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E.1  EXECUTIVE SUMMARY

PROTÉGÉ Laboratories, Inc., (PROTÉGÉ) protégé, and MENTOR Americas, Inc. (MENTOR) mentor, entered into a mentor-protégé relationship October 2003 as part of the United States Air Force (USAF) Mentor-Protégé Program administered under the Office of Small and Disadvantaged Business Utilization.  In January 2004 PROTÉGÉ and MENTOR were awarded a USAF Mentor-Protégé contract under Contract No. FA8901-XXX-XXXX.  This business plan was prepared by PROTÉGÉ and MENTOR to meet the deliverable requirements as specified in this contract and is structured to follow the approach presented in the USAF Mentor-Protégé Handbook, Version 4.0 (USAF, 2003). 

PROTÉGÉ, of City, State was incorporated in 2000 and is a woman-owned and small, disadvantaged business (WBE/SDB) enterprise and has significant experience serving both public and private sector clients in the environmental sciences and engineering fields through chemical processing services.  PROTÉGÉ currently employs 60 full time equivalent staff comprised of principals, chemists, information technology, and administrative staff.  PROTÉGÉ has grown each successive year since their inception, generating nearly $7,000,000 in gross revenues in fiscal year 2002.  PROTÉGÉ performs work for federal agencies, private commercial clients, and engineering consulting firms. Their largest clients include [list large business prime contractors and government clients].

PROTÉGÉ’s mentor firm, MENTOR is a global leader in providing knowledge-driven services in support of DoD and commercial industrial concerns.  MENTOR’s more than $500 million in revenue, our 7,000 specialists in 36+ countries will be leveraged to provide exposure within the Federal, Commercial and Municipal marketplace’s to PROTÉGÉ’s benefit.  MENTOR has been an active participant in the USAF Mentor-Protégé Program since 1997 and have entered into 10 Mentor-Protégé agreements.  MENTOR has successfully completed 5 of the 10 agreements, which included [list of past protégés].  Although the Mentor-Protege Programs for each of these protégés have concluded the past protégés continue to be preferred vendors.  We expect to meet with the same positive results with this new Protégé.

MENTOR’s expertise in environmental issues includes water resources, water distribution, and environmental planning, remediation and reclamation, and air quality management.  In particular, MENTOR’s similar service division is in a superb position to guide PROTÉGÉ in the environmental service marketplace and MENTOR’s applied research group will be leveraged to provide technology transfer in [specialized service] processing (which MENTOR developed).  MENTOR operations have already guaranteed infusion of new business to PROTÉGÉ through the issuing of two Basic Ordering Agreements for Air Force and Army Contracts.

E.1  BUSINESS PLAN ORGANIZATION

This Business Plan includes the following key sections, in their order of importance.  Section 1 Vision and Mission, Section 2 Goals and Objectives, Section 3 Management Group and Key Personnel, Section 4 Organizational Structure, Section 5 Marketing Plan and Strategy, Section 6 Product Services and Strategy, Section 7 Risks, and Section 8 Financial Plan.  A brief synopsis of each section follows.

E.1  PROGRAM BACKGROUND

The Mentor-Protégé Program was developed by the Department of Defense (DoD) to provide DoD contractors a mechanism to support their efforts in growing small disadvantaged businesses (SDBs) capabilities with the overall intent of increasing the small business supplier base available to the DoD.  The objectives of this program are three fold 1) to provide DoD contractors an incentive to develop sub-contract relationships with SDBs to assist with the development of relevant capabilities, 2) to increase SDB DoD participation to meet the Congressional mandate of 5 percent SDB utilization on DoD contracts, and 3) to foster long-term relationships that provide a stable business base for the SDB and a stable vendor base for the DoD contractor.  The overall goal of this program is to enhance SDB capabilities such that they can successfully fulfill DoD and other contract and subcontract agreements.  In addition, to supporting the SDB contractor base, the USAF requires meaningful participation in this program by Historically Black Colleges and Universities and/or Minority Institutions (HBCU/MIs).  

E.2  VISION AND MISSION

PROTÉGÉ’s vision is:

To be recognized as one of the top environmental businesses nationally in terms of quality and technical capability and to be regard as a well-managed, responsive, full-service business.

Since inception, PROTÉGÉ’s singular mission has been:

Timely delivery of specialized technical services of the highest quality, consistency, and reliability and to provide those services in the most client-oriented approach.

E.3  GOALS AND OBJECTIVES

In support of their vision and mission, PROTÉGÉ’s business goals and objectives for the next three years are:

1. Grow revenues by 3 to 5 percent per year and grow staff from 60 to 80 full-time employees in 3 years.

2. Expand differentiating services by developing new niche product lines.

3. Increase competitiveness by reducing data management and project management costs.

4. Consistently measure and continuously increase client satisfaction.

5. Retain highly trained and knowledgeable staff.

MENTOR and PROTÉGÉ have a strong working relationship that dates back to 2000.  As a result of informal mentoring during this relationship, PROTÉGÉ has become an MENTOR preferred provider in support of DoD projects.  With the current Air Force Center for Environmental Excellence (AFCEE) 4P A/E, WERC, and DBP contracts MENTOR is well positioned to support and mentor PROTÉGÉ in reaching their goals and will focus on the following:

· Further development of business relationships and services provided to existing clients.

· Expanding PROTÉGÉ’s network of DoD clients from both client and geographical perspectives.

· Developing new and enhancing existing capabilities to improve cost competitiveness. 

· Developing new technologies to fill emerging market and industry needs.

E.4  Management Group and Key Personnel Summary 

The PROTÉGÉ and MENTOR management and key staff are presented in Table E.1 and the project organization in relation to the specific objectives and tasks included in the Mentor-Protégé Program are depicted in Figure E.1.  

TABLE E.1  PROTÉGÉ AND MENTOR MANAGEMENT, KEY STAFF, AND ORGANIZATONAL CHART 

PROTÉGÉ

 
Responsibilities
MENTOR
Responsibilities

Program Manager

Program Manager


Dr. Jane Doe, Ph.D. President & CEO


Overall responsibility for the successful execution of the Mentor-Protégé Program on behalf of the Protégé.  Responsible for development of the goals and objectives, measurement criteria, and allocation of PROTÉGÉ resources.


Ms. East, P.E., Mentor-Protégé Program Manager
Overall responsibility for the successful execution of the Mentor-Protégé Program on behalf of the Mentor.  Responsible for ensuring that the overall goals and objectives of the Mentor are met,  

Key Staff

Key Staff


Dr. John Doe, Ph.D, Vice President


Responsible for technical guidance and support of Technology Transfer tasks associated with the business information management system (information system) upgrade and web-based data access.


Mr. North, MENTOR AFCEE Program Manager; Corporate Sponsor
Responsible for promoting PROTÉGÉ with in MENTOR’s AFCEE program, supporting their attendance at AFCEE conferences, and identifying AFCEE opportunities in which PROTÉGÉ can participate.

Mr. Smith, Business Development


Overall responsibility for PROTÉGÉ’s marketing efforts and business development.


Ms. West, Technology Transfer Leader
Responsible for the day to day implementation of the Mentor-Protégé agreement, allocating resources, and ensuring that the program objectives are met as they relate to both PROTÉGÉ’s and MENTOR’s goals and objectives.



Mr. Jones, Information System Supervisor


Responsible for coordination with HBCU/MI and MENTOR of the Technology Transfer tasks associated with the business information management system upgrade and web-based data access.  Responsible for ensuring that PROTÉGÉ’s requirements are met.


Ms. South, Small Business Liaison Officer
Responsible for advocacy of MENTOR’s Protégé firms in relation to our Federal Program

Ms. White, Client Services Manager


Responsible for support regarding the project management efficiencies to be included in the information system upgrade and web-based data access.


 
Technical and Administrative Staff, including but not limited to Chemistry, Database, Human Resources, Marketing, and Accounting staff.


Responsible for support of technology transfer tasks, staffing issues, GSA contract effort, and cost accounting and pricing reviews, as applicable.

Dr. Green, Ph.D., Technical Operations Manager


Responsible for technical support and coordination of [specialized service] compounds method development scheduled as part of Technology Transfer.





Ms. Brown, Quality Assurance Manager (QA) 
Responsible for technical support and QA of the [specialized service] method development scheduled as part of Technology Transfer.



E.4  MARKETING PLAN STRATEGY SUMMARY

The environmental service testing industry began in the early 1980s as a direct result of Federal Legislation such as the Clean Water Act and Comprehensive Environmental Response, Compensation, and Liability Act (CERCLA).  Over the years it has grown to a size of approximately $1.8 billion ($1.8B).  The 2003 environmental service market survey conducted by TechKNOWLEDGEy Strategic Group indicates that the U.S. Environmental Testing Industry is estimated to be approximately $1.8B in size, and comprises some 1,150 companies with over 1,300 individual businesses that employing about 19,000 people.  PROTÉGÉ places in mid-size businesses with revenues of $5 million ($5M) to $10M per year.  PROTÉGÉ’s estimated revenues for 2003 are $5.9M.

PROTÉGÉ primarily competes with businesses providing services to DoD contractors in the hazardous waste, specialties testing, and similar service markets.  PROTÉGÉ’s competitors include both large business national network laboratories.  PROTÉGÉ competes against large businesses such as [list large business competitors] on a common basis and competes against WOSB, SB/8A or small business $5M to $10M businesses such as [list small business competitors names] on a regular basis.

PROTÉGÉ’s current main customer base is comprised of engineering-consulting firms that support DoD, such as MENTOR, [list other prime contractors], etc.  Other clients include direct contract with DoD, U.S. EPA, and local/state governments.

