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TECHNICAL MERIT SUMMARY

• When looking from the end-user's perspective, this proposal focuses
on scaling three ReyComm stand-alone Systems into one integrated
solution for the Airforce.

• This man-portable solution includes ground-to-air communication
from a platform with five transceivers.

• The system is a deployable, self-sustaining tactical repeater to
extend ground communications and a stand-alone wireless, self-
contained Crash/Ringdown system for mass notification that can be
deployed anywhere, globally, and exert persistent Air Force
dominance by equipping it with a rapidly deployable package,
24/7/365.

• In addition, the ReyComm Communications System directly
supports remote monitoring and local recording of all traffic
through the system.
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TECHNICAL MERIT SUMMARY – Risk and Mitigation
• ReyComm Communications System enables the end user to deploy one system that operates as an interconnected package, or as a stand-alone system, that

addresses the need for ground-to-air communications, Land Mobile Frequencies, and a wireless self-contained crash/ring down (a procedure used to instantly notify
the Air Base of inbound aircraft with emergencies or other vital information) for mass notification.

• The system will provide for local storage of recordings (holds 1,000 hours per radio and 5,000 hours total). ReyComm's solution is revolutionary due to its remote
monitoring and administration through a satellite link.

• The link connects command and control with the equipment, allowing access to locally stored files for real-time transcription of all traffic travelling through the
system.

• This link gives the AF the strategic advantages to have access to information that others do not.

• This is all possible due to ReyComm's core technology, a first-of-its-kind 4.9 GHz WiFi network, which creates a massive and secure wireless network.

• This technology enables the incorporation of nearly any device capable to communicate within the network, such as drones, robots, infra-red video, perimeter
cameras, and many other autonomous and non-autonomous devices.

• All of ReyComm's products are designed for portability, self-reliance, and interconnectivity.

Proposed Solution: ReyComm will conduct the following research and development to help solve the clear Air Force need after signing an MOU and receiving Phase II
funding:

• Software-defined systems

• Real-time spectrum awareness

• Interference detection and compensation

• Dynamic topology management

• Encryption

• Quantum methods for data security
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SIGNIFICANCE OF PROBLEM/OPPORTUNITY
• Today's modern Air Force remains limited under certain conditions due to a lack of vital

communication capabilities.

• Meanwhile, vital emergency rescue teams, first responders, commercial transportation
operators, wind and solar energy producers and many more suffer the same restrictions,
limiting their ability to provide essential services and resources.

• ReyComm has identified a crucial need within the Department of the Air force (DAF) and the
private sector for a system that combines the capabilities of an air traffic control tower, a
tactical repeater, and a wireless mass notification system all in one portable, compact, and
easy-to-use solution deployable under any emergency or tactical condition.

• The problem ReyComm is attacking is a lack of situational awareness brought on by lack of
capabilities of forward and rapid communication equipment, which results in the inability to
take important actions based on real-time information. This condition is relevant for both the
private sector and Air Force.

• The AF demands for these capabilities exceed the current capabilities of wireless network
technology, even under favorable circumstances.

• In military conflicts, ease-of-communication may often be the difference between mission
success and failure.

• The Air Force cannot rely on the current commercial sector solutions alone for effective
electronic warfare, Global Positioning System (GPS) denial of service, and platform attrition.
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SIGNIFICANCE OF THE OPPORTUNITY

• The Air Force has a defense mission need in communications, specifically man-
portable and tactical air traffic control operations.

• ReyComm believes technology development under this effort will contribute to future
mission need fulfillment.

• The mission impact of this project on the DAF and Department of Defense (DoD) will
enable agile and scalable mission support for contingency, disaster, and humanitarian
responses by providing Agile Combat Employment (ACE) options filling a critical gap in
lighter-weight flexible airfield operations and air traffic control communications
capabilities.

• This gap in technology is identified by ground-to-air and ground-to-ground Ultra High
Frequency (UHF), Very High Frequency (VHF), and Frequency Modulation (FM) Radio
communications.

