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Performance Key to Success in 1995

fn  remarks  to  Me lpar  managemenr  ear '
| -  l i e r  th  i s  month .  E-  Sys tems Pre ' iden t  and
Chief Executive Officer Lowell Lawson
stressed the importance of performance-
based growth at every level. Other Divi-
sions were represented by attendees from
ERA, GlO, Garland and Greenville.

\\e laced a Lot oftough challenge" [in
19941," Lawson acknowledged. "When we
lookback at the past year, our final perfor-
mance is a mixed bag. Still, I can summa-
rize '94 as a net positlve year."

Corpomte obj ectives for the coming year,
Lawson announced, encompass traditional
business, market expansion and acquisi-
tions, in addition to a renewed emphasis
on performance improvement.

Lawson noted that E-Systems must con-
Linually anal;ze the overall business envi
ronment in order to map future strategies.
"We have to ask what's really going to
happen with DoD?" he said. "We're also a
bit concerned about the direction of other
federal agencies."

In spite of an increasingly volatile mar-
ketplace, lawson indicated that E-Systems
will not abandon its traditional business

fts no secrel that Melpar now laces one of
|.the most challengrng times in is 50-year
history. Five years ago, sole-source contracts
tlpified Melpar work. Today, such contracts
have beengreatly reduced. At thesametime,
competition for our former niche areas inten-
sifies each day. and our traditional business
base confronts fundrng uncertainiy.

What to do? Change. Change in lots of
ways, but most of all, change in the way we
bid on proposals so we win more. Now, the
best priced bid wins out. Melpar's 1994
record offers a good example of this trend.
On those proposals we lost, we received
the same feedback; technLcally supeior, yet

too high it'L cost.

"The shift in the way custome$ award
business requires a new approach,' says
Melpar Vice President and General Manager
Dr. l-arrieJudd. "This approach is one where
the competitive price drives the solution
based on how commercial businesses nn-

erate today."
"Think of it this way: the Tier Il+ un-

manned aerial vehicle programs gives little
specifications beyond the flyaway cost of $ l0
million per aircraft/system," says Finance
Vice PresidentJohn Gueterman. "Does that
mean we should shoot for a cost of $I0
million? Probably not. lnstead, we must
determine what the real price is to win this

Melpar to Adopt Price-to-Win,
Design-to-Cost Strategy by rricia Reneau

E-Systems President and Chief Executive Of-
f icer Lowell Lawson emphasized performance-
based growth for '1995 at this month's manage-
ment dinner.

pursuits. "Even with the current business
environment, our core business is still in-
telligence, reconnaissance and surveil-
Lance," he stated.

ln his 1995 business forecast, Lawson
,rared rhat variouc Divisions wirhin E-Sys-
tem5 wl l l  conr inue lo  p romote  ex i5 t rng
programs su|.h as aircrafL modifrcation.
maintenance and overhaul as well as sup-
port and sewices. However, these tradi-
tional business initiatives will be augmented
by new programs that are geared toward
both the domestic and intemational market-
place.

Many of these new programs are being
cultivated as a result of recent corporate
business acquisitions. According to Lawson,
"Experimental pursuits are combining to
add to the tremendous potential growth of
our company." ln addition, he clted "a

tremendous potential for growth in the C3
atea."

"The challenges for 1995 canbe summed
up by the word 'performance,"' Lawson
said. "We expect to achieve growth in sales
and eamings. I am convinced that we will
perform well in 1995." M

Here's the difference between the old and
new ways of thinking:

The Old Way
Cost + Prolit Margin = Price

The New Way
Price - Proiit lvlargin = Cost

ln other words, instead of calculating,
"Our work will cost this much, and with a
certain profir rnargin. rhal gives us the price
we will bid," we now must say, "Here's what
we need to bid in order to win, and when we
subtract our profit margin, we knowjust how
much it will cost." This thought process u
derived from the price-to-win concept.

Continued on page 2
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Where We
Stand

Two mon*r into the
new year, Melpar contin-
ues to experience change,

fiom personnel-related dnnges to *rose dealing
with processes. Still we need to do more. Much
of this change involves the way we capture
new business, which involves a cross-firnc-
tional effon [rom everyone in the Dvision.

