




 

 

Agenda 

8am – 8:02: Meeting Called to Order: 

• 8:02am – 8:15am: Convene the Board (James Marks) 
• 8:15am – 9:00am: Corporate Initiatives (Randy Roberts) 
• 9:00am – 10:30am: Financials (Mike Ricks) 
• 10:30am – 10:45am: Break 
• 10:45am – 12:15pm: Project Status (Randy Roberts) 
• 12:15pm – 12:45pm: Lunch in meeting room 
• 12:45pm – 1:30pm: Business Development (Michael Badham) 
• 1:30pm – 1:45pm: Board Committee(s) (Rick DeGolia) 
• 1:45pm – 2:15pm: Other Business (Flip Flippen) 
• 2:15pm – 3:00pm: Wrap-Up  (Flip Flippen) 

3:00pm: Meeting Adjourned 

3:00pm to 4:00pm: Visit to InVisM office 

• Introductions 
• Tour 
• Development Demo 





 

 

Board Members Election and Seat:  
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 Flip Flippen 
 Founder and President 

 
 
 
Flip Flippen is the author of the New York Times and USA Today Best Seller, The 
Flip Side: Break Free of the Behaviors That Hold You Back, released in May of 2007. 
 
He developed the concept of Personal Constraints™ as a means to overcome 
performance inhibitors and to accelerate the growth of many of the world’s greatest 
executives, educators, and professional athletes.  Using his background in 
psychotherapy, Flip and his research group developed The Flippen Profile, a 
powerful behavioral assessment tool, which uncovers the unique constraints and 
strengths of an individual in order to improve performance. This breakthrough tool is 
used in corporate, sports, and educational arenas on a global basis.  
 
Flip is also the founder of The Flippen Group, which was voted by Texas Monthly 
magazine as the Number Two best place to work in the state of Texas. The Flippen 
Group is one of the largest educator training companies and one of the fastest 
growing leadership development organizations in North America. The company’s 
breakthrough educational processes and curricula are in use at 5000 school districts 
and campuses in 42 states.   
 
The success of his efforts has been documented on The Today Show, The Super 
Bowl Pre-Game Show, and Speed Channel’s NBS 24/7, as well as in countless 
publications over the years. Flip also contributes monthly blog submissions for 
SUCCESS Magazine. He is widely recognized as a world-class entrepreneur, 
educator, and philanthropist.    
 
The first sixteen years of his professional life was spent building a non-profit 
organization that worked with gangs and throw-away kids.  In the process, he also 
built a 500-acre residential facility for young people.   
 
From education to gangs to corporate executives to private equity to sports – he has 
always had the same focus: helping others do well. 
 
Flip and his wife Susan’s mission is to “bring out the best in people.”   They have 
done this in their businesses, as well as in their personal life, as they have helped 
raise more than twenty children.  Flip and Susan reside on their ranch in College 
Station, Texas. 
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 Biography 
 Contact 

 

  

 
 

 
  Bono and Ted Turner 

 
 

 

 
  His Majesty King 

Abdullah II  
 of Jordan 

 
    

  
Biography 

Eason Jordan is the co-founder and chief executive officer 
of three companies: Poll Position, Cuba Business Bureau, 
and Headline Apps.  

Poll Position is a next generation public opinion and market 
research company -- a boutique firm whose leadership team 
brings decades of success in polling, analysis, and media.  

Cuba Business Bureau helps U.S.-based companies better 
understand Cuba and existing and prospective business 
opportunities there. CBB provides a 24/7 business news 
service and consulting services.  

Headline Apps produces unique, timely applications for the 
iPhone and other electronic platforms.  

From 2005 through March 2010, Jordan served as the chief 
executive officer of Praedict, a provider of exclusive, 
customized insights and guidance on and from the world's 
most challenging regions.  

From 1982 until 2005, Jordan worked with CNN, where he 
rose through the ranks to become the network's Chief News 
Executive and President of Newsgathering and International 
Networks. Jordan oversaw CNN's news coverage, 
international outlets, global expansion, and international 
relations. He traveled around the world on CNN's behalf 
and reported on-air and online from Iraq, North Korea, and 
elsewhere.  

Jordan's journalistic honors include Emmy Awards, 
Peabody Awards, Edward R. Murrow Awards, Headliner 
Awards, ACE Awards, The Robert F. Kennedy Journalism 
Award, The Vanguard Award, the Livingston Award, and 
the first Charles Weltner Freedom of Information Award.  

Jordan has written op-ed articles that appeared in dozens of 
newspapers including The New York Times, The 
International Herald Tribune, The Wall Street Journal, and 
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The Atlanta Journal Constitution. His exclusive 1997 
reporting from North Korea on the famine there appeared in 
Time magazine.  