• The solution to eliminate the problem is the combination of three already established
ReyComm product into a single integrated system that enables excellent situational
awareness through its rapid communication system providing real-time information,
enabling its users to take important action immediately and confidently.
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SIGNIFICANCE OF THE OPPORTUNITY – Private Sector

• Within the private sector, disaster response agencies, law enforcement, and portable Air
Traffic Control (ATC) towers/air show communications show demand for ReyComm's
technology.

• More specifically, the beachhead opportunity is law enforcement as they typically have
outdated communication technology, due to equipment relying on wired connections,
Bluetooth, cellular, and other infrastructures to operate.

• The predicament is the key difference between what is currently available and
ReyComm's proposed solution. The primary issue, which is the outdated technology,
limits the ability to safely negotiate an outcome without the use of force.

• Principally in rural areas, where a strong connection and comfortable circumstances are
usually lacking, ReyComm's solution comes to its competitive advantage.

• The system is designed to perform under the most demanding and challenging
circumstances and environments where internet, cellular, and electricity might not be
available.
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COMMERCIALIZATION POTENTIAL
Air Traffic Control System – The air traffic control system is already in use in the civilian
aviation marketplace.
• The ATC console was used most recently to control air traffic at Experimental

Aircraft Association (EAA) Air-Venture in Oshkosh Wisconsin. Oshkosh is the 4th
Airshow run by the Air Boss on the ReyComm console.

• There are no other companies that have developed a specific product for this
market and use case.

• It is not a large market in comparison to others, however it has now opened
additional markets such as for remote fire bases and disaster response agencies.
In these locales there is a significant need for a compact, stand-alone, portable
ground-to-air communications platform.

• Technology for the Air Force use case will transfer directly to the civilian
marketplace which benefits equally from localized audio recording and remote
access and monitoring.

• The civilian version comes with either one or two panel mount radios and either a 2-
or 4-person Intercom Communication System (ICS).

• It is this ability to be configured for multiple use cases that gives ReyComm the
competitive advantage with this product.

• At the time of this submission, the commercially available console has a Total
Readiness Level (TRL) of 9.
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Tactical Repeater – The tactical repeater system is already being used in civilian
aviation and by Stormpoint, a non-profit disaster response provider.
• The Tactical Repeater can invaluably help oil/gas rigs (onshore and offshore),

wind farms (onshore and offshore), energy line inspections, first responders,
humanitarian and disaster responders, maritime operators, trains, agriculture,
construction, naval fleets, and many more.

• The product design was commissioned by Stormpoint, a non-profit disaster
response provider. They are currently required to maintain duplicate sets of
equipment depending on its use.

• That equipment can only communicate with either Federal or state/local
frequencies. This is required as the agencies operate on different frequencies
within the UHF band.

• ReyComm’s design of a repeater that can operate on both of those frequency
pairs, has 3 hours of internal power to allow time for generators to be set up,
and interoperability with the turn of the knob is revolutionary.

• ReyComm also took transportability into account by housing this technology
in a hardened wheeled-case identical in size to a carry-on bag.

• This ensures that the equipment you need is there when you need it.
• At the time of this submission this product has a TRL of 9.

Wireless Notification System – ReyComm's Crisis Response Unit, which will be redesigned to fill the mass notification feature, has already been deployed by law enforcement in real-
world stand-off situations.
• Moses Lake Police Department in Washington State was the first to field this system.
• It was deployed during a severe storm for over 6 hours. Heavy rain persisted during the stand off in excess of 4 hours, but had no effect on the system operation.
• The system exceeded expectations by demonstrating and testing its wireless connectivity at a range of ¾ mile. The system operated successfully with no issues reported.
• Serial number 1 of the final system is scheduled to be delivered to their department in the third week of August.
• Additionally we have been requested to provide a 3-day demonstration with six departments in Oregon during the second week of September.
• Two of the departments that will be present for this demonstration are Clackamas County Sheriff’s Department and the Portland Police Department.
• Both have already obtained approval from leadership and budgeted for the system cost. Plans are already set to incorporate both the local storage of audio and remote

monitoring of the system which will be developed for the Air Fo0rce use case.
• As with the other two ReyComm Products, this system also has a TRL of 9. Each standalone component is currently commercially available and stands at a Technical Readiness

Level (TRL) and Market Readiness Level (MRL) of 9.
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COMMERCIALIZATION POTENTIAL - Continued
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• The primary non-defense commercial solution for the proposed Air Force system lies in the features and capabilities
that it will bring to the three individual products and how that will benefit the different marketplaces these systems are
designed to support.