Business acquisition is THE Dvision prior-
rty. In line with this, we have formed the begin-
nings of a new team to tackle these goals. As the
new Vice hesident of Business Acquisition,
Ken Taormina has hit *Le ground running by
instituting a new process we caJJ price-to-win.
design-to-cost." To leam more about *ris pro-
cess, see the related anicle on page 1�

Our Business Acquisition team will con-
tinue to grow as we hire more marketrng
specialists with proven track records of suc-
cess. This team faces a number ofchallenges;
maintain our fly'wheel business momentum;
expand our business into rclated ar€as like
Cal; complete the spinoff of our asynchro-
nous transfer mode (ATM) business; and
pursue selected new initiatives in othei areas.

The key to our success is improvingboth the
quantity and quality of new purs-ris. We have
a number of new people onboard-and we'll
need more-who can help us identi{y ideal
opponunities otherwise unlanown to us. Then
we harr an extremely challenging task ofboost-
ing the percentage of business proposals we
win. Ourgoalisa50-percentwinlate. lbelieve
** qrdity of these proposals will improve
markedly as we adopt a more customer.ori-
ented focus based on the principles ofprice-to-
wur  d 'u  q6 ,#r r (^$1 .

One area we are pursring is the rrtegration
of multi-sensor data. Historically, weVe excelled
at collecting and processing intelligence data.
But the dals of big prograrns geared toward
singJe-sersor collection are over. Today, the

pnority lies wth disseminating fused data ftom
multi-sensor systems to the user, such as a
battlefield commander. To succeed in this
area, we are relocusmg our system integm-
tion capabilities.

Another task is to consolidate our IR&D
activity into three to four opportunityjocused
prograrns. These IR&D programs would relate
direcdy to business we designate as vital to our
future prosperity. Seleaing these projects re-
quiresjoint effon from Business Acquisition,
Product Delivery and Reconnaissance Sys-
tems. These groups will take responsibiliry
for scheduling, commitment and prototlpe
deliveries of each lR&D project.

All of these steps are necessary because we
have not yet changed to become a strong com-
petitor in this new environment. Our flywheel
business is shrinking or is at best flat, and our
number of new quality oppoltunities is less
than it needs to be to provide the needed
business. Also, our design innovation needs
to be oriented to developrng affordable sys-
terE, not just being the best technically.

We ended 1994 with mixed res. s. Sales
were about the same as in 1993; profit was up,
yetbookingswerc down. The dullenges we are
meeting come as ]\4elpar geLebntas iq.lOth

Since 1945, we have grown and
retracted se!€ral times. Yet certain character-
isti.cs remain: specifically, the talent and
dedication possessed by Melpar employ-
ees. However, the days ofofferingthe most
elegantsolutions to our customers are over.

There's a new way of doing business, and
il means providing aflordable sysrems in
order to be competitive. We cannot just be
concemed about the costs we offer in propos-
als (design-to-cost). We must also pay atten-
tion to the costs of actually executing a pro-
gram (execute-to-design-cost). So, no matter
what department you're in-Finance,
Manufacturing, etc.-look at eve4.thing you
do and see what we can do to make Melpar
more competitive. That's the kind of change
I m Lalking about. I --zt-') M
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Inside tlw Corporation. . .

Greenville Division has been awarded
additional contract options worth $40mil-
lion for two Federal Aviation Administra-
tion (FAA) flight inspection aircraft. The
contract calls for avionics system modifica-
tion as well as installatlon of additional
modifications, including antennas, flight
inspection system racks and consoles, aux
iliary power systems and environmental
control systems.

ECI Division has won an $ 18.5 million
contract with the Jet Propulsion Labora-
tory (PL) for the development of a space-
related product. JPL selected ECI to fur-
n ish  the  Scat te rometer  E lec t ron ics
Subsystem for the SeaWindsproject, which
NASA will use to measure global ocean
surface wind speeds and directions. The
SeaWinds scatterometer will provide re-
searchers accurate date coveringatleast 90
percent of the world's oceans every two
days in all weather and cloud conditions.

Sem-Air, Inc.,hasbeen awarded a con-
tract with a potential one-year value of$50
million and an anticipated five-year total
value oI mole tnan tztv m  on Dy tne
Naval Aviation Depot Operations Center,
Patuxent River, Maryland, to provide op-
erations, maintenance and logistic support
forU.S. Nary, Air Force and Marine Corps
C-9/DC-9 arcratt at 12 sites in the Lnited
Srates, Germany andJapan.

