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What is GENEDGE?

- GENEDGE is the dba name for the Philpott Manufacturing
Extension Partnership

- An economic development consulting services unit of the
Commonwealth of Virginia, since 1994

- 33 employees across the state in 7 regional offices
- Serve Manufacturing, Engineering & Technology Industries

- Operates as the network affiliate of the US Department of
Commerce Manufacturing Extension Program

- Governed by Board of Trustees — appointed by Governor

2

GENEDGE



Business Lines & Services
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A strong set of core services linked to a customer’s strategy.
Programs are developed using subsets of these services with
Partners to match client needs.
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Services Delivery Model

-50+ employee Companies
- Transformational

- Custom - Opportunities for targeted Industry Segments
- MEP supported - Firms with Specific NAICS - Heavily Subsidized

-50 + Emp. @ site - Various Funding Sources
-Strategically Driven

Over 36 Trusted Service Suppliers Augmented
Direct Services in FY 2016 to over 175 firms
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Clients Served since 2013

Market consists of
10,400 mfg. engineering
and tech firms with over

GENEDGE Clients served in the Commonwealth
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In conjunction with our partners the Manufacturing
Technology Center covering SW VA and the Technology

Applications Center at Old Dominion University
! = 5 | GENEDGE




GENEDGE ACCELERATED SCALE UP PROCESS

« Initial questionnaire (18 questions) b
 Report review with applicant
* Y% hour kickoff phone call )
N
* 4-hour detailed enterprise assessment (approx. 90 questions)
 Gap analysis and onsite discussion with client
J
 Develop / align strategy for growth
c-e0is | ID industry structure, market context, bold steps, action plan
STRATEGY
* Innovative new products, services, markets, business models
 Concept vetting, value proposition, competitive set, commercialization plan
6
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Phase 1: “DISCOVER”

Initial report generated based on
probe of 18 enterprise drivers

How Does Your Business Compare? Potential Red Flags

Recurnng Revenue Driver

Recurring Revenue
1 Potential Red Flag v

The campany should rely on & partion of revenue frarm
contracivally commifted or recccuming customers:

Potential Red Flags

Red Flags are important issues or ‘watch outs' that can negate all the
walue of your business and compromise performance.

Here we list any drivers that we found are being compromised by red
flag issues.
Sales & Marketing Driver If an owner is rying to raise capital hif growth targets, aitract stellar
emplayees or a buyer, these are the {ypes of issues that will bubble
up during due diligence and can compromise achiaving one's
business objectives

Summary

Your Overall Score

Growth Driver

Fair

‘Well... Things Could Be Better

The overall value status of your company is in fair condition We make
this ion based on the answers you provided P tobest
practices

Industey Averages
M Your Company This stalus is an indication ef the strength of your business as an
engine, its abllity to perform, generate future revenue and profit, and
meet your objectives. This stalus means you may encounter
challenges to meeting some personal of business cojectives
Value Gap of Critical Drivers
These charts compare your growth opportunities with similar drivers Growing Your Business

I, ctfier. busirieases whin Sour Indusiry, Cheasing to grow your business requires clear identification of

roadblocks on the path o sustainable value. Qur analysis, clear
reporting, and actionable tasks make strategic planning and growth
transparent, simple, and actionable.

These three drivers are causing you the most pain. For the biggest
“bang for your buck”, focus on improving these drivers first.

Prepare lo face the chalienges of business growth by mainiaining your
pasitive aliribules while focusing on closing your operational gaps.

How lo Proceed
Since this is a high-level assessmenl, you'll need to dig deeper into
your business to identify spacific areas for improvements.

Domeste Marsen d

Discover Report

!
|.:T:-.«, r Potential Business \alue Gap
Shjedie vaiue$5,932,000 $1.48M - $2.97M

mpleted

Based on the answers you provided we've identified multiple opportunities to unlock the potential for growth and value trapped
inside your business.