Jordan's university lectures include appearances at Harvard, 
Columbia University, the American University of Beirut, 
the University of Miami, the University of Michigan, the 
University of Wisconsin, Northwestern, Emory University, 
and Georgia Tech. Jordan has participated in public forums 
and debates across the United States, Africa, Asia, Europe, 
and the Mideast. He has made guest appearances on PBS, 
NPR, the BBC, Al Jazeera, Al Arabiya, Israeli TV, Chinese 
TV, Indian TV, Pakistani TV, TV Asahi, and Fuji TV.  

He attended Georgia State University and DeKalb College.  

Jordan serves on the board of directors of the International 
News Safety Institute and the leadership council of the 
Committee to Protect Journalists. He is a member of the 
Council on Foreign Relations and the ONE Campaign.  

 
 
© 2010 Eason Jordan.  

 

 
 



 

 

 



 

 

 
 

James A. Marks 
CEO, InVisM 

 
 

James A. “Spider” Marks is the CEO, InVisM, a Denver based software 
company designed to create experiences that blend the impact of immersive 
software with the power of personalized delivery anytime, any place.  
InVisM is market leading in knowledge, learning, education, and training 
applications.  Previously, General Marks was a Managing Partner for ERGO, 
a leading, global primary research and consulting firm specializing in 
emerging and frontier markets.  Before joining ERGO, Marks was President 
and CEO of Global Linguist Solutions (GLS), a joint venture combining the 
language and culture excellence of McNeil Technologies with the broad 
services delivery of Dyncorp International.  During Marks’s tenure, GLS 
provided the coalition forces and reconstruction efforts in Iraq with over 
10,000 linguists fluent in Arabic, Persian Farsi, many dialects, and English.  
He grew GLS into an annual  $715 million enterprise.   

Marks spent over 30 years in the Army attaining the rank of Major General.  
During his military career, General Marks held command and staff positions 
in the 101st Airborne Division and 82d Airborne Division to include infantry 

platoon leader and infantry company command.  He was the senior intelligence officer for Joint Task Force 
Los Angeles during the LA Riots.  General Marks commanded at the battalion and brigade levels; served as 
a strategist on the Army staff; was assigned in the Balkans and Korea as a senior intelligence officer; and 
was in combat as the senior intelligence officer for the Coalition Land Forces invasion of Iraq, Operation 
Iraqi Freedom. He culminated his career as the Commanding General of the US Army Intelligence Center. 
 General Marks is an Honor Graduate of the US Army’s Ranger School, a Master parachutists, authorized 
to wear Canadian and Korean Airborne wings, and has been awarded the Distinguished Service Medal, 
Legion of Merit, Bronze Star, and multiple expeditionary and service ribbons.  

General Marks is a 1975 graduate of The United States Military Academy at West Point, NY and holds a 
Master of Arts degree in International Affairs conferred by the University of Virginia in 1985.  
Additionally, he received a Master of Science degree in Theater Operations from the School of Advanced 
Military Studies, US Army Command and General Staff College, Fort Leavenworth, Kansas in 1990.   

 
 
 
 

 



 

 

 
 
 
 

Russel Phelps 
Executive VP/Founder 

 
 
Mr. Russel Phelps is the Founder and 
Executive Vice President of InVisM.  He is a 
nationally recognized speaker in the use of 
serious gaming, training simulations, and the 
development and employment of interactive 
technologies and learning.  He has steered 
InVisM to the forefront of advanced video and 
cinema technology providing, award winning 
immersion training -- most notably with the 
U.S. Army.  
 
The Army project, ARMY360, has been 

featured in CNN, CBS news and other specialty media. The software baseline, RealityV, 
won Best Electronic Design of 2008 (Video category) by Military Electronics.  InVisM 
(formerly Intelligence Gaming Inc) was also on the government team that won 2008 Best 
Serious (Video) Game (Government Category) at the Serious Games Showcase and 
Challenge.  
 
Mr. Phelps is a retired U.S. Navy Commander, who spent over 20 years in the areas of 
language and culture studies – starting as an Arabic Linguist supporting operations in the 
Middle East.  He ended his military career as the Navy Commander at RAF Menwith Hill 
Station, the U.S. military’s largest multi-national strategic and tactical information 
production facility.   He has a BA in International Studies and Master Degree in National 
Security Affairs.   
 