E-Sysl?ms announces the acquisilion
of Westinghouse's Transportation Man-
agement Systems business located in Balti-
more, Maryland. The new company will be
combined with existing E Systems trans-
portation resources which include the re-
cenrly acquired Auto-Trac and an alliance
with Newcomb Communications, both
mobi le  da ta  com m u  nrca t ions  supp l ie rs .
E-Systems will combine those resources
to create a new company, Transportation
Management Solutions, Inc. (TMSI), re-
poning to HRB Systems. M

PRICE-TO.WIN
Continueil from page 7

So how do we go about determining the
price+o-win? It takes rigorous analysis ofthe
customer's purchasing values and the com-
petitive environment in which the purchase
is being made. The price-to-win must be our
best estimate of the program price Melpar
must bid to win based on what we think our

competitors will bid. Additional consider-
ations include performance, delivery sched-
ule and other conditions. Once we have a
price-to-win, we can make a decisionwhether
to hid nn thp nrncam

By establishrng a price-to-win, Meharcan
then work around cost targets. This gives us

a guide so that we may design-to-cost. The
process begrns with whafs called a "Cost

Bogey Flow Down."
'You don't want to do boltom-up cost-

rng," says Ken Taormina, Vice President of
Business Acquisition. "Ifyou do, what results

. Continued on page 4
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1995 Sewice Awards
JanuarylFebruary

a a a a a a a a a a a a a a a a a a a a a

Academic Applause
Allen D. Wallace

M.B.A
Virginia Polytechnic

lDstitute

a a a a a a a a a a a a a a a a a a a a a

-

OUOTE
TO

NOTE:
william P. clements

19 Years

6(Do not let
what you
can't do
interfere

with what
*rarr, "o r't ?)

John B. Ltnch
40 Years

Retirees Not Pictured: Betty Kozuch - 35 Years

John O- Griggs, Jr.
13 Years

PegSy L. Williams
7 Yeaas

David C. Harbour

Fifl,enY.ars
Mark D. Dokken
RoMtd Dubi$ky
Junior B. Flanagan

Douglas E. Toppin

Roy L. Banning
Geolga]u M. Cha*
EdmondJ. Conitz
Jereniah GEyI.

EU€n A. Kaninsky
Jame, F. Mccibbon
waEen H. Miilerjl.
Dane R. Montemorano
David B. Stokll

Gregory L. lay'or

Sheni L. Wimik

Angie K. Severly
Diana L. Bowling
sookja chuns

$e\'€n H. Frednckon
Sun L. Kim
Gregory W. Kline

Ludwiru M. lazo Chan
Ros€Mry R. McAlese

BEnda 5. Schonbug
Diane L. shapiro
Vickie L. Smith

Harold W. DaYis
9 Yea$

Wa)'ne E. Dawson
32 Years

Charles H. NelsonJr.
37 Years

Ceorge W. Kodit€k
40 Years

Stanley F. Muzidal
37 Years

Charles F. Wood
36 Years

Josoph C. BLillman Jr.

Dougias H. Dreib€lbis
Aichard K. Engeltried
G€org€ G. Flahsrty

Philip N. Hgplsr
Diane M. Hunt

Edward J. Kelly

Randy E. Phillips Sr.

Bryan J. Rufner

Leroy D. Sealy Jr.

Glenn L. Simolunas

Patricia D. smirh
B€rnard O. Spector
Gina S. Thomas

Timolhy G. Tignor

Eric H. wolt
Damian C. Ysnzi
Phillip A. Zuk

PBOIOTED tO

Fi€ld Design Engineer
Elec Engineer

L€ad, DuplServices Ops

Sr Op€ralions Analyst

Asst Prog€m lvlanager

Sr Operations AnalFt
Ass€mbly Technlcian
Softwafe Engr Supv

Fleld D€sign Engin€er

ftinc Engineer
Field Design Engineef

$ Field Elec Engr

$ Proglam rtlgmt Spec
EngrSupv
$ Drafter

Sr Sotlwar€ Analyst

Sr D€sign Enginesr

Moyers and Shahers
PFOIOIED FROII

EngrSpsc

Sr Tesi Engineer

Assoc Sotlwar€ Analysl

Assoc Program Manager

sr Prog Mgmi Spec
Assoc Soflware Analyst

EngrSpec

Sr Elec Engineer
Fie d Engr Spec
Commun calions Analyst

Assoc Sotlwarc Analyst
Fisld Elec Engine€r

CAE/CAD Spec

Design Engineer
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Sports Corner. . I OSNEI ? Tennis League
Celebrates lsth Season

