamilton (BAH) is a consulting firm that lends out personnel as managers and engineers to work on programs for other contractors or government agencies. As part of the workforce, Booz Allen Hamilton employees serve as consultants to ensure expertise in the field strategy consulting. The consultant’s area of expertise ranges in Corporate Strategy and Finance, Business Unit Strategy, Industry Structure and Dynamics, Strategic Leadership, Enterprise Resilience, and Strategic Risk. The employees of Booz Allen Hamilton help employees of other companies achieve success in four dimensions – 1) deliver performance; 2) innovate new ways of doing business; 3) accelerate strategic innovation with new products, new markets and new customers; and 4) attract and retain employees who build customer confidence. Balancing these activities is Booz Allen’s long-term objective, while striving for achievement is the short-term objective (Booz Allen Hamilton, 2007).
Strengths and Weaknesses for Meeting Long-Term Objectives


In order the meet the objectives, a strong infrastructure needs to be in place. The first strategy has strengths in historical practices, however, the weaknesses are the UAV has limitations and the DoD budgets are volatile. The second strategy has strengths in infrastructure experience and cost efficiencies. The weaknesses are with any centralization in that resources may cause schedule slips with resource limitations. The third strategy displays strengths cost efficiencies, strong customer focus and product development. The weaknesses are with product innovations come higher infrastructure costs and the realignment of organizations could affect geographical costs. The fourth strategy has strengths historical best practices and in lessons learn. The weaknesses are because of the distribution of personnel could place limitation of resource skills mix. The fifth strategy has strengths in organizational processes and infrastructure policies. The weaknesses are limited resources and lack of training in certain areas (Pearce, et.al. 2005). 

How Can These Strategies Be Adapted Into the Lockheed Organization?

The strategies that are similar in nature yet different in practice need to have an assessment as to the best performance and favorable outcome. Lockheed Martin has an LM21 Best Practice policy in the company that the telecommunication industry recognizes. However, if one of these strategies were better, Lockheed’s review board would incorporate the procedures into the LM21 Best Practice library. All new procedures go through a review process for strategic value, cost effectiveness, and performance metric capabilities. If management approves the process, the new procedure incorporates into a company policy (Lockheed Martin, 2007).
Controls and Evaluation

Weekly schedule and action items progress will be status during morning meetings in the beginning of the week. Documentation levels of adequacy and quality will be status, schedule milestones will go through review, cost validity and integrity performance reviews will take place, testing checklists will go through reviews, and risk and opportunities will be assess for closure (Lockheed Martin, 2007).