 



 

 

Establish Meeting Objectives:  
 

• Seat Board – (Completed) 
 

• Validate InVisM strategy and operations – (Tabs 6-22) 
 

• Approve standardized BOD agenda – (Tab 18) 



 

 

Establish Board Expectations:  
 
o The primary responsibility of the Board of Directors is to 

protect the shareholders' and creditors’ investments while 
ensuring they receive a reasonable return on their 
investment. 

 
o The board of directors is the highest company governing 

authority within the management structure. BOD 
functions include:  

 
 

 Provide guidance on Company’s Business Strategy 
 
 Provide strategic governance of company’s 

operations 
 
 Grant stock options & assess fair market value of 

company’s common stock 
 
 Evaluate and approve company’s financing 

requirements, assets 
 

 Establish appropriate compensation for the executive 
team  

 
 Approve the company's financial statements 

 





 

Corporate Initiatives Objectives:  
 

 
What: Build our strategy to sustain growth  
 
How:  
 
• Develop clear corporate vision, mission, 
purpose and annual/quarterly objectives 
 
• Identify the market position in which InVisM is most 
likely to succeed 
 
• Identify value proposition 
 
• Establish corporate standards throughout the entire 
organization to sustain growth & add value… 

“Do routine things routinely” 
 
End State: Build value within the organization by 
documenting and sustaining our primary Corporate 
Initiatives 
 
 
 



 

 

Corporate Initiatives Overview:  
 

 

 

Corporate 
Planning
How we add value

Implementation and 
Sustainment

How we sustain operations 
and build profit

Executive 
Strategy

Our Vision
and Mission



 

 

Executive Strategy:  
 

 

 

Corporate 
Planning
How we add 
value

Implementation and 
Sustainment
How we sustain 

operations and build 
profit

Executive Strategy
Vision and Mission

1: Vision and Mission 
Statement

2: Strategic Business 
Planning

3: Market Analysis



 

 

Corporate Planning:  
 

 

 

Corporate 
Planning
How we add value

1: Organization and 
Management
2: Marketing and Sales strategy
3: Product, Service and 
Technology
4: Funding requirements and 
strategy

Implementation 
and Sustainment

How we sustain 
operations and build 

profit

Executive 
Strategy

Vision and 
Mission



 

 

Implementation & Sustainment:  
 

 

 

Corporate 
Planning
How we add 
value

Implementation and 
Sustainment

How we sustain operations and build profit

1: IT Protocols (Security and 
Compliance)

2: Corporate Protocols
3: Departmental Standard Operating 

Procedures (SOP)

Executive 
Strategy

Vision and 
Mission



 

 

InVisM Web-based Systems: 
 
 • Basecamp: Our implementation of a “Client Facing” tool allows us 
the transparency needed to engage the client in the project by 
collaborating directly with the client, consultants and contractors.  
  
• Highrise: This “Internal InVisM Facing” tool allows each employee 
to manage their contacts, tasks and communicate critical emails. Primary
Client Relationship Management (CRM) tool.
   
• Backpack: This “Internal InVisM Facing” tool allows each employee 
to manage their departmental activities by creating pages in their 
Backpack and share daily, weekly and monthly standard practices with 
other InVisM team members.  
  
 

 
 



 

 

Strategic Business Plan:  
 

• Objective – Provide the Board of Directors with a clear 
understanding of InVisM’s 3-year business goals and the critical 
success factors 
 
• Background – InVisM’s success over the past two years has 
provided an opportunity to: 
 

o Hire a senior level CEO and establish formal corporate 
governance (Board of Directors) 

 
o Set a strategic direction to take InVisM from a “start up” to a 

“high growth” company 
 

o Raise the capital required to execute on our growth plans 
 
•  Agenda 
 

o InVisM vision, mission and purpose 
o Our goals 
o Map of strategic business plan 
o InVisM’s unique value proposition 
o Competitive landscape 
o Approach to marketplace 
o Critical success factors 
o Capital requirements 

 



 

 

InVisM Vision, Mission, and Purpose: 

Our vision is… 

“We create experiences that unite the impact of immersive software with the 
power of personalized delivery across your world – any time, any place.” 

Our Mission is to… 
• Create premier electronic Knowledge, Learning, Education and 

Training (KLET) content… HD film, CGI, simulation, and modeling 
software 
 

• Apply cognitive and educational science for adults and children 
 

• Tailor technology capabilities and solutions for networks, 
classrooms, and mobile devices… DVD, web, iTouch, iPhone, iPad, 
BlackBerry 
 

• Develop client-intimate products; designed and developed with 
world-class program management 

Our Purpose is… 

We will… 
• Disrupt current content delivery methodologies and increase 

value… fidelity, timeliness, accuracy, training effectiveness 
 

• Provide full spectrum, collaborative solutions on any platform… 
thin client, fat client, browser, broad-band to low-band, and 
mobile devices 
 

• Build world-class project teams that are client intimate 



 

 

Our Goals: 
 

• $80 to $100Mil in revenue per annum, as follows: 
o $60 to $80Mil Knowledge, Learning, Education and 

Training (KLET) division: 
 Customized solution provider for simulation and 

training 
 80% government, 20% commercial 
 Approximately 20 separate KLET contracts 

o $10 to $30Mil Software division: 
 Custom services for high end education and training 

providers 
 Software licensing for in-house education groups 
 Licensing of related software products 

• 8% to 12% EBITDA margin and growing 
• Unique presence in the market, disruptive to traditional 

providers 
• Highest ethical standards and values, fiscally responsible 
• A take-over target! 