• In addition, ReyComm has recently begun marketing the three sub-systems to various industries.
• To support the vast commercial opportunities, ReyComm has established a robust strategic partnership portfolio

including written agreements with Hascall-Denke, DevFinity, and Boston Manufacturing Group.
• Hascall-Denke is a manufacturer of military antennas currently in use by USSOCOM and other military units.
• DevFinity is a leading software development company. Boston Manufacturing Group will assist with contract

fulfillment and already manufactures technology for the US military.
• ReyComm's proposed solution is far more advanced than presently available competing systems; ReyComm’s

products are lighter and self-sufficient.
• The Crisis Response System is decades ahead of current negotiating products, according to Sgt. Jeff Sursely from the

Moses Lake Police Department. Sgt. Sursely and others have asked ReyComm to develop the crisis negotiation
system for use within their police departments.

• There is no other product for this application with the range, functionality, durability, and redundancy that this system
possesses. All of ReyComm's products and projects are custom-built to mitigate specific communication issues.

• Nearly all the solutions ReyComm provides commercially require modified, customized, and integrated systems
specific to the customer’s needs.

• The majority of ReyComm’s clients are government customers such as The United States Airforce.



COMMERCIALIZATION POTENTIAL – Economic Impact Potential

• The VHF air-ground communication stations market is estimated to grow at 14.64% Compound
Annual Growth Rate (CAGR) during the forecast period, 2018-2023.

• In 2018, the market was led by North America with 43.89% share followed by Europe and Asia-
Pacific with shares of 24.97% and 17.66%, respectively.

• The Total Addressable Market (TAM) for VHF Ground to Air stations is forecast to be 264.9
million dollars by 2023.

• The global VHF air-ground communication stations have been segmented by application as air
traffic control system, civil aviation air-ground communication, military aviation communication
and others.

• The air traffic control system segment market is projected to register the highest CAGR of
16.50% during the forecast period. North America will dominate the VHF air-ground
communication stations market in 2023.

• VHF air-ground communication is expected to register a CAGR of 15.87% during the forecast
period of 2022 to 2028

$150 Per Pair 
of Jeans $2B 

Globally
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COMMERCIALIZATION POTENTIAL – Customer and Competition
• ReyComm has uncovered a viable market in the public safety, law enforcement, and military sectors.
• ReyComm’s customer base includes the United States Air Force, the North Carolina Department of Agriculture,

Washington State Department of Health, Central Peninsula General Hospital, Port of Moses Lake Fire Department,
Moses Lake Police Department, X-wing, ATC Premier Solutions, Stormpoint, RedBull, Yeager International Airport, Cove
School District, and other business and government customers.

• ReyComm’s competitors include companies such as AT&T labs and BAE Systems.
• ReyComm holds a competitive advantage due to its partnerships, integration and miniaturization capabilities,

resources, and extensive collaboration with the end user in product and system development.
• As a small business, ReyComm’s size is also a competitive advantage allowing customization of the product to a

customer’s needs or pursuing more intrepid R&D initiatives.
• ReyComm's specialty is in portable wireless technology and as an expert in this field remains actively searching to

explore new marketplaces setting it apart from its competitors.
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COMMERCIALIZATION POTENTIAL – Intellectual Property and Financing 

Intellectual Property:
• ReyComm holds the intellectual property on all three of ReyComm's systems.
• A Utility Patent application is being prepared for each of the individual systems as well as for the complete integrated solution to achieve at least

a temporal competitive advantage.
• All of these products will be patent pending prior to the award of this AFWERX contract.

Financing:
• To achieve commercialization and profitability faster, ReyComm has already raised $250,000 in capital, including participation by seed investor

firms in the tactical radio industry.
• ReyComm does not anticipate any foreign investment.
• All outside financing is to accelerate growth with sales and marketing and to hire radio, electrical, and mechanical engineers.
• X-Wing has a Custom Radio contract with ReyComm for LTE and legacy equipment integration.
• ReyComm anticipates a $2M Series A capital raise in early 2023 to focus on contract manufacturing, hiring, tooling, and facilities.