PROTÉGÉ’s marketing plan is to focus on their strength, which is provision of service to DoD and their contractors by:

1 Marketing the MENTOR/PROTÉGÉ Mentor-Protégé relationship to its DoD client base as a proven performer team with the advantages of small business goal support and low risk, including premier large business DoD contractors.

2 Marketing PROTÉGÉ strengths (existing strong market position and performance for federal clients), goals and objectives to “sell the future and vision” of the company to prospective new DoD clients, including premier large business DoD contractors. 

PROTÉGÉ’s marketing strategy is: 

1 To invest in marketing to existing MENTOR and PROTÉGÉ DoD clients, specifically the USAF, to expand market share.

2 Develop market awareness and client-base outside the geographic region and clients other than USACE, including premier large business DoD contractors.

3 Implement their goals and objectives to increase client service and quality of service provided by Project Managers and the range of differentiating services offered.

MENTOR will support PROTÉGÉ in their efforts for diversification of their client base and for increased name recognition in geographic areas in which they currently have limited exposure and in marketing PROTÉGÉ services to MENTOR’s AFCEE clients, and Bases.  MENTOR views this as a joint venture with PROTÉGÉ and will work closely with Dr. Jones(President and CEO) and Mr. Smith (Business Development Director).  The benefits to DoD clients resulting from each of these target areas will be actively marketed as they provide high quality products to all DoD entities, including the USAF, by reducing cost of doing business, improving quality and service, and providing services in evolving DoD markets.
E.5  PRODUCTS/SERVICES STRATEGY SUMMARY

Over the next three years, PROTÉGÉ reinvestment plans will further strengthen market position through focus on expanding products/services including the following:

· Development of the capability for providing [specialized service] to meet USAF needs, specifically in relationship to  risk assessment and long-term site risk management.

· Setup of an Intel based web server using Windows NT/2000/XP server operating system and an ODBC compliant web server database that is housed on the web server as an Internet accessible data warehouse to increase efficiency of the Project Managers, increase client service, and allow clients direct real-time access to data.

· Development of a system to bring electronic tracking to the areas of unit identification, chain-of-custody, and login processes.

MENTOR and HBCU/MI will provide technical support in development of these products/services.  It is intended that these systems and strategies will ensure that despite significant planned increases in unit workload, PROTÉGÉ will remain a preferred provider of cost effective and high quality environmental service services long after the completion of this program.

E.6  RISK EVALUATION

Table E.2 presents the risk evaluation summary.

TABLE E.2  RISK EVALUATION SUMMARY

Goal
Execution of Strategy
Measurement Metric
Potential Risk
Mitigation Factors

Develop a More Diversified Client Base
-- Market to geographic areas currently not served by PROTÉGÉ

-- Continue to market existing clients

-- Identify target DoD contractors to market

-- Increase AFCEE marketing

-- Pursue GSA contract

-- Market air capability

-- Continue to develop methods for emerging chemicals of concern

-- Develop methods for [specialized service]


-- Increase revenue from AFCEE to $1.5MM by end of program

-- Add 2 new clients per year

-- Obtain GSA contract

-- Develop 2 new process methods -- Develop [specialized service] methods


-- Inadequate staff support 

-- No market for new methods 

-- Redirection of funding by Federal Government
-- Staff (1) marketing coordinator

-- Streamline marketing templates for RFPs to reduce cost

-- Expand marketing effort

Maintain highly efficient operation
-- Install new information system

-- Initialize internet access to client data

-- Invest in new equipment

-- Electronic log-in


-- 90% Client positive feedback

-- Reduction in 10% of Project Manager’s time

-- Investment in equipment (min $50,000)
-- Budget overrun

-- Technical problems

-- Lack of funding
-- Expenditures to be approved and tracked by Controller and VP

-- Retain existing system until information system is fully tested and operational

-- Increase marketing effort

-- Set priorities



Maintain a high level of customer satisfaction
-- Assist client in execution of the project requirements and provide timely and accurate deliverables to manage the client’s liabilities and goals


-- Number of issues raised during client data validation

-- Late penalties assessed by client


-- Over-promising and raising client’s expectations on deliverables


-- Thorough review by senior personnel of each request for pertinent information and available resources before committing 

Provide career growth opportunities for staff
-- Enhance employee’s management and technical skills

-- Provide opportunity for new method development 

-- Cross-train employees in different disciplines 


-- 4 outside training courses per year

-- 4 new methods developed per year

-- All analysts trained in two different areas 
-- Understaffed in case of extreme work loads

-- Reduced operating efficiency when analyst in training


-- Centralize scheduling of training with Operations Director 

-- Devise a backup, redundancy plan to plan for emergencies 

-- Schedule training during times of low work load

E.7  Financial Plan Summary

The financial plan incorporates PROTÉGÉ’s understanding of the competitive pressures of the industry, the future prospects for growth, and the internal strategic goals as outlined in this Business Plan.  Specifically, the plan is roughly divided into two periods:  2004 to 2006 (investment phase) and 2006 to 2008 (execution/returns phase) and is summarized in Figure E.2.

E.8  Mentor-Protégé Program Return on Investment (ROI)

Previous focused marketing has provided PROTÉGÉ with new opportunities and improved name recognition outside the PROTÉGÉ’S current regions.  A listing of MENTOR contracts potentially available to PROTÉGÉ is presented in Section 2.0.  The net present value (NPV) of these revenues streams was calculated to determine the potential value of increases in PROTÉGÉ’s revenues in “2003 dollars” enabling a comparison of these values against the investment made by the USAF Mentor-Protégé Program.  The 2003 NPV was calculated by estimating the number of available subcontracting opportunities and factoring in the anticipated subcontracted volume from each contract’s subcontracting plan (contract women-owned small business [WOSB] goals), and assuming that PROTÉGÉ would receive about 1/12th of all contracts designated for WOSB concerns (approximately $1.1M over the 3 years).  With the inclusion of the potential awards from the USACE Tulsa CEC contracts and our USACE contracts through the Sacramento, Tulsa, Omaha, Baltimore, and Louisville Districts MENTOR anticipates exceeding our commitment to PROTÉGÉ for subcontract awards of $1.5M over 3 years, for a ROI of 5 to 1.  
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WBE/SDB
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1.0  VISION AND MISSION

1.1  INTRODUCTION

As certified by the United States Small Business Administration, PROTÉGÉ Laboratories, Inc. (PROTÉGÉ) is a woman-owned and small, disadvantaged business enterprise (WBE/SDB).  PROTÉGÉ is a provider of environmental  technical services, primarily under subcontract to Depart of Defense (DoD) contractors or direct contract to DoD.  PROTÉGÉ was founded by Jane Doe, Ph.D. (President) in 1987 and was incorporated in 1996.  In 1996 PROTÉGÉ annual revenues were $3 million ($3M) and through careful growth management and reinvestment PROTÉGÉ has grown the business to approximately $6M per year.  PROTÉGÉ currently employs 59 full time equivalent staff comprised of principals, chemists, information technology, and administrative staff. PROTÉGÉ occupies a state-of-the-art, 27,000 square foot business in City, State.  PROTÉGÉ currently has a capacity of approximately 7,500 processes per month and assets include ownership of [list specialized equipment].

PROTÉGÉ was founded to fill a need within the State marketplace for a flexible, reliable, and cost-effective process business for consulting firms involved in the early stages of site investigation and remediation.  Since 1987, PROTÉGÉ has provided comprehensive environmental process services to governmental, state, and local agencies.  PROTÉGÉ was there as new Federal Programs such as the Comprehensive Environmental Response, Compensation, and Liability Act (CERCLA) were implemented providing fundamental environmental process services for the development of statewide and regional environmental compliance, enforcement, and remedial action programs.  

PROTÉGÉ has provided  technical support to the environmental restoration programs of the branches of the DoD, the Department of Energy (DoE), and the United States Environmental Protection Agency (USEPA).  Over the past 15 years, PROTÉGÉ has also distinguished itself within the process services industry by its commitment to providing  technical deliverables in a wide variety of either agency-specified or client-developed reporting formats.  PROTÉGÉ has been evaluated and audited by numerous governmental agencies and private-sector clients and has provided  specialized technical services in support of the overall environmental programs, including:

· The United States Environmental Protection Agency (USEPA)

· The United States Air Force, The Air Force Center for Environmental Excellence (AFCEE)

· The United States Army, Army Corps of Engineers (USACE)

· The United States Navy (USN)

· The United States Department of Energy (DoE).

PROTÉGÉ is fully accredited by the State Regulatory Agency, under the National Accreditation Program and by the AFCEE, USACE, USN, and DoE.  PROTÉGÉ offers full process services in the following:

[list specific services in detail]

A complete list of PROTÉGÉ’s current certifications/ programs are listed in Table 1.1.

Table 1.1  PROTÉGÉ Certifications/License Programs

NELAP CERTIFICATION

Agency
Licenses/

Registrations/

Certifications
Administrative Audit
Site Audit
Performance Analyses Required



List Staes (a)
Certification
Yes
Yes
Yes

FEDERAL AUTHORITIES

Department of Defense

Army 
Validation
Yes
Yes
Yes

Navy
Validation
Yes
Yes
No

Air Force
Approval
Yes
Yes
No

Other Branches
Approval
Yes
Yes
No

Department of Energy

Environmental Management Consolidation Audit Program 
Approval
Yes
Yes
Yes

All Sites
Approval
Yes
Yes
No

U.S. EPA





EPA Region
Approval
Yes
Yes
Yes

EPA Region
Approval
Yes
Yes
Yes

EPA Region
Approval
Yes
Yes
Yes

U.S. Department of Agriculture

Permit to Receive Soil
Approval
Yes
No
N/A

STATE CERTIFICATIONS AND AUTHORITIES

State
License
Yes
Yes
Yes

State
License
Yes
Yes
Yes

State
License
Yes
No
Yes

State
License
Yes
No
Yes

State
Registration
Yes
No
Yes

State
Registration
Yes
No
Yes

State
Registration
Yes
No
No

State
Registration
Yes
No
Yes

State
Certification
Yes
Yes
Yes

State
Certification
Yes
No
Yes

State
Certification
Yes
Yes
Yes

State
Certification
Yes
No
Yez

(a)
Currently 11 states participate in the accreditation including the following……………...