 

 

Map of Strategic Business Plan 



 

 

InVisM's Value Proposition 



 

 

Competitive Landscape 
 

• Incredibly huge market for education and training simulations, 
and growing 

o Military training and simulation is growing 

o Education market is growing 

o Training market is growing 

• Five main categories of participants in the broad market: 

o Education and training providers 

 Universities 

 Corporate Trainers 

o Simulation providers (mostly in aerospace sector) 

o Video production companies who have done some video learning 
programs 

o Software (gaming) companies 

o Large software companies 

 Google, YouTube, Apple (iTunes), Microsoft, etc. 

• Competition in the specific cultural and leadership simulation 
training niche appears limited at this time. Research is ongoing. 



 

 

Approach to Marketplace 
 

• Migration from military applications to education and training 
applications 

o Ideal customer has large volume of students who need to practice 
leadership and decision skills in the context of a dynamic situation 

o Candidate non-readiness has significant consequences 

• Establish two market based areas of focus: 

o KLET – Customized solutions for education and training 
organizations 

 Extended military success into the education and training 
markets 

o Software – Applications and technologies for specialized target 
markets 

 Build selected software products for specific market 
applications 

• Build an effective sales force 

o Internal client relationship management 

o Where appropriate, establish agent network 

o Build marketing and sales tools (presentations, demonstrations, 
prototyping tools, communication tools) 



 

 

Critical Success Factors 
 

We have identified the critical success factors for our goals. The accountabilities 
imbedded in our three year strategic business plan will be based on a Responsible, 
Accountable, Consulted, Informed (RACI) project management approach, assigning 

responsibilities for each critical success factor: 

• Operations 

o Attraction and retention of top talent 

o Raising venture capital 

o Effective sales force 

o Program management operational excellence 

• Customer (sales and marketing) 

o Demonstrating value of the product 

o Client intimacy 

o Working capital 

o Inventory of courseware 

o Software development plan 

o Software market analysis 

o Software core vs. non-core analysis 

• Research and Development 

o Technology road map 

o Resources to complete projects 

o IP Protection strategy 



 

Capital Requirements 
 

• Process and Timetable 

o Complete business plans 

o Execute on critical success factors 

o Repurpose documents for capital raise 

o Approach appropriate market 

• Use of Proceeds 

o Working capital 

o Market investments 

o Operational investments (Quality, Talent) 

o R&D investments (general and specific projects) 



 

 

Technology Orientation and Discussion 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



































































 

 

ARMY360 “Immersive Cultural Simulation Series” 
Q3 Project Status 

Project Description:  
•  Follow on 8-episode cultural series focusing on Afghanistan, 

Colombia, Djibouti, and Yemen 
•  Product trains soldiers through the use of immersive, interactive 

video   
Customer: U.S. Army Intel Center of Excellence (USAICoE), Fort 
Huachuca, AZ  
Prime Contractor: Raytheon 
Project Manager: Rick Schmidt 
Contract: 

•   Value = $3.4M; $2.6M product and $800K sustainment 
•   Period of Performance: 11/09 – 11/10 

Key Milestones: What – When – Status 
•   Phase I  - Discovery:  08/04/10 (Completed)  
•   Phase II - Design:  Final Script – 05/06/10 (Completed) 
•   Phase III - Development - Film Production – 10/07/10 (Completed)  
•   Phase IV - Delivery – Deliver Final Episode  

•   Episode 1 : 20 August  
•   Episode 2 : 27 August 
•   Episode 3 : 03 September 
•   Episode 4 : 10 September 
•   Episode 5 : 17 September 
•   Episode 6 :  24 September 
•   Episode 7 :  01 October 
•   Episode 8 :  08 October 

Issues:  
•   No issue with cost, scope or delivery 
•   Changed production subcontractor to a different vendor 
•   Continuity of style (video)  

Risk:  
•   Customer may not accept new style  

Mitigation Plan: 
•   Vetted new new production subcontractor with customer; 

he/she found them acceptable 
•   Secured additional Subject Matter Expertise in Culture and 

Military matters 
•   Implemented new project management tool (Basecamp) and 

processes to ensure close client coordination  

Growth Opportunity: 
•  Customer is interested in InVisM developing content for 

additional countries 
•  Anticipated contract for Basic Officer Leadership Course (BOLC) 

Cultural product ($375K)  

 





 

 

Air Force Culture and Language Center (AFCLC) VEST “Culture Project” 
Q3 Project Status 

