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Agenda

• What is the Innovation Sourcing Network (ISN)TM ?
• Tools for Suppliers
• Active Suppliers
• Prospective Suppliers
• Future Tool Enhancements
• Local Success Story: 

 Electro Magnetic Applications, Inc (EMA)
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What is the ISNTM?
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• Department within Supply Chain
• GD Mission System’s entry point for new suppliers
• We share new opportunities with current suppliers
• We promote small businesses and seek out emerging technologies
• We create tools to connect the enterprise with our supply base
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ISN™ Toolbox
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Who is considered a 
Current Supplier?

• Companies we’ve purchased from 
in the past

• Companies with a Fully‐Onboarded, 
Active Supplier 360 (S360) Account

• Companies who have access to 
their S360 profile
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S360 Email:
S360@gd-ms.com

Supplier 360 (S360)
• Our web-based supplier 

management platform

S360 Access

• Built in 
Salesforce



Supplier Search
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Search Results Highlight:
• Capabilities
• Business Size
• Certifications
• Compliance Standings
• Non-Traditional DoD 

Contractor Status
• Website & Contact Info
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Capability Search Fields
1. NAICS Codes field
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2. Supplier 
Capabilities field
o Pulling from 

UNSPSC Codes

o UNSPSC = Our 

Commodity Codes
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Keyword 
Example

3. Capability Key Terms field
o Don’t currently have access to this field 

in S360 profile
o Provide keyword list in ISN Sign Up Form
o 500 characters to list capability keywords 

Capability Search Fields
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ISN™ Webpages
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TechScout 
section
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Link to Sign 
Up Form
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TechScout Format
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ISN Department Email:
techscout@gd-ms.com
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ISN™ Supplier Newsletter
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Complete ISN 
Sign Up Form

Submission 
Confirmation

Confirmation 
Email

Prospective Suppliers
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Supplier 
Vetting

Lite 
Onboarded

Confirmation 
Email

Prospective Suppliers
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Virtual Tech Ten Talks (VT3s)
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• TechScouts and Newsletters 
will be sent through S360

• Current suppliers will have 
access to the Capability 
Keywords field

• Current suppliers will be 
able to attach capability 
documents to S360 profile
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Keep your profile up to date so you’re found in solution searches!
Keep your email addresses up to date so you receive TechScouts!
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On the web: www.gdmissionsystems.com/isn

ISN Department Email:
techscout@gd-ms.com

Mark Raczynski
(703) 399-5935
Mark.Raczynski@gd-ms.com

Bethany Allen
(413) 770-6708
Bethany.Allen@gd-ms.com
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Becoming a Supplier to 
GDMS

Justin McKennon – Principal Scientist I
Justin@ema3d.com



©2021 EMA, Inc./Confidential

EMA Overview

• EMA opened its Pittsfield, MA office in 2019

• Shortly thereafter, EMA joined the Berkshire Innovation Center network and located its office and test lab 
inside the BIC

• The BIC provides EMA with a wealth of capabilities – a modern and exciting storefront, meeting space, and 
powerful connections across the State in a variety of disciplines

• EMA’s core lines of business involve consulting, software development and sales and test/measurement, 
typically all centered around electromagnetic effects 

• EMA’s staff comprises many of the world’s foremost experts across the various disciplines that make up the 
field of electromagnetic effects

• EMA has pioneered the use of simulation and served as key contributors to countless aerospace, space 
and defense projects across the industry throughout its storied existence
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EMA Overview
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EMA Overview
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EMA/GDMS
• Most small businesses, EMA included, have very deep expertise in particular areas

• Most of EMA’s work involves working on complex and specific problems
• Expertise in these areas is not common across the aerospace and defense industry, as there are few experts in 

general globally
• EMA leverages its expertise as a key supplier to many defense industry companies

• EMA first became aware of GDMS’ TechScout – “21‐006 – Lightning Suppression Design Consultant” through the BIC
• One of the many benefits the BIC network affords member companies involves identifying opportunities through 

an understanding of what certain companies can do
• In EMA’s case, the company has unparalleled experience and expertise related to lightning and various 

environmental effects, which directly aligned with the TechScout solicitation

• EMA reached out to the TechScout team, who connected it with the program folks at GDMS who needed help



©2021 EMA, Inc./Confidential

EMA/GDMS
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EMA/GDMS
• In this case, GDMS had been seeing some issues with electronics – upsets, damage, etc. – when lightning or storms 

were in the area
• Both direct strike lightning and nearby lightning (where it doesn’t directly strike and object) are both known as 

major causes of equipment damage and upsets in buildings, aircraft, and many other related areas
• Having worked on similar projects in the past, EMA knew that its background in this area could help GDMS identify 

and solve its problems

• EMA described its experience, the common types of things it looks for when surveying situations where lightning 
(nearby/direct) damage is suspected as a possible cause and how that damage can be caused 

• The GDMS team provided context as to the specific issues it was running into and some of what it had deduced 
could be going on

• After meeting a few times, the GDMS team decided that EMA was the right partner to help it solve these issues and 
EMA began the relatively simple onboarding process to become a GDMS supplier

• Cybersecurity forms and a few other security related forms were filled out and within about 2 weeks EMA was 
officially onboarded as a supplier

• EMA was brought on site and was able to successfully identify the causes of GDMS’ problems and help recommend 
solutions to prevent them from occurring in the future
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Small Businesses in the Defense Industry

• The Defense industry is large and requires companies to establish very broad teams of engineers (etc.) to fulfill their 
various contracts

• Small businesses like EMA play a critical part in the success of these programs by providing on‐demand expertise 
and an ability to step in on short notice and address difficult problems

• Major contractors like GDMS have programs that require such a wide range of skills and positions that it can be 
difficult at times to cover every single need or difficult issue that can arise, particularly in areas such as 
electromagnetic effects

• To be successful in the Defense industry as a small business, you must endeavor to find and target the types of 
programs that could use your services

• This can be difficult to find the right people to talk to
• One of the major benefits of both EMA and GDMS both being in the Berkshires is having personal relationships 

with folks within the company
• GDMS has always been incredibly helpful in working with EMA when needing to get information into groups 

that could have an interest or a need across the entire GDMS company, not just Pittsfield
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