1 Company Overview

1.1 Legal Business Description

The Aberdeen Test Center, selected university(ies), and selected company(ies) will create the National Testing, Technology and Training Center (NT3C), a  Limited Liability Company, operating under the control of a Board of Members.  The purpose of the NT3C is to provide a novel, flexible and efficient organization for facilitating research and development and related testing and training functions.  

1.2 Definitions

As used in this description, the term –

(1)  “Board” means the Board of Members of the (NT3C).

(2)  “Limited Liability Company (LLC)” means any company composed by the military department test and evaluation center and selected partner members.

(3)  “Department” means the Department of the Army within the Department of Defense.

(4)  “Partner members” means those non Department of Defense universities or private sector entities joining with the military department test and evaluation center to form a limited liability company.

(5)  “Test and evaluation center” means the Aberdeen Test Center as designated by the Secretary under Public Law 105-261, Section 246, October 17, 1998, 112 Stat. 1955.

(6) “Training” means activity that is developed to enhance the pilot center workforce and is linked to the corporation’s activity such as: development of specialized proficiencies; position exchange for on-site training experience; professional enrichment.

1.3 Limited Liability Company

The organizational concept under which the NT3C is to carry out its functions is known as a limited liability company.  The management of the Company distributes the activities of the Company among the member organizations and manages the operations of the Company through the use of an Operating Agreement with the members.

1.4 Governance

A Board of Members will direct the affairs of the NT3C.  The Board of Members will consist of not less than five representatives from Member organizations that have the experience and authority to effect governance of the NT3C.  The NT3C organization shall also have a paid executive staff which is described below.
1.4.1 The Board

Membership of the Board shall include the Commander or Technical Director of the Aberdeen Test Center, who shall be the President of the Board, at least one additional official of the Department, and not more than one representative responsible for research and development functions from each partner member organization or entity, and;

Membership of the Board may include members who are not officers or employees of the Federal Government or partners members and who are familiar with issues involving military research, development or testing.

1.4.2 Executive Management

The NT3C shall have a Managing Director (Non Government Employee) who shall be hired by the board of members with the concurrence of the Secretary.  The Managing Director of the NT3C shall be responsible for the operations of the NT3C and shall have such specific duties and responsibilities as the board may prescribe.

1.4.3 Membership

Founding members of the NT3C will be selected on a competitive basis and will be required to invest $150,000 in order to gain membership.

The Board will adopt rules in its Operating Agreement by which other organizations may become members of the NT3C.  The Commander or Technical Director of ATC will chair the Board of Members, and Board members will serve without remuneration.

Figure 1‑1 NT3C Organizational Overview, shows the simple management structure for the NT3C.  The management structure is very light and highly flexible as a cost and efficiency measure.  Lines of communication between line management and corporate management is minimal and this approach should result in highly efficient operations..
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Figure 1‑1 NT3C Organizational Overview

1.4.4 Preferred Providers

The organizers and members of the NT3C will be considered as “Preferred Providers” in dealings amongst themselves in matters that are directly relevant to the NT3C.

1.4.5 Management Staff Overview

The management team is described below

Table 1‑1 Management Team Overview

	MANAGEMENT POSITION
	FUNCTIONS

	Board Members
	Governance in accordance with the Articles, By-Laws and the Laws of the land.  Develops and/or approves strategic goals and long term vision for the Company

	Managing Director
	Develops and maintains the vision of the Company. Oversees marketing, product development, production and finance, customer service, etc. Approves all financial obligations. Seeks business opportunities and strategic alliances with other companies and organizations. Plans, develops, and establishes policies and objectives of business organization in accordance with board directives and company charter. Directs and coordinates financial programs to provide funding for new or continuing operations in order to maximize return on investments, and increase productivity.

	Technical Director
	Directs and coordinates activities concerned with research and development of concepts, ideas, specifications, and applications for organization's new products or services. Oversees product development, including quality control, physical distribution, product and packaging design, new product development and improvements on existing products.

Assists Executive Director as the principal assistant.