Project Description: Visual Expeditionary Skills Training (VEST)  
•  3-year contract delivers 10 hours of culture training spanning 8 

countries 
•  Live-action, immersive film content with multiple outcome decision 

points 
•  Augments Expeditionary Airmen Field Guides and AF general culture 

training  
Customer:  U.S. Air Force Culture and Language Center (AFCLC) 
Prime:  Lewis Limited Consulting, LLC  
Project Manager:  Bill Brogan  
Contract:  

• Total Value = $3Mil  
•  Base:  11/09 – 02/10, Value = $910K (Iraq/Afghanistan) 
•  Option 1:  02/10 – 02/11, Value = $900K (Africa/SOUTHCOM) 
•  Option 2:  02/11 – 02/12, Value = $1.2M (Asia/Europe)  

Key Milestones: What – When – Status 
•  Iraq and Afghanistan Rework Effort 

•  Commence filming: 21/7/10 
•  Rough cut delivery:  23/8/10 
•  Final delivery to AFCLC:  NLT 30/10/10 

Issues: 
•  Base option episodes require a “re-do”. Customer did not accept final 

product. No additional customer funding. 
•  Maintain delivery schedule.  Timely availability of funds to pay production 

subcontractor for required production milestones. 
•  Need Option Year 1 “GO” by mid-August to deliver by 02/11 

Risk:  
•  Re-do efforts will cost InVisM $442K.  Hits bottom line. 
•  OY1 timelines at risk - must begin production 08/10 to deliver by 02/11  

Mitigation Plan: 
•  New PM, USAF and education experts; increased customer involvement 
•  Working with subcontractor to accept minimum, delayed payments; 

requested (TBD) NET 5 payment from AFCLC for remaining Base contract 
value 

•  Working with AFCLC to accelerate contract modification 

Growth Opportunity:  
•  “Digitize” AFCLC Expeditionary Airman Field Guides to 

enable deploying personnel interactive access on iPod 
Touch, iPhone, or iPad  

 





 

Weapons Intelligence Team – Forensics, Operational Reporting, 
Collection & Exploitation  

Q3 Project Status 
Project Description:  WIT Force/WIC Documentary  

•  WIT Force augments current Weapons Intelligence Course (WIC) 
through combination of film and virtual IED site exploitation  

•  Features game-like user interface to reinforce critical WI evidence 
collection and processing skills 

•  Enables trainees to make ‘real-life’ exploitation choices in the 
classroom prior to experiencing ‘in-field’ consequences 

•  WIC documentary developed to market WIC capabilities  
Customer: U.S. Army Intel Center of Excellence (USAICoE), Fort 
Huachuca, AZ 
Prime: Raytheon  
Project Manager:  Nick Wilson  
Contract: 

•   Value = $1.9Mil; $1.5Mil WIT Force product and $400K for 
documentary 

•   POP: 11/09 to 11/10  

Key Milestones: What – When – Status 
•  Phase   I - Project Planning – 02/04/10 (Complete) 
•  Phase  II - Design: Develop Project Deliverables - 4/05/10 

(Complete)  
•  Phase III - Development: Beta Modules - 14/07/10 (Complete) 

          Development: Shooting Scripts Lock - 14/07/10 (On Target)  
                    Development - Film Production - 09/08/10 (Adjusted) 
                    Development: Beta Application - 30/08/10 (On Target) 
                    Development: WIT Documentary – 01/09/10 (On Target) 

•  Phase IV - Final Delivery – 18/09/10 (On Target) 
•   WIT documentary delivery: 

•   Rough cut: 15/08/10 
•   Final: 10/09/10 

Issues: 
•  Film production delayed by ~3 weeks  

Risk:  
•  Increased project cost due to production delay ($40K) 
•  Increased risk of schedule and delivery slippage due to 

production delay  
Mitigation Plan: 

•  Production subcontractor has approved re-shoot plan 
•  Only a 3 week schedule slippage – this does not impact 

product delivery  

Growth Opportunity:  
•  WIT Force represents an significant advancement in 

RealityV capability 
•  Offers potential clients an example of RealityV’s capability 

to leverage Film and Computer Generated Imagery (CGI), 
in addition to interactive training elements and games  

•  Simulated virtual environments 
•  Highly interactive tutorials 

•  Opportunity within USAICoE for stand-alone product spin-
off based on WIT Force “Searcher” module 
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ISR – Art of Warfare 
Q3 Project Status 

Project Description:   
• Enhance soldier critical thinking in ISR integration and 

synchronization  
• Platform includes gaming, video, learning science and 

innovative technologies for training and simulation 
•  Adapt to real world, changing conditions within ISR 
•  Use of an interactive and collaborative decision making 

environment 
Customer:  U.S. Army Intelligence Center of Excellence (USAICoE) 
Prime:  Raytheon  
Project Manager:  Ken Granville and Mike Brooker  
Contract:  

