
 
Cultural Diversity Test has Proven Use and Marketing.  
 
 
Plus Research Partners since a scholar used it for her 
Ph. D in her Organizational Psychology thesis as well as 
she redesigned it according to American Psychological 
Association Test Guidelines in 1997. She tested 2000 
persons across the country. Plus various people have 
done similar testing for their research or graduate 
school requirements over the years. We are involved 
with various research persons that submit their data for 
our use. 
 
SRI Institute’s online testing information is on the next 
page. 
 
Various scholars since 1997 have used the test for their 
thesis or to test students or institutions and 
corporations. In many cases there was not a fee charged 
for their research testing if they gave us the statistics. 
 
We have had the Cultural Diversity Test in what we call 
an Open Source Test for a few dollars. We make some 
money but we are mostly concerned that the CDT does 
help in civil rights lawsuits. About 35,000 such lawsuits 
are in Federal Courts without counting state cases. 
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These prices below are what SRI charges as a marketing partner.  

The complete test consists of 136 questions and takes about thirty minutes.  
Group or Department size 51 to 100 cost $14.00 per person 

Group or Department size 101 to 500 cost $12.00 per person 

Group or Department size 501 to 999 cost $10.00 per person 

Institutional testing cost: 

Institution size 1,000 to 3,000 Cost $8.00 per person 

Institution size 13,000 & Over Cost $2.00 per person 

Similar fees are charged to businesses. 

 About Round Table Group  
Round Table Group is an expert services firm bringing you access to over 65,000 top academic and 
industry experts who serve as consultants and expert witnesses. Since 1994, we have been reshaping the 
business world by providing short-term, highly customized consulting services in several major practice 
areas:  

• Expert Services for Attorneys & Investment Managers  

• Corporate Learning & Speakers' Bureau  

  

Expert Services for Attorneys, Investment Managers, & Fast-Growing 
Companies. Mr. Rundquist Chairman, is a scholar for Round Table Group 

Round Table Group provides expert services to attorneys, investment managers, and fast-growing 
companies. 

Our services for attorneys include expert consultation and research support to litigating, immigration, 
intellectual property attorneys, and other legal professionals in need of expertise. RTG can support every 
stage of the litigation process with customized teams of university faculty and qualified research 
associates who possess a deep understanding of attorney needs.  

The Investment Management Research Services division provides investment managers with speedy 
access to industry experts, corporate executives, and top academics with specific domain knowledge in 
hundreds of industry sectors.  

Our Advisory Services division provides fast-growing companies with Advisory Boards and executive 
coaches, to help the principals of these companies develop and implement experience-based strategy, and 
improve performance.  

Corporate Learning & Speakers' Bureau 

Whether you need a keynote speaker, a "professor" for the day, a customized on-site program, or high-
level training your staff can take with them wherever they go, Round Table Group can help.  

RTG's Corporate Learning division offers rigorous corporate learning programs customized for your 
audience, featuring the world's premier college, business school, and law school faculty, as well as experts 
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with thousands of collective years of industry experience. Programs we offer range from interdisciplinary 
symposia like the famed "E-Commerce Boot camps" and semester-long management training solutions to 
seminars focused on specific industries.  

Need a keynote on a particular topic? Our Speakers' Bureau gives you access to the 
favorite talks of the world's largest roster of keynote speakers. Our Bureau focuses on 
subject matter experts who can illuminate even the most difficult concepts.  
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BUSINESS PLAN 
 

 

 Nova Counseling Associates Inc. (a nova media unit) 

1724 N. State Street 

Big Rapids, MI USA 49307-9073 

1-231-796-4637 

Cell 231-679-5094 

trund@netonecom.net 

www.novamediainc.com 

Sites recently purchased & undeveloped 

www.racialattitudesurvey.com 

www.culturaldiversitysurvey.com 

www.culturaldiversitytest.com 

 

www.roundtablegroup.com/scholars Thomas Rundquist’s Profile + Resume 

 

 

 

 

 

 

 

 

 

 

 

 

Chairman 

Thomas J. Rundquist, M.A. LPC  

5/1/07 
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Executive Summary 
Nova Media Inc. was formed as a Chapter C Corporation in May 1981 at Big Rapids, MI. The incorporation 
papers were filed by Tom Rundquist, M.A. LPC in response to the following market conditions: 

Startup, growth opportunities existed in Counseling and Cultural Diversity as well as Racial Attitude Testing 

The need for use of efficient distribution and financial methods in these overlooked markets. 

We have several customers who are willing to place nice orders, contracts within the next six months in 
educational catalogs that we have previously had publications. 

We previously owned a corporation that was active in the publishing markets.  Over the past few years we have 
spent much time studying ways to improve overall performance and increase profits.  This plan is a result of that 
study. 

The basic components of this plan are: 

<Publications> 

Competitive pricing 

Expand the markets 

Increased advertising 

Lower our unit costs, 

There by achieve higher profits. 

 

<Services> 

Sign contracts 

Increased advertising 

Increase outsourcing to University of Michigan, Ferris State University,& San Diego State 
University  

 

To this end, we need investment from private individuals and/or companies.  A total of $25,000 to $1,000,000 is 
being raised which will be used to finance working capital for a Nova Cultural Diversity Testing Center or several 
with marketing and data processing.  The common stock Class A non par value voting now valued as 1/10th of a 
cent with a total of 40,000,000 including issued and reserve maybe issued to investors at increasing price for 
each level of investment or convertible bonds.  The company is a Michigan corporation with potential 
partnerships or outsourcing of research with preferably Michigan Universities or California Research Universities. 

Financial Goals 
 Year 1 Year 2 Year 3 

Sales $500,000 $600,000 $700,000

Net Income $25,000 $150,000 $275,000

Earnings per 
share 0 unknown unknown
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Management 
TR 

CEO/President’s Experience 

Formulated advertising budgets & campaigns using special software for press releases, plus Business Wire 
PR wire and Radio/TV Interview Report and National Press Club. 

Pioneered new distribution channels with www.amazon.com  

www.barnesandnoble.com, NIMCO’s Educational Catalog, National School Products’ Educational Catalog,        
etc. 

Established national sales force of outsourced marketing corporations’ catalogs to educators & others 

Created new and innovative products for the publishing industry in the education field and social issues.     

Education 

Holloway Real Estate Institute Real Estate Agent (1985 to present) plus had all the courses for Broker 

University of Michigan School of Art Accepted 

Michigan State University College of Law (at that time Detroit College of Law he was accepted & purchased 
2 years of Law Books). Plus he watched litigation in Eastern District Federal Court in Detroit for 8 years. 
However he felt more interested in counseling. art and publishing. 