List of Current Client Sales in 2022:
• UHF Tactical Repeater for Stormpoint - $21,400
• ReyComm Negotiations System, Moses Lake Police Department - $25,000
• McChord Air Force Base, base operations radio upgrade - $33,000
• Central Peninsula General Hospital, Network Upgrade, four different radio units - $27,000
• Cove School District, custom radio system - $10,400
• X-Wing – New Aircraft Manufacturer, custom radio system - $14,000
• US Air Force, 62 OSS (Operation Support Squadron) custom radio system integration - $29,000
• ATC Console for ATC Premier Solutions - $11,200
• Crisis Negotiation System for Moses Lake PD - $25,000
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TEAM’S ABILITY TO PERFORM RESEARCH AND COMMERCIALIZE THE SOLUTION
Name Role Experience Education

MIKE REYNOLDS Director of Hardware

KELLI MCATEE Co-founder and Chief 
Product Officer
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Since its inception, ReyComm has been a leader in communications R&D of custom (first-of-its-kind)
technology and integration solutions. ReyComm specializes in creating portable communication platforms
including the creation of compact mobile control towers. The first commercial product ReyComm gained
traction on is the Hailer System. Hailer is a completely wireless, stand-alone, hostage negotiation system
that does not depend on any outside system. Building on the success of this system, ReyComm then
developed a stand-alone and self-sufficient Multi-frequency Land-Mobile Radio (LMR) repeater and the
equally independent ground-to-air ATC console. ReyComm has decided not to accept funding from outside
an inner circle of friends and family, despite significant interest. ReyComm’s Founder has regulatory
experience working in test flight operations.
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SIGNIFICANCE OF THE OPPORTUNITY– Alignment with AF Science and Technology Strategy

Resilient Information Sharing:

• The Joint Forces’ ability to coordinate actions and combine their effects across multiple domains hinges on rapid and resilient information
sharing.

• While not always highly visible, information sharing underlies much of what the Air Force does. It requires high-performance electronic
connectivity to link computers and systems flexibly and reliably, manned and unmanned, of different types and generations.

• Information sharing also requires that those elements obtain precise data regarding time and position, which underlies navigation and
synchronization for military operations.

Call-to-Action:

• The Air Force must pursue new, highly flexible, and resilient battle network technology that advances from the previous generation hub-and-
spoke connectivity moving toward highly redundant mesh networks where systems of different types can connect flexibly and automatically.

• Such networks will need to autonomously share data of different types and classification levels across the Joint and Allied Forces.

• These networks will adjust gracefully to degradation and reconfiguration allowing change in the spectrum as needed to maintain connectivity.

• Evidence shows that more robust information technology and networking must become pervasive strengths of Air Force research.

• The Air Force must also effectively leverage the vast capabilities and investments that exist in the commercial sector combining them with Air
Force-specific research to solve these complex challenges.
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DEFENSE NEED – DoD/AF Benefits 

Benefits Summary:
• ReyComm Communication System can enable immediate ground-to-air communications with the local recording of all

traffic.
• Independent and self-contained with its own electrical/battery power system, ReyComm Communication System only

requires electrical recharging for extended operations.
• Administration of the system could be remote or autonomous and not require local control.
• A wireless stand-alone mass notification system that easily disseminates vital information over a wide geographic area.
• Tactical repeater extends the range of ground communications to the coverage areas needed.
• An integrated solar controller allows for continuous operation of the systems indefinitely, with the easy-to-deploy solar

array allowing for continuous operation in environments with no available Alternating Current (A/C) power.
• Force multiplies one of America’s greatest military strengths (Air Traffic Control units) asymmetrically, giving the US an

overmatch against its adversaries with existing assets.
• Provides agile and adaptable communications capabilities currently unavailable to the Air Force.
• Scalable and reliable: concerning size, ReyComm Communication System can vary from a single component of the

system to a fully integrated solution to meet the needs of the specific mission.

$2B 
Globally
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PHASE I: DEFENSE & POTENTIAL STAKEHOLDER NEEDS
The first three USAF stakeholders to be contacted are the

1. Air Force Uniform Office (AFUO) has expressed interest in an end-product meeting the technical benefits and merit of this proposal.