•  Value = $3.2M  
•  POP: 11/09 – 11/10 

Key Milestones: What – When – Status  
•  Phase 1: Project Planning - 30/04/10 (Complete) 
•  Phase II: Design – 30/06/10 (Complete) 
•  Phase III: Develop film production – 31/07/10  
•  Phase III: Development Alpha – 12/08/10 
•  Phase III: Development Beta – 30/09/10 
•  Phase IV: Customer delivery – 17/11/10 

Issues:  
•  No follow on contract 
•  Customer required unrestricted licensing agreement  

Risk: 
•  No sustainment or version modification 

Mitigation Plan:  
•  Follow on discussions with prime 
•  Achieve funding through different USG and/or commercial 

advocates 
•  Seek funding from DIOCC (DIA) and USD(I) 
•  Seek subcontract relationship with ISC and/or Oberon 
•  Follow on discussions with COR  

Growth Opportunity: 
•  DCGS-N integration 
•  Multiple joint service and IC applications 
•  Build on established relationships with Raytheon, ISC, 

SAIC and Oberon  
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Initial Military Training (IMT) / Basic Combat Training (BCT) –  
“What is Culture?” Project 

Q3 Project Status 
Project Description:  

• Trains US Army basic trainees in the principles of culture in 
the United States 

•  Product is a 50-minute instructor-facilitated and high-
engagement training video and CGI tool  

•  Uses film-based/CGI content production to deliver a 
revolutionary alternative to traditional classroom training 
using RealityV   

Customer: U.S. Army Training and Doctrine Command (TRADOC) 
Prime: Raytheon   
Project Manager: Rick Schmidt  
Contract: 

•   Value = $325K 
•   POP: 7/10 – 9/10  

Key Milestones: What – When – Status  
•  July 7 – Project Kickoff (Completed) 
•  July 8 – Product Preliminary Design Spec (Submitted) 
•  July 9 – Product Preliminary Design Spec (Approved) 
•  July 14 – Product Script Submitted (Completed) 
•  July 15 – Product Script Approved  
•  July 19 – Pre-production 
•  July 28 – Filming 
•  July 29 – Filming Completed 
•  Aug 20 – Rough Cut Submitted 
•  Sep 1 – Final Product Submission 

Issues:  
•  Compressed a 6 month schedule into a 56-day schedule 

Risk: 
•  Accelerated content development and delivery 
•  Timely invoicing and funds receipt may impact project 

schedule 
•  Maintain close customer coordination and reviews to ensure a 

1 September delivery  
Mitigation Plan:  

•  Close coordination with client and prime contractor to ensure 
active support on project milestones & invoicing payment 

Growth Opportunity: 
•  Anticipated contract for Basic Officer Leadership Course 

(BOLC) Cultural product ($375K) 
•  By using RealityV, for the first time, InVisM can 

demonstrate the power of hosting classroom training using 
the company’s technologies, filming capability, and 
educational 

 





 

 

Sensor Signal Lab (SSL) 
Small Business Innovation Research (SBIR)  

Q3 Project Status 
Project Description: 

•   SBIR funded project 
•   Software application for precision RF modeling/visualization 

of electromagnetic energy multi-path and attenuation in urban 
and maritime environments  

Customer: U.S. Navy SPAWAR San Diego 
Project Manager(s): Mike MacDonald, Jake Kolb and Lu Reinoso  
Contract: 

•  Value:  $570K Phase II (executed) 
•   POP:  1/09 – 1/10 
•  Value:  $135K Phase II Option  
•  POP:  6/7/10 – 12/6/10 

Key Milestones: What – When – Status  
•  Proto-type delivered  1/10 
•  Phase II Option Kick-off 7/10 
•  Complete software enhancements        11/10 
•  Field tests                      11/10  
•  Final software enhancements          11/10 
•  Delivery                      12/10 

Issues: 
•  SBIR Phase III transition partner and commercialization 

opportunities have not been identified  
Risk: 

•  SSL technology development ceases 
Mitigation Plan:  

•  Actively working with PEO C4I SBIR/STTR Project Officer 
•  Actively working with defense contractors for 

commercialization funding  
 

Growth Opportunity: 
•  Training application for SIGINT/IO operators 
•  Commercialization opportunities in TELCOM market 
•  R&D funding to further develop SSL technologies   

 





 

 

Cryptologic Carry-On Program (CCOP)  
Q3 Project Status 

Project Description: 
•   Provide GeoCommander/GeoStorm hardware and software 

procurement, installation and technical support.   
•   Provide expert consulting for National and Tactical 

SIGINT/IO systems integration.  
Customer: U.S. Navy SPAWAR San Diego  
Prime: Stanley Associates  
Project Manager(s):  Mike MacDonald, Rick Schmidt, Sean King  
Contract; 

