1.1 NATO Market

Business Case: Our NATO division has experienced 65% growth in 2007 executing a manpower services strategy providing NATO Headquarters and forward operating locations with technical and operations support. Today we have a presence in Brussels Belgium, Kuwait, Iraq, Afghanistan, and through out Europe.  As NATO continues to increase its role in the global war against terrorism, significant investment will be needed for infrastructure, operations and materials, and C4ISR services and products.  MSS forecasts that NATO will invest approximately $2 billion dollars over the next five years. We expect our profit margins for NATO will continue to yield 15%. 

Our business strategy will continue to leverage our BOA contract vehicle providing profitable manpower services while developing a parallel business strategy focusing on large acquisition calling for the technical services for design and installation of IT architectures and subsequent operations and maintenance contracts.  This strategy will call for advanced lead times to shape the customer and establish strategic partnerships with both US and European corporations.

To continue our successful growth with NATO, MSS will improve its business standings to operate in Brussels by establishing a new Brussels legal entity registered to conduct business in the Netherlands. This legal entity may increase our cost to operate in Europe. By consolidating all NATO operations in this LLC, all Mantech NATO revenue may be forced to run through the new entity thus increasing revenue. The addition BD support recently added to the Brussels office should improve our ability to establish joint partnerships with European based companies as well as US companies operating in Europe. Ultimately, this should result in the pursuit of larger opportunities.

In 2008 MSS expects NATO to release at a minimum of six new large acquisitions with an estimated value of over $27M dollars.  We also forecast $15.5M dollars in task orders for services from our existing NATO contracts.

ManTech’s primary competitors in the NATO Market are: Siemens, Thales, L3COM, and British Telecom.

ManTech Competitive Assessment: ManTech can leverage its reputation within NATO as a firm which delivers goods and services at a fare price and is easy to work with. Considering the US dollar to Euro exchange rates ManTech should have a 20%-30% pricing advantage when competing with firms bidding in Euros.

ManTech pricing policies do present a challenge in the Lowest Complain FFP bid environment of NATO. Many of our competitors will under price their bids then increasing profit and contract value during contract negotiations and through contract ECPs.

Many of our European competitors are not willing to perform in hostile areas. ManTech should pursue these opportunities with less competition and higher sell rates. 

Mantech is building its NATO past performance portfolio with every contract win.


There are a few major hurdles to growing the NATO business. One, ManTech’s ability to allocate the BD dollars required to respond to the opportunities. Two, the flexibility of “pricing to win” and then manage the contracts for profit. Three, getting “other” ManTech Business Units to engage in NATO, thus bring the full might of ManTech’s resources to NATO opportunities.