2. The Air Force Lifecycle Management Center. The AFLCMC addressing manufacturing gaps in the US while addressing the needs of the
commercial consumer market and Air Force applications.

3. Human Systems Division (AFLCMC/WNU) is considering transitioning the resulting innovations to subcontracts, or other instruments with
other DAF and/or federal customers for final development. ReyComm will connect with multiple units to best understand their respective
challenges in hopes of submitting a robust Phase II proposal.

“The Air Force Uniform Office mission is to design, develop, and
sustain Air Force uniform items and some mission essential gear
for the entire air force," said Colonel William McGuffey, the chief of
Human Systems Division.

We don't want a uniform to melt on an aircrew member and
increase their burn injuries," says 1st Lt. Nicholas Hyatt, an AFUO
systems integration engineer. "We don't want the uniform to be
excessively bulky and cause snag hazards.”

"Through my collaboration with the Army here, we arranged to
allow Airmen to wear the Fire Resistant-Army Combat Uniform in
combat zones. Plus, the contract was paid by the Army. Our goal is
to leverage with other services to find cost avoidance solutions that
meets Air Force needs without making a new program," said Debra
McLean, AFUO Acquisition Program Manager at Natick, Mass.

“Mission AFLCMC/WNU: Acquire and Support Human Systems to
Enhance Warfighter Performance, Protection, and Survivability”

ReyComm LLC. | FX224-OCSO1-0713 ReyComm's Airfield Communication Solution

Presenter Notes
Presentation Notes
7. Objectives - Enumerate the Phase I’s specific objectives, including the questions the effort should answer to determine the feasibility of the proposed approach and proof-of-concept development. Describe the problem or benefit area in relation to the solution.  Describe the solution and how success will be measured in helping that user.List at least one working-level organization or community in the Air Force who may be able to benefit from your solution.This is VERY important - who is the first AF Stakeholder you will contact once you start your Phase I? If you have trouble with this, try looking through news reports or networking through Linkedin.



PHASE I: OBJECTIVES
Objective #1: Reach out and connect
with relevant Air Force Customers and
End-Users.

Objective #2: Determine mutually agreed-upon
milestones, deliverables and metrics for success within a
Phase II project.

Objective #3: Demonstrate the feasibility of R&D
adaptations to meet the needs of the Air Force end-user
and develop a Phase II project plan.

Deliverable: Obtain signed MOU from relevant Air Force
Stakeholder
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Task Duration Description Performer(s)

01 – Initiation and 
Planning/Preliminary 
Report
(DELIVERABLE)

Days
0-5

ReyComm shall prepare introductory language for potential customers to identify themselves, the program, and the
posted need. ReyComm will schedule a kickoff meeting and create a detailed project plan to execute the Phase I project.
ReyComm will write the preliminary report (including a 1-slide report) describing the research approach to accomplish
this Phase I feasibility study.

Mike Reynolds

02 – USAF Customer 
Discovery

Days
0-60

ReyComm will research, identify, and connect with potential customers. It will schedule meetings with stakeholders to
learn about the existing processes and tools in use, interview the stakeholders to understand concerns, challenges, and
requests, as well as define measures of success.

Mike Reynold
Kelli Mcatee

03 – Problem 
Refinement and 
System Configuration

Days
5-60

ReyComm will research and evaluate solutions that will address the concerns and meet the success criteria. It will
identify and share the most suitable solution to meet these needs during follow-up meetings with its most promising
USAF Customers. ReyComm will then evaluate the feasibility of proposed solutions against the current capabilities,
define capability gaps and brainstorm needed development to achieve any novel use cases. ReyComm will define the
identified requirements to meet the stakeholders’ needs.

Mike Reynold
Kelli Mcatee

04 – Technical 
Adaptations, Trial 
Definition

Days
30-60

ReyComm will identify the necessary development needs to demonstrate how the solution will meet each requirement.
When complete, a two-hour call will be scheduled allowing company representatives to demonstrate the solution and
solicit feedback.