•  Value $290K 
•  POP 5/18/09 – 5/20/11  

Key Milestones: What – When – Status 
•  CCOP for Managers Seminar 

•  3-4 August @ C5F Bahrain 
•  10-11 September @ C2F Norfolk VA 

•  NSA systems integration testing 
•  August @ JIATF South – Key West FL 

Issues: 
•  No contract in place for FY10/FY11  
•  Prime contract expires 5/20/11  

Risk: 
•  Project ceases 

Mitigation Plan:  
•  FY10 cost proposal submitted on 7/20/10.  Expect award 

10/1/10 
•  FY11 RFP/SOW being processed.  Expect award 1/1/2011 

InVisM is teaming with Stanley for prime contract recompete  
 

Growth Opportunity: 
•  FY10:  $62K  
•  FY11:  $84K  
•  Integrate InVisM KLET technologies  
•  Potential matching funds from NSA for systems integration 





 

 

Simulations, Training, and Education Program (STEP) Project 
Q3 Project Status 

Project Description: 
•  Received verbal notice InVisM will be awarded a sole source 

contract to develop a prototype game-based learning system 
•  Product will teach analysts to search for new targets while 

complying with Intelligence Community (IC) collection policies  
Customer: NSA Associate Directorate of Education and Training 
(ADET) 
Project Manager(s): Ken Granville and Mike MacDonald  
Contract: 

•   Value = $1Mil 
•   POP: 10/10 – 10/11 

Key Milestones: What – When – Status  
•  One year to execute discovery, design, produce, integrate 

and deliver prototype product 
•  Specific milestones TBD…anticipate 8/10 with kick off NLT 

09/10 

Issues:  
•  Contract not yet awarded 
•  Client requirements include a classified game…no SCIF or 

experience in classified production 
•  Client requires ownership of all source code  

Risk: 
•  First classified game for InVisM 
•  Client expectations could exceed available funding 

Mitigation Plan: 
•  InVisM will comment on the Statement of Objectives to 

highlight capability versus cost 
•  PM management and tools (Basecamp) 
•  Hire cleared project team 
•  Find solution to SCIF requirement 
•  Best-in-class security manager (Rader Network) 

Growth Opportunity: 
•  Possibility that initial prototype product will result in a 

multiple year upgrade 
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Strategic Technology and Rapid   
Instructional Design Solutions (STRIDES) 

Q3 Project Status 
Project Description: Develop scenario-driven technology-based 
simulation and gaming solutions  
Customer: National Security Agency (NSA), Associate Directorate 
for Education and Training (ADET) 
Project Manager(s): Mike MacDonald, Ken Granville, Doug 
McCreight 
Contract:    

•  Value: $30M-$50Mil Technical Task Order (TTO) driven 
services  

•  POP:  7/10 to 6/15  
•  InVisM POP: TBD   
•  InVisM Value:  TBD 

Key Milestones: What – When – Status  
•  BAH – Government Kick-off meeting week of 12/07/10. No 

feedback from BAH. 
•  BAH Team kick-off meeting will be held prior to 1 August - 

BAH to share strategy and government guidance 

Issues: 
•  No contract 
•  No guaranteed work share 
•  Protection of product IP 

Risk: 
•  InVisM is a government directed subcontractor to BAH 

Mitigation Plan:  
•  Working with BAH to secure 1 FTE to begin NLT 1/1/11 
•  Close professional relationship with key ADET leadership will 

minimize any associated risk – contract/personnel  

Growth Opportunity: 
•  One FTE for requirements definition/gaming SME 
•  Strategic placement of SME facilitates on-site activities, 

planning and opportunities for integrating InVisM 
technologies 

 



 

 

WOLFHOUND 
Q3 Project Status 

Project Description: Develop hybrid training solution for a tactical 
direction finding (DF) system  
Customer: JIEDDO, U.S. Army  
Prime: BAH, Praemittias subcontractor and InVisM vendor to 
Praemittias  
Project Manager(s): Mike MacDonald and Lu Reinoso  
Contract:   

•  Value: Praemittias $18M 
•  POP:  3/10 – 2/12 
•  InVisM Value: $1M ($750K product/$250Kservices) 
•  InVisM POP:  10/10 – 10/11 

Key Milestones: What – When – Status 
• Project Kick-off           10/10 
• Design Document           11/10 
• Design Document Review          12/10 
• Content Production Pre Production  1/11 
• Product Testing and Review           2/11 
• Final Product Delivery            3/11   
• Begin services on              4/11 

Issues: 
•  No contract 
•  Awaiting response from Praemittias on cost proposal   

Risk: 
•  Partial funding 

Mitigation Plan:  
•  In weekly contact with Praemittias leadership 

Growth Opportunity: 
•  Additional funding to support foreign language translation 

requirements (estimate $150K per language) 
•  Integrate InVisM KLET technologies 

 



 

17th Air Force (AFRICOM) VEST (30-Minute) “Culture Project” 
Q3 Project Status 

Project Description:  Visual Expeditionary Skills Training (VEST)  
•  1-year contract will deliver 2 hours of culture training spanning 

