NEKIA Business Development

Plan for 2004
(December, 2003) 

Where are we in the process (December 2003)?

In a developmental process such as this we need to continually check our progress on the overall plan and be alert to not falling backwards and unnecessarily revisiting decisions that we made months ago. In the spirit of moving forward, here is a summary of what we have decided so far:

1. Establish a new dimension for NEKIA that helps members enhance their competitiveness and business development efforts in a changing market place. 

2. Launch a Business Development Initiative focusing on six market niches (funding streams)

3. Concentrate on three of the six niches in the first year (Dep’t of Ed, other fed agencies, international agencies)

4. Establish four criteria for assessing potential projects. 

5. Establish guidelines for NEKIA’s role as an impartial broker and for members’ participation.

6. For the Dep’t of Ed---launch a legislative campaign with the introduction of a “message” bill

7. For other federal agencies---examine opportunities in three agencies at the retreat and decide what to do next

8. For international---examine opportunities with a consultant and decide what to do next

9. Continually re-assess NEKIA’s role as a broker and the rules of engagement  

So within this context, our task now is to focus on #7 and #8 and their implications for #9.

What ideas and interests were generated at the retreat in November of 2003?

During our debriefing on the last day of the retreat, each of the working groups generated a number of excellent ideas for next steps in the federal agencies and international niches. We have synthesized these ideas into the following:

Professional development--- Develop and conduct sessions with members’ staffs (in person or via conference calls) on business plans, entrepreneurship, social marketing, etc

Forums and Meetings---Convene addition meetings and forums for members similar to the retreat with consultants, representatives of various agencies, successful business development people 

Communications---Develop a communications plan around the business development initiative  (e.g. capability statements, elevator speech)

Membership Capacities and Functions --- Develop a membership-wide capabilities and functions statement 

Intelligence and Research---Collect and provide more research and intelligence on NASA, ETA, other options on in the international arena

Planning---Develop a business plan for the whole Initiative

Criteria---Further develop the four criteria that NEKIA could use for assessing project and business opportunities

Brokering---Plan and host meetings with additional officials at NASA, and use members’ contacts in other agencies (Labor, Homeland Security, NSF, NIH, Commerce) to begin to plan and host additional meetings.  

Collaborative Activity --- Define and explore specific opportunities in the international arena in which some or all NEKIA members could collaborate as a group.

Potential NEKIA roles--- Refine NEKIA’s role which may include the following:  

· Broker (Open doors for members and then step out of the way for members to pursue opportunities individually or collectively); 

· Collaboration facilitator (Bring members together and help develop a partnership for a grant/opportunity); 

· Business manager (e.g. NEKIA International. Set up a business enterprise within NEKIA structure, pursue revenue opportunities and run business with  for NEKIA).  

What to do in the 12 months? 

Based upon the comments of retreat participants and the Board, here is what NEKIA should do over the next 12 months.

Legislative/Message Campaign--- We should move forward as planned with the introduction of the NEKIA Bill (Knowledge Utilization in Education Act) in late winter and implement a yearlong communications and outreach strategy around this bill. The bill will help frame our positions on FY 2005 appropriations as well as our explorations in the international arena and with the other federal agencies. Our immediate next step is to recruit find the Congressional champions and sponsors.

Costs: $60,000, already budgeted 

Level of  effort: Major effort December through March

ROI members: New funding, greater visibility

ROI NEKIA: Industry leadership, new members

NASA --- We should explore more opportunities in the Office of Education and meet with some of the key career program staff who can give us further insights into the funding prospects and longer-term aspirations. Those members wishing to put together a group plan would establish their own planning committee and move forward. In this case Jim would hand off the process once the group is formed. 

Costs: No initial investments

Level of effort: Moderate 

ROI members: New funding

ROI NEKIA: New members

Depart of Labor --- We will explore contacts with the officials at ETA at the Department of Labor and explore possible opportunities.    

Costs: Potential fee from consultant
Level of effort: Moderate 

ROI members: New funding

ROI NEKIA: New members

International --- Members may now move forward with individual or group arrangements with Diane Willkens’ group. Jim will also investigate other options in the international arena and present to the membership by the next Board meeting in March. 

Costs: estimated $70-100K per year for consulting arrangements 

Level of  effort: Significant throughout the year

ROI members: New funding

ROI NEKIA: New members, new funding

Business Development Advisory Group --- We would establish a long-term advisory group composed of board members and some members’ staff. Members of last year’s task force would be encouraged to participate in this group.  The group would be  responsible for evaluating progress of each activity, developing additional options for the future for consideration by the Board and planning the annual Business Development Retreat in November. 

Costs: $1000 for conference calls and face to face meetings

Level effort: Moderate and evenly spaced over the year

ROI members: New directions and opportunities

ROI NEKIA: Advice from members

Business Development Retreat --- For the foreseeable future the annual retreat in November would focus on business development and include both business building concepts and specific market “niche” opportunities in other federal agencies, philanthropies, and investor sectors. We would bring in consultants, business development experts and government officials with expertise in specific market areas.  Similar to this year, the costs would be evenly divided among participating organizations.

Costs: $400-600/participant

Level of effort: Moderate January to Novembers  

ROI members: New skill sets, funding opportunities 

ROI NEKIA: Greater membership wide capacity

Investors Forum --- We would send two NEKIA representatives to the invertors’ forum in late march in Florida to assess whether we should focus on this niche area later in the year. The Executive Committee selected Wes and Jim as the two representatives. Other members may be interested in attending as well. 

Costs:  Air fare and lodging  for the two members (tuition is covered by the forum for two representatives through our partnership arrangement with the forum organizers) 

Level of effort: Modest in March

ROI members: New information

ROI NEKIA: New information

Virtual Professional Development --- Jim would work with Bernice and her staff in developing a full plan for the year.  They would survey the membership about needs and interests. Based upon the results they would organize and host two or three virtual (telephone) professional development programs for our members’ staffs focusing on basic business development activities (e.g. business plan development, market analysis, proposal development). The calls would involve guest presenters from within our membership including those from Plato or outside consultants. The costs would be divided evenly among participating organizations. Jim and Bernice would work with the Business Development Advisory Group in considering the development of an on line business development program.  

Costs: 
Estimated $50/organization plus consultant fees with special support from Bernice and Plato.

Level effort: Moderate during designated call times

ROI members: New knowledge and skills

ROI NEKIA: New benefits for members

Capacities Survey --- With the help of a consultant Jim would develop and conduct a survey of the membership regarding functional components and skill/knowledge capacities. A database and composite presentation would be developed for promoting NEKIA and its members. NEKIA’s current communications strategy for the year would incorporate this composite picture into the basic NEKIA message. It should be noted  that the final product would be a composite presentation, and not used as a referral or marketing device for individual members.The costs would be absorbed by NEKIA’s current operating budget.   

Costs: $3-5K consultant fee

Level effort: Significant during developmental phase

ROI members: Potential business partnerships

ROI NEKIA: New information for and about members

Evaluation --- We would make the business development initiative a standard part of the quarterly Board meetings. We would review specific activities and assess progress against the four criteria (Return on investment for Members; Return on investment for NEKIA; Costs to members and NEKIA; Time to start up and implement). 