	Secretary / Customer Service
	Assists the Executive Director.  Tracks business development leads.  Maintains continuing business development database.  Handles customer inquiries, referring to the appropriate member.

	Secretary / Accounting
	Maintains financial records.  Prepares reports in accordance with standard procedures.  Maintains contract tickler files.  Prepares financial statements, as required.


2 Developing the NT3C

Figure 2‑1 Phased Development of the NT3C
 illustrates how the two phases of development will flow, the governing relationships among the parties and the intensity of management and control during the three phases as well as key NT3C activities during this period.
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Figure 2‑1 Phased Development of the NT3C

In the paragraphs below, we will discuss the various aspects of the phased approach in detail

2.1 Phase One – Start Up Operations

The transition to Phase 1 will occur in several steps. First, action will be taken to competitively select members through a formal Sources Sought Synopsis.  This selection is conditional on approval of the Secretary of Defense to start the company.  The ATC project team will also develop options for office space, potential vendors and other administrative necessities for the Board of Members’ consideration.  The second step will be receipt of approval to start the company from the Secretary of Defense. The third step is to formally identify members, charter the company, set up initial finances and form the Board of Members. This Board will review and approve the administrative and staffing options proposed by the ATC project team and take action to get the company functional. The board will then be responsible for setting policy and reviewing performance of the LLC.

2.2 Phase Two – Sustaining Operations

Phase 2 will continue execution of an aggressive development campaign to pursue business opportunities and execute programs in the targeted sectors.

3 Business Development

3.1 Planned Products and Services

A brief description of the products and services taking advantage of ATC’s unique infrastructure is shown in Table 3‑1 Product Overview.  

Table 3‑1 Product Overview

	PRODUCT/ SERVICE
	LIFE CYCLE
	LEAD
	COMMENT

	Specialty Automotive Testing
	Introduction
	ATC
	This builds on the unique capabilities of ATC, including the Roadway Simulator.

	Fire Safety Enclosure Testing
	Introduction
	ATC
	Very intense market with wide variety of needs mandated by legislation and regulatory decisions.

	Test Instrumentation Development Design and Integration
	Introduction
	ATC and selected companies and universities
	This builds on the unique capabilities of ATC in developing state of the art equipment to take and transmit data

	Military Environmental Demonstration / Prototyping
	Introduction
	ATC and selected company(ies)
	Possibly very intense market with wide variety of needs mandated by legislation and regulatory decisions.

	Mine / Countermeasures Development and Testing
	Introduction
	ATC and selected university(ies) and selected company(ies)
	High intensity demand in a narrow market.  Military and humanitarian potential.

	Airfield Specialty Testing
	Introduction
	ATC, and selected company(ies) and selected universities
	Potential to service the high tech market in the mid-Atlantic region.  


3.2 Market Definition

The NT3C will act as a business development and Program Management Office for the Members.

The program of the NT3C is intended to serve technology-based companies which require a variety of sophisticated testing and analytical evaluation services.  This includes a large set of technology-using businesses who could become clients of NT3C.  

The NT3C target markets include government agencies, universities and industry.  In general, the markets are highly sophisticated and in continuing flux in response to cost, schedule and efficiency pressures.  These factors create significant pressure to use NT3C capabilities.

The major marketing issues are identifying and accessing potential clients.  The NT3C will use a variety of marketing and service delivery channels, including considerable personal interaction with candidate clients by the NT3C Managing Director, to recruit clients and provide significant assistance in the overall market effort 

3.3 Competition

We recognize that there are a variety of federal and private concerns with somewhat similar capabilities. However, there are few, if any that can bring to the table the combined infrastructure, experience and intellectual capital and speed of reaction inherent to NT3C. NT3C is truly a unique technology resource designed to be versatile and quick to respond to technical problems making it very attractive for potential clients.
3.4 Marketing Strategy

Table 3‑4 Marketing Actions In Competitive Environments is an initial approach to addressing NT3C competition.  It is NT3C’s plan to always compete on the basis of performance.