4 countries (Morocco/Botswana/Nigeria/Sudan)  
•  Live-action, immersive film content with multiple outcome 

decision points 
•  Augments Expeditionary Airmen Field Guides & AF general 

culture training  
Customer:  U.S. Air Force Culture and Language Center (AFCLC) on 
behalf of Air Forces Africa (17th Air Force) 
Prime:  Lewis Limited Consulting, LLC  
Project Manager:  Bill Brogan  
Contract:  

•  Total Value = $1.2M  
•  POP: Base – 09/10 – 02/11; Option 1 – 03/11 – 09/11 

Key Milestones: What – When – Status  
•  Sep 01 – Project Kickoff 
•  Sep 21 – Submit treatment 
•  Sep 28 – Treatment approval 
•  Oct 19 – Submit scripts 
•  Nov 02 – Script feedback/approval 
•  Dec 31 – Rough cut delivered 
•  Jan 07 – Rough cut feedback/approval 
•  Feb 21 – Final product delivery 

Issues:  
•  AFCLC committed InVisM to $150K/episode without InVisM 

consultation 
•  Anticipated $150K revenue per episode presents development 

challenges to ensure target 15% profit  
Risk: 

•  AFCLC continues to advocate InVisM products at unprofitable 
price points 

•  InVisM’s ability to deliver product with 15% profit  
Mitigation Plan:  

•  InVisM is partnering with AFCLC to establish realistic cost and 
delivery expectations 

•  New approach to execute in blocks of four regionally-similar 
countries with intertwined storyline leveraging set locations, 
actors and costumes 

Growth Opportunity: 
•  Additional 16 African nations 
•  Hardware platform delivery for episodes on iPad and 

iTouch  
•  “Digitize” AFCLC Expeditionary Airman Field Guides to 

enable deploying personnel interactive access on iTouch 
and iPad  

•   Migrate AF success to other COCOMs  

 



 

 

Distributed Common Ground System – Navy (DCGS-N)  
Q3 Project Status 

Project Description:  
• Intelligence, Surveillance, and Reconnaissance platform for 

collection and targeting 
• Task is to update the DCGS-N Navy Training Systems Plan 

(NTSP)  
Customer: U.S. Navy SPAWAR, San Diego  
Project Manager(s): Mike MacDonald and Lu Reinoso   
Contract:  

•  Awarded to BAE in April 2010 
•  Value:  $150-200Mil IDIQ  
•  POP: 1 yr base with 5 options  
•  InVisM Value: $27K, follow on $520K FY11 – FY12 
•  InVisM POP 8/1/10 – 9/30/10, follow on FY11 – FY12 

Key Milestones: What – When – Status  
•  DCGS-N Requirements Working Group 23-24 August 2010 
•  DCGS-N Program Review 25-26 August 

Issues: 
•  No contract for specific work  

Risk: 
•  Minimal…InVisM has hired a BNR from OPNAV Staff 

Mitigation Plan:  
•  Current TA 
•  Submitted cost proposal for FY10 to BAE.  Anticipate award 

10/1/10. 
•  Working with BAE DCGS-N PM for FY11 and beyond funding 

Growth Opportunity: 
•  InVisM hired Lu Reinoso – a BNR from senior Navy 

leadership and BAE leadership based on his past 
performance with the DCGS-N program 

•  At least one FTE for FY11 and possibly FY12 
•  Integrate InVisM KLET technologies into the DCGS family 

of systems 
•  Expand InVisM lines of business 

 





 

 

Business Development 
 

• Objective – Provide the Board of Directors with a clear understanding of 
InVisM's business development plans 

• Background – Fundamental to InVisM's growth plans is the organization 
of an effective sales force to lead both the expansion of sales to the US 
military and the migration from providing only customized solutions to 
specific military training needs to the provision of products and services to 
a broader education and training marketplace. 

• Agenda – Business Development Pipeline Reports 













 

 

Vote on Committee(s):  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

Recommend Audit and Compensation 
Committees and Members: 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 





 

 

Other Business: 

Board Agenda – Each future Board Meeting and participants 
 
• Convene the Board 
• Minutes approval and task review 
• Financials 
• Project Status 
• Business Development 
• Committee(s) meeting(s) 
• Other Business 
• Wrap-Up 

 



 

 

Other Business: 

Identify and Seat Fourth External Board Director NLT 
Q4 BOD Meeting 

 
 





 

 

Taskers Review:  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

Chairman’s Final Comments:  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

Confirm Next Board Meeting Dates: 
 

 Tuesday, November 16, 2010 
 
 Tuesday February 22, 2011 

 
 Tuesday, May 24, 2011 

 
 Tuesday, August 23, 2011 

 
 Tuesday, November 15, 2011 
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