Mike Reynold
Kelli Mcatee

05 – Closure and 
Write Final Report 
(DELIVERABLE)

Days
60-90

ReyComm will consolidate all information gathered from Tasks 02-05 to complete the Phase I deliverables. ReyComm
will produce a final report that will include a detailed description of the solution along with recommendations around
Phase II implementation, training, deployment, and best practices.

Mike Reynold
Kelli Mcatee

All work will be completed within the state of California at ReyComm’s headquarters, at 371 10th Street in San Francisco, California, at facilities that meet environmental laws and 
regulations of Federal,  state, and local governments.

PLAN OUTLINE / STATEMENT OF WORK (SOW)
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Presenter Notes
Presentation Notes
Provide an explicit, detailed description of the Phase I approach. The SOW should indicate the planned tasks, how and where work will be conducted, a schedule of major events, and the final product(s) to be delivered. All Phase 1 contracts should include the following deliverables: 1) Preliminary Report, including a 1 slide project summary, 2) Final report. Provide explicit, detailed discussion of methods planned to achieve each objective or task. Describe the specific tasks, durations, descriptions, and performers to complete the tasks.  Be sure to include any subcontractors efforts in the SOW as well.



TRANSITION PLAN

ReyComm will seek a sole source RFP or
AFWERX Phase II, made possible by
meeting competition requirements through
participation in AFWERX program. This
process will require input and support from
USAF stakeholders at many levels, including
the following:

• Air Force Advocates
• Technical Point of Contact (TPOC)

• MAJCOM Commander

• PEO

• Sole Source RFP
• Contracting Officer

• Mobility Commanders

• Security Support
• Airmen Security Personnel

• Security Clearance Personnel

Define TPOC 
and other 

committed 
advocates

Gather 
warfighter 
stories to 

demonstrate 
importance

Develop and 
distribute 

materials to 
stakeholders

ReyComm 
connects with 
stakeholders

AF develops 
and publishes 

sole source 
RFP or Phase II

ReyComm 
responds 
to RFP or 
Phase II

Awarded sole 
source RFP or 

Phase II 

ReyComm 
begins USAF 

security 
certifications & 

security 
clearance 

applications

ReyComm and 
AF review and 
apply for AFI 

waiver

All required 
certifications, 

clearances, and 
waivers are 

complete and 
active.

Begin 
implementation

Pathway to Sole Source RFP* or AFWERX Phase II Opportunity* 

Post-Sole Source RFP or AFWERX Phase II Award Protocols*

*ReyComm’s understandings as of July 2022; 
we will continue to learn and adjust as we move forward.
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Presenter Notes
Presentation Notes
(9/”a”) Transition Plan - Describe your plan to transition your solution into the Air Force. Describe *briefly* how your proposed solution could integrate with the existing efforts of your proposed Air Force customer.What integration efforts need to be completed before your solution is ‘useable’ by your intended customers?What regulatory, policy, or other compliance efforts need to be undertaken in order for your solution to be implemented?Who needs to be part of your transition plan? Who needs to be ‘on-board’ as you look to scale past your early adopters? Functional or command leadership? Regulatory bodies? The list of high-level Air Force ‘Customers’ (Program Executive Offices) can be found here: https://www.dropbox.com/s/e00ljab5qdjdb9d/AF%20Acquisitions%20%28PEOs%29%20Cheat%20Sheet.pdf?dl=0



RELATED WORK (DUAL USE)

• ReyComm has extensive capability selling to Government agencies and the non-defense sectors.
• The Principal Investigator has extensive experience leading large-scale projects with experience as a commercial helicopter

pilot and subsequent work on the Mitsubishi Regional Jet project and proven product development experience – increasing
ReyComm's probability of success.

• ReyComm's Communications System was developed with end user collaboration in the commercial marketplace.
• A related project is the contract ReyComm completed for the Air Force – 62nd OSS Operation Squadron at the Grant Country

International Airport.
• When completing this project, ReyComm understood that the 62nd OSS was limited in its communication capabilities due to

their inability to access more than one radio.
• ReyComm developed a system that can access the military frequencies and civilian frequencies from one single radio

platform.
• ReyComm tied two Raytheon AM military radios and two civilian band radios onto a single network in a first-of-its-kind

integration allowing for the access of multiple bands broadcasting with base-station power from an LTE handheld that
experiences no line-of-sight issues. This system has allowed communication from the squadron personnel to inbound and
outbound aircraft at distances of up to 100 miles.