Table 3‑4 Marketing Actions In Competitive Environments

	COMPETITIVE GROUP
	NT3C ACTIONS

	State, Local Agencies
	These are limited in geographic scope, usually applications oriented.  Medium to low ability to access technology on NT3C  scale.  Establish joint ventures, close, symbiotic relations

	Regional Activities
	Applications focused, limited in geographical scope, more and deeper regional access, but limited in staying power, budgets, personnel.  Become resource; establish joint ventures in mutually supportive areas.

	National Labs (Government Owned, Company Operated)

And federal Labs.
	Private ownership, generally limited to one agency (i.e., DOE).  In transition, may be competitive teammates to their clients.  Focused on organizationally developed technology.  Form ties through other organizations such as the FLC and personal relationships with the key personnel.

	Commercial providers
	Profit motivation may cause price issues with clients.  Service foreign and U.S. interests, i.e. international in scope.


3.5 Marketing Strategy

Table 3‑5 Strategic Marketing Issues and Plans, summarizes the approach to the market.

Table 3‑5 Strategic Marketing Issues and Plans

	STRATEGIC MARKETING ISSUE
	NT3C ACTION PLAN

	Business Relationships
	We will form strategic teaming relationships in order to minimize competition and enhance NT3C areas of weakness.

	Selling Tactics
	All NT3C selling tactics will be ethical and in accordance with all applicable laws and regulations.  The NT3C will engage in all forms of selling activity in a prioritized manner consistent with maintaining focus on NT3C targeted segments and selected products/services.

	Advertising, Promotion, Public Relations
	The NT3C will use all available media to present an accurate, message consistent with the perceived needs of the targeted segments.  These targeted messages will serve to reduce the barriers to NT3C innovative services while promoting the unique benefits of the NT3C.  The strategic vehicles for marketing will be appropriate to the service and the targeted market and may include seminars as well as print and broadcast media.

	Company Organization
	The unique relationship among NT3C members facilitates full solutions to technical problems and accelerated tests to serve clients' needs.


3.6 Strategic Alliances

NT3C will form some very important relationships with major companies.  Table 3-6  Strategic Teammates, summarizes those relationships.

Table 3-6  Strategic Teammates

	STRATEGIC TEAMMATES
	COMMENTS

	Original Equipment Manufacturers
	The major advantage of selling to and through OEMs is to provide a way to rapidly penetrate market.  OEM’s need testing access for unique testing capabilities.  Fire protection development testing.

	Major Aerospace firms
	Require capability to test emerging hazardous materials for toxicity under controlled conditions.  Need unique capability to test survivability of systems in high energy environment.

	State and Federal agencies
	Need unique testing capabilities.  Require independent testing.  Classified and restricted access technical analysis and testing capabilities.

	Educational / Universities
	Provide access and insight into cutting edge technologies.  Possible teaming on new developments.


Some of the vehicles for developing the NT3C include those shown in Table 3‑6 A Strategic Relationships.

Table 3‑6 A Strategic Relationships

	STRATEGIC RELATIONSHIPS
	COMMENTS

	Joint Marketing Agreements
	Joint marketing with established companies will produce revenues, credibility, and market presence.

	Third Party Supplier Agreements
	Can be used to serve markets where we lack some technical element.

	Joint Development Efforts
	Can leverage capabilities, reduce costs.


3.7 Public Relations

The NT3C will require a significant public relations effort in order to insure full understanding and acceptance of the NT3C and the added value of the organization.

Table 3‑7 Public Relations Plan Overview

	TARGET

AUDIENCE
	GOAL

IMAGE
	ACTION

PLANS

	Senior officials in Government and Industry.
	Convey "statesman" level of interest and capability in the welfare of American business through NT3C technology facilities services.
	1.  Attain a near term success story, 

2.  Support and publicize the NT3C's activities, performed largely by self-generated revenues as a public service.

3.  Form/participate in public-spirited groups.

4.  Have long-term vision backed up by real projects to execute.

	Research managers, plant managers, and product managers for large companies, entrepreneurs.
	Convey sense of relevance to American industry and industrial competitiveness goals.
	1.  Shirt-sleeve applied research image.

