Brief Background:
Patson Corporation was formed as a Veteran Owned, S-Corporation in 1992 by Richard Mullare.  We are an ancillary supplier to the metal fabrication and manufacturing industries.  We perform metal finishing services (powder coating/painting, plating, anodizing and other metal finishes) for Commercial, Industrial, and all levels of Government.  Patson Corp. was started with customers that were in limbo due to the closure of the previous company, Grand Chromium which only specialized in chrome plating of metal parts.  At Grand Chromium, we were the largest chrome plating company in the country.  We had 125 employees per shift, 3 shifts per day, 7 days per week.  We currently have 4 employees (including Richard and myself).

The main reason for the closure of Grand Chromium, and the staring of Patson Corporation (at the exact same location and even with the same telephone numbers), is mainly because of a belief held by the D.E.C., E.P.A., and the D.E.P. as well as the advantages of off-shoring to developing countries at lower wages.  The environmental agencies claimed that the pollutants in the Hudson River were directly a result of the plating industry (which at one time in NYC, there were 164 companies, now there are less than 5).  After those agencies were through with their handling of the situation, it closed most of the plating companies in NYC and dispersed the roughly 5000 employees that worked for those companies.  It was not until GM (General Motors) closed its factory on the Hudson, that the pollutants finally were gone from the river.  So basically, the agencies (in conjunction with globalization) helped eliminate that industry in NYC.  We understood the business climate and rushed into Environmentally Friendly Coating applications such as Powder Coating (metal parts painting).  This is how Patson Corporation was formed.
It is because of these 2 issues that we are currently finding ourselves at a competitive disadvantage to other companies as well as to our customers.  Like anything else in this economy, “price-point” is an issue.  Even though many companies have gone to “Just-In-Time-Inventory (J.I.T.I.) products we are still competing with the prices offered by those countries that receive our off-shoring in the form of globalization.  With not only the current economic situation, but the geo-political climate around the world, we believe that there will still be a huge demand for “Just-In-Time-Inventory” services.  This usually requires an extremely fast turnaround on the services rendered, a great price, and a superior quality all coupled with “old-school” customer service.  We are not only a supplier to our customers, but we are almost an extension of their company.
Since the J.I.T.I seems to be a rising need and without a doubt a future need, we are poised for great sustainable growth due to our mix-market approach, to our diversification in our clients, as well as to many different industries we service all while being extremely standardized.  No matter what market, industry, or customer we supply to, the finishing of metal products is usually all the same.  For example, weather we powder coat automobile wheels rims, or we powder coat tool boxes, or metal bar stools, the processes are identical and standardized, allowing for us to service and to cater to many different areas of business.
Our facilities and equipment have become antiquated in order to fully realize our growth plan and business plan as well.  Because of September 11th 2001, we lost roughly half (1/2) of our revenues because much of our work came from that area.  We persevered that, and started to do much better 2 years after that.  Things were acceptable at this time, but never quite what it was prior to 9/11/01.  We worked extremely hard to pay back all of our debt incurred because of the bad economy at that point (we also had 20 employees at that time).  We kept all of our employees working even when there was little to absolutely no work at all.

We pulled through those years and were able to always be profitable.  Just as we thought there was “light at the end of the tunnel” the recent economic crisis hit us pretty hard.  With rising costs on all of our supplies, rising wages because of the previous good years, having an aging accounts receivable, as well as customers expecting “China Prices” here, all of that really added up and compounded the already tough situations.  In all of the years we have been in business, we have never had a negative year.  2009 was the only year we ever broke-even.  Because we have never had a bad year in accounting terms, we are a very strong company.  

Again, we did not let this deter us from operating and trying to grow and adapt anyway we could.  In late 2006 – early 2007, we decided to pursue Federal Procurement primarily and State and Local Governmental Procurement because of the synergistic processes in contracting on all levels of Government.  This initiative led us to meet with Large Prime Contractors that perform Military and Government services as well as becoming more aware at how to best navigate the procurement arena.  This was done by our own due diligence and with help from the local PTAC (Procurement Technical Assistance Center), SBDC (Small Business Development Center), EWVIDCO (East Williamsburg Valley Industrial Development Corporation), and other networking and business development outreach agencies.
The Opportunities:
In 2008, without any outside assistance,  we were awarded a Subcontract on a $200 Million contract for the Army in Picatinny, NJ.  Because of the sensitive material associated with this contract, any additional information will be provided upon request.  However, this was a time when the Federal Government allocated the Stimulus Funds for the Recovery and Reinvestment Act and most of that $200 Million was withdrawn from that program and allocated elsewhere.  It was because of our waiting for this award that we searched out and were introduced to the above mentioned agencies for further assistance in protocol for our ambitions.
This has been a huge disappointment because we expected to receive approximately 20% of that contract over 5 years ($8 Million/year) where we currently have $300,000 in revenues.  Even thought there is a great difference between our actual Gross Revenues and the potential Revenues, we would have been able to handle all of that work.  At full capacity, we can handle roughly $2.5-$3 Million/year at a 24/7 work week.  

