RII Potential Partners Engagement Process

Issues:

· Potential partners are showing interest in the SURA RII sooner than anticipated and are requesting meetings to discuss opportunities for partnering.

· Geo/Matrix has identified one company, Aerie Networks, that represents an especially attractive opportunity for SURA but because of the early nature of their company’s development requires more attention than the current scope of work allows.

· Geo/Matrix is anticipating more follow up meetings with potential partners than they had originally estimated in the scope of work.

· We need to begin discussions with potential partners as high in their corporate structure as possible.

· Meetings with potential partners should try to capture value from both the local and regional perspective.

· There is real value in a consistent approach and story with potential partners.

Geo/Matrix and SURA have identified two companies (Aerie Networks and ClearStream Communications) that require a level of effort that appears to fall outside of the Geo/Matrix project scope of work.  These two companies are in the early stages of their business development and do not currently have operating networks.  To ensure that SURA does not miss a unique opportunity to partner with these two companies early in their development, it is agreed that SURA needs to begin discussions with Aerie and ClearStream at the earliest possible time.  

SURA is proposing that we use the Aerie and ClearStream opportunities to trial the following process, which we can then use after Phase 2 is complete, to engage those companies that need immediate attention.  Until the completion of Phase 2, both SURA and Geo/Matrix must agree before any additional companies will be handled in this manner.

Suggested Process:

· Geo/Matrix continues work to complete Phase 2 and develops a prioritized list of potential partners.  This prioritized list will consist of three categories of potential partners:

1. Companies with strong interest in the SURA RII with network assets in the SURA region.

2. Companies that require further exploration to determine interest or desirability.

3. Companies that are not likely candidates for partnership with SURA for the RII.

Each category will itself be prioritized from most attractive to least attractive.

· To ensure consistency and that both local and regional interests are represented at meetings with potential partners, SURA will manage all meetings with Category 1 potential partners.  The existing Geo/Matrix Oversight Team (Gary Crane, Jed Diem, Ron Hutchins, Jerry Sobieski and Mark Johnson) will manage this process.  Meetings held with potential partners will have at least one of these five individuals present, more if possible.  Others may attend or participate via voice or video conference.  If discussions with potential partners are expected to have specific relevance to any individual SURA member institution, the SURA IT Committee members from affected institutions will be invited to attend.  For initial meetings with potential partners, Geo/Matrix will provide assistance to assure that SURA is able to enter into discussions with the potential partner at the highest possible level within the target company. Geo/Matrix will participate in these meetings to the extent required to complete the scope of work defined in the remaining phases of the project.

· Geo will continue to meet with Category 2 potential partners until they can be classified as either Category 1 or Category 3.  

· The RII Architecture Working Group will develop a white paper which will outline an initial set of basic attributes of a proposed SURA regional network infrastructure.  This will be used to engage potential partners in continuing discussions.

Reporting

· All scheduled meetings with potential partners will be communicated to the RII working group prior to the meeting.  

· Geo/Matrix will be informed of all potential partner meetings and will be invited to those for which their assistance is required.  

· SURA will maintain documents on the SURA RII web space that summarize each meeting with a potential partner. 

· Our regular Friday and Monday conference calls will provide an opportunity to interact on the status of any given potential partner. 
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