2.  Interest in the P&L issues of American business.

	Legislators, Trade Negotiators, Justice Department Senior officials, White House
	Clearly delineate NT3C leadership in developing cost effective and efficient business approach. 
	1.  Support development of fully integrated legislative package that promotes innovative approach exemplified by NT3C.

2.  Extensive media coverage desired.

	Businessmen, in general, and the public in lesser developed counties (LDC's) and state, local legislators.  Congress.
	Gain grass roots support and potential business by attaining image of interest in distressed areas.
	1.  Address on basis of prioritized region.

2.  Develop targeted segment advertising.

3.  Provide speakers on the subjects of interest related to NT3C support to the economy.


3.8 Public Relations

The NT3C will require a significant public relations effort in order to insure full understanding and acceptance of the NT3C and the added value of the organization.

Table 3‑8 Public Relations Plan Overview






4 Financial Plan

4.1 Assumptions

Key assumptions that we are making is that in FY04, the partners will make an investment of $150K each as part of their individual contributions to the NT3C.  
· Maximize sales with an extensive campaign to promote NT3C products / services

· Develop additional members, associate members and clients for NT3C products and services

· Reinforce Customer Support services to handle the increased demands created by the influx of new orders and broader coverage of potential accounts.

· Augment NT3C staff to support and sustain prolonged growth under the marketing plan.

· Increase Outreach Development services to create additional follow-on products as well as to further fine-tune NT3C competitive advantages.

4.2 Capitalization Summary

Table 4-2 NT3C Initial Investment Summary provides an overview of the initial capitalization.  It is anticipated that the Board will make adjustments in the out years as the need for further investment dwindles.  However, new Members will have to make an initial investment as a condition of membership.  That investment is to be determined by the Board.  We believe that the Initial Investment Summary represents a conservative estimate.
Table 4-2 NT3C Initial Investment Summary

	
	YEAR

	Capitalization ($K)
	1
	2
	3
	4
	 Line Totals 

	ATC
	 $150 
	 $150 
	 $150 
	 $150 
	 $ 600.0 

	University
	 $150 
	 $150 
	 $150 
	 $150 
	 $ 600.0 

	Company
	 $150 
	 $150 
	 $150 
	 $150 
	 $ 600.0 

	Total Capitalization
	 $450 
	 $450 
	 $450 
	 $450 
	 $1,800.0 


4.3 Indirect Costs

Table 4‑3 Indirect Costs summarizes the start up and sustaining costs.

Table 4‑3 Indirect Costs

	NT3C Indirect Costs   ($K)
	YEAR

	Compensation
	1
	2
	3
	4
	 Line Totals 

	Exec Director
	$100.0
	$105.0
	$110.3
	$115.8
	 $   431.0 

	Secretary/Customer Service
	$30.0
	$31.5
	$33.1
	$34.7
	 $   129.3 

	Technical Director
	$80.0
	$84.0
	$88.2
	$92.6
	 $   344.8 

	Secretary / Accounting
	$30.0
	$31.5
	$33.1
	$34.7
	 $   129.3 

	Legal / Contract (Contract)
	$0.0
	$0.0
	$0.0
	$0.0
	 $-   

	Chief Financial Officer (Contract)
	$0.0
	$0.0
	$0.0
	$0.0
	 $-   

	Total Employee Compensation
	$240.0
	$252.0
	$264.6
	$277.8
	 $1,034.4 

	 
	
	
	
	
	 