As discussed previously, PROTÉGÉ has focused on expanding their client base to the major DoD entities and contractors.  PROTÉGÉ’s past four-year contract history is listed in Table 1.2, which includes both subcontract awards from MENTOR and other DoD Contractors and DoD entities.

Table  1.2  PROTÉGÉ Contract History

PROTÉGÉ Subcontract Awards
Award Date
Value

($M)



MENTOR



Agency - Contract Number
Date
$1.0

Agency - Contract Number
Date
$1.0

Agency - Contract Number
Date
$1.0

Agency - Contract Number
Date
$1.0

Agency - Contract Number
Date
$1.0

Agency - Contract Number
Date
$1.0

Agency - Contract Number
Date
$1.0

Other DoD Clients


Prime Contractor
From – To Date
$1.0

Prime Contractor
From – To Date
$1.0

Prime Contractor
From – To Date
$1.0

Client
From – To Date
$1.0

Client
From – To Date
$1.0

Client
From – To Date
$1.0

1.2  VISION AND MISSION

PROTÉGÉ’s vision is:

To be recognized as one of the top Companies nationally in terms of quality and technical capability and to be regarded as a well-managed, responsive full-service business.  

Since inception, PROTÉGÉ’s singular mission has been: 

Timely-delivery of  specialized technical services of the highest quality, consistency, and reliability and to provide those services in the most client-oriented approach.  

Successful attainment of this mission is demonstrated in PROTÉGÉ’s continued growth and success with the USAF, USACE and the USN programs.  To date PROTÉGÉ has focused on managed growth, profitability, and diversification in the marketplace all in an effort to maintain stability within a very cyclic marketplace.  PROTÉGÉ does not strive to be the “low cost” provider, but aims to achieve customer satisfaction through performance, proactive policies, and commitment to excellence.  

1.3  Transfer of Business Values to Employees

PROTÉGÉ seeks to provide personal growth opportunity in an environment based on the professional ethics of trust and of mutual respect where training, mentorship, and interaction with senior personnel occur on a routine basis.  PROTÉGÉ transfers their vision, mission, and business values to their employees through its rigorous training program and its open-access policy between staff and management.  Quality and technical capability is maintained and fostered through participation of all staff in both on- and off-site training programs as well as in-house cross training between different service operations.  For example, specialists who focus on [one area of processing] are encourage to train on instrumentation for [other areas of processing] to expand their capabilities, decrease boredom that accompanies stagnant routine, and to provide new avenues of growth.  In addition staff are encouraged to continue to grow both technically and managerially through planned career development (performance reviews that include setting objectives, evaluation of performance to PROTÉGÉ core values, implementation of corrective measures, and training).  This is supported by the fact that most managers have advanced from technical positions within the service industry and have on average over 10 years experience with PROTÉGÉ.  The average longevity of staff is 5 years and the growth and overall stability PROTÉGÉ has enjoyed demonstrate the success in the transfer of business practices to their employees.  

1.4  Communication of Values to Clients

PROTÉGÉs business philosophy is communicated to their clients through the actions of the company and its employees, specifically project managers.  PROTÉGÉ project managers emphasize the business philosophy of responsiveness, readiness, willingness, and ability to customize the technical services to meet client needs.  For example, PROTÉGÉ has developed AFCEE electronic data management capabilities that are second to none based on the services provided to MENTOR.  PROTÉGÉ project managers have the authority to make decisions that support timely and high quality product delivery.  PROTÉGÉ’s commitment to this philosophy and evidence of its communication to their clients is demonstrated by changes voluntarily implemented by the business through their previous informal mentoring program with MENTOR, their responsiveness in providing project information from their data archives, PROTÉGÉ’s growth through award of direct contracts with DoD, their award of basic ordering agreements (BOAs) with DoD contractors, and their preferred provider status with MENTOR for provision of process services to MENTOR’s AFCEE clients.  Finally, whom PROTÉGÉ chooses to do business with also demonstrates their commitment to their mission.  PROTÉGÉ’s primary clients are industry respected DoD contractors with proven records of superior service to DoD, which is by choice.  Although PROTÉGÉ supports some commercial industrial projects, their focus is DoD because of the quality requirements associated with their projects.  

2.0  GOALS AND OBJECTIVES

PROTÉGÉ understands that clients are most concerned with 1) ensuring that their project requirements are fulfilled, 2) obtaining accurate and timely deliverables, and 3) being able to maintain flexibility.  These key client concerns have been translated into business goals and objectives that meet PROTÉGÉ’s vision and mission statements and overall 5-year business goals.  The goals and objectives of the mentor-protégé relationship between MENTOR and PROTÉGÉ are:

1.
Grow revenues by 3 to 5 percent per year and grow staff from 60 to 80 full-time employees in 3 years.

2.
Expand differentiating services by developing new niche product lines.

3.
Increase competitiveness by reducing data management and project management costs.

4.
Consistently measure and continuously increase client satisfaction.

5.
Retain highly trained and knowledgeable staff.

These goals are necessary for the following reasons:

· Survivability.  To survive in today’s market PROTÉGÉ needs a more diverse client base with broader geographic distribution to mitigate the impacts of highly cyclical work patterns.  A more diverse client base will support growth, which in turn will reduce the cyclical impacts to conducting business and will support maintenance of highly trained, experienced staff.

· Market Share.  An expanded market share, specifically USAF contractors, is needed to increase revenues, to support growth, reinvestment in the company, and retention of PROTÉGÉ staff.  Currently USAF contractors comprise only 5 percent of PROTÉGÉ’s revenue.  For PROTÉGÉ to meet their growth objectives this market needs to be further exploited and grow to about 20 percent of gross revenues. 

· Credibility.  The environmental process business is viewed as a commodity service.  Pricing has decreased up to 50 percent over the past 10 years, while costs for materials and supplies have increased.  Environmental process growth is solely attributed to continued development of efficiencies that businesses employ to conduct business.  To effectively compete in today’s market PROTÉGÉ must provide credible client-oriented service at a cost-competitive rate.  The most effective mechanism for successful competition is to develop and implement streamlined business processes, which is part of the Mentor-Protégé Program technology transfer.

· Attracting and Retaining Top People.  Due to the commodity perception that environmental businesses face, it is very difficult to retain the level of staff required to meet client needs.  Career enticements offered by a stable firm, create a competitive advantage by attracting and keeping highly qualified staff.  

Each goal and objective is discussed in detail below and is summarized in Table 2.1.

1
Revenue Growth

Revenue growth is proposed to be achieved by:

· Creating a more diverse mix of business to allow for a more stable and predictable revenue base from which to operate with maximum efficiency, manage the cyclic nature of environmental process business, and maintain a stable work force.  Create 2 new DoD contractor business opportunities per year and 3 new MENTOR business opportunities per quarter over the next 3 years.

· Increasing revenues from Air Force projects as either a subcontractor or prime contractor from the current $0.3M per year to $1.5M per year, an increase from 5 percent of total revenues to about 20 percent over the next three years.  (This will be supported in part by a target of approximately $XX M in new MENTOR contract awards over the next three years.

· Developing and implementing technologies that will create further efficiencies within existing processes used to conduct business.

· Maintaining or improving pricing competitiveness to maintain/improve the current level of support to DoD entities outside the USAF.


Due to a highly competitive and fragmented marketplace, forecasting revenues is a very uncertain and inaccurate proposition.  Therefore, proper planning in terms of capacity, capital, and personnel becomes more difficult.  One of the best ways to mitigate the fundamental nature of this industry is develop an expanded customer base that reaches across agencies (DoE, DoD, EPA, commercial), across clients (principal DoD contractors), across geographies (build upon geographical strength in the region but also leverage the ability to use expedited delivery), and within existing clients’ organization (different offices).  An expanded client base will ensure that PROTÉGÉ continues to actively participate in as many solicitations as possible.  


Currently, over 50 percent of PROTÉGÉ’s revenues are derived from USACE projects concentrated in the region.  With only 5 percent revenues from AFCEE, PROTÉGÉ’s goal is to increase AFCEE derived revenue to 20 percent of overall business.  In addition, PROTÉGÉ will strive to procure two contracts in support of DoD clients outside of their geographic region that are valued in excess of $100,000.  The Mentor-Protégé Program will be used as a springboard for PROTÉGÉ to broaden marketing efforts to new clients in different geographical areas and to new offices within existing clients.  A summary of existing Federal contracts held by MENTOR is presented in Table 2.2, with an estimate of contract duration and value remaining.  These contracts will be used as a mechanism for introducing PROTÉGÉ to MENTOR programs outside the Western United States.  This joint marketing effort between MENTOR and PROTÉGÉ is expected to yield 2 new clients per year and a General Services Administration (GSA) contract.  