Wayne State University Detroit in Applied Management & Technology plus Counseling Graduate Training 
(Education Specialist or Ph.D. Program) that was left up to him to decide.  He was a VIP on important 
committees as well as in the Detroit Newspaper, TV & Radio Talk programs plus Democratic Committee 
such as Crime and Drugs, Education, Higher Education, National Health Care and Human Rights & 
Welfare). 

Cass Tech Evening School in Auto Mechanics (2 semesters) so could do own repairs. 

Eastern Michigan University M.A. Counseling, B.S. English Language & Literature with History 

Supervised Student Teachers in Industrial Arts plus worked in Admissions & Academic Advising while 
pursing his M.A. in Counseling. Also he did research on the original version of Racial Attitude Survey 
at the University of Michigan’s Institute for Social Research in their Library.  

EMU 2 yr Senior Army ROTC graduate (Infantry) while working on M.A. and offered a Regular Army 
Commission plus being an Major General’s Aide Spot after Basic Infantry Officer’s Branch School at Ft. 
Benning or to go Special Forces Branch as he had an invitation from a Special Forces Officer at his 
apartment at graduate school. 

Registered Representative (Nat’l Assoc of Securities Dealers) First Investors Corp selling Mutual Fund Plans 

Ferris State University A.A.S Human Resources and Pre-Psychology before transferring from FSU in Big 
Rapids. 

Big Rapids High School Graduate with Medium of 99% in High School Essential Content Test 4/1963 

 Graduated with Honors in College Preparation Course. Also he ran track and cross country, plus played 
in the band. He started reading the Great Books and researching at FSU’s Library by going right into the 
book stacks. Was greatly influenced by Mortimer Adler of the Britannia Encyclopedia as to how to digest 
a great book. He was a gadfly like Socrates with pointed questions to all instructors at his high school? 
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Short Biographies 

President 
 
TR, Chief Executive Officer and President, and Director since May 1981.  TR was the founder and Chief 
Executive Officer of his original operating company known as Half Way Press Inc.  He has had experience in the 
publishing field with his own firm, Half Way Press.  Detroit, Michigan, from 1971 to 1980.  TR held a sales 
position with Unisys in Accounting Computers and with First Investors as a Mutual Fund Salesman (N.A.S.D. 
Registered Representative). TR graduated from the Eastern Michigan University in 1967 with a B.S. in English 
Language & Literature Education, and a Masters Degree in Counseling while studying 2 yr Senior Army ROTC in 
1967-69. He took his 2nd Lt (Infantry) Oath of Office 5/10/69. He is Editor of Special Forces Handbook 
Approach to Management and Marketing, which he applies to this corporation. TR is also editor of the 
Psychological Index of the Stock Market copyright 1971, which he researched while a Registered 
Representative selling mutual funds. 

Chief Financial Officer 
To be hired by an executive search. Note: that TR had finance and accounting courses while pursing an A.A.S in 
Human Resources and received additional training in computer programming, accounting and sales in on the job 
studies and corporation institutes while at Unisys (Burroughs) and First Investors Corp where he passed the 
NASD and Michigan Securities Law tests that included some accounting, securities analysis and understanding 
of the various securities laws. Also SCORE (Senior Corp of Retired Executives) with a grant from the Small 
Business Administration organized his bookkeeping plus did his first year’s taxes. Since 1982 TR has handled 
NMI’s tax filings plus its books. He has handled all corporate filings with the Michigan Corporate Bureau 
including Annual Reports, Corp. Assumed Names, Articles of Incorporation, etc. 

Vice President 
To be recruited: Board Secretary, Executive Vice President, Communications V-P and a couple Directors from 
the recommendations of Angels or Venture Capitalists. 

Vice President 
David Rundquist, Vice President of Marketing.  Mr. Rundquist has been the Company’s Vice President of 
Marketing since November 1981 mostly in an advisory position. He worked for three furniture retail outlets as a 
manager or commission salesman since the early 70’s. He was also in Montgomery Wards Management 
Training Program for several years where he won several annual sales awards for his furniture department. He 
also worked for Art Van and Lay-Z- Boy Chains. He has a Bachelors Degree in Retail Marketing and served in 
the U.S. Army as a Spec 5 (Ordinance) in West Germany doing company office work. 

Responsibilities 
TR, Chief Executive Officer - Responsible for entire operation. TR oversees management function and all other 
executives. 

Salary - expenses for housing & auto plus entertainment, and food on a Spartan budget. 

To be hired: CPA, Chief Financial Officer - Responsible for financial operations, accounts payable, accounts 
receivable, interaction with auditors, investor relations.  Salary will be determined but mostly stock or stock 
options for the first few years. Likely the person will be semi-retired from the military, or a public service position. 

David Rundquist, Vice President of Marketing is responsible for marketing, human resources and training.   

Salary - Semi retired but does some consulting. Total Executive Compensation Expenses and potential 
appreciation of their stock holdings, which should be considerable in profit with a buyout or I.P.O. 
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Nova Media Inc. History 
 

In May 1981 we formed a Product/Service company that created social issue publications plus art by TR and 
others.  This company is located in Big Rapids, Michigan North of Grand Rapids about 60 miles.  We formed this 
company as a Chapter C corporation.  Others involved in this business include: David Rundquist and university 
interns in psychology. 

The main goal of this company was to create social concern publications such as the Racial Attitude Test and 
Cultural Diversity Test. 

Financing was arranged through savings, professors, students and family. Everyone involved has been paid in 
full. 

This venture was very successful in generating and increasing sales, but was not effective in achieving 
profitability as we only attempted to break even for many years. The main reason for this was the amount of 
actual outsourcing through other corporations’ catalogs, publications and web sites. However, the corporation 
received an offer for the corporate website www.nov.com. This would match their New York Stock Exchange 
Ticker (Nov). Vargo Oil and Gas offered a price that compared to similar sites’ sales on Great Domains’ Site. 
This cash amount was invested in new office equipment, XP computer and a better corporation Van for 
transportation to our UPS shipper, and has been used for corporation improvements such as business software, 
and R&D. In addition, we paid off the corporate debt. 

 

We are now able to address the markets we have targeted.  We have adjusted our staff, redirected our 
outsourced advertising and sales force. We recently purchased related domains: www.racialattitudesurvey.com. 
www.culturaldiversitysurvey.com plus www.culturaldiversitytest.com. These sites could be used to help in 
searches to draw the web surfers easier. 