• ReyComm built the Stand-Alone Amplitude Modulation (AM)-FM Integration Tower. The figure on the right displays the
Keyboard, Video, and Mouse (KVM) switch allowing localized interface with the LTE gateway mounted below. This gateway is
the link between the LTE handheld in the field and the base-station level power military and civilian radios.

• This system has redundancy aromatic-automatic onboard failure to battery power in the event of a power outage. The
system is furnished with four tower-mounted elevated precision antennas. These antennas are specifically designed for this
system since they need to be tuned to the specific military and civilian frequencies. Finally, the developed product records all
traffic through the system with the insertion of a standard Universal Serial Bus (USB) drive.

ReyComm LLC. | FX224-OCSO1-0713 ReyComm's Airfield Communication Solution

Stand-Alone AM FM Integration Tower

Presenter Notes
Presentation Notes
10/”9”. Related Work (Dual-Use) – Describe significant activities directly related to the proposed effort, including any conducted by the principal investigator, the proposing firm, consultants, or others.  Describe how these activities interface with the proposed project and discuss any planned coordination with outside sources. The technical volume must persuade reviewers of the proposer's awareness of the state-of-the-art in the specific topic. Describe relevant previous and parallel work not directly related to the proposed effort.  Provide the following: (1) short description, (2) client for which work was performed (including point of contact’s name and phone number), and (3) date of completion.  Describe the non-defense customers and any interviews conducted with them.  Describe the defense customers and any interviews conducted with them.  Describe the solution’s competitive landscape.We have a renewed focus on attaching our defense solutions to the pace of technological change - and therefore non-defense and non-governmental commercial solutions.  



CLEARANCES, 
CERTIFICATIONS, 
APPROVALS, 
REGISTRATIONS
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11/”10”. Clearances/Certifications/Approvals/Registrations – Include the System for Award Management Managed Identifier (SAMMI) number (formerly called DUNS number), Commercial and Government Entity (CAGE) code, Small Business Administration (SBA) ID, and DoD SBIR ID number.  If the firm does not currently have these numbers, include the date on an application was submitted.  A valid CAGE code is required to receive a contract or OT.  Lack of a valid CAGE code at the time of award will result in disqualification.DUNS NumberMy DUNS Number is:  ____________(If you have not registered at Dun and Bradstreet and received a DUNS number, register here: https://fedgov.dnb.com/webform) System for Award Management (SAM) (CAGE Code)My CAGE Code is:  ___________ OR I applied for my CAGE code on: _____________(If you have not registered in SAM and received a CAGE code yet, register here: https://www.sam.gov/portal/SAM/) Small Business Association IDMy SBA SBC ID Number is _________(If you have not registered with the Small Business Association (SBA) and received your ‘Small Business Concern’ (SBC) Identification (ID) number, register here:  https://www.sbir.gov/registration) DoD SBIR/STTR IDMy SBA SBC ID Number is ___________(If you have not registered with the Small Business Association (SBA) and received your ‘Small Business Concern’ (SBC) Identification (ID) number, register here:  https://www.sbir.gov/registration) 



PROPOSAL CONFIRMATIONS

• There are no foreign citizens or individuals holding dual citizenship proposed for this
project as a direct employee, subcontractor, or consultant.

• ReyComm is not asserting any technical data rights (assertions).

• All work will be completed within the state of Washington at facilities that meet
environmental laws and regulations of Federal, State, and Local governments.

• No equipment will be purchased within the proposed project.

• There are no prior, current, or pending support of similar proposals or awards.

• There are no special tooling or test equipment needs within the proposed project.

• There are no notable instances of significantly high number of hours, wages, or rates.

• There are no direct material costs within the proposed project.