CoreValue Business Rating Growth and Value Opportunity
Company Name

{ Recurring Revenue

ﬁ ~~ Sales & Marketing
‘.— Growth

N—

Othar

All Business Averages
I Your Comgany Value Gap

Your value gap represents the difference be what your business
is worth today (Business Value) and how much & could be worth
CoreValue Business Rating (Potential Valua). In ather words, how many dellars you are leaving on
Your CoreValue Rating is an indication of how well your businass tha table due to operation and market weaknessas
currantly abgns with bast practices and standards

The full cifele shown in this chart rapresents your potential business
Thie chart compares your CoreValue seare 1o the CoreValus score of | value. The data slices show how miuch is locked up in valug gap.
other businesses

or thisgap, the loes sustinable; profitable snd Fransf
Tha battor the Rating, the baftar the algn and the greater 5, and the han . C

pofential lo achisve business ohjectves objectives

GENEDGE Growth Advisor
engages with company for
Initial discussion & review
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Phase 2: “UNLOCK”

e GENEDGE adVISOI‘ CD.I-E.YHIUE. DMEP Test Company, Inc. S :CGr;Valu:e
& CEO “go deep” s | e e TR ven
on enterprise -, = » 2 0 =t X
value drivers ovenion Repor

° P rl O r | tl Z e d g ap Overview H .Ertarpria% u-'j-.n.a CoreValue® Rating: 43
r e p O rt g e n e r at e d Ingustry: Zﬁ::; T;;nﬁ Potential Value: 315,000,000 —

on key drivers of e e
success Seaol | pme cmn | >

» The leadership | ~~<<7_ } = -
team discussion is Sso —

. ~ —
a key d e | IVe rab I e . Progress since October 21, 2-?4‘\\ ,‘.ﬁaﬁﬁap: Criti:m:-r?ah\ Red Flags
Corsvalus® Rating: -_ s ’, \\ ¥ Indspandent Review
« Creates a secure == Ry C—
information portal =~ ™ Tl T — T e
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Phase 3: “GROWTH STRATEGY”

« GENEDGE Growth Advisor uses accelerated strategic alignment tools
to facilitate personal engagement with company leadership on
strategic gaps and opportunities, and build / align a growth strategy.

f- \ FIVE BOLD STEPS

/ _ \_ / -ewsioN - /
, .
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Phase 4: “CONCEPT DEVELOPMENT”

» Assistance to develop Innovative new products, services,
new markets, new business offerings. Rapid cycles of
learning. Prepare for commercialization and capital access.

. ® TARGET
RESOURCES N /
Sponsor @ STAGES/TASKS

Leader

Q12017 | Q22017 ' Q32017 Q@,»R" 03-5%%
Member : : i —
= Mkt research ' = Testwith ¢ *Sm.Bus ' .
' customer + Case ! fferin
o » Partner Dev. ) i ! *Ne

II : ran -
‘ + *Organization
' v structure
i [ oto offer

o ;
O) -Brandinghelp ! « MFG \
o o '

Memb }
OBJECTIVE
Lead « TRANS ~—
Resources
Genedge / e
® SUCCESS
FACTORS

P

Complete
Pilot

re
artner ran me Iar“e rst sale /
® CHALLENGES

= Never enough = Need to prioritize
recourses

rrrrrrrrr © 1996-2009 THE GROVE‘“Y/
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SCALE UP Through LAUNCH

‘ Lean
a Six Sigma
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2016 Service Delivery Partners

American Electric Power

AIM Custom Media LLC
Association of Energy Engineers
Barefoot Solutions

Bear Technologies LLC

BGB Technology Inc.

Circle Safety & Health Consultants LLC
Clarke Inc..

Danville Utilities

DP Distribution & Consulting LLC
Data Resource Systems

DSK Consulting LLC

Ellen Diggs Consulting

ESOP Advisors Inc.

FedEx

Fresh Level Productions

Gary Aicher Consulting

Gold Group Enterprises Inc.
Hiltek Group LLC

HR Business Solutions Inc.
Izumi International Inc.

Karron Myrick Consulting
Mangum Economics
Marathon Consulting LLC
MDA Technologies Group
NASA

NCN Technology

Neathawk Dubuque & Packett
OPX Solutions LLC

Polymer Solutions Inc.
Quality Systems Registrars Inc.
Regionerate LLC

Robert Hoffman Consulting
RS Lining Systems LLC
Sanders Consulting Group
SPARK Product Development LLC
Strategic Directions LLC
Studio Center Corp

The Launch Place

VCCS (9 Institutions)

Virginia State University
Virginia Tech
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Existing Industry Services RO
Delivered Impact = = [ l’;"‘m | ="~