Also, click through advertising can be done on Google and yahoo. Also, we would have advertising on related 
sites on diversity and racial testing sites currently on the net. However, this is expensive on yahoo for .10 a click 
thru. 20,000 click thru’s a month would cost $2,000. At one time we got that many visitors to our site and we 
doubt that many visitors would do the test online for a $20 fee each time. The site could be useful to demonstrate 
the test and sell the concept to prospective buyers or investors. 
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Product/Service Description 
Nova Media Inc. offers products/services.  These products/services offer our customers the best possible 
solution as it: 

<Product> 

Offers the lowest price on the market 

Is the most technically advanced 

Offers more useful features 

Saves them time and money 

Offers our users better value per dollar spent 

Provides an alternative way to achieve a similar task with our Racial Attitude Survey and Cultural 
Diversity Test in litigation possibly for the www.roundtablegroup.com. Thomas Rundquist, M.A. 
LPC is a scholar on this site and can offer expert witness in litigation about civil rights, racism 
and diversity. His name is also on the Wall of Tolerance at the Civil Rights Memorial in of the 
Southern Poverty Law Center at Montgomery, Alabama. 

 

 

<Service> 

Provides a service of low cost and 24/7 which is not presently available in this local area. 

Is manned by a team with combined experience of 95 years. 

Saves them time and money 

Provides an alternative, cost effective way for them to realize a similar goal in racial profiling plus 
civil rights cases or protection from getting a lawsuit by sample testing by CDT including RAS. 

 

We have copyrights or exclusive agency, marketing rights for these products/services.  This agency will last 
indefinitely.  

<Product> 

The product/service has a useful life of 28 years because of copyrights.  To distribute this product so that it 
remains usable for our customers, we must use the following methods of storage and transportation: 

Overnight delivery or download from our internet corporate website through Amazon honor & 
pay pal. 

2.    Storage at our location which is minimal as we use Print on Demand 

 3.    Shipment within two days to distributors. 

 4.    Specially padded boxes. 

 5.     Online testing will be available soon. 

Even though the technology used to create this product is new, we expect that others will be able to substantially 
reproduce our copyrighted results within 10 years.  To remain on the leading edge of this product, we will need to 
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devote approximately 10% of revenues toward research and development in related areas.  Also due to the fast 
changing nature of this industry, we will need to update as we can. In our manufacturing plan we considered 
this.<Service> 

 

Short Examples: 

1.   Our consulting practice will address these specialized areas: Racial Attitude Testing and Cultural 
Diversity Testing as to prevention of litigation and testing to use for defense in litigation such as through the 
www.roundtablegroup.com search for Thomas J. Rundquist under Scholars or Diversity. 

2.   We will only rep these specific product lines and future planned related tests. We also now own 
www.racialattitudesurvey.com, and two other sites: www.racialattitudesurvey.com, 
www.culturaldiversitysurvey.com  and www.culturaldiversitytest.com  are yet to be developed. 

 

 

Even though at this time our expertise is unique in the marketplace, we expect advances to be made and 
competitors to arise and offer similar services.  We will meet this challenge by: 

1. Outsourcing or hiring staff specialized in these new areas. 

2. Increase our continuing education and training expense or outsource to Research Institutions. 

3. Adding complementary lines of publications to our product such as a gender, ethnic and age tests. 

4. The tests are open source at a reasonable price, but analysis of the data will be where the money will be 
made. 

Objectives 

Long Term 
Our corporation believes very strongly in technical, financial, business and moral excellence.  To secure a stable 
future for all those concepts connected with Nova Counseling Associates Inc. we have set the following long 
term goals: 

Present market is estimated at many millions, as there are 35,000 civil rights cases in Federal 
Courts that result in $348,000,000 in penalties. Our goal for market share is 70% in the litigation 
area. 

We want to be considered by our peers to be the market leader in sales as evidenced by: 

Trade industry awards 

High end of scale in financial ratios 

Major market share 

Technical excellence (awards, honors, etc.) 

Community involvement (Kiwanis, United Way, American Legion, AMVETS, NAACP etc.) 

This month a magazine writer said there are 35,000 law cases regarding civil rights in Federal Courts. It is 
estimated that lost wages in lawsuits is in the billions of dollars. 

Short Term 

Market share goals - 

First Year    30% 

Second Year    40% 

Third Year     60% 

Fourth Year    70% 
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Decrease, costs through acquisition of new plant and equipment. Increase productivity by 
investing in employee training and education with our in-service program and focused classes 
from University of Michigan and Michigan State University, and San Diego State University in 
these needed areas below. 

1. Budget for complete computer training for appropriate applications. 

2. Set up, then maintain employee benefit program for continuing college education. 

3. Budget for necessary seminars and/or continuing job-specific education. 

4. Maintain state-of-the-art accounting system for careful tracking.  

5. Monthly reports on financial status vis-a-vis the industry.  

6. Aggressive recruitment of the best technical staff in the industry.  

7. Support company involvement in various local and national charity events. 

8. Test Administrator Training and Certification 

9. Training in SPSS statistics applications and interpretation
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Competitors not sure until we research the think tanks in depth 
       SRI Institute and others has been a marketing partner since the late 1990’s. They purchased the right to 

market the Cultural Diversity Test that includes the Racial Attitude Test. 

 

 One competitor is listed in ERIC, but we do not know how they are doing or if they even have any validity or 
reliability. Also the Southern Poverty Law Center has a free bias survey on their site. And Implicit Testing by 
four universities for various civil rights areas is on the web. It is free for individuals to try. 

 

 
Strengths: 
 

 

 

 

 

 

 

Location - next door to supplier factory, on major artery, close to terminal, etc. 

Pricing - Low cost producer, known for aggressive pricing policy. 

Delivery - ships overnight to anywhere in the world. 

Management - Everyone has experience and college degrees in their fields. 

 

Weaknesses 
Service - takes more than 1 month to receive services for testing. 

Dedication - If it’s sunny, they’re on the golf course or ski slope. 

Overhead - Spend lavishly on corporate dining room, limousines and champagne. 

Competitive Advantages 
<Product> 

The distinctive competitive advantages that N.C.A.I. brings to this market are: 

Experience in this market.  We have 36 years of hands-on experience in the publishing industry. 

Sophistication in finance and distribution.  These results in being the lowest cost supplier in these price sensitive 
markets plus using our Chairman’s publication called Special Forces Handbook Approach to Management 
and Marketing. This approach is similar to Google’s especially in turns of secrecy. In fact, according to a 
Federal Computer Magazine, the military is considering some of Google’s methods for the Army and Air Force. 