1994 Tennis League part icipants inc ude (/elt  to r/ 'ghl) Chuck Busby, R ch e Huang, John Cole Kane

Insornphou, John Kudr e, Lynn Garland, Al len Wallace John Suggs, Jim Lok, Georg Hibner and Dan

DeBold.

elpar's Tennis League closed out its

1994 season with a December awards
banquet, handing out trophies in nine cal-

egories.

I  ead rng  r f r q  compe t ' L .on  du r tng  t he

league's fifteenth season were the follow-

ing tournament wtnners:

A Singles
1st Place Kane lnsomphou
2nd Place Jim Lok
3rd Place Dan DeBold

B Singles
1st Place Lynn Garland

/ f  ccord ing  to  the  faer l i t te "  Communi -
ff.caLions group. 30 perr ent o[ Melpar
Voice Mail users have failed to record their
personal verifications and extemal and in
temal greetings. As a result, outside callers
are often confused or frustrated by anony-
mous mailboxes. lnaddirion, calls are some-

times redirected unnecessarily to admlms-

trative personnel.

Melparticulars
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Pfintingi Doug Drebelbis, Kevin Droney

lvlike Swift
Chuck Busby

Rich e Huang
Kane Insornphou
John Kudrle
Lynn Garland
John Cole
Bob White

The 1995 Tennb liag'ue season r,r'ill be'
gin this spring and wiLl run through mid-fall.
To sign up for play, contacl league coordina-
tor Chuck Busby ar extension 1696. M

To ensure efficient business-related com-
munications, users are reminded to per-
sonalize their Voice Mail greetings imme-
diately. See your department secretary lor
assistance or refer to pages B-9 in the
Meridian M(iI Voice Messqging User
Guide.

PRICE-TO-WIN
continued from pdge 2

is a gold-plated desrgn instead of one with
adequate design complexity. It's incredible
how many power supplies we overspec, when
minimally compliant is aLl we have to be."

Arother example, according to Ken, is
pricjng a Nanomin receiver into a proposal
for a shipboard system. "The Nanomin is a
terrific receiver," he says. "lL's smaller than
the CD player box in your car's dashboard,
l rgh tuerght .a  d ,  an  b .d ropoedo[ f ,  loadr .g
dock and still work. But you don t need the
eLegance of a Nanomjn receiver for a ship-
board rack."

To help employ'ees adopt the price-to-
win, design to-cost concepts, Ken has de-
signed a series of training seminars, the firsl
o l  wn ich  wr .he ld  inJanuary .  Othe t 'eminar '
wrlL follou unti l rhe proccss become' i--

gr"ined n the orga"izaL or. The obie.tive.
Ken says, is to boost Melpar's win rate - that
is, the percentage ofproposals we bid on and
win. kst year, that mte was 19 percent. The
goal lor 1995 is 50 percent.

"We cannot rely solely on our traditional
customer to keep us in business,'\a-vsJ-arrie -

Judd. 
"The days o[the big programs are over.

One of the things we need to do is identily

i  i r  "

a a a a a a a a a a
a

a

Use the Melpar Dbtision

IDENTITIES OF CALLERS W]LL BE HELD IN :
STR]CTEsT CONFIDENCE

(Anonymo*s Calkwill Be Accepted)
a a a a a a a a a a a a a a a a a a a a

ETHICS HOTLINE
CALL849-1577 (ot ext. 1577)

You can call thz Coryorate
Hotllne COLLECT 214-661-1000 ext. 255

2nd Place
srd Place
Doubles
lst Place

2nd Place

3rd Place

$r'in,

. i m
Voice Mail Greetings Needed

M

a

E Systerns, Inc. Melpar Division
7700 Arlington Boulevard
Falls Church, Virglnia 22046
Forwafding and Address Correctlon Requested
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FIRST CLASS


