Mission Statement

Long-term goals & objectives

Vision

Values

1. What will MGS look like in 5 years? +$250 Million / Year
2. What activities fit together and reinforce each other?

3. How do we improve?

4. Strategic goals & objectives

a. People

b. Customers (NC3A, NACMA, NAMSA, ACT) – match our strengths with NATO objectives.

c. Financial

d. Internal Processes

5. What do we do and why do we exist?

6. Where are we now?

7. Where are we going?

8. How do we get there?

9. How much will it cost?

10. What do we do or not do?

Focus on High Impact/High Growth Activities

Focus on “real” vs “false” opportunities

Action Plan

· Individual

· Team

· Business Unit

From Jay:

· Who are we?

· What do we do?

· Who do we do it for?

· Where do we do it?

· How well do we do it?

· How do we grow it?

· What do we not do or what will we not chase?

Corporate Strategic Goals and Objectives (#1 Cyber Security and #2 Global Logistics)

Business Unit Strategic Goals and Objectives

NATO and International Strategic Goals and Objectives – What have we accomplished so far?  -- taxes, legal, currency, VAT; understanding US Mission and what they can provide to us that improves our growth; started with $17M in small ones, then JALLC (7 people), then NTM-I (13 people).  
Things we do – IT, Vehicle Maintenance, Logistics, Counter IED.

Tactical Points:

1. Identify roles and responsibilities to support strategic plan.  

2. Identify trip plans and marketing approach.

3. Develop tools and templates applicable to NATO business development.

4. Develop detailed NATO past performance library that supports target opportunities and specific NATO agencies. 

5. Capitalize on non-NATO past performance within ManTech that supports target opportunities and specific NATO agencies.

6. Research NATO capability documentation (Decision docs and sheets, Capability Packages, Type B Cost Estimates, etc.) that supports target opportunities and specific NATO agencies in order to build pipeline.

7. Educate corporate on NATO and how NATO does business – educate corporate on NATO pricing model and develop pricing strategies based on hiring European consultants.
8. Provide a strong PM in Europe to grow the work we already have and to work the task orders for our IDIQ (single award) contracts.
9. Develop and sign reseller agreements to give us additional avenues for sales opportunities in the HW and SW side.  Allows for better competition on bids that include services with HW/SW purchases.  Improve competitiveness.

10. Expand partner relationships.

11. Expand business intelligence on NATO competition (competitive analysis).