The philosophy of Nova Media Inc. is to price not just according to our costs, but also according 
to what the market will pay. 

Our targeted minimum gross profit margin for a category must be 10%. 

By pricing to the market, we will achieve higher sales and therefore increase our buying power.  
As the amounts of my purchases increase, my per unit costs of shipping decrease and we will 
achieve higher discount levels from my suppliers. Through these economies of scale, many 
items currently on the market can be sold with lower prices, yet a higher net profit. 

Product pricing will include a range of quantity discounts as well as an early payment discount. 

Rather than being strictly regional, we will expand into the national market and international. 

To control foreign exchange risks, we will monitor the markets and hedge accordingly.  We will 
also use overseas bank accounts. 
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With those companies with which we have established a relationship or are known to be financially secure, we 
will work on a pre-pay basis.  This allows us greater discounts. 

A level and policy of Capitalization that will allow me to fully address the respective markets with comprehensive 
marketing and customer service plans. 

By keeping our overhead low, we will be able to funnel my profits back into operations thus 
avoiding high debt ratios or lost sales opportunities. 

A quarterly direct mail campaign directed at both current customers and prospective new 
customers consisting of an informative newsletter. 

A toll-free national 800 number will be used for customer orders and inquiries. 

We will print complete four-color catalogs on a yearly basis.  Price lists will be updated as 
needed.  We intend to be aggressive in trade magazine advertising. 

Consideration will also be given to attending trade shows around the country. 

With this level of capitalization, should an unexpected downturn occur, we will be able to 
continue operations on a positive scale. 

Innovation. We have a history of innovative ideas. 

<Service> 

The distinctive competitive advantages that N.C.A.I. brings to this market are: 

Experience in this market.  We have 36 years of hands on experience in the publishing industry. 

Sophistication in management and finance.  We are able to run an efficient and lean structure, yet still provide 
quality service to our clients and customers. 

Because of the nature of this industry, we will be able to rent office space in more moderately priced buildings or 
purchase. 

As a unique service company, we will be able to keep our margins high, allowing us to provide 
internal financing for growth possibilities. 

A level and policy of Capitalization that will allow [us] to fully address the respective markets with comprehensive 
marketing and customer service plans. 

By keeping our overhead low, we will be able to funnel our profits back into operations thus 
avoiding high debt ratios or lost sales opportunities. 

Our initial marketing campaign will allow us to book a sufficient amount of business so that we 
can implement our telephone customer service support program. 

Innovation 

________________________________________________________________________________________ 

We have a history of innovative ideas. See www.roundtablegroup.com under scholars and type Thomas J. 
Rundquist or Diversity. Also TR’s books are on amazon.com and barnesandnoble.com 

 <Summary> 

Through our leadership, we will be able to reduce overhead as a percentage of sales thereby increasing the 
amount of profit to be retained in the business.  Because of our pricing policy, more people will purchase our 
merchandise thus increasing the size of the market and we will be increasing our market share.  What our 
company proposes to use are just good solid business sense, economies of scale, and the use of efficient 
financial techniques.  This will allow us the following options: 

increase service 

 

 

 

 

increase advertising 

reduce prices 

increase profits 

increase selection 
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<Service> 

Through our leadership, we will be able to reduce overhead as a percentage of sales thereby increasing the 
amount of profit to be retained in the business.  What our company proposes to use are just good solid business 
sense, economies of scale, and the use of efficient financial techniques.  This will allow us the following options: 

 

 

 

 

increase customer service 

increase advertising expenditures 

increase profits 

increase selection of services offered 

This plan will give us tremendous flexibility to use any of these options or a mix of them to effectively attack our 
target markets and meet our long term goals.  This combination of experience, sophistication, capitalization and 
innovation will assist our Company as it strives to reach its sales, profit and return objective. 

Pricing 

_________________________________________________________________________________________ 

<Product> 

 

We have determined that the market price is $29.95 per master test copy on various websites such as Amazon 
plus www.barnesandnoble.com  and other locations such as ours: www.culturaldiversity.com. And we will offer a 
competitive price for group testing or corporation testing. This will most likely be increased in price. 

This will equal a good margin, as the test user will need such services at to interpretation of their statistics, 
processing of test answer sheets, and possible expert witnesses in court for their organization or others in cases 
of racism, profiling, and civil rights cases at excellent fees per hour plus travel expenses. 

In the near future, we will have on our corporate website online testing with SPSS results and interpretation. In 
addition, for academic research and non-profit use, a master copy of the test will be available quite cheap for 
downloading as long as they let us process and interpret their scan sheets into SPSS statistics. Alternatively, 
they can establish online testing where we do the major portion of their work under a login and I.D. for individual 
in such a way as to avoid duplication and abuse. 

 

<Service> 

Before we set the price for our service, we need to forecast what our fixed monthly costs were going to be.  We 
then determined what the market rates for comparable services are.  At this rate it was determined that for all but 
the lowest billing projections, this Service would turn a profit at this rate. 

Specific Markets 

_________________________________________________________________________________________ 

Market #1 
General History 

<Product> 

The first Cultural Diversity Test including Racial Attitude Survey was introduced into the market in 1997.  
CDT remained much as the original production until well into the 21st century when computer modeling showed 
that there could be some enhancements made to the basic test.  The market for diversity solutions has been 
generally steady with market growth closely following the typical population growth.  Note that these tests are the 
only ones we believe that have critics on Mental Measurements Yearbook in several volumes over the years, 
with the minor criticisms can be resolved for a low cost at a good Research Institution as to regards to the test 
manual we are now developing. 
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<Service> 

Diversity support companies have enjoyed a period of steady growth over the past thirty years.  This demand is 
due to many factors, not the least of which is the advance of diversity technology.  In our proposed marketing 
area, there are several players in services. 

 

<Product> 

Our CDT has been designed by the latest advancements in computer software design.  We are able to 
manufacture our complex CDT’s on computer driven software such as SPSS (statistical). This gives us a 
tremendous price advantage. We have a scholar with her doctorate willing to set up statistical analysis. 

We intend to market our complex CDT through all the normal channels available to simple tests.  These include 
retail, wholesale, and OEM.  To penetrate this market efficiently and swiftly, we intend to initially use commission 
sales representatives strategically located throughout the USA.  We also will start a national advertising 
campaign targeting the end user in various national publications and on national TV commercials. National Press 
Club in Washington DC will let us distribute to 200 international offices and national in their building for about 
$200. This is the organization of newspaper reporters and news wires following the USA news. Business wire 
will release a press release for about $600 on the internet. 