• ReyComm is privately owned and fully funded.
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Presenter Notes
Presentation Notes
SLIDES TO INCLUDE IF APPLICABLE – Include the following slides if they apply to the proposed effort. If not, do not include them in the slide deck. 11. Foreign Citizens - Identify foreign citizens or individuals holding dual citizenship proposed for this project as a direct employee, subcontractor, or consultant. For these individuals, please specify their country of origin, the type of visa or work permit under which they are performing, and the tasks they will be assigned for the proposed effort. (a) Offerors frequently assume individuals with dual citizenship or a work permit will be allowed to work on a SBIR project and do not report them. This is not necessarily the case. The proposal will be rejected if the requested information is not provided. Therefore, firms should report all foreign citizens expected to be involved on this project. The firm may be asked to provide additional information during negotiations in order to verify the foreign citizen’s eligibility to participate. (b) Supplemental information provided in response to this paragraph will be protected in accordance with the Privacy Act (5 U.S.C. 552a), if applicable, and the Freedom of Information Act (5 U.S.C. 552(b)(6)). 12. Facilities/Equipment - Describe available instrumentation and physical facilities necessary to carry out the effort. Justify equipment purchases, including detailed pricing information in the Cost Volume. Verify facilities where the proposed work will be performed meet environmental laws and regulations of Federal, state (name), and local governments. This includes, but not limited to, airborne emissions, waterborne effluents, external radiation levels, outdoor noise, solid and bulk waste disposal practices, and handling and storage of toxic and hazardous materials. 14. Technical Data Rights (Assertions): Rights in technical data, including software, developed under the award terms resulting from proposals submitted under this CSO, generally remain with the awardee. The Government obtains a royalty-free license to use such technical data only for Government purposes restricted rights in noncommercial software and limited rights in noncommerical technical data during the period commencing with contract/Other Transaction award and ending after 20 years. This data should be marked with the restrictive legend specified in DFARS 252.227-7018 or similar. Upon expiration of the 20 year restrictive license, the Government has Government Purpose Rights in the SBIR data. During the license period, the Government may not release or disclose SBIR data to any entity other than its support services contractors except (1) for evaluation purposes; (2) as expressly permitted by the contractor; or (3) use, release, or disclosure is necessary for emergency repair or overhaul of Government-operated items. See DFARS clause 252.227-7018, "Rights in Noncommercial Technical Data and Computer Software – Small Business Innovation Research (SBIR) Program" at https://www.ecfr.gov/cgi-bin/text-idx?rgn=div5;node=48%3A3.0.1.8.48#se48.3.252_1227_67018. If a proposer plans to submit assertions IAW DFARS 252.227-70187 or similar award term, those assertions must be identified and restrictions MUST be included in the proposal submission. Award cannot be executed until assertions are approved or mutually agreed-upon during negotiations. 15. Supplemental Information on Direct Labor Costs. For any notable instances, e.g., a significant number of hours, very high hourly wages, or significant labor overhead/fringe rates, please justify them in this section. Helpful resources for rate comparisons are https://www.bls.gov/oes/current/oes_nat.htm. 16. Supplemental Information for Direct Material Costs. Justify costs for materials, parts, and supplies with an itemized list containing types, quantities, and price and where appropriate, purposes. For the materials included in the cost volume, please provide the bases for the listed costs. This can be historical information, vendor quotes, catalogs, etc. 17. Detailed Travel Costs (Included in Other Direct Costs). If travel was proposed as an Other Direct Cost, justify those expenses here. Cost for travel funds must be justified and related to the needs of the project. Provide the number of trips, travelers per trip, specific locations and purpose. Also include, to the extent practicable, the basis for the proposed flight, lodging, per diem (meals), and ground transportation costs. A useful resource for this section is https://www.gsa.gov/travel/plan-book/per-diem-rates. NOTE: Travel is likely required for the Phase I technical feasibility study so provide estimated costs here. Actual travel costs incurred will likely differ, which is acceptable. However, this information aids contracting officers to determine proposed costs as fair and reasonable. 18. Supplemental Information for Special Tooling and Test Equipment. While special tooling/test equipment and material cost may be included under Phase I or Phase II, these items are carefully reviewed relative to need and appropriateness for the project. Special tooling/test equipment purchases must be determined by the contracting officer to be advantageous to the Government and directly related to the proposed effort. These may include such items as innovative instrumentation or automatic test equipment. Title to property furnished by the Government or acquired with Government funds will be vested with the Air Force unless it is determined title transfer to the contractor is more cost effective than equipment recovery by the Air Force. 
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