Every client $ spent returns $25

2000-2015 GENEDGE Client Impact

30
o $1.9 billion sales increased or retained
& $1.3 billion cost savings
- $1.6 billion bottom line impact
525 $400 million investments made to operations
a 10,554 jobs created or refained
:5 _51;_ *Bource: U.S. Depanment of Commerce | Independent Survey of Clients

S InvestmaEnt Cliamt ROI

*Source: ULS. Departrent of Commerce | Independent Survey of Clents

- - o {Oukol "'] GENEDGE Cumulative Economic Impact
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“Source: U.S. Department of Commerce | Independent Survey of CSents *Source: U.S. Depariment of Commerce | Independent Survey of Clients

As reported to the US Department of Commerce via independent client surveys
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Appendix
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About GENEDGE

Annual
Report
2016

GENEDGE
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https://online.flippingbook.com/view/268214/
https://online.flippingbook.com/view/268214/

Energy Management
Programs

a

Comprehensive Energy,
Environmental and Economy
Assessments for Industrial
Companies

Certified Energy Manager
training in conjunction with
the Association for Energy
Engineers

Site services to help
companies evaluate green
energy alternatives

Economy.

Energy
Environment
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Small Business Program Drivers — Operational Evaluation

CoreValue® Software Based on a Framework of
18 Value Drivers

% Growth G Large Potential Market l-:-—. Dominant Market Share

— Recurring Revenue [l‘l"] Barriers to Entry :é: Product Differentiation

Brand [‘yo Margin Advantage u Customer Diversification

H : + Company Overview ::g’ Financial % Sales & Marketing

s Operations ; » Customer Satisfaction ﬁ Senior Management

3‘;& Human Resources :‘:' Legal g Innovation
Copyright © 2014 CoreValue Software. All Rights Reserved. Patent Pending. .CP .I-“?Y%h;leh
9. 4 | GENEDGE




Domestic Markets Expansion Progra

Domestic Markets Expansion DMEPR.-.-....M
Program - VA

Virginia Domestic Market Expansion Program for DoD Supply
chain businesses (over 2500 companies eligible)

e Program focused on improving the ‘health’ of DOD supply
chain impacted by sequestration; Programs includes
strategic growth, innovation, and supply chain services

e Served 62 companies last year; 34 assessed, 22 with major
assistance to diversify their businesses.

e Second year with a § 1.785 M contract awarded by the
Governor’s office

e Requires 10% match from participants and CEO
engagement.
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https://www.genedge.org/resources/programs/virginia-domestic-markets-expansion-program
https://www.genedge.org/resources/programs/virginia-domestic-markets-expansion-program
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DMERP Il Projects:

First Responder

Assured PNT
Hand Held GPS
Prototype
T e o
o o sopmeR Baltiviols
) Integrated Multi-
LU M SYNEXXUS» Sensor LED
' = streetlight Control| A WA
Hyperion - Behavior mﬁm
Huntington WEST Computation for _L .
gt Application Security : >
“" Charlestone VIRGINIA (BCAS) software tool NIX-IT PFOA chemical free Ocealy
water and oil repellant
Charlottesville textile treatment
US Marksman ?
— Soft Body UAV Chemical,
Proximity Alert Armor Biological and
Systems Radiological Sensors
1ITIS VIRGINIA P
Petersburgis, | , Company-wide
HACKSAEE Go-Box Device L Ne &’ \/{ transformation,
AEROPROBE &
. . Management L -
system i M
Additive Friction Stir M RH |X i?. Beach
R Technology for Additive K.ijg:;ge
e Manufacturing J 1ol
Mobile Integrated [
Security Trailer
. . (M..S.T.)
Impact Estimates from Selected Companies
Jobs (New and Retained) 313
Sales (New and Retained) $163,868,280
Investment $ 10,797,553
Cost Savings $ 1,918,000 20
|
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EDGE -VA Program

Enterprise Development Growth Engine
For Virginia Small Advanced Manufacturers

Virginia Business Growth Program for Small Advanced
Manufacturers with 15 to 49 employees (1685 firms eligible)

New program targeting small companies for accelerated
business growth

Program modeled after the successful DMEP program
Three year plan to fully develop; Year 1 includes large pilot
with Va. Tech in SW VA; initial development in NOVA
Working with the SBDC and many partners across the state
Requires 10% match from participating companies and CEO
engagement.
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EDGE -VA Program

LDGE

For Vinginia Smal Advanced Masstacturers

Enterprise Development

Growth Engine (EDGE-Va)

The Enterprise Development Growth Engine (EDGE-Va) is a program designed for small
manufacturers, providing a fresh review of your business and expertise to ideniify and solve
obstacles impeding business growth and value.