One key mechanism for establishing revenue growth in the Federal marketplace is by becoming a pre-approved provider under established contract mechanisms.  This has been put in place with MENTOR prime contracts through Basic Ordering Agreements (BOA) for two contracts for the Army and the Air Force [list contract numbers].This effectively narrows competition and reduces marketing costs allowing a greater net market share to PROTÉGÉ.  Additional BOA or master service agreements with other contracts, other prime contractors and commercial clients would also grow market share and increase revenue.
Table 2.2  Quantified Protégé Contracting and Subcontracting Opportunities



Active MENTOR Prime

Federal – DoD Contracts
Contract Ceiling (Million)
Months Remaining
SubKs Remaining ($K/mo)
WOSB goal

Per mo

($K)

Agency - Contract Number
$100
60
$500
$200

Agency - Contract Number
$50
60
$250
$100

Agency - Contract Number
$25
60
$212
$100

Agency - Contract Number
$10
36
$121
$33

Agency - Contract Number
$5
36
$26
$20

Agency - Contract Number
$5
36
$33
$11

Agency - Contract Number
$3
24
$829
$10

Agency - Contract Number
$3
24
$1,623
$10

Agency - Contract Number
$3
24
$147
$10

Agency - Contract Number
$1
12
$26
$3

Agency - Contract Number
$1
12
$196
$3


Total WOSB allocation/mo:
$500


Estimated Protégé share/mo*:
$42


Estimated Annual 

Protégé Awards:
$500

*Based on 1/12 of total volume to Protege
Estimated Awards 

over 3 years:
$1,500


With revenue growth, comes the ability for PROTÉGÉ to increase the number of employees from the current 60 to 80.  In the environmental process business, staffing typically supports $80,000 to $100,000 of revenue per employee.  Currently PROTÉGÉ is operating at approximately $100,000 revenue per employee, which is at the high end of output per staff.  Increased revenue of 3 to 5 percent per year will allow for addition of about 4 staff per year (accounting for other efficiencies gained through improved processes) in support of the 5 year staffing goal.  

2
Expand Differentiating Services


Enhancing PROTÉGÉ’s technical capability to better serve a wider variety of clients is one of the key approaches that PROTÉGÉ is undertaking for better market position.  PROTÉGÉ will continue to expand air-testing capability, and to develop new methods in areas of emerging chemicals of concern, [specialized service] development pose problems while assessing DoD and commercial sites for risk and for long-term risk management associated with site closure.  To meet this need, PROTÉGÉ with support from MENTOR and the Historically Black Colleges and Universities and/or Minority Institution (HBCU/MI) will within 24 months of award of this contract, develop methodology for [conducting new processes] for 1) Item1 used by various branches of DoD, 2) Item 2, found at Firing Range and UXO sites, 3) Item 3 commonly found at military facilities; and 4) Item 4 also commonly found at military facilities.  This capability will open markets that small businesses can not typically access, while providing new services to PROTÉGÉ DoD clients and opportunities for PROTÉGÉ staff.


Item 1 is a byproduct derived from its use as fuel and as such is associated solely with defense sites where this fuel is either manufactured, stored, or used.  Since the discovery of this byproduct, MENTOR's Applied Research Department (ARD) has been conducting research studies and investigations of innovative treatment processes for this byproduct processing as a part of efforts sponsored by the American Water Works Association Research Foundation, the National Water Research Institute, the Bureau of Reclamation, and others.  As a part of several developmental evaluations into Item 1 treatment, MENTOR’s ARD has developed methods that are responsive to the regulatory limits established for Item 1 in their State.  As this is the only state with such a limit, technology transfer of this capability to PROTÉGÉ provides them a true differentiator in their field and positions it to be a leading provider to the government and defense contractors.  

3
Process Efficiency and Quality Improvements


Based on the market analysis, most environmental service revenue increases are tied to improved efficiencies associated with similar business practices.  Over the past 10 years pricing for unit processing has decreased, in some cases up to 50 percent, and operations costs have increased.  Therefore to compete in today’s markets, environmental businesses have to focus on improved efficiencies.  PROTÉGÉ budgets $50,000 per year in capital expenditures with an emphasis on automation to improve operational efficiency.  In addition, improved systems will be required to support PROTÉGÉ’s growth and improve data deliveries, as the existing systems will be unable to meet this need. 


In 2004, MENTOR and HBCU/MI will assist PROTÉGÉ plans to install a new fully functional information system.  Currently PROTÉGÉ’s system is modular and information requests must be manually processed and pursued.  This process can absorb a significant portion of project manager’s and group leader’s time as information is pursed, gathered, and then finally relayed to the client.  A single system will simplify this process and allow project managers to concentrate on providing value-added services to their clients and to allow group leaders to concentrate on managing unit processing.  With this new system, PROTÉGÉ will have a centralized warehouse to manage  data, statements of qualifications (SOQs), quality control (QC) parameters, and standard operating procedures (SOPs).  This will improve quality, consistency, client service, and lower cost through enhanced productivity of the work flow.  Marketing will be more efficient because clients will have easier access to SOPs, QC parameters, and SOQs.  More critically, the project managers will be able to access the progress of projects from the developmental stage to unit receiving, processing, and finally reporting.  This real-time information will enable PROTÉGÉ to provide status updates on a more-timely basis which will help clients with their decision making process, improve satisfaction, and make project manager time more available for ensuring quality and service rather than execution of process.  PROTÉGÉ expects that this new data system will sustain and improve the accuracy in reporting to 99.8% despite a significant planned increase in unit throughput, while saving approximately 10 percent of the Project Manager’s time.  


MENTOR, as an industry leader in providing environmental consulting services, will be able to provide valuable insights into the essential elements of an efficient information system having designed and implemented information system on USAF projects since 1988.  Furthermore, the HBCU/MI will work closely with PROTÉGÉ to establish a web-enabled system so that clients will have direct access to their projects, further enhancing timely data delivery and therefore responsiveness and client service.  

4 Consistently Measure and Continuously Increase Client Satisfaction.


Historically, PROTÉGÉ has found that some of the most effective marketing occurs during the project process.  Many clients appreciate PROTÉGÉ’s thorough and timely work and have often contracted with PROTÉGÉ for follow on work or new opportunities.  Therefore, maintaining a high level of customer satisfaction is critical and PROTÉGÉ provides a high level of investment in their people to ensure that our clients’ needs are met.  Because PROTÉGÉ understands that clients are most concerned with 1) ensuring that their project requirements are fulfilled, 2) obtaining accurate and timely deliverables, and 3) being able to maintain flexibility, PROTÉGÉ project managers are a central focal point for client contact.  Before receipt of units, the project manager will dissect the project requirements, clarify any issues with the client, and issue a comprehensive project specific requirement (PSR).  This PSR is used internally to communicate to the  staff how the units must be analyzed.  During the project, the supervisor will communicate any issues to the project manager who will then consult with the client and recommend courses of action.  Once the client decides how best to proceed, the project manager will relay that information to the supervisor.  The project manager also tracks the progress of all processes to ensure that the results can be reported in a timely manner.  Finally, the project manager is always available to answer client questions, inquiries, or incorporate changes to PSR.  


Because PROTÉGÉ is client-focused, we maintain the flexibility to meet most client needs.  To ensure client satisfaction remains high PROTÉGÉ will initiate regular client surveys and end of project surveys to assess the strengths and weaknesses of the service provided and to develop procedures for addressing weaknesses.  MENTOR will assist PROTÉGÉ in the development of this survey, which will include a formal ranking system similar to that used by the AFCEE.  Data collected from these surveys will include measurements on timeliness, data quality, client service, and technical capability and will be used to measure success in relation to their vision.  
5 Staff Growth Opportunities


PROTÉGÉ strives to foster a work environment where employees feel confident in their abilities (through mentoring and training), comfortable in their surroundings (in a custom-designed process facility where safety is the number one priority), and confident in the opportunity for advancement (through support for further training).  PROTÉGÉ believes that these are the key components to maintaining a productive work force that keeps the focus on their professional duties.  PROTÉGÉ values the experience and expertise of our employees and tries to promote from within.  Currently, five of our six department supervisors have moved up from bench chemist positions.  PROTÉGÉ plans to continue this practice as more management positions are created with further growth.  Proper management is a key component if growth can be achieved successfully.  PROTÉGÉ will continue their extensive cross-training program, which increases redundancies in the work-force and enables employees to expand their skill set.  In addition, through implementation of the actions necessary to meet Goals 1 through 4 presented above, opportunities will develop for additional employee advancement and growth.  

3.0  Management Group and Key Personnel

3.1  PROTÉGÉ 

PROTÉGÉ is lead by professional staff with a proven track record managing environmental laboratories.  Jane Doe, Ph.D. President and CEO and John Doe, Ph.D. Vice President are the owners of PROTÉGÉ.  They are supported in turn by several key individuals including Mr. Smith, Business Development Manager; Mr. Jones, Information Services Manager; Ms. White, Project Manager; Ms. Brown, Quality Assurance (QA) Manager; and Ms. Green, Ph.D., Laboratory Manager.

Jane Doe, Ph.D., President and CEO.  Dr. Jones has the overall responsibility for implementation of the Mentor-Protegee agreement on behalf of PROTÉGÉ.  Dr. Jones has the primary responsibility for the operations and management of PROTÉGÉ.  She has over twenty-five years of experience within similar businesses and extensive knowledge in various methodologies including [list processes and methodologies].  Experience includes:  1996 – through the Present President and Director, PROTÉGÉ, Incorporated; 1987 – 1996 Vice President and Director, Past Firm, Incorporated; 1984 – 1986 Assistant Professor and Supervisor, UCLA, Los Angeles, CA; and 1978 – 1984 Assistant Professor and Supervisor, Harvard University, Boston, MA.

Dr. Jones has managed technical tasks for investigations, remediation projects and feasibility studies driven by RCRA and CERCLA and has managed projects that involved [list areas of expertise].  In addition, Dr. Jones is well-versed in the QA/QC programs of the DoD, and DoE, and has directed the review and validation of data from numerous projects under these programs.

John Doe, Ph.D. Vice President.  Dr. Jones has the overall responsibility of coordination of the technology transfer tasks associated with the Information Management Systems and electronic log in tasks.  Dr. Jones has been in the computer application field for over thirty years.  At PROTÉGÉ, Dr. Jones is responsible for the continuing development of PROTÉGÉ’s information system.  His duty includes customizing the databases of different process functions to make data easily accessible by PROTÉGÉ’s clients.