Because of this subcontract, we were in the market to upgrade our machines because we not only wanted to comply with all Environmental and Military Standards for metal finishing on this project, but position ourselves for future growth for other solicitations that arise.  For example, according to the Department of Defense, in 2008, they spent $17 Billion on coatings.  There are not too many people in the country left that are doing what we do (only a few thousand out of 27.4 Million Small Businesses in American and only 550,000 of all of the companies in the country are even registered to do business with the Government).  Basically, as aforementioned, we are at a competitive disadvantage in regards to keeping up with our customers’ needs, future environmental compliances, and growth prospects.

We are not only trying to expand our business in Government Procurement, but in our Commercial, and Industrial Markets as well.  This is evident in our 30% year-over-year increase in sales from 2009.  Many of the smaller companies/competitors have gone out of business and that has left us also getting new customers without having to go out and see them first.  This is also coupled with many companies wanting to do more work back here in the United States (Just-In-Time-Inventory).  It is almost like “icing on the cake.”  This is because these new customers (unsolicited) are on top of the new customers we are going out to see for the first time to try to get work from them.  People are eager to see that there are other people offering that services.  As of lately, 80% of the new prospective people we go out to see, we obtain new orders from them making them a new customer.
That in turn gets our foot in the door.  This situation is made so because, people like to have more than one supplier/vendor currently.  They are willing to try a new supplier out if they can either offer them a better price, a better quality/service, or combination of both.  Just recently, we lost a job to a large company that has never really been a competitor of ours.  They normally cater to the construction trades only and perform most of their work form out-of-state companies/construction projects.  

However, because of the lack of new commercial and residential construction projects, they had to reevaluate and adapt to the new economy as well.  This is an upset for us because they are 4 times the size of us, they also have another location in Florida, and their equipment is all new and automated.  This is one of the reasons we need assistance to upgrade our equipment and facilities.  They have the capabilities to really make it difficult for us to operate.  They have completely automated equipment which allows them to produce work faster and cheaper than we can.  This is starting to become the “Norm” for other companies across the nation (and world) as well.  
The other companies in our industry across the country have been upgrading as well.  Many companies have been partnering up with their States and agencies such as the PTAC and other agencies, and receiving tremendous assistance in the form of grant, funding, abatements, and many other incentives.   For example, a Large Prime Contractor near Detroit (International – they make many of the trucks and school buses in the country) was awarded a new Military contract (worth billions) for the fabrication of new vehicles.  These new vehicle will replace and phase out all of our Military’s Humvees (Hummers) within a few years.  International Truck, was approached by their local PTAC at the behest of one of its clients (a metal finishing company like ourselves), for the purpose of soliciting and obtain all of the coating requirements for these new vehicles.  
International accepted this metal finishing company as a supplier and the PTAC went out and obtained grants for the company to upgrade their facilities as well as $1,000,000 for new equipment.  It turns out that that combination of local Agency assistance, the partnering up with Large Prime contractors, the $1 Million, has already had returns on the investment.  Many companies had to be hired for the facility upgrades, a company had to be contracted for the new equipment, and let a company grow and hire local people from the economy.  All of this was just so that the metal finishing company could grow and expand.  Please remember that International Truck had to do the same in order to fulfill their contract requirements.  International Truck’s assistance was simply the fact that they were awarded that contract.  Because of the entire situation, hundreds of people were put to work, companies were expanded, and the local economies became a little more stable because of the assistance to the small business (the metal finishing company). 
Coincidentally, the metal finishing services that are being offered for this contract are almost identical to the requirements that we have for our $200 Million subcontract previously mentioned.  It is called CARC Painting (Chemical Agent Resistant Coating).  This coating is applied to all military ground vehicles as well as many aircraft for the military.  It is used in case of biological warfare, and is also used as a stealth coating.  It is a coating that has zero gloss and makes it less detectable to RADAR and other tracking/locating devices.  What is nice about liquid and powder coatings, the same equipment is used for both processes.  If we can offer both services, we can expand further into other markets as well as get extra work form our current customers who source out their liquid coatings for products that are not powder coated.