	Other Expenses
	1
	2
	3
	4
	 Line Totals 

	Lease for Offices
	 $12.0 
	 $12.6 
	 $ 13.2 
	 $ 13.9 
	 $ 51.7 

	Promotional Material, Stationery
	 $5.0 
	 $5.2 
	 $  5.4 
	 $  5.6 
	 $ 21.2 

	Postal and Shipping
	 $1.2 
	 $1.2 
	 $  1.3 
	 $  1.3 
	 $  5.1 

	Supplies
	 $1.0 
	 $1.0 
	 $  1.1 
	 $  1.1 
	 $  4.2 

	Telephone
	 $4.5 
	 $4.7 
	 $  4.9 
	 $  5.1 
	 $ 19.1 

	Utilities
	 $2.4 
	 $2.5 
	 $  2.6 
	 $  2.7 
	 $ 10.2 

	Insurance - General Business
	 $2.0 
	 $2.1 
	 $  2.2 
	 $  2.3 
	 $  8.6 

	Insurance - Environmental
	 $2.0 
	 $2.1 
	 $  2.2 
	 $  2.3 
	 $  8.6 

	Insurance - Employee
	 $2.2 
	 $2.3 
	 $  2.4 
	 $  2.5 
	 $  9.3 

	Insurance - Medical
	 $2.0 
	 $2.1 
	 $  2.2 
	 $  2.3 
	 $  8.6 

	Insurance - Medical
	 $6.0 
	 $6.3 
	 $  6.6 
	 $  6.9 
	 $ 25.9 

	Workman's Compensation
	 $5.0 
	 $5.3 
	 $  5.5 
	 $  5.8 
	 $ 21.6 

	Payroll Taxes
	 $36.0 
	 $37.8 
	 $ 39.7 
	 $ 41.7 
	 $   155.2 

	Equipment Maintenance
	 $0.5 
	 $0.5 
	 $  0.6 
	 $  0.6 
	 $  2.2 

	Legal Costs
	 $12.0 
	 $12.0 
	 $ 12.0 
	 $ 12.0 
	 $ 48.0 

	Accounting Costs
	 $12.0 
	 $12.0 
	 $ 12.0 
	 $ 12.0 
	 $ 48.0 

	Leasehold Improvements and Equipment
	 $2.0 
	 $2.0 
	 $  2.0 
	 $  2.1 
	 $  8.1 

	Contingency
	 $10.0 
	 $10.0 
	 $ 10.0 
	 $ 10.0 
	 $ 40.0 

	Total Other Indirect Costs
	 $  117.8 
	 $  121.7 
	 $   125.9 
	 $   130.2 
	 $   495.6 

	 
	
	
	
	
	 

	NT3C Pro Forma Indirect Costs
	 $  357.8 
	 $  373.7 
	 $   390.5 
	 $   408.1 
	 $1,530.0 


4.4 Pro Forma

Table 4-4 Pro Forma Shows Profit in First Year, presents the overall results for the NT3C.  Worthy of note is that the indirect expenses have been tightly controlled to insure a highly competitive posture in the marketplace.  If the NT3C can sustain the anticipated financial performance, we would anticipate a highly successful business partnership on behalf of the partners and their customers.

Table 4-4 Pro Forma Shows Profit in First Year

	(With Capitalization)
	NT3C PRO FORMA (CAPITALIZED)

	 
	2002
	2003
	2004
	2005
	 Five Year Totals 

	Income & Capitalization
	 $    2,536.0 
	 $    3,252.5 
	 $    3,890.4 
	 $    4,679.1 
	 $    14,358.0 

	Indirect Costs
	 $       357.8 
	 $       373.7 
	 $       390.5 
	 $       408.1 
	 $      1,530.0 

	Project Direct Costs
	 $    1,564.5 
	 $    2,101.9 
	 $    2,580.3 
	 $    3,171.8 
	 $      9,418.5 

	Pro Forma Gross Profit to NT3C
	 $       613.7 
	 $       776.9 
	 $       919.6 
	 $    1,099.2 
	 $      3,409.5 

	Indirect Expenses as Per Cent of Sales
	17%
	13%
	11%
	10%
	12%


4.5 Sales Forecast

Based on market analysis, sales forecast reflects the Sales Pro Forma for the NT3C based only on ATC data.  A final pro forma will be developed by integrating business plans of the industrial and academic members.

Table 4‑5 Sales Forecast

	
	YEAR

	NT3C Project Sales
	1
	2
	3
	4
	 Line Totals 

	Sub Total Project Sales
	 $    2,086.0 
	 $    2,802.5 
	 $    3,440.4 
	 $    4,229.1 
	 $    12,558.0 


5 Conclusion

The NT3C will fulfill the expectations of Congress for having the RDT&E facilities operate in a business-like manner.  
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