Dr. Jones joined the Environmental Services Division of Past Firm Name, Incorporated in 1992.  He reorganized the process information system, allowing data generated from process instruments (such as [list examples]) to be transferred directly into a client's specific reporting formats like [list examples].  Furthermore, electronic data deliverables of any specification such as [list examples], can be generated from these formats.

Mr. Smith, Business Development Director.  Mr. Smith is the Business Development Leader for PROTÉGÉ.  Mr. Smith has been in the environmental service field for over twenty years.  At PROTÉGÉ, Mr. Smith is responsible for all aspects of business development.  His focus is to identify clients with whom PROTÉGÉ can develop long-term relationships.  He is responsible for maintaining current clients as well as to attract new clients.  Mr. Smith also oversees all aspects of proposals and customer relations.  Mr. Smith is the Past-President of the Groundwater Resources Association (GRA), a Statewide organization with over 1,000 members.  During that time, he started the Series on Groundwater Contaminants and organized symposia on a number of important groundwater contaminants of concern.  He also currently is a member of the Board of Directors for the Local Post of the Society of American Military Engineers.  Mr. Smith is also the Past-President of the Regional Chapter of the Professional Environmental Marketing Association (PEMA).  Previously, Mr. Smith was the Technical Director for Past Company, where he was responsible oversight of method development and for strategic evaluation of new technology for the firm.  During that time, Mr. Smith taught a course in Environmental Engineering at UCLA, a required class for a Certification in Hazardous Materials program.

Mr. Jones, Information Services Manager.  Mr. Jones is responsible for the day to day coordination with HBCU/MI regarding the information system and electronic log in technology transfer tasks.  At PROTÉGÉ, Mr. Jones serves as the Database Manager.  He designs logical and physical databases and coordinates database development for the process information management system; coordinates physical changes to the databases; and codes, tests, and implements the physical databases.  He administers and maintains the network, instrumentation computers, and office computers; specifies user access level to databases and activities in the network; and manages the process information management system.  He designs, develops, and maintains report generation and electronic deliverable programs.

Mr. Jones taught programming courses in Pascal and C, software packages, IT concepts, logic formulation, data structures and algorithms.  He designed and developed training programs and has experience in systems analysis and design consultation.  Mr. Jones has extensive experience with Windows NT 4.0/2000 server/workstation, Novell Netware 3.12, Windows 95/98/3.x, DOS, RedHat Linux 5.1, MS SQL 2000 Transact-SQL, Exchange Server 5.5, Proxy Server 2.0, IIS 4.0, Symantec Antivirus Enterprise 7.5, Veritas BackupExec 8.5 , TCP/IP, FTP, MS Office 97/2000 (VBA, Access, Excel, Word, Outlook, Powerpoint, Frontpage), dBase languages, Visual Basic 6.0, Quickbasic 4.0, Turbo Pascal 6.0,  and Turbo C 2.0.  He also has extensive experience in Laboratory Information Management Systems, environmental databases, electronic data deliverables management, and QAPPs.

Dr. Green, Ph.D., Project Manager.  Dr. Green will provide technical support regarding the [specialized service] method processing development and has over 15 years of experience in chemical processing, problem solving and method development.  She is well-versed with all basic methodologies such as [list of specialties] techniques.  In addition, she is familiar with advanced instrumentation such as [list of specialized equipment] including data processing.  She also has experience in developing QA/QC programs for EPA, DoD, and DoE projects.

Ms. Brown, QA Manager.  Ms. Brown will provide technical support regarding the [specialized service] method processing development and has over ten years experience in the environmental testing field.  Her main responsibility as QA Manager has been to design and implement the quality management system (QSM).  The QSM outlines all QA/QC activities that maintain PROTÉGÉ’s production of precise and accurate technical data.  These activities include preparing for internal and external audits, participating in performance evaluation studies, completing a 10% data package review, and maintaining all SOPs.  She generates QA reports for management, and helps devise strategies to maintain a high standard of quality in technical data.

Ms. White, Client Service Manager.  Ms. White will be supporting the information system and electronic log-in development from the perspective of a client service manager.  Ms. White has three years of experience in the technical field.  In her current role as a client service manager, her primary responsibilities include reviewing data, delivering data to the clients on time, meeting client requests for information, providing clarification on various technical issues, and resolving problems between the company and clients.  She is also responsible for resolving discrepancies of received units, tracking the flow of her projects through the company, creating client specific progress reports, and subcontract management. 

Ms. White is also familiar with operational responsibilities that include the review of project requirements prior to the start of new projects.  These include site specific sampling and processing plans.  She is also versed in various federal QA/QC programs such as CLP, AFCEE and USACE, including the Louisville Chemical Guideline.

PROTÉGÉ Staff.  PROTÉGÉ’s technical staff include experienced chemists with an average tenure of 5 years.  Each of these individuals is responsible for the success and profitability of the projects for which they provide support.  PROTÉGÉ staff are highly diverse in the skills that they provide in relation to chemical processing.  

3.2  MENTOR

MENTOR corporate resources are committed to supporting PROTÉGÉ in achieving their goals, from the Corporate Sponsor to the technical staff that support daily operations.  The key MENTOR personnel that will be supporting PROTÉGÉ are Mr. North, Vice President; Ms. East, P.E.; MENTOR Mentor-Protégé Program Manager; Ms. West, Technology Transfer Leader; and Ms. South, Small Business Liaison Officer.  Other support from MENTOR technical and administrative staff will be drawn upon as appropriate, and will include, but not be limited to chemistry and data management staff to support the technology transfer tasks, human resource staff to support PROTÉGÉ staffing issues, marketing staff to support the GSA contract effort, and accounting staff to review PROTÉGÉ cost accounting and pricing practices.  

Mr. North, Vice President (VP).  Mr. North is the MENTOR Corporate Sponsor for the Mentor-Protégé Program.  As Corporate Vice President, Mr. North reports directly to the Federal Programs Chief Operating Officer and is an integral part of the MENTOR Federal Operation’s senior management staff.  He supports MENTOR strategic planning, marketing, and operations and has full access to any MENTOR resources needed to support the Mentor-Protégé Program.  Mr. North has over 30 years of progressive organizational leadership and program management experience.  He serves as the MENTOR AFCEE Program Manager and sits in our San Antonio, Texas office.  His career has focused on the leadership and management of planning, design, construction, management, operations and the administration of large capital projects for the Air Force.  He is experienced in management of large engineering and construction organizations with multi-disciplinary team membership, the development of contracting strategies to achieve large program objectives, and development of program management plans and controls to ensure the success of major capital programs. 

Ms. East, Professional Engineer (P.E.), Principal Engineer.  Ms. East, P.E., is the MENTOR Mentor-Protégé Program Manager.  Ms. East has over 23 years of engineering consulting experience managing and providing technical support for both large (multi-million) and small (<1M) projects for DoD, commercial/industrial, and state and municipal clients, including USACE, AFCEE, and National Guard Bureau.  Ms. East’s experience includes water, wastewater, hazardous waste, and compliance permitting.  In addition, Ms. East has been the MENTOR Mentor-Protégé Program Manager since 1997 and has successfully supported 6 Protégés through conclusion of their agreements, including [list past agreements], and is currently supporting MENTOR’s most recent Protégés [list current agreements].

Ms. West, Supervising Environmental Scientist.  Ms. West is the technical leader for this Mentor-Protégé agreement.  Ms. West has over 19 years of experience managing and providing technical support for both large (multi-million) and small (< $1M) projects for DoD and commercial/industrial clients, including USACE, AFCEE, and National Guard Bureau.  Ms. West’s experience includes water, wastewater, hazardous waste, and compliance permitting.  Ms. West also supervises the MENTOR technical service center located in City, State.  Ms. West’s previous Mentor-Protégé experience includes coordination of developmental support for [agreement name] and providing project management support for [agreement name].
Ms. South, Small Business Liaison Officer (SBLO).  Ms. South will be the Senior Contracts Manager and SBLO for this program.  She is the current SBLO for MENTOR’s Federal Program at the corporate level.  She will be supported by corporate counsel on legal matters and our procurement division for subcontracting.  Ms. South has 26 years of experience in and a BS degree in business administration.  She was the SBLO for large Defense Contractors and is the Corporate SBLO for MENTOR responsible for monitoring and reporting our overall corporate performance in SB, SDB, WOSB, HUBZone, and SDVOB subcontracting to the DCMA.  She is tasked as an advocate of MENTOR’s Protégé firms and other preferred SB vendors.

4.0  ORGANIZATIONAL STRUCTURE

The MENTOR and PROTÉGÉ organizational roles and responsibilities are depicted in Table 4-1.  The Program Managers and technical leaders for both PROTÉGÉ and MENTOR as identified in Section 3.0 are included in this table.  The relationships between MENTOR and PROTÉGÉ staff are depicted in Figure 4.1, which presents the organization in relation to the specific tasks to be conducted as part of the Mentor-Protégé agreement. 

TABLE 4.1  PROTÉGÉ AND MENTOR MANAGEMENT AND KEY STAFF

PROTÉGÉ

 
Responsibilities
MENTOR
Responsibilities

Program Manager

Program Manager


Dr. Jane Doe, Ph.D. President & CEO


Overall responsibility for the successful execution of the Mentor-Protégé Program on behalf of the Protégé.  Responsible for development of the goals and objectives, measurement criteria, and allocation of PROTÉGÉ resources.


Ms. East, P.E., Mentor-Protégé Program Manager
Overall responsibility for the successful execution of the Mentor-Protégé Program on behalf of the Mentor.  Responsible for ensuring that the overall goals and objectives of the Mentor are met,  

Key Staff

Key Staff


Dr. John Doe, Ph.D, Vice President


Responsible for technical guidance and support of Technology Transfer tasks associated with the process information management system (information system) upgrade and web-based data access.