Our sales representatives will be chosen based on their own experience in the marketplace.  It is our intention to 
hire the best and the brightest among those currently available.  Our marketing tests included many of the 
corporation staff we initially would like to hire. 

<Service>  

Over the past few years, we have noticed an increase in demand for civil right litigation expert services.  Our 
computerized office allows us to track our clients’ needs and schedule house calls on one hours notice. 

We intend to attack this market very aggressively through the use of: 

1.   A pool of 10 telemarketers. 

2.   House-to-house visits to neighbors of present clients. 

3.   Advertisements in appropriate magazines especially on the internet 

4.   Radio advertisements on weekends. 

5.   Sales calls on litigation and test management companies for wholesale and/or distributors 

6.   Both Nimcoinc.com and National School Products will sell our survey plus other products as they have in 
the past. 

       7. Advertising on civil rights and related websites plus click through for Google and yahoo. 

As we are offering a unique service, informing the public of our capabilities is of utmost importance. 

However a Research University or two could offer these services for us at a competitive price. 

 

 

Growth Strategy 
<Product> 
 

After having successfully introduced the complex CDT into the American market, our expansion will be in two 
separate areas: increasing sales in the USA and by entering various foreign markets. 

After we have reached our first year sales goals, we intend to offer our sales reps the opportunity to sell our 
products exclusively by joining our company.  We expect that a small percentage will desire to remain 
independent and these will have to be replaced with our own sales force.  We intend to develop further sales 
reps from within by hiring and training them in our own sales methods.  We will increase national advertising and 
begin targeting smaller accounts and specialty outlets.  Additionally, we will conduct in house seminars for 
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various OEM’s demonstrating how the inclusion of complex products that will increase the value of their 
products. 

 

<Service> 

After having successfully completed this entry phase into this market in the geographical are we have chosen, 
we will then expand our market by doing the following: 

1.   Expand telemarketing pool to 20. 

2.   Increase number of direct sales reps. 

3.   Expand into neighboring countries. 

4. Use the www.roundtablegroup referral system for our related listings for search or as expert witnesses 
for diversity or civil rights issues. The round table group has 65,000 experts through the world in certain 
areas and TR is one of their scholars. 

Market Size and Share 
The American market for products/services is estimated at least $100 million annual sales based on data 
furnished by our judgments noting 35,000 civil rights cases in US courts.  We estimate that we can achieve 60% 
market share within 3 years. 

Marketing data for other markets is in the process of collection Cultural Diversity Test and Racial Attitude Survey. 
We will have them in a new Mental Measurements critic and in Tests in Print. 

Other Markets 
 

We also have 25 publications on www.amazon.com and www.barnesandnoble.com and our 
www.novamediainc.com  needing second editions or third editions. However just 7 were picked for now. 

 

Targeting New Markets 

________________________________________________________________________________________ 

To continue our growth, we will be using the following methods to expand our markets and to increase our new 
areas of doing business: 

 

 

 

 

 

 

 

 

Customer contact - find out their needs 

Look for complementary products 

Trade show 

U.S. Government trade leads 

State Government trade leads 

On-line computer prospecting and qualification    (DIALOG, D&B, etc.) 

Market surveys 

Research & development as we have envisioned in the article in May 1997 Entrepreneur’ s  
Management Smarts 
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Location 

 OTHER SAMPLE: 
This business is operated at 1724 N. State Street.  This location is desirable because: 

The building is structurally compatible for our use. 

The consumer loan payment ($186) for offices are below market and will likely be paid by 2 years. 

The building has the necessary facilities to operate this business. 

The location is convenient for our freight companies, suppliers, clients and employees. 

Possibility of expansion in the immediate area of an Industrial Park or vacant land nearby. 

 

We are paying on this building for 2 more years.  We will have renovations costing $2000 based upon three 
estimates for vinyl siding. The building is zoned R-1, and spot zoned for commercial use. 

 

Manufacturing Plan 

SAMPLE: 
We anticipate the following outlays for this capital equipment: 

 Pearson Scanning Machines plus their software to interpret scan sheets     $8000 

 An annual service contract of $400 for SPSS software plus a cost of $3000 for their software.    

  

Research & Development 

SAMPLE: 
We have already spent a considerable amount of time in researching and developing our complex products.  We 
have a very simple office equipped with our internet assess and research email newsletters plus various 
publications mailed to us. However, TR has been doing research in our fields since the 1960’s. 

Presently our research is being supervised by TR. plus he is given access to others’ research knowledge.  He 
will continue in this capacity.  Having been the researcher involved with all our activities to this point, he is well 
qualified to continue our research efforts. 

We have been investigating several potential government (both state and federal) funding sources.  Our present 
program of joint research with the local university has proven very beneficial. We hope other Universities will also 
help. Currently a university in Kansas is loaning out our CDT including Racial Attitude Survey for academic 
research for psychology & counseling students in the Midwest. 
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Historical Financial Data 

See “Attachments” 
Also TR has decided to be Chairman and handle Research & Development plus some strategic planning. The 
President and main executives would be hired on recommendations from SCORE, retired executives, and active 
executives in our fields. Yet we will attempt to outsource to experts many projects. Most likely, they will be picked 
from www.roundtablegroup.com/scholars or Michigan universities after the students have internships with us. 

 

SAMPLE: 

Income Statement 
 

 

While N.C.A.I. has not grossed very much, we have usually broke even. We feel that from our projections with 
the proper capital that in a short period income will increase greatly with an outsourcing with a University 
Research Dept or other professional survey group such as Harris. 

At present we believe that this income statement would not impress anyone, but can furnish if an Angel or other 
investor wishes.  

However, since our Class A non par value Voting Stock (total 40 million shares) set at a value of 1/10th of a 
cent allows excellent bargains for Angels and Venture Capitals in say 3 levels before we would do an IPO even 
as a small capital stock on OTC BB (SOX): Sarbes Oxley can be handled by the CEO and CFO signing without 
an Audit), OTC QX Prime or other exchange such as NASDAQ we have investigated and printed out about 100 
pages of research. This will take sometime to analyze and expert Counsel will be sought. 

We have had discussions with a smaller Michigan Brokerage recommended highly by a Securities Attorney that 
we have had conversations for many years. If the financials show an annual profit for 3 years, they will do it. 
Nevertheless, they are scheduled full for 1 ½ years now. This might not be negative as our financials would be 
better and we could sign a contract in near future with this one or another brokerage firm. There are firms out of 
Michigan also. For a detailed analysis that we have done on the procedures and costs involved for an OTC style 
I.P.O, please email us. 