Assistance that is needed:
What we are looking to accomplish overall, is to upgrade our facilities (which we currently lease) and our equipment.  In looking at trends and programs in the United States, I have seen many companies in the Mid-West and the West Coast receive the most unbelievable amount of assistance for a company in order to: grow, compete, hire, and enter new markets that can extrapolate on the growth, competition, market entry, and most importantly, sustainability.
There have been companies that were given grants, tax abatements, and other program/assistance offerings in order to help them grow or even to stay in their current location/state.  We are somewhat looking for the similar in regards to our initiatives.  We want to be even more environmentally friendly than we currently are, offer better and more competitive pricing, as well as operate more efficiently than we currently are operating.  We have made many new business partnerships, associates, as well as Federal, State, and Local agency contacts that make us a great company to offer assistance to.  

We were hoping that the City and/or the State (NY) would be willing to partner up with industry to try and off-load at least one of the commercial properties that may (or may not have) been taken over by the City or the State for tax purposes, liens, or other issues.  Additionally, we would like to partner up with local agencies in order to help implement a program that hires general labor and helps train them so that they become skilled labor.  Of the top of my head, partnering up with the Prisons or Correctional Facilities, we would be able to hire many of those people so as to mitigate the recidivism rate experienced in the City or the State.  
We want to really pursue more Local work in general, Commercial, Industrial, and Governmental.  We see that there is a problem with companies from out of state receiving contracts for work in NY that could definitely be performed by at least one NY Company, if not multiple companies.  For example, with all of the new bus stations that have been, and are being constructed throughout the City, a company called Cemusa USA, received all of that work.  The company initially promised that the bus stations would be made in America as well.  Shortly after they won the contract, they operated for a few months on it as to their word that they would source locally, they off-shored the fabrication to China.  Additionally, Cemusa is a Spanish owned company from Spain.  

The problem (for the City) with procurement in this matter is that all of the money that contract was awarded for, gets expatriated back to Spain.  They take all of the money and send it back to their home/parent company and are then taxed there, if at all.  This scenario makes it tougher for American Companies in general to compete globally, let alone locally.

Additionally, they tend to use firms for subcontracting that are out of state companies.  Here the problem is that those workers also expatriate their pay.  Their pay is taken out of this state.  When this happens, The City and the State, lose on the tax revenue generated by the contracts on the Corporate Tax side as well as for employee taxes.  When out of state and out of country companies get NY work, NY does not receive a chance to tax those contracts or workers and in turn receive a discount.  This discount is in the form of  whatever the taxes would be, as well as lose local discretionary spending that would be in the form of paychecks, and this in turn.  When you lose discretionary spending in the economy, you also lose the sales tax revenue generated by that spending.
If the City stated that they will only award contracts to NY firms, those firms are taxed on the revenues generated form that contract, and in turn act as a discount on the overall contract.  So a $1,000,000 contract that was awarded by the City is actually discounted because of the taxes the City or State gets back off of that contract.  Additionally, the same principal holds true for the employees of the NY firms.  If NY firms receive the contracts, and in turn employ NY residents, those employees are also taxed.  This is another discount to the City on that $1 Million contract.  These employees are taxed on their pay that resulted from the contract and in turn get that money back.  

Also, when these NY residents are taxed now, it will be a stable tax base for the City and will in turn lead to discretionary spending in the local economy which also in turn leads to other taxes (sales tax revenue) collected from the City or State.  The City or State might save 5%-10% on a contract by awarding it to out of state or out of country firm upfront, but when you really look at it, by awarding the contract to a NY firm, it would really save approximately 25% when factoring in the tax revenue generated by the contract, stable residential tax base, as well as discretionary spending in the local economy that further brings in sales tax.
We could also work with local schools, organizations, non-profits, for summer youth work experience.  For example, 2 years ago, we hired two people form out local Residential Re-Entry Center (Half-way House) for an early work-release program.  They worked approximately 6 months.  During that time, they were paid wages (which were taxed) and a portion of that pay had to go back to the Residential Re-Entry Center as well.  That situation in turn employed countless people in general.  We were able to hire 2 people and the Half-way House had to employ staff to monitor, track, and facilitate those 2 people.  If we had more cooperation with the City and/or State for other initiatives like this, it would be a “win-win” for industry and the City/State.  Here we offered training for an actual skilled trade that those 2 people could take with them wherever they go in life.  These types of programs also are proven to mitigate inmate recidivism which adds to that person’s rehabilitation process.
Granted, this is really only one scenario, and I am sure there are other programs such as the “work-release” program.  However, I do not know, what I do not know, and that is why we at Patson Corporation are looking for assistance or a partnership with the City and/or State.  This would be done at the benefit of every entity involved.
We hope that this brief description of our company and its situations were made clear.  We also have a complete business plan that accompanies this upon request.  Below is our information.  Thank you for your time and efforts regarding this matter.
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