Mr. North, MENTOR AFCEE Program Manager; Corporate Sponsor
Responsible for promoting PROTÉGÉ with in MENTOR’s AFCEE program, supporting their attendance at AFCEE conferences, and identifying AFCEE opportunities in which PROTÉGÉ can participate.

Mr. Smith, Business Development


Overall responsibility for PROTÉGÉ’s marketing efforts and business development.


Ms. West, Technology Transfer Leader
Responsible for the day to day implementation of the Mentor-Protégé agreement, allocating resources, and ensuring that the program objectives are met as they relate to both PROTÉGÉ’s and MENTOR’s goals and objectives.



Mr. Jones, Information System Supervisor


Responsible for coordination with HBCU/MI and MENTOR of the Technology Transfer tasks associated with the process information management system upgrade and web-based data access.  Responsible for ensuring that PROTÉGÉ’s requirements are met.


Ms. South, Small Business Liaison Officer
Responsible for advocacy of MENTOR’s Protégé firms in relation to our Federal Program

Ms. White, Client Service Manager


Responsible for support regarding the project management efficiencies to be included in the information system upgrade and web-based data access.


 
Technical and Administrative Staff, including but not limited to Chemistry, Database, Human Resources, Marketing, and Accounting staff.


Responsible for support of technology transfer tasks, staffing issues, GSA contract effort, and cost accounting and pricing reviews, as applicable.

Ms. Green, Ph.D., Technical Operations Manager


Responsible for technical support and coordination of the [specialized services] compounds method development scheduled as part of Technology Transfer.





Ms. Brown, Quality Assurance Manager (QA) 
Responsible for technical support and QA of the [specialized service] method development scheduled as part of Technology Transfer.



5.0  MARKETING PLAN/STRATEGY

5.1  ENVIRONMENTAL LABORATORY MARKET ANALYSIS

The environmental process testing industry began in the early 1980s as a direct result of Federal Legislation such as the Clean Water Act and Comprehensive Environmental Response, Compensation, and Liability Act (CERCLA).  Over the years it has grown to a size of approximately $1.8 billion ($1.8B).  The 2003 environmental service market survey conducted by TechKNOWLEDGEy Strategic Group indicates that the U.S. Environmental Testing Industry is estimated to be approximately $1.8B in size, and comprises some 1,150 companies with over 1,300 individual businesses that employing about 19,000 people.  The distribution of revenues in relation to business size from this survey is shown in Table 5.1.

Table 5.1  2003 Laboratory Survey Results

Business Size Segment

($Million)


Number of Companies
Revenues

($Million)
Number of Employees
Number of Businesses
Average Productivity(a)








Revenues > $10 Million
21
$715.1

$695.6 from Table 5.2
6,791
154
$105,301

Revenues - $5-10Million* 
47
$312.1

(PROTÉGÉ-$6)
3,190
65
$97,867

(PROTÉGÉ-$101,695)

Revenues - $4-5Million
11
$50.6
484
12
$104,545

Revenues - $3-4Million
18
$66.0
703
24
$93,883

Revenues - $2-3Million
30
$81.3
819
33
$99,267

Revenues - $1.5-2 Million
58
$113.8
1,403
64
n.m.

Revenues - $1-1.5 Million
82
$104.8
1,257
85
n.m.

Revenues - $0.5-1 Million
206
$156.3
1,941
210
n.m.

Revenues < $0.5 Million
677
$169.4
2,172
679
n.m.

Grand Total
1,150
$1,770.0
18,761
1,326
n.m.

(a) Average productivity per employee based on revenue.

*
PROTÉGÉ resides in this category

n.m.
Not measured

The information presented in Table 5.1 is based on a detailed review of the certification lists and approved businesses for almost all fifty states, as well as the National certification list, and other national or regional EPA listings (TechKNOWLEDGEy Strategic Group, 2003).  The results of this survey state the following:

· Although this market is maturing and environmental funding may be diminishing, unit volume and throughput grew (assuming that the revenues for this industry have grown from $1.3B ten years ago to $1.8B today) 38% or 3.3% annual growth, faster than the rate of inflation..

· There is evidence of work shifting from the internal or captive service facilities (industrial firms or municipal utilities) into the commercial arena.

· There has been an average across the board price decline of around 50 percent in pricing over the past 10 years indicating the number of units processed by industry has increased by 277%.

· Productivity improvements are greater than they appear and are the primary source of profit.

The prospect of the market increasing substantially is limited mainly by federal government budget activities, federal government procurement activities, and the impact of enforcement of existing or the impact of new legislation. 

5.2  COMPETITION ANALYSIS

As discussed previously, the environmental service business is highly fragmented with over 1,100 businesses competing to serve various segments of the market.  Low barriers to entry in terms of capital investment and expertise have led to a constant flow of small players that consequently have segmented the market and perpetually places pressure on pricing.  In addition, business consolidations have also placed significant pressure on pricing.

The 50 largest businesses represent more than half of the market and include the majority of PROTÉGÉ’s competitors, which are listed in Table 5.2.  This group of businesses also includes large business national network businesses such as companies A, B, and C.  Due to the nature of the environmental service market, PROTÉGÉ often times is competing against large business national network businesses for DoD projects and in regular competition with other WOSB, SB/8A or small business $5 to $10M businesses such as companies X, Y and Z. 

Table 5.2  SERVICE Industry 

(from [Reference], May 2003)

Company


Location


State


Revenue ($M)


Personnel


Locations



Company Name
City
State
500
1000
20

Company Name
City
State
400
800
16

Company Name
City
State
300
600
12

Company Name
City
State
200
400
8

Company Name
City
State
100
200
4

Company Name
City
State
90
180
4

Company Name
City
State
80
160
3

Company Name
City
State
70
140
3

Company Name
City
State
60
120
2

Company Name
City
State
50
100
2

Company Name
City
State
40
80
2

Company Name
City
State
30
60
1

Company Name
City
State
20
40
1

Company Name
City
State
10
20
1

Company Name
City
State
9
18
1

Company Name
City
State
8
16
1

Company Name
City
State
7
14
1

Company Name
City
State
6
12
1

Company Name
City
State
5
10
1

Company Name
City
State
4
8
1

Company Name
City
State
3
6
1

Company Name
City
State
2
4
1

Company Name
City
State
1
2
1

5.2.1  Large Business Competition Analysis

Although the larger network businesses appear, in terms of revenue, to be substantially bigger (10 companies with annual revenues greater than $25M) than other laboratories, PROTÉGÉ compares well based on a single-facility basis.  PROTÉGÉ’s large facility, stable work force, and specialized equipment/staffing are technically comparable to any of the large player single-facilities.  Although there are advantages to geographic proximity to worksites, the common/accepted use of overnight carriers has allowed PROTÉGÉ to support projects around the nation reducing the advantage of a multi-location service company.

The primary advantages that large business national network businesses provide to their customers is that they are better able to provide competitive pricing through efficiencies in overhead and in process procedures, and provide electronic data management tools to the project managers and clients through more developed information technology (IT) infrastructure.  PROTÉGÉ revenue per employee ($101,695) is within 3.5 percent of the average achieved through the economies of scale of these larger businesses (Table 5.1) indicating PROTÉGÉ is already competitive in this group.  PROTÉGÉ believes that those advantages of a larger business can be offset by offering 1) implementation of the goals and objectives outlined in this plan, and 2) its small business status, especially in the federal government procurement market where clients and government contractors retain a willingness and are incentives to use smaller businesses.

5.2.2  Medium (Same-Size) and Small Business Competition Analysis

PROTÉGÉ is outperforming most companies in this sector based on revenue per employee (Table 5.1).  To compete with medium-sized local laboratories, PROTÉGÉ distinguishes itself in its technical expertise and diversified capability (List of protocols, standards, and methods, etc.), especially in the field of emerging chemicals of concern.  PROTÉGÉ’s strength is both its cost competitiveness and its ability to provide clients with comprehensive service. 

5.3  POTENTIAL CUSTOMERS

The customer market can be divided into 5 basic categories: 

· Hazardous waste

· Specialties testing

· Air quality

· Waste water, and

· Drinking water.

Hazardous Waste.  The hazardous waste segment is about 30 percent of the total market and requires the most technical expertise and has highest pricing potential.  Much of the work in this segment is driven by federal government entities (DoD, DoE, etc).  This work requires the most stringent of QA/QC, certifications, and reporting requirements.  Therefore, the companies that have the capability to compete in this segment are the larger national chain businesses and smaller high quality local businesses.  PROTÉGÉ competes very successfully in this area and derives over 90 percent of its revenues from this market segment.

Specialties Testing.  The specialties testing segment is approximately 10 percent of the market.  The drivers of this market are essentially the same as the hazardous waste area.  This is a growing area that can command higher pricing due to the scarcity of businesses that can perform specific tests.  However, the current market is small and the players, national businesses and local specialists, are many.  PROTÉGÉ does not currently compete in this segment, but is actively looking to develop the capacity through the Mentor-Protégé program.

Air.  The air segment is about 10 percent of the market.  This niche area has been growing as demand from federal, local, and municipal governments has accelerated.  The pricing is relatively high.  PROTÉGÉ began competing in this market in 2003.

Wastewater.  The waste water market is about 40 percent of the market.  The main customers of this market are commercial/industrial enterprises and it is characterized by high volumes and low prices and less attention to technical merit.  Small local businesses are best positioned to compete in this area.  PROTÉGÉ has not focused resources in this arena and over time has worked on few related projects.

Drinking Water.  The drinking water market is about 10 percent of the market.  The clients are mainly municipalities and due to the limited nature of the market, only specialty drinking water businesses and locally-owned municipal businesses have participated historically.  PROTÉGÉ does not participate in this market.