Of course there are stock exchanges say in Canada or Europe that do a good job with new IPO’s today. 
However, because of the limitations of International Law plus current terrorism concerns throughout the world 
and the problems in simple logistics or communications, we feel that a US IPO is much safer and more cost 
effective. An investment banker is willing to take us public under a Shell Spin Off, but he is out of state. 

We also need to talk with our Securities Counsel about having Stock Certificates I do as four color litho limited 
editions with my art ability on acid free ph balanced, 25% rag content paper and that I sign. Is this legal for the 
first 500 shareholders and has it ever been done? 
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Balance Sheet 
Fixed Assets 

Goodwill  4,000 

Equipment   2,000 

 

Less Depreciation    250 

 

Current Assets 

Art   140,000 

Publications  19,000 

Debtors   0 

Current Liabilities Just utilities and consumer loan for the additional test done in 1997. 

Net Current Assets 160,000 

Long –term Loans 0 

 

Capital and Reserves 1200 

Share capital 

Profit and loss account It breaks even usually. 

    

Shareholder’s funds 

We can show our IRS Corporate Income Taxes for many years to the right investors. We will note that 2005 is 
the best year we have had especially with selling our old internet site www.nov.com for cash in a price that 
seemed right after research in Great Domains site for three letter .com’s. 

 

Asset Worksheet 
In April 2005, we sold our old internet domain for enough to eliminate the corporate debt. We also bought office 
equipment including an XP Computer plus various other items. In addition, a good used Dodge Caravan was 
purchased for hauling our goods. 

 

 

Ratio Analysis 
 As we are just breaking even, we believe that by end of 2007, this analysis will be done. 
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Financial Standards 
We will decide whether to do this later as the parent corporation for Nova Counseling Associates Inc. is involved 
in a number of areas through corporate assumed names with the State of Michigan Corporate Bureau. 

Performa Financial Data 

 
 

Performa Cash Flow Analysis 

 
Assumptions for the current year 

Cash Receipts:   13,000 

Loan on offices              186 a month with 2 years to completion of eliminating this debt. 

Utilities:                     Water 16.50, gas 88.00, trash 32.00/ 3 months, electric 47.00 

Telephone:                     Local, long distance and cellular 90.00 

Salaries:                      Executives: only expenses and stock or eventual stock options 

Payroll:                       0 

Withholding:          0 

Inventory:  Print on Demand at many of TR’s publications 

Freight-In: 

Office Supplies:  Minimal amount of paper from Wal-Mart of 10.00 a month 

Postage & UPS  30.00 

Advertising:                Trade, magazine, direct mail, press releases. 37.14 

Professionals:  Corporate Counsel, CFO, V-P Communications to be filled 

Commissions:                 Figured at 10%. 

Insurance:  159.00 

Travel & Entertainment: Minimal about $5/day 

Research:                      Outsourcing planned to a good University Research Organization 20,000 

Miscellaneous: 

State Taxes: Need to net $350,000 in Michigan before pay corporate income tax. We have not done 
that because we have mostly been doing research. 

Federal Taxes Have just tried to break even in the past and develop products plus research & 
development. 

11,808 a year 

 

Terms to customers:      2/10, n/30 (only to qualified accounts). 

 

Terms from suppliers:  Suppliers we offer 3% cash discount. 

925.00 
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Sales Forecast 

Sales have been forecasted at the following growth rates: 

When we get a Test Manual developed, we will see about better sales. For now, CDT and RAS are primarily 
research instruments with some sales. However this is about to change with national display on other sites 
and in catalogs even as research tests. We also will be developing www.racialattitudesurvey.com and 
another sites to direct traffic to the main website. 

                            Year 2                 Year 3 

Product 1:          unknown%       unknown% 

Product 2:          unknown%       unknown% 

 

 

 

 Cash Flow Variables: 

SAMPLE: 
We project that we will be able to generate sufficient capital from operations to meet our initial needs after the 
infusion of from $25,000 to $500,000. However, our projections are in industries that have never been fully 
addressed and are based upon present real buying conditions and our own experience.  Should sales not be up 
to projections, adjustments will be made in ordering and longer term commitments decreased or postponed. 

 

 

Income Statement 
      Year 2005 Year 2006 

Revenues………………………………………..41,600  20,000 

Costs and expenses…………………………   .41,600  26,000 

 Cost of goods……………………………..   15 

 Selling expenses………………………… 

 General and administrative expenses…41,600  26,000 

 Interest expense…………………………None  None 

 Income tax………………………………. None  None 

Income before extraordinary items 

Net income……………………………………Broke Even Loss of $6,000 

Per share of come stock 

 Income before extraordinary items……None 

 Extraordinary items, net of tax 

Risks & Variables: 

We have considered seasonal trends and have forecasted accordingly.  We believe the forecasts are 
conservative. When our testing is online, we will compete with 3 major websites about civil rights. 
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Cost Control 

________________________________________________________________________________________ 

 
Our books will initially be maintained manually.  NMI seeks at a future point to use a computerized accounting 
package to monitor our financial performance.  This information will be compiled at the end of each month for 
preparation of financial statements.  Each month these statements will be reviewed against our proven needs 
and appropriate action taken to adjust costs or our budget.  If we find that we are continually over budget, our 
first step will be to reevaluate our markup on products and then to recheck our costs to make certain that we are 
obtaining the best possible prices. 

 

Ratio Analysis 

Financial ratios will be included for your convenience in the appropriate time. 

 

Breakeven Point 
 

 

Under construction 

 
The following chart shows our breakeven point: 

Profit         Revenue        Fixed Costs         Variable Costs  Net 

In a couple months we will design good websites to encourage sales. 

 

 

It is intended that Nova will be profitable in the fall 2007. 

Effects of Loan or Investment 

 
The money invested in [Nova Counseling Associates Inc.] will be used for the following purposes: 

Purchase of Outsourcing in University’s Michigan’s Institute for Social Research, a Kansas University or 
West Coast University Research Offices 

Working capital - ($25,000 to $500,000) needed. 

Leasehold improvements -  

Laboratory equipment – Possibly SPSS software and equipment if do not outsource  

       Legal fees, filing fees for private stock offerings for Venture Capitalists Estimate needed beyond the 
current one 

Inventory -raw materials – Perhaps a good copier for Print on Demand 

Delivery trucks- Have a Van that we can do hauling. 