Discovering Your Business Needs
Each year our Business Advisors assist hundreds of manufacturers in identifying and implementing
solutions fo overcome business growth barriers.

The EDGE-Va Program has been developed specifically to address the sirategic and unigue
business challenges faced by the smaller manufacturer. Your initial commitment is SHARING
INFORMATION. If you are selecied to participate in the process, a GENEDGE Business Advisor
visits your site to meet with company leaders to capture baseling information to assess your needs.

Your company's key business indicators will be reviewed including sales, cash flow, productivity,
quality systems, information systems, personnel, business strategies and planning, as well as your
insights on what is working versus what is not working. We will use a tool to identify the value of your
business, the gaps in value, and the opportunity value when the gaps are addressed.

Based on this information, GENEDGE will prepare a customized curriculum/plan that is focused on
techniques to help your business grow. The GENEDGE Business Advisor provides one-on-one
coaching and mentoring in the areas where you need it most. Focusing on company growth is often
concentrated in these areas:

* Marketing for Sales Growth

* Lean for Productivity and Growth

* Managing Financial Growth

= Using Strategic Planning to Focus Growth Initiatives

* Leveraging the Family Legacy and Succession Planning

EDGE-Va Program Benefits

= Tools to align business sirategy and grow the top line

* Tools and resources o improve producivity and profitability

= A GENEDGE Business Advisor providing one-on-one coaching to help you achieve
your business goals

* Helpful referrals to other business assistance resources

* Networking opportunities with local manufacturers as potential customers, suppliers, and
sirategic pariners

www.ganadge.ong

DER

For marne informaticn

5@ comact;
* Information to leverage incentives and funding, when these special programs are available n
to offset costs for improvement or employee training Cindy Glisson
VP of Operations
{confinued on next page) B04.382 3752

GENM cglissoni@genedge.org

EDGE v

Enterprise Development Growth Engine

For Virginia Small Advanced Manufacturers

State Service Delivery Partners — Small Business

VIRGINIA

SBDC

@ VirginiaTech ~ OLoRoMMoNUNIYERsITY

X7 TT

IU\./L

‘CENTER FOR WNOVATIVE TECHNGLOGY

U.5. Small Business Administration

the
- <|\Launc:
COMMERCIAL place
SOLUTIONS i i
i e
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Trade Adjustment Assistance Program

e S51.2 Million program targeting companies suffering from
trade related business losses

e Program delivered in cooperation with the Mid-Atlantic
Trade Adjustment Assistance Corporation (MATAAC)
http://mataac.org/ and VA — Tobacco Region Revitalization
Commission http://www.tic.virginia.gov/

e Three phase program -

1) certification as a trade injured business

2) assessment and custom plan for renewed growth and

3) project execution

e Three year plan; Year 1 focus -coal supply chain in SW VA

e Requires 25% match from participating companies and CEO
engagement.

e 9 companies in pipeline for approval at EDA
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http://mataac.org/
http://www.tic.virginia.gov/

ExporTech

- :\:{H ’EJ_I'H THE PORT OF

Strategic Growth Program monrorw o |[RGINIA
Targeting smaller businesses
with occasional Exports

 Two Waves Delivered in
Hampton Roads last year

1 7 Firms Graduated

(1 Federal Program relies on
Partners to Succeed.

1 Develops Intentional

Exports as part of Business
Model.
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University Engagements

» Sub-Recipients Agreement with Old Dominion University
Technology Application Center since 1998 for MEP services

» Collaborative Agreement with Virginia Tech since 2003

» University Internship Programs with VT, Virginia State
University and ODU for small business support
- Expanding with James Madison & Averett Universities
In FY 2018

» Teaming with Universities across country on grants,
sponsored research, IAC and NNMI centers (VT, NC State,
San Diego State, Louisiana Tech currently)
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innovate.  compete.  grow.

Thank You.

WwWw.genedge.org

Contact:
Bill Donohue, bdonohue@agenedge.org 276-732-5755
for further information.

a NIST | Network
MEP | Affiliate
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