5.4  PROTÉGÉ’S CURRENT CUSTOMER BASE

As discussed previously, PROTÉGÉ’s main client-base is the engineering-consulting firms that support DoD, such as MENTOR, [list other large business prime contractors], etc.  Other clients include direct contract with DoD, U.S. EPA, and local/state governments.  Table 5.3 lists the primary markets currently supported by PROTÉGÉ.

TABLE 5.3  PROTÉGÉ’S PRIMARY MARKET SUMMARY

Activity


Requirements
Matrix
Client
Competitors
Margin

Compliance with permits and regulations
State, local, and federal regulations
Waste Water

Drinking Water
Engineering Consultants,

Municipalities,

Industry
Small local Companies

Specialty Firms


Low

Site Investigation/ Remediation
Federal and State Regulations,

DoD QSM,

AFCEE QAPP, USACE Shell, NFESC IR, CDQM,

DoE EMCAP


Soil

Water

Air

Waste
Engineering Consultants,

Industry,

Military Installations


National Chains

Local Companies


High

Local clean up projects 
Federal and State Regulations,

SW-846
Soil

Air

Water
Engineering

Consultants,

Industry,

Municipalities


National Chains

Local Companies


Moderate

Monitoring 


Federal and State Regulations,

Site-specific QAPP
Water

Air


Engineering

Consultants,

Industry,

Military Installations


National Chains

Local Companies


Low

5.5  PROTÉGÉ’S POTENTIAL CLIENTS

PROTÉGÉ’s strength is in its ability to serve DoD clients, which will be the focus of potential new clients.  PROTÉGÉ has clearly demonstrated the capacity to serve DoD clients and provide the high quality outputs required for these clients.  The natural extension of clients is through PROTÉGÉ’s current existing clients, DoD contractors, specifically those that are attuned to the benefits of the SB program and particularly the USAF mentor protégé program.  In addition, increasing the number of locations serviced for each existing client is the most cost-effective way of increasing market share, and will initially be the primary approach followed by PROTÉGÉ.  As revenues grow, the harder and more costly approach to market new potential DoD clients will be undertaken.  Although another large client base is industrial/commercial, this market is more difficult to access and less lucrative to pursue, and is currently not expected to be an PROTÉGÉ target over the next five years, unless there is significant change in the market.

5.6  MARKETING EFFORTS TO DATE

PROTÉGÉ’s marketing effort to date has been limited, primarily focusing on growing existing clients and markets in the Regional area.  Due to resource limitations, PROTÉGÉ has not expanded efforts to other geographical areas or new clients.  In general, growth has been the result of the reputation for timely high quality service and local marketing efforts, which has earned them additional work with existing clients.

5.7  MARKETING PLAN

Sales Strategy/Positioning.  As discussed previously environmental process services are viewed as a commodity business.  Therefore, pricing and client service are the two most critical factors associated with continued successful competition while implementing the business goals and objectives defined in Section 2.0.  The overall sales strategy goal is to promote PROTÉGÉ as a preferred WBE/SDB provider of environmental process services to DoD entities and contractors by capitalizing on their strengths of high quality client service and end products.  In support of this, PROTÉGÉ’s marketing plan is to:

1
Marketing the MENTOR/PROTÉGÉ Mentor-Protégé relationship to its DoD client base as a proven performer team with the advantages of small business goal support and low risk, including premier large business DoD contractors.

2
Marketing PROTÉGÉ strengths (existing strong market position and performance for federal clients), goals and objectives to “sell the future and vision” of the company to prospective new DoD clients, including premier large business DoD contractors.

5.8  MARKETING STRATEGY

PROTÉGÉ’s marketing strategy is three-fold: 

1
To invest in marketing to existing MENTOR and PROTÉGÉ DoD clients, specifically the USAF, to expand market share.

2
Develop market awareness and client-base outside the geographic region and clients other than USACE, including premier large business DoD contractors.

3 Implement the goals and objectives outlined in Section 2.0 to increase client service and quality of service provided by Project Managers and range of differentiating services offered.

In the long-run PROTÉGÉ will leverage its strength of personnel into new emerging areas such as air and specialties testing.  The only way to make those opportunities a reality will be when PROTÉGÉ has a larger and more diversified client base from which to reinvest profits.  

MENTOR will support PROTÉGÉ in their efforts for diversification of their client base and for increased name recognition in geographic areas in which they currently have limited exposure and in marketing PROTÉGÉ services to MENTOR’s AFCEE clients, and Bases.  MENTOR views this as a joint venture with PROTÉGÉ and will work closely with Dr. Jones(President and CEO) and Mr. Smith (Business Development Director).  MENTOR will also be involved in assessment of pricing strategies for competitiveness enhancement, and, along with HBCU/MI will be involved in the development IT processes that improve costing competitiveness, and development of niche technologies.  The benefits resulting from each of these target areas will be actively marketed because they provide high quality products to all DoD entities, including the USAF, by reducing cost of doing business, improving quality and service, and providing services in evolving DoD markets.
To support PROTÉGÉ’s strategy of increased name recognition MENTOR will:

· Provide senior staff level support that includes the Director of our AFCEE Program, Mr. North. VP, in developing marketing tools that are directly applicable to AFCEE Programs.

· Create the opportunity for PROTÉGÉ to participate along side MENTOR at national DoD conferences such as the AFCEE P2 conference, where they will gain exposure to both DoD entities and contractors.

· Identify and support their participation at other professional conferences where PROTÉGÉ will have the opportunity to present professional papers that will increase exposure to DoD clients.

· Introduce PROTÉGÉ to all MENTOR Federal Program offices and aggressively supporting their use through our USACE Louisville District basic ordering agreement (BOA), our AFCEE BOA, and the Mentor-Protégé program.

· Assist PROTÉGÉ in identifying target DoD contractors and points of contact for marketing purposes (i.e., holders of the AFCEE WERC and 4P contracts who have long-term highly established relationships with AFCEE) to establish direct contract or BOA opportunities.  

· Assist PROTÉGÉ in securing a GSA contract.

· Provide senior staff level support to review PROTÉGÉ’s pricing procedures to assess whether there are approaches available to increase competitiveness.

· Identify training opportunities to improve/provide new approaches for business management practices on an annual basis.

6.0  PRODUCT/SERVICES STRATEGY

As discussed previously, PROTÉGÉ’s strength, particularly through this Mentor-Protégé team, is in its ability to serve DoD clients, which will be the focus growth area for the Marketing Plan.  The natural extension of clients is through PROTÉGÉ’s current existing clients, DoD contractors.  Increasing the number of locations serviced for each existing client is the most cost-effective way of increasing market share, and will initially be the primary approach followed by PROTÉGÉ.  As revenues grow, the harder and more costly approach of marketing new potential DoD clients will be undertaken.  This is likely to occur towards the middle to end of the Mentor-Protégé Program.  Market development will continue as PROTÉGÉ grows beyond this program.  Although another large client base is industrial/commercial, this market is more difficult to access and less lucrative to pursue, and is currently not expected to be an PROTÉGÉ target over the next three years, unless there are significant market changes.

Within the DoD market PROTÉGÉ is well positioned in the hazardous waste and air-testing segment.  Although this segment retains better pricing than other segments that are commodity driven (waste water), there is a continual need to reinvest profits in equipment and personnel to remain competitive.  Because of the potential for higher pricing, this segment is already extremely competitive.  In addition, to remain active in this market, PROTÉGÉ needs to develop capabilities to support the new and emerging markets of specialty testing.  This market will continue to grow, especially as Base closures and mission realignments to other bases require environmental assessment support in 2005.

Over the next three years, PROTÉGÉ reinvestment plans will further strengthen market position through focus on expanding products/services including the following:

· Development of the capability for [specialized business area] to meet USAF needs, specifically in relationship to risk assessment and long-term site risk management.  This service will provide a niche that service that PROTÉGÉ can add to their already extensive capabilities.  The [services] are included in this effort are:  1) Item 1used by various branches of DoD and defense contractors, 2) Item 2, found at Firing Range and Unexploded Ordnance [UXO] sites, 3) Item 3 commonly found at military facilities; and 4) Item 4 also commonly found at military facilities

· Setup of an Intel based web server using Windows NT/2000/XP server operating system and an ODBC compliant web server database that is housed on the web server as an Internet accessible data warehouse.  This tool will allow for increased efficiencies by project staff so that focus can remain on client service.  The software associated with this task will also allow for advanced query capabilities so that personnel can replicate only relevant and non-sensitive data to the web server.  Development of a software module as part of the data replication software will offer data redundancy, backup, restoration, and disaster recovery services.  

· Development of a secure Web-based (HTTPS protocol) software for data access from the web server using the web server database security model for user access.  This will allow PROTÉGÉ client’s real time access to data, which the large national network businesses all have.  This will allow for increases in PROTÉGÉ project manager’s efficiencies, while reducing client costs and increasing competitiveness from both pricing and client services perspectives.

· Development of a system to bring electronic tracking to the areas of [list service areas].  This incorporates the use of bar coding to track these processes on a unit fraction basis.  The ability to definitely link the unit identification with the proper bottle has been a long-standing problem in DoD programs and has resulted in increased costs.  This will allow for increases in PROTÉGÉ project manager’s efficiencies, while reducing client costs and increasing competitiveness from both pricing and client services perspectives.

MENTOR and HBCU/MI will provide technical support in development of each tool listed above.  HBCU/MI will be providing technical support for the specialties testing method development and the programming effort required for the information system and web-based data base access.  MENTOR will provide technical oversight in support of each program.  Capital improvements made by PROTÉGÉ will include the purchase of a new information system and applicable hardware required to support these efforts is estimated at $265,000 and $215,000, for 2004 and 2005, respectively.  In addition PROTÉGÉ will be providing support in terms of labor to this effort.  It is anticipated that the relationship between HBCU/MI and PROTÉGÉ will continue to grow over time as experienced in other programs, and extend well beyond the Mentor-Protégé program.  It is intended that these systems and strategies will ensure that despite significant planned increases in unit workload, PROTÉGÉ will remain a preferred provider of cost effective and high quality environmental process services long after the completion of this program.  