Computer equipment – Last year got a XP system, but might need more software. 
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Attachments 

_______________________________________________________________________________________ 

 

$1000 spent in preventative racial attitude testing might save your 
corporation a million! 
 
Racial Attitude Survey is in Mental Measurements Yearbook 16th Edition, the prestigious reviewing authority on 
psychological tests. Author Thomas J. Rundquist, M.A. LPC did the original research at University of Michigan’s 
Library at the School for Social Research 1968. Then years later two California graduate students; one for her 
Ph D in Organizational Psychology and the other for her MBA in Advertising tested two thousand people each to 
develop SPSS statistics including reliability and validity while greatly improving the test. MMY reviews are 
available online or the 16th Edition or are in University Libraries early 2005. 

 

Uses include academic research, preventative testing for organizations to avoid discrimination lawsuits, and 
compliance monitoring required by Courts in Settlements. 

Note: that 10’s of Million Dollar settlements occur every year in the USA. Larger settlements such as Texaco and 
Coke have been over 100 Million Dollars. 

 

Franchise Annual has a dealership Nova Cultural Diversity Testing Inc, for $50,000 that Mr. Rundquist offers 
through his corporation Nova Media Inc. as a way for counselors to offer testing in different areas of the country. 

In addition, we will certify psychologists and others as to administration plus possible interpretation in the near 
future.  

 

ENTREPRENEUR’s Management Smarts May 1997 in writing about our testing service demonstrates that one 
can avoid Racial Discrimination lawsuits for a nominal amount. In addition, avoid Millions in penalties. 

 

Public Relations Society of America’s Trend Watch’s tactics had an article about our test June 1997. 
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Thomas J. Rundquist, M.A., L.P.C. 
Counseling Director & Owner 

Nova Counseling Associates Inc. (a nova media unit) 

1724 N. State 

Big Rapids, MI 49307-9073 

231-796-4637  

trund@netonecom.net 

www.novamediainc.com 

www.racialattitudesurvey.com 

www.roundtablegroup.com/scholars under TR’s name 

 

EDUCATION 
University of Michigan School of Art    Accepted in 70’s 

 

Ferris State University, Big Rapids, Michigan  A.A.S. 1976 

        Human Resources 

 

Cass Tech Evening School, Detroit, Michigan   to Repair My Cars 1973 

        Auto Mechanics 

 

MSU (formerly Detroit College of Law, Detroit)  Accepted 1971 

 

Wayne State University, Detroit, Michigan         Ed. Spec. Studies 1970 

        Counseling 

Wayne State University Applied Management & Tech Center 1970’s 

          

Eastern Michigan University, Ypsilanti, Michigan  M.A. 1969 

        Counseling 

 

Eastern Michigan University, Ypsilanti, Michigan  B.S. 1967 

        English Education 

 

Ferris State University, Big Rapids, Michigan  1963-65 

        Pre-Psychology 

MILITARY 
Fort Benning, Georgia     Summer 1967 

        Basic Army ROTC Camp 
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        Best Platoon of Camp 

 

Fort Riley, Kansas      Advanced Leadership Camp 

        Best Company of Camp 

TR turned down an award at Ft. Riley as he told his Platoon that it would go to one’s head and make one do 
something stupid in combat. In addition, the platoon really should have shared in the honor. The award was for 
being the only candidate to be in the Highest Proficiency Units for both the Basic Camp and the Advanced 
Leadership Camp for those two years. The General’s staff agreed with him and not to embarrass him in front of a 
Brigade of Army ROTC soldiers. 

 

2nd Lt Commissioning Oath (Infantry)   May10, 1969 

My Lt C offered TR a Regular Army Commission if would sign off on his Bilateral Hearing Loss. In doing so he 
would never receive disability. A Regular Army Commission puts one in the same situation as West Point 
graduates and a few ROTC plus OCS to be at the top of promotion lists, offered General Staff Positions, and 
ability to stay in the Army for a Lifetime career. A Major General at Ft. Riley talked to him about being his aide 
when he completed his Infantry Basic Officer Branch School. Also a Special Forces Officer came to him 
apartment to talk about joining Special Forces, which he felt had one of the few approaches in Vietnam that he 
respected. 

 

 

ACADEMIC APPOINTMENTS 
 

Tri-County Schools     Secondary School  

 Teacher while writing a book about helping substitutes now sold on barnesandnoble.com 1994-95 

 

Morley Community Education     High School Completion 

 Social Studies Instructor (part-time)   1985 to 1991 

 

Ferris State University     English Writing Labs 

 Composition Instructor (part-time)   1981-82 

 

Eastern Michigan University    Graduate Assistant 

 Admissions and Academic Advising    1968 to 1969 

 

Lincoln Consolidated Schools    Industrial Arts  

 Supervising Teacher for Student Teachers   1967-68 

 

OTHER EMPLOYMENT 
 

Nova Media Inc.      Publisher 

 Chairman and Founder     1981 to Present 
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Nova Counseling Associates Inc. (Licensed Alcoholism Program) Counseling Practice 

 Counseling Director and Founder   1986 to Present 

 

LuAnn’s Realty       Real Estate Practice 

 Branch Manager (part-time)     1984 to 2000 

 

Center for Human Services     Counseling Practice 

 Therapist for Alcoholism      1980-81 

 

Wayne County Government (Rehabilitation Programs,  Rehabilitation for Criminal Addicts 

   Detroit House of Correction, Wayne County Jail)        1970-1978   
  

Unisys        Computer Sales 

 Sales Representative plus Technical    1969-70 

 

First Investors       Mutual Funds Sales 

 Registered Representative (NASD)    1968-70  

 Securities License for Mutual Funds 

 

 

 

 

 

RESEARCH INTERESTS 
 

Cultural Diversity Testing and Racial Attitude Testing. Note a review of our Racial Attitude Survey is in Mental 
Measurements Yearbook 16th Edition 2005. Criticisms should be resolved by end of fall 2007 and we will 
resubmit for a new review. 

 

PUBLICATIONS They are sold through NIMCO & National School Products in 
their catalogs, plus amazon.com and barnesandnoble.com.  