Based on the current environmental service market evaluation the proposed product/services strategy focus is directly relevant to the DoD, including the USAF. Although the market appears to be flattening, based on market research, there is still plenty of opportunity for sustained revenues and growth as long as efficiencies in service processes and product lines continue to be developed.  Efficiency improvements have been identified and are a key part of this business plan.  Since 1999 MENTOR has been awarded $250M in contracts by DoD (primarily the USAF).  Of this amount, almost $30M were subcontracted to this specialized businesses in support of investigation and remediation projects, and MENTOR is only one DoD contractor of many.  By expanding the range of analyses available to PROTÉGÉ customers, a larger market share can be accessed and additional WOSB competition provided to DoD clients.

7.0  RISKS

The environmental services industry is regulatory-driven and the government policy and spending priorities, and public pressure all affect the health of the industry.  The ongoing consolidation of DoD contractors caused the potential number of PROTÉGÉ clients to decrease and this consolidation of buying power exerts downward pressure on the this industry.  Amidst this uncertain environment, the achievement of PROTÉGÉ’s stated goals become crucial.  But, as PROTÉGÉ plans and executes these goals, it remains cognizant of the potential risks.  The risks and possible mitigating actions are listed on the following page in Table 7.1.

TABLE 7.1  RISK EVALUATION SUMMARY

Goal
Strategy
Execution of Strategy
Measurement Metric


Potential Risk
Mitigation Factors

Grow revenues 3 to 5 percent per year and grow staff from 51 to 79 full-time employees over the next 3 years and expand differentiating services.
Develop a more diversified client base and provide niche product lines in anticipation of future markets.
-- Market to geographic areas currently not served by PROTÉGÉ

-- Continue to market existing clients

-- Identify target DoD contractors to market

-- Increase AFCEE marketing

-- Pursue GSA contract

-- Market air capability

-- Continue to develop methods for emerging chemicals of concern

-- Develop methods for [specialized service]


-- Increase revenue from AFCEE to $1.5M by end of program

-- Add 2 new clients per year

-- Obtain GSA contract

-- Develop 2 new methods for emerging chemicals of concern

-- Develop [specialized service] methods


-- Inadequate staff support 

-- No market for new methods 

-- Redirection of funding by Federal Government
-- Staff (1) marketing coordinator

-- Streamline marketing templates for RFPs to reduce cost

-- Expand marketing effort

Increase competitiveness by reducing data management and project management costs.
Improve data management and project management processes and procedures.
-- Install new information system

-- Initialize internet access to client data

-- Invest in new equipment

-- Electronic log-in


-- 90% Client positive feedback

-- Reduction in 10% of Project Manager’s time

-- Investment in equipment (min $50,000)
-- Budget overrun

-- Technical problems

-- Lack of funding
-- Expenditures to be approved and tracked by Controller and VP

-- Retain existing system until information system is fully tested and operational

-- Increase marketing effort

-- Set priorities



Consistently measure and continuously increase client satisfaction.
Improve customer satisfaction such that PROTÉGÉ becomes a preferred small business provider.
-- Assist client in execution of the project requirements and provide timely and accurate deliverables to manage the client’s liabilities and goals

-- Develop and participate in regularly scheduled client surveys


-- Number of issues raised during client data validation

-- Late penalties assessed by client


-- Over-promising and raising client’s expectations on deliverables


-- Thorough review by senior personnel of each request for pertinent information and available resources before committing 

Retain highly trained and knowledgeable staff.
Provide career growth opportunities for staff.
-- Enhance employee’s management and technical skills

-- Provide opportunity for new method development 

-- Cross-train employees in different disciplines 
-- 4 outside training courses per year

-- 4 new methods developed per year

-- All analysts trained in two different areas 
-- Understaffed in case of extreme work loads

-- Reduced operating efficiency when analyst in training


-- Centralize scheduling of training with Operations Director 

-- Devise a backup, redundancy plan to plan for emergencies 

-- Schedule training during times of low work load

In support of the increased marketing effort, the addition of a new information system, and method development PROTÉGÉ expects to increase the marketing budget by 50 percent over the next three years, and invest $265,000 and $215,000, respectively in 2004 and 2005 in support of infrastructure.  Based on their Financial Plan presented in Section 8.0, PROTÉGÉ is well positioned for these expenditures. 

8.0  FINANCIAL PLAN

The financial plan incorporates PROTÉGÉ’s understanding of the competitive pressures of the industry, the future prospects for growth, and the internal strategic goals as outlined in this Business Plan.  PROTÉGÉ’s financial statement is presented in Figure 8.1, which follows at the end of this section.  Specifically, the plan is roughly divided into two periods:  2004 to 2006 (investment phase) and 2006 to 2008 (execution/returns phase). 

The investment phase (2004 to 2006) is the period during which investments will be made to achieve the business plan goals.  MENTOR and HBCU/MI will provide support as PROTÉGÉ plans to achieve its goals of installing a comprehensive information system, developing new methods, and broadening our marketing efforts.  The projection forecasts large capital investments of $265,000 in 2004 and $215,000 in 2005 for information system equipment and infrastructure and lab equipment to aid new method development.  Just as critical as capital equipment, the plan also allows for the hiring of 7 additional employees from a base of 59 to support the method development, information system, and marketing efforts.  The marketing budget has also increased by 50%.  Overall, there will be moderate revenue growth and continued margin pressure on the cost of sales as the competitive pressures remain.  Because of these additional costs (marketing, personnel) and incremental depreciation of new equipment, net income will be depressed.  

During the execution/returns phase, we assume that the firm has better positioned itself as a diversified provider of specialized technical services that has a larger client base and higher degree of specialization.  The revenues will increase (15 percent in 2006) and the margin pressure will ease as the mix of business is shifted.  The high intensity of investment in equipment and personnel of 2004 to 2006 will moderate.  The information system will have helped to increase the productivity of employees to an average of $118,000 revenue per year from $101,695.  All of those characteristics increases the net income line and reduces the cash requirements.  

There is the potential for short-term funding requirements in 2006 (see Necessary to Finance line) as ongoing capital investments in the previous years and repayment of debt depletes cash reserves.  Access to capital should mitigate such a risk.  PROTÉGÉ has long-term commercial banking relationships and maintain both revolving lines of credit in excess of the funding necessary and past term loan experience.  Furthermore, the balance sheet and liquidity is fundamentally very strong with the current ratio of current assets/current liabilities well in excess of 6 times.  Also, PROTÉGÉ remains operating cash flow positive throughout.  

Having been in operation since 1987, PROTÉGÉ has developed a very tactical but conservative approach and has weathered the financial vicissitudes that have oftentimes wreaked havoc on the industry.  Therefore, some methods of risk management for this business plan includes 1) The investments in personnel and capital will be phased-in over 2 years to retain the flexibility to alter strategy if necessary, 2) The core business remains operating cash flow positive throughout, and 3) PROTÉGÉ retains ample access to capital through long-term commercial banking relationships. 
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Table 2-1

MENTOR PROTÉGÉ PROGRAM PLAN

(Page 1 of 2)

Metric


Objective
Measurement



BUSINESS DEVELOPMENT AND MARKETING 

New Opportunities
New Business Opportunities.
3 per quarter, or approximately $1.5M in new MWH contract awards over the three years of the contract



Business Plan
Approval by Air Force.


60 days from contract issuance

GSA Contract
Secure GSA environmental services contract to allow for direct contracting by Air Force or other DoD entities.


16 months from contract issuance

TECHNOLOGY TRANSFER

Information Management Systems
Develop capability for  [ specialty service] to be transferred to the web-server database for Client access.


12 months from contract issuance

Internet Database Access
Web server development to be used for real time Client access to data.


16 months from contract issuance

Electronic Systems
Develop the capability to scan unit identifications and other pertinent information into the information system and field use of bar codes and pocket personal computers.


24 months from contract issuance

Method Development Specialty Services
Develop process capability to [specialty service]


24 months from contract issuance

Table 2-1

MENTOR PROTÉGÉ PROGRAM PLAN

(Page 2 of 2)

Metric


Objective
Measurement



HBCU/MIS PARTICIPATION

Information Management Systems
Program web access software Information System.
12 months from contract issuance

Internet Database Access
Web server development.


16 months from contract issuance

Electronic Systems
Program software for electronic systems
24 months from contract issuance

Method Development for [specialty service]
Assist with unit preparation and processing in relation to [specialty service]


24 months from contract issuance

INFRASTRUCTURE REVIEW

Cost Accounting System Evaluation

Review and Evaluation of Existing System
Review existing cost accounting system with the objective of developing strategies for reducing pricing to increase competitiveness
9 months from contract issuance.  Pricing evaluations continuous over the course of the contract.

Policies and Procedures
Review of policies and procedures that impact pricing, with the overall objective of improving competitive positioning
9 months from contract issuance. Pricing evaluations continuous over the course of the contract.

Insurance and Bonding Review and Evaluation of Existing System

9 months from contract issuance

Insurance and Bonding Policies and Procedures

6 months from contract issuance

Human Resources Evaluation

Training Program Review
Identify opportunities for further training of management and supervisory staff for a better understanding of the data quality objectives process.
Continuous over the course of the agreement

Hiring Practices Review
Assist in the development and enrichment of staff recruitment programs.


Continuous over the course of the agreement
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Organizational Chart appears in both Executive Summary and Section 4, Organizational Structure (Figure 4-1)
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