 

 SUBSTITUTE TEACHER SURVIVAL ACTIVITIES KIT VOL. I 

 

 Horse is Boss (DRUG CULTURE MONOPOLY) simulation featured in Sunday Detroit News 1971,  

     2nd Edition featured in Grand Rapids Press. 1987 
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 RACIAL ATTITUDE SURVEY 

 

 SALES PERSUASION PRESENTATIONS: A PSYCHOLOGICAL ANALYSIS 

 

MILLIONAIRE FROM BEING POOR: A REASONABLE WAY FOR AVERAGE PEOPLE TO BECOME 
WEALTHY AND BECOME HEALTHY LASTING UNTIL YOUR 90’S 

 

 DRUG ABUSE TREATMENT USING BIOCHEMISTRY: SPECIALIZED VITAMINS, HERBS & NUTRITION 
WITH COUNSELING PLUS URINALYSIS 

 

AWARDS AND HONORS 
 

ENTREPRENEUR Management Smarts May 1997 has an article featuring the original test Racial Attitude Test 
that is now part of the Cultural Diversity Test. In addition, the test was included in Public Relations Society’ of 
America’s Trendline Tactics June 1997. 

 

Thomas J. Rundquist is listed in MARQUIS Who’s Who in Media and Communications. 

 

Horse is Boss now (Drug Culture Monopoly) originally in Detroit Sunday News 1970 and   the 2nd Edition in the 
Grand Rapids Press 1987 is included in NIMCO and National School Products Health Catalogs sent to schools 
throughout the States. 

 

Listed in Anthology of the Foundation for the Advancement of Art in 1980 as a Young and Promising Artist. 
Only two artists were included from Michigan with the other from Kendal. Many now famous artists are in it. 

 

Tom’s art selected to be on Art Communications International Juried CD-Rom.  Of 10,000 applicants, only 323 
artists were selected by a prestigious jury of art critics, curators and New York City gallery owners. 

 

Thomas J. Rundquist is listed in the International Biographical Centre of Great Britain: 2000 Outstanding 
Artists and Designers of the 20th Century and their THE TWENTIETH CENTURY AWARD FOR 
ACHIEVEMENT. 

 

A Limited Edition Print called Kundalini published in Art Business News as an example of promising art 

January 2003. This magazine is a trade publication for art galleries and art print publishers.  

 

March 2002 spoke on Westwood One Radio Network of 1400 radio stations about his games for health 
education and especially his new Drug Addict Trivia Game. 

 

Business Wire Expert Source When certain news issues regarding drug rehabilitation and use arise in the 
media, my email and phone number as released to reporters as a news expert source. 
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TR was on the Michigan Democratic Policy Committees Crime and Drugs, Education, Higher Education, Human 
Rights and Welfare and National Health Care. Also he was the Democratic Candidate for State Representative 
(D) 100th District and was the Party chosen Candidate for U.S. Congress (D) 4th four years later.  

 

32 degree Scottish Rite, Past Master Councilor, Representative DeMolay 

 

 

ARMY ROTC TEST SCORES 

 

STRONG VOCATIONAL INTEREST BLANK 12-27-68 Predictions 

 

Note: Top of Scale is 63. Specialization Level: 69 Occupational Levels: 76 

 

Physical Combat Proficiency Test Performance Report   July 23, 1968    Ft. Riley 

Out of 500 for perfection got 478.  100 for Grenade Throw, 97 for 40-yard Low Crawl, 

95 for Dodge, Run and Jump, 96 for One Mile Run, and 90 for Horizontal Ladder 

 

The Company was the Best for the Entire Advanced Leadership Camp 1968. 

 

He was the only 2yr Senior Army ROTC Graduate that was in the Honor Proficiency Units for  

Both the Basic Officer Camp (Ft. Benning) and the Advanced Leadership Camp (Ft. Riley). 

 

He was offered a Regular Army Commission if he signed off on his hearing loss. 

This meant that he could not receive any disability for hearing loss service connected. 

As he was unable to hear the important messages in field training, He knew that in combat he could get his unit 
in bad situations where soldiers would die. So he just opted to be medically discharged. Attempts to get a special 
assignment to take in account his hearing loss had no success with the Army. 

 

LICENSES AND CERTIFICATIONS 
 

Licensed Professional Counselor License 

 

Continuing Secondary Certification with Guidance Endorsement 

 

Former Securities License (NASD) for selling Mutual Funds Dollar Cost Averaging Plans 

Former Real Estate License with all the courses for Broker 
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Ángel & Venture Capital  

 

Nova Media Inc. 

 

Incorporated in Michigan 1981 with 40 million non par value Class A Stock 

Also 10 million non par value Class B Stock Non Voting. are available. He controls the stock as Chairman and 

Founder with enough shares for a majority of issued ones. 

 

Assets include Nova Counseling Associates Inc., Nova Travel Inc. 25 copyrights, original art, limited edition 
prints, and good will, dealerships listed with Franchise Annual, Business Opportunities Handbook, and real 
estate. 

 

While a SCOR U-&7 filing is possible for a few thousand in fees if one has a loyal customer list. Probably an 
I.P.O. using over the counter or a stock exchange such as the Vancouver is a more likely possibility. 
Alternatively, one can do an OTC QX Prime or OTC BB. For there have been few SCOR that have worked 
successfully and the only stock exchange willing to list SCOR stocks after a certain time is the Pacific at least 
according to our research. 

 

Going Public creates many daily headaches and expenses. The only reason ones see is to gain business 
partners one would not be normally able to get as a private corporation. Plus alternatively, to reward investors 
and employees who one might not be able to pay what they are worth except with stock options. 

 

Just remember he had a Securities Licenses, and studied the process of going public at different times over the 
last 35 years for our corporation and how others went about it. 

  

Recently he has been looking at the Pink Sheet Premier or Prime listings as the costs of auditing and filings are 
much less. Now some NASDAQ stocks are looking into the Premier as a way of avoiding recent auditing costs 
such as Sarbanes Oxley Act, SOX. But the monthly subscription fees can be close to a $1000. 
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aÉät VÉâÇáxÄ|Çz TááÉv|tàxá \ÇvA ;ÇÉät Åxw|t âÇ|à< 
1724 N. State 

Big Rapids, MI 49307-9073 
Phone (231) 796-4637 
Fax (231) 796-4637 

trund@netonecom.net 
6/4/2007 
 
We have talked with the Michigan State Economic Development Corporation and passed 
their interview. They don’t give money, but help one write a good business plan. 
 
We have printed out material on OTCBB, OTCQX Premier and Prime, pink sheet.com, 
plus NASDAQ regulations as well. It totals about 150 pages. If the State Agencies decide 
our agreement is a good one, then money perhaps will be available. We may also need to 
talk with a Securities Counsel in Grand Rapids, MI with one of the Law Firms we have 
sought advice. 
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